


I’ve written this guide as a tool for the reluctant seller. I’m a reluctant seller. 
The thought of making cold calls fills me with a feeling of impending doom 
and regret. I know that these are stupid feelings, but after 20 years there are 
still there in the background.

I knew that if I wanted to survive and thrive in business, I needed solutions 
that would avoid the need to make those calls. On face value, what you 
will see in this guide may be simple, but these strategies have worked 
consistently for me for the last 5 years. 

Anyone can copy and paste a sales message that is full of waffle to 
someone. That isn’t a strategy, it only relies on the law of averages mixed 
with a bit of hope. My strategies in this guide do not rely on hope, they 
require work, effort and determination. If you want instant results, go with the 
copy and paste strategy. After around 500 messages you might have a few 
bites, but my strategies will cut that down and sow seeds you can reap for 
years to come.

In my course, “Win Your Next Client on LinkedIn”, we go into more detail with 
template plans, messages and strategies. This guide gives you an overview 
of how to generate leads using LinkedIn. If you want to dig even deeper into 
this, you can get the online 2-hour intensive workshop. 

Check it out at: 
www.winlinkedin.co.uk

My promise to you is that these things will make a difference to your LinkedIn 
account and bring leads, but that doesn’t excuse you from putting in the 
work. 

So, let’s get started.

INTRODUCTION
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FIRST THINGS FIRST

This section may seem simple, but you may have missed a few tricks 
that are vital to your LinkedIn. Let’s deal with your profile. Your profile 
really matters. I’m not talking about how amazing your profile picture is, 
I am talking about the whole setup.

There are three things which follow you wherever you go on LinkedIn 
and they are the first things that people see. These are your name, 
picture and headline. 

These three elements follow you across LinkedIn. Every message, post, 
comment, and profile view will show these things. They matter because 
you want people to get to know you.
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YOUR NAME

Don’t be an ass and fill it with additional things that are not your name. Just 
put your name. I once chatted with a guy who had seven post-nominal titles 
after their name. If you haven’t heard of post-nominal titles, they are the 
letters you get after your name with your qualifications. 

When I asked “why do you put all those letters after your name?” his reply 
was “because I want people to see I am highly qualified”. I considered telling 
him what I thought, but being British, I just kept it to myself. 

We’ve all met these idiots with letters after their names. 

A lot of people do stupid things when it comes to social selling. The rule 
should be, if you wouldn’t introduce yourself in person as John Doe Phd 
etc..., don’t do it online. All these additions to a name makes the person look 
weird and it makes you think they are trying too hard to prove themselves. 
Just keep your qualifications in the education part of your profile where they 
belong.

If you are a Dr or Prof, then it can be ok to have it as a title depending on the 
context. 

Also, don’t try to be clever and add weird symbols in either. LinkedIn will 
try and read through your profile and if there are symbols in your header, it 
makes it more difficult for LinkedIn to find you. 

Don’t put them in your name either as it will make you harder to find when 
people search for you. 
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YOUR PROFILE PICTURE

Why do you have a wedding picture on you profile? 

Why do you have a misty filter over your photo or a company logo?

What is wrong with a simple picture of you? 

At this point, you’ll look at my LinkedIn profile and say... “Dean, your photo 
isn’t simple”. Yes, my profile picture isn’t just a straightforward photo, but it 
shows me. I’ve made my picture a little different, so that when I show up in 
notifications of my ideal clients, they will recognise and remember me. 

Your profile picture must clearly show you. People buy from people. People 
don’t buy from logos or vague outlines of a person in the background. 

Your connections on LinkedIn need to get to know you and build rapport 
with you. People make judgements about you, your posts, comments and 
messages. 

Make sure your face is clear, that you look like a nice human being and 
that your picture is easily recognisable. It will be one of the first things your 
customers see. 

I’ve made my picture a little different, so that 
when I show up in notifications of my ideal 
clients, they will recognise and remember me.
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YOUR HEADLINE

Nobody, I repeat nobody, cares about your job title. If the highlight of your 
LinkedIn profile is your job title, you might as well give up now. What is the 
value you can add for your customers and connections? Share this in your 
headline. If you’ve got a sales title, consider not including it in your headline. 
Everybody thinks twice about connecting with a salesperson on LinkedIn 
anyway.

Make sure you convey some value in your headline.

What are the outcomes you deliver

What product / service do you deliver for your customers? 

If you put some thought into your headline, people can instantly see you how 
you can help them achieve their goals. If you don’t have a relevant headline, 
people will never get the value of your being in their network and importantly, 
your ideal clients cannot see the value you can deliver.

Get your headline updated pronto. 

