
Sun Tzu says...

‘Strategy without tactics
is the slowest route to victory. 
Tactics without strategy is the 

noise before defeat.’

LinkedIn is a social 
networking platform 
not a sales platform.

The minute you 
start trying to sell 

on LinkedIn 
you're done.

Who's the patient?
What is the pain? 

What is the prescription? 

Tactics Tactics

POSITIONING PROMOTION

The Experience Section

The Summary Section

Use a testimonial at the top of your 
summary. 92% of people go to 
others for recommendations.

Use an informal introduction eg. 
Welcome to my LinkedIn profile,

I provide...  (It makes you more 
approachable and less intimidating.)

Communicating your value from the 
readers’ perspective can be done 

with the analogy of the surgeon.

Positioning is critical. Get your message right Get your approach right

Case studies and testimonials 
show your credibility through 

proof of positive outcomes you 
have delivered for your clients.

Infographics are fantastic for 
visually communicating industry 
tips in an easily digestible manner 
and are great for sharing.

Videos are the fastest and most 
e�ective way to create 

engagement and position you as 
a thought leader and authority in 

your area of expertise.

eBooks and articles can leave a 
lasting impression on the reader 
if they include valuable steps that 
provoke thought, action and 
discussion with your potential 
customers.

Professionally taken images build a 
polished presence and o�er a nice 

mental break from the daily grind.

Pithy text-only status updates 
with advice and insights are 
quick and easy to read and have 
the added bonus of not taking 
you away from the platform (and 
upsetting the algorithm).

Questions are great for creating 
engagement and conversation 

on your posts.  

For every post you create, you 
should be engaging with others 
on theirs 10 times.

Conversations, comments and 
likes all show you as the person 
you are. 

Be selective, liking and sharing 
relevant things to your industry.

Make sure your comments are positive 
and add value at every opportunity.

Be helpful and approachable!

A content plan (the strategy) 
allows you to tell a longer story in 

engaging, bite sized pieces.

Your videos, articles, eBooks, 
case studies, status updates 
etc (the tactics) should all 
contribute to your wider 
message and value o�ering.

You can line your content up with 
special dates and holidays, financial 

dates, industry events, current 
industry news stories, legislation (be 

careful now) and more.

Fail to plan your content, plan to 
confuse your audience. Make it 
relevant and nuanced, the sky is 
the limit.

This section is for showing the 
roles that you have performed 
during your time as a 
professional.

Divide your experience into 
separate fields to segment 
your target audiences.

Link to your past 
employer's company pages 
if they are available. 

Be sure to make the most of your 
title's 100 characters so it's clear, 

from a potential customer's 
perspective, the problems and 

needs you can help solve for them. 

You can have multiple 
experience fields. 

LinkedIn is there for you to 
meet people and build 
relationships online before 
taking the relationship to a 
level of trust and 
competence outside of the 
platform in person.

You are there to help 
people, not to help 
yourself. Helping yourself 
comes as a byproduct of 
helping others.

Strategy Be Human

Tactics
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PROSPECTING

Get your communication right


