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INTRODUCTION

STATE OF CLIENT ACQUISITION TODAY, 
A LETTER FROM THE CEO
At some point, most companies inevitably hit a ceiling. 

Something is working for them that gets them from point A to point B but for whatever reason, 
they get locked up there. They don’t control the pieces needed to reach that next growth phase 
without adding something different to their arsenal. 

A major reason we see in many of the companies we speak to is that they lack a system that gives 
them a necessary level of predictability within their company. They rely on random referrals or 
notoriety within their market.

The problem is neither of those things are actually controllable. Companies that emphasize lead 
generation methods outside of their control are left without a reliable method where they can 
practically push a button to generate momentum. 

�Ì�ÃÌ>ÀÌÃ�Ü�Ì��V��ÌÀ�����}�Þ�ÕÀ��i>`�y�Ü�>�`��i>`Ã�Ì��}Ài>ÌiÀ�V��ÌÀ����ÛiÀ�Ì�i�ÀiÃÌ��v�Ì�i�V��«>�Þ�
as well. 

7�i��Þ�Õ��>�>}i�Þ�ÕÀ����Ì��Þ��i>`�y�Ü�iÝ«iVÌ>Ì���Ã]�Þ�Õ�V>���>�i���Ài�>VVÕÀ>Ìi�v�ÀiV>ÃÌÃ�LÞ�
predicting relative call show-up rates, and sales conversions, leading to more predictable revenue.

This executive brief will address today’s biggest missed opportunity for companies to gain 
EQPVTQN�QXGT�VJGKT�NGCF�ƃQY���CPF�VJGKT�GZRGEVGF�TGXGPWG��

	ÕÌ�wÀÃÌ]��iÌ½Ã�L>V��Õ«�v�À�>�ÃiV��`°�,i�i�LiÀ�Ì�>Ì�Ü�i���Ì�V��iÃ�Ì��V��i�Ì�>VµÕ�Ã�Ì���]�Liv�Ài�Ì�i�
��ÌiÀ�iÌ�>�`�Liv�Ài�Li��}�>L�i�Ì��>vv�À`>L�Þ�>VViÃÃ��������Ã��v�«i�«�i�>Ì�Þ�ÕÀ�w�}iÀÌ�«Ã]�V��«>��iÃ�
really had to get creative. 
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Today, the landscape has changed drastically. In fact, there has never been a better time for online 
�i>`�}i�iÀ>Ì����>�`�V��i�Ì�>VµÕ�Ã�Ì���°����v>VÌ]�V��«>��iÃ���Ü��>Ûi�Ì�i��««�Ã�Ìi�«À�L�i�\�

There are a million ways to do it, but not all give the desired results - or the control they need in 
their sales pipeline and in their ability to forecast revenue.

Today, if you want to stand out and cut through that noise, you have the resources you need at 
Þ�ÕÀ�w�}iÀÌ�«Ã°���ÜiÛiÀ]����Ü��}�Ü�iÀi�Ì��ÃÌ>ÀÌ���>�`�Ü�iÀi�Ì��v�VÕÃ�Þ�ÕÀ�ivv�ÀÌÃ����Ã��iÞ°

As a lead generation and sales development company with over 10 years experience in helping 
V��«>��iÃ�w�`�Ài��>L�i�>�`�V�ÃÌ�ivviVÌ�Ûi�V��i�Ì�>VµÕ�Ã�Ì����Ã��ÕÌ���Ã]�Üi½Ûi�Ü>��i`�Ì�i�Ü>���>�`�
tried everything. 

Our intention in this report is to cut to the chase and share how to take advantage of the biggest 
V��i�Ì�>VµÕ�Ã�Ì�����««�ÀÌÕ��ÌÞ�Üi�Ãii�Ì�`>Þ\�Ã�V�>���i`�>�>`Ã°�

We’ll cover:
     •������Ü�Ì�`>Þ½Ã�v>ÃÌiÃÌ�}À�Ü��}�V��«>��iÃ�maintain consistent lead  
 generation using paid social media 

     •������Ü�Ì�iÞ�TGFWEG�TKUM�CPF�ICKP�TGNKCDKNKV[���CPF�EQPVTQN���QXGT�VJGKT� 
 pipeline with social ads 

     •������Ü�Ì���many companies use ads the wrong way, and the common  
 mistake most lead generation and marketing agencies make 

     •    Why the LinkedIn ad platform is still a blue ocean for B2B companies  
 and how to justify the ad costs 

     •������Ü�Ì�����Ü�if Facebook or LinkedIn is a better starting point  
 (yes, Facebook is still relevant, even for B2B businesses)  

     •    What our best campaigns look like and how you can duplicate them  
 for your company 
 
     •   What to realistically expect from a properly optimized ad funnel

http://linkedselling.com/


5
1819 Lynch Street    St. Louis MO 63118 

314.499.8892 | LinkedSelling.com

It’s not just about keeping the pipeline full for its own sake. And it’s 
not just about keeping the sales team busy.

