


Social Selling
“…a strategic method for sellers to connect and build relationships 
with prospects through social networks.”

LinkedIn Sales Solutions, 2023

https://business.linkedin.com/sales-solutions/social-selling










1. Speeds up the
relationship-
building 
process



Examples:



Pro Tip:
1. Create a list of the main 

decision-makers that have 
LinkedIn accounts at the top 
organizations you’d like to 
work with.

2. Go to each of their LinkedIn 
profiles and click the bell 
icon to get notified every 
time they post on LinkedIn. 

3. After they post, be one of the 
first people to engage and 
leave a thoughtful 
comment. 



2. Allows 
salespeople to 
be more 
tapped into 
their target 
markets than 
ever before



Pro Tip:
Stuck on what types of content to 
share? Here are a few ideas:

1. Pose a question to your 
audience.

2. Write a thought leadership post 
that shares valuable insights.

3. Post a tutorial or how-to that 
addresses a pain point your 
prospects face.

4. Share an inspirational story that 
will resonate with your audience.



3. Helps build 
trust with 
current and 
potential 
customers and 
employees



Examples:



Examples:



4. Allows for 
deeper 
engagement 
with customers



Examples:



5. Helps 
generate leads
● Businesses that prioritize 

social selling are 51% more 
likely to reach their sales 
quota

● 56% of salespeople utilize 
social media to find potential 
prospects

LinkedIn Sales Solutions, 2023
Hubspot, 2022

https://business.linkedin.com/sales-solutions/social-selling
https://blog.hubspot.com/sales/hubspot-sales-strategy-report?_ga=2.112399300.1733772228.1582000124-975119944.1579032009&hubs_content=blog.hubspot.com%252Fsales%252Fsocial-media-and-sales&hubs_content-cta=social%2520selling%2520tips


Case Study: 
Pivotal 
Blueprint
“My new client found me 
online and checked out 
my social media pages 
before we even met. 
After we talked, she said 
I was exactly what she 
was expecting and was 
excited to work with 
me!”
-Barb Reimbold, Certified 
EOS Implementer











Tips for 
Optimizing 
Your 
LinkedIn 
Profile for 
Sales



1. Use a professional profile photo



2. Add value 
to your 
About 
Section
Pro Tip – Answer the 
following  questions: 

1. Who do you help?

2. How do you help
them?



3. Include your contact information



4. Add keywords to your summary
Top keywords for 
CSC members 
include:

- uniform rental
- linen rental
- B2B
- local business
- where you’re 

located
- key products/

services





Best 
Practices 

for 
Salespeople 
on LinkedIn





2. Keep your 
experience 
section up to 
date and 
include 
details



3. Follow 
people in 
your 
industry
*Pro Tip: Join 
LinkedIn Groups to 
connect with 
others that have 
the same interests 
or in the industries 
you’re selling to



4. Share 
content
you or your 
business 
created



5. Start organic conversations



Quick Tip: Dos and Don’ts

Dos:
- Have a solid personalized hook – 

find something you have in 
common.

- Ask questions, show that you 
genuinely care.

- Be prospect-oriented. Everything 
you say must serve the prospect 
and their business.

Don’ts:
- Don’t sell in your Connection 

Request Message
- Don’t use the same pitch on 

everyone.
- Don’t talk about yourself right away. 

Your lead will for sure check the 
LinkedIn profile of you and your 
company, so make sure it sells for 
you. 



How To Know It’s Working
Some basic metrics you can track include:

● # of profile views
● # of views on posts/shares
● Engagement rate
● # of followers
● # of new connections
● Connection acceptance rate
● Connection conversion rate
● Number of opportunities 

LinkedIn Pulse, 2021

https://www.linkedin.com/pulse/7-essential-linkedin-sales-marketing-metrics-track-mindi-rosser/


How To See Analytics On LinkedIn



How To See Analytics On LinkedIn





Questions?



Thank you!

@red66marketing

elizabeth@red66marketing.com


