
Agenda -  
Just want to explain this group training package I recently completed with a sales team. The 
training focused on how each sales rep can effectively use their LI profile to build relationships, 
generate leads and produce more phone calls for themselves. I received some really good 
feedback on the training package, and that got me to dive in and do a little research if there's a 
possible need for this type of team training. 
 
Pain point - (needs work) 
A sales team, either remote or in one location, will always say they want more calls, more 
opportunities to close. Even with all the marketing and lead gen strategies that you're currently 
using, a sales team always wants more, but I know executives are not jumping to increase an 
ad spend or marketing budget to appease a sales team. Does your team do anything on their 
own to generate leads and phone calls, by chance? 
 
Solution -  
And that's where this training package started. I taught them how to position their LI profile, (do 
you know if anyone on your team is using LI currently?) how to use content to strengthen that 
positioning, how to effectively search, find, and connect with top-level prospects, and then how 
to build and nurture that relationship that will ultimately culminate with a phone call with that 
prospect. Effectively, each sales rep now has a system and process they can run that will 
generate additional leads and phone calls for them, and it creates a win-win situation because 
the sales team can book more calls, and better chances to close more deals since the built the 
relationship first, and the company's bottom line increases. 
 
Results -  
Not only was the team working the process and generating results, but Jill saw the sales team 
working more together during the training, helping each other and sharing ideas on what type of 
content they are sharing, what personalization in their messaging language they are finding 
effective to build and nurture those relationships, and also shared approaches on handling calls 
are generated from a LI lead gen process and system. 
 
Transition - (needs work) 
Now, that you have the overall picture of the group training and what we saw as results, I'd love 
to hear any thoughts on what you would find beneficial if your team went through a similar 
program? What kind of outcome would you expect? 
 
Out of curiosity and for my own accord, who would sign off on this type program? 
 
  
 


