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• The changes in mobile technology are important for all the 
departments at your company, not just marketing. 

• B2B sales will change as mobile technology advances and 
more businesses see the advantages of using mobile 
devices and business apps in the sales process.  

• Some of your employees may be a little leery of the 
changes mobile technology can bring, but there will 
always be a place for the human element when it comes 
to B2B sales.  

Here are some sales tips on managing mobile technology 
in a B2B sales setting. 
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1. Know what you’€™re using. 
Whether you’€™re using a catalog app to sell your business to your 
clients or some other presentation app, make sure that you are 
familiar with the hardware and software before you try to use it.  

While mobile technology tends to be very easy to use, you still 
want to be familiar and have your sales pitch prepared as well as 
you did before you used an iPad for sales.  

Run through your presentation, make sure your mobile technology 
is in top shape, and have backups available in case something goes 
wrong. 
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2. Take advantage of business apps. 
If you’��re using a catalog app for sales presentations, you’��re familiar 
with what an iPad can do. But remember that administrative tasks 
are easy to take care of with the best iPad business apps that are 
available.  

After making a presentation, don’€™t put the tablet computer down 
and start working with pen and paper.  

There are apps that generate contracts and invoices, or that can 
easily share the documents you generate back in the home office.  

Track your time and expenses with other iPad business apps as 
well. 
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3. Use the iPad as a sales tool. 
In a B2B sales environment, your image as a sales person counts for 
a lot.  

Did you know that companies that use iPads for sales tools are 
often seen as more dynamic, progressive and responsive than other 
companies?  

People are still interested in tablet computers, and when you go to a 
B2B sales meeting and make a presentation on the iPad, people will 
notice. Don’��t be embarrassed or feel like it’��s a gimmick.  

The iPad is a legitimate sales tool that people will want to look at 
and use — and learn about your company as they do it. 
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4. Stay human. 
Yes, all this shiny and fun mobile technology is dazzling. But 
when it comes down to it, sales are still made with a 
handshake, and the human connection is what you will be 
building on in your B2B sales meetings.  

    Remember that the iPad is simply a tool, not a 
replacement for forging relationships and solving problems.  

 Using the iPad as a B2B sales tool can make good sales 
people great, but it would be difficult to replace salespeople 
themselves. 
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• Using the iPad or other tablet computer in sales presentations 
is a great way to make your B2B sales meetings more 
engaging.  

 

How does your company use iPads in B2B sales? 
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Good 
Selling ! 

Disclaimer: The information contained in this presentation is intended solely for your personal reference. Such information is subject to change without notice, its accuracy is not guaranteed and 
it may not contain all material information concerning J.W. Owens.  The Company makes no representation regarding, and assumes no responsibility or liability for, the accuracy or completeness 
of, or any errors or omissions in, any information contained herein. In addition, the information contains white papers , shared presentation from others, industry material, public or shared  
information from others and J.W. Owens that may reflect the his current views with respect to future events and performance. This presentation does not constitute an offer or invitation to 
purchase or subscribe or to provide any service or advice, and no part of it shall form the basis of or be relied upon in connection with any contract, commitment or decision in relation thereto. 
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