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Assumptions
◦ This webinar is targeted at B2B, Enterprise Sales Professionals
◦ There is a similar value proposition for firms (future webinar)
◦ We understand the value of being top-of-mind of customers 

and prospects
◦ We have a LinkedIn account in good standing
◦ We have a significant number of LinkedIn connections/followers
◦ Our customers and prospects appreciate quality content
◦ We expect that 15% to 20% of our followers will subscribe to a 

new newsletter powered by 12touches
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LinkedIn Newsletter
Post on Web

Example from house 2-posts/day version

● Post banner Graphic
● Title with name of sections in post
● Day name + AM or PM
● Author’s name linked to LinkedIn profile
● Link to whole Volume/Issue
● Table of contents with link to articles
● Expanded list of articles, grouped by 

section
● One sentence plus “more” link
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LinkedIn Newsletter
Post email

Example from house 2-posts/day version

● Post banner graphic
● Vol Issue Post#
● Day name + AM or PM
● Author’s name linked to LinkedIn Profile
● Link to whole Volume/Issue
● Table of contents with link to articles
● Expanded list of articles, grouped by 

section
● One sentence plus “more” link

3 / 19



Where Does The Content Come From?

IT New and Events, LLC has been curating Enterprise IT News for 
many years
We publish many newsletters and websites with that content
Three types:
1. Reputable IT publications (e.g. cio.com)
2. Select enterprise IT vendors (e.g. IBM, Dell, Cisco)
3. Select producers of enterprise IT webinars (e.g. Techstrong, 
Gartner, TDWI, CSA)
Vendor news is segrated from IT news
All content meets the rubric, “IT News You Can Use”
ITNE tracks which are the most clicked on articles
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What we'll cover

01 Where deals actually die The quiet weeks between your scheduled calls.

02 What a newsletter actually is And how it differs from a run of posts.

03 Six reasons to run one Presence, trust, outreach, pipeline, velocity, career.

04 Why most reps never start The one real obstacle — and how to clear it.

05 Launching yours What LinkedIn needs from you, and your first issue.
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57–67%
of the enterprise IT buying journey is over before a seller is 
contacted

Source: Gartner research on B2B buying behaviour. If buyers won't talk to you yet, your presence has to do the work for you.

Six Reasons Every IT Seller Needs a LinkedIn Newsletter



WHERE DEALS ACTUALLY DIE

Deals aren't outsold in the room.

They're forgotten out of it.

Priorities shift. A budget freezes. A champion changes roles. By the time the buyer is ready 
to move again, someone else is the name that comes to mind.

Your calendar and your buyer's timeline almost never line up — and for most of that gap, 
nothing is happening that you can see.
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THE MECHANISM

What a LinkedIn newsletter actually is
A recurring, subscribable publication you run from your own member account — not your 
employer's page.

People opt in once

Subscribers click Subscribe and 
then receive every edition you 
publish. Your existing followers 
are invited when you launch, and 
new followers get invited as they 
arrive.

Every edition notifies them

Each issue triggers an email and a 
push notification. You are not 
hoping the feed shows your work 
to the right person on the right 
day.

It belongs to you

It sits on your personal profile, 
and a member account can host 
up to five newsletters. Change 
employers and it comes with you.
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NEWSLETTER VS. POST SERIES

Feature Comparison: Newsletter vs. Post Series

Feature Weekly LinkedIn Newsletter Series of LinkedIn Posts

Format Long-form publication — each edition is an Article Short, informal updates

Distribution Email + push notification to every subscriber Feed algorithm only — followers must happen to see it

Subscriber model Formal opt-in via a Subscribe button No opt-in; followers just follow you

Content Deep dives, analysis, curated digests Quick insights, tips, questions

Visual identity Its own title, logo and description Whatever each post happens to carry

Archive Permanent, dedicated newsletter page Scattered through your activity feed

Discoverability Editions are indexed by Google Fleeting; hard to find later

Audience ownership A named, opted-in audience The algorithm owns the connection
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THE CASE FOR IT

Six reasons to run your own newsletter



REASON 01 · PRESENCE

Occupy the quiet weeks between your calls
Show up because they get something, not because you need something.

01
50+ Annual Touches
Publish weekly and you create 
roughly fifty deliberate, 
value-first touchpoints a year 
without one 'just following up' 
message.

02
One-to-Many Scale
A call reaches one person. An 
edition reaches every prospect, 
stalled deal, dormant account 
and past customer at once, on a 
schedule.

03
Compounding Value
The effort stays flat while the 
value compounds: the first issue 
introduces you, the fifth 
establishes a pattern, by the 
tenth you're part of their 
routine.

04
12 Touches Yearly
If your subscribers view just one 
of the weekly posts per month, 
you have a highly effective 12 
Touches per year engagement 
model.
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REASON 02 · TRUST

Be the advisor, not another vendor
You cannot build authority inside a pitch — the pitch is the moment your credibility is most 
suspect.

01
Sales Conversation Physics
Buyers discount everything said in a sales 
conversation, because they know how 
you're compensated. That's physics, not a 
skill problem.

02
Establish Authority Earlier
Authority has to be established earlier, 
somewhere you're plainly not selling. A 
weekly publication is exactly that venue.

