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Once you have

Mind Map 5 — Generating Enquiries & Leads.

-

completed the setup

of your LinkedIn
Profile.
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Thank people for connecting
with you or accepting your
‘Request to Connect’, Like or
Follow your Page etc.
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Consistent posts and replies
to interaction is the key.
When the inbound ‘interest’
or enquiries comes from
your target audience, you
will find that they’re usually
extremely interested in what
you have to offer them and
are ready to talk further.
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Check the Mind Map on
What Content to Post on
LinkedIn.
Consistently post content.
Use the schedule facility to
schedule your content on
LinkedIn.
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Quickly reply to all written
interactions to your posts,
thank people for liking your
posts etc.
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Remember your first reaction

and how you felt when
somebody pitched you too
early!
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Video content works well.
85% of videos are viewed in
silent mode, therefore your
videos will benefit from
captions,
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use www.clipscribe.com to
transcribe your videos.
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<:: Demonstrate your interest with
| regular interaction with the posts

or comments of your prospects.

[ ettt i, )
Take the time to establish

U

build and nurture the
relationship.
Then ask your prospects
“Do you mind if | send
through some information
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Then send through your

(4) \
/ Prepare your Social Proof.
Case Studies, comprising of
(Identification of a common problem
experienced by your target market,
the solution you provided, results
achieved by your client, testimonial

N

Recommendations,
Guarantees etc.
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LinkedIn Sales Navigator helps you to
search for, identify, shortlist, keep
notes on and communicate with

from your client).
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Social Proof such as a
Case Study etc.

about what we do?”
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\ potential leads within your niche. /
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Ultimately, your objective is
to take the conversation to the next
level, being either
A 1 on 1 phone, Skype or Zoom call,
A face to face meeting,
An invitation to attend your event,
Direct email.
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