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Jim Brown is a former professional wrestler, a Marine Corps vet, a sales coach, and is 
the founder of the SalesTuners podcast which you can find at SalesTuners.com. 

As entrepreneurs, we are all the VP of sales for our own businesses. Jim shares the tips 
and tactics he uses to help his clients reach their revenue goals and increase sales 
through outreach and networking. 

http://www.sidehustlenation.com/233
http://www.salestuners.com/


Figuring out a Growth Trajectory 

The first thing you need to do is get into the mindset that you’re a sales person. Jim 
summed this up by saying, “You are a sales person, whether it be ideas or where you’re 
going to go to dinner with your wife, you’re selling something to someone.” 

Next, you need to have a revenue goal in mind. Whether it’s a small goal to start with 

like making car payments, or it’s turning over $100k as Jim uses in his example, you 

need a goal to work towards. 

He broke down all the steps to get to that goal. You can do similar math to find out what 

you need to do to reach your goal. 

The example Jim gave was: 

 Goal - $100k 

 You’re selling contracts or services at $5k per client. 

 You expect to send out a proposal to one out of every three discovery meetings. 

 You expect to need to contact ten prospects for each discovery. 

 You expect a conversion rate of 50% per proposal. 

To meet goal, you need to contact 1,200 prospects to find the 120 discoveries you 

need, and send out 40 proposals to secure 20 clients to hit that $100k. 

Reaching out to 1,200 people sounds daunting. But Jim broke this down further to make 

it look a lot more achievable by looking at how many people you need to reach out to 

over a year: 

 12-month period – 100 per month. 

 4-week period – 25 per week. 

 5-day period – 5 per day. 

Broken down into a working week reaching out to five people a day to start making 

inquiries sounds, and is, very reasonable.  

Cold Calling Techniques and Tips 

With the numbers above you can see that selling services or products to meet the 

revenue goal starts with reaching out to contacts to sell to. 

A lot of people fear cold calling. It’s so much easier to send a batch of emails, but cold 

calling works and a lot of company CEOs are still from a time when picking up a phone 

means so much more than an impersonal email. 

Just this week Jim called 30 CEOs. He said he talked to five in person, set 

appointments with three, had a referral from one, and seven others have since returned 

his voicemails. Jim says that cold calling works if you start with a plan and know what to 

say. 



The hook to start with is often the most difficult part of the call, Jim shared the intro’s he 

uses when he cold calls. If you’re stuck for ideas, try the following (adapting to your own 

business): 

“Hey, Jim Brown with SalesTuners. Name ring a bell?” 

If the person on the other end says, “yes”, great, you have a conversation starter. 

If they say, “no”, try: 

“No reason it should, this is a sales call I’m going to take 30 seconds of your time then 

you tell me if we should keep talking. Fair?” 

It’s an honest approach that Jim finds works very well. You can then fall back on to your 

script, but within time it will become more natural. The key is to not to try and make a 

sale on the first call; the goal is usually to schedule a follow-up meeting.  

“You can’t sound like a sales person,” Jim explained. “It just doesn’t work like that.” 

Finding Clients to Call 

Jim had some interesting tips to help you draw up a list of clients to call. Ask yourself 

the following questions: 

 Who are my acceptable clients? 

 Who are my typical clients? 

 Who are my ideal clients? 

Look at the demographics for the niche you’re in. Group potential clients by location, 

age, revenue, industry, employees, or whatever you can to narrow down the scope and 

find people who will be interested in what you’re selling. 

Jim emphasized how important it is to niche down. “Niche down until it hurts,” he said. 

Once you have a list of companies you want to reach out to you need to find their 

contact information. Jim uses LinkedIn, as well as company websites and phone trees, 

often just calling the main public phone number and starting there.  

You’ll often go through to a company CEO’s assistant, and when you do, you just have 

to act like you already know him or her.  

“Hi Katie, Jim Brown calling. Is Nick still in this afternoon?” 

Some of the tools Jim uses to help him find contact information for company CEOs and 

other business contacts include: 

 Zoominfo 

 Rapportive 

 Verify-email  

 Hunter.io  

https://www.zoominfo.com/
https://rapportive.com/
http://verify-email.org/
https://hunter.io/


You can use these tools to verify if email addresses are valid, Hunter.io also works as a 

plugin with LinkedIn to pull contact information for you. 

Email Outreach Tips 

Email is also a good way to introduce yourself, and for a lot of side hustlers it may be 

the only method they have time for. The subject line is the most important piece, with 

the sole goal of getting the recipient to open the email. 

Jim mentioned he’s seen success with subject lines that: 

 Are 3 words or less. 

 Don’t capitalize the first word. 

 Ask a question. 

 Include the person’s name. 

In the body of the email never write more than three sentences. Jim says most emails 

are consumed on mobile phones now, so as a rule of thumb the recipient shouldn’t have 

to scroll to read the whole email. 

“Don’t make it about you, no one cares about you, they don’t know you,” Jim said. 
Sounds harsh, but it’s true.  

Instead, identify the pains you can solve for the person and end with something like, “I 
work with people who have this problem, is that you?” 

If you’ve identified more pain points you know you can help with you can send further 
emails. Just identify a new pain point each time you email the person, you never know 
when you will hit the person at the right time. 

Jim put together a special downloadable roadmap and workbook for taking your sales to 
the next level, available at the URL below. 

Jim’s #1 Tip for Side Hustle Nation: 

“You will never get anything in life you don’t ask for.” 

More Info: 

 http://salestuners.com/sidehustle 
 http://www.sidehustlenation.com/233 

 
Until next time! 

-Nick 
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