Optimizing for control gives you the capacity to plan ahead for the 
�iÝÌ�µÕ>ÀÌiÀ�>�`�Ì�i��iÝÌ�Þi>À°��Ì½Ã�>L�ÕÌ�Li��}�>L�i�Ì��V>�VÕ�>Ìi�Ü�iÀi�
to allocate resources in order to scale and grow - and knowing where 
those resources will come from. 

Simply put, VJG�CDKNKV[�VQ�EQPVTQN�NGCF�ƃQY�WVKNK\KPI�C�TGNKCDNG�OCEJKPG�
is the driver behind today’s business growth. 

Take the lead,

Ben Kniffen, LinkedSelling CEO

�ôį΁¯ƑƌƸƢƫ

QUESTION: 
HOW ARE TODAY’S 
GROWTH-FOCUSED B2B 
COMPANIES FILLING THEIR 
SALES PIPELINES WITH 
CONSISTENT OPPORTUNITIES 
WHILE REDUCING RISK? 
/��Ã����>�V�>��č`Û�Ã�À�
ÝiVÕÌ�Ûi�	À�iv��>�ÃÜiÀÃ�Ì�>Ì�µÕiÃÌ���� 
by illustrating why paid social media is the best way we’ve 
seen to not only leapfrog over the competition but to claim 
V��ÌÀ������Þ�ÕÀ�Ã>�iÃ�«�«i���i�>�`��i>`�y�Ü]�>�`���VÀi>Ãi�
sales opportunities while reducing the risks of typical client 
>VµÕ�Ã�Ì����ÃÌÀ>Ìi}�iÃ°
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WHERE LINKEDSELLING FITS INTO  
THE EQUATION
LinkedSelling is a team of the world’s top lead generation and sales development experts who 
«>ÀÌ�iÀÃ�Ü�Ì��}À�ÜÌ��v�VÕÃi`�w�>�V�>��>`Û�Ã�ÀÃ��Ì����VÀi>Ãi�V��ÌÀ����ÛiÀ�Ì�i�À�V��i�Ì�>VµÕ�Ã�Ì����
while reducing risk. 

9G�CTG�HQEWUGF�UQNGN[�QP�IGVVKPI�[QWT�UCNGU�VGCO�GPQWIJ�QRRQTVWPKVKGU�VQ�ENQUG�JKIJ�XCNWG�
clients so that you hit your sales goals every single month. Under the guidance of CEO Ben 
���vvi�]�����i`-i����}��>Ã�`iÛi��«i`�E�Àiw�i`�Ì�i�Ài�>Ì���Ã��«�v�VÕÃi`��i>`�}i�iÀ>Ì����>�`�Ã>�iÃ�
`iÛi��«�i�Ì�ÃÞÃÌi��Ì�>Ì�Üi½Ûi���«�i�i�Ìi`�v�À��>�Þ�w�>�V�>��>`Û�Ã�ÀÃ����Ì�i�«>ÃÌ°

Our clients have generated over $1 billion dollars in new revenue from the leads attributed to our 
system and they’ve shaken up the industry.

WHAT TO EXPECT
This report reveals tips, strategies, and important considerations from the B2B sales and marketing 
teams who have cracked the code on their outbound lead generation and sales development using 
paid social.

6JG�TGUWNV�KU�C�YGNN�QKNGF�NGCF�IGPGTCVKQP�OCEJKPG�VJCV�CNNQYU�ƂPCPEKCN�CFXKUQTU��VQ�VWTP�UVTCPIGTU�
into prospects > prospects into sales appointments > and sales appointments into paying clients. 

This results in consistency and predictability in a cost effective way, all while reducing risk. 

This is how you take the lead. 

Keep reading to learn more about our proven process using paid social…

Targeted Accounts, List Building or Targeted 
*À�Ã«iVÌ�*À�w�i�>�`��� �
�� �>�`É�À��	�č�-

�>À�iÌ��}�+Õ>��wi`��i>`Ã�q�����i`���
�>Ì>L>Ãi]�}À�Õ«��i�LiÀÃ]�V��Ì>VÌÃ

->�iÃ�+Õ>��wi`��i>`Ã���
booked appointments

http://linkedselling.com/
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PART 1: 
Who Paid Social is Best For

7���i�Ì�iÀi½Ã����`i�Þ��}�Ì�i�ivwV>VÞ��v�Ì�i��iÌ��`�Üi�ÕÃi�v�À�«>�`�>`Ã]�Üi��ii`�Ì��ÃiÌ�Ã��i�Ài>��ÃÌ�V�
expectations. 2CKF�CFU�CTG�DGUV�TGUGTXGF�HQT�ƂPCPEKCN�CFXKUQTU�YJQ�CTG�ENGCT�QP�VJG�HQNNQYKPI�

     •    You know your prospects and where they are
     •    ;QW�JCXG�C�UQNKF�
RTQXGP�VQ�UGNN��QHHGT
     •    You have C�DCEMGPF�HQNNQY�WR�U[UVGO that converts prospects down the funnel (ie you  
 have your sales development in place)
     •    You have adequate revenue to invest enough in order to see results
     •    You understand “the game” and have a desire to scale the process because you know it  
 will pay huge dividends down the road

Each of these things are vital for a successful campaign. The Offer can be anything that provides 
Û>�Õi�Ì��Þ�ÕÀ�«À�Ã«iVÌ�Ûi�V��i�ÌÃ���Ã��iÌ���}��`i>��Þ��vviÀi`�v�À��,

��À�>Ì�>���ÃV�Õ�Ì�Ì��}iÌ�Ì�i��
in the door. This is where a free audit, a white paper, or some other educational piece provides value. 
We’ll talk more about the offer shortly.

Most importantly, you must be willing to invest in your company’s growth. Coming into this with a 
minimal budget throttles success and prolongs results.  We work closely with our clients to develop 
budgets based on their Average Lifetime Value of new clients and their sales process and closing 
À>ÌiÃ°��7���i�Üi½Ài�>�Ü>ÞÃ�ÌÀÞ��}�Ì��>VµÕ�Ài��iÜ�Ã>�iÃ�v�À��ÕÀ�V��i�ÌÃ�>Ì�Ì�i���ÜiÃÌ�«�ÃÃ�L�i�V�ÃÌ]�
�Ì½Ã�Õ�Ài>��ÃÌ�V�Ì��Ì�����Ì�>Ì�fxä����>`�Ã«i�`��À�V��i�Ì�>VµÕ�Ã�Ì����V�ÃÌÃ�Ü����}i�iÀ>Ìi�>�V��i�Ì�Ü�ÀÌ��
hundreds of thousands of dollars.

http://linkedselling.com/
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PART 2: 
Why Most Advisors Fail With Paid Social

1.   False Expectations
���iÛiÀÞÌ���}�Þ�Õ�«�ÃÃ�L�Þ�V>��Ì��Õ�`iÀÃÌ>�`�Ì�i�Ài>��ÌÞ��v���Ü�>`Ã�
work. Well-meaning agencies work with companies but too often 
�i}�iVÌ�Ì��ÃiÌ�Ì�i�iÝ«iVÌ>Ì���Ã�ÃÌÀ>�}�Ì°��iÌ½Ã�wÝ�Ì�>Ì�À�}�Ì���Ü\�

7�i����ÛiÃÌ��}����«>�`�Ã�V�>��>Ã�«>ÀÌ��v�Þ�ÕÀ�V��i�Ì�>VµÕ�Ã�Ì����ÃÌÀ>Ìi}Þ]� 
you need to�TGEQIPK\G�VJG�VKOG�KV�VCMGU�VQ�UGV�VJG�U[UVGO�WR��

We need to be very familiar with who you are as a company, what 
you offer, who your client is, and then take the time to develop the 
ad campaigns that will best resonate with your prospects. That’s 
just the beginning however. 

Once the campaigns are launched, the testing and optimizing begins. 
This is how we reduce ad costs over time. The expectation that 
anything will happen overnight is false.

http://linkedselling.com/
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2.   Too complex 
Too many companies look at ads as a way to get a ton of information from their prospects, as a 
way to educate, and as a way to sell directly. The problem with trying to do all that at once, is that 
your ad funnel will end up way too complex and your prospects will lose interest quickly. This 
will only cause increased costs because your target audience won’t convert at the level you want.

3.   No backend or optimization process in place
7i��i�Ì���i`�Ì��Ã�i>À��iÀ°�7�>Ì���ÃÌ��>À�iÌ��}��À��i>`�}i�iÀ>Ì����>}i�V�iÃ�«À���Ãi��Ã�ÌÀ>vwV°�
And they leave it at that. 

The missing part there is that VTCHƂE�KU�PQV�XCNWCDNG�WPNGUU�[QW�JCXG�C�U[UVGO�KP�RNCEG�VQ�EQPXGTV�
those potential leads into real business opportunities.
 
When you don’t establish the backend funnel that drives your prospects to book appointments, 
you leave leads on the table. That’s where marketing must overlap with lead generation and sales 
development.

'SWCNN[�KORQTVCPV�KU�VJG�QRVKOK\CVKQP�RTQEGUU� This takes time and multiple renditions, but it pays 
off because as the targeting, the messaging, and the ads become more and more in-tune with what 
your prospect wants, conversions are higher, and overall lead costs are lower.

http://linkedselling.com/
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4.   Always selling
On the other hand, another big issue is that too many companies focus too strongly on sales 
right out of the gate. 

