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The Problem 
with InMails









99% of 
LinkedIn 
InMails are:

02

Not Personalised01

03

Not Relevant

Not Valuable



I analysed 500 
LinkedIn 

messages, here is 
what I found…



87% 77% 99% 95%

Not 
Personalised

Sales 
Pitches

Written 
Messages

Not 
Relevant

500 Messages Analysed



The bad news is 
that this is 

happening in the 
first place and 

your teams could 
be doing it



The good news is 
it creates a HUGE 

opportunity for 
people to send 

better messages





LIVE InMail 
Takedown



InMail 1



InMail 2



InMail 3



InMail 4



InMail 5
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Proven 
Templates



The more you make your 
InMail about THEM, the 

more chance you have of 
getting a reply.



Keep it Short & Specific
Aim for 5–8 words; clarity beats cleverness.

Make it About Them
Use the recipient’s name, company, or industry to 
personalize.

Create Curiosity or Value
Tease a benefit or insight without giving everything 
away.

Avoid Salesy Language
Skip phrases like “Limited Time Offer” or “Quick 
Chat?”—they feel generic.

Test & Optimize
A/B test subject lines to see what gets the best open 
rates.

InMail
Subject
Lines



Template 1
Inviting a decision maker or 
prospect to contribute to an article 
is the perfect InMail message.

● Send it to 5-10 top prospects.
● Create great article.
● Opens doors in a warm way.
● Follow up with a thank you.
● Continue the conversation.

Insert image here



Template 2
The perfect template for everyone 
who views your profile that 
potentially matches your ICP.

● Send it to ICP matches.
● If they say no, continue.
● Make sure you have an 

optimised profile first! 
● High reply rate.

Insert image here



Template 3
Referencing content is a great 
conversation starter, especially if 
you can connect it to your product.

● Reference post details.
● Be genuine.
● Start a conversation or pitch if 

it feels natural.
● It must feel authentic.

Insert image here



Template 4
Using a referral or introduction is a 
great way to start a warm 
conversation.

● Needs to be a relevant person.
● Use Sales Nav to find paths.
● Focus on solutions.
● Hyper personalise.
● Make it about them.

Insert image here



Template 5
A sales pitch works if you present it 
the right way and make it 100% 
about them.

● Have a strong example.
● Make your offering BOLD.
● Keep it light and simple.
● Have a gentle CTA.

Insert image here



AI InMail 
Strategies





AI agentic solution finds your 
perfect prospects for you going 
beyond titles to find those you 
might have missed.

LinkedIn Sales Assistant

Crafts InMail messages for you 
using those introduction paths to 
be highly personalized.

Explains why the leads are a good 
fit and presents the best paths in 
and conversation opportunities.

Allows you to change tone, length 
or specific details to create the 
perfect message.
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03
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AI is not here 
to replace 

salespeople but 
to HELP 

salespeople





Optimise Your LinkedIn Profile
Make it about THEM, not you. Build a 
customer focused LinkedIn profile that is fully 
optimised and professional.

Comment On Industry & Company Posts
Add comments on industry posts and posts 
from their company and other employees. 

Build Your Personal & Company Brand
Increase reply rates by giving value through 
content, building trust and earning credibility 
through your content.

How To Get 
MORE 
Replies To 
InMails





The goal isn’t just to 
send a message, it’s to 
start a conversation.





NO MORE spray and pray.
NO MORE spam.

NO MORE pitches.



Your simple InMail 
strategy:

P R V



In 2025 and beyond your 
InMails should be:
PERSONALISED

RELEVANT
VALUABLE



● It should be AUTHENTICALLY 
personalised, not sales 
personalised.

● This is more than just their name 
and/or job title.

● The more you make it about 
THEM the better chance you 
have of a reply.

● Find the best and strongest 
paths in.

PERSONALISED



● It’s about what is in it for them.
● They should be relevant to the 

person you’re sending it to.
● Each message should be catered 

to the individual.
● They should feel like you’re 

actually talking to them.
● It’s never about you but always 

about them.

RELEVANT



● There should always be value to 
the person you’re messaging.

● The more you give the more you 
get.

● Value needs to be authentic and 
real, not salesy and fake.

● Think about real human 
conversations that you have.

● Take away the goal of trying to 
sell something.

VALUABLE



Don’t send messages for 
the sake of sending 

messages…



Go out there and TALK to 
people. Have real human 

conversations.



You never know where 
those conversations will 

go.



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!



Thank You!
danieldisney.online

www.linkedin.com/in/danieldisney/


