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• Buyer Sentiment: How to Use the Newest Data Source  Analyzing sentiment 

gives you deeper insight into where objections are coming from and helps your reps pivot 

their strategy in the moment. 
        Click to Read Full Article 

 

• Steps to Building a Productive Sales Team The answer to building a world-class 

sales team lies with your sales manager role, and it’s not always your best seller who 

becomes your best coach. 
        Click to Read Full Article 

 

• What Post-Pandemic Recovery Means to Sales Pros As sales teams move into 

the future they should focus on digital transformation, educating future sales pros, and the 

need for deeper and more accurate analytics for more impact. 
        Click to Read Full Article 

 

• Is Your Organization Ready for a Culture Shift?  Are your sales and marketing 

teams aligned? Companies with an aligned culture generated more than three times as 

much revenue from marketing efforts as companies without. 
        Click to Read Full Article 

 

• 4 Essential Virtual Selling Tools for Modern Sales Pros  How do you 

consistently interact with buyers the way they prefer across your organization? You need 

to seek out the right tools to achieve the best relationships. 
        Click to Read Full Article 
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https://www.saleshacker.com/how-to-use-sentiment-data/
https://www.forbes.com/sites/forbesbusinessdevelopmentcouncil/2021/06/17/steps-to-building-a-productive-sales-team/?sh=ae5d44225b1f
https://www.crmbuyer.com/story/What-Post-Pandemic-Recovery-Means-to-Sales-Pros-87158.html
https://www.heinzmarketing.com/2021/06/is-your-organization-ready-for-culture-shift/
https://www.linkedin.com/business/sales/blog/modern-selling/4-essential-virtual-selling-tools-for-modern-sales-pros
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• 4 Steps to Overcoming Sales Objections When a buyer indicates that they’re not 

ready to buy, don’t get discouraged. Use the following four steps to overcome sales 

objections and move closer to the sale. 
        Click to Read Full Article 

 

https://www.rainsalestraining.com/blog/4-steps-to-overcoming-sales-objections

