How To Land
Tons Of New
Clients Using

Linkedin




Blueprint Outline

Here is a summarized version of exactly what you will be doing to
get clients on LinkedIn. Don't worry though, if you don't understand
something, we will be going into full detail in this book.

Step 1: Setup your Linked-In account to Attract clients.

Step 2: Build up your list of connections to at least 100 people in less
than 24 hours.

Step 3: Figure out your perfect client and start joining the
appropriate groups.

Step 4: Setup your High Value Offer.

Step 5: Follow Up & Provide Results.

Step 6: Collect Your Recommendations.

Step 7: Up-sell them using an extremely easy soft-sell technique.
Step 8: More tips, tricks, and information.

Okay, so now that you have the basics...let get down to business.



Step 1: Setup your Account

If you already have a LinkedIn account, you can skip this Step.

There are 7 Steps to setting up your account.

Step 1 of 7

Start by going to http://www.linkedin.com to setup your new account.

. Email Password Forgot your password?
Linked .

Be great at what you do.

Get started — it’s free.

’ Registration takes less than 2 minutes.

First Name
Last Name
Email

Password (6 or more characters)

“l moke my Living through the relationships
inkedln.” Join NOW | .grce to our User Agreement and Privacy Poli

By clicking "Join Now" or using Linkedin, you

Enter your first name, and last name, email address, and password.

Enter your email address in the box and click “Join Now.”
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Ken, let's start creating your professional profile

*1live in: i
United States . ALinkedin profile helps you...

* ZIP Code: < Showcase your skills and experience

<+ Be found for new opportunities

| am currently: (s) Employed Job Seeker Student + Stay in touch with colleagues and friends

* Job title:

| am self-employed

* Company:
Industry: | marketing and Advertising

Create my profile

* Indicates required field

On the next step simply enter the correct information into the
boxes. For your “Job Title,” this depends on the entity type you set
your business up as. You could be the CEO, CFO, President, or you
can just put “"Owner”, it's up to you.

You may choose to use “Marketing and Advertising,” but you can
browse the possibilities and choose what works best for you.

Step 2 of 7
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Get started by adding your email address.

Your email:

Email password:

We will not store your password or email anyone without your permission

Skip this step»

Enter your email address and password. This is optional, but the
reason to do this is so LinkedIn can import your contacts from your
email account into LinkedIn.

So this is up to you, because you can manually add your contacts
later on. Now, if you entered your email in here...you will get to a
screen that allows you to start selecting the people you want to
connect to. Go through this list and start selecting those people that
you want to connect with. Remember, this is a business social
networking site. You don't want to add in your drinking buddies.

Step 3 of 7

A confirmation email has been sent to @kineticwebconsulting.com. Click on
the confirmation link in the email to activate your account.

Now, you will have to confirm your email by clicking the link inside the
email they sent you.



—— CLCK HERE
o confirm your email address.

If the above link does not work, you can paste the following address into your browser:

http://www.linkedin.com/e/csrf7 pLM/pgxc6t-h68a381m-2m/cng

You will be asked to log into your account to confirm this email address. Be sure to log in with your
current primary email address.

We ask you to confirm your email address before sending invitations or requesting contacts at LinkedIn.
You can have several email addresses, but one will need to be confirmed at all times to use the system.

If you have more than one email address, you can choose one tc be your primary email address. This
is the address you will log in with, and the address to which we will deliver all email messages
regarding invitations and requests, and other system mail.

Thank you for using LinkedIn!

--The LinkedIn Team
http://www.linkedin.com/

Step 4 of 7

This step lets you share your new profile on Facebook and twitter.
Again, this will be up to you. You might not want to announce this to
the world. Either share it, or click “skip this step.”

@ Thanks for confirming your email address,

Congratulations! You've just created your professional profile. Stepdof 7 iid |

| just joined LinkedIn and created my professional profile. Join my network.

