The 6-Figure
LinkedIn Formula

How to generate an additional \ .S
$100k+... without spending a

dime on ads.

Josh Turner from

LinkedSelling

The Masterclass
will start in just a
few minutes...

...in the meantime, do these 3 things:

Clear the next Shut off email, Get something
2 hours of Facebook, cell to take notes
your day. phone. with!

While we wait to
get started...

Please download and complete the ROI calculator at:

There are just a few questions you need to answer,
to make sure our system makes sense for your business!



http://linkeduniversity.com/roi

What I’m going to uncover for you...

for those of you who are willing to invest
30 minutes a day...

...i1s going to be a game changer for you and

your business. T
ﬂ

You are going to leave this
workshop today with the
tools you need to take your
business to the next level.
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My Promise to You




Imagine having a system in place that constantly generates new leads,
Keeps you top of mind with thousands of prospects in your target market,

With a clear plan for converting them into clients...
...and the system is relatively simple to manage,

including step-by-step instructions.

A system that is not only going to help you get leads now,

but will generate business opportunities month-after-month like

CLOCKWORK.

And on average, generates over 2,000 prospect leads per year for

our clients and students.

My Promise to You
That’s exactly what I’'m
going to show you today.




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

“l now have a lot of people knocking on my door
because of the process on LinkedIn.

Once it gets started, it just zooms.
I’m at a point now where I’ve had to turn potential

clients away because of how many opportunities that
have come my way.

| come from a more traditional advertising
background. But once | got started | learned quickly
how this is a much EASIER route to grow your
business.”

- Barbara Williams, BJW Marketing

Now, you might be wonderinge&is this going to cost me anything?
Herels the deal, | want to be totally up front with you.

You might decide that you’d like my help
implementing the systems | show you today.

So | do have a special offer we’ll be extending
to you a little later on the call to join Linked

University. ’
‘ » ‘




You should take advantage of the limited
opportunity that I’'ll tell you about today, if it’s right
for you.

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

Helping to answer your questions in the chat...

H
-
Ben Kniffen - 1st
President & COO, LinkedSelling | B2B Marketing Expert helping businesses ?

generate consistent sales opportunities
LinkedSelling.com « LinkedUniversity.com

Greater St. Louis Area - 500+ 88

We also have a gift for youé



Our gift to you:

Linkedin Profile
Optimization Training

HOW TO OPTIMIZE Y( = - =
LINKEDIN PRO A premium video and workbook training to help you

optimize your profile so you can attract your best
prospects and position yourself as THE expert.

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

Now, live got a lot of content planned for you, | just want to take just
60 seconds for anyone who doesnit know me or my company,
LinkedSelling, to let you know WHO we are and WHY lim even

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

Who is Josh Turner?

Founder and CEO of LinkedSelling
Wall Street Journal bestselling author
Leads a team of 40+ employees

Generated over $1 billion in sales for
our clients

LPREY,
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As seen on: : OPEN




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

“I give my highest recommendation to Josh
Turner. His process for follow up and lead
generation is flawless, and doesn’t leave a crumb
on the table. And his product is EXCELLENT.
Josh delivers on his promises.” — Daniel Hall

“Josh’s system makes a lot of
sense. | like it.” — Chris Brogan

“Working with Josh’s team is a joy. Our customers
have been raving about working with Josh and his
team, and now in fact WE are working with Josh to

help us with our strategy. His stuff is effective and it
works, and that’'s why we're working with him.” — Ryan
Levesque

A A A

Academics Advancement

Worked with over 3,600 underserved students
in after school programs this past year.

And Iim only saying this to give you an idea of whatis possible
because youire seeing me nowe but you didnit see me when | first
started out.



Because back in 2009, the company | worked for closed and | was
faced with a decisioneégo to work for another company, or go out on
my own.

| was scared about starting my business,
but | knew | had to do it.

Because, I’'m a firm believer that if you want
to get ahead, you have to take risks and go
for it.

So | started Gateway CFO Solutions, 3
working as an outsourced CFO, q.
essentially a business consultant. "

eessssssssssny [\~

Networking, cold calls, and business cards
were getting me nowhere...

...S0 | started looking elsewhere.
And | started using a different approache

An approach that would get me into meetings with the EXACT types
of clients | wanted to work with.



| was successful growing my client base, and
the LinkedIn system I’'m going to teach you
today is a big reason why.

Because there aren’t many
step-by-step systems to
generate qualified
appointments.

And more opportunities is the
key to business growth.

$100k was my first goal...

