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Building Your Network & Brand 

 

This report discusses when 
relationship building typically 

begins in today’s modern marketing 
& how we help our clients 
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This article was written for 
those executives in sales and 
marketing leadership roles 
that are motivated by 
achieving real results. Those 
executives that want to go into 
a quarterly performance review 
from a position of strength 
meaning revenue.   

They are part of a growing 
community of executives that 
are seeking alternatives to the 
pummeling of prospects with 
content and telemarketing 
knowing it does more harm to 
the customer experience then 
will ever impact the bottom-
line.  

 

The knowledge and insights of 
this report are from a 
culmination of 20 years of 
experience working extensively 
with 50 of the largest 
technology companies in the 
world including their partners, 
distributors and thousands of 
resellers.  

Who should read the report 

When does relationship 
building start? 

Ask yourself this question…When does 
relationship building begin in typical modern 
marketing & sales processes? 

Is it when the prospect interacts with your 
content?  
Is it when the prospect interacts with your 
telemarketing department?  

Relationship building truly begins once the 
primary sales representative begins the 
meaningful engagement with the prospect.  

In fact, in many cases, sales executives report 
that they literally have to do some level of 
damage control and perception calibration 
upon first engaging a prospect as a result of how 
these prospects were processed and qualified 
into a meeting with the sales executive.  



CUSTOMER ENGAGEMENT EXPERTS 
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Is there anything within this statement that is 
not a factor life and business? 

 

Becoming a trusted advisor is the goal of every 
professional sales executive.  

 

Sales pros know that until they attain this level 
of a relationship neither they nor the company 
they represent will be taken into serious 
consideration against embedded competitors 
who already have an established relationship.  

 

Most recognize that marketing automation 
has shifted the balance of the sales cycle 
towards marketing. How has that impacted 
the customer experience?  

LinkedIn has become the most 

valuable social media asset 

connecting you to peers, clients, 

and prospects.  

We want to help you grow it! 

 

Within days we can begin building 

your network and brand, providing 

you a stream of highly qualified 

leads & appointments from your 

most desired customers.  

 

We will be your effective and 

profitable partner for business 

growth.  



Customer penetration  

& expansion experts 
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Linear Waterfall vs True Holistic ABM 

Do you know the difference? 

The majority of marketing organizations 
subscribe to a popular linear waterfall 
methodology that views engagements with 
prospects as a volume play.  

In other words, this line of logic makes it seem 
ok that millions of impressions, click-
throughs, and tele-qualified leads convert at 
drastically low conversion rates to only see a 
handful of opportunities result in an actual 
sales engagement.  

This line of thinking is being challenged by a 
growing community of sales & marketing 
professionals that know that business is done 
based on value and developing relationships 
based on trust.   

Look at how top sales executives successfully 
engage target accounts to see account-based 
strategy in action.  

True holistic ABM should mirror a similar 
process as sales professionals leverage. There 
are no short-cuts and no magic mass motion 
process that works for complex account sales. 

With 20+ years industry experience, we 

know how to draft connection messages 

that invoke positive results. 

You will be assigned a dedicated growth 

consultant that will work daily to build 

your most valuable social media asset.  

For a low cost monthly subscription, you 

can have your network expanded by 

thousands and have hundreds of leads 

and appointments generated on your 

behalf.  

It all begins with a phone consultation 

and in days we can get to work on 

building your network! 
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Mass volume approaches simply funnel into the pipeline blue-bird prospects 
who have already begun the process of consideration on their own momentum 
as they research possible solutions for their needs. Marketing plays a valuable 
role in enabling these blue birds to conduct their self-study. 

 

Blue-birds represent less than 2% of the typical addressable market or TAM. 
When put against typical attrition rates, you can see that reliance on this 
approach alone is a losing proposition.  

 

Let’s examine closer the mechanics of 
the typical linear waterfall approach 
to marketing: 

 

The linear waterfall approach starts 
with a pool of contacts from a 
segment of an addressable market.  

 

Mass marketing techniques that leverage marketing automation are designed to 
score prospects based on their behavior with content that they receive via email 
or view online. Once they reach a scoring threshold they are passed as a 
marketing qualified lead or MQL to a qualification process usually comprised of 
either an inside or 3rd party telemarketing call center that leverage call guides to 

again...process the prospects.  

 

Only a small portion get qualified and coded as tele-
qualified leads or TQL or Sales Qualified Lead or SQL and 
are then passed to the sales team. An even smaller portion 
of prospects convert into appointments.  
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Up until this point the prospect has been processed in a meat grinder process. 
They have no prior knowledge of or relationship with the sales representative 
that would lead the engagement from this point.  Customers know they were 
processed and passed to the sales representative.  

