B2B SALES

IS ENTERING
THE
AGENTIC AGE.

And it changes more
than the tools we use.
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THE OLD WORLD

FOR 25 YEARS, THE MODEL WAS SIMPLE.

Humans used
software to sell

- 7
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CRM Sales Tools
SOFTWARE SOFTWARE

We digitised the sales process.
But the human remained the actor.

Seller

HUMAN

New tools. More data. Better insights.
But at the core, it was still human to human.
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NOW THE ACTORS ARE CHANGING.

Alis no longer

It can observe.

Reason.
Decide.

TOOL AGENT

Executes instructions Understands context

Limited context Reasons across data

Reactive Takes action

Human in control Collaborates with other agents
Increasingly autonomous

And increasingly, agents will interact
W|th other agents.
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WHICH CREATES AN UNCOMFORTABLE QUESTION:

Why are we still buying
as SaaS?

When Al agents can increasingly manufacture
capabilities themselves.

@ CRM $/month I

%ﬁ Marketing $/month > e

'ii’" Collaboration $/month

O Communication  $/month iy Ag e ntic
.|| Analytics $/month ca pablllty

1[ Support $/month Understand.
Plan.
3 Infrastructure $/month Assemble.
Execute.
And many more  $/month Improve.
TODAY TOMORROW
We buy many separate applications Agents can assemble capabilities
to get things done. ondemand.

The real question is no longer which tool to buy,
but which to own, build or access.
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THE QUESTION HAS CHANGED.

Proven capabilities.
Lower risk.

What ShOUId we oL Faster time to value.

shoutd-we-buy? -! BUY

BUILD
Differentiating
Whatshouldwe ~ §0% i
Full control.
Long-term value.

capabilities.
Legacy costs.
Tools agents can
replace.

And what should we ® -

The capability — not the application —
becomes the unit of decision.
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A SIMPLE DECISION SYSTEM.

A

THE

v

N

A SIMPLE DECISION SYSTEM

TESTS

A practical framework to decide what to buy, build or stop paying for.

=

Ao

,\
LIABILITY MOAT SPECIFICITY VOLATILITY BLAST RADIUS
Who carries Does owning it How unique is How quickly What happens
the risk? differentiate us? our requirement? will it change? if we get it wrong?
Build if risk is Build if it creates Build if needs are Buy if the Buy if the
core to your a defensible highly specific. technology downside is large
business. advantage. Otherwise buy EVf_J'V?S fast_,. or systemic.
Otherwise buy. Otherwise buy what already Build if stability Build if we can
or partner. works. and control contain and
matter more. learn.

Not everything should be built.

Not everything should still be bought.
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DO YOU REALLY NEED A FULL

CRM seat to update

TODAY AGENTIC
A human does the manual work. You work naturally. An agent does the rest.
Human (o) Human
remembers the update o shares the update (text, voice, chat)
J
Opens CRM WhatsApp / Telegram / Voice

“Met with Acme. Positive discussion.
Send proposal.”

logs into the system

Updates record
enters information

Agent updates CRM
understands, structures,
updates the record

Paid SaaS seat
for every user

(([0(—@(—[D<—Do
M @& < (0

CRM remains system of record
clean, consistent, always up to date

Account  Acme Corporation

Met with Acme. 3
Positive discussion. _—

Contact Jane Miller Send proposal, -

Status In Progress

CRM updated
Acme Corporation

+ Added meeting note
« Set next step: Send
proposal

NextStep  Send proposal

Notes

BUY THE CRM.
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THIS IS BIGGER THAN CRM. Sales organisations

The Saas stack \tlealxlfleng%fé?c?ely

is b e c omin a @ Shv:tlgifferentiatesthem.
g BUY

-;’ what is irrational
to reproduce.

C&) ORCHESTRATE

everything in between.

TODAY: A STACK OF APPLICATIONS TOMORROW: A CAPABILITY STACK

HubSpD Il DATA

Find. Unify. Govern.

o Outreach o zoom M

: Yy : INTELLIGENCE
Linked [} a8 DocuSign Reason. Plan. Personalise.
w t,_z-} +ableau now
ACTION
E te. Automate. le.
@ Notion @ Calendly 1! Aeciite Automate. scale
L Google Drive @ SharePoint And many more ... o HUMAN

()  Guide. Decide. Build Trust.

Many tools. Many contracts.

: ; Fewer layers. More value.
Increasing complexity.

Built around outcomes — not tools.

The new leadership skill is not tool selection.
Itis
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IDEAS FOR A NEW REALITY.

NAVIGATING

SECOND EDITIQN
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NAVIGATING

B2B SALES

|“._1|(|LNH| L: J |’( |'

BUY. BUILD. PROVE.

The Reference for Modern B2B Selling
with Agentic Al

JHL SATVYVS 929 DNILINVODIANYN

ROLAND KUMIN

X avantlngUFJ A
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ROLAND KUMIN
NAVIGATING B2B SALES

THE BOOK

B2B SALES

What happens to B2B sales
when Al stops being a tool —
and starts becoming an actor?

Agentic Al | Modern Selling |
Build vs Buy | Leadership |
GTM Architecture

| wrote this book to explore
that question.

A MORE INTELLIGENT
WAY TO GROW.



10 /10 A GIFT FOR THE COMMUNITY

|DECIDED
e, NOT TO SELLIT.
NAVIGATING
B2B SALES

THE AGENTIC AGE UNPACKED

BUY. BUILD. PROVE.
The Reference for Modern B2B Selling DUWNLUAD THE COMPLHE BOBK ] FREE | 9

with Agentic Al

IDEAS TRAVEL FURTHER
WHEN THEY ARE SHARED.

Because | believe these ideas
become more valuable
when they travel.

SITTVS 9298 DNILNVDIANN

Scan and read
the book now.

O

buildorbuy.guru

No paywall. No purchase. Just read it.

-'-Selllng com X avanhgroupal
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