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AVG REACTIONS CALL-TO-ACTION

20 comments FREQUENCY

He turns "“trust problems"” into “proof moments": instead of asking people to believe he's
credible, he tells short stories and playbooks that show what he built, how fast it worked,
and what changed in real numbers. That same proof-first style is repeated everywhere—
posts, profile headline/banner, and the productized "audit/pilot first” offer—so the content
feels like evidence and the profile feels like the next step.
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01 Start with the doubt, then end with proof and numbers

02 Show the exact words, questions, or template you used


https://linkedin.com/in/mert-yerlikaya
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Give your method a short name, then list the steps

Tell mini case studies with one clear before-and-after number

End with one simple question people can answer fast

Use images for your best ideas, not walls of text

Keep the post valuable, and move the pitch to comments



PART 1

7 Tactics You Can Steal

° Start with the doubt, then end with proof and numbers

He often opens with a real objection someone said (“you're too young" / “this won't work"), so
people instantly lean in. Then he answers it with something you can picture (a demo, a prototype, a
fast result) and at least one hard number. This style is backed by the biggest performance gap in
the dataset: the age-skeptic-to-win stories average about 8.24x relative engagement across three
posts. To copy it: write the exact doubt in the first two lines, show what you delivered, and finish
with one measurable before/after result.

Example 1 - Example 2 —» Example 3 -»

a Show the exact words, questions, or template you used

Some of his strongest posts don't “teach” in general—they show the exact thing he used: a
message, a proposal change, or a repeatable template. That makes the post feel safe to trust
because readers can copy it and test it. It matches the broader pattern where step-by-step,
concrete playbooks outperform vague advice (the strongest playbook cluster averages about 1.80x
relative engagement). To copy it: share the actual lines you used (or the exact sections of your
template), then explain why each line exists.

Example 1 - Example 2 » Example 3 »

Give your method a short name, then list the steps

He regularly packages messy work into a simple, named method (a short label, then a few steps or
layers). People remember a name more than a paragraph, and they can repeat it to others—so the
idea spreads. This pairs with his best-performing style inside thought leadership too: specific,
structured posts beat generic takes (the quantified contrarian set averages about 1.91x, while
generic warnings average about 0.49x). To copy it: pick a short name, list 3-5 steps, and add one
sentence that tells people when to use it.

Example 1 - Example 2 —» Example 3 -»


https://www.linkedin.com/posts/mert-yerlikaya_plot-twist-that-ceo-who-laughed-he-just-activity-7337904171674693634-5Efd
https://www.linkedin.com/posts/mert-yerlikaya_big-consulting-firms-hate-this-why-hungry-activity-7360691426264870913-fNcQ
https://www.linkedin.com/posts/mert-yerlikaya_my-competitor-celebrated-a-5k-chatbot-deal-activity-7400984098535784449-Y5iG
https://www.linkedin.com/posts/mert-yerlikaya_we-used-to-send-40-page-proposals-and-get-activity-7376281552718163968-cuXn
https://www.linkedin.com/posts/mert-yerlikaya_we-closed-50-ai-transformation-deals-using-activity-7396605953288175617-aWZK
https://www.linkedin.com/posts/mert-yerlikaya_50-ai-audits-3-types-of-companies-only-activity-7420487377116356608--xCu
https://www.linkedin.com/posts/mert-yerlikaya_im-giving-you-the-exact-mental-model-that-activity-7382434880258871297-GMvR
https://www.linkedin.com/posts/mert-yerlikaya_what-layer-is-your-biggest-bottleneck-right-now-activity-7385328253990768640-6hix
https://www.linkedin.com/posts/mert-yerlikaya_theres-a-canyon-between-ai-innovation-and-activity-7391163064106205184-fvdD

Tell mini case studies with one clear before-and-after number

Even when he's teaching, he usually drops a small “this happened” story with a measurable change
(time saved, money saved, steps reduced). That's why his case-study style outperforms general
implementation talk: case studies with tight before/after metrics average about 1.43x relative
engagement, versus about 0.71x for more general guidance. To copy it: pick one workflow, write
‘before’ and ‘after’ in plain words, and add one line describing what changed (the mechanism).

