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I. Introduction 

 

Thanks to social networks and the Internet your prospects begin the buying process without the 

involvement of sales 60%-80% of the time. They are able to educate themselves about 

products, solutions and the companies available to help them solve their business problems. As 

a result, these buyers expect more from the sales people that call on them.  

 

Cold calling and spam emails have diminished in effectiveness, with some 92% of buyers say 

that they merely “hit delete” when the email or call comes from someone that  

they do not know.  The days of canned pitches are over!  Your prospects expect sales people to 

understand their business and the challenges that they face before suggesting solutions. 

 

“A Social Selling approach recognizes a better-informed and more 

connected customer controls today’s buying process.” 

 

Sales people must evolve their sales practices to include the use of social media platforms like 

LinkedIn, Twitter, Facebook, Blogging, Google+ and more as an integral part of their sales 

process. We define Social Selling as the process of using social media to prospect, research, 

engage, collaborate, network, teach and close all with 

the purpose of attaining quota and increasing revenue. 

 

The key to your social selling success is in creating a 

strategy that is supported by great relationship building 

and selling skills, consistent participation and 

measuring and tracking results. LinkedIn is an 

important technology to support your sales process, but it cannot do the work for you. Success 

relies on these 5 things: 

 

 Have a plan 

 Clearly define your target audience 

 Choose the right tools 

 Participate consistently 

 Measure and track results 
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Time to Change the Playbook 

Effective social selling depends upon a mix of offline and online networking, strong selling skills 

and the ability to curate and share content that is relevant to your prospect. Part of your 

planning process is to determine what you want to be known for and how you will represent 

yourself and your company. 

 

LinkedIn as a B2B Sales Tool 

Using LinkedIn and other social channels can greatly 

increase sales performance provided you adapt your 

message and approach to meet the expectations of 

today’s buyer. But if all you do is use LinkedIn (or any 

other social channel) as a megaphone to blast a 

generic sales pitch out to the masses, you have great 

missed the point of how social selling can work to 

your advantage. 

 

Since LinkedIn was founded in 2003, the platform has evolved into a powerful business-to-

business (B2B) sales tool that leverages the power of online networking to: 

 

 Expand your network and referral base 

 Increase leads in the pipeline 

 Shrink sales cycles 

 Secure sales meetings with the right people faster 

 Further develop existing accounts 

 Be a thought leader in your field 

 Conduct pre-sales call research 
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LinkedIn Facts:  May 2013 

 

 225 million members in over 200 countries and territories.  
 Professionals sign up to join LinkedIn at a rate of more 

than two new members per second. 

 Sixty-four percent of LinkedIn members are located 

outside of the United States. 

 LinkedIn counts executives from all 2012 Fortune 500 

companies as members. 

 Members conducted over 5.7 billion professionally-oriented 

searches in 2012. 

 More than 2.9 million companies have LinkedIn Company 

Pages. 

 There are more than 1.5 million unique publishers actively using the LinkedIn Share button 

on their sites to send content into the LinkedIn platform. 

 LinkedIn members are sharing insights and knowledge in more than 2.1 million LinkedIn 

Groups. 

 In the first quarter of 2013, an average of 30 percent of unique visiting members came 

through mobile apps, versus just 19 percent a year ago. 

 

“According to comScore, unique visitors (including members and non-members) increased 29 

percent year over year to average 132 million in the first quarter of 2013. Page views 

(excluding mobile) increased 18 percent to 11 billion. When including SlideShare, which 

LinkedIn acquired in May 2012, LinkedIn averaged 170 million unique visitors in the first 

quarter. LinkedIn was the 22nd most visited website in the world in March 2013.” 

 

Source: LinkedIn  http://press.linkedin.com/about/ 

 
 
 
 
 
 

http://press.linkedin.com/about/
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How to Get the Most from LinkedIn 
 
LinkedIn, like any other technology, cannot do the work for you. To be successful using 

LinkedIn for prospecting, lead generation, pre-sales call research and more, you need to take 

the time to “learn what the technology can do” and then integrate it into your overall sales 

process and approach.  

 

Consistent use is the key to achieving your sales 

goals when using LinkedIn. Creating and maintaining 

a professional profile is only the first step in using 

LinkedIn to your selling advantage. Take the time to 

work through the sections detailed below. Then put 

your learning into practical application each and 

every day. 

 

As revealed in this infographic, here are just a few of 

the ways that user said LinkedIn has helped them: 

 

 76.9% researched people and companies 

 68.6% connect with past business associates 

 44.5% increase face-to-face networking effectiveness 

 27.9% generate identifiable business opportunities 

 49.7% build referral relationships with people who may influence potential customers 

 

With consistent use and participation to increase visibility and awareness for you as a sales 

person and the company that you represent, you will quickly begin to see how your efforts will 

lead to increased sales success. 

