
Welcome to the 5 Day LinkedIn Content Bootcamp!  
 
Hi, 
 
Today is going to be day one of the Content Bootcamp. Yey! 
 
So one of the things I get asked for all the time is, "What do I post on LinkedIn? I'm not sure what to 
say, I'm not sure how to say it, I'm worried about saying the right thing, the wrong thing, promoting 
myself too much, not promoting myself enough. What's it all about? I'm scared people are gonna say 
it's not Facebook or I have to be corporate or stuffy or boring." 
 
So this is the first day. What to post on LinkedIn.  
 
I'm here to tell you the good news is you can post whatever you want on LinkedIn! 
 
Some people might say "Oh, you must do this," or "You must do that." But trust me, it's YOUR 
LinkedIn profile. 
 
You can put on there whatever you'd like. 

● If you want to say something about your business, you can. 
● If you want to talk about yourself, you can. 
● If you want to talk about someone else or your clients or something that's happened to you, 

you can. 
It's really, really important that you use your LinkedIn profile, and the content you put out, as 
your content marketing system.  
 
You want to get people to get to know you, get to understand you, see what you're like as a person, 
see what you're like in terms of your business, and really make a decision based on your content if 
they want to work with you. 
 
So there's loads of people out there in the world probably who do what you do or offer of the same 
kind of products or service that you do. But there's only one person that's just like you, and there's 
only one person who can do what you do exactly the way that you do it. 
 
So it doesn't matter whether you're selling a product, or a service, or packages, or coaching or 
consultancy or anything. 
 
It doesn't matter what it is. If they're going to be buying it from you, there's only you that can actually 
sell it like you. 
 
So for day one, the first thing I want you to do is actually go to LinkedIn and do at least one 
post, that's it!  
 



Sometimes that's the hardest thing to do is actually put something out there. They're like "ahhh, I put 
something out there." 
 
Now obviously, ideally you'll have done some of the prework that you may have seen of mine. You'll 
understand what you sell and who you're selling to, done your ideal client avatar work. 
 
Don't worry though if you haven't redone your profile and your headline. This week is all about 
getting some content out there. 
 
So I want you to go to your LinkedIn, open it up, go to "post an update," and I want you to write an 
update. Even if you write Helen Pritchard told me I have to write an update, so I'm encouraged to 
write my update, how is everybody or how is everybody doing, that's fine. If you want to go and 
introduce yourself to your new connections, so you might say, "Hi, I haven't posted here in a while, 
and hope everyone's having a great day. It's 2018. This is exciting. Hope everyone's had a great 
break. Looking forward to getting started, stop back in next week." Something very, very simple. 
Nobody's gonna know... 
 
No helicopter's going to come down and say you're not allowed to post that, but you should at least 
post one thing. 
 
So when you've gone and done it, you can copy a link to the post and send it back to me via 
my email or post it in the group ==> HERE <== or on my Facebook page 
==> HERE <==  once you're done so we can all have a look at it. 
 
And if that's too scary, just do the post and then just let me know that you've done it. 
 
And that's Day one, done! 
 
See you tomorrow for Day two! 
Helen x 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

https://www.facebook.com/groups/groupforlinkedinmarketing/?ref=br_rs
https://www.facebook.com/helenpritchardonline/


 
Day 2 - Write a Story 
 
Today is Day 2 of our Content Bootcamp.  
 
This is about WHAT we're gonna post on LinkedIn. Hopefully, yesterday, you all went and did your 
first post perhaps for a while, or just went and did an additional post that just kind of got yourself out 
there, at least once, which is great. So well done. 
 
And if you haven't done it yet, go and do it! And come back and watch the rest of this video. 
 
Well, sometimes that can be the hardest thing, is just to get past that initial fear of posting. And that's 
absolutely fine, especially if you're very comfortable in other social media. You might look at LinkedIn 
and think, "Well, this is just not my place" or "I don't feel comfortable." But if you've been out and 
you've done your post, then well done, and thank you very much for that. 
 
So, today I'm just going to briefly cover the different types of content that we can put on 
LinkedIn. 

● You can do updates, 
● You can just type things in, 
● You can do long-form posts (written in a long post), 
● You can do short-form posts, which is just a few lines - kind of short and snappy, 
● You can use video, some people can do it natively in LinkedIn, some people like me, I don't 

know why, I'm off! I talk about LinkedIn all the time, but I haven't even got video capability 
yet, which is a nightmare, 

● You might have to do a video and then post a link, but videos can play on LinkedIn, 
● Or you can do images. 

