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INTRODUCTION TO VIRTUAL SELLING

Things have changed a lot around the world with this current situation.
      It’s easy to see we won’t ever fully go back to the way we were before. 
But you know what, as a society, we never go back, we always change, 
adapt and move forward. 

So it’s our role to do the same. We need to adapt and change to keep up 
with the changing world and one of the key things we need to do is 
learning how to sell remotely.  If you’re making the transition from in-
person, o ine sales to remote, online sales, you might be thinking its 
not as easy as in person sales and you’re right, its not as easy. Remote 
selling is very di erent from traditional selling. But when you learn how 
to do virtual selling e ectively, you’ll find that you can close more deals 
in less time. You’ll save travel time, waiting time and your sales 
presentations will be more e cient and e ective. 

When it comes to virtual selling, you may find that when you are 
selling  remotely that there is an information gap.  Less information is 
transmitted. We used to be able to see a lot of things happening like 
body language and facial expressions. 

Now, we need to be able to address these gaps, fortunately, the good 
news is, there are ways to address the gaps. 

Here at SOCO we’ve been selling and training remotely for over 10 yrs 
because we’ve always dealt with geographically dispersed teams so a lot 
of our selling and training has happened virtually. Now we can see that 
the future of sales is online and the trend is here to stay.   

In this course we are going to be looking at how to build trust selling 
remotely, software and hardware tech tools you need for remote selling, 
content that will help you optimise trust as well as how to run an 
e ective remote sales meeting. Frankly once you master remote selling, 
you might not want to go back to in-person selling. 



Copyright © Soco Sales Training Pte Ltd
 prosper@socoselling.com | www.SocoSelling.com | @socoselling

TECH TOOLS

Virtual selling has completely changed the sales game. Here’s just a few 
of the tech tools you’ll need when selling remotely. 

APPOINTMENT SCHEDULING TOOLS
Calendly for example, is a time saving way for scheduling meetings with 
prospects. Many reps will have di erent calendars set up with di erent 
criteria. Best of all these tools will automatically send out meeting 
reminders. These tools are really great for reducing and eliminating the 
constant back and forth between you and your prospects and 
customers to try to book a time.

VIDEO CONFERENCING SOFTWARE
Sales are all happing online now so using 
platforms like Zoom, GoToMeeting, 
BlueJeans and Microsoft Teams are 
essential. You need to know how to use 
any platform your prospect wants to talk 
on. So practice ahead of time so you aren’t 
fumbling and stumbling on the call. 
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SALES PRESENTATION SOFTWARE
Whether you’re using PowerPoint, Keynote, Google Slides or a snazzy 
Prezi deck, sales teams need a solution to deliver visual, structured sales 
presentations. 

Some companies are starting to incorporate Prezi Video into their virtual 
sales presentations because they can have the visuals on the screen 
without having to cover the sales reps’ face with slides. When it comes 
to virtual selling, being able to see the sales representative talk is crucial 
for building trust and rapport. 

PHONE TRACKING SOFTWARE
Whether your company is using an in-house phone tracking software 
or an online tool like justcall.io, phone tracking software has been an 
essential sales tool for some time now as it allows companies to see 
how much time reps are spending on calls, how many calls they’re 
making and how many calls they’re missing. These tools also allow 
sales managers to check on the quality of their rep’s calls. 

DOCUMENT STORAGE
Having tools like Google Docs or Dropbox for document delivery in 
your sales tech stack are essential for not only collaborating with your 
coworkers but also for sharing documents with customers. Our reps 
have our brochures and collaterals all easily accessible in di erent 
DropBox folders. 



GOOD SOUND
The mic on your headphones or 
Airbuds work great

ADEQUATE LIGHTING  
Place a table lamp on your desk to light 
your face or use an LED video light 

5 TIPS TO LOOK YOUR BEST 
ON A VIDEO CALL 
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HARDWIRE WHEN POSSIBLE
To avoid buffering/ connectivity issues

PLACE YOUR CAMERA AT EYE LEVEL 
Raise your laptop up on books if needed so you 
aren’t looking down at your laptop camera

CLEAN BACKDROP
Place your desk so you have a wall 
behind you instead of a messy room
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What are you going to do now, to improve upon your virtual 
selling skills and turn those weak spots into some of your 
biggest strengths. 

ACTION PLAN



https://www.linkedin.com/company/soco-sales-training/
https://www.youtube.com/channel/UCMM01q-domw-UeO5QLvg_yw
https://www.facebook.com/SocoSalesTraining/
https://www.instagram.com/socoselling/
https://twitter.com/socoselling
https://www.pinterest.com/socosalestraining/
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