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Manage the entire
customer experience




Launching a sustainable social selling culture
Multi-threading and the modern sales environment
A real look at multi-threading

High value activities

O O O O O

What our reps are saying
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Wild Ride, High Stakes
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Q3 15

Social Initiative Timeline

Closely manage
rep daily operating
rhythm

O

Launch Social
Selling Initiative for
120 person entry
level sales team

O

Q4 15

£



Launching a Sustainable
Initiative

v WIIFM
v' Map & Equip

v" Manage & Socialize

v Publicize Impact



WIIFM: What's In it for Me?

~ +
10 2.4

point Increase more
In SSI opportunities
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Publicize Impact

~ +
30 1.5

minutes daily more
on SSI opportunities
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Socilal Initiative Timeline

Closely manage
rep daily operating
rhythm

O

Launch Social
Selling Initiative for
120 person entry
level sales team

O

Q4 15
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Global SSI score
600 sales people
64+

Average SSI
score of 120
person team 75+

2016 -
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S0... why does Multi-threading matter?

Deals we win follow 3x more prospects than deals we lose

Won Lost
Opportunity Opportunity

Source: 3,905 opportunities (New Business, Upsell) closed in 2015 and owned by active Sales Navigator seatholders at Qualtrics that saved at least 1 lead before the opportunity was marked as closed.
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Multi-threading Is the new Sales Plan

5.4
people

- CEB, Challenger Customer




Meet Spencer, a Sr. Acct Exec

Selling a $25k license into a mid-size Electronic Mfg company



Spencer created an opportunity in CRM in March...

Opportunity created
K

O

March 2015



...and closed the opportunity in July

Opportunity created Opportunity closed
K K

March 2015 July 2015



... but he started prospecting the account in December...

Opportunity created Opportunity closed
K K

O O

Dec 2014 March 2015 July 2015



Spencer found and tracked his target buyer

Opportunity created Opportunity closed

K K

o o—0 0 00000—0—0—0
Dec 2014 March 2015 July 2015

Manager
Customer and Market
Research



Spencer kept updated with another key contact

Opportunity created Opportunity closed

K K

< O O 00O @O 0000 O 0 O O
Dec 2014 March 2015 July 2015

A ‘ /
> k.

Sr. Director Manager
WW Marketing Customer and Market

Research




But also followed key influencers at the account

Opportunity created Opportunity closed
= =
Dec 2014 March 2015 July 2015

Sr. Director Manager
WW Marketing Customer and Market
Research



Spencer used Sales Navigator to multi-thread

Spencer found, engaged or
connected with on LinkedIn
Sales Navigator




Spencer actively engaged his influencers

Made

| Engaged with
£ ‘ connection share
Saved 2 leads Viewed profile Engage with Engaged
in CRM K account news with share |™
o ® 0o 00— 0D-0AXD ADO0——00-0-0-00—00—0—®—0
Saved 3 leads Viewed lead Engaged Viewed profile Engaged with
: ~ profile with share iIn CRM member
share

Saved 1 lead




Focus on the High Value Activities




Social Selling iIncludes many activities...

Connect to
Prospect

View
Prospect
Profile

Prospect
viewed Rep’s
profile

Engage w/
prospect’s
shares / news

Save
account Save Lead

Profile

Send
Message

Engage w/
company
shares / news

Prospect
engage w/
Rep’s content

Source: 18,981 opportunities (New Business, Upsell) closed in 2015 and owned by active Sales Navigator seatholders at Qualtrics.



ldentify the highest win-rate influencers...

View
Prospect
Profile

Prospect
viewed Rep’s
profile

Engage w/
prospect’s
shares / news

Prospect Engage w/
engage w/ company
Rep’s content \shares / news

Save Lead Send Connect to
Profile Message Prospect

Save
account

1.0x 1.1x 1.1x 1.2X 1.3X 1.4x 1.5x 1.6X 1.8X

Win rate impact

Source: 18,981 opportunities (New Business, Upsell) closed in 2015 and owned by active Sales Navigator seatholders at Qualtrics.
Win rate increases represent the conversion rate of closed opportunities from closed opportunities without any activity Sales Navigator or LinkedIn associated with the target account.



...that are 1n our control...

Save
account

View
Prospect
Profile

Send
Message

Control

Save Lead
Profile

Engage w/
company
shares / news

Engage w/
prospect’'s
shares / news

Connect to
Prospect

Win rate impact

Prospect
viewed Rep’s

profile
Prospect

engage w/
Rep’s content



Focus on multi-threading and engaging with content

o
= (2]

Engage with Engage with Connect with
company content prospect content Prospects

1.8X 1.5x 1.3X

Source: 18,981 opportunities (New Business, Upsell) closed in 2015 and owned by active Sales Navigator seatholders at Qualtrics.
Win rate increases represent the conversion rate of closed opportunities from closed opportunities without any activity Sales Navigator or LinkedIn associated with the target account.






We wanted to know what our Sales team thought, so...

W/

Describe your role at Qualtrics

Describe your role at Qualtrics

OpDev / SDR

OpDev / SDR
AE1-2 AE1-2

AE3-5
AE3-5

In the past 90 days, how often do

ou use LinkedIn on average.
In the past 90 days, how often do you use LinkedIn on average. Y J

Multiple times per day

Multiple times per day
Once a day

Once a day 3-4 times a week

3-4 times a week

1-2 times a week




Rep Input: Efficacy / Importance of Sales Nav

38
- 3
L
Extremely important - | can Very important - | can find Moderately important -1 Slightly important - | can
find multiple contacts in multiple contacts in my can find single contacts in  find my company, but no
specific departments in my target companies my target companies contacts; or not the exact
target companies company but some

contacts

2
e

Not important at all



Describing Sales Navigator's strengths

identify

ead €fTiCieNt
prospectININ
_quickedSY
mmallta rg etd

prOf”.esea rch
informative
comprehensive

Y

people
ate




Comparison of reps’ activities with high value activities

80

70

60

50

40

30

20

10

'‘Liked’ or
clicked to
engage
with a
company's
news feed
or shares
in Sales
Navigator

Engaged
with
individual
prospects’
shares or
news in
Sales
Navigator

Made a
connection
toa
prospect
sourced
from Sales
Navigator

Saved a
lead
profile in
Sales
Navigator

Senta
message or
a
connection
request in
Sales
Navigator

Saved or
viewed an
account
page in
Sales
Navigator

Viewed a Created
prospect original
profile in thought
Sales articles
Navigator for your
clients to
seein
LinkedIn

Re-shared
Qualtrics
whitepaper
s, News
articles,
or data on
LinkedIn



Proof that it's working

0 of closed won opportunities have
0 been sourced by Sales Navigator

Source: 18,981 opportunities (New Business, Upsell) closed in 2015 and owned by active Sales Navigator seatholders at Qualtrics.




Because Social Selling means higher win rates

N

Improved Win Rates

higher win-rate when for deals
Influenced by Sales Navigator

+20%

Source: 18,981 opportunities (New Business, Upsell) closed in 2015 and owned by active Sales Navigator seatholders at Qualtrics.



Because Social Selling means larger deals

larger won deal sizes for deals
Influenced by Sales Navigator

. 1To0%

Higher Deal Sizes

Source: 18,981 opportunities (New Business, Upsell) closed in 2015 and owned by active Sales Navigator seatholders at Qualtrics.
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