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High ROI Social Selling

1. The 9 Immutable Rules of Engagement 
2. The 5 Key Steps of the Social Sales Funnel
3. Strategies for LinkedIn, Facebook (and more) 

that will fill your sales funnel
4. Tech tools keep your sales process organized 

and gather business intelligence



©	
  2017	
  Shane	
  Gibson Salesacademy.ca/TECWPG

The $26 Billion 
Question….

Why did Microsoft buy 
LinkedIn?
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"It helps us differentiate 
our CRM product with 
social selling. It helps us 
take Dynamics into new 
spaces like human capital 
management with 
recruiting, and learning, 
and talent management.”

- Microsoft CEO Satya 
Nadella on why they 
purchased LinkedIn.
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450 530 Million
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1.4 Billion 2 Billion
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500 million updates/day
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95	
  Million	
  Photos	
  &	
  Videos	
  Per	
  day
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Social Selling / Prospecting
A 3-month study of 500+ sales pros in the 
B2C and B2B space found that salespeople 
with social media aptitude were 6X more 
likely to exceed quota than those with 
moderate or minimal social media use and 
competency.
(Kitedesk / A Sales Guy Consulting Inc.)
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Social Selling
2017 Study by CPSA and Shane Gibson:
•86.46% of respondents access social media at 
least once daily and 90.05% also met or 
exceeded quota.
•50% of non-users missed quota last year.
•Those that used it for work 1-3 times a day 
outperformed non-users and users that used it 
5+ times per day.
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Thought Leadership
Creates or

Curates
Relevant
Content

Builds
Community

Has
Relevant
Engaging

Conversations

netw
orker
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Relevant content that speaks 
to your specific audience’s 
dreams and pains – based 

upon your real UNIQUE 
expertise and perspective.
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Discovery Consumption Interaction Connection Consent

The 5 Stages of Consent
(The Social Sales Funnel)
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Steve Behrische’s
Social Graph

onressystems.com
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Being Discoverable
•Google places
•Yelp
•SEO
•All major social media profiles
•Guest blogging/writing
•Press releases
•Writing reviews
•Capitalizing on trending topics
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Discovery
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Nurtured Leads
“Nurtured leads make 47% larger purchases 

than non-nurtured leads.” 
– Annuitas Group

According to Forrester Research, companies that 
excel at lead nurturing generate 50% more sales 

leads at 33% lower cost per lead.
- DemandGen Report
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Content Ideas
• FAQ’s
•Behind the scenes
• Industry insights / Infographics
•Round-ups (recent news/events)
• Interviews with local / regional influencers
•Customer success stories / content
•How-to’s
• Top 10 Lists (People, Rules, Tips, Events, Places)
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Curation Ideas
•Twitter Lists and trending #Tags
•Google Alerts for Key words 
(Google.com/Alerts)
•Client content from their social channels
• Industry or regional associations
•CEO Newsletters
•Trending local news
•Voice of customer
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From 13 to 25 cars/month
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Conversation
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Brand engagement leads to brand 
loyalty: Nearly half of all respondents 
(46.7%) indicated that a personalized 

response from a brand would 
strengthen their brand loyalty

- Conversocial Report: The State of Social Customer Service August 
2016



©	
  2017	
  Shane	
  Gibson Salesacademy.ca/TECWPG

“86% of respondents making 
over $150K a year were more 

likely to be more loyal to a 
brand that engaged them on 

social.”
-­‐ Conversocial Report:	
  The	
  State	
  of	
  Social	
  Customer	
  Service	
  August	
  2016



©	
  2017	
  Shane	
  Gibson Salesacademy.ca/TECWPG



©	
  2017	
  Shane	
  Gibson Salesacademy.ca/TECWPG

9 Rules of Engagement
#1 Stop pitching and start connecting
#2 Doers win in the game of social media
#3 It’s not about you
#4 Be fearless in your contribution to community
#5 Don’t be a social spammer, engage (focus on your nano-tribes)
#6 Be authentic
#7 Be consistent
#8 Amplify through community
#9 Get Sociable!
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@PeterAceto
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Collaboration
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Listening
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Business Intelligence
•Twitter.com/search
•Facebook Graph Search
•LinkedIn advanced search
• Instagram (#tag and locations)
•Signals
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Stakeholder + Trigger Event Spotting
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Twitter Search
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LinkedIn Triggers
•Promotion
•Left their job (who replaced them?)
•Press release from their company
•A recent article they wrote
•An increase in hiring
•A significant work anniversary
•A lot of profile updates
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A 12-point LinkedIn profile 
checklist
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Incomplete Profile =
Networking like this guy:
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1) Title
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2) Complete Summary
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3) Positions Connected to Company Pages
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4) Outcome Based Position Descriptions 
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5) Fully Complete Work History
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6) Professional Profile Photo
Yes!	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  	
  No!
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7) Uses Rich Media
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8) Numerous Recommendations
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9) Significant Number of Connections
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10) LinkedIn Pulse Articles Published
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11) Regularly Updates
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12) Custom Url!  
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Nimble CRM
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Daily activities
1. Check for signals (opens, likes, retweets, 

comments, private messages)
2. Visit “A client / prospect” profiles for 

updates and opportunities to engage
3. Look for trigger events on LinkedIn, 

Facebook, Instagram and Twitter
4. Thank / follow-back / connect
5. Curate 1-2 pieces of great content daily
6. Ask for introductions
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Building Your Sales Technology 
Stack

1. CRM 
2. Lead Generation
3. Contact Enrichment and Intelligence
4. E-mail intelligence tools
5. Sales Work-Flow
6. Social Selling
7. Artificial Intelligence
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CRM Software
2017 Study by CPSA and Shane Gibson:

•84.28% of respondents had a CRM in place. Of 
those, 72.76% met or exceeded quota

•87% of sales people who don’t use a CRM 
missed quota.

•34.93% of respondents use Salesforce.
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My picks for CRM
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Lead Generation & Management
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Contact Enrichment and Intelligence
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Email Intelligence Tools



©	
  2017	
  Shane	
  Gibson Salesacademy.ca/TECWPG

Sales Work-flow
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Social Selling
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“We're in an AI spring. I think for every 
company, the revolution in data science will 
fundamentally change how we run our 
business because we're going to have 
computers aiding us in how we're interacting 
with our customers.”

- Marc Benioff, CEO of Salesforce
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AI (Artificial Intelligence)
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Social Selling Success
1. Focus on the new sales funnel
2. Work leads through social proximity
3. Community + Content + Conversations 
4. Use a social CRM like Nimble
5. Build your sales tech stack
6. Devote the time for daily disciplines
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Let’s Connect!
http://salesacademy.ca

http://twitter.com/ShaneGibson

http://linkedin.com/in/shanegibson/

shane@shanegibson.com
604-351-2328


