THE

AUTHORITY LEADERSHIP
FORMULA

How to transform your online presence into a leadership platform
that attracts targeted, high-value prospects

®LinkedSelling
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Warning: This System Is Powerful i @

WORKSHOP VIDEO SERIES

BUT ONLY IF YOU USE IT THE RIGHT WAY.

The Authority Leadership Formula is part 2 of 4 in “The Appointment
Generator Workshop: How To Consistently Create High-Ticket Sales
Opportunities In 2018,” and while it certainly holds stand-alone value...
it's much more powerful within the context of the other parts of the
workshop, especially the accompanying video training lessons.

Part 1:
Create

l

In each video training you’ll discover more detail, specific examples, and
insight to get a deeper understanding of how to use The Appointment
Generator system to grow your business.

The good news is that the entire 4-part workshop is still available at no cost
to you, but only for a few more days. To access the other training lessons,
including the companion training to this pdf, click the video icon on the top
right corner of any page to go back and review the content. You can also
access any of the previous videos in the workshop using the images to the right.

Implementation
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CLICK HERE TO WATCH THE
Stqrt Here WALKTHROUGH VIDEO

WELCOME TO THE AUTHORITY LEADERSHIP FORMULA WORKSHOP VIDEO SERIES

This system was not born out of a moment of genius, but rather out of necessity. When
| first got started in my business, | knew that | needed to be proactive when it came to
getting new clients. | knew that if | could build relationships with just a few high-value
prospects, instead of going after just anybody who’d bite, that | could create a
sustainable business.

Part 1:
Create

Since then, LinkedSelling has grown to over 40 employees was named to the Inc. 500
list of fastest growing privately owned companies in the United States 2 years in a row,
as well as to the Entrepreneur.com 360 list this past year, and we've grown our revenue
from $0 to almost $8 Million annually.

But...it wasn’t always that way. Before | could get prospects to talk with me and even
pitch the idea of letting us work for them.

| had to get them trust me.

Connect

To understand WHY they should care about what we had to say...

This system will show you HOW to shortcut the process with ANY prospect that you =

want to speak with... sl G SOQ’art 4;
Implementation

Let’s dive into it...
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Equation

WHAT YOUR PROSPECTS CARE ABOUT?

Themselves
Their Business
Solving their ‘unique’ problems

BUILD Your prospects are human. Meaning they

care about W.LLLFE.M. —»

CONNECT

What's. In. It. For. Me.
CREATE

If your prospects know, like, and trust you, they’ll talk to you...
And you’ll have customers...

But how can you quickly build influence in your market™?
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3 Step ProCEl U uERHTC
TRUST and INFLUENCE

BUILD an Authority Leadership Platform

BUILD an Authority Amplifier

CREATE an Optimized LinkedIn Profile

®LinkedSelling
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Authority Leadership Platform

WHAT?
B Lo (OI’ FB) group. Midwest Manufacturing Leaders - The Community for

WHY?

+ Group Owner

* Position yourself as THE authority in your space. 3 .

« Offer value on subject your prospect’s care about

(W.LLE.M) “Josh and his team have been great to work with. They've
helped me build our group to over 5,000 members online. The
s members are high quality, engaged professionals that really
HOW?* enjoy the content and information | provide for them. | stand out
» Group Name should represent your PROSPECT'S as the go to expert for our members. I've done over $600,000
: in business from the leads generated with this system, and am
Interests. currently working on a half a million dollar deal that is a direct
a. Take the focus of your work out of the name. result of meeting one member in the group.”
b. Think about how your prospect’s identify Tom Swip, IT Consultant
themselves
@LlnkedSelllng BB APPOINTMENT 7
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Why would an IT consultant call his group

‘Midwest Manufacturing Leaders’?
Relevance to his target prospects! Let’s look at some other examples...

