eBook

LEAD GENERATION
LINKEDIN STRATEGIES TO
GROW YOUR BUSINESS

Grow Your Network
Build Relationships
Generate More Leads
Increase Sales

Take Social Selling
to the Next Level
Never before have we had the
opportunity to do this as exponentially
as we do today on LinkedIn.
Learn these online marketing
strategies to help grow your business.
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Lead Generation Strategies on LinkedIn
Sales in today’s world have changed a lot from a few years ago. We no longer pick up the phone,
cold call someone, and make an appointment to see them to start our sales process.
These days, just about everything is online (even the phonebook). We network, connect, share and
converse mostly online, and sometimes get out into the real world to continue our relationships.
Here are some statistics you might find interesting about these changes:
•
•
•
•

90% of top performing sales people use social media as part of their strategy
67% of the buyer journey is now done digitally
90% of decision makers “never” respond to cold telephone calls
31% of B2B professionals say social selling lets them build deeper relationships with
clients.
SOURCE: www.superoffice.com/blog/social-selling-statistics/

Even though the way we go about prospecting
and generating leads has changed, the process
we use has not. A typical lead generation
process still consists of:
1. Prospecting or researching our target
market.
2. Touching base with potential clients
(cold calls in some cases)
3. Building the relationship
4. Taking the relationship to the next level
or moving it into the sales process (this
is still usually done offline).

Prospecting & Research
Know your Target Market

The steps outlined in this document are working from the premise that you have already identified
who your target market is, determined your buyer personas and taken marketing steps towards
reaching out to those people in the form of website optimisation (SEO), social media and
advertising.
If you haven’t identified your target market yet, think about your best client. What is it about them
you like? What stands out from a demographic perspective? Consider age, gender, location, job
title, interests and any groups they might be part of.
Next, think about the businesses that are a good fit for you. Look at where they are located,
employee headcount, annual turnover and industry.
You should now have a clear picture of your ideal client from a personal and business perspective.
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Optimise your LinkedIn Profile (and
all social media profiles for that
matter)

The steps in this e-book are also working on
the assumption that you have optimised your
LinkedIn profile with keywords, written your
summary from the perspective of the client
and have as much of your profile filled out as
possible, including your contact information,
skills, recommendations, volunteering and
interests. It’s also recommended that you have
a banner to help your profile stand out visually.

Helpful tips on Profile Optimisation

Skills and endorsements can be re-ordered so
only the most relevant ones are showing on
your profile. You can even remove a skill from
your list if you feel it’s not going to be helpful
in your hunt for new clients.
The experience section of your LinkedIn
profile lets you promote your services
individually through the Position Grouping
function.

Research & Identifying Potential
Clients

LinkedIn helps us navigate through the
research stage with much more information
than we have ever had available to us in the
past. And in most cases that information is free
(apart from the time taken for the research).
There are a couple of ways you can go about
researching and identifying who your potential
clients are. Identify potential clients through:
•

General searches in the search box

•

Advanced Search Function on Sales
Navigator

•

Groups, Companies and Content also
help us find companies and people that
we want to connect with.

•

Hashtag Communities on LinkedIn
provide a great way for more people to
find your content on social media and
help extend the reach of your content
through searches.

Simply click on the + icon in your Experience
section, and add the name of the service
(Keyword) in the title field. Select your current
company and add the same start date to
present, and then check “I currently work in
this role.”
Describe the service in the
description box and add any
media you want to.
A clean, optimised and
appealing profile helps attract
people to you. LinkedIn
profiles are highly searchable,
and by making yourself as
visible as possible you’re
increasing the number of
opportunities people will
have to find your profile
online.
If you need a hand with
your LinkedIn Profile, check
out the LinkedIn Managed
Service, a profile
optimisation is included.
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Find your Specific Target market with
Advanced Search

The Advanced Search through Sales Navigator on
LinkedIn is fantastic. The search capability is very
detailed, enabling you to get quite specific about
the type of clients you want to connect with using
information like company size, position, groups,
location, seniority level and industry. As long as you
know who your target audience is, in a few clicks you
can create a very targeted list of leads.
The Advanced Search function also offers Boolean
Search, which gives you a number of ways to filter on
searches. There are Boolean search parameters to help
you find exactly what you are looking for.
The types of searches you can perform are endless.
Below is a list of the Boolean parameters you can use in
your search:

Boolean Parameters

Quotes - Exact Phrase match = “xxx” i.e., “keyword”
“CEO” “Sales Manager”
Parenthesis – a complex search where you can
combine terms and modifiers i.e. CEO in the health
sector = a search for (CEO) AND “health” or something
like “software” AND (engineer OR architect).
AND – to search for profiles which include two terms,
you can separate those terms with an upper case word
AND. I.e. software AND engineer
OR - to broaden your search to find profiles which
include one or more terms. i.e. “Helpdesk OR “Help
Desk” OR “Technical Support”
NOT - do a search but exclude a particular term type
with an uppercase NOT i.e. NOT director
There are many variations you can use in Boolean
search and the above gives you a small taste of what is
possible.
Another great feature of Advanced Search is you can
save your searches. The saved searches also let you
know when people joined LinkedIn and updated
their profiles. This means you can come back to these
searches and see if any new potential clients have
joined these lists based on the search criteria. LinkedIn
will also send potential leads to your inbox based on
your search parameters when new members join.
You can really start to see how the Advanced Search
function helps you find your specific target market
quickly.
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Groups

Connecting with new people on
LinkedIn can be tricky if there is no
connection already in place. People
can only find you if you are connected
in the 1st, 2nd or 3rd level networks.
Joining groups is a great strategy
to overcome this limitation. An even
better one is to join groups where
your target customers are! Most
people join groups that are relevant
to their industry. However, it is useful
to join groups that your target market
are a part of too.
KEY TAKEAWAY: you can also
join groups that are in your location
or the location of your business if
they are relevant to your business
growth (there might be local
networking groups in here as well).
Joining a group is an effective way
to connect with your target audience
as it enables you to find out their
interests, as well as reach out and
message them for free. If both of you
are in the group then you can send 15
messages per month at no cost.
Free messaging generally only
happens with 1st level connections
so this is a great opportunity to reach
out to potential clients you’re not
otherwise connected with.
Keep an eye out for how many people
are in the group and how regular their
discussions, posts and activity is.
If the activity and numbers aren’t high,
look for another group, unless the
group is particularly relevant to your
business.
KEY TAKEAWAY: a person can
only find you if you are already
their 1st, 2nd or 3rd connection.
You won’t show up outside
of these connections, so joining
groups with your target market
can open you up to connections
you otherwise wouldn’t have had!
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Turning your
LinkedIn contact
into your prospect
A lot of sales people have had to change the
way they approach the “cold call” because
technology has changed so much.
So once you have gone through the process
of identifying the people that you want to
touch base with, what’s the best approach?
You have probably had your fair share of
online experiences with people sending
through connection requests with not much
information, and no relationship with you or
any of the connections you have online. Most
people don’t like this approach. It instantly
raises suspicion and automatically puts you or
your potential prospect on the defensive.
There will always be an element of wariness
with people when the approach is “cold.”
Having an optimised profile will automatically
put you a step ahead of most people currently
on LinkedIn, who pretty much have a resume
with not a lot of detail.
When putting together your connection
request for prospects that you don’t know
on LinkedIn it’s important to speak with the
person in their language, tone and style.
www.salesseoandsocialmedia.com

It’s also important to tell them why they should
connect with you. When going through this
process it is a good idea to have a couple of
pre-written “scripts” that you can personalise
and change for each connection. This is a lot
faster than writing everything from scratch.

Touching Base – the Cold Call

Cold calling or making that first connection
can be daunting, but there are ways to
minimise the impact of a cold approach and
personalise the experience for everyone
involved.
The best way is to send personalised
connection requests. Introduce yourself,
tell people why you would like to connect
(expanding your network) and why you
would like to connect with them in particular
(for example similar target audience, shared
interests, we offer supportive services to the
same client base). Let them know you are
there if there is anything you can do to support
them and wish them well.
KEY TAKEAWAY: at this phase a number
of people will not respond and that’s ok;
don’t be offended. Sales is a numbers
game and this is the first step. The good
news is that some people will respond,
and for those who do, you can move to
the next level.
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Building the
Relationship

So you have sent out your connection
requests, what now?
Keeping the momentum going after someone
accepts your connection request is of great
importance at this stage. Once again have a
“script “of a thank you message so you can
keep the conversation flowing.
The same goes if a person sends out a
connection request to you first, it is always a
good idea to personalise the response.
A good way to start building the relationship is
to offer your new contact something of value.
This could be a piece of content like an eBook,
video, case study or other type of download
that is of use to the client.
It’s also a good idea to keep your messages
short (especially if people are reading them off
a mobile device) include a few bullet points to
catch their attention and a PS if it is relevant.
Follow the first note up with another in the
next week or two depending on the feedback
from the potential client. If there’s not a lot of
engagement from them in the early stages,
perhaps ask them if they would like to join
your list or database to help stay in touch.

Taking the
relationship to the
next level

The key to successfully using LinkedIn for lead
generation is to take the relationship offline.
How can you turn this contact from a potential
to a real prospect?
Moving the relationship to the next level
could be face to face, through Video or even
a telephone call. However you do it, by taking
things to the next stage, you can convert the
prospect to a potential client.
KEY TAKEAWAY: - use LinkedIn to warm
leads up as opposed to selling on the
spot.

So how do you grow your network?
A good place to start is by looking at the
network you already have.

