
UNLEASH YOUR DIGITAL SALES POTENTIAL 

RICK LAMBERT
Sales Coach & Marketing Strategist 

Customized For



I’m one of you.

• 1989 Rookie of the Year
• President’s Clubs

• #1 Dealer in Canada 
($10M)

• VP of Sales
($30M)

• Sales Coaching 
(21 Years)

• Digital Marketing 
(12 Years)





CLIENT 
SNAPSHOT



ACCOMPLISHMENTS

Ranked #12 Globally
September 2021 

100+ Podcasts



BOOTCAMP

Selling A4 to Win



The next generation of lead 
generation

Sales Performance 
Solutions

The next 
generation of 
lead generation. 





COMMON DIGITAL MARKETING CHALLENGES

OUR FOCUS 



2,000+ Graduates 100% Recommended 

“Imaging Industry” Validation 



1. Hairdos indicate MIXED TENURE.
2. 81% of sales profiles are NOT BRANDED.
3. Reps are NOT POSTING / SHARING.

OFFICIAL SCOUTING REPORT



1.  WHY LinkedIn?
2.  Peer  Success Stories
3.  Rick’s 10 PRO TIPS 

Time Permitting

Famous            Lumberjack Story

COMING UP 



Why ?
TOUGHER ACCESS BUYERS ARE ON LINKEDIN TARGETTED 1:1 ACCESS



PANDEMIC PROSPECTING POLL 

Oct 19, 2020 





1. I have inspected all my sales rep profiles.

2. We have a LinkedIn profile template for new hires. 

3. Our people post content on a regular basis.

4. Most of the content we post is educational (not promotional).

5. LinkedIn is part of our Sales Activity Mix.

Are you or         ?out



LET’S LOOK AT YOUR PROFILES?



RICK’S 10 PRO TIPS



Focus On 







Create a PROFILE TEMPLATE (customer facing employees).



Before

After

Benefit Statement

Customer Resume – Not Job Resume





Create a SOCIAL MEDIA GUIDELINE



Contact Rick on LinkedIn 
for your copy!



The LESS you sell, the MORE you sell.



“Have I got a 
deal for you!”



Post REAL Pictures & SHORT Videos



Video = 5-10X ENGAGEMENT

Images = 2-3X ENGAGEMENT



RICK’S K.I.S.S 
(Keep It Short Stupid)



(Positively) On Other Peoples PostsLike / Comment



How do you feel when 
someone likes or 

comments on your posts?



Take Conflict Offline



People don’t judge you 
on how you handle

success.

They judge you on how 
you handle adversity.



Prioritize Quality Over Quantity Conections



DIGITAL ROLODEX





Connect With Your Current Customers



Change

=
Sales Opportunity



Set Personal Targets

❑ Connections

❑ Posts

❑ Conversations

❑ Leads

❑ Deals



OLD SCHOOL NEW SCHOOL

IT’S JUST A DIFFERENT MIX

ACTIVITIES DRIVE RESULTS



Sales Rep Weekly Goals

• 3-5 posts per week

• 30 new connections

1500+
Quality Connections Per Year



2,000+ Graduates 100% Recommended 

“Imaging Industry” Validation 



TESTIMONIALS - LAST WEEK

Subject: Great LinkedIn win on a Friday...

Hi Rick,
I’ve kept up with your training, thank you – and while this wasn’t exactly 
out of your play book, and I know you say not to sell in the connection 
request, today I took a little creative license to attempt to deliver a decent 

hook, and it seemed to have worked. After 2 years of trying to get in 
with this $200M locally based company via the purchasing 
department, knocking on their front door, etc., I finally went 
directly to the CFO like you suggested, and it worked. Setting 
appointment for next week! Very warm lead now…
Feels good on a Friday!





RICK’S             PRO TIPS

Regular $249 

BTA Members 
ONLY $99/PERSON!

1. Focus On LinkedIn

2. Create A Profile Template

3. Create LinkedIn Guidelines

4. The Less You Sell, The More You Sell

5. Post Real Pictures & Short Videos

6. Like / Comment On Other Peoples Posts

7. Take Conflict Offline

8. Prioritize Quality Over Quantity Connections

9. Connect With Your Current Customers

10. Set Personal Targets


