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Triple Win with 
Partnerships

Reselling
partners

Referring
partners

Ecosystem
partners

?

Solving customer challenges



so·cial sel·ling
noun

a set of social media activities conducted by educated and enabled sales 
teams that creates meaningful moments to build and nurture relationships

Maintain relationships
Educate with content

AWARENESS EVALUATION SELECTION ENGAGEMENT ADVOCACY

Drive upsells and renewals
Reduce churn

Acquire  customers
Drive revenue through social

Social listening
Gain insights about prospects

Drive brand awareness
Find quality leads

What is missing? Channel Partners



49% of B2B enterprises 
have developed a formal 
social selling program, 
and 28% are in the 
process of doing so

Source: Social Selling: A New B2B Imperative, a commissioned study conducted by Forrester Consulting on behalf of Hootsuite. 



Add partners in 
your social selling 
activities
Engage from social listening to 
sharing industry knowledge up to 
driving customer success



Support Partners with Social Selling Activities

Employee Advocacy Program
Expand own program by partner 

activities and vice versa

Listen together  
Drive strategic activities from 

listening to converting

Social Selling Program
Advance your partner’s maturity 
with programs and certifications

Foster engagement
Improve your partner’s readiness 
and proficiency on social media

Reverse activities
Include 3rd party solutions 

in your programs
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