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[bookmark: _bvf1qs87t5wr]CREATING RESOURCES FOR NEXT-LEVEL ENGAGEMENTS  (NLE’s) 
LEVEL 1: TALKING TO PROSPECTS 

A next level engagement is the opportunity that exists at a higher level of connection. A higher level of connection becomes more personal over time.

In order to engage with others in your higher levels of connection, you must know exactly what you are giving to them in that engagement.


In order to determine what we’re giving, we have to ask ourselves some questions about the prospect.

Hint: Refer to the Brand Guide and Audience Map  in Ops 1 to  make this easy.’

LEVEL 1 - Direct Messages / Initial Conversations - PROSPECTS


1. What values do we share with our ideal prospects?





2. What emotions, thoughts and beliefs do our prospects need to embody in order to be a good fit to work with us?




															

3. What do we know about our prospects when at Level 1?






4. What question can we ask our prospects in Level 1 Engagements that triggers them to  share the answers from questions 1 & 2?
	





5. Document every possible response a prospect can say to the question you came up with in Number 4.









6. Now document what you can say to every possible response above.













             


Keep this spreadsheet on hand while you’re working on sales activities in your Buyer’s Journey spreadsheet.

 
Share your questions, wins and challenges about this worksheet in our Facebook Mastermind.
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