Check out what’s going on with your
connections and interact and engage on a
regular basis.
Stay connected with people by offering daily
posts that add value, share information of
interest to your potential clients. This gives
them the opportunity to comment, which
encourages interaction. It is always a good
idea to comment on others’ posts, like what
they do (if you like it) and congratulate
people on anniversaries, birthdays, and other
landmark events.
Where possible make introductions. Helping
others meet people that might have some
value to them usually encourages people to
return the favour in kind.
If there are people in your connections
network that know someone you would like to
meet, you can always ask them to introduce
you to others which is a nicer way to start the
relationship off than a sales pitch. Make sure
they actually know the other person before
you ask for the introduction!
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5 Tips and tricks to help
you get even more leads
While we’ve covered the basics so far, there are a few
little insider tricks you can use to boost your LinkedIn
performance even more. Here is our top five:

1. Message LinkedIn Premium members for free.
You can send free messages to LinkedIn Premium
members who have set their profile to open. Check for
the gold LinkedIn icon on their personal profile or next
to their name in search results.
2. Find prospects via People Also Viewed. This is listed
down the right hand side of your page, unless it’s
been turned off. People Also Viewed is a great feature
that lets you find other prospects who are similar to
the ones you’re already looking at.
3. Send personalised invitations from mobile. If you’re
using LinkedIn from your mobile, it’s tempting to
just hit the Connect button next to a person’s profile
but this leads to a generic connection request rather
than a personalised one. Personalise your connection
requests from mobile by tapping the “More…” on their
profile page. (From there you can click on “Personalise
Invite.”)
4. Follow up warm leads. If you regularly publish
content on LinkedIn you can see who has liked or
commented on your posts by going to the bottom
of your article. These people already know who you
are and are interested in what you have to say, which
could make them ideal prospects. Check if you’re
connected and if not, send them a request.
5. Use the Find Nearby feature. This is a great way
to find new connections at industry events or
conferences. Simply go to the Network page on the
LinkedIn app, tap on Find Nearby and set it to on.
LinkedIn will find anyone close by who also has their
Find Nearby page open and you can easily connect.
It’s well worth setting aside some time every day to work on
your LinkedIn lead generation.
You don’t need to spend hours to see results, 15-30 minutes
a day can yield good results over time, as long as you take a
strategic approach.
Or you can always outsource it to someone else – our
LinkedIn Managed Service will take care of all the above
while you get on with running your business. As your
connections grow, so should your sales.
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General Tips - Additional things
you should be doing on LinkedIn
DAILY STATUS UPDATES

Publishing daily posts on social media helps you stay top of mind, strengthens
your branding and reminds people of your specialties. Make sure the content you
share is relevant and valuable and not a sales pitch.

REPLY TO NEW CONNECTION REQUESTS
WITH A PERSONAL THANK YOU MESSAGE

This helps to open up the conversation and start building the relationship.
You could also include a blog or eBook in your message
as a value add to further enhance the relationship moving forward.

MAKE SURE YOU CHECK YOUR MESSAGES DAILY
AND RESPOND WHERE APPROPRIATE
Email on LinkedIn is the same as email in the real world.
People don’t like to be kept waiting if they are potential clients.

KEEP AN EYE ON YOUR TARGET MARKET LIST
Send out new connection requests as new people join
that fit your target market. Try to send out 5-10 per day.

CONNECT WITH PEOPLE YOU MEET
AT NETWORKING FUNCTIONS

This helps you stay in touch so you can continue the relationship building process.

RELATIONSHIPS TAB

The relationships tab enables you to keep your messages
and conversations with people you have had contact with.
You can also set reminders for when you want to send them a message again.

TAG TAB

This gives you the ability to tag people into particular tag groups
so you can keep across everything. You can tag people as existing clients,
networking contacts, personal, and more. You can also set yourself reminders to
contact people and make a note of how you met! It is kind of like a mini CRM,
enabling you to keep abreast of your database on LinkedIn.

CHECK YOUR NOTIFICATIONS DAILY

So you can see what is going on in your network. You probably won’t have to
act on many of these but it is good to know what is going on and often leads to
connection opportunities that you otherwise might not have known about.
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You don’t have to do it alone
If this all sounds like a lot of work,
our Managed LinkedIn service
can take care of your lead generation for you.
We’ll help with set up, profile optimisation, automation
and ongoing monthly tasks like sending connection
requests, follow up emails, posting content to your profile,
lead generation report and more.
You get on with running your business;
we’ll take care of your leads!
Networking online is an excellent opportunity to generate more leads
which potentially could turn into clients.
If you would like more information on how to utilise social media
for lead generation strategies in your business, or you’re interested in learning
more about our LinkedIn Managed Service packages,
please feel free to call us on 1300 869 189 or click the link below:

CONTACT US TODAY
About the Author: Kaylene Grieve
Kaylene runs Sales, SEO & Social Media which is a company that specialises in online digital
marketing strategies with a focus on lead generation & increasing sales. Using Online
Marketing Strategies, we take sales & marketing to a whole new level. We strive to make sure
your experience with working with us is bringing the best out in you for your clients.
CORE COMPETENCIES
• Online Content Audit
• Search Engine Optimisation
• Search Engine Marketing
• Social Media Strategy and Content Planning
• Blogging Strategy and Content
• Lead Generation and Business Development
• Online Advertising Campaigns through Social Media & Google AdWords
• LinkedIn Managed Service & Social Selling

