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How to Position Yourself
to Attract More Leads and
Automate LinkedIn the
Right Way
In Day 4 of the Trust Equation Intensive we
discussed how to best position yourself on
LinkedIn to attract your best prospects.
This workbook will detail the best practices
to approach your LinkedIn profile and how
to make initial connections with prospects
in the most efficient and effective way.
Have any questions about how to start
launching your email campaigns with
Connect 365? Reach out at
connect365@linkedselling.com.

HOW TO CREATE AN AUTOMATED CLIENT
ATTRACTION AND SALES SYSTEM...
In the action book below we will share with
you a series of messaging examples to
edit and include in your long term nurture
campaigns for your prospects to receive
after they've completed any short-term
promotions..
These are by no means the only
approaches you can take, but they are a
great start.
Read on for a special implementation
guide for new Connect 365 members.

Where to
Start ...

Start your 14-Day Trial and Learn How to

Start Generating
Leads with...

Claim your $5k Bonus Package and 65% Discount (if
you continue past your trial) by clicking the button
below.

Start your free test drive of Connect 365 at::

LinkedSelling.com/Intensive

Getting
Started
The First Question to Ask
Yourself...
The fact is - it's impossible to
start any marketing campaign
without thinking about WHO you
want to target.
Whether you are running an ad
campaign, an email campaign,
direct mail, writing a 'lead
magnet'. It doesn't matter.
You first should know who you
want to talk to and how you'll find
them.
When it comes to LinkedIn
typically we tell clients to start by
looking at what's worked in the
past...
Since LinkedIn is a gathering
place for professionals you'll
want to think about how this
professional data can tie into your
approach.
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Start with...
What types of people (or
companies) have you worked with
in the past?
Who have you had especially good
success with?
Who made the buying decision?
What types of skills or interests
may they have on their profile?
What types of professional groups
or organizations may they be a
part of?
What LinkedIn (or Facebook)
groups would they be joining?
Asking yourself these questions
based on how your prospects
identify demographically as it
relates to their profession will
help with prospecting and
messaging.
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Getting
Started

...But just being able to
understand your prospects OR
even knowing how to find them
on LinkedIn isn't enough...
THERE'S A LOT OF NOISE OUT
THERE
It's tough to get your piece of the
pie when you don't have a way to
position yourself as an authority
or leader.
And you need a way to stand out
from all the vendors with
something to sell.

PROFILE OPTIMIZATION
A well-positioned and optimized
LinkedIn profile is the necessary
to even have the opportunity to
start building relationships with
your high-ticket prospects.
...and the truth is most people
get it DEAD WRONG.
The average person will spend
less than 20 second reviewing
your profile. Within those 20
seconds there are a few key areas
of focus that will position you
better to win their trust.

How do you that on LinkedIn?
PROFILE PICTURE
Because we know that when
contacted most people these
days will end up turning over to
Google to find out about you or
your company.
And with LinkedIn continually
ranking highly in search results
you need to set yourself apart
from everyone else.
We do that with your
POSITIONING.

Don't overthink it...but don't
ignore it. LinkedIn's own research
has shown that having a profile
picture increases your likelihood
of getting viewed by more than
14x.
No need to hire a professional
though.
A simple headshot of you smiling
should do the trick.

Getting
Started

03

YOUR EXPERIENCE

YOUR HEADLINE

Fill out your experience section
with a history of your professional
career.

This is one of the most important
factors to update on your profile.

Again - most people are looking
at a profile in 20 seconds or less
so try and weave a career story
and how your previous
circumstances led to your
expertise in your current role that
you are promoting.
But again no need to overthink it
here. Keep it simple.
What was your position, what did
you work on and how did it help
prepare you for what you
currently do and who you
currently work with.
Including language to directly call
out your prospects and how
you've helped others just like
them is the most important piece
to include in your Experience or
Summary.

Most people follow a very
common approach of including
their company name and job title.
You want to take it a step further
and let your prospects know that
you help others just like them and
how.
WHAT MOST GET WRONG...
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Headline
Examples

TEMPLATE TO BEGIN WITH:

[title], [company name] | We help [avatar] [benefit] [how]
EXAMPLES
Director of Products, LinkedSelling | We help businesses develop stronger
sales pipelines
CEO, Advanced Tech | Helping small businesses get more done with less
through automation
MORE EXAMPLES

Next
Steps
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You can either approach your messaging through LinkedIn or
automating your outreach over email.
Both can be effective but for the purposes of this training we are going
to share the approach to connect and then automate your outreach
over email with Connect 365.
The following pages will lay out the process to connect and then gather
email information for those that accept your request.
Note the following screenshots for sending the connection request are
shown through Sales Navigator - you can also send connection
requests through a free LinkedIn account, but you should be aware that
you'll be limited by the amount you can send in a given month.
You can certainly still follow the advice in a free account, but will just
have to at a smaller scale.
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Getting
Connected

After searching for the types of people you want to connect with,
click the three dots to the right of a person who looks like the right
fit.

Choose Connect.

Add a note. (we recommend the template from this example)

Getting the
Email
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Navigate to your Network and Connections.

View your recent connections who have accepted your request at the top
of the page and click their profile picture to navigate to their profile.

Click on their Contact Info and Gather the Information.
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Add Them to
Connect 365

From there all you'd need to do is enter their information
into Connect 365 and Tag them into your appropriate email
sequence that you have created within your Connect 365
account.
Not sure what type of messaging to send this new LinkedIn
Connections?
Review Day 2 of the Intensive along with the workbook and
scripts below:

CLICK HERE TO REVIEW DAY
2 OF THE INTENSIVE!

Implement with...

HOMEWORK:

1. Update Your LinkedIn Headline.
2. Send out 10-20 connection requests.

Start your free test drive of Connect 365 at::

LinkedSelling.com/Intensive

