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3-5 
LEADS 
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As a result of our 20 years of working with clients’ online 
marketing efforts, trial and error, and researching 
some of the top thought leaders in LinkedIn such 
as John Nemo and Josh Turner.  We have developed 
one of the most effective lead generation systems 
available today.

This guide shows the exacts steps we use to generate 
B2B leads for our clients using our LinkedIn Lead 
Generation system.  If you follow the details outlined in 
this document, you will see results and “real leads” for 
your business.

Who this strategy works well 
for:
We have used this exact strategy for commercial loan 
brokers, SaaS companies, software companies, digital 
marketing agencies, coaches and other B2B service 
providers. While results may vary from industry to 
industry, we are able to produce results for any of them 
as long as they met one major criteria. 

You MUST have a well-defined niche and positioning.
Your positioning is a multiplier for the results you will 
see from this strategy.
 

•	 A well niched business with a well-defined 
targeting = Massive results 

•	 A halfway niched business with some specialties 
= Good Results 

•	 Generalists = Limited results 

This has proven to be true, time and time again
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A framework 
for positioning
There are many ways to go about positioning and 
niching yourself, but here is a positioning model 
what we have fond to be the most effective.

I help X do or accomplish Y through Z. 

X = your target customer 
Y = Benefit you bring them 
Z = How you do it 

Examples: 

Bob’s Consulting - I help agencies and consultants 
win their dream clients 

Innovata Group - I help B2B sales teams generate 
leads on LinkedIn through done-for-you prospecting.

* CAUTION! Do not go forward with this tactic unless you have a well-
defined niche. Otherwise you could waste a lot of time and money for 
very little results. 
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The LinkedIn Lead 
Generation Process

This process can be summarized into 3 key areas.

1.	 Profile Optimization - Building your foundation  

2.	 Targeted Connection Requests - Outreach focused on specific 
target demographic 

3.	 Timely Follow-up Messages – Consistent conversations & 
outreach
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As I mentioned previously, the positioning and narrow 
niching of your business is essential if you are going to see 
success on LinkedIn. Without doing this, your chances for 
success will be limited.

As part of that process, you need to optimize your LinkedIn 
profile to maximize for conversion. 

Now there are a TON of things you could do to improve your 
profile. Asking for recommendations, filling out every detail, 
publishing content, etc. 

All of those are great and I recommend doing them, but for 
the purposes of these campaigns we will focus on two areas 
of profile optimization that give you the best return on your 
efforts.

Required before you start your campaign

1 Profile Optimization
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Profile Optimization #1:  Your Tagline

This short little blurb is the most important part of your entire LinkedIn 
profile. The reason is that this “headline” to your profile shows ups most 
everywhere on LinkedIn.

•	 When you post in the news feed

•	 When you message someone on LinkedIn

•	 When you are browsing, “Who has viewed my profile”

•	 When you show up in “Recommended people to connect with”

Without a good tagline, the prospect will never click into your profile and 
they will never even see the rest of the optimization you have done. That is 
why this tagline is so important! 

Most profiles have taglines that show something like this:

•	 CEO of Super Awesome Business 

•	 Entrepreneur and Founder of XYZ co 

These two taglines don’t stand out because most people don’t really care 
about you, your title, or your company.
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How to make a tagline work
This goes back to those positioning statements. You want a tagline that is going 
to hook your audience in. 

In the image above, you can see my tagline is “I help B2B sales teams generate 
leads on LinkedIn through done-for-you prospecting.” This strong positioning 
pulls my target audience in and catches their attention by speaking to who they 
are, and the benefit they will receive. 

Don’t make your tagline just your boring title. Instead optimize this with strong 
positioning.

Profile Optimization #2 - Your profile is not about you

When was the last time you visited someone’s LinkedIn profile and actually 
read that massive biography they crafted in the hopes that someone will take 
the time to read it?  I’m guessing if you’re like me the answer is “never”.

One mistake many people make with their LinkedIn profile is that they make it 
all about them and their background. 

While this seems to make sense because many people view LinkedIn as an 
“online resume”, this type of profile doesn’t actually convert well. 