...and we were fortunate to hit that in

Year 1!
/
We’re going to take a look at “
what it takes to reach 100k+

in additional business... €




So...what is it?

72 YOUR LEAD GEN FOUNDATION

AVATAR MARKETING/ LIST
You need to be BRAND BUILDING

tﬁfg:*t"_}% the RlGHJ You need to more You need a process
pe_cl)‘P €. ehones WI 0 & % people to understand to reach out and
will move the needle how your solution bring them into
in your business. works specifically your network.

-y for them,
POSITIONING PROSPECTING
You need to control You need a way to
your perception. find these people.
Are you just another
vendor? @LlnkedSelling

AVATAR

You need to be
targeting the RIGHT
people. The ones who
will move the needle
in your business.

You need to be targeting the RIGHT people, not just anybodye which
means you need to have your AVATAR figured out - who are the
prospects that really move the needle forward for your business?



POSITIONING

You need to control
your perception.
Are you just another
vendor?

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

For example, a Harvard study founde

CAVEMAN PSYCHOLOGY

“A lecturer presented a speech to two different groups of
students about the importance of arithmetic.

To one group, the presenter was introduced as an
award-winning scholar from a prestigious research
university.

To the other group, the presenter was introduced as a
dishwasher in a restaurant.

The students responded much more strongly to the
“professor” than to the “dishwasher.”




Are you the professor or
the dishwasher of your
industry?

MARKETING/
BRAND

You need to more
people to understand
how your solution
works specifically
for them.

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

PROSPECTING

You need a way to
find these people.



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

LIST
BUILDING

You need a process
to reach out and
bring them into
your network.

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

/2 10X GROWTH

LEAD DRIP SUPPORT
GENERATION MARKETING

You need to convert You need to remain

your prospects into top-of-mind and
consultations or nurture relationships
appointments. with your prospects

SALES and leads. PR (SCALE) accountable.

You need to seek
community, guidance
and mentorship to
shortcut the learning

curve and remain

You need to enroll You need to build strategic
those leads into your partnerships that allow you to
product or service. scale your marketing efforts. @LlnkedSelllng



LEAD
GENERATION

You need to convert
your prospects into
consultations or

appointments.

...because thereis really no use in having a contact list if you donit
have a way to start real business conversations that lead to
consultations or sales appointments.

SALES

You need to enroll
those leads into your
product or service,

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



DRIP
MARKETING

You need to remain
top-of-mind and
nurture relationships
with your prospects
and leads.

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.

PR (SCALE)

You need to build strategic
partnerships that allow you to
scale your marketing efforts.

You need a way build strategic relationships with press and guest
posting opportunities - thatis 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.



SUPPORT

You need to seek
community, guidance
and mentorship to
shortcut the learning
curve and remain
accountable.

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.

Learning from those who have
been there will enable you to
grow faster.

Now, when you put it all on one page this like, all of this can seem like
a lot, right?
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This process is actually REALLY simple.

And because of that, it’s something
you can easily put in place and trust
that it is going to work for you.

777

Do you know what my biggest &
struggle was during that time? ' '

| had some limiting beliefs.

What | needed was a
10x mindset.




By increasing your dedicated,
focused ACTION, you start to
accomplish some pretty incredible
things.

Nobody gets to 10X because they say
they want it.

Like Tony Robbins says,

“The path to success is to
take massive, determined

action.”

- Tony Robbins

Now we have a limited amount of time together today so, Iém going to
go through the most crucial parts of the 6-figure formula with you;

AVATAR MARKETING/ LIST
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LEAD DRIP SUPPORT
GENERATION MARKETING You need to seek
You need to convert You need to remain | community, guidance
your prospects into . 4 top-of-mind and and mentorship to

shorteut the lesrning

consultations or nurture relationships

appointments. SALES with your prospects PR (SCALE) curve and remain
a
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You need to enroll nd{eas, You need to build strategic oomyable.
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product or service, scale your marketing efforts.

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

Linked [}

...because there is no other place online where you can find perfect
clients and get connected with them like this.

| want to set the record straight o g

about a few things.

There’s a lot of b.s. out there.

But here’s the deal.
LinkedIn does have...

Over 500+ Million. f0o;) check Linkedin daily.
USERS °] (76% for executives)
of adult internet users o Most affluent
in US are on LinkedIn o/ demographic.

‘3X7 Faster active user growth

than FB or Twitter.

Millions of
businesses.

]| i&_
nm



LinkedIn Reaches the C-Suite

LinkedIn is where business leaders can be reached.

