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It might sound like a large claim, but itôs only because Iôve seen 
people in your exact shoes right now. For example: 

 
 

Now, you might be wonderingéis this going to cost me anything? 
Hereôs the deal, I want to be totally up front with you.  

 



 
 

Now before I get too far, I want to make sure that you guys know who 
Ben is. 

 
 We also have a gift for youé 



 
...typically a $1500 value by itself...youôll get it for free. 

 
Now, Iôve got a lot of content planned for you, I just want to take just 

60 seconds for anyone who doesnôt know me or my company, 
LinkedSelling, to let you know WHO we are and WHY Iôm even 

qualified to share this information with you before we dive into the 
good stuff.  

 
 



My work has been endorsed by almost every leader in our industry: 
 

 

 
And Iôm only saying this to give you an idea of whatôs possible 

because youôre seeing me nowé but you didnôt see me when I first 
started out.  



 
Because back in 2009, the company I worked for closed and I was 

faced with a decisionégo to work for another company, or go out on 
my own. 

 

 
And I started using a different approaché 

 
An approach that would get me into meetings with the EXACT types 

of clients I wanted to work with. 



 

 

 



 

 
 

 
 

You need to be targeting the RIGHT people, not just anybodyé which 
means you need to have your AVATAR figured out - who are the 

prospects that really move the needle forward for your business? 



 
 

Next, how do you make your services attractive for your prospects? 
This is all about positioning. 

 
For example, a Harvard study foundé 

 

 
 



 
 

 
 

Third, you need more people to know about your solution. This is 
where youôll have a clear and cohesive plan for your Marketing and 

Brand Awareness,  

 



and next, youôll need a way to find those people - this is Prospecting. 
 

 
You also need a way to reach out, and bring them into your network. 

Thatôs when we move onto building your contact list and actually 
making connections. 

 
Moving on to Level 2 - this is where all of your foundational work 

makes a difference and you really start seeing results! 

 



 
...because thereôs really no use in having a contact list if you donôt 

have a way to start real business conversations that lead to 
consultations or sales appointments.  

 
 

 
This is where you make the sale and move your business forward.  

 
 



 
 

And then from there, with those basics in place, you need a way to: 
Maintain consistent top of mind awareness. This is where Drip 

Marketing comes into play.  
 

 
You need a way build strategic relationships with press and guest 

posting opportunities - thatôs good PR. And once you have all this in 
place, you can build and maintain referral relationships using our 

system to allow you to scale your business. 
 



 
Finally, there are a few things that successful business owners and 

entrepreneurs rely on to help them reach that first 100K and beyond - 
they are community, expert help, and mentorship.  

 

 
 

Now, when you put it all on one page this like, all of this can seem like 
a lot, right? 

 

 



 
 

 

 



 

 
Like Tony Robbins says, 

 
Now we have a limited amount of time together today so, Iôm going to 

go through the most crucial parts of the 6-figure formula with you;  

these are the four most ESSENTIAL pieces of the formula if you want 
to hit 100K.  



But first, we need to discuss the vehicle or the tool, that allows us to 
accomplish each part. What is it? Well, the answer to that depends on 

where your prospects already hang out.  
 

And for most people targeting businesses or professionals of any 
sort, LinkedIn is the perfect place 

 
...because there is no other place online where you can find perfect 

clients and get connected with them like this. 

 
 

 



 
 

Now, letôs talk about how you can put the 6-figure formula into play 
for your business using LinkedIn.  

 

 
 
 
 



 

 

 

 



 You ask yourself a few of the questions weôre going to cover and do 
some research to find the answersé you want to target your best 

prospects, the ones who will really move the needle forward in your 
business.  

 
 

This means you need to ñniche down.ò You might have heard the 
phrase, ñthe riches are in the niches,ò or like Seth Godin said, 
ñEveryone is not your customer.ò And itôs ABSOLUTELY true.  

Because you cannot be everything to everyone. 
 

And donôt worry, as you grow, you can expand outside your chosen 
niche. In fact, look at what our client, Aaron Agius didé 

 

 



He initially started out targeting ñMarketing executives and directors 
in Australia.ò Now, he didnôt ONLY work with Australians. But he 

tailored his LinkedIn work more specifically to that audience to help 
him stand above the noise. Once he began to get a following in that 

niche he has since expanded to include international audiences. 
 

Hereôs another example, 

 
He could help anyone with their taxes, but he has specifically chosen 

to work with American expats in Asia. 
 

Is he missing out on business? No. Itôs the opposite. Heôs able to 
speak to a specific group of people who have very specific, shared 

experiences and interests.  
 

In his communication, he is now able to speak directly to those 
specific needs and interests, positioning himself as THE go-to guy for 

anyone in that situation who needs help with their taxes. 
 

But it doesnôt just have to be finding your niche based on geography. 



 
We have clients who tailor their LinkedIn campaigns to all sorts of 

different niches. 
 

