SOCIAL SELLING SYNEY:

How to create peréeived value using LinkedIn & Co.



Lunch & Learn at HP Diibendorf

Social Selling Down Under — How to Create Perceived Value

connecting well & sell

gunnarhabitz.com.au



What Social Selling is Not

* Selling e-commerce via social media

* Turning the sales floor to silent mode

* Hiding behind technology

* Replacing phone calls with social media

* Sending InMails to customers waiting for their orders
* Inviting strangers to your network by pitching

* Thinking more about own brand than served audience



Marketing talks to an audience
Sales talks to individuals



“Social Selling is a clever approach of
adding social media and digital tools to
enhance business conversations.”
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The 7 E’s of Social Selling

Enter with Energy

Elaborate




’ 1. Missing Out



Typical Search for Services



Objections

n

* “l believe in referrals from existing clients
* “Word of mouth served me well”

* “Not interested in e-commerce”

* “lsell to real people”

* “ldon’t have time”

* “My agency does that for me”



2. Elaborate Your Brand for Suitable Target Audiences




What is a Personal Brand?

1 fothiny in Gpoure Quon il Gvery L oy



Mind The Gap

e High trust in services and products
associated to a person

 Content communicates who you
are and increase trust

* Authority with books or courses

* Appear on panels, in interviews, on
social media, in printed press

* Become a “go to person”

Job role @ company

Online CV style profile

Many don’t personalise

No content shared

Hard to find out who they are



Package the Very You Into Your Brand

Food for Thought

Which service do you provide
How you deliver your USP
Whom to you serve where
Who do you partner with
What are your personal values

Present yourself using social media
as standardised landing page
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Stephen De Sede - 1st B, De Sede Group
Brand Storyteller | Content Creator | Humanitarian | Selfless Courses Completed
Human Being | Often called Coaches Coach | Mentors .
Mentor {z] see contactinfo

Sydney, New South Wales, Australia &8 See connections (500+)

View in Sales Navigator More...

I'm on a mission to overcome people’s doubt and to unlock the fear of achieving their Potential. When |
was a kid, | didn't fit quite so much at home, excelled at sports, didn‘t apply myself that much at
school. It was a breeding ground for Doubt. It’s the story that most everyone has...not the specifics,...



Competency

How do you solve which problem for whom?

What is an Engaging Executive?
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Creativity

Being different and speak the language of your target audience

Contact Us
For lawyering with a difference

fawthenfic.

Forget swimming with
the sharks. Our lawesome
service is flexible,
unconventional and
uncompromisingly good.
Get in touch for a

free consultation.

- WHERE YOU’LL FIND US
Legal advice to \

empower business

401, 46 Kippax Street,
Surry Hills NSW 2010.

GIVE US A CALL,
WE DON’T BITE

Hello! We're a boutique b Eras:mg %‘g;g
of non-lawyery lawyers

turning the complexity % @ @ & ) OR EMAIL US AT
of business law into —

commercial advantage. Unconventional Available Relational Flexible hello@lawthentic.com.au




Who do | Need in My Tribe?



Composing Your Tribe

Stakeholder Groups
* Existing clients

* Prospects

e Suppliers

* Influencers

* Partners

* Competitors




Ideal Customer Avatar(s)

* Generic information e Speak their language
 Demographics e Relevant material

* Goals & values * Tailored offering

* Challenges * Existing case stories

e Objections * Hang out where they are
* Research preferences e Offline vs online

* Preferred platforms e Curiosity drives content






We need quantity of quality



Sources of the Tribe

Fi n d Tl @ search

All people filters

Advanced Search

Viewed Your Profile o — i
Content engagement e -

Feed (#hashtags) e
Second grade connections S
Group members - | ‘
Followers - ;VI‘[‘ . R

People Also Viewed



Personalise Your invite

@ Gunnar Habitz CMgr - 1:53 PM
¥ HiBrett,

Thanks for viewing my profile recently, appreciated.

