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The future of B2B sales is expected to be increasingly influenced by technology and

data-driven decision making. As digital transformation continues to impact the business
world, B2B sales teams are expected to rely more on data analytics and automation to ChatGPT: Optimizing
drive efficiency and personalization in their sales processes. Additionally, remote selling Language Models

and digital communication are also likely to play a larger role in the B2B sales landscape, for Dia[Ogue
due to the ongoing impact of the COVID-19 pandemic. Ultimately, the success of B2B
sales teams in the future will depend on their ability to effectively leverage technology

and data to drive customer value and build strong relationships.
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Computensable

Rank  Probability Label socCcode Occupation

702 099 41-9041  Telemarketers

59. 0.013 11-2022 Sales Managers

14. 0.0041 41-9031 Sales Engincers

0.0028 29-1125 Recreational Therapists

THE FUTURE OF EMPLOYMENT: HOW
SUSCEPTIBLE ARE JOBS TO
COMPUTERISATION?"

Carl Benedikt Frey' and Michael A. Osbome
September 17,2013
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