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Have you ever been on a ? If so, you know how awkward it can feel. You’re 
meeting someone for the first time you’ve never even had a conversation with and hope 
that it’s a good fit. All you can do is spend the date getting to know each other in hopes 
it’s a good match and you can land the coveted second date. 

blind date

Introduction

Sales outreach is a lot like that. You hardly (if at all) know the person you’re trying to sell 
to. You can either make an effort to get to know them or you can crash and burn and 
lose a sale opportunity. 

Being a successful sales professional depends on initiating conversations. Engaging in 
dialogue with your target audience is the most natural way to convert them into a highly 
qualified prospect. Like blind dating, you need to put yourself out there to uncover 
potential opportunities.

Back in the pre-internet era, sales professionals would rely solely on cold calling off an 
obscure lead list. Fortunately, we’ve come a long way since then, and now businesses 
and individuals have many other more effective ways to reach potential prospects. 
Among these tools is LinkedIn. LinkedIn in particular stands out because it allows you to 
connect one-on-one with potential customers without any barriers.

In this guide, we will cover the fundamentals of outreach on LinkedIn, from the best way to 
connect with a prospect to building rapport and getting interested replies. By the end, you’ll 
be ready to take your LinkedIn cold outreach strategy to the next level. You'll also find a 
collection of our proven LinkedIn message templates to help get you started with success.
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How LinkedIn Killed 
the Cold Call

To maximize your LinkedIn outreach strategy, we highly recommend using 
 It allows you to perform targeted searches of your ideal prospects you wish to engage 

with. You can search for people based on job title, seniority, industry, geographic region, 
company size and more. 

LinkedIn Sales 
Navigator.

 Years in current 
position/company

 Title/Role/Seniority 
 Keywords

 Company (headcount, type)

 Geographic locations  Years of experience  Industry 

Possible Sales Navigator Filters:

 Education

You can easily see where a prospect works, their job title, what industry they’re in, their contact 
information and more. On top of that, LinkedIn gives you the ability to instant message people 
directly which allows you to have more personalized conversations with more targeted prospects 
that you otherwise wouldn’t be able to. And LinkedIn enables you to reach out in a much more 
casual, approachable way than cold calling since you’re able to see more about them through 
their LinkedIn profile than you would blindly emailing someone off a list of emails.

With over 700 million active users made up of professionals, 
decision makers and thought leaders, LinkedIn is a powerful tool because it gives you direct 
access to your ideal customer. 

https://copilotai.com/
https://business.linkedin.com/sales-solutions/sales-navigator
https://business.linkedin.com/sales-solutions/sales-navigator


Personalization comes from good research! Use your resources.
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Do you work 
in Software 
like me?

Yes I do!

There is one caveat to LinkedIn; before you can message someone, you need to be 
connected. You are able to send a custom message with your connection invitation. It is 
extremely important to send a well thought out connection message so that you are able 
to continue the conversation. 

For example, let’s think back to blind dating. Either you’ve been set up by mutual friends 
or you met each other (virtually) through an app. Chances are you’d try to find out a little 
more about the person you’re going on a date with to get a sense of who they are prior to 
your first meeting. Quickly glancing through their social profiles, or asking your mutual 
friends for more information about them should give you a good idea of whether or not 
your date is a good fit for you. 

Alternatively, you may find something out that makes you want to stay as far away from 
this person as possible. The same goes for prospecting so that neither party is wasting 
their valuable time on something that will probably not work out.

The best messages are personalized. 01

5 Ways to Craft the 

Perfect Prospecting Message
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The main advantage of using LinkedIn for sales outreach is the amount of relevant, useful 
information you can find about a person. From their job role and work history, to their 
educational background and personal interests; it’s all available to you at a glance in their 
LinkedIn profile. Before sending someone a connection request, quickly scan their profile 
to identify a commonality between yourself and the person you’re messaging so that you 
have an ‘in’.

5

If the person is active on LinkedIn, read what they are sharing and interested in. Take note 
of their current position, how long they’ve been with their company, their past professional 
experiences, which LinkedIn groups they belong to, and try to find some commonalities 
between yourself and the lead. Are you from the same area? Do you know anything special 
about their industry? What about their profile do you find interesting? Do you have any 
mutual connections? 

Tip: Look for prospects in your 2nd degree network because that means they’ll have mutual 
connections. From there, you can send a casual message saying you saw you had mutual 
connections as your ‘in’. In some cases, a mutual connection may even be willing to introduce 
the two of you, so don’t be afraid to ask!

Whatever you find in common between yourself and the potential lead, keep that in mind 
when crafting your first message to them so that your first touch is targeted, personal, and 
relevant. Use what you learned from their LinkedIn profile to personally tailor your message 
to each individual, so they know you actually paid attention to their profile.


https://copilotai.com/


Keep your outreach message 
concise and to-the-point
02

Stranger

The deadly 
wall of text

I’m not even 
going to attempt 
to read that....
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One of the reasons LinkedIn makes such an effective messaging and outreach tool is because 
it’s more like instant messaging, which feels a lot more casual and conversational than cold 
emailing. So treat it as just that; a conversation. Avoid sending paragraphs of texts when you 
can communicate the same ideas in a few concise sentences.

The length of your message has a significant impact on whether or not the prospect will 
respond. Assuming the prospect has already accepted your connection request, your goal for 
the first outreach message is to get the prospect to respond --- that’s it. So keep your 
message short and to-the-point so that the prospect actually reads it. Think of it as your 
elevator pitch, but the elevator is only going down one floor. Your job is not to fully explain 
everything… it’s to say just enough to get them excited!

When sending your message, remember to come across as human and conversational as 
possible. Don’t be blunt or abrasive, instead focus on how you came across their profile, what 
you have in common, or what about their experience interests you. 

Tip: Connection request messages have limited space. In 300 characters or less, you need to 
convince the prospect to connect with you. If they accept your connection request, you can 
begin messaging. If they decline, you won’t be able to send them a follow-up. Make your first 
impression count!

https://copilotai.com/


Circling back to our blind dating example - you’d never ask for a second date before the first 
date even really began. The same can be applied to prospecting; don’t go for the sale in the 
first message.

In any form of cold outreach, asking for a sale in the first message is a huge no-no. Especially 
when using a platform like LinkedIn that is meant to be more organic and conversational. 
Remember that the person you’re reaching out to has no idea who you are. Even though it is 
likely not your intention, it can come across as disingenuous if you immediately pitch your 
product, service or idea without building a bit of rapport first. 

Before sending an outreach message to your prospect, remind yourself that your goal isn’t to 
push your service or product - it’s to make a connection and start a conversation. Avoid the 
premature pitch at all costs.

Don’t push your product or 
service too early 03
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The dreaded pushy 
car salesperson

Tip: In the ‘building rapport’ stage of talking on LinkedIn, try to ask your prospect open-ended 
questions. Learn more about them and their business and what potential challenges they may 
be facing. This will help you tailor your sales message to address their needs later in the 
conversation.


psst!

https://copilotai.com/


Once you’ve established somewhat of a relationship with the prospect, make sure you provide 
a clear reason for them to reply to you. Either have a call to action (CTA) or end your 
message with a question to elicit a response and keep the conversation going. Despite 
building a bit of rapport, you’re still technically a stranger to your prospect, and they won’t be 
inclined to respond unless you give them a good reason to.

Asking questions is an easy way to get to know your prospect better, but also have a higher 
chance at getting a response from them. You could ask about a specific job role or achievement 
they’ve highlighted in their profile, or ask them something only someone in their industry or 
position may know about. Believe it or not, people like being helpful so asking a prospect for 
their insight or expert opinion will give them more of a reason to respond to your message.

Give the prospect a reason to 
respond with a clear call to action04
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Into the funnel of 
successful LinkedIn 
prospecting

Personalized introduction (find common ground)

Build rapport (uncover their painpoints)

Sales pitch (provide the solution)

Call to action (what you want them to do next)

Turn prospect into valuable customers

https://copilotai.com/


This all probably sounds easy enough, but where it becomes challenging is that you’re likely 
not only reaching out to one prospect at a time on LinkedIn. Reaching out to a significant 
amount may be too time-consuming to do on your own. 

Imagine connecting with hundreds of potential customers. They all have different needs, 
different timelines, and different budgets. And to stay above the market noise, you need to be 
personalized in your approach. You’d be spending all day managing LinkedIn messages if you 
attempted to do this (at this scale) on your own. Time that would be taken away from 
focusing on other, equally as important, areas of your business.

If you want to scale and enhance your audience reach without sacrificing the value of 
individual conversational, a LinkedIn automation tool is not optional.

CoPilot AI can help you do this. Not only does it keep track of each person you reach out to, 
it actually automates the reaching out entirely and passes you warm leads that are ready to 
talk. For leads that aren’t necessarily ready right now, you can schedule and automate 
follow-ups for a later date. This saves you time and a lot of manual effort and gives you the 
ability to speak to hundreds of people at the same time. 
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Keep track of your outreach & 
stay on top of follow-ups05

Want to see how CoPilot AI can 
generate hundreds of leads for you on 
LinkedIn every day?

Click here to book a demo

346
632

https://calendly.com/team-growth/copilot-15-minute-discovery-call-linkedin?utm_medium=ebook&utm_source=pdf_download&utm_content=messaging_ebook
https://copilotai.com/


Now that we’ve covered the best practices for connecting with and reaching out to prospects 
using a LinkedIn, here are some proven cold message templates you can try out yourself:


Connection request messages:

 

Hey , I’m looking to connect with more people in the industry and saw you a 
couple times on suggested so thought I'd connect.

