The art of Social Selling

Piotr Mrozinski
Enterprise Account Executive
LinkedIn Sales Solutions




Glengarry Glen Ross



There was time, when business was done
over ...

But we moved on...



... and we live In the world

I've got hundreds When I was
of Facebook young we called
friends I've them imaginary

never met. friends.




... and we live In the world

Of buyers don’t believe sales
understands their business
and don’t think they can help
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TRADITIONAL SELLING TECHNIQUES PRESENT NUMEROUS CHALLENGES FOR THE SELLER

How can | maintain
momentum through a

How many cold calls lengthy sales process?
can | make this week?
How can | relate better

. . and more quickly to
How will my communications the people I'm calling
break through the noise to avoid a cold start?

H | efficient| d and stand out to the contacts
ow can [ eticiently an I've identified?

effectively manage
multiple contacts

across one company? If marketing qualified leads (MQL) are

based on behavior triggers and therefore
and assumptions, how can | be sure that

the people I'm reaching out to are the
actual buying influences?

| thought | knew who was who,

but the staff keeps changing

positions so it's hard to keep

track of the people and roles. Generating lead lists is inefficient
and time consuming, how can |
make this process more efficient?

How many times will |
need to give the same
sales pitch this week?

Even after I've identified key
people to reach out to, it takes
much time to build relationships
with them.




but somehow we still believe In




High risk, No risk,
high reward <= " no reward

Innovators and Early Majority Late Majority Laggards
Early Adopters



Suddenly everybody wanfts to be ,social”




Why?¢

Linked ﬂ,ﬁfj Sales Solutions



Start with right platform
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across the world |
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‘member updates of professional
~weekly e connections



What do they do on LinkedIn?

Linked[fl). Marketing Solutions
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What's the most precious
commodity for sales people...
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System of Engagement

A system
salespeople
want to engage Automatically
with stays up-to-date

& O
@9

Integrates deeply
with the tools you
use everyday

AAAAAAAAAAAAAAA

Answers the gquestion
“Whatis the next best
action | should take?”

N “:" o

Minimizes
data entry
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LinkedIn can help you win business in 4
steps

Find Relate Understand Engage

AAAAAAAAAAAAAAA



VersionTeam i Enterprise — pmrozinski@linkedin.com
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1. FInd Leads

M saLes NavicaToR

Q Search by keywords or boolean

Leads

Save search

Keywords

Relationship

HOME

LISTS  DISCOVER F

Advanced

h TeamLink intro

CopenhagenF... ——

Related L

=

Saved Searches

Saveaslead |

aslead | wes




1. FInd Leads
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Chart: Decision Maker Acceptance Rate Increase by Commonality




2. Relate
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How well connected is your team

Internal Connectedness

% of sales team
connected today
(free LinkedIn)

% connected
with TeamLink




2. Relate

All employees at Spotify (4,373)

Keywords

with TeamLink i
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3. Understand

Engagement Through Sales Navigator Paves the Way for
Higher Win-Rates

t 14%

When viewing
prospects’profiles

t17%

When saving leads

Average win-rate
lift by rep action 1 249,

When connecting with
decisionmakers

1t 28%

When engaging with
lead’s content




3. Understanad

More ¥

Elizabeth Hamren /_} Steven Guggenheimer Param Kahlon

ntioned in the news

Q Ramesh Siva E Ronny Kohavi Sona Vaish Venkat
&Ini - r A F Manage
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@ ISS A/S shared an article
8 saved leads

£\ SALES ALERT
ORBITVU, high growth in Company Facility I\/Ianagement in 2018:
Focus on people empowerment not

e check boxes

adcount g
&€ What's important when working with Facility Management in 20182 Where
should your focus be? We've discussed this with the IFMA Board Chair, William
O'Neill. Get his key 2018 visions in this interview!

Like (59) Comment
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3. Understand
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Leverage the power of
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IKE

Send Direct Connect with people Participate
InMail you know




POINTDRIVE

Design and Build Consultation

4. Engage

B romsToRIVE  Presamon g Ll

, Digital Sales - New Norm in B2B ,

SALES NAVIGATO

Welcome to the social selling era.

STUFE

| FOR SALE
| HERE

Y ——

[ POINTDRIVE  Presentations  Insights

«GoBack

dodern Selling - New Norm in B2B

Marco Schulten

Goto Sales Navigator
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SALES === == MARKETING

The overlap between sales and marketing audience
targets is 34% In enterprises and 14% in SMB.
We can bridge the gap

Linked {3



(R LeagIn | E gl

| @I\Lé1 2IGAT("

1;(]»

CAMPAIGN
MANAGER




0\ SALES ALERT PRl Fowered by G2 Crowd - 1 hr
" . 5 : ew
Ventofase was researching your company, Flexis and two of your competitors, FixDex and SolarSlash

Saved lead - 1d g
B\ sALESALERT b Jessica Albaparthy recently commented on sponsored content for Ventofase Reporting Platform




ROI - Show me the money!




ROI - Show me the money!

Sales Navigator Core ROI Metrics
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Thank you!

Inkd.In/Saxoevent

pmrozinski@linkedin.com
@pmrozinski
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