When you “bring out the queen” too soon so to speak, when you’ve only just won the prospect’s 
attention and immediately jump into the sales pitch, your prospect is likely to shut down. This only 
serves to drive your prospects away because they don’t know you and they don’t trust you yet.

http://linkedselling.com/
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PART 3: 
Successful Ad Funnels

In this next section, we’ll cover exactly how we strategize, set-up, and manage successful ad 
campaigns and then we’ll show you three of our most successful ad funnels.

STEP 1:�/�
��č,�
/� ��/,�č�
/�i�ÃÌ>ÀÌ��}�«���Ì�v�À�>�Þ�ÃÕVViÃÃvÕ��>`�V>�«>�}���Ã�>V��iÛ��}�vÕ���V�>À�ÌÞ����Ì�i�º�>À�iÌ��}�/À�>`»\

http://linkedselling.com/
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First, Market. 
You need to know who your target market is and who you’re going after. Most companies will be 
clear on this, but there are many who don’t take the time to really dive deep into understanding the 
psychology behind what motivates their prospects in their industry, in their job position, and more. 

You need to make sure your message gets in front of the right audience.

Second, Message. 

You need to make sure you have the right messaging. Dial this in your messaging and your  
marketing will have a greater chance of connecting with your potential prospects.

,i�i�LiÀ]�Ì�>Ì�>���ÃÌ�č����v�Ì�i�«À�Ã«iVÌÃ�Ü���V��i�Ì�À�Õ}��Þ�ÕÀ�vÕ��i���č6
� 
6
,��
č,��
OF YOU.  So to think that you’re going to run an ad about your company and people are just going 
to be begging for you to work with them is nearly impossible.  

Your offer needs to be an EASY, foot in the door teaser of the value that you can provide them by 
working together later. It’s the job of the funnel to push prospects through and warm them up 
YKVJ�OCVGTKCNU���CPF�UGV�[QWT�UCNGU�VGCO�WR�HQT�UWEEGUUHWN�EQPXGTUCVKQPU���

Third, Media. 
-PQY�YJGTG�[QWT�RTQURGEVU�CTG���CV�GXGT[�RQKPV�VJTQWIJ�VJG�DW[GT�LQWTPG[� In this case, we’re 
focusing on LinkedIn, and even Facebook ads. But that’s just the top of the funnel, after your prospect  
becomes a warm lead, you will need to follow-up with email, social messaging, and even phone calling.

9�ÕÀ��Ü��i�>�����ÃÌ�>�`�ÜiLÃ�Ìi�ÌÀ>vwV��>�i�}Ài>Ì���Ü��>�}��}�vÀÕ�Ì��v�V�ÕÀÃi°�"Ì�iÀ�`�}�Ì>��ÌÀ>vwV�
Ã�ÕÀViÃ�ÃÕV��>Ã�**
]�«>}iÉ}À�Õ«�«�ÃÌÃ]�L��}�«�ÃÌÃ]��iÜÃ�iÌÌiÀÃ]�>�`�iÛi����yÕi�ViÀ��>À�iÌ��}�>Ài�
other options to add to your marketing mix. 

You could spend your marketing dollars on every available medium, but this will often result in wasted 
���iÞ�>�`�«��À�ÀiÌÕÀ�������ÛiÃÌ�i�Ì�­,"�®°�Instead, focus on a few select channels, depending  
on your goals, budget, and audience. Industry benchmarks and best practices can be helpful when  
planning which channels to use.

Remember that not all marketing channels are created equal. 

We argue for paid social media ads because of the control it gives you over the volume and 
type of prospects. 

http://linkedselling.com/
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STEP 2:�"*/���<
�9"1,�*č���č�-
,i}>À`�iÃÃ��v�Ü��V��V�>��i�Ã�Þ�Õ�V���Ãi]�Ài�i�LiÀ�Ì�>Ì�Þ�Õ��ÕÃÌ�V��Ì��Õ>��Þ�iÛ>�Õ>Ìi�>�`��«Ì���âi�
your ad campaigns in order to make sure you’re achieving the best possible results. Use this as a 
}Õ�`i�Ì��ÌÀ�ÕL�iÃ���Ì�>�Þ��ÃÃÕiÃ\

Test, Test, Test!

