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The goal of social selling is not just to push 

your selling pitch online, but rather to create 

meaningful conversations with your prospects.



Brief 

introduction to 

LinkedIn for 

B2B



Connect

Learn

Grow

Why is LinkedIn the most widely used social networking 

tool in B2B



Why you should use LinkedIn to develop your business 

development network

329
Insurance risk 

managers

2228
risk managers

• Not insurance related businesses

• +3 years in their role

• Senior managers and above

• 50 – 10,000 employees



Establishing and maintaining 

your professional brand



Making sure your profile reflects you and your 

employer! 



Creating an all-star profile – what areas you need to 

complete



Looking for the right connections & building your B2B 

network



Engage, be in engaging and insightful - Selling yourself 

as a thought leader



Don’t sell, starting a conversation and how to add 

commentary



Building on relationships, trust and adding value to your 

connections



Making B2B introductions & promoting 

connections activity



Q&A session 