Headline*

Make sure you convey some value in your headline.
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CHANGE YOUR PROFILE,
CHANGE YOUR VIEWS

The quality of your profile views is determined by you. You decide who sees 
your profile. Every activity, post and message is crucial. The words you use 
determines who views your profile.

The first thing to understand is that the words or keywords you use on your 
profile determine who and how you are discovered by people on the LinkedIn 
network. 
 
This is your headline and the whole of your profile content.

If you know who your ideal customer is (if you don’t, contact me for a different 
bit of training), you should be writing content and your profile for them. Your 
profile isn’t about you. It is your landing page for your ideal customers.

Write your profile around them. Use words and phrases, they would use. 
Why? So, when they are hunting around on LinkedIn you pop up. 

If John Doe sells widgets to marketing agencies, which words should appear 
more on his profile, marketing or widgets? The answer is both. I go into this 
in more detail when I talk about hashtags later on. 

Often, we create our profiles as CV’s that are filled with employment 
buzzwords, which further remove you from the likely searches of our 
customers. But, if you are not looking to be hired, your profile should be for 
your customers. If I’m going after marketing agencies, I will fill my profile with 
content, words and phrases which are relevant to them.

LinkedIn’s revenue model is built on subscription. If you’re using the free 
version, LinkedIn will deliberately restrict what you can do to encourage you 
to pay for a subscription. A free account can do everything that we’re talking 
about here, but it will be limited to the extent it can do it.
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This may be fine for one month, but after a 
month, you may struggle to make this work 
without having a subscription of some kind. I 
personally recommend Sales Navigator as it 
has powerful tools to help you track and find 
ideal customers. We go through that process 
in detail in the course that I teach.

As part of your LinkedIn subscription, you 
get added functionality on your Profile 
Dashboard.

This includes details of how people found 
your profile. 

On your Dashboard you have 
search appearances. 

When you click into your search appearances, 
you can see a snapshot of which companies 
found you, the job titles of searchers and the 

keywords used to find you. 

Those keywords are coming from 
your profile.

Think about changing your
profile to change your views.
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STOP HELPING
YOUR COMPETITORS

This is an important one. Social media by its nature, immersive. You click 
on one thing there are options to other things. That’s why you have watched 
so many random things on YouTube and spent hours looking at wedding 
pictures of people you don’t know on Facebook.

So when someone visits your profile, LinkedIn gives them options to move 
on from your profile. One of those options is similar profiles to yours, or 
correctly put, ‘viewers of this profile also viewed’.

You have no control over who appears here. One week it could be a friend 
or colleague, the next it could be a competitor. You could inadvertently be 
promoting your competitor.

Some people leave this on because they don’t want to miss out on being 
featured on someone else’s page. I prefer it off, so when people get to my 
profile, it’s all about me (selfishly).

So, you want to turn this feature off.

You may take a minor hit in profile views, but some of the tips later will more 
than make up for this.

This can be changed from the settings and privacy section:

Settings & Privacy > Account preferences > Viewers of this profile also 
viewed > Set to NO
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We’ve just prevented anyone else being suggested on our profile.

Next, we need to stop you being a tool for your competitor.

You may not realise it, but you are allowing your 1st Degree connections 
to se your connections. As you ramp up your LinkedIn and start to develop 
business opportunities, you will attract attention and inbound connection 
requests. Not all of those people will have good intentions.

Imagine, I connect with you, then spend a few hours prospecting through 
your connections! 

You can’t prevent competitors stalking you and chasing your clients, but you 
sure as hell don’t want to make it easy for them!

So, there is another setting we need to change. 

Profile Pic > Settings & Privacy > Visibility > Who can see your 
connections > Set to ‘only you’ 

Now people can see you have mutual connections, but once connected 
they won’t be able to see your network.
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THE 4 COGS SYSTEM

If you’ve skipped the first few sections and jumped to here. Go back and do 
the other sections first. If you don’t have your profile in order you will not see 
as effective results here.

There are four key components to this system. Most people omit the first cog, 
which in my view is where the real money is.

You’ve experienced a three-cog system many times. Connection request 
comes in, you accept.Then a seven paragraph ‘War and Peace’ mail comes 
into your LinkedIn Inbox. You ignore it. Then a follow up. You ignore it. 
Then a follow up, You remove the connection. 

But we also have the opposite of this too.

We have a three-cog system without any conversions; lots of work, but no 
results.

Each cog has its usefulness. If one of them is missing it won’t work properly.

CONNECT, ENGAGE AND CONVERT
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Content underpins everything you do. I repeat, content underpins the system 
of generating leads from LinkedIn.

