CONNEC T‘ 0 ,

REFERRAL ACCELERATOR| ‘3




CONNEC T@

REFERRAL ACCELERATOR

WEEK 4:

Replenishing Your Referral Network
Funnel
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Previously on...

Homework:

1. Write the Next Message
2. Map Out Your 12 Month Nurture Campaign

Review at:
training. Connect365.io/mrn-3
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PART 3
PART 1

Review of Where

We've Been... Maintaining the

System

PART 2

Keeping Your Pipeline Full
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Homework:

1. Connect with your Next 20 Referral Prospects.
a. Tag them into your campaign.

2. Review Your Next Batch of Social Media Content
(Emphatic).

Download the workbook at:
Connect365.io/workbook-4
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Tmportant Info:
Workbook = connect365.io/workbook-4
Training 2= training.connect365.io
Questions? - support@connect365.io
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Momentum.
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Word-of-Mouth referrals 85% (6337)

Radio ads 2% (125)
Newspaper ads 1% (53)
Coupon clipper 0% (30)
Online ads (Google / FB) 9% (692) / g
Yellow pages 0% (26)
Direct mail 2% (178)

“85% of businesses list referrals as the best way

to get customers. * Alignable
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Yet..only 30% of businesses have a formalized
referral plan.
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e Harvard
Business|
Review

18%

Higher increase in revenue for companies with a
formally defined sales process.
MO VantagePoint

72%

Of sales managers hold pipeline review meetings
multiple times per month.
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Make a plan.




Most importantly

That you can stick to!
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Keeping Your Pipeline Full
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The Progress Principle

Prospect -> Lead -> Partner

"Capturing small wins on MEANINGFUL PROJECTS every day
enhances motivation and results.”

Harvard Business Review
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Review Queued Content

In progress

Review Upcoming /

Need to change your upcoming content? Update your credit allocations

Name

Trial request for LinkedSelling e How often would you like to receive content?

We have set a default frequency based on the allocations you've made that balances frequency and size. But you can
set it just the way you likel

Acct Frequency p ing period

LinkedSelling

N o |
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Connect with Your Next 20
Referral Prospects




Did you save your search from last
time?

CONNECT@



Years in current position

Less than 1 year

1 to 2 years

3 to 5 years

6 to 10 years

More than 10 years

Company headcount

Self-employed (22)
1-10 (168)

11-50 (289)
51-200 (451)
201-500 (440)
501-1000 (364)
1001-5000 (1,004)
5001-10,000 (477)

Industry

Financial Services X

Fdd ndustries

Banking (7.5K+)

nsurance {6K+)

Information Technology and Senvices {9...
Computer Software (38K+)

nternet (93K+)

Accounting (3.5K+)

Marketing and Advertising (300K+)
nvestment Banking {587)

Years in current position

6 to 10 years X
More than 10 years X

Less than 1 year (20)

Company headcount

Self-employed (6)
51-200 (118)
501-1000 (94)
1001-5000 (250)
5001-10,000 (154)
10,000+ (864)
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2M+ 76K+ 322

Changed jobs in past %0 Mentioned in the news

ok days in past 30 days

David Wagstaff 2nd [T}

520K+ 12

Posted on Linkedin in Share np
past 30 days |

Founder: Heiping business owners scale profitably. Advisor & done-for-you

financial management at Clarity FI, LLC
12 yours 3 moaths in roie and coenpany
Vesrmatorg Michigan, Unied Suates

Past role

Director of Operations & Director of Business Consulting Services at Capaldi Reynolds & Pelosi, PA.

(2013-2016)
Show more v

- 3 shared connections

Bret Stewart 2nd [

Financial Advisor at Memill Lynch Weaith Management
3 years 10 moaths in role 3nd compeny

(o3 Angeles Mevcpoinan Ares

° 1 shared connection

Tanmay Kar 2ed [}

Chief Financlal Officer at Airbase

1 your 1) mcerhs in role and company

San Francisco, Cadormia. Unined S1oas

Past role

Interim Chief Financial Officer at Leanplum (2018-2019)
Show more ™~

“ 4 shared conmections

O Asdag




David Wagstaff 2 2 Ezz1 Niana | s

Founder 85,000 member Entrepreneur’s Network. July 24th. New website, brand, and services for entrépreneur success.

