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LinkedIn Sales Navigator — Set Up

LinkedIn Sales Navigator provides an onboarding process. It is recommended that you go thru it because

the more info you share about your prospects,

insights become.

1. Sales Navigator Set Up Upon login
you will land on a welcome page with your
profile pic to ensure you are in the correct
account.

territory, etc. the more relevant the recommendations and
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Laura, welcome to Sales Navigator!

Find prospects and grow new business
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Get the intelligence
you need on your prospects
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Connect and
build relationships

Find the right
decision makers

2. Existing Contacts You can import your existing first degree connections from LinkedIn by reviewing

the list and checking the box when there
‘Continue’.

Let's start by
impaorting your
existing leads from
your LinkedIn network
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3. Salesforce.com If you use
Salesforce.com and are able to import
your contacts, it is recommended you do
so. Simply follow the prompts and when
complete, click the ‘Continue’ button.
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is an individual you would like saved as a ‘lead’. Click
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Now let's import your

Salesforce account  lesforce
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4. Companies Linkedin will
bring in suggested companies
based on your previous activity.
When you see companies you
are interested in simply click on
the plus symbol to add the
company. When finished click
‘Continue’.

Select accounts below

Investment Managem.

Add these companies
to your pipeline of
possibilities

Based on your Linkedin activity, here are
SOme companies we recommend saving as

potential accounts. With a litthe nurturing,
they could become your next great thing

+

Leam more.
- 14
e Ocean Gocar Te
3 Leads
+
Back M

Great! Now tell us seatle
what types of leads
you're looking for

Greater Seattle Area

Where's your sales territory?

We'l use this info to find you regional
prospects so you qualify new leads, faster.
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6. Industries Narrow down the industries
that you most often sell to. You don’t want
leads for all industries. Scroll thru the list and

Greater New York Cit

Greater Boston Area Greater Chicago Area
Location Location

CFP Board Training and consulting

3 Leads

+ +
SmanerHa Conen & Steers
2Leads 1Lead
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5. Territory LinkedIn will want to
know about your sales territory.
Enter the cities, states or countries

of your territory. When you see

Greater Philadelphia

Location Location

‘ Skip Cont'
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Which industries do
you sell to?
Let's keep narfowing in on your target leads.

This info helps us identify prospects in the
industries you target

when presented with your niche click on the
plus icon to add it. When finished click

‘Continue’.

m. SALES NAVIGATOR

Which job functions
do you usually sell to?

Start typing a function

Academics

We'll use your specific criteria o introduce °

Aceounting
You to new decision makers.

Administrative

Business development °

Buyer
Consultant
Creative
Engineering

Entrepreneur
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the location you’d like click on the
plus icon to add it. When finished
click ‘Continue’.

Start typing an industry
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Accounting
Arlines/Avation Financial Senvices Marketing and Adverti
Industry Industry
Aternative Dispute Resolut
Alternative Medicine
Animation
Apparel & Fashion
Architecture & Planning
Accounting
Arts and Crafts Industry
Automotive
. v

= = 8. Job Functions Select the job
Busnssdogmer e functions of these leads by scrolling
thru the list and clicking the
corresponding plus icons. Click

‘Continue’ and your done!
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Be sure to reference future cheat
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