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How to Effectively and Rapidly FLIP Your LinkedIn Profile
And PIVOT Your Prospecting Strategy to 

Help Your Network When They Need It Most

Workshop FOUR:  Build Your Network



Week 1: Foundation- April 14
➢ Introduction/Adapting to The Change/ Why Now Upgrading Your LinkedIn Profile and Activity Is 

a Must
➢ Mission-Vision-Goals
➢ Target Market

Week 2: Build- April 21
➢ Unique Producer Value Message
➢ Client-Based Story
➢ Owning a Platform - Platform Options



Week 3: LinkedIn Profile- April 28
➢ Essential Profile Elements

➢ How The Elements Fit the Client's Buying Journey

➢ Optimizing and Putting the Profile Elements Together



Week 4: Building Your Network- May 5
➢ Connections Strategy
➢ Using Search to Find Perfect Fit Connections
➢ Messaging and Follow Up With Connections

Week 5: Consistent Action Builds Trust, 
Credibility, & Creates Opportunity- May 12

➢ Content
➢  Commenting
➢  Connections
➢  Messaging



Workshop FOUR: Build Your Network
➢ Connections: Who and How to Connect with “Perfect 

Fit” Potential Clients and Strategic Partners

➢ The POWER of LinkedIn Search

➢ How to Seed Connection Communication 



isert graphic)







LinkedIn Connections: WHO
➢ Current Clients
➢ Current Strategic Partners
➢ Potential Clients
➢ Potential Strategic Partners



Current and Potential Clients
Expand Beyond Decision Makers

➢ Decision Influencers
➢ Administrative Staff- HR, Safety, Payroll
➢ Active on LinkedIn- HR and Business 

Development



Strategic Partners
Who Has a Business Relationship with Your 
“Perfect Fit” Clients?

➢ Professionals: CPA, Attorney, Banker, 
Consultants

➢ Vendors: Key Suppliers, Contractors, 
Equipment



LinkedIn Connections: WHO NOT
➢ Inactive on LinkedIn
➢ Not a “Fit”
➢ Other Insurance Agents?
➢ Insurance Carrier People?



Action Steps:
1. Review your Current Connections. Who to Add and 

Delete

2. Brainstorm/Build a List of Potential “Perfect Fit” 
Potential Clients

3. Brainstorm/Build a List of Potential Strategic Partners



LinkedIn Connections: HOW
➢ LinkedIn Search to Identify
➢ Follow First to Get on Radar
➢ Email or Call First?
➢ Personalized Connection Message for 

Positioning



LinkedIn Search
Basic Vs. Sales Navigator



Basic Search Criteria
➢ Connection: 1st,2nd, 3rd+
➢ Connection of:
➢ Locations
➢ Current Companies
➢ Past Companies
➢ Profile Language
➢ Schools
➢ Contact Interest
➢ Services
➢ By Name, Title, Company







Sales Navigator Advantages
➢ Search By Company Size/Number of Employees
➢ Ability to Save Leads and Accounts/ Automated Update 

Notifications
➢ Save Searches
➢ Job Changes Last 90 Days/Posted on LinkedIn Past 30 

Days
➢ Ability to Add Notes/Tags
➢ Find Similar Prospects with “View Similar”
➢ Last 90 Days of Profile Views



Action Steps:
1. Create Your Target Market Prospect List

2. Search by People and Company

3. Test Drive or Reactivate Sales Navigator?



Seeding Connection Communications
➢ Visit Profile.. Then Follow First

➢ Train The LinkedIn Algorithm- Like, Comment, Message

➢ Phone Call or Email Before Connection

➢ Connection Request; No Message or Personalized 
Message





Build Know and Like First
Visit Potential Prospect and Strategic Partner Profiles

Check Their Activity. Follow Them.

Like and Comment on 2-3 recent Relevant Posts







Like, Comment, Email, Phone, Connect
ONE: LinkedIn Comment:

“Brad, Yes, always face the sunshine. Leave the shadows 
behind. I’m sure everyone is missing the friendly, smiling faces 
at Rancho Sante Fe.”



Email
3-4 Sentences, 3-4 Word Subject, Mobile Friendly

Make a Conscious/Subconscious Impression

Subject: after COVID protection

“Brad,

When Rancho Sante Fe is back in full swing after COVID fades away...

Are your members, staff, club assets, and operations fully protected from loss?

The Smart Club program provides your club with a complimentary continuity plan which includes the ‘In 
Case of Crisis’ app.

Open to leaning more, Brad?”



Voice Mail
“Hey Brad...

Following up on the email I sent you on Monday: “after COVID protection”

Do me a favor... Check it out because you might be able to get Rancho Santa Fe 
back up and running AND keep everyone- members, guests, and staff safe while 
protecting your club from lawsuits and other damages.

What’s more... you just might be able to reduce your total cost of risk by 27% or 
more

No need to call me back. Feel free to respond to that email.

Oh, by the way, this is John over at IOA.”



LinkedIn Connection Message
“Brad- Here’s a link to your free Club Score to get started on 
your Club Continuity Plan and receive your “In Case of Crisis” 
app. If you like what you read, let’s connect. If not send me 
your best objection.”



Action Steps:
1. Identify three Target Prospects
2. Follow, Like, and Comment on a Recent Post or Like
3. Craft Your Outreach Email and Voice Mail
4. Craft Your LinkedIn Connection Message



WORK-Shop Action Steps:
➢ Do Nothing

➢ Complete and Follow a Daily 
Connection Plan

➢ Get Help



Workshop Five: 
Content and Communication

➢ Your 13 Week Content Plan... including LinkedIn Post 
and Video Templates

➢ LinkedIn Content... What to DO and NOT Do

➢ LinkedIn Messaging... The Secret to Move Connections 
to Calls to Clients



Special Offer for ControlIn LinkedIn Participants



LinkedIn Profile: Done For You
➢ Strategy/Foundation- One Hour Zoom Session

➢ Profile Headline, About, Experience Copy

➢ Background Image/ Feature Images Created



PLUS Bonuses
Written Prospecting Playbook

➢ 13 Week Content Plan

➢ Connection Plan

➢ LinkedIn Post and Video Templates and Suggested 
Changes

➢ LinkedIn Message Templates and Positioning



Additional Bonuses
➢ 90 Days Unlimited Email and Phone Access

➢ 90 Day Prospecting and Positioning Check Up Session

➢ LinkedIn Post and Message Templates and Critiques



All Your Options Have Costs
1. Cost of Doing Nothing- Missed 

Opportunities

2. Cost of Doing It Yourself- Time and Mistakes

3. Cost of Done For You- Money 



Prospecting Playbook Investment
Not $1500

Not $1000

Not $750



Special Offer for ControlIn LinkedIn
First 10 Spots (5 Spots Already Taken)

Only $497

Grab Your Spot: 
waltgoshert.com/controlin-linkedin-prospecting-playbook

Fi



Let’s Figure Out YOUR Steps to Go From 
“Commodity Agent” to Trusted Authority Advisor

Go To: https://waltgoshert.com/prospecting-prescription/

https://waltgoshert.com/prospecting-prescription/

