
Take 
the 

lead.



How to Build a LinkedIn Database in 10 
Days or Less...
We’ll walk you through how we build LinkedIn Prospect 
databases quickly and effectively...





While 55% list 
increasing total lead 
volume as a priority 

for the next year.

Where else can I: 

Hand select the right people?
With extremely ACCURATE contact info?
Instantly build more awareness...
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Where to Focus?

1. Profile Optimization
2. Prospect Profile & Advanced People Search
3. Connection Request Script
4. Assembly Line Request Process
5. Review the Game Tape
6. Follow-up



Add a 
Connection Request
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Request Template

Hey >>INSERT FIRST NAME<<, 

I came across your profile here on LinkedIn and 
thought we could benefit from being connected. 

Thanks!

 >>INSERT YOUR NAME<< 
>>YOUR TITLE<<  (group or company name)
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Example

Hey Sarah, 

I came across your profile and noticed we both have an interest in 
digital marketing. I thought we could benefit from being 
connected. 

Hope business is going well!

Thanks,
Josh Turner
Founder, Small Biz Forum 
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Referral Example
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Why?



Assembly Line Model
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Process Checklist

1. Write Connection Request Script (keep First Name blank)
2. Build your search.
3. Open (in new tab) the profiles that look like a good fit.
4. Click ‘Connect’ and ‘Add Note’ on each prospect’s profile 

page.
5. Paste in Request script to all Notes.
6. Edit to include First Name in all messages.
7. Send.
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Should I Upgrade to Sales 
Navigator?

There are a couple of reasons why it would be beneficial for you 
to upgrade to the Sales Navigator account, if only temporarily. 

1. You may need to take advantage of the advanced search 
filters. I.e company size, job function, etc. 

2. You want to do a large initial blast of connection requests 
and you encounter the Commercial Use Limit.



Tracking Conversions & 
Benchmarks
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How to Track My Effectiveness?

Count (and note) the tabs of ‘Sent’ requests as you close 
them.



While 55% list 
increasing total lead 
volume as a priority 

for the next year.

How to Track My Effectiveness?

Give it 24-48 hours for replies to come in.
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How to Track My Effectiveness?

Target: 35% accepted

Low: 20-25%

Great: 45-50%
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What to Optimize?

1. Headline
2. Profile Picture
3. Connection Request Message



Get Them Ready 
for Follow-up
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Prospecting Rules of Engagement

1. Set a weekly goal or challenge.
2. Move quickly.

a. Filter as best you can to Prospect 
Profile.

b. Vet further throughout process.
3. Make time.
4. Celebrate progress.
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The Progress Principle

“Capturing small wins on MEANINGFUL PROJECTS every day 
enhances motivation and results.” 

- Harvard Business Review

Prospect -> Lead -> Client
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“Don’t watch the clock; do what it 
does. Keep going.”

~ Sam Levenson



Call Held 9/2 at 1 pm (central) with Rob Lime

On the next:


