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[bookmark: _4vl5yz8y60a4]FIRST THINGS FIRST, DAY 1 
It’s time to wake up your profile 

Share your career origin story: Re-introduce yourself to your network with some personal anecdotes about where you started and where you are now.
[bookmark: _oszdz1kbfx3m]1. Connection message
If you’re not connected with your prospect or using InMail, you’re going to have to make a connection before even thinking about delivering your pitch.

"Hello (first name), I work for (company name), and I'd love to connect with you."

"Hello (first name), I saw you're also connected with (mutual connection). I'd love to have you in my network too."
[bookmark: _fdgviculi5tn]2. I’ve got a question message
Utilizing LinkedIn chat to build relationships with prospects is an effective demand generation strategy. Be engaging, ask questions, and converse with potential customers to drive interest. This comes across as more organic than other lead generation tactics.

"Hi (first name). I just finished reading your post about (topic), and I've got a question for you… Do you think (question about post)? Interested to hear your thoughts on this. (Your name)"
[bookmark: _coqethl5n7jq]3. Invitation to a webinar message
One of the first mistakes SDRs and MDRs make on LinkedIn is to immediately start selling. What prospects want and respond best to is value. How better to connect and offer them that value than with an invitation note to a webinar?

"Good morning (first name), I hope you're doing well. Just messaging to let you know that I'm hosting a webinar about (topic) on (date and time). I think you'll find it interesting. Here's the registration link if you'd like to learn more or RSVP: (LINK). Hope to see you there!"

💡 Advice: Research your prospect before sending LinkedIn messages about a specific topic or industry. It won’t do you any good if you send the same message to every prospect. Some might not even be in the same industry or interested in the webinar topic.
[bookmark: _d5y10gc4p5oo]4. The follow-up message
Filling a prospect’s LinkedIn inbox with “Have you read my message?” will only annoy them. So how do you follow up on your cold messages without coming across as a pushy B2B sales rep?

"How are you (first name)? I know it's a busy time of year, but I'd love to have a conversation with you about (topic of last message). I recently learned (insert interesting fact or stat about topic). Let me know if there's a better time to message. Chat soon!"


💡 Advice: Don’t be discouraged if you don’t get a response to your first or even your second follow-up message. SalesBlink found that 50% of sales occurred after the fifth follow-up to a cold email, whereas, on average, only two attempts are ever made. So it makes sense to give the same number of attempts with your cold messaging on LinkedIn.
[bookmark: _xrg8rtapfa8e]5. The content distribution message
A great way to get prospects to enter your B2B marketing funnel is to share interesting content. 

"Hello (first name), great post about (topic) the other day! You've probably seen, but I discuss this topic every now and again. You should read this blog article: (LINK) by (your company name). They make a lot of great points. Let me know what you think."














[bookmark: _fuligbxfnszn]6. The pitch message
There’s no getting around it. You’ll have to pitch your product or service at some point. Hopefully, you’ll have built enough of a relationship to organize a warm call.
[bookmark: _hakgcitt7jw0]Option A - Soft & Subtle 

"Hi (first name), congratulations to you and your team on the (insert details)! I'm keen to know more about what helped you get to this point and if you've considered ( your type of solution) to help avoid (pain point)? (Your company name) has helped companies like yours (insert success stat) I'd love to discuss this further over a quick call. Looking forward to hearing from you. (Your name)"

[bookmark: _z2qtpgnyej20]Option B - The Hard Sell 

"Hello (first name), I'm reaching out to you from (company name). We specialize in (product or service) for companies like yours in the (industry). In fact, many of our customers have experienced ( main selling points). If you'd like to find out more, please look at our website here: (LINK). Or we can arrange a call at your earliest convenience. Looking forward to hearing back from you. Many thanks, (Your name)"

[bookmark: _htwehgvfcqij]7. The common LinkedIn group message

When trying to figure out how to reach out to someone on LinkedIn, try this tactic: Send a message mentioning a group you’re both members of.

"Hello (first name), I wanted to reach out because I'm also in the (LinkedIn group name). Judging by your profile, you've got quite a lot of experience in the (industry). I'd love to chat with you about the strategies you've been using at (company name) recently. Let me know when you're available. Thanks!"





[bookmark: _cyy09upriz3b]8. The flattering message 
Our last LinkedIn message template for sales is about making your prospect feel good about their work. 

"Hi (first name), how are you doing? I've been following you for a while now and wanted to reach out to say that I absolutely love your work. I find all of your posts insightful, especially the one discussing (topic). I'm working on implementing your advice into my day-to-day because, like you, I'm employed in (industry). Would you be interested in having a chat to discuss ideas? Looking forward to your response!"
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