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In this eBook, you can read about essential social selling strategies that will help you turn social 
media followers into loyal customers. Moreover, you will have the opportunity to read about social 
selling case studies that demonstrate how successful brands use this strategy to their advantage.

With so many brands fighting for people’s attention on social media, customers are becoming 
pickier about who they trust, but social media is an essential 21st-century selling tool. To help you 
gain your audience’s trust and increase sales, the DirectScale team has created this ultimate guide 
to social selling.

And in case you have any doubts about the power of social media, take a look at 50+ mind-blowing 
statistics that prove the fantastic ROI of social selling.

Enjoy reading, and get
ready to level up!
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Generating leads (and good quality leads at that) is one of the most
frustrating sticking points multi-level marketers face today.

Win over customers with social selling by 

using the following five-step process to gain 

credibility and generate more sales.

HOW TO WIN OVER
CUSTOMERS WITH SOCIAL SELLING

1. Choose the Right Social Media Platform
2. Create Engaging, Useful Content
3. Build Credibility
4. Get Creative
5. Be Consistent

https://www.directscale.com/
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Let’s face it: cold calling doesn’t work like it used to, and direct sellers are turning to other 
tactics to reach more people.

It’s even more frustrating when you consider that consumers are savvier than ever in 
today’s selling landscape and the vast majority are skeptical of brands who come at them 
with the “sell, sell, sell” mentality.

Instead, consumers are looking for trustworthy relationships with brands they can relate 
to and connect with. For businesses, this means meeting customers where they are 
rather than forcing them to leave their comfort zone.

As a result, we’ve seen a dramatic rise in social selling in the multi-level marketing world.

This simply refers to the act of selling your products via social channels through educational, 
entertaining, and engaging content. These are the platforms where consumers are already 
hanging out and interacting with their friends, family, colleagues, and favorite brands.

What are your company’s top
marketing challenges?

63%Generating tra�c and leads

40%Proving the ROI of our marketing activities 

28%Securing enough budget

26%Identifying the right technologies for our needs 

26%Managing our website

21%Targeting content for an international audience 

19%Training our  team

16%Hiring top talent

7%Finding an executive sponsor
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If you’re thinking “not another marketing technique to implement!” you’re not alone. It 
really does seem like there is a new, “must-do” method popping up every day, and it can 
be overwhelming trying to fit them all into your strategy.

However, social selling is quickly pushing its way to the top.

In fact, it’s the third most important priority for sales teams this year according to the 
Aberdeen Group study – if you lag behind, you’ll miss out on prospects that are ready 
and waiting to buy from their social channels.

Here’s the catch: only one in four marketers know how to use social media for sales, 
leaving the vast majority floundering on platforms they don’t fully understand with no 
return for their investment.

So how can you make sure you’re one of the few salespeople that does know how to 
use social media for selling? How can you rise to the top and win customers over with 
this activity?

According to an Aberdeen Group study on the impact of social selling, sales teams that use this 
tactic find 45% more opportunities than those that don’t. Social selling also helps cream of the crop 
companies to achieve a 16% gain in year-on-year revenue.

The Power of Social Selling

Volume of
acquiring new
customers  

Speed
of acquiring
customers

65 57 46 60 57 78
21

47
26

38
29

Social Sellers Non-Social Sellers

31

Conversion
rates of new
customers

Streamlined
sales marketing

teams

Higher ROI
(revenue) from
social & digital

Likelihood of hitting
revenue goals in

the past 12 months
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https://www.linkedin.com/pulse/why-reps-arent-using-social-selling-gorka-amian/
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There are five key elements involved
in creating a successful social selling strategy that 
wins customers over:  

Creative campaigns that stand out 
and make a di�erence  

A consistent strategy that contin-
ues to bring in new customers  

Target market research 
and identifying key 

social identifying key 
social problems  

Creating engaging, 
valuable content

that tackles consumer 
problems 

Building credibility 
through thoughtful 

discussions  

We’ve put together a handy guide
to help you carry out each
of these steps.



