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The Post-Covid 
Organisation (Part 3) –
40% improvement in 
B2B sales effectiveness 
following Covid
B2C  sales has been disrupted. E-commerce transformed retailing 
by eliminating the need for a physical store visit to compare, 
select and purchase. COVID-19 is similarly forcing accelerated 
digitalisation of B2B sales with far-reaching consequences for 
Sales organisations. The rationale for on-site “sales calls” to 
understand customer needs and pitch products and services is in 
decline. 

Selling is a tricky  activity. It demands building trust between 
buyers and sellers. Pre-COVID conventional wisdom said this 
could only be done through a physical visit by a sales rep – that a 
face-to-face meeting was essential to build personal rapport and 
close the sale. COVID-19 has eroded this basic assumption, and 
not only because of customer’s proximity concerns or social 
distancing constraints. 

Ubiquitous broadband penetration and collaboration 
platforms like  Zoom and Teams have brought high-touch 
remote interaction to B2B Sales. And COVID-19 has pushed their 
use beyond a tipping-point. Near real-time video and audio 
enables remote detection of a target customer’s preferred 
communications style instead of during an on-site visit. High 
bandwidth and screen resolution allow reps to pick-up the subtle 
cues and adjust their communications to match the customer’s 
expectations in an instant like during a face-to-face meeting.

LinkedIn  and social media platforms are also helping to close 
the trust gap in remote selling. A customer can assure themselves 
of a remote sales rep’s credibility simply from their LinkedIn or 
Facebook profiles. Crystal, an AI-enabled software is going a step 
further, closing even more sensitive trust gaps which are not 
possible even with a face-to-face visit. Crystal integrates with 
LinkedIn to provide a remarkably accurate personality type 
indication of a target customer, with their preferred method of 
communication before you interact with them!

In  many ways, video-call selling is more effective than on-site 
sales calls. During the pandemic, people noted that video calls are 
actually more personal and productive than face-to-face 
interactions in the workplace. For one, video sales calls are made 
from and received at places customers are most comfortable 
with – often their homes, and in a casual setting. This removes a 
subtle layer of corporate formality to provide a more personal 
touch for a more open sales discussion. 

Demonstrating superior cumulative experience in solving the 
target client’s exact problem is another key element of trust-
based B2B sales, especially for professional service-, large project- 
or contract-sales. Remote selling is eliminating the distance 
barrier in leveraging the full cumulative expertise of the most 
qualified subject matter experts – regardless of where they are on 
the planet. 

Remote B2B selling enables a 40% increase in sales 
productivity. Field sales reps currently spend much of their time 
on the road and might complete 2-3 sales calls per day. The 
remote rep can easily cover double that number. The optimum is 

D eal volume in Europe has 
dropped to the lowest levels 
seen since the Global Financial 
Crisis following the outbreak of 
Covid-19, according to data 
from CMBOR. 

The data compiled by CMBOR, sponsored 
by Equistone Partners Europe and Investec 
Corporate and Investment Banking, 
summarises trends in buyouts across Europe 
for deals completed by 12 June 2020.

The European PE industry is set to record 
the fewest deals in a half-year period since H1 
2009, with 205 private equity-backed 
acquisitions having taken place in Q1 H1 
compared to 331 in 2019. The sudden 
slowdown follows what has otherwise been a  
confident opening to 2020 and represents a 
drop of more than 50 per cent in total deal 
volume and value from Q1 to Q2.

The UK recorded 64 deals valued at £13bn 
(€14.7bn) in H1 2020, Germany completed 31 
deals cumulatively valued at €13.8bn and the 
Benelux region recorded 30 buyouts valued at 
€3.7bn. In France, there were 28 deals with a 
total value of €5.4bn.  

However, the cumulative value of deals in 
the first half of this year (€41.1bn) is close to 

the H1 2019 total (€44.3bn) and exceeds both 
halves of 2016 (€36.8bn and €28.4bn), revealing 
a trend toward larger-sized deals.

Exit activity has also plummeted to decade-
low figures for a half-year period, with firms 
having sold 95 companies totalling €24bn in H1 
2020, demonstrating the industry’s shift to 
buying mode. 

Deals during lockdown 
Despite the disruption, deals continue to be 
completed through the lockdown. This is 
largely due to transactions being agreed on 
during the pre-pandemic period. 

Data has revealed that there were seven P2P 
deals completed in Europe in H1 2020, 
totalling €16.6bn, the highest half-year total for 
buyouts of public companies in the past 
decade, signalling an uptick in large-cap take 
privates. 

Secondary buyouts and carve-outs also 
continued but at reduced levels. Transactions 
between private equity firms have accounted 
for 45 deals worth €14.4bn (11 of these taking 
place in Q2), while there have been 39 
PE-backed acquisitions of assets from 
corporate vendors at a total value of €5.7bn (10 
of which completed in Q2). ●  

Following a confident start to 2020, deal volume and value has
fallen by over 50% from Q1 to Q2, CMBOR reports. 

H1 PE activity drops  
to decade low

HNW investors 
increase PE 
allocations

HNW investors are boosting
 their liquidity to snap up attractive 

deals, as deal prices cool and 
motivated sellers increase, according 

to Connection Capital.
According to the firm’s Covid-19 and 
Alternative Investments Survey, 80 

per cent of surveyed respondents are 
considering investments this year, 

with 40 per cent already looking for 
opportunities.

Some respondents are also aiming to 
maintain their allocation levels to PE 

and alternatives, with over a 25 per 
cent set to increase them. 

The survey found that PE was among 
the most popular investment classes, 
with 79 per cent of clients signaling 

intent to invest in it. 
This is compared to just 20 per cent of 

clients intending to invest in 
commercial property, 64 per cent 

intending to invest in quoted equities 
and 67 per cent into private debt. 

Around 25 per cent of clients are now 
more inclined to consider PE funds as 

a way of diversifying their portfolio 
than prior to the crisis. ●

Investor 
reporting is one 

of the biggest 
CFO pain 

points
PE fund managers are set to face 

rising demands for transparency from 
LPs in reporting on portfolio 

performance.
According to Intertrust,  70 per cent of 

GPs think investor reporting has 
become one of the biggest CFO pain 
points. The recent survey found that 
79 per cent of fund managers expect 

that investors will demand more 
transparency in reporting and a 

further 59 per cent expect LPs to call 
for improved disclosure on fee 

structures, risk exposures (55 per 
cent) and expense allocations (48 per 

cent). 
To address this, GPs are adopting 
digital solutions and outsourcing.  

Chitra Baskar, global head of funds at 
Intertrust, said: “We’re seeing growing 
interest from private equity managers 
in the type of tech-enabled support we 

can provide and expect this to 
continue rising.” ●  
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