Prospecting with
LinkedIn

Connect without Cold Calling

LyntonWeb Solutions — 1500 McGowen, Ste. 210 - Houston, TX 77004 - Telephone: 877-596-8669 Jw



Introduction

Worldwide, Linkedln has, at last count, 150 million users,
making it a major social networking site. What’s unique about
LinkedIn is its focus on being a social platform designed for
professional, business networking and information sharing. This
makes it a gold mine for prospecting for leads.

Ironically, though, the idea of prospecting through LinkedIn is often overlooked as most people view it as
only a place to find their next job. This is a feature, of course, however, it’s only one of a number of other
features, features that can be used to locate, research, and connect with sales prospects.

In fact, savvy salespeople are getting real results by using LinkedIn as their main source of lead generation
which is leading to tangible revenue. Used correctly (i.e. not for cold calling), LinkedIn is a critical tool that
can make your prospecting faster, smoother, and ultimately, more profitable.

This guide is designed to get you started on the road to sales success by using LinkedIn as a prospecting
tool. The steps listed are broken down into levels of difficulty indicated on the bottom left corner of each

page. INTERMEDIATE ADVANCED

It is best to start with the Basic steps and then come back for the others after.
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Step 1: Optimize Your Profile

Before you can start prospecting on LinkedIn, you need a 100% complete profile that displays as much
useful information about your professional qualifications, range of experience, and areas of expertise in
order to establish your credibility. Important elements for your profile should include:

Personalized URL
with your name

[ www linkedin.com/in/ronmattocks1

Ron Mattocks . . .
Content Marketing and Social Media Strategist % CO n C | S e y d e S C rl ptlve
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tagline
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We b S ite , b | Og ; O r a Education  St. Edward's University

St. Edward's University
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Step 1: Optimize Your Profile

Add your other social
networks, but only if you

are okay with prospects \Webs“%i
seeing them

Twitter:
Include interests so

Interests:
prospects can see if they /

share any of the same

Groups and

ones Associations:

Show groups you are a
part of, and, if
applicable, be connected
to your company’s
LinkedIn Group Page

Additional Information

¢ Metworking Profile
e Company Website
« Blog

lyntonweb
PROFESSIOMNAL: Writing, Social Media Marketing, MNetworking,
Social Media Consulting and Strategy. PERSOMNAL: History, Painting,
Collecting

Greater Houston Builders Association, Mational Writers Union,
Houston Sales and Marketing Council

s AXIOM Sales Force Development -The TRUTH About Selling
A'-.'}.I.E”.'! Alumni

[SlSte e (=) BlogVWorld & MNew Media Expo Metworking Group
Mistwarking Group

C Cantent Publishing & Marketing for Business Peaple
mmulmﬂl“ Digital Marketing

%\ Eagle’s Flight



Step 1: Optimize Your Profile

Recommendations For Ron

VP of Sales
Recommendations from Lennar Cf
your CO_Worke s or Cllen S “Ron is very intelligent, results driven, and passionate about his work. He had one of the
ill i strongest work ethics on the team. Ron was very well rounded in all aspects of the
WI“ I_nc_r_ease_ your homebuilding industry. If | needed something done, | could always count on Ron. It was a
CI’EdIbI'Ity Wlth prOSpectS_ pleasure working with Ron and having him as part of the leadership team.” Sepfember 26,
2008

(Ast) Ron Martin, Division President, Lennar
managed Ron at Lennar

Skills & Expertise Endorsements 2

27 Social Media Marketing -'gfnuﬂ
S DR 8 AR
Endorsements on your 7 Freelance Writing &nﬂ.“ﬁ
skills will also add to

s s BRELT

your credibility.

w

5  Content Development Mﬂﬂ[‘ﬁ
\

2  Management m

Business Planning ﬂ




Step 1: Optimize Your Profile

Be sure you are active in sharing
information from your company
blog, industry webpages, and

other sites so others can see the

value in connecting with you. —

Sharing your company’s blog
content is easy and can be fully
automated with RSS feeds and/or

apps.

Say happy work anniversary!

| Ron Mattocks

2 years this November
LyntonWWeb

Like

= Say congrats + 10 days ago
Ron Mattocks
"'3., 11 SEO Tactics to Optimize E-Books and

White Papers
lyntonweb.com

White papers and ebooks are among the
most effective content marketing tactics for
generating leads, and by using these SEO
tactics sawy marketers can increase the
reach white papers and ebooks have with
potential clients.

Like = Comment = Share - 11 days ago

Ron Mattocks is now connected to Caraline Christy, Account
Executive at Zocalo Group

13 days ago



Step 1: Optimize Your Profile

To add features and apps that will enhance your profile, go to the “edit your profile” page and look for “Add
Sections.” A pop-up menu will appear giving you a list of options to select from. Choose those that apply
and follow the instructions. Add ones that you think will provide the most useful information to prospects
that review your profile.

Add Sections

Find the “Add

Causes « Enhance your Professional Profile Sections” link
Applications Select a section or application from the left to preview and add it to your profile.
Blog Link located on your
Box.net Files — H H
( | Legal Updates edit profile page
Creative Portfolio Display g P p p g
E-Bookshelf —| UDSUP Get legal news that matters to
) | | you and yaur business.
Google Presentation =| T (Lawyers, upload your articles
Lawyer Ratings and other content. Be found for

Legal Updates your expertise on Linkedin_)

Show preview

My Travel
Polls

- Have ideas for new sections?
Send us feedback »

Select from the menu of products
and apps that will provide the best
info to others




Step 2: Build Your Network

It is good to build up a solid network of contacts. This will make your profile appear “real” to others and the
amount of connections will add to your credibility. Increasing your connections on LinkedIn expands your
audience and exposure when you share your company’s content or comment on articles. Every time you
connect to someone new, comment or share an article, all your connections see this activity in their feed.

import your address book and
add people in bulk

Lil'lkedm.z. Go to Linkedin A4S » - Ron Mattocks =  Add Connections

Home Profle Contacts Groups Jobs Inbox Mews More People ~ _ Advanced

See Who You Already Know on LinkedIn \

M @ 04 ] Aol. Look for friends, colleagues,
Yahoo! Mail Gmail ¥ our Email Qutlook Hotmail AL Any Email C|ientS, Old/COId Ieads’ |OSt
opportunities through the
People Search function (avoid

Get started by adding your email address.

Your email old g|r|fr|end5).
rmattocks{@yahoo.com \
Your contacts are safe with us! 1 1
We'llimport your address book to suggest connections and help you manage your contacts. And we won't Se nd a'n I nVIte to CO n neCt
store your password or email anyone without your permission. Learn more O n Ll n ked I n a.fte r eve ry

meeting you have with
prospects, customers
and colleagues.




Step 3: Find Prospects

LinkedIn provides a variety of basic options that are helpful for finding prospects. The easiest is conduct a
search by job title, general keyword, location, industry, or company. The Advanced Search feature lets you
enter multiple criteria for more precise results. You don’t have to search only by People, but also by
Company, Groups, Industry, and Keywords too (some criteria are restricted to Premium accounts). As you
look at search results, focus in on the closest connections (2nd/3rd degree) as you have a greater chance of

connecting with shared connections.

Mews  More People ~ Advanced

ome Profle Contacts Groups Jobs Inbox  Companies

Find People = Advanced People Search =~ Reference Search  Saved Searches

Keywords: Title:
First Name: Current or past .
Lot . Company: ClICk
) ’ Current or past “Advanced” to
ocation: ocated in or near: i
Located [=] School: access this page
Country: [ |nied States [=]
Postal Code: Laakup
vWithin 50 mi (30 km) \ Use mUItipIe
criteria for best
........................... | resu ItS
Industries: [[7] All Industries Seniority Level: [J] All Seniority Levels

~
[ Accounting E BeTA [ anage

[ Airlines/Aviation Qe
et e : o0 \ Some criteria are
only available to

Groups: |[J]All Linkedin Members -~
|:|Inbuun:lﬂliark&ters—FurI.1arket|ng El _— 0 Preml u m use rs

Drrfacein




Step 3: Find Prospects

A rich source of prospects can be found in LinkedIn Groups. The key, however, is joining groups that your
prospects would join and not ones within your industry. One way to do this is to use the advance search
feature using groups. Narrow the groups by the available criteria and then review those groups to see if
group members fit your ideal prospect. If you are unsure of a group look at the demographics to see who is
the predominate profile and how active the group is.

