
 

LinkedIn Charm Offensive 

Introduction 
 
Welcome to LinkedIn Charm Offensive. 
 
This training is divided into 3 modules: 
 

● Profile - How to build memorable profile that sells you and your services effectively 
● Search - How to find your ideal prospects and other important people 
● Engage - How to build your network and start conversations with your contacts 

 
 
First off, feel free to send me a connection request: https://www.linkedin.com/in/jonbuchan/ 
 
If you don’t have many LinkedIn connections, this will help increase the number of people you’ll 
find when you start searching LinkedIn for relevant prospects. The more connections you have, 
the more profiles you’re able to discover within LinkedIn. 
 
 
 
 

  

https://www.linkedin.com/in/jonbuchan/


 

Search 
 
This section shows you how to find your ideal clients and other important contacts using 
LinkedIn’s standard search functionality.  
 
 
Who is your ideal client? 
 
The first thing you need to do is think about who your ideal client is. 
 
Where are they based geographically?  
 
What is their job title? Are they the company founder? Or the head of a department? Or 
someone else 
 
Do they work in particular industries or niches? 
 
 

 

 

 

 

 

  



 

Finding Direct Clients 
The main search box can be used for general keywords. In this example, I’ve opt-ed for “IT 
Security” 

  
 
I’ve then selected: 
 

● 2nd and 3rd degree connections. (1st Connections are people you are already 
connected with.) 

● Locations: UK and USA 
● Job Title: Founder OR CEO 

 



 

You can of course use any of the other search filters to narrow your search as you wish. 
 
Then look through the search results - and send connection requests to those who look like they 
could be potential clients. 

 
 
For the most part, you can send a blank connection request. 
 
You don’t need to “Add a note” for most connection requests. 
 
You can just click “Send”.  
 

 
 
You can send a personalised note with your connection request if you desire. This will be 
covered later in this document.  
 
I highly recommend you send 50 connection requests per day. 
 
If you have a brand new LinkedIn account, start a little smaller, perhaps 25 connection requests 
per day for the first few weeks. Then scale up to 50 connection requests per day. 

  



 

Finding agencies 
If you’re open to working with agencies, you can search for the keyword “agency”.  
This is useful if you’re a freelance professional and don’t mind working with agencies who 
already have clients. 
 
 

 



 

As before, I’ve selected: 
 

● 2nd and 3rd degree connections. (1st Connections are people you are already 
connected with.) 

● Locations: UK and USA 
● Job Title: Founder OR CEO 

 
 
This will reliably return agency owners in the search results who you can connect with. 

 

  



 

Finding Podcast Hosts 
 
In this search, I selected: 
 

● Job title: Podcast Host 
● 2nd and 3rd degree connections 

 
 

 



 

Finding Journalists 

I’ve selected: 
 

● 2nd degree connections (3rd degree wasn’t an option for some reason. I would have 
included 3rd degree connections as well if it had been an option.) 

● “Journalist” OR “Editor” OR “Contributor”  
● Current companies: Inc. Magazine, Entrepreneur Media, Forbes (You can amend and 

expand this list to your requirements) 
 
  



 

Your Profile 
 
This section will show you how to create a memorable, smile-inducing LinkedIn profile that sells 
you and your services effectively.  
 
Set profile to public 
 
The first thing you should do is set your profile to public. 
 
You can do this by hovering over the “Me” icon at the top of the screen and clicking “Settings & 
Privacy” 
 

 
 
 



 

 
 
 

 
 
  



 

Creating a stand out BIO 
 
To start with, you want a photo that’s going to stick out on the search page.  
 
By way of example, here’s mine: 
 

 
 
Yep. That’s a picture of me rescuing a baby and a basket of kittens from a burnin building. 
 
People see this ridiculous picture in the search results - or see it in their "Who's visited your 
profile" section of their LinkedIn account - and it grabs their attention. I stand out from the crowd. 
 
It also fits with my personality. I'm silly! 
 
People ask "Aren't you worried you'll lose clients because people are put off by your lack of 
professionalism?" 
 
No. Absolutely not! 
 
This is a good thing. It allows for self-selection. I don't have to deal with boring, stuck up or 
overly serious people.  
 



 

There are plenty of other people who enjoy that stuff.  
 
It's not for me.  
 
Just like my detractors, I have standards 😉 
 
It also works as a magnet for finding people I'll get on well with. 
 
Absurdity may not fit with your personality.  
 
That's fine. 
 
However, consider doing something with your profile picture that is distinct and unusual. 
 
 
  



 

Photo 
 
Profiles with a photo get 15* profile views and 8* as many connection requests as profiles 
without a photo, so you should definitely upload one. 
 
You don’t have to opt for something as absurd as my photoshopped picture. 
 
If you are not comfortable with going the absurd route, get a high quality photograph taken and 
use that. Remember to smile :-) 
 

 
 
 
You can use a tool like https://www.photofeeler.com/ to get feedback on photos.  
 
 
 
  

https://www.photofeeler.com/


 

Cover Art 
 
For my cover art, I have a picture of me speaking at an event. The presentation slide shown 
contains a screenshot of one of my positive responses to my cold emails.  
 

 
 
 
 
You can also use canva.com to create cover art. 
 

 
 
 
  



 

Here are some examples of the templates Canva provides that you can easily amend and use: 
 

 
 

 
 

 
 
 
 
  



 

Headline 
 
My tagline is “I once wrote a drunk cold email that changed my life.”  
 
This is because I’m 100% focused on curiosity and getting people to look at my profile.  
 
However, If you are a service provider, I highly recommend being more descriptive.  
 
For example, if you are a designer, put “Graphic designer” into your tagline.  
 
If you wish to be found in searches for “Graphic designer”, you should definitely include this in 
your headline. 
 
You can stand out a little more than that, though. 
 
Perhaps you could write: 
 
“Experienced graphic designer & illustrator. On the lookout for new clients.” 
 
You want to put in as many keywords as are relevant. If you offer illustration, you should add 
that to your headline. 
 
Tip: If you use the mobile app, you get more available characters when writing your headline.  
 
 
 
  



 

Templates for the “About” section 
 
I’ve written a few ‘wireframe’ templates you can use for the “About” section on your profile.  
 
You can use these to write your own. 
 
Think of your LinkedIn profile as like a sales letter for you and your services.  
 
You want to: 
 

● Make it crystal clear what you offer 
 

● Demonstrate your competence and experience  
 

● Talk about the types of clients you’d like to work with. (This doesn’t have to be hyper 
specific. That is your call. You know your business best.) 
 

● If possible, provide a ‘freebie’ incentive for engaging with you, e.g. A free mini-audit or 
creative brainstorming session. 

 
 
 
 
  



 

Template #1: Freelance Professional  
 
Me: 
 

- Email Marketing Consultant specialising in writing e-commerce emails that don’t suck (and 
generate an avalanche of conversions) 
 

- Possesses a plethora of customer testimonials, with one customer calling me their “secret 
money making weapon.” See LinkedIn Recommendations below to see more people waxing 
lyrical on my email marketing prowess.  
 

- Currently has room for some new ecommerce clients.  
 

 
You (Potential Client): 
 

- Owner of an ecommerce brand - or the head of the department that manages after email 
marketing campaigns.  
 

- Is currently running email marketing campaigns and would like to improve the returns from 
this channel. 
  

- Willing to tolerate my lame, and at times, extra-dry sense of humour.  
 

- Won’t hesitate to take advantage of my *free* mini email marketing audit. 
 
 
*Free* Mini Email Marketing Audit? 
 
I’m willing to create a free mini email marketing audit where I review your current activity and provide 
some recommendations to improve your efforts.  
 
I promise to be 100% honest in my appraisal. I’ll tell you the good, the bad, and the 
hopefully-not-too-ugly.  
 
You can use these insights even if you elect never to speak to me ever again.  
 
If you like the sound of this offer, connect with me and send me a message, or email me at 
jon@yourdomain.com 
 
Thank you so much, 
 
Jon  



 

Template #2: Freelance Professional 
 
Succinct & hopefully painless sales pitch: 
 

● I'm a multi-award winning designer 
● For businesses who want to look anything but corporate 
● I love transforming dull reports into engaging documents… 
● ... and creating bespoke illustrations, infographics and animated promotional videos 
● I work fast 
● I won't break the bank 
● I’m currently looking for new clients 

 
If you’d like to see examples of my work, scroll down and look at my “Featured” section. 
 
If you’re interested in working with me, send me a message, or email me at 
susan@yourdomain.com 
 
Thank you, 
 
Susan 
 
 
  

mailto:susan@yourdomain.com


 

Template #3: Agency owner 
 
I’m the CEO of AgencyName - a boutique independent digital marketing agency in London, UK. 
 
We specialise in running profitable Facebook and Google Ad campaigns. 
 
Why choose AgencyName? 
 

● We have a plethora of testimonials (scroll down to see our LinkedIn Recommendations) 
and case studies (Head to our website: https://yourdomain.com)  
 

● We don’t have huge, expensive, fancy offices. As such, our fees won’t make your eyes 
pop out of your head. 
 

● We are hungry. We want results. The more testimonials and case studies we have, the 
easier it is to get new clients and grow our business.  

 
 
Who are we looking to work with? 
 

● E-Commerce companies with a turnover of over one million dollars or more. 
 

● Bonus points if you have ambitious growth plans - and are not 100% confident in your 
current set up can achieve them.  

 
 
*Free* Facebook / Google Ads Audit 
 
If you match the description of our ideal client above, and would like a mini-audit of your 
Facebook and/or Google Advertising performance, send me a DM or email me at 
jon@yourdomain.com  
 
Cheers, 
 
Jon 
CEO, AgencyName 
https://yourdomain.com   

https://yourdomain.com/
mailto:jon@yourdomain.com
https://yourdomain.com/


 

Template #4: Story based - for building an audience.  
 
I was desperate for sales. I ran a marketing agency and all of our word of mouth work had dried up. I 
had staff to pay. I needed new clients. 
 
I dealt with the issue the only way I knew how at the time: I got blind drunk - and then proceeded to 
write the most absurd cold email I could. (It contained a picture of a ferret wearing fancy dress bunny 
ears...) 
 
In the morning, I was still tipsy enough to think sending the email to senior marketing directors at 
some of the world's largest brands was a wise idea. 
 
To my amazement, it worked. 
 
I woke up to a plethora of gushing complimentary responses, and sales opportunities. 
 
My favourite response read "My colleague forwarded me your spam email and we would like to meet 
you to discuss opportunities". A sentence which I suspect has never been uttered with great 
frequency. 
 
This little escapade led to sales meetings with Redbull, Pepsi, Hewlett Packard, Symantec, and 
countless other global brands, plucky start-ups, and good ol' mom & pops. 
 
In March 2017, I decided on a whim to set up a Facebook Group called Charm Offensive. It is now 
12,000+ Charmers strong. You can find it at: 
https://www.facebook.com/groups/charmoffensivegroup/ 
 
You can take a look at the exact copy I used in my drunk cold email by heading over here 
https://www.charm-offensive.co.uk/free-b2b-cold-email-template-download/ 
 
Cheers, 
 
Jon 
 
-- 
 
Heads up: 
I use this as my “About” section as I have long retired from doing client work.  
 
I’m trying to direct people to either my Facebook Group or my opt-in page, rather than trying to 
get potential prospects to message me. 
 
 
  



 

Adding external Links 
 
There are several places on your profile where you can insert external links. 
 
 
Your contact info: 
 

 
 
 
 
 
  



 

The “Featured” section is also a great place to link to an opt-in page. 
 

 
 
You can also use the “Featured” section to link to work samples. For example, if you are a 
copywriter or a designer, you can show the finest samples of your work in this section. 
 

 
 
 
  



 

You can also add links in your “Experience” section: 
 

 
 
In your experience section, you should include information on your job roles.  
 

 
I’ve not put much information per job role on my own profile. 
 
If I was still a service provider, I would go into far more detail in this section. I would add specific 
achievements for each role.   



 

You can also add external links to the “Accomplishments” section: 

 



 

Skills & Endorsements

 
 
Add all of your skills to your Skills & Endorsements section. 
 
Even just a few endorsements from your connections can help increase your visibility in 
searches.   



 

You can pin your 3 most important skills to the top of your skills section, thus making it more 
likely people will endorse you for those skills: 
 

 
  



 

Showcase Services 
 
You should fill this section out, making sure to tick the “Allow LinkedIn members you’ve not 
connected with to message you for free” checkbox.  
 

 
 
  



 

Recruiters 
 
If you’re looking for employment, and don’t mind recruiters contacting you to help in your 
search, fill in the “recruiters” section.  
 

 
 
 

 



 

All-Star Profile Rating 
 
When you’ve filled out your profile in full, you get “All-Star” profile status, which means you will 
receive more profile views.  
 

 
 
 
  



 

Engage 
 
This section will reveal how to build your connections and start conversations with your ideal 
prospects and other important contacts.  
 
 
Connection requests 
 
As mentioned earlier, for most people, you can send a blank connection request. Most people 
will still accept these.  
 
Feel free to send me a connection request to get started: 
https://www.linkedin.com/in/jonbuchan/ - (Feel free to personalise it or not! I don’t mind. As do 
most people!) 
 
However, if you insist on adding a note, here are some templates you can use: 
 
Connection request Option 1: 
 
I wanted to introduce myself in a way that showed I was interesting. Witty, and clever. Alas, I 
wrote this message instead. I’d love to connect, {yourname}. :-) 
 
Connection request Option 2: 
 
Hey hey {firstname}, 
I really wanted to connect. As such, I’ve decided not to send you the generic LinkedIn invite! 
Fingers crossed, 
{yourname}. 
 
 
  

https://www.linkedin.com/in/jonbuchan/


 

Direct messaging 
 
Once you have connected with a prospect, you can send them a direct message. 
 
I’ve included templates you can use for messaging your connections below.  
 
Direct Messaging Templates 
 
Cold pitch follow up message template for freelance professionals: 
(Send this message to people who accept your connection requests.) 
 
Greetings {firstname}, 
 
I’ve been putting off sending you this message for months now, and I decided it’s time to take a 
chance and hit the ‘send’ button.  
 
If you have received this message, I have successfully taken the plunge.  
 
Let me get down to brass tacks. I am a {what you do, e.g., graphic designer) who’s current 
addiction to food and shelter shows no sign of abating. As such, I’m trying to win clients over 
from those evil (ok, maybe not evil. But not as good…) other suppliers. 
 
In a blatant attempt to get your attention and curry your favour, I’d like to do something for you. 
 
I’m a {your job, e.g. Digital marketing consultant} and I’d love to brainstorm ideas (of varying 
quality) that will help {companyname} {achieve a specific result}.  
 
If you reply to this message (and said reply isn’t one brutally berating me), I’ll send you a 
Google Doc filled with ideas you’re free to steal. You never have to speak to me ever again.  
 
… Of course, my goal in this is to get my foot in the door. Heck, I’d settle for a big toe in the 
door.  
 
So, {firstname}, my question to you is, can I get my big toe in the door? 
 
