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OVERVIEW
Over the past decade, advances in technology changed the 

way salespeople attract, nurture and manage prospects and 

customers. Sales processes became robotic automations, 

personal connections were digitized and a digital wall was 

erected between sales and customers.

It is time for the wall to come down. 

Exciting advances in sales enablement technologies and 

customer relationship management tools reunite sales reps 

with their customers, empowering them to build meaningful 

relationships that lead to long-term sales success.

CURRENT TRENDS IN  
FACE-TO-FACE SELLING
Social technologies, like social media and online customer 

interfaces, create significant changes—good and bad—in 

the traditionally face-to-face selling model. As we look at 

customers’ new online engagement preferences, we see three 

major trends developing in the modern sales model:

Time

People are busy and want tasks to be done faster. Most online 

inquiries are answered within 24-48 hours, but a recent 

Harvard Business Review® study shows that companies that 

contact inquiring prospects within one hour are seven times 

more likely to qualify the lead.

Customer Expectations

Research shows that 81% of people shop online so they 

can research the products before they buy, according 

to an Oracle® survey. Thus sales reps need to engage 

prospects early and directly as 70 percent of the buying 

cycle occurs before the salesperson is even contacted.

Geography

When it comes to online engagement, prospects and 

customers gather according to needs and interests—not 

geography. Now, instead of approaching prospective 

customers within their region, smart sales reps engage 

online with those whose needs match their expertise.

While salespeople now have the online prospecting 

tools, such as CRM, social media and online marketing 

technologies, they must use them to stay ahead of the 

competition and meet customers’ growing expectations. 

To do this, salespeople must find a way to build personal, 

trusted relationships online that make prospects 

amenable to receiving sales messaging. 

DOES VIDEO REALLY MAKE  
A DIFFERENCE?
Face-to-face communication has been a long-trusted 

form of sales communication for a reason: in-person 

meetings help sales professionals read a prospect’s body 

language, facial expressions and other nonverbal cues 

FIVE STEPS TO IMPROVE SALES  
REVENUE AND BUILD BETTER  
CUSTOMER RELATIONS 

http://hbr.org/2011/03/the-short-life-of-online-sales-leads/ar/1
http://www.oracle.com/us/industries/retail/research-connected-consumer-1736894.pdf
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to gauge the success of messaging. But how do you meet 

face-to-face with prospects online? Because most people 

aren’t available to meet in person, video conferencing is fast-

becoming the new go-to sales meeting tool. 

Online meeting programs, such as iMeet by PGi, help 

salespeople and prospects experience a face-to-face, in-person 

meeting online—a valuable tool for sales professionals selling 

in today’s virtual world. Consider these statistics:
• Text-only email captures only 7 percent of all 

communication.

• Voice-only phone calls capture only 45 percent of all 

communication.

• Video chats with voice, visual and text components, capture 

100 percent of all communication.

Video chats actually shorten the sales cycle. If it takes 45 

minutes to close a sale over the phone, it only takes 35 

minutes via video conference. In short, smart salespeople 

who want to close more sales in less time need to add video 

meetings to their selling strategy.

FIVE STEPS TO CREATE WINNING 
CONNECTIONS
Salespeople might not visit customers often, but they can still 

have meaningful interactions online. Here are five steps to 

create winning connections with qualified prospects when 

you can’t be there in person.

Step One: Leverage Social Media

Social media probably does more than any other online 

platform to connect salespeople with prospects:
• It lets salespeople see firsthand what prospects and 

customers are talking about over a long period.

• It gives salespeople more information about prospects’ 

needs and interests.

• It gives salespeople more insight into how to approach 

prospects.

As soon as salespeople understand what prospects are 

looking for, they can turn cold calls into customized 

conversations and get the sales process started quickly.

Step Two: Create a Compelling Online Presence

Because potential customers research companies and 

salespeople before establishing contact, it’s important to 

make a strong first impression online. For starters:
• Write a bio emphasizing specific skills and expertise.

• Include keywords that match what prospects are 

searching for.

• Add a professional-looking photo.

• Omit anything that isn’t professional or relevant to the 

customers’ interests.

The more information in the profile, the more comfortable 

prospects will feel when they talk to the salesperson.

Step Three: Create Engaging Content

Content is the new online currency, so salespeople with 

the most engaging content have the best chance of 

connecting with qualified prospects. Here are some ways 

If it takes 45 minutes to close a sale over the 

phone, it only takes 35 minutes via video 

conference. 

http://www.pgi.com/products/imeet
http://www.kaaj.com/psych/smorder.html
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they can increase the likelihood of making a good connection 

through content:
• Write a blog that covers news and trends that matter to 

prospects.

• Curate relevant content from relevant sources.

• Host thought leadership webinars, video presentations and 

other online events.

Regardless of the format, content should educate prospects 

and provide enough information to create personalized 

outreach at the beginning of the sales cycle.

Step Four: Interact with Prospects

While sales reps are supposed to sell, their job is easier if they first 

interact in a non-selling way. Using today’s virtual technologies, 

smart salespeople have several options at their disposal:
• Participate in online discussions about topics that are 

relevant to prospects—not to your sales pitch.

• Answer questions posted online in forums, wikis and social 

media sites.

• Recommend products and services from other vendors.

By talking to prospects as people and not leads, salespeople 

become a trusted source of information, making selling that 

much easier when the timing is right.

Step Five: Use Video Technology

Web users adopt video technology to stay connected with 

friends and family, and now salespeople can use it to reach 

prospects. Video meetings help sales reps make the most of 

their online connections:
• Read facial expressions to gauge enthusiasm, interest and 

message success.

• Present information and answer questions in real time using 

static and multimedia elements.

• Personalize the communication and build trust by creating a 

face-to-face experience online.

When face-to-face contact is hard, video chats create 

a personal connection that leads to great, long-term 

relationships between companies and customers.

CONCLUSION
The selling process changed with the technological 

advances of the 21st century, but people still prefer buying 

from trustworthy sales reps who understand their needs. 

Using technology to engage with prospects online 

answers today’s online communication trends and 

helps smart salespeople develop long-lasting, personal 

relationships with prospects and customers.

The ideas and data in this report are based on information 

presented during “Five Ways to Create a Winning Connection 

with Qualified Prospects,” a Webinar cohosted by Gerhard 

Gschwandtner (founder and CEO of Selling Power), Todd 

McCormick (sales professional and thought leader), and 

Barbara Giamanco (coauthor of The New Handshake: 

Sales Meets Social Media). The recording of the Webinar is 

available at http://www.sellingpower. com/webinars2/2012/

recording/04/24/.

http://www.sellingpower. com/webinars2/2012/recording/04/24/
http://www.sellingpower. com/webinars2/2012/recording/04/24/
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ABOUT iMEET
iMeet is PGi’s award winning cloud-based solution that lets 

people meet face-to-face online from anywhere on any device. 

iMeet features a highly intuitive interface and lets you meet 

with up to 15 people in HD video.

Interested in an iMeet demo?  

Visit http://experts.pgi.com/contact_us_free_demo  

or call 866-755-4878.

ABOUT PGi
PGi has been a global leader in virtual meetings for 20 years. 

PGi’s cloud-based solutions deliver multi-point, real-time virtual 

collaboration using video, voice and file sharing technologies. 

PGi solutions are available via desktops, tablets or mobile 

devices, helping businesses worldwide be more productive, 

mobile and green. PGi has a global presence in 25 countries 

and an established base of more than 40,000 enterprise 

customers, including 75% of the Fortune 100. In the last five 

years, PGi has hosted nearly one billion people from 137 

countries in over 200 million meetings. For more information, 

visit PGi at www.pgi.com. 

http://experts.pgi.com/contact_us_free_demo
www.pgi.com
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Face-to-face online meetings

http://www.pgi.com
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