 
 
Infographic source:  
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II. Establish Your Online Presence 

 
CONTROL YOUR PROFESSIONAL BRAND – CREATE, MANAGE, PROMOTE 

 
Remember, prospects are searching for information about products and services that can help 

them solve their business issues. They will search you and your company out on LinkedIn, 

which means that you must be visible, found easily and craft a profile that clearly 

communicates value to your prospective buyer. If you do not have a LinkedIn profile, you will 

be locked out from new sales opportunities.  

And, if you are an account manager, 

you need to understand your 

customers business, key initiatives 

and what products they sell. At the 

same time, you need to build and 

maintain strong relationships that 

are essential to closing more 

business with your current 

customer. 

 

We have all faced the dreaded 

scenario when your primary contact(s) leaves the company. Then what? That change can often 

have a detrimental effect on sales. Most account managers have strong relationships with a few 

people in the companies they support, but what they really need to do is to connect with as 

many people across the organization as possible. B2B sales tools like LinkedIn make that easy 

to do. 

 

In the world of social selling, your online presence is an extension of your business card. Keep 

in mind that prospective buyers will check out your LinkedIn profile prior to phone calls or 

meetings. You need to ensure that your profile information is accurate, written with what your 

prospect cares about in mind and 100% complete.   
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NAVIGATING LINKEDIN 
 

It is not uncommon for people to say that they “don’t have time” to leverage LinkedIn (or any 

social tools) as part of their selling 

process. Part of the problem is that the 

mistaken assumption is that using tools 

like LinkedIn is an “add on” to an already 

over scheduled day. In truth, what really 

needs to happen is that you need to 

integrate using LinkedIn into your sales 

process.  

 

If you feel that you do not have the time, 

you will want to consider the sales 

opportunities that are being missed because you are not using LinkedIn to your advantage. 

Take a look at your current sales activities; i.e. networking, prospecting and lead generation. 

Where are you spending time today that is not generating a sales return? All networking events 

are not created equal and attending a lot of events will not necessarily lead to the right type of 

sales opportunities. 

 

Avoid wasting time. Use your personal LinkedIn dashboard (Home tab) to scan what is 

happening in your network.   

 
Quickly look at:  
 

 Network activity and updates 

 Inbox messages and take action 

 Group updates  

 New media added 

 People you may know  

 Profile search results 

 Who’s viewed your profile 
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By clicking on the arrow to the right of “All Updates”, you can easily scan updates that are most 

important to you. For example, you may only want to see updates from your connections or the 

companies that you are following.  

 

IMPORTANT:  LinkedIn is changing up the navigation structure. As with all changes that they 

make to the platform, they roll out slowly to the members. That means that some of you will 

not see the new changes reflected yet, while the rest of you will.  

 

Here’s what you need to know about the changes and how they will impact your use of 

LinkedIn. 

 

BEFORE 
 

 
NOW 
 

 

If you look at the before picture, you see that the structure was: Home, Profile, Contacts, 

Groups, Jobs, Inbox, Companies, News and More. In the new layout, you see Home, Profile, 

Network (contacts are here), Jobs and Interests. Here are some of the features that have been 

moved or changed: 

 Over on the upper right, you’ll see the envelope icon, which is your Inbox. The flag indicates 

any network notifications, the head with the plus sign gives you a quick way to add 

connections and then you’ll see your avatar aka your picture. Hover 

your mouse over the picture and you’ll see a host of other options. 

 

 The search bar has been moved to the upper center. To the left of the 

search box, you’ll see what looks like people. Click the arrow to 

expand the menu and then you can elect to search People, Updates, 

Jobs, Companies, Inbox and Groups. 
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 When you scroll down any of the pages, the bottom portion of the navigation bar – the 

place where you see Home, Profile, Network, Jobs and Interests will disappear. Don’t be 

alarmed though. To see it again, move your cursor to the top of the page. It will also 

reappear when you scroll all the way to the top. 

 

 Interests – underneath this tab is where Companies, Groups and Influencers (news) have 

been consolidated. 

o Groups – I always liked that you could basically get to any of the groups that you 

are most active in with one click. Now you need to go to Interest, click on Groups 

and then you see your group list. You won’t find the Group Directory tab any longer. 

While in the Groups section, you’ll use search at the top of the navigation bar. 

 

o Companies – When you click on companies you’ll find the Updates for the companies 

that you follow, you can search for companies, etc. As the administrator for the 

Social Centered Selling company page, it was nice that it was easily accessible from 

the drop down menu that used to reside under the companies tab. No longer. Oh 

well, guess you can’t have everything. 

 

 Recommendations – they haven’t disappeared but the tab for them that was under Contacts 

(now Network) has. Recommendations are still found on your profile page. 

 

 Here are three more things that you may have been used to using, but you will no longer 

find on the navigation bar: 

o Skills and Experience - Go to http://www.linkedin.com/skills/, or move your cursor 

over any of the skills listed on a profile and click the title of the skill. 

o Polls - Go to polls http://polls.linkedin.com/ or share polls within a group. 

o Signal - Go to http://www.linkedin.com/signal or click the Search icon at the top of 

your homepage page and then click Updates in the drop down menu to the left. 
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CREATE COMPLETE AND COMPELLING PROFILES 
 

Remember that prospects are searching for products and services to solve their business 

problems. You want them to find you and more importantly, you want them to have a reason to 

engage you in a conversation. By communicating the results that you can deliver to them, as 

well as sharing content – news articles, white papers, case studies, presentations or video – you 

help to paint a picture of the value that you bring to the table. 

 

Your LinkedIn profile is your business calling card. This is your opportunity to shine as a 

professional, so take the time to complete every section.  

 

“In a LinkedIn 2012 user survey, it was discovered that 48.1% of the 

people with LinkedIn profiles had not bothered to complete them.”  
 

When your prospective buyer lands on your profile and they find nothing of substance, the 

perception you are sharing with them is that you are not someone to waste time trying to talk 

to. Perception is reality, whether you like it or not. 

 

 Get started by clicking on “edit profile”. 

 

 Keywords – think of your profile in the same way that 

you would think about how to bring visitors to a 

website. You want to include keywords that your 

prospect is likely to use in creating a search. In my 

case, terms might include social selling, revenue, lead 

generation, sales improvement, LinkedIn, B2B selling 

or media.  

 

Using relevant keywords that are sprinkled throughout your profile helps to bring more 

prospects to your doorstep.  Work these keywords into the headline area (below your name), 

our summary of your expertise, in the specialties section and in your past experience. 
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 Contact information – this is where you add your phone number, email address, address, 

Twitter handle and up to three website links. You’ll want to customize the web links with the 

name of your company, product, services or perhaps your blog page. Do not leave the default 

“company website” as the listing. Customizing the links reinforces the company brand and 

increases the likelihood that someone will click on the link. While in “edit profile”, scroll down to 

the website section and click on “edit”. Once there in the website section, click on the arrow 

and select “other”. You can then customize the website link with the name of your company or 

blog. 

 

 

Example 

 

 Customize Your LinkedIn Profile URL - To keep your brand consistent, you want to be sure 

that you customize your LinkedIn profile URL with your name at the end versus the 

automatically generated one that LinkedIn provides. Making this change also increases your 

search engine visibility. 

To customize the address, click on edit. In 

the public profile settings page, look to the 

right and find “Customize Your Public 

Profile URL” 

 

 

 

 

Once the dialog box opens, you add your name 

in the box next to www.LinkedIn.com/in/ and hit 

Set Customer URL to save the name. It is always 

a good idea to first work to secure your own 

name. People are more apt to remember to 

search on your name once they meet.  

  

http://www.linkedin.com/in/
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Customizing the URL also increases your search engine rankings. Since the goal is to be 

found more easily, customizing your LinkedIn URL is an important step to remember to 

take.  This is what Barb’s looks like: www.LinkedIn.com/in/barbaragiamanco  

 

 Experience – Surprisingly, many people leave their past experience blank. Big mistake! 

LinkedIn has said that someone is 7 times more likely to engage with you when your 

experience area of your profile is complete. It makes sense. After all, your prospect is 

determining is you have the experience and skills, as well as the right solutions to fit their 

needs. Your experience can be a combination of job positions and/or volunteer positions; 

i.e. you served as Board Chairman or an association or non-profit that you support. What 

you include should be strategic and support the work you do now. By the way, give the 

details for the past 10-12 years and then combine any other relevant information prior to 

that time. 

 

 Add Media – With a goal of yours being to demonstrate your credibility and thought 

leadership in your field, use media to share white papers, case studies, video or blog posts 

by using the new MEDIA feature. Applications are no 

longer available in LinkedIn, but you can add Media. 

If you hosted presentations on your profile using 

SlideShare before the platform changes took effect, 

they will still be visible on your profile. 

 

 

 

 

 

 

 

 

When you are in EDIT PROFILE mode, look for the square box with the plus sign in the right 

hand corner of the summary and/or experience sections of your profile. When you click on 

the icon, a dialog box pops up allowing you to insert the web link to where the media is 

Easily Add 
Presentations, 

Whitepapers or 
Video to your Profile 

http://www.linkedin.com/in/barbaragiamanco
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located. The file could be on your website, in your SlideShare account or hosted on 

YouTube. 

 

For those of you who were not using applications before the platform changes, here is what 

LinkedIn has to say… 

 

“LinkedIn Applications have been replaced with a preview of a new feature that lets former 

LinkedIn Application users add media links to images, presentations, videos, and documents 

to their profiles. Note: you can only add and view profile media content if you previously 

had LinkedIn Applications installed on your LinkedIn account. We're gradually rolling out 

access to this feature to be sure it functions correctly, and cannot take requests to release it 

sooner to some people rather than others. Thanks for your patience as we continue to 

enrich and simplify the LinkedIn experience.” 

 
 Secure Recommendations  - Recommendations do hold weight with potential customers. Do 

not be shy about asking someone to 

recommend you if they’ve said they enjoy 

your work. Focus on securing 

recommendations from customers and/or 

business partners who have worked with 

you. When the majority of your 

recommendations are from “peers” inside 

your company, they will hold less weight. 

A potential prospect might think it is nice that the people you work with at your company 

like you, but what they really carea bout is what your customers think about the experience 

of working with you. 

 
  



©2010-2013 www.scs-connect.com Barbara Giamanco 

 
 Endorsements - Now you can add Skills and 

Expertise to your profile and others can 

endorse you. Think of the Endorsement 

feature as LinkedIn’s version of Facebook 

Like. 

 

Unlike Recommendations in which someone 

has to write a summary paragraph that you 

then approve in order to add to your profile, 

Endorsements are added to your profile by 

someone simply clicking on the skill that 

they believe you possess. 

 

Think carefully before clicking to endorse someone. Remember, the people that you 

recommend or endorse reflect on you, so be sure that you are confident in someone’s ability 

before giving them the thumbs up. Similar to recommendations, do not feel pressured to 

endorse someone simply because they endorsed you. 

 

 Strengthen Your Credibility – You can also add Project, Languages, Certifications, Patents, 

Publications and more to your profile to create a more compelling picture of your expertise. 
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For Business Owners – Establish a Company Page 

 

If you own your own business, 

you definitely want to set up a 

company page for your business. 

Think of it as mini-website inside 

in the LinkedIn platform that 

then gives you another vehicle to 

showcase your products and 

services. People can “follow” your 

company and keep up to date 

with what you do. Also, on the 

interior products or service pages, you can add a YouTube video to your page. 

 

 

 

The insights section shows you the unqiue 

statistics about your page including 

number of views, visitor demographics 

and more. 

 

 

 
 

 

POWER TIP: Now you can post status updates to 

your Company page just like you can on your personal 

profile. Doing so daily will increase the visibility of your 

company within the LinkedIn network. 
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Establish Credibility in Groups 
 
Participating in appropriate groups – groups where your prospects are likely to be - is a 

great way to demonstrate your area 

of expertise. Groups are also an 

excellent resource for keeping 

abreast of trends – what your 

colleagues, prospective clients and 

competitors are talking about in your 

industry. The idea is to “ask” and 

“answer” questions. No sales pitches 

is the general rule when participating 

in groups. Groups also plan a huge role in Advanced Search results when you are building lead 

lists inside LinkedIn. 

 

To find a group, click on the Groups tab, then select the Groups directory. To search for groups 

applicable to your business, type in “keywords”, select the type of group that you are looking 

for and further break it down by language.  

 

 

Next, review information about the group or groups that you have an interest in joining. Look 

for size, the amount of participation and consider whether or not this is a group that your 

prospect is likely to join. Simply click on the “join group” button and depending on the group’s 

settings, you will either be approved immediately and within a short period of time by the group 

moderator. 
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POWER TIP: As you get started working in groups, be sure to read any posted guidelines 

about what is considered permissable to share in groups. Many groups frown on sales pitches, 

posting blog posts or sharing articles in group discussions. Follow the rules or risk being kicked 

out! 

 
Status Update Strategy 
  

Content is a cornerstone of your 

social selling strategy. When you 

share relevant content that is a 

benefit to peole in your network 

and the prospects you seek to do business with, you become recognized as a thought leader. 

Remembering that just because we have something to sell doesn’t mean your prospect is ready 

to buy, you need to be creating value in “advance of sales opportunities.” The “share an 

update” section lets you share information that will be revelevant to the people in your network 

– customer, partners or prospects. Use it strategically: 

 

 Post information about others. 
 

 Incorporate links to industry trade articles or blog posts you feel your prospects 
would benefit from reading.  
 

 Share a customer case study or industry research conducted by your company. 
 

 Let people know if you are speaking and give credit to the venue or the hosts. 
 

 Use LinkedIn today to share relevant news articles with your network. 
 
An status updates that you post will also be visible as “activity” on your profile and easily seen 

by those pepole connected to you in your network. Note that posting even one status update 

each day can keeps you visibile on LinkedIn and improves the number of times that your profile 

shows up in search results. 
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Mentions is a NEW feature of LinkedIn and can be incorporated into your status update 

strategy. The feature works in way that is similar to Twitter or even similar to tagging someone 

in a Facebook post. When posting an update, you can use the”@” symbol in front of their name 

and LinkedIn will pull up a visual view of that person’s profile. 

 

Here’s how it works: 

1. Go to your homepage share box to post your 

update or click “comment” on someone else’s 

update. 

2. Type “@” and then begin typing a name in the 

box. You’ll then see a list of potential people or 

companies you can mention. 

3. Click a name you want from the list and 

continue typing your message. 

Note: LinkedIn members outside your network can 

also be mentioned if they’ve commented on the same update. 

 

The feature also lets you mention companies 

and when you do your message is then 

linked to their LinkedIn company page from 

your update or comment. 

 

After you select someone from the list and 

finish your update, that person will receive 

an email that lets them know that you’ve mentioned them. The name will also be linked to a 

profile or Company Page from your update. 

