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A Bit About Me
• B2B Sales, Enablement, Training and Consulting for 

20+ years

• Bachelors in Psychology – University of Illinois

• MBA - New York Institute of Technology

• Founded LDK Advisory Services in 2014

• Author “Beat the Bots: How your Humanity can 
Future-Proof your Tech Sales Career” (2019)

• Sales Coach with Harvard Business School – 
Entrepreneurial Sales

• Focus: Psychology in Sales, Value-Centered-Selling, 
Human-to-Human Coaching for Sales Leaders, 
Human-to-Human Sales Acumen®

• Mom to 2 University of Illinois Students

• South Suburbs of Chicago
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Date LinkedIn Live Topic

June 4 # 1 Human-to-Human Sales Acumen®

June 11 # 2 Intention & Mindset

June 18 # 3 Recognizing Buyers

June 25 # 4 Curiosity + Attuned Listening

July 2 None Happy 4
th

 of July!

July 9 # 5 Critical Thinking

July 16 # 6 Advocacy

July 23 # 7 Influence

July 30 None Month End

Aug 6 AMA
Ask Me Anything about the Human-to-Human Sales Acumen® 

Bootcamp Fall Cohort

LinkedIn Live Series - Schedule
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B2B selling feels like a lot right now. 
It’s all just so heavy. 
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The buyer’s journey has gotten pretty 
heavy, too, because of AI.

AI is constantly causing confusion and 
overwhelm that’s paralyzing buyers from 

moving forward.
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69% of B2B buyers turn to sales reps to 
validate AI-generated insights.1

AI makes human intelligence more important, 
not less.2

Source 1: Gartner - May 20, 2026, Survey of 645 B2B buyers, August-September 2025

Source 2: Bob Sternfels, Global Managing Partner of McKinsey & Company, and Lucy 
Pérez, Senior Partner at McKinsey (@WEF Davos 2026 captured in Fortune Magazine) 
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Technology is no longer a differentiator.
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“We will focus on how to keep humans at 
the heart of AI, using technology to 
augment, not replace, human capability.”

Source: Jonas Prising, Chair & CEO of ManpowerGroup, January 16, 2026
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”AI makes human intelligence more 
important, not less.”

“In today's workforce, access to 
technology is no longer the differentiator, 
human capability is.”

Source: Bob Sternfels, Global Managing Partner of McKinsey & Company, and Lucy Pérez, Senior 
Partner at McKinsey (@WEF Davos 2026 captured in Fortune Magazine) 
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69% of B2B buyers turn to sales 
reps to validate 

AI-generated insights. 

Source: Gartner press release, May 20, 2026, Survey of 645 B2B buyers, August-

September 2025
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“In 2026, B2B buyers won’t just be looking for solutions, 
they’ll be looking for proof. Human Expertise will Rival 
GenAI in appeal...Buyers will increasingly turn to human 
interactions to validate AI-generated insights.”

Forrester Predictions 2026: Trust Will Be The Ultimate Currency 
For B2B Buyers.
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75% of B2B buyers will prefer 
sales experiences that prioritize 
human interaction over AI by 
2030. 

Source: Gartner Analysts Colleen Giblin (Principal, Research) and Elizabeth Jones 
(Senior Director Analyst) “Top Trends for CSOs Impacting B2B Sales in 2030”
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Find it on Amazon
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