
PLANT SEEDS,
GROW CLIENTS

Your step-by-step guide to leveraging your
network to generate premium, consistent clients

(without having to sell yourself!)
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Most companies hire consultants they know and trust. Building that trust with a stranger is an
uphill battle, so don’t start there. Start with your network that already knows, trusts and
supports you.

People and companies in your existing network take less time to prospect.

These doors are the easiest and quickest to open.

Your network is much wider than you probably think (I’ll show you how). 

Because your network already knows and trusts you, you’ll be able to charge premium rates
with confidence.

Business development and client generation seem to constantly stump consultants. Gaining new
clients can seem overwhelming and time consuming if not approached with the long-term
strategy of building consistent, premium clients. Don't start with cold leads just yet. Supercharge
your existing relationships first. 

In The Upside, a collective that helps consultants advance their business and thrive, we advise our
members to use a 3-tier approach that maximizes their existing network. 

This approach plants quality seeds that bloom into premium, consistent clients.

Why focus first on your existing network?

My system is simple, but powerful, and it works. I'll have you cast the widest net possible,
spanning all of your networks (I’ll explain later what those networks are). 

Then, I'll have you divide your networks into three tiers. 

Finally, I’ll show you how to communicate to those networks successfully, reaching out to Tier 1
first, then Tier 2 and finally Tier 3 (if you even need to get that far).

Activate Your Network
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Name Email
Current

Company
LinkedIn

URL
TIER 1: FORMER BOSSES &
SUPERVISORS

Name Email
Current

Company
LinkedIn

URL

TIER 2: FORMER
COLLEAGUES, CLIENTS &
BUSINESS ASSOCIATES

Name Email
Current

Company
LinkedIn

URL

TIER 3: ALUMNI NETWORKS,
BUSINESS COMMUNITIES,
ACQUAINTANCES

Create a spreadsheet divided into Tier 1, Tier 2 and Tier 3. Within each tier, create a grid to fill in
the contacts’ relevant info. Here’s an example of what it should look like:

Prepwork
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Click here to
access the
template.
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Now, let’s take a look at those three tiers and how to fill them out.  

TIER 1: Former Bosses & Supervisors

You will open the most doors by reaching out to people who managed or supervised you directly
in the past. These are people who know the quality of your work, and trust your ability to get the
job done right. 

Quite often, these people wish you were still part of their team (even if they didn’t show much
love when you were reporting to them). Here's their chance to get you back, on your terms this
time, of course!

Depending on your age and background, you may have around 3 - 8 people on this list.

Include your boss’s boss as well. Even if you never reported to those people directly, they are
still people who are connected to your past work, and yet another door to open. You may be
thinking, “I can’t reach out to that woman, she’s too busy to meet with me!” Well first of all,
what do you have to lose by trying? (nothing) Plus, as the owner of your own business, the
dynamic and power play between you and your former boss’s boss has now shifted...for the
better. Now she’s the employee and you’re an entrepreneur. Let that sink in for a second.

Try to only reach out via email. Do not reach out through LinkedIn or Facebook if you can
help it. Email is more professional and will reach them much quicker. If these contacts no
longer work for your old company and you see on LinkedIn that they’ve moved, ask around
or try guessing. Most likely it's going to be one of the following formats: jane@acme.com;
jsmith@acme.com; jane.smith@acme.com; janesmith@acme.com

Upside Tips

Tier 1
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SUBJECT: Virtual coffee & catch up

Ron,
It's been a while and I wanted to check in to see how everything is going over at Madison. I see
you just closed another round of funding--congrats!(a)

I recently launched a new business and would love to get your feedback and input. I’ve always
admired your ability to understand market fit!(b)

Would Tuesday the 4th at 3pm be a good time for a 15-minute virtual coffee?(c)

Looking forward to seeing you,
Erin

NOTES:
(a) In the second sentence, mention some type of small talk complimenting his/her company
progress. 

(b) Even though you are technically consulting, it's still a business that you want to tell people
about which is why we say "I recently launched a new business." This sounds much more
intriguing than "I'm now consulting." Follow with a compliment...everyone likes a compliment
and to be admired.

(c) End with an offer to meet up. Suggest an exact day and time to avoid keeping it open-ended.
When possible, replace "virtual coffee" with "Would Tuesday the 4th at 3pm be a good time for
me to bring you a big Starbucks to the office and catch up for 15 - 30 minutes?" This makes it hard
to say no and makes it easy for them to meet with you by offering to come to their location.

