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COVID-19 Webinar

Planning and Delivering Effective Online Meetings

30 July 2020
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Agenda
• Why it’s more acceptable to have online meetings

• Online meeting equipment and software

• Designing and delivering an online meeting

• Online meeting etiquette: Do’s and Don’ts

• How online meetings can improve the efficiency of your Selling

• Case Study: Home Office Pods (HOPs)

• Summary
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Why it’s more acceptable to have Online Meetings

• Necessity – Lockdown has forced people and organisations to use 

remote/online meetings more extensively, every day, at work & home

• Sustained Behaviour Shift – we have been meeting online for over 100 

days: it has become “normal behaviour”

• Technology Adoption – people have increased the use of online meeting 

and sales enablement kit and are engaging with the equipment

• The New Normal – it has become acceptable to have remote meetings and 

to use virtual sales enablement tools as standard
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Key Success Factors for Better Online Meetings

• People – staff, customer and supplier adoption and, skilling up for online 

meetings

• Process – adopting online / remote as a standard way of doing business

• Technology – Tech tools & packages to help your online meetings

• Skills – coaching online meeting and remote selling skills to staff

• The New Normal Culture – rejecting the slide back to the old ways
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Online Meeting Equipment 
and Software
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Online Meeting Equipment and Software

Broadband  
Connectivity

PC / Laptop 
Capacity

Dedicated

Online Meetings 
Space/Location

Audio: 
Microphones

Headset, Earpiece

Camera
Tech Tools & 

Software

• Start by listing what you need

• Prioritise – audio first

• Search and review online

• Be realistic about rolling out

• One technology at a time

• Let staff play with the kit

• Make it fun, not a chore



Practical Export Skills

The Sales Practice Ireland
9

Online Meeting Equipment and Software

• Start with what you need it to do

• Check-out the product: online review

• “Try It For Free” options common

• Assess, download and adopt

• Repeat for broadband, audio, camera, mixing, 

PC/laptop

• Outcome – tailored online meetings facilities

• But be realistic: parallel tracks

• Don’t forget about a team coaching programme
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Online Meeting Equipment and Software

Sample of sources for online meeting facilities, set-up & best practice tips

An online search will reveal a lot more for you to dive into and research
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Designing and Delivering an 
Online Meeting
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Designing and Delivering an Online Meeting
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Designing and Delivering an Online Meeting
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Online Meeting Etiquette: 
Do’s & Don'ts
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Online Meeting Etiquette: Do’s & Don'ts
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Online Meeting Etiquette: Do’s & Don'ts
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How Online Meetings can improve 
efficiency of your Selling
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The Six Stages of Selling

Online meetings have been shown to be particularly effective for engagement in Business 

Development and Account Management

1. 
Ignorance

2.

Awareness

3.

Interest

4.

Enthusiasm

5.

Proposal/

Quote/

Price

6.

Negotiate 
& Close

How Online Meetings can improve efficiency of your Selling
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Prospecting & Lead Qualifying Case Study

• There is a cultural shift to more acceptance of online meeting as a way of engaging with prospects 
to screen the sales lead

• After initial tele-screening, the all-important first meeting can take place remotely to qualify the 
lead, to raise awareness of what you do that’s difference (i.e. your Value Proposition) and assess 
the next steps

How Online Meetings can improve efficiency of your Selling
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Case Study: 
Home Office Pods (HOPs)
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Case Study: Home Office Pods (HOPs)

• Significant amount of Interest

• Challenge is separating “interest vs intention to 

buy” and site suitability

• Developed a lead qualification survey for remote 

meetings

• Request prospect information to be emailed before 

sending a Quote

• Follow-up with a further online sales meeting

• Send a quote and schedule a site meeting to sign-

off a contract.
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Case Study: Home Office Pods (HOPs)

• Very effective lead screener

• Strong indicator of interest

• Remote sales meetings held

• Positive customer engagement

• Improved quote accuracy

• Additional sales material shown

• Online catalogue and testimonials to follow

• Online pitch & presentation format in development
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Summary
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Online Pitch & Review Meeting Tools

• The landscape has changed in the last four months 

significantly

• Use existing Sales Collateral

• Refine for online meetings

• Engage a DM designer to help

• Buy a piece of Online Sales Enablement software

• The timing is right for increasing your online 

business development and account management 

activity

Summary
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Summary

• Since March 2020 - there has been a tectonic cultural shift in the use of online 

meetings

• There has been a sustained change in people’s behaviour regarding the use of 

online meetings and acceptance as a mainstream activity

• Online Meetings and Online Selling are part of The New Normal

• Doing it well looks easy, it isn’t. But it is worthwhile.
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Thank you
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Questions
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www.investni.com/events

www.investni.com/newsletter

www.nibusinessinfo.co.uk

Useful Links

http://www.investni.com/events
http://www.investni.com/newsletter
http://www.nibusinessinfo.co.uk/