“...reaches more business elite and c-suite
monthly than any other international news and
business website measured.”
“...attracts the highest number of business
elite purchase decision makers with high net

worth and big purchasing budgets.”

Ipsos

Source: IPSOS Business Elite Global

Now, letis talk about how you can put the 6-figure formula into play
for your business using LinkedIn.
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\ Yes. There is a very systematic way
n to get real, honest results.

If you’re willing to put in a little e
bit of time. . |

Before you do ANYTHING, you need to
decide...

Who do you want to target?

Developing Your “Prospect Profile”

a Developing Your Prospect Profile
Workbook

Attack LinkedIn with a clear plan and FOCUS every time you login!!

How do you create a "Prospect
Profile?”



You ask yourself a few of the questions welre going to cover and do
some research to find the answerse you want to target your best
prospects, the ones who will really move the needle forward in your
business.

“Everyone is not your

customer.”

- Seth Godin

This means you need to finiche down.o You might have heard the
phrase, fithe riches are in the niches,0 or like Seth Godin said,
AEveryone is not your customer.0 And itis ABSOLUTELY true.

Because you cannot be everything to everyone.

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

Aaron Agius -1
_ Co Founder and Managing Director at Louder.Online | Search, Content & Social
m 1ol rketing Leaders Network Marketer | Entrepreneur | Speaker | Author
10771 mamibars ouder Online — We Deliver Growth « Marcellin College

Sydney, Australia » 500+ &

10,771 mambars

A Special Announcement to Our Members!
@Ilﬂl!ﬂl
it it e el v MOrs and CEO's [Dutside of Austrslia), wha T




He initially started out targeting fiMarketing executives and directors
in Australia.0 Now, he didnit 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.

Herels another example,

" "t's Mard not to.bé L
“so¥omeptic abolif baseball.”

~

-
L

Michael A Mertz, CPA, EMBA -1

Tax Planning, Tax Preparation, Tax Resolution and Financial Planning for the
American Expatriate,

“. ..for the American
Expatriate.”

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. Itis the opposite. Hefs 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 doesnit just have to be finding your niche based on geography.



We have clients who tailor their LinkedIln campaigns to all sorts of
different niches.

¢ OTF Experts m Health & Safety Professmnals New Zealand

-‘- = m
% i
. Matt Jones BA Hons, Grad Dip OSH, GradNZISM L

Julia M, Lindsey - 2nd ‘ouancler af |..—|...J.... i

Business and Personal Growth Coach/Get mose Chents

m®  Store Troopers: Forum for Retail Marketers of Consumer BE==  Security Intelligence Community
‘ Neil Kemp - st
Helping IT Executives implement and Define a solid IT Security Strategy together
Patty Jensen - 2nd s
VP. Account Services. JDA Retail Ready Design helps er technology brands Netws

stand out online, on shelf &

How do you create your “Prospect
Profile?”

Developing Your Prospect Profile:
What industry are they in?

What job title(s) do they

have?

How big of a company do

they work for?

Where are they located?



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 letis
you tailor your LinkedIn efforts to stand out to a specific type of client

So for me, once | had this prospect profile in placee.

AVATAR MARKETING/ LIST
You need to be BRAND BUILDING

targ;et".}i the RIGH; You need to more | You need a process
pe_Lﬁp £ ehones “Zl on people to understand * to reach out and
w'i”;’{?:f;u:ir?:ss e how your solution bring them into
: 4 works specifically your network.
— for them. -

POSITIONING PROSPECTING

You need to control You need a way to
your perception. find these people,
Are you Just another
vendor? (BlLinkedselling

Optimize Your LinkedIn Profile

The goal is to structure your profile so that it converts
VIEWS into LEADS.

We've discovered that there is a science to
taking a prospect who is looking at your

profile, and getting them to take a next step

with you and your business.




The Headline Formula

[Title], [Company Name] | | help [avatar] [benefit or resulit]

|
—
<
\
| |
[
=

So as an exampleé

A

in of

Luda (Ludmila) Drummond - 1st

Founder, ClickWhipt | | Help Attorneys and Law Firms Generate Daily Qualified
Phone Calls and Office Consultations

ClickWhipt » Universidade de Brasilia

And you can see here from Ludais comments that the process weire
sharing today has led her to make 3 times what she did in her
previous job...within just a year.



“After almost 10 years, our business was almost non-existent.
We had never made a consistent income. We spent tens of
thousands of dollars on courses (seriously), over $15,000 on
mailers, and on and on. NOTHING converted into getting us new
clients - AND | MEAN NOTHING!

We just wanted something consistent. We just wanted to pay the
bills. We started thinking we were never going to be able to "get
off the ground", let alone be financially independent.