Or, in other words, want to hear my ideas? :-) 
 
I’ll keep my fingers, toes, and other appendages closed. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 



 

P.S. I’ve attached a picture of a dog wearing a monocle. According to the internet, his name is 
Rufus. I trust this will charm you into submission. 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

Cold pitch follow up message template for agencies/consultancies: 
(Send this message to people who accept your connection requests.) 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
In all seriousness, I’ve been putting off sending you this unsolicited message for months now, 
and I decided it’s time to take a chance and hit the ‘send’ button.  
 
If you have received this message, I have successfully taken the plunge.  
 
Let me get down to brass tacks. Our agency is doing well, but we have ambitious goals. We 
won’t settle for anything less than total domination. 
 
On top of that, our team’s collective addiction to food and shelter shows little sign of abating. As 
such, I’m trying to win clients over from those evil (ok, maybe not evil. But not as good…) other 
agencies. 
 
In a blatant attempt to get your attention and curry your favour, I’d like to do something for you. 
 
I’d love to get the team to brainstorm some ideas (of varying quality) that will help 
{companyname} {achieve a specific result}.  
 
If you reply to this message (and said reply isn’t one brutally berating me), I’ll send you a 
Google Doc filled with ideas you’re free to steal. You never have to speak to me ever again.  
 
… Of course, my goal in this is to get my foot in the door. Heck, I’d settle for a big toe in the 
door.  
 
So, {firstname}, my question to you is, can I get my big toe in the door? 
 
Or, in other words, want to hear my ideas? :-) 
 
I’ll keep my fingers, toes, and other appendages crossed. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
P.S. I’ve attached a picture of a dog wearing a monocle. According to the internet, his name is 
Rufus. I trust this will charm you into submission. 
 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

A template to send to dream clients: 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
In all seriousness, {companyname} are a dream client of mine, and I’ve been putting off sending 
you this unsolicited message for months now, and I decided it’s time to take a chance and hit 
the ‘send’ button.  
 
If you have received this message, I have successfully taken the plunge.  
 
Let me get down to brass tacks. I have been in love (alas, unrequited at the time of writing) with 
{companyname} for {X} years now. I fondly remember the day I bought my first {productname} in 
{year}. Good times. :-) 
 
In a blatant attempt to get your attention and curry your favour, I’d like to do something for you. 
 
I’m a {your job, e.g. Digital marketing consultant} and I’d love to brainstorm ideas (of varying 
quality) that will help {companyname} {achieve a specific result}.  
 
If you reply to this message (and said reply isn’t one brutally berating me), I’ll send you a 
Google Doc filled with ideas you’re free to steal. You never have to speak to me ever again.  
 
… Of course, my goal in this is to get my foot in the door. Heck, I’d settle for a big toe in the 
door.  
 
So, {firstname}, my question to you is, can I get my big toe in the door? 
 
Or, in other words, want to hear my ideas? :-) 
 
I’ll keep my fingers, toes, and other appendages crossed. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
P.S. I’ve attached a picture of a dog wearing a monocle. According to the internet, his name is 
Rufus. I trust this will charm you into submission. 
 



 

 
 
Other Templates 
 
You can find other copy templates at the end of this document in the Charming LinkedIn 
Template Pack section.  



 

LinkedIn Recommendations 
 
LinkedIn Recommendations are great for demonstrating to prospects your expertise and 
character.  
 
I highly recommend you ask your existing happy clients for a LinkedIn Recommendation.  
 
I have loads of recommendations that date all the way back to 2007. When someone scrolls 
through my recommendations, it’s clear that I’m not some fly-by-night scammer.  
 
Here is a template you can use to ask for a recommendation: 
 
-- 
 
Subject: need a small favour...  
 
Greetings {firstname}, 
 
How’s it going? :-)  
 
I have a proposition for you. Don’t worry, it’s far more boring than the word ‘proposition’ might 
entail. 
 
I really enjoyed working with you at {XXX}. If this feeling is reciprocated (*fingers crossed*) we 
should tell the world. And by ‘tell the world,’ I mean, “big each other up using the medium of 
LinkedIn Recommendations.”  
 
What do you say?  
 
If I write some nice words about you, will you do the same for me? :-) 
 
I hope life's treating you well. We should catch up sometime. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
-- 



 

You can also use the “Ask for a recommendation” feature which you can find on the 
“Recommendations” section of anyone’s profile: 
 

 
 

 
 
 
 
  



 

How to use micro-projects to build initial LinkedIn Recommendations. 
 
If you’re just starting out and have no clients, you could start by offering to do small projects, for 
free, in exchange for LinkedIn Recommendations. 
 
This could be something as small as creating a mini audit for a prospect.  
 

 



 

I’ll include a slide deck template for creating mini audits in Google Slides in the downloads 
section.  



 

Posting content that will get engagement  
 
LinkedIn Posts get far more reach than LinkedIn Articles. 
 
You should use LinkedIn Posts most of the time.  
 
Use LinkedIn Articles for evergreen content that you can add to your “Featured” section. 
 
Use LinkedIn Posts to get reach and exposure. 
 
LinkedIn Posts 
 
You can hook users in by posting content that intrigues them enough that they click the “... see 
more” link. 
 
Here’s a recent example from my newsfeed: 
 

 
 
 
 
 
 
 
 
 
 
 
 



 

 
 
Upon clicking the “... see more” link, the full content is revealed: 
 

 
 
 
This relates to a news story in the UK press at the time of writing. 
 
You might be wondering “How is this a relevant topic to post on LinkedIn?” 
 
You don’t have to post about stuff strictly related to what you do. 
 



 

You can post whatever you wish. This post did well, and Nik no doubt got loads of views and 
new connections from people who agreed with his stance.  



 

Example posts 
 
Here is a collection of my own posts that got engagement & reach on LinkedIn. 
 
This post provided a tip (send a handwritten letter), and then a breakdown of how to write a 
charming letter that will get responses. 
 

 



 

 
 
This post asked if people wanted a particular training. The benefit to asking questions is people 
will engage with the post to confirm they want the freebie you are providing. This engagement 
then gives the post additional reach. 
 
 
 
 



 

 
 
This post offered a free mini-guide about how to build an audience.  
 
If I were to re-do this, I would have added a link in the comments rather than within the post.  
Adding links to within the post reduces the posts overall reach.  
 
 
 
 
 
 
 



 

 
 
In this post, I offer a free guide, but I’ve added the link in the comments, rather than in the post 
itself. I highly recommend you do the same when directing people to external links.  
 
Another tactic that apparently works is to not post an external link initially, but then quickly edit 
your post to include the external link. You’ll need to test this to confirm it works - I have not tried 
it personally as yet.  
 
 
 



 

 
 
 



 

You might have noticed people posting on LinkedIn don’t write in large paragraphs. This is 
because these posts perform better. They are easier to read, especially on mobile. This post 
also uses a contentious point - which helped it get more likes and comments.  
 

 
 
 
 
 
 
 
 



 

Hashtags 
 
LinkedIn has added #hashtags.  
 
The optimal number is between 3 to 10 hashtags per post.  
 
Pick #hashtags with over 100k followers to improve your reach. (As long as they are relevant, of 
course!)  
 
  



 

LinkedIn Pulse articles 
 
For evergreen content, you can use LinkedIn Pulse Articles.  
 

 
 
You can use these to link externally to an opt-in or other resource. In the example above, I link 
to my Facebook Group. 
 
You can then add these to your “Featured” content area by clicking the + icon on your profile, 
selecting “Articles” and then picking the article(s) you wish to feature. 



 

 
 
 

 
  



 

LinkedIn Reach Hack 
 
LinkedIn shows your posts to more people if they get likes and comments not soon after you’ve 
posted. 
 
If you have a Facebook group, an email list or other social profiles with a decent following, 
simply politely ask people to like / comment on your LI post and provide a link to it. 
 

 
 



 

 
 
This works especially well if you’ve built up goodwill, e.g. you have a Facebook group that 
frequently delivers useful content. 
 
It also helps to add a dash of charming copy to your requests. :) 
 
  



 

You can use this to your advantage when you want to generate new opt-ins to your list. 
 
Step 1 - Post a link to your opt-in page. 
 
Step 2 - Ask your Facebook group members, email list subscribers and other social media 
followers to like / comment. (If you don’t have an email list or social media following, you can 
simply ask some of your friends and family to engage with your posts. The more than to do it, 
the greater ‘boost’ you’ll get.  
 
 
The quicker you get engagement on your content after posting, the bigger the boost to your 
reach.  
 
 
 
  



 

Finding job posts and responding to them 
 
Search for "Looking [job title]": 

 
 
 
Be sure to sort the list by "date posted" so you get the latest jobs. 

Each day run a quick search on LinkedIn as above. 

 



 

When they accept, send them a disarming connection request. 

Then send them a charming follow-up message, stating your case that you're the one 
for the task at hand. 

 

Cold pitch template for replying to job offers posted on LinkedIn: 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
I wish I knew the right words that would make my message stand out compared to all of the 
other conniving (ok… not conniving, but not as good) suppliers who I’m competing with to get 
your attention. 
 
Here goes... 
 
I should tell you a little bit about me. I’ll be brief and use bullet points: 
 

● My name is {yourname} and I’m a {what you do, e.g. designer}. 
● I have experience working on projects like {the job advertised}. For example, {include 

links if possible to work.} 
● I’m punctual. 
● I’m passionate about what I do.  
● I’m the right person for the job. (Ok. I may be biased. Only one way to find out if I’m right, 

which brings me to my ‘secret weapon’ below…) 
 
If you agree to a call with me, I’ll sweeten the deal by telling you the lamest joke I know OR 
some random trivia that I’m confident you’ll find borderline fascinating. This ridiculous offer is, 
unfortunately, by no means mandatory. :D 
 
Would you be up for a quick call? If so, please hit reply.  
 
I tend to get overly enthusiastic on these calls meaning I may even give you some ideas you’re 
free to steal! 
 
I’ll keep my fingers, toes and a number of my other appendages crossed. 
 
Thank you :) 
Have an absolutely wonderful day, 



 

 
{yourname} 
 
P.S. If you wish to skip the small talk / lame joke / random trivia, feel free to book a call with me 
by heading here -> {Your scheduling link here}. 
 
 

 
 
 
 
  



 

LinkedIn Sales Navigator Guide 
 
If you have a LinkedIn Sales Navigator subscription, you get to see the entire LinkedIn database 
of contacts.  
 
That alone is huge! I highly recommend you get a LinkedIn Sales Navigator account if you an 
afford it. 
 
 
Advanced search filters 
 
With LinkedIn Sales Navigator, you get more search filters. 
 

 
 
 

 



 

 

 
 
 
 
  



 

Time in role search filter 
 
With LinkedIn Sales Navigator, you can search for your ideal prospects using a variety 

of search filters. 

 

The search below shows a search for CEOs & Managing Directors in New York City - in 
the Advertising & Marketing Industry - with 1-50 employees (and zero employees if you 

don't count the boss) - who have the keyword 'b2b' on their LinkedIn profile somewhere. 
This search is limited to 2nd degree connections, so I won't be presented with any of my 

existing contacts. 

 

You can find prospects at the RIGHT TIME. 

 

I've often said, because it's a memorable soundbite, that the right words in the right 

order to the right people can get you almost anywhere in life. 

 

Knowing the right time to contact prospects is a little harder. 

 

Your prospects may already be under contract or have spent all their budget, or have 
some other reason to deny your engagement. 

 

LinkedIn provides one such way to contact prospects when they are most likely to want 
to hear new ideas from new suppliers. 

 

 

 



 

 



 

This isn't always true of course. I've won many deals from prospects who've been in 
their role for many years. However, in my experience, this tactic works. And those I've 
told it have informed me that it's reliably effective too. 

 

Here's how you do it: When you've done your search, click the "Changed jobs in the 

past 90 days' tab: 

 

 
 

(I've obviously censored personal details above.) 

 
 
  



 

Posted on LinkedIn in past 30 days 
 
Another useful option is the “Posted on LinkedIn in past 30 days” tab. 
 

 
 
 

 
 
 

 
 
 
 
 



 

 
You can then engage with their content as you see fit.  
You could ‘like’ their post - or comment on it. This is a great way to get on your prospects radar. 
They may even check your profile out. 

 



 

Who’s Viewed 
 
With a LinkedIn Sales Navigator account, you can check to see who’s viewed your profile. 
 

 
 
 
If you come across potential prospects who’ve looked at your profile, you could send them a 
message using the “A message to send prospects who have recently looked at your LinkedIn 
profile” template near the end of this document. 
  



 

View Similar to see lookalike prospects 
 
When searching for people on LinkedIn Sales Navigator, you can click the 3 dots next to 
someone’s profile and select ‘View similar”. 
 

 
 
  



 

Creating lead lists 
 
You can create lead lists using LinkedIn Sales Navigator to more easily sort leads you may wish 
to target. 
 
Simply click the 3 dots next to a person’s search listing and click “Create Lead List”  

 
 
You can then name this list and give it a description.  

 

  



 

Once the list has been created, you can easily add additional leads to it by clicking the 3 dots 
next to someone’s search listing and clicking “Save” and then choosing your desired list. 

 
  



 

 
 

 
 

 



 

 
Prospect Research Mini Guide 

 

Introduction 
This guide will show you how to find prospects you have things in common 
with; carry out further research, and use your findings to write a 
‘hyper-personalised’ cold pitch. 
 
To use this guide, you’re going to need accounts for: 

● LinkedIn 
● Twitter 

 

  

https://www.linkedin.com/
https://www.twitter.com/


 

Searching LinkedIn 
There are some very powerful search options in LinkedIn. Using it to find 
prospects allows you to get quite granular. We’re going to look at a few 
different ways to pinpoint only people with things in common to you. 
 

Searching by Employment History 
To find people who worked at the same company as you in the past, use 
the ‘Company’ search filter - and select the ‘Past’ option: 
 

 
 
 
You can further segment this search. The example below shows people 
who’ve worked at LOVEFiLM - and have ‘marketing’ in their job title: 
 



 

 
 
 
 
 
 
 
 
 
 
 
 



 

Searching by ‘Just Joined LinkedIn’ 
Prospects who have only recently joined the platform will likely have never 
been sent a message - providing you with an opportunity to be the first 
person to send them one. 
 
As you’ll have no competition in their inbox, this increases the chances of a 
response - especially if you specifically mention that you know they’ve just 
joined LinkedIn. Just… not in a creepy way, alright? 
 

 
 
 
 
You can also extend the search to find users who joined: 



 

● 2 to 7 days ago 
● 8 to 14 days ago 
● 15 to 30 days ago 
● 1 to 3 months ago 

 

 
  



 

Searching by Traits 
Let’s get a bit more personal, and look at a profile that mentions ‘humour’ / 
’humor’. 
 
In this example, I’ve searched for people (using keyword search) who have 
the word humor OR humour on their LinkedIn profile. Notice, I’ve also 
clicked the ‘changed jobs in the past 90 days” tab. 
 

