
S A L E S  T E A M  L I N K E D I N  A C T I V I T Y  R E P O R T
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LINKEDIN POSTING

BEST 
PRACTICES

W h y  L i n ke d I n  E n g ag e m e n t  M at t e rs :

LinkedIn is more than a networking platform—it's a strategic 

sales tool.

- Port of Virginia’s audience is already there: Key decision-

makers, logistics professionals, and industry influencers 

actively use LinkedIn to stay informed and connect.

- Engagement drives visibility: Every like, comment, and share 

increases your reach—putting the Port’s value proposition in 

front of the right people.

- Builds trust and credibility: Consistent, thoughtful engagement 

positions you as a knowledgeable, reliable partner in the 

supply chain.

- Supports the sales funnel: From awareness to conversion, 

LinkedIn helps nurture leads and accelerate deal cycles.
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LINKEDIN POSTING

BEST 
PRACTICES

Kn o w  Yo u r  A u d i e n c e :

- Focus on logistics professionals, shippers, 

import/export managers, and supply chain 

decision-makers.

- Tailor content to highlight how the Port of 

Virginia adds value to their operations.
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LINKEDIN POSTING

BEST 
PRACTICES

C raf t  C o m p e l l i n g  P o st s:

- Start strong: Use a bold statement, 

question, or stat to hook readers.

- Keep it concise: Aim for 3–5 short 

paragraphs or bullet points.

- Use emojis sparingly to add 

personality without being 

unprofessional.

- Include a clear CTA (e.g., “Let’s 

connect,” “Learn more,” “What’s 

your experience?”).
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LINKEDIN POSTING

BEST 
PRACTICES

U s e  V i s u a l s :

- Share photos of port 

operations, infographics, 

or behind-the-scenes 

videos.

- Use branded templates 

for consistency and 

recognition.

- Tag relevant companies 

or partners when 

appropriate.
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LINKEDIN POSTING

BEST 
PRACTICES

Po st  R e g u l a r l y :

- Aim for 2–3 posts per week.

- Mix content types:

- Customer success stories

- Port updates or milestones

- Industry news with your take

- Employee spotlights

- Event participation or speaking    

engagements

- Mixing posts: Reshare/repost POV content 

- Avoid posting potential new customers to 

avoid risking alerting a competitor

- Make sure to position yourself as a subject 

matter expert in your specific vertical



7

LINKEDIN POSTING

BEST 
PRACTICES

E n ga g e  A u t h e n t i ca l l y :

- Respond to comments quickly 

and thoughtfully.

- Comment on others’ posts—

especially customers, partners, 

and industry leaders.

- Use polls or questions to spark 

conversation.
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LINKEDIN POSTING

BEST 
PRACTICES

L e ve ra g e  H a s h t a g s  & M e nt io n s :

Use 3-5 relevant hashtags:

- # P o r to fVi r g i n a

- # A me r i ca sMo s tMo d e rn G a te wa y

- Dy n am i cP a r t n er s h i p

- Fu t ur e Fo r wa r d Mi n d se t
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LINKEDIN POSTING

BEST 
PRACTICES

S h a re  I n s i g h t s ,  N o t  
J u st  In f o :
- Add your perspective to news 

or trends.

- Share data-backed 

insights about shipping, 

efficiency, or sustainability at 

the port.
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LINKEDIN POSTING

BEST 
PRACTICES

C a l l  t o  Ac t i o n :  M a ke  L i n ke d In  Wo rk  f o r  Yo u :

Key Takeaways

- Engagement = Visibility: Every interaction boosts your reach and influence.

- Credibility is built over time: Consistent, authentic activity positions you as a 

trusted industry voice.

- LinkedIn supports the sales journey: From awareness to conversion, it’s a 

powerful tool in your toolkit.

Training Resources

- LinkedIn Learning: Social Selling with LinkedIn

- Weekly LinkedIn Engagement

https://www.linkedin.com/learning/social-selling-with-linkedin-4
https://www.linkedin.com/pulse/linkedins-best-engagement-practices-how-engage-optimal-van-lier-pewef/
https://www.linkedin.com/pulse/linkedins-best-engagement-practices-how-engage-optimal-van-lier-pewef/
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LINKEDIN POSTING

BEST 
PRACTICES

R ef le ct i v e  
P ro m p t :

What’s one thing you 

can do today to start 

incorporating these best 

practices?



T H A N K  Y O U
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