Again, remember that regular testing is also needed to keep your creatives fresh and your target 
>Õ`�i�Vi�i�}>}i`°�,i�i�LiÀ�Ì�>Ì���i���>}i��>Þ�`��Üi���v�À�>�Ü���i�LÕÌ�V>��LiV��i�ÃÌ>�i�Ü�Ì��Ì��i°

Know Your Baselines!
7i���«iÀv�À���}��i>`��>V���iÃ�Ã��Õ�`�Li���ÌÌ��}�Ì�iÃi�L>Ã�V�L>Ãi���iÃ°������v�À�Ì�iÃi��Õ�LiÀÃ\

Optimize Ad Costs

The third factor to keep an eye on when it comes to using social media ads to keep your pipeline 
vÕ����Ã����Ü��}�>`�V�ÃÌÃ°�9�Õ�Ü>�Ì�Ì�i��>Ã���Ü�>Ã�«�ÃÃ�L�i°�/��Ã�Ü������Ì����Þ�}�Ûi�Þ�Õ�>�LiÌÌiÀ�,"�� 
vÀ���V>�«>�}�Ã�­iÃ«iV�>��Þ�>Ã�Þ�Õ���VÀi>Ãi�Þ�ÕÀ�w�>��V��ÛiÀÃ����À>Ìi®]�LÕÌ��Ì�Ü����>���Ü�Þ�Õ�Ì��ÃÌÀiÌV��
your ad budget by increasing the amount of eyeballs you can put your ads in front of. 

Low cost per opt-in = more sales opportunities and a higher ROI
1�v�ÀÌÕ�>Ìi�Þ]�Ã�V�>���i`�>�>`Ã�V>��LiV��i�iÝ«i�Ã�Ûi�µÕ�V��Þ��v�Þ�Õ�>Ài�½Ì�V>ÀivÕ�°���Ü�`��Þ�Õ��>�i�
sure you are getting the most out of your paid social media ads?

http://linkedselling.com/
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TIPS:
When your audience is more responsive, your click through rates (CTR) 
will be higher and your cost per lead will be lower...

Dial in your targeting and messaging. To drive low opt-in costs, 
your targeting and messaging should be your primary focus. Your 
secondary metric will be to watch the Click through rates in your 
V>�«>�}�Ã�­Ì�i�
/,®�E�Ì�i�«>}i�V��ÛiÀÃ����À>Ìi����Þ�ÕÀ��>�`��}�
page (where the ad will take the prospect so they can access your 
content, or whatever you offered in your ad).

&GXGNQR�CP�KP�FGRVJ�RTQURGEV�RTQƂNG� Again, this is imperative. 
,i>��Þ����Ü�Ü���Þ�ÕÀ�«À�Ã«iVÌ��Ã°����`ii«�ÀiÃi>ÀV��>�`�`iÛi��«�
a persona that you can market to that helps drive your copy & 
creative mixes. 

Niche down as much as possible. When you try to speak to 
iÛiÀÞ��i]�Þ�Õ�Ã«i>��Ì�������i°�	i�Ã«iV�wV�Ã��Ì�>Ì�Þ�Õ�V>��V>����ÕÌ�
certain pain points and outcomes relevant to the exact audience you 
want to target.

Highlight one main pain point.�1Ãi�Þ�ÕÀ�«À�Ã«iVÌ�«À�w�i�Ì��VÀ>vÌ�>`Ã�
Ì�>Ì�Ã«i>��`�ÀiVÌ�Þ�Ì��Ã«iV�wV�«>���«���ÌÃ�Þ�ÕÀ�«�Ìi�Ì�>��«À�Ã«iVÌÃ�
may have. The solution will be to register for your webinar where 
you will help solve this pain point for them. 

-

-

-

-

Now let’s take a look at 
what’s working…

http://linkedselling.com/
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Top 3 Ad Campaign Formats We See Working Now:

1.   PDF / Content download

These are ads that attract your targeted audience with a pdf report, ebook, whitepaper, 
checklist, or other valuable download that helps solve an immediate pain. 

From there, the follow up emails you send them after they opt-in to receive the download will 
encourage them to book an appointment. In many cases, we also have our sales development rep 
­-�,®�Ìi>��V>���Ì�iÃi�«À�Ã«iVÌÃ�>Ã�Ã����>Ã�«�ÃÃ�L�i�>vÌiÀ�Ì�iÞ�`�Ü���>`�Ì�i�«`v°�

This is just one way we take advantage of both key timing and multiple channels; we talk to prospects 
when they show interest (or as soon afterwards as possible) and encourage them to make an  
appointment with our clients’ sales calendars (or at least to take that next step in the sales cycle).

http://linkedselling.com/
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2.   Assessment requests

3.   Direct to appointment or consultation 

Here, instead of downloading a pdf, we’re offering value in a different way: an assessment. 
This can also take the form of something like an audit or strategy call. 

On the back end, after a prospect signs up for their assessment, similar to the pdf download campaigns, 
we use email and our sales development rep team to continue providing value, stay top of mind, 
µÕ>��vÞ�Ì�i�«À�Ã«iVÌ]�>�`�i�V�ÕÀ>}i�Ì�i��Ì��Ì>�i�Ì�i��iÝÌ�ÃÌi«°

Unlike the previous two campaigns, the ads in these campaigns encourage the prospect to book 
an appointment directly. 

http://linkedselling.com/
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STEP 3: 
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Again, a huge factor in an ad’s success actually has nothing to do with the ad itself, but what 
you do with your lead after the fact. When a company has high expectations but no backend sales 
development nurture system in place, good potential sales opportunities get lost.