Instead, you want to treat your profile more like a sales page. You want to 
identify the problem and show prospects how you can solve it for them.  Here’s 
an example:
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2. Targeted Connection     
 Requests
The simple process that drives leads

Once you have your profile optimized, the next step is to start 
driving leads. The process is simpler than one would think. 

1.	 You send out ~100 connection requests per 
day with a casual and non-salesy message. 
 

2.	 You drip send prospects casual messages over time 

This is the one effort that is going to generate a massive 
amount of leads for your business. 

Now let’s get into the details.

Choosing your targets using LinkedIn Sales Navigator

The first thing you need to know is that you will need to 
use LinkedIn Sales Navigator for this outreach. This is one 
of LinkedIn’s premium tools that is going to give you a ton 
of additional search criteria which will help you target the 
people you want to connect with.
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There is a lot to explain on how to use LinkedIn Sales Navigator, so here’s a 
YouTube video from Gabe Villamizar explaining how to use this awesome 
tool.

The Drip Sequence

Once you have built a search queue of your ideal target customers, the next 
step is to begin to send connection requests and slowly drip messages to 
those prospects over time. 

At a high level, here is the structure of the campaign. 

1.	 Casual connection request 

2.	 Thanks for connecting message 

3.	 Send a useful article, video, or anything that adds value for your 
connection

4.	 Ask for a meeting!

https://www.youtube.com/watch?v=jxPw_pXqd2s.

https://www.youtube.com/watch?v=jxPw_pXqd2s.
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How many to send

At the start, you want to do roughly 20 connection requests per day and 
slowly ramp that number up to 100 MAX over a two week period. 

*If you go from not using your LinkedIn at all to sending 100 connection requests per 
day, LinkedIn may flag your account for unusual activity. Keep your changes gradual.

What to say 

Now the big question is “What do you say in these connection requests?”  
The key is to NOT BE SALESY. 

We have all received countless cold emails, and spammy Linkedin messages 
before. Typically your eyes glaze over, you delete it, and move on. 

Our goal is to not look like a spammy salesperson with this outreach. Instead 
we will connect in a very casual and friendly way.

Message #1 - The Connection Request 

The first step of the process is to send a casual connection request to 
each prospect. 

For example, we may say something like: 

Hi {{first_name}}, 

I was browsing your profile and noticed we are in a similar space so I thought 
I would reach out to connect. 

Ed Sena 
I help B2B sales teams generate leads on LinkedIn through done-for-you 
prospecting.

Notice how this message has zero sales pitch in it. 

Instead, all we do is add the tagline under our name as part of our 
“Signature”. This helps position you properly in your prospects mind 
without going out and saying “Hire me!” 
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The psychology behind this 

This entire approach can be summarized in a great quote from the sales 
legend Jeffrey Gitomer. 

“People don’t like being sold, but they love to buy.” 

This approach puts you in front of them and positions you in a way where 
it is in their court to reach out if they want to buy. It’s not salesy or pushy 
and as a result people come to you.
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3 Timely Follow-up       
 Messages

Message #2 - Thanks for connecting 

Once someone accepts your connection request, you want to respond with a 
casual thank you for connecting message. You still don’t make a sales pitch in 
this message but you do include your tagline again.

Here’s an example:

Hi {{first_name}}, 

Thanks for connecting. I look forward to staying in touch and have a great week. 

Name  
Tagline

Message #3 - Send a useful article, video, or anything that adds 
value

If someone still hasn’t responded or engaged with you, then the next step 
is to create value. You can do this by sending over a useful article, video, or 
whatever that would be valuable to your target prospects. 

Ideally you want to find an content that both: 

•	 Delivers value to the prospect 

•	 Positions you and the product or service you are selling 

For example, if I sell software the helps streamline medical facility tasks, then 
I may send over an extremely high quality article about how technology is 
increasing productivity for medical professionals.

This builds trust and also positions you in the prospects mind. 

