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you never have to justify your spend twice.
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Leadership Buy-In: Answering the
Hard Objections

REALITY: Google captures existing demand,

"LinkedIn is too expensive — LinkedIn creates future demand. In 2026, the cost
leads cost 1/3 on Google or per lead is a vanity metric. What matters is the
Meta.” Cost per High-Fit Opportunity.

ACTION PLAN:

1. Switch from CPL to CPO reporting.
2. Showcase that conversion rate from High-Fit Opportunity vs. Low Cost Lead.
3. Prioritize sales efficiency over marketing lead volume.

REALITY: The average buying committee is 6-10

"We need leads today. people. If you only target the 5% of the market
LinkedIn takes too long to “in-buying mode” today (Search), you lose the
see results.” 95% who will buy in 6 months.

ACTION PLAN:

1. Use LinkedIn Company Hub to reveal the list of target ICP accounts that moved from "Unaware”
to "Engaged".

2. Present data showing that LinkedIn-exposed deals close faster by removing the "Trust Gap”
before the sales call.

REALITY: LinkedIn is a "Demand Builder.” It

"LinkedIn doesn’t show up in does the heavy lifting, but Google Search or
our CRM attribution.” Direct Traffic often "steal” the final conversion
) credit.
ACTION PLAN:

1. Compare Target Account from Linkedln Company Hub to your sales pipeline. If those
companies match, LinkedIn did its job.

2. Add a "How did you hear about us?” field to your contact form. Data usually shows 2-3x more
LinkedIn influence than software tracking.
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Linkedin’s Role in the Ecosystem

LinkedIn is not a "one-trick pony” for lead forms. It is the connective tissue of your revenue factory —
creating the demand that Search captures and providing the "trust air cover” that Sales needs to close.
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Extra Tip: Validate readiness of your current marketing foundation first

Many companies have "leaky,” manual, or broken systems (The Outhouse). They expect LinkedIn
to fix a foundation that lacks CRM hygiene or a compelling offer. Linkedln amplifies what you
have. If your revenue foundation is an outhouse, LinkedIn just makes it a louder outhouse.

Check out the signals that indicate your LinkedIn strategy needs fixing.

Three Leadership-Safe Truths About Linkedin

ROLE: Demand Creation + OUTCOME: Increased WHAT YOU GET: The
Capture Pipeline Velocity Efficiency Multiplier
LinkedIn builds Brand Association. LinkedIn educates the entire Linkedin is an ROl Enhancer. It

It ensures your brand is the first buying committee simultaneously, amplifies your other channels by
solution recalled when a problem bridging the "Trust Gap" before making "cold" outbound feel
arises. Beyond finding leads, it pre- the first demo. It reduces friction "warm,” increasing sales rep
qualifies them through consistent and accelerates deals, helping effectiveness, and driving higher-

exposure, reducing friction before your Sales team close them 20- intent branded search traffic.
the first sales touch. 25% faster.

Proving the Factory Works:

(1] 2/ o

Pivot reporting from "Clicks” Use Company Hub to show Track sales cycle reduction
to "Account Progression.” Dream 100 accounts moving for LinkedIn-exposed
from Unaware — Engaged. accounts vs. cold leads.
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Google + LinkedIn Synergy: Lowering CAC

Google captures demand. LinkedIn creates it. In a competitive 2026 market, LinkedIn ensures that
when a prospect turns to Google, they search for your brand — not just your category.

(Pre-Click) 90-Day Conversationr Punch Above Your Weight
LinkedIn builds brand familiarity (Post-Click) You can't outspend giants on
before the search happens. When Don't waste a $30+ Google click. Google, but you can out-educate
your Google Ad appears, prospects LinkedIn retargets high-intent them. LinkedIn wins the trust battle
recognize your expertise — driving visitors, transforming a website by delivering 15-20 additional
higher CTR and lower CPC. bounce into a 90-day nurturing touch points after the initial search.

sequence of expert content.