The result? The company thinks that the ads didn’t work. 

What didn’t work was that the ads didn’t sell the client on your service offering. Ads aren’t supposed 
to sell the offer, they’re meant to sell the next step and spark interest. A good ad campaign will 
V>ÌV��Ì�i�À�>ÌÌi�Ì����>�`�LÀ��}�Ì�i�ÌÀ>vwV]�Ì�>Ì½Ã��Ì°� �Ü�Ì�i���ÕÃ��Ã����Ì�i�V��«>�Þ�Ì��v����Ü�Õ«°

To accomplish this, at LinkedSelling, we use a multi-channel sales development system, including 
LinkedIn messaging, email, and phone calling. 

For example, let’s take a look at one client ad campaign. When Arria came to us, they were struggling 
with their current lead generation methods. They needed an easier way to reach their ideal customers 
in order to sell them on their natural language generation product. Previously, they had been relying 
on lists, trade shows and prospecting. These methods just weren’t cutting it anymore. They needed 
more control and consistency.

http://linkedselling.com/
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The multi-channel system we executed on behalf of that company looks like this:

We set several 3-step LinkedIn ad campaigns that targeted prospects who would likely be interested 
in Arria’s complex data translation software.

��ÀÃÌ]�Üi�ÕÃi`�>����L�Õ�`�>««À�>V��Ü�Ì������i`���>`Ã�Ì��`À�Ûi�ÌÀ>vwV�Ì��V��Ìi�Ì°

1Ã��}�{�`�vviÀi�Ì�>`�V�«Þ�ÃiÌÃ�Ì�>Ì�«�ÌV�i`�>�Û�`i�]�Ó�`�vviÀi�Ì�*��Ã]�>�ÜiL��>À]�>�`�Ãi�`��}�>� 
sponsored InMail message, the prospects were sent to a lead form where they entered their 
information. They were then redirected to a page where they could instantly view or download  
Ì�i�«�iVi��v�V��Ìi�Ì�Ì�iÞ�ÀiµÕiÃÌi`°�

From there, we engaged in outbound methods that build on the momentum built by the inbound 
lead generation campaigns. This is where the backend system comes in.

/��Ã���V�Õ`iÃ�Ì>À}iÌi`�i�>���v����Ü�Õ«Ã�>Ã�Üi���>Ã�V>��Ã�vÀ����ÕÀ�Ã>�iÃ�`iÛi��«�i�Ì�Ài«Ã�­�ÕÀ�-�,�
team) who proceeded to call anyone who opted in for any of the options with the ultimate goal of 
scheduling a demo. 

We’ve found that calling leads within 24 hours who’ve opted-in to content from our ads resulted 
in over 33% MORE appointments booked with the sales team.

With the results Arria has seen from these various campaigns, the potential for additional revenue 
�Ã��Õ}i°�/�>��Ã�Ì��Ì�i�v����Ü�Õ«�«���i�V>��Ã]�>�«iÀVi�Ì>}i��v�Ì�iÃi�µÕ>��wi`�«À�Ã«iVÌÃ�Ü�������i�Þ�
become clients over time.

The best part? This system is easily replicated month after month, and they are consistently growing 
their email list, and consistently booking appointments for their sales team, keeping that pipeline full 
and helping increase revenue.

http://linkedselling.com/
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How Financial Advisors 
Generate New Client Prospects 
Using A Simple Ads Strategy

CASE STUDY:

The Challenge:

7�i��w�>�V�>��>`Û�Ã�ÀÃ�V��i�Ì��ÕÃ]�Ì�iÞ��>Ûi�Lii��Ài�Þ��}����Û>À��ÕÃ�}À>ÃÃÀ��ÌÃ��>À�iÌ��}� 
campaigns and referrals to gain clientele in the past. They would spend countless hours during the 
Üii��«À���Ì��}�Ì�i�À�w�>�V�>��>`Û�Ã��}�ÃiÀÛ�ViÃ]�>�`�Þ�i�`��}���ÌÌ�i�Ì�����ÀiÃÕ�ÌÃ°�"À]�Ì�iÞ��ÕÃÌ�`�`�½Ì�
`��>�ÞÌ���}�Ì��«À���Ìi�Ì�i�À�wÀ��>�`�i�`�Õ«�Ài�Þ��}�«ÕÀi�Þ����iÝ�ÃÌ��}�V��i�ÌÃ�>�`�>�ÀiviÀÀ>���iÀi�
and there, but these tactics never actually take them to that next level of growth.

