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LinkedIn isn’t just a place to reconnect with old colleagues or peek at 
competitors; it’s a powerful platform where B2B relationships begin, 
credibility is built, and, when used strategically, deals get closed.

78% of businesses using social selling 
outperform competitors who don’t.78%

Salespeople active on LinkedIn see 
45% more sales opportunities.45%

84% of B2B marketers say LinkedIn 
delivers their best ROI84%

65+ million decision-makers are active 
on the platform.65+

The Data Is In: 
LinkedIn Drives  
B2B Success 
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The Profile Elements  
That Actually Matter
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Your Headline:  
More Than Just a Job Title. 

Your headline follows you everywhere on 
LinkedIn—search results, comments, connection 
requests. Instead of “Sales Executive,” try 
something that shows your value, such as: 
“Making uniform rentals stress-free for busy 
teams | Sales Representative | Service-First 
Approach”

Banner Space = Free Real Estate. 

Your banner is prime visual space to show 
your value proposition, company brand, or key 
messaging. Don’t leave it blank—use it strategically 
to reinforce what makes you different.

About Section: Tell Your Story, Not Your Resume.

This isn’t the place for a job description. It’s your 
chance to connect with your ideal clients by 
addressing their challenges and showing how you 
solve them. Keep it conversational but professional, 
speaking directly to the people you want to reach.

Professional Photo That Builds Trust. 

Here’s a stat that matters: LinkedIn profiles 
with photos get 21x more views and 9x 
more connection requests. Choose a clear, 
professional headshot with good lighting. 
People connect with people, and your photo is 
an important first impression.
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The Profile Elements  
That Actually Matter

Your LinkedIn profile is 
working 24/7 whether 
you are or not. Make 
sure it’s representing 
you well.
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06Featured Section: Show, Don’t Just Tell.

Use this space for case studies, testimonials, 
thought leadership content, or product demos. 
Make it easy for visitors to see exactly what you 
do and how you create value.

Experience Section: Focus on Results. 

Don’t just list responsibilities—highlight 
achievements, metrics, and the real value 
you’ve delivered. Show prospects what you can 
accomplish for them. For example: 

Account Executive • B2B Sales  
Premier Uniform & Linen | Jan 2020 – Present

Partnering with manufacturers, healthcare 
groups, automotive shops, and hospitality teams 
to simplify uniform and linen management with 
tailored, reliable service programs.

•	 Grew territory revenue 40% over three years 
by targeting accounts with high spend and 
inconsistent service.

•	 Developed rental programs that reduced client 
inventory costs by up to 25%.

•	 Maintained a 95% client retention rate through 
proactive check-ins, fast issue resolution, and 
continuous program improvements.
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02Build Credibility  
With the Three C’s
Character
Authenticity Wins. 

Be genuinely yourself while 
maintaining professionalism. Share 
insights that reflect your expertise and 
values. Don’t just repost company 
content, add your perspective, your 
experience, your unique take.

Competence 
Prove Your Expertise. 

Show your knowledge through 
valuable content that helps your 
network. Address industry challenges, 
share best practices, and offer 
practical solutions based on your real 
experience.

Connection 
Relationships Drive Sales. 

Every piece of content is an 
opportunity to start conversations. 
Ask questions, respond thoughtfully to 
comments, and engage meaningfully 
with your network. Remember: 
employees typically have 10x more 
connections than their companies 
have followers—your reach is 
significant.

Content That  
Connects & Converts
The platform rewards helpful, educational content over sales pitches every 
time. LinkedIn users primarily want educational information and industry 
insights, not to be sold to. Here’s how to make a positive impact: 
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EDUCATIONAL POSTS
Share industry trends, practical tips, and insights 
that help your prospects do their jobs better. 

01

Success Stories and Case Studies

Highlight client wins and positive outcomes. These 
posts demonstrate your expertise while providing 
social proof—without being overly promotional.
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INDUSTRY COMMENTARY
Provide thoughtful analysis of market trends, 
regulatory changes, or industry developments 
that impact your prospects’ businesses.
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BEHIND-THE-SCENES INSIGHTS
Share your professional experiences, lessons 
learned, and business philosophy. Help people 
understand your approach and what it’s like to 
work with you.
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Content Types 
That Generate 
Real Results



Aim for 3-5 posts per week to maintain 
consistent visibility, and always respond to 
comments—it shows you’re engaged and 
boosts your post’s reach.