Example 1 - Example 2 —» Example 3 -

End with one simple question people can answer fast

Most posts finish with a clear question that invites people to share their situation, not just say “great
post.” This is a big part of his consistency: engagement-question CTAs show up 64 times in the 95-
post dataset. It works because it gives readers an easy next step, and it makes the comments
section useful (which keeps the post alive longer). To copy it: ask for one specific thing (a
bottleneck, a fear, a red flag), and make the answer possible in one sentence.

Example 1 - Example 2 —» Example 3 -»

Use images for your best ideas, not walls of text

This account is built around image-first posts, and the numbers back it up. Image posts average
about 1.46x relative engagement (85 posts), compared to video at 1.00x (7 posts) and posts with no
media at about 0.48x (2 posts). Images work because they make the key idea easy to scan and
save. To copy it: put the main promise in the first line, then use 1-3 images to show the framework,
checklist, or proof points.

Example 1 - Example 2 —» Example 3 -»

Keep the post valuable, and move the pitch to comments

When posts turn into obvious promotion, results drop. In this dataset, posts with promotional CTAs
average about 1.20x relative engagement (17 posts) versus about 1.44x without promotional CTAs
(78 posts). The pattern that works better is: teach or tell the story first, then put the link/offer in a
short P.S., a reply, or a follow-up message. To copy it: write a full value post that stands alone, then
offer the extra resource only to people who ask for it.

Example 1 - Example 2 —» Example 3 -» Profile -»


https://www.linkedin.com/posts/mert-yerlikaya_a-law-firm-just-saved-100kyear-with-the-activity-7378422887105388544-WJzi
https://www.linkedin.com/posts/mert-yerlikaya_10000-ai-audit-45-days-10-departments-activity-7418034051761987584-T-Ft
https://www.linkedin.com/posts/mert-yerlikaya_i-spent-12-months-studying-why-ai-projects-activity-7361412470734839809-aSZp
https://www.linkedin.com/posts/mert-yerlikaya_the-mid-market-ai-gap-is-massive-and-nobodys-activity-7375978110938337280-oViA
https://www.linkedin.com/posts/mert-yerlikaya_the-47kmonth-mistake-every-business-makes-activity-7338606618319671296-mZRd
https://www.linkedin.com/posts/mert-yerlikaya_why-your-ai-strategy-needs-a-human-in-the-loop-activity-7419086869084405760-Q-Iy
https://www.linkedin.com/posts/mert-yerlikaya_a-fortune-500-ceo-asked-me-yesterday-whats-activity-7376647117630685186-Hap2
https://www.linkedin.com/posts/mert-yerlikaya_started-monk-ai-group-at-18-with-a-laptop-activity-7385682889398636545-xeyj
https://www.linkedin.com/posts/mert-yerlikaya_curate-people-the-early-people-are-the-dna-activity-7398765235098148866-dpTE
https://www.linkedin.com/posts/mert-yerlikaya_mit-study-95-of-ai-projects-are-failing-activity-7377379842075418624-OQet
https://www.linkedin.com/posts/mert-yerlikaya_we-help-companies-outgrow-their-peers-by-activity-7416819292459130882-2Jdp
https://www.linkedin.com/posts/mert-yerlikaya_a-22-year-old-engineering-student-closed-activity-7426311287908868097-EUFP
https://linkedin.com/in/mert-yerlikaya

PART 2

Profile Breakdown

Helping you become Al-first and outgrow your peers | $600K+ Generated For Al
Transformation | DM me to Become a 6-Figure Al Consultant

Helping [specific person] become/achieve [clear outcome] | [one big, counted proof result] in/for
[the category] | DM me to [one clear next step offer]. Why it works: it reads like a one-line landing
page—promise first, proof second, then a single action—so both buyers and followers instantly
know what you do, why they should trust you, and what to do next.

menK

Book a Cal Your Al Transformation Partner

Education Consulting Implementation

Trusted by 50+ companies worldwide

High-contrast banner that says the category in plain words (“Al Transformation Partner”), shows
trust proof (a count like “Trusted by 50+ companies” + recognizable logos), and repeats the action
("Book a Call") like a website hero section. Why it works: it visually confirms the claim in the
headline with proof cues and removes friction by telling people exactly what to do next.



