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Covid-19 has destroyed businesses and disrupted 
economies around the world. As countries reopen, sales 
leaders are rushing to respond to the new normal of 
selling. 

While taking care of customers is still the name of the 
game, sales leaders must learn new ways of motivating 
their teams and adjust how their organizations engage 
with buyers in the face of new B2B buying habits. The 
pandemic has brought the workplace to a virtual tipping 
point, escalating trends that were in motion before the 
outbreak.

The McKinsey survey of B2B businesses report that 
“almost 90% of sales have moved to video conference or 
other remote models, and while some skepticism remains, 
more than half believe this is equally or more effective 
than sales models used before Covid-19.” 1 

The study also asserts that “looking forward, B2B 
companies see digital interactions to two or three times 
more important to their customers than traditional sales 
interactions.”1

While there are still many unknowns, one thing is clear: 
sales going forward will look profoundly different than 
it has in the past. Do you have a sneaking suspicion that 

the sales team that got you where you are today, won’t be 
the same team that gets you where you need to be in the 
future?

In this executive guide, we outline the new requirements 
for sales and sales management in the virtual 
environment, and discuss how the use of assessment 
tools can help you understand your sales talent, and 
determine whether you have a significant sales talent gap.

One of our specialties at Chally is helping companies align 
their sales roles with buyer needs, and then using our 
assessment to help them hire and develop sales talent 
to meet buyer preferences. This is still a best practice. It 
is essential to gauge a seller’s disposition and potential 
to perform the tasks required of specific sales roles. It 
would be a mistake to hire a seller because of how they 
can “work a room” without being in it. Sellers still need to 
have the strengths (natural aptitude) needed for their jobs 
and the style (motivations) to perform. 

Rather than change the profile of the type of seller you 
need, think about the additional competencies your 
sellers need to thrive in this new virtual workplace. Here 
are the virtual skills we have identified as critical to 
success for sellers and sales leaders.

1 https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/the-b2b-digital-inflection-point-how-sales-have-changed-during-covid-19 
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10 Critical Skills for Virtual Sellers

1
Strengthens Client Relationships by 
Remaining a Consistent Presence

Initiate current customer contact to ensure customer relationship is 
maintained

2 Self-Directed
Take initiative to set goals and complete work with limited 
supervision

3
Ensures Coverage and Responds to 
Customers

Remain available or implement a backup system when unavailable to 
ensure others' needs are managed at any time

4
Maintains and Shares Market Trend 
Awareness

Update market knowledge to be of assistance to customers who may 
not have time or resources to research or monitor market trends

5
Crafts Written Communications that are 
Precise and Deliberate

Provide written information that is organized, succinct, and leaves no 
room for misunderstanding or misinterpretation

6
Utilizes Tools to Manage Multiple 
Priorities

Systematically manage multiple tasks/projects with efficiency

7
Effectively Communicates in an Informal 
Manner

Communicate information in an informal and conversational manner

8 Prioritizes Tasks
Follow rational, pragmatic steps to help address task urgency when 
prioritization must be strategic and proactive; a decision of what to 
prioritize must be made

9 Deals Effectively with Stress
Prepare to manage roadblocks and setbacks; composed, calm, and 
steady under pressure

10
Takes a Positive Approach to Customer 
Concerns

Do not personalize customer irritation or dissatisfaction but respect 
others’ feelings and concentrate on finding a solution; negative 
situations are viewed as an opportunity

8 Critical Skills for Virtual Sales Leaders

1 Proactively Mentors and Supports Others
Proactively assume the role of mentor; offer judgment-free advice and 
encouragement to others without being asked

2
Makes Intuitive Decisions Based on 
Available Information

Demonstrate timeliness in making sound and critical corporate 
decisions when there is limited data to draw upon

3
Coaches Others and Provides Timely 
Feedback

Share techniques with others through personal coaching and role 
modeling; create opportunities for observation and feedback

4 Gains Commitment by Motivating Others
Understand how to motivate others in a team setting to help them 
achieve top results

5
Utilizes Tools to Manage Multiple 
Priorities

Systematically manage multiple tasks/projects with efficiency

6 Possesses an Optimistic Perspective
Express a consistently positive expectation for the future; believe that 
good results will come as a result of focusing on the proper goals

7 Effectively Manages Frustration
Express concern and disappointment as it occurs, rather than letting it 
build; refuse to let setbacks be drawbacks

8
Crafts Written Communications that are 
Precise and Deliberate

Provide written information that is organized, succinct, and leaves no 
room for misunderstanding or misinterpretation
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