Company Name  + Product/Service Tt Authority Leadership
e Offered S = Platform

Small to Mid-Sized

Soft CRM
Sffiore ) Business Owners

onstarwps O Startups - The Community For Entrepreneurs
647,973 members

s 3 : Small Business
@LlnkedSelllng Marketing + Sales @  Ssmall BizForum | The Group for Small Business
= : oS -
wners Owners & Professionals

. Design Services Retail Marketers m Store Troopers: Forum for Retail Marketers of Consumer
Technology
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v BUILD an Authority Leadership Platform

BUILD an Authority Amplifier

CREATE an Optimized LinkedIn Profile
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Your Authority Amplifier

WHAT?
* Leveraging 3rd-party content to stay top-of-mind
with your prospects.

WHY?
« Offer value on subject your prospect’s care about
(W.LLLE.M)
« Sharing content on social media without a proven
system will get you nowhere...

HOW?
» Post 1-2x per day on appropriate social channels
using Feedly.
» Use smart automation to make this process extremely
efficient. Using our system it can be accomplished
in about 30 minutes per month and you're set.

GOLDEN RULE WITH CONTENT:

Curate and share content on the topics your audience cares about.
Share a variety of articles that fit with your target’s value identifiers.

By leading your audience to the content they’ll actually read,
watch or listen to - you'll build influence AND you'll have a lot
more fun in the process.

“I'm not one to compliment much! | don’t like to compliment
unless it's the truth. With that, thank you for this course!!
I’'malready enjoying the lead gen process more than ever.

| always used to feel like, “Why am | doing this? It's so
painful!” Now I'm having fun with it!!”

Priya, Business Coach and Strategist
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WALKTHROUGH VIDEO

Pros of Content Curation vs.
Original Content Creation:

>

®LinkedSelling

1. It keeps you top-of-mind day in and day out.

2. It's efficient.

3. It builds your authority on topics that most interest your audience.
a. Just like your group - you want to appeal to what your

audience cares about.
b. If they are small business owners - share small business

content. Not just content about your expertise.

4. Your prospects see you as somebody who is delivering great value.
And not just talking about yourself and posting your own stuff all

the timel

E R';POINTMENT
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We recommend using Feedly (or other
RSS tools) to efficiently gather content

that matters to your audience:

& Marketing Diecs x
€« ¢ | @ Secure | https//feedly.com/i
Apps J Bookmarks  Amazoncom
o X3

Today

Read later

Filters Marketing Execs

LATEST

handroid
All

Marketing Execs
® Android Developers B hGrunch
Australia marketing Phandroid
Australia's Content Me Phandroid
B&TBAT

brand dna

ing aus 1
Digital Buzz Blog
Digital markoting -

al marksting austi 13

Engadget RSS

Fgadgel R
+ ADD CONTENT

®LinkedSelling

Business  Music % Top 42 Content Mar

Security &b feedly S¢ Landing Page Duildi

The latest OnePlus § update brings a slew of bug fixes and improvements While On
Sydney Festival Chooses Brightcove To Enhance Online Video Content Vidco cloud

Lyft goes international with Toronto launch Lyt opened for business in Toronto, is first mar

Humble’s latest Moblle Bundle features 11 Androld games for $5 Android o; ther Humble Mobil

Instagram tests ‘Recommended for you’ section headed for your maln feed

Slocal search tactics your competitors probably aren't using 5 [o

Six Steps to Achieving Customer-Centric Marketing Six
Max Born Google doodle marks 135th birthday of man behind the Born Rule in quantum theory
Before Buying Shopify Inc Stock, Check Out These 3 Companies oify Inc

What to Do When You and Your Partner Haven't Had Sex in a Year ns, I've got advice. Th
You'll Soon Be Able to Pre-Order i0S and Mac Apps  Pioio by Sun minimalist trend of kil
How You Can Save a Few Hundred Dollars With a Screen Protector d Fli
What You Need to Know About the Link Betwsen Birth Control and Cancer FPhoto
Only 1in 5 Republicans Want the FCC to Gut Net Neutrality Rules Phiolo. Gelly An
Avis is testing a system that unlocks a rental car with your phone A

unced loday thal it ha

Adobe Lightroom uses Al to edit your photos like a pro Many photo editing i auto-adjust

21 Strategies to Drive @ Sian In Content Marketing ¢ »
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Just 1-2x per
month

In just 30-60 minutes a month,

you can keep your business in

front of your BEST prospects
on a daily basis.

Relevant content helps you

cement trust with prospects

by offering a valuable daily
interaction.
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v" BUILD an Authority Leadership Platform

v BUILD an Authority Amplifier

*CREATE an Optimized LinkedIn Profile
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Profile Optimization

WHAT? 1. Profile Picture

» Optimizing your profile to appeal to your specific
audience (prospect profile).
e . Headline
» Don'’t try and be everything to everyone.
 Cut through the noise and talk directly to who you
help AND explain why you are the best fit.

Summary

. Experience

HOW?
» Review your prospect profile and value identifiers
to direct your profile copy to the right individuals.
* Follow the keys to an Optimized LinkedIn Profile.

a h W P

. Social Proof

@ LlnkedSeIIIng BB APPOINTMENT 14
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The Profile Picture:

THE FACT: A simple headshot with your THE GOOD:
S-M-I-L-E can result in as much as a i :
40%+* increase in new connections.

“Back from a week
in Maui. Hard at work 1
sending 165 invitations
and thus far have 68 new THE BAD:
connections for a 41%

<&
acceptance rate and \ .
two new clients.” ’ & ]
- Robert Nugent, Senior el &
Consultant - MAP The The Company The Hidden
Mr. Serious Logo Image
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Your Linkedln headline

Is maybe the single most influential component of your profile.

A well-positioned headline will attract new prospects by explaining
who you help AND how you help them.

The Appointment Generator Optimized Headline Formula:

title], [company name] | We help [avatar] [benefit]

Examples:

COQO, LinkedSelling | B2B Marketing Expert helping businesses generate consistent sales opportunities
VP, JDA Retail | We help consumer technology brands stand out online, on shelf & in print.
Innovative publisher helps entrepreneurs share their message, increase exposure & ascend to a new level in their market.
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in]

Ben Kniffen - 1s
€00, LinkedSelling | B2B Marke! Fxpel

SUMMARY

1. Focus on the businesses (people) you work
with and the results you've generated for them.

Short paragraphs: 2-3 lines max.

Highlight what makes your business different
from your competitors.

4. Close with a simple call-to-action.

l.e. “I'd love to connect with you here on LinkedIn, and
am always just a phone call away if there’s anything |
can help with. 314-444-4444 or email: email address.”

®LinkedSelling
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EXPERIENCE

E R';POINTMENT
GENERATOR

The emphasis should be on the current role you
are promoting...

But...you should include a couple sentences
under your previous roles that explain HOW they
prepared you for your current position.

Tell the story of how those experiences make

you the BEST choice to deliver your current
service.

17



http://linkedselling.com/authority-formula-download

CLICK HERE TO WATCH THE
WALKTHROUGH VIDEO
S . I I I

*87% of consumers trust online reviews as much as they trust friends and family.

Exhibit A: Add social proof and reviews to your LinkedIn profile wherever possible.
We aim to include this in a variety of places:

1. Recommendations.

2. Skill Endorsements.

3. Adding a written testimonial to the Summary + Experience section.

4. Case Study or Video testimonial in the Media section of the Summary.
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The Authority Leadership Formula
All 3 components must make clear to your prospect W.LL.LF.M. (what's in it for me)...
By themselves, no individual component will create influence... But when combined...

ufacturing Leaders - The Community for
ufacturing Industry Ex ives

Authority Leadership Platform

Authority Amplifier Optimized Profile

TRUST & INFLUENCE

@ LlnkedSeIIIng BB APPOINTMENT ].9

GENERATOR



http://linkedselling.com/authority-formula-download

CLICK HERE TO WATCH THE @
WALKTHROUGH VIDEO
INEY A4 T TR IR
AN\ L '!W L )

IS YOUR PROFILE ATTRACTING OR REPELLING
YOUR HIGH-VALUE PROSPECTS?

Click here to take the LinkedIn Profile

Assessment and Find Out Now! «

And stay tuned for Part 3 of The Appointment Generator
Masterclass this Saturday where we’ll share the Connect
Phase and Start Booking Appointments!
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