Several of them were even spending over $250 per new prospect with other lead generation services 
>�`��vÌi�Ì��iÃ]�Ì�iÞ�ÜiÀi���Ì�>�}��`�wÌ�v�À�Ì�i�À�ÃiÀÛ�ViÃ�LiV>ÕÃi�Ì�iÞ�ÜiÀi�Ã��«�Þ��i>`Ã�Ì�>Ì�ÜiÀi�
purchased from a list of demographics. 
 
They needed a way to keep their pipeline full with potential prospective clients and sign new clients 
every month without adding a huge marketing expense or hours of extra work.

The Solution:

After analyzing each of the advisor’s processes and target market, we implemented a 5-step Facebook 
advertising campaign with the ultimate goal of getting more prospective clients to become interested 
���w�>�V�>��>`Û�Ã��}�ÃiÀÛ�ViÃ�>�`�LÕ��`��}�>�Ài�>Ì���Ã��«�Ü�Ì��Ì�i�°
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The Campaign Consisted of 5 Parts:

1. -«iV�wV��iÃÃ>}��}�Ì�>Ì�Ã«��i�Ì��Ì�i�À�Ì>À}iÌ�>Õ`�i�Vi° 

2. č�*���Ì�>Ì���}���}�ÌÃ�Ì�i�«>���«���ÌÃ��v�Ì�i�À��`i>��«À�Ã«iVÌÃ��À�>��Ì�iÀ�«�iVi��v�Û>�Õ>L�i�V��Ìi�Ì�
Ì�>Ì��i�«Ã�>�ÃÜiÀ�µÕiÃÌ���Ã�Ì�>Ì�>�«iÀÃ����>Þ��>Ûi�>L�ÕÌ�Ì�i�À�w�>�V�>��Ã�ÌÕ>Ì����­�i°�ÀiÌ�Ài�i�Ì]�
��ÛiÃÌ��}]�iÌV°®°�*À�Ã«iVÌÃ�Ü�Õ�`�i�ÌiÀ�Ì�i�À���v�À�>Ì��������À`iÀ�Ì��ÀiµÕiÃÌ�Ì�i�}Õ�`i�>�`�Ì�>Ì�
adds them to the advisor’s email list.   

3. A Thank You page that directed the leads to schedule a call.  

4. �����Ü�Õ«�i�>��Ã�Ì�>Ì�`i��ÛiÀi`�Ì�i�*���>�`�Ì�i`�L>V��Ì��ÃV�i`Õ���}�>�V��ÃÕ�Ì>Ì����V>��° 

5. In some cases, we even included follow up phone calls to people who downloaded the guide and 
encouraged them to book a call using our proven call scripts.

Here is an example of the funnel we ran for one of these advisors...

'OCKN�(QNNQY���7RConsultation PageLanding Page

Facebook Ad

PLUS 
our system has been generating new prospects  
at less than ¼ of the cost that the advisors had 

been spending previously!  

http://linkedselling.com/
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The Results...

Since launching their Facebook ad campaigns, these advisors are adding an average of 30-60  
new prospective clients to their pipeline every month and a good number of them have booked 
appointments along the way.

And, with hundreds of subscribers added to their email lists, the potential for additional revenue is 
�Õ}i°�7�Ì��Ì�i�À�}�Ì�v����Ü�Õ«�ÃiµÕi�Vi����«�>Vi]�>��>À}i�«iÀVi�Ì>}i��v�Ì�iÃi�µÕ>��wi`�«À�Ã«iVÌÃ�
will likely become a client over time.

The best part? This system is EASILY replicated month after month, allowing these advisors to 
V��Ã�ÃÌi�Ì�Þ�}À�Ü�Ì�i�À�«À�Ã«iVÌ���ÃÌ]���VÀi>Ãi�>Ü>Ài�iÃÃ]�>�`�w���Ì�i�À�V>�i�`>À�Ü�Ì��>««���Ì�i�ÌÃ°�
-��Vi��>Õ�V���}�Ì�iÃi�V>�«>�}�Ã]�Üi½Ûi�Ü�À�i`�Ü�Ì��ÃiÛiÀ>���Ì�iÀ�w�>�V�>��>`Û�Ã�ÀÃ�Ì����«�i�i�Ì�
these same strategies and achieved similar success.


���Ã��}�Ì�i�À�}�Ì�w�>�V�>��>`Û�Ã�À��Ã���Ì�>��i>ÃÞ�`iV�Ã�����À�>�v>ÃÌ�`iV�Ã����v�À�«i�«�i�Ì���>�i°�
It’s their life savings and future at stake. Our goal with these campaigns is to implement a proven  
methodology for adding new people into an advisor’s pipeline that they can start to build a 
relationship with, share additional valuable content and information over time, and work towards 
becoming a trusted advisor for these individuals by staying in touch.

