LinkedSelling Messaging Templates
Messaging Campaign Scripts

What not to do…
Hi Ben, 
We are providing competitive and professional services in the following fields: 
- Offshore formations 
- Assistance with opening of bank accounts (over 30 Bank in our list) 
- Tax consulting and optimization 
- Money transfer consulting 
- Licensing for forex brokerages, money processing business and gambling industry 
- Consulting on forex business and different technical solutions for forex business such as liquidity aggregation, PAMM, bridges to LP and e.t.c. 
- Marketing and lead generation as well as SEO and call centres outsourcing 
-IT outsourcing 
- Establishment of representative offices and assistance with the business development in Asian region (Malaysia, Thailand, Indonesia, Philippines Laos, Cambodia, Brunei, Vietnam and China) 
Please let me know if you could be interested in our services. 
For more information, please visit our web page: XXXXXXX or contact us via mail: XXXXXX

Multi-touch point nurture campaign to connections
Notes:
This campaign can be delivered to connections you have on LinkedIn or Facebook or other various platforms. Technically you can use this tactic on good ole email but you would need to tailor the scripts slightly to accommodate. 

Playbook:
Message 1: Thanks for Connecting
Message 2: Link to quality branded content
Message 3: Link to high-level discussion in group
Message 4: Request for call
Message 5: Follow up to Message 4





Message 1: Thanks for Connecting
SUBJ: Thanks for connecting
Hey Bob, 
I just wanted to drop you a quick note and say thanks for connecting with me here on LinkedIn (Facebook etc.  etc.) and I’m looking forward to keeping in touch.
Take care,
Carl


Message 1a: Thanks for Connecting and reference to your group
SUBJ: Thanks for connecting
Hey Bob, 
I just wanted to drop you a quick note and say thanks for connecting with me here on LinkedIn (Facebook etc.  etc.) and I’m looking forward to keeping in touch.
I wanted to make sure you received my invitation to join the >>INSERT GROUP NAME<<
Here is the link to the group, should you be interested:  >>INSERT LINK<< 

I look forward to seeing you in the group. 

Take care, 
Carl


Message 2: Link to quality branded content
SUBJ: Interesting e-book on >>INSERT ARTICLE TOPIC<<
Hi Bob, 

I hope business is going well for you. I thought I would take a second to share an e-book with you that I recently created that I think you would be interested in. The e-book talks about how to create scripts and messaging campaigns that will entice your prospects and get them on the phone with you.

If you would like read it you can go here:  >>INSERT LINK<<

There is a ton of great info in there including exact scripts that you can use to generate more leads and fill up your calendar with meetings with your top prospects. 

I’d love to hear any thoughts you have on the e-book. 

Thanks, 
Carl


Message 3: Link to group discussion
SUBJ: I'd love to hear your thoughts

Hi Bob,

I hope Q3 of 2015 has been a productive one for you.

There’s a great discussion going on in the >>INSERT YOUR GROUP NAME HERE<< that I would love for you to jump in on. Click on the link below to check it out:

>>INSERT LINK HERE<<

Feel free to share in the group any thoughts you have. We’d love to hear from you.

Thanks,
Carl

P.S. If you have not joined >>GROUP NAME<< yet, follow the link below to see this and all the other great articles and discussions taking place!

[bookmark: _GoBack]>>GROUP ABOUT PAGE URL<<

Message 4: Request for phone call - generic
SUBJ: Reaching out (Touching base) (Checking in)

Hi Bob,
I’m trying to get to know my connections on LinkedIn (friends on Facebook) a little better so that we both might benefit from being connected. We’ve been crossing paths on LinkedIn (Facebook) for the past couple of months and I’d love to schedule a quick call.
Would you have a few minutes to chat next week? How does Friday, Mar. 15th in the afternoon sound?
Thanks,
Carl


Message 4a: Request for phone call -specific
SUBJ: Reaching out (Touching base) (Checking in)

Hi Bob,
I’m trying to get to know my connections on LinkedIn (friends on Facebook) a little better so that we both might benefit from being connected. We’ve been crossing paths on LinkedIn (Facebook) for the past couple of months and I’d love to schedule a quick call.
My company specializes in working with businesses like yours to help create targeted messaging systems to generate more leads and appointments with prospects using email and other social media platforms. We’ve worked companies like Microsoft, GKIC, and top names like Tony Robbins, Neil Patel, and many others.
I really think we could have a productive conversation. Would you have a few minutes to chat next week? How does Friday, Mar. 15th in the afternoon sound?
Thanks,
Carl


Message 4b: Request for phone call – hand-off to someone in your office
SUBJ: Reaching out (Touching base) (Checking in)

Rhonda,

I hope you’re doing well.