Apparently we both enjoyed working for a long time at a leading IT

° M et at eve nt me ntIOI’] d ISCUSSIOI’] vendor and participate in the Sydney based sales ecosystem.

. With your permission, it would be nice to connect on LinkedIn.
« Reference to a piece of content o e

Kind regards

* Referred by common contacts

Gunnar

* Worked at the same company IT Business & Sales Consultant at Oracle |

Partner. Oracle Enterprise ( ERP/CRM) &

* Alumni from the same university @D Carl Gough and 6 others
* Sharing Values, ideas or indUStries Greetings from Unitrans InfoTech

. . We are an Oracle Partner company located in
* Friends from times gone by Bangalore.

We Implement & provide upgrades for your Oracle
ERP Solutions(Cloud/On-Premise).

Request you to provide appointment so that we can
provide demo on Oracle Support Services.



Connect Offline

QR Code for 1:1

LinkedIn Code

My code

g

Gunnar Habitz CMgr

Helping small & mid-sized enterprises
protect their data in the cloud

Find nearby

e Requires Bluetooth
* All on this screen

Q Search

3,413 @ 0

View connections Find nearby Add contacts

Gunnar Habitz CMgr
Nearby members can only discover you
when you're on this page.

Remember

e This is just quantity

* You don’t know who is
around there

e Watch their profile
afterwards

* Send a message with a
personalised hook
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Content is not King

Cortlerl G Drince MW%W?



80% educational
about our services

e ey
.



What

Company blog

Newsletter topics

Case studies

Industry event

Weekly series

Interviews

Upcoming events

... and about our own services

Google Alert

Feedly.com

Flipboard.com

Bloglovin.com

Forbes

Industry Associations
Influencers

... and from our target audience



Where

LinkedIn Post

1300 characters max
(approx. 200 words)

Use #hashtags
Add photos
Close with question

Remember URL to
send or repost later

Great for video

LinkedIn Article

Longer format
Easy accessible
Thought leadership

ldeally 1200 to 2000
words

Relevant keywords in
h2 headlines

Add more pictures



When

 When the target audience is active ¢ Manually: hard to catch timing
e Different time per platform * Automated: algorithm doesn’t like

* Be the first adding comments with posting by external tools
further links and tagging people

* Relevant to the context g bUffer
W Hootsuite"

) MeetEdgar



Who

* |deal for experienced professionals ¢ Content Marketing Experts

* Bloggers, journalists e Search Engine Optimisation Gurus
e Starting solopreneurs * Digital Marketing Agencies

* Side hustlers

* Steep learning curve



5. Regularly With Your Audiencess

K3




Relevance and Balance

UG- Yo —



Nurture

Interest

* You think about
them genuinely

(incl. birthday)

Are you a starter or finisher? Starting the day right is easier than ending the day
right. Benjamin Hardy shows us the compound impact on bringing more ideas
by waking up 1h earlier every day (and using that well)

#productivity #per

Wake Up 1 Hour Earlier And You'll Be 100X More Productive (Over Time) D

ak med

m

Trigger

Concrete events .

mentioning their
name

Gunnar Habitz CMgr .« vou 5d -
Helping consultants, channel partners and their clients manage risk

Brent Marcombe Dan Goldberg Richard Derbyshire Scott Robson
Simon Shenton AFIML Ashleigh Rennison MIML Samantha
Jansen Karen Crombie Renée Giarrusso - worth to attend! | believe
Sue is the IML member with the largest number of books published in
Australia (edited)

& . 2Likes | B3 . 5Replies

b Sue Ellson 0 5d -
Independent Linkedin Specialist Gigster Career Davelopmen...
Thank you Gunnar Habitz CMgr for sharing with your tribe - |
have given the first three to the Institute of Managers and
Leaders Australia and New Zealand library here in
Melbourne - so | guess | will need to add my latest very soon!

® - 1Llike =

Content

Send or tag your
audience in relevant
material

Professional Services Marketing Conference
Adrienne, Christopher, Geoff, Jane, John, Maree, morel, Nicole, Peter, Sc...

