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• Social Selling is when sales people use social media to interact directly 
with their prospects, customers, and other influencers with the goal of 
providing value and building relationships.

• Social selling is the art of using social networks to find, connect with, 
understand, and nurture sales prospects. It’s the modern way to develop 
meaningful relationships with potential customers that keep you—and your 
brand—front of mind, so you’re the natural first point of contact when a 
prospect is ready to buy.

• Leveraging social networks, not social media

What is Social Selling? 
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Social Media Marketing vs. Social Selling

Social Media
Marketing

Social 
Selling

Departmental 
Focus

Primarily marketing and marketing 
management

Marketing and sales alignment: 
Marketing enables with content; 

Sales engages customers & 
influencers

Audience

Communications to large groups 
and segments

Communications to smaller groups 
of customers – with an emphasis on 

individual customers’ needs

Organization’s
Liaison

A faceless, nameless corporate 
account

A human with a face and a name
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What we know

Our customers are Diligent, 
Online and Connected

Social media usage 
isn’t always visible.
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The 21st Century Consultant Seller

Key Attributes Key Activities
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You + Social 

Customers prefer Authenticity and 
value Trusted Advisors

Your Social activity helps them 
find and validate you

You 
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Sellers will be 
your most active 
ambassadors 

Cisco Sellers (Amer) are 36% of the 
active users of our company-wide 
social media content sharing tool –
though they are only 8% of the Cisco 
population

You 



“Social media is great for establishing your 

brand and verifying your value.”
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Example: customer engaging on social post…

Chandra’s LI post… Customer message via LI…
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Example: customer engaging on social post…

Cisco AM on Twitter… Customer retweeting…
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Where it begins – getting 
buyers to know, like and 
trust you and your 
company



Use this layout for full-screen photos.
Caption text goes here.

“Do what comes natural and show a 

desire to serve”



Use this layout for full-screen photos.
Caption text goes here.

“Daily insights provide quick opportunities 

for engagement and ideas for content”



Use this layout for full-screen photos.
Caption text goes here.

“Sharing wins locally via social has led to 

same industry customer interest”
“I have a better talent bench 

because of my social networks”
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Social Selling meets many needs of our Sellers

Understand Customer Needs in Real-Time
“My customer is active on Twitter. I need to connect 

with them to see what decision makers are concerned 
about.”

Get Warm Introductions to Decision-Makers
“I can’t get anyone to return my phone calls and 

emails. I wish there was a way to see if someone at 
Cisco could introduce me to the CTO.”

Establish Myself as a Technical Leader
“I feel like I’m having to prove my knowledge to my 
customers. I wish there was a way that they could 
trust my expertise before they met me in person.”

Keep Up with the Competition
“Juniper and Microsoft have connected with my 

customer on LinkedIn and Twitter. I feel like I’m losing 
my advantage.”

Research My Customers Using Their Data
“As I start developing my account plans, it would be 

really helpful to have data about customers and 
decision-makers that is current and relevant.”

Spread the Cisco Message
“My customer is a great candidate for the ASR 

platform. Can I share information about how the ASR 
will transform the publishing industry?”
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Top 8 Steps to Social Selling @Cisco

Update Your Profiles

Clean Up Your Social Networks

Monitor & Listen to Your Networks

Engage J

Share Your Voice (Content)

Establish Your Rhythm

Take Action on Important Signals

Grow your networks, deepen relationships and reap 
the benefits!
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Establish a 
professional 

brand

Engage with 
insights

Find the 
right people

Build strong 
relationships

1 2 3 4

Driven by practical and scalable actions each scored out of 25, with a 
maximum score of 100

20

Check Your Social Selling Index Now!
SSI measures success with digital selling on LinkedIn

Check your score: https://www.linkedin.com/sales/ssi
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Build a great profile
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Which person would you buy from or partner with?
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Clean up your social networks
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• Types of people/accounts to follow or connect with: 
• Colleagues and executives at your company (@yourcompany)
• Colleagues and executives at Cisco (@ChuckRobbins)
• Industry thought leaders (@mims)
• Corporate accounts and pages (@Cisco, @WeAreCisco)
• News outlets (@ABC)
• Competitor accounts (@Huawei)
• Customers (@Verizon)
• Groups (5G Technology Forum)

• How to approach a new prospect:
• Follow on Twitter and LinkedIn
• On LinkedIn, is there a ‘warm’ connection path through a referral? If not, how can you bring value?