 

 

 

 

 

 



Create the guide to your IDEAL prospects, your HIGH-TICKET 
prospects so that you can make your messaging resonate with the 

EXACT type of person you want to set appointments with. 
 

When you have this kind of clarity, it gives you a laser focus, and letôs 
you tailor your LinkedIn efforts to stand out to a specific type of client 

.  
So for me, once I had this prospect profile in placeé.  

 

 
 

 



 
 

So as an exampleé 
 

 
And you can see here from Ludaôs comments that the process weôre 

sharing today has led her to make 3 times what she did in her 
previous job...within just a year. 



 
 

Once you have an optimized profile, and have used the knowledge 
you gained about your avatar to determine how youôll position 

yourself according to what your specific prospect wants and needs, 
you can move on to the next most critical task prospecting.  

 

 
 



 
Itôs a simple, straightforward processé 

 
First, go to the search bar and type the title of the people you want to 

do business with. 

 
 

Youôll want to plug in the details for what makes sense for YOUR 
business.  

 



Second, Pinpoint your exact prospects using LinkedInôs Advanced 
Filters. 

 
 

Hereôs a search that you might use if youôre targeting local business 
owners.  

 

 



 Just in the St. Louis area, 5100 results.  And these are only 2nd 
degree connections which means I can reach all of these people. 

 
Hereôs a search you might use if youôre targeting business owners all 

over the United States.  

 
 
And this same kind of process works no matter what country youôre 
in.  So in the US, 6.5 million plus business owners that are either 2nd 

or 3rd degree connections.  
 

Or, letôs say youôre going after a specific type of person in a specific 
industry.  Like CEOs of IT companies...  



 
 

 
  56,000 results for that one.  

 
And it works even if you have a more broad criteria.  Like letôs say you 

want to go after ñprofessional women:ò 

 



There are over 2800 groups that cater to professional women, giving 
you access to hundreds of thousands of prospects. 

 
Or, letôs say that youôve got a really focused niche.  Even things like 
Cooking or Golf enthusiasts, which youôd never think would be on 

LinkedIné.they definitely are.  

 
 

 Thousands of people interested in golfing that you can target on 
LinkedIn 



 
 

So of the four essential parts weôre covering today, weôve determined 
our AVATAR, weôve started with our positioning and brand with our 
profile and we know how to prospect and find our ideal clients on 

LinkedIn, next we need to build our list of targeted contacts using the 
prospects you just searched for.  

 

 
Remember, these contacts should be a perfect fit for your serviceé 



So, on LinkedIn, you can send each of them a simple connection 
request, but hereôs the thing - and this is KEY - LinkedIn gives you the 

option to ñConnectò and use the generic message LinkedIn has 
prefilled for you OR you can add a personalized friendly note.  

 
Hereôs a script we useé feel free to adapt it for your own useé 

 

 

 



Youôll notice that whatôs important here is that weôre NOT pushing for 
the sale right away. Our goal is simply to connect at this point and the 

personalized note makes all the difference. 
 

And hereôs why this works so wellé One, because you donôt go for 
the jugular right away, your prospect is more open to trusting you. 

And we know that without trust, you wonôt get the sale.  
 

And itôs so true. Thatôs why our entire strategy is built around 
establishing trust and developing a relationship, as youôll see in just a 

minute.  
 

So by taking the time to personalize your message, instead of using 
the generic one, you show that youôre not just out to get numbersé 

youôre a real person interested in starting a real conversation.  
 

 
 



This is what leads to a 40%+ acceptance rate. This also tag-teams 
with an optimized profile because if your profile is optimized to speak 

directly to the people and organizations you help and you have a 
strong picture + headline - thatôs how you get more requests 

accepted. 
 

Okay, now that youôve got new connections and youôre building a list 
with targeted prospects, ideal for your business youôre ready to move 

on to level two.  

 
 

Weôve covered how to build your list of targeted connections, so now 
we can move on to Level 2 and weôre going to continue with the next 

critical step - Lead Generation.  
 

This is all about how to use messaging to drive your ideal prospects 
to an initial consultation, or sales appointment. 

 
For this, we use what we call the Multitouch Point Messaging 

Campaign, where youôll be sending a series of messages on LinkedIn. 
 

Hereôs how it worksé 
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After you start getting leads coming in, you need to drive sales and 
enroll your prospects into your services.  

 

 
 

Now the key here isnôt to throw all the goodwill, and tried-and-true 
relationship building strategies that weôve used to this point straight 

out the window. 
 

 
 

Now that might sound like a Jedi mind trick. And to be honest, it may 
be.  

 
But if you think long-term and not just the quick-fix mentality of óHow 
soon can I make my pitch?ô youôll have better success closing deals. 

 



Itôs so important that Iôm going to let one of my biggest inspirations 
Zig Ziglar sum it up.  

 

 
You donôt hear Zig saying in there that you need to ñAlways be 

closing.ò Nope. Focus on each step in the relationship before a lead is 
ready to buy. 

 
Next up is drip messaging.  

 
 