Don Peterson in my office, saw that you and I are connected on LinkedIn and mentioned he was planning on reaching out to you. I thought it might be good to do a bit of a warm introduction.

Don works with a lot of organizations that use >>INSERT COMPANY<< for >>INSERT BENEFIT STATEMENT<<. If you don’t mind, I’d like to pass your info along to Don.

He is generally available from 2-4 PM CST on Tuesday and Thursday. Let me know a time that works for you and the best contact number and I’ll send your information to him.

Thanks,
Carl


Message 5: Request for phone call - generic
SUBJ: Re: Reaching out (Touching base) (Checking in)

Hey Bob,
A few weeks ago I sent you a message checking to see if you were open to chatting on the phone. I thought I would check back in with you to see if you were interested. As I mentioned before, I’m just trying to get to know my connections on LinkedIn a little better so that we both might benefit from being connected.
I’d like to schedule a call with you.  If that's not possible, I’d love to open up some dialogue with you over email. Please let me know if the morning of Tuesday, April 8th would work for you.  I hope to hear from you soon.
Thanks,
Carl


Message 5a: Request for phone call - specific
SUBJ: Re: Reaching out (Touching base) (Checking in)

Hey Bob,
A few weeks ago I sent you a message checking to see if you were open to chatting on the phone. I thought I would check back in with you to see if you were interested. As I mentioned before, I’m just trying to get to know my connections on LinkedIn a little better so that we both might benefit from being connected.
My company specializes in working with businesses like yours to help create targeted messaging systems to generate more leads and appointments with prospects using email and other social media platforms. We’ve worked companies like Microsoft, GKIC, and top names like Tony Robbins, Neil Patel, and many others.
I’d like to schedule a call with you.  If that's not possible, I’d love to open up some dialogue with you over email. Please let me know if the morning of Tuesday, April 8th would work for you.  I hope to hear from you soon.
Thanks,
Carl


Message 5b: Request for phone call – hand-off to someone in your office
SUBJ: Re: Reaching out (Touching base) (Checking in)

Terri,

A few weeks ago I sent you a message checking to see if you were open to chatting with Don Peterson on the phone. I thought I would check back in with you to see if you were interested. 

How does next week look for you? Let me know a time that would work for you and the best contact number and I can forward your info to Don.

Thanks,
Carl


Referencing a shared connection
Notes:
You can use this tactic when you want to reference a shared connection that you have. You can use this for Facebook, LinkedIn or any other platform. LinkedIn makes this play easy because they will show you shared connections but it can truly be done on any platform, including email, as you will see in the last example.


Message to the person I know:
SUBJ: Introduction
Rick
I noticed that you are connected to Jeffrey Hyatt. I was going to reach out to him, do you mind if I mention your name?
Thanks and I hope business is going well. 
Josh


Message to my target:
SUBJ: Introduction
HI Jeffrey, 
I saw that we’re both connected to Rick Hunter and wanted to reach out. Rick and I have known each other for some time and I’ve really valued the networking we’ve done over the years. I told him I’d be reaching out to you and he thought it would be a good connection.
It would be great to chat some time and learn more about your business. Do you have any time next Wednesday or Thursday?
Thanks,
Josh


Message to my target on email:
Hi Bob, 

I stumbled onto your LinkedIn page today. It appears we both know Rick Hunter from >>INSERT COMPANY NAME<<. I found your email address and decided to reach out. I work for a company called >>INSERT COMPANY<<. 

>>INSERT WHAT YOUR COMPANY DOES<<

I’d love to line up a call to see how we could help each other out. What does your schedule look like for next week?

Thanks, 
Josh


Request for phone call when you just connected:
Notes:
You can use this play when you connect on LinkedIn, Facebook or any other platform and you want to go for the call immediately. 

Message 1- generic
SUBJ: Reaching out… (Touching base) (Checking in)

Hey Bob,

Thanks for connecting here on LinkedIn! (Facebook etc. etc. ) As much as I love all this social media stuff, I still really like to get to know my connections (friends etc. etc.).

Would you be open to a call, or maybe grabbing a coffee sometime soon? Just to get to know about each other’s businesses and see how we might be able to help each other.

Thanks,
Carl


Message 1 - specific
SUBJ: Reaching out...

Hey Keith, 

Thanks for accepting my LinkedIn invitation. I'm looking forward to keeping in touch! While I think all this social media stuff is great....at the end of the day I actually like to get to know my connections.

Just a bit of background on me, I've been helping businesses create targeted messaging systems to generate more leads and appointments with prospects using email and other social media platforms. I’ve worked with companies like Microsoft, GKIC, and top names like Tony Robbins, Neil Patel, and many others.

