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Sending direct messages is a great way to get access to decision makers and 
prospective candidates. The biggest issue is that not enough thought is put 
into either the purpose of structure of the message by the average recruiter.

Thankfully, As part of the Rookie2Recruiter experience, we’ve got you covered 
(as usual).

The following guidance is applicable for all platforms where a DM is possible. 
In fact, it I’ll serve you well with your IM, SMS and WhatsApp communication - 
especially when reaching out for that “first touch” communication.

What’s the purpose?

It’s important you know what your purpose is with the messages that you 
choose to send. What is the goal? What would you like to see happen, because 
of your message?

In the majority of cases I hope you’re seeking to create a response - some form 
of reply or enquiry. Any response could be the start of a conversation - even if 
the initial reply is some form of ‘Thanks, but no thanks”

Here are some simple rules for your direct messaging -

Brevity. Keep the message short. You should be able to get your message 
across in less than 400 characters. That’s about 70-80 words. As you develop 
your messaging skills, write you message in Word so you can see the character 
count. According to Linkedin inMail messages receive considerably more 
responses when less than 400 characters, yet 90% of recruiter messages are 
far longer.

Get personal. We can be professional and personal at the same time. Share a 
reason why you have chosen to message them as an individual rather than as 
a prospect client or candidate.

Use the information you have in front of you:

 ■ Experience

 ■ Qualifications and schools 

 ■ Longevity in roles 

 ■ Hobbies 

 ■ Interests 

 ■ Mutual acquaintances

TEMPLATE FOR A DIRECT MESSAGE
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Create curiosity. Curiosity is a great state to create in a prospect client or 
candidate. Get them interested enough in wanting to talk. Build your mindset to 
generate curious enquiries rather than definite applications or client responses.

Ask for something. Set a call to action - a reply, review of a webpage or to 
arrange a conversation. The more explicit you at the easier it is for them to say 
yes.

Follow up. As a minimum another message to follow up on the previous, without 
the now much over used, did you see my message?

Repetition and review. Purposeful practice requires you focusing on how you 
write your messages in real time. If you’re not truly reviewing what works and 
what doesn’t how will you ever get better at it?


