
LinkedIn  



LEVERAGING 

LINKEDIN FOR 

MARKETING 

BUILDING YOUR BRAND 



WHY SHOULD YOU CARE ABOUT LINKEDIN? 

(BUSINESS OWNERS & SALES PROFESSIONALS) 

• 94% of B2B Marketers Use LinkedIn 

to Distribute Content 

 

• 50% of B2B Buyers Use LinkedIn 

When Making Purchasing Decisions 

 

• LinkedIn Users are 4x More Likely to 

Click on Your Website Than From 

Facebook (HubSpot) 

 

• 57% of Companies Have a LinkedIn 

Company Page 



INTERESTING FACTS ABOUT LINKEDIN IN 2017 

• 500 Million Users in 200 Countries 

• 128 Million in the United States 

• 2 New Users Join Every Second 

• 100,000 Articles Published Each Week on LinkedIn 

• Profiles with Photos Get 14x More Profile Views 

• A Professional Photo Makes You 36x More Likely to be Contacted 





WHAT LINKEDIN IS 

LinkedIn's Mission Statement: 

Connect the World's Professionals to Make Them More Productive 

and More Successful. 



DIFFERENT TYPES OF LINKEDIN 

https://premium.linkedin.com/ 



PROFILE BREAKDOWN 



PROFILE BREAKDOWN (CONT) 



PROFILE BREAKDOWN (CONT) 



Real Example 





Profile Optimization Checklist 

• Post a Professional Headshot and Properly Sized Banner 

Photo 

 

• Change Your Profile URL – Helps with SEO 

 

• Use LinkedIn Symbols to Make Your Headline Pop and to Make 

Your Summary Section More Consumable 

 

• Fill Out ALL of Your Summary Section (2000 Characters) and ALL 

of Your Job History Descriptions 

 

• Create a Word Cloud to See How a Machine Views Your Profile 

 

 

 





Canva – www.canva.com 
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CREATING A PERSONAL PAGE 
BUILDING YOUR PERSONAL BRAND 

 

1. Be Authentic. The best online identities are real, honest, and focus on what makes you unique  

and what you can offer. Personal branding is not about sales or spin. 

2. Create a Distinctive Profile Headline. Your LinkedIn headline is the first description that people  

will see. Make it count. Good headlines are clear, confident, and use terms people search for. 

3. Avoid Clichés. Words like “creative,” “extensive experience,” and “team player” appear on so  

many profiles that they’re almost meaningless. Find unique ways to describe your skills. 

4. Be Visible. Stand out by updating your status with projects you're working on, stuff you're  

reading (and your opinions on them), and events you're attending. Your brand is not just who you  

are; it’s what you do. 

5. Build Brand Associations. You’re judged by the company you keep. By building your LinkedIn  

network, you’re building your personal brand. Connect with colleagues, classmates, and others. 



CREATING A PERSONAL PAGE 
BUILDING YOUR PERSONAL BRAND 

6.  Add to Your Knowledge. Differentiate yourself by knowing your industry deeply. Read up on  

topics you care about (as a start, check out LinkedIn Today, Channels, and Influencers). 

7.  Share in LinkedIn Groups. Every Group post you make and question you answer is an  

opportunity to market yourself and to build your credibility. Groups are also a great way to  

learn industry lingo. 

8.  Be Personal. Customize connection requests or any other message on LinkedIn to your  

recipient. People will appreciate the personal attention 

9.  Be Consistent. Make sure all the pieces of your professional footprint are consistent and 

send the same message — from your LinkedIn profile to your resume to other social networks. 

10.  Give Generously. Helping others is a crucial way to build your own personal brand. Give  

advice, share job leads, provide endorsements, and congratulate people on their successes. 



LINKEDIN NETWORKING 

• LinkedIn Networking is Based on Degrees of Separation 

 

• 1st Degree - People Directly Connected To You 

2nd Degree – People Connected to 1st Degree Connections 

3rd Degree – People Connected to 2nd Degree Connections 

Out of Network – People Outside 3rd Degree Connections 

 

• Can Only Direct Message Contacts in 1st Degree Network 

 

• Can Invite All 2nd Degree Contacts to Connect  

Can Only Invite 3rd Degree Contacts That Have Full First and 

Last Names Displayed to Connect 

 

 





GROWING YOUR LINKEDIN NETWORK 

• LinkedIn Groups – Members of Groups Treated as Connections 

 

• L. I. O. N.’s – LinkedIn Open Networkers 

 

• Aggressive Connection Strategies – Pros and Cons 

 

• DuxSoup 

 

 

 





CONTENT MARKETING 

• Rule of 7 

 

• Inbound Marketing - “Jab, Jab, Jab, Right Hook” 

 

• Create Compelling Images 

 

• Leverage LinkedIn Groups 

 

 

 







Sales Prospecting 









Other Parts of LinkedIn 

• LinkedIn Learning 

• Sales Navigator 

• Pro Finder 

• Job Finder 

• SlideShare 

• Talent Solutions 

• Groups 

• LinkedIn Advertising  
 

 

 



LinkedIn Profile Resources 

• Canva (www.canva.com) 
• Create Your LinkedIn Background Photo 
• Create Cover Art for Articles 

 

• WordClouds (www.wordclouds.com) 
• Create a Visual Data Representation of Your LinkedIn 

Profile Keywords 
 

• GlassDoor (www.glassdoor.com) 
• Find Professional Job Descriptions Created By HR 

Managers and Model Them 
 

 

 

http://www.canva.com/
http://www.wordclouds.com/
http://www.glassdoor.com/


LinkedIn Content Creation Resources 

• Pixabay (www.pixabay.com) 
• Get Free “Royalty Free” Images to Use with Updates and 

Articles 
 

• Buffer (www.buffer.com) 
• Social Media Content Scheduler and Automation Tool 

 

• Quuu (www.quuu.co) 
• Content Curation Auto-Posting Tool 

 

 

 

http://www.canva.com/
http://www.buffer.com/
http://www.quuu.co/


What Now? 

We Want to Help! Do You Want to: 

Get Hot Sales Leads? 
Identify Profitable Referral Partners?  
Do Business with the Best People? 

MAKE MORE MONEY? 
 



LinkedIn  


