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Prospecting is not-stop, always relevant, in any location. This is critical. Fellow follower's of Christ need to be connected in a community like Truth at Work.  Prospecting is important. It is how you spread the word and get people the help, guidance and wisdom they need. It is not selfish to be prospecting all the time!



Pg. 2

rewing
Text Box
Use LinkedIn to post your
Round Table activity. Do this regularly and consistently. This is a long term play for exposure.
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Create a post that shares non-confidential info about your Round Table.  Make it engaging to draw interests of prospects.
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Create a graphic/image to describe when/where your Round Table occurs.
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Invest one (1) hour per week searching for possible connections / prospects on LinkedIn.  Fill the top of the funnel continuously.
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Search weekly on LinkedIn or Sales Navigator (expanded LinkedIn).
The names you come up with are the names you will be asking your contacts and members to connect you to via email.
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Search with a basic account
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Click in this search box and you will get a drop down box with the options for:
-People
-Jobs
-Posts
.
Click on the PEOPLE option.
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Search with a basic account (cont.)
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Click 2nd so the results are people that your network knows. Remember the goal is find people that can be introduced to you by people you know.
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This is where you filter for the current TItle of your prospect. This is boolean search field where you want to put OR in between the titles you are searching:
.
"President OR Owner OR CEO OR Chief Executive OR CFO OR Chief Financial OR COO OR Chief Operating OR Managing Partner OR Executive Director OR (what else?)"
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Not Needed
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Not Needed
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Not Needed
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Pick Your Area
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This is the field we discussed can be very helpful in finding prospects with a 'faith' background.
.
You type a college name in and it will provide you list to CLICK on. This will add that school into the search criteria.
.
You can literally search/click on any school in the nation.
.
Key: Pick schools you know to be solid Bible teaching universities.  Somewhere it is likely that reflects the real faith of the family/student/prospects.
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Search with a basic account (cont.)
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Your results will look something like this. Look at people that have multiple shared connections with you. This will make it more likely to yield a positive introduction.
.
Remember - you are looking for people who know your LinkedIn connections. And more specifically - people that your network knows 'well'. So that your connections are willing to introduce you two together and suggest you have coffee together.
.
So you can click on the shared connections and investigate.
.
You can click on the prospect and see if their company and position are a good fit for Truth at Work.
. 
If your answer to all the above is positive then copy/paste or otherwise capture the prospects names and put on your 'WANT INTRODUCED' list.
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Click on the ALL FILTERS text and this will take you back to the full filters page. Go back and forth as you hone your search in.
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I Don't Use This Field
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Pick Your City Specifically
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I prefer 2nd Connections. If you do 3rd Connections then by definition no one you knows, knows them.
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This has become the most important filter to me. An alum of a solid Bible based college is a good filter.
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I use: Owner, CEO
President, Partner, etc.
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In the past I used keywords like: Jesus, Christ, Faith, Church, God, Christianity, etc.  I found these to not have the best correlation of actual faith filled life and connections.
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SALES NAVIGATOR - LinkedIn
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Your mindset is always in the "Want Introduced" mode. Wherever you go and whoever you meet there is always the potential to be introduced.
- There is also the very active process of asking contacts for an introduction to the people you "Want Introduced'.
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I do this on LinkedIn / Sales Navigator. But regardless - keep the list.  This is the top end of your funnel.
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If I did not have the expanded LinkedIn account (Sales Navigator) I would be tracking people I want introduced to in HubSpot.
My reason for not using Hubspot in favor of Sales Navigator is this: I want to maximize the Hubspot advantage - If I wait until I have been introduced to someone via email - I can leverage Hubspot to automatically pull that prospects name, email and business info into the database automatically.
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1. This is the phase where I am pursuing contacts to introduce me to the list of people I "Want Introduced"
2. From the LinkedIn searching I have prioritized the prospects I want to be introduced.
3. I'm emailing contacts & members who know these prospects & asking for an introduction. 
4. Over time even if my requests are not successful asking for an introduction - that person often will introduce me to someone else they know who is a prospect.
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1.  From your list of prospects (LinkedIn, Hubspot, other list) select the person you would like to be introduced to
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2. Number of Shared Connections matters in your selection. You are looking for someone who is known by someone you know.
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Want Introduced (continued)
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3. Evaluate your Shared Connections.
4. Who is your best Shared Connection? A member is best. After that, someone who is a champion for you.
5. You are looking for someone who knows the person well enough to personally introduce you the prospect.
6. In my process, I want someone who can email me & the prospect directly.
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7. I make my selection of the contact I am going to ask.
8. I often might send three (3) emails to my contacts looking for the person who knows the prospect best.
9. Most people will NOT know the prospect. I call that a LinkedIn Fable (connected but don't actually know them.
[Click here for a LilnkedIn Fable description: https://www.linkedin.com/feed/update/urn:li:activity:6382274634280161280]

https://www.linkedin.com/feed/update/urn:li:activity:6382274634280161280
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Want Introduced (continued)
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10. Sometimes I ask this question of my contacts in a phone call or in person at a Round Table.
11. But that does not stop me from sending other emails to them asking if they know a potential prospect.
12. The kinds of questions I ask are:  Do you know them well? Well enough to email them and introduce us?
13. I also ask things related to faith:  Do you know them as a Christ follower? Do you think they are a fit for a group?
14. If all the answers are positive then I'm moving toward them them making the introduction.
15. if they do not know them well enough to introduce them by email directly - I move on to other contacts.
16. If I cannot find a contact who knows a prospect well enough to make a personal intro - move on to another prospect.
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Sample Text of the Ask to be Introduced:
Joe,
-Do you know Bob well enough to introduce me via email?
-Do you know them as a believer in Christ?
-Think they are a fit for a Round Table?
.
Joe, the perfect three way intro is just this simple:  "Bob & Ron, the two of you should grab a cup of coffee sometime. I think it would be beneficial."
.
Less is more in the intro Joe!
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1. The process of the INTRODUCTION is key to making a true 'warm' intro that conveys the most trust from your contact to the prospect.
2.  Remember: the key here is that your contact knows the prospect well enough to email them directly and the prospect   will truly know your contact.
3.  You do not want an introduction through LinkedIn messaging.  This is not an effective means of introduction.
4.  Face to face introductions are perfectly fine. They are just more rare.
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5. These are a couple of examples of emails from members or champions introducing me to a prospect.
6. Even these emails are wordy for my liking.
7. I try to NOT be the first person to respond to the introduction.
8. If the prospect does not respond within 36 hours then my follow up timing is as follows:
-At 36 hours.
-48 hours later.
-One Week.
-One more Week.
-So at that point, the two week mark, I ask the person who introduced us to send out a follow up email reminding the prospect of the introduction.
9. When the prospect responds to the email, I always REPLY ALL to make sure the person who introduced us remains on the email (add them to your response if you need to).
10. Remember the key is you are now focussed on having a COFFEE together.
11. This is not a question answering phase. It is all about getting face to face.
.
Now Begins the Trying to Meet phase.
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1. This is all about getting in front of the prospect. Face to Face.
2. I try very hard to not communicate voice to voice during this phase.
3. I find email is the simplest way to get this scheduled. So I stick to messaging back and forth to get to an agreed calendar meeting.
4. So will make an intro via TEXT message. It's fine - just know I found the transition from TEXT to a calendar appointment is not as smooth (could just be my experience).
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Trying To Meet
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BE PATIENT
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1. This phase is all about getting in front of the prospect.
2. As mentioned, CC the contact/member that introduced you to the prospect.
3. This is a good time to thank the person that introduced you.
4. Remember to be patient. You have no idea what is going on in the lives of the prospect you are trying to meet.
5. A phrase I use a lot is:  "ARE THERE DAYS / TIMES THAT WORK BEST FOR YOU?" This seems to work well.
7. When you have agreed upon a meeting time / location - I always want to send the calendar invite to the prospect.
8. It is good practice to send a reminder a couple of days before the meeting.
9. It is also a good time to ask for a cell phone number if you don't have it. A good reason to get the cell phone number is just in case someone is delayed or there is some last minute change.
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You can ask them - "are there days / times that work best for a cup of coffee?".
.
If you agree upon a time to meet while meeting face to face - send the calndar invite right away!
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This is the key point of making a connection with your prospect.
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Here is a prayer:
.
Pray for a focus to minister to the person you are meeting with then & now:
1. To minister to them personally. What is God revealing about them. How can you encourage them in the Lord.
2. To minister to them in their business. What is God revealing about their business. How can you encourage them in the Lord?
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GOAL: Talk about the prospect for 30-45 minutes.
.
People want to talk about themselves. Being interested in them as a person and a business is a must. Reject the urge to answer their questions about you initially.
- where they are from
- where they went to school
- who do you know in common
- how did you start your company, etc.
.
Talk about Truth at Work and the value of being in a Round Table for the last 15-30 minutes.
.
OUTCOME:  To have the prospect visit one of your Round Tables.
.
Discuss what group is a fit.
Discuss what month or timing works best for them.
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2 Keys:
- Your excitement and passion is paramount. 
- Your genuine interest in the person across the table from you cannot be fake. 
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Be Inquisitive!
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Learn their story!
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Learn about
their business
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Sprinkle in Your Story
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Talk About Truth at Work:
1. I jokingly tell prospects I can tell them about Truth at Work in eight minutes.  I do that to make sure the focus of a meeting is on them.
2. Here's the key: We can describe Round Tables over eight hours But they have to visit one to full understand and grasp what it's really like.
3. Everyone has their groove of how they talk about the specifics. I have mine. Call me sometime and we can give each other our Coffee pitches...
4. Some things I say about the Round Table:
- this is the only table they will at in a month where they cannot fire anyone and no one can fire them.
- we are providing the only thing they can't buy: truly unbiased counsel.
- members often come to their Round Table and just exhale - because this is a meeting where they don't have to be the one with all the answers.
- a Round Table is one of the few places a leader can say anything - and not be worried about it affecting their business.
- (crude phrase) sometimes we just need a place we can come vomit.
- I tell Ray's story about having a pastor visit a group & their reaction at lunch afterward - don't know it? You'll have to ask...
- Always talk about the Four Parts of a meeting.
- Always discuss the Four Criteria of a member.
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Discuss Round Table Options at Your Coffee Meeting

rewing
Stamp



10. Pg. 26

rewing
Polygon

rewing
Callout
FOLLOW UP AFTER COFFEE MEETING:
Timing and steps after having a face to face coffee meeting.
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Send Out Your Follow Up Email:
.
1. Send a follow up document (pdf) describing the Round Table experience and opportunity.
2. Provide positive feedback on meeting them and learning about their business.
3a. If they have not indicated their decision to Visit a Group then I ask at this time.
3b. If they have, then the follow up email can also be the invite to visit and contain the necessary info.
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Have Met - Follow Up On Meeting
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Have Met - Follow Up on Meeting
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Network Connections: one helpful thing that may come out of your coffee meeting is making connections that could be valuable to your prospect.
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Have Met - Follow Up on Meeting
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Asking the Prospect to Visit: after meeting I often am following up with prospects to encourage them to plan a visit to a Round Table. I use a Word document to hold all of my info about Round Tables. I copy and paste from that document into the emails I'm sending as follow up. This keeps me from typing the same info repeatedly.
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Planning Visit:  during the period of time they have decided to 'kick the tires' come for an actual visit - this is a time of communication, follow-up, staying connected.
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1. Send a calendar invite & include all the meeting specifics in the body of that meeting invite
2. Send the PDF from the curriculum as a way for the visitor to be informed on part of the discussion topic for the day.
3. Look for ways to continue to add value to the prospect during this time (connections, relevant info, Bottom Line Faith podcast links, etc.)
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Planning Visit - Calendar Invite
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I use the same Word doc and paste the meeting info into the body of the calendar invite.
Make the visit invite recurring for 12 months.
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Planning Visit - Email w/ the Calendar Invite
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Always send an email when you send the calendar invite.
.
I encourage the prospect to accept the meeting as TENTATIVE just to get it one the calendar. Tell them calendar is the hardest part of the visit and if it's on the calendar at least they can see it as tentative and make a judgement to try and hold the date for a visit.
.
It can take a handful of months to get a willing prospect to the table for a visit just due to calender, vacations, conferences, illness, etc.  There is an enemy that does NOT want them to visit.
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The VISIT: everyone does this a little different. My thought: I don't have a problem making efforts for the VISIT to be very valuable to the prospect - because in the end it is valuable to the members to fill up the Round Table.
.
One recent thing I have not done in a while that I am starting again:  Leave 10 minutes at the very end and ask the Members if they have any questions / comments for the visitor.  Often one of the members will just come out and ask them: "So you going to join us next month?"  You also might ask the members to offer why this Round Table is so valuable.
.
Then I am also taking Ray's advice and I will have a piece of paper for each visitor that lists times I am available to meet over the next few days.
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VISITED: 
Time for a decision. There should be a meeting scheduled as part of the wrap up from the visit (see previous).
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Email Follow Up:  I like to share things I observed. I'm looking to see if they are comfortable in the room & if the room is comfortable with them. I tell them so. Give specifics when able.  If they easily engaged & asked questions I compliment them on digging in with people they did not know previously.
Follow Up Meeting:  I won't go into objections here.  But you can feel confident of these statements.  
- I've met people with an excuse on why now is not a good time to get connected in this way. I've just never met anyone with a good reason.
- Between Jesus & satan - who would want them to be in a group & who would want them to NOT be in a group.
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What you are doing matters! Keep pursuing God & prospects!



