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1. Be Where the Buyers are Looking



2. Establish Credibility

Link to the 
official website

Company and 
Product 
Reviews

Sound Human 
rather than 

Robotic

Employees 
should have 

active accounts



3. Active Customer Services
Designate one person to continuously monitor accounts

Answer questions

Reply to mentions and comments-Good or Bad

Keep track of active followers: these could be potential customers



How to Respond to comments 
Positive

Thank them 
for the 

comment

Favorite, 
retweet, or 

like

Negative

Create a 
sympathetic 

apology

See if there is any 
way to help

Offer additional 
contact info if 

needed



LinkedIn Notifications

Likes and 
comments on 

your posts

Birthdays Work 
Anniversaries

New Job or 
position



USE A PROFESSIONAL 
PICTURE
LinkedIn profiles with photos 
get 21x more views and 36x 
more messages.

HEADLINE
Consider your target 
market, and then speak 
directly to it. Embed as 
many industry keywords 
as you can. 

CUSTOMIZE YOUR LINKEDIN URL
1. Move your cursor over "Edit Profile."
2. Click the URL link under your profile photo. It will be addressed 
like "www.linkedin.com/in/yourname." 
3. Click the public profile URL section on the right, click the "Edit" 
icon next to your URL. 
4. Type the last part of your new custom URL in the text box. 
5. Click "save."

CONTACT INFORMATION
Should Include:
1. Email address 
2. Phone number
3. Other social media links
4. Company website

120-character hook for people to find you in a 
LinkedIn search. Make it memorable so someone 
clicks on your profile and not your competitors. 



Your LinkedIn 
profile should 
answer the 
perennial question: 
“Is what this person 
does relevant to 
me?” – LinkedIn 
Sales Solutions 

More than half a billion professionals worldwide gather on LinkedIn.

About section= 30-second commercial



Work Experience



Skills and Endorsements
How To Add Skills
1. Move your cursor over Profile at the 

top of your homepage and select Edit 
Profile.

2. Scroll to the Skills & Endorsement 
section of your profile.

3. Move your cursor over the section 
and click the + Add skill button in the 
top right.

4. Select Yes or No next to I want to be 
endorsed to determine whether 
others can endorse you and select 
your communication settings.

5. Type the name of a skill in the text 
box and choose it from the 
dropdown list that appears. If your 
skill doesn't appear, completely type 
in the skill name in the field.

6. Click Add. Then click Save.

Giving Endorsements
Skill endorsements are a 
great way to recognize your 
connections' skills you’ve 
seen them demonstrate. 

Receiving Endorsements
Let your connections 
validate the strengths 
found on your own 
profile



Education

“Listing your education 
details on your LinkedIn 
profile makes you 10 times 
more likely to draw profile 
views than people who 
don’t.” – LinkedIn Sales 
Solutions



Additional Info= Bonding and Rapport



Recommendations
A recommendation is a comment written by a LinkedIn member to recognize or commend a colleague, business 
partner, or student. 

Recommend A Connection
1. Go to the profile of the connection you'd 

like to recommend.
2. Move your cursor over the Down arrow 

next to the button in the top section of the 
profile. The button name may vary.

3. Select Recommend. Follow the steps to 
Recommend. 

4. Click Send. 



Connections
A recommendation is a comment written by a LinkedIn member to recognize or commend a colleague, business 

partner, or student. “A value-based connection philosophy drives the most successful sales professionals on 
LinkedIn.”- LinkedIn Sales Solutions 

Open 
Networker

Closed 
Networker

Value 
Networker



Research
• 1. Use Chamber of Commerce directory list, LinkedIn advance search, Forbes.com, Inc.com, 
Entreprenuer.com list of companies or any other research method to target the right 
prospects.
• Use Manta.com or any other site available to accurately determine their annual revenue if 
that is relevant to your ideal target prospect.
• Find and look up company website. Research and understand the basic premise of what 
they do, who are their clients or type of clients.
• Look to see if the company has a LinkedIn and has any 2nd level connections that you 
would feel comfortable asking for an introduction.
• Look for titles that are appropriate to who you typically call on. 

