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For Most Companies, The B2B Sales 
Process Is Broken: Fix It By Selling 
To Buyers The Way They Want To 
Buy From You Today
It’s a fact that most companies selling 

complex products or services in business-to-business 

markets don’t do a very effective job of working with the 

sales leads in their pipeline—their “sales funnel.” According 

to MarketingSherpa, a B2B marketing research firm, 68% of 

companies have never identified or documented their own 

sales processes, and 65% of companies have no programs or 

technology in place to help them convert potentially interested 

buyers into paying customers.

Worse yet, many prospects have changed the way they buy 

from companies like yours. Today’s buyers have unlimited 

online access to any product information they need, so they 

no longer rely on a company’s salespeople to provide this 

information. And because they know more, earlier in the sales 

process, when they are ready to talk to your sales team, they’re 

ready to learn about how your product solves their unique 

problems.

65% OF COMPANIES 
LACK PROGRAMS 
OR TECHNOLOGY 
TO CONVERT 
PROSPECTS 
TO BUYERS, 
ACCORDING TO B2B 
RESEARCH FIRM 
MARKETINGSHERPA
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And companies that successfully market and sell 

to these prospects know that providing a continuous 

flow of useful content that shows how their products 

solve each prospect’s problem is the key to attracting, 

keeping, and converting these prospects to buyers in 

this new online-driven environment. 

If your company doesn’t have a disciplined sales 

process to convert prospects to buyers during their 

purchase process, then you’re not closing as many 

of these prospects as you should, and you’re losing 

business to competitors who do run effective lead 

development programs.

But developing an effective sales process for your 

company requires more than buying new software or 

writing new content: An effective sales process means 

understanding how your prospects buy from you, 

creating content that meets their problems and issues 

at every stage of their buying process, and then putting 

technology to work to manage, deliver, and measure a 

new, highly defined marketing and selling process.

DEVELOPING AN 
EFFECTIVE SALES 
PROCESS MEANS 
UNDERSTANDING 
HOW PROSPECTS 
BUY FROM YOU, AND 
THEN DEVELOPING 
CONTENT TO HELP 
CONVERT THESE 
PROSPECTS TO 
BUYERS, USING 
MARKETING 
AUTOMATION
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Once your sales process is defined—i.e., the stages in your 

sales funnel are determined by documenting your prospect’s 

buying process—the next step is to plan and develop the right 

content required for each of these stages in the prospect’s 

buying process. 

Companies provide a mix of freely available and “opt-in” 

content in their sales processes. Typically, content such as blog 

posts and Web site articles is freely available, while higher-

quality content requires a Web searcher to provide their contact 

information to receive it.

Once these prospects opt-in to receive this content from your 

company, they are now part of your sales process—your “sales 

funnel.” And from this stage, how you utilize content, delivered 

by your company’s own sales technology in the form of 

marketing automation, will determine how effectively you can 

convert these prospects to buyers, using this smart technology.  

MARKETING 
AUTOMATION 
MEANS USING 
AUTOMATED 
PROCESSES TO 
SEND PRODUCT 
INFORMATION 
(BY E-MAIL) TO 
PROSPECTS, 
TARGETED TO 
THE CUSTOMER’S 
INTERESTS AND 
READINESS TO BUY
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Web Searchers Become Marketing Leads by 
Exchanging Their Contact Information for Your 
Company’s Content

At the “opt-in” stage, a potential prospect who finds your product 

information worthwhile exchanges their e-mail address for it. Their 

contact information is captured by a marketing automation system, 

which records it and provides the requested information to the 

prospect. The system also captures other useful information, such as 

the link indicating where the user initially found the information about 

the company. This information is useful for determining which parts 

of your company’s Web site, or other external sites, such as industry 

news sites, or social media links, are generating the most online leads 

for your company.

Once a prospect’s contact information has been entered into the 

company’s marketing automation system, they are now a lead 

positioned at the top of your company’s sales funnel. From here, 

marketing automation systems can deliver additional ongoing 

information (content) automatically to these leads—for example, a 

series of regular e-mail communications reflecting the company’s 

product and its problem-solving uses and applications that are 

4

MARKETING 
AUTOMATION 
DELIVERS CONTENT 
TO PROSPECTS, 
AND DOCUMENTS 
A PROSPECT’S 
SPECIFIC 
INFORMATION 
NEEDS CONCERNING 
YOUR PRODUCT
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meaningful to the prospect. Certain types of content, such as 

e-mail newsletters, are sent to all prospects, and other types of 

content, such as reports or case studies, are sent to prospects 

according to their specific needs.

Your Sales Funnel Must Be Matched To Your 
Prospect’s Purchase Decision-Making Process

Prospects go through their own purchase decision-making 

process when they are in your sales funnel: For example, 

once they perform their initial research, they begin to build a 

business case for their purchase. Next, they create a short list 

of possible products and vendors of interest who might be 

able to solve their problem. Then, as they continue their buying 

process, they learn of new information that might cause 

them to “step back,” or re-think their choices. If your company 

can resolve these concerns, the prospect then seeks further 

validation on the way to making their final purchase decision.

Marketing automation works at every stage of this 

prospect’s buying process, by identifying where the prospect 

is in their purchase decision, and then delivering content 

that is appropriate for the prospect at this stage. This is the 

5

CONTENT AT EVERY 
STAGE OF THE 
SALES PROCESS 
IS DESIGNED TO 
MOTIVATE THE 
PROSPECT TO TAKE 
THE NEXT STEP 
IN THEIR BUYING 
PROCESS
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ongoing “sales conversation” that occurs as this information 

is delivered automatically to the prospect, and as your sales 

rep interacts and communicates with the prospect. Both types 

of communication are managed using marketing automation, 

giving both management and the sales rep a clear picture of 

the prospect’s position within their buying process (and your 

sales funnel), and the next steps required to help the prospect 

move along to the next step in the sales process. For example, 

this occurs when sales reps document specific prospect 

problems or concerns that can trigger delivery of additional 

content by the marketing automation system targeted to 

address those specific problems or issues. 

Marketing automation delivers a customized flow of content 

to the prospect: As the prospect chooses to interact with 

certain kinds of content during these communications in your 

sales process, the marketing automation system can also send 

additional information to the prospect based on the interests 

they expressed by their choice. For example, a prospect 

selecting information on a specific product can also be sent a 

case study article describing a customer’s success using this 

product in their business.

6

LEAD SCORING 
HELPS YOUR SALES 
TEAM IDENTIFY 
PROSPECTS WHO 
ARE CLOSE TO THEIR 
FINAL PURCHASE 
DECISION
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Content used in these e-mail communications is designed 

to engage these potential buyers, and to motivate them to 

either contact one of your company’s sales reps, or to interact 

with more detailed information provided by the marketing 

automation system, such as related content which may be of 

interest to the prospect.

Ongoing, High-Value Communication with 
Prospects Positions Your Company as the Best 
Solution to the Prospect’s Problem

As potential buyers review and connect with this steady 

stream of content from your company, they become more 

knowledgeable about your company’s products and, most 

important, they form an opinion on your company’s capability 

to solve their particular problem, technical application, or 

business issue. And as they become more knowledgeable 

about your product’s capabilities and engage with your 

company’s sales team, they move further along in your own 

company’s sales funnel.

Once a lead has reached this point, they are ready to be 

passed along to a sales rep for personal contact to move them 

closer to their purchase decision. 

SALESPEOPLE 
SEEN AS TRUSTED 
ADVISORS BY 
THEIR PROSPECTS 
ARE 69% MORE 
LIKELY TO WIN THE 
SALE, ACCORDING 
TO A CAHNERS 
RESEARCH STUDY
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HOW SMART SALES TECHNOLOGY HELPS YOU
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Prospect’s Stage in Sales Cycle Content Delivered to 
Prospect Using Marketing 

Automation
• Marketing Automation and 

Great Content Work 
Together by showing how your 
product solves your prospect’s 
problem, and making your sales 
process faster and more efficient, 
giving prospects the right content 
at the right time for each stage in 
their purchase decision-making 
process

• Lead Scoring in Marketing 
Automation helps you assess a 
prospect’s readiness to buy, based 
on content selected by the 
prospect, and their position within 
your sales cycle

• Marketing Automation 
Delivers Content to prospects 
based on previous content 
accessed by the prospect, and the 
prospect’s position within your 
sales cycle: Higher-value and more 
specialized content is provided to 
prospects who are closer to their 
final purchase decision

��������

������
• Product Applications Briefs
• Customer Testimonials
• Product Issue White Papers
• Webinars

• Product Comparison Charts
• Financial and ROI Analysis
• Use Case Analysis
• Targeted Content for Other 

Purchase Decision-Makers

• Custom ROI Assessment
• Customer Case Studies

• “Audience of One” Deliverables 
(Proposals, Slide Decks, 
Prototypes, etc.)

������

• Your Web Site
• Product Fact Sheets
• Product FAQ
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“Lead scoring” helps you identify “sales ready” prospects 

who are ready to buy: Within your marketing automation 

system, and with each interaction between the prospect and 

your sales team, lead scoring processes used within marketing 

automation systems provide a point score—based on the 

prospect’s behavior and fit (e.g., title, company size, geography, 

etc.)—indicating a prospect’s “sales readiness.” 

This score is also useful as an indication of a prospect’s 

position in your company’s sales funnel. A higher lead score 

may prompt the marketing automation system to send 

different kinds of content to the prospect, or may also prompt 

a company’s sales rep to contact the prospect if, for example, 

the prospect clicks on a price list for the company’s product, 

indicating a possible advanced interest in buying the product. 

By delivering accurate detail about the information viewed or 

requested by the prospect, marketing automation empowers 

your sales reps to have a higher quality of interaction with 

these prospects, by focusing on their specific problem or 

business issue, instead of pushing general product features 

and benefits, or blindly trying to “close” the prospect. Armed 

with this knowledge, provided by your marketing automation 

CONTENT AT EVERY 
STAGE OF THE 
SALES PROCESS 
IS DESIGNED TO 
MOTIVATE THE 
PROSPECT TO TAKE 
THE NEXT STEP 
IN THEIR BUYING 
PROCESS
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system, your sales rep can provide their prospect with targeted 

advice and information to help them solve their unique 

problem by using the company’s product.

Problem-Solving Content, Delivered At The 
Right Time In Your Prospect’s Buying Process, 
Positions Your Sales Team As Trusted Advisors

High quality content, in the form of problem-solving reports, 

case studies, white papers, videos, and other forms, when 

delivered both automatically by your marketing automation 

system, and personally by your sales team, transforms 

your sales rep from “just another salesperson” to a trusted 

advisor, who is seen by the prospect as having insight into 

their problem or business issue, and the means to solve this 

problem. This additional benefit is critically important, as a 

Cahners Research study of 23,000 B2B buyers found that 

salespeople who are seen by prospects as “trusted advisors” 

are 69% more likely to win the sale.

HIGH QUALITY 
CONTENT 
TRANSFORMS YOUR 
SALES TEAM INTO 
TRUSTED ADVISORS 
IN THE MINDS OF 
YOUR PROSPECTS
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Expertise And Technology Are The Keys To 
Developing An Effective Sales Process

Companies who make the effort to define their sales process, 

and then combine marketing automation and content to 

optimize their sales funnel, reap substantial benefits in higher 

sales close rates and lead conversion and achieve higher 

overall sales growth. According to a DemandBase study, 

companies that use problem-solving content, delivered by 

marketing automation systems in their own optimized sales 

funnel, have a 181% higher average sales closing rate, convert 

leads to buyers at a rate 2 to 4 times higher, and experience 

200% higher average revenue growth compared to companies 

that don’t optimize their sales processes.

The technology for optimizing your sales process isn’t 

expensive, and the other tools and principles required are well 

within reach of most companies. All you need is to make a 

commitment to change your sales process for the better, and to 

find the right partners to help you achieve this goal.

COMPANIES THAT 
USE PROBLEM- 
SOLVING CONTENT 
HAVE A 181% 
HIGHER AVERAGE 
SALES CLOSING 
RATE, AND 
EXPERIENCE 200% 
AVERAGE HIGHER 
REVENUE GROWTH, 
ACCORDING TO 
A DEMANDBASE 
STUDY
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Contact Us 
Telephone: 1-866-478-7783 

E-Mail: info@gamechangingsales.com 

Online: gamechangingsales.com  
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What is RAMP?
 
RAMP is a turnkey program designed to help business-to-business companies 
successfully adapt to a marketing and sales landscape that has changed dramatically 
in recent years. RAMP executes the all-important tasks required to attract prospective 
buyers into the top of the sales funnel, nurture them through their buying process, and 
convert them to sales qualified leads, which are passed on to the sales team. Likewise, 
RAMP can nurture interactions with current customers, thereby growing them into larger 
and more profitable customers.

RAMP applies best practices in a customized, yet highly-defined program:

• Marketing and sales strategy

• Search and online marketing

• Content marketing

• Marketing automation

• Sales process development

• Sales training

• Measurement and analysis

For more information, visit gamechangingsales.com or call us at: 1-866-478-7783

RAMP Founders:

Asher Strategies 
The Pursuit Group 
WSI B2B Marketing
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