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- Definition of insanity?

- Insanity 2.0?



What IS

Social Selling,

Anyway?



BUZZ-WORD MARKETING

Glossy,

Marketing-

speak 

brochures

Massive
Email

blasts
Cold

Calling

Traditional
tactics

Salesyness

What Social Selling IS NOT.



AUTHENTIC  MARKETING

Back to the 

relationship

Hyper
Personalized
Experiences

Zero

Cold

Calling

Non-Traditional
tactics

Being a 
Real person

What Social Selling IS.



The Findings:

What used to work

doesn’t work anymore 

(and won’t ever again).



What NOT to do 

(anymore).

UP NEXT…



What %

of consumers

trust businesses

LESS than they 

did in 2008?



More than

90%.



Does your verbiage pass the 

“B.S. – o – Meter” test?



• Innovative

• Strategic

• Industry Leader

• State-of-the-Art

• Cost-Effective

• Experienced

• Unique

• Value-Added

• Turnkey

• Full-Service

• The Best

We are immune to these words.

We are distrustful of these words.



3 critical 

moves.

UP NEXT…



AUTHENTICITY

DIFFERENTIATION

SOCIAL PROOF



AUTHENTICITY

1.



AUTHENTICITY.

TRANSPARENT

LIKEABLE

GENUINE

FLAWED

RELATABLE

=

PEER.

Be a real 
person.



CASE STUDY #1:

SIMPLE THINGS



YOUR

AUTHENTIC

AUTO-REPLY.

AUTHENTICITY



Sent: Sunday, February 1, 2015 7:03 PM
To: The Hive Network
Subject: Automatic reply: Weekly Planner Insight - February 1, 2015

VACATION ALERT!!

Good morning! 
In my continued effort(s) to avoid calls to social services, I am flying to 
Texas to show my son how supportive I can be regarding his football 
endeavors. I am hoping this will buy me some more time and - maybe -
he'll take social services off his speed dial! Of course, this will mean my 
NOT checking Voice mail NOR E-mail as he keeps an eagle eye on me! 

Thankfully, Nicole has, once again, agreed to back me up with any 
urgent needs. I am sure her e-mail already populates in your system. 
However, if it doesn't, it's Nicole.QQQQQQQ@kimptongroup.com. 
Otherwise, I will respond to your message when I am back in the office 
on Tuesday, February 3. Thank you so much and stay true to you!

mailto:Nicole.QQQQQQQ@kimptongroup.com


AUTHENTICITY

YOUR

NON-BORING

VOICE MAIL

GREETING.



AUTHENTICITY

YOUR

ELEVATOR 

SPEECH.



DIFFERENTIATION

2.



DIFFERENTIATION =

DON’T LOOK & SOUND
LIKE EVERYONE ELSE.



CASE STUDY #2:

A MID-SIZE CVB



DIFFERENTIATION

HOMEWORK:

REVIEW ANYTHING

OLDER THAN THREE 

YEARS.



CASE

STUDY

#3:

A HISTORIC

HOTEL



DIFFERENTIATION

HOMEWORK:

REVIEW

YOUR PROPOSALS.



Email

UP NEXT…



#3: Email 
 Questions in Subject Line

 YouTube Custom Messages

 No ‘marketing-speak’

 Pictures do speak 1,000 words

Under-utilized Selling Tools



#4: Your Email 
Signature Block

o Your Photo

o Location Photo

o Links to Endorsements, Videos

o Social Links

o Quote

o YouTube self-introduction

o Make it all ONE GRAPHIC

Overlooked Selling Tools



#4: Your Email 
Auto-Reply!!

Overlooked Selling Tools



Social Proof

3.



SOCIAL PROOF

VIDEO

TESTIMONIAL

PRACTICE



SOCIAL PROOF

SKYPE 

TOUR

PRACTICE



Social Media 

Tools.

UP NEXT…



LinkedIn



#1: Your LinkedIn Profile!!
o Your Photo

o Your Title

o Your Summary!!

• An example of what NOT to do…





#1: Your LinkedIn Profile!!
o Links to YouTube Testimonials

o How you connect…

• No generic invitations!

• After we connect, then what?



Skype



#2 Skype
 Virtual/Live Tour

 Take me to the Scarecrow Festival!

 Show me how other customers do it

 Webcam/Gift Card

Under-utilized Selling Tools



Twitter

UP NEXT…



#6: Twitter

o Worth your time?

Overlooked Selling Tools



Instagram

UP NEXT…



#7: Instagram

o Worth your time?

Overlooked Selling Tools



Pinterest

UP NEXT…



#5: Pinterest

o Worth your time?

Overlooked Selling Tools



Thanks!