Adrienne McLean « st
° Business Development & Presentation Skills

Tw

The Professional Services Marketing Conference is to help
Service Professionals with the areas that drive business
growth — marketing, sales and mindset. This confe ...see more




80% Without Visible Purpose







Remember the Target of Social Selling?






Real Life Examples

Partner

[N

ARN CONNECT

IN PARTNERSHIP WITH
. JUNIPEr  Westcon € Comstor
o o ol

Gunnar Habitz CMgr - 10:48 AM
Hi Mark,

Good meeting you on the ARN Connect experience sitting on the
same table.

We discussed as well about Veeam backup where we add Veeam
Cloud Connect for our partners.

Let's connect on LinkedIn and have a chat how we can help your
customers and you can help our partners.

Gunnar

Hi Gunnar,
What morning next week are you available for a morning coffee.

Gunnar Habitz CMgr - 12:11 M

Hi Mark,

Next week is best on Wed 25 for a coffee in the CBD, alternatively
as well Tue 24. We could meet in my remote office near Circular
Quay or wherever you would normally have coffee meetings.
Gunnar

Position

Book Review & Interview: Rebirth of the Salesman (Cian
McLoughlin)

Gunnar Habitz CMgr on LinkedIn
July 9, 2018

Gunnar Habitz CMgr « 3:00 PM
Hi Lewis,

Hope you're fine.

Thanks for your like for my recent review about Cian’s book.
Apparently we have 6 common connections from your Australian
times line Joe Barnes.

Hi Gunnar
just spoke to Kara. She mentioned if you would be interested in the
channel sales manager role at Noggin?

Prospect
e S L

ISO 45001: What's new?

noggin.io
16 Likes « 10 Comments « 362 Views
N Like =] comment # Share

Likes

b 8&Q@ -

Comments

Gunnar Habitz CMgr Author
® Helping business consultants, channel partner

1d (edited)

Sortby Top C

Relevant to our recent discussions, Greg
Hay Greg Trivett Kerry McGoldrick Shane
Edwards Mark Sherman Colin P.

& Like = Reply 1Like « 1Reply

Colin P. « 2nd

General Manager R2S Security at Risk

8h

Thanks Gunnar, let's have a call today if

possible, need to connect a client with
your QLD rep.

& Like & Reply 1Like

@ Leave your thoughts here... @



People Like to Work With People They
Know, Like And Trust

and whe ingpine eduwcile and edolain Uhean









30 min Daily is Possible






During the Week

* |nvite using your
templates

* Watch who viewed
your profile

* Respondto
invitations

Nurture your
contacts with or
without agenda

Endorse skills

Send genuine
birthday wishes

Bring discussions
further

Request referrals to
others

Suggest a call or
meeting



For the Week

 Plan content forthe ¢ Learn for your * Review what worked
week personal growth well or not

e Adjust your editorial ¢ Enhance your  Capture what you
calendar networking skills learned

* Post 3x per week at * |mprove your * Collect effort in

least, not too much curiosity numbers



LinkedIn Social Selling Index
www.linkedin.com/sales/ssi



Social Selling Dashboard

Gunnar Habitz CMgr
Top 1 = Top 1 .
Helping consultants, channel partners Yo %o
and their clients manage risk smarter | Industry SSI Rank Network SSI Rank

Social Selling & Meaningful Networking

Social Selling Index — Today

Your Social Selling Index (SSI) measures how effective you are at establishing your professional brand, finding the right people, engaging with
insights, and building relationships. It is updated daily. Learn more

20.95
Establish your professional brand —-—

0 25

20

Find the right people  EEEEE——————————

20

out of 100 Engage with insights T
0 25
25
Build relationship:

25

o



Always Remember the Core Essence






Questions?

(rswens]



gunnar@gunnarhabitz.com.au, www.gunnarhabitz.com.au, 0481 232 126



