INTRODUCTION
When it comes to generating sales for a business, most salespeople are only as
good as their leads. Since, its inception, LinkedIn has been known as a great place
to search for a job and network with like-minded people. However, in recent years
it has emerged as an excellent resource for generating more leads.
For many, taking the time to manage a LinkedIn account for their business is a
waste. However, according to recent studies, LinkedIn has been shown to drive
80 percent of all B2B social media leads, beating out Facebook, Twitter, and
Google+.
This means that looking at LinkedIn as the platform to utilize to generate more
leads may prove to be worthwhile. When you are approaching LinkedIn from the
perspective of lead generation and sales, it is best if you view the professional
networking platform as an investment for the future, because implementing any
one individual action isn't going to increase the leads that your business receives.
Instead, you must put in a sustained effort toward building your business
credibility, engaging with other members of the platform, and maintaining a high
level of activity if you want potential leads to noticing your company's
involvement.
Actively participating on LinkedIn will inevitably help your company stand out
from the crowd. Spending just an hour every day on LinkedIn can result in huge
dividends for your business, not only with an increase in the volume of leads that
you obtain but as well as the quality of the leads.
When it comes to being able to increase highly targeted leads for your business,
you won’t be successful unless you are deliberate about it. The best way to do
this is to optimize your LinkedIn profile to address the needs of your prospective
clients by telling them how you can assist them.
When it comes to marketing your company’s products or services, LinkedIn is
unique. Unlike the other social networking platforms, LinkedIn allows you to
create Company Pages and customer Showcase Pages to highlight individual
products and services. By creating separate pages that feature a single product or
service, you can better differentiate your business from your competitors.
LinkedIn is full of many niche groups and by joining these groups and sharing your
thoughts and opinions about the topics being discussed will help you establish
relationships with the other members in the group, as well as those who are
interested in your industry.

In fact, many of the people who join these niche groups are explicitly looking for
business advice. To get your business to the front of these individuals minds, you
need to be open with your knowledge.
Sharing your experience with those in the groups that you join will help you to
gain credibility as an expert in your specific industry and will quickly become the
go-to source for questions about the niche. As more people come to you with
questions and you increase your participation in these groups, you will start to
generate more leads for your business.

LinkedIn continues to be the most preferred and effective B2B and B2C lead
generation platforms for marketers and business owners. The best news is that
lead generation can be done without the need for a marketing or advertising
budget, provided, you have optimized your LinkedIn presence for your ideal
clients.
If that was not enough good news, here’s some great news… lead generation can
be conducted on LinkedIn even if you only have a standard free LinkedIn account.
No premium membership or sales navigator required.
The platform is continuously introducing features for business owners and this
guide explores the following features:
✓
✓
✓
✓
✓
✓

Profile sections
Newsfeed posting (Connections only & Anyone)
Articles
Company pages
Showcase pages
Events

✓
✓
✓
✓

Hashtag research
LinkedIn live
LinkedIn Newsletters
Lead generation forms

This guide was created to provide you with all the benefits of these features so
that you can determine for yourself if they could benefit you and your business.
If you use the digital world for lead generation, then LinkedIn is the only platform
you need as it generates more leads and website traffic for business owners than
any other social media platform.
This guide was created by the Business Coaching Hub to train business owners in
leveraging LinkedIn for Lead Generation… WITHOUT the need for a marketing or
advertising budget.

THE STARTING POINT
Before you invest any time on making changes to your LinkedIn presence, you
need to obtain your Social Selling Index Scorecard.
Your LinkedIn Social Selling Index (SSI) measures how effective you are at
establishing your professional brand, finding the right people, engaging with
insights, and building relationships. It is updated daily so you can track your
progress and you work on improving your raking.

Checking Your Social Selling Index Scorecard (SSI)
To view your LinkedIn Social Selling Index, login to your account then click on the
following link > https://www.linkedin.com/sales/ssi.
You will be presented with your SSI Scorecard that will look something like this:

You can view your overall ranking as well as how you score compared to others in
your industry and in you network.
You will also see how your ranking has changed weekly to see how your activity
on LinkedIn is impacting your SSI.

