A Seller’s Quick-Hit Checklist For B2B Summit 
Use this list to plan your time — and make sure you leave B2B Summit with ideas you can actually use. 
✅ Block time for the keynotes.
They define the go-to-market future sellers are stepping into — from AI-powered buyer autonomy to new accountability models — and set the context for everything else you’ll hear.  
✅ Build your ideal schedule. 
Use the agenda filters to choose the sessions that will benefit you most. Topics include AI-assisted selling, deal intelligence, modern buyer signals, and data foundations that support smarter GTM decisions (and much more). 
✅ Pick at least one hands-on workshop.
Workshops are where GTM ideas turn into executable plans. Choose one that tackles a problem you’re actively trying to solve this year. 
✅ Add roundtables to pressure-test your thinking. 
Roundtables give you unfiltered insight from peers dealing with the same short- and long-term sales challenges in a small-discussion environment. 
✅ Explore RevTech with intent.
Use the B2B Summit Marketplace to understand how AI is reshaping the revenue tech stack and which capabilities actually support modern selling motions. 
✅ Book a one-on-one analyst conversation.  
A short, focused discussion with a Forrester analyst can help validate priorities or uncover blind spots in your GTM approach. 
✅ Invest in high-value networking.
Make a point of meeting new people in the Marketplace and taking time for curated programs such as the Women’s Leadership Program. 
✅ Compare notes with teammates.
If you’re attending with colleagues, divide and conquer sessions, then regroup to share insights and next steps. 
✅ Leave with three actions — not 30 ideas.
Before you head home, identify the top changes you’ll test, pilot, or plan in the next 90 days. 
