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THE “NETWORKING PHONE CALL”
e This is the payoff — the summit of the mountain
e We cannot do this for you, but there are certain principles to know:

o The GOAL is to end with an appointment for coffee in person, a “discovery meeting,” a workshop or
event where you will meet (one of our favorites), an online webinar or meeting, a free trial of a service,
or something concrete.

Always end with a next step!
HOWEVER... the bulk of the call will not be selling! It will be a “get to know each other” type of
conversation.

HOW TO TURN A NETWORKING CALL INTO A SALES CALL

This is an excerpt from the book, Connect, by Josh Turner

We've all been there. The good ole “networking call.” And whether or not it’s a call, a coffee, a lunch, or whatever.......the
problem remains the same:

How can we turn these networking conversations into productive sales calls?

Let’s step back for a second and look at how you might have arrived here. We’ve sent a message on your behalf
something like this:

Danny,

I’m trying to get to know my connections on LinkedIn a little better so that we both might benefit from being connected.

We’ve been crossing paths on LinkedIn for the past couple of months and I’d love to schedule a quick call.
Would you have a few minutes to chat next week? How does your calendar look next Wednesday morning?
Thanks,

Henri

You can see how this is positioned as more of a networking call. The prospect isn’t necessarily telling you that they want

what you’re selling. They’re agreeing to chat, to learn more about each other’s businesses.

Here’s how to handle those conversations...
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Step 1: Ask them about their business.

Think about what things you have in common, and bring up small talk around those issues. You can talk about the
industry, people you both know, things like that. “Tell me more about what you’re up to these days?” is a great opening
qguestion. Or, “Tell me a little about how you got into <type of business or business name>.”

Step 2: Follow-up

Once they start telling you about their business, keep asking follow-up questions. Be genuinely interested in what
they’re telling you! Spend the first 10 minutes or so talking exclusively about them and their business.

The key to an sales interaction is being genuinely interested in what they’re telling you!

Step 3: Explore their pain points.

During the conversation, listen for pain points and needs they have. Ask questions strategically to get to these issues.

The more questions you ask, the more people will open up!

=> (Linked2Leads opinion) We like a question like, “What would you say is your main challenge with <your business> or
<the area of the business in which you work>.” This question really gets them going. From there, you can...

Step 4: Casually position your solution.

Come back to them and say “Honestly Danny, | wasn’t sure where this conversation would go. But | figured since we’ve
been crossing paths there might be some benefit to learning more about what each other is up to. When | heard you say
earlier about X, Y, Z...I realized that we’ve worked with a lot of companies similar to yours. So I'd like to <start offering
your solution>.” Make your specific offer:
e “I'd really like you to try our software — it was actually created for folks just like you. We have a free trial and
there’s no obligation. And I'd really like to know what you think of it.”
e  “I’'m running a webinar next week for some clients and friends and you’d be a great addition. It’s about <their
pain point>and I'd love to have you join us.”
e |I'm going to <local networking meeting> and I'd love to meet you there in person. Here’s what we do...”
e | think it'd really be worth getting together for coffee — I'd like to learn more about <company name> and how

you’re working to deal with <pain point>.

Step 5: Nail Down the Next Step — On the Calendar.

Make sure the call ends with agreement on the next step. Date and time to meet, their agreement to meet you at a

specific time and place, their agreement to receive a link from you for your trial or webinar, etc.

Simple as that!
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