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Why More Meetings Are Usually NOT a Solution to Increase B2B Sales and  

What Do We Have to Do? 
 

Most authors speak and write about how we can 
increase the number of sales contacts and meetings 
with potential customers. Via phone, e-mail, LinkedIn, 
live networking, group presentations, and the like. 
Which is quite useful. 
 
However, just having more meetings with customer to 
increase B2B sales is usually not a solution. 
 
“Pro Tip #1: Having more meetings with business 
buyers to increase B2B sales is often not a solution.” 
 
So this time, I describe my own experience of what we did in the former company instead that really helped us to increase 
sales. 
 
The story began in 2011, when I was the director of a marketing and sales department in a company that deals with IT 
solutions. The recession had already loosened at that time, but customer orders were still did not coming as we wanted. 
Therefore, I kept thinking how we could get more sales contacts and meetings to present our products and services. 
 
One day the phone rang and the salesman asked me, if we wanted to increase sales in the company. After a brief 
conversation, he said that I obviously know quite a lot about sales, so it would be the best to talk to the director of their 
company. 
 
That being said, I was looking for ways to make more contacts and meetings, so this seemed to me like a good opportunity 
to come up with a useful idea. 
 
The director of the company and I met, but the conversation did not go as I planned. Although I intended to ask and 
carefully listen to his answers, he was the one who asked me questions and encouraged me to talk about myself and our 
company. 
 
When, after about an hour or so of conversation – I had already become quite irritable – the key question finally came. 
 
He said at first that he fully understood what I was most interested in: to learn how we can increase the number of 
meetings. 
 
Even if they helped us get 100 meetings, for example, am I really convinced that we are able to sell our solutions to our 
stakeholders? 
 
I admit that the question surprised me, because I haven't thought about it in a such way. Despite many years of sales 
experience and many successful deals, an honest answer was negative. 
 
The logical question was whether it would not make sense for us to first learn how to effectively take advantage of sales 
opportunities and only then engage in sales contacts and meetings? 
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Based on this conversation, we decided to renew the sales process according to a Solution Selling method, which also 
included the search for quality sales opportunities. 
 
This meant that we no longer met everyone who was ready for meeting. We first checked why they were interested in our 
solutions and at least slightly classified our sales leads. 
 
In addition, however, that whole experience has considerably changed my view of B2B sales. And when I began to closely 
observe sales approaches of others, I noticed that they act the same or very similar to ourselves. 
 
They are looking for as many sales contacts and meetings as possible, although they do not increase the sales accordingly. 
 
This is the main reason that I wrote my first B2B sales handbook entitled "Let's Enjoy in Sales", and then another one 
entitled "Secrets of Successful Sales". 
 
So, why are multiple meetings not usually a solution to increase B2B sales? 
 
If we do not know how to sell our products and services to the customers, more meetings will not help us much. We might 
get more orders because of the probability factor, but this does not mean we will increase our successful sales. 
 
“Pro Tip 2: If we want to increase sales, we have to learn how to sell first.” 
 
This means finding quality sales opportunities, dealing with them properly, and successfully obtaining customers' orders. 
Only then does it make sense to increase the number of meetings. 
 
How does this look in numbers? 
 
An average seller will meet and obtain an order from one customer, while a skilled sales professional will obtain at least 
five. Why? Because he can recognize quality sales opportunities and will not even deal with virtual customers. 
 
A lot of B2B salespeople and leaders know this and have no problems. 
 
However, at least in my experience, most people who sell to business customers have a lot of potential to improve their 
sales knowledge on this issue. 
 
Author: Jure Habbe, Author and Contributor – Pro B2B Sales Magazine 

 


