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Acquire New Clients on LinkedIn

The Smart Way to
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Overview

START @ Quick Intro
@ The Current State of Sales
@ LinkedIn challenges
@ Using LinkedIn the right way
20 Minutes @ Qand A
30 Minutes Webinar End




An experienced team of international professionals

ANDRE BEUKES PETER HATTINGH AMIT CHERNIAK

CBDO - NETHERLANDS CEO Styleau - GERMANY CFO - ISRAEL

The SalesGro Team

With a professional team of digital sales experts and a network of global partners,
we assist companies in all aspects of growing their sales.







The State

Eral
Senior
Decision Maker

Size of Buying Group by Stakeholder
o,

Erall
Solution
Expansion

Era lll
Risk
Aversion

EralV
Solutions
Integration

« C-Suite

EraV
Data
Security

« C-Suite
Executives

« End Users

* Finance

* Procurement

Executives » Contracting
* End Users » Third Parties
* Finance o IT
« C-Suite * Procurement * HR
Executives « Contracting « Geographies/
* End Users * Third Parties Divisions
* Finance o IT » Data Security
» C-Suite * Procurement * HR » Customer
» C-Suite Executives « Contracting » Geographies/ Experience
1 Executives * End Users * Third Parties Divisions + Legal
Early 2000’s 2004-2008 2009-2012 2013-2015 2017-

Source. Gartner {January 2018)

High

Low

The B2B Buying Group / Center is Continuously Growing

of Sales is about change and complexity

B2B Buying Difficulty (lllustrative)




The typical Sales Funnel - linear progression

|dentify Client Prospect Contract

- 3

Lead Proposal




The Reality of the Buying Journey

Contact with a
CEO Former xploraEt;f;r:"c:f lgte;g:;\ti:n with Purchasmg Rules
l Turnover Colleague" 9o J, Buying 0"3[;“"? Group
Executive - Group ecision
Start Presentation and ¢ Feasibility I Turnover Legal Flag
Questions ¢ Web Review Budget L
© Cut Capital
Budget Search End User ]
Approved Input 4 Procurement Review
P | Flag End User Board
Web Search
v v l | k3 ,L v Input
Problem Whitepaper Solution Trends Report Requirements Social Media Supplier
Identification Download Exploration Reviewed Building  Conversation Selection
PN l | A 4 t A 2
v Overwhelming Web Supplier | —ySupplier —p RFP——) RFP —p Live __, Buying
Independent S S—— Search | ?Website = | Website  Creation Response  Supplier Group
Online ¥ Ab Visit Visit Combarison Demos Debate
out the P
Resrarch Problem T i Peer v { = - .,_‘
| Discussions  Online Online Supplier .
Group l Virtual —— ouppliers Information Contract
Web  Misalignment o Diaghostic Demo Content 4  Buying Needed from Updates —
Search Problem LinkedIn " Shared | Guide  Sales Reps Required
N Deployment . \ I bt o,
_ iscussion
T Misalignment o Canusyt:::gnt l Expert Discussion
, Solution Scope Business With Customer
e V[\;i:;teplzgzr T Dlscmljsslon Consultation P Cana Dats  R&lSroNcES
m] — I 1 Unavailable i
i r > Overwhelming Deconflicting Buying Group TCugtomgr |
Information About the—> Information  Group Disagreement on " deztm;%m\:aiew
Solution Within Buying Debates Requirements BOG $3E

Purchase

Group







Can you make a difference and influence the buying process?

27%

Researching
independently online

You are here

17%
Meeting With
Potential Suppliers

n =750 B2B buyers
Source: CEB 2017 Digital B2B Buyer Survey




The Key Differentiators are Information and Trust

=

Prescriptive Advice:
The What

@ The How
“Helps us know what to do and VA “Helps us complete discrete, job-

how to do it.”

Practical Support:

related activities.”

Source: Gartner (January 2019)

The Suppliers that provide:

the Right kind of Information to the Right People through
the Right Channels at the Right Time
Will have the Competitive Advantage




What do the People doing the Buying say?

79%

SAID THERE ARE

45%
OF BUYERS
ARE SPENDING
MORE TIME
RESEARCHING
PURCHASES
COMPARED TO
LAST YEAR.

BETWEEN ONE
AND SIX PEOPLE
INVOLVED IN
THE PURCHASE
PROCESS.

62%

NOTED A DESIRE
FOR SALES TO
DEMONSTRATE
EXPERIENCE WITH
OR KNOWLEDGE
OF THEIR
INDUSTRY.

952%
OF BUYERS SAID
LINKEDIN HAD
THE BIGGEST
IMPACT ON
THEIR RESEARCH
PROCESS.

2018 B2B Buyers Survey Report




ustry experience

» profound desire for more ind
* Linkedln impact




Connect, engage and build relationships

RELATIONSHIPS

>575 Mil. Users

>2mil. Posts, articles
videos per day

Active 40% daily

/8% of salespeople engaged in digital selling are
outselling their peers not using social selling

4——E—



https://business.linkedin.com/sales-solutions/social-selling/what-is-social-selling

Why isn’t Linkedln delivering results?

“Most people are frustrated @\ /o
with the results they get

on LinkedIn” @/ \®

C,
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Ten Deadly User Sins

Bad profile

BAD
Content

Connection
Collecting

Connect
& Forget

Premature
Selling

Bad
Connection

Requests

No Sales
Message

No
Low
Engagement
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~ SalesGre

“IF your ideal clients are on Linkedln and you do not know
how to find and engage them to become customers

THEN our smart solution will help you use LinkedIn
more effectively

SO that you will have a constant flow of new clients in your
pipeline to grow your sales.”

&~
. oy
AT



SalesGroe Smart Solution

SALES CAMPAIGN

SALES
FRAMEWORK




Sales(Groe Sales Framework — 2 Elements

IDEAL CLIENT PROFILE CAMPAIGN BLUEPRINT




SalesGro Ideal Client Matrix

UNDERSTAND IDENTIFY

“ NEEDS GEOGRAPHY

A
WA

-_T
o - FEARS

INDUSTRY

COMPANY

ROLE & TENURE




SalesGroe Sales Campaign Blueprint

\ Optimize your LinkedIn profile to ideally

A position yourself as an interesting
OPTIMIZED connection to your ideal clients
LinkedIn

PROFILE /

Create a call to action in order to

Create a unique one-liner sales

engage your ideal clients with . Cf‘(')—'— U;{&%E g Message to clearly explain the
your sales offer ACTION MESSAGE ¢ value of your

offer to your ideal clients

\_ Create and source
VALUABLE  valuable content to share
SHAREABLE C © \yith your ideal clients in order to
CONTENT y . : :
build a relationship based on

Develop a series of messages
containing your content to SALES
engage with your ideal clients E MESSAGING

CAMPAIGN
and to open the door for a call to

action / CONTERT / value and trust
VALUE
MAGNETS Develop valuable educational content in the
form of videos, eBooks or white papers etc. to

position yourself as an authority on your subject

\
(
LN
¥
|
Al
¥
L




Sales(Gro Sales Campaign
PROSPECTING

Connection Request Connect

Group, Whitepaper, Video INnvite or Share Content

3rd Party Content — News, Blog Post, Article Share Content
Landing Page or PointDrive - Authority Content Share Value I\/Iagnet + Question!
3rd Party Content - Research Study, TED Talk, App Share Insightfu\ Content

Meeting, Sign-Up, Phone Call Call to Action
NURTURING

©




SalesGro Sales Engagement

INFORMATIVE O @ HELPFUL

INSPIRATIONAL

INSTRUCTIVE @ e EDUCATIONAL
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My Netwark Jubs dessaging Notifications Work « Sales Nav Acd C

Reimagine your career. - HBS Online courses start soon, Enroll now! Ad -

a - 23 M —
Andre Beukes (LLM) .

O Moblls « 15h age

TODAY

d Peter Hattingh - 1223 P
Dear Andre

Please find some valuable content on how to grow your sales in

Europe:
Andre Beukes (LLM) v/« 1st iz o
- https://ptdey. linkedin,com/Tax3céb
International Trade . Founder of the Grow in Europe &
Executive Network -« EU Labour Law = Best regards 3
s Pater

Rotterdam Area, Nethertands

View in Sales Navigator ‘ More... ‘

f |
+ Add to Agile CRM |

/
Grow your business in Europe! Expanding your business and generating s r
be a major challenge. It, however offers huge growth opportunities. Europ
is largely a homogeneous market with common laws that regulates many =
tra...
e Grow in Europe "
m ‘ .-!' 0"[ X VW, pontainye Anadin.com
o (e
Virite 3 message ~
Show more ~ t
B & o ©

