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Becoming a
Social Selling Pro



How LinkedIn fits into this world

Who What How
Who are the What to How do | get
Right People? talk about? a warm intro?

Ask for an intreduction 1o Nick

Billions
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4 Actions to Becoming a Social Selling Pro

Developing a Reputation: Building a strong online reputation
that showcases your experience and increases your credibility

1. Build Your PROFILE

Building your Network: Developing relationships with people
who can share information and provide referrals

2. Develop Your NETWORK

Gathering Intelligence: Researching social information to
prepare for sales conversations

3. Gather INSIGHTS

Offering Insights: Providing meaningful insights that earn
opportunities to engage with and influence contacts

4. Contribute INSIGHTS
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1. Build a Strong Professional Profile
Add a photo, experience and skills that showcase the brand of YOU
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1. Build a Strong Professional Profile
Add a photo, experience and skills that showcase the brand of YOU
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2. Proactively Develop Your Network
Build trusted relationships who can support your professional objectives
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2. Proactively Develop Your Network
Build trusted relationships who can support your professional objectives
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2. Proactively Develop Your Network
Build trusted relationships who can support your professional objectives
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3. Gather Intelligence
Be prepared for every interaction by researching contacts and companies
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3. Gather Intelligence
Be prepared for every interaction by researching contacts and companies
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4. Contribute Insights
Share ideas through status updates, and participate in groups

RalfVonSosen via Pulse
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Creating a
Social Selling Program



Creating a Social Selling Program

= Where to start?
— Education
— Find your Social Leaders

= Who is involved?
— Compliance
— Marketing (Content, Demand gen)
— Sales Leadership, Sales Operations

= Who “owns” social media for sales?
— Sales pros must be held accountable

— By definition, sales pros own their own professional
brand & activity
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Creating a Social Selling Program

= Moving from experimentation to scalable process

— Establish Best Practices (Profile appearance,
Online activities)

— Incorporate into Sales Methodology/Process

= How do you get adoption from sales reps?
— Show value by celebrating victories by the adopters
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Track your Progress

Low High

-® @ o=

“Laggards” “Tip-Toers” “Leaders”

Who to talk to

Low High
Buy Lists < ] } ] ] ] } ] } > Leverage Professional Networks
Limited to Private Rolodexes < | | | } | | | ——> Expand to Company Social Network
Spray & Pray to Find Decision-makers < i I i I I I i I i > Target Decision-makers
What to talk about .

Low High
Speed through Contacts Records < | | | | | | | | > Focus on Real People
Limited to CRM Record < t } t i t } t } >Gather Intelligence with Internet Profile
Pile On More Data < t } t { t } t —> Discover More Insight

How to get engaged

Low High
Pound through Cold Calling < i i i i i i i i > Leverage Warm Introductions
Push the Sales Pitch < } } } { } } } —> Have a Meaningful Conversations
Drive Cookie-cutter Sales Process < } f } i } f } —> Collaborate in Buying Process
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LinkedIn’s Social Selling Index

First-of-its kind measure that ranks company utilization of
LinkedIn as a social selling tool.
http.//promo.linkedinsocialsellingindex.com/reqister/

oy « Gain visibility into your
company’s activities
| « Uncover new opportunities
82 I I « Benchmark yourself against

peers and competitors
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