
@ShaneGibson Virtual Sales Strategies for High ROI SalesAcademy.ca

Virtual Sales Strategies 
for High ROI
Shane Gibson



@ShaneGibson Virtual Sales Strategies for High ROI SalesAcademy.ca

“the COVID-19 pandemic has moved almost all sales 
online, often to self-service digital platforms. Everyone 
seems to be happier with the new arrangements. 

Some 70 percent of buyers say they prefer digital 
interactions; sellers like the greater effectiveness. 
Videoconferences and live chats are helping 
companies seal the deal; traditional phone calls are 
now a last resort.” 
– McKinsey and Company, COVID-19: Implications for 
business
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Virtual Sales…
•Virtual is not just about remote work or 
working from home doing what we did 
before.

•Virtual sales is about tapping into the power 
of social networks, digital tools and 
technology to improve and reinvent the way 
we sell.
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“Sales is about creating an environment 
where an act of faith can take place.”
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Social selling:

Talking to customers, 
prospects and your community 

on the internet
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“B2B sellers who embrace social selling are 
72% more likely to exceed quotas than their 
peers who don't.” – Forrester Research

Forrester Report: “Add Social Selling To Your B2B Marketing Repertoire” – Feb 2017
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Discovery Consumption Interaction Connection Consent

The 5 Stages of Consent
(The Social Sales Funnel)

Conversation

Content
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A digital first strategy is a customer first 
strategy
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If they can’t find you, you don’t exist.
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Your “Social Graph” is your 
sales credit rating
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94% of people only look at the first page 
of Google results, and only 2% of people 

own their entire first page of Google.
- statuslabs.com
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Google Yourself
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Being Discoverable
•Google places
•Platforms relevant to 
your industry
•Search Engine 
Optimization
•Activated and active 
on social profiles

•Guest writing
•Press releases
•Capitalizing on 
trending topics
•Social proximity 
engagement
•Online events
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“In the sales process, the use of 
LinkedIn goes both ways. 
Buyers are visiting the LinkedIn 
profiles of sellers as one of the 
steps in the process of sizing up 
the salespeople calling on them.”

- Linkedin 2020 State of Sales Report
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Are you looking for a job or 
more customers and market 

share?
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A 13-point LinkedIn profile 
checklist
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1) Title
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2) Complete Summary



@ShaneGibson Virtual Sales Strategies for High ROI SalesAcademy.ca

3) Positions Connected to Company Pages
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4) Outcome Based Position Descriptions 
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5) Well curated “Featured” Section
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6) Fully Complete Work History
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7) Professional Profile Photo

“…members who include a photo receive up 
to 21x more profile views and up to 

36x more messages.” 
– Blog.LinkedIn.com
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7) Professional Profile Photo
Yes!                                                     No!
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8) Uses Rich Media
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8) Numerous Recommendations
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9) Significant Number of Connections
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10) LinkedIn Articles Published
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11) Regularly Updates
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12) Custom Url!  
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13) Custom Header
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ØIdeal size is 1584 x 396 Pixels
ØIn mobile your photo covers 

more of the header
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LinkedIn Profile Review
•Choose one break-out  member
•Review their LinkedIn profile
• Identify 5 easy things they can do this week 
to improve their profile
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Thought Leadership

