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Problem 1/Question 1

Problem 2/Question 2 

Problem 3/Question 3 

Testimonial 1 

Testimonial 2 

Testimonial 3 

Opening statement identifying overarching problem 

Let them off the hook here by telling them that most

companies/businesses/people etc have this problem. 

Having worked with hundreds of organisations/businesses/people around

[area/industry] I realised that: 

1. 

2. 

3. 

To solve these problems, I did [what]: 

1. 

2. 

3. 

What would it feel/be like if you could [solution/end result]? 

So here's what you can do now -click the connect button and tell me what

you're looking to get [what they need]. 

Get the [offer] which will help you get a [after state] – [by doing this] 

Will you be the next success story?  

Contact me at: Name | email | telephone
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CHECKLIST ITEM #1

WHAT I DO
I help [MY TARGET AUDIENCE] achieve

[THEIR TOP GOAL] by providing [MY

PRODUCT or SERVICE or EXPERIENCE].

CHECKLIST ITEM #2

WHO I WORK WITH
I partner/work with [TARGET AUDIENCE

or INDUSTRY TYPE or ORGANISATIONS]

including: [INSERT BULLETED LIST OF

JOB TITLES, INDUSTRY NAMES, etc.]

CHECKLIST ITEM #3

WHY IT WORKS
When you partner/work with [MY

COMPANY NAME or ME] you get [WHAT

DO THEY GET] [PRODUCT or SERVICE or

RESULTS] that [TARGET AUDIENCE] is

looking for right now.

CHECKLIST ITEM #4

WHAT MAKES YOU DIFFERENT
Answer that question! What makes you

unique/different/better than similar

organisations or competitors? XYZ years of

experience? Certifications/Patents/etc.?

Personal, 1-on-1 attention and Customer

Service/Support? 

CHECKLIST ITEM #5

WHAT OTHERS SAY:
Copy and paste in 2-3 testimonials in this

area. Use a real person, full name,

company name, etc. And explain specific

value/benefit person received from you

or your business.

CHECKLIST ITEM #6

HOW IT WORKS:
Explain your process - e.g. we start with a

free evaluation, we first meet via phone

to discuss your needs, etc., or we perform

XYZ services for you, etc.

CHECKLIST ITEM #7

READY TO TALK?
Reach out to me directly here on

LinkedIn, email me at [EMAIL ADDRESS],

visit us online at [WEBSITE URL] or call

me direct at [PHONE NUMBER].
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PART 1:

This is the hook before a profile visitor clicks on “see more”. You

need to make them want to read on. Show some of your

personality and draw in the prospect.

Types of businesses/people you work with.

Bullet points can assist in breaking up text.

PART 2:

What can people expect from working with you?

What is your approach?

Can you paint a picture of how your relationship will be?

Are there any non-negotiables about working with you?

PART 3:

What outcomes can people expect when they work with

you?

PART 4:

What testimonials can you share?

PART 5:

What do you want them to do?

PART 6:
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You do not have resell rights or giveaway rights to any portion of this
course. The content in this course contains material protected under
International and Federal Copyright Laws and Treaties. No part of this

course may be transmitted or reproduced in any way without the prior
written permission of the author. Violations of this copyright will be

enforced to the full extent of the law.
 

The information services and resources provided in this course are
based upon the current internet marketing environment. The
techniques presented have been extraordinarily lucrative and

rewarding. Because the internet is constantly changing, the sites and
services presented in this book may change, cease or expand with time.

We hope that the skills and knowledge acquired from this course will
provide you with the ability to adapt to inevitable internet evolution.
However, we cannot be held responsible for changes that may affect

the applicability of these techniques.
 

Any earnings, income statements or other results, are based on our own
testing and are only estimates of what we think you could earn. There is

no assurance you will do as well as stated in any examples. If you rely
upon any figures provided, you must accept the entire risk of not doing

as well as the information provided.
 

All product names, logos and artwork are copyrights of their respective
owners. None of the owners have sponsored or endorsed this

publication. While all attempts have been made to verify information
provided, the author assumes no responsibility for errors, omissions, or

contrary interpretation on the subject matter herein. Any perceived
slights of peoples or organizations are unintentional. The purchaser or
reader of this publication assumes responsibility for the use of these
materials and information. No guarantees of income are made. The

author reserves the right to make changes and assumes no
responsibility or liability whatsoever on behalf of any purchaser or

reader of these materials.
 

Legal Stuff


