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Today’s Takeaways

1. How to present a credible & engaging 

value proposition on LinkedIn.

2. How to connect & build relationships 

with targeted buyers.

3. How to keep your brand top-of-mind 

with potential & existing buyers.



The Way We Buy Has Changed



92% of buyers delete emails or ignore calls from people 

they don’t know….. you must build trust with your 

audience.

Data: McKinsey & Company 



Best Time To Sell?

When Your Customer’s Ready To Buy



76%+ business buyers research 

suitable suppliers & services online.



57% identify their preferred product 

or service through online research.



LinkedIn users conduct more than 

1 billion searches daily 





Tip # 1 It Starts With Your Profile

Tip #1 Brand Your Images



Tip # 2 Grab The Headline

7 seconds to make a first impression



Tip # 3 Articulate Your Value

Be Solution Focused



Tip # 4 Fully Complete Your Profile



Tip #5 Know Your Audience

Who is your ideal customer/buyer/introducer?



Who Are Your Networks?

• Potential buyers – engage with the right stakeholders

• Existing customers - keep in touch

• Track down lost contacts who moved elsewhere

• Maintain relationships with physical networking contacts

• Connect & engage with external influencers & referrers

• Amplifiers – those who willingly share your posts & articles 

• Connect with your colleagues, suppliers, business 

partners. 



Tip #6 Connect & Build Relationships

Learn how to use the platform’s search & filter options



Build Know, Like & Trust



The 123 LinkedIn Invitation Response

1. Thank for connecting.

2. Include a link to useful relevant content (video/article etc).

3. Add a PS: “What inspired you to connect?”



Build Trust – Nurture Prospects

1. Message #1 – ‘I thought this article might interest you’.

2. Message #2 - ‘This is how we help customers like you’.

3. Message #3 – ‘ Would you like to subscribe to our list?’ 



Engage & Have More Of The 

Right Conversations



Tip #7 Be Top Of Mind Consistently

Unique insights

Posts/Updates

Ask questions

Thought leadership articles

People buy people

- be interesting

Engage with others content

Paid advertising

Video
Have an opinion









• Topical, informative, insightful

• Questions, opinions, debates

• Human interest stories

• Inspiring, humorous, amazing

• Avoid posting more than 20% 

promotional content

Which Content Gets 

The Best Engagement?



• The 1st 60 minutes is critical

• @Tag known LinkedIn users

• Choose your time of day

• Add relevant/popular hashtags 

• Minimise the use of external links

• Be relevant

How To Increase Your 

Post Visibility & Engagement



Tip #8 Be Yourself - Be Memorable



Tip #9 Plan/Schedule/Measure



1. Number of new connections 

plus quality.

2. Number of connections who 

convert to a 1-to-1 LinkedIn 

conversation. 

3. Number of conversations who 

convert to a phone call or 

meeting.

4. Review your LinkedIn Social 

Selling Index.

5. Measure the growth of your list 

& email campaigns. 



https://business.linkedin.com/sales-solutions/social-

selling/the-social-selling-index-ssi#

https://business.linkedin.com/sales-solutions/social-selling/the-social-selling-index-ssi


• General Data Protection Regulation – May 2018

• Relevance – anyone who processes an individual’s personal 

data.

• Processing includes: 

Obtaining/Recording/Storing/Updating/Sharing/Marketing 

• LinkedIn is the data controller – freeing you from GDPR.

• Not everyone has to opt-in (Legitimate Interest)

GDPR & LinkedIn



Tip #10 - LinkedIn Local



1. Understand why your customers 

buy you?

2. Create a credible online profile 

that articulates your value. 

3. Set out a weekly/daily plan to 

locate, connect & engage with 

the right people online.

4. Promote your expertise & your 

personal/company brand 

consistently.

5. Plan, do, check.



Your Questions



Let’s Connect – Steve Phillip

steve@linked2success.co.uk


