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What to expect in this issue of

SOCIAL SELLING
Made Easy

Welcome back!
Social Selling Made Easy magazine has been 
on hiatus for most of 2018 while I wrote Ul-
timate Guide to LinkedIn for Business Third 
Edition, walked my daughter Alicia down 
the aisle in her dream Napa Valley wedding, 
and sent my best friend/brother-in-law Di-
eter to Heaven after many years of ill health. 
2018 was a year of the highest of highs and 
the lowest of lows, primarily in one August 
weekend. On a beautiful summer Saturday, 
we were riding the high of Alicia and Chris’ 
wedding then Dieter passed away in his sleep 
that night breaking our hearts. 

With the successful release of Ultimate 
Guide to LinkedIn for Business Third 
Edition in the books, it's time to restart 
Social Selling Made Easy with an all-
LinkedIn experts edition!

Our featured expert this month is my good 
friend Phil Gerbyshak. Phil is an active 
mem-ber of the National Speakers 
Association (NSA) and has spoken at many 
of the region-al chapter meetings on social 
selling and the power of connecting the right 
way on social media.

In addition to being an amazing speaker, Phil 
is a sales expert, corporate sales trainer and 
small business coach. Phil trains his clients on 
the power of connection, leveraging the reach 
of social media, combined with the deeply 
personal work of nurturing 1:1 relationships, 
growing profitable long-term clients, trans-
forming businesses and boosting revenue.

Lately Phil has been experimenting with 
LinkedIn video and his article is titled, Get 
on the Video Bus Before it Leaves You Be-
hind. Phil shares his video tests and gives us 
great tips for creating engaging LinkedIn vid-
eos.

How would you like to know how to increase 
your engagement on LinkedIn? 

You’re in luck because John Nemo shares his 
best strategies for starting conversations on 
LinkedIn in his article How Instantly Im-
prove Your Engagement on LinkedIn. To be 
successful on LinkedIn you need to find ways 
to engage in one-on-one conversations with 
your LinkedIn connections through LinkedIn 
messages.



Ted
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What to expect in this issue of
SOCIAL SELLING Are you in sales? 

Brynne Tillman has 10 LinkedIn Activities 
Sales Professionals Should Do Every Day on 
LinkedIn. Consistency is the key to success in 
just about anything we do in life and being 
active on LinkedIn is no exception. 

International LinkedIn expert Melonie Doda-
ro has some powerful LinkedIn headline tips 
for us. As you know, I’m a strong believer in 
creating a strong professional headline to grab 
viewers attention as they scroll through your 
profile. It you have a boring headline, they 
will scroll right past you to the next profile. 

Brian Basilico, Mr. Bacon, shares a very inter-
esting take on LinkedIn, How Can Emotion-
al Intelligence Makes LinkedIn More Power-
ful? I love Brian’s approach to marketing and 
his powerful integration of complimentary 
tools to take LinkedIn marketing to another 
level. 

This month’s Social Selling TV interview is 
with Robert Middleton, my very first market-
ing mentor. In this interview, Robert shares 
how to overcome your fear of marketing. 

Have you noticed LinkedIn hashtags are 
back? 

A few months ago LinkedIn brought hashtags 
back from the dead and they are more pow-
erful than ever. In this month’s tutorial, I will 
show you how to use hashtags to get more 
eyeballs on the content you share on Linke-
dIn. 

That’s it for this issue of Social Selling Made 
Easy and please share this with your friends. 

Ted Prodromou, Editor



The Ulimate Guide to Linked in for Business
By Ted Prodromou
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BE THE FIRST TO KNOW!

WHAT'S HAPPENING: THE THIRD EDITION OF MY 
BEST-SELLING BOOK, ULTIMATE GUIDE TO LINKEDIN 

FOR BUSINESS IS AVAILABLE.

Yes! I want my copy

FREE + $7.95 S&H 

NEW! 3rd 
Edition



Phil Gerbyshak

7

Social Selling Made Easy

Get on the
VIDEO BUS
before it passes you by



Did you know, by 2021, over 82% of  all content on the internet is predicted to be in 
video form? This will translate to around 17,000 hours of  video content being viewed 
every second. 

Read that again: 17,000 hours of video content, EVERY SECOND.
So how can you take advantage of  this for your business? LinkedIn video is a great 
place to start, and it’s also the one where you’ll make the biggest impact in your busi-
ness, if  you’re already leveraging LinkedIn. Think about it: if  you’re using LinkedIn, 
you’re already connected to 100s if  not 100s of  thousands of  people who could buy 
your product or service. And they are on LinkedIn to network, and to meet people who 
could help them with their business. That means instead of  100 views on a video you 
posted to YouTube, with many of  them by the under 25 demographic, you can get 
1000s of  views from your ideal target market. 