• Always include a personalized message when asking for a connection

• Scrub your networks – is there a mutual value exchange? 

Your social network = critical asset

https://twitter.com/mims
https://twitter.com/ABC
https://twitter.com/Huawei
https://twitter.com/verizon
https://www.linkedin.com/groups/7037971/
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Monitor, Listen and Engage
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• Begin monitoring your social new feeds regularly for insights.
• Create “lists” in Twitter to filter out noise. 
• New contacts: review their profile and their social media activity. Is 

there someone who can provide an introduction? How can you add 
value?

• Scan for content and conversations that interest you. 
• Now it’s time to engage.
• Showing a genuine interest in others will build trust and proximity
• Like, comment, reshare and retweet generously but with authenticity and 

purpose. 
• Listen to and use the hashtags that make sense for you (#CiscoPartners)

Now the fun part – it’s time to be social!
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Share your voice & expertise
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What
• Professional passions
• What you want to be known for
• Thought leadership
• Personal Passions

Examples
• Digitization, Machine Learning, 

Women in Tech, Philanthropy, 
Sports, Mentoring, Verticals

Sources
• News outlets, hastags, interest 

groups, thought leaders

What
• Your companies value prop and 

offerings

• How you can help drive 
customer success

Examples
• Company solutions,  programs, 

case studies, blogs, success 
stories, events

Sources
• Your Marketing Dept., website, 

corporate social channels, execs

What
• Industry and regional trends that 

your customers care about
• Customer advocacy

Examples
• Amplifying Customer successes, 

customer support and response, 
joining the local conversation 

Sources
• Your news feed, your customers, 

regional/local news outlets, 
trending topics

Your professional social media content strategy
Your Brand Your objectives Your network/customer 
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Partner Marketing
Central
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Integrated Emails & 
Landing Page 
Mapped to the 

Customer Journey

SEO, SEM, 
Retargeting, 

LinkedIn Ads, 
IP Listening

(Full Service Activities)

Content 
Syndication 

through Web 
Plugins designed 

for specific 
campaigns

Social Syndication for 
LinkedIn, Twitter 
and Facebook & 

Campaign Specific 
Content

Digital services via 
Partner Marketing Central (PMC)
Digital Services
via Partner Marketing Central (PMC)
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• Focused around Cisco 
specific architectural 
solutions

• Collection of Free and Paid 
services

• Downloadable and 
customizable assets 
available

Campaigns
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Choose relevant content pertaining to your objectives

Social Syndication - Align to sales objectives

Core MerakiSecurity Collaboration Data Center
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Top 8 Steps to Social Selling @Cisco

Update Your Profiles

Clean Up Your Social Networks

Monitor & Listen to Your Networks

Engage J

Share Your Voice (Content)

Establish Your Rhythm

Take Action on Important Signals

Grow your networks, deepen relationships and reap 
the benefits!
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Time Commitment? Just be consistent.

• Use the pauses in your 
day to read, engage, share
• Use the mobile apps!
• You don’t have to do it 

every day, but be 
consistent
• Schedule social shares for 

a continuous voice
• Use tools to help post 

across multiple platforms

Designate time weekly for content discovery, sharing, 
and scheduling (30 min a week)

Designate time daily or every other day for 
engagement opportunities (5-20 min)
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How to identify signals

• Consider a profile view a 
‘warm invitation’

• Milestones are a good time to 
catch up

• Follow up on news stories
• Read the comments!
• Respond publicly, and then 
message them separately
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Be the change in your team
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• Define and demystify
• Give permission – with guidelines (social media policy)
• Strive for engaging, conversational content
• Considering investing in technology/tools to support
• Sellers work the 8 steps
• Lead by example! 

The movement to modern selling
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• Check out the Social Selling page
on SalesConnect

• Go to Partner Marketing Central to 
leverage our content syndication 
and other offerings!

Resources for you!

https://salesconnect.cisco.com/
ciscopartnermarketing.com
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Questions?




