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https://superhuman.com/30mpc
https://tactics.30mpc.com/pipedrive
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Are you asking for advice or soJe,s?

n A: Pick the CAB approach i# you're still in the wildemess phase
B: Pick the sales approach it you're not

B Pull o list ENT: 5-10 6-Bigure
For CAR: 100+ of the wmost mportant pe,oPle you want 2::3 3'-5:1 5/-/{}'2"';3 (25-50k)
;1= -tHigure

For Sales: 25-50 accounts + 3-5 contacts each... PER WEEK BUDDY!/

a Write a dﬁp (t/es, I will help you)
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The Opey\ing Touches

Tailorina + Pr‘oblem + Bubble ups

The 2nd Problem

New Sub\‘\ec‘t Line + phase out calls after 5x

The Breakup

Righ‘t person -> Thumbs up/doum -> Bt/e, for now
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Data CRM Sales Engagement
Companies Hubspot Outreach
- Crunchbase Pro PIPe_rJrive SoJesloPt
- LISN Spreadsheets Gon
Apol o

Pe_ople at the companies
- LISN

- Contact databases
--> ZoomInfo

--> Apo“o

--> SQO\MICSS

--> Rocketreach

Groove (¢ lo)

TEARDOWN
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First Email
Subject: Advisory Role Opportunity at Trove

Hi {{ contact.firstname }},

I'm the CEO at Trove. Based on your position as {{ contact.jobtitle }} at {{ contact.company }} and
your experiences in {{ contact.seamless_import_role }} at large, | thought you'd be a great addition to
the Trove Customer Advisory Board.

Stock option compensation is confusing and stressful. And in today's ultra-competitive hiring
market, both prospective and current employees tend to overlook and undervalue their ISOs/NSOs.
How do you communicate the true value and tax implications of stock options with your employees?

I'm building this board to help provide feedback and insights on the Trove product. Advisors get

shares in the company in return for participating in early releases of products and providing
feedback on cutting-edge solutions Trove is developing. Our team has degrees from Penn
Engineering and Wharton and would love to incorporate your ideas into Trove's product.

If you're interested:

1. Check out https:/trytrove.co

2. Reply to this email or set up a time to chat:

https://calendly.com/matthewdschulman/chat-with-matt.

| only have 4 spots remaining, so if you could get back to me soon, that would be great.

Best,
Matt
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777

ow to write o 3,o'o‘o( outbourd email
Email 1: Email 2
Golden Rules: Now... you try )
tailored: Hey T
8 33 —> Jane the wizard Hey Tone: b e
‘ W T targited It's merit season and that wsually means comp Lresearch trigger]
: ke yoursel n 3, g
i RQSCQPC ﬁ%er o folks ke I are buried in 3,000 spreadshests.
—> albéz O pave > noame Lorcblemd
= Pf‘oblew\ You're probably o spreadsheet wizard, but everyone
l bt else nates fixing mail merged merit letters instead of Drzentence selutiond
- ”OW ‘/ou solve ;‘t —> company name O pave making sure cowp decigions go right. Lowrfriction ctal
. and a low-friction CTA “%imp seandty B Puwe ik eyrkn, your WS-+ oy perbacvense Ewmail 3:
data so you never plan merit in sheets agan.
Open to taking a lock? Sometimes it's easier seen than read — here's o
a Talk l?ke P quick 3 winute locm of me walking through Pave.
- Opposed to seeing it live?
(3 1-seroll r'ule_

Here's o good wmp[e of what the rest could look like:
hﬂps://t«c‘tics.s0mpc.com/chaﬂy—:]oknsons-colJ-emif—olﬁp-tenpla‘tes
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y How to run o d?scovgry call

Agendo The Disco Plags Sell the Dream Harbor Tour Next Steps (5m deill)
PURPOSE: VoL (Hire) TR (Retain) cP (On S oreadsheet <?) Recap ONLY SHOW 3 THINGS = DO YOU WANNA BUY?
Why om I here? Problem 1 Problem 1 Do you ke t?
Problem 2 Problem 2
Problem 3 Problem 3
ZL».:M Dot Bt How we-solve. it DEMO IN STORIES WHEN?
are we - T
; 3 Time Wasted Rad Co IQ Solution 1 Toalk wme Thru the 2-3 Typically we'd get started
going to cover? understand TR understand TR gz Solution 2 P“;"P“I stories I'll on X date to meet Y event,
- 5 Solution 3 never have to live again  what do you Think?
isco + harbor
OUTCOME: Validate DEMOSCOVERY HOW.
:/::m:i at Losing Losing based on that, wanna Past Questions Typically Tane and Bob
s 2 :
meeting? Candidates E'"Ployees Mistakes Inequities see 17 iﬁﬁtqﬁito:s 3&44::? :: sﬂntﬁ:m
(kiﬁng) (retention) (retention) (retention) o
Sound gooor(
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How to Ask biscoven/ Questions

Situation

Problem

Impact

You want... You osk...
TR (Retain) Whl/'o( you toke the call (why ago&r\?> Wlny'o( you take the call (why ago‘in?)
Bucket questions (typica“:./...)
Deyrh Magic moment questions (get o sto )
understand TR |9 b v g i
--> Retumed a story with a story
Losing Huml;hn ah$c|odmer‘
Emp[oyees v
(retention)

How you solve this pmblem



Process

Check out bonus video here!



https://tactics.30mpc.com/use-this-sales-process-to-sell-your-first-50-customers-recording
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PRROCESS

The Steps In The Sale

- agree there's T agree you can ‘Power agrees you
o prob‘e_m." solve a Problem." can solve a Proble_m."

Mult?‘threaxding

Discov Demo
ery
20 win 60 win
U5+30+15)

60 win
U5+30+15)

Champiov\
Chaunpion Peer
Champion Peer POWER

"Finance it's worth ‘We signed."
the price.”

Vendor Review

Depends
Gterative)

CMMPIon
Chauwmpion Peer
Power Finance
FINANCE LEGAL & SECURITY
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Do your Pounde,r 'tlnins, ond you wi“ close deals
Cor p‘gure out what you need to builel)

Golden Paths

The 3o|o(en path: what you ask for in the 5 wminute dnill

Top Down Yo-Yo Selling Bottom-up champion selling
B Presert s ABOVE THE LINE
i resent your
B Start High! /] cMo Sectims B win Power
B Wi the dept-N\ [ ead oF Head of > B Fd o champion
leads Content b6 \

Tralyst ) O Voldate the |uml o b& Heod of Content | | Department Lead AT THE LINE
Marketing Ops ¢ technicalities
AST

Ve
L

B win their peers

[Txm:d&po-\ ] ngcMchSpm | Em;mlspm J BELOW THE LINE

B Moke sure it works

TEARDOWN



NEXT TACTIC TEARDOWN

Secrets to smash your

competitors, even if they have
the better product

February 7, 2024

Armand Farrokh
Founder
30MPC

Anthony lannarino
Keynote Speaker
lannarino
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Nick Cegelski

Founder
30MPC


https://hubs.li/Q02hBnmT0
https://hubs.li/Q02hBnmT0
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Sign up for these actually decent
hewsletters!

» hustlefund (30M s

CSUBSCRIBE ) CSUBSCRIBE)



https://www.hustlefund.vc/newsletters
https://www.30mpc.com/newsletter
https://www.30mpc.com/newsletter
https://www.30mpc.com/newsletter
https://www.hustlefund.vc/newsletters
https://www.hustlefund.vc/newsletters

