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36 Min Sales Funnel Tool bag 2 CONNECT 

This section is the real start of the 36 minutes. While it is the shortest, it is crucial to the 

success of the number and quality of people who book in for the sales call.  

I personally get people into this funnel via 3 main ways.  

1. Facebook 

2. LinkedIn 

3. Referrals.  

At this point THEY have made a conscious decision to connect with me whether it is because 

of content and positioning on social media or, following a recommendation of a trusted 

colleague (i.e. referral). 

That way before I send the initial piece, they already know something about me and have 

made an informed decision to connect with me.  

Step 1: Initial reply 

Whether it is Facebook, LinkedIn or via an email the reply is very similar.  

1. Acknowledge the connection. Particularly in Facebook and LinkedIn. This reminds them 

that they reached out to you.  

2. Ask to know more about them etc. Too many people start talking about themselves first. 

By putting them first you are showing them that you are interested in a relationship not 

just to try and sell to them at every opportunity.  

3. Insert a ‘quick video’ to know more.  

 Less than 0.1% of people will include a video.  

 It shows your innovation, professionalism, gives them a change to get to know you 

and start a relationship.  

 The video conveys what you do more powerfully than just text. 

4. Pre-empt a further connection with an open-ended question and; 

5. Send 3 Chapters of ‘The Authority Client Attraction System’ Book.  

 This shows I have a Best-Selling Book elevating my positioning without me having 

to say anything.  

 The content only takes 25 minutes to read. 

 It also has videos in those chapters further letting the prospect further get to know 

me and have a greater understanding of what I do and how I work.  

 These chapters of the book shortcut the sales conversation by at least 20 minutes.  
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Here is my Facebook connection follow up that I send in messenger after I accept their friend 

request.  

Thanks for your invitation, it’s great to connect with you here in Facebook. 

I look forward to hearing more about what you do.  

Here is a quick video for you. http://bit.ly/EMeetSteveB 

Cheers 

Steve 

Here is my LinkedIn connection reply. 

Hi (Name ) 

Thanks for your invitation, it’s great to connect with you here.  

Please tell me more about what you do.  

Here is a quick video for you. http://bit.ly/EMeetSteveB  

I look forward to seeing how we can best help each other.  

Cheers 

Steve 

P.S. Here are 3 Chapters of my book The Authority Client Attraction System as a gift.  

Step 2: Reply to any comments and book a call.  

Quite often people want to comment or ask a question in either Facebook or Linkedin and I 

reply directly to them as it makes them feel comfortable. 

Once I determine that they are asking the right questions and are a prospect not a suspect, I 

will send them a simple message with a call link to grab a time to talk.  

I personally use Timetrade for my call bookings.  

  

http://bit.ly/EMeetSteveB
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There are many. I call it a Virtual Coffee. I do that for several reasons.  

1. Many people want to “catch up for a coffee”. Unless you know that you want to invest 

2 hours into travel and having a talk with someone, then it is more efficient to have a 

video call.  

2. I can have a several documents ready and at my disposal on the computer to show 

and use and as you will see in the sales conversation, I will have the Blueprint ready to 

go through.   

3. It diffuses the perception of it being a ‘sales call’ by calling it a virtual coffee.  

Step 3 Once they book in a call. Send a Video Email  

Once they book in a call, I know they are serious, so I will: 

 Review their website and Linkedin profile looking for what it is that I can help them with. 

This normally doesn’t take more than a couple of minutes to have an understanding of 

who they are and how I can help them enough to have a conversation with them.  

 Record and send a video email. This is generally the final icing on the cake. 

- Again, it shows innovation.  

- They have one more taste of me and my personality creating a deeper relationship 

prior to our first call.   

- The branding of the video email further creates positioning. 

- The content of the video creates intrigue and anticipation.  

Framework for the Video Email Script.  

 Hi (first name) Steve here, just a quick video letting you know that I’m looking forward to our 

call (confirm day /time) .Just letting you know I’ve had a quick look at your website and 

Linkedin profile and I have some ideas already and I can’t’ wait to share them with you. See 

you (day/time)  

Cheers 
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Sample Video Email  

Here is an exact video that contributes to a $10,000+ sale the following day.  

Click Here to watch.    

I use a very simple to use program called Bonjoro. It allows you to send individual and small 

group video emails. Click here for more information on Bonjoro.  

Notice: 

 That it followed the framework and script above.  

 It was casual and relaxed diffusing the ‘salesy’ approach.   

 I seemed genuinely excited to be talking to him.  

 The branding around the video with the subtle photo of myself and Richard Branson was 

extreme positioning and one of the last images they will see prior to our call.  

Step 4: Send a Blueprint 

The final step prior to the call is to send a blueprint. Even though when we are on a zoom call, 

and I share screens and don’t actually use them. I have a blueprint with me because I want 

them to think “Wow they have a blueprint, roadmap, system that will achieve my goals”.  

Whilst they may not understand what it is, this is designed to further heighten the 

anticipation of the call. Using this formula, I have had a 100% show rate for all calls for the 

past 2 years. 

Watch the videos in The Authority Client Attraction System Book, on how to sell with a 

blueprint, and you will be ready for the next section on Convert.  

I have several Blueprints and will send the most appropriate for the conversation.  

See sample blueprint on the following page. 

 

 

 

https://www.bonjoro.com/g/85H71MtdscJ
bit.ly/SBBonjoro
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The above Blueprint has been responsible for several hundred thousand in sales over the past 

2 years since I have been using it. 

 

Steve Brossman 

CEO & Co-Founder of Expertise Empire 

International Speaker & Award-Winning Business Consultant 

Multiple #1 International Best-Selling Author 

https://stevebrossman.com   steve@stevebrossman.com  
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