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Executive Summary

LinkedIn Sales Navigator is a tool that leverages the LinkedIn platform to find high quality,
targeted sales leads.
Although a very effective tool, it loses out in terms of inefficiencies such as limited outreach
potential, scalability, and difficulty in finding contact information.
Our analysis shows that we should improve on the outreach potential and performance
analysis of the sales reps using the tool.
With social selling and effectiveness in mind, we devised two improvements:

o InMeeting: ability to call leads without needing contact information

o Sales Rep Dashboard: providing outreach analytics to sales managers
The reputation and quality of the LinkedIn platform makes the implementation of our

improvements highly defensible and hard to emulate.
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LinkedIn Sales Navigator: Introduction
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Customer Needs & Expectations
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Effectiveness & Inefficiencies
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Main Competitors Analysis
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SWOT Analysis
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Digital sales transformation pillars/levels
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Vendor Neutral frameworks
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Importance, Difference and Relevance Analysis
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Importance, Difference and Relevance Analysis
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Effectiveness vs Efficiency

In the end, it is still better to push effectiveness rather than efficiency

For example, why is it not a good idea to just increase the quota of InMails for
each Sales Rep?
- Nature of Social Selling: establish rapport through personalized means

- Maintain the quality of the social platform: no spam

- Find more meaningful ways to achieve sales goals: our improvements



Linkedln Sales Navigator Premium

Making Your Outreach on Linkedln Even More Effective

InMeeting
Sales Reps Dashboard



Linked in . InMeeting

Potential Improvement: InMeeting

Ability to call leads without needing contact information and solidifying social selling advantage

Three Key Functionalities:

Calendar

Having the opportunity
for the user to choose
their most preferred time

conveniently

Call Without
Contact Info

Set-up a call using
InMeeting to have a
hassle-free video or voice

oy

No Intrusion

Users need to click to
approve for both the
Calendar request and
joining the call

ily




Potential Improvement: InMeeting

Po Hao (Dennis) Tseng

© Active now

Choose a time to talk to Po Hao

Po Hao (Dennis) Tseng - st Dennis & Co. - Consulting - 1-10 employees
~ Founder and CEO of Dennis & Co.,
® Marketer, Sales Expert, Visionary

Time zone: (GMT-07:00) Pacific Time w Week of JUly 15-19 Next )
TODAY
ﬁ’_ Po Hao (Dennis) Tseng - 11:35 PM Monday Tuesday Wednesday Thursday Friday

Hi there, thanks for accepting my invite.
We have a great service to provide you 08:00am - 08:30am 08:00am - 08:30am 08:00am - 08:30am 08:00am - 08:30am 08:00am - 08:30am
here at Dennis & Co. and was wondering
if you'd have 10-15 minutes to discuss a 08:30am - 09:00am 08:30am - 09:00am 08:30am - 09:00am 08:30am - 09:00am 08:30am - 09:00am
potential project? You can click the
Calendar button below to access my 09:30am - 10:00am 09:30am - 10:00am 09:30am - 10:00am 09:30am - 10:00am
calendar.

10:30am - 11:00am 10:30am -11:00am 10:30am -11:00am

11:00am - 11:30am 11:00am -11:30am 11:00am -11:30am
Access Calendar

01:00pm -01:30pm

Absolutelyi -~
02:00pm - 02:30pm

BE & w © m




Potential Improvement: InMeeting

Monday

08:00am
08:30am
09:30am
10:30am

11:00am

Time zone: (GMT-07:00) Pacific Time

-08:30am

-09:00am

-10:00am

-11:00am

-11:30am
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Tuesday

08:00am
08:30am
09:30am

10:30am

Choose a time to talk to Po Hao

Dennis & Co. - Consulting - 1-10 employees

-08:30am
-09:00am
-10:00am

-11:00am

11:00am

-11:30am

01:00pm

02:00pm

-01:30pm

-02:30pm

Week of July 15-19

Wednesday
08:00am - 08:30am
08:30am -09:00am

09:30am - 10:00am

Po Hao (Dennis) Tseng
® Active now

Po Hao (Dennis) Tseng - 1st
Founder and CEO of Dennis & Co., Marketer, Sales Expert, Visionary

TODAY

Po Hao (Dennis) Tseng » 10:20 Al

*Auto-Reminder®

You have a scheduled call with Po Hao at 11:00 AM.
Po Hao (Dennis) Tseng « 11:00 AM

*Auto-Reminder®
Your scheduled call with Po Hao has started. Please join the call with
the options below.

I[ Reject ] [ Join call with Video ] [ Join call with Voice ]I

Write a message... P

]

> GBF ©



Potential Improvement: InMeeting

zoom

zoominfo. RocketReach




Potential Improvement: Sales Reps Dashboard

Each Sales Rep can only send around 30 InMails a Month...

Providing outreach analytics to each individual sale rep make little sense

But it is a different story for Sales Directors and Managers

B 34 Sales People

Sales Director Sales Managers Sales Representatives




Potential Improvement: Sales Reps Dashboard

Dashboard for Sales Managers and Directors to evaluate Sales Reps’ performance on LSN

Three Main Tabs/Function:

Overview Sales Reps
Dashboard

Overall performance in Multiple metrics to
specific time range evaluate a sales rep's

outreach performance

¢ ™

Industry &
Accounts
reports

Performance based on
industries and accounts
to refine GTM strategy



Potential Improvement: Sales Reps Dashboard

Overview: Overall performance in specific time range

m SALES NAVIGATOR HOME LISTS DISCOVER ADMIN ANALYTICS

Data Selected: 7/13/2019 - 7/16/2019

== Acceptance Rate

= Response Rate 52 InMail sent 12 Connections

26 Opened 5 InMeetings

18 Responses

3,

Response rate

9 Accepted

3 Declined

713 7/14 7/15 7186




Potential Improvement: Sales Reps Dashboard

Sales Reps Dashboard: Multiple metrics to evaluate a sales rep's outreach performance

m SALES NAVIGATOR HOME LISTS DISCOVER ADMIN ANALYTICS

Data Selected: 7/1/2019 - 7/16/2019

Sales Reps InMail Send Response Rate  New Connection  InMeeting
@ Vincent Mang 26 5% 1 1
"23” Angela Yi 15 75% 4 0
Ll Cara Shi 5 50% 7 4
J"




Potential Improvement: Sales Reps Dashboard

Industry & Accounts Report: Performance on industries & accounts to refine GTM strategy

m SALES NAVIGATOR HOME LISTS DISCOVER ADMIN ANALYTICS

Data Selected: 6/16/2019 - 7/16/2019

Industry Focus: Top Engaging Industry Top Engaging Accounts
(by InMail Send) (by response rate): (by New connection):

Food & Beverage
Education ‘ Food & Beverage 54% @774 The Coca-Cola Company 5
Financial Service 29% W The Johns Hopkins University 3
Education 13% H PepsiCo 2

Financial Services




Barriers to Entry and Switching Cost

Barriers to Entry for Competitors Switching Cost for Users
HIGH MEDIUM-HIGH
) Other Sales Technologies don’t have app on mobile  Making users switch from calling phone # or other
InMeeting devices that is popularly installed by leads, making online meeting software to InMeeting might require
such call/meeting hard to achieve some education. However, once they notice the

benefit of calling without knowing the phone # and
the seamless experience, they are likely to switch.

MEDIUM LOW
Sales Reps Although outreach performance analysis is widely Since they are already using LSN, viewing the
Dashboard used, few focus on analyzing and managing lead organized analytics page should not be high effort. It
generation effectiveness. Besides, these data are is also more well-visualized and less manual than
owned by LinkedIn. Excel.




Thanks!

Any questions?

Dennis & Co. feat. Linkedln Sales Navigator

Making Your Outreach on LinkedIn Even More Effective

Presented by: Dennis, Vincent, Angela, and Cara
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