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Why Most LinkedIn Outreach Gets Ignored

Let me be honest with you: LinkedIn outreach does not have a reputation problem. It has a strategy
problem. Most of the messages people send are not ignored because LinkedIn does not work. They are
ignored because the approach is broken.

| have been on the receiving end of hundreds of bad outreach messages and | have written plenty of my
own in the early days. The pattern is always the same: someone leads with themselves, pitches too early,
or sends the same message they sent the last 50 people. And the person on the other end can feel it.

This guide exists because outreach done well is one of the highest-leverage activities you can do on
LinkedIn. A single well-written message to the right person at the right moment can start a relationship that
changes the trajectory of your business.

Professionals are not opposed to being contacted. They are opposed to being sold to before trust
exists.

The 4 things that kill LinkedIn outreach:

1. Pitching too early, before any trust or rapport has been built.

2. Making it about you: your offer, your results, your process.

3. Generic copy-paste messages that could have been sent to anyone.

4. Low value asks that require a lot from someone who owes you nothing.

The 20 templates in this guide are built on a different foundation: lead with genuine interest, personalise
before you ask, and earn the right to make an offer.
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Section One: Connection Request Messages

Your connection request is not a sales opportunity. It is an introduction. One job: make someone want to
say yes. Keep it short, specific, and pressure-free.

Message 01 | Connection Request After Engaging With Their Content
WHEN TO USE

You have recently commented on, liked, or shared something they posted.

THE MESSAGE
Hi [Name], | have been following your posts on [topic] for a while and your recent piece on [specific subject]

genuinely made me think. | work in [your space] and would love to connect and keep up with your work. No
agenda at all, just value the kind of thinking you put out.

WHY IT WORKS

References real engagement, removes pressure, and leads with appreciation rather than an ask. People can
feel genuine interest.

Personalise it: Replace [topic] with their specific niche and [specific subject] with an actual post title or idea. The
more specific, the better.
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Message 02 | Connection Request via Mutual Contact

WHEN TO USE

You share a mutual connection or were mentioned by someone you both know.

THE MESSAGE

Hi [Name], | noticed we are both connected to [Mutual Name]. | have followed your work in [area] from a
distance and thought it made sense to connect directly. Happy to have you in my network.

WHY IT WORKS

Mutual connections act as social proof, making the request feel warmer and more trusted from the first word.

Personalise it: Only use this if you genuinely know the mutual contact and can reference them naturally. Do not
force it.

Message 03 | Connection Request Acknowledging a Milestone

WHEN TO USE

They have just been promoted, launched a product, or hit a public achievement.

THE MESSAGE

Hi [Name], | saw your recent news about [milestone] and wanted to reach out. | have followed your work in
[industry] for some time and that achievement is well deserved. Would love to connect and see what you build
next.

WHY IT WORKS

Timely, specific, and warm. People love to be seen at their high points and this message meets them there.

Personalise it: Reference the exact milestone, not a vague achievement. Specificity is everything here.
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Message 04 | Connection Request as an Industry Observer

WHEN TO USE

You want to connect with a thought leader or practitioner whose work you genuinely admire.

THE MESSAGE
Hi [Name], | have been reading your perspective on [topic] for a while and consistently find your take

refreshing compared to the usual noise in [industry]. | work in a related area and think connecting would be
genuinely valuable. Happy to add you if you are open to it.

WHY IT WORKS

Positions you as a discerning observer, not a follower. Implies you have standards and taste, which makes
you worth connecting with.

Personalise it: Be specific about what makes their perspective different from others in the space. Vague
compliments get ignored.

Message 05 | Connection Request Between Fellow Creators

WHEN TO USE

You both create content and speak to overlapping audiences in different ways.

THE MESSAGE
Hi [Name], | have been following what you are building in the [niche] space and there is a real overlap with

what | create around [your topic]. Would love to connect, compare notes, and maybe even collaborate at
some point. No pressure either way.

WHY IT WORKS

Peer-to-peer framing removes hierarchy. Collaboration is more compelling than networking as a reason to
connect.

Personalise it: Reference one specific piece of their content that overlaps with yours. It proves you actually
engaged with their work.
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Section Two: Conversation Starter Messages

The first DM after connecting is where most people blow it. They pitch. Instead, open a loop. Ask
something genuine. Make them feel seen, not sold to.

