FREE PLAYBOOK

The Warm |
Playbook

How B2B companies are replacing cold outreach with Al-
powered warm introductions and closing 10x more deals.

RESPONSE RATE FASTER CLOSE B2B START WITH REFERRAL
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The Cold Outreach Problem

Why the old playbook is broken and what the data actually says.

Every B2B sales team faces the same challenge. You need new pipeline. So you do what everyone
does: blast cold emails, automate Linkedln messages, buy lists, and hope someone responds.

The results? Predictably terrible.

2-5% 6-9 mo

Cold email response rate Average cold deal cycle

$1,200+ 71%

Cost per cold-sourced meeting Buyers prefer referral intros

Meanwhile, your best clients came from warm introductions. Someone vouched for you. Trust was
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already established before the first call. The deal closed faster, the client stayed longer, and they paid

more.

84% of B2B decision-makers start the buying process with a referral. Yet most companies
have zero system for generating them.

The gap isn't awareness. Every business owner knows referrals work better. The gap is system.
Nobody has a repeatable, scalable process for finding and activating warm introduction paths.

Until now.
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Cold vs. Warm: The Numbers

Side-by-side comparison backed by industry research.

Metric Cold Outreach Warm Introductions

Response Rate 2-5% 40-60%
Meeting Conversion 1-3% 15-25%
Average Deal Cycle 6-9 months 2-4 months
Close Rate 10-15% 50-70%
Customer LTV Baseline 16-25% higher
Cost per Meeting $800-1,500 $50-200

Trust at First Contact Zero Pre-established

Pro Tip: The real advantage isn't just the close rate. Referred clients churn 18%
less and generate 16% higher lifetime value. Your best future clients are already
one introduction away.

The question isn't whether warm introductions work better. The data is overwhelming. The question is
how to find them at scale without it becoming a full-time job.

That's where most teams get stuck. They know their network holds gold, but they can't see the

connections. They rely on memory, gut feel, and luck.

What if Al could map every warm path in your network automatically?
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The 5-Step Framework

A repeatable system for generating warm introductions at scale.

Identify Your Centers of Influence

List 10-20 people who already know and trust you AND know your ideal clients. Think: current

clients, strategic partners, industry peers, former colleagues. These are your COls.

Map Their Networks

Analyze who your COls actually engage with on LinkedIn. Who do they comment on? React to?
Have conversations with? This engagement data reveals real relationships, not just connections.

Score Against Your ICP

Cross-reference every connection against your Ideal Client Profile. Industry, company size, title,
geography. Al scores each prospect so you focus on the highest-value targets first.

Request the Introduction

Reach out to your COI with a specific, easy ask. "Hey Sarah, | noticed you engage with [Name]
regularly. Would you be open to making an intro? Here's a quick blurb you can forward."

Nurture and Convert

When the introduction happens, the trust transfer is already done. Your close rate jumps because
you're not starting from zero. Follow up with value, not a pitch.

Most teams stop at Step 1 and never systematize the rest. Steps 2-3 are where Al changes

the game, turning hours of manual research into instant intelligence.
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Finding Your Centers of Influence

The people who already hold the keys to your next 10 deals.

A Center of Influence (COI) is anyone who meets three criteria:

[l [ [l
They Trust You They Know Your ICP They're Active
Would vouch for you publicly Connected to your ideal clients Regularly engage on LinkedIn
Where to Look

Your top 5 current clients (the ones who'd refer you unprompted)
Strategic partners who serve the same market but don't compete

Former colleagues now in leadership roles

]

L]

L]

[0 Industry peers you've collaborated with
[0 Service providers who work with your ICP (accountants, lawyers, consultants)
[0 People who have endorsed or recommended you on LinkedIn

[0 Conference connections who maintained contact

L]

Members of the same professional organizations or masterminds

Start with 10. You don't need 100 COls. Ten strong Centers of Influence with
active LinkedIn networks can surface 200+ warm introduction opportunities.
Quality over quantity.

The COI Audit

For each potential COIl, ask yourself:
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Would they take my call right now?
Have they referred business to me before (or would they)?
Are they connected to decision-makers in my target industries?

Do they post and engage on LinkedIn regularly?

o O o o O

Would they feel comfortable forwarding my intro to a contact?

If you answered yes to 4+ of those, they're a COIl. Add them to your list.
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Introduction Request Templates

Copy, customize, and send. Make it easy for your COI to say yes.

TEMPLATE 1: THE DIRECT ASK

"Hey [COI Name], | noticed you're connected with [Prospect Name] at [Company]. We help
companies like theirs [one-line value prop]. Would you be open to making a quick intro? I put
together a short blurb you can forward if that makes it easier."

TEMPLATE 2: THE VALUE-FIRST ASK

"Hey [COI Name], I've been working on something that might be relevant to [Prospect Name]. We
helped a similar company [specific result]. I'd love to share some insights with them, no strings
attached. Would you feel comfortable making a quick intro?"

TEMPLATE 3: THE FORWARDABLE BLURB

"Hey [Prospect Name], my friend [CO! Name] suggested | reach out. We help [type of company]
[specific outcome] using [brief method]. I'd love to share how we did it for [similar company/result].
Worth a 15-minute conversation? Either way, [COl Name] speaks highly of you."

TEMPLATE 4: THE SOFT INTRO

"Hey [COI Name], I've been doing some work in the [industry] space lately and [Prospect Name]'s
company caught my eye. Before I reach out cold, | wanted to check: do you know them well enough
that a warm intro would make sense? Totally fine if not."

Why These Work

They're specific. You name the person and explain why. Generic asks ("know anyone who needs X?")
get ighored.

They're easy. You provide the forwardable blurb so your COIl doesn't have to write anything.

They'relow pressure. "Would you feel comfortable" gives them an easy out, which paradoxically
makes them more likely to say yes.



Timing matters. Send introduction requests Tuesday through Thursday, 9am-
Tam. Avoid Mondays (inbox overwhelm) and Fridays (weekend mode). Response
rates jump 23% with optimal timing.
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Your Warm Introduction ROl Calculator

Fill in your numbers to see what a systematic warm intro engine is worth.

Input Your Number

Number of Centers of Influence you identified -

Average connections per COI (LinkedIn avg: 500-1,000)
% of connections that match your ICP (typical: 5-15%)
Your average deal size ($)

Your current close rate on cold leads (%)

Sample Calculation

10 COls x 700 avg connections = 7,000 total network

x 10% ICP match = 700 qualified prospects

x 40% introduction acceptance rate = 280 warm introductions
x 50% meeting rate = 140 meetings/year

x 50% close rate (warm) = 70 new clients

x $10,000 avg deal = $700,000 in new revenue

Compare that to cold outreach with the same 700 prospects:

700 cold emails

x 3% response rate = 21 responses
x 30% meeting rate = 6 meetings

x 15% close rate = 1 new client

x $10,000 = $10,000 in new revenue

Same 700 prospects. $700K vs $10K. 70x difference.



The real number: Most of our users find 50-200 warm introduction opportunities
in their first analysis. The ROl becomes obvious within the first week.



Ready to See Your
Warm Paths?

In 15 minutes, we'll map your actual network, identify your
highest-value warm introduction opportunities, and show

you exactly who to ask for an intro first.

v 15 minutes v Your real data v No pitch deck v/ Free analysis

inroadengine.com


https://calendly.com/blockchain-boardroom/inroads-engine

