
SOCIAL SELLING  
GOALS



Initial customer acquisition…



Cross-sell/ Upsell…



Increase buyer frequency…



SOCIAL SELLING  
METRICS



You’re 
measuring…

• # of leads/ Email list growth
• Offer conversion rate
• Buyer recency/ frequency



THE LINGO



“VALUE FIRST OFFER”
Appropriate offers to make in social 
media channels include valuable 
content, opt-in offers, and 
deep-discount offers. 



FEEDBACK LOOP

A process whereby complaints, praise, and 
other useful comments found during the 
Social Listening Phase are routed to the 
correct person within your organization.



SOCIAL MEDIA BOUNCING

The process by which a social media 
follower on one channel (Facebook, for 
example) is exposed to your brand on other 
channels such as Twitter, a podcast, or your 
YouTube channel.



SOCIAL MEDIA TOPIC MAP
Designed to increase engagement with your 
social media connections, a topic map outlines 
the various subject matter that is “on brand” to 
discuss on social channels. 

For example, H&R Block, a tax preparation 
company, often posts content about home 
ownership.



LONG TAIL MEDIA OUTREACH

The process around earning mentions from 
a higher volume of small media players 
(bloggers, podcasters, etc.) rather than a 
small number of large media players like 
NBC or BBC. 



THE METRICS



Applause rate…



Traffic by channel…



Conversion from social media…


