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Context and business problem

(Herhausen et al., 2020; Williams et al., 

2017; Zoltners, Sinah and Lorimer, 2008

(Dwivedi et al., 2021; 
Agnihotri, 2020; Singh et 
al., 2019)

(Hartmann & 
Lussier, 2020; Ritter 
& Pedersen, 2020)



Growth of social media use in B2B sales

(Ahearne et al., 2022 ; Stelzner, 2018; Agnihotri et al., 2016; Guesalaga
2016, Itani et al., 2017; Andzulis et al., 2012

(Stelzner, 2018; Itani et al., 2017; Tuten 2014) 



Research Domains



Professional selling and social media’s 

influence on the B2B sales process

(Dubinsky 1981)

(Williams & Plouffe, 2007; Moncrief and Marshall (2005)



Professional Social Networking Sites 

Adapted from Moore (2015)
(Zahay, 2021; Tuten, 2014) 



Sales 
Enablement 

and PSNS

(Rapp & Beeler, 2021; 
Matthews & Schenk, 2018; 
Rangarajan et al., 2020; Zhang 
& Li, 2019)



Theoretical Lenses

(Cartwright 2021)

Social Media 
Adoption

1) – General 
motivations; Theory of 
Reasoned Action and 
Theory of Planned 

Behaviour

2) - Social 
psychological theories; 

e.g., Social Identity 
Theory and Social 

Comparison Theory

Social Media 
as a 

Technology

3) Technological 
functionality of 

available platforms; 
e.g., Technology 

Acceptance Model and 
Task-Technology Fit 

Model

Relationships 
in B2B 

Marketing

4) Relationship-oriented 
theoretical lenses, e.g.; 
e Social Capital Theory, 
Social Network Theory, 

and Relationship 
Marketing Theory

Social Media 
and Strategy / 
Management 

5) Organisational resource 
and capability 
foundations, 

e.g; Resource-based View, 
Resource Advantage 
Theory, and Dynamic 

Capability Theory.

6)  Organisational 
orientations, e.g.;  E-

Marketing orientation and 
Innovation orientation



Findings to date and next steps

Topic Expected research outputs

Sales Management

What knowledge do sales managers require 

to aid their sales strategy formation when 

using PSNS?

Professional selling

How is PSNS integrated within existing sales 

processes and what are the associated 

effects?

Professional social 

networking sites

How can social selling, as a digital marketing 

strategy, be implemented effectively within 

the sales organisation?

PSNS as a sales 

enablement tool

How will organisations use PSNS as a sales 

enablement tool in the broader sales and 

marketing strategy to generate revenue?

Output: A framework to guide sales organisations 

strategic use of PSNS to facilitate sales revenue 

generation

(Cartwright et al., 2021; Liu et al., 2021; Iankova et al., 2019; J 
Ogilvie et al., 2018; Chirumalla et al., 2018; X. Liu et al., 2019; 
Siamagka et al., 2015; Moore, Hopkins, and Raymond 2013)
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