
WELCOME HUG 
BROOKLYN!



Hi, I’m Markiesha. 
@Markiesha20 



The Next Social Network



90% 
of anything I buy is sourced through social media first. 



50% 
of shoppers have made a purchase based on a 
recommendation through a  social media network. 



1 WHY SHOULD SOCIAL 
SELLING BE PART OF 
YOUR SALES STRATEGY?



73% 
of sales professionals using social media as part of the 
sales process outperform their sales peers. 



TEMPERATURE CHECK 

• HOT! HOT! HOT! Ready to get started today! 

• WARM. I like what I hear tell me more. 

• COOL. I’m far from convinced. 



FLICKR USER DON BURKETT

Today, the buyer has all of the power. 
With the Internet, we have endless information at our fingertips. 



57% 
of the buying decision is completed before a prospect is 
willing to talk to a sales representative. 



Buyer-Centric



WHAT IS SOCIAL SELLING?



SOCIAL SELLING
is leveraging your professional brand to fill your pipeline with 
the right people, insights, and relationships. 



Social selling is about 
building trust with 
prospects by initiating 
relationships on social 
media platforms.  















Selling through social channels is the closest thing to being a fly on the wall in your 
customers, prospects, and competitor’s world. – Jim Keenan. 

The Rise of Social Salespeople



Social media enables 
you to meet prospects 

where they are.



Find the context you 
need on social media.
• Name
• Age
• Location
• Interests
• Role
• Company
• Interests
• and more. 



Use content to build trust with prospects.



2 HOW TO USE SOCIAL 
MEDIA TO CONNECT 
WITH PROSPECTS



1. Establish your brand.

2. Find the right people. 

3. Engage with insights.

4. Build relationships. 

HOW TO CONNECT WITH PROSPECTS 
ON SOCIAL MEDIA



1. Establish your brand.

2. Find the right people. 

3. Engage with insights.

4. Build relationships. 

HOW TO CONNECT WITH PROSPECTS 
ON SOCIAL MEDIA



• Clear and professional headshot 

• Description of your role and company. 

• Why do you enjoy selling? 

• What are the problems of your potential buyers that your business 

helps solve?

• What is your buyer-focused Superpower?

CREATE A POWERFUL PROFILE



Take a look at this 
example. 



Avoid the sales pitch on your profile. 



What’s your expertise?
Determine your superpower and use it to build trust with your audience members.



1. Establish your brand.

2. Find the right people. 

3. Engage with insights.

4. Build relationships. 

HOW TO CONNECT WITH PROSPECTS 
ON SOCIAL MEDIA



Always seek out new connections.



• Connect across multiple networks. 

• Connect with followers of your followers. 

• Monitor for people who match your personas. 

• Seek out your ideal buyers. 

CONNECT WITH THE RIGHT PEOPLE



Monitor by joining business groups.
Ask to join a business group in your industry and start making new connections. 



Use Twitter lists to segment audience members.
As you continue to build relationships with prospects add them to a list. 



Use HubSpot to create a monitoring stream.
Navigate to Social Monitoring from the Marketing Dashboard.



Using HubSpot to create a monitoring stream.
Click on the “+” symbol to add a new monitoring stream.



Using HubSpot to 
create a 
monitoring stream.
Input keywords and select your audience 
in order to finalize your social monitoring 
stream. 



Monitor a Contact List.
Select a Contacts in HubSpot. The social 

monitoring tool will only show tweets 
from contacts in this list.



Buyer persona helps define the various buying 
patterns of those within your ideal buyer profile.



An ideal buyer profile defines shoppers who are a 
good fit for your offering.



1. Establish your brand.

2. Find the right people. 

3. Engage with insights.

4. Build relationships. 

HOW TO CONNECT WITH PROSPECTS 
ON SOCIAL MEDIA



Use content to connect with prospects in a meaningful 
way.



64% 
of buyers said they appreciate hearing from a sales person 
who provides knowledge or insight 
about their business. 



Identify content that 
shows your prospects 

you care about their 
success and tag them in 

in when you share.  



HOW DO I FIND HELPFUL
CONTENT?



• Company blog

• Blogs that your persona visits often. 

• Google Alerts

• HubSpot Social Monitoring 

USE CONTENT TO ENGAGE ON 
SOCIAL



1. Establish your brand.

2. Find the right people. 

3. Engage with insights.

4. Build relationships. 

HOW TO CONNECT WITH PROSPECTS 
ON SOCIAL MEDIA



Relationships can last a lifetime.  
Building relationships with prospects can help you maintain a healthy pipeline and leverage 

their network to identify new prospects. 



87% 
of buyers said they would have a favorable impression of 
a sales professional if they were introduced to them 
through someone in their professional network. 



• Build relationships with many, foster relationships with decision 

makers. 

• Leverage your company network. 

• Reach out periodically in order to nurture the relationship.

• Like, share, and comment generously.  

BUILDING RELATIONSHIPS ON 
SOCIAL



WHAT TO LOOK FOR IN 
A SUCCESSFUL SOCIAL 
SELLING STRATEGY3



Don’t be vain. 
Ignore vanity metrics such as Klout
score, Social Selling Index, 
Follower count, etc. 



SOCIAL SELLING
is leveraging your professional brand to fill your pipeline with 
the right people, insights, and relationships. 



Monitor the growth of 
your pipeline



Social selling leaders create 45%
more opportunities than their peers. 

SOURCE: LINKEDIN 2016



Pay close attention to bottom-line metrics.
How did your efforts impact the business? 



KEY TAKEAWAYS4



TEMPERATURE CHECK 

• HOT! HOT! HOT! Ready to get started today! 

• WARM. I’m going to test this with my sales team. 

• COOL. I don’t think this is for me. 



Social selling is not a silver bullet.





An unstoppable sales team. 
FLICKR USER DON BURKETT



SOCIAL SELLING IN 
10 EASY STEPS



1. Find content to share.

2. Share it to your social networks.

3. Check who’s viewed your LinkedIn profile, followed you on Twitter, 

friended you on Facebook, etc. 

4. Send a connection request to anyone looked at your profile and 

appears to be your  target buyer. 

5. See who’s commented, liked, or shared your posts.

SOCIAL SELLING IN 10 EASY STEPS



6. Connect with anyone who has engaged with your content. 

7. Check your social inbox to see who’s messaged your directly and 

respond to their messages. 

8. Add new members to Twitter lists or business groups. 

9. Share content with these new members.

10. Start new conversations.  

SOCIAL SELLING IN 10 EASY STEPS 



QUESTIONS? 



CONTACT US
Email:
mollison@hubspot.com
Academy@hubspot.com

Twitter: 

@Markiesha20
@HubSpotAcademy

Facebook: 
HubSpot Academy



THANK YOU.


