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ADIL SAMIT
CEO & Founder of 3 Companies

Over 15 years marketing experience, including over 9 in 
online marketing. Specializes in opening new markets and 
territories for small to medium sized traders and 
manufactures.
As a founder and CEO of Nocti, I develop innovative online 
marketing strategies to help companies to enhance branding, 
elevate market presence, and generate revenue. My expert 
understanding of and ability to optimally use social media, 
SEO and marketing technology tools for businesses allows me 
to offer companies a unique and successful approach to 
driving sales within their organization.









IS SELLING 
AN ART OR 
A SCIENCE?



THE OLD WAY OF

B2B SELLING IS

BROKENREALITY 1





REALITY 2

90% OF B2B DECISION 

MAKERS DON'T
RESPOND TO COLD

SALES OUTREACH





Email is Dead







REALITY 3

B2B email campaigns 
reported a 47% higher 

click-through rate 
than B2C in 2016





THE NEW B2B BUYERS
what do they look like?



THE NEW B2B 
BUYERS

What do they look like?

Outside of work in their everyday consumer 

life, buyers are increasingly turning to digital 

tools to find solutions and to help them 

make purchasing decisions.

In recent years the B2B buyer has evolved to become 

a digital savvy, master/mistress of the Internet with a 

strong taste for social media.



BIG CHANGES TO B2B
SALES PROCESSES

As software continues to get smarter, the 

B2B sales person’s role and the sales process 

changed. The B2B sales professional must 

demonstrate in the long run that he/she can 

evolve and manage the new sales process, 

which will no longer be characterized as the 

sales process, but rather the buyer’s journey.



Business buyers are increasingly self-directed

Prefer not to 
interact with a 
sales rep as the 

primary source of 
information

60% 68% 62%

Prefer to 
research on their 

own, online

Can develop selection 
criteria or finalize a 
vendor list — based 

solely on digital 
content
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Buyer Journey.

Set Up

Checking

Yes

No

Selection/Collecting

suppliers

More than half (53%) of B2B buyers report 

turning to social media to make buying decisions



REALITY 4

BUYERS COMPLETE 67%
OF THEIR DECISION

MAKING BEFORE
THEY CONTACT

A SALES REP



TOP SOCIAL MEDIA
Channels for B2B





B2B Omni-Platform
Content Strategy













SOCIAL 
SELLING



Social  sell ing is  when salespeople use 
social  media to interact directly with 
their  prospects.  Salespeople will  provide 
value by answering prospect questions 
and offering thoughtful  content until  the 
prospect is  ready to buy .





75% OF BUYER USE

SOCIAL MEDIA TO
FIND INFORMATION

ON VENDORS

REALITY 5



What Technologies Tools Are You 
Using As A Salesperson?

And How You Judge That It Can 
Grow Your Revenue?



FAST FACTS

Salespeople are relying on a variety of 
sales technologies to grow revenue, 
close deals and build stronger 
relationships. Such as :

Productivity
Apps

CRM
Email 

Tracking
Social 
Selling

Sales 
Intelligence



Sales professionals spend the most time 
using social selling tools and CRM — and 

believe both deliver the highest value.
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Hours Spent With Each Tool



More than 70% of sales professionals

use social selling tools, including LinkedIn,
Twitter and Facebook, making them the 

most widely used sales technology. 
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Thinking about the 
various types of sales

technology, how 
impactful are they on 

your ability to grow 
revenues?



90% of top salespeople use social

selling tools, compared with 

71% of overall sales professionals. 
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Top Salespeople Value Sales Technology



CRM
Email

Tracking
Sales 

Intelligence
Social 

Selling 

yesware.com

cirrusinsight.com

salesloft.com

discoverorg.com

insideview.com

salesforce.com

nimble.com

pipedrive.com



Everything you need to organize, track, 

and nurture your leads and customers. 

Yes, it's 100% free, forever.

HUBSPOT
CRM



Everything you need to organize, track, 

and nurture your leads and customers. 

Yes, it's 100% free, forever.

HUBSPOT
CRM





X-RAY
Methods





X-Ray Method Inurl Operator

Finding LinkedIn Profile
site:linkedin.com (inurl:in OR inurl:pub) -intitle:directory
(Keyword1 OR Keyword2) “Country”

Example
site:linkedin.com (inurl:in OR inurl:pub) -intitle:directory
(silicone OR silicone+rubber) “Canada”





Remember

X-Ray method will not only allow you to find customers profiles on LinkedIn 
but also Groups, Company Pages ……

All this will help you to get more results that lead you to take 
advantage and get more profit.



LINKEDIN
XRAY SEARCH

http://recruitmentgeek.com/tools/linkedin/

http://recruitmentgeek.com/tools/linkedin/




Chrome 
Extensions



It look up a LinkedIn member, it will work 

out a personality profile Crystal will show 

you how to personalize your message to 

them

CRYSTAL 
KNOWS

http://crystalknows.com/










CRYSTAL 
KNOWS





When you’re on a LinkedIn or other social 

media profile, open prophet

It will show you their Email address, and 

aim to find them elsewhere online

PROPHET

http://bit.ly/prophetchrome




360SOCIAL
See everything
about everyone

Lets you see everything about anyone, 

offering you endless opportunities to 

connect with people and engage with 

them.



360SOCIAL
See everything
about everyone

Lets you see everything about anyone, 

offering you endless opportunities to 

connect with people and engage with 

them.



360SOCIAL
See everything
about everyone

Lets you see everything about anyone, 

offering you endless opportunities to 

connect with people and engage with 

them.





Search for people on LinkedIn, simply 

highlight their name and right click

LINKEDIN
SEARCH

TOOL
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Search for people on LinkedIn, simply 

highlight their name and right click

LINKEDIN
SEARCH

TOOL



Easy to use search tool for sales reps 

looking to streamline their constant 

searching and sourcing.

SALES
SEARCH







Extracts data out of html pages and 

import it into Microsoft Excel 

spreadsheets

DATA 
SCRAPER













ARTIFICIAL 
INTELLIGENCE

IN SALES



Salesperson will be more 
worried about being replaced 

by another salesperson 
who is empowered by 

intelligence than by a machine

REALITY 5



This means that within five years,  basically 
every salesperson will  have an intelligent 
assistant that will  use intimate computing 
to deliver rich context around every step of  
the sales process,  from initial  contact to 
closing.
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Google Assistant

w w w . n o c t i . c n
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Google Assistant

w w w . n o c t i . c n





Nudge plugs into Gmail and shows you 

comprehensive information on your prospect 

and their company, including latest news, press 

hits, and social media posts. Nudge is a great 

tool for gaining insight into your prospect’s 

behaviors and getting timely updates on the 

state of the accounts you’re trying to close.

NUDGE.AI



Nudge plugs into Gmail and shows you 

comprehensive information on your prospect 

and their company, including latest news, press 

hits, and social media posts. Nudge is a great 

tool for gaining insight into your prospect’s 

behaviors and getting timely updates on the 

state of the accounts you’re trying to close.

NUDGE.AI















AI is the next great technology disruption 

transforming how we live and work, and 

Salesforce Einstein is the first 

comprehensive AI platform for CRM

SALESFORCE
EINSTEIN







Thank You