What Are the Indicators that Prove Effective Synergy

METRIC THE LINKEDIN EFFECT

Branded Search Volume More people searching for your brand name specifically.
Google Ads CTR Your ads get clicked more often because the brand is recognized.
Sales Cycle Velocity Google leads close faster because they were "warmed" on LinkedIn.

Looking for hands-on strategy blueprints to power your LinkedIn+Google engine?

Check our proven frameworks

How Your Search Engine Evolves

THE OLD LINEAR WAY THE NEW FLYWHEEL WAY

Low-Intent Search

$30 Google
click

Result: $30 lost; zero data; Result: Maximized investment
zero relationship. of the initial $30 click.
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The Cost Of Turning LinkedIn Off

When you cut LinkedIn, you don't lose leads immediately — you lose visibility and intent. The damage
compounds silently over 90 days before leadership notices.

Day 1: Everything looks fine. CRM still shows Google leads coming in.
Day 30: Ad spend is saved, but Branded Search volume starts to dip.

Day 90: Pipeline velocity stalls. Sales reps report leads feel "colder”
and more skeptical.

The Result: You've saved the budget but increased your total CAC because every other
channel now has to work twice as hard to build the trust LinkedIn was providing.

What Are the Consequences of De-funding LinkedIn

EFFECT OUTCOME

Immediate Insights Blackout: Losing real-time ICP message feedback; relying on static data.

Algorithm Reset: Rebuilding momentum costs a premium — future clicks

Immediate .
get more expensive.
Delayed The Search Decay: Branded search drops; forced to bid on expensive
generic keywords.
Delayed Sales Friction: Cycles slow; clients lose sight of your authority; churn risk rises.

Talent Costs: Employer brand disappears; recruiting top talent becomes more
expensive.

Shrinking Deals: Without expert status, you shift from Strategic Partner to
Commodity Vendor.

Are you ready to pay the "Algorithm Tax'?

Total channel shutdown incurs an 'Algorithm Tax." Restarting a cold account costs 2-3x more in
CPMs than maintaining a 'Minimum Viable Presence’ that keeps our data and relevance warm.
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The Guide To Revenue Signals

In a complex B2B ecosystem, perfect attribution is a straw man. We aren’t seeking courtroom-level DNA
evidence for every dollar; we are seeking to remove Reasonable Doubt for the operators making capital
allocation decisions.

Where to Look for the Signals

We prove LinkedIn’s value by detecting "Signs of Life" across four distinct evidence buckets. When these
signals light up simultaneously, the correlation to revenue is undeniable.

@ Linkedin Signals

Account Progression: Are "Dream 100" accounts ICP Visitor Growth: An increase in de-
moving from Unaware to High Engagement in anonymized traffic from target accounts (even
Company Hub? without a form fill).
Committee Reach: Are we hitting multiple High-Value Paths: Target accounts visiting
personas (CEO, CFO, End-user) within the same pricing pages or "How it Works" sections after ad
account? exposure.

e a

0Z0 CRM & Pipeline Signals

Influence Touchpoints: Mapping closed-won Buying Committee Activity: Sales reps reporting
deals against LinkedIn ad impressions in the 90 that prospects already "know who we are” during
days prior to the demo. the first call.

Stage Velocity: Measuring if "LinkedIn-warmed" The "Organic” Mention: Prospects mentioning
accounts move through the funnel faster than specific LinkedIn content or "seeing you

cold leads. everywhere" during discovery.

Turn Signals into Metrics Leadership Trusts

o ™ R $

CPC vs. CPA Pipeline Velocity Win Rates Deal Size
Show how LinkedIn Does the "Trust Air Comparing the win Reaching the CFO and
familiarity lowers Cover" from LinkedIn percentage of accounts CEO simultaneously,
Google Search costs by reduce the time from exposed to the LinkedIn reduces the need for
driving high-intent Discovery to Closed- "nurture loop” vs. those heavy discounting at
Branded Search. Won? that were not. the finish line.

Need some industry data to compare your metrics against?

Get real benchmark data
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https://impactable.com/linkedin-ad-strategy-signs/