Here’s an example:

Hey {{first_name}},
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I recently stumbled on this article that I thought you would enjoy. It’s a simple 
7-point list on how hospital administrators are leveraging {{article_topic}}. It’s high 
level but gets you thinking in the right mindset. 

[Article Link] 

Hopefully you find this useful. 

First name 
Tagline

*Note that this message rarely produces many responses or leads in itself, 
but it does build trust so that you have a higher conversion rate in step 4.  And 
remember to include your tagline as part of your signature.

Message #4 - Ask for a meeting 

The final step is to task for a meeting. At this point, you still don’t want to give 
a full-on sales pitch. Instead you want to ask for a meeting with a 1-2 sentence 
explanation on why it would be beneficial for the other person to hop on the 
call with you. 

Remember, your prospects don’t care about you. They only care about 
themselves.  You need to frame your meeting request in a way that will be 
beneficial to them. 

Here’s an example:

Hey {{first_name}},

Our company has helped numerous other {{target_ market}} {{service_pitch}} that 
has saved them hundreds of thousands of dollars per year. 

It would be great to have a quick call and see if there are any areas that we can 
help you optimize. How does your schedule look for a quick call to talk more? 

Name  
Tagline

Put your tagline in every message! 

Have I emphasized this enough yet? I’ll say it once more just for good measure…
put your tagline as part of your signature in every message until a prospect 
engages with you in conversation. This helps you keep well positioned and top of 
mind in your prospect’s eyes.
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Bonus Strategy!

A simple trick to generate even more leads on LinkedIn 

Running the outbound connection requests is the real catalyst for 
what is going to drive results in your business, but in addition there 
is another strategy that produces incredible results. It’s also a very 
passive tactic that requires little work on your end. 

The tactic is to use a software tool such as Dux-Soup or Elink-Pro to 
ramp up traffic to your profile. The way that these tools work is quite 
simple. 

1.	 You install the Google Chrome extensions in your browser 

2.	 You set up a Sales Navigator Search queue of your target 
prospects like described previously in the video

3.	 You run the plug-in and it will visit up to 500 profiles per day 

These plug-ins don’t send messages, connection requests or anything 
like that. They simply “visit” the profiles of your target prospects. 

This is valuable because of the “Who’s viewed your profile” notifications 
that LinkedIn sends out. 

You may have gotten an email with these or seen the notification 
come through in your alerts section of LinkedIn.
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What will happen from running this extension is that many of your target prospects will 
begin visiting your profile and ADDING YOU as a connection. 

This changes the whole dynamic.  Instead of you reaching out to them, they have just 
reached out and made contact with you. 

As a result, you will often see anywhere from 5-30 inbound connection requests per week.

Start with Dux-Soup or Elink-pro Slowly! 

Just like with the connection requests, you want to start using these Chrome extensions 
slowly and only visit 50 pages the first day and slowly ramp up to 500 per day over a few 
weeks. 

Otherwise Linkedin may flag the spike in activity change as suspicious activity.
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Time Investment
If you do this all yourself, you’ll spend 60 – 90 minutes per day invested in LinkedIn 
Lead generation efforts.  We admit, running all of these tactics takes a lot of time 
and energy. 

Want 3-5 leads per week without breaking a sweat?  
We’ve created a Done-For-You Lead Generation Service, where we handle all of the 
heavy lifting for you.  All you need to do is spend about 15-20 minutes per day 
qualifying and nurturing the leads we hand over to you.

21 Days - Real business 
leads!
If you follow this step-by-step guide and devote 60-90 minutes each day to this 
process, you could start receiving leads within your first 21 days.

https://innovatagroup.com/linkedin-lead-generation-marketing/
https://innovatagroup.com/linkedin-lead-generation-marketing/
https://innovatagroup.com/linkedin-lead-generation-marketing/
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READY TO RAMP UP YOUR 
LEADS ON LINKEDIN?

Innovata Group helps B2B companies 
generate leads on Linkedin via our 

Done-For-You prospecting program.

Learn more and schedule a 
discovery call at 

https://www.innovatagroup.com/linkedin

https://www.innovatagroup.com/linkedin

