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LauraMoore: [00:00:00] In this episode, we're talking about cold pitching. Should you do
it? Should you not? All will be revealed.

Laura Davis: You're listening to JFDI with The Two Lauras, the weekly podcast for
freelance Social MediaManagers.We're on amission to helpmore Social Media

Freelancers to build profitable businesses that fund their lifestyle andwork around their

families, and every week the two of us will share tips, advice, and inspiration about

business, marketing and social media to help you do that.

In today's episode, we're discussing whywe don't teach to cold pitch, and howwe've both

got clients in all of our businesses, without needing to slide into the DMs of people with a

pitch.

LauraMoore:Okay? So, in this episode, we're gonna talk about our opinions on sending

cold pitches, whether you should or shouldn't send cold pitches, andwhat to do instead.

Am I right, Laura Davis?

Laura Davis: You are one hundred percent right.

LauraMoore:Where do youwant to start? Should we start with whywe don't like it?

Laura Davis: Yeah. [00:01:00] I -

LauraMoore:Okay, right -

Laura Davis:Um -

LauraMoore: [Laughs.]

Laura Davis:We’re both like [stutters.] I, I don’t like it… This is like on ‘Traitors’ when they

fight to speak first.

LauraMoore: [Laughs.]

Laura Davis:Um… I don't like it because I, I don't like anything, any, anyone coming intomy

world. I don't - whether it's knocking on the door of my house, trying to get me to… buy

dishcloths or, whether it's someone sliding intomy -
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LauraMoore: That is such a random thing! Do people actually knock on your door to sell

you dishcloths?

Laura Davis: Yeah!

LauraMoore:Why dishcloths?!

Laura Davis:A - and like, ironing board covers and stuff.

LauraMoore:What?!

Laura Davis: To be fair, that's, like, going back a few years. But anyway, we digress.

LauraMoore:Okay.

Laura Davis:And I don't like people sliding intomyDMs. I hate the ones on emails. I hate -

they, they piss me off themost. Like, if I want it, I'm an independent, capable woman, I can

go to Google and I can find you, and you're tough tits if you don't show up onGoogle, or

you're not there on the [00:02:00] social media platform that I'm looking for, or you're not

on LinkedIn because your keywords don't work - that's, that's your tough tits, so don't

spend the time cold pitching tome. Go sort out your SEO. That's, in a nutshell, my feelings.

LauraMoore:Have you finished?

Laura Davis:What are your feelings?

LauraMoore: She's getting redder and redder in the face here. There's smoke coming out

of her ears.

Laura Davis: I've had to takemy jumper off -

LauraMoore: I don't think she likes cold pitches.

Laura Davis: - I was getting so hot.

LauraMoore: Look, I agree with you. From both perspectives - from a person being cold

pitched, I hate it, because, like, when someone's cold pitching you, nine times out of ten,

they've done no research.

Laura Davis: Yeah!
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LauraMoore: They don't know, most of the time, they don't even know our names and,

like, they just get it so wrong.We get such bad pitches: we had one in our InstagramDMs

the other day from somebodywhowas trying to tell us that our ads were rubbish, and that

they could help us with our ads. But if they actually knew anything about us, they'd know

that A, we are AdsManagers. B, we teach people to be [00:03:00] AdsManagers, and if

they ever looked in our ad account, they would see that we're getting leads at like 30p, and

we're pretty happywith that. So, we don't need that.

But also, it's just like the… [sighs] I think audacity is probably the wrongword. But, the

audacity of somebody sliding intomyDMs. Like last week, my sonwas in hospital - and I

was putting this on Instagram, my sonwas in hospital - and people had the audacity to

slide intomyDMs trying to pitch tome, and I'm like -

Laura Davis: Read the room.

LauraMoore:Read the room, people! No, and so like ninety nine percent of the pitches

that we get as business owners, we ignore them, or we send them a really snarky reply,

like, “If youwant to know how to do ads, buy our ads course.”

Laura Davis:What did you say on that email the other day? I wish - I should have, um, I

should have opened it.

LauraMoore:Oh, I can't remember.

Laura Davis: It was just brilliant. Youwere like, “I'm just going to stop you there…”, and

thenwhat did he come back with?

LauraMoore: Yeah, and I put something like, “And on that basis, I'm out.” with like amic

drop GIF [00:04:00] or something. But yeah, so we, we either reply really snarky, we, you

know, ignore, or nine times out of ten, wewill mark you as spam.

Laura Davis: Yeah, I block and spam.

LauraMoore: So if you're coming into our inbox and yeah, if wemark you as spam, guess

what that's telling your email service provider? That you send lots and lots of spam emails,

so therefore, themore you send, and themore people whomark you as spam, the less

likely those pitches are even going to turn up into our inbox, but from -
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Laura Davis: I'm sorry, I was just [stuttering] like, you touched on it there and I think we

should just go into it because it will bringme joy: the, the lack of research is quite

outstanding. You know, we get cold pitches saying, “Oh, we’ll help you find clients for your

social media agency.”

LauraMoore: “Grow your agency.”

Laura Davis: Like um, hello!? Um, we do that; and like the, “Do you need help with your

social media?” That one pisses me off, and yeah, the ones where they talk about ads, and

it's like, you don't knowwhat's successful withmy ads or [00:05:00] not ads. So don't even

try that. There's a lesson for everybody. Only I can see, or anyone in our adsmanager

account can see, whether our ads are successful or not; and I, I find it really patronising

and I find it rude. I just, I can't, I just can't bear it. And I know there are lots of people out

there teaching people to cold pitch and that it's the way forward, like the person you

emailed back to with your, “I'm out.” and he came back with, ”Well, you’re, well, like, well-”

obviously childlike behaviour wanting to have the last word, and hewas like, “Well, you're,

you're missing out if you're not doing cold pitching.” It's like, no, I'm not love. I'm all right. I

have grown businesses where I have never had to cold pitch and I have always been at

capacity and never needed to do it. So, that's bullshit. It's absolute bullshit. It is not

essential for any business to have to cold pitch.

Laura Davis: It's not essential to -

LauraMoore:No.

Laura Davis: - any business to have to do anything, [00:06:00] but don't be led to believe
that cold pitching is the right way to go about it because it isn't necessarily the case; and if

you don't like it -

LauraMoore: Yeah.

Laura Davis: - if you feel icky, you're gonna see it, it's gonna come across that way. It's

gonnamake you look a bit, like, you're not confident. So just don't do it.

LauraMoore: Yeah, and I think, like, I hate it for being on the receiving end of a cold pitch.
But being somebodywhowould have to send a cold pitch, not only would I hate to do it,

but I know that there's much better things that I could spendmy time on.
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Laura Davis: Yeah!

LauraMoore:But whenwe are Social MediaManagers, Social MediaMarketers, Ads

Managers, we should be showing that we can do the job by using that marketing to get

clients.

Laura Davis: Yeah.

LauraMoore: If we're showing that we're really great at cold pitches, guess what? People
will hire us to do cold pitches.Wonderful. Do youwant to do that for the rest of your life?

Probably not. You probably want to be a Social MediaManager. That's why you're

listening to this podcast. So therefore, if your Social MediaManagement skills and your

Social MediaMarketing skills are brilliant, you're going to attract [00:07:00] clients who

want you to do that for them. So I think that's a much better use of your time; and

Business Coaches out there telling you that you need to send ten cold pitches a day, and

giving you the script of what to say, it's just like -

Laura Davis: [Retches.]

LauraMoore:Well, A, are you doing that and is it actually working for you? But B, have

you ever done it in our industry, where wewant to work with Social MediaManagers?

Probably not, you know, it's like, you need to, you need to have done it to teach it.

Laura Davis:And bear in mind, like, howmany cold pitches do you get in your DMs? Like,

we get a lot. Like, daily, we get a lot; andwe could take on freelancers, we could employ

people. So, you know, you could argue that that's fair game. But if you think of how that

makes somebody feel, to us, we just domass deletes now because there's somany. So if

you're, if you're trying to pitch to a client, the chances are they're already getting a load of

shit in their DMs and a load of shit in their inbox, so you're just going to be associated with

that and you'll just be part of that mass [00:08:00] delete.

You need to be different and stand out and be quality and goodmarketers. You shouldn't

have to - if you're cold pitching, it shows that your social media marketing is not working.

LauraMoore: Yeah.

Laura Davis:And that is not good enough for a Social MediaMarketer. Your social media

marketing needs to beworking for you. Cold pitching is always a bit of a last resort, and I
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think, don't spend the timemass DMing people or emailing people. Spend the time

marketing your own business.

LauraMoore: There's much better things you can do.

Laura Davis: Yeah.

LauraMoore:Which is great news, because we're going to talk to you about them!

Laura Davis: Yeah. So where shall we start?

LauraMoore:Okay, so let's start with: that you can have conversations with people in

DMs and in emails, without pitching to them because the best person to pitch to is a warm

lead, right? But obviously you need to warm them up.

Laura Davis: Yeah.

LauraMoore: So, start conversations.

Laura Davis: Yeah, and that could be about anything really. Find a common conversation

point with a client or potential client or a business. You know, [00:09:00] and I've done this

a lot.Weirdly, the conversations are normally around gin, or it could be kids, or - and that's

whywhen - that's the benefit of when businesses show their personality and they show

bits of their life outside of the work, because it is easier to then have those conversations.

So if you're talking to a - if youwant to talk to a business that doesn't do that, then it is

slightly harder to findmore personable kind of attributes you can kind of talk about. But

there's still, you can still just get into DMswith people by having conversations.

LauraMoore: Yeah, like if someone's shared a story that they're at a conference or they're

in a restaurant or whatever, you can just reply back going, “OhmyGod, what was it like?”

Laura Davis: Yeah.

LauraMoore: You know, start a conversation.

Laura Davis: Yeah, a hundred percent. And don't feel like - you don't want to ever kind of
lead in with a, “Oh, hey, howwas that conference? Did you know that I could help you?...”

LauraMoore: [Laughs] Yeah.



099 - Stop Sliding into DMswith Cold Pitches

Laura Davis: Like, a pitch of any description should not be even on your radar. It's all about
building relationships, you know, and hopefully maybe they'll follow you back [00:10:00]

and then they'll start to see your content and it will grow and the relationship will grow.

It's like any relationship, you know, you don't just jump into bedwith somebody literally,

and it's, you don't jump into bedwith a client just because you found them on Instagram. It

doesn't work like that. You have to grow these relationships and that is the right way to do

it. And that is what social media is all about.

LauraMoore:Mm, yeah, it's just engaging with them, you know, leaving nice comments on

their posts, send - replying to their stories, sending them, you know, if you see that they're

struggling with something, thing on their story, sending them something that’s going to

help with it, not saying, “Oh, I can do that for you.” It's like, “Here you go, this, this blog

might help you.” That's it, that's not a pitch, is it? But it's positioning youwell, it's being

helpful to themwithout being, like, that horrible spammy kind of person, and you don't

have to then reply back, going, “Did you read it? You know, do youwant to hire me? Do you

wantme to do it for you?” Just let it settle. Be patient.

Laura Davis: Yeah.

LauraMoore:And it is a slow game.

Laura Davis: You can flatter people, make people feel good about themselves because

you're…. That's a nice thing to do, isn't it? You don't - [00:11:00]

LauraMoore: Yeah.

Laura Davis: - You know, whether it be you're flattering them on the service they provide,

the product they create, just be complimentary to them. But, like, if they've got a product

that youwant, buy it, like, be a customer.

LauraMoore:Mm, yeah, definitely.

Laura Davis: I’m not saying you have to buy everything.

LauraMoore:No, but also it's, it's about being curious, isn't it? And asking questions, and I
think themore openminded you are, and themore, kind of, curious you are about their

business and about what they're doing just in general, the easier it is to build a relationship

with somebody, so just, you know, they're, you know, they're making dinner or whatever
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on their stories, “Oh, what is that? You know, how do youmake that? How long did you

cook it?” You know, just like stupid questions like, Laura will be, “What kind of flavour gin

was that?” Do you knowwhat I mean? It's just these silly questions that are just normal

human interactions, where there's no hidden agenda, there's no, like, you're gonna start

this conversation and then suddenly you're gonna go BAM! “Nowwill you hire me?” It's

like, no [laughs.]

Laura Davis: If you think about when you go [00:12:00] to, like, networking events, which
we, admittedly, aren't places that we frequent a lot.

LauraMoore:No thanks.

Laura Davis:But, um, when someonewalks up to you and just pitches to you, it's never

going to work, whereas -

LauraMoore:What do you do? You get their business card and you throw it in the bin in

front of their face.

Laura Davis: [Laughs] That's a true story, but not us.

LauraMoore: [Laughs.]

Laura Davis:Um, and yeah, you, you know, you grab your cup of coffee, you have a chat

with them, you ask themwhere they, where they live, where they come from, about their

business, you have a conversation; and sometimes it's verymuchwork related, sometimes

it's not, and that's okay, and you know, yes, by the end of the networking event, by the end

of that conversation, you could say, “Oh look, I'd love to chat with youmore, do youwant

to followme here?”, but you don't necessarily go, “Oh, I'm going now, end of networking,

I'm going to domy pitch now.”, but you just make sure that you leave the door open to

invite more conversation, to get to know them and become friends.

LauraMoore: Yeah, definitely.

Laura Davis:Which sounds like softly softly, doesn't it? It [00:13:00] sounds like - there'll

be people listening to this who teach, like, cold pitching - well they probably aren't

listening to this - but they could be listening to this thinking, “OhGod no, whywould you

do that when if you just send one hundred DMs one of themwill say yes?”, and it's just

like… ugh!
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LauraMoore:Mm, yeah, no thanks. People call this ‘soft selling’ as well, which really

annoysme because I don't think there's any such thing as that. You're not selling. Full stop.

Laura Davis:Mm, no.

LauraMoore:No, you're not selling. But I think also this is kind of like - Laura and I, we
don't do cold pitching, but that doesn't meanwe don't do pitching, right?Wewill still sell

to warm leads andwewill ask people to introduce us to other people. But the whole point

is that they have, you have to have a relationship with them, because if somebody that we

already know is, you know, in our DMs, we have conversations with them, we knowwhat

they do, they knowwhat we do, blah, blah, blah, and then they send us an email and they

say, “Look, I've got a space for a new client, do you happen to know anyonewho needs

somebody tomanage their Instagram?”What are we going to do?We're either going to

think, “Oh, yeah, maybe, let me introduce you to this person”, or we're going to go,

“Actually, we do.” [00:14:00] Right? Because we already know that person, and you're not

saying, “Can you hire me? Can you hire me?” It's a much softer, like, easier question to

answer. But you can't do that unless you have a relationship with somebody, you have to

build that relationship.

