
Take 
the 

lead.



The Content Curation Playbook:
What to post, where to post, and when to post to build an 
engaged following and stay top-of-mind with your best 
prospects…and



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

Over 70% of B2B purchase decision makers use 
social media to help them decide who to award 

their business.

*HubSpot Social Selling Report



The
Takeaway



You can’t ignore it anymore...





While 55% list 
increasing total lead 
volume as a priority 

for the next year.

Facebook, Twitter and LinkedIn contributed to 
90% of social traffic to B2B blogs and sites.

*SproutSocial Study

(LinkedIn was responsible for half of that traffic)
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Facebook
• Over 2 BILLION Active Users.

• Spending an average of 43 min. a day on 
average 

• Facebook may not be a “professional 
network”, but your prospects are using it.



LinkedIn
• Over 40% of LinkedIn’s 630M+ users log 

in every single day.

• 70% of executives on LinkedIn log in 
every day

• 80% of social media B2B leads come 
from LinkedIn

• Most affluent user base of all of the major 
social media platforms



55%
In fact…

Increase in conversational 
activity among connections.

*LinkedIn



Twitter
• Not just for news and trends

• 7th most visited website in the world

• 321M+ monthly active users 



MYTH
Before I go any further…

“You Have To Write Unique 
Content For Each 

Platform…”



What should 
you be posting 
to influence 
your 
prospects?



Written 
Articles

Images & Infographics

Video 
Content

What content 
works best?

*HubSpot Social Media Study



Consistency  
+

Relevancy
+

Authority

keeps you top of mind  

shows that you understand their industry and 
situation

highlights that you are THE go-to option in your 
market



“Hey Pat, where am I supposed to get the time to create 
all of that content?”

(good point)



Not all of this content needs to be created by you.

(in fact, most of it shouldn’t be)



45%
In fact…

 of consumers will unfollow a 
brand if their activity is dominated 

by self-promotion
*Buzzstream



Don’t worry, you can still promote yourself. 

(otherwise this wouldn’t be worth your time right?)







You want to look like an expert on THEIR interests as 
well as YOUR area of expertise.

(makes sense right?)



Relevancy = Your Prospect’s Interests & Industry

(Your prospects want to work with someone who understands them)



“If people believe they share 
values with a company they will 

stay loyal to the brand.” 

Howard Schultz
Former CEO,

Starbucks



62%
And the data backs this up…

 of LinkedIn members 
engage with content on the 

platform because they 
found it education & 

informative. *Content Marketing Institute



Relevancy



Relevancy



Authority = Your Niche, Industry or Area of 
Expertise

(Your prospects want to work with an expert)



Authority



Authority



YOU
Your prospects want to know that…

Are the authority in YOUR industry 
BUT that you understand their 

industry & interests.





A Consistent Display of Authority & Relevancy 
Will Make You Memorable. 

(And being memorable is the first step to staying top of mind)



Makes sense right?



How often 
should you be 
sharing content 
on social 
media?



Consistency



How often do you need to post to stay 
top-of-mind?





90%
of decision-makers never answer a 

cold call, but 75% of B2B buyers 
use social media to make 

purchasing decisions.
*SproutSocial



Consistency



6-8
In the past it took

Brand touchpoints to gain 
awareness with your prospects.

*Salesforce



10+
But that number has risen to

Touchpoints before prospects will 
begin to remember your brand.

*Grant Cardone Training Technologies



Look at the top influencers in your industry…

How often are they posting?



“Due to my posts, I had a LinkedIn contact message me, 
without realizing that we had connected before, and ask 

about engaging my services for an SBA 7(a) loan. 

This is a win because I did literally nothing yet I gained a 
(potential) client; all of this is due to the process and 
Emphatic, both of which I am extremely grateful for.

This goes to show you that if you engage the right team 
and are "actively posting" (having others actively post on 

your behalf :-)), good things do happen for you.”
John Weaver,

Commercial Lender



5-7
Businesses like yours should post

Posts every week to stay top-of-mind, 
build brand awareness, and establish 

yourself as an authority.



Consistency



Consistency



What kind of impact should you expect for your 
business?

(Let’s do the math)



Let’s say you have…

200 Connections

200 Fans

200 Followers

Post Daily
600 potential brand 
touchpoints every 

day! 

18,000 opportunities to reach 
your audience every month!!



But what if you had…

600 Connections

600 Fans

600 Followers

Post Daily

1,800 potential brand 
touchpoints every day! 

54,000 opportunities to 
reach your audience 

every month!!

10K Connections

10K Fans

10K Followers

Post Daily

30,000 potential brand 
touchpoints every day! 

900,000 opportunities to 
reach your audience 

every month!!





Follow this formula to build trust and to stay top 
of mind with your prospects.



Consistency  
+

Relevancy
+

Authority

keeps you top of mind  

shows that you understand their industry and 
situation

highlights that you are THE go-to option in your 
market



So how do you do this...



The Usual 
Suspects

Option #1 Strategy #2 Strategy #3

Ignore It. Outsource It. Bring it in-house.

(Min: $12-15k Annually)

$$$
($35-60k Annually)
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While 55% list 
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volume as a priority 

for the next year.



Start your free trial at:
LinkedSelling.com/Emphatic

Plus 4 Outbound Sales Mastery Bonuses







Full Access to the Emphatic System for 14 Days (6 posts)

25% Off the Sticker Price if You Continue as a Customer

Email Support to Help You Get Up and Running

Full Archive of All your Emphatic posts for easy reposting

10k Facebook Fans in 72 Hours from Kim Walsh-Phillips ($599 

value)

How to Add Hundreds of Top Prospects on LinkedIn ($897 value)

Optimize and Grow Your Social Media Pages ($1000 value)

How to Measure and Generate ROI from Organic Social Media 

($2000 value)

Get started 
Today for:

FREE!

TOTAL VALUE: 
$4800+

LinkedSelling.com/Emphatic

Finally, a system to build authority 
and generate leads…on autopilot!





“Action cures fear. Indecision, 
postponement, on the other hand, 

fertilize fear.”

LinkedSelling.com/Emphatic

- David Joseph Schwartz



The Sales Infrastructure Every Small Business 
Owner Needs
Call Held 4/15 at 1 pm (central)

On the next:


