Controlln LinkedIn

FLIP Your LinkedIn Profile
PIVOT Your Prospecting Strategy

Workshop ONE: Foundation
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Week 1: Foundation- April 14

Introduction/Adapting to The Change/ Why Now Upgrading Your LinkedIn Profile and Activity Is
a Must

Mission-Vision-Goals

Target Market

Week 2: Build- April 21

Unique Producer Value Message
Client-Based Story
Owning a Platform - Platform Options



Week 3: LinkedIn Profile- April 28

> Essential Profile Elements
> How The Elements Fit the Client's Buying Journey

> Optimizing and Putting the Profile Elements Together



Week 4: Building Your Network- May 5

Connections Strategy
Using Search to Find Perfect Fit Connections
Messaging and Follow Up With Connections
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Week 5: Consistent Action Builds Trust,
Credibility, & Creates Opportunity- May 12

Content
Commenting
Connections
Messaging
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Workshop ONE: Foundation

> Why right now is crucial for Commercial Insurance
Advisors to up their LinkedIn Game.

> Spending time on this exercise can separate you from
your competition.

> How honing in on this ONE thing spells success on
LinkedlIn. Avoid it and you'll find LinkedIn a huge
struggle.



You Have
Two Options
Right Now
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’Prépecting Prohlem?\







Client Acquisition

Client Development




“If you've got a problem make it a procedure
and it won’t be a problem anymore.”




From “Commaodity” Agent

(sometimes Trusted Authority Advisor)
To...

Prospecting “Mechanic”




How to Go From Commaodity Agent to Trusted Authority Advisor

PUBLISH ENGAGE
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VISION TARGET MESSAGE







on statement is not something you write

overnight... But fundamentally, your mission

tatement becomes your constitution, the solid

‘expression of your vision and values. It becomes
the criterion by which you measure everything
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What Are Your
Five Core Values?

(List of Core Values:
https://jamesclear.com/core-values)







ACTION Step:

Create a VISION Board/SlideShow

> @Gather Photos, Inspirational Quotes, Cartoons,
Drawings...

> Build a Powerpoint or Google Slide VISION Show

> Visit Your VISION Show Every Morning as Part of Your
Morning Routine






Action Step:

What WILL You DO Every Quarter, Month, Week, Day...
To Achieve your Goals...

And LIVE Your VISION and MISSION?






|dentify YOUR
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-~ Bulls-Eye
i Strategic
Referral
Partners




Action Step:

Who Is YOUR “Perfect Fit” Potential Client?

Industry

Geographic Location

Size (Number of Employees/Revenues)
Key Decision Maker/Influencer Titles
Top Three Pressing Problems

Their REAL Problems

Results You Deliver

How You Get Them The Result
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How to Go From Commodity Agent to Trusted Authority Advisor

PUBLISH ENGAGE
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Action Steps:

> Revisit the Mission-Vision-Goals Planner

> Work on Zeroing In on Your “Perfect Fit” Potential Client
AND Strategic Partner

> Prepare for Next Week's WORK-Shop- Tuesday April
21st, 2 PM Eastern



Workshop TWO: Foundation > Build

> Why having a perpetual automated client feedback
loop is a must... and how to build it

> When these three things happen, a Lead is created

> The Star Wars Technique: How and Where to use it on
LinkedIn.



Need Help?

Walt Goshert

Contact Info
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Your Profile

linkedin.com/in/commercial-insurance-prospecting

Websites

waltgoshert.com/linkedin-profile-scorecard (LinkedIn Profile Scorecard)
waltgoshert.com/prospecting-playbook (Prospecting Playbook)
waltgoshert.com/prospecting-prescription (Prospecting Prescription)

Phone
717-964-8796 (Work)

Email

walt@waltgoshert.com

Twitter
MarketingCaddy



The 3 X 3 Prospecting Plan

How To Go From Commodity Agent
to Trusted Authority Advisor
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