ReaderTT.config = {"pagecount":29,"title":"Presentation Template & Examples","author":"Brandon Lopez","subject":"","keywords":"","creator":"Impress","producer":"LibreOffice 7.2","creationdate":"D:20220611152736Z'","moddate":"","trapped":"","fileName":"document.pdf","bounds":[[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619],[1100,619]],"bookmarks":[{"title":"Social Selling with LinkedIn","page":1,"zoom":"XYZ 0 619 0"},{"title":"Agenda","page":2,"zoom":"XYZ 0 619 0"},{"title":"LinkedIn is the world\u2019s largest professional network","page":3,"zoom":"XYZ 0 619 0"},{"title":"Our Mission.","page":4,"zoom":"XYZ 0 619 0"},{"title":"Slide 5","page":5,"zoom":"XYZ 0 619 0"},{"title":"Focus becomes ever-increasing challenge","page":6,"zoom":"XYZ 0 619 0"},{"title":"Who is responsible for lead generation?","page":7,"zoom":"XYZ 0 619 0"},{"title":"The world and buyers have changed What once worked, will not wo","page":8,"zoom":"XYZ 0 619 0"},{"title":"Slide 9","page":9,"zoom":"XYZ 0 619 0"},{"title":"Slide 10","page":10,"zoom":"XYZ 0 619 0"},{"title":"What makes Brian more successful?","page":11,"zoom":"XYZ 0 619 0"},{"title":"LinkedIn defines social selling","page":12,"zoom":"XYZ 0 619 0"},{"title":"Who are the right people?","page":13,"zoom":"XYZ 0 619 0"},{"title":"What to talk about?","page":14,"zoom":"XYZ 0 619 0"},{"title":"How do I get in?","page":15,"zoom":"XYZ 0 619 0"},{"title":"Don\u2019t be that salesperson\u2026","page":16,"zoom":"XYZ 0 619 0"},{"title":"Don\u2019t be that salesperson\u2026 (2)","page":17,"zoom":"XYZ 0 619 0"},{"title":"Don\u2019t be that salesperson\u2026 (3)","page":18,"zoom":"XYZ 0 619 0"},{"title":"4 Actions to Becoming a Social Selling Pro","page":19,"zoom":"XYZ 0 619 0"},{"title":"1. Build a Strong Professional Profile Add a photo, experience","page":20,"zoom":"XYZ 0 619 0"},{"title":"Slide 21","page":21,"zoom":"XYZ 0 619 0"},{"title":"3. Gather Intelligence Be prepared for every interaction by res","page":22,"zoom":"XYZ 0 619 0"},{"title":"Slide 23","page":23,"zoom":"XYZ 0 619 0"},{"title":"Social Selling Index","page":24,"zoom":"XYZ 0 619 0"},{"title":"Source: Aberdeen Group","page":25,"zoom":"XYZ 0 619 0"},{"title":"NetSuite: Energising Sales Team with LinkedIn Sales Navigator","page":26,"zoom":"XYZ 0 619 0"},{"title":"Slide 27","page":27,"zoom":"XYZ 0 619 0"},{"title":"Summary: Social selling best practices","page":28,"zoom":"XYZ 0 619 0"},{"title":"Slide 29","page":29,"zoom":"XYZ 0 619 0"}],"thumbnailType":"jpg","pageType":"html","pageLabels":[]};
