Linkedin Sample Work



Linkedin:-
e Thought leadership
| see alot of founders talking about 4 hour work days.
Well there are never 4 hour work days.
A founder is always on work, irrespective of place or time.
Sure we can travel when we want. Work from home when we want
As a founder | am
- always thinking,
- planning is next move,
- Optimizing my current system
- Reviewing my decisions.
And there is a major part which people don"t account.
“LEARNING”
Learning from Books, Youtube or any good source.
| used to catch up on audiobooks and podcasts during my commute.

So whenever you see a founder following a 4 hour workday, remember.

A founder is never off duty.



e Authority post:-

Most business owners don'’t fail at SaaS because of their product.
They fail because of their approach.
You're here to solve a problem.
Here’s how | solved it:
=] Listening to my audience:-
| spent hours talking to them,
I understood their pain points deeply.
Real conversations gave me insights that no market research could.
] Obsessing over onboarding:-
It doesn’t matter how many features you have
if users are lost in the first 5 minutes, it’s over.
Simplifying onboarding reduced churn and boosted retention instantly.
=] Investing in customer success:-
Support is reactive; success is proactive.
Our team actively helps users maximize the platform,

turning them into loyal, long-term advocates.

Solve the deepest problem, in the simplest way.



e Life Transformation

Three years ago, my journey looked different:-

=] I lacked clear direction.

=] My lifestyle was unhealthy.

=] I was stuck in a cycle of complacency.

But after building products,solving problems and leading a team?
| found purpose in solving real problems through innovation.
Now, everything has shifted:

= I'm driven by purpose—creating solutions that matter.

=] I've embraced a healthier, balanced lifestyle.

=] And I'm learning and evolving every day to stay ahead.

Transformation happens when you align your work with something bigger than yourself.



X Sample Work



Short form :
This is how you scale as an Entrepreneur
- Simplify your offer
- Focus on high-impact work

- Build systems that run without you

Learn, Implement and delegate

Medium form :

As a B2B SAAS owner, you can never target a broad audience.
Be a micro authority.
It helps you to attract people with the same problems you're solving.
If you manage to highlight

- Pain Points

- ldentify their problems

- Make them aware.
You can create a blue ocean.
This helps you in

- Charge premium

- Master the Niche.

- Write targeted scripts

Don’t chase quantity chase quality




e Thread
What can you learn from a SAAS business owner’s journey
My Journey and takeaways(A thread H )
1. People overcomplicate growth.
Keep it simple.
| found one platform (Twitter) and mastered it.

The power of attention compounds when you stay consistent in one place.

2. Niche down.
| didn’t aim for everyone—I focused on a specific audience.
As a SAAS owner the target audience should be narrow.
Niching down allowed him to become a trusted authority

Eliminating competition and appealing to a dedicated audience.

Creating an own blue ocean in a way.

3.Content is key for lead generation.
Post actionable, bite-sized insights that address pain points directly.
He knew his audience’s struggles and created content that resonated.
Each post became a subtle showcase of his SaaS product’s value

Ended up pulling potential leads organically.



4. DMs hold power.
Leverage them for conversions.
JK wasn’t pushy—he initiated conversations, built relationships and listened to their needs

Through genuine interaction, people felt comfortable moving forward with his SaaS solution.

5. Don’t overwhelm your audience.
JK's SaaS offer? Clear, simple, actionable.
His audience understood exactly how his SaaS could solve their problems.
Simplicity breeds confidence
People knew what they were paying for, which led to higher conversions.
6. JK's secret sauce? Consistency.
Engage, post, and refine every day.
Momentum compounds when you show up consistently.
Over time, his content became unavoidable for his audience.

Making him a go-to resource for solving specific problems.
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