
THE HUMAN FACTOR
Why B2B telemarketing remains 
a highly effective business 
development channel.
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PEOPLE STILL BUY 
FROM PEOPLE

Human interaction still lies at the heart of successful 
business development with B2B prospects.

The majority of B2B sales – certainly those of any  
significant value – are closed only after face-to-face  
meetings. 

Why? Because digital communications alone are not 
enough to give Buyers the confidence they need in a new 
supplier. 

This underscores the importance of human interaction and 
reflects why telemarketing has a powerful role to play in 
creating B2B sales opportunities.

“TELEMARKETING HAS A 

   POWERFUL  ROLE TO PLAY IN  

   CREATING  B2B SALES 

   OPPORTUNITIES     



THE IMPORTANCE OF 
GETTING IT RIGHT
Many of us have experienced poor telemarketing at some  
point in the past. Intrusive calls at home from abroad,  
pre-recorded messages or calls where the offer simply has no 
relevance.

In B2B markets, poor telemarketing is not only ineffective,  
but can be detrimental to your brand. Therefore, it is vital  
that the quality of telemarketing reflects the values and 
standards that you set for your business.

Building a good rapport with your prospects – wherever they 
are in the buying cycle – can give your business personality  
and a strong identity.
  
And remember, the key to success in B2B sales and 
marketing is creating differentiation.

“IN B2B TELEMARKETING, EVERY 
  CONVERSATION COUNTS. CREATING A 
  POSITIVE FIRST IMPRESSION SETS THE 
  TONE OF HOW THE PROSPECT VIEWS 
  YOUR BUSINESS AND HELPS 
  DIFFERENTIATE YOU FROM YOUR 
  COMPETITORS



 

CREATING EMOTION,  
INFLUENCING PERCEPTION
B2B buyers are human. Their business decisions are  
influenced by emotional and social factors as well as  
objective and rational ones.

We all know the difference between a good 
Salesperson who is able to convey trust in
their brand and their solution. Often this 
is through non-verbal communication
such as facial expression or body  
language.

The ability to positively influence 
a Buyer’s perception is an 
important benefit that comes 
from telemarketing.   
Demonstrating empathy and 
showing an interest in the prospect,
their fears, challenges and objectives at an early  
stage can start to build trust, which is carried throughout the  
entire buying cycle. 

This is perhaps one of the reasons that professional 
telemarketers are persuasive, but never pushy.

“THE GOAL OF 
SUCCESSFUL B2B 

TELEMARKETING IS 
TO BUILD AN 

UNDERSTANDING OF THE 
PROSPECT AND THEIR 

SITUATION, WHILST CREATING A  
RELATIONSHIP THAT WILL ALLOW  

YOU TO PROGRESS THE OPPORTUNITY  
AT THE RIGHT STAGE IN THE PURCHASING  
CYCLE. 

THE HUMAN FACTOR IS THE FOUNDATION  
OF THIS RELATIONSHIP.



BUILDING A PICTURE OF 
THE DECISION MAKING UNIT
One of the shifts in B2B buying processes has been the 
increase in the number of people within a business that 
are involved in making a buying decision.  

According to research by Sirius Decision, 2.5 people are
involved in the average B2B buying decision.

One of the most common reasons for low sales lead
 conversion rates is that marketing activity is focused
on `the Decision Maker`. This is often the person that 
the Salesperson initially engages with.

However, businesses that have adopted their 
marketing to include the entire Decision Making Unit 
(DMU) in their marketing programmes have
outperformed their peers in sales lead conversions.

Those early-stage conversations that telemarketers have with
prospects can gain vital contact information. This enables 
marketing to effectively communicate to the entire DMU;
which in turn increase sales-lead conversation rates.



INTEGRATION WITH OTHER 
MARKETING CHANNELS
Clearly telemarketing can be an effective lead generation channel in 
its own right.

However, it can also be used strategically to drive up the
performance of other marketing channels.  

You may have a Marketing Automation programme where
prospects that reach a designated score or that download a certain
piece of content can be qualified further by phone before handing
over to Sales.

Equally, the unique two-way communication from human 
interaction means the intelligence gained from your prospects
can be fed back into marketing.

This may be as simple as understanding their position in the buying 
cycle. If a prospect has recently signed a 5-year agreement with a 
supplier, they are unlikely to be responsive to an invitation to an 
event for example. This knowledge can help marketing target their 
efforts on prospects that are more likely to be responsive.

By understanding what is important to the prospect – both 
personally and for the business they work for – this can help 
marketing drive highly personalised communications, particularly to 
accounts and prospects that are of high potential value.

“HUMAN INTERACTION 
  ENABLES MARKETING 
  TO TRULY PERSONALISE 
  COMMUNICATIONS  
  AND FOCUS ACTIVITY 
  AND SPEND ON 
  PROSPECTS THAT ARE 
  OF HIGH VALUE OR 
  MOST LIKELY TO BUY  



Summary SUMMARY

Even in the digital age, professional B2B telemarketing can be
a highly effective lead generation channel.

When business sells on relationship or service differentiation - 
not price - the ability to positively influence perception by 
human interaction is vital at all stages of the sales process.

The tertiary benefit of telemarketing is the ability to integrate
with other marketing channels and drive up their performance.

Highly targeted calls to warm prospects and feeding back vital 
market and account intelligence can help corporate 
decision-making and marketing alike.



 

 

beanstalk

Beanstalk is an integrated B2B Telemarketing and Lead Generation agency dedicated to helping our customers win new 
business. Our expertise includes a wide range of B2B Marketing and Lead Generation disciplines, that are focussed on 
generating qualified leads with sales-ready decision makers.

We develop and deliver tailored inbound and outbound lead generation campaigns for both SMEs and Corporates, that 
generate sales appointments, qualified leads, web demos and inbound enquiries.
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