    

 1st Wednesday Round Table

1st Wednesday Mtg Holiday's & Events

# MONTH Mo Tu We Th Fr Sa Sun PLAINFIELD

1 January 01 02 03 04 05 06 07 JANUARY MEETING New Year's Day

2 08 09 10 11 12 13 14

3 15 16 17 18 19 20 21 Martin Luther King Day

4 22 23 24 25 26 27 28

5 February 29 30 31 01 02 03 04

6 05 06 07 08 09 10 11 FEBRUARY MEETING

7 12 13 14 15 16 17 18 Valentine's Day

8 19 20 21 22 23 24 25 President's Day

9 March 26 27 28 01 02 03 04

10 05 06 07 08 09 10 11 MARCH MEETING

11 12 13 14 15 16 17 18

12 19 20 21 22 23 24 25

13 April 26 27 28 29 30 31 01

14 02 03 04 05 06 07 08 APRIL MEETING

15 09 10 11 12 13 14 15

16 16 17 18 19 20 21 22

17 23 24 25 26 27 28 29

18 May 30 01 02 03 04 05 06 MAY MEETING Men's Advance

19 07 08 09 10 11 12 13

20 14 15 16 17 18 19 20

21 21 22 23 24 25 26 27

22 June 28 29 30 31 01 02 03 JUNE MEETING* Memorial Day

23 04 05 06 07 08 09 10

24 11 12 13 14 15 16 17

25 18 19 20 21 22 23 24

26 July 25 26 27 28 29 30 01 JULY MEETING* *holiday shift

27 02 03 04 05 06 07 08 Independence Day

28 09 10 11 12 13 14 15

29 16 17 18 19 20 21 22

30 23 24 25 26 27 28 29

31 August 30 31 01 02 03 04 05 AUGUST MEETING Heritage Classic Wknd

32 06 07 08 09 10 11 12 Heritage Classic Trny

33 13 14 15 16 17 18 19

34 20 21 22 23 24 25 26

35 September 27 28 29 30 31 01 02

36 03 04 05 06 07 08 09 SEPTEMBER MEETINGLabor Day

37 10 11 12 13 14 15 16

38 17 18 19 20 21 22 23

39 24 25 26 27 28 29 30

40 October 01 02 03 04 05 06 07 OCTOBER MEETING

41 08 09 10 11 12 13 14

42 15 16 17 18 19 20 21

43 22 23 24 25 26 27 28

44 November 29 30 31 01 02 03 04

45 05 06 07 08 09 10 11 NOVEMBER MEETING

46 12 13 14 15 16 17 18

47 19 20 21 22 23 24 25 Thanksgiving

48 December 26 27 28 29 30 01 02

49 03 04 05 06 07 08 09 DECEMBER MEETING

50 10 11 12 13 14 15 16

51 17 18 19 20 21 22 23

52 24 25 26 27 28 29 30 Christmas

1st Wednesday January 1, 2017

2018
1st Wedneday

Round Table Calendar
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https://drive.google.com/open?id=104jX0pctN63M9djYhkROa2p5_l8FEIh0



