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By 2025, the vast majority of the workforce will 
be comprised of Generation Y, also known as 
the Millennials. In order to compete in today’s 
global economy, employers will need to have a 
comprehensive understanding of Millennials in the 
workplace. In this research report, we examine 
the Millennial generation’s perception of a B2B 
sales career and their career preferences.

MILLENNIALS IN 
THE WORKPLACE: 
TRANSFORMING 
THE B2B SALES 
INDUSTRY
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PARTICIPANT DEMOGRAPHICS

GENERATIONAL COHORT

MILLENNIALS 
100%

58%

14%
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DIPLOMA

17%8%
3%
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MASTER’S 
DEGREE

PHD

FIELD OF STUDY

17%

39%

24%

3%

4%

5%

4%
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ARTS/COMMUNICATIONS/HUMANITIES
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LAW
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PHYSICAL SCIENCES

SOCIAL SCIENCES
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MILLENNIALS’ PERCEPTION OF  
B2B SALES: AN OVERVIEW

PERCEPTION OF A CAREER IN B2B SALES

EXCELLENT GOOD AVERAGE POOR TERRIBLE UNSURE UNAWARE OF  
WHAT B2B SALES IS

22%

35%

15%

6%

1%

5%

17%

POSITIVE 
72%

NEGATIVE 
7%

UNAWARE 
17%

Although the vast majority of respondents indicated a positive view of a career in B2B sales, 
the bar chart above reveals an alarming 17% did not know what B2B sales was. Results 
revealed there was no significant relationship between knowledge of B2B sales and 
education level, however, 100% of respondents with an education in business/economics or 
engineering/computer science had awareness of B2B sales. 

* Please note that respondents who indicated that they were unaware of B2B sales were sent to the end of the 
survey following this question. 

At the beginning of the survey, participants were asked to rate their perception of a career 
in business-to-business (B2B) sales. Overall, the majority of respondents (72%) had a positive 
view of a B2B sales career.
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MILLENNIALS’ PERCEPTION OF  
B2B SALES: AN OVERVIEW

WHAT CAN BE DONE TO IMPROVE NEGATIVE PERCEPTIONS

INCREASE 
JOB SECURITY

20%
16%

44%

12%

8%

DECREASE 
UNETHICAL 
PRACTICES

INCREASE 
UNDERSTANDING 
OF A B2B SALES 

CAREER

MAKE MORE 
INTERESTING 
OR CREATIVE

DECREASE 
STRESSFULNESS 

OF JOB

Respondents who had a negative perception of a B2B sales career were asked to answer 
an open-ended question on what could be done to improve their perception. The chart 
above reveals the most frequent responses.

Nearly half of respondents (44%) commented that increasing their knowledge and 
understanding of a B2B sales career could improve their perception. Several respondents 
expressed that they knew very little information about sales and lacked experience in the 
industry.

In addition, 20% of respondents indicated that an increase in job security could improve 
their perception of a career in B2B sales while an additional 8% indicated that their perception 
would be improved if the career could be “less stressful”. 

Other comments included decreasing unethical practices (16%) and making the position 
more “interesting” and “creative” (12%).
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MILLENNIALS’ PERCEPTION OF  
B2B SALES: AN OVERVIEW

MILLENNIALS WHO WOULD CONSIDER A CAREER IN B2B SALES

As demonstrated in the pie chart, the majority of respondents 
(62%) would consider a career in B2B sales. 

In an additional, optional, open-ended question, respondents 
were asked to comment why they would or wouldn’t consider 
a career in B2B sales. The most common answers were 
compiled and represented in the two charts below. Findings 
suggest that Millennials are most interested in entering a 
career in B2B sales due to high compensation opportunities 
(21 mentions) and most disinterested in entering a career in 
B2B sales because it does not align with their interests (18 
mentions).

HIGH 
COMPENSATION

WHAT INTERESTS MILLENNIALS IN A B2B SALES CAREER

WHY MILLENNIALS ARE NOT INTERESTED IN A B2B SALES CAREER

28%

SOCIAL  
ASPECT

OPPORTUNITIES  
FOR SUCCESS

CHALLENGING/
COMPETITIVE

HIGH INTEREST 
IN BUSINESS/SALES

CURRENT 
CAREER

YES 
62%

MAYBE 
21%

NO 
17%

HIGH STRESS LOW JOB SECURITY DOES NOT ALIGN 
WITH INTERESTS

LACK OF INFORMATION 

14%

6%

14%

19% 20%

21% 21%

53%

6%
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MILLENNIALS’ PERCEPTION OF  
B2B SALES: AN OVERVIEW

INDUSTRY PREFERENCES

INDUSTRIAL 
MANUFACTURING

2%

PROFESSIONAL 
SERVICES

TECHNOLOGY TELE- 
COMMUNICATIONS

PHARMACEUTICAL

Respondents that indicated they would consider a career in B2B sales were asked to select 
the industry they would be most interested working in. The vast majority of respondents 
indicated that they would be most interested in working in the technology (39%) and 
professional services (28%) industries. However, only 2% of respondents were interested in 
working in the Industrial Manufacturing B2B Sales Industry.

28%

39%

6%

15%

10%

OTHER



Peak Sales Recruiting Inc   -    www.peaksalesrecruiting.com7

ATTRACTING MILLENNIALS: 
WHAT MAKES A JOB OPPORTUNITY ATTRACTIVE?

CONSIDERATIONS WHEN CHOOSING A JOB: 

WORK/LIFE 
BALANCE

PROMOTION 
OPPORTUNITIES

MEANINGFUL 
WORK

JOB  
STABILITY

FUN WORK 
CULTURE

Survey participants were asked to rate 21 items from most important (5) to least important (1) 
when considering a job opportunity. Each answer was given a point value and the sum of 
those points were converted into a mean number. The results are represented in the charts 
below. 

When choosing a job, the 5 most important things to Millennials are: a good work/life balance, 
opportunities for promotions, opportunities to participate in meaningful work, job stability, 
and a fun work culture. High compensation was considered less important, coming in 8th 
place.

GUARANTEED 
COMPENSATION

 
TECHNOLOGY

(4.42) (4.35) (4.22) (4.15) (4.11) (4.10) (4.07)

 
HIGH 

COMPENSATION

(4.01)

 
WORKING WITH 
EXPERIENCED 

PROFESSIONALS

FLEXIBLE 
HOURS

INDEPENDENT 
WORK

INNOVATIVE 
COMPANY

TEAMWORK DIVERSITY

(3.85) (3.84) (3.80) (3.78) (3.77) (3.59)

OPPORTUNITIES 
FOR CONTINUED 

EDUCATION

SHORT 
COMMUTES

WORKING  
FROM HOME

WORK PERKS WORKING 
WITH OTHER 
MILLENNIALS

BEING MY 
OWN BOSS

INTERNATIONAL 
ASSIGNMENTS

(3.52)
(3.26) (3.08) (3.07) (3.02) (2.93)

(2.70)
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MILLENNIALS: 
RESHAPING THE WORKPLACE

WORK PREFERENCES: 
COMMUNICATION, LOCATION, AND MOTIVATORS

Survey participants were asked to indicate their workplace communication, location, and 
motivational preferences. 

In terms of communication, the technologically-driven Millennial generation still prefers 
human interaction over email, phone, and applications - the vast majority of respondents 
(73%) indicated that they prefer to communicate face-to-face. Moreover, Millennials are 
seeking to reshape the workplace from the traditional 9-5 desk job - 68% of respondents 
indicated that they prefer working a mix of the office, at home, and on-the-go. Finally, 
respondents were not in unanimous agreement when asked to identify their biggest 
motivator to go above and beyond when completing a work assignment - the results varied 
between compensation (45%), promotion opportunities (35%), and bonus time off (16%). 

COMMUNICATION 
PREFERENCES

73%

8%

11%

BIGGEST 
MOTIVATOR

WORK LOCATION 
PREFERENCES

4%

3%

68%

22%

8%

2%

45%

35%

16%

3%

FACE-TO-FACE

PHONE

VIDEO CONFERENCE

EMAIL

MOBILE APPLICATION

MIX OF ALL LOCATIONS

OFFICE

REMOTE OFFICE

ON-THE-GO

COMPENSATION

PROMOTIONS

TIME OFF

RECOGNITION/AWARDS



LOOKING AHEAD
With 83 mi l l ion members,  Mi l lennials  now make up 
the largest  sec tor  of  the U.S.  populat ion and by 2025 
wi l l  make up 75% of  the work force.  In order to remain 
compet i t ive in today ’s global  economy, employers need 
to implement recrui t ing s t rategies that  are designed to 
at t rac t  and retain Generat ion Y employees.

From this  sur vey ’s f indings,  i t  is  ev ident that  employers 
wi l l  need to tai lor  their  recrui t ing ef for ts  and t ransform 
the workplace to become highly at t rac t ive to Mi l lennials . 
Typical  workplace t radi t ions such as working 9 -5, 
working in the of f ice,  and compensat ion incent ives 
wi l l  need to be replaced with f lex ible of f ice hours , 
meaningful  work ,  and promot ion oppor tuni t ies.  In 
addi t ion,  employers wi l l  need to put  a bigger focus on 
creat ing good work / l i fe balances,  rather than prov iding 
high compensat ion packages.  Moreover,  industr ia l 
manufac tur ing and telecommunicat ion companies,  in 
par t icular,  wi l l  need to invest  heavi ly  in programs to 
at t rac t  Mi l lennials  to their  sales force.

By using the informat ion in this  s tudy to change 
management techniques,  int roduce new forms of 
recogni t ion,  and evolve work cul ture to match the needs 
and wants of  Gen Y,  employers wi th B2B sales teams wi l l 
be able to s t rengthen their  posi t ioning as an employer 
of  choice for  the nex t  generat ion of  B2B sales talent .
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WHAT WE DO

B2B Sales Recruiting Specialists

Peak Sales Recruiting specializes in providing B2B sales 
recruiting services for companies in the technology, 
professional services, telecom, manufacturing and 
industrial sectors that need to quickly and confidently 
recruit account executives, sales managers, senior sales 
leaders and VPs, or entire sales teams.

We have developed a structured, rigorous and proven 
methodology that is configured to each client’s unique 
requirements. It combines:

 • Detailed role profiling 
 • Targeted headhunting 
 • Comprehensive assessment

Learn more at  
www.peaksalesrecruiting.com/peak-advantage.

Peak Sales Recruiting is 
committed to sharing 
actionable insights that sales 
leaders can use to drive sales 
and results.

For the latest sales 
management best practices 
and information, visit the Peak 
Sales Blog: 
PeakSalesRecruiting.com/Blog

You can also connect with us 
on social media:

LinkedIn | Twitter | Facebook

http://www.peaksalesrecruiting.com/peak-advantage/
http://PeakSalesRecruiting.com/Blog
https://www.linkedin.com/company/peak-sales-recruiting
https://twitter.com/peaksales
https://www.facebook.com/peaksales/

