
Take 
the 

lead.



The ‘Mini-Mastermind’ Funnel:
How to Create and Launch a New Funnels in Half the 
Time...Even if you are selling a New Product or Service in a New 
Vertical



Two Strategies for Today

A lower-priced, high-volume evergreen 
funnel strategy.1

A higher-touch and higher-tier 
appointment generating funnel.2



Funnels don’t need to be overly 
complex to work...





While 55% list 
increasing total lead 
volume as a priority 

for the next year.

A typical office worker gets only 11 minutes 
between each interruption, while it 
takes an average of 25 minutes to return to the 
original task after an interruption

**Source: New York Times



While 55% list 
increasing total lead 
volume as a priority 

for the next year.



Main Components to the Content

3



Your Content

Why 
Them?

Why 
You?

Next 
Steps
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Next Steps?

We have different options for 
different types of customers...



Next Steps?



Next Steps?



Next Steps?

Link 1 Link 2



Route #2

The Mini-Mastermind Funnel





The Mini-Mastermind Funnel

No list.

No ads.

No sales team.

A brand-new service.



Learning from others experience isn’t new...



“The members all shared a spirit of 
inquiry and a desire to improve 

themselves, their community, and 
to help others.”





The Plan

Invite via LinkedIn (or Email) 
Message.1

Hold Introductory Call.2

Host Virtual Mastermind 
Event.3





If interested...





If no response...



...wait 5 days





The most powerful impact it has is a way to position 
yourself as more than just another vendor. But as a 

peer and a leader.



“If your action inspire others to 
dream more, learn more, do more 

and become more you are a 
leader.”

~ John Quincy Adams





What’s working best for your 
revenue growth right now?



B2B 
world is

changing



LinkedSelling Outbound Campaign



Can Outbound Deliver Long-Term Value?

Most companies view outbound as a 
completely sunk cost with only short-term 
gains.

With the LinkedSelling system, you get the 
short-term benefit of an outbound program 
while also building a significant marketing asset 
on LinkedIn and beyond.



Alternate approach...



Hey Joe,
 
I run a small mastermind group here on LinkedIn called “INSERT NAME”.
 
We're a group of independent business owners and entrepreneurs sharing what's working best to 
engage, attract and sell in today's seemingly never-ending battle for attention.
 
Anyways - we've been uncovering some pretty interesting trends from our conversations with other 
business owners in the same vertical as you. And since we've been crossing paths here on LinkedIn for a 
while I wanted to see if you might be interested in discussing some of our findings.
 
Would you be interested in chatting for a few minutes to talk about what trends and opportunities we’ve 
discovered to be working best?
 
How does your schedule look next week?
 
Glenn



Hey Joe, 
 
I wanted to follow-up on this ^^ message from a couple of weeks back.
 
Let me know if you'd like to chat about any of the latest strategies our group members and clients have 
used to drive both repeat sales and attract new customers.
 
Thanks,
 
Glenn



How to Use LinkedIn Groups to Increase Your 
Authority and Generate Stronger Relationships 
with Your Prospects
Call Held 3/26 at 1 pm (central)

On the next:


