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Only

17% 
of US companies identify their 

social strategy as mature.

83%

of Fortune 500 

companies have 

corporate Twitter 

accounts

80%

of Fortune 500 

companies are 

on Facebook

97%

of Fortune 500 

companies have 

a corporate 

presence on 

LinkedIn

http://www.umassd.edu/cmr/socialmediaresearch/2013fortune500/

http://www.briansolis.com/2013/12/social-media-matures-yet-many-companies-still-lack-a-strategic-foundation-infographic



Drive 
engagement

Analyze 
sentiment

Listen 
everywhere



72% 

Pew Research Center

Listen to what people are 
saying

Learn how people really feel 
about your business

See how you stack up to 
competitors 

Listen 
everywhere



39%

Satmetrix

Determine your share of 
voice across social channels

Know who your key 
influencers are

Figure out what is resonating 
with the market

Analyze
sentiment



55%

Satmetrix

Drive 
engagement

1Source: http://www.mediabistro.com/alltwitter/

brands-ignore-customers-social-media_b22814





Social listening
Listen to what people are saying globally 

across social media, news publications 

and other sources via RSS.

Key influencers
Identify and follow people actively talking 

about your brand, products, or services. 

Sophisticated alerts
Detect trends and listen for specific 

posts to keep you informed on keywords 

or topics.



Adaptive sentiment 
Adaptive sentiment learns from 

customers through machine learning 

enabling custom sentiment models to fit 

your organization.

Automated triage
Automatically detect intention in social 

posts and triage/route them as cases or 

leads into CRM.

Insights at a glance with rich analytics: 

location, share of voice, text mining and 

tag clouds visualizations. 



Engage & publish
Improve your social media presence by 

engaging with social communities with rich 

multimedia – replying and publishing. 

Team collaboration
Enable teams to collaborate using Office 
Groups for assigning posts and sharing 
streams and social profiles.

E2E customer experience
Create an end-end customer experience by 

creating CRM actions from social posts –

cases, leads, and any custom entities.



Social sales
Win faster when you leverage social 

to identify and act on buying signals,

monitor key developments at your 

top accounts and track competitors.

Social marketing
Manage your brand reputation, nurture 

influencers, measure campaign effectiveness 

and strengthen your community 

management.

Social care
Keep customers happy by identifying any 

customer issues and trends early on and 

being proactive on Twitter and Facebook.



Social Selling Assistant
Capability overview



What is Social Selling Assistant?



Why use Social Selling Assistant?

Salespeople who 
exceed quota 

share 23%
more content 
each month on 
social media

75% of B2B 

buyers are 
influenced by 
information 
found on social 
media

78% of 

salespeople 
using social 
media perform 
better than their 
peers

Sources: “How Can LinkedIn Help You Beat Your Number?”, 2013, LinkedIn; Digital Transformation: Social Selling Research, Insights, and Best Practices”, 2015, Dell; “Study: 78% of Salespeople Using Social Media Outsell Their Peers”, 2013, Forbes; “State of Sales in 2016”, LinkedIn



How do we do it?

Our approach: Personalized smart recommendations requiring minimal time 
commitment.
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Microsoft Flow