PART 3

Content Strategy

PILLAR %

WHAT CRUSHES EXAMPLES

Market takes about 379
Al that use

numbers (not

vague opinions)

Al audit + 24%

consulting
playbooks people
can copy

Delivery case 22%
studies with a clear

before/after result

Specific, quantified, slightly contrarian takes
outperform generic warnings. In this dataset, the
strongest “market/thought leadership” cluster Post 3
uses clear numbers or original-sounding data

points (6 posts averaging about 1.91x relative
engagement), while repeated, broad warnings

without a fresh number/story are the weakest

cluster (7 posts averaging about 0.49x). The

posts that do best usually pick one business fear

(wasted budget, unclear ROI, talent gap) and

make it concrete with a number, a quote, or a

sharp “we do X, not Y" stance.

Post 1

Concrete "exact process” posts win: step-by-
step playbooks with numbers (prices, time
boxes, conversion rates, ROl math) are the Post 3
strongest sub-type here (8 posts averaging

about 1.80x relative engagement). The weaker

versions are the ones that feel like a promo or a

resource drop without enough of the actual steps

(15 posts averaging about 1.30x, with the lowest

cluster around 0.72-0.82x). The best posts make

the first paid step feel small, safe, and repeatable

—so readers can picture themselves doing it.

Post 1

Case studies beat "how-to0" advice when they
include a named mechanism and a tight
before/after metric. In this dataset, case studies Post 3
with clear metrics average about 1.43x relative
engagement, while general
implementation/change-management guidance

without a standout headline result averages

about 0.71x. The strongest case studies are

framed as a mistake/lesson - fix, so the reader

gets both proof and a takeaway they can reuse.

Post 1

Post 2

Post 2

Post 2


https://www.linkedin.com/posts/mert-yerlikaya_the-150k-mistake-i-see-every-week-is-heartbreaking-activity-7391881108302336000-Wu8B
https://www.linkedin.com/posts/mert-yerlikaya_the-ai-talent-gap-is-real-but-hiring-data-activity-7421208249925849088-N9CP
https://www.linkedin.com/posts/mert-yerlikaya_we-dont-have-budget-for-ai-transformation-activity-7339260922948915202-mFVK
https://www.linkedin.com/posts/mert-yerlikaya_they-said-no-to-our-5000-ai-audit-that-activity-7420919493729669120-Bbt7
https://www.linkedin.com/posts/mert-yerlikaya_i-tried-to-automate-my-entire-agency-then-activity-7366121495816835072-3aX_
https://www.linkedin.com/posts/mert-yerlikaya_we-just-cracked-the-300k-code-big-consultancies-activity-7393739515061768192-Wn9M
https://www.linkedin.com/posts/mert-yerlikaya_never-let-a-tough-client-project-discourage-activity-7382053435916902400-uIS4
https://www.linkedin.com/posts/mert-yerlikaya_your-ai-strategy-is-only-as-good-as-your-activity-7421992409003102208-Qbhx
https://www.linkedin.com/posts/mert-yerlikaya_we-had-everything-superior-tech-executive-activity-7397342754080559104-ZoX6

PILLAR %

WHAT CRUSHES EXAMPLES

Founder journey + 179,
“'young vs

incumbents”

credibility stories

The biggest spike comes from "age skepticism -»
win" stories. The small set of posts built directly
around the age objection turning into enterprise Post 3
results averages about 8.24x relative

engagement (3 posts). By contrast, simple
milestone/status updates without a conflict-and-

proof arc are noticeably weaker (5 posts

averaging about 1.35x). The most effective

founder content uses sharp contrasts

(before/after lists, dated timelines, or one vivid

moment like a DM/meeting) so the story feels

real, not motivational fluff.

