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Five ways to work with remote sales leads
Did you know that a third of B2B decision makers work remotely for a majority
of their week? This is a huge percentage and changes a lot about how B2B
sales teams should approach prospects. Your old techniques may not work on
remote sales leads – here’s some tips to help you capture their attention.

1
Don’t ask
for a meeting
It’s surprising how many sales
teams ask for a meeting. This
pushes remote decision makers
away, as it proves you haven’t
listened to their personal or
professional needs. Get creative
and find new ways to promote
your product without relying on
face-to-face engagement.

3
Work with
influencers
When you discover a decision maker
works remotely, offer to liaise with a
team member they trust, also known
as an influencer. Their opinion heavily
sways the sales lead towards a choice, so
convince the influencer and you’re onto a
winner! In some cases, you may not need
to interact with the decision maker at all!

2
Remember
where
they are
We are so used to working in office
environments, it’s easy to forget
that those working remotely may
not have the same devices or
connectivity we have. Ask yourself
what your current approach
assumes the lead will have access
to and adjust where necessary.

4
Establish
their routine
When working with remote decision makers,
you need to establish how they work. Are
they in the office for some of the working
week, or not at all? Do they usually work the
same 9–5 hours you do? Do they stay in one
place or travel regularly? All these answers
will feed into how you approach them, and
how best to win them over.

5
Go the
extra mile
It’s important to show a remote
decision maker you’re willing to bend
to meet their needs. If they work later
shifts than you, send an email or arrange
a call for after 5pm. If they’re only in the
office one day a week, avoid contacting
them on this business day. These little
additions to your process will help you
win their trust and confidence.
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If you’re keen to revolutionize your B2B sales processes, whilst gaining advanced insight into your
global online audience, you need Lead Forensics. Identify the businesses visiting your website
and gain contact details for key decision makers – including those who may work remotely.

Book your free demo &
no obligation trial today!
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