 

What does the sales executive receive? A qualified lead or appointment?  

 

There is no prior relationship or rapport built, the relationship building starts at 
the point of engagement between the two parties. 

Even if an appointment comes with the details of a qualified need, where in the 
details is there an indication that the prospect has a serious consideration for 
your offering? With no prior relationship 
and rapport built between the sales 
executive and the prospect, any pre-
determined need is unlikely to carry 
much value. In fact, both the sales 
executive and customer are at a 
disadvantage and the probabilities of a 
meeting resulting in a waste of both 
parties time are usually higher than 
should be tolerated.  

 

The main reason why most leads and appointments fail to help sales is that no 
relationship has been established prior to the representative receiving the 
details of the opportunity and subsequently engaging the prospect. In fact, the 
sales executive is at a serious disadvantage when it comes to opportunities 
funneled to them via leads and appointments because they are not given nor 
put in a position to know the context in which the opportunity exists.  
 

In other words, the rep doesn’t have needed insights about the complex 
decision-making dynamics and criteria related to the opportunity including the 
roles and insights of everyone involved in the initiative.  
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When the sales executive lacks the insights on the condition or situation in 
which this perceived opportunity exists, they are basically, starting from scratch 
with just a small disclosure to begin with.  

Professionals understand this fact and usually know that the lead or 
appointment is simply an opportunity to get in front of desired customers to try 
to establish rapport.  

The danger is when a sales representative thinks the lead or appointment 
carries more weight because it comes with a disclosure of a need or project.  

 

The most 
detrimental 
aspect is that 
neither the sales 
representative 
nor their 
organization may 
be under serious 
consideration 
against an 
already 
embedded 
competitor.  

 

The true costs associated with engaging clients this way can easily surpass the 
costs associated with developing the opportunity. When opportunities like 
appointments involve distributors and resellers the opportunity costs can 
significantly exceed the cost of producing the opportunity.  

This is serious food for thought for revenue-focused professionals as they 
determine the level of qualification to set for opportunities considered to be 
sales-ready.  



WE WILL BUILD YOUR LINKEDIN  

NETWORK & BRAND 

First, we will consult with you to 

determine who your most desired 

customers are. 

Secondly, we develop compelling, 

professional statements for 

connection requests & content 

posts. 

Thirdly, from your account we send 

out daily 60 connection requests, 

expediting meeting acceptances to 

you. 

Fourthly, we will post on your behalf 

articles, videos, ads on your 

timeline & company pages twice a 

day and post on your groups bi-

weekly. 

Fifthly, we will deliver to you a 

cumulative weekly report 

containing all the details gathered 

in Excel or CSV formats.  
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The Customer Experience 

We understand that the customer experience is 
critical for the successful penetration and 
expansion of business with desired customers.  

 

We also know that the best methodology is one 
that puts the sales executive front and center in 
the process of building rapport with the desired 
customer.  

 

LinkedDNA by design starts and ends with the 
goal of connecting sales executives with their 
desired customers in the most professional way. 
LinkedDNA mirrors what the executives would 
do if they had 35 hours a week to invest in 
leveraging LinkedIn.  

 

With LinkedDNA, a dedicated North American 
growth consultant works on behalf of the sales 
executive building their LinkedIn network and 
brand.  

 
 



WE PROFESSIONALLY BUILD 

YOUR LINKEDIN  

NETWORK & BRAND 

Delivering qualified leads & 
appointments from your  
most desired customers 

 LOW MONTHLY SUBSCRIPTION  

 NORTH AMERICAN BASED TEAM 

 ASSIGNED DEDICATED ASSOCIATES 

 OVER 20 YEARS INDUSTRY EXPERIENCE 

 LEAD GENERATION EXPERTS 

 ENTERPRISE BUSINESS SAVVY 

 STRICT DATA PROTECT POLICIES 
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Building Relationships  

from the Start 

With LinkedDNA the sales executive’s 
engagement with the desired customer starts 
from day one when the connection request is 
made. The connection request is made with a 
professional message that positions the sales 
executive as an authority in their industry and 
states a desire to get acquainted. The result is 
higher than standard connection rates.  

 

 

 

In a multi-stage process, post-connection 
messages are sent directly from the sales 
executive’s account to the new connection that 
includes a professional message thanking 
them for being part of their network and the 
desire for the connection to be of value to the 
prospect.  

