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LinkedIn is a GOLDMINE 
of sales opportunities that 

99% of people miss out 
on…



Generating engagement is the 
first step, CONVERTING that 

engagement is the next step and 
where real social selling 

happens



Turning 
Engagement Into 
CONVERSATIONS



The BIGGEST key 
to successful 

LinkedIn 
messaging is…



HYPER-
Personalisation



The more you make 
it about THEM, the 
better chance you’ll 

get a reply



How to HYPER-personalise

• Read through their LinkedIn profile

• Read through their LinkedIn activity

• Read through their company LinkedIn page & activity

• Read through other people in the company

• Read their website

• Read through their other social channels

• Read through their extra content (podcasts/webinars/news)



Different ways to message

WRITTEN – Text based messages on LinkedIn desktop and mobile

AUDIO VOICE NOTES – Short audio messages sent via mobile

VIDEO – Short video messages sent via desktop or mobile



Finding Message Opportunities

• Check your profile views and message potential ICP’s

• Check your content engagement (likes/comments/shares)

• Use searches to find prospective customers

• Message people from previous cold calling or email campaigns

• Message referrals

• Message cold call no-answers



Content Engagement

You can see everyone who has REACTED, 
COMMENTED and REPOSTED







Use THEIR Content

• If your prospect or their company posts something 
interesting, use THAT as the conversation starter.

•Reference as much from the content as well, don’t be 
too generic.

• If you’re struggling to know what to say, use AI to 
analyse the post and come up with ideas or talking 
points.





Hi Michael, 

I really enjoyed your post today, the tips 
were really spot on and I shared it internally 
with my team.

How has 2025 been for you so far? 

Kind Regards,
Dan



Hi Michael, 

I loved your post on LinkedIn today with your 
home office setup! I wanted to ask quickly, 
which microphone is it that you use? I’m 
struggling to find a good one.

Kind Regards,
Dan 



Hi Michael, 

I’m writing an article on LinkedIn which will 
have insights from YOUR INDUSTRY experts. I’d 
love to include your insights in it, would you be 
able to answer just a few quick questions?

Kind Regards,

Dan 



Finding Buying 
Signals From Your 

AUDIENCE



LINKEDIN INTENT SIGNALS

• See when people are/were online
• Look at when they share content
• Look at who they comment on
• Company page content can help
• Look at other employee's content
• Comment for visibility and reminder



VIDEO POST – 
VIDEO MESSAGE – 

CLOSED SALE
Case Study





Profile Views – Sales Leads

•Check them daily if you can

• You can also filter by date range, industry and location.

• It’s one of the best conversation starters. 

•Message anyone who matches your ICP.

•Keep messages short and sweet.

•Works best the sooner you message them.







Relevant Posts/Content

•Content can be full of signals from prospects

• The creator could be a customer (maybe interested)

• The engagers could be customers (maybe interested)

• The content itself could be a buying signal





Company Page Content

•Company page content can contain intent signals

• The engagement can also highlight opportunities

• Look and post engagement and page followers

• Look at which employees are engaging (most engaged 
users for messaging)

• You may also find competitors engaging



Build Social Selling 
WORKFLOWS



There are many ways to 
prospect and FIND or 
CREATE opportunities 

on LinkedIn





THE COMMON LINKEDIN WORKFLOW
WORKFLOW 1

PERSONALISED 
MESSAGE

MULTI 
CONNECT & 

ENGAGE

TARGET
PROSPECT 
RESEARCH

ENGAGE & 
CONVERSATION

MEETING & 
CONVERSION



THE COMMON WORKFLOW

• Always have a value giving plan
• Connect with multiple people
• Always do good research
• Give value with content & comment
• Consistency is key



The Core 
Strategy



Engagement Workflow

Send personal 
DM

Engage On 
Linkedin

Monitor 
prospect 

content & 
engagement

SHARE & 
ENGAGE ON 

LINKEDIN

FOLLOW UP



Engagement Workflow

•Always be value giving, in content, engagement & 
messaging

•Hyper personalize any and every message you send

•Make sure messages are super relevant

•Use all forms of messaging 

•  Use the BELL icon to be the first to see their content



THE LINKEDIN EVENT WORKFLOW
WORKFLOW 2

EVENT 
REFERENCE 

MESSAGE TO 
PROSPECTS

EVENT FEED 
ENGAGEMENT 
& NETWORK

TARGET
EVENT 

RESEARCH

ENGAGE & 
CONVERSATION

MEETING & 
CONVERSION





THE EVENT WORKFLOW

• Search for industry events
• Attend & network in the feed
• Connect with others attending
• Message to discuss the event
• Navigate the conversation



THE CEO/VP WORKFLOW
WORKFLOW 3

PERSONALISED 
ROI BASED 

PITCH MESSAGE

MULTI 
CONNECT & 

ENGAGE

TARGET
PROSPECT 
RESEARCH

ENGAGE & 
CONVERSATION

MEETING & 
CONVERSION



THE CEO/VP WORKFLOW

• Get straight to the point
• Show high value ROI
• Multi-connect with others
• Be professional and presentable
• Respect their time



NURTURING LEADS 

• Consistently give value through 
content & comments

• Build your personal brand
• Be credible and professional
• Follow up through messages



CLOSING SALES WITH SOCIAL

• Share objection handling content
• Use messages to follow up on emails
• Talk about the cost of NOT buying
• Show how buying is easy
• Map out the post-buying journey
• Talk about customer service 
• Share ROI posts and stories 



LINKEDIN INTENT SIGNALS

• See when people are/were online
• Look at when they share content
• Look at who they comment on
• Company page content can help
• Look at other employee's content
• Comment for visibility and reminder



MY BEST PROSPECTING TIPS

• Check profile views & message ICP
• Share consistent content & build brand
• Grow network daily with ICP
• Comment daily on industry & influencers
• Send messages daily to ICP
• Maintain a professional brand 
• Share ROI examples 



Close The Sales 
Loop With OTTER



Using Otter for stronger 
conversations:

• Otter is an incredible tool with access to all 
conversations recorded in it.

• Every new conversation adds to it.
• Is a powerful coaching tool as well. 
• Find insights from other decision makers to 

bring into new conversations.







My Otter Prompts:

• What are unique moments discussed during this 
conversation?

• What is most important to this person right now?
• What did I say that resonated the most?
• What is the best way to follow up with this specific 

prospect?
• What information from my other calls could be relevant 

to this particular prospect? 



RIGHT 
NOW 

SUPER 
TOP TIPS



Engagement is LONG TERM now 
and builds over days/weeks :

- Posts used to last 24 hours
- Engagement builds up to 2 weeks now
- More engagement can come late
- Keep track of likes/comments



RIGHT 
NOW 

SUPER 
TOP TIPS



Weekend engagement is at all 
all-time HIGH, schedule to take 
advantage:

- Schedule content for Saturday/Sunday
- Test personal & professional content
- Check engagement on Monday
- Set OOO message if you have premium



RIGHT 
NOW 

SUPER 
TOP TIPS



New content analytics help you see 
HIDDEN ROI from your posts:

- You can now see how many profile views and 
followers come from each post
- Shows which posts have biggest impact
- Shows you which posts might not land
- Learn what is and isn’t working each month



Try Otter.ai free 
here 



BONUS
The first 15 

people will get a 
copy of my latest 

book as well!
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