 

Maria mentioned me in her Status Update, and I received an email notification. Not only is it 

clear she is giving me visibility with her network of connections, but I have the opportunity to 

respond and thank her for doing so. 
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If you have a Twitter account, you can also share your LinkedIn Status Updates with your 

Twitter network. You simply check the box next to the Twitter icon. But remember; only 140 

characters of your update will show on Twitter, so keep it brief. 

 

POWER TIP: Use www.hootsuite.com  to dynamically update 

multiple sites with your network activity/business status messages, 

such as your LinkedIn profile or company page, Twitter, personal 

Facebook page, Facebook Fan Pages, FourSquare and more. 

Hootsuite lets you “schedule” messages in advance, which saves you 

time throughout your sales week.  

 

Be careful though – not everything should be scheduled. Schedule news articles or upcoming 

events, but be sure to weigh in with your relevant comments on subjects appropriate for your 

business on a daily basis. And, of course, promote the work of people you respect in your 

industry. You’ll discover that the more you give to others, the more they return the favor.  

 
 

POWER VISIBILITY TIP: People need to be able to find you quickly and easily.  

LinkedIn will send you email every so often to 

keep you posted on who’s been “looking at you”.   

 

Rarely will you encounter sales situations where 

your prospect is ready to buy at the exact 

moment that you have something to sell. Use 

social media to become memorable.  Prospects 

have a wealth of choices about what to buy; you 

need to stand out. Short bursts of value packed 

information delivered daily keep you front and 

center in the mind of your buyer. But, remember, resist the urge to sell. 

 

  

http://www.hootsuite.com/
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At any time, you can track how well you do showing up in search results or how many times 

people actually clicked on your profile and viewed it by looking to the right of your Home Page 

or the right of your Personal Profile to see:  

 

 
Make it your goal to show up in search results 30-

40+ times per day. Testing keywords will help 

you to figure out which ones work the best for 

you. 

 
 

Deleting Duplicate Profiles 

 
Each person should only have one profile on LinkedIn. If you suspect that you have multiple 

profiles, please close one of your duplicate accounts by taking the following steps:  

 

Step 1 - Confirm that you have more than one account by signing in to LinkedIn and searching 

for your name.  

 The profile with the You icon is the account where you're currently signed in. 
 A profile containing your information that doesn't have a You icon is a duplicate 

account. 
 
Step 2 - Sign in to the account you want to close. If you can't remember your password, click 
the Forgot Password? link.  
 

 Make a note of any connections that are missing from the account you plan to keep so 
you can re-invite them from your other account. 

 
Step 3 - IMPORTANT: Make sure you're signed in to the account you want to close and 
then close your account.  
 
If you have problems signing in to your duplicate account - Contact LinkedIn with the following 
information:  
 
 The URL for the profile you want to remove (e.g. http://www.LinkedIn.com/abc123). 

 The email address or addresses associated with that account. 

 Your name as it appears on LinkedIn, and any alternate names you may have used. 

 
LinkedIn may contact you for more information before closing your account. 

https://www.linkedin.com/secure/login
http://www.linkedin.com/passwordReset
https://www.linkedin.com/secure/settings?closemyaccountstart
http://help.linkedin.com/app/ask/subject/Cannot%20Sign%20In%20To%20Duplicate%20Account
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III. PROSPECT AND GENERATE LEADS 

 
WORKING WITH YOUR CONTACTS:  Quality + Quantity = Access 
 

 

LinkedIn’s official policy is that you invite people into your 

network that you know. That line has blurred through the 

years and there are specifically individuals who promote 

themselves as “LIONs” on their LinkedIn profiles. Meaning 

LinkedIn Open Networker, these folks will say yes to your 

networking invitation whether they know you or not.  They 

will invite anyone and accept anyone. 

 

Personally, I have always believed that your network is a business asset that has tangible value 

just like any other business asset. As such, it should be treated with care. I don’t say yes to 

everyone. Neither should you. 

 

Consider people carefully and take a minute or so to consider a few questions as you review 

their profile.  

 Do they have a strong network themselves? More than 250 connections? 

 How many people have recommended their work? 

 How are you connected? Is it through a top influencer in your network that you 

trust?  

 Are they in a complimentary business? 

 Is there potential for you to refer business to each other? 

 Are they active on LinkedIn? Their profile records activity level in groups, on Twitter, 

etc. 

 Do you trust that they will not “spam” your network? 

 
 
The point is that the relationship should have value for both parties. And, you need to trust in 

their integrity with respect to how they will approach people in your network. It takes a few 

extra minutes to do your homework, but it’s worth it. 
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POWER TIP: Customize your invitation message. It reminds people how they know you and 

gives them a better idea of why connecting with you is a good idea. 

Three ways to add people to your network: 
 

1. Import your email contacts 

2. Add connections manually 

3. Make an invitation right from the person’s LinkedIn profile 

 
 

 
 
 
 
 
 

 
 
 
NOTE: Inviting people from mobile applications does not give you the ability to personalize 

your invitation. You also cannot personalize your message if you do a “bulk upload” through 

your email program or using the Outlook LinkedIn toolbar. A good rule of thumb is to invite 

people from their profile. Or, invite people from the home page – in the People You May Know 

– section by clicking on the “plus” sign to the left of Connect. This will also allow you to 

personalize your invitation. Be careful that you don’t just click on the word connect. If you do, 

LinkedIn sends an invitation without giving you the ability to customize your message. 

 
 
Receiving/Accepting LinkedIn Invitations 
 
In the spirit of building business networks, other people will send invitations to you to join their 

LinkedIn network. This always prompts the question “Do I need to accept the invitation from 

anyone who sends one to me? What if I don’t want them to join my network?” Accepting 

network invitations from others is optional. If you choose not to accept the invitation, you 

simply click on “ignore.” No email message is sent to the inviting party telling them you 

declined. Your network is a business asset, so it is important to choose carefully. Don’t allow 

yourself to feel pressured to accept everyone who asks. 

  

Invite 

from 
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Your LinkedIn Network 

 

Keep tabs on the growth of your network 

from the home page. Each day you can see 

how many people are joining your network at 

the first, second and third levels, as be able 

to tell how many new people have joined 

since a given date. Notice that my LinkedIn connections give me access to 18.6 million 

professionals. That’s a lot of sales opportunity! 

PROSPECTING AND LEAD GENERATION 

Power of Search 

 
LinkedIn’s Search feature allows you to search LinkedIn multiple ways. Using advanced search 

allows you to better customize your search to reach a targeted set of prospects that you define. 

 
Quick Search 
 
The right person, expertise, or knowledge 

you’re looking for is already on LinkedIn. You’ll find the search box on all pages of LinkedIn in 

the upper right corner. Through selections in the pull down menu, you can search Updates, 

People, Companies, Jobs, Answers, Groups or Inbox. 

 

  

http://www.linkedin.com/home?trk=msitesearch
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People Search 

People Search in the search box lets you quickly find the 

person you are looking for by title, company, school, name, or 

other characteristics.  

 

Don’t worry about knowing the full name or exact search term. 

Type in relevant keywords or the title that your ideal prospect 

holds; i.e. Vice President of Sales and hit search.  

You can also quickly find one of your connections by typing 

their name and clicking on the suggestions that will be automatically generated. 

Search Results 

The improved search functionality lets you easily find 

the right person you are looking for. You now have 

the option to search the entire LinkedIn membership, 

whether people are in your network or not.  

Sorting Results 

Organize your results by clicking on the “Sort by” link 

on the top of the results to sort by: Relevance (the 

most relevant match based on your keywords and network are shown first), Relationships (First 

degree, second degree and groups are shown first in that order), and Relationship + 

Recommendations (the closest match that is one of your connections and has the most 

recommendations) and Keyword (the best match based solely on your query). 

Viewing Results 

Clicking the “view” link allows you to choose between a basic view, an expanded view, which 

includes details such as work history, and a customized view. Click on “Create your own view” 

to customize the results based on a rich selection of fields. Hovering over a search result will 

give you options to message, recommend, or add the member as a connection. You can also 

see what you have “in common” by clicking on the arrow next to “Shared”. 

http://www.linkedin.com/search?trk=msitesearch
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Use Advanced People Search to Create Lead Generation Lists 

On the LinkedIn navigation bar, click on “Advanced”, which is located to the far right of the 

search bar. Once there you can create a search list based on keywords or the business title that 

your prospect typically holds.  

 

You can also break it down by 

location using your zip code and 

choosing a 10, 25, 35, 50, 75 or 

100 mile radius. Further refine 

the list by choosing the industry 

you typically sell to.  

 

In the Relationship area, select 

1st, 2nd and Groups. Groups can 

really improve your search results provided that you are a member of groups that your 

prospects are likely to be part of also. For example, a sales group that I am a member of has 

35,000 members with a large majority of those people being the idea client for my company. 

 

Save Your Search 

LinkedIn’s free service lets you save up 

to 3 searches at any one time. Once 

you have created your search criteria, 

click on the “save” button and give the 

search a name. 

 

The main purpose for saving your 

search is that LinkedIn then notifies you 

each week via email about new people 

matching your criteria who have joined your network. Remember, that these are people who 

may not be connected to you 1-1. They may be connections of other people who are connected 

directly to you. This list provides real-time prospecting opportunities for you to leverage week to 

week. 
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ENGAGE PROSPECTS 

The key to a successful first interaction is personalizing your message. This is NOT the time to 

sell. Your strategy should be to either: 1) connection via someone in your network through a 

personalized introduction that they make for you, or 2) do some homework and personalize 

your message in such a way that it is focused on them and their needs.  

 
What Prospects Are Thinking 
 
It is important to engage with your prospect at the 

right time in the buying cycle. If you are first 

introduced to a sales opportunity at the RFP 

(Request for Proposal) phase, you are likely already 

too late to be considered seriously. Think carefully 

before just handing off a proposal, as the prospect 

may be using your information as leverage for the 

current front runner (your competition) in the sales 

cycle.          Image Source: Holt Services Group 

 
POWER TIP: Before engaging you need to ask yourself these 3 questions: 
 

1. Is not the time to pursue a conversation? 

2. What do I know about their needs? 

3. Why me/my company and not the competition? 

 
Today’s sales situations tend to be much more complex that in years past. In addition to 

addressing their concerns and moving the buying process, things are futher complicated by the 

fact that multiple people are involved in making the decision and not everyone will be at the 

same level of understanding or acceptance for what you are selling. In this way, using LinkedIn 

(and other social selling tools) becomes a powerful tool for helping you to broaden your reach 

within a targeted company. 
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PROPER COMMUNICATION NETIQUETTE 
 
Unlike the old joke that “what is said in Vegas 

stays in Vegas”, what you post online stays 

there forever! Think carefully about what you 

say and remember that you are a brand 

ambassador for your company. Follow any 

corporate guidelines that have been 

established to ensure you are not posting 

information that goes against company policy.  

 

 Determine if an introduction is better than direct contact. 

 Do not sell on the first communication and maybe not even on the second or third 

interaction. 

 Contribute to group discussions by providing value without selling. 

 Don’t argue with people online. 

 Keep it professional and minimize sharing too much personal information. 

 

V. PREPARE FOR YOUR SALES CALLS 

 
REVIEW PROSPECT PROFILES 
 

Prior to every meeting with a prospect or potential referral 

partner always review their LinkedIn profile. You are looking 

for points of commonality and recent changes to the LinkedIn 

platform make that easier than ever. 

 

Remember, your goal is to engage prospects by considering 

what is most important to them. The goal should always be to 

“listen” more than you talk. The more you know about 

someone and focus the conversation on them, the better sales 

results you ultimately achieve. People love it when others show a sincere interest in them. 
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REVIEW COMPANY PAGES 
 

On the Navigation Bar click on Companies. To search out a company simply type in a company 

name in the search bar and get results of people you or your connections know at that 

company.  

 

When viewing the company page, look to 

the immedate upper right and you will see 

how you are connected to the employees of 

that company. The results will show your 

direct connections, as well as your 2nd level 

level connections, as well as all those 

employees in the company who have a 

LinkedIn profile. This is helpful in securing 

introductions.  

 

In addition to seeing the products and services that the company may offer, you will also see 

helpful insights such as employees with new titles or former employees who you may also 

know. You will also see what companies the current employess of the organization were 

employeed previously. 
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POWER TIP: Use the “Follow Company” feature to receive real-time updates about changes 

occurring in the organization. You’ll know about promotions, new jobs, job departures and 

more. Following a Company let’s you easily keep on top of changes in the organization. It also 

provides opportunities to engage with your potential prospect.  

 

For Account Managers 

 

In addition to the other strategies included in this document, here are 3 additional tactics that 

account managers can implement right now to deepen relationships and better service and 

support their accounts: 

 

Follow Companies: LinkedIn gives account managers the ability to “follow” up to 1,000 

companies. As a homework assignment, have your account managers take their existing 

account lists, search out each company in the Company Directory and then click on the Follow 

Button to keep tabs on each organization. 

 

Daily, account managers can scan the “Followed Company Updates” 

to stay current with what their accounts are posting – blogs, key 

business announcements, job changes and promotions and new 

career opportunities. By paying attention to what companies are 

sharing on their page, you can do more than “check in” to say hello.  

 

Share business articles with key players in your network who may be a potential customer for 

your account, reference their new product announcement during a phone call, congratulate 

people on promotions or introduce yourself to new employees and more. 
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How You’re Connected: When visiting a company page, pay attention to that box in the upper 

right hand corner, which shows them how they are connected to people in that company? 

 

Deepen your reach in accounts by clicking on the “2nd degree 

connections” to view a list of all those people you are currently 

not connected to 1-1. The same goes for clicking on the 

“Employees on LinkedIn”, which then includes anyone from that 

company who has a LinkedIn profile.  

 

Insights: Use the Company Insights tab to quickly find out what’s happening with the people. 

They will see the employees with new titles, former employees and what companies they work 

for now. Any change is a conversation or a sales opportunity. For example, an employee who 

recently exited the business may have just landed in a decision making role at a company on 

your teams target prospect list. 

 

 Engage Prospects Effectively 

Relationships matter and too many sales 

people are using technology as a mechanism  

 

Most sales messaging that I see or receive are 

overly “me” centric and are focused on what 

companies and their sales people want to sell 

versus actually caring about what buyers want 

and need. 

 

Using the information you uncover using LinkedIn (or other sources), craft messages with these 

three things in mind: 

 

 Make your message relevant to them 

 Add value – don’t pitch 

 Focus on what is important from their perspective and NOT yours! 

 



©2010-2013 www.scs-connect.com Barbara Giamanco 

MOBILE APPLICATIONS 

Walk into any client meeting with the ability to look up 

the details and connect with over 225 million plus 

professionals worldwide. Get the latest updates and 

messages from your network and keep them up-to-date 

with your status in real-time. With the LinkedIn “News” 

feature, you can stay on top of business information 

relevant to your industry and your prospects. 

