YOUR 5-STEP
ACTION PLAN
TO LAND BIG
CLIENT ACCOUNTS
Learn the Proven Strategy to
Generate Better Leads, Create
Sustainable Marketing Systems,
and Maximize Your Marketing
Results by 286%

AN INC. 500 COMPANY 2 YEARS IN A ROW
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“Every Sale Has Five Basic Obstacles:
No Need, No Money, No Hurry, No Desire, No Trust.”
Zig Ziglar

When people think of sales, they too often think of the pushy cable television salesperson.
The used car salesman.
Unwanted cold calls.
We still have that feeling ingrained in us from our parents, grandparents and portrayals in the media
that links sales with the traveling “snake oil” salesman pushing his magic cure-all elixirs on an
uninterested audience.
It’s no wonder sales has a bad rep.
Couple that with the bombardment of advertisements and our shortened attention spans and
businesses feel they have to go to extremes in order to get any attention. The problem is, extremes
are the new norm.
So how can you possibly stand out? It’s surprisingly simple: relationship selling.
Now, “relationships” are NOT just a buzzword, especially not the way we use them here at
LinkedSelling.
In fact, we define “relationship selling” based on one simple truth:

Real business comes from creating real relationships.
This means turning the focus from product-focused, hard selling tactics to systematically building the
right connections and having real conversations with your best prospects.
This is especially important if you’re pursuing bigger accounts and higher-ticket prospects.
Today, we’re going to discover why relationships are the fuel for high-ticket sales. You’ll learn:
Why a focus on trust and relationships can actually make your marketing 286% more effective!
Why we’re currently in a global “trust crisis” and how YOU and your business can position
yourselves above your competitors.
Why the experts project advertising results to be “flat” in 2018, and how you can avoid that.
How trust is the key to sales conversion, the fastest way to gain industry authority, and is
actually a psychological human NEED that your business can capitalize on to make serious
gains in your market.
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BUT FIRST,
WHAT IS
RELATIONSHIP
SELLING
ANYWAY?
Call it old-school, but in its most simplified form, relationship selling
seeks to close the sale by primarily focusing on developing trust and
rapport. When the relationship becomes the focus, the sale becomes
a natural solution to your prospect’s needs, which positions you as a
trusted advisor rather than a salesperson.
To give you an idea of the effect it can have in your marketing efforts,
here are a few examples of relationship selling in play…
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#1. THE POWER OF INDUSTRY
AUTHORITY

So when I started out on my own, I had joined lots of groups on LinkedIn and had even started a
LinkedIn group called Small Biz Forum to position my brand and services in front of small business
owners - the exact people I wanted to connect with.
One day, I got a call from a business owner who was a member of the group. He needed help building
financial projections for a new venture.
I met him at his facility, and his assistant escorted me to his office. He was wrapping up a few things
but invited me to have a seat. His computer screen was facing me, and he had Outlook pulled up with
his recent emails. I noticed the email he currently had selected was the digest of content from my
LinkedIn group, Small Biz Forum.
Coincidence? Hell no.
He had seen my name repeatedly, was receiving the group content, and the day he had a need, I was
the one he called. I later found out that I was the only one he called. This just goes to show that I had
already developed a level of trust with him before we even met for the first time.

See How I Then Closed The Deal Here
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#2. COHEN WOODWORKING
GAVE ME A CHANCE BECAUSE
THEY KNEW ME
One of my very first clients when I was working as an outsourced CFO, was Ben Cohen. He runs a
woodworking firm in Missouri and got tired of riding the “cashflow rollercoaster” (you know... the ups
and downs of business where one month you have enough leads and clients and the next, you’re
scrambling to make ends meet). He was also fed up with the “snake oil” system and strategies that
most of the gurus and experts tried to push on him.
He was skeptical of everything because he runs a typically straightlaced business: woodworking. Not
exactly the most exciting industry in the news these days, and he wasn’t sure if any marketing strategy
touted by the so-called “experts” would work for him.
When they saw what I was doing on LinkedIn with this system I had created to get high-value leads
consistently, they wondered if it would work for them too.
BUT… they were skeptical. Could social media, and LinkedIn specifically, really bring in leads for a
business in their industry?
They knew they couldn’t rely on their old ways of doing things, referrals alone just weren’t working
anymore, at least not reliably, and certainly it wasn’t going to get them the growth they needed.
They were worried about the future and needed to do something.
And here’s the key… even though they were skeptical about my system, they still hired me because I
had previously built a relationship and they had come to trust me.
(Since then, using this same relationship-building approach we’re sharing in this report, they have
gone on to do over $30 million in new sales and their company has grown by leaps and bounds.)

Click here to watch Cohen’s video case study
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#3. “THE PEOPLE IN THE ROOM
ALREADY KNOW WHO I AM!”
- TOM SWIP
Tom Swip, owner of Swip Systems a software development company, is another client who, thanks
to his consistent effort to build relationships through LinkedIn, has become a trusted authority in his
competitive industry. Here’s what he had to say about the effects of building relationships with his
prospects:

“It gets us to the point where as an organization, we’re stable in our lead pipeline, with the
people that we’re helping and the people we’re connecting with. And personally, it’s a great
feeling to walk into a room and introduce yourself and say, ‘Hi! I’m Tom Swip,’ and they say, “I
know, you’re in my inbox every day.’”
“They know you ahead of time, there’s that warm introduction and then they’re more
welcoming to the conversation and they’re looking forward to how we can help each
other out. The people that we talk to really feel that we know what we’re talking about and
that we’re out there to give them a hand.”

This works! In less than 24 months of switching to a relationship-selling model, Swip Systems
generated over $600,000.

Click to hear Tom’s story from the man himself
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#4. MATT JONES USED RELATIONSHIPS
TO GENERATE AN ADDITIONAL $100,000
IN LESS THAN A YEAR AND BECOME
A NATIONAL COMPANY.
In fact, Matt has a slightly different take on it… besides going from practically zero to over $100,000
in just a few months using relationship selling, one of the biggest benefits he saw was his confidence
and position in the marketplace. He told us that his success is based on claiming his place in the
market as a leader and giving his clients the opportunity to trust him and have him earn that
trust.
This is what relationships are all about! Here’s what he said about it...
Building relationships is KEY to having a lifetime of high-value clients.

“I think what the system did was give me the confidence to NOT wait for somebody to tell me
that I’m a leader and a professional. I could wait my whole life before somebody gave me that
accolade. I’m gonna take it, but I’ve got to live it, I’ve got to prove it, otherwise, people will see
through it quite quickly. So it gave me the confidence to step up and say...
‘Look, I am an expert. I am a professional in my field and I want you to give me the chance to
step up and prove it.’
And that’s basically the foundation to the success of my business - that I’ve been granted the confidence of my clients and I’ve been given the opportunity to prove it to them.”

Each of these stories focuses on how relationship selling can easily start a business conversation with
their prospects, but what comes next?
If you’d like to close more of these ideal prospects, learn the easiest way to close more deals
here.
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WHY YOUR
PROSPECTS ARE
DESPERATE FOR
RELATIONSHIPS IN
BUSINESS - NOW
MORE THAN EVER
Forrester predicted that the advertising market in 2018
will be FLAT and that advertising budgets won’t go as far
because people just plain don’t trust ads as much. This
speaks to how the ad markets have gotten too noisy,
too impersonal and that consumers don’t easily give
their trust anymore. (source: link)
In fact, the 2017 Edelman Trust Barometer supports
this, taking it a step further, revealing that,
“Trust is in crisis around the world. The general
population’s trust in all four key institutions —
business, government, NGOs, and media — has
declined broadly, a phenomenon not reported
since Edelman began tracking trust among this
segment in 2012.
To rebuild trust and restore faith in the system,
institutions must step outside of their traditional
roles and work toward a new, more integrated
operating model that puts people — and the
addressing of their fears — at the center of
everything they do.” (source: link)
To put people at the center of everything you do
requires building relationships.
Besides a decline of trust in general, here’s another
problem…
There is too much focus on using tech for tech’s sake.
We’re drowning in the numbers and the latest
“technique” and shiny object that relationships have
taken a back seat even though that’s what people
respond to!
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Just take a look at this…

What factor is most important in helping you close a deal?
Other

7%

Return On
Investment

Price

13%
8%

Strategic
Counsel

33%

39%
Trust in our
Relationship

This chart from the State of Sales Survey done by LinkedIn in 2017 says that the #1 contributing factor
in making a purchase decision is if a buyer has TRUST in the salesperson, even more than “ROI”
or even price factors. (source: link)
Commenting on this chart, SalesHacker.com agrees with us about the hyper-focus on
technology at the expense of relationships...
“We’ve focused too much on the sales process, the automation, the metrics, and the mechanics
of selling.
And we’ve been losing the softer side of sales – the “relationship” with our buyers, deeply
understanding their needs, and providing customer value.”
(source: link)
Finally, I love how Jim Marous, co-publisher of “Financial Brand” puts it…
“There is a need to understand customer needs, behaviors and interactions to move from a
product-push to an advisory relationship. This is far different from today’s environment.”
In today’s environment, the lack of trust actually creates a gaping hole that our biology craves. You see,
having that trust is actually a psychological need for humans that you can trigger in your business.

