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10 Actionable BD Tips for LinkedIn

We have collated 10 of LinkedIn’s key actionable tips so you can improve your
business development on the social media platform. We’ve also looked at how
professionals are using these key points to provide you with some real-life examples.

Source: https.//business.linkedin.com/sales-solutions/social-selling/top-10-sales-tips-tricks
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‘ View in Sales Navigator ‘ ‘ More... ‘

Caitlin Roxburgh - bdil  The BD Consultancy

Sales tip #1: Create an effective elpmg professional services firms develop national an University of Bristol
executive profile nternatlonal business

United Kingdom - 435 connecuons « contact info
Don't let your LinkedIn profile read like a resume.
Customize your LinkedIn experience by:
* Uploading a professional photo: You are 11
le

. likel h inked fi | am currently working as a marketing and BD consultant, helping international professional services organisations,
times more like Yy to have your LinkedIn profi networks and firms to develop their businesses. Alongside my work, | am studying a Masters in Ethnicity and
viewed if you have a piCtU re, Multiculturalism at The University of Bristol. | also have a First Class BA Hons degree in English Language and Linguistics.

e Writing a compelling headline: Add your job

title, current company and a tagline about
how you help customers.

* Adding a summary: Your summary in essence
is the ‘story of you.’ Share the vision you have
for your role or company.

¢ Adding rich media like videos and
presentations: You'll maximize your exposure

on LinkedIn and better showcase your story. \

Featured

BD TV: Twenty Minutes at Two PM on Thursdays

Long-term relationships with others are one of the real

gould you like to hear directly from people in your joys of work. We want to help you over the years to...

Wy at other firms in the UK and globally? We ar... 0
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v S ™ R ~ Sales tip #2: Efficiently connect with the  Sales tip #3: Leverage your mutual

. A people that matter

connections

LinkedIn isn'tintended to replace face-to-face People are five times more likely to engage with \ [ -
o interactions, instead, it optimizes your ability to you if the outreach is through a mutual \\ : y
know more about people you've met or about to connection. See who within your network is \\ : f/ \
meet. Also, inviting people to connect is a great connected to your 2nd or 3rd degree connections \\ I 4 T
ff way to follow up on anin-person meeting. and request an introduction. Te— \\\ 4 ===
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chances of getting to speak with the right people. This R |
might extend to new employees, to contacts who can L /f—g‘
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cross-refer and of course new clients. - | vy
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Sales tip #4: Find your top tier Sales tip #5: Follow your customers’ Sales tip #6 Listen to conversations and
customers activity in real-time debate

Sales is about people, but nurturing relationships If you are connected with your customers, their Joining and following Group discussions in your
takes time. LinkedIn allows you to find your public activity will appear in your newsfeed. Keep industry is an excellent way to gain customer
customers by searching by name, company, or tabs on your contacts’ interests and updates so insights about needs, interests and more.
position so you can easily connect and establish you can remain top of mind and provide them

better relationships. necessary information.

This gives you a chance
to start modelling how
you articulate a position
- and it gives a bit of
colour as to how you
might act as an advisor.

Within LinkedIn, you can search
for people who previously
worked at a specific business
and are now at a certain
company/role/level. This will
help you to filter people to find
who you should be talking to.
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Sales tip #7 Use LinkedIn Pulse to stay Sales tip #8 Reach people directly and Sales tip #9 Engage with your

on top of industry trends more credibly with InMail customers

LinkedIn Pulse curates content in real-time based Effective sales prospecting requires Today there’s over 1.5 million unique publishers
on your interests and the companies and communicating in a way that gets noticed. Identify  actively sharing content on LinkedIn. You can
influencers you follow. Share and comment on something personal about the person that you can  become a voice in your industry by sharing
these articles to demonstrate your insights. reference in the message. Then send a follow up relevant blog posts, insights and industry news.

InMail 1-2 weeks after the original - it increases the
response rate by 500%.
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@ | The BD Consultancy’s top tips:

Writing content on LinkedIn provides

you with a chance to share a bit of
personality. Content includes anything

from humorous anecdotes (within
reason), to video, to personal views.

Sales tip #10 Publish content

Leverage LinkedIn’s Publishing Platform to share
long-form posts with your network and beyond.
When you publish a post on LinkedIn, your content
becomes part of your profile and is shared with
everyone, even those outside of your network.

Certain content may be more suitable
for certain things e.g. sharing a position
you have on a particular
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All activity @ Posts Documents

Fendrick Brown. The most important thing is to avoid just
adding to the noise — your content

needs to stand out in some way.

Ilka’s Activity

All activity Articles @ Documents

Ilka Clune, FCIM, ACC « 2nc
i‘l Director of Marketing and Business Development at Venner Ship
@

+ Following

It is worth focussing very precisely on
the community you understand and the
service you provide, rather than
commenting on current affairs (unless of
course that’s your day job).

#EachforEqual

‘m y'e??e.l Shfpley LLP

¥ - =5 . Followers ]
™~ i ollowe + Follow
+ Follow @
The office s dead..lonig ‘f“e the gifice: On Sunday Bth March we celebrate International Women's Day, with the 2020

Endrick B Linke theme, #EachforEqual

Shipley

INTERNAT;ONAL WOMEN'S DAY 2020
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