So there's lots of different types of updates and posts that you can do. 
 
Today I'm going to focus on long form updates.  
 
Now, the reason why that I feel that's important, is for a couple of reasons really. One, I think typing 
things into LinkedIn as yourself in the moment is really powerful, and it also allows you to not make 
any excuses. Excuses like - I haven't got the right video, I haven't got the right image, I'm not sure 
what to do. I just want us for this week to just do long-form posts. 
 
So, this is just you going to LinkedIn, doing an update, and writing it in with your thumbs or whatever. 
It's not too technical, you have no excuses. 
 
But also, another reason for long form posts is that the LinkedIn algorithm which is all mysterious, 
I'm not sure how it works, seems to work better in terms of reach and to showing more people your 
content, if you don't have an image, and you don't have a link, and you don't have a video. 
 



So, I like to get the best results. I know it's a vanity thing. Views don't pay the bills. But I'd like you all 
to get confidence, if you like, if you're not used to the Internet, that people are seeing your stuff and 
then this will give you the best chance at visibility. 
 
So, today I want you to go and do a long-form post, and write a story.  
 
So, stories sell. Always have done, always will do. It's a basic of marketing principle. And never more 
so than social media. 
 
So, the other thing that's really important, I feel, for LinkedIn, is to be open and honest about you as 
a person. It does require a lot of effort, vulnerability, and honesty, but I think that just puts you ahead 
of everyone else who's trying to be corporate and boring, and hide behind their brands, to show who 
you are as a person. 
 
The idea being, that you want people to get to know you, or feel like they get to know you, before 
they ever even approach you to take that next step, to talk to you about buying something from you. 
So, it's that whole know, like, trust thing. You can do this really, really quickly, and really easily 
through your LinkedIn content. 
 
So, today I want you to write a story.  
 
It's 2018, and we've just had our break, and I want you to write a review. And you can only write 
about that much, you don't have many characters. Write in a review of your year in 2017 for me. So, 
what was good, what was bad, what did you love, what did you not love so much, what were your 
big wins, what were your sort of failures. Everyone loves those kind of stories, and how are you 
feeling now about 2018. So, this is your year in review post today. 
 
So if you'll go and do that, I can't wait to read them. Because this is it, right? I want to know about 
the people behind the products and services. I can buy products and services anywhere, but the 
actual people that I connect with are the people that I particularly want to buy from. And I will choose 
them over somebody who I don't know. I'm nosy, and most people are nosy, and we like to know 
what goes on in people's lives, and in their heads, and in their businesses. 
 
So, today's task is to go in and post your year in review post.  
 
And if you've written it on LinkedIn, you might as well use it on Facebook as well! 
 
Go and do that and then let me know somehow, somewhere, that you've done it and if you're 
feeling confident with it or even if you're not (especially if you're not) post it into my group 
==> HERE <== or send it to me on email, and we can have a look and that would be great.  
 
So, I'll look forward to seeing it! 
 
See you tomorrow 
 

https://www.facebook.com/groups/groupforlinkedinmarketing/?ref=br_rs


Day 3 - LinkedIn Content Bootcamp 
 
Hello! 
 
It's Day Three, so well done for getting this far and extra well done (brownie points) if you've 
done the two stories or two posts so far.  
 
So we're going to stay on the stories theme because I think it's really, really important that you 
understand the power of them. 
 
So, today's story that you're going to post is going to be what I would call a "nostalgia" post.  
 
So this is about something in your life that happened a long time ago. Talk about the things that 
were happening to you in that time. 
 
The reason for this is because my most popular post on LinkedIn, was my nostalgia post. 
 
I'm sure you've heard about it. I got over 100,000 views on it. 
 
It started with when I when I was 18 and I dropped out of Uni and ran away with a boy who had a 
Sierra Cosworth (which is true)! I kind of fell into recruitment and it was the olden days when we had 
a rolodex and expense accounts and we went to the pub at lunchtime (we drank hooch). It was 
great. There was no Internet and it was a totally different world. But, it was this time that I realised 
that I was passionate about recruitment when I helped somebody get a new job. He had been put 
out of work and was really stressed and upset about it all. And then I found him a job working away 
on a rig  (because I was in oil and gas engineering there). And he rang me up and said "Helen, 
you've really changed my life". It was then that I thought "this is for me". And I really did fall in love 
with recruitment and really with people. And I've been in love with people and what makes people do 
things ever since.  
 
The reason it was so popular is because it was relevant to my audience.  
 