Your profile URL: http:/inkd.in/3eznCh Count: 104

n Share on Facebook ﬁ Share on Twitter | Skip this step »

Step 5 of 7

Select Your Plan Level. A free level account should be fine for your
purposes at this point.
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What Do You Want to Do?

Create a professional profile and build your network

Join industry or alumni groups

Search & apply for jobs

See who's viewed your LinkedIn Profile

View the professional profiles of over 175 million people
Send messages to people you aren't directly connected to
Premium search filters & automated search alerts

Save profiles into folders

Add notes & contact info to any profile

Reach out to over 175 million users

Step 6 of 7

Now you will go through a series of questions to help improve your
profile. You can either enter this information in now, or you can skip it
and come back to it later.

What year did you start working?
Where else have you worked?
Where did you attend school?
What degrees did you earn?
When did you attend?

Where else did you attend school?

.| Premium Basic (Free)

“4 “4
2

Y
“4

P

&7,)
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Skip this step »

Add a few skills you have: You can enter your skills now, but it’s

also easy to come back and do this step later. When you edit this,
LinkedIn provides you with a list of common skills that you can
more easily choose from.



« What did you do as a ...?
« Do you know any other languages?

Now just click the “Finished” button.

Step 7 of 7

Linked m @ Account Type: Basic

Home Profile Contacts Groups Jobs Inbox Companies News More

Are you a Marketing Pro? - Reach 300 Million Users Where They Play, Share &

Welcome, Ken! See Who You Already Know on LinkedIn
Get started by adding your email address.

Your email:

Email password:

We will not store your password or email anyone without your permission.

Do you use Outlook, Apple Mail or another email application? Import your desktop email contacts.

Now you get to a screen that looks like this.

Hover your cursor over the “Profile” tab and click “edit Profile” from
the drop down menu. Go through your profile and look for all the
blank spots and start filling them in.

Here's what you should make sure add in or edit.

Add Photo - This should be a very professional photo because
LinkedIn is a business related networking site.



Click Edit Next To Your Name- Here is where you should change
your “Headline” to something really catchy that includes your main
services. You only get 120 characters so make it count. Try to add in
the keywords that you think people will search for when they are
looking for you services.

Current- You can edit your Business name, but you also want to
make sure that your “Title” is good. Make it short and catchy.

Now add in a description of what you do. You can just copy over
the same sentence that you used in your “Headline.”

Past - It's best to only add in past jobs if it is relevant to your current
business.

Recommendations - Skip This. We will do this soon.
Connections - Skip This. We will do this soon.

Websites - Add in your business related websites. You can also
include your link to your online resume/portfolio if you don’t have a
website.

Public Profile - LinkedIn gives you a really ugly URL, but
thankfully, you can change it.

Your public profile URL

Your current URL

http:/iwww linkedin.com/publhe: ~auaiisorwi e 1 ow 1w
Customize your public profile URL « View your public profie

Profile Badges
Create a profile badge to promote your profile like this:

Linked [J

Look for the area that looks like the picture above and click
“customize your public URL" link. This will be at the top right of your
screen. Enter in your business name so your linked URL will be nice
and pretty like: www.linkedin.com/in/yourbusiness



Summary - Here is where you describe in detail what you do, and
also explain how your services can help other businesses on
LinkedIn. If you need examples, just search for other members
offering the same services. DO NOT just copy other people’s profiles.
Make yours original to you and your business.

Additional Information - In this section, there are 4 areas to fill in.

1. You can add or edit your websites.

2. You can also add in Interests and it's ok to add personal interests
as well as business ones.

3. Groups and Associations - If you are part of any groups or
associations that you think would enhance your profile, you can
add them here.

4. Honors and Awards - Again if you have anything worth
mentioning here, put it in, but if you don’t then don't worry.

Personal Information - You need to put your best contact phone
number here, and the rest is all optional.

Skills & Expertise — Here is where you can list all of your services
and skills. When you start typing in the box, LinkedIn provides you
with suggestions to help you out. You can only add 50 of these, but
we suggest adding as many as you can.

