SALES SKILLS FOR THE FUTURE

An Industry-Agnostic Framework for Building Future-Ready Sales Capabilities
Segmenting and Identifying Root, Core, and Emerging Skills Across All Selling Environments

1. Introduction: The Evolving Nature of Sales Skills

In today’s marketplace, the boundaries between industries, channels, and customer types are
blurring. Whether selling cloud software, healthcare solutions, or consumer technology, sales
professionals now compete on insight, empathy, and adaptability rather than access or persuasion.

As buyer expectations rise and Al transforms the selling process, organizations can no longer rely on '
legacy, product-centric playbooks. The ability to connect across contexts and industries is becoming
the real differentiator.

This paper introduces an industry-agnostic framework for understanding sales skills through three
dimensions — Root, Core, and Emerging — and across B2B, B2C, and B2B2C environments that
span Enterprise to Consumer segments. The objective is to help organizations build dynamic
capability architectures that evolve in step with customers and technology.

2. Segmentation Framework

Understanding the diversity of selling environments is the first step in defining sales excellence.
Different selling motions and customer types shape how sellers create value, interact with buyers,
and leverage technology.

This section presents a dual segmentation model — by Selling Motion (B2B, B2C, B2B2C) and
Customer Segment (Enterprise, Mid-Market, SMB, Consumer) — to form a universal lens through
which organizations can analyze and benchmark sales skills across industries.
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a. By Selling Motion
This is the cleanest, industry-agnostic segmentation for skills analysis:

Segment

Definition Typical Sales Context Examples
. . . . . Saas, C Iting, Salesf X
B2B (Business- Selling to organizations, often with multi- aa>, Lonsuiting alestorce
. .. Pharma, Accenture,
to-Business) stakeholder decisions and longer cycles. . .
Manufacturing, etc. Siemens
. Selling directly to individual consumers, Retail, Financial Nike,
B2C (Business- .. . .
emphasizing brand, experience, and Services, Travel, Amazon.com,
to-Consumer) .
conversion. Consumer Tech Apple
B2B2C (Hybrid) Partn.er-led or platform sales where you sellto ~ Fintech, Healthcare, PayPél, Airbnb,
a business that serves the end consumer. Insurance Shopify

b. By Customer Segment / Complexity
This adds granularity within B2B and B2C:




eraup

Example Companies
Segment

Typical Traits Sales Cycle catering to these
segments
Large customers with buying committees, Long &
Enterprise procurement processes, and multi-year g Microsoft, Pfizer
complex
contracts.
. Growth-stage firms or regional leaders with .
Mid-Market o g g . Medium HubSpot, Snowflake
limited bureaucracy but structured buying.
SMB / High volume, low ticket size, speed and Short QuickBooks, Shopify
Transactional responsiveness matter most. merchants
Consumer High Emotional + rational decision (e.g., cars, .
g . (eg Medium Tesla, Coursera
Involvement education).
Consumer Low Habitual or impulse-driven purchase (e.g.,
P P (e Short Coca-Cola, H&M
Involvement beverages, apparel).
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3. Sales Skills Segmentation Framework

Once the landscape is segmented, the next step is to link each environment to the specific skill
clusters that drive success. This section outlines a two-dimensional framework connecting each
sales motion to its Sales Model, and mapping Root, Core, and Emerging Skills. The aim is to visualize
how capabilities evolve as customer complexity, deal size, and technology intensity change.

Segment

B2B
Enterprise

B2B Mid-
Market

B2B SMB

B2C (High

Sales Model

Strategic,
Relationship-
Led Selling

Consultative,
Challenger-
Style Selling

Transactional,
Agile Selling

Emotion- and

Root Sales Skills
(Universal)

Strategic account
management, stakeholder
mapping, solution selling,
commercial negotiation,
storytelling, business
acumen
Prospecting, demo
storytelling, objection
handling, pipeline
management

High-velocity prospecting,
Qualification & closing
discipline, CRM hygiene

Empathy, brand
storytelling, needs

Core Skills (Segment-
Specific)

Change management,
consultative selling,
financial modeling,
deal orchestration, Al-
assisted CRM usage

Challenger sales, ROI-
based selling, sales
automation mastery

Time
management,
repeatable playbooks,
self-serve enablement
Customer journey
mapping, omni-

Emerging Skills

Al-assisted forecasting,
account intelligence,
data storytelling, and
CRM usage

Automation mastery,
CRM analytics, value
messaging

Al-based lead scoring,
auto-personalization

Behavioral analytics,

Experience- . . . . social commerce,
Involvement) . discovery, consultative channel integration, o .
Led Selling - personalization engines
sales trust-building
Volume- Social selling, micro- .
. . & Conversational Al,
B2C (Low Driven, Speed, product knowledge, conversion

Involvement)

Impulse-Based
Selling

closing efficiency

Partnership management,

optimization,
behavioral nudges
Ecosystem thinking,

predictive engagement,
automated retargeting

B2B2C E(I:a;t:osrtrz r{1 co-selling, Platform joint GTM planning, Marketplace analytics,
Enterprise SeIIi: monetization, data-driven marketplace API-based value creation
J insight sharing dynamics
. Channel / Relationship management, !Dartne.r onb.oardlng, Partner performance

B2B2C Mid- . . X incentive alighment, .