Message 06 | Opening a Conversation Around Their Content
WHEN TO USE

They posted something in the last 48 hours that genuinely made you think.

THE MESSAGE
Hey [Name], your post about [topic] caught me mid-scroll this morning. The point about [specific insight] is

something | have been wrestling with lately too. Did you find that [genuinely curious follow-up question related
to their argument]?

WHY IT WORKS
Specific, timely, and ends with curiosity rather than a pitch. Makes them feel seen rather than sold to.

Personalise it: Never reference posts older than a week. The more recent the post, the more natural the
message feels.
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Message 07 | Following Up on a Podcast or Media Feature

WHEN TO USE

They were recently featured on a podcast, article, or media piece you actually consumed.

THE MESSAGE

Hi [Name], | listened to your interview on [podcast name] this week and the part where you talked about
[specific moment or quote] was one of the most honest takes | have heard on it. Quick question: how are you
finding that most [their audience] receive that idea when you share it?

WHY IT WORKS

Proves you consumed the content, not just saw the headline. Asking about their audience shows you are
focused on their world.

Personalise it: Only use this if you actually listened or read it. Reference something specific, not the headline
moment everyone mentions.

Message 08 | Asking a Genuine Question to an Expert

WHEN TO USE

They are a recognised expert in an area relevant to your work or your clients.

THE MESSAGE

Hi [Name], | have been digging into [topic] lately and your name keeps coming up as one of the more reliable
voices on it. Curious: in your experience, what is the one thing most people get completely wrong about [their
area of expertise]? Would genuinely value your take.

WHY IT WORKS

Makes them the expert and invites them to share knowledge they love sharing. Keeps the focus fully on their
perspective.

Personalise it: Ask something they have not been asked a hundred times before. Unique questions earn unique
replies.
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Message 09 | Celebrating a Recent Achievement

WHEN TO USE

They launched something, closed a deal, hit a milestone, or shared good news publicly.

THE MESSAGE

Hey [Name], saw your post about [achievement] and wanted to take a moment to say congratulations. | know
how much work something like that takes behind the scenes. What is next for you from here?

WHY IT WORKS

Acknowledges the effort behind the outcome, not just the result. Ends with a forward-looking question that
invites them to keep talking.

Personalise it: Reference the specific achievement and add one line that shows you understand what went into
it.

Message 10 | Sharing a Genuine Observation About Their Content
WHEN TO USE

You have noticed a consistent theme or evolution in their content that others may have missed.

THE MESSAGE

Hi [Name], | have noticed your content has been moving toward [theme] over the last few months and the
engagement on those pieces is noticeably different from your earlier work. Is that a deliberate shift or did it
happen more organically?

WHY IT WORKS
Shows pattern recognition and long-term attention. Feels like a peer observation, not a fan comment.

Personalise it: This only works if you have genuinely observed the shift. Pattern recognition you invented will be
obvious.
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Section Three: Authority Based DMs

Authority is not announced. It is demonstrated. These messages lead with value: a resource, an insight, a
referral. Let your expertise speak for itself.

Message 11 | Sharing a Useful Resource With No Strings

WHEN TO USE

You have a resource, guide, or article that directly maps to something they expressed interest in.

THE MESSAGE

Hi [Name], | came across [resource name] this week and your recent post on [their topic] immediately came to
mind. Thought it might be useful given what you are working on. No pitch attached, just thought of you when |
read it: [link].

WHY IT WORKS

Generosity before ask. Gives something valuable with zero expectation, which makes you genuinely
memorable.

Personalise it: Make sure the resource is specifically relevant to something they said or posted recently. Generic
resources come across as automated.
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Message 12 | Opening With a Relevant Case Study

WHEN TO USE

You have a result that maps closely to a challenge they have mentioned or that their audience faces.

THE MESSAGE

Hi [Name], | was working with a [similar role or business] recently who faced a challenge | have heard you
mention before around [specific topic]. We worked through it and ended up with [brief outcome]. No pitch, just
thought the story might be relevant. Happy to share more if useful.