Now, your profile should be 100% Completed, or very close. Ifit's
not 100%, look for something that you need to add in.



Step 2: Build Connections

Now is the time to start adding in your connections. We want to get
at least 100 connections added in as fast as humanly possible. The
reason why we want 100 connections is to make you look popular.
This may not be high school, but nobody wants to do business with
the loner. Don't worry if you don't know 100 people, there is a way
to work around that.

Hover your mouse over the “"Contacts” tab and click “"Add
Connections.”

Home Profie Contacts Groups Jobs

Now, you have 2 ways to add in your contacts.

#1: You can add in your email address and password and let
LinkedIn pull up all of your email contacts.

#2: You can manually add in your contacts by pasting in a list of
email addresses.

Once you add in new contacts, you will have to wait until they
accept you. Now, if you have not added in at least 100 connections,
here is what to do.

Go to a website called: TopLinked. This is a completely free site that
allows you to download lists of contacts that you can ad. Sign up for a
FREE account. After you signup, you will need to confirm your email
address.



Once you are confirmed and logged in, click the "Monetize Your
Networks” tab. Then click the bottom link that says “Click here to go
to the download page for the Invite Me List for LinkedIn...”

Download the first list and save it to your computer.

The Invite Me List for LinkedIn

Click here to add yourself to the TopLinked.com Invite Me List (the safe and easy way

o to invite your 100,000+ fellow participants to connect!)
op In Quickly and easily set up a Linkedin connection invitation to all TopLinked.com /

c om OpenNetworker.com Paid Members and TopLinked.com Top Supporters with whom you

are not yet connected...

Terms of Service: These lists are to be used ONLY to send connection
invitations directly through LinkedIn and ONLY to people with
. whom you have a prior relationship. Any other use is prohibited.
TopLinked.com Home Page
About TopLinked.com 1) Download the Invite Me List files for LinkedIn (note: these files are sorted from
: newest to oldest - so, if you are using the Invite Me List for LinkedIn on a weekly basis,
Happy TopLinkad Members you'll only need to download the first file to reach the new Members):
Click here to download the Aug 23 2012 Invite Me List (part 1 of 10)
Click here to download the Aug 23 2012 Invite Me List (part 2 of 10)
Click here to download the Aug 23 2012 Invite Me List (part 3 of 10)
Click here to download the Aug 23 2012 Invite Me List (part 4 of 10)
Click here to download the Aug 23 2012 Invite Me List (part 5 of 10)
Click here to download the Aug 23 2012 Invite Me List (part 6 of 10)
Click here to download the Aug 23 2012 Invite Me List (part 7 of 10
Click here to download the Aug 23 2012 Invite Me List (part 8 of 10

TopLinked.com Top Supporters

Add Yourself to the Invite Me Lis
Add Yourself to the Top S

TopLinked.com Account Click here to download the Aug 23 2012 Invite Me List (part 9 of 10)
Contact TopLinked.com Click here to download the Aug 23 2012 Invite Me List (part 10 of 10

2) Click here to go to the "Add Connections” page
» click the "Import your desktop email contacts" link
» click the "Browse" or "Choose File" button

» select the first file you just downloaded

» click the "Upload File" button

3) Review the list and un-select everyone who you do not know and/or with whom you
do not wish to connect, then click the "Invite selected contacts” button (it may take
several minutes for the file to be processed).

4) Repeat the above steps with the other files you just downloaded.

Having trouble? Click here for help

Now open up the .csv file and copy the entire list and past them into
the “"Enter Email Addresses” box in LinkedIn.



Linked ﬁ Account Type: Basic

Home Profie Contacts Groups Jobs Inbox CC nies News More

View Sent Invitations

Add Connections  Colleagues Alumni People You May F

Get more value out of LinkedIn by inviting your trusted friends and colleagues’

See Who You Already Know on LinkedIn Enter Email Addresses

Enter email addresses of people to invite and connect. Separate
each address by a comma.

