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Comparison

Buys lead lists Utilize Social Networks

Limited personal information available Ability to contact through the network

Random Contacts Real people

Rely on cold calls Create a warm introduction

Push the usual sales script Have a real conversation

A “yes” is just a yes A “yes” is a sold product, as well as
network growth
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Generate
Target Get noticed
Audience

Ask for a
meeting
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Today’s buyers

DIGITALLY SOCIALLY MULTIPLE
DRIVEN CONNECTED DEVICES

DO NOT WANT  WANT A CHOICE
TO BE SOLD TO







Link to the
official website

Sound Human
rather than
Robotic

Company and
Product
Reviews

Employees
should have
active accounts







Positive |l Negative
"Thank them | : Create a
—  forthe — sympathetic
 comment | § apology
Favorite, See if there is any
— retweet, or H
like waytohelp
" Offer additional
|| contact info if
needed










Your LinkedIn
profile should
answer the
perennial question:

“Is what this person

does relevant to More than half a billion professionals worldwide gather on LinkedIn.
me?” — LinkedIn

Sales Solutions
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A recommendation is a comment written by a Linkedln member to recognize or commend a colleague, business
partner, or student.

Recommend A Connection
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A recommendation is a comment written by a LinkedIln member to recognize or commend a colleague, business
partner, or student. “A value-based connection philosophy drives the most successful sales professionals on
LinkedIn.”- LinkedIn Sales Solutions

Open
Networker

Closed

Networker

Value
Networker







Step 1: Writing a Linkedin Recommendation for client profiles




Step 2:Asking client for Linkedln Recommendation



Step 3: Ask Client/Past client for an Introduction
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