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Topics we’ll cover in 60min

• Building Personal Brand
• Building Company Brand
• Types of Engagement
• Frequency of Posts
• Building an Audience
• LinkedIn Groups
• LinkedIn Events
• Hard Pitching on LinkedIn
• Sales Navigator
• LinkedIn Analytics
• Building Audiences
• LinkedIn Ads
• Automated Engagement
• Co-ordinated Engagement



There WAS never a 
more challenging
time for sales reps….



Source: PWC

ECONOMIC OPTIMISM IS AT THE HIGHEST LEVEL IN 10 YEARS

https://www.pwc.com/gx/en/ceo-agenda/ceosurvey/2021.html?WT.mc_id=CT3-PL300-DM1-TR2-LS4-ND30-TTA9-CN_CEO-Survey2021-GlobalCEOSurvey-Google&gclid=CjwKCAjw9r-DBhBxEiwA9qYUpeAceHm-UeYbRHeTXU-gR_fZhjJwgN37XKcCeiI8FJILOLnvt_d_1hoCmh8QAvD_BwE&gclsrc=aw.ds


Source:  McKinsey

B2B BUYERS PREFER REMOTE & SELF-SERVICE 

https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/omnichannel-in-b2b-sales-the-new-normal-in-a-year-that-has-been-anything-but?cid=other-eml-dre-mip-mck&hlkid=a774e1a8976d4a078406df70a8406fd5&hctky=12077727&hdpid=10c68380-8093-4d58-a08b-6b49224f1865
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Business 
Problem

DecisionBuyer 2.0



ONLY 3% OF YOUR TARGET BUYERS ARE IN ACTIVE BUYING CYCLE

% Of Buyers

Active Buying Cycle

Inactive Education Cycle



Therefore, LinkedIn becomes an 
important source of education for 
economic buyers.



PERSONAL VS COMPANY BRAND BUILDING



WHAT TYPES OF ENGAGEMENT?

Engaging with Members

Connect

Follow

Message*

Like

Comment

View Profile



ENGAGEMENT TIPS

• Set daily and weekly goals for posts, 
connections, and general engagement

• Experiment Connection Requests with 
note or without note

• As soon as you connect, scroll through 
their feed and like, comment, or share 
their content.  Dopamine hit!

• DO NOT TRY TO SELL ON LINKED IN!

• If you are trying to connect with a target 
client, try the ‘Follow’ route.  Its more 
passive and they will receive a notification 
that you are following.

Hi <name>, I share and post 
information about revenue 
operations best practices 

related to tech companies.  
Maybe my posts will be of 

interest.



WHAT TYPES OF ENGAGEMENT?

Creating Content

Photo

Video

Event

Write Article



CONTENT TIPS

• Posts without links get the most algo love

• If you post with links, put the link in the comments for max algo 
love

• Include Hashtags in all your posts.  

• Tag people and your company

• If you post with photo, use Canva to create custom photo

• People love personal stories but beware of the humble brag.

• Inserting a link from an industry article will automatically serve up 
the featured image of the articles.

• Same with your company’s blogs.

• LinkedIn can host your videos or you can include links.  The algo 
doesn’t seem to care but Videos are categorized on LinkedIn

• Same with LinkedIn Articles

• Its okay to post the same content in multiple places

• Use tools like Hootsuite to schedule posts if you are posting across 
channels.



COMPARE THE ENGAGEMENT



COMPARE THE ENGAGEMENT



SHOULD I HARD PITCH ON LINKEDIN?



DON’T BE THIS GUY

1) Connection Request

2) Immediate Pitch

3) Unsolicited Follow-up every 10 
days



TRY THIS…

1) Connection Request

2) Thank you note

3) Engage in my posts for 3 
months!

4) Send personal note



IF YOU WANT TO PITCH, BEST TO USE EMAIL



HOW FREQUENTLY SHOULD I ENGAGE?

Personal (weekly) Company Page

2 posts 2 industry article shares

50 Connection request 1 custom content piece

50 like/comment engagements 25 Company Page Invitations

5 industry article shares

3 company page shares



CONTENT IDEAS

• Your vendors like Microsoft, Google, AWS, have 
massive marketing teams that create content 
daily.  SHARE IT!  

• When you share it, add a little flavor or spice

• Create a content calendar and plan out 60 days of 
content.  

• Hit your support desk to see what kind of 
questions clients are asking.  Write a knowledge 
article about it.

• Keep track of new product releases, 
pricing/licensing changes, industry events, and 
write about it! 





HOW DO I BUILD COMPANY FOLLOWERS?

In order of effectiveness

• LinkedIn Job Postings

• Invite Connections

• Create great organic content

• Notify Employees

• Buy followers through paid ads



WORKING WITH LINKEDIN GROUPS

• Join as many groups that your ICP 
and buyer personas would be part 
of

• Contribute opinions, questions to 
the group

• Comment on other posts

https://contentmarketinginstitute.co
m/2015/05/linkedin-group-tips/

https://contentmarketinginstitute.com/2015/05/linkedin-group-tips/


RUNNING LINKEDIN EVENTS

• Easy to share events

• Engage with attendees

• Create polls

• You can use LI registration or 
your favorite webcast app



DO I INVEST IN SALES NAVIGATOR?

$80/mth

• Search for Leads and Accounts 
with more criteria and further 
degrees

• Enhance your company search 
results

• Build Lead and Account Lists

• Get lead and account insights

• 20 InMails per month

• Enhanced Presence Notification

• CRM “Integration”



DO I INVEST IN SALES NAVIGATOR?



ALWAYS ON THE LOOKOUT TO BUILD OUR CRM OF ICP ACCOUNTS

1. Learn of new account

2. Add Account to CRM

3. Add Contacts using Navigator Search

4. Enrich Account & Contact information
• Contact LinkedIn
• Contact Title
• Contact Email
• Account technology stack
• Account URL
• Account LInkedIn Profile
• Account # of Employees
• Account Location information
• Account & Contact First Touch Lead Source

5. Add Contacts to an Outreach Sequence



WORKING WITH ANALYTICS



WORKING WITH ANALYTICS



RUNNING LINKEDIN ADS



BUILDING AUDIENCES



AUTOMATING ENGAGEMENT



CO-ORDINATING LINKEDIN OUTREACH WITH OTHER TOUCH POINTS

Credential 
Email

Auto Reply 
Credential 

Email

Curiosity 
Voicemail

Linked In 
Interaction

Value Email Auto Reply 
Value Email

Reinforce 
Voicemail

Value Email –
Second 

Proposition

Auto Reply 
Value Email

Linked In 
Request

Risk 
Voicemail

Closure 
Email
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Manual Emails

• Heavily Researched
• Consider Use of Video

Voicemails

• Assume the voicemails are transcribed.  
• Think of them as a text message.

Auto Emails

• Great for replies, but also effective once 
you’ve established yourself

LinkedIn

• Don’t sell.  Interact. 

MULTIPLE CHANNELS, COMBINATION PUNCHES



Where should I start?



1. Clean up Personal and Company 
Pages

2. Build a content calendar

3. Create an Engagement Plan!

4. Engage every day

5. Invite Followers

6. Use LinkedIn as part of your 
prospect engagement





CRM FOR TECH FIRMS..

• 1:N Marketing Engagement

• 1:1 Strategic Prospecting

• Account-centric approach

• Track Opportunities

• Customer Success 

Powered by Microsoft



4 UPCOMING WEBCASTS FOR MSPS….

www.tekstack.com/events

marc@tekstack.com

http://www.tekstack.com/events
mailto:marc@tekstack.com