Start with a search

under Groups _
Review group stats to

see its composition

Groups ~

Content Marksting [o. | English © Remave Al
682 results @ Content Marketing Group

All Linkedin members = Di . P I
i iscussions romotions  Jobs Search  More
[ 1t Gonnections (62 Content Marketing Group
[ 2nd Connections (& -] CMA's Content Marketing group represents some of the most creative and talented = Updates
) agencies and individuals globally. They produce cross media... . .
vary (25 Your request to join the Content Marketing Group group ha: u

[ 3ra+Everyons Else (257) Very Active: 92 discussions this month - 2,406 members q ! 9 P group Your Activity

¥ 118 in your network . "

. Your Settings
All categories =
" - Subagrc

[ Your groups (2) Ebooks, Ebook Readers, Digital Books and Digital Conte.. ‘Your membership is pending approval. You can adjust your settings here » Subgroups
[F]1 Open groups (356) E Book Publishing professionals interested in latest industry news and. . content— =- Group Profile
[F] Members only (325) creating/developing, marketing & sales: what's working/nat, o Statist

Very Active: 226 discussions this month - 55,715 members roup statisties

 Marti Lawrence and 2,034 in your network AT A~
g A Iangu?g—as e Marti Lawrence
English (682) M Independent Writing and Editing Professional
[F] Dutch(14) Nicole Bruce Summary Growth Activity @
[C] Spanish (3) Public Relations & Media Specialist at CJE SeniorLife

(3)

O Portuguese () John Wilder i i i semonTy Funcrion SENORTY  FUCTION  LocATION  mousTRY
[F] Czech (1) I can help you with relationship or sexual problems —_—

Join to view all 2,035 I Marketing
T . 25 ()/ 17% Senior 25%

| . Seni LOCATION Director _
Narrow down with listed g e o I
search criteria |

own:

- EN
Marketing a... e m

27% N :




Step 3: Find Prospects

Another excellent opportunity for finding and connecting with potential prospects is through LinkedIn
Answers. LinkedIn Answers is a section where people looking for professional and business input post
questions for other Linkedln members to answer. By using the search criteria found in Answers, you can
find the exact questions you and your company answer. Furthermore, the more active you are in answering
guestions, the more points you gain, and LinkedIn will publically list you as a subject-matter expert within
that topical area.

Find “Answers” Look under the Advanced tab and add a
under the / Keyword and highlight the sorting criteria
“More” tab.

Answers Home | Advanced Answers Search My Q&A  Ask a Question  Answer Questions

Keywords: Content Marketing
Search for keyword match in:
@ Questions and Answers ) Questions anly S h It
Category Gaovernment and Nonprofit » - Al - Al -
Health = Advertising and Promotion = Customer Relationship Manage I 1 H
Help Center Hiring and Human Resources » | Business Development Lead Generation | S t S q u e St | o n S
Answers International = — | Graphic Design Sales Techniques
Skills & Expertise Law and Legal = _ | Mobile Marketing yo u can Choose
Upgrade Your Account Management » Public Relations
- Marteing and Sales > JlSales>
Y“”"t_‘pp“fa“““ Monprofit = Search Marketing to a n SWe r
cverfll Reading List by Amazon Personal Finance » - |\Writing and Editing il
Polls ~ ~
LA Brogtink
s Le .
SlideShare Presentations Options O showoniye  Search Results Results 1 - 10 of 500
Jnivef Get More Applications

— ... All Questions Open Questions

sorted by: Degrees away from you | Relevance | Date

? What is your preferred method of Selling (Webinar, Video Sales Letter VSL or old
fashioned)?

For last couple of years, | have noticed surge in webinars. Just curious to know many are adopting with
pace So how are selling it? Do you do webinars (live or recorded) or Video Sales Letter or old

18 answers | Asked by Muhammad Siddique (_2nd )| 3 days ago in Sales Techniques, Lead Generation | Open




Step 3: Find Prospects

You can also take advantage of LinkedIn Answers by subscribing to certain questions broken down by
industry. Use the Answer Questions tab, and click on the applicable criteria that best relates to your target
prospects. When the search results appear, scroll to the bottom of the page and locate the RSS button to
add these results to your feed reader or email. When new questions are posted, they will show up in your
reader or email, making it easy for you to provide timely input to a potential prospect.

Go to the Answer

/ Questions tab

Answers Home  Advanced Answers Search My Q&A  Ask a Question | Answer Questions
Writing and Editing Open Questions Browse 3
Open Questions Closed Questions Experts Marketing and Sales

+ Advertising and Promation »

Click on the applicable
~— criteria to get results

sorted by: Degrees away from you | Date « Business Development

+ Graphic Design

2 I'm creating a in-house brand / style guide and have a good idea of what I'm going to
include... but what would be the best way to communicate out to employees? I'd hate
to leave it in a PDF. We use SharePoint and I'm thinking of using the wiki.

