
Look, you can get on board, move for-
ward and succeed, or you can be the old guy 
yelling, “Get off my lawn!” As I noted before, 
each one of these four trends presents op-
portunities and challenges. How you han-
dle the challenges will dictate whether you 
can capitalize on the opportunities.

This also doesn’t mean that every sales 
skill you have learned is worthless. Unless 
it’s one of those techniques that depends 
on manipulating uninformed customers, 
it probably has a place in your repertoire 
going forward. It just needs to be augmented with new skills 
and capabilities, refined to speak to new buyer preferences 
and, perhaps, rechanneled a bit. Here are some bullet points 
to think about:

n To succeed with AI, you need to start learning about it, 
get proficient with it, and use it to generate content and com-
munications. Meanwhile, you need to be training your sales-
people to be better at the human-centered skills in selling that 
AI can’t do (yet).

n Younger buyers want more per-minute value for their 

time, but they have great attention spans 
for a good story. How good are your people 
at storytelling?

n Younger people are not loyal to com-
panies anymore. The 40-year career, the 
gold watch and the pension are gone — 
and they know it. They are, however, loyal 
to people. How good are you at building re-
lationships with your salespeople?

n To navigate the buyer’s journey, you 
must first understand it. Do you?

As I look forward, the future is bright for 
great salespeople and great sales leaders. In future articles, I’ll 
be helping you navigate the path forward. n
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31 • BPO Media

www.workflowotg.com / www.theimagingchannel.com 

28 • BTA Service Troubleshooting Training

(800) 843-5059 / www.bta.org/STT 

19 • Clover Imaging Group

https://www.cloverimaging.com 

7 • DLL Group

https://www.dllgroup.com

14 • DocuWare

https://start.docuware.com 

25 • ENX Magazine

(818) 505-0022 / www.enxmag.com 

5 • Epson

https://epson.com/business-inkjet-printers 

2 • Fall Colors Retreat

(800) 843-5059 / www.bta.org/BTAAsheville

32 • GreatAmerica Financial Services

www.greatamerica.com/1nvoice 

19 • In Time Tec

www.intimetec.com 
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www.rethinkwork.com 
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www.papercut.com 
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(800) 843-5059 / www.bta.org/ProFinance 

17 • Technology Assurance Group

(858) 946-2112 / www.tagnational.com 

9 • Toshiba

https://business.toshiba.com 

25 • UPS

(800) 636-2377 / https://1800members.com/bta

3 • Xerox

www.xerox.com
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