Above are the stats of  a recent video I did on LinkedIn.
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Are you afraid of doing video?
It is much easier than you think, if  you know 
your topic, and if  you have a format for re-
cording video. Here's a simple format you can 
use to get started with LinkedIn video right 
now.

How long should these be? You've got to get 
to the point quickly, and I find 90 seconds to 3 
minutes is best for LinkedIn video. 

Start with a strong opener - ask a question, 
share a stat, or give us something interesting to 
start your video.

Offer actionable insights - make sure your vid-
eo has something for the viewer to takeaway. 
The video is all about them after all. 

Close with a strong call to action - close with 1 
action the viewer can take as a result of  watch-

ing your video. Don't just give theory, offer a 
practical tactical tip, whenever possible.

Make sure you share the post as a LinkedIn 
status update. Use 1-3 hashtags to get your 
video found. People are searching for content 
on LinkedIn, and relevant hashtags help your 
videos get found more frequently, and some 
people are saying LinkedIn is forcing them to 
use hashtags with a status update.

Remember: It's not about getting 100,000 views. 
It's about reaching your ideal audience, and 
then starting a relevant conversation going 
with the folks who do engage. 

What are you waiting for? Give LinkedIn vid-
eo a shot! 

Phil Gerbyshak

Phil Gerbyshak is a sales speaker, sales expert, sales trainer, and small 
business coach. Phil trains his clients on the power of connection and 
how to best leverage the reach of social media, combined with the 
deeply personal work of nurturing 1-to-1 relationships, to grow prof-
itable, long-term clients, transforming business and boosting 
revenue. People matter - and they don’t scale. Learn more at 
www.philgerbyshak.com
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How to
Write the 
Perfect 
LinkedIn 
Headline

Melonie Dodaro



When people see you in the search results or 
land on your LinkedIn profile, are they click-
ing through to learn more about you? Are they 
then sending you a connection request?

If  you answered No or I don’t know, then there 
is a good chance that you need to turn your 
LinkedIn headline from boring to memorable 
and really stand out. The goal of  your Linke-
dIn headline is to get your ideal clients atten-
tion and make them want to learn more about 
you.

Your LinkedIn headline is the MOST critical 
part of  your profile because, along with your 
name and profile photo, it is the first thing any-
one will see when they find you in the search 
results or land on your profile page.

Your headline will determine whether they will 
take the time to click on your profile to learn 
more or click away. A well-written and cli-
ent-focused LinkedIn profile makes the differ-
ence in gaining a connection (possible lead or 
client) or being ignored.

You only have seven seconds to impress a po-
tential client or connection before they click 
away. 7 seconds to impress!

Before You Start Editing Your LinkedIn 
Headline
Before you begin making changes to your 
LinkedIn headline, it is a good idea to turn off 
your Notifications if  you don’t want your net-
work to be notified for one reason or another.

You do this by going to the Settings & Privacy 
page and selecting Privacy. In the section How 
other’s see your LinkedIn activity, click on 
Sharing profile edits. If  this setting is set to Yes, 
click on it to set it to No. It will auto-save. See 
below.

LinkedIn Headline Tips: Go From Boring 
to Memorable

1. Include the Keywords You Want to Be 
Found For In Your LinkedIn Headline

There really isn’t much sense in creating a 
LinkedIn profile that will impress your ideal 
clients, if  it doesn’t get found in the search re-
sults. Including keywords within your headline 
factors can increase the chances that your pro-
file will show up higher in the search results.
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There will be times when someone is search-
ing for a person who offers what you offer. If  
potential leads are looking on LinkedIn for the 
products or services you provide and you’re 
not showing up in their search, that’s a lost 
opportunity.

Now, you are already familiar with how people 
search on Google.

How they search on LinkedIn, however, is a 
little different. Often on Google people will 
search for information, whereas on LinkedIn 
they are searching for a person.

For example, if  someone is looking on Google 
for information on how to create an excellent 
LinkedIn profile, the person might search us-
ing the keyword phrase, how to write a good 
LinkedIn profile.

On LinkedIn, they’ll be searching for some-
one to teach them, or someone to write their 
LinkedIn profile for them. In this case, the 
person might search using keywords such 
as LinkedIn expert, LinkedIn consultant or 
LinkedIn profile writer.

People will often look for title-based keywords 
on LinkedIn, so it is essential that these are 
the kinds of  keywords that you include in your 
headline.

One big mistake I see people make is trying to 
be creative (or funny) with the language they 
use in their headline. They write their Linke-
dIn headline from their perspective, rather 
than speaking the language of  their ideal pros-
pects and clients or what they may be search-
ing for.

Be aware of  the words and the phrases com-
monly used by your ideal clients because this is 

the exact language that you want to include in 
your profile.

So, do your homework and speak the language 
your ideal clients speak. Doing so will make it 
easier for them to find you in their search and 
will ensure your headline and profile resonates 
with them. Your goal is to help them under-
stand and that you are someone who could 
help them, when they land on your profile.

2. Determine the LinkedIn Headline 
Style That Is Right For You

If  you really want people to check out your 
profile, then you need to grab their attention.

I have three styles of  LinkedIn headlines that 
I teach people to choose from based on what 
most appropriate for their expertise, industry 
and target market. These three headline styles 
include:

• Keyword Focused
• Client-Focused
• Credibility Focused

Keyword Focused LinkedIn Headlines
If  you choose to use a keyword focused head-
line, you can select two or three keyword 
phrases you want to be found for. In most cas-
es, it’s not effective just to pack your headline 
full of  keywords. Your headline also needs to 
generate the interest of  your ideal clients, so 
they want to learn more about you.

Here are a couple examples of  a keyword fo-
cused headline. Notice in the first one, you’ll 
see the keywords LinkedIn Trainer and Social 
Selling Expert, which are terms I want to be 
found for.

In the second example, I want to be found for 
Social Selling Speaker and LinkedIn Expert.



LinkedIn Headline Examples

#1 Bestselling Author, LinkedIn Unlocked | LinkedIn Trainer / Social Selling Expert Showing B2B 
Companies How to Turn Cold Connections into Clients

International #1 Bestselling Author of LinkedIn Unlocked | Social Selling Speaker | LinkedIn Ex-
pert

Client-Focused LinkedIn Headlines
When writing a client-focused headline, you want to address what you offer and to whom. The 
power of  the client-focused headline is that you are able to share with your ideal clients that you 
are someone who can solve their problem.

I have several target markets that I work with, the primary one is B2B companies with sales 
teams. The first LinkedIn headline example below would speak to B2B companies with sales 
teams.

The next example is also very client focused as it speaks to a niche that I serve in the Public Sec-
tor, which is Investment Promotion Agencies (IPAs). These Government agencies are tasked with 
attracting foreign direct investment (FDI) to their region. I provide FDI LinkedIn training to 
help them connect with decision makers via LinkedIn.

LinkedIn Headline Examples

Ditch cold calls for warm calls by leveraging LinkedIn and social selling to fill your sales pipeline.

I help Investment Promotion Agencies and Professionals attract Foreign Direct Investment (FDI) 
using LinkedIn.

Credibility Focused LinkedIn Headlines
A well written LinkedIn headline that showcases your credibility is very powerful.

A credibility based headline is where you can start to build your authority and establish a level of  
trust.

While the credibility headline might not capture your ideal clients’ attention in quite the same 
way as a client-focused headline, it can actually make the connection process easier. This type 
of  headline is more likely to set your potential connections at ease, and they will be more likely 
to accept your request because there are impressed by your accomplishments and not likely con-
cerned that you are going to try to sell them something.

Here are a couple of  examples of  credibility focused LinkedIn headlines. You will notice that in 
both examples their accomplishments and awards are highlighted. These accomplishments are 
very effective in quickly building and showcasing credibility.



LinkedIn Headline Examples

Helped build one of Canada’s high-tech success stories | Inc. Fastest Growing 50 | Canada 
Award for Business Excellence

Recipient of 2017 Forty Under 40 | 2018 Fastest Growing Companies (3963% Growth) | Inc. 
5000

3. Make Use of Your 120 Character Limit
You only have 120 characters to use for your LinkedIn headline, so it is vital to maximize them.

You might be able to create a headline with fewer characters, but by not making use of  as many 
of  the characters as you can, you may be losing out on the opportunity to be found for another 
keyword or simply further establish your credibility.

And you do not need to choose one LinkedIn headline style, you could incorporate two styles into 
your 120 characters.

For example, you could use aspects of  both a keyword and credibility focused headline.

Here’s an example, I include Int’l #1 Bestselling Author (credibility), and then I also add my key-
words such as LinkedIn & Social Selling Keynote Speaker (keywords).

The key is that your LinkedIn headline is compelling enough that people are going to click on 
your profile or accept your connection request.

Watch this YouTube video I made on How to Write a Captivating LinkedIn Headline.

4. Ensure That Your LinkedIn Headline Stand Outs
When a lead, prospect or connection is scrolling through the search results, will your LinkedIn 
headline stand out?

It’s not enough to just show up in the search results as many different profiles, including com-
petitors, will be listed in the results. Your headline needs to capture your prospects attention and 
make them want to click on your profile to learn more.

Including a compelling statement that will capture their attention and intrigue them is a great 
way to get them to want to click.
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Three LinkedIn headline tips to make you stand out:

Can your ideal clients quickly identify that you offer what they’re looking for?

Use LinkedIn Advanced Search with your chosen keywords and see how you come up in com-
parison to your competitors.

Track how many views your profile has had in the last few days or weeks, then tweak your Linke-
dIn headline and watch for any change in the number of  profile views.