 

To access the mobile application – go to the BOTTOM 

of your LinkedIn screen. Select “tools” – then click on 

the Mobile tab.   

 

Applications for:  

 iPhone 

 Blackberry 

 Android 

 Palm 

 

V. EXTEND YOUR NETWORK AND BUILD YOUR PERSONAL BRAND 

KEEP YOUR NETWORK FRESH 

It’s a good idea to regularly review the 

connections in your network. If you find that 

some people in your network are no longer 

potential prospects or referral partners, or if 

people in your network are not active 

themselves, you can always “remove 

connections”. Click on “my connections” and 

in the upper right side of the screen; you click on “remove connections”. Select the people you 

want to remove. 
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UPDATE CONTENT REGULARLY 

Change out presentations, regularly post status 

updates, share news articles from LinkedIn Today or 

other news sources and always keep your profile 

information current. The more visible you are the 

greater the likelihood that when a prospect has a 

need to make a purchase, they will think of you.  

Searching Updates with LinkedIn Signal 

Signal lets you see and filter updates and tweets from LinkedIn professionals who choose to 

make their updates visible to anyone. From the Updates section of your home page, click 

the Search Updates link to see and use some of the following Signal features:  

 Browse real-time updates with content summaries and direct links to the full content. 

 Filter updates to show only those that you care about. 

 Search for keywords, topics, companies or people across the updates stream. 

 Save your search and check for updates later. 

 Find trending links and Industry top headlines. 

Don’t forget that if you have the NEW navigation structure, you will find the Signal feature here 

http://www.linkedin.com/signal  or click the Search icon at the top of your homepage page and 

then click Updates in the drop down menu to the left. 

PROMOTE YOUR LINKEDIN PRESENCE 

The old saying that “you get out of something what you put into it” applies to using LinkedIn. 

Your profile information will not sell itself, so it is up to you to market and promote your online 

presence with key prospects.  

 
Here are 3 ways to promote your LinkedIn profile: 
 

 Add the link to your email signature or mention in presentations that you deliver. 

 Forward your profile to a connection. 

 Add your LinkedIn URL to all of your sales materials. 

https://www.linkedin.com/signal/
http://www.linkedin.com/signal
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MAINTAIN YOUR ACCOUNT 

Get started by clicking on “settings” in the upper right corner of the Home page to update your 

account. From there you simply work your way through the list to keep your professional 

information current. This is also where you set communication settings; i.e. how often you want 

to receive email from groups. 

 

If your profile has been converted to the new navigation structure, click on your avatar aka 

headshot picture to access your account settings. 

LINKEDIN DAILY TO-DO 

Commit yourself to using LinkedIn every day if even for only 

15 minutes. Set a timer so that you do not lose track of time. 

Regular use should be part of your overall sales and 

marketing plan. Use LinkedIn as a resource for building 

relationships that over time lead to increased visibility and 

sales.  

Strive for 5 
 

 Invite people to your network 

 Update your status with a news article 

 Answer a group question 

 Review your search list and connect 

with 5 people on that list 

 Recommend someone else OR secure a 

recommendation



VI. SUMMARY 

An effective network can only give you what you put into it. Building your online network takes 

time.  And it requires: 

 A commitment to regular use 

 Active participation 

 Ongoing network and referral building 

 Sharing expertise and relevant information to gain credibility 

 Looking for ways to refer and assist others 

 

You must integrate your use of LinkedIn into your sales process and the current propecting 

activities that work for you today. Today’s sales professional recognizes that the effective use of 

LinkedIn gives them a competitive advantage.  Get LinkedIn or locked out, it’s up to you! 
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We are sales people with more than 30 years sales, sales 

maangement, marketing and technology experience with 

$1 billion in products and services sold. Before hiring any 

company who promises to help you improve your sales, 

shouldn’t they actually understand what it’s like to walk in your shoes? We think so. 

 

For the past decade, we have been working with organizations to rock their sales performance 

by incorporating assessment, strategy, training and employee development programs utilizing 

high-performance, tested, proven, and research-based methodologies. 

 

Social Centered Selling has been selected as one of an elite group of Sales Performance 

Consultancies in the United States to participate in a first of its kind LinkedIn Sales Solutions 

Channel Partner program.  

 

OUR SERVICES 

 

The Social Centered Selling Team offers a variety of solutions to help your sales people amp 

up their sales skills and to successfully integrate social media into the sales process.  

  

 Social Selling Programs. Learn to leverage the power of the social web to drive sales 

opportunities and revenue. Offered onsite or virtually.  

 Social Media Advisory. Your job is to make sure that your sales people are selling. Our 

job is to help you stay on top of the fast changing world of social technology. 

 Keynotes. Motivating professional sales people at sales conferences or sales team retreats 

to help them understand the power of the social media to achieve sales results.  

 

Call us at 404-647-4925 

Visit us on the web at www.scs-connect.com  

http://www.scs-connect.com/

