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Currently, there are

740 Million

Active LinkedIn 

members worldwide 

*Buffer, 2021



Around

97% 
B2B Marketers use 

LinkedIn 

*LinkedIn



Around

80% 
of B2B leads come from 

LinkedIn (vs. 13% Twitter 

& 7% Facebook

*The Sales Burn-out Survival Guide



Around

79% 
of B2B marketers 

believe LinkedIn is an 

abundant source of 

leads

*LinkedIn 2019



Businesses marketing on 

LinkedIn generate

277% 
More leads than those 

engaged in Facebook 

marketing alone

*Sprout Social 2021



7 Steps to get the best 

marketing results from 
LinkedIn



1. Know Your Audience



Know Your Audience

o Geographic location

o Size of company

o Job title

o What is their role in the decision 

making process? 

o What causes them pain? 

o What are they trying to achieve? 

o Personal/ emotional level



2. Optimise Your Profile



Optimise Your Profile

o SEO for internal LinkedIn Search

o Landing Page, not a CV

o Is this person useful to me?

o Is this person credible?

o Is this person credible and useful to me right 

now?

o What do you want users to do when they visit 

your profile?





3. Grow Your Network 
Strategically



Grow Your Network

Thought Leaders  Clients 



4. Content Strategy



Content Strategy

o Create content that is valuable and relevant for your 

target audience 

o Publish content consistently 

o Share unique insights and knowledge

o Build authority by being helpful 

o Use both long and short forms of content 

o Utilise video when you can



Content Inspiration 



Content Inspiration 

www.answerthepublic.com



Content Inspiration 

LinkedIn’s 5-3-2 Rule, for every 10 posts:

o 5 of them should be shared from other 

resources

o 3 of them should be original content

o 2 of them should be entertaining content  





5. Outbound Selling



Outbound Selling

o 90% of C-Suite executives don’t respond to 

impersonal B2B sales messages 

o Buyer First Selling (Social Selling)

o Try LinkedIn Sales Navigator and pinpoint 

your prospective clients 

o Reach out and connect



LinkedIn Outreach Tips

o Don’t be “salesy” 

o Don’t go with the intention to sell, go with 

the intention to have a conversation

o Interact with their content first

o Look for commonality

o Be polite and ask for permission



Buyer First or Social Selling 

Networking
Content 

Marketing
Selling Trust & Advocacy



6. Advertising



Advertising



Advertising

o Abundance of creative ad options

o Advanced targeting methods 

o Objective based advertising 

o Control budgets and ad spend

o Advanced reporting tools



7. Measure & Optimise



Measure & Optimise




