
8th & 9th February 2021 E - Learning Course

Major Benefits of Attending

Organized by:

Digital Transformation in 
Sales and Marketing 
Build solid relationships online, ensuring client satisfaction and repeat business

• LEVERAGE advanced digital tools and methods in the sales 

   cycle and acquire more relevant leads

• UNDERSTAND the importance of personalized, quality 

   content

• DEVELOP a fully integrated selling strategy

• ENHANCE your social presence to influence buyer decisions

• APPLY social selling tools to increase online sales conversions

• BUILD stronger customer engagement and shorten the sales cycle

• UTILIZE CRM and sales intelligence tools to boost customer 

   loyalty and retention

Who Should Attend?Why you Should Attend?

This 2-day course will equip delegates with the practical 
skills and confidence to engage with customers and 
generate new business by exploiting free and easy to use 
social media channels and digital tools. Sales professionals 
who use Social Selling outperform salespeople who use old 
sales methods. Traditional sales and marketing methods 
such as cold calling and direct mail are losing effectiveness.

This course is designed for Directors, CEOs, Head of 
Departments, and Managers of:

• Marketing
• E-Commerce
• Customer Insight
• Analytics & Modelling
• Online Marketing/Strategist
• Digital Strategy
• Omni-Channel Retail
• CRM

Course Methodology

This 2-day e-Learning Course will be conducted via 
ZOOM - Webinar / Video Conferencing. Delegates are 
required to have a working Webcam and Headset 
with Microphone. For a smooth conferencing, 
delegates should have an Internet Speed of at least 
8Mbps Download and 1.5Mbps Upload Speed.



DAY 1

Outline

Workshop Overview

In the first decade of the 21st century, B2C companies learned that consumers had taken charge. They demanded less 
hype and more information. Tellingly, consumers started completing more than 70% of their shopping process before 
allowing a salesperson to even speak to them. 

Today, the sales revolution that began with B2C is changing the way B2B buyers make decisions. After all, B2B buyers 
are consumers, too. And they are demanding more value and less hype in their B2B purchase relationships. 

B2B sales teams now have a stark choice. Learn to reach the modern B2B buyer the way they want to be reached or 
stick with what you’ve been doing. It’s a choice as basic as success or stagnation.

A lead developed via social media is seven times more likely to close and while social media isn’t all about selling, 
social selling can work for your business with a strong strategy in place. This half day course will show you how to 
develop that strategy and navigate the social media buying journey of a customer. Learn how to listen to 
conversations about your brand and product, engage customers through social media advertising and convert these 
into leads and sales. Most importantly, you’ll learn how to measure your ROI to make sure that social selling is working 
for you.

Our Social Selling course is aimed at individuals and companies who want to maximise their social media presence to 
generate leads and sell online through their social media channels.

SESSION 1 – UNDERSTANDING SOCIAL SELLING IN 
THE DIGITAL AGE

• Creating a new mindset for the Digital Age
• Why do I need to Change Today and Not Tomorrow?
• Social selling is not social media marketing. It is 
   all about engagement!
• The digital and social media revolution and its   
   impact on business
• Why sales and marketing professionals are having 
   greater success at reach new and existing
• audiences through social selling than through 
   traditional forms of sales and marketing
• Why LinkedIn?

SESSION 2 – STRATEGY DEVELOPMENT FOR 
EFFECTIVE SOCIAL SELLING

• Why you are on the platforms you are on
• What is you want from each platform?
• Designing an effective strategy and road map to 
   get the results you want from your social selling
   efforts

This session will include a strategic worksheet will 
be used during the session.

SESSION 3 – PERSOANL BRANDING: THE KEY TO 
EFFECTIVE SOCIAL MEDIA POSITIONING

• What is personal branding and why is it important 
    in the digital age?
• How does it apply to social selling?
• How to craft a personal brand which represents 
   you for the unique person you are and reflects the 
   values of your business
• How personal branding can help you develop trust
   
   This is a highly interactive session with a breakout 
   component to discuss and develop a personal 
   branding outline.

SESSION 4 – UNDERSTANDING AND DECELOPING 
YOUR SIGNIFICANT TARGET MARKET FOR SOCIAL 
SELLING MASTERY

• What is a Significant Target Market?
• Who are your perfect future clients and how do 
   you find them in the Digital Age today
• Separating facts from assumptions
• Understanding your market and your space within 
   that market in a social selling context
• Understanding the social value of your significant 
   target market 

This session will include a market worksheet.



SESSION 5 – CAPTURING AND UNDERSTANDING THE 
KEY CONCERNS, ISSUES AND MOTIVATIONS OF 
YOUR MARKET PLACE

• How to find the key issues your significant target 
   market are concerned with
• Crafting your differentiation by understanding 
   these concerns
• Creating a Unique Positioning
• Creating a Defensible Positioning
• Creating a Dominant Positioning

SESSION 6 – DEVELOPING A CONTENT STRATEGY 
FOR BUILDING INFLUENCE, CREDIBILITY AND TRUST

• What is content? Discover the various types of 
   content and their application to various social
• selling channels
• Creating a content delivery strategy which builds 
   real credibility and influence within your STM
• The key to selling socially is education
• Crafting your message for engagement and 
   education
• Implementing your content strategy
   
   This session will include a free content strategy 
   and implement template which will be used during 
   the session.

