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Let's...Let's...Let's...Let's...

- Discover your approaches so far- Discover your approaches so far
* frustrations* frustrations
* successes * successes 

- Improve your search skills- Improve your search skills

  



  

1) See how to get a GOOD list, faster
- Use advanced search function
- Perform & save regional searches
- Use Boolean tools to get the job done

2) Develop your own 'harvesting' process
3) Discover how others approach the job

Let's ...Let's ...



  

1 Decide who or what type of person are you searching for. 

2 Tweak LinkedIn parameters to yield a list of those people.

3 Experiment! There is no perfect way searching, or 
generating a list, but there are better ways.

4 Decide how your list 'fits into' your prospecting process. 

LinkedIn search in 4 stepsLinkedIn search in 4 stepsLinkedIn search in 4 stepsLinkedIn search in 4 steps
bit.ly/LI-Search-101



  

You'll need...You'll need...You'll need...You'll need...

- Target criteria- Target criteria
* geographic territory* geographic territory
* typical titles* typical titles
* keywords  * keywords  

  



  

Titles:
VP of Sales
CSO
Director of sales 

(in larger organizations 
- Fortune 750 level)
Marketing
VP Marketing
CMO
VP / Director 
Corporate 
Communications
Product Manager
Brand Manager
Creative Director

Geography:
US and Canada

Keywords::

Presentations
Sales Enablement
Value Proposition
Sales Strategy
Sales Process
“Value Proposition” 

Markets:
Technology
Services Industries



  

Titles:
Owners, CFO, CEO, 
President – the 
company must be 
headquartered in the 
DC Metro Area

Geography:
DC Metro Area

Keywords::

Fleet, Company 
Vehicles 

Markets:
50-2000 employees 
(particularly with fleet 
sizes 20-300)

HVAC, Plumbing, Sales 
Teams (mileage 
reimbursement), 
Engineering, 
Construction



  

Titles:
Human Resources 
Managers

Geography:
Ohio
Michigan
 

 

Markets:
Staffing industry
Over 200 employees

 

Keywords:
Human Resources



  

Quotes “product manager”
Parenthesis software AND (engineer OR architect)
AND software AND engineer
OR “vice president” OR “VP”
NOT “vice president” OR “VP” OR

owner NOT manager

Saving timeSaving time
Boolean CommandsBoolean Commands

Grab LinkedIn's tip sheet www.bit.ly/BAI-boo



  

Where LinkedIn fits inWhere LinkedIn fits in
(and a warning)(and a warning)

Where LinkedIn fits inWhere LinkedIn fits in
(and a warning)(and a warning)

Phone LinkedIn EmailLists

Productivity Apps
(mobile devices)

Industry
forums



  

Effective follow-upsEffective follow-upsEffective follow-upsEffective follow-ups



  

Embrace “No”Embrace “No”Embrace “No”Embrace “No”



  

Touching base
Checking-in
Following-up

Banned wordsBanned wordsBanned wordsBanned words



  

Following the 1Following the 1stst touch touchFollowing the 1Following the 1stst touch touch



  

Subject: sorry

Hi, Nicole.
Did you see the below message? Sorry to nag.
 
Jeff

Subject: sorry

Hi, Nicole.
Sorry to pester/bug you. Did you see the below message?
 
Jeff



  

Re-starting the Re-starting the 
conversationconversation

(when customer 'goes dark' / is unresponsive)(when customer 'goes dark' / is unresponsive)

Re-starting the Re-starting the 
conversationconversation

(when customer 'goes dark' / is unresponsive)(when customer 'goes dark' / is unresponsive)



  

I noticed our chat went quiet. Did I say something wrong? I hope 
it was just because great things are happening for you and 
this week was exceptionally busy. 

Is there a benefit to continuing our chat? Could we __________? 
[describe as benefit to them]

I noticed our chat went quiet. Did I say something wrong? I hope 
it was just because great things are happening for you and 
this week was exceptionally busy. 

Is there a benefit to continuing our chat? Could we __________? 
[describe as benefit to them]



  

Subject: RE: Your Project

Hi Ted,  
Since I have not received a reply to my last several emails I 
assume this project is not moving forward. Can you tell me if a 
decision was reached to eliminate XYZ Inc. from consideration? 
Or have you put all classification tools on hold? 
  
I appreciate any information you can share. Thanks Ted. 
  
Thanks,
Dennis 

Subject: RE: Your Project

Hi Ted,  
Since I have not received a reply to my last several emails I 
assume this project is not moving forward. Can you tell me if a 
decision was reached to eliminate XYZ Inc. from consideration? 
Or have you put all classification tools on hold? 
  
I appreciate any information you can share. Thanks Ted. 
  
Thanks,
Dennis 



  

Subject: did I lose you?
 
Hi Scott, 
I haven’t heard from you in a while and I know the O365 launch 
was scheduled around this time. I am sure you are busy with it.  
When would be an appropriate date after the launch to continue 
our discussion about Auto Classification?
 
Brad Smith  |  Sales Director

Subject: did I lose you?
 