I'd love to line up a call to see how we can both benefit by being connected and learn more about the work you're doing. How does your calendar look next week for penciling in a 15 minute talk?  

Thanks!
Matt


Re-engage existing connections/friends:

Notes:
This is a great play to use to get to know people you are connected to in the online word but you don’t have a real relationship with. You can then parlay this tactic into the shared connection/referral play. 

Message 1 
Hey Bob, 

We’ve connected here on LinkedIn for a while but don’t really know each other. As much as I love all this social media stuff I actually like to get to know my connections.
 
Would you be open to a call or maybe grabbing a coffee sometime soon? Just to get to know about each other’s businesses and see how we might be able to help each other. 

Thanks,
Carl

*Now you can use these people as referrals for prospects you are not connected to but they are


Asking for permission to send a piece of content:
Notes:
This is a real nice way to stand out among the crowd. Instead of just connecting with someone and sending your content over to them, you can ask for permission first. 

Message 1:
SUBJ: Thought you would be interested in this…
Hey Bob, 
It’s awesome to connect with you here. Really looking forward to keeping in touch!  
Wanted to let you know about a new free report I just released on [insert topic].
I’d love to send you a copy.  Cool?  
Would it be best to send it to you here on LinkedIn or via email?
Thanks,
Carl


Cold Message:
Notes:
A cold message is a message that goes to someone you don’t know and are not connected to in anyway online. There are all sorts of reasons that you would want to do this. Below are several examples with scripts for how to do this.

Cold messages work on Facebook, LinkedIn, and even e-mail.

Keep in mind that these are very powerful strategies but also the success rate is lower when it is a cold message. Make sure to take that into account when evaluating your results. These types of examples can work great when you have the ability to send the message to a large group of people.


Example 1: Opt-in e-book/webinar with follow-up

Message 1:
SUBJ: Reaching out…
Bob,

We’re both in the "On Startups" group. I came across your profile and thought you’d really love this free webinar coming up. 

>>INSERT LINK<< 

This isn't like other LinkedIn webinars you've seen. You’ll learn real strategies you can use right away to start generating new leads immediately. There’s no fluff here. 

Included is the step-by-step tutorial on what one business owner has done to generate 90 leads and $465,000 in additional sales, all off LinkedIn in just 8 months...it's seriously a game changer. 

>>INSERT LINK<< 

I think you're going to get a ton out of it. 

Take care, 
Carl


Message 2:
SUBJ: Re: Reaching out…
Hey Bob, 

I wanted to reach back out and see if you had a chance to sign up for the webinar. It’s coming up soon and I think you would be interested in the topics and strategies we’ll be covering. 

As I mentioned in the last message, we’ll even be covering the step-by-step tutorial on what one business owner has done to generate 90 leads and $465,000 in additional sales, all off LinkedIn in just 8 months. This is a tactic that you could definitely implement in your own business so I wouldn’t miss out. 

If you want to get in on the webinar then you can register here:  >>INSERT LINK<<

I’d love to hear your thoughts once you check out the webinar. 

I hope business is going well. 

Thanks,
Carl


Example 2: Sending them straight to content (no opt-in)
Message 1:
Hi Bob, 

I came across your info online wanted to reach out. I recently put together an e-book on the top messaging strategies that businesses like yours are using in their marketing efforts to generate leads and get appointments with their top prospects. 

This e-book covers some really high-level tactics and even outlines the exact scripts to use to entice your prospects to get on the phone with you. I think you would really get something out of reading it. No opt-in required and the e-book is totally FREE. You can check it out by simply going to the link here: >>INSERT LINK<<

Feel free to shoot me a message with any thoughts you have after you check it out. 

Thanks,
Carl


Example 3: Request for call
Message 1:
SUBJ: Reaching out…

Hey Bob,

I came across your profile and thought it would be worth reaching out.

My company specializes in sales & supplement training for storm restoration contractors. By utilizing our services, our clients have increased their average job size by $1,000-2,500 using our supplementing and adjuster negotiation tips, and have doubled or even tripled their annual revenue by maximizing claim sizes, increasing closing percentages company-wide, and boosting lead generation with simple, proven strategies.

I’d love to line up a call to see how our various training options might be a good fit for you and how we can help increase sales to get the results you are looking for. How does next week look for you? Feel free to book a time on my calendar using this link:

>>INSERT LINK<<

Looking forward to speaking with you. 

Talk soon,
Carl


Example 4: Invite to a live event
Message 1:
SUBJ: An Insider's Guide to Building Long Term Value in Your Business

Hi Todd, 

I just wanted to check in and make sure you got this note about our next Midwest Manufacturing Leaders event. I think you will get a ton of great info out of this presentation, and I'd love to catch up there as well. 