 
 
 
 
 



 

I clicked Angela’s profile, and then clicked ‘see more’ to read her bio. 
 

 
 
  



 

Finding the Connection 
What do we know about Angela? 
 
We know she’s an eCommerce manager. 
 
We know she’s recently changed roles. After 3 years at Lee Jeans, she 
has moved to Russell Stover Chocolates, a division of Lindt Chocolates. 
 
Angela also suggests she ‘maintains a sense of humor under pressure’. 
 
You can mention these things in your follow-up message. 
 
Here’s an example: 
 
“Your profile (yes, I actually read it!), informs me that you maintain your 
sense of humor under pressure. Upon reading this, I thought I should get in 
touch, as you might enjoy our humor-infused brand of email marketing.” 
 
You could mention her recent job move by saying something like: 
 
“I also learned of your recent move to Lindt. I love their chocolates! I 
confess, I have not as yet tried anything from the Russell Stover 
Chocolates division - but I can change that quickly if it will aid my ambition 
to work with you. 
 
That’s right, I’m willing to eat delicious chocolates in order to curry your 
favour.” 
 
This pack contains a template for writing to prospects with whom you share 
traits in common. You can amend this to your needs - rather than having to 
start from scratch. :-)  



 

Searching by Multiple Traits 
You can use keyword search to find prospects who have multiple search 
terms anywhere in their bio by using the “” and AND search modifiers: 
 

 
 
However, be warned: this search isn’t perfect. 
 
Try visiting each prospect’s profile and using CTRL+F / CMD+F to search 
the page for the keywords in your original search for context. 
 
Sometimes, you’ll find these keywords in the Recommendations section, 
which includes recommendations they have left for connections, rather than 
recommendations the prospect has received themselves. 



 

 
Click the “See More” part of the bio to expand it: 

 

 
As you can see, both keywords, “passionate” and “ambitious” are 
mentioned. You can amend the ‘shared traits’ template to fit any traits you 
like!  



 

Searching by Shared First Name 
You can search for prospects who match your ideal client criteria - and 
share your first name. 
 
You can further narrow it down by finding matching job titles, locations, etc.  
 
In this example, I’ve searched for prospects with the job title “Founder”, 
who reside in the United Kingdom, and have the first name “Jake”. 
 

 
 
 
There’s a template below for contacting such prospects.  



 

Same First Name 
 
Subject: from one {First-Name} to another {First-Name}... 
 
Fellow {First-Name}, 
 
As my greeting suggests, we share a first name.  
 
… I figured this commonality was as good a foundation as any for a productive business 
relationship. 
 
(And, yes, I haven’t had any other better ideas for how to start this opening gambit…) 
 
Let me get down to brass tacks. I’m a {Your-Discipline} - and I’d love to give you a range of 
{Your-Discipline} ideas you’re free to steal. 
 
In a pathetic attempt to influence your decision on this, I’ve inserted below a picture of me in 
front of a whiteboard with a headline that reads, “{PROSPECT-COMPANY-NAME} - World 
Domination Plans”.  
 
{Picture of you/ you & your team smiling gleefully in front of a whiteboard/flip chart/notepad with 
World Domination Plans for {PROSPECT-COMPANY-NAME} at the top.} 
 
I’d like to be part of those plans. And, well, I’ve already written the title on the whiteboard. Let’s 
not waste pen now, shall we? :D 
 
What say you, {Prospect-Name}? May I send my ideas over? :-) 
 
If nothing else, you’ll get some ideas and insights you can use - even if we never speak again. 
 
If not of interest, I understand. You don’t ask - you don’t get. :-) 
 
Thank you for your time. 
 
Have an absolutely wonderful day, 
 
{Your-Name} 

  



 

Searching by Shared Surname 

There’s also an option to segment by surname, like in this example: 
 

 
 
  



 

Same Surname 
 
Subject: from one {Surname} to another {Surname}... 
 
Fellow Mr/Mrs/Ms. {Surname}, 
 
As my greeting suggests, we share a surname.  
 
… I figured this commonality was as good a foundation as any for a productive business 
relationship. 
 
(And, yes, I haven’t had any other better ideas for how to start this opening gambit…) 
 
Let me get down to brass tacks. I’m a {Your-Discipline} - and I’d love to give you a range of 
{Your-Discipline} ideas you’re free to steal. 
 
In a pathetic attempt to influence your decision on this, I’ve inserted below a picture of me in 
front of a whiteboard with a headline that reads, “{PROSPECT-COMPANY-NAME} - World 
Domination Plans”.  
 
{Picture of you/ you & your team smiling gleefully in front of the whiteboard/flip chart/notepad 
with World Domination Plans for {PROSPECT-COMPANY-NAME} at the top.} 
 
I’d like to be part of those plans. And, well, I’ve already written the title on the whiteboard. Let’s 
not waste pen now, shall we? :D 
 
What say you, {Prospect-Name}? May I send my ideas over? :-) 
 
If nothing else, you’ll get some ideas and insights you can use - even if we never speak again. 
 
If not of interest, I understand. You don’t ask - you don’t get. :-) 
 
Thank you for your time. 
 
Have an absolutely wonderful day, 
 
{Your-Name} 

  



 

Searching by Location 

In this search, we’ve retained the two search keywords from the previous 
‘multiple shared traits’ search: “Passionate” and “Ambitious” - and we are 
still looking for prospects with the job title “Founder”. 
 
This time, we’ve also added a location to our search filters. We are looking 
for prospects based in London, UK. 
 

 
 
 
 
 
The top result is a LinkedIn bio that includes those two keywords: 
 



 

 
 
 
 
 
 
 
 
Ellena is also based in London: 
 



 

 
 
 
This provides you with multiple points of commonality so you can start to 
piece together a profile: 

● Traits: Passionate & Ambitious 
● Job title: Founder 
● Location: London, UK 

 
You can, of course, modify this search to broaden or narrow down your 
results as much as you desire.  



 

Searching by Education 
You can search for people who went to the same high school, college, or 
university as you. 
 
The following example shows a search for prospects who attended The 
London School of Economics: 
 

 
 
 
 
 
 
 
If you wish to narrow your search, you can. The example below is filtered to 
only include people who are based in the UK: 
 



 

 
 
Try finding prospects with similar academic studies, sports teams, 
societies, or other educational aspects in common by filtering with ‘multiple 
traits’.  



 

Personalising Your Pitch Further by Searching Twitter 

You can use Twitter to find additional details about prospects you may wish 
to use to personalise your pitch further. 
 
If a prospect has decided to include their Twitter profile on their LinkedIn 
bio, you’ll find it here: 
 

 
 
If the prospect is active on Twitter, their profile could provide you with 
information you can use to personalise your cold pitch to them.  
  



 

Be sure to look through all four tabs: 
● ‘Tweets’ includes Tweets posted publicly - any not directed at anyone 

in particular. 
● ‘Tweets & replies’ contains conversations the prospect has with other 

users. Responses to others’ Tweets and any Tweets beginning with 
an ‘@username’ handle can be found here. 

● ‘Media’ comprises all Tweets and Retweets from the prospect 
containing some kind of media, funnily enough. This could be an 
image, a video, or a GIF. 

● ‘Likes’ is a collection of every Tweet the prospect has liked, in date 
order of when they liked it. 

 

 
 
You can use this information to craft a highly detailed client profile, then 
deliver a hyper-personalised cold pitch. 
 
 
 
 
 



 

 

 

 



 

How To Laser Target Your LinkedIn 
Prospecting 
 
LinkedIn is ridiculously powerful - if you know how to use it. 
 
This is especially true when armed with a LinkedIn Sales Navigator subscription, which is worth 
every penny just for the additional search filters you don’t get with a regular account. 
 