Hi Scott, 
I haven’t heard from you in a while and I know the O365 launch 
was scheduled around this time. I am sure you are busy with it.  
When would be an appropriate date after the launch to continue 
our discussion about Auto Classification?
 
Brad Smith  |  Sales Director



  

Subject: Still interested in Auto Classification?
 
Hi Richard, 
It has been quite some time since we last spoke and I have 
reached out several times with no response.  I can take that as 
you are really busy—or priorities have shifted away from Auto 
Classification.  

Can you give me some guidance on whether I should continue 
reaching out?
 
Brad Smith  |  Sales Director

Subject: Still interested in Auto Classification?
 
Hi Richard, 
It has been quite some time since we last spoke and I have 
reached out several times with no response.  I can take that as 
you are really busy—or priorities have shifted away from Auto 
Classification.  

Can you give me some guidance on whether I should continue 
reaching out?
 
Brad Smith  |  Sales Director



  

Subject: Permission to close your file

Hi, Simon.
I am in the process of closing files this month. Typically when I 
haven’t heard back from someone it means they are either busy 
or are not interested. If you are not interested do I have 
permission to close your file?
 
If you are still interested, what do you recommend as a next 
step?

Thanks for your help, Simon.

Jeff

Subject: Permission to close your file

Hi, Simon.
I am in the process of closing files this month. Typically when I 
haven’t heard back from someone it means they are either busy 
or are not interested. If you are not interested do I have 
permission to close your file?
 
If you are still interested, what do you recommend as a next 
step?

Thanks for your help, Simon.

Jeff



  

SUBJECT: Are we in touch?   

Hi [name],
Sorry to bug/pester/nag you. Did you see the below 
message? If I do not hear back from you by
Friday, I will not be in touch again.

All the best,
[your name]

SUBJECT: Are we in touch?   

Hi [name],
Sorry to bug/pester/nag you. Did you see the below 
message? If I do not hear back from you by
Friday, I will not be in touch again.

All the best,
[your name]

Goodbye (final attempt)Goodbye (final attempt)Goodbye (final attempt)Goodbye (final attempt)



  

SUBJECT: Are we in touch?   

Hi [name],
Sorry to pester you but given the amount of discussion 
we've had I'd like to understand your decision. If it's bad 
news for ____ [your company] that's fine. Please let me 
know?

All the best,
[your name]

SUBJECT: Are we in touch?   

Hi [name],
Sorry to pester you but given the amount of discussion 
we've had I'd like to understand your decision. If it's bad 
news for ____ [your company] that's fine. Please let me 
know?

All the best,
[your name]

Goodbye alternateGoodbye alternateGoodbye alternateGoodbye alternate



  

2 prospect contacts

1

2



  

Subject: Let's decide?

Hi [first name],
__________ [referee name] said you would be interested in knowing 
about an unusual/different/strange but effective way to 
_________________ [buyer's goal]. 

Are you open to a short email exchange—to decide if a phone 
conversation is justifiable?

Best regards,
[your name]

The referralThe referral



  

1)  Address one person

2) Keep it VERY short & focused on THEM

3) Ask for ONE decision

1)  Address one person

2) Keep it VERY short & focused on THEM

3) Ask for ONE decision

Remember toRemember toRemember toRemember to



  

Solve problemsSolve problems
(back to basics)(back to basics)

Brief, blunt, basic



  

earnearn attention attention
sparkspark curiosity curiosity

provokeprovoke response response

connect connect to what you sellto what you sell

earnearn attention attention
sparkspark curiosity curiosity

provokeprovoke response response

connect connect to what you sellto what you sell

ProcessProcess



  

CuriosityCuriosity

AttentionAttention



  



  

howhow &  & whenwhen  

        you speak matters you speak matters 

more thanmore than  whatwhat
          you sayyou say

howhow &  & whenwhen  

        you speak matters you speak matters 

more thanmore than  whatwhat
          you sayyou say



  

Attract clients to the Attract clients to the 
idea actingidea acting

(inviting us to talk more)



  

●  Ask them to talk more about their situationAsk them to talk more about their situation
●  Reveal “just enough” to keep them curiousReveal “just enough” to keep them curious
●  Don't be afraid to push back Don't be afraid to push back 
  (negative reverse selling)  (negative reverse selling)

Let them tell youLet them tell youLet them tell youLet them tell you



  

The conversationThe conversation
already going onalready going on

in their minds?in their minds?

(can you use it &
serve them too?)

The conversationThe conversation
already going onalready going on

in their minds?in their minds?

(can you use it &
serve them too?)



  

What can youWhat can you
warn themwarn them

about?about?

What can youWhat can you
warn themwarn them

about?about?



  

Prove you've done 
homework

Prove you've done 
homework



  



  

You've got what's neededYou've got what's needed

Session #1
Spark selling method: 
Success principles

Session #2
Scaleable techniques to provoke
response



  

Session #3
Effective message sequences, 
cadence & adapting over time

Session #4
Targeting prospects on LinkedIn
FAST

You've got what's neededYou've got what's needed
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