The presentation focuses on how manufacturing companies can add long term value and maximize their earnings. To present we have tapped M&A experts - Trevor Hulett and Peter Fischer. Trevor and Peter have decades of helping businesses and manufacturing firms build value, and (if you're asking me) they are the go-to guys in the St. Louis-area in this regard. 

The discussion will be held Friday, August 28 at the Lodge Des Peres and will provide expert insight into the current market for manufacturers in the area, share a behind-the-scenes look at how the process works, and explain how buyers and sellers value a business. 

To get an inside look at how companies are taking market share from their competitors, growing profits and maximizing value, you WILL NOT want to miss out. 

To register for your FREE seat, follow the link below: 
>>INSERT LINK<< 

Hope to see you there, 
Tom Swip 
Founder - Midwest Manufacturing Leaders 
"Strengthening the Manufacturing Community"


Example 5: Meeting in person
Message 1:
SUBJ: Looking to meet…

Hey Bob, 

I came across your info online and wanted to reach out. We’re both in the >>INSERT LOCATION<< area and I saw that we both share an interest in >>INSERT INTEREST<<.

I thought it might be a good idea to get together for a coffee sometime and see how we might be able to learn about each other’s businesses and help each other out.

I’m free next Wednesday morning and would love to get together. Let me know if that works for you. 

Thanks,
Carl 


Message 1a – group:
SUBJ: Reaching out… OR >>INSERT NAME OF GROUP<<
Hi Bob,

I came across your info online and thought it wouldn’t hurt to reach out. I run the >>INSERT GROUP NAME<< and we've got some great things in the works.

I'd love to line up a call some time to learn about the work you do and see how we might benefit from connecting. Would you have a few minutes to chat next week? I'm generally available from 9-12 pm Tuesday-Thursday. How does next week look for you?

Thanks,
Carl Davidson
Founder of >>INSET GROUP<<


Example 6: Who is the right person to talk to 
Message 1 – send to prospect
SUBJ: Introduction

Dave,

I came across your info on LinkedIn. Could you refer me to the right person in your company that is responsible for management decisions regarding shipping and freight?

Thanks,
Mike

Message 2 – send to prospect
SUBJ: Re: Introduction

Dave,
I sent you a message a few weeks ago and just thought I would follow up in case you didn’t see it. I came across your info on LinkedIn. Could you refer me to the right person in your company that is responsible for management decisions regarding shipping and freight?

Thanks,
Mike

Message 1 – send to referral
SUBJ: Dave Thomas referred me

Hi Burt,
 
Dave Thomas passed along your name.  My company specializes in helping to reduce freight and supply chain costs.  We have a lot of success with companies in your industry.

Would you have a few minutes to chat next week?  I'm generally available from 9-11 a.m. Tuesday-Thursday. How does next week look for you?
 
Thanks,
Mike


Message 2 – send to referral
SUBJ: Dave Thomas referred me

Hi Burt,
 
I sent you a message a few weeks ago and just thought I would follow up in case you didn’t see it. Dave Thomas passed along your name. Would you have a few minutes to chat next week?  I'm generally available from 9-11 a.m. Tuesday-Thursday. How does next week look for you?
 
Thanks,
Mike


Example 7: Inviting prospects to join your group 
Message 1:
Bob - I came across your profile and I thought you might be interested in a group that I run, >>INSERT GROUP NAME<<. There is a lot of networking going on, great articles and resources, and information about local and online events. 

Here is the link to join the group if you're interested: 
>>INSERT LINK<< 

I'd love it if you could even jump in on this conversation if you're interested: 
>>INSERT LINK<< 

If you'd like to connect directly with me on LinkedIn (Facebook etc .etc.) that would be great. Thanks, and I hope business is going well for you. 

Thanks, 
Carl

Connect online and then send an email
Notes: 
Here we are going for a phone call but really it could be anything. You could have them take a survey or opt-in for a free report etc. etc. 

Message1:
SUBJ: Thanks for connecting

Hey Bob, 
Just wanted to say thanks for connecting on >>Insert Facebook, LinkedIn, etc. etc.<< and that I’m looking forward to keeping in touch. I love all this social media stuff but I prefer to get know my online connections so that I can provide some benefit to the people that I’m connected with.

Would you be interested in grabbing a coffee some time or maybe even hopping on a skype call some time? I’m pretty open next Wednesday. What does your schedule look like for the afternoon?

Talk to you soon.

Thanks,
Carl

pete.davis.7505@facebook.com
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