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Selling in a Post-Covid World - 
 

The famous Greek Philosopher Heraclitus said: “you cannot step 
into the same river twice.” Heraclitus’ observation, which argues 
that things are always changing, begs the question how the Covid 

pandemic has reshaped the current business landscape.  
 
According to a McKinsey poll, 46% of businesses plan to decrease 
their spending next year because of the current pandemic.  Couple 
this reality with another interesting McKinsey statistic – that 79% 
of companies are likely to continue operating as they have been 
since the onset of the pandemic for the next 12 months – and this 
“new normal” means sales leaders will have to decide how to adjust 
their products, people, and processes to sell in the face of new 
customer habits and trying economic times.    

 
Given another Covid reality: namely, that 2/3’s of decision makers 
believe digital selling is at least as effective as traditional sales 
models, some form of digital selling should be an important part of 
a business’ 2021 sales strategy.  In fact, 96% of B2B sales teams 
say they have either partially or fully shifted to remote selling, 
which means sales professionals are already remapping their 
customer decision process while embracing new skills and 
approaches to sell in this new digital normal. 
   

For example, traditional face-to-face interactions have been 
replaced by sales and customer service video conferences, 
webinars, emails, on-line chat boxes, and using other technical 
means.  Businesses are also seeking the assistance of digital 
experts to help their sales teams marry face-to-face selling with 
new digital approaches; and IT professionals are optimizing digital 
sales and marketing pathways to give buyers more ease and 
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convenience while also improving the collaboration among a 
business’ different digital approaches.    
 
Sales leaders are, furthermore, pivoting to how they can better 
serve current customers, while also seeking out new customer 
niches.  Sales organizations that have focused their sales efforts 
on their customers’ changing needs, for instance, have seen 17.9% 
higher win rates and 11.8% higher quota attainment; and sales 
organizations are reaching out to new market niches to make up 
for longer sales cycles and to further close their sales gap. 

 
Many sales leaders are, moreover, readjusting sales forecasts, 
introducing more flexibility and empathy into the sales process, 
focusing on immediate customer needs, offering more financial 
flexibility, and shifting resources to emerging opportunities.  For 
commission salespeople, sales quotas have been adjusted, draws 
have been modified and guarantees instituted to mitigate fewer 
sales, and generous incentive plans have been replaced by more 
affordable ones.  These practical modifications can be lifted as the 
fear of Covid is minimized and the crisis reverses itself, but for the 

time being, to survive this crisis, businesses will need to be 
iterative in their approach and continue to adapt.   
 
So, selling in a post Covid world is not as simple as introducing new 
digital sales channels.  Sales leaders need to be thoughtful about 
how they redeploy their resources, position new digital strategies, 
train & lead their people, and manage their relationships with their 
customers and salespeople.  The right sales dashboards and 
consultants can also help business owners figure out their next 
steps in 2021.  The Covid crisis has caused major challenges in the 
short-term, but it also presents a significant opportunity to 
transform your future sales organization.  
 
This article was submitted to the Small Business Development 
Center in Collin County, Texas, and appeared in their CARES ACT 
Sales & Marketing Experts Workshop Blog on 12/29/2020. 
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About the Cares Expert Author and Speaker: 
 

James J. Talerico, Jr. is an author, speaker, and  nationally 

recognized  small to mid-sized (SMB) business expert located in 

the Dallas – Ft. Worth area, and the CEO and Founder of Greater 

Prairie Business Consulting, Inc. 

With more than thirty- (30) years of diversified business 

experience, Jim has a solid track record and an A+ BBB rating 

helping thousands of business owners across the US and in Canada 

tackle tough business problems to improve their organization 

performance.  

His client success stories have been highlighted in the Wall St. 

Journal, Dallas Business Journal, Chicago Daily Herald, and 

on MSNBC’s Your Business. He has also consistently been ranked 

among the "top small business consultants” followed on Twitter. 

He is a periodic guest on “The Price of Business,” a nationally 

syndicated radio program on Bloomberg Talk Radio, a regular 

contributor to several blog sites, and is frequently quoted in 

publications like the New York Times, Dallas Morning News, 

Philadelphia Inquirer , and on INC.com, in addition to numerous, 

other industry publications, radio broadcasts, business books, and 

Internet media. 

His public speaking experience includes a plethora of privately held 

businesses and family boards, in addition to many well-known 
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business associations.  He is the author of the "8 Steps to Becoming 

an Ethics Focused Organization." Participants who complete this 

unique certification program are eligible to receive eight - (8) 

continuing education units. 

Jim is also a Certified Management Consultant (CMC) © and an 

active member of the Institute of Management Consultants. 

The Certified Management Consultant © mark is awarded by 

the Institute of Management Consultants USA and represents 

evidence of the highest standards of consulting, a commitment to 

continuous development, and an adherence to the ethical canons 

of the profession. Less than 1% of all consultants in the world 

are Certified Management Consultants (CMC.) © 

 
To learn more about Greater Prairie Business Consulting, Inc., go 

to: www.greaterprairiebusinessconsulting.com 

 

http://www.greaterprairiebusinessconsulting.com/