Thought 

Leader

Creates and
Curates
Relevant
Content

Builds
Community

Has
Relevant
Engaging

Conversations

netw
orker

contrib
utorcreator

© @ShaneGibson



@ShaneGibson Virtual Sales Strategies for High ROI SalesAcademy.ca

It’s not about you

90% connection, contribution and 
community, 10% content and commerce.
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Good Social Content
üIs a pill
üSolves a problem
üHelps people achieve their dreams/goals
üPromotes people’s dreams/goals/business
üConnects people
üCreates community
üProvides community platforms
üTransparent
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Curation Ideas
•Trending #tags & Industry #tags
•Client content from their social channels
• Industry or regional associations
•CEO Newsletters
•Trending local news
•Voice of customer
•Buzz Sumo
•Your favorite curators and experts
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Content Formula
•Know your audience and nano-tribes
•Monitor, listen and learn
•Create and curate content online and offline 
that fulfils a need, solves a problem or helps 
someone achieve a goal.
•Use multiple platforms, profiles and media 
to expand reach
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Nanotribe
•Business owners
•Who lack sales management experience
•Who run tech startups
•Have sales teams of at least 20 people
•That sell large, long sales cycle products 
and services
• In Toronto, Calgary, Vancouver and Montreal
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Nanotribe
•Senior decision makers
•Construction companies or agencies
•With 3-5 active projects in our region
•Projects that are $30 million +
•Are struggling with managing projects, 
human resources and trades remotely
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Content Ideas
•What are their dreams?
•What are their personal and business goals?
•What’s their biggest problem or roadblock?
•What’s their biggest fear?
•What could make their life easier?
•What are the top questions they have about my 
business or industry?
•What are their passions or sources of interest?
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Content Ideas
•New developments (cool factor, fun, 
innovative, community focused, news)
•Your take on local news
•Video (Yours and Others)
•Webinars
•Transcribe Audio/Video
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Content Ideas
• FAQ’s
•Behind the scenes
• Industry insights / Infographics
•Round-ups (recent news/events)
• Interviews with local / regional influencers
•Customer success stories / content
•How-to’s
• Top 10 Lists (People, Rules, Tips, Events, Places)
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$6000 
Photo
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Proactive Prospecting
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It’s not inbound versus 
outbound it’s 

context-bound. 
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Making connections
•Existing contacts
•Cross promote on social networks
• From conversations on LinkedIn posts
• LinkedIn group members
•Past webinar attendees
• From offline networks
•People who engage with your content or profile
•People you engage on their content (posts, tweets, 
stories, videos)
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Cold outreach (soft-sell)
•Greeting
•Observation / acknowledgement (context)
•Request to connect (don’t close)
•Thank-you
•Follow-up with help or a question (non-
pitch)
•Suggest a call or Zoom meeting
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Connecting
•Hi Fred
• I read your post about the long-term impacts of 
XYZ project and it was eye-opening.
• I wanted to connect and learn more about the 
initiative. I was thinking there may be some 
ways in the future for us to support you on this 
project.
•Looking forward to learning more. Have a great 
day – Dave Smith
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2nd touch
•Hi Fred
• I noticed the recent article in the Province 
about the project. I had a couple ideas on 
how we might be able to help you address 
the challenge of _______. 
•Wait for reply
•Suggest a quick call or web meeting.
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“90% of corporate decisions makers won’t 
respond to cold outreach”

Donna Alexander,
Global Program Manager
LinkedIn
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Sales Navigator
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CRM
“Use Customer Relations Management tools 
like Nimble CRM, Dynamics or Sales Navigator. If 
used successfully your CRM tells you exactly 
where you are on your road to success. It also 
enables you to collaborate with your team and 
manage an infinitely larger number if relationships 
than previously possible.”
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Credit:
Mary Ade  
Highspot

https://www.highspot.com/
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12 Social Selling Daily KPI’s
1. Check for signals
2. Visit “top client / top prospect” profiles for opportunities.
3. Look for trigger/life events
4. Thank / follow-back / connect
5. Add offline connections and cross-platform connections
6. Curate or create 1-2 pieces of great content daily.
7. Ask for introductions
8. Do something community focused – give back
9. Engage with key influencers
10. Send content to key accounts for lead nurturing
11. Pro-actively reach out to new prospects with context daily
12. Get Sociable! Daily
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Homework / Action Steps

Google
Google yourself, identify 
what you need to improve 
your social graph. Set a 
goal for what profiles you 
want ranking in the top 
10.

Get Discoverable
Activate key social media 
profiles.
Amp up your social 
profiles.
Find ways to contribute 
and engage online that 
gets you noticed by your 
key nanotribes.

Curate and Create
Put a curation and 
creation plan together.
Keep in manageable and 
laser focused on helping 
and resonating with your 
nanotribes.

Build Community
Take time daily to expand 
your reach/network.
Create and share content 
that brings people 
together.
Take time to have 
conversations that build 
rapport and genuine 
connection.