WHY IT WORKS
Leads with proof of capability without explicitly selling. The outcome does the persuasion work for you.
Personalise it: The more specific the case study, the more credible. Use real numbers wherever you can.

Message 13 | Proposing a Content Collaboration

WHEN TO USE

You create content and there is genuine subject alignment between what you both produce.

THE MESSAGE

Hi [Name], | have been planning a piece on [shared topic] and your perspective would genuinely make it
sharper. Would you be open to a 20-minute conversation? | write it up, you review and add your take, and we
both get the credit. No commitment needed.

WHY IT WORKS
Low ask, high value exchange. Positions them as the authority while giving you co-created content.

Personalise it: Be specific about the topic and explain clearly why their angle adds something yours does not.
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Message 14 | Offering a Referral to Someone in Your Network

WHEN TO USE

You genuinely know someone who needs what they offer and can make a warm introduction.

THE MESSAGE
Hi [Name], | was speaking with someone in my network this week and what you do kept coming to mind. |

think there could be a genuine fit. Would it be okay if | made a brief introduction? Happy to share more context
first if useful.

WHY IT WORKS

Pure generosity. Referrals are the fastest way to build professional trust because they come with no visible
agenda.

Personalise it: Only use this when the referral is real. Do not manufacture a referral as a tactic. People check.

Message 15 | Dropping a Strategic Insight About Their Work

WHEN TO USE

You have a specific and informed observation about their positioning, content, or business approach.

THE MESSAGE
Hi [Name], | have been looking at how you are [positioning your content or business] and noticed something
worth sharing. | work with a lot of [their type of business] and there is a pattern that tends to separate the ones

getting traction from the ones stuck on a plateau. Would you be open to a 10-minute chat? | am not looking to
sell anything.

WHY IT WORKS
Creates genuine curiosity without revealing the insight, which makes the conversation feel worth having.

Personalise it: Only do this if the insight is real and specific to them. A vague 'l noticed something' reads as a
template immediately.
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Section Four: Soft Offer and Opportunity DMs

These messages only work after you have built rapport. Use them too early and you undo everything. Use
them at the right moment and they feel like a natural next step.

Message 16 | Starting a Transparent Conversation About Fit
WHEN TO USE

You have had multiple genuine interactions and believe there is real alignment.

THE MESSAGE
Hi [Name], | will be direct: based on our conversations and what | have seen you working on, | genuinely think

what | do could be useful to you. But | am not interested in pitching without knowing if there is a real fit first.
Would you be open to a 15-minute call? No deck, no agenda, just a conversation.

WHY IT WORKS

Transparency is disarming. Most people appreciate directness over a soft approach when they sense it
coming anyway.

Personalise it: This message only lands if there are real prior interactions. Using it cold will undo all goodwill
instantly.

Muneeba Mehmood | leadwithmuneeba.com



Message 17 | Opening With the Problem You Noticed

WHEN TO USE

You have spotted a specific and observable gap in their current approach.

THE MESSAGE

Hi [Name], | have been thinking about [specific thing you noticed, e.g. their content, profile, or positioning].
There is something | see a lot of [their role or industry] miss that tends to cost them [specific outcome]. | work
specifically on solving that. Would it be useful to have a short conversation?

WHY IT WORKS
Leads with their problem, not your solution. Specificity makes it feel personal rather than templated.

Personalise it: Name the exact gap you observed. Saying 'l noticed something' without the specifics reads as a
template immediately.

Message 18 | Leading With a Specific Result

WHEN TO USE

You have a closely relevant, real outcome you can reference that maps to their situation.

THE MESSAGE

Hi [Name], | recently helped a [their type of business or role] go from [before state] to [after state] in
[timeframe]. Based on what you are currently working on, | think there could be a similar opportunity here.
Would you be open to a short conversation?

WHY IT WORKS

Proof before pitch. Specific results are more convincing than any description of what you do.

Personalise it: Use real numbers and a before and after framing. Vague claims of success are easy to ignore.
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Message 19 | Following Up on a Real Conversation

WHEN TO USE

You met in person, on a call, or had a meaningful exchange in comments or DMs.

THE MESSAGE
Hi [Name], great connecting at [event or context] last week. | have been thinking about what you mentioned

about [specific topic] and it genuinely stuck with me. Would you be open to picking up the conversation over a
quick call? | have a few thoughts I think you would find useful.