With Josh’s system we now have enough clients to pay us 3
times what we made at our regular jobs. Every month! Not just
some months... And it has been less than 1 year, so we are still
expanding. Our goal this year is to be in the top 1% of earners in
Idaho ($292,000/year) What a difference a year can make!!! We
work A LOT less than we used to. It snows a ton here in Idaho,
and sometimes | go a week without leaving the house. Best
lifestyle ever!!

- Luda Drummond, Marketing Consultant

Once you have an optimized profile, and have used the knowledge
you gained about your avatar to determine how youéll position
yourself according to what your specific prospect wants and needs,
you can move on to the next most critical task prospecting.

'~ YOUR LEAD GEN FOUNDATION
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How do you find new prospects?

Itis a simple, straightforward processe

First, go to the search bar and type the title of the people you want to
do business with.

Find Your Perfect Clients

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



Second, Pinpoint your exact prospects using LinkedInis Advanced

Filters for:

* Job titles
Industries
Geographic Area
Keywords
Company

Herels a search that you might use if youire targeting local business

owners.

Targeting Local Business Owners

o r 3
Home Ay Btk
reople [l IR [ cucent companies ~ -

Online Health Care Degree - Earn your master's and become a leader in the dynamic health care industry. Az -

Search with Sales Navigator

Saved searches - Manage

e

Your onboarding toolkit has amrived

| Downlaad now




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

Herels a search you might use if youire targeting business owners all
over the United States.

Targeting National

o

Owners

M ]
4 et :

=]

[ Unies sates ~ | Connections 2~ || R BEYLY Cloar @

GeEnerate More Leads - Get your products recommended 1o high-intent visitors scross top sites, we -

Search with Sales Navigator

Connect

Saved searches

And this same kind of process works no matter what country youire
in. So in the US, 6.5 million plus business owners that are either 2nd
or 3rd degree connections.

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



Specific Industries
Q cro

Top People lobs Posts Companie Groups Schools

Cisco Solutions on AW/

Filter people by Clear all 4

T o o Connections ~
¢ | CEQ | Media Executive | Enterprise Value Creator at GenX Inc. onne 5 -

Keywards -

Locations ~

ns Officer (C.C.0.) & Executive Assistant to the C.E.O. Connect ‘

fford Jr. MA-TLM, BBA, DML, L SSBB I3 -

f Executive Officer at The Offord Business Group, LLC Connect ‘

InMail ‘ Current companies
Past companies -

Industries

56,000 results for that one.

And it works even if you have a more broad criteria. Like letis say you
want to go after fiprofessional women:o

Types of people...

Groups ¥

Online Health Care Degree - Earn your master's and become a leader in the dynamic health car

Connect: Professional Women's Network

Members: 621,663

Pittsburgh Professional Women

* Members: 6,595

Womenalia - the network for professional women
E Members: 20,302

VERONA PROFESSIONAL WOMEN NETWORKING

Members: 1,453

Young Professional Women Australia

S 4,148 ‘ -




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

Or, letis say that youive got a really focused niche. Even things like
Cooking or Golf enthusiasts, which youid never think would be on
LinkedIne&.they definitely are.

Even B2C...

Q golf
Top Peaple bs Posts Companies Groups S hools
Download 9 Myths. - Building Product Manufacturers may be missing a chance toinc
== LinkedGaolfers, 81 Golf Networking Group Online
_--"-53 Members: 54,626

Golf Executive Club

- LI-;'-I:‘:-:.E:"--':‘:I'-'

lobs & Careers in Golf

[

e Members: 24,936
Global Golf

:. Mambers: 12,773

US Golf Leaders
"J”" Members: 11,915

Golf Network

LinkedGolf - voor goll, netwerken en NL goliers overal ter wereld
S =

Members; 11,700

Colt Mackenzie McNair - Global Golf Recruitment

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



It doesn’t matter what
niche you're in.

It doesn’t matter what kind
of business you have.

This will work for you.

; “IL!II"']“I.“

So of the four essential parts weire covering today, wefve determined
our AVATAR, welve 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.

L EVEL 72 YOURLEAD GEN FOUNDATION
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Remember, these contacts should be a perfect fit for your servicee



So, on LinkedIn, you can send each of them a simple connection
request, but hereis the thing - and this is KEY - LinkedIn gives you the
option to iConnecto and use the generic message LinkedIn has
prefilled for you OR you can add a personalized friendly note.

