THE B2B SALES MINI GUIDE
Greetings reader,
Welcome to the Agency Sales Mini Guide. This succinct little guide
will give you some ideas that will help you book sales calls and
meetings with potential clients.
Give these ideas a go. They will work. When you start seeing success,
the whole process gets addictive.
It’s handy when you get addicted to something that makes you money!
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Direct Mail
You can’t force people to respond to you, but you can make a team
have a conversation about you.
This is the power of creative direct mail.
If you want to win new clients, the first thing you need to do is get
a reaction from your prospects.
I'm here to tell you to think about this differently.
What can you do to make the team members you are targeting talk about
you internally?
What can you do to make sure that conversation is a positive one?
There are many creative possibilities here.
With the right approach, it is near impossible that at least one of
those team members will not mention your novel approach.
This is especially true if your approach states you’ve sent similar
or complementary items to their colleagues; a charming ‘jigsaw’
puzzle, as it were.
If you send just one of these campaigns out per day, you will start
booking sales calls.
This type of thing is harder to scale, due to the inherent
personalisation involved, but those who reply to such an approach
will do so with enthusiasm.
You have immediately demonstrated your creativity, humour, and
conscientiousness.
You might believe this method is only suitable for marketing, PR,
advertising or other creative professionals but this isn’t true.
This method remains efficacious no matter what you’re offering.
The goal of creative cold pitching is to make the best first
impression you can and have your prospects offer you a few minutes of
their time on the phone (or more, should your approach be wildly
impressive).
Your larger, more established competitors signal their competence and
market positioning by wielding a plethora of vanity items, such as
having flashy offices and cupboards filled with industry awards.
That stuff doesn’t matter nearly as much as you think it does.
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You can make the best first impression you possibly can, and all it
will cost is a few postage stamps and some of your time.
Your mission?
Pick 10 clients you wish to work with.
Do your research. Look at the social profiles of the team members of
each company you wish to target.
Brainstorm ideas for each of those 10 clients.
Anything goes.
Write it down.
Do it on a whiteboard.
Take a photo.
Go for a walk. Let your brain work. The ideas will come to you.
Some of them might be interesting and worth thinking about further.
Decide on an approach. Make sure it is distinct and daring enough
that it will likely cause a (hopefully positive) reaction, and spark
a conversation about you and your business.
Create whatever it is you’ve decided upon for each client.
Send them on. (Remember the postage stamps).
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LinkedIn Sales Navigator
Get a LinkedIn Sales Navigator subscription. You can get a free
trial.
There’s one particular search filter that is especially useful.
The “Time in role” search filter. You can search for people who have
changed jobs in the last 90 days.
For instance, this search shows Marketing Directors in London who
have changed jobs (moved companies or been promoted) in the last 90
days.

This is a ‘trigger moment’. People who have just changed jobs are
more likely to want to hear new ideas and from new suppliers.
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Startup List
If you change the job title to “Founder” and click ‘Changed jobs in
the last 90 days” you can find a list of people who have just started
new businesses.

Process:
1. Find your ideal clients and send them a personalised connection
request.
2. Send a suitably charming and interesting follow up message.
(Perhaps a video message which you’ll read about shortly)
3. Get them on a call and ask them if you can send a proposal to
them.
4. Send them a proposal.
5. Close the deal!
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LinkedIn Social Selling
Make sure your profile is up to date and works as a sales funnel for
your business.
Spend 30 minutes every day searching and adding your ideal clients to
LinkedIn.
As you do this, your profile will get viewed by the exact criteria of
people you wish to do business with. This is because LinkedIn tells
people who have visited their profile.
Most people accept connection requests so this is a technique that is
reliably successful.
As your target audience adds you, engage with their content by liking
and commenting on it. Prospects will learn who you are and what you
do and because you’ve built a relationship, you’ll find prospects
start messaging you when they need your services.
In addition, you can start posting your own content to LinkedIn. This
will get seen by your target prospects. This can be your opinions,
updates on what you’re up to and amusing stories relating to your
business.
You can post that you’re looking for clients, essentially this is a
free advert for your business and will be seen by your exact target
audience as you keep adding your ideal target prospects.
The detailed search functionality of LinkedIn makes it an incredibly
powerful platform for generating B2B leads with your ideal clients.
You can find them, add them, get in front of them, engage with them,
and advertise to them. All for free. That is incredibly powerful.
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Search LinkedIn Content
If you search for “Looking for freelance copywriter” and select
“Content” and then sort by relevance, you’ll find a list of people
who want copywriters to get in touch with them.
Just change “freelance copywriter” to what you do.
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This works on Facebook and Twitter too.
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Partner Marketing
Partner marketing is where you build a mutually beneficial
relationship with a company offering complimentary but not competing
services. Your target audience will likely be the same or similar.
For example, if you run a digital marketing agency, or you’re a
freelancer offering digital marketing services, you should look for
web design and development companies in your area and come to a deal
where you refer work to each other.
You could likely do this with other types of companies too. It makes
the most sense if there is a natural crossover, but you could do
deals with just about anyone who offers professional B2B services.
The process:
1. Decide on the types of companies you wish to partner with
2. Research all those companies in the local area
3. Contact them all by email, on LinkedIn, direct mail or some
other means with the offer to send leads to them and vice
versa.
You can even come to a deal where you agree to give companies a
commission if they bring you clients and vice versa.
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Video Messages
Video is incredibly powerful.
You can now use tools such as Loom or Vidyard to send personalised
video messages to prospects.
Use LinkedIn’s advanced search functionality to find your ideal
clients and add them as a connection.
You can then follow up with a personalised video message. Not many
people are doing this so it’s a great way to stand out from the crowd
and get responses from your ideal clients.
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Go do it.
Spend 1 hour a day doing all of the tasks in this guide.
You will start getting leads.
You’ll start to see which of these methods work best for you.

By Jon M. Buchan, Charm Offensive
13/13