A lot of my audience remember the good ol' days, if you like, of recruitment. The car was a massive 
part of that. I got loads and loads of comments and messages about the car. 
 
But if you can think of a time in your life, say 10, 15, 20, 30, 40, 50 (depending on how old you are 
now) years ago when something happened, or some occasion in your life that's relevant to you now 
and you can bring and build in some of that nostalgia - well let's see those posts today. 
 
So it'll be really extra interesting to find about a bit about you, the old you, which is also really 
exciting. 
 
So, as always, go and do it, straight away and let me know you've done it. 
 



Reply to me here on an email, or post in ==> the Facebook group <==, or message me to let 
me come have a look at it. 
 
If you don't want me to look at it, then just say you've done it and that will be great. 
 
Thanks and see you tomorrow! 
Helen x 
 
 
Day 4 LinkedIn Content Bootcamp 
 
Hi again! It's Day Four! 
 
This is exciting, right? Because, we've only got one day to go! 
 
You've all done and are doing brilliantly - very well done.  
 
But I want to know how you're feeling, at this point...and, also what results you're getting?  
 
Are people liking it? Are people commenting on it?  
 
If not, don't worry, honestly. I still post stuff that gets no engagement whatsoever! It doesn't really 
matter to me! What matters to me, is that I'm posting every day and I'm showing up every day and 
that some people love me. Other people that don't love me - I don't really care about! 
 
So, quite often I'll post not just on LinkedIn and Facebook, in Facebook groups and nobody will 
engage with it. And I'm like - there are plenty more where that came from! But, occasionally you'll hit 
on something that gets loads of engagement, and then you'll think, "ah, this is the kind of thing that 
really works". But, hey, you're dealing with people and you can't make them do what they don't want 
do. 
 
So, Day Four. We're still on the stories theme.  
 
And we're still posting our content on LinkedIn and we're still doing them in long form update, typing 
them directly in, trying to keep things simple. 
 
So, today, we're gonna tell another story, but, this is going to be a story about your client, or 
customer and their journey while they've been working with you or for you and their 
SUCCESS! 
 
It could be in the past, it could be recently, it could be many moons ago. 

● So, talk about a time, when you had a client, who was in X-Y-Z pain - the problem or 
situation. 

● They were in this bad place, to them... 

https://www.facebook.com/groups/groupforlinkedinmarketing/?ref=br_rs


● And, then talk about the outcomes. 
● So talk about how and where you took them from - so, you took them FROM A, and you took 

them TO B, and what were the outcomes of that? 
● How did they FEEL afterwards? 
● What was their situation afterwards? 

The middle bit - how you did it isn't really that relevant, so, keep that very, very small. People don't 
care about that. 
 
People care about, how you have helped a customer or client, go from A to B, because, you're 
going to resonate with the people who are in the A state and they will think, "Yes, that is what I want. 
This is where I am now, and that is where I want to go, definitely." 
 
So, that's really, really important. 
 
You'll hear it called different things -  a hero story, or a legacy story. 
 
So, just an example of where you've taken somebody, from A to B, and that journey that a client or 
customer's been on. 
 
Tell that story today. 
 
So, go to LinkedIn, get the first thing that comes to your head that's relevant and put it in. You don't 
have to worry about exactly how it looks, or, how it's formatted - I don't even proofread my stuff, so, 
I've got spelling mistakes and stuff in - just type it in, and make it a story about your clients, for today. 
 
So, it can be a current client, or, could be an ex-client, could be something from many, many years 
ago. But, make sure the focus of the story, is how you got them from A to B. Not so much about 
what you did to help them (there's an element of it) but, really focus on those big outcomes that they 
got from working with you. 
 
So, off you go, go and talk about your clients, which is often a little bit easier than talking about 
yourself. You've done the hard bit really, talking about yourself. 
 
Go today and talk about one of your clients, one of their successes. 
 
Let me know when you're done! Reply to me here on an email, or post in ==> the Facebook 
group <==, or message me to let me come have a look at it. 
 
See you tomorrow for the last Bootcamp session! (sad face) 
Helen x 
  
 
 

Day 5 LinkedIn Content Bootcamp - the final day! 

https://www.facebook.com/groups/groupforlinkedinmarketing/?ref=br_rs
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Well, it’s day five of the content writing bootcamp! 
 
Here is your medal ǯWell done! 
 
Thank you very much for being with me every step of these five days. I can't wait to see all your 
posts, and the people that have messaged me and stuff - absolutely brilliant! 
 
