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Welcome..I’m excited you are here! 

When it comes to turning LinkedIn into a “lead generation machine” for 
your business, there is no “push button” solution that will get you the 
results you are looking for.  But, the process to turn cold leads into 
warm prospects (and new clients) is actually quite simple if you have 
the right system to follow.

And, I know it can be hard to know where to start, so I created this 
LinkedIn Funnel checklist for you so you have a step-by-step process 
to follow (whether you are new to LinkedIn or you have been using it 
to prospect for new business for quite some time).

On the following pages is your checklist with the 7 simple steps 
outlined (with screenshots taken from my presentation slide deck). 
This is the exact process our clients & members use to execute 
profitable LinkedIn campaigns.

In order to help you further understand how to leverage this checklist 
for your own lead generation efforts, I’d also like to invite you to one of 
my upcoming FREE trainings on how to implement the LinkedIn 
Funnel in your business.

On this webinar I’m going to show you a case study that breaks down 
each step and all the tools and messaging scripts our clients & 
members use to consistently convert qualified prospects into clients.

CLICK HERE TO REGISTER FOR AN UPCOMING WEBINAR

Trevor Turnbull 
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1. FIND YOUR PROSPECTS 

In order to effectively use LinkedIn to land new clients, you have to get 
laser focused with your prospect targeting.  This means you need to 
take advantage of the advanced search functionality available in 
LinkedIn.  And, one of the best ways to get laser focused with your 
LinkedIn search is to utilize Boolean Search terms to find the RIGHT 
prospect(s) that have influence over the buying decision in purchasing 
your products/services.  In addition, you also want to narrow down 
your search based on degree, location, industry, etc.  

7 Step LinkedIn Funnel Checklist

http://30dsm.s3.amazonaws.com/resources/TipSheet-BooleanSearching.pdf


2. BUILD AWARENESS 

The first step in a BUYERS JOURNEY always starts with Awareness.  
If your prospects don’t know that your product/service exists, how are 
they ever going to do business with you?  There are a number of ways 
to “build awareness” on LinkedIn including liking, sharing and 
commenting on your prospect’s status updates.  

But, the most effective (and simple) way to build awareness on 
LinkedIn is to VIEW the profiles of your prospects on LinkedIn.  You 
can do this manually or you can use a variety “auto-viewing” tools that 
can automate and scale this process.  To learn more about how our 
clients and members use automation tools to build the “awareness” for 
the products and services they sell….make sure to signup for an 
upcoming webinar.
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3. EVALUATE ENGAGEMENT 

Once you start building “awareness” for your products/services with 
your prospects on LInkedIn, the next step is to evaluate the 
engagement you are generating by viewing your prospect’s profiles.  
This means keeping an eye on your “Who’s Viewed Your Profile” 
section in LinkedIn.  The “Who’s Viewed Your Profile” feature on 
LinkedIn is by far the most popular because you can see who has 
been “checking you out”.  And, if you are proactively looking at the 
profiles of your targeted prospects, you will start to see more and 
more view-backs and inbound connection requests from the people 
you want to do business or partner with.
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4. GET CONNECTED 

There are 3 main ways to connect with your prospects on LinkedIn.  
You can send them an Inmail (which is a Premium paid service and is 
limited in how many you can send per month), or you can join a 
common LinkedIn group and message them (which is limited to 15 per 
month) or you can send them a connection request to get them into 
your 1st degree network. 

The method that I recommend is to send connection requests 
because the power of LinkedIn is truly amplified by grow your targeted 
1st degree network.  Find out why and get a copy of the “permission 
method” script our clients and members use to get 60% higher 
positive response rates by signing up for an upcoming webinar.  

There are also a number of tools you can use to “speed up” the 
process of sending multiple connection requests including 
TextExpander and Auto Text Expander for Google Chrome. 
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5. MONITOR RESPONSES 

When you start proactively using LinkedIn to prospect for new 
business, it can get pretty overwhelming.  The My Network and  
Messaging areas on LinkedIn is where you are going to find your 
incoming connection requests and replies to messages you’ve sent to 
prospects.

And unfortunately, it can get pretty overwhelming to monitor these 
areas when you are very proactive in using LinkedIn.  So, one of  
things I suggest you do is to setup a new Gmail Account and assign 
it as your primary email on LinkedIn.  By doing this (and adjusting a 
few email alert settings on LinkedIn) you’ll ensure that you never miss 
out on an opportunity to build a relationship with potential partners and 
prospects.
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6. CALL TO ACTION 

Unfortunately, I find many people are guilty of connecting with 
potential partners and prospects on LinkedIn and then NEVER 
following up with them again.  Either they don’t know what to say or 
they are fearful of coming across as being “salesy”. The stats show 
that 64% of buyers report they appreciate hearing from a sales 
person who provides knowledge and insight.  

So, if you are guilty of having an inbox filled with incoming connection 
requests that have never been followed up on or you have messages 
in your inbox that have never been replied to, you are missing out on 
potential opportunities.

Remember, people do business with people they know, like and trust.  
So, consider that when you are messaging your prospects on 
LinkedIn.
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7. RE-ENGAGE 

Not every sales opportunity will be closed on the first communication. 
In fact, most sales take multiple “touches” and could take weeks or 
months to close.  That’s why, you need to be active on LinkedIn to 
build trust with your potential partners and prospects.  

There are a number of ways to do this including engaging on & 
posting status updates and direct messaging.  Another way to position 
yourself as a “trusted expert” is to publish content on LinkedIn.

FINAL STEP 

This is just the beginning when it comes to leveraging LinkedIn to 
grow your business. There’s tons more I can teach you! So, I’d like to 
invite you to register for a free upcoming webinar training: http://
30daysalesmachine.com/webinar. During the training I’ll show you 
the exact strategies & message scripts you can use to turn cold leads 
into warm prospects (and more clients) for your business!
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