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HELLO!
I am Pat Henseler
Director of Training at 
LinkedSelling
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1.
LinkedIn Messaging
Communicating with Connections
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LinkedIn Messaging

▸ Relevant and personal
▸ Short and sweet sentences, messages & 

paragraphs
▸ Friendly > Salesy
▸ Outcomes > Features

Move the relationship to the next stage! 
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Act Natural
Write as if you are talking to a friend of a 
friend...
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“

”

Hey ____, 

I just wanted to drop you a quick note and say thanks for connecting with me on Linkedin. I’m looking 
forward to keeping in touch.

I also want to invite you to join my Linkedin “Brand Directors Group”. It is a forum for brand owners like you 
who are working daily to increase their market share. We are posting articles of interest on branding, 
packaging and more. I’d love to have your comments and insight on discussions. And I invite you to post 
discussions and requests for information to our group. 

Here is the link to the join the group, should you be interested: https://www.linkedin.com/groups/8508165

I look forward to seeing you in the group. 

Take care, 

Karen (Don)



“

”

Hi ______, 

I hope your product development is going well for you. I came across this article that I 
thought you would be interested in. It talks about the keys to a successful product launch 
beginning with timing of your launch.

You can check it out here: http://www.silverpop.com/.../2016/customer-journey-barriers/
"10 Common Barriers to Understanding the Customer Journey and How to Overcome Them"

There is a ton of great info in about delivering a better customer experience to drive more 
revenue.

I’d love to hear any thoughts you have on it. Take care! 

Thanks, 
Karen (Don)



“

”

Hi _________,

We’re presenting a special webinar to a select number of contacts and I wanted to invite you personally. The 
webinar, “7 Steps to Effective Marketing”, will cover the impact technology has had on brands. We will also 
provide insight on branding in to the next decade, what to do to prepare for generational changes that are 
already affecting how you deliver your message to your customer. Most importantly, we want to help you 
position your brand image and message for growth. 

The webinar is limited to 50 attendees and I would be thrilled to have you attend. To hold your spot just click 
on the link to sign up. We will send login details the morning of the event as well as a reminder the day 
before. 

(“SIGN ME UP” – link)

If you have any questions about the content of the webinar or need help now just give me a call.

Take Care,

Karen (Don)



“

”

Hi (first name),

I’m trying to get to know my connections on LinkedIn a little better so that we both might 
benefit from being connected. We’ve been crossing paths on LinkedIn for the past couple of 
months and I’d love to schedule a quick call.

My company specializes in working with businesses like yours to help create branded 
packaging, POP and messaging systems that connect with your target audience and drive 
more sales. We’ve worked companies like Contour Products, Active Ankle, and top names 
like Therapearl and Stanley Black & Decker.

I really think we could have a productive conversation. Would you have a few minutes to chat 
next week? How does Friday, Mar. 15th in the afternoon sound?

Thanks,
Karen (Don)



2.
Auto-responders
Interacting with new prospects on your list

10



Auto-responders

▸ Provide the Goods (the details)
▸ Reinforce Your Authority
▸ Build the Case (testimonial, case study)
▸ Overcome Objections (don’t let them talk 

themselves out of the next step)

Get them engaged -> Consume the Content
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Our Linked U Masterclass Pre-Call Funnel
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Auto-responders
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Auto-responders
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Auto-responders
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Auto-responders
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Auto-responders

You Have Their Attention, Be Worth It!

But...

Don’t jump the gun (subtle pitch for the next 
step - tripwire).
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Auto-responders
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3.
Onboarding
Setting Your New Clients Up for Success
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Onboarding

▸ Get them started.
▸ Educate. Inform. Inspire.
▸ Create conversation points.
▸ Set the Pace.
▸ Engage.
▸ Create brand champions.
▸ Set the stage.
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Onboarding
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Get Them Started
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Get Them Started
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Get Them Started
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Educate/Set the Pace
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Inspire
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Done-For-You
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Done-For-You
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“

”

We’d love to hear from you!

Thank you for choosing Redeeming Restoration Disaster Services during your time of need. We counted it a 
privilege and honor to serve you. Our mission is to always provide exceptional and reliable service so that 
our clients are able to return to normalcy of life. It is always our aspiration to pursue excellence which is why 
we value your feedback.

We know that you are super busy, but we would (be honored) love to hear from you. We would (genuinely, 
surely, truly, certainly, definitely) really appreciate it if you could answer our 2 minute survey and (assess, 
evaluate, judge, evaluate, examine, classify, critique ) review our services.

Your feedback is important to us.

Thank you again for your business, and we (sincerely) really appreciate (treasure, value, esteem, cherish) 
you taking the time (a moment, minute,) to help us (expand,) grow our reputation.

Your comments help others know what to expect when they’re looking for a company….. 



“

”

Google review

Do you read online reviews? In today’s market of big companies overshadowing the little 
guys like us, online reviews are very important. They provide us with the information we need 
to continue to improve, but they also help us to get the word out about our services. That’s 
why we need your help.

Will you take a moment of your time to jot down a few notes about our service on our 
Google…. It’s a fast, simple way for you to make a difference in a company that’s providing 
for our communities.



“

”

Positive Feedback Follow Up Email

Thank You

Hi _____.
We saw your wonderful review on the Internet and we did not want another minute to pass 
without saying “Thank You” and letting you know how much we appreciate you taking the 
time to write a review for us. Clients like you makes everything we do worthwhile. 

Thank you again for letting us serve you, and please let us know if there is anything further 
we can do for you.



“

”

Neutral Feedback Follow Up Email

Thank You

Hi _____.
We saw your review on the Internet and we did not want another minute to pass without 
saying “Thank You” and letting you know how much we appreciate you taking the time to 
write a review for us. 

Thank you again for letting us serve you.



“

”
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THANKS!
Any questions?