SESSION 7 – USING LINKEDIN AS YOUR PRIMARY 
FOR EFFECTIVE SOCIAL SELLING

• Creating a professional LinkedIn Profile 
   purposefully design to position you as the expert
• What impact does LinkedIn have on your personal 
   branding?
• Designing your summary for maximum interaction
• Implementing your content strategy on LinkedIn
• Finding your STM on LinkedIn using the search 
   functionality
• Creating a connection strategy with you STM 
   which works every time
• Our Methodology

This session is highly interactive and engaging. We 
recommend all attendees have a laptop, tablet or
mobile device with direct access to LinkedIn either 
via an app or the website.

It is also recommended that attendees have a 
LinkedIn account, with a minimum profile set up. 
Should attendees not have a LinkedIn account, 
provision will be made at the end of day 1 to assist in 
setting up an account.

DAY 2

Outline

Program Schedule (GMT+4) 

7.45am      – Registration and Logging In
8.00am     – Session Begins
9.30am    - Break
9.45am    – Session Resumes
11.15am   - Break
11.30am  – Session Resumes
13.00pm – Session Ends

Program Schedule (GMT+8) 

11.45am       – Registration and Logging In
12.00pm      – Session Begins
13.30pm     - Break
13.45pm     – Session Resumes
15.15pm    - Break
15.30pm    – Session Resumes
17.00pm    – Session Ends



Accreditations

• Excellent Trainers from Institute of Leadership and Management (ILM)
• Member of the Institute of Directors (MIoD)
• Digital Skills, Employer Advisory Board Member, Leeds Trinity University

Jonny Ross is founder and digital transformation & marketing specialist at Fleek Marketing an award-winning digital 
marketing company. Fleek works with a wide range of B2B and B2C businesses, and both public and third sector 
organizations.  The company has won several digital marketing awards for SEO campaigns and websites, and Jonny 
was personally named a ‘42 under 42’ by Insider Magazine. 

Jonny has over 25 years’ experience in small business, and over 23 years’ experience in digital online technologies. He 
specializes in SEO, Data, User Experience, digital transformation & social media marketing and web design. Jonny 
Ross is an experienced speaker and has devised and run numerous marketing training events and strategy workshops 
for hundreds of people, including businesses and employees at all levels. He sits on the Leeds City Council’s digital 
board, so is always plugged into all things digital in the city.

He also has a passion for schools, specifically digital skills; he has recently helped Leeds Trinity University with their 
employability project, which involved digitally upskilling of students. He is an enterprise advisor for the local LEP 
working with a number of schools and colleges on business engagement and digital skills.

He chairs events, most notably for Think Yorkshire he recently chaired a round table for some of Yorkshire top digital 
directors which included the head of tech from Sky and the head of innovation at Morrisons.  Retail is where Jonny 
started out, as a former optician. After managing a chain of optician stores for a number of years, he set up an 
ecommerce store selling sunglasses. 

For the first six years, it had the highest turnover of any sunglasses e-tailor in the UK. They had the biggest buying 
power, buying more than Debenhams and Shade Station. Then in 2004, the website was issued an SEO Google Penalty 
and dropped from the top of Google rankings to page 7 and 8!

It took almost three years and three SEO companies to restore the site rankings, during which time he lost 40% of his 
turnover. Through the process he learned the ins and outs of Google penalty unwinding and how SEO really works, 
including how blogging, user journeys and user experience can be used both to engage with customers, and to boost 
a website’s search engine rankings.

About Your Course Facilitator

Workshop Facilitator

Jonny Ross 



Testimonials from past participants

“Very interesting, thought provoking and well-tailored to the audience. We definitely have a lot of actions going 
  forwards – thank you!” 

“Really informative on analytics and how to pull useful information/data to report on. Jonny has a sound knowledge   
  on all analytical & monitoring elements in marketing. This was a really useful event.” 

“The masterclass was informative & useful. Jonny was very helpful and knows what he’s talking about. I’ll be applying 
  the information to both client and internal projects.” 

“As a small group, it was very interactive and we could ask lots of questions. I was introduced to new tools that I 
  hadn’t used before.” 

“The masterclass was informative, instructive and engaging. It was great that there was time to discuss other issues 
  with websites and social media too.” 

"The course changed my way of thinking about measuring costs on our website. It was well paced to keep the whole 
  group engaged and Jonny regularly asked questions to ensure we all got what we needed from the session." 

Results From a Past Project

Client 

• Carrwood Park, Serviced Office Provider

Work done

Jonny Ross provided Web Development consultancy, with marketing strategy and planning, full SEO audit, keyword 
research, competitor research, this resulted in creating a coordinated marketing strategy - web/blog, SEO, social, PPC, 
sales etc, with buyer personas, buyer journeys, USPs and targeted key messages.

Jonny implemented this with staff training, customer research and working alongside their business owner and 
marketing manager.  

The Impact and outcome was:

• 400% increase in website traffic
• Reduced spend on agents fees from £80k > £20k 
• Generated £5 return for every £1 spent

"When choosing suppliers to work with, we look for people who deliver results based on specific objectives. Not only has 
Fleek and Jonny Ross got the ability to deliver this, the transparency of their work also gives us real confidence. We will 
continue to use Fleek Marketing on more and more of our projects moving forward."  - Oliver Corrigan, Park Manager & 
Managing Director


