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 Social Selling – A Little More
Effort, A Lot More Revenue
By Kelly Waffle on May 1, 2014 | 1 comments

A few weeks ago I had two
vendors selling similar
products reach out to me via
email.

Vendor #1 had an email that
talked about how great their
product was and how it could
make my company run
“better, faster, and cheaper.” 
The email’s call to action was
to tell me that the vendor
would be in town in a couple
of weeks and wanted 30
minutes to demo its solution.

Vendor #2 sent an email that talked about a recent partnership my company had announced,
mentioned some of the blogs that I had written, talked about my alma mater and our new football
coach—and then addressed how their solutions could make my company run better, faster, and
cheaper.

A week later I got a voice mail from Vendor #1 asking me why I hadn’t accepted an appointment
yet.  Vendor #2 also left a voice mail saying he saw that I was out of town at a conference and would
like to meet with me at my convenience when I returned.

Guess which meeting I took?

In a time when there is a lot of perceived parity around products and services, personalization
from collected social media data can make all the difference to “getting your foot in the door” until
you can  prove what makes your product or service different. In the “old days” of selling, it was all
around “knowing the right people.”  Today, it is knowing about the right people.

Customer behavior and buying processes have changed and customers are leveraging digital
channels to the point where they do not want to speak with a salespeople until they are up to 90%
through the buying process.  And if you do speak to a prospect or customer, they are expecting you
to leverage social and digital channels as well—being better informed before a conversation.
(IDC reports “buyers indicate that 54% of sales reps are unprepared for their initial prospect
meetings.) You need to show that you know about the customers, their organizations, their needs,
their areas of interest, etc.

Yes, this social selling approach does take more effort because you are not initially selling—you
are adding value. You are showing that you have earned the right to sell by doing your homework.

Yes, this social selling approach can—and does—pay off with more revenue.  Here are a few data
points for you:

Sales reps who have leveraged social selling in their sales process are 79% more likely to attain
their quota than those who don’t use social selling in their sales process.  (Aberdeen Research)
Social selling yields, on average, 7.8 appointments per week versus 4.3 appointments through
traditional sales methods.  (Sales Benchmark Index)
Sales reps using social selling have a 3.6x greater chance to meet a decision maker.  (Sales
Benchmark Index)
Sales teams that use social selling techniques exceed their quota 31% more than non-users.
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(Aberdeen Research)
Effective use of sales intelligence increases revenue productivity per sales rep by 17%.  (CSO
Insights)
Sales reps should find three pieces of contextualized information about a prospect or company
in three minutes.  When that information is used in an outbound phone conversation, the
conversion of prospect-to-appointment increases by 16.7%.  (Vorsight)
Social selling has a prospecting conversion rate of 15%—which is 5x more than the
marketing conversion rate (DynamicSignal/SBI)

Keep in mind that “social selling” isn’t just about selling—it is about building and strengthening
relationships and engagement.  That is why social selling isn’t a trend.  It is a technique shift. 
Social selling works at all the stages of the funnel and across all industries. In addition to outbound
selling you can use it for:

Education/thought leadership
Personal brand building
Recruiting
Referrals
Renewals
Research/listening
So much more

When it is all said and done, social selling works.  Let me leave you with one compelling proof
point.  IBM ran a six-month pilot of social selling with seven reps on their inside sales team.  The
results were amazing.  LinkedIn direct followers grew from 535 to 3,500.  The inside sales team’s
reach (followers of followers) went from 54,000 to 1.3 million.  Most importantly, they saw a 400%
increase in sales.  Today, all 1,700 IBM North America inside reps have been trained—and
supported with tools—for social selling.

Whether you want to use social selling for your sales team, marketing team, or both, social selling
does require a changed mindset, commitment, and a strategy.  If you want to continue the
conversation around the potential of social selling, reach out to me via LinkedIn.
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Great data points, threaded into a real life social selling success story!
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