TAKE THE LEAD | 9

TRUST IS A
PSYCHOLOGICAL
NEED
Why does relationship selling work so well? Because it
fulfills proven psychological triggers all humans have.
In fact, UCLA professor Matthew Lieberman, one of the
founders of social cognitive neuroscience has proven
that the need for connection (and inherently trust)
is just as important as food and shelter to our
survival.
He also suggests that our institutions — from schools
and sports teams to the military and health care
institutions — would perform better if they were
structured with an understanding of our social nature.
And I’ll add businesses to that list.
This is why businesses who do NOT apply the
concept of TRUST and CONNECTION into their
marketing are missing out on the key to long-term
success.
And this is why making the switch to a marketing
system based on building TRUST and relationships
will change everything for you…
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DON’T TAKE MY WORD FOR IT, THE
PROOF IS ALL AROUND
Let’s take a look at some of the proven benefits you get when you truly implement a
relationship-based system to generate your leads…

1) You STAND OUT and ATTRACT your prospects:
It’s the difference between push and pull. When you’re pushing people to buy, you repel them, but
when you focus on the relationship, like a magnet, you attract your high-ticket prospects and they’re
more open to a business conversation.
Remember the trust crisis? That’s the new normal. So when you change the focus of your marketing to
building relationships, you raise yourself above all the noise!

2) MORE sales, faster:
This isn’t obvious for most people (they think relationships takes a long time and can’t be measured),
but Nucleus Research found that a relationship-selling focused solution can actually provide an
increase of 12 to 15 percent for sales people while accelerating time to close. (source: link)
Stephen Covey agrees. I love how he defines it in his book, the “Speed of Trust”,

“Trust is confidence and distrust is
suspicion.”
He’s referring to your prospects here… if they don’t trust you can deliver, they are suspicious of you.
But he goes on…he explains that trust is NOT vague or intangible when it comes to business. Trust
actually has a direct effect on speed and cost.
For example, if someone doesn’t trust you, it will take longer to turn them into clients because they’ll
need to know more information. This reflects in higher costs of time, energy, and money on your end.
In fact, Covey backs this up with a Watson Wyatt study showing that the return from high-trust
organizations beat low-trust by 286%!
“Trust is more than a nice-to-have, soft, social virtue, it is a hard-edged economic driver.
Trust—more than Euros, Yen, or dollars—is the currency of the new, global economy.
High trust increases speed and reduces cost in all relationships, interactions, and
transactions. High trust also increases value – value to shareholders and value to customers.
The data supporting this is compelling. In a Watson Wyatt 2002 study, high-trust organizations
outperformed low-trust organizations in total return to shareholders by 286 percent.”
- Stephen Covey (source: link)
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HOW YOU CAN USE
RELATIONSHIP SELLING
IN YOUR BUSINESS TO
ATTRACT AND CLOSE
MORE HIGH-TICKET
PROSPECTS
Relationship selling doesn’t have to be a costly thing, in either
time or money, especially when you have a system in place to
make it happen. Here are FIVE steps you can do today to reap
the benefits we just covered…
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1. SPEAK DIRECTLY TO YOUR
PROSPECTS.
To do this properly, you need to have defined your target and you need to get specific in your
communications, speaking directly to your IDEAL prospect’s needs.
ACTION STEP: Do some research to create a detailed Prospect Profile - this WILL payoff in the end, so
don’t skip it. And remember, if you want to communicate effectively in a way that moves your
prospects, you need to be specific. That means you might need to narrow in on an industry,
geography, age, gender, or job title(s).
Think about the types of people you really like working with, as well as your best clients. Write down
the basic demographics, then think about what their pain points are.
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2. CUSTOMIZE YOUR LINKEDIN
PROFILE TO YOUR PROSPECTS’
NEEDS.
Once you know who your prospects are, you can update your profile to appeal to your specific
audience, spark their interest, and attract them to you.
ACTION STEP: To update your profile consider these five things:
Your Profile Picture - Make sure your picture is a simple, clear headshot, and remember that
a smile goes a long way!
Your Headline - Follow this simple formula: [title], [company name] | I help [type of prospect]
[benefit].
Your Profile Summary - Focus on the results you’ve generated and always leave with a call to
action (ie, let them know the next step you want them to take).
Your Experience Section - More than just a resume, it needs to reflect how everything you’ve
experienced has prepared you to help your prospect get a specific result.
Social Proof - Remember that social proof goes far, so be sure to add written testimonials, and
ask trusted coworkers or clients to recommend you and endorse you for the specific skills that
will help your prospects get the result they’re looking for.
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3. BE HELPFUL, RELEVANT, AND
VALUABLE.
You’ve got to give something to the relationship yourself to make it work. Think of it like proving your
value, getting your prospects to think about the issues you can help them solve.
ACTION STEP: Step into your prospects shoes and write out a list of topics you know they’d get value
out of. Use the Prospect Profile you created in step #1 for inspiration. Similar to what we’ve already
mentioned, remember this subtle, but important distinction: you need to deliver value that your
prospects care about, not exclusively what you care about.
For example, Tom Swip, the owner of a software development company, wanted to create a LinkedIn
group. For many, it might seem obvious that he’d want to name it something along the lines of
“Software Development” something or other, but that would only attract his competitors. His
prospects, manufacturers in the Midwest wouldn’t be interested, so instead, he created a group and
start sharing content he knew that THEY would appreciate that addresses their pain points and needs,
not solely focused on developing software.
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4. BE CONSISTENT IN STAYING TOP
OF MIND.
Of course, not everyone will want to buy right off the bat, no matter how well you’ve positioned
yourself or how much industry authority you’ve cultivated. For this reason, you need a strong system
to stay top-of-mind with your prospects, so that when they are ready, YOU are the one they turn to.
ACTION STEP: Create a communication schedule, whether through email, group posts, or LinkedIn
messaging, and commit to maintaining it. Here’s one example we use:

Initial
Connection

High Value
Prospect

Message 1
“Thanks for
Connecting”

Message 2
“Interesting
Article”

Message 3
“Request
Phone Call”

Message 4
“Follow Up”

Week 2

Week 4

Week 6

Week 8
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5. BECOME THE AUTHORITY IN
YOUR MARKET.
When you follow all these steps, you naturally stand above the crowd in your industry and when your
prospect is ready for your services, they know exactly who to turn to.
ACTION STEP: Look at your positioning. Do you have a platform that positions yourself as an
authority?
Similar to Tom Swip above, create a LinkedIn group around a topic your prospects would be
interested in. As you send out messages with value following the schedule you made in step #4, you
can include an invitation to your group! This way you are seen as a leader and this gives you instant
authority. Update your profile with your new group information.
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USE THE POWER OF RELATIONSHIPS
TO FUEL YOUR BUSINESS FOR YEARS
TO COME
The relationship-based system that we use and teach at LinkedSelling utilizes a systematic framework
to build real relationships with high-ticket prospects through LinkedIn and email...
It’s really a journey you embark on with your prospects, to take them from complete stranger to trust
to relationship to business opportunity to client.
So, why is relationship selling not just a buzzword? Because when you utilize a sales system that’s
focused on relationships first, you change the game completely...
You connect with and build relationships with key people in your industry likely to become
your next high-ticket lead.
Clients understand you have their back; you’re not just in it for the sale and they feel
comfortable referring you.
You save money in acquiring clients, and you shorten the sales cycle and close leads faster.
Overall, you have amazing clients for life, which translates to increased revenue and increased
opportunities in your industry because your industry trusts you to deliver (this includes more
referrals, speaking opportunities, events, introductions…)

Remember this truth: Real business comes from creating real relationships. This is the backbone
of our success and the success of all our clients because businesses aren’t just cold walls of steel, they
are run by people and people respond to those they know, like and trust.
Bonus: Relationship selling is the forgotten key to closing the sale because it starts with great leads
and the relationship you have with them. If you’d like to take it to the next level and become a
closing master, click here to learn exactly what to say, when to say it, and close the deal at just the
right time!
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ABOUT JOSH
TURNER AND
LINKEDSELLING
Josh Turner is a Wall Street Journal bestselling
author, Founder, and CEO of LinkedSelling,
the world’s foremost B2B marketing and lead
generation company. As an Inc 500 and
Entrepreneur 360 company, LinkedSelling
works with agency clients from around the
world and in over 19 different industries,
including with influencers like Microsoft, Neil
Patel, and more, to generate hundreds of
millions in revenue for their clients. We also
teach thousands of students how to
implement a reliable system to generate a
steady stream of cost effective and high-quality
leads month after month.
For more information, please visit:
http://linkedselling.com/
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NEXT STEPS:
TAKE YOUR SALES
TO THE NEXT LEVEL!
Discover How To Significantly Improve Your Closing Rate With the
Right Sales Presentation, Objection Handling Templates, And
Professional Follow-Up Collateral Today.

Get Your LinkedSelling Sales Conversion Kit
For 91% Off Now
CLICK HERE TO
GET STARTED
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