5 answers | Asked by Crystal Naomi Crcsby":E:i 1 day ago in Writing and Editing

? This question is for beginning bloggers! What is your biggest challenge and what
one thing would you most like to learn in blogging?
21 answers | Asked by Mark Morriz 4 days ago in Writing and Editing

+ Mobile Marketing

+ Public Relations

+ Sales »

+ Search Marketing
= Writing and Editing

More questions in other langua - Bonpoce Ha pycckom A3sike

+ Pertanyaan dalam Bahasa Indon  « Fragor pa svenska

+ Turkce Sorular
Subscribe to new guestions in:
EJ Writing and Editing ~

Subscribe Now
A [ My ool ] [l Google

| Bloglines |

Use the RSS functiontoget > f @)oo
notified of new questions

or copy the RSS link:
http:/fwww linkedin.com/rss/guestions ?cat=MAR_
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Step 4: Prospect Intelligence

After locating potential leads, the goal should be to qualify them based on the information you gather from
their profile, then make a connection based on common ground you find in their profile. Evaluate how active
they are on LinkedIn or if their profile is complete. If they lack a photo, if they have a low number of
connections, or the profile is sparse, LinkedIn may not be the best way to connect. Think about the items
you included on your own profile, and look at the same items on a prospect’s profile. A few items to focus

on include the following:

Additional Informatie .
S — Look at status updates, shared links,
gmentese . ———  group discussions they’ve started, links
Tt Iytorwet to blogs/websites/other social profiles,
Interests: PROFESSIONAL: Writing, Social Media Marketing, Metworking. . .
/ ggﬁliaacltmged\a Consulting and Strategy. PERSONAL: Histary, Painting. QN d ot h er ap p S On th elr p rOfl Ie .
!_ook for common ground -- shared EZNTON | onweb
interests, groups, and contacts you both

know

We Iead the future of marketing.

Follow the prospect’s Linkedln Company

page and watch company status updates A
for opportunities to reach out.

RECENT UPDATES

LyntonWeb An Enterprise Inbound Marketing Thanksgiving - Twas the morning before turkey and all
through the house. not a ... Wait, sorry - wrong holiday. Soo http://ow.ly/2tIWEW

e, FEIEITNESEE anc i Markatina T ivina - Twae _l 2




Step 5: Connecting on LinkedlIn

Once you’ve learned everything you can about a prospect, then it’s okay to reach out to them. Keep in mind,
you’re not trying to “cold call” the prospect; instead, you are trying to make a connection. Cold calling can
earn some users a reputation of being a “spammer” while also reflecting poorly on their company. To
connect seek out “ice-breakers” such as commenting, clicking “Like,” and/or sharing pertinent status
updates a perspective prospect’s posts as a way to open a dialogue. Also, keep an eye on “Who’s Viewed
Your Profile as these may be good opportunities to connect. Finally, when sending an invite do not use the
standard message, “I'd like to add you to my network.” This is your time to make a good first impression.

AST THREE MONTHS

Watch the “Who’s Viewed Your

FNEE TylerDel () TR .
% “‘i‘_ Leyaili—ng :nd%I;\ilopment Professional Connect PrOfl Ie SECtIO n . If YOU ’ re n Ot
P ] Houston, Texas Area | Human Resources . .

- n Comn 1 shared connection Connected’ thls |S a gOOd

gy et e @ 0 opportunity to connect
- . Dracidant Hains Markatina lne ~alac accalaration damsand ﬁ

Prepare short intro templates that establish

common ground or point out a shared

connection (“We both know ) i

—— — — "

B Tyler De Lane

4 Learning and Development
Professional
Houston, Texas Area

Ask a non-evasive qualifying question, and
experiment with different questions in your\

i nVlteS . . I'd like to add you to my professional network.

- Ron Mattocks
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Step 6: Follow Up

Don’t forget to follow up. When you send an invitation message, the person has the
opportunity to reply directly to you via email, or as a Linkedln message. If the person accepts
your invitation but does not reply to your message, consider sending another follow-up
message or attempt a phone call. Many LinkedIn users share their phone number with 15t

degree connections.

If all else fails, consider signing up for
a premium account and use InMail to
make direct contact. LinkedIn only
charges for InMail messages that
receive a response.

Previous Great American Financial Resources
Fducation  Steubenville Catholic Central H.S.
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About LyntonWeb

INBOUND | WEB | TECH

is a full service inbound marketing and
technology company. We help businesses bridge the
gap between their marketing and technology needs.
We work with B2B companies across a variety of
industries, and we want to work with you.

Share these tips with your network:
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