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Presenter
Presentation Notes
What I stood up here yesterday I said I was here to serve and to help. Was my talk on How to Create a Professional Presence for you helpful?Before we get started on today’s topic, did any questions come up for your after my talk?Today I’m going to talk about How to Find and Connect with Prospects, and just like yesterday I want to open it up to convo and cover what’s important to you.What are some of the things you want me to cover today?
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Presenter
Presentation Notes
So for the few new people here today, my name is Melonie Dodaro, my company is TDSM and I have authored two #1 bestselling books on LinkedInAnd given that 80% of all B2B leads that come from social media, come from LinkedIn. This is why I have always dedicated a lot of time on LinkedIn, because it’s highly effectlve when used right.



LinkedIn Is a 
Goldmine

for finding and 
connecting with 

decision makers of 
companies across the 

globe



Presenter
Presentation Notes
Cold colds and cold emails are no longer effective.Engaging decision makers on LinkedIn, educating them with content, and building relationships has never been easier with LinkedIn.



The secret to success
with LinkedIn and social 

selling
Is

sharing content



The secret to success
with LinkedIn and social 

selling
Is

sharing content



TRUTH:
Results come from a direct outreach to 
decision makers.

A.K.A. PROSPECTING



Content alone
won’t produce…

Predictable
Measurable
Reliable

RESULTS



Here’s what will

Connect with prospects and move from 
online connections to offline conversations.

It’s offline you convert a prospect to a client.



Most people 
are

Unsuccessf
ul

with 
LinkedIn

Because
h  k

1 Pitch their
connections
immediately

2 Never move
the conversation
offline



The LINK MethodTM





Step 1 of The LINK Method: 

find prospects1Find 
Prospects



How do 
you
Find

prospects
on

Linkedi

1 Search for prospects
with LinkedIn’s advanced
search function

2 Leverage your network 
for warm introductions



Linkedin’s
Advanced
search



Go deeper: Boolean search

If you would like to search for an exact phrase, 
you can enclose the phrase in quotation marks. 
You can use these in addition to other modifiers.

Examples:

“VP Sales” “Marketing Manager”



Go deeper: Boolean search

If you would like to search for profiles which 
include two terms, you can separate those terms 
with the upper-case word AND. 

Examples:

software AND engineer

“customer service” AND hospitality

and



Go deeper: Boolean search

If you would like to broaden your search to find 
profiles that include one or more terms, you can 
separate those terms with the upper-case word OR.

Examples:

“Pitney Bowes” OR “Hewlett-Packard”

Helpdesk OR “Help Desk” OR “Technical Support” 

“Vice President” OR VP OR “V.P.” OR SVP OR EVP

OR



Go deeper: Boolean search

NOT If you would like to do a search but exclude a 
particular term, type that term with an upper-case 
NOT immediately before it. 

Examples:

NOT director

(Google OR Salesforce) NOT LinkedIn

CEO NOT Owner NOT Founder NOT Consultant



saved 
searches



steps 2 through 5…



Step 2 of The LINK Method: 

make first contact2
Make
First 
Contact



“Why is this person trying
to connect with me?”

???



Step 2: send connection requests

 Personalization is extremely important

 You have 300 characters (NOT WORDS) to give 
them a reason to accept your connection requested 

 It must be framed from their perspective, not yours 



Step 2: personalizing your connection requests 

Find commonality Reference something 
in their profile

Compliment them 
or their company

Refer to something they’ve 
recently shared on a status 
update or article 
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Step 2: people connect with people

Remember, people connect 
with people, be personable.



Step 3 of The LINK Method: 

Start a Dialogue3Start a 
dialogue



Step 3: engage new connections in a dialogue

Goal:

Establish Rapport



Step 3: engage new connections

Follow up with a personalized Welcome Message

 Thank them for connecting

 Start a dialogue (question/comment)

Never, ever… pitch 
anything! 



Step 3: PRO TIP

Save time by creating a message 
template you can use over and over.



Step 4 of The LINK Method: 

build relationships4Build 
relationships



Step 4: send relationship-building 
messages

 Add value with a resource they 

would find valuable or interesting

 Make sure that anything you send 

us 100% relevant to them. 



Step 4: send relationship-building 
messages

 What are they interested in? 

 What is important to them? 

 What problems do they face? 



Step 5 of The LINK Method: 

move conversation
offline

5Move 
offline



Step 5: move conversation offline

 Request to move the conversation offline

 It’s offline you can get to know your prospect enough to 
have a sales conversation

 Your goal is to set up a phone call, video call or an             
in-person meeting, depending on how you do business



Step 5: PRO TIP

Have a compelling reason for requesting
an offline conversation and include how
they will benefit from it. 

Do not say:
Could we schedule a time for a phone call?

THINK WIIFM:
How will they benefit from the time they spend 
speaking to you?



Reasons you won’t get a 
reply:

 They are not the right target market

 They are not looking to make any FDIs 
at this time

 It’s not a high priority for them

 Personal or professional problems are 
distracting them

 Or a plethora of other reasons
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5 Trigger Events
to monitor

Presenter
Presentation Notes
JUST LIKE THE VIDEO YOU WATCH EARLIER ABOUT AWARENESS, IT’S EASY TO MISS THINGS YOU ARE NOT LOOKING FOR…THERE’S A FEW THINGS YOU WANT TO MONITOR TO WATCH FOR OPPORTUNITIES TO ENGAGE WITH  AND BUILD RELATIONSHIPS WITH DECISION MAKERS, STATEGIC ALLIANCES AND MULTIPLIERS LIKE SHIRAR WAS TALKING ABOUT.



They viewed
your profile

-1-
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Your connection
had a job change Or 

Promotion

-2-
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Your connection liked, 
commented on, or shared 

your Post

-3-
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They or their company was 
mentioned in the news

-4-

Presenter
Presentation Notes
BE ON THE LOOK OUT FOR OPPORTUNITIES OF ALL THE TIME!



They’ve SHARED 
SOMETHING ON LINKEDIN 
YOU COULD ENGAGE WITH

-5-

Presenter
Presentation Notes
SHIRAR JUST PROVIDED SOME GREAT EXAMPLES OF LINKEDIN POSTS. YOU’LL FIND SO MUCH INFO IF YOU LOOK FOR IT



The goal:
Stay on their radar



Don’t begin connecting with prospects 
until you have a professional, compelling 
and client-focused LinkedIn profile. 

Make a great first impression!

CAUTI
ON



summarize



Would you like to leverage LinkedIn
To predictably & Consistently
generate new Prospects?

Presenter
Presentation Notes
There’s several things that you can do to begin to really leverage LinkedIn, Implement what you learned today and yesterdayRead the book you received today…….or if you are looking for more, and would like customized help….. CLICK



www.TopDogSocialMedia.com/FDI-LinkedIn-Training

I can 
help!LinkedIn is THE most effective tool for 
EDOs and IPAs to find and connect with 
decision makers globally and increase…

FOREIGN DIRECT INVESTMENT to 
your community and country. 

Let’s schedule a time to talk.

Presenter
Presentation Notes
I offer custom plans for consulting, training and mentoring for your organization.I’d be happy to schedule a time to talk to any of you who would like to make sure you have a solid LinkedIn strategy in place and that everyone is trained to be highly effective.My final thought… STOP COLLECTING CONNECTIONS, START BUILDING RELATIONSHIPS.
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