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O FUTURE SALES.

JAN KYSELY

e Partner a CEO ve FUTURE SALES solutions.

e Specialista na B2B marketing a komunikaci.

e Absolvent Ekonomické fakulty na VSB-TUO.

e Digitalizace obchodniho procesu.

e Socialnisite a digitalni Technologie.

e Moderni, inovativni postupy v marketingu a
obchodu.




O FUTURE SALES.

Digitalizace prodeje v B2B spolecnostech za pomoci socialnich siti,
online dat a digitalnich nastroju.
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O FUTURE SALES.

Z ceho vychazime.
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Marketing & Media

Zdroj. Interni zdroj FUTURE SALES.
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Cast 1.
Trendy v prodeji v roce 2021.




Trendy v prodeji v roce 2021.

Hlavni trendy, které ovliviAuji obchodni proces.

Digitalni prodej je
dnes jiz standardem.

Selling Is
now virtual by default.

Prode] potrebuje méne
cold-callingu a vice
budovani znacky.

Sales needs less cold-calling and
more brand building.

Vyuziti technologii v
prodeji je zpusob, jak
udrzet krok s dobou.

Keeping up means going all in on
Sales Tech.

Zdroj: LinkedIn - State of Sales 2021 EMEA Reports.



Proc LinkedIn.




Proc LinkedIn.

e Se 760 miliony uzivatelu se jedna o nejvétsi B2B
databazi kontaktu a prostor na svéteé.

e 260 milionu mésiéné aktivnich uzivatelu (odhad).

e Pouze 3 miliony (1 %) uzivatelu vsak pravidelné sdili
na siti obsah.

Zdroj: LinkedIn.com 9/2021.



Proc LinkedIn.

¢ Linkedln vyuziva vice nez 55 milionu znacek
na 200 trzich sveta.

e Technologie (nastroje pro Lead Management, pfima
integrace na vybrana CRM reseni).

Zdroj: LinkedIn.com 9/2021.



LinkedIn v CR.

1,9 milionu registrovanych uzivatelu.
43 000 firemnich Uc¢tu (nartst o 50 % oproti

minulému roku).

Zdroj dat: LinkedIn Campaign Manager & LinkedIn Sales Navigator 4/2021.



JAK JSOU NA TOM CESTI UZIVATELE
S AKTIVITOU NA LINKEDIN?

Procento uzivateld, ktefi na siti v CR
aktivné publikuji obsah.

102

Zdroj: LinkedIn Sales Navigator 10/2021.



Jaké jsou nejaktivnejsi a nejmene aktivni segmenty na LinkedIn?

Hudebni prumysl
Statni sprava

Poradenstvi pro management

Personalistika a nabor pracovniku

Vztahy s verejnosti / PR

Gastronomicky prumysil

Zemeéedelstvi

Zdroj: LinkedIn Sales Navigator 10/2021.

Marketing a reklama

Mezinarodni obchod




LinkedIn v datech.

Zastoupeni uzivatelu v jednotlivych segmentech - TOP 15.

Pocet osob v jednotlivych segmentech

Segment k 22. 12. 2020

1 Informaéni technologie a sluzby 87 000
2vyrobn|prumys| ____________________________________________________________________________________________________________________________________ 6 8100 ________________________________________________________________
________ 3 Automob||ovyprumys|55000
4 __________ s tavebmctw46500 ________________________________________________________________
e 5 __________ M arket|ngarek|ama ___________________________________________________________________________________________________________________________ 3 5000
________ 6 F|nanén|s|u2by34000
o 7 __________ |3 ankovmctw ________________________________________________________________________________________________________________________________________________ 3 2000
........ 8 Nemocn.ém&zdravotmprumys|27500
- 9 __________ P ersonanst.kaanaborpracovmku24000
10 ________ Ma|oobchod23ooo ________________________________________________________________
- 1 1 __________ Po(“;.taéovysoftware/Saas21000
12 ________ Uc“;etmct\/.adaﬁoveporadenstw20000 ________________________________________________________________
13 _________ Statmsprava _______________________________________________________________________________________________________________________________________________ 19000 _________________________________________________________________
14 ________ FMCG _______________________________________________________________________________________________________________________________________________________________ 18100 _________________________________________________________________
T T s s

Zdroj: LinkedIn Sales Navigator 12/2020.



Cast 2.

Predstaveni online B2B strategii.




Predstaveni strategii.
K c¢emu firmy LinkedIn vyuzivaiji.

Nabor novych Jako mark. Jako business
zameéstnancu. podporu znacky a platformu.
produktu.




LinkedIn jako business platforma.
3 ucelené digitalni strategii.

Digitalni Social Account Based
Networking. Selling. Model.




Principy digitalniho prodeje




Sila osobni znacky.

Lidé nakupuji od lidi, které znaji a duveéruji jim.

o




LinkedIn profil jako digitalni vizitka.

Go gle jan kysely m 3§ Q

Q Ve [ Obrazky ([ Mapy & zZpravy [ Videa : Vice Nastaveni  Nastroje

PFiblizny pocCet vysledku: 483 000 (0,35 s)

Jan Kysely - Co-Fouder a & B2B Marketing specialista ...

https://cz.linkedin.com » jankysely
Zobrazte si profil uZivatele Jan Kysely na LinkedIn, nejvétsi profesni komunité na svété. Jan ma
na svém profilu 6 pracovnich pfilezitosti. Zobrazte si Upiny profil ...

RNDr. Jan Kysely, Ph.D. | Ustav fyziky atmosféry AV CR, v.v.i
www.ufa.cas.cz » Struktura ustavu » Oddéleni klimatologie ~

Kysely, Jan, Urban, Ale§, 2019: The Role of Humidity in Associations of High Temperature with
Mortality: A Multiauthor, Multicity Study, Environmental health ...

Jan Kysely - Forbes

https://www.forbes.cz » autor » jankysely

Jan Kysely. LinkedIn - Tfi tipy, které proméni vas LinkedIn profil v prodejni nastroj - Jan Kysely
- 3 minuty ¢teni - Hlavni stranka - Jak byt lepSi - Forbes Podcast ...

Jan Kysely | topvision.cz

https://www.topvision.cz » lektori » kysely-jan-1000312816 ~

Jan Kysely. Specialista na B2B digitalni komunikaci a social selling. BEhem své profesni kariéry
jsem pusobil na obchodnich i marketingovych pozicich a ...




Detailni cileni a osobni pristup.
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Predstaveni strategii.
3 kroky k ucelené digitalni strategii.

Gitéln\ Social Account Based
@orkin) Selling. Model.




Digitalni networking.

Vyuziti osobnich profilu na socialnich sitich
k budovani povédomi a duvéry u cilové skupiny.




Digitalni networking.

Cilene rozsirovani site a budovani povedomi o znacce.

Definice cilové Uprava osobniho Cilené rozsifeni Budovani obchodnich
skupiny digitalniho profilu osobni sité vztahu pomoci

digitalniho obsahu
\Q




Digitalni networking.
Jak si na LinkedIn definovat svou cilovou skupinu.

e Segment trhu, na kterem vase cilova skupina operuje.
e Lokace jejich pusobeni.
e Pozice klicovych lidi, které chcete oslovit a jejich seniorita.

e Velikost firmy dle poctu zameéstnancu.



Identifikace kontaktu v cilové skupiné.

Q "Architect" OR "Designer" OR "Developer" Project manager development " OR " ( X [lels] Saved searches
Lead results Account results

Filters Clear (4) 634 15 35 15
Total resulis Changed jobs in past 90 Posted on LinkedIn in Share experiences with
Custom Lists + days past 30 days you

Past Lead and Account Activity + (] selectall

Included:
ﬁ Slovakia X
Excluded:

Czechia X

Geography ‘ -
O

Within: Region g2

Relationship +

Company + - A
0 W

Industry

Included

Civil Engineering X

Construction X ] Hospitality X

Internet X

Mechanical or Industrial En... X

Wholesale x

Company headcount

10,000+ x X 1001-5000 X
11-50 X I 201-500 X

5001-10,000 x I 501-1000 X

51-200 X J=%

)
O

23 connections can introduce you Vv
Seniority level

Included:
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iCové casti profilu

UVODNI OBRAZEK PRACOVNI POZICE

Experience

FUTURE SUMMIT #2

TECHNOLOGIE JAKO NOVY STANDARD PRODEJE

FUTURE SALES.

4 yrs 5 mos

Co-Founder & B2B Marketing expert
Full-time

Jan 2019 - Present - 2 yrs 10 mos
Prague, The Capital, Czech Republic

TITULEK OPTIMALIZACE PRO VYHLEDAVACE

Providing services
Lead Generation, Market Research, Digital Marketing, Marketing Consulting, Social Media Marketing, Ema...

Co-Founder & CMO at FUTURE SALES B Get the most from S :
ee all details

LinkedIn for your business B8 Advanced digital Sales strategies
for B2B companies B Social & Data-driven B2B sales @ B2B
Marketing expert

Prague, Czechia - Contact info

B2B sales | Digital marketing | LinkedIn training | Lead generation | Marketing automation | Business data |
Social Selling | Sales automation | CRM | Expansion | Export | Digitization | Sales Outsourcing | Digital
networking | Project Management | Spanish | English.

SOUHRN PROFILU EXTERNI ODKAZY

Featured
About
It's official. LinkedIn pfijal nase pozvani na FUTURE
SUMMIT....

© | am B2B marketing expert, consultant and trainer with a focus on social media - especially Linkedin, B28
sales and marketing automation.

In 2017 | co-founded sales and consulting company FUTURE SALES. that helps clients digitize their sales
process.

ital sales skills training for
b Sales professionals.
dinas a business tool
ting.
i lead generation

Author of the first Czech book on Social Selling, which was released in July 2019.

Rob Jinnett




Pripadova studie.

‘ ‘{,. ‘ View in Sales Navigator

Jaroslav Havel - 1st w= HAVEL & PARTNERS

Managing Partner B HAVEL & PARTNERS M The largest and Charles University Prague,
fastest-growing independent law firm in the CEE region Faculty of Law

Prague, The Capital, Czech Republic - 500+ connections -
Contact info

Pocet zapojenych osob: 66.
Mésicni zasah pfrispévku na
_inkedIn: 199 000+.

CSOB

Pomahame firmam

na cesté k uspéchu a prosperité

Marek Loula - 2nd s CSOB

Senior Executive Director of CSOB Corporate and Institutional

Banking % We help companies on their path to success and M Masarykova univerzita Brno
prosperity

Prague, Czechia - Contact info

500+ connections

Pocet zapojenych osob: 6.
Mésicni zasah pfrispévku na

_InkedIn: 30 338.



Sila obsahu.




Obsah na Linkedin.

Sila organického sdileni.

200 /500 000

Zdroj: Interni data FUTURE SALES.



Obsah na Linkedin.

Co funguje: Originalni, autenticky obsah s pridanou profesni

hodnotou.

Jan Kysely el
. LinkedIn & Social Selling Expert B Co-Founder at FUTURE SALES. B Link
® 3mo.® Anyone
TOP 10 }: ¢eskych firemnich profili na LinkedIn dle po¢tu sledujicich
(Followers).
Za mé trosku prekvapeni na 1. a 3. pozici. Jde pfitom o stejnou spolec¢nost '//?!?
...See more

O T @& 79 - 12 Comments
) Like [] Comment 2> Share

u 12,579 views of your post in the feed

. Jan Kysely N
. LinkedIn & Social Selling Expert @ Co-Founder at FUTURE SALES. B Link
& Tw e @ Anyone
Jaké nejcastéjsi chyby délame pfi praci s osobnimi profily na #LinkedIn?
..5ee more

FUTURE SALES_analyza LinkedIn profili éeskych uzivatell « 15 pages

Osobni profily na LinkedIn

Na zakladé analyzy profili €eskych

LinkedIn uzivatelu.

° g Q 59 - 15 Comments
(5 Like [=] Comment pi) Share

|r_’ 13,028 views of your post in the feed

~ BardBuan . 1st .
&

Head of EMEA Marketing at Milestone Systems

\/
YO 1mo « Edited « @ Anyone

Training on social selling @ Milestone EMEA's “Sales & Marketing Academy” in

Prague.
Check out these tips on optimizing your LinkedIn - by Martina & Jan ..see more

®

=
WS

O @& Q 69 4Comments - 2,696 V
@ Like [=] Comment A Share



Co na Linkedln sdilet

Typ pfispévku Vykon jednotlivych formatu

Zdroj: Interni data FUTURE SALES.



Predstaveni strategii.
3 kroky k ucelené digitalni strategii.

Digitalni
Networking.

SOCD

Selling

Account Based
Model.



Social Selling.

Vyuziti osobnich profilu na socialnich sitich
k vyhledani, budovani duvéry a akvizici novych
obchodnich partnerdu.




Social Selling v praxi.

PFimé osloveni a
prodej

Kvalifikace kontaktu
diky digitalnim datum

Definice cilové Uprava osobniho Cilené rozsireni Budovani obchodnich

skupiny digitalniho profilu osobni sité vztahd pomoci
digitalniho obsahu

O-m 3 @

Digitalni Networking

@

Social Selling



Social Selling.
Rozdily oproti digitalnimu networkingu.

1. Proaktivni zpusob aktivizace obchodnich kontaktu.

2. Aktivita s jasnym zacatkem, koncem a meritelnym vysledkem
(kampan).

3. Vyuziti dostupnych technologii pro sbér dat a kvalifikaci
kontaktu.



FAZE KAMPANE

PRVNI BUDOVANI

KONTAKT DUVERY KONVERZE




NAVRH KAMPANE

PLACENA INZERCE 1
VSeobecné predstaveni akce

PLACENA INZERCE 2:
Remarketing z landing page akce

PRIME OSLOVENI 1:
RozsSireni osobni sité

PRIME OSLOVENI 2:
Konverzni bod

PUBLIKACE ORGANICKEHO OBSAHU

Prvni
kontakt

Budovani

duvéry

Konverze




Social Selling.
Role firemni stranky na Linkedin.

FUTURE SALES COMPLEX FOR
COMPANIES ON LINKEDIN

s VT S e, WYRSER - TT

FUTURE SALES.

B2B Sales company helping increase sales results by using digital data, tools & LinkedIn Social
Selling best practices.
Marketing & Advertising - Prague, Czech Republic - 478 followers

(&‘? Jiri & 8 other connections work here - 9 employees

C v Following ) Visit website ¢

Home About Posts Jobs People Events Videos

About

O We believe that cold approach of customers is a history. Your sales need to be DIGITAL to success. OUR
CLIENTS: PwC, Vodafone, Twisto, Cocuma, Havel & Partners, Aon, SportAnalytik, SALESDOCk, Adastra,
Milestone Systems, Dateio, Komix, SODAT etc. HOW WE CAN HELP: LINKEDIN SALES TRAINING =» Learn a new...

see more
See all details
Page posts @
FUTURE SALES. coe FUTURE SALES. oo
478 followers 478 followers
2w - ® 3w-®
Konecné se zaciname trochu dostavat nad hladinu Nas asi nejoblibené;jsi workshop!

3) ...see more



Social Selling.
Role firemni stranky na Linkedin.

1. Aktualni informace o firmé.

2. Branding a propojeni s osobnimu profilu zaméstnancu.

3. Moznost vyuziti placené inzerce (idealné pro prvni fazi
kampaneé).

4. Sbér kontaktu, dat a trendu o followerech.

5. Organicky obsah ma sice nizsi, presto nezanedbatelny dosah.



Sales Navigator. |
Prémiovy Géet uréeny PLACENE UCTY NA LINKEDIN

Primarné pro obchod a
akvizici na LinkedIn. GAREER ol

- kdyz aktivné hledate - za nas nejmeéne vyhodna
Nnovou praci varianta, kterou
nedoporucujeme

Tip:

e \yuzijte 30denni “Free trial” verzi.

Sales NAVIGATOR HIRING

- jasna volba pro
naborare




Social Selling.

Linkedln a napojeni na externi aplikace.

CRM

=" Microsoft

HubSpnt

salesforce

ORACLE
SALES CLOUD

SAPd

Data & Analytics

@ INSIGHTSQUARED

Power Bl

Lead Management

6 SaleslLoft

o Outreach

DEMANDBASE



B2B business v 21. stoleti.
Hlavni trendy, které ovlivhuji obchodni proces.

9,7 %o

ceskych firem ma propojeny Linkedln se svym
CRM nastrojem.

Zdroj: PrGzkum obchodniho potencidlu od FUTURE SALES 1/2021.



Ocekavanéeé vysledky.

Definice cilové skupiny a “vysnénych”

firem.

Vyhledani klicovych kontaktu.

Rozsireni sité o klicové kontakty.

Konverze
Od 5 do 36 %. “ZahFivani” kli¢ovych kontaktd.

Primé osloveni vybranych

kontaktu.

@ milestone DTargito ot (@ tesena PROFINIT | twisto DATZI®  &sopat (3 INFOMATIC



Case study: Prodej.

Cil: Nové obchodni prilezitosti.

e Segment trhu klienta: Systémova integrace.
e Cilovy trh: CR.

e Cilové pozice: IT manazefi. Pocet oslovenych kontakt{ 876
e Konverzni bod: Online event. ______________________________ _____________________________
e Komunikaé¢ni kanal: PFimé zpravy na osobnim ~Pocet novych kontaktd v siti 409 47%
LinkedIn profilu obchodniho manazera.
Pocet otevrenych konverzaci 86 10 %

e Délka kampané: 5 mésicu.



Social Selling IndeXx (SSI).

https://www.linkedin.com/sales/ssi

Establish your professional brand
Complete your profile with the customer
iIn mind. Become a thought-leader by
publishing meaningful posts.

Top Industry SSl rank Top Network SSI rank

1% 1%

Current Social Selling Index @
Four components of your score

Find the right people

\ 20 | Establish your professional brand @ | |dent|fy better pI’OSpeCtS |n leSS tlme
| 8”] 1942  Find the right people () using efficient search and research tools.

out of 100
17.18 | Engage with insights @
25 | Build relationships (?)
Engage with insights
Discover and share conversation-worthy
People in your industry People in your network : ;
updates to create and grow relationships.
Sales professionals in the
~‘ Marketing & Advertising \ People in your network have
= 3 2 industry have an average ‘ 46 an average SSI of 46.
' e el ofA2 g R You rank in the top 1%

You rank in the top 1%

No change since last week B u i l d rel ation Sh i pS

No change since last week

Strengthen your network by finding and
establishing trust with decision makers.



https://www.linkedin.com/sales/ssi

Predstaveni strategii.
3 kroky k ucelené digitalni strategii.

Digitalni Social @ntg
Networking. Selling. \Model./




Account Based Model (ABM).

Osloveni uzkeé, dopredu vybrané skupiny firem
s vyuzitim modernich digitalnich technologii,
personalizovaného obsahu a vsech dostupnych
marketingovych i obchodnich kanalu.




B2B marketingové strategie.

+

+

One to One.
(Prospecting/Sales)

Primy prodej na
“cold” kontakty.

Prima komunikace a okamzity

feedback.
Vysledky prichazeji rychle.

- Efektivita cold osloveni je v

prumeéru jen okolo 2 %.

- Potreba velkého obchodniho tymu.
- Vysoké naklady (personalni).

One to few.
(ABM)

One to many.
(Marketing)



B2B marketingové strategie.

One to One. One to few. One to many.
(Prospecting/Sales) (ABM) (Marketing)
Primy prodej na Komunikace
“cold” kontakty. S vyuzitim
’ ’ marketingovych
kanalu.

+  Siroké zamérfeni.

+ Dlouhodoba strategie budovani
brandu.

+ Relativné nizké naklady akvizice
(inbound leads).

- Chybi detailni zaméreni.
- Dlouhodoba aktivita.
- Tézké predikovat vysledky a ROI.



B2B marketingové strategie.

One to One. One to few. One to many.
(Prospecting/Sales) (ABM) (Marketing)
Primy prodej na Personalizovana Komunikace s
“cold” kontakty. komunikace na vyuzitim
’ dopredu vybrané ’ marketingovych
firmy. kanalu.

+ Cilena komunikace.
+ Spojeni marketing a sales aktivit
pod jednou strechou.

+ Relativné rychly “proof of concept” a
ROI.



Account Based Model.
Vyuziti modernich digitalnich technologii.

Cilova Prvni Lead Sbér dat a Fizeni Postupna Prodej Automatizace
skupina kontakt capturing obchodniho kvalifikace procesu
procesu

. « data z webu
= auropilot . emailing

¢ externi databaze

e interni scoring



Cast 3.

Realna pripadova studie.




Cil projektu.

Najit nové potencialni dodavatele obalovych materialu
v regionu EMEA. Rozsirit databazi partneru s cilem
zlepsit kvalitu a snizit cenu nakupovaného materialu.

@



1. Definice cilové skupiny

“ Segmenty trhu Cilové trhy Velikost spolecnosti

Sales representatives / Business
Development managers / Account Packaging / Paper & Forest
managers / CEOs / Partner / products / Plastics / Textile
Founder

EMEA 51-10 000

Vysledky: EMEA

Pocet potencialnich firem 9 500

Mira aktivity uzivateld 18,5 %



1. Definice cilové skupiny.

2 500

Findlni seznam potencialnich partneru.

Zdroj: Campaign Manager 4/2021.



2. Osloveni vybranych kontaktu.

Osobni pozvanka na LinkedIn.

Invite Dominika to connect

Build a quality network by connecting only with people you know.

You can customize this invitation Message (optional)

Ex: We know each other from...

@ You can add a note to personalize your invitation to Dominika @
Czanova.

300 /300

PREMIUM

4 N
k Add a note )

Don’t know Dominika? Send an InMail with Premium to introduce yourself.
More people reply to an InMail than a connection reqguest.

Reactivate Premium

Cancel Send




3. Vysledky kampane.

Odhadované vysledky Pocet kontaktu Redlna data PInéniv %

Pocet kontaktu v cilové skupiné Konverze 2 500 2 304 92 %
Pocet novych spojeni 44 % 1000 1020 102 %
Pocet kvalifikovanych kontaktu 48 % 250 490 196 %

Pocet kvalifikovanych partneru 51 % 125 248 198 %



3. Vysledky kampane.

kvalifikovanych partneru v celém regionu
EMEA.



Cast 4.

Prakticka ¢ast - uprava osobniho profilu na LinkedIn.

@
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iCové casti profilu

UVODNI OBRAZEK PRACOVNI POZICE

Experience

FUTURE SUMMIT #2

TECHNOLOGIE JAKO NOVY STANDARD PRODEJE

FUTURE SALES.

4 yrs 5 mos

Co-Founder & B2B Marketing expert
Full-time

Jan 2019 - Present - 2 yrs 10 mos
Prague, The Capital, Czech Republic

TITULEK OPTIMALIZACE PRO VYHLEDAVACE

Providing services
Lead Generation, Market Research, Digital Marketing, Marketing Consulting, Social Media Marketing, Ema...

Co-Founder & CMO at FUTURE SALES B Get the most from S :
ee all details

LinkedIn for your business B8 Advanced digital Sales strategies
for B2B companies B Social & Data-driven B2B sales @ B2B
Marketing expert

Prague, Czechia - Contact info

B2B sales | Digital marketing | LinkedIn training | Lead generation | Marketing automation | Business data |
Social Selling | Sales automation | CRM | Expansion | Export | Digitization | Sales Outsourcing | Digital
networking | Project Management | Spanish | English.

SOUHRN PROFILU EXTERNI ODKAZY

Featured
About
It's official. LinkedIn pfijal nase pozvani na FUTURE
SUMMIT....

© | am B2B marketing expert, consultant and trainer with a focus on social media - especially Linkedin, B28
sales and marketing automation.

In 2017 | co-founded sales and consulting company FUTURE SALES. that helps clients digitize their sales
process.

ital sales skills training for
b Sales professionals.
din as a business tool
ting.
i lead generation

Author of the first Czech book on Social Selling, which was released in July 2019.

Rob Jinnett




Uprava osobniho profilu.
1. URL adresa a viditelnost profilu.

Multi-language profil.
Profilovée URL.
Viditelnost.

KOMPLETNI OBCHODNI STRATE°
PRO FIRMY NA

FUTURE SALES

‘ FUTURE SALES.

Jan Kysely

Co-Founder & CMO at FUTURE SALES B Get the most from
LinkedIn for your business B Advanced digital Sales strategies for
B2B companies @ Social & Data-driven B2B sales @ B2B
Marketing expert

Prague, Czechia - Contact info

5,566 followers - 500+ connections
|,': Add section le |j: More )

Providing services V4
Lead Generation, Market Research, Digital Marketing, Marketing Consulting, Social Media Marketing, Em...
See all details

Edit public profile & URL

J

®

(2




Uprava osobniho profilu.
2. Klicova slova.

Slova nebo slovni spojeni, které definuji vas
produkt ¢i sluzby a zakaznik je vyuziva pro
vvhledavani na internetu.



Uprava osobniho profilu.
3. Uvodni obrazek.

5‘/. I View in Sales Navigator ‘ ’ More...

Jaroslav Havel - 1st [} m= HAVEL & PARTNERS

: ‘o | View in Sales Navigator | l More... l

Olga C“eCkova - 1st we  PwC Czech Republic
Managing Partner Bl HAVEL & PARTNERS M The largest and Chmres-Unirerity fragus. Partner at PwC, Providing treasury and financial risk advisory, g) University of Economics.
fastest-growing independent law firm in the CEE region Faculty of Law Leading accounting advisory projects / Derivatives Prague

Prague, The Capital, Czech Republic - 500+ connections -

Czech Republic - 500+ connections - Contact info
Contact info

+ADASTRA

Build trust in society

and solve
important problems

; . ' View in Sales Navigator ’ ‘ More... I
| View in Sales Navigator ‘ [ More... ‘

Pavel Kyse|a - 1st m Adastra Czech Republic
Jiri Zouhar - 1st we  PwC Czech Republic

i i+ Hen MIT Sloan School of
Partner at PwC | Territory Assurance Leader | Building Trust in - CEO at Adastra | Solutlon§ for the transition to the digital era = Moragameat
y 9 e | Technology and Innovation
Society

Prague, The Capital, Czech Republic - 500+ connections -

Prague, The Capital, Czech Republic - 500+ connections - ot

Contact info



Uprava osobniho profilu.

Doporucend struktura profilového titulku (max. 220 znaku).

e Uvedte nejdrive nazev sveé pozice.

e Nazev spoleCnhostl.
e Primarni pridana hodnota pro klienta.

e Klicova slova.



Uprava osobniho profilu.

Osobni predstaveni profesionala v oboru.

e Osobni predstaveni v jednée vete.

e ProcC by se svami mel dany kontakt propojit.
e Primy kontakt.

e Klicova slova (10-20).



Uprava osobniho profilu.

6. Externi odkazy a doplnujici informace (média).

e Dalsi informace o produktu Ci sluzbé.

e Podtrhnout znalost problematiky,

Které se vénujete. b A(;RROWS
advisory group

e Call to action.

ARROWS advisory group - Pravo, dané, ucetnictvi, dotace,
pojisténi, akademie.




Uprava osobniho profilu.

7. Aktivita na LinkedlIn.

Verejne dostupny archiv vasich aktivit na LinkedIn.

Activity

3,851 followers Manage followers

Prvni FUTURE SALES business snidani
. chystame na 26.3. 2020 ='@ ...

Jan shared this

34 Reactions « 5 Comments

Skoda to je, ale na druhou stranu by to

-y bylo az moc jednoduchy ;) Zmacknout...

Jan replied to a comment

See all

Zdravim Jirko, rozumim dotazu, ale
e mé Slo spiSe o srovnani originalniho...

Jan replied to a comment

Jakému typu prispévku #LinkedIn
e prisuzuje vubec tu nejmensi vahu....

Jan shared this
26 Reactions » 8 Comments



Uprava osobniho profilu.

e \yberte pouze pozice, které jsou relevantni pro aktualni praci.
e Predstaveni spolecnosti a sluzeb.

e Reference.

e Detailné popiste, jak muzete druhé strané pomoci.

e Primy kontakt.



Social Selling IndeXx (SSI).

https://www.linkedin.com/sales/ssi

Establish your professional brand
Complete your profile with the customer
iIn mind. Become a thought-leader by
publishing meaningful posts.

Top Industry SSl rank Top Network SSI rank

1% 1%

Current Social Selling Index @
Four components of your score

Find the right people

\ 20 | Establish your professional brand @ | |dent|fy better pI’OSpeCtS |n leSS tlme
| 8”] 1942  Find the right people () using efficient search and research tools.

out of 100
17.18 | Engage with insights @
25 | Build relationships (?)
Engage with insights
Discover and share conversation-worthy
People in your industry People in your network : ;
updates to create and grow relationships.
Sales professionals in the
~‘ Marketing & Advertising \ People in your network have
= 3 2 industry have an average ‘ 46 an average SSI of 46.
' e el ofA2 g R You rank in the top 1%

You rank in the top 1%

No change since last week B u i l d rel ation Sh i pS

No change since last week

Strengthen your network by finding and
establishing trust with decision makers.



https://www.linkedin.com/sales/ssi

1. Digitalni prodej je dnes jiz standardem.

2. Drzet krok s dobou znamena investovat do
TOP 5 ° technologii (SalesTech).
3. Budoucnhost prodeje je v datech a
v pfimé spolupraci s marketingem.
4. Nebojte se expanze. LinkedIn je aktivni na 200
trzich sveta.

5. Hot trend ve sveté: Account Based Model.



Dalsi kroky.

e Linkedln executive report zdarma.




KONTAKT.

E-MAIL

jirka@futuresales.cz

TELEFON

776 822 191

in/jirjjambor
in/jankysely

FUTURE SALES, futuresales.cz