Crushing it. A compassicnate social impact entrepreneur with a passion for helping business

2 : ; S ; Reports to:
owners scale and grow profitability while making the worid a heaithier, kinder, sustainab...see more
Q Vestaburg, Michigan, United States 88 500~ connectiors Q@D 3 shared connections @ Add manager
Current @' Founder at Entrepreneur’s Network --> eprenzcom o 14 yrs 8 mos
: ; . . a ; .~ David's contact info
. Founder: Helping business owners scale profitably. Advisor & done-for-you financial management at Clarity FI, LLC » 12
yrs 3 mos & http//www.dlarityfi.com
Previous u Founder at Alfrea Wellness « 4 yrs 4 mos W darityfi
(O Board Of Directors at American Community Gardening Association « 7mos Show all (4)
+ 7 more
Activity
Education . University of Maryland - Robert H. Smith School of Business « 1988-1990
+ 5 more D Add note

+ Add tag

comwscr@



Send invitation

‘ David Wagstaff - 2nc

Include a personal message (optional):

Hi David

m reaching out because I'm building a refemral network of other business
owners in the St. Louis area, and I'd love to include you if you're interested in

getting referrals.

Josh

Save as lead

CONNECT@



BONUS: Add Contact Details to
Prospect Sheet

This allows you to save time in your upload.

Target: Next 20 Prospects to add to your email follow-up
and social media top-of-mind campaign

Download the workbook at:
connect365.io/workbook-4

comw:'cr@



There’s A
Franchise

For That.

View in Sales Naviga

M. Paul

M. Paul - 1st [}
| Can Help You Fire Your Boss And Start Your Own Successful &

Business Through Franchising. Are You Interested?

Baltimore, Maryland Area - 500+ connections - Contact info \

Contact Info

M ™. paul's Profile

& Websites

Email

Twitter

Connected

October 19, 2019
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Prospecting Rules of Engagement

N

v

Remind yourself of referral prospect’s value with the right
approach.

Set a weekly goal or challenge.

Move quickly.

a. Filter as best you can to Prospect Profile.

b. Vet further throughout process.

Make time.

Celebrate progress.
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Review Week 2 for Uploading Process

CONNECTQ DASHBOARD ~ CAMPAIGNS ~ CONTACTS  TAGS  MAILACCOUNTS  SETTINGS NEED HELP? ~ RESOURCES @

Search Contact 2 EMAILID X Import Contacts X Export v

ALL (12288) IMPORT CONTACTS

IZALL © DO NOT MESSAGE

Total Contacts: 12095 Show 50+  Records




Review Week 2 for Uploading Process

@ = B » — &

UPLOAD FILE SELECT FIELDS PREVIEW ASSIGN TAGS COMPLETE

Import your contacts here!

Start importing your contacts by selecting the file type (.csv) exported from your LinkedIn and/or
other accounts. You can also import your contacts from the Google account already linked to the

application.

How would you like to import your contacts?

© Csv File Google Account

Choose a local CSV file to import your contacts from

Select CSV type v PICK CSV FILE




Review Week 2 for Uploading Process

UPLOAD FILE SELECT FIELDS PREVIEW ASSIGN TAGS COMPLETE

Would you like to assign tags to your contacts?

Assigning tags to contacts groups them and makes it easy to schedule campaigns for a specific
group.

© SELECT TAGS

PREVIOUS NEXT




Content Review




Reasons for opening an email

69%

47%

26%

14%
4%

Sender name Subject line Offer Intro paragraph Expected length

69% of recipients open an email because they recognize the

sender name. N——
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Approve Your Content

Group Launches New Health Insurance
Valley Businesses

ince pool for the East Valley Chamber of Commerce

Anew health insur
x small businesses there. The altance says the

Alliance is trying 10 bring down coverage

new pool lets small businesses band together 10 get more buying power

10 save money white keepeng heathcare benefes the same? Thes Indana

(B3 's It reaty possible

hip Is expected 10 save $1 etiree healhcare benefis —

1 million per yea

3 1t here

and without changin

it/ Awww ol

Healthcare funding saves township $1.1 m

s for employee and retiree

Changes 10 the way Bloom
£ neany $1.1 millon wihou

healthcare benefits will provide an estim

Here are nine rends

1 venture fu

\at are geting the

care renc

Wal are the he

that 3 top healthcare venture firms say they are waiching

drawing-ve

v " 9 health tech trends drawiny
for digital health companies r
first haif of 2019, totaling $5
according to a recent report

a recent report

totaling $5.1 billon across 318 deals, accord:

.emphatic.co/review
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https://app.emphatic.co/review

Giving Feedback On Your Content

© Back o your dashboard

s Review

about this batch? Let us know below!
you have new instructions going forward please enter

them in the T

Request name Number of updates

onte gy section

Period: Aug - Sep 2019 | Batch: 2 of 2

Your notes

UK yoU KNowW that
out? This Is one of the major benefts o

e nanp
-
good at finding tho s
feoccutence. 23010 Scronsn
verficatior

app.emphatic.co/review
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https://app.emphatic.co/review

Set Your Posting Schedule

Choose when the queued content in your queue will go out

*All times for this account are in CDT

@ Back to Settings

Facebook LinkedIn Twitter

Facebook Schedule

Rule 1:

Schedule d for: Mon Wed Fri
at 10:30 AM , 02:30 PM

Edit Rule Delete Rule

Add Another Schedule Rule

app.Emphatic.co/settings/schedule/

comwscr@



Best Time to Post on LinkedIn

Wednesday

8AM 9AM ' 0AM TAM 12PM 1PM 2PM 3PM 4PM 5PM 6PM 7PM 8PM 9PM 10FPM




Best Time to Post on Facebook

B2B: Tuesday, Wednesday, or Thursday

8AM S9AM 10AM TAM 12PM 1PM 2PM 3PM 4PM 5PM 6PM 7PM 8PM 9PM 10PM

B2C: Monday, Tuesday, or Wednesday

8AM 9AM 10AM TAN 12PM 'PM 2PM 3PM 4PM 5PM 6PM 7PM 8PM 9PM 10PM




Facebook Global Engagement

Mon

Tues

Wed

Thurs

Fri

CHl R

IRNEED

12 1 2 3 4 5 6 7 8 910 112 1 2 3 4 5 6 7 8 9 10 1

AM PM

Lowest Engagement Highest Engagement
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Download the workbook:

connecT@®

TG

WEEK 4
BOOTCAMP

WEEK 4:

Replenishing Your Referral
Network Funnel

In the following pages we'll provide tutorisls, instruction and advice to help you
complete thiz week's homework azzignments.
Thiz week's homework:
1.Connect with your Next 20 Referral Prospects
&.Tag them into your campaign
2.Review Your Next Batch of Social Media Content (Emphatic).

2020 CONNECT365.10

onnect365.i0/workbook-4
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“Don’t watch the clock; do what it
does. Keep going.”

~ Sam Levenson

CONNECT@



Thank You For Joining!

CONNEC T@

REFERRAL ACCELERATOR

CONNECT@



Word-of-Mouth referrals 85% (6337)

Radio ads 2% (125)
Newspaper ads 1% (53)
Coupon clipper 0% (30)
Online ads (Google / FB) 9% (692) / g
Yellow pages 0% (26)
Direct mail 2% (178)

“85% of businesses list referrals as the best way

to get customers. * Alignable
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CONNEC T@

REFERRAL ACCELERATOR
Tmportant Info:
Training 2= training.connect365.io
Questions? - support@connect365.io
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Yo

Step 1 Step 2 Step 3

Prospecting Messaging Influence
How to Identify and Connect with How to begin personal relationships How to stay top-of-mind with your
Your Top Referral Partners. with your prospects at scale. network through follow-up and

social media content
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Homework:

1. Connect with your Next 20 Referral Prospects.
a. Tag them into your campaign.

2. Review Your Next Batch of Social Media Content
(Emphatic).

Download the workbook at:
Connect365.io/workbook-4

CONNECT@