LinkedIn says the top performing content is video based, which means video 
content that is directly uploaded to LinkedIn. No social network likes you 
pushing people to external sites. Try to keep content on LinkedIn.

Posting daily is what works, as it will give you the most impact.

Content is the reason your ideal clients will send you a connection request.
It will encourage them to decide to make an enquiry. 
Content is everything.

Again, there is more in the full course, but just by posting daily you put 
yourself into a league above the average LinkedIn user.

If you want to generate sales, you need to post daily.

CONTENT

USERS POSTING
CONTENT WEEKLY

3
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Organically engaging with people you want to connect with before you 
connect builds a rapport. This also can help your acceptance rates for 
connection requests. 

Imagine, you’ve been engaging with John Doe’s posts and content for the 
past week (I don’t mean spamming random comments such as ‘great post’), 
I mean meaningful engagement where a conversation about the content 
occurs. 

Think to yourself... would John Doe reject your connection request?

You need to think about building a relationship. I never want to talk to people 
who send sales pitches just after connecting. This method just doesn’t work.

- Engagement is the way to build rapport. Are you deliberately engaging 
 with your prospects content and activity (even if your not connected?)
- Engagement is the way to build familiarity.
- Engagement is the way to build relationships with people you don’t   
 know.

In my course, I teach people how they can close 5 new clients a month using 
LinkedIn. We give each student a LinkedIn roadmap of what to do and when. 
You’ve got to have a deliberate engagement plan, which starts way before 
you ever connect with prospects.

ENGAGEMENT

Add a meaningful comment...
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LINKEDIN JAIL

You may have seen me share about ‘LinkedIn Jail’. This is the nickname for 
the restrictions LinkedIn can impose on your account. The reasons are many, 
but the main ones are: 

-  If you get lots of rejected connection requests
-  Your InMails are being reported 
-  You are using automation or bots

You can end up with permanent restrictions and getting banned from 
LinkedIn if you engage with these. It doesn’t stop there. LinkedIn will 
sometimes ask people to prove their identity to get a new account following a 
ban. Imagine how devastating it could be to get put back to square one with 
your LinkedIn account.

There are a million shortcuts, but if they go wrong it might hurt. For example, 
you can sign up for robots that will do all the work for you, but if you get 
caught, the consequences could be, well, bad.

So, if you closed 60 clients from LinkedIn in the next 12 months, is it 
worth spending 2 hours a week on the platform?

I cover 4-Cog system in more detail in our digital course and live events, 
but this snapshot will allow you to connect with just about anyone if you use 
engagement to grow your connections.

Members who contravene 
LinkedIn User Agreement 8.2 
can receive this notification
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Micro-commitments are a great way to build new relationships.This concept 
isn’t limited to LinkedIn, it can apply to any business, in any industry.

A micro-commitment is a step towards a sale, which establishes a deeper 
relationship.

You’ve seen these across the internet, but probably never considered them 
for your business.

What value piece can you offer for free or at a low price which is a no brainer 
for your ideal clients?

Some call these an irresistible offer.

Now before you ignore this, this is a valid B2B concept, even for the most 
difficult or obscure industries. 

The key element is to make it actionable value piece. Something which gives 
part-of or something towards the answer.

-  A free download (like this)
-  A Webinar
-  An Event

The key is to get your ideal clients to put a step on the ladder. It’s a try before 
you buy experience. 

MICRO - COMMITMENTS
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Here is my example:

The key is to focus your micro-
commitment around a pressing 
problem for your client that you know 
you can solve. If you don’t, you 
need to spend time identifying your 
ideal clients and their problems and 
challenges. People buy solutions to 
challenges (or problems). 

If you haven’t done this already, 
you’ll need to because how can you 
provide value or produce any content 
for LinkedIn if you don’t understand 
who you are writing it for?
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THE CONTENT SANDWICH

The Content Sandwich is a method of producing content that combines 
attractional content and business content. If you post stuff about your 
business every day you will literally bore people. You’ll probably start to lose 
connections and eventually your engaged audience will evaporate.

This is a big topic area, but suffice to say, you need to have a mix of content 
that keeps your audience engaged.

Mix it up. 

Write content about your business, its products and services, but also share 
things which are relevant to your ideal client.

It doesn’t need to be sell, sell, sell every day.

Write some content just for likes and comments. 

Write content which has humour, insight and human.

The Content Sandwich we recommend is having business content that is 
sandwiched between regular content. This will focus on attracting likes. 

In order to build a strong content sandwich, you need to understand your 
ideal customer well enough to be able to see the themes they engage with 
and the types of content they like to share.