I'm really proud of everyone for getting out there and doing it. 
 
I understand what's easy for me, 'cause I do it all the time, is not easy for you if you don't do it, or 
you don't like doing it, or you've not done it before. 
 
So day five is the last day of our Content Bootcamp (boo hoo, little tear rolling down face) 
 
Now this one is really difficult for some people. I'm gonna make you do it, so... 
 
The content that we've done is stories all week, which is great. So you've been posting the stories. 
 
What I want you to do now, on the last day, is I want you to go to LinkedIn and write a shorter 
form update. And I want you to write, what I call an "ask for business post". Eek! 
 
So, go to LinkedIn and say "This is who I am, this is what I do, if you know of anybody who might like 
X, Y, Z - outcomes of what it is that you do - please send them my way. Thank you."  
 
That's it. No links, no pictures, no video, nothing. No wrapping it up into like a really amazing piece of 
content, then having that as a kind of call to action at the end.  
 
It's an outright ask for business. 
 
I expect my clients to do this at least once a week. I do it all the time. 
 
People say "I've been told you shouldn't do primary posts", or "you shouldn't posts asking for 
business" and I say (not gonna say what I would normally say - keep it clean) - but I don't care about 
people who think I post too much promotional stuff. 
 
I only care about the people who buy from me, and contact me because of the promotional posts. 
 
So, I really want people to focus not so much on what people think, but what people do. And if 
people are buying from you, and contacting you and saying they love your stuff and they love your 
posts, and they feel like they know you, and they can't wait to buy from you, then that is much, much 
more important. 
 



And the odd person who might say well I don't think you should do it like that, well that's absolutely 
fine - they're not your ideal client, and that's cool.  
 
So, going out there asking for business - I know is very difficult for lots of people. I know it's 
something that we kind of have always trained out of us, especially with social media. You're not 
allowed to promo, you know not at all, you know you're in someone's group, you're not allowed to 
say this, you're not allowed to do that. 
 
Where as LinkedIn is totally different. 
 
You can say whatever you want. 
 
It's the worlds largest professional networking platform. That's what it is, that's what it says on the tin, 
that's what people are there for, they're there for networking. 
 
So go out there and just post, out and proud, this is who I am, this is what I do, if you know anyone 
who might be interested please let me know.  
 
Cause it's there that’s where the magic in your content is. 
 
It's that, when people go "Oh, Helen, I've been meaning to speak to you about LinkedIn. Can you 
give me some details of this, that, and the other." And "Oh Helen, I seen your story and I've been 
meaning to contact you and yeah I do need you to come and talk to me about that." 
 
It just gives people that opportunity to buy. 
 
Do you post once and get business out of it? 
 
Maybe. 
 
Sometimes. 
 
Is it part of a wider content and engagement plan on LinkedIn? 
 
Of course it is.  
 
You know, you have to be consistent, you have to be showing up, you have to be posting every day, 
you have to be... you know... THERE and visible and honest and open and engaging and talking to 
people and building your network. 
 
It's not that easy, you can't just go to LinkedIn and not be in there for 12 years and post and say I'm 
doing this now and do you want some? 
 
It doesn't work like that. 
 



However, don't fall into the trap of adding so much value and delivering such great content, 
that you forget to say you know, this is how you can buy from me. 
 
So today is the final day. Thank you so much for being on this little journey with me. So exciting. I 
love it. 
 
Honestly, I actually love this stuff because I know that it's not as easy as I kind of find it or I make out 
that it is. Cause, ya know, it might sound like - oh just do some posts this week. But actually, if you're 
not used to promoting and writing in this way, it's a really, really challenging piece of work to do. 
 
And if you've done every post, every day, and shown up, and done the work, then... ya know, I think 
you should be really, really proud of yourselves and I think that's absolutely brilliant. 
 
And just think of all the new people, all those people who - you've been connected to for ages and 
you've not really spoke to or they're not really seeing anything from you, will now know so much 
more about you from just these last five days alone. 
 
And then when they are ready to buy, they will have some kind of emotional connection with you, or 
they will at least know who you are. And not just some dusty old profile that they've not seen for 
ages. 
 
So, well done everyone who's done it and if you need anything from me, just give me a shout and 
then, I'll be pleased to help! 
Don't forget to post the links to your content into the LinkedIn Marketing Group in Facebook so 
that we can all see what it is we're actually doing in our businesses - you never know, someone 
might just need YOU! 
 
See you later! 
Helen x 
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