The Ultimate Guide To Social Selling

directscale.com 8

Choose the Right Social Media Platform
       

1

YouTube Facebook Snapchat Instagram Twitter

91%

81%

68%
64%

40%

85%

78%

26%

40%

27%

68%
65%

10%

21%
19%

40% 41%

3%

10%
8%

If you’re not sure where your audience hangs out, try the following simple approach:
• Determine your top two to three competitors

• Check out which social channels they’re most active on

• Voila! If you have the same audience as these competitors, you can copy the social platforms

 they use the most

• After a while, you’ll get a feel for where you’re getting the most interaction and can increase

 your time spent on those channels

Snapchat and Instagram are renowned for being favored by younger demographics, while Face-
book is predominantly used by older generations and decision makers primarily log in to Twitter 
and LinkedIn.

It’s no secret that di�erent social media channels attract di�erent audiences

The key to finding the right platform for you and your business is getting to know your 
audience and identifying which platforms they hang out on the most.

This means you can join them there, start conversations with them, and contribute to 
discussions in a place that they’re already comfortable with.

SO
U
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C
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Ages: 18-29

Ages: 30-49

Ages: 50-64

Ages: 65+

https://www.directscale.com/
https://www.forrester.com/report/The+Social+Behaviors+Of+Your+B2B+Customers/-/E-RES99721#
https://www.forrester.com/report/The+Social+Behaviors+Of+Your+B2B+Customers/-/E-RES99721#


Create Engaging, Useful Content

There are a few steps you can take to get started:

2

You know the ones: they’ve just launched the new “best thing ever” and they’ve already shared fifteen 
Tweets about it in the last hour. They’ve crammed the post with hashtags and haven’t even bothered 
to change the copy in each Tweet to make it unique and di�erent.

Somehow, this method used to work. Now, it doesn’t.

Instead, brands are striving to build a loyal following of prospects who will consistently buy from them. 
This involves establishing a sense of trust, which can be sparked through engaging content that solves 
a key problem the audience has.

Gone are the days when marketers touted their products on social media over & over again

directscale.com 9

Check out what kind of content 

your audience is already interact-

ing with on social media (stalk 

your competitors for inspiration 

here if you need to)

Create content (or find content to 
share) that provides a solution to 
their most pressing pain points

Identify your customers’ key pain 
points by scouring forums, listen-
ing to questions they’re asking on 
social, and digging into reviews of 

products like yours or similar

STEP 2STEP 1 STEP 3

Beauty brand Kate Somerville 
tackles dry skin in cooler tempera-
tures - a struggle their customers 
are likely facing.

Not only will this help build trust 
between you and your buyers, but 
it will also establish you as an 
expert in your industry and will help 
you be seen as the “go-to” brand 
for that topic.

The Ultimate Guide To Social Selling

https://www.directscale.com/
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Build Credibility       3

Once you’ve got your baseline of useful content for your audience to consume, it’s time to start 
cementing that trust and building credibility - in the end, this is what will win over customers on 
social media.

Think about it: say, for example, you’re looking to buy a course that shows you how to e�ectively 
use email marketing.

Are you more likely to buy it from someone you’ve never heard of before or someone who regular-
ly posts content about the biggest struggles you have with email marketing and o�ers a solution to 
those problems?

We’re willing to bet it’s the latter.

Although this is a very basic example, you get the gist of how important credibility is in winning 
over customers on social media.

So how do you create a credible image of your brand?

It’s all about becoming a trusted, reliable, and consistent source of information

Demonstrate your understanding of your industry on social media by sharing relevant 
articles and adding thoughtful insights to conversations

Participate and engage in discussions that are already taking place to prove your 
authority on the topic and simultaneously spread the world about your brand

Share case studies, testimonials, and reviews from other customers who can vouch 
for your business

1.

2.

3.

https://www.directscale.com/
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Testimonial
This realtor shares a client testimonial on instagram 
to boost their credibility
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Just like cold calling doesn’t work any more, neither does sharing generic flu� about your products. 
Remember those old-fashioned brands we mentioned before? Don’t use their example as an excuse 
to shout into the void about your products on social media.

If you want to win social media users over, you have to create customer-centric campaigns that 
really resonate with them – and don’t be afraid to get creative here.

People are far more likely to remember a brand that went all out with their social strategy and did 
something di�erent than a brand that followed the crowd and played it safe.

Staying active is the key for modern consumer brands, but you have to cut through the noise

Tap into the power of Instagram Stories 
to share the “human-ness” of your brand 
and to go behind the scenes (consumers 
love to take a peek behind the scenes)

1.

Use features like Facebook Live or IGTV 
to share in-the-moment announcements 
and snapshots of advice that provide 
quick wins to your audience

2.

Re-share content that your audience have 
posted themselves to create a sense of 
community and encourage more of your 
followers to get involved

3.

Thankfully, social media is packed 
full of features that can help you 
bring your brand to life and make 
it stand out:

12

https://www.directscale.com/
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Be Consistent5
To win over customers with social selling, it’s important that you show up

Consistency is king!

Once you start showing up in user feeds regularly with quality content and useful, credible informa-
tion, your followers will start to actively expect you to pop up. As a result, they’re more likely to 
interact with you as they become more familiar with who you are and what you’re selling and, to 
top it o�, are more likely to buy from you.

Social selling is one of the hottest marketing trends right now – and for good reason. It gives brands 
the chance to meet and hang out with their customers in a place they’re comfortable with and join 
in conversations.

Selling is no longer a game of who can shout the loudest; instead, it’s about nurturing audiences, 
showing you understand their struggles, and providing solutions to those pain points that enrich 
their lives.

Tap into the power of social selling by ensuring you’re visible on the right social platforms, sharing 
relevant, engaging content, and getting involved in discussions. The more you show up and cement 
your credibility, the more trust you’ll build, and the more
customers you’ll get flocking to your products.

The key is to keep things consistent. If you
follow this super simple strategy, and
you’ll be winning over customers
in no time at all.

Don’t Miss Out On the Power of Social Selling
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Get inspiration for totally do-able social selling ideas from real-life brands, like Bombas, BATOKO, 
and Sephora.

Riviera Maison’s 131,000 Instagram followers get home decor inspiration 
pumped into their feeds every day.

For high-end brands like Rivera, giving customers the chance to see what their products look like in 
situ is an important step in the sales cycle. In the past, this would mean hiring a professional pho-
tographer to capture a few studio-style shots for the website.

Today, the possibilities have been blown wide open.

Riviera Maison shares photos from customers that have already bought their signature velvet 
sofa, mahogany sideboard, or luxurious winter blanket to provide endless decor inspiration for 
future prospects.

5 BRILLANT EXAMPLES
OF SOCIAL SELLING

And this isn’t a one-o�.

In fact, the rise of social 
commerce shows us 
that shopping is (and 
always has been) an 
inherently social experi-
ence. Social commerce 
sales are on the rise 
even in spite of a 
dropo� in in-person 
shopping. Ultimately, 
conversations about 
brands and products are 
still happening— in fact, 
they’re happening more 
often than ever before 
with social media.

https://www.directscale.com/
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In the current digital landscape, brands have a wealth of tools and opportunities at 
their fingertips. Savvy brands leverage their social power and build deeper connections 
with their buyers through social media platforms like Instagram, Facebook, Twitter, and 
YouTube. Starting conversations and engaging with customers online doesn’t just 
generate valuable feedback and loyalty; it inspires current consumers to share what 
they love about the brand.

With more than 50% of all shoppers following their favorite brands on social media for 
the sole purpose of seeing new products, there’s no point denying the impact social 
media can have on sales.

ESTIMATED US SOCIAL COMMERCE
SALES: BILLIONS ($)

2019 2020 2021 2022 2023 2024

11.9 16.7
23.6

33.0

51.8

22.0
29.3

39.2

67.3

84.2

45.5

61.0

3.9%

4.5%

5.3%

6.2%

7.0%

7.8%

Top 500 Retailers

Total Retail

Share of US e-commerce

Note: The top 500 retailers are defined by total retail sales in the US.
Source: Business Insider’s intelligence estimates, Technavio. Cited by Bloomberg, Internet Retailer,
US Census Bureau, 2019.
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SOCIAL SELLING IN ACTION:
5 REAL-LIFE BRAND EXAMPLES 
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“Shop Now” Insta Ads from Bombas1

Bombas Socks taps the power of Instagram ads by 
encouraging shoppers to buy products directly 
through the social media app itself. 

Each ad is designed to stand out in a prospective 
customer’s feed, employing bright colors and quirky 
styling, and using the “Shop Now” call-to-action banner 
that Instagram ads provide. 

As a result, shoppers can make their purchase in one 
window, without ever having to leave Instagram, reduc-
ing friction that might otherwise decrease the likeli-
hood of a sale. Once the purchase has been made, they 
can continue to scroll through their feeds.

The in-built nature of buying through social media 
demonstrates just how much online shopping has 
become a part of everyday life. Consumers can now 
impulse buy like never before with just a few clicks.

Studies show that 60% of users learn about new prod-
ucts through Instagram. Online communities have 
evolved, and consumers are now open to purchasing 
through channels that were originally reserved for inter-
acting with friends and keeping in touch with family.

In fact, one-third of Instagram users have actually 
bought something through the platform while on their 
mobile device. 

Take Bombas’ example and serve stand-out ads that link 
directly to an in-app purchase window, making it as easy 
as possible for potential customers to make a purchase 
while going about their everyday activities on Instagram. 

Don’t miss out on high-value targeting potential and in-app shopping on Instagram

KEY TAKEAWAY FROM BOMBAS

https://www.directscale.com/
https://www.falcon.io/insights-hub/topics/social-media-strategy/5-tips-instagram-advertising-campaigns/
https://www.falcon.io/insights-hub/topics/social-media-strategy/5-tips-instagram-advertising-campaigns/
https://blog.globalwebindex.com/trends/profiling-instagram-s-future-on-its-fifth-birthday/
https://blog.globalwebindex.com/trends/profiling-instagram-s-future-on-its-fifth-birthday/
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Shareworthy Giveaways by Friend’s Beauty2

The main goal for social media savvy eCommerce brands is to generate engagement and interac-
tion. The more buzz that’s created, the more chance they have of reaching new audiences and 
creating a loyal following that continues to buy their products.

Increasing engagement is the exact outcome Friend’s Beauty wanted to achieve by hosting a 
giveaway. They encouraged their Facebook followers to comment and share their giveaway post, 
ultimately increasing its reach on the platform.

As a result, the brand created a digital version of word-of-mouth marketing 
(which still remains one of the most e�ective forms of marketing ever).

Nothing gets people excited quite like the prospect of free stu�

Rcommendations
from people I know

Branded Websites

Consumer opinions
posted online

Emails I signed up for 

Additional content such as
newspaper articles

Ads on TV

8% 30%

50% 53%

42%

92% 70%

50%

58%

47%

Brand sponsorships Ads in magazines 

42%

58%

53%

47%

53%

47%

GLOBE AVERAGE
Trust Completely / Somewhat 

Don’t Trust Much / At All 
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Sharing is a core part of social media. People who use Facebook are primed to share content with 
their friends list that either makes them look good, is entertaining, or has some kind of potential 
personal benefit (in the case of the Friend’s Beauty giveaway, the chance to win an eyeliner and 
brush set). 

Take advantage of users’ innate need to share on social media by generating posts that encourage 
word-of-mouth marketing.

This might come in the form of a giveaway, or it might simply be a “tag a friend” post, like Sephora 
does here:

KEY TAKEAWAY FROM FRIEND’S BEAUTY

Today’s consumer relies heavily on peer recommendations simply because there are so 
many brands out there to choose from. (Read more on consumer decision fatigue in 
the December 2019 edition of Direct Selling News, authored by DirectScale CEO 
Rodger Smith)

They tend to lean toward companies that come recommended by friends and family, 
because they trust those people more than the word of businesses themselves. 

SO
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Customer Created Content by BATOKO3

In an age where consumers are cleverer than ever, creating human connections has never been 
more important. 

Brands are turning their backs on highly-polished marketing campaigns and are instead showcas-
ing content that’s been created by their very own customers. 

93% of shoppers note that user generated content helps them decide whether to buy a product, 
and brands like BATOKO are tapping into this powerful trend.

Re-sharing content from your customers gives an authentic look at the brand

The recycled swimwear company exclusively shares customer 
photos on their Instagram feed. 

Not only does this show their products in a range of di�erent environments and on a range of 
di�erent bodies, but it also works as unbeatable social proof. It says “Hey, look at all the people 
who’ve bought from us already and love our product!”

https://www.directscale.com/
https://www.virgin.com/entrepreneur/how-important-are-human-connections-modern-day-business
https://www.virgin.com/entrepreneur/how-important-are-human-connections-modern-day-business
http://www.adweek.com/digital/why-consumers-share-user-generated-content-infographic/


KEY TAKEAWAY FROM BATOKO

Steer clear of highly-polished cam-
paigns that consumers are becoming 
more and more skeptical of and instead 
showcase content that’s been created 
by your loyal fans. 

You can encourage users to send in 
their photos using a specific hashtag, 
or you can bring influencers on board 
(like Au Revoir Cinderella does here)
to solidify your social proof.

The Ultimate Guide To Social Selling
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Getting Real With Stories by ZitSticka4

Instagram Stories are on fire. 

They inject a sense of “realness” into a platform that is renowned for intensely edited images that 
show only the best parts of life.

The “Stories” feature started on Snapchat, but its introduction on Instagram brings authenticity

Since their introduction to Instagram in 2016, Stories have become a tool for eCom-
merce brands to demonstrate the human side of their business and forge deeper con-
nections with their audience.

In fact, Stories are so successful for online shops, that one in four millennials and Gen 
Z-ers actively seek out Stories that feature the products and services they want to buy. 

ZitSticka buys into this need by populating their Stories with customer testimonials 
and real-life stories that lead into a call-to-action (or a “Swipe Up” to buy image). 

SO
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Let customers do the talking for you and incorporate their testimonials and experiences into a 
Stories thread.

Once you’ve got viewers invested in the outcome, you can throw in a call-to-action that encourages 
your audience to “complete the story” by making a purchase.

Stories are a great way to show the behind-the-scenes of your brand (which ultimately builds rela-
tionships with customers), so don’t be afraid of sharing silly moments, the making of your products, 
or other raw, unpolished aspects of your brand.

KEY TAKEAWAY FROM ZITSTICKA

The Stories show the products in action and share testimonials 
from customers who have bought and enjoyed the product
(which again acts as a form of good old word-of-mouth marketing).

Swipe up to view products Swipe up to buy products

https://www.directscale.com/
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Shop Spring5

With so many options available today, it’s important for eCommerce brands to stand out - and a 
huge part of that involves making sure your customer service is spot on.

Think about it:
If a consumer lands on your site and has questions about one of your products but can’t get an 
answer, they'll go elsewhere to a place where they can get the answer in a timely manner. 

To combat the challenge of site abandonment, many brands are implementing Facebook Messen-
ger or other chatbots to answer simple questions and to personalize the online shopping experi-
ence, suggesting products the customer would like based on their interactions with the bot. 

By using a machine-learning powered “robot,” Shop Spring answers immediate objections or ques-
tions consumers have to keep sales flowing. 

Impulse buying is becoming hotter than ever, and if a shopper is in the mood to buy right now, you 
must be able to accommodate that. Otherwise, the critical moment of impulse will pass, and you’ve 
lost a sale. 

It’s also worth noting that Shop Spring’s chatbot is used on a platform that most of its customers are 
familiar with. It doesn’t ask them to submit a form on a page they’ve never seen before. Instead, it 
turns up in their Facebook Messenger inbox amongst threads from their friends and family. 

Your customer support team doesn’t have to work around-the-clock

Shop Spring’s Facebook bot is a prime example

https://www.directscale.com/
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KEY TAKEAWAY FROM SHOP SPRING

In addition to implementing a customer service portal on a platform that your customers are famil-
iar with, the Facebook Messenger chatbot allows you to personalize the shopping experience. 

If you can recommend products they might also like based on their interactions with your chatbot, 
you are ultimately going to encourage more sales. 

Social Selling to Get More Sales!
The evolution of social media means it’s no longer just a place for keeping in touch with friends and 
family. Instead, it provides a platform where users do many other everyday activities without 
having to leave the safety of a platform they know and love. 

As a result, eCommerce brands must grow their social presence and interact with their customers, 
through mediums like authentic Instagram Stories, AI-powered Facebook Messenger chatbots, or 
customer created content.

If you’re not already engaging with your customers
on social media, you’re missing out on chances
to build your brand, create loyalty, and
even make sales directly.
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In a world where social media is becoming more 
and more important, failing to implement a con-
centrated strategy on social platforms can lead a 
business to ruin. Too many businesspeople rely 
on their gut feeling when it comes to their social 
selling strategy without considering the data 
that should drive their decisions.

We’ve compiled a list of social selling statistics 
to give you important insights and help you 
approach your followers the right way: Social 
selling is the latest wave in the tech-driven 
consumer revolution, and we think you 
should be part of it.

50+ MIND-BLOWING
STATS ABOUT
SOCIAL SELLING



The Ultimate Guide To Social Selling

directscale.com 27

General Social
Media Statistics

22%
According to Statista, 22% 

of the world’s population 

has a their own Facebook 

account.

600M
More than 600 million 

people have LinkedIn 

accounts across 200+ 

countries. (LinkedIn)

56%
More than 56% of internet 

users have more than one 

social media account. (PEW 

Research)

22%
According to PEW 

Research, Facebook is still 

the most widely used social 

media platform with 79% of 

American internet users.

80%
A staggering 80% of the 

time spent on social 

media platforms happens 

on mobile devices.

(ComScore)

3.03 B
Almost half of the entire 

world’s population (3.03

billion people) has at least 

one social media account. 

(Hootsuite)

https://www.directscale.com/
https://www.statista.com/statistics/241552/share-of-global-population-using-facebook-by-region/
https://www.linkedin.com/feed/
https://www.pewresearch.org/internet/2016/11/11/social-media-update-2016/
https://www.pewresearch.org/internet/2016/11/11/social-media-update-2016/
https://www.pewresearch.org/internet/2016/11/11/social-media-update-2016/
https://www.pewresearch.org/internet/2016/11/11/social-media-update-2016/
https://www.comscore.com/Insights/Presentations-and-Whitepapers/2016/2016-US-Cross-Platform-Future-in-Focus
https://www.slideshare.net/wearesocialsg/global-digital-statshot-q3-2017
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Crucial Social Selling
Stats to Keep in Mind

78%
Salespeople who use social 

media as part of their sales 

methods outsell 78% of 

their peers. (A Sales Guy)

90%
90% of top-performing 

salespeople now use social 

media as part of their sales 

strategy. (LinkedIn)

40%
According to SalesforLife, 

companies who have con-

sistent social selling pro-

cesses are 40% more likely 

to hit revenue goals than

non-social sellers.

73% of sales representatives using social selling as 

part of their sales process did better than their 

colleagues who didn’t use social selling. On top of 

that, they exceeded quota 23% more often.

(Aberdeen Group)

23%

73%

https://www.directscale.com/
https://info.asalesguyconsulting.com/social-media-and-sales-quota-attainment
https://business.linkedin.com/content/dam/me/business/en-us/sales-solutions/resources/pdfs/linkedin-state-of-sales-2016-report.pdf
https://www.salesforlife.com/blog/the-roi-of-social-selling-5-data-driven-outcomes-in-2017-infographic/
https://www.slideshare.net/secret/kFdU767zyWS30G
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Sales Agents
According to various studies, sales agents 

with high social network activity achieve 45% 

more sales opportunities and are 51% more 

likely to hit their sales targets. (LinkedIn)

561%
Brand messages reached 561% further when 

shared by employees compared to the same 

messages shared via o�cial brand social 

channels. (Marketing Advisory Network)

50%
50% of revenue is influ-

enced by social selling in 14 

common industries, includ-

ing computer software, 

healthcare, and marketing 

and advertising. (LinkedIn)

90%
90% of decision-

makers never 

answer a cold call,

54%
54% of sales agents using 

social media are able to 

track their social media 

usage back to at least one 

closed deal. (A Sales Guy)

56%
77% of B2B buyers claimed 

they did not talk with a sales 

agent until after they had 

performed independent 

research. (DemandGen)

53%
53% of sales agents want 

help in understanding social

selling better. (Adam Global)

8x
Employee-generated con-

tent receives 8 times more 

engagement than content 

shared by brand channels.

(Social Media Today)

93%
93% of sales executives 

have not received any

formal training on social 

selling. (EveryoneSocial)

75%
but 75% of B2B buyers use 

social media to make pur-

chasing decisions. (LinkedIn)

https://www.linkedin.com/business/sales/blog/proof/investigating-the-truth-about-social-selling-by-industry
https://info.asalesguyconsulting.com/social-media-and-sales-quota-attainment
https://www.demandgenreport.com/
https://www.slideshare.net/linkedin-sales-solutions/achieving-social-selling-success
https://business.linkedin.com/sales-solutions/social-selling/what-is-social-selling
https://www.slideshare.net/SanthoshPrasad1/social-selling-final-ppt-63678542
https://www.socialmediatoday.com/content/employee-advocate-mobilize-your-team-share-your-brand-content
https://marketingadvisorynetwork.com/2017/07/17/2017-employee-advocacy-impact-study/
https://everyonesocial.com/blog/social-selling-statistics/
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89% of top-performing sales agents 

claim social networking platforms, 

such as LinkedIn, play a major role 

in closing deals and are part of their 

sales strategy. Moreover, 70% of 

sales professionals are active on 

LinkedIn for business purposes, 

compared to 64% on Facebook and 

43% on Twitter.

2x Pipeline
According to EveryoneSocial, a good social selling program can drive 16% 

better win rates, 2x pipeline, and deliver 48% better deals.

Twitter

Facebook

Linkedin

Sales Agents

43%

64%

70%

89%

64%
64% of sales agents 

that invested in 

social media hit 

their quota.

Social selling leaders manage to create

45% more sales opportunities than their peers.

49%
On the other hand, only 

49% of sales agents that 

don’t use social selling 

hit the quota.

45%

https://www.directscale.com/
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0.3%
Baylor University’s Keller Center for Research reports 

that the success rate of cold calls to appointments 

stands at only 0.3%. 

92%
A staggering 92% of B2B buyers are willing to engage 

with a sales professional who is a known industry 

thought leader.

97%
97% of consumers go 

online to find and 

research products and 

services.

47%
47% of buyers view at 

least 3 to 5 pieces of 

content before they con-

tact a sales agent, accord-

ing to DemandGen.

75%
75% of B2B buyers are 

impacted by social media 

when making a purchasing

decision.

31%
31% of B2B professionals 

claim that social selling has 

allowed them to build deeper 

relationships with clients.

10%
More than 10% of social 

sales agents have closed 5 

or more deals due to being 

active on social media.

76%
76% of buyers are ready to 

have a social media con-

versation with potential

providers.

https://www.directscale.com/
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https://optinmonster.com/social-selling-statistics/
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50.1%
50.1% of social sales agents spend 5-10% of

their time on social media. (A Sales Guy)

61%
According to HubSpot, 61% of US marketers

use social media for lead generation.

39%
39% of B2B professionals 

claimed social selling 

reduced the length of time 

they spent researching 

potential leads.

84%
84% of C-level executives 

use social media to make 

purchasing choices.

33%
33% of users prefer to 

contact brands through 

social media over making a 

phone call.

53%
53% of customer loyalty is driven by a salesperson’s ability to 

deliver unique insight, which is easily done through social media.

80%
80% of companies believe their salesforce would be 

more productive if they had a greater social media 

presence, but two-thirds of companies have no social 

media strategy for their sales organization.

https://www.directscale.com/
https://www.tomlaine.com/blog/collection-31-social-selling-statistics
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https://info.asalesguyconsulting.com/social-media-and-sales-quota-attainment
https://www.slideshare.net/HubSpot/marketing-charts-graphsdataapril2010slideshare/72-61_of_US_marketers_use


directscale.com 33

The Ultimate Guide To Social Selling

B2B Social Selling
with Twitter

92%
92% of employees’ Twitter followers are new to the brand. 