The Best LinkedIn Headlines Speak Directly To Your Ideal Clients
The golden rule in writing a captivating LinkedIn headline (or profile) is always to aim to speak 
directly to your ideal clients. Whether it’s your headline, summary section or otherwise, you 
should still hit the points that highlight the specific benefits you offer your target market.

Everyone is in a hurry, and they just want to find that right person to help provide the solution 
they’re looking for. The more succinctly you get this across in your LinkedIn headline, the more 
viewers and prospects will be drawn to your profile and encouraged to take ACTION, by reach-
ing out to you.

Melonie Dodaro is the author of the #1 international bestseller, The Linke-
dIn Code. She’s a highly sought after speaker and trainer that specializes in 
social selling, LinkedIn and trust based marketing across Canada, USA and 
Europe.

Melonie helps brands, professionals and sales teams effectively use social media and social sell-
ing to build engaged communities and increase their authority, credibility and revenue.

Melonie has been listed as: Top 50 Trustworthy Digital Marketing Experts 2017, Top 100 Market-
ing Influencers 2017, Top 50 Sales Influencers 2017, Social Selling 2016: Top 100 Influencers and 
Brands, 21 Women of Digital Marketing to Follow in 2017, Top 10 Social Media Blogs and many 
others.

She’s received worldwide media coverage including being interviewed on ABC, Inside Edition, 
CBC, CTV, NY Post, The Toronto Star, Global News, The Globe and Mail, Huffington Post, The To-
ronto Sun and Inc Magazine.

Through her 1-on-1 coaching, online training, live workshops, leadership training, and speaking 
engagements, Sandra inspires, empowers, and challenges people to stop holding back and own 
who they are. She is fiercely committed to this. Hence, The Dare. Learn more at https://
topdogso-cialmedia.com/

Melonie Dodaro
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Social Selling is a powerful strategy 
that can help sell your ideas, establish 
credibility, secure funding, attract talent 
and win customers. 

Start learning social selling with step-by-
step video training on my Social Selling 
TV YouTube channel. Each episode 
is hosted by #1 best selling author and 

social media expert Ted Prodromou, 
author of  Ultimate Guide to LinkedIn 
for Business and Ultimate Guide to 
Twitter for Business. 

Additional guests include the top social 
media and social selling experts who 
share their best strategies.

Social selling is no longer 
optional for your business! 

www.youtube.com/SocialSellingTV

Subscribe to my 
YouTube Channel
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HOW CAN 
EMOTIONAL 
INTELLIGENCE

MAKE LINKEDIN 
MORE POWERFUL?

ARE YOU ON LINKEDIN? Chances are you 
are. Now, the second part of  that is, are you 
using it effectively? And my guess to the an-
swer to that question is no. Why is that? Well, 
most people have an account but rarely log in. 
Why is that? Because they don't know what 
to do with it. It's a great way to connect with 
people, but it's not like Facebook. It's not a fun 
social media network, although some people 
try to make it that way. But it's really about 
business to business.

Here's another reason why people don't use it. 
They're afraid of  it. Why are they afraid of  it? 
Because when they log in, people are stalking 
them. Some people are out there talking about 
a strategy, “To get more business on Linke-
dIn, close more $15,000 deals.” Do you know 
what that strategy is? Connect and pitch. You 
know how it goes, right? Somebody sent you a 
connection request, and you don't know them, 
but they connect. You connect with them, they 
connect with you, and 30 seconds later you get 
this message in your inbox.
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CONNECT & PITCH

Here's an example. This is something that 
happened to me the other day. So I connect 
up with this guy, and he sends me a message 
immediately. It says, “I'm looking to interview 
qualified candidates for leadership roles within 
our business. Are you or somebody you may 
know looking and keeping their career options 
open for either part-time or full-time work? All 
the best.” So I said to myself, “Oh, dude.” So 
then I message him back and I say, “I teach 
people how to prospect correctly on LinkedIn. 
Are you or someone you may know keeping 
your prospect options open to learn the latest 
networking and closing techniques? Please let 
me know.” He sends me a message back, and 
he says, “Honestly, dude, I can't tell if  you're 
trying to mock me or offer me something.” 
And I said, “It's a little of  both.”

So you've seen that, right? People connect up 
and immediately send you their pitch. Like all 
of  sudden you're just going to open up your 
wallet and hand them money or change ca-
reers and do all that because they sent you a 
message. No, I don't think so. So how do you 
use LinkedIn effectively? Well, the simplest 
way to do it is understand what your purpose 
is on there. Now, I look at all social media as a 
relationship-building tool first. So that means 
you gotta give it a slow roll. You wouldn't walk 
into a bar and tap somebody on the shoulder 
and say, “Hey, you're cute. You want to get 
married?” But unfortunately, that's the way 
that people do it on LinkedIn because they 

don't know how to do anything else. They 
don't know how to start, maintain, and build a 
relationship.

LINKEDIN CHA CHA CHANGES!

