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In this chapter you will learn about.

1. How to search for your target market.
2.  What NOT to do as well as what to do to generate leads on LinkedIn.

3. How to generate ‘stronger’ leads by nurturing & building the relationship first.
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What You Should NEVER do.

NEVER Connect with a prospect
and then for your next message send them a ‘Sales Pitch’ of any kind,
because the professional relationship is not yet established
and you will BLOW it!

In most cases it will resultina ‘W O T’ = Waste of Time!
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For Example:
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What You Should NEVER do.

Bob Abc
Director of ABC Corporation

Subject: Business Deal from Bob
Aug 31, 11.45 am

Let's Talk

Hi,

We're an website design and seo €
functional websites that will get your

cago and we build great looking,
the masses.

We work with all types of businesses an ly submit your website to Google for you.

We have many templates to choose fr

Our designers are experienced in
will optimise your website so it di

sign and development, our SEO team

I'll give you a call on Monday to discuss this ity with you further.
Sincerely.

Bob

efinitely find the design that is right for you.
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You will generate much stronger leads when you

Interact, Establish, Build & Nurture the Relationship

First.
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5 Step Lead Generation Sequence.

® Search, Connect & Thank them for connecting

|
-—@ Show Interest & Interact
l
Help with Useful Information
-
7.

l

Follow Up, Ask, Inform & Provide Social Proof

|

Take the Conversation to The Next Level )
T )
\Y
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5 Step Lead Generation Sequence Breakdown.

1. Use LinkedlIn Search to find prospects that meet your specific target market criteria, then Connect with

those prospects and send them a ‘Thank You’ for Connecting message.

2. Show interest & Interact to establish, build and nurture the relationship,

a.) Visit their profile, find areas of interest or ask about their area of expertise,

3. Help your prospects by providing them with ‘Useful’ information that is relevant to their interests, area
of expertise or their industry, information that will deliver a benefit to them AS AP,

then Repeat this Step a Second Time.

&yf

F MULA
© 2024 Results Formula ORMUL


https://www.results-formula.com/

5 Step Lead Generation Sequence Breakdown.

4. Follow Up and ask if they found the information you provided to be of interest, useful or beneficial,

then Ask their permission to send through some further information about what you do (To Inform),

(Make sure you don’t sound to much like a salesman)!

Provide Social Proof about what you do including Brochures, Case Studies and Testimonials that detail

your results achieved for previous clients or customers (these can be emailed or you can send hard

copies in the post)

5. Then take the conversation to the next level, which can be
a.) A direct email,
b.) An invitation to an event, a seminar, a webinar etc,
c.) A direct phone call, a Skype or Zoom call etc,
d.) Or even a face to face meeting etc.
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Don't be the
‘pushy salesman
that everyone hates!
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To Achieve Your Objective
of
Taking the Conversation to the Next Level.

Please Note:
Even at this stage of your communication you are not trying to sell anything,

at all times you should try to keep the conversation casual.

Remember:

The best sales people do NOT sell at all, they just talk to people as if it were just a casual conversation.
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Step 1 — Search.

L] H = P

Home My Metwork Messag

Australiao i Connections - Current company « All filters | Reset

.

Q, Mortgage Brokers

Enter your preferred target @ Search with Sales Navigator
[ market into the LinkedIn Search s A T Refine your Search by using the
filters for 1st, 2nd or 31 |evel
Q Stephanie Wright 21 i‘:"”"“‘ ) connections, plus country, city,
s Manager MORTGAGE BROKER — Compa ny' industry etc

Wright Mortgages & Finance

B8 Shelley Baker, Zac Harh, snd 31 ather shared connections

. ::Conneﬁ' ﬂ;l

# 1
. Connect /I

g

3 (Gomee)
(@
‘ (" connect ) . )(I
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Step 1 — Connect.

1.) Open Up their Profile ]

( Message) (Mcre... )

Stephanie Wright 2"
Manager MORTGAGE EROKER

Wright Mortgages & Finance
Greater Melbourne Area - 500+ connections - Contact info

g);
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The Correct Way To Connect.

2.) Click Here On ‘Connect’ ]

( Message) (Mme...)

3.) Use this Box to send a request ]
to connect.

Stephanie Wright 2"

Manager MORTGAGE BROKER
Wright Mortgages & Finance

Greater Melbourng” s
Add a note to your invitation X

[ 4.) Send a ‘Personalised’ Request

to ConneCt tho 300 CharaCte rs Linkedin members are more likely to accept invitations that include a personal

Cancel Send

Ex: We know each other from

RESULTS
FORMULA
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Step 2 — Request To Connect Message Example.

[ Always Personalise your message
(You have 300 characters to use

You can customize this invitation X
Include a personal message (optional):
Hi Stephanie -

I noticed your profile here on LinkedIn and I’'m Interested to know more about the area

of (Job type and industry type) that you specialise in.

Are you open to connecting?

If so that would be great.

Kind Regards -
(Your Name here) 0

‘ Cancel ‘ Send invitation

(1)
)
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You can also use InMail.

Mew message x

Stephanie Wright
Director of Wright Mortgages & Finance

[ InMail messages allow you upto
1000 characters to use

Note:
LinkedIn InMail messages are not
available with FREE LinkedIn Acc

2 PREMIUM Jsing 1 of 44 InMail credits

= ¢
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Remember:
When you visit their profile

look for mutual areas of interest.
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When you
Interact, Establish, Build & Nurture the Relationship,
you build stronger trust & rapport,

which increases their interest in you, your business and your products or services.

&y/
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Step 2 — Show Interest & Interact.

By showing genuine interest in your prospects will help them to like, trust and believe in you, visit their
profile and look for areas of mutual interest. Here are some ideas of what to look for,

Mutual Connections,

Recommendations (Great to make reference to if there are no other mutual areas of interest),

The area they live or work in,

The sports they’re interested in,

The school or college/university they went to,

Their hobbies etc,

Achievements, Awards etc,

© N o U kB W NoRE

Publications.
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Step 2a — Show Interest & Interact.

Interaction will help you get the conversation started. Conversation starters can include
1. Thank your prospect for connecting with you,
2. Visit their profile and send them a message about you being ‘Interested to know more about what they
do and the areas they specialise in’
3. Visit their profile and look at their links to media, papers, pdf’s etc, then message them with your
comments, thoughts or questions,
4. Endorse some of their skills,
5. Notice their posts or articles etc and then
a.) Like or comment on their posts,
b.) Like or comment on their articles,

(4 )
c.) Like or comment on their posts etc within groups you are both members of. \&35)/
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Step 2b — Other Ways to Show Interest & Interact.

What if you haven’t communicated with a ‘connection’ for a while? Here are some ways to reinvigorate and

get the conversation started again

Send them a ‘Touch Base’ or a ‘Follow Up’ message,

Visit their profile and then message them about an area of interest mentioned on their profile,
Visit their profile and endorse some of their skills,

Send them a ‘Congratulations on a Work Anniversary’ message,

Send them a ‘Congratulations on Starting a New Position” message,

o vk wonNoE

Send them a ‘Happy Birthday’ message.
(1)
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Step 3 — Help with Useful Information.

You offer to help your prospect by providing them with information that is relevant to their industry, NOT

your industry, and offers a benefit that can be implemented quickly and easily to generate a result ASAP.

Ultimately, this information should identify an industry ‘pain point” and provide a solution.

This helpful information can be in the form of

1.
2.
3.

4
5.
6
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A webinar (Should be Free to attend, educational and informative),

An informative, Educational or Training video, accessed via a Landing Page (Allows you to build your list)
An E Book, downloadable from your website or Landing Page in exchange for their name and email,

An Industry article (Easily found with a search on Google, just Copy, Paste and Send to your prospect),

A Blog Post, preferably available from your website or a website related to their industry,

A Podcast. (Just send them the link). &7}5)/

FORMULA


https://www.results-formula.com/

Step 3 — Help with Useful Information.

Important:

Repeat this Step a Second Time

Send them different but useful information again.

This is part of building stronger Trust & Rapport with your prospects.

\&EZ
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Step 4 — Follow Up, Ask, Inform & Provide Social Proof

Remember the saying:

There is a fortune in the follow up.

Again this is a valuable part of building Trust & Rapport with your prospect.

(¢
g
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Step 4 — Follow Up, Ask, Inform & Provide Social Proof

1.  Follow Up and ask if they found the information you provided to be of interest and useful,
2. Then ask them,

‘Do you mind’

or
‘Is it OK’
or
‘Il have some ideas I'd like to share with you, is it OK’
then add

‘if | send through some information about what we do?’

&’)5)/

(Make sure you don’t sound too much like a salesman)
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Step 4

@



https://www.results-formula.com/

Social Proof.

Now that you have established, built & nurtured the relationship, you have a level of trust & rapport, and

importantly, you have asked for their permission, if it’s OK to send them some further information about

what you offer, you should send through information that is short and concise, such as

1. Case Studies (Best results achieved by existing clients or customers of yours),
2. Testimonials or Recommendations.
3. You can also offer your expertise in the form of
a. Free time, such as a FREE analysis, review or even just a chat about their objectives and some ideas

you may have),

Remember:
You're not trying to ‘sell them anything’ at this stage, keep the conversation casual.

&y/
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Social Proof.

Important Point to Remember:
Do NOT Include Pricing of any kind in the information you send through to

your prospect.

Why?

You do NOT want them making a price based decision until you have taken

the conversation to the next level and actually spoken to them. R
@
)(
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Step 5 — Take the Conversation to the Next Level.

The best time to ask the prospect about taking the conversation to the next level is when the
prospect agrees to allow you to send through some further information about what you do.

In other words, now that they have agreed for you to send through some further information, this
is the best time to ask about setting up a call, offer them a choice of 2 different timeslots to discuss
your ideas.

For Example:

“Would you be available for a call to discuss some ideas | have, | have 2 timeslots available,
does 10.30 am on Tuesday or would 2.30 pm on Wednesday suit you better?”

Important:
You have NOT asked for a call to discuss the information you want to send through, because this

can sound a bit ‘salesy’, it can sound like you just want to ‘pitch them’ on the information about ‘k )
what you do. Instead, you are asking for a call to discuss some ideas you have. \35 z
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Step 5 — Take the Conversation to the Next Level.

Your objective with your prospect is to get them to agree to either

it A P4
< ”x 3
f e =
An Invitation to a Webinar, An Invitation to a Seminar, Or a Face to Face meeting. ([ » ),
@
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Have fun, be personable & be patient,

work the system and the system will work for you!
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A Quick Re-Cap.

After watching this video you should understand more about

1. The 5 steps to generate real leads via LinkedIn,

2. The importance of interaction to build stronger trust & rapport,
3. Helping your prospects with useful information,
4

How to take the conversation to the next level.
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Your Objective.

This system of generating leads using LinkedIn has been tested and proven over several
years, with patient and consistent effort the rewards will come, when they do you will

discover that you now have a valuable tool for generating quality leads for your

business and your products or services.
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Remember:

The Fastest Way to Achieving
Results is to Apply.

Just Get Started and Implement.

Q-:(A’f
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Good service leads to multiple

sales. If you take good care of your
customers, they will open doors

you could never open by yourself

(1)
)
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Copyright Notices

Copyright ® 2024 by Derick Mildred & Results Formula. All rights reserved.
This publication is copyright, no part may be reproduced by any process except in accordance with the provisions of the Copyright Act 1968 and with the express permission of Derick Mildred and Results Formula.

No part of any of the information contained within this workbook and publication may be reproduced or transmitted in any form by any means, mechanical or electronic, including printing, photocopying and or recording, or
by any information storage and retrieval system, without the express permission in writing of either Derick Mildred and or Results Formula.

Published by Results Formula.
6/18 Westbury St

East St Kilda

Victoria. 3183

Australia

Email: contact@results-formula.com

Legal Notices

While all attempts have been made to verify information provided in this module/workbook or publication, neither the author nor the publisher assumes any responsibility for errors, omissions or contrary interpretation of
the subject matter herein.

This workbook and publication and its contents is not intended for use other than that which it is intended. The publisher wishes to stress that the information contained herein may be subject to varying state and/or local
laws or regulations. All users are advised to retain competent counsel to determine what state and/or local laws or regulations may apply to the user's business.

The purchaser or reader of this module/workbook or publication assumes responsibility for the use of these materials and information. Adherence to all applicable laws and regulations, both federal, state and local,
governing professional licensing, business practices, advertising and all other aspects of doing business in Australia or any other jurisdiction, is the sole responsibility of the purchaser, reader and or user.

The author and publisher assume no responsibility or liability whatsoever on the behalf of any purchaser, reader or user of the information contained within the publication.



The unauthorized reproduction or distribution of a
copyrighted work is illegal. Criminal copyright infringement,
including infringement without monetary gain, is

investigated by the FBI and is punishable by fines and
federal imprisonment.
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