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Introductions 

1. Social Media in Business – The Big Three 

2. Changing Buyer/Seller Dynamic - What is Social Selling & why is it so 

important now? 

3. LinkedIn – The World’s Largest Professional Network 

4. Setting up for Social Selling success – Make LinkedIn work for you 

- LinkedIn Sales Solutions 

What’s on today? 



Pre Web 

1990 

Web 1.0  

1990-2000 

Web 2.0  

2000 - 

2010 

How did it evolve? Communication changed… 



Social Media for Dummies…. 



The Big Three 



The Big Three Network Dynamics    

 

 

 Who am I as a 

person 

 Ways of sharing 

life experiences 

and belonging to a 

tribe  

 Friends based 

activities  

Social Professional 

Broadcast 

 Who I am as a 

professional  

 Highlighting my 

experiences and 

career aspirations 

 Professional 

activities 

 Brand 

Ambassador & 

Thought 

Leadership   

 This is what I am 

thinking  

 My voice to the 

world 

 Without any 

context other than 

what I choose  

 



What is Social Selling & why is 

it so important now? 
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Buying process has 

fundamentally changed “ “ 
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Buyers are tech-savvy, and 

socially empowered. 



The world and buyers have changed 
What once worked, will not work anymore 

LSS 10 ©2013 LinkedIn Corporation. All Rights Reserved. 

97%  75%  57%  
Of the time cold  

calls do not work 
*7% worse every year  

since 2010 

B2B purchaser  

influenced 

by social 

 

Buying decisions  

are made before  

sales rep involvement 

Corporate Executive Board 2012 

Connect & Sell 2012 

IBM Buyers Preference Study 2011 



People buy from People, 
(1) who understand their business, 

 (2) understand them, 

(3) and trust to solve their problems. 

“ 

“ 



Buyers have changed. 

Social Selling changes how you find, 

relate to, and engage with people. 
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LinkedIn Overview 

Solutions 
• Hiring Solutions 

• Marketing Solutions 

• Sales Solutions 

 

LinkedIn Corporation 
•      Founded in 2003 to “connect the 
 worlds professionals to make them 
 more productive & successful” 
•      Worlds largest professional network 
•       Global Presence – offices throughout 
 North America, Europe & APAC 
•       4000+ Employees 



Our Mission: We connect the world’s 

professionals to make them more productive 

and successful 

Our Vision: We connect the world’s 

professionals to make them more productive 

and successful 

To create economic opportunity for every 

professional 
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 Members Worldwide 

+3 new 
Members Per Second 

100M+ 
Monthly Unique Visitors 

259M+ 

 

 

 Members EMEA 

39M+ 
Members Europe 

5B+ 
People Searches  

50M+ 
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Engaging the right audience with  

the right message at the right time 

Media + data = results 

 



Setting up for Social Selling 

Success – Making your profile work for you 
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Becoming a Social Selling Pro 
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Developing a Reputation: Building a strong online reputation 

that showcases your experience and increases your credibility 

Gathering Intelligence: Researching social information to 

prepare for sales conversations 

Building your Network: Developing relationships with people 

who can share information and provide referrals 

Offering Insights: Providing meaningful insights that earn 

opportunities to engage with and influence contacts 

Using Social Selling Solutions: Taking advantage of innovative 

selling solutions such as LinkedIn Sales Navigator 

Build Your PROFILE 

Gather INSIGHTS 

Develop Your NETWORK 

Contribute INSIGHTS 

Use SOLUTIONS 



Know, Like & Trust Factor = Credibility 

20 
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•  Headline     

•  Summary 

•  Websites & Media 

• Your company and products 

•  Your experience & achievements 

•  Specialities/Skills 

• Plugin’s 

 

1. Enhance Your Personal Brand 
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Identify new prospects:   

View “Who’s Viewed Your Profile?” 

Can see how visitors got to your profile through key word searches.  

With a PREMIUM account  (i.e such as Sales Executive) you get an 

expanded view. 
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2. Proactively Develop Your Network 
Build trusted relationships who can support your professional objectives 



2. Leverage 2nd Degree Network for Social Selling – Selling 

is a TEAM Sport 
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Decision Maker YOU 

Co-worker 

Co-worker 



Jeff Weiner 

Francois Dufour 

Wade Burgess 

Nick Besbeas 

Alison Engel 
Mary Lee John Smith 

Dan Green 

Nicole German 

The Professional Network 

 Mike Gamson 

Jonathan Lister 



26 

3. Gather Intelligence – Researching contact 
 



3. Follow Companies 



3. Get the News you care about 
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4. Contribute Insights 
Share ideas through status updates, and participate in groups 



Join many 

 

Participate in a few 

 

Run one 

Groups 

.NET 
Developers 

Biotech & 
Pharma 

Design 
Pros 

800,000 + 

4. Generate Thought Leadership 
Create and Join Groups: Engage around common interests 

5 



How 
How do I get 

 a warm intro? 
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+200M 
members 

+2B 
member updates  

per week 

Billions 
connections  

5. Use Solutions 

LinkedIn sales navigator defines social selling 

What 
What to  

talk about? 

Who 
Who are the  

Right People? 



WHO  



WHO  
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59 

People David knows 
At AutoTrader 

People his entire Sales  
team knows 
At AutoTrader 

People his network knows 
at AutoTrader 

0 

David’s current network within 

Company X Sales 

His entire Company X  

Sales team 

Free 

Free 

Sales Navigator 

Example: Sales Navigator would give David more warm introductions - via his 

team - at Auto Trader 

How do I get in? 

*Prospects are all employees at target. His team is defined as employees of 

Company X that we classify as working in Sales.  

HOW? 
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5. Use Social Selling Solutions 
Sales Navigator: LinkedIn Premium for sales professionals 

Build prospect  

lists with  

Lead Builder 

Reveal full profiles of 3rd 

 degree contacts with  

advanced search 

Leverage co-worker  

connections with  

Team Link 



Transforming the way the world works. 





Transforming the way the world works. 

Live Demo 


