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Prospecting on LinkedIn Theory

Where do people go wrong?
· [bookmark: _GoBack]Too narrow
· Too large
· Too many non-fits
· Misunderstanding of the finer points of titles and how they fit with the LinkedIn search tool
· No premium upgrade
· Not enough detail of the target prospect from the client
· Don’t see the difference between this and database build. Why is this step necessary?
· No check-in with client

Preparation Tips
· Track your searches on a spreadsheet.
· This will help you remember what searches you have already hit.
· When you have enough runway mapped out you are ready to begin.
· Start large and narrow down.
· Aim for quality – if around 70%+ of the results in a search are good fit then you’re database build will be efficient. If 50% or lower are good fits, you are in for a longer time spent with the database build.
· Don’t waste time on keywords/terms that people won’t put in their profile.
· Send a couple example prospects to client to make sure a slightly different title/industry would still be a fit for them.
· Do your research on the kinds of companies/titles/people that you’ll be targeting.
· Premium account of some kind – i.e. Business Plus (often times LinkedIn provides users a free 30-day trial, if available for client, use it during the initial database build phase).


Goals
· 70% of results = good targets.
· Should have at least enough runway for your initial db goals – if you are sending out a batch of 2000 connection requests as an initial database build your searches better return at least 2,857.14286 results. 
(that is the exact number to hit 2000 if 70% are fits ;-))
· Don’t hesitate to use multiple/different searches to achieve that goal, just make sure the criteria in the search would be returning different results. I.e. don’t make two searches with one targeting “marketing directors” and the other “directors of marketing” and expect vastly different prospects to show up in the results.



Getting Started
1. Why are premium profiles most beneficial for LinkedIn Lead Gen Campaigns?
_________________________________________________________________________

2. What issues might you run into if you only prospect based on title alone?
__________________________________________________________________________________________________________________________________________________

3. Create 2-3 search links based on your prospect profile.
_________________________________________________________________________

4. How much runway do you have with those Prospecting links (how many potential connections in those search results)?

____                      __


5. What % of those results seem like good fits from the pages you scrolled through.

____                      __
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