
Marketing Training Workbook

Where to start?
   

a.) Running a LinkedIn Lead Gen Campaign of Your Own

· This will result in the perfect training ground for these campaigns.

1. Define your prospect profile.
2. Optimize your profile.
3. Gather content/resources for your first content schedule.
4. Join groups that are full of your ideal prospects.
5. Create a group targeting your ideal prospects (optional, but recommended).
6. Build a couple test searches with Advanced People Search to locate your ideal audience.
7. Build your database.
8. Work new connections through a nurture messaging campaign.


b.) Who Should I Target?

· Companies who target other businesses, business owners or people who we can define by their job title.

· If a client targets individuals can we infer their need for a product/service based on their title – i.e. a Financial Advisor/Tax Consultant target those with higher income typically or business owners. So they could run a campaign to target and build relationships with business owners/executives 

	
Start by writing out a list of industries/verticals you have dealt with in the past and have a history with. Do you have a familiarity with the jargon and other connections in the industry because you worked in the industry or with clients in that industry?

______________________________________________________________________

______________________________________________________________________

______________________________________________________________________

______________________________________________________________________

______________________________________________________________________


· Company Sizes to Start With?

·  For your first couple clients getting your foot in the door will be easier with small companies. We recommend company sizes 1-10 or 11-50 employees as a starting point.

· Titles to target: (check those that you’ll begin with)
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□ CEO
□ Owner
□ Founder
□ Company Clown
□ CFO
□ VP Marketing
□ Marketing Director
   			□ President
   □ Vice President
   □ The Vice President of the United States
   □ CMO
   □ Account Executive
   □ Director HR
   □ Other     
   ________________________________




c.) Local Business Events/Groups

· You might be thinking, “That’s so old-school. Gross!”
· You’d be wrong! Searching for local entrepreneur or business organizations will help you expand your network, and get your name and face in front of more of your prospects and more people who can introduce to more prospects.
· For a list of entrepreneur organizations you could start here: https://www.entrepreneur.com/article/241192
· Don’t forget about prospect-specific LinkedIn or Facebook groups.
· And additionally, you can use event sites i.e. Meetup or EventBrite


d.) Online Groups and Threads

· You might be thinking, “That’s so new-school. Cool!”
· But it’s honestly a great place to start.
· Hop on Quora thread and answer someone’s question about marketing or selling on LinkedIn.
· Join and build relationships within targeted Facebook or LinkedIn groups.
· Participate in a Reddit thread.



e.) Blog Guest Post or Podcast Outreach
	


List out 10 niche marketing or industry blogs (or podcasts) that your target prospects visit that you could potentially provide content for.

______________________________________________________________________

______________________________________________________________________

______________________________________________________________________

______________________________________________________________________

______________________________________________________________________


1. Visit the websites of these publications.
2. Depending on the size of the publication, look up the editorial masthead or contact information for the blog owner, editors name or the author of a particular article similar to what you would propose to write. Take note of any other contact information or social profiles provided.
3. Find/connect to that person on LinkedIn, Twitter, FB or Email. Personally, we prefer LinkedIn or the email route.
4. When they connect work them through an expedited 3 message nurture campaign. (Note: some of this copy will be dependent on what you are pitching to write and what you’ve previously published on your blog or elsewhere.)

Note: this is the exact sequence we used to get a client’s guest posts accepted into 26% of the publications we reached out to. You’ll want to tweak based on your background and target.

M1
SUBJECT: I'd love to hear your thoughts...
[bookmark: _GoBack]
Hey Carmen,

I caught a recent piece in PROSPECTS PUBLICATION NAME and wanted to pass across a quick note.

The view taken on TOPIC_OF_ARTICLE was very interesting, and I thought it was a novel approach.

I thought you might find this link relevant as another resource on the topic. Anyways, I'd love to hear your thoughts on this and see how you think it relates to your piece.

>>INSERT LINK TO ARTICLE<<

Thanks,
YOUR_NAME



M2
SUBJ: Reaching Out...

Carmen - I wanted to reach out to see if there is an opportunity for me to contribute to PUBLICATION NAME.

I've recently co-written two guides (on building your blog audience and your personal brand) with Neil Patel, and have also written gobs of marketing content for my website.

Some of my content can be found here:

LINKS TO PAST ARTICLES

I believe my knowledge, experience and content would be of value to your audience.  If you are open to me contributing, please let me know and I can send some content ideas across.


Thanks,
YOUR NAME


M3
SUBJ: Re: Reaching Out...

Hey Carmen,

Just wanted to follow up from my message awhile back to talk more about providing some original content for your publication.

I have written extensively on the topics of search, social and content marketing and I believe my knowledge and content would be of value to your audience.

I would love to discuss this further if at all possible?

Thanks,
YOUR NAME





For a list of industries that can be good places to focus your targeting on LinkedIn (partial list of past client industries), view the following page.



Accounting
Architecture & Planning 
Building Materials
Business Supplies and Equipment
Commercial Real Estate
Computer & Network Security 
Computer Hardware
Computer Networking
Computer Software
Construction
Design
Education Management
E-Learning
Electrical/Electronic Manufacturing
Events Services
Executive Office
Facilities Services
Financial Services
Graphic Design 
Hospitality 
Human Resources
Import and Export
Industrial Automation 
Information Services
Information Technology and Services
Insurance (if selling to companies or looking referral partners)
Logistics and Supply Chain
Machinery
Management Consulting
Marketing and Advertising
Market Research
Mechanical or Industrial Engineering 
Media Production
Medical Devices
Outsourcing/Offshoring
Package/Freight Delivery 
Packaging and Containers 
Printing
Professional Training/Coaching 
Public Relations and Communications
Railroad Manufacturer
Semiconductors
Shipbuilding
Staffing and Recruiting
Telecommunications
Textiles
Translation and Localization 
Transportation/Trucking/Railroad
Utilities
Venture Capital & Private Equity 
Warehousing
Wholesale
Wireless
Writing and Editing
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