




ADIL SAMIT
CEO & Founder of 3 Companies

Over 15 years marketing experience, including over 9 in 
online marketing. Specializes in opening new markets and 
territories for small to medium sized traders and 
manufactures.
As a founder and CEO of Nocti, I develop innovative online 
marketing strategies to help companies to enhance branding, 
elevate market presence, and generate revenue. My expert 
understanding of and ability to optimally use social media, 
SEO and marketing technology tools for businesses allows me 
to offer companies a unique and successful approach to 
driving sales within their organization.











DO YOU LIKE 
YOUR JOB?



WHAT’S 
YOUR JOB?



Account Executives
Account Manager
Account Representative
Advertising Sales Representative
Area Sales Manager
Automotive Sales Representative
B2B Corporate Sales 
Brand Ambassador
Business Development Manager
Business Development Representative
Channel Partner Sales Executive
Corporate Sales Account Executive
Customer Care Representative
Direct Sales Manager
Direct Salesperson
Director of Inside Sales
Director of National Sales
Director of Sales
Distribution Sales Representative
District Sales Manager
Enterprise Resources Planning 
Representative
Enterprise Sales Representative
Equipment Sales Specialist
Executive Vice President, Sales
Financial Advisor
Financial Planner
Financial Sales Assistant

Fixed Income Specialist
Franchise Development Manager
Group and Events Sales Coordinator
Group Sales Manager
Healthcare Sales Representative
Industrial Sales Representative
Industry Representative
Inside Sales Manager
Inside Salesperson
Insurance Sales Representative
Investments Representative
Key Account Manager
Major Accounts Manager
Manager, Business Development
Market Development Manager
Medical Sales Representative
National Accounts Sales Analyst
National Accounts Sales General Manager
National Accounts Sales Representative
National Sales Manager
Outside Sales Representative
Regional Dealer Recruiter
Regional Sales Account Manager
Regional Sales Executive
Regional Sales Manager
Retail Sales Representative
Retail Store Manager
Route Sales Representative

Sales Account Executive, Small and 
Medium Business
Sales and Community Marketing Manager
Sales Assistant
Sales Associate
Sales Coordinator
Sales Director
Sales Manager
Sales Operation Coordinator
Sales Representative
Sales Representative - Territory Lead
Sales Trainee
Salesperson
Specialty Sales Representative
Strategic Account Manager
Territory Business Manager
Territory Manager
Territory Sales Manager
Territory Sales Representative
Wealth Management Advisor
Wholesale Sales Manager



WHAT’S 
YOUR SALES 
SKILLS?



- Position-Based Sales Skills

Account Management
Bidding
Client Acquisition
Client Retention
Management
Marketing
Project Management
Public Relations
Supervising
Territory Management

- General Sales Skills
Achieving Results
Closing
Cold Calling
Consultations
Contracts
Customer Satisfaction
Customer Service
Delivering Goods
Demonstrating Products
Directing Customers
Displaying Samples
Estimating
Forecasting

Goal Setting
Identifying Target Audience
Inventory
Lead Generation
Maximizing Sales
Microsoft Office
Monetary Exchange
Negotiation
Networking
Order Processing
Persuasion
Planning Meetings
Pitching Products
Presentations
Proposals
Pricing
Profitability
Proposals
Quotas
Recordkeeping
Relationship Building
Reporting
Researching Targets
Results
Servicing Goods
Strategy
Value

- Communication Skills for Sales

Communication
Creating Good Rapport
Dealing with Objections
Fluency in other Languages
Greeting Customers
Listening
Negotiation
Networking
Pitching Products
Persuasion
Public Speaking
Relationship Building
Writing Reports

- Personal Mastery Skills for Sales
Diligence
Engagement
Ethics
Initiative
Interpersonal
Leadership
Maintain a Personal Brand
Meet Goals
Set Goals
Sincerity
Teamwork



WHAT WILL 
HAPPEN IF 
YOU DON’T 
HAVE SALES 
SKILLS?



LINKEDIN
MESSAGE



EMAIL
SPAM





FACEBOOK
MESSAGE



REALITY 1

90% OF B2B DECISION 

MAKERS DON'T
RESPOND TO COLD

SALES OUTREACH



REALITY 2

THE SUCCESS RATE OF 
COLD CALLS TO 

APPOINTMENTS IS 
ONLY 0.3%.



To put this into 
perspective, you would 

need to make more than 
1,600 calls to generate 5 

sales meetings.





THE OLD WAY OF

B2B SELLING IS

BROKENREALITY 3









Alibaba Concept:

Don’t call sales people come here 
first we’re going to help you 

understand what your requirement 
are.



Alibaba are the 
world bus future 

comparison and a 
vendor A versus 

B versus C





Everything you need to organize, track, 

and nurture your leads and customers. 

Yes, it's 100% free, forever.

DJI 
WEBSITE

















FACEBOOK
PAGE



LINKEDIN
PAGE



YOUTUBE
CHANNEL



TWITTER



INSTAGRAM



SLIDESHARE



EMAIL





THE NEW B2B BUYERS
what do they look like?



THE NEW B2B 
BUYERS

What do they look like?

Outside of work in their everyday consumer 

life, buyers are increasingly turning to digital 

tools to find solutions and to help them 

make purchasing decisions.

In recent years the B2B buyer has evolved to become 

a digital savvy, master/mistress of the Internet with a 

strong taste for social media.



BIG CHANGES TO B2B
SALES PROCESSES

As software continues to get smarter, the 

B2B sales person’s role and the sales process 

changed. The B2B sales professional must 

demonstrate in the long run that he/she can 

evolve and manage the new sales process, 

which will no longer be characterized as the 

sales process, but rather the buyer’s journey.



Business buyers are increasingly self-directed

Prefer not to 
interact with a 
sales rep as the 

primary source of 
information

60% 68% 62%

Prefer to 
research on their 

own, online

Can develop selection 
criteria or finalize a 
vendor list — based 

solely on digital 
content



REALITY 4

BUYERS COMPLETE 67%
OF THEIR DECISION

MAKING BEFORE
THEY CONTACT

A SALES REP



50

Buyer Journey.

Set Up

Checking

Yes

No

Selection/Collecting

suppliers

More than half (53%) of B2B buyers report 

turning to social media to make buying decisions





FINDING
PROSPECT





Use quotes to search for an exact 
phrase 

“Keyword”





Use quotes to search for an exact 
phrase 

“Keyword”







Use the minus sign to eliminate 
results containing certain words

-words







Search websites for keywords

site:domain.com “Keyword”











Search for business directory and 
yellow pages of specific country

Yellow Page Country





X-RAY
Methods



X-Ray Method Inurl Operator

Finding LinkedIn Profile
site:linkedin.com (inurl:in OR inurl:pub) -intitle:directory
(Keyword1 OR Keyword2) “Country”

Example
site:linkedin.com (inurl:in OR inurl:pub) -intitle:directory
(silicone OR silicone+rubber) “Canada”





LINKEDIN
XRAY SEARCH

http://recruitmentgeek.com/tools/linkedin/

http://recruitmentgeek.com/tools/linkedin/




DATA
SCRAPING



Data Extraction, Web Scraping Tool. Free 

Download! Find Mozenda

Easy to use · No programming needed

MOZENDA
.COM





Extracts data out of html pages and 

import it into Microsoft Excel 

spreadsheets

DATA 
SCRAPER













Extracts data out of html pages and 

import it into Microsoft Excel 

spreadsheets

WEB 
SCRAPER















WHO MANAGE 
HIS CUSTOMER 
DATA IN 
SPREADSHEET?







What Technologies Tools Are You 
Using As A Salesperson?

And How You Judge That It Can 
Grow Your Revenue?



CRM
TECHNOLOGY



Sales professionals spend the most time 
using social selling tools and CRM — and 

believe both deliver the highest value.
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Hours Spent With Each Tool



Everything you need to organize, track, 

and nurture your leads and customers. 

Yes, it's 100% free, forever.

HUBSPOT
CRM



Everything you need to organize, track, 

and nurture your leads and customers. 

Yes, it's 100% free, forever.

HUBSPOT
CRM





SOCIAL 
SELLING



TOP SOCIAL MEDIA
Channels for B2B



More than 70% of sales professionals

use social selling tools, including LinkedIn,
Twitter and Facebook, making them the 

most widely used sales technology. 
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Social  sell ing is  when salespeople use 
social  media to interact directly with 
their  prospects.  Salespeople will  provide 
value by answering prospect questions 
and offering thoughtful  content until  the 
prospect is  ready to buy .





75% OF BUYER USE

SOCIAL MEDIA TO
FIND INFORMATION

ON VENDORS

REALITY 5





ARTIFICIAL 
INTELLIGENCE

IN SALES



Salesperson will be more 
worried about being replaced 

by another salesperson 
who is empowered by 

intelligence than by a machine

REALITY 6



By 2020, 85 percent of 
customer interactions will be 

managed by Artificial 
Intelligence (AI). 

REALITY 7



FOCUSING ON AI-ENABLING SALES TEAM







Nudge plugs into Gmail and shows you 

comprehensive information on your prospect 

and their company, including latest news, press 

hits, and social media posts. Nudge is a great 

tool for gaining insight into your prospect’s 

behaviors and getting timely updates on the 

state of the accounts you’re trying to close.

NUDGE.AI



Nudge plugs into Gmail and shows you 

comprehensive information on your prospect 

and their company, including latest news, press 

hits, and social media posts. Nudge is a great 

tool for gaining insight into your prospect’s 

behaviors and getting timely updates on the 

state of the accounts you’re trying to close.

NUDGE.AI















It look up a LinkedIn member, it will work 

out a personality profile Crystal will show 

you how to personalize your message to 

them

CRYSTAL 
KNOWS

http://crystalknows.com/












CRYSTAL 
KNOWS







AI is the next great technology disruption 

transforming how we live and work, and 

Salesforce Einstein is the first 

comprehensive AI platform for CRM

SALESFORCE
EINSTEIN
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Google Assistant

w w w . n o c t i . c n
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Google Assistant

w w w . n o c t i . c n



Thank You