So that's what's you have to do. First thing you 
want to do is identify people that you want to 
connect with. So first you have to identify who 
they are, and then do a little research and find 
them. Now, one of  the challenges that you 
have to be aware of  is since maybe last week, 
LinkedIn has stopped the ability for people to 
connect up with their second and third level 
connections. First level: I know you. You know 
me. We're connected. Second level is some-
body that I don't know. Third level is I don't 
know them at all, and nobody in my network 
knows them. So those are your first, second, 
and third level connections.

In LinkedIn, you can no longer send a message 
to somebody you're not connected with with-
out paying for their premium service. Why? 
Because LinkedIn is owned by Microsoft, and 
Microsoft wants to make money. It's kind of  
the same thing that Facebook did when they 
got everybody addicted to business page crack. 
Get as many fans as you possibly can. Then 
they turned the faucet off and said, “Hey, now 
if  you want to talk to those people, you have to 
do it in the form of  ads.” And that's essentially 
what LinkedIn is doing is they're monetizing it 
as best they possibly can.
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HAVE A STRATEGY

So let's talk about a strategy that's going to help 
you better utilize your relationships. So the first 
one is know that niche. Who is it that you want 
to talk to? You also have to know their needs 
and wants. You have to know what are their 
problems, and what problem do you solve for 
them. Or can you be a good resource and find 
somebody to help them?

Next thing you have to do is connect up. So 
one of  the best ways to do it is do a little re-
search and maybe send them an email first. If  
you can find their email, just send an email, 
say, “Hey, I saw you on LinkedIn. I wanted 
to connect up. I sent you a request.” In other 
words, you're connecting with them on Linke-
dIn, but you're sending them an email saying, 
“I'm a legit person. Not going to sell you any-
thing. Just want to make a connection.” That 
may be the way to do it.

GET OUT OF YOUR CHAIR

Another way to do it is go out and network, 
get business cards, and use those business cards 
to send people an email. Once they get your 
email, they're already warm to you. Chances 
are they'll respond back. And when they see 
your LinkedIn request, they'll connect because 
they know you're not there just to connect and 
pitch.

So once you've had an opportunity to say, 
“Hey, we're connected now,” just go in and 
give them a very generic message. “Thanks for 

the connection. Let me know if  there's any-
thing I can ever do to help you. And if  you 
want to know anybody in my network, let me 
know. I'll be happy to do an introduction.” So 
again, don't go in selling anything. Go in with 
a helpful attitude, and then let it sit for a while. 
And then maybe connect up again later on. 
I've seen people do this really, really well. But 
then the last thing they do is come in with that 
pitch.

EDUTAIN YOUR WAY TO A CALL OR 

EMAIL

So instead of  doing that, think about this. 
Figure out what they're need is, and then ask 
their permission. “Can I send you a couple of  
emails?” In those emails, it should have some 
explanation about what it is that you do or 
maybe a way you can solve a problem for it.

Now, I've got a perfect opportunity to do that 
because if  somebody wants to learn about 
LinkedIn, I've got a bunch of  podcasts on 
it and a bunch of  blog posts. So I could say, 
“Hey, let me send you a couple of  emails.” I'm 
just going to say, “Hey, here's a quick little note 
about a podcast that I did on how you can use 
LinkedIn to network better. Take a look. Take 
a listen,” whatever it is. So by doing that, you 
start to build up the relationship over time. 
You're giving them good information. You're 
giving them something of  value.

Then after a while, you can send them a mes-
sage and say, “Hey, I don't know if  it works for 
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you, maybe it will, but how'd you like to get on 
the phone for 15 minutes and just chat?” No 
sales pitch, no nothing. Let's just chat. Let me 
find out about you, find out about me. Maybe 
you want to meet for coffee, whatever it is. But 
if  you spent time building up that relationship, 
the chances of  them saying yes is going to be 
a lot hotter. Spending the time to develop the 
relationship by giving people value is the best 
way for you to make those connections. So 
think about doing that once a day. Find one 
person, start the process, and continue the pro-
cess down the road. Build that relationship, 
especially if  they could be somebody who's a 
good fit for you and your business or maybe 
somebody you could connect them to.

When you go into LinkedIn with a purpose 
like that, you'll see results, and it's going to be 
worth your time. You don't have to spend a lot 
of  it, but your time is valuable. Make the most 
of  it on there.

FINAL THOUGHTS

Let me leave you with some final thoughts. 
Number one, take the time to build the rela-
tionship. Just don't go tap them on the shoulder 
and say, “Marry me.” Second, create target-
ed content that answers their needs and their 
questions without a sales pitch. Just educate 
them or entertain them. And finally, get to the 
point where you can generate that sales phone 
call.

I would love to hear your thoughts on this. 
Comment below and share your thoughts, 
ideas or questions about showing the concepts 
presented. Have you had to overcome any of  
the presented concepts? What worked and 
what did not live up to expectations? Do you 
have any ideas or advice you could share?