This document will go through some crafty, clever ways to use LinkedIn to find your ideal 
prospects. 
 
Such specific searching will not only help you find your ideal clients - but also narrow your 
search down, enabling you to write cold pitches that are HIGHLY targeted. 
 
The key is to keep experimenting. The more you play with LinkedIn’s granular search 
functionality, the better you will become at searching LinkedIn for prospects that are your ideal 
client - AND find prospects that can’t be found by using the most obvious searches that the 
majority of people use. 
 
Prospects that are less inundated with cold pitches - are more likely to respond to yours… 
Especially if your message is funny and charming :-) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

Searching for freelance gigs 
 
I’ll start with a search that doesn’t require LinkedIn Sales Navigator. 
 
You can search for the phrase “looking for copywriter” and it will show: 
 
 

 
 
Make sure you click “Content” and then sort by “Date Posted”. 
 
This will show a list of the most recent posts for your search. Simply change ‘copywriter’ to what 
it is you do. Of course, some sectors will have more job ads than others. 
 
 
 



 

Member since 
 
You can look for prospects who’ve only just joined LinkedIn. These will likely have never been 
sent a message - providing you with an opportunity to be the first person to send them one. 
 
As you’ll have no competition in their inbox, this increases the chances you’ll get a response - 
especially if you specifically mention that you know they’ve just joined LinkedIn.  
 

 
 
 
 
 
 
 
 
 
 



 

You can extend the search to find users who joined: 
 

- 2 to 7 days ago 
- 8 to 14 days ago 
- 15 to 30 days ago 
- 1 to 3 months ago 

 

 
 
 
 
 
 
 
 
 
 
  



 

Using keyword search to find prospects with specific keywords or 
keyphrases on their profile 
 
This is useful if you need to find prospects who’ve used a particular platform or are interested in 
particular trends. 
 
In this example, we are looking for profiles from prospects based in London that mention the 
following social media platforms: 
Hootsuite OR Buffer OR “MeetEdgar” OR “Meet Edgar”  
 

 
 
 
 



 

In the following example, we are targeting “Marketing Directors” and “Marketing Managers” 
while narrowing down the search to look for prospects who have the term “B2B” on their profile 
somewhere. 
 

 
 
If I were targeting b2b marketers, this would be a great search to start with. 
 
You can then browse the profiles to find additional key phrases that you may wish to incorporate 
into your search. 
 
 
 
 
 
 
 
  



 

Posted on LinkedIn In past 30 days 
 
The “Posted on LinkedIn in past 30 days” tab is useful as one can assume these people login to 
LinkedIn frequently.  
 

 
 



 

You can also see what they’ve posted. If you save them as a lead within LinkedIn Sales 
Navigator, you’ll be shown their posts in your LinkedIn Sales Navigator feed. 
 
This provides you with an opportunity to like and comment on their posts - which may lead to 
them responding, and looking at your profile. 
 

 
 
 
 
 
 
 
 
 
 
 
 
  



 

Changed jobs in the past 90 days tab 
 
LinkedIn Sales Navigator’s advanced search functionality allows you to narrow down your 
search based on how many years a prospect has been in their current role: 
 

 
 
Upon running a search, you can also find prospects who’ve only been in a role 90 days or less, 
by clicking the “Changed Roles In the Last 90 Days” tab.  
 

 
 



 

These prospects have either been promoted, or have moved to another company. This is the 
perfect time to get in touch. People who’ve made career changes will often be more open to 
hearing new ideas from new suppliers. 
 
You might wish to mention their new role somewhere in your message to them. These little bits 
of personalisation increase the chance you’ll get a response. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

Finding Women 
 
If you have a product or service aimed at women specifically, you can use LinkedIn to search for 
people with common women’s names by using the “First name” search filter, and using a 
boolean search: 
 

 
 
In the first name field, use a Boolean search. 
E.g. “Jessica OR Claire OR Amy OR Louise OR Helen OR Katie” 
 
You can find lists of the most common names from specific decades and locations online. 
 
E.g. https://www.ssa.gov/oact/babynames/decades/names1990s.html  
 
You can have 3,000 characters within any search on LinkedIn, which makes this process a little 
laborious, but massively beneficial if you have a product or service that targets women. 
 
 
You can also target keywords you might expect to be on the profiles of women. 
 

https://www.ssa.gov/oact/babynames/decades/names1990s.html


 

E.g. “Women” and “Women’s” 
 

 
 
This won’t be perfect, of course. As it’s likely there will be men that mention these phrases on 
their profiles too - or have recommendations from others that contain these phrases. 
 
You can, of course, use this same tactic to find men specifically. 
 
 
 
 
 
 
 
 
 



 

Job role: Past not current 
 
The Title - Past not current search filter is useful for finding prospects with a specific career 
trajectory that interests you. 
 
E.g. The search below shows prospects wßho: 
 

● Are based in the United Kingdom 
● Have previous roles including the terms: “Account Executive” or “Account Manager” - but 

no longer have this job title. This will return searches for prospects who used to work for 
an agency or numerous agencies, where these job titles are common. 

● Are now a company owner. 
● Have the keyword “agency” on their profile somewhere. This makes it more likely you’ll 

find agency owners in your search. You can change this keyword to whatever you wish, 
depending on what you are looking for. 
 

 
 
This search interests me, as it finds people similar to me: People who worked at agencies 
before starting their own. As with all this clever searching, it isn’t perfect. You won’t find a search 
that produces ONLY the types of prospect you want - but you can get pretty close! 
 
 



 

Finding publically available phone numbers and email addresses 
 
In this example, I’ve searched for CEOs, Managing Directors and Founders who also have the 
UK country telephone extension number, “+44”, on their profile somewhere.  
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

Here is the bio of the top result - containing his phone number with the +44 prefix: 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

There’s a whole range of keywords you can play with when looking for phone numbers. 
 
Here’s another example, where I’ve search for people with the London based “0207” or “(0)207” 
extension number on them: 
 

 
 
Just change this to extension numbers in your location to find relevant prospects who provide 
their phone number on their profile sometime. 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

You can also find email addresses using a similar tactic. 
 
Search for “email me” and you’ll be presented with profiles that have that exact phrase on their 
profile.  
 
You would not be wrong in assuming that an email address will likely follow the phrase “email 
me”. 
 
In this example, I’ve narrowed down the search to show only profiles that: 
 

- Contain BOTH the phrase “email me” AND the keyword “agency” on them. 
- Have the job title Managing Director, CEO, or Founder. 

 
 

 
 
 
 
 
 
 
 



 

This is the bio section of one of the top results from that search: 
 

 
 
BINGO! 
 
You can keep experimenting with this. 
 
Once you know the common variations people use, you can search for them. 
 
Be warned… It can get ADDICTIVE! 
 
 
 
 
 
  



 

Posted content keywords 
 
This search filter allows you to find people who have written a LinkedIn Article (not posts) using 
a particular term. 
 
In this example, I’ve looked for people who have mentioned “Vaynerchuk”.  
 
This will reveal people who’ve mentioned marketing influencer, Gary Vayernchuk, in a post. 
 

 
 
 
 
 
 
 
 
 
 
 
 



 

You could also use this functionality to search for particular topics, E.g. SEO: 
 

 
 
 
This may be useful for finding LinkedIn connections with similar interests to you - including 
prospects. 
 
 
 
 
 
 
 
 
 
 
 
 



 

The Charming LinkedIn Template Pack 
 
Connection Requests 
 
Use these when sending connection requests on LinkedIn. 
 
Connection request Option 1: 
 
I wanted to introduce myself in a way that showed I was interesting. Witty, and clever. Alas, I 
wrote this message instead. I’d love to connect, {yourname}. :-) 
 
Connection request Option 2: 
 
Hey hey {firstname}, 
I really wanted to connect. As such, I’ve decided not to send you the generic LinkedIn invite! 
Fingers crossed, 
{yourname}. 
 
  



 

Direct Messaging Templates 
 
Cold pitch follow up message template for freelance professionals: 
(Send this message to people who accept your connection requests.) 
 
Greetings {firstname}, 
 
I’ve been putting off sending you this message for months now, and I decided it’s time to take a 
chance and hit the ‘send’ button.  
 
If you have received this message, I have successfully taken the plunge.  
 
Let me get down to brass tacks. I am a {what you do, e.g., graphic designer) who’s current 
addiction to food and shelter shows no sign of abating. As such, I’m trying to win clients over 
from those evil (ok, maybe not evil. But not as good…) other suppliers. 
 
In a blatant attempt to get your attention and curry your favour, I’d like to do something for you. 
 
I’m a {your job, e.g. Digital marketing consultant} and I’d love to brainstorm ideas (of varying 
quality) that will help {companyname} {achieve a specific result}.  
 
If you reply to this message (and said reply isn’t one brutally berating me), I’ll send you a 
Google Doc filled with ideas you’re free to steal. You never have to speak to me ever again.  
 
… Of course, my goal in this is to get my foot in the door. Heck, I’d settle for a big toe in the 
door.  
 
So, {firstname}, my question to you is, can I get my big toe in the door? 
 
Or, in other words, want to hear my ideas? :-) 
 
I’ll keep my fingers, toes, and other appendages closed. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
P.S. I’ve attached a picture of a dog wearing a monocle. According to the internet, his name is 
Rufus. I trust this will charm you into submission. 
 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

Cold pitch follow up message template for agencies/consultancies: 
(Send this message to people who accept your connection requests.) 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
In all seriousness, I’ve been putting off sending you this unsolicited message for months now, 
and I decided it’s time to take a chance and hit the ‘send’ button.  
 
If you have received this message, I have successfully taken the plunge.  
 
Let me get down to brass tacks. Our agency is doing well, but we have ambitious goals. We 
won’t settle for anything less than total domination. 
 
On top of that, our team’s collective addiction to food and shelter shows little sign of abating. As 
such, I’m trying to win clients over from those evil (ok, maybe not evil. But not as good…) other 
agencies. 
 
In a blatant attempt to get your attention and curry your favour, I’d like to do something for you. 
 
I’d love to get the team to brainstorm some ideas (of varying quality) that will help 
{companyname} {achieve a specific result}.  
 
If you reply to this message (and said reply isn’t one brutally berating me), I’ll send you a 
Google Doc filled with ideas you’re free to steal. You never have to speak to me ever again.  
 
… Of course, my goal in this is to get my foot in the door. Heck, I’d settle for a big toe in the 
door.  
 
So, {firstname}, my question to you is, can I get my big toe in the door? 
 
Or, in other words, want to hear my ideas? :-) 
 
I’ll keep my fingers, toes, and other appendages crossed. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
P.S. I’ve attached a picture of a dog wearing a monocle. According to the internet, his name is 
Rufus. I trust this will charm you into submission. 
 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

A template to send to dream clients: 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
In all seriousness, {companyname} are a dream client of mine, and I’ve been putting off sending 
you this unsolicited message for months now, and I decided it’s time to take a chance and hit 
the ‘send’ button.  
 
If you have received this message, I have successfully taken the plunge.  
 
Let me get down to brass tacks. I have been in love (alas, unrequited at the time of writing) with 
{companyname} for {X} years now. I fondly remember the day I bought my first {productname} in 
{year}. Good times. :-) 
 
In a blatant attempt to get your attention and curry your favour, I’d like to do something for you. 
 
I’m a {your job, e.g. Digital marketing consultant} and I’d love to brainstorm ideas (of varying 
quality) that will help {companyname} {achieve a specific result}.  
 
If you reply to this message (and said reply isn’t one brutally berating me), I’ll send you a 
Google Doc filled with ideas you’re free to steal. You never have to speak to me ever again.  
 
… Of course, my goal in this is to get my foot in the door. Heck, I’d settle for a big toe in the 
door.  
 
So, {firstname}, my question to you is, can I get my big toe in the door? 
 
Or, in other words, want to hear my ideas? :-) 
 
I’ll keep my fingers, toes, and other appendages crossed. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
P.S. I’ve attached a picture of a dog wearing a monocle. According to the internet, his name is 
Rufus. I trust this will charm you into submission. 
 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

Congratulations - Happy Birthday: 
(To send people you’ve not spoken to before.) 
 
I know I haven’t spoken before, {firstname}, but I really enjoy your content on LinkedIn. I 
especially liked your post recently about {topic}. 
 
I wanted to wish you a Happy Birthday… 
 
HAPPY BIRTHDAY! :-) 
 
I hope you enjoy more cake (or whatever your chosen vice is) than is socially acceptable. 
 
Stay outta trouble, 
 
{yourname} 
 
 
 
 
 
  



 

Congratulations - Happy Birthday: 
(To send people you’ve engaged with in some way before.) 
  
Thank you for your amazing content on LinkedIn. {firstname}. I do enjoy it :-) 
 
I wanted to wish you a Happy Birthday. 
 
So here goes… 
 
HAPPY BIRTHDAY! :-) 
 
I hope you enjoy more cake (or whatever your chosen guilty pleasure is) than is socially 
acceptable. 
 
Stay outta trouble, 
 
{yourname} 
 
 
 
 
 
 
  



 

Congratulations - New Job: 
(Send to connections you’ve not engaged with before.) 
 
I know I haven’t spoken before, {firstname}, but I really enjoy your content on LinkedIn, and I 
wanted to congratulate you on your new job. 
 
CONGRATULATIONS! :-)  
 
I trust you have celebrated this development sufficiently. :-) 
 
I have. I even went to the liberty of buying a drink to celebrate your good fortune... 
 
{Picture of you, smiling and lifting a pint of beer, glass of wine, or other drink towards the 
camera in a ‘cheers’ motion. It doesn’t need to be alcoholic. It could be coffee.) 
 
… Ok. Ok. It’s highly likely I was going to have this drink anyway. :D  
 
Until they figure out how to deliver drinks through the Internet (oh my, how awesome does that 
sound?), this is the best digital congratulation I can muster. 
 
That’s all I got :-) 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
 
  



 

Congratulations - New Job: 
(To send to prospects you have engaged with before.) 
 
I really enjoy your content on LinkedIn, {firstname}. Thank you for spending the time creating it.  
 
I wanted to send you a message just to congratulate you on your new job… 
 
Here goes... 
 
CONGRATULATIONS! :-)  
 
I trust you have celebrated this development sufficiently. :-) 
 
I have. I even went to the liberty of buying a drink to celebrate your good fortune... 
 
{Picture of you, smiling and lifting a pint of beer, glass of wine, or other drink towards the 
camera in a ‘cheers’ motion. It doesn’t need to be alcoholic. It could be coffee.) 
 
… Ok. Ok. It’s highly likely I was going to have this drink anyway. :D  
 
Until they figure out how to deliver drinks through the Internet, this is the best digital 
congratulation I can muster. 
 
I hope all goes well in your new role. That’s all I got :-) 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
 
  



 

Congratulations - Work anniversary 
 
Salutations {firstname}.  
 
LinkedIn has notified me you have a ‘work anniversary” coming up. I must confess, I couldn’t 
find a greeting card for this happy moment.  
 
I’m not entirely sure why LinkedIn has this feature, or why it suggests sending you a 
congratulatory message, but I thought “Heck, I’ve been wanting to get the attention of 
{firstname} for months now, so why don’t I take a chance and send him a message.” 
 
Congratulations on {X} years at {companyname}. :-) 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

For prospects who’s businesses have been mentioned recently in the news: 
 
Salutations {firstname}, 
 
I’m sure your inbox is filled with suspiciously polite messages from strangers congratulating you 
on your recent good news relating to {X}.  
 
A cynic might suggest they are sending these messages because it gives them a reason to get 
in touch, before craftily peddling their wares to you... 
 
… I am here to throw my hat into that particular mix. :D 
 
In all seriousness, I am a fan of {companyname} and I’m glad whenever I read news that they 
are doing well. 
  
Congratulations on {whatever their good news is}. What an impressive milestone. You should 
be proud. 
 
I went to the liberty of buying a drink to celebrate your good fortune... 
 
{Picture of you, smiling and lifting a pint of beer, glass of wine, or other drink towards the 
camera in a ‘cheers’ motion. It doesn’t need to be alcoholic. It could be coffee.) 
 
… Ok. Ok. It’s highly likely I was going to have this drink anyway. :D  
 
Long may {companyname} continue to prosper.  
 
Have an absolutely wonderful day, 
 
{yourname} 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

A message to send prospects who have recently looked at your LinkedIn profile: 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
LinkedIn’s incredibly useful (but somewhat creepy) functionality has told me you’ve looked at my 
profile - and I hope - lived to tell the tale.  
 
I thought it prudent to use this as an opportunity (‘opportunity’ sounds better than saying 
‘excuse’) to send you this message in an effort to earn your attention, before hopefully 
successfully cajoling you into hitting the reply button in earnest.  
 
In a blatant attempt to curry your favour, I’d like to do something for you. 
 
I’m a {your job, e.g. Digital marketing consultant} and I’d love to brainstorm ideas (of varying 
quality) that will help {companyname} {achieve a specific result}.  
 
If you reply to this message (and said reply isn’t one brutally berating me for sending you this 
unsolicited message), and tell me something specific you’d like help with, and I’ll compile and 
send you a Google Doc filled with ideas (of varying quality) you’re free to steal.  
 
… Of course, my goal is to get my foot in the door. Heck, I’d settle for a big toe in the door.  
 
So, {firstname}, my question to you is, can I get my big toe in the door? 
 
Or, in other words, want to hear my ideas? :-) 
 
If not, no worries. You don’t ask, you don’t get... 
 
Have an absolutely wonderful day. I insist. :D 
 
Thank you, 
 
{yourname] 
 
P.S. I’ve attached a picture of a dog wearing a monocle. According to the internet, his name is 
Rufus. I trust this will charm you into submission. 
 



 

 
 
 
  



 

A message to send prospects who have started following you on LinkedIn: 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
LinkedIn’s incredibly useful (but somewhat creepy) functionality has told me you’ve started 
following me on LinkedIn. Woohoo! :-) 
 
If you ever have any questions about {X}, send them over. Happy to help. 
 
Have an absolutely wonderful day. I insist. :D 
 
Thank you, 
 
{yourname} 
 
 
 
 
 
 
 
 
  



 

Cold pitch template for replying to job offers posted on LinkedIn: 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
I wish I knew the right words that would make my message stand out compared to all of the 
other conniving (ok… not conniving, but not as good) suppliers who I’m competing with to get 
your attention. 
 
Here goes... 
 
I should tell you a little bit about me. I’ll be brief and use bullet points: 
 

● My name is {yourname} and I’m a {what you do, e.g. designer}. 
● I have experience working on projects like {the job advertised}. For example, {include 

links if possible to work.} 
● I’m punctual. 
● I’m passionate about what I do.  
● I’m the right person for the job. (Ok. I may be biased. Only one way to find out if I’m right, 

which brings me to my ‘secret weapon’ below…) 
 
If you agree to a call with me, I’ll sweeten the deal by telling you the lamest joke I know OR 
some random trivia that I’m confident you’ll find borderline fascinating. This ridiculous offer is, 
unfortunately, by no means mandatory. :D 
 
Would you be up for a quick call? If so, please hit reply.  
 
I tend to get overly enthusiastic on these calls meaning I may even give you some ideas you’re 
free to steal! 
 
I’ll keep my fingers, toes and a number of my other appendages crossed. 
 
Thank you :) 
Have an absolutely wonderful day, 
 
{yourname} 
 
P.S. If you wish to skip the small talk / lame joke / random trivia, feel free to book a call with me 
by heading here -> {Your scheduling link here}. 
 
  



 

A template for generating LinkedIn Recommendations from previous colleagues, 
suppliers, and other professional connections. 
 
Greetings {firstname}, 
 
How’s it going? :-)  
 
I have a proposition for you. Don’t worry, it’s far more boring than the word ‘proposition’ might 
entail. 
 
I really enjoyed working with you at {X}. If this feeling is reciprocated (*fingers crossed*) we 
should tell the world. And by ‘tell the world,’ I mean, “big each other up using the medium of 
LinkedIn Recommendations.”  
 
What do you say?  
 
If I write some nice words about you, will you do the same for me? :-) 
 
I hope life's treating you well. We should catch up sometime. 
 
Have an absolutely wonderful day, 
 
{yourname} 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



 

A template to invite yourself onto podcasts: 
 
{name}, 
 
I wanted to introduce myself in a way that shows I'm interesting, witty, and clever. Alas, I wrote 
this email instead.  
 
Put your story here… 
 
Try to use this formula: 
- Identity  
- Struggle 
- Discovery 
- Surprise 
 
(Check the “Getting on Podcasts” training for an explanation of this formula.)  
 
So why the hell am I writing to you? 
 
1. I really like your podcast. 
 
2. I think I would be a good guest. {put your reasoning here - why would you be a good guest?} 
 
3. I think I can offer {something useful and entertaining} to your audience 
 
4. I want to {put your mission here} 
  
5. I can't end this list on number 4. 5 bullets just looks and feels better. 
 
Ok. I hope that wasn't too painful. Thanks for reading.  
 
Fingers crossed. Either way, thanks for the podcast. Keep up the great work. 
 
Have an absolutely splendid weekend. 
 
Stay vigilant, 
 
{yourname} 
 
 
 
 
 
  

https://docs.google.com/presentation/d/1arhOY7XdJ0mYqvNW2y0tRJ5_yeKm-DfGKV-csNLBj9c/edit?usp=sharing


 

A template to tell someone you love their content and want to get on their radar: 
 
Greetings {firstname}, 
 
I wanted to introduce myself in a way that showed I was interesting, witty, and clever. Alas, I 
wrote this message instead. 
 
I love your content. I’ve learned so much from you about {X}. I especially enjoyed your recent 
post/video about {X}.  
 
I wanted to get onto your radar. This obsequious message represents my first attempt at doing 
that.  
 
In a ridiculous effort to ensure my message is memorable, I’ve included below a picture of a dog 
wearing a monocle. I think the sartorial mutt looks like a Rufus. What do you reckon? :-) 
 

 
 
Thanks for everything you do. Keep up the great work. 
 
Have an absolutely wonderful day. I insist! :) 
 
Cheers, 
 
{yourname} 
 



 

P.S. If you ever need any help regarding {X}, send me a message. Happy to do a free audit, or 
to brainstorm a range of ideas of varying quality you’re free to steal… or laugh at. What do you 
say? :-) If not of interest, no worries. You don’t ask - you don’t get! 
 
 
 
 
 
 
 
 
 


