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LinkedIn is a business intelligence and personal productivity tool
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Six Degrees?

Source of these graphics: Christopher S. Rollyson, Managing 
Director at CSRA Inc.  www.rollyson.net/consulting
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Navigating LinkedIn

1. LinkedIn is dynamic and what you see depends on:
2. your membership level, and 
3. what new features they have introduced lately
4. There are software wizards for everything

5. A copy of these slides will be emailed to 
within 24 hours of the end of the webinar.
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Services
Navigation

Personal
Navigation



Business Development & Sales 
via advanced search

– Finding prospects
– Follow-up on Market Intelligence
– Use Company Feature to research further
– Use Company Search to generate prospect lists
– Id Execs in Target Companies
– Getting Introduced into the target execs
– Time and Territory Management
– Speaking to an exec for the first time?

People buy from people they trust
– references 
– Groups

What’s in LinkedIn for Selling?

Getting Started
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BizDev is all about Advanced Search
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Advanced Search Wizard
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Biz Dev is all about Advanced Search
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Following 
Up On 
Market 

Intelligence
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Following Up On Market Intelligence to Warm Lead
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Click on his name and choose an option below

Following Up On Market Intelligence to Warm Lead
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Following Up On Market Intelligence to Warm Lead
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Following 
Up On 
Market 

Intelligence
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Use the “Company Feature” to go deeper
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Use the “Company Feature” to go deeper
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Use the “Company Feature” to go deeper
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Use the “Company Feature” to go deeper
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Use the “Company Feature” to go deeper
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Use the “Company Feature” to go deeper
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Company Advanced Search to generate prospect lists
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Company Advanced Search to generate prospect lists
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Company Advanced Search to generate prospect lists



29

Company Advanced Search Wizard
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Company Advanced Search



ID Target Execs



ID Target Execs



ID Target Execs
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ID Target Exec
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ID Target Exec



36

ID Target Execs
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Ask for a introduction
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Ask for a introduction
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Travelling for a sales appointment?

Allentown, PA
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Travelling for a sales appointment?
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Travelling for a sales appointment?
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Going to a meeting with someone you don’t know?
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Going to a meeting with someone you don’t know?
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Going to a meeting 
with someone you don’t know?
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People buy from People They Trust
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People buy from People They Trust
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Making a recommendation
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Making a recommendation
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Groups are Good

Not only do they create affiliations and loyalties,

they expand your search domain without violating
the “trusted” nature of your 1st degree connections
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You are in control



51

Communicate even thought not 
connected to each member
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Gather market intelligence
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Share information
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Getting Started on LinkedIn

• Customize your account settings 
• Fill out your profile - completely 
• Build your network
• Integrate it into your daily routine
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My eBook: Using LinkedIn for Selling & Consulting



56

Personalized LinkedIn training