To learn more about this and other topics on 
Internet Marketing, visit our podcast website 
at http://www.baconpodcast.com/podcasts/

Brian Basilico is an award-winning author of the best selling book 
“It’s Not About You, It’s About Bacon! Relationship Marketing In A 
Social Media World!” He was honored as one of the Top Market-
ers to Follow in 2018. Brian is an Online Marketing Strategist who 
brings over 40 years of marketing experience to his award-winning 
internet marketing company, B2b Interactive Marketing, Inc. Brian is 

a syndicated blogger, podcaster, and a sought-after guest expert featured in Entrepre-
neur and Inc., magazines, His show “The Bacon Podcast" on iTunes was also voted one 
of Inc. Magazines top 35 business podcasts.

https://baconpodcast.com/podcasts/
https://baconpodcast.com/podcasts/
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In 2001, while I was finishing up my 
coaching certification at the Coach-
es Training Institute, I heard about a 
marketing guru who helped coach-
es get clients.

At the time, I knew absolutely noth-
ing about marketing because I was 
finishing a 20-year career in the IT 
world.

Meet my very first marketing guru, 
Robert Middleton, who is an amaz-
ing marketing coach and taught me 
how to market successfully with no 
fluff.

I can honestly say I wouldn't be 
where I am today if it weren't for 
Robert and what I've learned from 
him over many years.

Learn more about Robert at https://
actionplan.club/

Robert gets my highest recommen-
dation as a 
marketing 
coach, men-
tor and a 
great guy.
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w MEET MY FIRST 
MARKETING MENTOR – 
ROBERT MIDDLETON

INTERVIEW

https://tedprodromou.com/meet-my-first-marketing-mentor-robert-middleton/
https://actionplan.club


John Nemo
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When it comes to using LinkedIn for 
lead generation, what works best is 
creating what I call “context for a 

conversation.”
If  you want to see real, meaningful success on 
the world’s largest B2B-themed professional 
network, you need to find ways to engage your 
ideal clients and prospects in 1-on-1, personal-
ized conversations using LinkedIn invites and 
messages.

Even LinkedIn seems to realize that context is 
key in starting these new relationships, recently 
adding a feature to its “invite” area that helps 
you instantly find commonalities to spark dis-
cussions with new connections.

Inbound Invites + Engagement 
= Success on LinkedIn

If  you’ve built out your LinkedIn profile in a 
way that helps your ideal clients and customers 
understand who you are and how you can help 
them, and if  you’ve included the right key-
words inside your profile, you’re going to see a 
steady stream of  inbound invites from people 
wanting to connect to you on the network.

(Note: If  you need help creating what I call a 
“client facing” profile, use this copy-and-paste 
LinkedIn profile template that includes some 
of  my favorite phrases, keywords and format-
ting tips.)

An inbound or “Received” invitation on 
LinkedIn is ideal, because that means someone 

else has taken the time to “find” you on the 
platform, look at your profile and send an invi-
tation wanting to connect with you personally.

Sometimes, these inbound invites you receive 
will include a personal note from the person 
about how he or she found you and why he or 
she wants to connect.

But more often than not, you’ll just see some 
inbound, generic invites sitting there once you 
click on the “My Network” tab at the top of  
your LinkedIn page.

LinkedIn’s New Invite Filters

What’s nice is that LinkedIn has added a new 
set of  filters to the desktop version of  your 
inbound invitations. These filters allow you to 
instantly sort your inbound invites based on 
whether someone works at the same company 
as you, went to the same school as you or is 
connected to some of  the same people you are 
on LinkedIn.

The idea behind these filters to help you ex-
plore some commonalities to include in your 
initial 1-on-1 messages as you accept these 
inbound, new invites from people wanting to 
connect with you on LinkedIn.

Here’s how it works (and note that for now, it’s 
only showing up when you use LinkedIn on 
your desktop or laptop and is not part of  the 
LinkedIn mobile app.)
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Follow These Steps
First, click on “My Network” at the top of  the page. That will pull 
up all your inbound or “Received” invitations from people who 
want to connect with you.

Next, click “Manage All” in the top corner of  that “Invitations” 
area, and you’ll be brought to a new page that allows you to utilize 
the different filters I’ve mentioned.

The filters are laid out in boxes above your “Received” (or in-
bound) LinkedIn invites to connect. Simply click on the box you 
want to filter by (“All Invitations,” “From Your Company,” “From 
Your School” or “Has Mutual Connections”) to sort the list of  in-
bound invites accordingly.
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The Power of Context
Imagine seeing someone who went to the same school as you has just sent an invite to connect.

You can now easily accept the person’s invite, and then fire off a personalized, 1-on-1 message 
asking about his or her experience at your school as an icebreaker.