(A Sales Guy) 

74%
74% of B2B marketing companies use Twitter to push their content.

https://www.directscale.com/
https://www.slideshare.net/secret/211obqeB5hMVql
https://www.vividfish.co.uk/blog/74-of-b2b-marketing-companies-use-twitter-to-distribute-content
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B2B Social Selling
with Facebook

81%
81% of people find unsolicited 

Facebook messages from 

sales agents creepy.

78%
78% are turned o� by friend 

requests from sales agents.

135
Employees
The reach of 135 employees 

engaged in employer advocacy 

is larger than that of a company 

page with one million Facebook 

followers, likes, or fans.

https://www.directscale.com/
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B2B Social Selling
with LinkedIn

98% of sales agents with over 5,000 LinkedIn connections meet or surpass 

their quota.

98%

65% of people on LinkedIn wouldn’t find it awkward if a sales agent sent them 

a message and they had mutual connections.

65%

There is a grand total of 98% million LinkedIn users in the US alone.

98%

https://www.directscale.com/
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Social Selling
E�ciency Statistics

400%
IBM increased its sales by 400% thanks to 

its inbound social selling program.

69% Agents who look at the profiles of at least 10 people at each of their accounts 

were 69% more likely to exceed quota than those who viewed 4 or fewer.

38%

90%
90% of top performing 

sales agents use social 

selling tools,

Social sellers create 38% more new oppor-

tunities than traditional sellers.

71%
versus only 71%

of overall sales

professionals.

100% Social media has a 100% higher lead-to-close rate than outbound marketing.

https://blog.hubspot.com/sales/social-selling-stats-that-will-inspire-you#sm.0012pm5l018txf9vwp12cyzmuq9t4
https://business.linkedin.com/content/dam/me/business/en-us/sales-solutions/case-study/pdfs/linkedin-microsoft-case-study-en-us.pdf
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https://www.slideshare.net/linkedin-sales-solutions/achieving-social-selling-success
https://reply.io/101-social-selling-stats
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63.4%
63.4% of social sellers reported an 

increase in company sales revenue, com-

pared to 41.2% of non-social sellers.

79%
Sales agents who leverage social selling in 

their sales process are 79% more likely to 

attain their quota than those who don’t use it.

77% of B2B purchasers claimed that they would not even talk to a sales agent 

until they had done their own research.

77%

55% of all buyers do their research 

by using social networks.

55%

https://reply.io/101-social-selling-stats
https://blog.zoominfo.com/20-shocking-social-selling-statistics/
https://blog.zoominfo.com/20-shocking-social-selling-statistics/
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You have just learned proven strategies to take your social selling to a whole new level–by choosing 
the right social platform for your business, creating valuable customer-centric content, and building 
credibility in the eyes of your customers, you’re taking advantage of a powerful channel that meets 
customers where they are.

Case studies demonstrate the power of social selling done right; you need to keep your customers 
within the social media apps they use, focus on their needs and questions, create user-generated 
content, and above all, be creative in all your e�orts.

Almost half of the world has at least one social media account and 90% of top-performing sales-
people use social selling as a part of their sales strategy– don't miss out on the potential of social 
selling to increase your sales and grow your business.

This guide is the result of hours of research and years of practice. DirectScale is famous for our 
experience and constant innovation to leverage industry trends. If you want to discover how 
DirectScale can help you optimize your social selling e�orts, get in touch at directscale.com.

KEY
TAKEAWAYS

directscale.com

https://www.directscale.com/
https://www.directscale.com/


About DirectScale, Inc.
Based in Lindon, Utah, DirectScale has been setting the standard for social and 

direct sales industry software platforms since 2013. DirectScale’s powerful SaaS 

platform boasts fully configurable management tools that are vital to not only 

running, but to e�ciently tracking and growing a business.

With its focus on providing an intuitive and impactful customer experience to 

both corporate clients and independent sellers, DirectScale has revolutionized 

the way direct selling businesses can be launched and managed.

The platform is fully extensible using open APIs and therefore able to meet the 

needs of corporate users and independent sellers. DirectScale is committed to 

helping both organizations and their distributors plan for and drive growth. Its 

vast experience in the direct sales and software industries have proven time 

and again that the company truly understands how to help clients succeed. To 

learn more or request a demo, visit directscale.com.

https://www.directscale.com/
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