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What You’ll Learn

Personalizing the sales process with AI

Using prompts to create better sales messaging

How to scale your LinkedIn content and messaging
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Create Tasks Create 
Reminders

Qualify Leads

Send Emails
Assign New 

Leads
Spot Rotten 

Deals

AI in 
Sales



83% 78%

66% 66% 63%

Say AI can help 
spend less time on 

manual tasks

Say AI can help them 
be more efficient

Say AI can help them 
understand their 
customers better

Say AI makes it 
easier for them to 

compete with other 
businesses in their 

industry

Say AI can help them 
provide a more 
personalized 
experience

Hubspot blog research, Sales Trend Report, Global report of 1,477 sales professionals in July 2023.

Leverage AI to Boost Performance



Process + AI + Smart Prompts = Success



My Mantra



Clarity
What do you want to be known 
for?



Finding your true 
ICP...
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Targeting That Converts:
 The 5 Sales Navigator filters that actually matter

Follows Your Company

Job Titles

Profile Views

Less Than 1 Year Active at Company 

Posted in 30 Days



Sales Nav 
Kit
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Questions to Ask 

What unique value can I offer my target 
audience that sets me apart from other people 
in my industry?

Do we have an outbound system in place
for LinkedIn?

Who is my ideal client, and how do they 
typically use LinkedIn?

How can we be creative to stand out in
our outbound?

Who on our team should start creating 
content?

What specific action do I want my LinkedIn 
connections to take that will lead to potential 
business opportunities?

What unique story or perspective differentiates 
me in my industry?

Do we layer in influencers to the conversation?



AI Assisst 

Prompt:



Connect



Profile Picture

Headline

LinkedIn Profile Optimization



Profile Picture

Headline

LinkedIn Profile Optimization



[Doing X] in [Area of Expertise 1] 
and [Area of Expertise 2]

formula

LinkedIn Profile Optimization



Withdraw Your Connection 
Request



“Hey Man,

Really enjoyed the session with you a last week. Our first full week 

back, I started doing the LinkedIn voice note to connections I sent 

blank connections to. So far, I’ve been sending 20 voice notes a day 

and seeing a massive uptick in profile views by almost 500%, over 

300 new connects and 3 new cold meetings this week and still 

plugging along.

Appreciate the insight and tips!”
Mike 

Lombard



Conversations



Pattern Interrupts



10 30 10
State the Reason

“The reason for my
video is…”

Unique Value Prop
“[Persona] use [Tool] to [Value 

Prop].”

CTA
“How does this compare to 
what you are doing today?”

10/30/10 Formula



LinkedIn Voice Message

4 Weeks

• 125 Voice Messages

• 50 Responses

• 25 Meetings



Why Voice 
Messages Work 
for Sales 
Outreach 



Voice Messaging
from a Client



LinkedIn Video Message

5 Weeks

• 100 Video Messages

• 40 Responses

• 27 Meetings



Why LinkedIn Video Message 
Work for Sales Outreach



Video 
Messaging from 
a Client



Video 
Messaging from 
a Client



Voice Note / Video Message
Observation

Congrats. You’ve done your 

research. This is the hook.

COntext

Shows you understand 

what the clue implies

Pain Point

A common frustration 

most leaders recognize

CTA

Low-friction, soft ask to 

open the door.

Power Move / 

Value Prop
Shows how you solve the 

pain. Also adding the 

language “not sure” 

makes it a frictionless 

message.



AI Assisst 

Prompt:



Comment
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Comment

Add value to conversations

Aim for 5-10 meaningful comments 
daily

Use comments to build relationships

30 high quality people to comment on



Industry Influencers Potential Partners Dream Clients

Focus Where It Matters







Content



BE A CURATOR, NOT A 
CREATOR



Be a Curator, Not 
a Creator



AI Assist

Prompt:



3 Core Topics

• These topics you know very 
well and you stay in that lane

 
⚬ Examples: LinkedIn Sales 

Navigator, Innovative 
Prospecting, B2B Creator 
Economy 

⚬ Stay focused. Don't 
randomly post about 
unrelated topics

2 Types of Posts

• Educational: Share insights 
that solve specific problems

• Story-Based: Document your 
journey and client results

1 Clear Call-to-Action

• Every post should drive an 
action

⚬ Examples: Ask for a 
meeting, ask the audience 
to engage, ask them 
download something, etc

3-2-1 Content Framework

Make it easy for prospects to take the next step









MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY

Pillars Tip
1 Batch creation day
per month

70
%
20
%

Educational

Social Proof

Personal

Educate Engage Story

10
%

Content Calendar Blueprint



Comment Content

Exercise: Optimize Your 
Comment & Content 
Plays

1 1

2 2

3 3

Are your reps consistently engaging your
target buyer’s content.

What % of core content themes tied to 
revenue? (e.g. 3 pains, proof, etc)

Do they have a weekly checklist? How many posts are currently posting weekly?

How many meetings were influenced
by comments?

What % of reps drive replies, comments,
or DMs?





Thank You



Please Rate My Session
We hope you enjoyed today’s session.
Please head to the INBOUND mobile 

app to provide your feedback.
Thank you!