Post 1 Post 2


https://www.linkedin.com/posts/mert-yerlikaya_3000-followers-12-months-ago-0-followers-activity-7341075739716268032-H4u7
https://www.linkedin.com/posts/mert-yerlikaya_we-just-did-something-irresponsible-for-activity-7347997334468726786-QSzl
https://www.linkedin.com/posts/mert-yerlikaya_2026-the-year-of-real-impact-2024-was-activity-7414732067080585217-KdWW

PART 4

Conversion Strategy

Their Offer(s)

Monk Al Group's Al Transformation services (paid Al Audit/pilots and implementation for mid-
market to enterprise).

Al consulting coaching/apprenticeship (“Become a 6-Figure Al Consultant” alignment call)

YouTube education content plus free templates/blueprints/scorecards

How They Promote in Posts

In-post promotion is selective and usually placed at the end (often as a P.S.). Promotional CTAs show up
about 17.89% of the time and underperform on average (about 1.20x relative engagement with promo CTAs
vs about 1.44x without), so most posts stay native and value-first. At the same time, the feed is built to
spark replies: across the 95-post dataset, CTAs of any kind appear very often (77.9%), and engagement
questions alone appear 64 times—so the default "CTA" is a simple question that keeps the thread active.
When he does push for leads, he typically sends people off-platform (YouTube + free download) or gates a
resource behind a comment to start a DM conversation.

Example 1 - Example 2 » Example 3 »

How They Promote in Profile

The profile is built like a landing page: the banner repeats the category plus trust signals and a “Book a
Call" cue; the headline stacks outcome + quantified proof + a direct DM CTA; and the About section gives
skimmable proof bullets plus two clear Calendly links (one for Al transformation, one for coaching) and
email. The Featured section acts as a direct conversion tile, sending high-intent visitors straight into the
coaching funnel, while the rest of the profile supports the "audit/pilot first” buying step.

View Profile »


https://www.linkedin.com/posts/mert-yerlikaya_we-just-dropped-our-first-youtube-video-in-activity-7369068777998630914-8Fg3
https://www.linkedin.com/posts/mert-yerlikaya_every-billionaire-is-screaming-start-an-activity-7383513439559663616-P82n
https://www.linkedin.com/posts/mert-yerlikaya_we-just-gave-away-300000-worth-of-strategy-activity-7387568807072124929-K9Dz
https://linkedin.com/in/mert-yerlikaya

PART 5

Top 10 Posts

A 45-year-old CEO just hired us to replace his $300K consultant. Here's the DM
that changed his mind.

He shares a late-night LinkedIin DM where a CEO questions what a young operator can do
compared to a high-priced consulting firm. He replies by offering fast, tangible deliverables
(working prototypes) and then tells the story of demoing a workflow improvement with a
dramatic time reduction. The story ends with a same-day close and a message to younger
builders who face the same objection.

1753 324 45

I pitched a $240k Al project at 18. The CEO laughed. Then | showed him this.

He tells a boardroom story where a CEO dismisses him for being young, then he shifts the
conversation by showing a concrete build and outcome metrics. The post stacks multiple
measurable results and frames execution as the true credibility signal. It closes with a broad
lesson about results beating perception.

522 88 4

My best friend and | went from failing English class to doing Al workshops for the
boards of multi-million dollar enterprises

He shares an origin story about building a company with his best friend, starting with no capital
or connections. The post lays out a dated timeline of milestones and growth, leading to
enterprise-level workshops and delivery work. It ends with gratitude and a clear forward-looking
vision.

290 65 2

We charge $1500 for Al audits. Here's the exact process that converts 83% of
them into 5-figure contracts.

