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The Smart Way to
Acquire New Clients on LinkedIn
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CLARITY
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CEO Styleau - GERMANY

PETER HATTINGH

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.

An experienced team of international professionals

CFO - ISRAEL

AMIT CHERNIAK
CBDO - NETHERLANDS

ANDRÈ BEUKES
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COMPLEXITY
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The State of Sales is about change and complexity

The B2B Buying Group / Center is Continuously Growing
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The typical Sales Funnel – linear progression 

Identify Client

Lead

Prospect Contract

Proposal

Sale€
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The Reality of the Buying Journey …
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SPAGHETTI
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Can you make a difference and influence the buying process? 

27%

Researching 

independently online
You are here
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The Key Differentiators are Information and Trust

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
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What do the People doing the Buying say?

2018 B2B Buyers Survey Report
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• increasing number of people involved in buying

• better information to support decision making

• profound desire for more industry experience

• LinkedIn impact

CHANGE
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Connect, engage and build relationships

Active 40% daily

RELATIONSHIPS

TRUST

>575 Mil. Users

78% of salespeople engaged in digital selling are 
outselling their peers not using social selling

>2mil. Posts, articles
videos per day

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

News

SPAM

Irrelevant

Noise

Why isn´t LinkedIn delivering results?

Complex

Time

Waste

Tools

Costly

ROI“Most people are frustrated 

with the results they get

on LinkedIn”
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Ten Deadly User Sins

Bad profile

Connection
Collecting

Connect
& Forget

Bad
Connection 

Requests
No 
Low

Engagement

No Sales
Message

Premature
Selling

BAD
Content
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ADVERTISE?
SUPER SELL??
MORE NOISE???
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THE RIGHT WAY
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SPAGHETTI

Smart use of time 

for better results
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“IF your ideal clients are on LinkedIn 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.”
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Smart Solution

SALES 
FRAMEWORK

1

SALES CAMPAIGN

2

SALES 
ENGAGEMENT

3
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Sales Framework – 2 Elements

IDEAL CLIENT PROFILE CAMPAIGN BLUEPRINT
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Ideal Client Matrix

NEEDS

UNDERSTAND

WANTS

FEARS

GEOGRAPHY

INDUSTRY

COMPANY

ROLE & TENURE

IDENTIFY
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Sales Campaign Blueprint 
Optimize your LinkedIn profile to ideally 

position yourself as an interesting 

connection to your ideal clients

Create a unique one-liner sales 

message to clearly explain the 

value of your 

offer to your ideal clients

Create and source 

valuable content to share 

with your ideal clients in order to 

build a relationship based on 

value and trust

Develop valuable educational content in the 

form of videos, eBooks or white papers etc. to 

position yourself as an authority on your subject

Create a call to action in order to 

engage your ideal clients with 

your sales offer

Develop a series of messages 

containing your content to 

engage with your ideal clients 

and to open the door for a call to 

action
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Sales Campaign

Connect

Invite or Share Content

Share Content

Share Value Magnet + Question!

Share Insightful Content

Call to Action

M1
Connection Request

M2
Group, Whitepaper, Video

M3 3rd Party Content – News, Blog Post, Article

M4 Landing Page or PointDrive - Authority Content

M5
3rd Party Content – Research Study, TED Talk, App

M6
Meeting, Sign-Up, Phone Call

Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 8 Weeks

NURTURING

PROSPECTING
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Sales Engagement

EDUCATIONAL

HELPFUL

INSTRUCTIVE

INSPIRATIONAL

INFORMATIVE
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Campaign Tool – Unlimited Users

Easily manage a large amount of profiles

One click to connect and message a connection
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• manage and connect to profiles

• setup messaging campaigns 

• manage appointments

• assign to colleagues

• easily filter profiles

• group profiles

TOOLBOX
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Grow Your Network   l Build Trust   l Acquire Clients

CONNECTIONS LEADS CLIENTSPROSPECTS



30

€690.- / month for 3 months €990.- / month for 3 months€490.- / month for 3 months

Pricing

PRO

• 2 Hours Personal Coaching

• Personalized Sales Framework

• 500 Ideal Client Profiles

• 1 Sales Campaign – 2 months

• You connect and send messages

• Full time Support

• Progress Review 1 Hour

• Campaign Optimization

• 6 Month Unlimited Access

PREMIUM

• 4 Hours Personal Coaching

• Personalized Sales Framework

• 500 Ideal Client Profiles

• 1 Sales Campaign – 2 months

• We connect and send messages

• Full time Support

• Progress Review 2 Hours

• Campaign Optimization

• 12 Month Unlimited Access

PLATINUM

• 6 Hours Personal Coaching

• Personalized Sales Framework

• 1,000 Ideal Client Profiles

• 1 Sales Campaign – 2 months

• We connect and send messages

• Full time Support

• Progress Review 4 Hours

• Campaign Optimization

• Life Time Unlimited Access
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Sign Up FREE on www.salesgro.com/

WORKOUT

http://www.salesgro.com/give
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Sign Up FREE on www.salesgro.com/

PERSONAL TRAINER

http://www.salesgro.com/give
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FREE 
Registration

www.salesgro.com

01

!

€490.-
€390.-

“Save €100

per Month

With 

Coupon ”

03

!

Q and A

Start Now for Only €390.- per Month

Valuable
Information

• Tips

• Infos

• Tools

02

"

JULY!
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GROW NOW

Sign Up FREE

salesgro.com
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SMART SOLUTIONS

to

Grow Your Sales

www.salesgro.com

http://www.salesgro.com/