There’s a bit more market research for you here.

Some people say you should keep it professional and that it is all about 
the business. However, I say keep it professional, but remember this is a 
business-based social network. 

It’s about you and your business and people buy from people.
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COMPANY PAGES

Nobody cares about your company page. 

When was the last time you got excited or even remotely interested in a 
LinkedIn company page that wasn’t your own?

They are there and LinkedIn is doing its best to make them more functional. 
At the moment, however, they are a lot of work for not much reward. 

So, to build your Company page and growth, you need to work on your 
personal profile. Basically, if you post the engaging posts on your personal 
page, this will drive people to your company page. 

People want to connect with people and not brands. 

But if you want results from a Company Page, get ready to put a lot of work 
into it with hashtags and posting. 

Both your page and profile are important, and you need to make sure they 
are both helping each other drive people to your LinkedIn.
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##

HASHTAGS

I think hashtags are one of the biggest missed opportunities of LinkedIn. 
If keywords get your profile noticed, hashtags will get your content seen. 

I use hashtags as a way to engage with people that I want to do business with or 
build relationships.

Hashtags are the most helpful to get your content into the feeds of people you’re 
not connected to. Sadly, most people go wrong with hashtags. Where people go 
wrong is they use the wrong hashtags. 

If you are selling widgets to marketing agencies, which hashtags should you 
use?

#widgets is a tag for people who like widgets. 

#marketing is for people who like or are interested in marketing.

Just think… if you want to sell widgets to marketing agencies, which hashtag 
would work best for you?

Use the hashtags that your customers use, not the ones you’ve made up or your 
company uses.

What is vitally important is that you pick 3 or 4 hashtags which are relevant, pick 
2 niche / small hashtags and two big hashtags. A big hashtag to use could have 
millions of followers and a niche one could have 10,000 followers. Use them 
religiously.

Use 3 hashtags on a post. No more. LinkedIn only indexes three of them. So it is 
pointless going hastag crazy. Do a search in the top bar and LinkedIn will show 
you the followings of the hashtags you search for.
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Once you have used a micro-commitment, you have an existing relationship 
you can develop. If you have designed your micro-commitment well, it will 
naturally follow into a next step or a further action.

The difference is, your prospects now have a taste of how you can deliver 
value for them.

So, what is your next step from the micro-commitment. What is that next 
action?

Firstly, you need to know that you will not get 100% conversion from a micro-
commitment.

So, you probably need to play with around 100 people on each micro-
commitment.

This was you can comfortably drop 5-10 hot interested leads you can work 
with.

Never forgot what you got this far. Content and engagement did this for you. 
So, don’t stop engaging.

It’s surprising how lively prospects can be if you keep engaging with them, 
their posts and their activity.

Use engagement as a tool, but please don’t go too far and end up looking 
like a stalker.

For example, playing golf has nothing to do with many businesses, but a lot 
of business is done with pals from the golf course. The point is that they know 
them and people like doing business with people they feel they know. 

Engagement and relationship building is key to keeping people warm.

YOUR STRATEGY
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DO
N’

TS
DO

’S

Randomly send connection requests without personal notes.

Send connections requests willy nilly.

Tag lots of people in your posts.

Send long sales pitches.

Promote your business in comments on other people’s posts.

Try to sell in every post.

Overpromote or brag.

Tackle controversial subjects without being prepared for backlash.

Get cranky with people (people can see your comments / posts).

Be a yo-yo in your consistency.

Waste your time in groups (these are not good right now)

Engage with people using meaningful comments.

Connect with people you’ve met or have a 2nd degree connection with. 

Develop micro-commitments.

Have a daily schedule for content and engagement.

Help others, you never know who is watching.

Combine your business posts and engagement posts in a content sandwich.

DO’S & DON’TS

Or… buy our full course for more support!

Here is a list of the do’s and don’ts on LinkedIn...
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If you’ve read this, you’ve got enough information to get started. Remember 
that the 4-cog system works. I practice what I teach, and this is a taster 
of the full training I can provide. In this Ebook, you can see the value of 
implementing the system and can try before you buy.

If you want to be certain to get 5-10 new clients every month, you 
should sign up for our digital training! 

Our digital training comes in two hours of practical live demo’s, which dives 
into the system above and shows you the exact template we use for content, 
micro-commitments and engagement.

By now, you will have a glimpse of the power and impact of implementing the 
full training.

If you’d like to get the full training, you can access it here:

www.winlinkedin.co.uk

FINALLY
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Dean  is enthusiastic and knowledgable, he 
really knows his stu� and how to get it across. 

A great teacher of all things Linkedin!


