
6 LinkedIn
Best Practices That WILL Lead to
Maximum Effectivenes



Go from leaving money on the table, 
to maximizing your sales potential on
LinkedIn.

Prepare for a transformation with these

6 best practices!



• Strong Online Presence

• Know Your Audience

• Communicate & Engage

• Provide Value

• Set a Meeting

• Manage Your Pipeline

Let's Get Started

The 6 Practices



Build an Online Presence

• Create a strong professional profile

• Reinforce your thought leadership

• Engage your audience with content & conversation

You Need To:

This will establish you as an authority online, make your brand

more personable, and help build and nurture stronger

relationships.

Let's view an example of this...
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Build an Online Presence

Richard is a leader in the social selling space! Learn from him.

Example:
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Know Your Audience

Compile all this information on one page by creating an audience

persona (or avatar).

Understand their:

• Concerns

• Results they want

• Expectations

• Desires

This "C.R.E.D" will allow you to create a strategy that is tailored 

to  what drives them toward what they seek.

Let's look at an example...

2



Know Your Audience

This fictious avatar creates the "roadmap" to your audience.

Example:

2



This requires you to:

• Connect / Follow

• Nurture relationships

• Engage (via comments, shares, and messages)

This will help you to constantly be top of mind and help build

familiarity and trust. And who do we tend to do business with?

Those we trust!

Communicate & Engage

Once again, Let's see an example...
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Communicate & Engage

Aim to comment on at least 10 posts from folks in the niche 

you are focused on.

Example:
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Things to do:

• Answer questions

• Provide actionable tactics

• Explain a process

• Share a case study

• Provide niche related ideas and information

This will help you become an authority in your niche and boost

your following. Remember, aim to educate your audience and 

potential customers. Avoid pitching.

Value Driven Content

Let's see an example...
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Value Driven Content

An example of guidance to help increase benefit from SEO.

Not a sales pitch.

Example:
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Set a Meeting

Offer More:

• Schedule a time to talk

• Meet "live"

• Provide them with additional "value" through a

conversational approach

This will achieve two things. First, it will help you better

understand the needs and interests of prospects. Second,

it will assist them in moving one step closer to their ultimate

objective.

Let's see an example...
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Set a Meeting

The goals of this meeting are to learn about your prospects, share 

helpful guidance and determine if you are able to help further.

Example:
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6. Manage Your Pipeline

When done correctly, the prospect literally asks for

the ability to buy when:

• They understand their issue

• They know you exist

• They know you provide the solution they seek

• They trust your capabilities

This will help increase the efficiency and precision of your

sales process.

Now... manage your pipeline
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Manage Your Pipeline
Example:
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Let's Recap
Maximize your Revenue Generation potential on 

LinkedIn with these 6 Best Practices

• Strong Online Presence

• Know Your Audience

• Communicate & Engage

• Create Valuable Content

• Set a Meeting

• Manage Your Pipeline



What's Next...
Add your comments

Want to add another "0" to your annual growth?

Get more free daily tips!