Remember: you’re not trying to 
go viral. You’re building trust with 
decision-makers who have real 
budgets and actual problems to solve.
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LinkedIn users 
engage most 
with text-based 
posts, so focus 
on thoughtful 
written content.
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Posting content is just the beginning. The real LinkedIn magic happens through 
strategic engagement and relationship building. The platform’s algorithm 
rewards real interactions, making engagement a big part of your visibility.

Turn LinkedIn  
Into Your Research Hub

Market Intelligence
Use LinkedIn to stay current on 
industry trends, monitor what 
prospects are discussing, and identify 
emerging challenges in your market.

Prospect Research 
Before reaching out to potential 
clients, research their background, 
recent company news, and 
professional interests. This 
preparation enables much more 
effective conversations.

Lead Identification and Engagement
Pay attention to who likes and 
comments on your posts—these are 
warm leads who’ve already shown 
interest in your expertise. Follow up 
with personalized messages and 
engage with their content to build 
relationships.

LinkedIn’s algorithm favors 

content that generates 

interaction. Early engagement 

(within the first hour) 

significantly impacts your 

post’s reach. Ask questions to 

encourage responses, and 

engage authentically with 

others’ content to increase your 

visibility across the platform.

03
Engaging, Sharing, & 
Building Relationships

WORK WITH THE ALGORITHM

PRO TIP



Your Daily  
LinkedIn Routine
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Morning Check-In
Start your day with 10-15 minutes 
on LinkedIn. Review your feed, 
react to valuable posts, and leave 
thoughtful comments (not just 
emoji reactions). When you engage 
with others’ content, you become 
visible to their networks too.

Strategic Networking
Don’t connect randomly. Target 
potential clients, industry peers, 
and thought leaders. Quality 
connections matter more than 
quantity, and personalized 
connection requests get better 
response rates.

Weekly Content Sharing
Consistency beats perfection. 
Share something valuable at 
least once a week, whether it’s 
industry insights, client success 
stories, or helpful tips.

Group Participation
Join industry groups where 
your ideal clients spend time. 
Participate in discussions, 
answer questions, and share 
relevant insights. This is where 
many business relationships 
begin.
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Profile Performance
•  Profile views and search 	

appearances
•  Connection growth with  

target prospects
•  Follower acquisition from  

your ideal audience

Content Engagement
•  Post impressions and reach
•  Comments, shares, and  

meaningful interactions
•  Click-through rates on  

content with calls-to-action

Lead Generation Impact
•  Inquiries generated through 

LinkedIn
•  Connection requests from  

qualified prospects
•  Direct messages from  

potential clients

Business Results
•  Sales conversations initiated  

via LinkedIn
•  Revenue attributed to LinkedIn 

connections
•  Conversion rates from LinkedIn 

leads to customers

You can’t improve what you don’t measure. 
Successful LinkedIn strategies require tracking the 
right metrics and continuously optimizing based on 
what drives real business results.

Best Practices and 
Measuring Success
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LinkedIn’s Built-In Analytics 
Use LinkedIn’s native analytics to track post performance, audience 
growth, and profile visibility. The weekly sharing tracker provides actionable 
recommendations for increasing your presence.

CRM Integration 
When adding prospects to your CRM, note that they came from LinkedIn. Track 
these interactions as part of your sales process to measure LinkedIn’s impact on 
your pipeline.

Simple Tracking System
Create a spreadsheet to monitor LinkedIn activities and their business 
outcomes. Track which types of content generate the most engagement and 
lead to actual conversations.

Tools and  
Tracking Methods



12red66marketing.com

WEEK 1 
Complete profile optimization 

using the guidelines from 
pages 3 and 4

WEEK 2 
Develop your content 
calendar and begin 
consistent posting 

Your 30-Day 
Implementation Plan

WEEK 3 
Implement daily 

engagement routines and 
strategic networking 

WEEK 3 
Implement daily 

engagement routines and 
strategic networking 

WEEK 4
Set up tracking systems 
and establish baseline 

metrics
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