WHY IT WORKS

Warm, references a real touchpoint, and specific rather than vague. Makes the follow-up feel earned rather
than chased.

Personalise it: Reference exactly what they said, not just the event. The specific detail is what separates this
from every other follow-up.

Message 20 | Responding to an Inbound Signal

WHEN TO USE

They viewed your profile, downloaded something you created, or engaged with your content recently.

THE MESSAGE
Hi [Name], noticed you came across my [profile or content or resource] recently and wanted to reach out.

Curious what brought you to it. Happy to chat if there is something specific you are exploring. No pressure
either way.

WHY IT WORKS

Responds to demonstrated intent rather than creating it. This is the lowest friction outreach possible because
they already showed interest.

Personalise it: Reference exactly what they engaged with. A vague 'l noticed you visited my profile' message
feels like an automated crawler.
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Bonus: The 5 Rules of LinkedIn Outreach

These are not tips. They are the principles that separate people who get replies from people who get

ignored.

Rule 1: Never Pitch in the First Message

MISTAKE

Sending a connection request and immediately
following up with a pitch. This is the fastest way to
get blocked.

Rule 2: Personalise Before You Ask

MISTAKE
Using the same template word for word for every

person without changing a single detail.

Rule 3: Lead With Curiosity

MISTAKE
Opening with a statement about yourself, your
company, or what you offer.

Rule 4: Focus on Them, Not You

MISTAKE
Writing messages that are 80 percent about your
achievements, your offer, your experience.

Rule 5: Build Relationships Before Selling

MISTAKE
Treating every connection as a potential client and
rushing toward a sales conversation.

FIX

Earn the right to make an ask by building genuine
rapport first. At minimum, 3 meaningful interactions
before any offer.

FIX

Reference something specific: a post they wrote, a
result they shared, a problem they mentioned. One
personalised line changes everything.

FIX

Ask a genuine question about their work, their
perspective, or their challenges. Curiosity is more
compelling than confidence.

FIX
Every message should have more 'you' than 'I'.
Their world is more interesting to them than yours.

FIX

Treat every connection as a potential relationship.
Some become clients. Some become referrers.
Some become collaborators. All are valuable.

Bonus: The LinkedIn Follow-Up Framework

Most deals do not close on the first message. Following up is not being pushy. It is being persistent in a

way that adds value each time.
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Follow-Up 01: First Follow-Up, 4 to 5 Days Later

THE MESSAGE
Hi [Name], wanted to circle back on my message from a few days ago. | realise inboxes fill up fast. |

mentioned [brief recap of original message topic]. Happy to keep the conversation brief if that helps. Still think
there is something worth exploring.

WHY IT WORKS

Non-pushy, references the original message without repeating it entirely, and acknowledges their time. Feels
human, not automated.

Follow-Up 02: Second Follow-Up, 7 to 10 Days After the First

THE MESSAGE

Hi [Name], last follow-up, | promise. | came across [specific insight or resource related to their work] this week
and wanted to share it regardless of whether we connect on the earlier topic: [insight or link]. Hope it is useful.

WHY IT WORKS

Closes the loop gracefully and adds new value so it never feels like chasing. Even if they do not reply, you
leave a positive impression.

Follow-Up 03: Final Follow-Up, 14 Days After the Second

THE MESSAGE
Hi [Name], | will keep this short. If the timing is not right or it is not relevant, completely understood. If it ever

makes sense to revisit, you know where to find me. Either way, [one genuine compliment about their current
project or work]. Best of luck with it.

WHY IT WORKS

Closes professionally, leaves the door open, and ends with genuine warmth. Makes them remember you
positively even if they never reply.
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Personal Story: 75 Messages. 13 Replies. 4 Clients.

In my first month of intentional outreach on LinkedIn, | sent 75 messages. | got 13 replies. And 4 of those
replies turned into paying clients.

What that works out to is a 17 percent reply rate and a 30 percent conversion from reply to client. And
honestly? | was proud of those numbers. But what | am most proud of is that not one of those 75
messages contained a pitch. No 'l offer this service'. No 'would you be open to a call to discuss your
needs'. Nothing remotely salesy.