It is recommended that you check your SSI at least every second week so you can
quickly adapt your activity based on how you are ranking and how your overall
score has changed.
Your SSI is updated weekly so you always have the latest information available to
you.

UNPACKINGE FEATURES ON LINKEDIN
Let’s get into the different features available to all accounts (including standard
free accounts), to determine how they impact your business growth activities on
LinkedIn.
Profile Sections
Th most important piece of real estate you have on LinkedIn is your profile as this
is what tells your prospective clients that they are connecting to the right person
who can help them with their needs.
It is a known fact that complete profiles get 40% more views as LinkedIn prioritizes
them to show on searches and featured sections on the platform.

The screenshot above is what will determine if your prospective client connects
with you or not. Once they are in your network, you will start building a
relationship with them through your activity on LinkedIn using the various
features available.

This section must answer the single most important question your prospective
client has which is ‘What can you do for me?’ You literally have 5-7 seconds to get
their attention and answer that question.
The next section is your ‘Featured’ section that looks like the screenshot below.

This is your opportunity to promote your products, services, or website links.
Your ‘About’ section follows and should be complete but talk to your potential
client’s needs.

Take note that you only see the first 3-4 sentences so what you put in here must
stop the viewer from scrolling and click on the ‘see more’ link to view the
complete content in this section.
This is where my Elevator Pitch Template comes in handy with my clients in that
it provides them with the wording that hits the mark.

The section that follows your ‘About’ section is your ‘Experience’. My advice to
my clients is to have as much of your work experience completed as possible. If it
is 15-20 years, then put that in.

The sections that follow this are ‘Education’, ‘Volunteering’, ‘Skills’,
‘Recommendations’, ‘Publications’, ‘Languages’, ‘Interests’, and ‘Causes’.
Complete all the relevant sections for you in as much detail as possible.
Newsfeed Posting (Connections only & Anyone)
When posting on your newsfeed you have two options which are:
• Post to connections only
• Post to anyone

I recommend posting twice to ensure that firstly you reach your connections and
secondly you reach anyone on LinkedIn which can attract more connections to
your profile.

The selection is made before you post by choosing an option as seen in the
screenshot above.
Don’t expect all your connections and everyone on LinkedIn to see your posts as
it all depends on the content, day, time of day, hashtags used, and all activity on
LinkedIn.
What you can be assured of is that posting on the right day, at the right time, with
the right hashtags will improve your reach and engagement.
Articles
The article feature on LinkedIn provides you with the opportunity to showcase
your knowledge, expertise, and establish you as an authority in your field.

When you publish your article on LinkedIn, it goes into the Pulse article database
on LinkedIn and can be found by your connections and anyone on LinkedIn.

To improve the number of impressions and views, it is highly recommended that
you share your article on your newsfeed to your connections and to anyone as
mentioned in the section on newsfeed posting above.
Be sure to include a CTA (Call To Action) in your articles to ensure you have the
opportunity to generate leads, website traffic, and even sales.
Company Pages
You can create a company page on LinkedIn which gives you the opportunity to
present your company, products, and services. If you have more than one
company, you can create a page for each one of them (up to 10 maximum).
Once you have created your company page, you need to get followers as no-one
will find your page unless you tell them about it, but this is a simple process as
LinkedIn makes it easy for you to get your connections to follow your page with a
few simple clicks.

Why is a company page so important?

When you post on your company page, it appears on the top of your page
follower’s newsfeed which gives you more exposure, impressions, and
interaction. Company page updates receive priority on the newsfeed above
standard newsfeed posts.
With you having the capability to choose exactly who to invite to follow your page,
the opportunity to generate leads increases over merely using your newsfeed.
Your company page also provides detailed analytical data on number of searches
your page appeared for, unique visitors, new followers, post impressions, custom
button clicks (website link), clicks on your post, click through rate, and how many
times a post was shared.
You also have detailed information on who is following your page and when they
started following it along with demographics that include job function, company
size, industry, location, and seniority.
Increasing exposure to your page as well as page followers is achieved by sharing
your posts to your newsfeed using the strategy mentioned earlier.
Showcase Pages
A showcase page is created from your company page and provides you with the
capability to showcase a specific product or service. You can have up to 10
showcase pages per company page.
All the other features and analytics that are available on the company page,
applies to the showcase page as well.