03
Curate, Don't Research
You don't need original research — only the 
judgment to filter signal from noise. 
Curation is enough to become the informed 
person in your category.
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REASON 03 · OUTREACH

Never send another 'just checking in'
The problem was never your wording. It was that you had no legitimate reason to be in their 
inbox.
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01
"Checking In" Fails
It offers the buyer nothing and 
openly signals you're chasing 
pipeline. Softer language 
doesn't fix the underlying 
message.

02
Manufacture a Reason
A weekly edition manufactures a 
real reason to make contact 
every seven days with content 
they actually want to read.

03
Signal & Opening
It tells you when and whom to 
approach — a prospect who 
clicks or comments has handed 
you both a signal and an 
opening.

04
Opposite Impression
Same contact frequency, 
opposite impression. One erodes 
your standing every time; the 
other builds it.



REASON 04 · PIPELINE

Inbound you never had to chase
Generating inbound has always been marketing's job. This is the one version an individual rep 
can build alone.

01
Warmer & Faster
Inbound leads start warmer, move faster 
and close better than anything dug out of a 
cold list — they found you and raised their 
hand.

02
Built-in Distribution
LinkedIn invites your network at launch, 
notifies subscribers at every edition, and 
indexes editions in search. A post is a 
firework; an edition is a streetlight.

03
Self-Qualifying Audience
Nobody subscribes to enterprise IT news 
casually, so the list self-qualifies as it 
grows.
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REASON 05 · VELOCITY

Educated buyers close faster
That education has to happen somewhere. The only question is whether it happens inside 
your sales cycle or before it.

01
Understand the Problem
Cycles stretch when a buyer doesn't 
understand their own problem, the 
trade-offs between approaches, or what 
'good' looks like.
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02
Skip Remedial Work
A buyer who arrives informed skips the 
remedial groundwork and never raises 
objections rooted in misunderstanding.

03
Shape the Evaluation
Because you did the educating, they 
evaluate in the frame you shaped — and 
they're equipped to argue the case to the 
rest of the committee.



REASON 06 · CAREER

A brand that follows you anywhere
Most reps build their market standing on rented land, then hand it back every time they 
change jobs.

Borrowed Visibility

Leave a company and the CRM 
relationships, the email list and the 
visibility you borrowed from the 
employer's brand all stay behind.

Compounding Asset

A newsletter accrues to your name 
and your profile instead. Subscribers 
stay subscribed, and each year 
compounds on the last rather than 
resetting.

Career Leverage

That standing becomes leverage in 
comp conversations, interviews and 
territory discussions — employers 
want reps who arrive with their own 
market presence.
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THE HONEST PART

Why most reps never start
The theory is easy. The practice is a weekly publication on top of a quota — and that is 
where almost everyone taps out.

Cadence kills it

Going dark after issue 
four does more damage 
than never starting. It 
proves the opposite of 
what you wanted to 
prove.

IT content is hard to 
write

It takes technical depth, 
vendor literacy and 
editorial judgment — a 
rare combination, and 
slow even when you have 
it.

You have a day job

Nobody hits their number 
by moonlighting as an 
editor. Long games lose 
to short-term pressure.

Filler backfires

Recycled press releases 
and AI slop destroy 
credibility with IT buyers 
faster than silence does.
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10 minutes/DEMO
a week to occupy the space between your sales calls

$25 a week for an individual rep — less than a client lunch, working across your entire book of business.
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HOW 12TOUCHES CLOSES THE GAP

Curated content, ready to publish
One rubric, applied every week: IT News You Can Use.

Curated from what actually 
gets read

Each week a few hundred 
enterprise IT articles are sifted 
down by a mix of human 
judgment and AI — then filtered 
by what a real audience of tens of 
thousands of IT professionals 
actually clicked.

You choose your sections

Pick the topics that fit your 
territory and your accounts. The 
25 most-read pieces in those 
sections arrive as a 
ready-to-publish page.

Paste, add your take, 
publish

Under ten minutes a week. Add a 
line of your own perspective and 
a call to action when you have 
one — your name on it, our 
editorial behind it.
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GETTING STARTED

Launch yours in a week
Don't wait for perfect. Every issue gets sharper than the last.

1 Check eligibility and turn it on
Confirm LinkedIn's current requirements for your account, then create the newsletter from 
Write article → Manage → Create newsletter.

2 Pick a name, an angle and a cadence
Name it for the reader's interest, not your product. Weekly beats monthly. A sharp angle 
beats a broad one every time.

3 Publish issue one, then decide your engine
Cadence is the thing that kills newsletters — so settle now whether you're writing it 
yourself or having the content delivered.
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NEXT STEPS

See an issue. Then start yours.

See what an issue looks like

Browse recent curated enterprise IT newsletters and 
see what a branded edition looks like before you 
commit to anything.

12touches.com/programs-to-purchase

Ask for a demo or a trial

Twenty minutes, and we'll show you what your first 
issue would look like for your territory.

sales@12touches.com
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Questions?
Drop them in the chat — we'll take as many as time allows.

12touches.com   |   sales@12touches.com
Curated enterprise IT content for LinkedIn newsletters


