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WHY
PICKING UP
THE PHONE
IS NO
LONGER AN
OPTION?

Why? Because years of people being bombarded with cold calling where 95%
of these calls have absolutely no relevance or understanding of the
prospective customers requirements has left people with no desire to
converse in order to run through a pre-scripted conversation in the vain hope
that they have the answer to all of their business objectives.
In reality, it is typical that 50% of respondents can be qualified out as not being
a good fit for you to do business within the following 12 months, on the lines of
having no budget, no timetable, no need and no access to a decision maker.
To conclude, the return on investment from picking up the phone at the very
start of the sales funnel is nill and void.
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We always talk about increasing our brand awareness, but why?
Well, as you can see from the sales funnel before a potential lead will have
a conversation with you, they need to have an awareness of who you are.
This can be a post on social media, a recommendation from a friend or
even a connection on LinkedIn.
When we talk about to bring someone down the sales funnel, what we
actually mean is to get them to the next stage in the decision making
process. We do this by teaching them they have a problem (aka peak their
interest with differentiation), tailor the problem to their situation using
emotion and rationale (consider and evaluate the problem) and finally,
assert control to the conversation with a decision and purchase by
providing the solution the lead is looking for.
The rest is up to you.

WHY IS THE SALES PROCESS SO IMPORTANT?

53% OF COMPANIES SAID
THAT THEY STAY LOYAL
TO A BRAND BECAUSE OF
THE SALES EXPERIENCE
THE CHALLENGER SALE, DIXON & ADAMSON, 2011

WE HAVE A
STORY FOR YOU
WE UNDERSTAND YOU'RE DIFFERENT,
BUT LET US SHOW YOU HOW WE'VE
SEEN IT PLAY OUT IN A SIMILAR
COMPANY.....
An employee in a large organisation needed to hit their KPI target. He'd
been working for this company for a number of years and had been
relatively successful at the said enterprise. However, hitting the same KPI
was becoming ever harder as his target customers had become harder to
reach.
In one particular case, he knew the name, email address, phone number
and postal address of a particular person he knew he could help. Yet, he
wasn't able to get a meeting with this person.
He eventually turned to LinkedIn and sent a welcoming message. After
some conversation and a tailored sales script, the employee was able to
get that meeting he'd been working so hard to get.
From start to finish, the conversion time was one week.

SO, WHAT IS THE
SOLUTION ?
LINKEDIN LEAD GENERATION, OF COURSE!
"The average person has five social media accounts and spends around 1
hour and 40 minutes browsing these networks every day, accounting for
28% of the total time spent on the internet" (Telegraph).
Since the proliferation of technology, consumers have been changing their
behaviour and attitude towards media. If we need to generate. good quality
leads, then we need to go where they consume media the most.
Did you know? According to Hubspot, "LinkedIn is 277% more effective for
lead generation than Facebook & Twitter" (2017).
Why is it so effective? Well, LinkedIn is generally less cluttered and is
business orientated. But this is not where it adds the most value.
LinkedIn has a powerful search function that allows you to identify which
potential leads you are connected to.
If you can specifically identify your perfect customer, connect with them
with a welcoming message and take them through your educational soft
sell script, then your chances of winning them as a client are very high.

FUN FACT!

EASIER
SAID
THAN
DONE,
RIGHT?

That's correct.

41%

of millionaires use LinkedIn.

Social selling is a sale person's job
working in marketing. Many marketers fail
to put in the necessary effort, time and
resources needed in order
to nurture those leads. Here at KUB, we
have trained our employees to reach that
standard and uphold it. Consistency is key.

Cool, right?

"SOCIAL SELLING EXPANDS
ON THE AGE-OLD OF GETTING
TO KNOW YOUR CUSTOMERS
AND MEETING THEIR NEEDS"
Jon Ferrara, CEO of Nimble
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KUB has successfully worked with upwards of 400 businesses over the last 17 years across a wide
range of sectors to help them grow and achieve their goals. Having worked with so many companies it
is clear one of the biggest challenges businesses face is finding new customers and growing sales.
KUB has evolved to being a hybrid digital marketing agency. In other words, we will do your digital
marketing for you or we will show you how. We will use, or show you, the latest techniques to give you
a competitive advantage.
By working with our clients to help them drive sales and grow their business, we found that they didn’t
have the skills within their firm to use digital marketing to reach their target audience and then engage
with them effectively.
To make digital marketing work for your business, you need creativity, psychology, systems, analysis,
and business focus. Between them, the principals of the business, Peter & Charleh Dickinson have this
combination and can cost-effectively implement digital marketing for clients. As a content creation and
social media specialist, we also work as partners with marketing agencies who don’t have that resource.
As a hybrid agency with can train, manage or deliver your digital marketing and we collaborate with
others to deliver you the best possible service that fits your budget.

WE LOOK FORWARD TO WORKING WITH YOU

THANK YOU
CHARLEHDICKINSON@KUB-UK.COM | +447952547103