Tier 1 Email Outreach Template
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TIER 2: Former Colleagues, Clients & Business Associates

These are people who worked alongside you, or indirectly with/for you. This can be anyone from
former teammates, former clients, the CEO's assistant at your former company, or even someone
who reported directly to you. These are people who know your work ethic and winning
personality. They trust your quality of work and are willing to vouch for you. 

Most likely, at least half of these colleagues are at new companies now and your former
interns/assistants from your early years could be managers or decision-makers now. 

Find them on LinkedIn and email them directly at their company email address (not through
LinkedIn). This list could be 10 - 40+ people long.

Tier 2

SUBJECT: Virtual coffee & catch up

John,

It's been a while and I wanted to check in to see how everything is going with you. Congrats on the
new baby! I hope he's letting you get some sleep at night.(a)

I see you moved over to Brookfield last year--congrats! I'd love to catch up and hear more about
what you're working on now.(b)

Would Tuesday the 4th at 3pm be a good time for a 30-minute virtual coffee?(c)

Looking forward to catching up,
Erin

Tier 2 Email Outreach Template

© The Upside Agency, LLC and The Upside Accelerator. All Rights Reserved.
page 5

NOTES: 
(a) Try to incorporate personal small talk in the second sentence, especially if they have kids.
Everyone likes talking about their kids! 

(b) Try to incorporate a compliment on their career progress and ask to learn more about what
they are up to. Of course in the conversation, they will ask about you as well! But always
remember that people love to talk about themselves, so make it more about them.

(c) End with an offer to meet up. Suggest an exact day and time to avoid keeping it open-ended.
When possible, replace "virtual coffee" with "Would Tuesday the 4th at 3pm be a good time for
me to bring you a big Starbucks to the office and catch up for 15 - 30 minutes?" This makes it hard
to say no and makes it easy for them to meet with you by offering to come to their location.
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Only continue onto Tier 3 if you’ve already finished every single meeting
with Tiers 1 and 2. Most consultants who use our 3-Tier strategy never even
make it to Tier 3 because they land several clients from Tiers 1 and 2.

Upside Tip

TIER 3: Alumni Networks, Business Communities & Acquaintances (all at target companies)

These are friends, friends of friends, loose connections, relatives, high school alumni and college
alumni, and anyone in your existing business communities. You may or may not know these
people directly, but they are still warm leads because you have a common connection. This list
could be up to 50+ people.

Tier 3
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SUBJECT: Virtual coffee with a GW Alum

Amanda,

I'm a fellow GW grad (class of '01) and found your information through our alumni network as I
was building contacts in the private equity world.(a)

I think we should connect, not only because we are both GW grads and can probably share
some old Thurston Hall stories, but also because I recently launched a new business that focuses
on solving big headaches for investment managers.(b)

I'd love to learn more about what you're working on and also share information I've learned
about the future of the industry. Would the 15th, 16th or 17th of next week work for a 20-minute
virtual coffee?(c)

Looking forward to connecting with you,
Erin

NOTES: 
(a) Get to the point as quickly as possible; try not to be too wordy.

(b) Incorporate something fun about school that you could both reminisce on.

(c) End with an offer to meet up. Suggest an exact day and time to avoid keeping it open-ended.
When possible, replace "virtual coffee" with "Would Tuesday the 4th at 3pm be a good time for
me to bring you a big Starbucks to the office and catch up for 15 - 30 minutes?" This makes it hard
to say no and makes it easy for them to meet with you by offering to come to their location. 

Tier 3 Email Outreach Template (Alumni)
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SUBJECT: Virtual coffee with an old friend

Melissa,

It's been forever--how have you been? Do you still keep up with Kate or any of the other girls? I
see on social media that your kids are all grown up and beautiful as expected!(a)

I'd love to reconnect and catch up on life, kids and business. I recently launched a consultancy
that focuses on digital marketing. I'd love to hear more about your work and what you've been
up to over the years!(b)

Would the 15th, 16th or 17th of next week work for a 30-minute virtual coffee chat?(c)

Can't wait to catch up,
Erin

NOTES: 
(a) Ask a question about someone you both have in common and compliment them in some way
(kids, job, success, etc.)

(b) Once again, the connection goes both ways, and shouldn’t be all about business if this is
someone you have some history with. Remember, it’s not all about you and what this person can
do for YOU. Let them know you’d like to learn about what they do as well. 