During these communications, a high-value 
piece of content is included. Ideally, it comes 
in the form of an industry report that provides 
valued insights.  

This helps build the sales executive’s persona 
as someone worthy of connection and possible 
future engagement. Each message restates the 
desire to get acquainted. 

Why We Are Better 
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On behalf of the sales executive the dedicated LinkedDNA North American 
growth consultant does regular timeline posts including in LinkedIn groups. 

The main goal of the posts is to help build the personal brand of the sales 
executive along with the organization they represent within their network.  

The results are a steady stream of desired customers who on their own accord 
respond back to the sales executive with a willingness to meet with them. Often 
the desired customers provide a specific date and time they can meet.  

  

LinkedDNA focuses on helping the executive build rapport and a relationship 
with the desired customer well in advance of 
identifying a qualified project or need because it is 
understood that being a trusted advisor is a 
prerequisite to a successful attainment of business. 

What qualifies the customer is that upfront they were 
identified as the desired customer based on many 
factors including the organization they work for, 
their title, and role, etc. 

 

We also know that real deals are the result of a sales executive’s ability to forge 
meaningful relationships with everyone within a target account that can 
influence doing business with their organization.  

 

Up until the moment of direct dialogue between the sales executive and the 
desired customer it is perceived that the sales executive has been the one in 
engagement with them. In reality, it was the dedicated LinkedDNA North 
American growth consultant working behind the scenes on behalf of the sales 
executive.  

The LinkedDNA consult is razor focused on building the executive’s rapport 
and brand with their desired customers that eventually culminates into a 
meeting both parties agree to.  
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While marketing departments focus on building their company presence on 
LinkedIn, LinkedDNA is focused on building the personal brand and presence 
of each representative within an organization. 

 

B2B organizations know that most of their current and desired customers are 
on LinkedIn.  

 

Becoming a trusted advisor is the goal of every professional sales executive. 
Professionals know that until they attain this level of a relationship neither they 
nor the company they represent will be taken into serious consideration against 
embedded competitors who already have an established relationship.  

 

 



Global Technology Sales Solutions 

The results are a superior customer experience 
as the desired customer  are offered and accept 
a meeting with the sales executive who they 
perceived as a knowledgeable professional 
with insights that could potentially be 
beneficial to them.  

This is based on what they have seen from the 
sales executive via LinkedIn messages and 
timeline posts.   

Top performing professional sales executives 
know this is the ideal.  

They also know that by engaging the various 
influencers within the desired account and 
building rapport and gaining insights during 
their discovery calls will put them on a solid 
track to successfully gaining the customer’s 
trust and eventually their business.   

Building Trust 

WE PROFESSIONALLY BUILD YOUR 

LINKEDIN NETWORK & BRAND 

Delivering qualified leads & 
appointments from your  
most desired customers 

 LOW MONTHLY SUBSCRIPTION  

 NORTH AMERICAN BASED TEAM 

 ASSIGNED DEDICATED ASSOCIATES 

 OVER 20 YEARS INDUSTRY EXPERIENCE 

 LEAD GENERATION EXPERTS 

 ENTERPRISE BUSINESS SAVVY 

 STRICT DATA PROTECT POLICIES 

Why We Are Better 



Global Technology Sales Solutions 

LinkedDNA leverages a sophisticated multi-stage engagement process to 

connect professionals to their most desired customers.  

 

LinkedDNA will help professionals establish rapport and forge relationships 

with their most desired customers based on value.   

 

LinkedDNA will build a professional’s personal brand on LinkedIn by 

delivering targeted content to their network.   

 

Individuals see at least 10 appointment response and over 200 new connections 

each month from LinkedDNA’s monthly subscription service.  
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Marketing benefits from LinkedDNA’s ability to enable Brand Amplification. 

Each individual representative within an organization can grow their network 

reach by over 1.7 Million prospects via 1st, 2nd, and 3rd level group connections.  

Marketing gains the ability to have content delivered via each individual 

representative’s LinkedIn network.  

Content is now received on a more personal level as viewers see the posts 

coming from the individual representative re-enforcing their persona as 

someone of value and knowledge within their area of focus.  



GLOBAL TECHNOLOGY SALES SOLUTIONS 

Tel: 888.549.4877 (GTSS) 
info@GTSSDNA.com 
www.GTSSDNA.com  

 

Shouldn’t LinkedDNA be part 

of your business strategy? 

 

Schedule a FREE consultation 

with one of our LinkedDNA 

consultants to discuss your 

needs today!   

https://gtssdna.com/