He explains a paid audit offer with a clear price and a strong conversion claim, then breaks the
delivery into a step-by-step framework. The post includes mini examples with ROI-style
numbers and a risk-reversal angle that lowers buyer fear. It positions the audit as the logical first
step into bigger implementation work.

284 62 2

Why | Turn Down $50K Projects (The 18-Second Test)

He argues that some big-budget projects are actually bad deals and shares a fast qualifying test
with three simple questions. He lists red flags and translates vague answers into what they really
mean. The post ends by asking readers to add their own qualifying questions.

281 51 6


https://www.linkedin.com/posts/mert-yerlikaya_a-45-year-old-ceo-just-hired-us-to-replace-activity-7349745693990760448-rCST
https://www.linkedin.com/posts/mert-yerlikaya_i-pitched-a-240k-ai-project-at-18-the-ceo-activity-7335670830728732674-XKDN
https://www.linkedin.com/posts/mert-yerlikaya_my-best-friend-and-i-went-from-failing-english-activity-7366852346007539712-wglv
https://www.linkedin.com/posts/mert-yerlikaya_we-charge-1500-for-ai-audits-heres-the-activity-7354520029339467776-BxiV
https://www.linkedin.com/posts/mert-yerlikaya_why-i-turn-down-50k-projects-the-18-second-activity-7349384664379179008-jeAJ

It's my 19th birthday.

He uses a birthday reflection to contrast “last year” versus “today” with a simple scoreboard of
clients, revenue, and deliveries. He highlights how perception changed from “too young” to
"how did you do that,” and thanks his co-founder. The post ends with a message aimed at
young builders and a prompt to share it with someone under 25.

250 87 0

Last week: explaining Al consulting to my Turkish mother. This week:
implementing it for a $B company.

He tells a family conversation where he explains his work in simple words, then shows how the
same explanation helped in an executive conversation days later. He uses a sticky everyday
analogy and ties it to a quick prototype result with a clear time-saving number. The point is that
real expertise should be explainable without jargon.

257 28 0

Why I'm teaching my biggest competitors everything | know (and doubling my
revenue)

He argues that sharing his best frameworks publicly—even if competitors copy them—actually
increases inbound demand. He describes how copying leads prospects to search for the original
source, then lays out levels of transparency that most creators never reach. The post ends by
offering a high-value template in exchange for a comment.

141 141 1

Selling $5-10K Al audits is actually simple.

He lays out a simple checklist for selling audits, focusing on talking to the people closest to the
work, documenting the workflow clearly, and showing ROl in plain language. He uses a vivid
“expensive time doing cheap work” example and pushes for a simple one-page deliverable
instead of long decks. The post positions audits as diagnosis before a bigger fix.

222 55 4

I asked 50 enterprise CEOs: "What's your biggest Al fear?" 37 out of 50 said the
exact same thing.

He shares a small survey-style insight from conversations with enterprise CEOs, highlighting a
repeated fear about not knowing whether Al investments are working. He reinforces the point
with executive-style quotes and contrasts big, vague spending with small pilots and measurable
proof. The post ends by asking what metrics matter most for success.

197 56 6
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https://www.linkedin.com/posts/mert-yerlikaya_its-my-19th-birthday-last-year-on-this-activity-7340084766202810368-eWxS
https://www.linkedin.com/posts/mert-yerlikaya_last-week-explaining-ai-consulting-to-my-activity-7366507509093646338-Ovmj
https://www.linkedin.com/posts/mert-yerlikaya_why-im-teaching-my-biggest-competitors-everything-activity-7361749445199245312-zNEB
https://www.linkedin.com/posts/mert-yerlikaya_selling-5-10k-ai-audits-is-actually-simple-activity-7375553489923502080-74qf
https://www.linkedin.com/posts/mert-yerlikaya_i-asked-50-enterprise-ceos-whats-your-activity-7373768095041040385-CqVc
https://buildauthority.ai/