{firstname}

Hi , I came across your profile and was very interested in your experience 
in  in . How about we get in touch? I share a lot of content relating 
to  that I think you might find useful.


{firstname}
<job role> <industry>
<prospect’s position>

Hey , always looking for more leaders in  to add to my network. 
Would love to connect!

{firstname} <industry>

Hi , I'd love to connect with you! It seems like we have a lot of common 
connections in the  space and it would be great if we could chat.


{firstname}
<industry>

Hi , I’ve been following your content and I really enjoyed your latest blog about 
. I’d love to connect to keep up with more of your content!


{firstname}
<topic>

Hi , I noticed you’re a leader in  and wanted to reach out. Always 
looking to connect with pioneers in the  space. Looking forward to learning 
from one another.

{firstname} <industry>
<industry>

Hi , your profile has been popping up in my feed lately. I’ve noticed we’re 
both connected . I think we have a lot in common and I’d 
like to connect with you.

{firstname}
<mutual connection’s name>

Hey , I stumbled upon your profile in  and noticed 
we share the same love for . I’m always looking for innovative and creative 
ways to improve our industry. I feel like we have a lot in common, let’s connect!

{firstname} <LinkedIn group name>
<industry>

Hi , LinkedIn showed me your profile multiple times now, so I checked what 
you do. I really like your work and as we are both in  – I thought I’d 
reach out. It’s always great to be connected with like-minded individuals.

{firstname}
<common industry>

Bonus LinkedIn Outreach 
Message Templates
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Hi , thanks for connecting! I’m working with  and we’ve 
developed a  that I think would fit in really 
well with what you’re doing at . Any interest?

{firstname} <my company>
<short description of my product/service>

<prospect’s company>

Thanks for connecting. If you have some time, I’m interested to learn more about how 
you’re currently finding new potential clients?

Hi , thanks for connecting! I always try to get to know something about my 
connections… Are you working on anything exciting right now?

{firstname}

Thanks for connecting, ! I’m running an event about  on , and 
thought it might be something that would interest you. Just wondering if you or your 
team would like to come? Here are more details: 

{firstname} <topic> <date>

<insert event link>

Hi , thanks for the connection! I have a question for you, if you don’t mind. 
Where do you find most of your customers at ?

{firstname}
<prospect’s current company>

Appreciate the connection! I recently heard something interesting about 
and was wondering if I could get your opinion. Personally, do you believe 

?

<prospect’s 
industry> 
<describe current hot topic/questions in industry>

Thank you for connecting  – I’m grateful to have a like-minded person in 
my network. I wanted to share a copy of the latest article I’m working on 

. I’d love some feedback – please feel free to send your honest opinion.

{firstname}
<insert 

article link>

Appreciate the connection! I recently worked with a company very similar to yours that 
needed to generate new business. With our help, they were able to 

 in . Here’s a link to the case study if you’re interested 
. Let me know if this is something you’d like to learn more about.

<insert ROI or value 
of using my product> <time span>
<insert case study link>

Second messages:
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Hey , I  just launched  to help  
. If you’ve been planning to 

 check out what we do: . Happy to help should this be of interest!


{firstname} <my product/service> <target audience>
<achieve goal/overcome pain point> <rephrase desired 
goal>, <insert link>

Hi  I am the founder of  where we solve 
. We have established  savings for our users 

 because . I'd love to connect and share.


{firstname} <my company> <common pain 
point> <insert value> <insert recognizable 
customer names here> <unique value prop>

Hi  the pandemic has been hard for everyone in the business. 

I share this because clients like  have now adapted 
our technology to beat the slow down with great success. I'd love to share more 
details about how.


{firstname},
<insert 1 or 2 similar customers>

Hi , We have been working with organizations like yours 
 and felt your company may benefit from . We have 

seen our customers . I'd like to explore ways 
we can add value to your business. Does this  at  work for a quick chat?

{firstname} <insert relevant 
customers> <my product/service>

<insert ROI or value of using my product>
<date> <time>

Hi , was wondering if you had the chance to read my article and if it gave 
you any ideas for your LinkedIn growth strategy? Would love to hear your thoughts.

{firstname}

Does this sound interesting enough to justify a short conversation? Please let me 
know what you decide, ?{firstname}

I’d still love to show you this amazing  in person . Take a look 
at my schedule to see if there is a date/time that works for you. You won’t regret it I 
promise .”


<my product>

 <insert calender/booking link>

{firstname}

Hey , I know you’re probably busy, so let me know when is a good time for 
you to chat about my previous message. In the meantime, check out my website 

 and let me know if you have any questions.

{firstname}

<insert website link>

The pitch:

The follow-up:
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Secret Tip: With CoPilot AI, campaign messages will automatically fill the first name of the 
prospect for you when you use "{firstname}" within your message.

https://copilotai.com/
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