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Sales Learning & Enablement, and
Channel Marketing Director
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The end of the B2B Sales Reps?

Major changes in Sales & Marketing

cegid



Is it the end of the B2B Sales Reps?

ToP GUN

emmmm» ceqgid



ERAVN | of B-to-B buyers feel
|\ J\“\\ | their meetings with
& — salespeople are valuable.

= RESOURCEFUL SELLING COM

WHAT DO YOU MEAN YOU'RE NOT INTERESTED IN BUYINS? YOU "LIKED' MY
FACEROOK POST!

FORRESTER




I’M NOT SAYING | BELIEVE IN GLOBAL
WARMING, BUT HAVE YOU NOTICED
IT'S GETTING HARDER TO MAKE COLD

CALLS?

of sales reps had
enough pipeline to meet their

quotas.

Selling Associates study - 2020




« Death of a (B2B) SalesMan »
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Buying Environment
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B Dislike

Most people will avoid talking to salespeople

The web has given the perfect tool to delay this and, in

some cases, avoid altogether
-

° cegid



COVID has changed...

DIGITAL TRANSFORMATION | |

IS YEARS AWAY. T DON'T
SEE OUR COMPANY
HAVING TO CHANGE
ANY TIME SOON.

-
i
&
i

Source : Marketoonist.com

| : i

e
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Channel preferences have changed

What is your preferred way to interact with a salesperson?

86% 80% 716% 14% 57%

Virtual Phone In-Person Email Direct
meeting message

Base: 212 B2B directors+ that influence purchasing decisions across North America and UK organizations in various industries
Source: A commissioned study conducted by Forrester Consulting on behalf of Outreach, April 2022 )

° cegid




The importance of a clear



CUSTOMER Y i UNIQUE 777 CEGID
NEEDS % VALUE SOLUTIONS

(®Strategyzer

° cegid




Customers

Pains
Customers
Professional
Objectives
Gains

Cegid Proposal

Pain relievers

Marketing
& Sales
proposal

Gain creators

° cegid




A 1o =

N R e .

Marketing & Sales
must be totally aligned to
support and promote this
Value and create a unique
and memorable customer
experience.




— But usually, we see this...

Which may produce this.

O’%J O eammmme cegid




MARKETING

Sales

Brand
Reputation

BRAND

AWARENESS

Value Prop.
Cegid Products

Marketing Campaigns

oooooooooo

Events & sponsorship
Press, analysts & influencers

AWARENESS

Target Accounts Target Personas

Where  .oveeennes q Who  .....

oooooooooooooo

°
Owned Social Media
°

MQL
Marketing Qualified Lead

..... q What

Marketing & Sales alignment

EVALUATION SELECTION

0000 [l coosoocooc e Presente  .......... « Manage

esmmm» ceqgid



What is Sales Enablement ?

"’ , , and that equip all client-facing
employees with the ability to consistently and systematically have
a with the right set of customer

stakeholders at each stage of the customer’s buying cycle to
optimize the

FORRESTER




ROI - Sales Velocity

Opportunities Win rate
Objectives G
In quantity
In value Sales cycle lenght
-
[
cegid



Sales Enablement at a glance

Sales Resources Advanced Tools Sales Programs Sales Animations

Volume - SDR

Showpad

Cegid City
Your Digital Briefcase

Hom t= st up an S0R Program ?
e

i
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Content by
sales stage
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ales Development Representatives ,
solicit new potential customers, these
customers

0
b

SDR —the modern Sales prospecting S

cegid



Sales Development Rep activity

It's like a carrousel at a Japanese restaurant !




How to set up an SDR Program ?

{x

N

e, W

1. Tech Stack 2. Framework 3. Sales Content 4. On Boarding

— Sales Development Rep activity — What a sequence looks like. — Impactful communication
LE A At Al R it - e ko
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Day 1 Day 3

0 @

Email 1 LinkedIn Inmail

Introduction LinkedIn
Video GIF Connection
m
vidyard’

Personalized
Landing
Page

Day 4

O

Email 2

GIF TURTL

Turtl

Personalized
Landing
Page

.0
e

What a sequence looks like.
Core sequence — 10 Touch points / 37 days

Day 9 Day 10

G O

Direct Call Email 3

45 sec video
GIF

vidyard’

Personalized
Landing
Page

Day 17

O

Email 4

Web Démo
Invitation

e

Web Demo

Day 20

&

Direct Call

Day 21 Day 26

© O

Email 5 Email 6
TURTL Reminder
TURTL

Turtl

-

Day 31 Day 31
Direct Call Email 7
End Video
GIF

Turtl

vidyard
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— Received these kind of e-mails ?

Hey Valene

This must be you when my emails come in:

All jokes aside, | thought I'd follow up on my previous emails wath a different approach to caplure
your attention!

Since the Ceros platform is all about empowening you to flex your creative muscles, | thought I'd
write a poem — here goes nothingl

“B28 marketing is bonng”

Well it doesn't have fo be

But static PDFs are boring,

Mostly lacking in pizzazz and creatily
Not to mention a lack of integrations,
ammabhons, analybics and inferactmty.

{‘{ you could create something iess boring,

[EXTERNAL] Nicolas & conversions

@ T %) Répondre | & Répondre a tous —> Transférer nee

A @ Nicolas Lihou tun, 06/06/2022 13:25
(i) vous avez transféré ce message le 06/06/2022 18:11,

Cliquez ici pour télécharger des images. Pour protéger la confidentialité, Qutlook a empéche |e télechargement automatique de
certaines images dans e message.

Just kidding, Nicolas :)

Hope that gave you a laughl Any chance you have some time next week for a quick chat? These calls are
purely informative, just so you can get a feel of the platform and see if it's worth continuing conversations

All the best,

Henry

Henry Burns

Sales Development Representative

07958101472 | henry bums@ceros.com

If experiential content isn't for you and you no longer wish to hear from us, click here to let me know.

esmmm» ceqgid



o Short e-matls

s —

—

e

Impactful communication

[EXTERNAL] Alex, j'ai un message vidéo pour vous , ,
= Object of the e-mail

notifications@app.outreach
@ (Attention grabber)
Bonjour Alex,

Je suls Carine. Enchanté !

Pour notre premier contact, [al flmé une vidéo d'1 minute a votre intention

e video

(Short / Personalized / GIF)

2 Envie d'améliorer volre systéme de gestion ? Void un sccés & mon agends pour convenlr d'un échange rapide

Trés bonne journée

Carine Bellon
Freld Sales Enablement Maneger
poumene OO COILL to actionn

_ o (
-

Acchs en gne § mon ajends

esmmm» ceqgid



The dedicated platform for the
Cegid Sales

-—_= ;
Ham g §ALEs
SH.W ? : f
Sales Kick off Tﬁe Sales .Show IOD% Sales Enablement I"1.t.;l% CPA




Episode 1
Oct 2021

Guest
Frederic Doazan

mci

Animation Vente: 100% Sales Enablement

SOCIAL SELLING :

JOUER EN 4-2-1

Episode 2
Nov 2021

Guest
Myriam Nessali

.L:.posn;
OLUTIONS

Episode 3
Mar 2022

Guests
Marc Bruzzo
Mathieu Pawlak

Ex.gnm.l::ﬂr.‘i“"‘

nEM ARDUEZ-Y

Episode 4
Apr 2022

Guest
Nicolas Lihou

P Yo
o e
S
V?DEG REVIEW
........ . . .
Episode 5 Episode 6
May 2022 Jun 2022
Guests Guests

Giorgio Alessi-Mansour Norbert Jamet
Amanda Santos Claude-Emmanuel
Valentin Chardon Chapelan

cegid




We took the exemple of the FIFA cards

. ) ; 7 \ .
40 1 e !

MBAPPE " RAPINOE "~ MAHREZ

=
HENRY
96 PAC | 91 DRI 80 PAC ‘ 92 DRI 83 PAC 90 DRI 74 PAC } 80 DRI

86 SHO 39 DEF 86 SHO
78 PAS 76 PHY 93 PAS

52 DEF 795H0 38 DEF 75 SHO
71 PHY 81 PAS 59 PHY 80 PAS

89 DEF
90 PHY




...to illustrate the individual Sales velocity

51

KE

W,
H ; l RETAIL
Opportunities ® Win rate ﬁ segh

93

Ficld

RENAUD SYLVAIN

CLAVEL JAUZE
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Conclusion
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By 2025...

60%

of B2B sales organizations will
transition from

experience-and intuition-based
selling to .

SOURCE: 4 Levers to Boost SDR Pipeline Generation, Gartner., April 22, 2021

° cegid
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Thanks
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Martin Fairn
CEO at Gazing

Alejandro Argilielles

Read?2Blue Director of Coach &
Partner Development at Gazing
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Who are Gazing

We help people
perform under pressure

and get better at what they do.

ceqgid



Who are Gazing

Gazing concepts-have been deliverea
io peoplein a range‘of sectors including
Business, Sport, Eaucation, Healthcare,
Military_ & Police:

Ev| [ opentextt Sage ({f xerox§)




Cegid Context

Expectation to perform & grow

Wide range of markets, cultures, geographies
Range of businesses integrated under Cegid

Balance between value of Cegld and specificvalue
of eachrbusiness

<Extended portfollo




Mindset and performance: a perspective

STRUCTURES

CLARITY

DIRECTION

SKILLSET

UNDER
PRESSURE

MINDSET

INTENSITY ACCURACY

Where d think ?
ere do you think you are SALES

KICK-OFF

2023




Predictable sources of pressure

Adaptation to change
» Adopting a new enterprise culture
» Corporate initiatives

Diversity of regions

» Different pressures from the various regions l
(Spain, Portugal, LATAM, Africa PT)

» Competition and market diversity

UNDER

Size of accounts
+ Very small businesses to large enterprise PRESSURE
* Diversity of roles

No common language / method

* Inconsistency of customer engagement approaches
« Various levels of skills

SALES

KICK-OFF

2023




Where does your pressure come from?

Make a list of things that contribute to a "bad day in the office"
or that significantly put you under pressure.

Don't feel restricted by work issues alone. Please include anything you
feel negatively impacts on the performance of either you or your team.

jr,_\
A

> ’




VIDEO AIRPLANE ACCIDENT HUSDON RIVER




Lucky Landing?

\ ..- o
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Performance Under Pressure

STRUCTURES

CLARITY

SUSTAINED direction 100%
PERFORMANCE

0%

MINDSET SKILLSET
INTENSITY ACCURACY
Skill vs. Probl
ill vs. Problem SALES
KICK-OFF

2023
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Where our attention
goes...energy follows.
Therefore, the prime issue
s control of attention.

V

cegid



Can’t control

i

Recognise

What is the skill?

Can influence

Can control
\

AN

Choose

SALES

KICK-OFF

2023




Can Control / Can’t control

Go back to your ‘bad day’ list. m

1. In the right-hand circle, write in what you have control over..

2. In the left-hand circle, write in what you don’t have control over

3. Reflect on what happens when your attention stays on what you don't have control over.
How does having clarity around this help?

4. In the middle circle, write down what you can influence. Reflect on how you might do this.

000

C)

SALES

KICK-OFF

2023




Control of attention

REDZ2BLUE

Disconnect Connect
s DIVERTED ON TASK
i ;
Fixated Reset
PastL/ ruture Doubt ¢ Dialogue Trust + Stillness .O‘verwevv
e Specific useful focus

SALES

KICK-OFF

2023




Red2Blue Performance

+ | CAN » 1 DO

Disconnect Connect
Overwhelm Concentration
Past / Future Doubt ¢ Dialogue Trust « Stillness In the present

Diverted

On task
-1 CAN'T
GGRESSIVE ° WARE
ASSIVE e LEAR

SCAPE ° TASK

Recognise
SALES

KICK-OFF

2023




Releasing attention

Exercise

ol

V

Awareness - Acceptance = Letting go
cegid



Body Check Ritual

When you start to become aware
of yourself slipping into the ‘Red’

1. Do something physical — e.g. holding the wrist, brushing hands,
stamping foot. The action will be largely dependent on the context
and situation you're operating in.

2. Place your attention on something external. Notice its shape,
texture. Notice the space around it.

3. Choose the next task.
cegid



Grounding

When you start to become aware
of yourself slipping into the ‘Red’

1. Place your tongue on the bottom of your mouth.
2. Feel the ground under your feet.
3. Feel your stomach move in and out as you breath. Count your breaths.

4. Hold the first two fingers of your left hand (optional).

e e _ . ¥ i cegid

- - -



Everyone is vulnerable

0~

Accept the discomfort Deliberately Choose

SALES

KICK-OFF
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Blue head?

Denial
"This can't be happening”

Disbelief
"This doesn't happen to ME"

Realisation
) “This flight probably will not end on a runway
with the aircraft undamaged”

_ceqid




The Gazing Principle

OVERVIEW

Aviate - Navigate « Communicate

THE GAZING PRINCIPLE

IDLE

/oom out / Zoom in

el Flow CUTOFF
BATT Master Switch ON
DETAIL

L._-':r'uﬁ:ng Gear Lever CHECKE DOWN

Flaps up

Checklist

KICK-OFF

2023




Attention on what in Cegid?

‘Blue head' is about deliberate focus of attention.
Our tasks needs to be clear.
Under pressure clarity comes from stepping back to take overview

We need to have clear structures to refine our skills and focus and

enjoy what we can control.

cegid




Staying focused
when it matters

Attention is a skill...
Moving from RedZ2Blue is a skill

that can be broken down...
The skill involves recognizing, accepting and choosing
between what you can and can't control

o
and practiced... o
The more you practice the skill, the more likely you'll be s i
able to change your response to situations that divert you i ﬁ"

to walk towards pressure.
This means you'll be resilient under pressure




Ny o Pressure
., <\ . drives performance

.
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Control of Attention
A skill to be reinforced

\\\\\\\\\ I ////////////

Stepping back to gain insight
Overview of the t to

ZOOM IN

¢
5
Being in the moment and

focus on what matters P

\\\\\
///////////////\\\\\\\\\\\\\\\\\\\\\\\\\\\
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Slow is Smooth...
... Smooth is Fast

cegid



ol
Thank youl!

.A

| ¥ @gazingtraining in Gazing Limited

f Gazing Performance gazingtraining
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Cegid Forward 2023

Enrique Sala Pascual
Business Developer Partners and
alliances
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Crea Tu Propia
Historia




Imagina el

futuro...Estamos
en 2024




Queremos que

nos conteis como
ha sido 2023 en
Cegid.




Reglas para hacer el video:

1 minuto duracion

Tenéis para prepararlo.

Cuando lo tengais listo, para grabarlo en
nuestro plato.

Sed MUY

SALES

KICK-OFF
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Predictable sources of pressure

Adaptation to change
« Adopting a new enterprise culture
» Corporate initiatives

Diversity of regions

» Different pressures from the various regions
(Spain, Portugal, LATAM, Africa PT)

» Competition and market diversity

Size of accounts
 Very small businesses to large enterprise
» Diversity of roles

No common language / method
* Inconsistency of customer engagement approaches
» Various levels of skills

l

UNDER
PRESSURE

cegid



- Seleccion fotos
-3 del Photocall
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LAS FINALISTAS SON...
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Y LA GANADORA ES...
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President’s
club 2022




VIDEO PRESIDENTS CLUB
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