
Social Selling



Learning objectives
1. Have understanding about what social selling is.

2. Understand the difference between social marketing and social selling

3. Understanding the difference of the old sales model in comparison with social selling

4. Appreciate the benefits and advantages of social selling

5. Use of social selling within different social media channels

6. Best practices of social selling with use of LinkedIn

7. Use of social selling within Meetingselect.
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Social selling is not
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Benefits
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Reduced account/contact research time

Increased number of leads

Deeper relationships with clients

Improved lead conversion rate

Shorter sales cycles

Increased win rate

BENEFITS OF SOCIAL SELLING



Social selling 
channels
Social media 

Linkedin

Instagram

Forums

Blog

Reviews

Podcast



Social selling 
without being a 
creep

LINKEDIN

▪Aways add a customized/personal message

▪Join relevant groups and engage

▪Ask for introduction from shared connections

▪Extend network (Pick the right moment to connect with your 
leads)

✓ Congratulate/respond to job change

✓ Respond to posts / activity on their feed

✓ Important company news

▪Post content that shows thought leadership and follow up on 
responses

▪Follow wanted prospects and respond to changes

▪Build credibility



Future
Content: Insiders.Meetingselect.com, guest writers

Linkedin Sales Navigator

White paper

Podcast


