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Business Chain Impact

Social Selling Starting Now

gunnarhabitz.com.aubit.ly/socialsellingstartingnow
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Short Introduction

Social Selling
“…a clever approach of adding 
social media and digital tools to 
enhance business conversations.”

Leadership Contribution
• “Leaders of Influence”
• “Leading Well”
• “Lessons I Learnt”

Strategic Networking
• From Consume to Contribute
• Meetup organiser
• Masterclass speaker
• “Connecting People”
• Social Media Mentor
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Feeling Lonely on LinkedIn without Tangible Activities?
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Step 1: Escape Missing Out
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Objections

1. “I believe in referrals”
2. “Word of mouth is enough”
3. “I sell to real people”
4. “I don’t have time”
5. “My agency does that for me”
6. “Not interested in e-commerce”

Social Selling is a differentiator
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Referral Example
Looking for a Suitable Lawyer

Asking for referrals Brian
• Good services website
• No social media activities
• Who is the person behind?

Daniel
• Similar services website
• Good social media activities
• Clearly visible personal brand
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Step 2: Elaborate Your Personal Brand
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What is Your Headline?

2. CV style experience section

1. Headline role @ company

3. No or too short summary
4. All about you, not the reader
5. No activity section for content
6. No personality visible
7. No engagement with others
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LinkedIn Profile Refresh Ideas

Essentials
• Headline
• About

• Location
• Photo

• Background image
• Experience
• Education

• Industry
• Certifications

• Skills
• Endorsements
• Languages

• Volunteering

Advanced
• Profile URL
• Visibility

• Contact details
• Accomplishments

• Recommendations
• Interests
• Publications

• Hashtags
• Groups

• Following
• Posts
• Articles

• Videos

Does Your Profile Tick all Boxes?
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Step 3: Establish Sustainable Connections
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All LinkedIn editions

Search with Booleans

• Enrich your search with logical operators in this order
− quotes “”
− parenthesis ()
− NOT
− AND
− OR

• Examples
− (Deloitte NOT PwC NOT KPMG NOT EY) AND Sydney
− (CFO OR "Finance Director") AND (Brisbane OR "Gold Coast")
− "Risk Management" NOT Finance AND Wellington NOT Auckland
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Desktop vs. Mobile versions

Personalise Your LinkedIn Invite

• Always watch the other person’s profile
to increase their profile views 

• Prepare your hook(s)
• Consider their opinions, not yours

On mobile press here

On desktop press here
and then “Add a note”
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Step 4: Educate With Convincing Content
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Content is not King

Content is Prince and Context is King
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How to Share Content

Create Curate Comment
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Step 5: Engage Regularly With Your Audience
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Relevance and Balance

It is about them and not you



19

Step 6: Evolve Discussions Towards Mutual Benefit
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People Like to Work With People They 
Know, Like And Trust

and who inspire, educate and entertain them
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Step 7: Execute a Winning Routine
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30 min Daily is Possible
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Summary

Monitoring Content
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bit.ly/socialsellingstartingnow

New Online Course “Social Selling Starting Now”

• $297 Course Only
• $397 with Zoom Call and Profile Review
• $100 Discount, coupon code CHAINIMPACT
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Lessons I Learnt

• 11 authors sharing their 
stories of not giving up

• My story from feeling 
redundancy to strategic 
networking

• Inspired to move from 
Switzerland to Australia

• 1 book for the right answer

My Journey Towards Down Under