Get started by adding your email address. Leam More

Your email:
Email password:
We will not store your password or email anyone without your permission

Do you use Outlook, Apple Mail or another email application?
Import your desktop email contacts »

Now you just have to wait to be approved by all your new contacts.
If you don’t get up to 100 contacts by the next day then do this once
more, but we don’t recommend doing it more than twice as it may
get you flagged by LinkedIn.



Step 3: Join Groups

At this point, you already have your profile completed and you have
at least 100 connections. Now before we start joining groups, we
need to take some time and narrow down your perfect client.

Your Perfect Client

The mistake that many marketers make is they think everyone is
their perfect client. This is completely false.

Try and narrow down a few specific niches that you really want to go
after.

To help you out with this, start with thinking about any experience
you have with a certain type of business that can give you an
insider’s advantage. For me, I was a Realtor when I was younger...so
I can talk to realtors and sign them up as clients extremely easy
because I can relate to them.

Also, think about any hobbies you have. I am really into mountain
biking and snowboarding. If you ever had to buy any biking gear, you
know how expensive it is. My last mountain bike cost me $4,600 and
that wasn't even the high-end model. I can guarantee that the
owners of these shops need help, and since I am passionate about the
sport, it will help build trust very quickly.

If you do choose a niche like dentists, you can narrow that down a
little. Think of “"30 something year old dentists”, or “Woman only
dentists.”

Narrow down your niches and pick 3 to 5 different ones. If you can't
find a group for a super tight niche, you can always search for a more



broad term. For example: “"30 year old women dentists” shows no
results in LinkedIn, so you can try a more broad term “women
dentists.” The point is to start very tightly niched, and then broaden
out if you have to.

Start Searching For Groups.

Hover your mouse over the “"Groups” tab and click on “"Groups
Directory.”

Linked 'lﬁ o Account Type: Basic

Home Profile Contacts Groups Jobs Inbox

Your Groups

Groups You May Like

Groups Directory

Welcome, Ken!
Create a Group

Get started by adding your

So, for this example...I typed in bicycle. Also, under the search box, I
select “"Open Groups” and “English.” The reason you want to select
open groups is because some groups are locked and you need to
apply to join which just takes more time. You also want to look for
groups that have at least a few hundred members, and the group
must be active.

This search brought up 108 results, and the 2™ result looks great.
At first glance, it is all about: bicycle professionals, It has almost
4,000 members, and it is very active.



| Bicycle , B Open groups Remove Al
108 results
@ All Linkedin members
1st Connections (0) Bicycle to Work!
2nd Connections (0) Please join our group if you pledge to bicycle to work at least once a week. The world m .
3rd + Everyone Else (108) will be a better place when we all cycle more. You know... -
Active: 47 discussions this month - 3,496 members
All categories
Your groups (0) .
@ Open groups (08) . Bicycle Industry Group ) ) )
Members only (158) olr Bicycle !ndus(ry Gr_oup is the grm_:p for professionals in the bicycle industry and those m .
@lgrested in bicycle business
1 discussions this month
@ An languages -
English (107)
Swedish (1) B olorado
. This group is for folks who love to bike in Colorado! The best bicycling anywhere. m .
oC 8 discussions this month - 434 members .

So, I will click on that group to view it. Once inside, scroll down until
you see the image below...

Group Statistics

Director _
Manager -
CHECK OUT o —

INSIGHTFUL

STATISTICS

ON THIS GROUP 3 7 5 C
b 4

Click on that image, and you will get to a screen that gives you 2
great pieces of information.

The 1* thing I look at is how many owners, managers, seniors, and
directors are in the group. This group has 742 owners, and that is
amazing.

The 2™ thing to look at is how many comments the group gets per
week. If it's more than 70, you may want to pass on the group
because your posts will fall off the page very quickly.



m Demographics Growth Activity ﬁ 5

T 3,689
#3,690!

San Francisco

Owner _ 4% Bay Area

Manager |
Entry —
Senior

Director [N

August 4, 2009 Entreprene...

15%

This group looks like it will be a perfect fit. So go back into that
group and click the “Join Group” button.

Now look for other groups that can be a good fit for your niche. Then
look for groups from other niches that you have selected. You can
start with only 1 niche at a time if you want. Or you can get busy
with all your niches. Just don't bite off more than you can chew. We
recommend no more than 3 different business niches to start.

Also, LinkedIn only allows you 50 groups...but you shouldn't need
anywhere near that many to be successful.

Start Participating

Now that you belong to some LinkedIn groups, you need to start
participating and adding value.

Do not start offering your services right away! Many marketers join
groups and start promoting their services immediately. That is the
wrong thing to do here. The other group members will either ignore
you or leave negative comments about your "Spam” techniques.

You want to go into your groups and start participating in the current
discussions. You can answer any questions that people have, you can
give your opinions on a topic, or you can even just post relevant



videos or articles that will are a good fit to that discussion. The key
here is to actually add real value, and not to try and sell anything
right away.

Now after you start participating in some current discussions, you
should start your own discussions. The best way to start a discussion
is to ask a question.

You could ask a relevant question about that business niche, or even
ask for an opinion on a news story. Make sure you follow up on
people’s comments.

Another great way to participate is to go to the LinkedIn Answers
section and start looking for questions that you can help answer.
Just go to ‘Answers Home'

Answers Home  Advanced Answers Search My Q&A Ask a Question Answer Questions

Ask a Question Answer Questions

Q! Share your knowledge and help
4 , your network. Learn more.

m Answer Now

Now click on the “"Answer Questions” tab on the right side. Start
looking for questions that you can answer that are relevant to your
niche. You can either search for questions using a keyword, or you
can just start browsing. http://linkedin.com/answers

Again, the point here is to add value. Don't try to sell your
services here. Right now you are building up your relationships.

Don't spend too much time here. I know you can get lost here
spending hours reading and answering questions, but don't spend
more than 5 or 10 minutes a day here.

So, how long do you need to build relationships before you can
start offering your services? I know you are anxious to start
bringing in new clients, but you need to make sure they like you &
trust you. Otherwise, nobody will want to do business with you.



It's impossible to give you an exact time frame here, because it
depends on so many different factors. How much value did you
give? How large are the groups? What location? And much much
more.

The best way to determine if you are seen as a valuable member of
the group is when you ask a question, how fast do people respond?
If you get fast responses and you can get a lot of action in your
discussions...it's time to move on to the next step - Your Perfect
Offer!



Step 4: Find Your Perfect Offer

Assuming you already have your profile setup correctly, you
already have over 100 connections, and you already became a
valuable member of at least 1 group... you can now start to offer a
“High Value” offer to your group.

So, what do you offer them? The truth is that you can offer
anything you want. But your perfect offer has to include some very
important elements.

#1: Your offer needs to have extremely high value. It needs to
be something that can actually help them by providing a good
result.

#2: Your offer needs to either be Free or Dirt Cheap! Right now,
we are NOT looking for big monetary compensation for providing
these services. We are trying to build up our "Recommendations”.
In your LinkedIn profile, you will have a “recommendations”
section. This section is the Life-blood of this entire process. When
you have a handful or more of real recommendations, people will
trust you and hire you.

Are we telling you that you have to give your services away for free?
How are you going to make any money? Yes, you need to start
giving away some of your time, but not for very long. We will get to
that soon. But before you start asking for a large paycheck, you
need to get your foot in the door and start collecting great
recommendations.

The service/s that you offer can be whatever you like, just as long
as the business you are giving it to will get something valuable out
of it and you are able to provide the service with minimal
cost/time.

You just need to think outside of the box a bit and think about what
scaled down version of your services you could cost effectively
provide that would impress businesses and make the want to work
with you in the future.



The next step is to create a post in the discussion group that
contains your offer. Remember that we are only going to make this
post after spending some time contributing to the group and have
been accepted as a valuable member.

Make sure you emphasize in your offer that you are only doing this
for free/cheap just for people in the LinkedIn group and that all you
ask for in return is that they are happy with the service, they
provide you with a recommendation on your profile (they will know
what this is and how to give you one).



Step 5: Follow Up

Now that you have your perfect offer posted as a new discussion in
your group, you need to make sure that you monitor your linked-in
inbox. As soon as you start getting some PM's coming in, you need to
reply back to them ASAP.

In your reply...you should thank them for reaching out, and let them
know when they can expect the offer to be done. Also, now is the
time to ask for any more information from them... if you need it.

Now that you responded to their PM, you need to actually do the
work. However, do not give it back to them instantly. Let's say that
the actual work only takes you 10 minutes to do. You should wait
about 48 hours to return it back to them. Remember, you want
them to think of your offer as being very valuable and if it only took
you a few minutes... they won't give it as much value in their eyes.

However make sure you return it back to them before the deadline
you gave them.

You will naturally get some people wanting to hire you right away, and
of course you can work with them. But, just don't try and close
everyone right now. We are only working on building your
recommendations, and we will upsell them after that.



Step 6: Collect Your Recommendations

Now we are getting to the meat of this course. All the work you have
done up to now has been for this step of collecting recommendations.
I'm sure you might be wondering "Why don't I just charge for my
services right away?” Let me tell you from experience here...you will
not have the same long-term success.

Sure, you might be able to land a few clients here and there...but
that's not what we want. We want to be able to bring in lots of new
clients that will stick with us for a long time. Clients that trust us and
are willing to give us money for even more services down the road.

That is why this whole process is structured behind “giving value” up
front. It builds the foundation to make more money later on. So
everything up to this point is just to build up your list of
Recommendations.

Once you get at least 5 or 10 recommendations, businesses will trust
you because you have massive Social Proof. After you have enough
recommendations, you can even start charging for your offers right
away. But the key is to still offer high value, and keep them very
cheap on the front end.

So how do you properly ask for a recommendation? LinkedIn
provides you with a section that lets you send out a request for a
recommendation. Just hover your curser over the Profile Tab > Click
“"Recommendations” > Click "Request Recommendations.”



Profile Contacts Groups Jobs Inbox Companies News More

Edit Profile
: : Sent Recommendations Request Recommendations

View Profile

: mmendations you've

Profile Organizer

sk colleagues, clients, managers, and employees to end work. Get recommended.

ooking for recommendations you've made? Click here.)

Marketing Specialist at Kinetic Web Consulting

You have no recommendations for this position. [ Ask to be en ed ]

Student at Arizona State University
You have no recommendations for this education. [ Ask to be endorsed |

S Add miab | Add n nnbnnl

The best time to ask for a recommendation is the day after you
provide them with the results of the offer you did for them.

In that PM I ask if they liked your service, and if they would
recommend you to other businesses. At this point still do not try and
sell them anything. Once you get the recommendation from them,
then you will send the “Upsell Report” that will do the selling for you.

We will get to that later on.

Let me give you an example of the PM you could send asking
for a recommendation.

Hey Bill,

I was just checking with you to make sure you got the results that
I sent you?

Did you have any questions about it? Let me know if you did.

Also, if you are happy with the results I gave you...would you mind
giving me a good recommendation?

In this recommendation I would like you to give a quick outline of
what I provided you, and also mention if you would recommend me



to your friends.

Thanks so much, I really appreciate your time.
Talk to you soon

Your Name

That's all there is to it. Some people will be happy to give you a
recommendation. Some people will just ignore you. Some people will
say they will give you a recommendation, but just will not follow
through. And some people want to hire you right away. If that
happens, still ask them to give you a recommendation first.

Ninja Tip: This might be outside of your comfort zone. But if you
really want to improve your success, pick up the phone and call
them.

Seriously...this works amazingly well. Instead of just sending the
recommendation request, pick up the phone and talk to them in
person. Remember, this is not a cold call anymore because you guys
have already done business together. They are happy with your
service and they will welcome your call. Remember, you are not
trying to sell them anything. You just want the recommendation.