Here’s a sample message you could use after accepting that type of  invite to connect:

Hey [NAME] – thanks for inviting me to connect!
Curious – how did you come across my profile here on LinkedIn?
Also, I noticed you went to [SCHOOL NAME].
What years were you there?
I graduated in [YEAR] and [INSERT PERSONAL MEMORY FROM SCHOOL].
Go [SCHOOL TEAM NAME]!



An author, speaker, 1-on-1 business coach and consultant, John 
Nemo helps individuals, organizations and businesses boost their 
brand, generate sales leads and increase revenue.
John is also the author of seven books, including LinkedIn Riches: 
How to Leverage the World’s Largest Professional Network to Boost 
Your Brand, Generate Leads and Increase Revenue!
John’s success using LinkedIn for lead generation led to him creating 

the LinkedIn Riches premium online training program, along with guest blogging for 
industry-leading sites such as Social Media Examiner, American City Business Journals 
and others. 
John's most recent book is Fired Up: Ignite Your Passion. Love Your Work. Live Your 
Legacy, which was published in late 2014. John can be reached at 
https://linkedinriches.com/

John Nemo

Look forward to learning more about you professionally and how I can help you out!

See how this works? You can now easily sort all your inbound invites to find icebreakers based 
on a few different filters, and that context for a conversation is where the magic begins to happen 
on LinkedIn.

Messaging Magic
I’ve shared in great detail here and elsewhere the power of  personalized, 1-on-1 LinkedIn mes-
sages, and the approach is even more powerful when someone is asking you to connect to begin 
with.

Make sure you’re taking advantage of  some easy ways to spark new conversations when others 
are inviting you to connect!

"What’s nice is that 
LinkedIn has added a 
new set of filters to 
the desktop version 

of your inbound 
invitations."

https://linkedinriches.com/


LINKEDIN HASHTAGS ARE 
BACK AND CRUSHING IT
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By Ted Prodromou

LinkedIn recently brought back an oldie but goodie. 

And they made it even more powerful than ever.

Remember when Twitter introduced the concept of  hashtags and it took off like 
wildfire?

For years, LinkedIn let us add hashtags in our content and our status updates 
then they stopped promoting it a few years ago.

Well LinkedIn has revamped hashtags and created hashtag communities which is 
driving tons of  eyeballs to our conent.

Here's how LinkedIn hashtags work...

Linked in Hashtags are back 
and crushing it

https://tedprodromou.com/linkedin-hashtags-are-back-and-crushing-it/
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10 LinkedIn Activities 
Sales Professionals 
Should Do Everyday

Brynne Tillman



28 29

Social Selling Made Easy

T
here are so many ways to leverage 
LinkedIn, that deciding what activities 
provide the highest ROI on your time 

is a challenge. Often sales professionals get lost 
down a rabbit hole, and spend too much time 
on activities that have no pay-off.

Although this may not be a complete list, if  
you follow these daily activities, you attract and 
engage your targeted buyers and convert con-
nections into phone calls.

1. Check Who's Viewed 
Your Profile (found in the left-
hand column your Home page) and reach 
out to the people who have checked you 
out. Then decide with whom you'd like to 
engage. If  they are a 1st degree connection 
drop a note: Thanks for visiting my profile. 
It made me realize that it has been some 
time since we last spoke and it might make 
sense for us to set up a call to reconnect 
and explore ways we might be able to ben-
efit one another. To make scheduling easier, 
here is a link to my calendar http://Sched-
uleaCallwithBrynne.com - please pick a 
time that best works for you.. I am looking 
forward to catching up. If  they are not a 
connection send a connection request with 
a personalized note: Thanks for visiting my 
profile. I had a chance to look at yours and 
I think it might make sense for us to con-
nect and explore ways we may be able to 
work together. 

2. Check Pending invita-
tions (found by clicking the My Net-
work tab) and determine who you'd like to 
connect with and accept. Once you have 
accepted, send a welcome message. Mine 

is: Thanks for connecting with me on 
LinkedIn. I am not sure if  you are using 
LinkedIn for business development, but if  
you are, here are some powerful resources 
that can have a significant impact on your 
efforts https://bit.ly/2JJb0gV. . - Brynne 
PS May I ask how you found me (unless 
you know of  course)

3. Welcome your new con-
nections (found by clicking the 
Message tab, you will see your new connec-
tions in unread messages). Send a welcome 
message inviting them to a phone call or 
sharing content that is relevant to them. 
Mine is: Thanks for connecting with me 
on LinkedIn. I am not sure if  you are using 
LinkedIn for business development, but if  
you are, here are some powerful resources 
that can have a significant impact on your 
efforts https://bit.ly/2JJb0gV. In addition, 
I'd love to share some insights specific to 
your sales environment. If  you are open, I 
invite you to have a conversation. Whether 
or not we decide to do business together, 
I am confident that our call will be full of  
insights and actionable steps that can help 
you grow your business. Here's a link to my 
calendar ScheduleaCallwithBrynne.com 
please pick a time that works best for you. - 
Brynne

4. Engage on your news-
feed by looking through the content 
that your network is sharing and engaging 
with them through liking, sharing and com-
menting on their relevant posts. This can 
be a huge time-suck - so if  you are going to 
engage set your alarm for 3 minutes!
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5. Share relevant con-
tent on your newsfeed 
and with targeted connections that will get 
value from the blog, article or video you’ve 
shared. Use Google Alerts, subscribe to RSS 
feeds, and leverage Feedly or other content 
aggregators to make sharing the right con-
tent easier.