This system has been proven in various geographic markets and demographic populations. We 
strive to take “prospecting” off the plates of the advisors so that each advisor can spend more 
time doing what they do best - working with their clients to help achieve their lifelong goals.

http://linkedselling.com/
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 IT’S A WRAP: 
TIME TO TAKE ACTION

Remember… 

That it’s not enough to focus on vanity metrics.
/�>Ì��Ì½Ã���Ì�i��Õ}��«ÕÌ��ÕÌ�>Ü>Ài�iÃÃ�V>�«>�}�Ã�Ì�>Ì��ÕÃÌ�`À�Ûi�ÌÀ>vwV°
That you can’t jump right into a sales call.

;QW�/756�DWKNF�VTWUV�CPF�WVKNK\G�CP�KPVGITCVGF��OWNVK�EJCPPGN� 
approach to lead generation and sales development systems. 

����}�Ì��Ã�>��}�Ã�Þ�ÕÀ�Ã>�iÃ�«À�ViÃÃ�Ü�Ì��Ì�i�LÕÞiÀ���ÕÀ�iÞ]�>�`�ÀiÃÕ�ÌÃ�
in predictability, consistency, and cost effectiveness. 

It means growth. 
It means more revenue. 
č �°°°
IT MEANS MORE CONTROL for your company.
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A system like this allows you to continually optimize your lead generation and sales development 
over time. 6JKU�KU�YJCV�YG�ECNN�VJG�OCEJKPG���YJGTG�[QW�ECP�VWTP�KV�QP�CPF�UGG�PGY�NGCFU�EQOKPI� 
in the door, with a pretty good idea of what results you can expect. 

 �Ì����Þ�Ü����Þ�Õ�iÝ«iÀ�i�Vi���Ài�V�ÃÌ�ivviVÌ�Ûi�iÃÃ]�LÕÌ�Þ�Õ½���>�Ã��Ãii�LiÌÌiÀ�>�`�LiÌÌiÀ�µÕ>��ÌÞ�
prospects booking appointments. 

It’s time to think about lead generation in a more human way. Understanding who your prospects 
are and what they need. When you do this, you’re working with your prospects and you position 
yourself as a resource, not just a vendor who wants your money.

This is how we take the lead and stand out from the competition.

��«ivÕ��Þ�Ì��Ã�}Õ�`i�}�ÛiÃ�Þ�Õ�Ã��i�V�>À�ÌÞ����Ü�>Ì�Üi�Ãii�>Ã�Ì�i�L�}}iÃÌ��««�ÀÌÕ��ÌÞ��ÕÌ�Ì�iÀi�
v�À�V��«>��iÃ�Ü���Ü>�Ì���Ài�V��ÌÀ������Ì�i�À�V��i�Ì�>VµÕ�Ã�Ì���°

��«ivÕ��Þ�Üi½Ûi�V�ÛiÀi`�Ì�i��>���µÕiÃÌ���Ã�Þ�Õ���}�Ì��>Ûi�Ã��Ì�>Ì�Þ�Õ�V>���>�i�>�`iV�Ã����Ì��
��Ûi�v�ÀÜ>À`]�ÀiÃÕ�Ì��}���\

     •    Consistent sales opportunities, 

     •    Booked appointments on your sales calendar, 

     •    A positive ROI, 

     •    And effective use of your ad spend

��ÜiÛiÀ]��v�Þ�Õ�ÃÌ�����>Ûi�µÕiÃÌ���Ã�>L�ÕÌ�,"�]�
whether or not LinkedIn or Facebook ads are 
suitable for your company, industry and budget,  
or what the best strategy for your marketing 
funnel should be…

",�«iÀ�>«Ã�Þ�Õ½Ài���ÌiÀiÃÌi`������«�i�i�Ì��}�
these ideas.

If either of those are the case, please  
book a call with an expert on my team.
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The Fastest Way to Execute A 
Solid MultiChannel, Paid Social  
Strategy for Financial Advisors 
STARTS HERE
Save your company valuable time and money when you cut your learning curve short and get  
��Ã�}�Ì���Ì��Ì�iÃi�µÕiÃÌ���Ã�vÀ���>�Ìi>��Ü��½Ã�Ü�À�i`�Ü�Ì���Õ�`Ài`Ã��v�V��«>��iÃ�iÝiVÕÌ��}� 
>�`��>�>}��}�Ã�V�>���i`�>�>`�V>�«>�}�Ã���>���ÃÌÀ>Ìi}�V>��Þ�`iÃ�}�i`�Ü�Ì��" 
�}�>��������`\

If you have that goal as well, don’t waste any more time. Explore your options. Book a call  
Ü�Ì���ÕÀ���ÀiVÌ�À��v�
��i�Ì�-ÌÀ>Ìi}Þ�Li��Ü���Ü°
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%QPUKUVGPVN[�ƂNN�[QWT�VGCOoU�UCNGU�ECNGPFCT�
with quality sales appointments.
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