
LinkedIn Sales Navigator helps sales teams target the right 
buyers, understand key insights, and engage with 
personalized outreach. The Sales Navigator for SalesLoft 
integration improves your efficiency by bringing important 
modern selling functions directly into your SalesLoft 
cadences. Cadences provide custom frameworks for revenue 
teams to prospect, build pipeline, and close deals. And 
without ever leaving SalesLoft, you can directly add and 
execute the following LinkedIn Sales Navigator steps:

Unlock the Combined Power 
of LinkedIn Sales Navigator 
and SalesLoft

Research:
Research your top accounts and prospects before you 
engage. Find current and shared connections to help you 
build authentic relationships and uncover commonalities that 
can help you better engage with your audiences.

Introductions:
See if you and your target prospects have any mutual 
connections on LinkedIn and, if you do, ask those mutual 
connections for an introduction. 

Connection Request:
Establish your relationship with a warm lead by asking to 
connect with them on LinkedIn to expand your network and 
reach prospects.

InMail:
Strike up a conversation by sending a LinkedIn InMail. The 
average InMail has a 15% response rate, while the average 
email has a 3% response rate.

Analytics:
Track LinkedIn Step activity in the SalesLoft Analytics 
Overview to monitor completed steps across your teams. 
Drill in to analyze specific team activity and time frames. 

Get Started with LinkedIn Sales Navigator for SalesLoft    
Visit https://business.linkedin.com/sales-solutions/partners/find-a-partner/salesloft
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