• 2. Search through client’s/past client’s connections to see if they are connected to anyone 
that you’d like to talk to or get in front of. 



Prospecting process
Step 1: Writing a LinkedIn Recommendation for client profiles
“I am writing this recommendation because of my strong belief in Joe and his abilities. I have been 
working with and coaching Joe for a few years now.  Joe had pretty extensive experience in sales and 
it would be easy for someone with Joe’s experience to be satisfied where they are, but Joe has 
completely immersed himself into the Sandler methodology.  Joe continues to grow in his ability to 
read and understand situations when interacting with prospects or clients, which has sped up his sales 
process and, at the same time, allowed him to move to more of a "trusted advisor" with his clients.  It 
has been fun to watch the combination of Joe’s industry knowledge, experience, fierce drive to be 
successful and engaging personality, character and integrity that he has always possessed with some 
of these new techniques and behavior focus.  There are few that I have trained that have “moved the 
needle” in such a short period of time like Joe.  I am proud to call Joe a friend.  Anyone that has the 
privilege to engage with Joe and ABC Company would find the experience extremely rewarding.” 



Prospecting Process
Step 2:Asking client for LinkedIn Recommendation 
Hi Joe, 

I hope you are doing well. I know you are busy and have a million things on your plate, but if you would have a 
second, I would really appreciate it if you could write a LinkedIn recommendation for my profile. We also rotate 
those recommendations onto our website and other social media outlets if you are comfortable with that.  

If you do not have time or are not comfortable in any way, no worries at all.
Thanks,

“I have had some of the best coaches and mentors in my life both professionally and personally, I can say that 
Ken is among the top of that list of people that invested in my life to make me better. When I found out our 
company was going to contract with The Ruby Group I was excited, but when I sat with Ken and saw the passion 
that he has to help people grow and the deep knowledge that he has of the Sandler Process it simply became 
contagious. You can't help but jump in head first when working with Ken he coaches you through the process to 
help streamline your sales cycle. I am thankful to not only call Ken a coach but also a friend. If you are looking to 
increase your knowledge and sales process I strongly recommend contacting Ken sooner than later.”



Prospecting Process
Step 3: Ask Client/Past client for an Introduction

• Once you’ve looked through their connections and found someone you’d like to be 
introduced to ask them if they would be comfortable introducing you via email, 
LinkedIn messaging, etc.

“I hope all is well. As we were going through our research process, we noticed you were connected on 
LinkedIn to <name> with <company>. I have no idea how well you know them, but if you did know 
them well enough and were comfortable, I wondered if you would be willing to introduce me via email 
to discuss business? If you are comfortable, the easiest would be if you just send an email and copy 
me and just suggest nothing more than you think it would be worth it for us to get together and talk and 
maybe something very brief about your experience working with me. I will take it from there. If you do 
not know them well enough, or are not comfortable in any way, no worries at all. Let me know when 
you get a chance. Thanks.”



Prospecting Process
They could say something like this:

“I hope all is well with you.  Just wanted to drop a quick introduction note to a resource we have been 
using at our company for over a year now. His name is Ken Guest (copied) with the Ruby Group. He 
provides sales consulting services to us using the Sandler Training program.

In the past year Ken has assessed our sales teams’ strengths and weaknesses through in-depth 
testing, then helped guide their sales methods through one-on-one counselling and group training. He 
has brought account evaluation tools that have allowed us to better classify account potential and 
refine our human resource efforts to better fit our opportunities. Every month we have become a better 
selling organization because of his ability to understand our environment and tailor training to our 
needs.

Honestly, I was skeptical of the impact Sandler would have in our organization. After all, one size does 
not fit all in business environments. However, through Ken’s insights and diligence we are in a better 
place and poised to continue to make an impact in our markets. I think it would be worth a call to see if 
he can help.”



Ken Guest
Partner/Owner with Sandler Training by The Ruby Group

ken.guest@sandler.com

(330) 929 - 9449

3480 West Market St. Suite 102, Akron, OH 44333

/SandlerRubyGroup /KJGuest/KJGuest /ken_guest
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