Events
This is a very effective lead generating feature giving you the capability to market
an online or offline event without spending any money on marketing or
advertising.
When you have created an event, you can send up to 1000 invitations per week
to your network. This means you can decide exactly who you want to attend this
event.
This feature alone produced over 2000 leads for my business in 2021 hosting
webinars.

Hashtag Research
The use of hashtags on your posts, articles, and pages increases your exposure
and therefore engagement. Knowing which hashtags to use is not as complicated
as it may sound and on LinkedIn, finding the right hashtag is just a few clicks away.
You can conduct research on the hashtags you want to use before using them to
ensure they have enough followers. Using a hashtag with no or very little
followers is not going to provide you with the exposure you are looking for.
Simply typing in the word, you want to research will provide you with the
following:

You can create a list of 8-10 hashtags relevant to your industry, product, or service
and use them when required.

LinkedIn Live
This feature provides you with the ability to broadcast live on LinkedIn so you can
talk to your audience in the moment spreading your brand, generating
interaction, connections, and ultimately leads. Once the live broadcast is
complete, it is recorded and shared on LinkedIn further increasing your reach.
Just like creating an event as mentioned in a previous section, you can invite your
connections to a live broadcast you have scheduled.

LinkedIn Newsletters
This feature provides you with the ability to regularly distribute content about a
topic you are passionate about and an authority on. It keeps your audience
engaged and up to date with automated notifications on LinkedIn as well as email
notifications as LinkedIn sends your newsletter directly to your subscriber’s email
inbox.
Email marketing is powerful and with LinkedIn sending your newsletter to your
subscriber’s email, I’m sure you can see the amazing opportunity this provides for
leads and even sales.

Lead Generation Forms
This is one of the most recent features introduced by LinkedIn for company and
showcase pages making them even more effective for business growth.
The lead generation form looks like this:

There are a few options available to you when setting up this form. When a page
visitor clicks on it, they will see this:

PUTTING IT ALL TOGETHER
You don’t need to make use of all the features mentioned in this report but, what
is required is that you use them correctly for effective business growth through
attract more prospects, leads, and clients.
The optimizing of your LinkedIn presence then leveraging it for lead generation
without the need for a marketing or advertising budget may sound overwhelming
and time consuming but, I am here to remove the overwhelm for you.
I can offer you a Complimentary 45-Minute online video consultation where I will
take you on a LinkedIn Tour to show you exactly how you can leverage this for
your business.
To take advantage of this offer, click on the button below.

Ready to do it on your own?
Everyone has different skills on LinkedIn, and you may be confident enough to go
it on your own with the right training and guidance. If that is the case, then I would
like to recommend the following resources:
1. LinkedIn Optimization Masterclass – A step-by-step training program that
shows you how to optimize your LinkedIn presence and then leverage it for
lead generation using various features that require no marketing or
advertising budget. Find out more by clicking here!
2. LinkedIn Advanced Features Training Program - This Training Program
shows you how to activate and use LinkedIn Live, Newsletters, and Lead
Generation Forms for your own business growth strategies. Find out more
by clicking here!

CONCLUSION
There are a small percentage of LinkedIn profiles that have been optimized
effectively to successfully generate leads and clients so ensuring you optimize
yours will surely get you to the top of the rankings. This will establish you as a
leader in your industry and network which will start attracting attention to your
business, products and services.
If you have any queries, please feel free to contact me using the details below:
Mobile: +27 82 219 4110
Email: carlos@businesscoachinghub.co.za

For more valuable Free Guides for business owners visit our guides page by
clicking here! No email is required and you can download all the free guides you
want.

“Your Success Is My Focus!”

Carlos Batista
Business Transformation & Growth Specialist
BusinessCoachingHub.co.za