WHAT | GOT WRONG

In the beginning, | thought volume was the strategy. | would find 20 profiles that looked like ideal clients, write
a slightly tweaked version of the same message, and wonder why no one was responding. | was treating
outreach like a funnel, not a conversation. | was optimising for sends, not for connection. And people can feel
that instantly. The message might say the right words but the energy behind it is transactional and it comes
through every time.

WHAT CHANGED

| started spending 5 minutes on each person's profile before writing a single word. | would read their most
recent 3 posts. | would look at what they said in comments. | would find the thing that made them specific, not
generic. And then | would write a message that only made sense if it was going to that exact person. The
reply rate went from under 3 percent to consistently above 15 percent. Not because | got better at sales.
Because | stopped selling and started connecting.

Outreach is not about volume. It is about making each person feel like you wrote that message
specifically for them. Because you did.
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The Outreach Shift

The difference between outreach that converts and outreach that gets ignored is not talent. It is a mindset
shift. Here is what it looks like in practice.

Old Approach New Approach

Opening Message Hi, | would love to connect and tell Hi [Name], your post on [topic] made
you about what | do. me think. [Genuine specific
question].
Personalisation Copy-paste with [Name] swapped in References something specific only
and nothing else changed. they posted or said recently.
CTA Would you like to jump on a quick Curious what your experience has
call this week to discuss? been. No agenda at all.
Follow-Up Just checking in to see if you had a Thought this [resource or insight]
chance to read my message. might be relevant, sharing
regardless.
Mindset How do | turn this connection into a How do | make this person genuinely
client as quickly as possible? glad they connected with me?

The shift is not about being less direct. It is about being more genuine. Directness built on trust lands.
Directness without trust pushes people away.
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Quick Reference: The LinkedIn Outreach Cheat Sheet

Screenshot this. Pin it. Come back to it before every outreach session.

Best DMs Best Practices Follow-Up Rules Outreach Principles

Engage before you send 5 to 10 messages per Wait 4 to 5 days first People buy from people
day max they trust
Reference something Research before every Add value in each Curiosity beats
real message follow-up confidence
End with a question Never pitch in message Maximum 3 follow-ups Volume without
one total personalisation is spam
Keep it under 5 Add value before asking Close the loop gracefully  Relationships first,
sentences for time business second
Write it for one person Reply to every message Leave the door open Your profile must back
only within 24 hours always your message

The simplest test: before you send any message, ask yourself: if | received this from a stranger, would |
reply? If the answer is no, rewrite it.
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About Muneeba

Muneeba Mehmood is a LinkedIn strategist and personal branding consultant who helps founders,
freelancers, and service providers build credible, client-attracting presences on LinkedIn without sounding
like a corporate robot.

Over the past three years, Muneeba has worked with clients across industries to optimise their profiles,
develop content systems that actually get followed through, build outreach strategies that generate real
conversations, and design scroll-stopping cheat sheets that do the heavy lifting in DMs and discovery
calls.

Her core services:

LinkedIn Profile Optimisation: Full audit and rewrite so the right people find you and immediately
understand what you offer.

Cheat Sheet Design: Custom-designed lead magnets and visual content that position you as the go-to
expert in your niche.

Done-for-You Content: Monthly LinkedIn content written in your voice so you stay consistent without the
daily pressure.

LinkedIn Outreach Strategy: A clear, personalised outreach system that starts real conversations and
turns connections into clients.

Visit leadwithmuneeba.com to explore all services, read client results, and get in touch.

Thank you for reading this guide. | hope it changes how you approach the next message you send. You
already have what it takes to build real relationships on LinkedIn. These templates just give you a starting
point.
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Ready to take this further?

The messages in this guide are a foundation. But outreach is only
one piece of the LinkedIn puzzle.

If your profile does not convert visitors into connections, or your
content is not building the authority you need, the best DMs in the
world will not get you the results you are after.

LinkedIn Profile Optimisation

LinkedIn Personal Branding Strategy

LinkedIn Design and Visual Identity

LinkedIn Strategy Consulting

leadwithmuneeba.com

DM me on LinkedIn or visit the site.
| respond to every personalised message.
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