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1.
Handling Your 
Leads - 
The 2-call Approach

Where the fun 
begins!



“
Types of Calls

- Networking Call
- Carrot Call



“Tracking & Prepping for your First Call

- Respond to LI message
- Track on Campaign Tracking Sheet 
- Confirm the call
- Check past communications
- Check website



“
Approach & Transition of the Call

- First Call is NOT a Sales Call
- Have your outline/script ready 
- Take genuine interest in what they are 

telling you
- Identify pain points
- Transition into next stage / 2nd call



“
Example of a Networking Call Outline

- Agenda > The purpose of the call

- Rapport Building > Build that relationship through commonalities

- Discovery > Learn more about them and their business

- Transitions > questions to uncover pain points and move to industry 
dialogue

- CTA > Asking prospect to move to the next stage



2.
Overcoming 
Objections - 
The 5 Phases

Now we’re on 
the Sales Call



“
Phases of 
Objective Handling



“
Three most likely Objections you will 
face

1. Price - “We don’t have the budget in place right 
now to spend on this type of service…”

2. Time - “My plate is pretty full right now, I’m 
maybe looking at something like this in the late 
part of next quarter…”

3. Partner - “I’m going to have to run this all by my 
partner before we take any next steps…”



“
Let’s Look at an Example...
Price Objection
Phase 1 (Listen, Reward, Reassure)- 

● Listen 
o “I certainly understand what you’re saying and I respect 

that. This is certainly a considerable investment.
● Reward

o “I appreciate you being honest with me, because we can’t 
help with something we don’t know about and our best 
clients are the ones that keep an open and honest line of 
communication with us.

● Reassure
o “You’d be surprised that many of our IDEAL clients come to 

us with the exact same concern.  They don’t have the 
money, or they haven’t budgeted for this type of program.  
But in reality, it’s actually COSTING you X amount of 
revenue every year by NOT having this type of program in 
place

1.



“
Let’s Look at an Example...

Phase 2 (Remind, Realign, Reframe)-

● Remind
o “When we first started this conversation, you were telling me that you 

wanted to find a way to put a process in place that would generate these 
high value leads so you could increase your sales right?

● Reframe
o I remember bringing on a client named Marty.  Marty was excited as 

could be about having these leads delivered to him on a monthly basis 
but he was just starting out with his business and didn’t think he could 
afford this kind of program. The part he wasn’t seeing is that in reality he 
couldn’t afford NOT to have this process in place.   He wanted to do it 
himself for a while and then hire us down the road as soon as he got 
some sales under his belt, but what he wasn’t seeing is that in the long 
run, his time spent prospecting instead of closing was actually going to 
cost him a lot more than this program we’re talking about today.  In the 
end, he decided to take a risk, refocused his time on closing the leads we 
delivered and he’s been a happy client ever since thanking me for 
helping him take that next step. 

1.



“
Let’s Look at an Example...

Phase 3 (Contrast)-

● Contrast
o “So you really have 2 choices, 1. You can push this off, keep your lead 

generation funnel the same as it is now and get the same results you’ve 
been getting and miss out on the additional X revenue per year that we 
just agreed this process can generate. Or 2. You can make the choice to 
do something about it, get this process in place that’s going to deliver 
these high value leads that you can turn into an additional x revenue 
each year. 

Phase 4 (Trial close) – So if my team can put together a plan and I can show you 
exactly how we are going to deliver these leads that you’re going to convert into that 
additional revenue, would it be worth taking a small step forward to start that 
process?

Phase 5 (Hard Close)- How does all of this sound and are you ready to solve this 
issue and begin to take yourself and your business to that next level? We can get the 
ball rolling today.

1.



3.
Ongoing 
Maintenance

Ongoing maintenance 
of Your TAG system



DAILY WORK

1. Post status updates for top of mind 
campaign

2. Post content into group
3. Daily moderation of group
4. Check your inbox and respond to any replies
5. Update your campaign tracking sheet



WEEKLY WORK

1. Prospect and build your database by 
reaching out with connect requests to 50 
people each week (ex. Mon-Wed-Fri for a 
total of 50 people), then by the end of the 
month you will have sent at least 200 
connection requests.



MONTHLY WORK

1. Prep to send out your messaging 
campaigns (every 2-3 weeks)

2. Send out messaging campaigns
3. Gather content for group moderation and 

status updates
4. Send out group invitations
5. Update your task manager with next 

month’s activity



Final Thoughts
▸ REVIEW Module 5.

▸ Have a game plan/outline.

▸ Be genuine and always put the prospect first!

▸ Send out those 200 connection request.

▸ Always plan out and complete  your daily, weekly, 
monthly ongoing tasks to ensure longevity.



4.
Questions - 
Open Floor Q&A

What are your 
q’s?



OPEN FLOOR Q&A



WHAT’S 
NEXT?
We’ll see 
you in 
the 
group!


