
Take 
the 

lead.



Outbound List-Building 101:
How to Find New Prospects the Right Way, Avoid Pitfalls that 
Can Ruin Your Campaigns Before They Start, and How to 
Organize Your Prospecting to Save Time



Three Takeaways

Why prospect this way?1

How to do it?2

What to avoid?3



Most sales reps HATE 
prospecting...



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

If someone doing this full-time hates 
it...how can I be effective at it?
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1. Over Prospect Quality

Control
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1. Over Prospect Quality
2. Over New Opportunities

Control



While 55% list 
increasing total lead 
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for the next year.



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

1. Over Prospect Quality
2. Over New Opportunities
3. Over Schedule

Control



How Do

We Start?
Develop Your Prospect Profile



Prospect Profile

Personal 
Demographics

Professional 
Demographics

Professional 
Attributes



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

● Industry
● Job Title
● Company Size
● Experience
● Education
● Company Name
● Job Function
● Seniority
● Groups (LinkedIn)
● Professional Software (some services)
● Ad Spend (some services)

Professional Demographics



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

It’s okay to create multiple 
Prospect Profiles...



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

The best at sales and 
marketing make it a priority 

to understand everything 
they can about their ideal 

prospects.



Where Can I Find Them Now?





LinkedIn

1. Connect

2. Accept

3. Get Email Info



Geography



Titles



Titles



Industry



Company Size



Connect



Connect



5 minutes a day = 10 connection 
requests…

So what’s next?



LinkedIn

1. Connect

2. Accept

3. Get Email Info



Contact Info



Contact Info



Contact Info



Contact Info



List Builders



Three Primary Ways to Use

1. Bulk Import
2. LinkedIn Search
3. GP Search



What to Expect?

1. Bulk Import - Can find / match 50-70%
2. LinkedIn Search
3. GP Search - Same filters as LinkedIn







Trust, but Verify...







Can Outbound Email Campaigns Deliver?

*87% of b2b marketers use email to generate new leads.

*80% of high-growth sales organizations rely on a 
multi-touch sales strategy and cold emailing is a great tactic 
to use to start that multi-touch point funnel

*In fact, cold emailing is considered to be one of the most 
effective B2B sales prospecting methods. It is extremely 
cost-efficient (the studies find that its ROI can reach 
4400%!)





How To Appeal to Colder Prospects?

Lean on Shared Experience.1

Start with Resource or Value.2

Don’t Forget the 
Long-Game.3





Consultative Selling: How to Scrap the Pitch and 
Convert More Leads into Clients
Call Held 5/6 at 1 pm (central) with Rob Lime

On the next:


