Long video (up to 10 min)

[Outreach

(Information gathering

(Psychological portrait of
_every decision-maker

(Removing "deal killers” from
\the process

(Overcoming Rejection 1

(Increasing personal authority

(Silent mode

An impressive comeback
(offer / presentation /

(Overcoming Rejection 2

Meeting each and every
decision-maker independently

(Group presentation

(Closing the deal

[The "About" Section

[Cover photo

Social Media Pages setup

Profile picture

[Premium

accounts where possible

Short video (snippet) - 1-1.5 min

[Long Post + Image

Article

[Research Pages / Data

Linkedin newsletter

[Industry-specific insights

Social media pages

Distribution

Media (For CEOs/CFOs)

Email List

Comment / Interview

Blog post for the popular source

Interviews

Articles

Twitter

Internal

Blogging

Social Proof

Podcasting

External

[Media / Social Proof Section

[ONE CALL-TO-ACTION

[Consulting Offer

[Case Studies

(

ndustry-Specific / Position-Specific
nsights

[Lead Magnets

Checklist

Webinar

[Research / Insight

Website

“Evergreen” Content

Company Name ]

Decision-makers

100+ Life Group List

Landline

Website

CEO Direct number

CFO Direct number

insight on the company ]

The Gatekeeper Script )

The Decision-Maker Script )

Setup / Registration ]

Follow up (24 hrs prior) ]

Follow up (1 hr prior) ]

Conversation Structure ]

Meeting

Catch-Phrases (Script) ]

Presentation (for screensharing) ]

4+

Post-meeting follow up (“This is what
we discussed, here are the next

Next meeting setup H@

P :
00+ Life Group$
Checklist

Monthly Digest
Lead magnet notifications

Meeting Invites

O‘k(/ "Saw this and thought you'd
0 find it interesting”

Intensive 3 months prior to
the renewal funnel

Call reminders

Intensive 1st month sequence

for CEOs

for CEOs

for HRs

establishing trusted relationships
with decision-makers

employee needs identification
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