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Recent Changes 

•  Profile Organiser retired; LinkedIn Contacts 

launched 

•  LinkedIn Influencer publishing platform launched 

•  LinkedIn Today retired; The Pulse launched 

•  Products and Services retired; Showcase pages 

launched 

•  Content Marketing Score and Trending Content 

launched 
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5 Steps to LinkedIn Effectiveness 



1) Build a Presence 

Your profile 

•  Quality and professional profile – not a CV! 

–  Conversational content written in the first person 

–  Load it with credibility statements 

•  Seek recommendations 

•  Connect with others 

•  Join groups 

•  Follow companies and influencers 

•  Apply to be a Publisher 

 

Your company profile 

•  Create a static profile 

•  Complement your website 

•  Link all employees; ensure quality and relevant profiles! 



2) Listen and Learn 

Listen 

•  Group discussions and announcements 

•  Influencers/blog posts 

•  Pulse 

•  Companies/individuals you and your customers follow 

•  Trending Content 

 

Learn 

•  Tone of voice; professional, jargon, entertaining, personal 

•  What interests your audience 

•  Define your key messages 

•  Integrate with existing marketing 



3) Create and Curate Content 

Create 

•  Clear content strategy and implementation plan 

•  Clear method for generating content – no barriers 

•  Create and share original content; videos, slides, infographics 

•  Useful, informative, authoritative, valued content  

•  # tips, research findings, ask/answer questions, entertaining content, tell 

a story 

 

Curate 

•  Share other quality content 

•  Incorporate others content into your own; refer/link back to them 

•  4-1-1 rule 



4) Engage and Grow 

Engage 

•  Join Group conversations 

•  Invite people to connect and then start a conversation 

•  Send personal messages via Inmail 

•  Use your/company advisory/thought leadership content to engage 

•  Respond to comments on Company Pages 

•  Respond to messages timely 

•  Be personal – no selling! 

Grow 

•  Promote your Company and Personal profiles through other channels 

•  Provide exclusive offers through LinkedIn 

•  Invite others to join your Group 

•  LinkedIn Sponsored Ads; PPC, sponsored content 

•  Use APIs such as ‘login’ and ‘share’ 

•  Ensure channel integration 



5) Analyse and Improve 

What to analyse 

•  Followers 

•  Reach 

•  Profile views/impressions 

•  Traffic to website 

•  Demographics 

•  Engagement rate – ratio of clicks to impressions 

•  Conversion rates 

•  Inmail response rates 

 

How to analyse 

•  LinkedIn Company Analytics – it will show you where to improve your 
LinkedIn profile, what works, what doesn’t 

•  Google Analytics – monitors traffic from LinkedIn  

•  Who’s viewed your profile  



Analyse 



LinkedIn Best Practice Stats 

•  4 in 5 UK professionals now have a LinkedIn profile 

•  Only 8.4% use a paid version of LinkedIn 

•  60% of members are interested in industry insights 

•  One post will reach 20% of your audience 

•  Post 20 posts per month to reach 60% of your unique audience 

•  Best-in-class marketers post 3-4 updates per day – 80 posts per month 

•  Post as many status updates as your content supports 

•  Amplification (likes) is a primary driver of over one-third of all impressions 

•  Posts that point followers toward “Top” lists can get almost 40% more amplification 

•  Images can generate a 98% higher comment rate 

•  Links to YouTube videos play directly in the LinkedIn feed and usually result in a 75% higher share rate 

•  Engage employees – they are 70% more likely to click, share and comment on an update 

•  Status updates that contain questions receive almost 50% more comments 

•  The average number of endorsements per LinkedIn user is 5 

•  50.5% of user profiles are 100% complete 

•  Company Updates containing links can have up to 45% higher follower engagement than updates 
without links 

•  LinkedIn is 277% more effective at lead generation than Facebook or Twitter 



Connect with me… 
 

Leigh Hopwood 

B2B Marketing Consultant 

 
Website www.reddmarketing.co.uk 

Email leigh@reddmarketing.co.uk 

Call 07746 249132 

LinkedIn leighhopwood 

Twitter @leighhopwood 


