
How to 
succeed with 
social selling



• 20 years’ experience in agency, client-side and 
consultancy roles

• Chartered marketer, FCIM
• Author, Relax! It’s Only Social Media and the 

Social Media Planner
• LinkedIn Learning course instructor
• Accredited trainer for #SheMeansBusiness

Facebook & Instagram
• Coach for Google’s Digital Garage initiative

Who am I?



Agenda
• What is social selling?
• Social selling techniques
• Personal branding
• Social listening
• Social prospecting
• Employee advocacy

• Q&A





40% of business owners use social media 
to generate sales.

Almost 25% of business owners are selling 
through Facebook. 

A quarter of consumers say 
recommendations on social media 
influence what they buy.

Source: GlobalWebIndex, Social Media Flagship Report 2019



Social selling is the art of using social 
networks to find, connect with, understand, and 
nurture sales prospects.

It’s the modern way to develop meaningful 
relationships with potential customers that keep you 
– and your brand – front of mind so you’re the 
natural first point of contact when a prospect is 
ready to buy.



Social selling is taking out the pitching 
component of sales. 

You’re creating conversations about your 
product and services which organically can 
produce sales conversations.

Social selling



Social selling techniques

• One-to-one rather than one-to-many

• Personal branding – use of social media to establish reputation 
and credibility

• Social listening – identifying valuable new customers and sales 
opportunities 

• Social prospecting - searching for signs of customer 
interest/buying intent or qualified prospect status based on 
criteria. 

• Employee advocacy – leveraging colleagues to share content with 
their networks



But first…



Define your 
target 
audience



1. Personal branding



Personal branding

• is the practice of people marketing themselves and their careers as 
brands

• is about who you are and how others perceive you

• is an ongoing process

• is routed in authenticity

• is an asset that must be managed



Personal branding

• credibility

• trust

• go-to person

• differentiation

• higher perceived value

• more opportunities

• engage with your audience



2. Social listening

















Hootsuite



Twilert



3. Social prospecting



Social prospecting: LinkedIn
• ‘Click’ into the search box
• Save searches (must be text in the search box)



Social prospecting: Twitter



Social prospecting: Twitter



Social prospecting: Groups



4. Employee advocacy



Employee advocacy

• The promotion of your company by the people who work 
for it

• As a marketing tactic it is a strategic, sustainable 
programme to encourage employees to share brand 
values and messages in an organic way

• Huge opportunity to expand reach and engagement with 
customers, prospects and stakeholders



Employee advocacy

• People are 3x more likely to trust company information 
shared by an employee (Source: Edelman Trust Barometer)

• Trust grows from authenticity



WIIFM (company)

• Brand awareness
• Content engagement
• Organic reach (vs paid)
• Thought leadership positioning
• Recruitment 
• Staff satisfaction
• Social selling / greater conversion
• Earned media value



WIIFM (employees)

• Building professional reputation
• Grow networks
• Empowered to make an impact 
• More engaged with the company



LinkedIn and Employee Advocacy

• #1 B2B social media platform
• Employees have 10x more 1st-degree connections than their 

company has followers (Source: LinkedIn)

• Complete personal profiles 
• Use Company page as a ‘content hub’ for sharing
• Provide status update and content ideas
• Create templates



Social Selling Index (SSI)

https://www.linkedin.com/sales/ssi

https://www.linkedin.com/sales/ssi


Next steps

• Focus on building relationships with your target audience
• Be ready to do business (optimize your profiles)
• Search (use tools for alerts)
• Hang out in groups
• Listen
• Be helpful
• Tell stories (build trust)
• Show up consistently
• Move conversations off social media