Laura Davis:Well I think as well that you, it's about being in the forefront of somebody's

mind, isn't it? So, you're not gonna suddenly start chatting with someone about what

they've had for their dinner, and then aweek later youmaybe get ontomore business

related chit chat, normally slagging off… a particular platform, maybe, is normally seems to

be how I get on to work based, uh, chit chat. That business isn't going to necessarily turn

around and go, “Oh, okay, well I'll hire you then!”, because theymight not be looking to hire

someone, theymight already use somebody else and, or theymight, you know, theymight

be happywith how it is, but in six months time, when they do need help, if you're still in

their DMs, if you're chit chatting, if you're, like, commenting on their stuff, having a bit of a

laugh, whatever it is, you'll be [00:15:00] the person that they remember - and that has

happened tomemultiple times where people have come back tome saying, “We're ready

to hire someone”, or they recommendme to other people, “Oh look, my friend needs a

Social MediaManager, I've recommended you”, that kind of thing because you've just built

up a personality and a relationship with people and they like you and they can see your

content and that you're trustworthy and all of that stuff and it all works, but it's not a

quick win.



099 - Stop Sliding into DMswith Cold Pitches

LauraMoore:No, and youmight be listening to this podcast thinking, “Well, that's great,

but I need a client right now. How can I get a client right nowwhen I don't have time to do

all of that stuff to build up those relationships?” I guarantee to you that you already have

relationships with people who you can get to help you to find clients.Whether it's your

friends, whether it's your family, whether it's people who you're friends with on Facebook,

people who you're already in DMswith on Instagram. There will be people who you

already have these relationships with who you can ask for their help, who you can ask

them to introduce you to people, or you can, you know, ask them tomake

recommendations [00:16:00] for who you shouldmaybe start to, you know, build these

relationships with.

And if you need help with this, by the way, go to thetwolauras.com/client, that's where you

can get our Client Attraction Kit.We teach you exactly how to do this, without any cold

pitching. Then it all relates back to what we're talking about on this podcast, it’s all about

those warm relationships you've already got, and how you can turn those into like, like a

referral, really - get those people to introduce you to people. Because when it's a warm

pitch from somebodywho you already know, or they already know of you becausemaybe

they've been recommended to you, that's a whole different ball game. That's a whole

different, like, we're going to open up that email with a whole different mindset and read it

in a very different way than if it's a cold pitch.

Laura Davis: Yeah, a hundred percent.

LauraMoore: The other thing that you need to think about when you're doing all of this
kind of relationship building, is that people are naturally nosy. So, if I'm having a

conversation with someone, like on InstagramDMs, for example, or on LinkedIn, whatever,

and - I hope that I'm not the only person, I'm pretty sure not - I will be nosy and I will go

click on, see what they're doing on their [00:17:00] actual account.

Laura Davis:Oh yeah, all the time.

LauraMoore: Yeah? So, they will come back and do that to you, right? So they'll go and

look at your content. So it won't just be the conversation that you're having directly with

them, they'll be looking at your content. So if your content is great and it, you know,

positions youwell, then guess what's going to happen? You're going to stay in their mind

even longer, but you need to know how to create that great content. You need to be

creating the content that makes you look like the expert on that platform, that even

http://thetwolauras.com/client
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without you telling them that you offer social media management, they know that. Right?

You can be having a conversation in your DMs about what salad you're having for lunch,

but they know that you offer Social MediaManagement because that's what you talk

about in your content and they go and look at it, but your content needs to do that job.

And if you're not confident with that, thenmake sure you dive into the toolkit, The Social

MediaManagers Toolkit.We'll put the link for that in the show notes, it’s

thetwolauras.com/toolkit We've got a whole program in there.We call it Social Proof, and

it's all about how you can create amazing content that will help you to stand out in the

right way, help you to reach the right people, [00:18:00] help you to grow your audience

and help you to sell to people on social without this cold pitchingmalarkey, because we are

so against this, it's unbelievable, in case you haven't already gathered that from this

podcast. But yeah, we'll put the link for that in the show notes.

Laura Davis: So that’s it!We look forward to hearing how you get on. No one jump into

our DMswith a cold pitch.

LauraMoore:Don't you dare.

Laura Davis:Or our email for that matter. Yeah, we'll be back same time next week.We'll

see you then.

LauraMoore: Ta ra!

Laura Davis: Toodles!

http://thetwolauras.com/toolkit