6. Check your notifica-
tions and engage because this is how 
you can identify who is engaging with you, 
and opportunities to congratulate your con-
nections. New job notifications could be one 
of  LinkedIn's most powerful, yet underuti-
lized features. LinkedIn tells us that there is, 
on average, 20% turnover of  any given po-
sition. So, knowing where your connections 
are going can create new opportunities. 
Don't forget to find out who is moving into 
their position too!

7. Find prospects by visit-
ing LinkedIn's advanced 
search filters and pasting your 
search string and choosing the 2nd Degree 
filter. You create a list of  your buyers and in-
fluencers that you share a connection with. 
You can then identify who in your network 
may be able to make a introduction on your 
behalf. I often send a message like: I hope 
this note finds you well. As you may know, I 
am leveraging LinkedIn to grow my network 
and noticed that you are connected to XX 
at XX. I was wondering if  you would kind-
ly provide an introduction for me. If  you 
could copy us both in an email or LinkedIn 
message I can take it from there. To make 
it easier for you, I have included a short 
paragraph below that you are welcome to 
copy and paste. Also, please feel free to look 
through my connections, I am happy to 
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make introductions for you as well. Thanks 
so much! YOUR NAME ------- I would 
like to introduce you to YOUR NAME, 
YOUR TITLE at COMPANY NAME. 
I thought it might make sense for the two 
of  you to connect and investigate how you 
might work together. YOUR NAME helps 
clients reach their financial goals. I am not 
sure if  this is an area of  need currently, but 
I highly recommend you take NAME’s call 
as I believe the insights (s)he will share will 
be well worth your time. NAME will be 
contacting you in the next couple of  days. 
If  you would like to reach out to NAME, 
his/her contact information is: EMAIL | 
NUMBER 

8. Ask for client or net-
working partner intro-
ductions. When in the advanced
search filters, choose your client's name
from "connections of" to identify who they
know that you'd like to meet. (You have to
be a 1st degree connection for this to work).
Once you make your list, run the names by
your client or networking partner and ask
if  they'd connect you to a select few. (Al-
though this is a daily list, I only do this once
or twice a week, but I couldn't leave it out)!

9. Nurture your 1st de-
gree connections with rel-

evant content on a consistent basis. Create 
or curate content that attracts, teaches 
and engages your buyers and send person-
al messages with a link to a target list and 
choose one person a day to engage. Cus-
tomize the message so they know you took 
the time to learn about them. 

10. Connect with every
new person you meet
and/or speak with. It is im-
portant to continuously grow your network
with people with whom you have a re-
al-world connection.

11. If you do these 10 ac-
tivities everyday - you will
increase your sales pipeline, and schedule
more conversations with your targeted au-
dience.

12. If you are in need of
leveraging LinkedIn
for sales I invite you
to have a conversa-
tion. Whether or not we decide to do
business together, I am confident that our
call will be full of  insights and actionable
steps that can help you grow your business.
Here's a link to my calendar Schedulea-
CallwithBrynne.com please pick a time that
works best for you.

Brynne Tillman
Transforming the Way Professionals Grow Their Business by Le-
veraging LinkedIn to Schedule More Calls with Targeted Buyers 
| Learn Social Selling Tips. Brynne can be reached at https://
socialsaleslink.com/

https://socialsaleslink.com/


The Soci@l Jumpstart Story
At Soci@l Jumpstart we know that your WHY story drives how 
consumers align their purchasing power with companies that 
share their outlook and values. If they can trust what you are 

saying, they can trust what you are selling.

socialjumpstart.com

https://socialjumpstart.com
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WE WANT TO KNOW 
WHAT YOU THINK!

We truly want to provide you with the 
best possible content and resources 
on Social Selling. Let us know how we 
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It takes just a minute and your 
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use to succeed in your business.

R AT E  U S !

34

Social Selling Made Easy

https://tedprodromou.com/ssme


Made EasySOCIAL SELLING

34

Publisher
Ted Prodromou

Edi t or
Ted Prodromou

Creat ive Design
1148 Design Studio - Kelly@1148DesignStudio.com

Social Selling Made Easy Magaz ine
www.socialsellingmadeeasy.com

Click t o Subscr ibe
Inside Mag or App

Let ters t o t he Edi t or
help@tedprodromou.com

Market ing Opportun i t ie s
help@tedprodromou.com

Connect