Herels a script we useée feel free to adapt it for your own usee

Connection Requests




Youill notice that whatis important here is that weire 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 herefs why this works so wellé& One, because you donit go for
the jugular right away, your prospect is more open to trusting you.
And we know that without trust, you wonit get the sale.

And itis so true. Thatis why our entire strategy is built around
establishing trust and developing a relationship, as youill see in just a
minute.

So by taking the time to personalize your message, instead of using

the generic one, you show that youire not just out to get numberse
youire a real person interested in starting a real conversation.

Constant stream of new prospects to work
through the rest of our systems.

40%+ Acceptance Rate.

Sales calls or meetings.




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 - thatis how you get more requests
accepted.

Okay, now that youive got new connections and youire building a list
with targeted prospects, ideal for your business youire ready to move
on to level two.

LEVEL 27 10X GROWTH

LEAD
GENERATION

You need to convert
your prospects into
consultations or
appointments.

DRIP
MARKETING

| Youneed to remain |
top-of-mind and

SUPPORT

You need to seek
community, guidance
" and mentorship to
nurture relationships shortcut the learning
with your prospects curve and remain

SALES and leads. PR [LE) accountable.

You need to enroll You need to build strategic
those leads into your partnerships that allow you to
product or service. scale your marketing efforts. @LInkedSelllng

Weive covered how to build your list of targeted connections, so now
we can move on to Level 2 and welre 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 youill be sending a series of messages on LinkedIn.

Hereis how it workse



Multi Touch Point Messaging Campaign

High Value
Prospects

Initiai_ 3
Connection
Message 1 Message 2 Message 3 Message 4
“Thanks for “Interesting “Request “Follow
Connecting Article” Phone Call” Up”
¢—¢ 66
Week 2 Week 4 Week 6 Week 8

4 to 7 message process to nurture, provide value, build
the relationship and book an appointment.

Put relationship first, and the sale
second.

Otherwise, you’re just flushing
prospects down the drain.

We created a system, so that doesn’t

have to happen to you again.




How well does this work?

Results?

If each month you’ll add an additional 50+
prospects into the campaign.

On average, 21% of prospects converted to ®
an appointment at this stage. .

50 prospects x 21% = 10 appointments




That's just the beginning!

10 appointments per month...

..equals 120 appointments per year.

Based on only adding 50 new prospects
In each month.

What if you added 100, or 200 each month?

Multi Touch Point Messaging Campaign

High Value
Prospects

Initiai_ !
Connection
Message 1 Message 2 Message 3 Message 4

“Thanks for “Interesting “Request Follow
Connectmg Article” Phone Call”

P T T

Week 2 Week 4 Week 6 Week 8

The best part: The system is repeatable and reliable.



Would appointments with 10+
high-ticket prospects per month get
you to $100k?

i

Y _

What’s your ROI?

If you haven’t already...Download and complete the ROI
Calculator here: '

10 appointments per month

3 new clients per month

$2500 per new client

$90,000+ in 12 months



http://linkeduniversity.com/roi

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

LEVEL 2: 10X GROWTH

LEAD
GENERATION

You need to convert
your prospects into
consultations or
appointments.

DRIP
MARKETING

You need to remain
top-of-mind and
nurture relationships
with your prospects

SUPPORT

You need to seek
community, guidance
and mentorship to
shortcut the learning
curve and remain

SALES and leads. PR (SCALE) accountable.
You need to enroll You need to build strategic
those leads into your partnerships that allow you to
product or service, scale your marketing efforts, @LInkedSeIIIng

Now the key here isnit to throw all the goodwill, and tried-and-true
relationship building strategies that wefve used to this point straight
out the window.

-

T/K/\,«)

Don’t jump to the pitch too soon...
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 iHow
soon can | make my pitch?i youill have better success closing deals.



Itis so important that 10m going to let one of my biggest inspirations
Zig Ziglar sum it up.

“If people like you, they will
listen to you. If they trust you,

they will do business with

you.”

- Zig Ziglar

You donit hear Zig saying in there that you need to iAlways be
closing.0 Nope. Focus on each step in the relationship before a lead is
ready to buy.

Next up is drip messaging.

/2 10X GROWTH

SUPPORT

LEAD DRIP
GENERATION MARKETING

You need to convert | You need to remain

your prospects into top-of-mind and
consultations or nurture relationships

appointments. with your prospects

SALES and leads, PR (SCALE) accountable.

You need to seek
community, guidance
and mentorship to
shortcut the learning
curve and remain

You need to build strategic
partnerships that allow you to
scale your marketing efforts. IBLInkedSelIing

You need to enroll
those leads into your
product or service,






