HCD CUSTOMER ACQUISITION CAMPAIGN
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CUSTOMER ACQUISITION CAMPAIGN
PHASE | & || OVERVIEW
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CUSTOMER ACQUISITION CAMPAIGN
PHASE | - LINKEDIN LEAD OUTREACH

CAMPAIGN PREPARATIONS

CLIENT ACTIVITIES:

. Purchase Sales Navigator

. Provide LinkedIn Account Login
Credentials

. Provide Access to Calendar
Scheduling Tool for Appointment
Setting

. Provide Access to CRM System
for Sales Pipeline Mgmt. Admin.
Support

. Establish Email Address for
Marketing Administrator

HCD ACTIVITIES:

1. Develop Custom, Sequenced
Message Scripts

2. Set Up Internal Campaign Mgmt.
Documents and Reports

3. Fully Prep Assigned HCD
Marketing Admin. to Manage
Campaign, Including A Complete
Briefing of Client’'s Business

LinkedIn Acct.

Owner Profile

Review (HCD
+ Client)

\ 4
CAMPAIGN LAUNCH

HCD ACTIVITIES:

— 3. Send Up to 100 Connection
Request Messages Dalily to
Qualified Leads

4. Record Lead Data in Internal
LinkedIn Management Document

-

5. Communicate Daily (Email) with
LinkedIn Acct. Profile Owner for
Lead Replies Falling Outside of
Normal Response Sequence
(Mktg. Admin + Client)

1. Create Lead Generation Search
Criteria Profile in Sales
Navigator

2. Review/Scrutinize Generated

Leads to Qualify Contacts

LINKEDIN MESSAGING SCRIPTS: A 4
Mktg. Admin. Engages
in Conversation Acting
as Profile Owner with
the Goal of Setting a
Sales Meeting Appt.
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CUSTOMER ACQUISITION CAMPAIGN
PHASE | - LINKEDIN LEAD OUTREACH (Cont’d.)

f CAMPAIGN REPORTING & COMMUNICATIONS

LinkedIn Lead Reporting:
Weekly Report KPI’s:

1. Number of Connection
Requests Sent (Wkly./Daily)

2. Number & Percentage of
Leads Who Connected

3. Number & Percentage of
Sales Meeting Appts. Set

HCD Monitoring &
Advisement:

HCD Recommended
Campaign Script
Adjustments to Bolster
Performance & Increase
Return Rates

Client & HCD Team
Meet Weekly to
Review Campaign
Progress &
Performance

ont'd. from
revious Page

-
SALES CYCLE ADMINISTRATIVE SUPPORT

HCD ACTIVITIES:

2. Mktg. Admin. Sets Ups Sales
Meetings, Manages Follow Up
Tasks, Confirms Appts. with
Leads, Documents/Enters Mtg.
Notes in CRM

3. Mktg. Admin. Tracks
Sales Progression Through
the Entire Sales Cycle

4. Project Mgr. Provides
Weekly Sales Pipeline Rpt.

1. Mktg. Admin.Learns/Familiarizes
Self with Client's CRM System (or if
Client Doesn’'t Have CRM, Manages
Sales Activities in Hubspot CRM)

EXAMPLE SALES CYCLE PROCESS MANAGED BY HCD MARKETING ADMINISTRATOR:
Next Steps

Meeting
Scheduled

Initial Meeting
Follow-Up

Initial Meeting Initial Meeting
Scheduled Met

v

Proposal

Next Steps
Meeting Met

Request for
Proposal

Proposal
Created

Sent

v

Closing Meeting
Scheduled

Deal
Won/Lost




CUSTOMER ACQUISITION CAMPAIGN
PHASE Il - EMAIL AUTOMATION

HCD Creates Client Approves HCD Sets
Email

. Up Email
. A ‘ ;
Automation Qieted Scripts Automation

Scripts S Sequencing

HCD Merges Data
File for Email
Automation

Leads Who Connected HCD Boort HCD Researches/
to LinkedIn Account S L

Owner in Phase | but | Data List of Cguiﬁt: 521 ?gr&
Never Responded Leads Leads

Auto Email Msg. 1 Sent from
Sales Admin. to Lead (cc
LinkedIn Acct. Owner)

Wait 1 Day

Auto Email Msg. 2 Sent from
LinkedIn Acct. Owner to
Lead (cc Sales Admin )

Auto Email Msg. 3 Sent from
Sales Admin. to Lead (cc
LinkedIn Acct. Owner)

Auto Email Msg. 4 Sent from
Sales Admin. to Lead (cc
LinkedIn Acct. Owner)
A wait1Day

Auto Email Msg. 5 Sent from
Sales Admin. to Lead (cc
LinkedIn Acct. Owner)

4 wait3 Days

Auto Email Msg. 6 Sent from
Sales Admin. to Lead (cc
LinkedIn Acct. Owner)

Wait 3 Days
Did Lead

R 47 Auto Email Msg. 7 Sent from
g PonC: No Sales Admin. to Lead (cc
LinkedIn Acct. Owner)

Yes

See /
eqguence Phase IlI > SEE I_=’hase | Sales Cycle
Telemarketing Admin. Support Process

Marketing
Administrator Continues
Emailing with Lead to
Set Sales Meeting

Appointment -

Marketing
Administrator
Schedules Sales
Meeting

Automated Email Reporting:
Weekly Report KPI’s:
1. Number & Percentage of
Leads Who Responded

2. Number & Percentage of
Sales Meeting Appts. Set




CUSTOMER ACQUISITION CAMPAIGN
PHASE Ill - TELEMARKETING

Leads Who Connected

Start to LinkedIn Account
Owner in Phases | & Il
but Never Responded

Collects Email & Phone

l

HCD Creates
Telemarketing
Scripts

HCD Researches/

No. for Leads (from
Phase Il — Email
Automation)

A 4

HCD Merges Data File into
Internal Campaign Mgmt.

l

%\

Document

Client Approves
Telemarketing
Scripts

HCD Marketing
Administrator Calls Leads
with the goal of Setting
Appts. for Sales Meetings

Was
Appointment
Set?

Marketing Administrator
Schedules Sales Meeting

See Phase | Sales Cycle
Admin. Support Process

End After Agreed
Number of Attempts

A

Telemarketing Reporting:
Weekly Report KPI's:
1. Number of Calls Made
per Week
2. Number & Percentage of
Sales Meeting Appts. Set
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