(c) As always, make catching up easy for them by throwing out exact dates. In scenarios where
you can meet in-person, offer to come by their office with a name-brand beverage (a Starbucks
coffee, Juice Press, etc.). Of course, meeting outside the office for coffee or a drink is even better.
Giving them a choice makes it harder to say no!

This email is purposefully more casual. A warm, inviting invitation to catch up will go a long way!

Tier 3 Email Outreach Template (High School Friend)
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They said yes to your meeting request, but now what?

How do you control the conversation so that it yields the most impactful results?

First and foremost, understand that relationships yield clients. So start building them. Place
relationship-building ahead of business pitching. Nobody wants to hear a business pitch. But
everyone wants to connect with others.

The point of each meeting is to plant a seed that will blossom within the next few months to a
year.  The point of each meeting is NOT to advertise what you do for 30 minutes and ask for
business. It should be quite the opposite. 

Here’s how to run your business development campaign and open up those valuable client doors
using the 80/20 rule: 80% of the conversation should be about the other person, their personal
life, catching up, building a strong relationship and asking questions that reveal their pain
points. For example:

“What are you working on lately?”
“What’s been your biggest challenge at [Company Name] lately?”
“Where have you seen the most growth?”
“Tell me, what’s been super exciting lately at [Company Name]?”
“What connections or introductions would be helpful for you right now?”

ONLY at the very end of the conversation should your contact say, “Wait, tell me what you’re up to
now!” Give this portion of the conversation about 5 minutes. Tell your contact (with confidence,
enthusiasm, and with strong ROI words) what you do and for whom.

The Meeting

Upside Tip
Define your exact service offering before performing any kind of outreach.

Similar to a brand slogan, you want your offering to be short, direct and
sticky so that when an opportunity arises, your contact immediately thinks

of you and refers that client to you.
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Upside Tip
Strong ROI means speaking directly to how you affect revenue growth, save
companies money, provide access to something companies need and that
you have, and/or come in to companies and solve big headaches for them.

Communicate your excitement and momentum (even if you don’t have any yet!). Remember:
your excitement and perceived momentum is contagious, and will breed more opportunities.

People naturally prefer to hire others who are in high demand vs. those that are seeking out
work. The aphorism “fake it till you make it” most certainly applies here. In fact, if you look up the
definition of this phrase, you will see that it means: a suggestion that by imitating confidence,
competence, and an optimistic mindset, a person can realize those qualities in their real life.

Wrap up the meeting on time. Be respectful of this person’s schedule and avoid rambling on too
long. Heck, you can even say you have a client meeting next and need to run. Being an over-
talker or (gasp) annoying is bad for business.

Wrap-up the conversation:

Tier 1: 
It was so good catching up and learning more about what you’ve been up to. Let’s stay in touch
and of course do not hesitate to reach out if there are any introductions I could help you with
since my network runs super deep in the [your specialty or industry] space.

Tier 2:
It was so good catching up and learning more about what you’ve been up to. Let’s stay in touch
and do this again sometime down the road. I love when I have the opportunity to catch up with
friends and colleagues from my [Company Name] days. I miss you guys!

Tier 3:
It was so good getting to know you and learning more about what you do. Let’s stay in touch and
of course do not hesitate to reach out if there are any introductions I could help you with since
my network runs super deep in the [your specialty or industry] space.

or

It was so good catching up with you! Let’s stay in touch more and of course do not hesitate to
reach out if there are any introductions I could help you with since my network runs super deep
in the [your specialty or industry] space.
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Upside Tip
With all three tiers, if there’s any type of follow up required such as
an introduction you offered to help with or even a pitch deck they
asked to see, mention as you say your goodbyes WHEN they can

expect to receive it. And of course, follow through.

The Follow-Up
Keep a spreadsheet throughout the year of people you met with and any and all notes about
what you discussed in your meet-ups.

Follow up with each person every 2 months. The email can be to simply touch base, check in,
follow up on the progress of a specific personal or professional tidbit they shared, or share a great
piece of content you just published that may be relevant to their business.

Squeaky wheels definitely get the grease in the consulting world.

Believe it or not, you’re not at the top of any of these people’s minds.

But by following up every 2 months, you may just strike when their iron’s hot and when they need
exactly what you’re offering.

Plant seeds. Build relationships. Create authentic business friendships with more give than take.
And remember this: 100% of Upside members who used this strategy reported back that they
saw immediate results. Trust us, it works!
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