
Implement a Business Development System 
that Stands Up to Uncertainty.

..



About Dan & Sales Schema



1. Outcomes

● Understand timeless strategy that leverages systematic 
referrals and trust-focused outreach, without spam or burnout.

● Know how to fit prospecting into your life, even if you're busy.
● Get the exact tools and templates to get started. 
● Copy feedback and editing. 
● Leave with action plan to generate pipeline in next 30 days.



1. Agenda

1. Why this matters - agency aspirations, trends, and the Trust Recession
2. Reframe 1: Measurement
3. Reframe 2: People 
4. Reframe 3: Activity
5. The Trust Matrix - prospect where you have unfair advantage
6. The Direct/Indirect Control Framework 
7. The Antifragile Sales Week  
8. The Referral Engine 
9. Copy Workshop / Q&A / The Six Trust-Building Ingredients



Get the Workbook…
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Aspirations

..



Trends and global events
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The Trust Recession 
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1. Interrogating assumptions.

1. To what extent are these trends actually affecting my results?
2. What lives within my control? 



Sales KPIs as data collection… 

..

 → Sales KPIs as behavior change

Reframe #1: Measurement



“We need more at-bats…”
Reality: you need a better system and habits. 



Tool: The Simple KPI Tracker 



Sporadic prospecting…
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→ Dedicated prospecting

Reframe #2: People



The Curse of the Close…



The RACI Framework
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Responsible  Lisa

Accountable  Lisa, Tom 

Consulted  Frank

Informed  Jane



Reactive…
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→ Proactive

Reframe #3: Activity 



The 90 Day Rule
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* credit: Jeb Blount, Fanatical Prospecting



Momentum killer: 
Ideal client clarity 



1. Principles of ICP* Selection

● How prospects self-identify > how you think of them 
● Use constraints - max 3 ICPs
● Iterate with outreach - decide and commit.

1. *ICP = Ideal Client Profile



Tool: The ICP Blueprint
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The Direct/Indirect Control Framework 
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1. Indirect control 

● Content
● Advertising 
● Sponsorships 
● SEO 
● Outbound (one-to-many)
● Maximum 2 projects concurrently



1. Direct control 

● Cold calling 
● LinkedIn social selling
● RFPs 
● Proactive referrals… 



Tool: The Antifragile Sales Week -
for strategic time blocking. 
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1. Time blocking

● Divide biz-dev activity by direct vs. indirect control 
● Optimize for energy, not just time 
● Set targets 



The Referral Engine
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The usual referral process

● Reactive
● Unpredictable 
● Some try to automate…
● Fit issues and negative pressure



Steps

1. Identify those you know and feel comfortable asking.
2. Identify which connectors likely to know prospects.
3. Get intros tastefully and efficiently.



Tools

● Company lists
● LinkedIn Sales Navigator
● Google sheet (or similar) 
● Intro copy templates





1. Relationship mapping



1. Relationship mapping



2. Reconnect request



3. Connector Conversation - screenshare referrals, low pressure, be helpful



Best practices

● Be honest 
● Be helpful
● Be consistent
● Systems and batching > full automation



4. Referral request follow-up



5. Intros received!



The Six 
Trust-Building 
Ingredients



1. Tribe-based
kinship



2. Deep 
understanding



3. Show 
don’t tell



4. Timeliness



5. Pattern 
interrupt



6. De-risking