Call them up, and just ask them if they have any questions about the
results. Ask them if they would mind giving you a recommendation.
If they say okay, then send the request to them.



Step 7: Time To Upsell

Now it's time to make some money. You have already proven yourself
as a good quality person shown that you are trustworthy. It's time to
finally make some money.

The best part about this method is that you will get some of the
business owners wanting to hire you right away. How powerful is it
when you can bring in clients without ever having to ask for a sale?
This makes all the difference with your business being successful.

Now, here is how you want to upsell. Send them a
detailed report and let them know what services they actually
need. That is all you need to do, and it works insanely well.
Remember, these people already like & trust you. So, they
believe you when you tell them what they need. There is no
need to do any hard-selling here.

What is in the report?

Basically all the report needs to is highlight one or more areas of
their business that could be improved by your services, and then
let them know what you can do to fix it.

It's as simple as that!

Here are a few things that you should make sure to include for
maximum results:

Good Headline that points out a pain. What this means is that
you need to think of a catchy headline that brings out the pain that a
business owner might feel. The trick here is to make it personalized.

So, as an example: lets say you are building a report that is about a
PPC campaign. Your headline might be something like: “Phoenix
Dentists Suffering From Lack of Website Traffic!”



Try and make it specific to them. You want them to read that and be
compelled to read the rest of the report.

Do NOT make up a lie to use in the headline. This headline needs to
point out their real pains. You should know what pain they are
having. Is it: lack of website traffic, lack of traffic converting to real
customers, lack of repeat customers?

Have screenshots of 3" Party Proof. Try and find some visual
pictures or even articles that you can use in your report.

This is great for 2 reasons.

#1: They can see that “their problem” is real. It's not something you
made up just to take their money.

#2: Pictures are worth a thousand words. This is so true. Pictures
will make “their problem & pain” feel even more real.

What kinds of social proof can you use? Well you can look for
images that have statistics related to the problem or you can
search for articles that talk about the benefits of the type of
service you are offering. As long as it makes the business owner sit
up, take notice and start thinking about the problem, you are on
the right track.

Make It Personal. It is totally acceptable to make a template of this
report to use for all your clients. But do NOT let them know it. You
want this report to look like you created it just for them. Have some
wording that talks to them specifically. Don't make it seem like this is
a template.

Give Them The Solution To Their Problem. Now that you pointed
out their pains, and you showed them what is wrong. You need to
offer them a solution to their problem.

What is the solution? You are! You will help them out and fix their
problems for them. You don't have to beg for the sale, or do any
tricky sales tactics.



offer to do it for them. So, for example: Mr Jones, to fix this...you
need to do: A, B & C. Lucky for you, I will be able to take care of
that for you very easily.

Pricing. Instead of listing your prices next to each service in the
report, try and have a separate page at the end of the full report that
has all the prices on it.

The reason for this is because you want them to read (or at least
glance) through all sections of the report. If you talk about pricing
right away, they might make a decision and not read the rest of the
report. They might decide to only buy that first service. Or they might
decide NOT to buy anything.

So, make a separate page at the end just for pricing.

List all the services as a headline. Give bullet-points of what is
included. Give individual service prices. Then give a Package Deal
Price with a discount. Make the discount “time sensitive.” "I can only
offer you this price if you sign up within the next 3 days.”

Timing: We recommend that you wait around 48 hours after getting
the recommendation before you send this report.

If you don't hear back from them after 3 days, then pick up the
phone and just call them up. Don't be scared of the phone...just call
them up and get right to the point.

"Hey Jim, {Your Name} here... I was just giving you a quick call to
see if you had time to look at the report I sent you a few days ago.”
"Did you have any questions about it?”

If you really are scared of talking on the phone, you can email them
or send them a PM on LinkedIn, but you will not have the same
success rate as calling.

So that’s everything you need to know to start getting high
paying clients on LinkedIn, get out there and start making
some money!