Aggregator Joint business planning, . analytics, automated
Market . . . co-marketing

Selling Conflict resolution enablement

execution



Inside Sales /
Digital Sales

Field Sales /
Enterprise
Hunters

CRM fluency, CRM fluency,
virtual virtual
Remote, . .
communicati communicati
Technology-
Led Selling on, pipeline on, pipeline
hygiene hygiene
Territor
Relationship . Y
mapping,
. building, PP g
Territory- . enterprise
. discovery,
Drlven, Face- ecosystem
contract

to-Face Selling

understandin

structuring
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4. From Taxonomy to Capability Architecture

CRM fluency,
virtual
communication,
pipeline hygiene

Geo-analytics, AR/VR
assisted demos, real-
time competitive
intelligence

Traditional sales taxonomies tend to freeze skills in time. However, selling today demands a fluid

blend of enduring human capabilities and fast-changing digital fluency.

This section reframes the skill list into a Sales Capability Architecture — one that balances the
enduring foundations of empathy and communication with the core agility of consultative selling
and the forward-looking power of Al-driven insights.

Skill Layer

Root Skills
(Universal)

Core Skills
(Segment-
Specific)

Emerging
Skills
(Future-
Facing)

Definition / Focus
Human and cognitive
capabilities that transcend
industry and selling
motion. These form the
foundation of every high-
performing seller.

Application-oriented skills
that vary by customer
complexity and selling
environment.

Tech-enabled and data-
driven skills required to
operate in Al-augmented,
analytics-rich sales
ecosystems.

Examples

Empathy, active listening,
curiosity, communication
clarity, resilience,
integrity, growth
mindset.

Solution discovery, ROI
storytelling, negotiation,
multi-stakeholder
management, digital
prospecting.

Al-prompt design, data
storytelling, predictive
engagement, automation
fluency, ecosystem
collaboration.

5. How Organizations Can Prioritize Sales Skills

Emerging Skills

—

Recognizing which skills matter most — and where capability gaps exist — requires both data and
judgment. This section introduces a multi-lens approach for prioritizing skills: using quantitative
data, qualitative insights from top performers, and market signals from emerging technologies. The
goal is to help organizations identify high-impact, under-developed capabilities and visualize them
through a Sales Skill Heatmap.




—

a. Skill Data Analysis (Quantitative Lens)
Use internal and external data sources to identify skill frequency, correlation to performance,
and market relevance.
e Analyze job descriptions, performance reviews, and learning data.
e Leverage skill intelligence platforms such as Draup to track emerging demand signals.

b. Top-Performer Behavior Mapping (Qualitative Lens)
Interview top 10% of sellers in each motion to identify behaviors that consistently drive quota
attainment or customer loyalty.

c. Technology & Market Mapping (Forward-Looking Lens)
Track adoption of sales tools (e.g., Clari, Gong, Copilot, Salesforce Einstein) and note which
capabilities are rising in importance—data interpretation, digital empathy, and Al-augmented
selling.

d. Buyer-Journey Alignment (Customer Lens)
Map each stage of the buyer journey (Awareness - Evaluation - Decision - Expansion) to the
skills that create the most differentiation.

Activating The Framework

A capability model only creates value when it changes how organizations hire, enable, and evolve
their sales teams. This section converts the framework

into a practical, continuous cycle — Diagnose =

Design - Deploy = Evolve — showing how

organizations can build adaptive, learning-oriented Deploy
salesforces that keep pace with evolving markets and

buyer expectations.

_—— ‘
EVOIVG

a. Diagnose: Use the segmentation (Selling Motion x
Customer Segment) to audit current capabilities.
Identify which layers—Root, Core, Emerging—are N
strongest or weakest in each area.

b. Design: Develop modular learning and Design
enablement paths aligned to business priorities. ‘ ~' DiagnoSe
For example, Enterprise B2B teams may need ~
“Commercial Storytelling & Value Negotiation,”
while B2C teams may need “Digital Behavior
Analytics.”

c. Deploy: Integrate skill development into workflows and systems (CRM prompts, Al assistants,
deal reviews). Reinforce through peer coaching and outcome-linked recognition.

d. Evolve: Reassess every 12—18 months as new tools and buyer behaviors emerge. Sales skill
readiness becomes a continuous capability cycle rather than a one-time training event.



7. Conclusion: Building Adaptive, Industry-Agnostic Salesforces

Sales excellence today depends more on adaptability than specialization. The strongest
organizations treat sales skills as living capabilities — anchored in human connection, sharpened
through Core understanding, and accelerated by technology.

By organizing skills into Root, Core, and Emerging layers and aligning them with selling motion and
customer complexity, leaders can create a scalable, future-ready model across industries. v

The call to action is clear: treat sales enablement not as a training function, but as an evolving
capability system — where people, process, and Al work in concert to sense change, reskill rapidly,
and sustain high performance.

—
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