Easily manage a large amount of profiles

Filter

Job Title % Analyst X  Function #  Finance X

Senicrity level % | Chief x

Delete Target J

Industry # [Automotive X

Approve  Selectall  Selectvisible  Select filtered Deselect all Delete selected
Past New
ser |1 Category Name Tags Messages Messages
C AnNé Connection \Stefﬁ — M4 X 2018-10-03 2018-10-04
requested . M3X
3 Kirstenpfad| *°
i |24
C Florian Qnnection (Mathias +Max| 2018-10-03  2018-10-05
requested M2 3¢
\ —
.Kramer | max]
mE
C Peter Connecte 'Andre +HM1%|  2018-10-17 2018-10-24
Hattingh 1 M2%
¢ Beukes g
(LLM) v/ ==
[in | i +
= Connected ;Olivier = Mix 2018-10-03 2018-10-17
Hattingh M2¥
g 'Lanoue =
an e 4%

Company Headcount # ' 11-50 X | |51-200 x

Assign to User

Campaign

C1/M1
C1/M2
C1/M3
C1/M4
C1/M5

C1/M1
C1/M2
C1/M2
Cl/M4
C1/M5

C1/M1
C1/M2
C1/M3
C1/M4
C1/M5

C1/M1
C1,/M2
C1/M3
C1/M4
C1/M5

Profile Language # | English X

Assign Category

Appointment

20190212
|02:30 PM &

2018-06-1
+|10:30 AM [#

<
A

Email Phone

steffi@styleau.com

mathias@styleau.com

andre@styleau.com

olivier@styleau.com

One click to connect and message a connection

Geoaraphy + ‘-Lﬁﬁi_tedkiggdom x

®@a

® a

®8a

ON 5

Comment

Converted
into client!

Interested but

requested
contactin3
months,

Meeting
scheduled

and prospect

requested
proposal.

Requested
more
infarmation
before call.

Campaign Tool — Unlimited Users

Search:

Location

Germany

Frankfurt
Am Main
Area,

Germany

Rotterdam
Area,
Netherlands

Eppstein,
Hessen,
Germany

Company Type == Pdl.ﬂiéSompanyj

Title

Content
Writer/Soclal
Media
Manager/Lektorin/
(bersetzerin

Europe Business
Development
Consultant

Business
Development and
Human Capital
Director

eCommerce
Consultant




. * manage and connect to profiles
* setup messaging campaigns

* mahage appointments

e assign to colleagues

* easily filter profiles

% * group profiles

F "

-




Grow Your Network e Build Trust e Acquire Clients

e
N
£
s

AU
MH { |
= al /i

k.

® CONNECTIONS ® LEADS ® PROSPECTS ® CLIENTS

"

o ©



SalesGro Pricing
€490 e/ month for 3 months €690 e/ month for 3 months €990 e/ month for 3 months

m PREMIUM PLATINUM

* 2 Hours Personal Coaching * 4 Hours Personal Coaching * 6 Hours Personal Coaching

* Personalized Sales Framework * Personalized Sales Framework * Personalized Sales Framework
« 500 Ideal Client Profiles « 500 Ideal Client Profiles « 1,000 Ideal Client Profiles

» 1 Sales Campaign — 2 months * 1 Sales Campaign — 2 months * 1 Sales Campaign — 2 months

* You connect and send messages * We connect and send messages * We connect and send messages
 Full time Support  Full time Support  Full time Support

* Progress Review 1 Hour * Progress Review 2 Hours * Progress Review 4 Hours

* Campaign Optimization » Campaign Optimization * Campaign Optimization

* 6 Month Unlimited Access * 12 Month Unlimited Access * Life Time Unlimited Access
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http://www.salesgro.com/give



http://www.salesgro.com/give

SalesGroe Start Now for Only €390.- per Month

FREE Valuable €490--
Registration Information €390.- JU LY!

e ©

=

| “Save €100
* TIPS per Month
www.salesgro.com e INnfOS With
* Tools Coupon”
o——0——0
Qand A




GROW NOW

p 4 Sign Up
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SMART SOLUTIONS

Grow Your Sales I

www.salesgro.com


http://www.salesgro.com/

