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For years, LinkedIn has had the reputation among many as being a platform only for those searching for 

jobs. It’s been perceived as place to store your resume online and possibly to attract the attention of a 

recruiter—those days are long-gone.

Today, LinkedIn is one of the most effective social media platforms for meeting and connecting with new 

prospects. There are more than 296 million people on LinkedIn. Most of them are successful professionals 

who take their careers seriously—the kind of people you’d like to connect with.

Social media and LinkedIn intimidate many producers because they’re worried they’ll share not compliant  

information or they’ll violate one of social media’s many “unwritten rules.”

The good news? LinkedIn is a social media platform built on professionalism. If you understand how it works 

and how to connect with others, you’ll likely be viewed as a knowledgeable and helpful professional. That will 

help you expand your circle and discover a whole new market of prospects and future clients.

Join Active 
Groups.

Make sure the 
group manager 

is involved.

Be a 
real person. 

Identify 
the group’s 
influencers.

Respect
two-way

communication.

Follow the 
rules.
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Using LinkedIn Groups

One of the best ways to connect with others 
on LinkedIn is through its “Group” capability. 
LinkedIn Groups consist of people who 
share a common interest or cause. A group 
could be based around a certain industry, 
a geographical area, a shared interest, an 
occupation or nearly anything else.

Some groups have millions of members; 
others only have a few thousand. Every group 
has a manager or a group of managers who 
ensure the group stays on topic and no one 
violates the group’s rules.

LinkedIn lets you join up to 50 groups. By 
being active in these groups and contributing 
helpful information, you can quickly meet new 
contacts. Before you jump in, it’s important 
you develop a strategy so you do things right 
from the beginning.

Follow these six steps to get the most out of 
your LinkedIn groups!

Creating Market 
Segmentation and 
Buyer Personas

You can search for groups by topic on LinkedIn 

or you can browse groups LinkedIn has 

recommended based on your interests. Either 

way, you should value activity over size. There are 

lots of big groups, but a big group isn’t always an 

active group.

LinkedIn will mark a group as either “Active” or 

“Very Active” based on how frequently members 

are commenting and sharing information. The 

more active a group is, the more opportunity you 

will have to join conversations and establish new 

relationships. 

A big group offers no benefit if no one in the group 

ever communicates. A very active group of 5,000 

members may very well offer more opportunities 

than a dormant group with 100,000 members.

40%
of LinkedIn users among
financial customers earned an annual 

income of more than

$100k.1

1 Northern Trust. https://wealth.northerntrust.com/luxury-living/the-wealthy-market-and-social-media
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2Make sure the group 
manager is involved 

Since LinkedIn limits the number of groups you 

can join to 50, you want to be sure each group 

actually focuses on its given topic. The best way 

to make sure a group is relevant is to check the 

manager’s activity. 

Each group has an information button that looks 

like an “i”. Clicking on that button will tell you who 

the group manager is. You can then look at that 

manager to see how frequently they participate. If 

they’re a frequent contributor, then they probably 

keep the group on-topic. If they’re missing-in-action, 

the group may not be run well.

3Follow the rules

The information button will also tell you the 

group’s rules. These rules could govern what kind 

of information you share, whether self-promotion 

is allowed and how you may connect with other 

members.

The great thing about these rules is they eliminate 

all of the uncertainty about what you should and 

shouldn’t post. The rules tell you exactly how to 

participate in the group.

It’s critical you understand and follow these rules. 

If you don’t follow the rules, you could be kicked 

out. At the very least, you could develop a bad 

reputation with other group members, which is the 

exact opposite of your goals.

Instead, respect and follow the rules. If you do, 

you’ll likely be embraced and respected by the other 

members, which will help you develop relationships 

and earn new connections.

Of Advisors who prospected  
on LinkedIn, 

62%
cultivated new prospects.

Of those who were successful, 

32%
gained more than  

$1 million in new assets.2

2 econsultancy. https://econsultancy.com/blog/9841-the-role-of-social-media-in-financial-services-marketing
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4Be a real person 

People want to engage with other people, not with 

brands or companies. While your agency may have 

a company page on LinkedIn, you shouldn’t use 

that to participate in groups. The goal is to establish 

yourself as a leader in your field, and the only way to 

do that is from your personal account.

The exception to this is if you’re posting on behalf 

of someone else in the agency. For example, maybe 

you want to establish a senior team partner within 

the group. If you’re posting on his or her behalf, then 

you should use their LinkedIn page to contribute 

content and information. 5Identify the 
group’s influencers

One of the best ways to become an active member 

of a group is to align yourself with an influencer, 

like a group manager. If they like your content, they 

can broadcast it to the group by designating it as 

“Manager’s Choice.”

Managers aren’t the only influencers, on the right-

hand side of the page, you should see a bar listing 

the group’s “Top Contributors.” Look at that list and 

compare it to similar lists for other groups in the 

same area. If you see a person as a top contributor 

in several similar groups, they’re probably someone 

who you should target as an influencer.

Whether it’s a manager or another influencer, don’t 

hesitate to reach out to them using InMail. If you 

have content you want to share, tell the influencers 

about it. Share why the content is helpful, why it 

isn’t a sales pitch and then they can then help push 

that content to the rest of the group’s members.

Of advisors who  
use LinkedIn,  

71%
use it to make  
professional  

connections.3

More than  

3 of 5
advisors who have leveraged LinkedIn to 

cultivate client prospects  
in the past have

successfully
gained new clients as a result.3

3 FTI Consulting. http://www.fticonsulting.com/global2/media/collateral/united-states/
financial-advisors-use-of-social-media-moves-from-early-adoption-to-mainstream.pdf
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6Respect two-way 
communication

Groups aren’t just there for you to broadcast your 

own content and information. The best way to earn 

connections in a group is to truly interact with the 

other members. A great way to do this is by asking 

questions. A short, simple question will garner lots 

of responses and create opportunities to engage.

Also, comment and respond to others’ content. 

Ask a follow-up question or highlight a piece of the 

content you found especially useful.

Think of the group as a cocktail party. At a party, 

no one likes talking to the person who only talks 

about him/herself. Don’t be that person online. 

Ask questions and show sincere interest in others’ 

comments and content.

If you implement these steps, you’ll rapidly build 

your LinkedIn connection list in no time. The most 

important things are to be yourself and be respectful 

of others. People are attracted to friendly, authentic 

people, and that’s as true online as it is in the real 

world. If you can do that and follow these pieces of 

advice, you’ll likely see big returns on your LinkedIn 

efforts.

LinkedIn Solutions at 
Advisors Online Marketing

Leveraging one of the most effective social 

media platforms for meeting and networking and 

connecting with new prospects is not easy. In order 

to connect to the 296 million people on LinkedIn, 

financial advisors and insurance professionals have 

to contribute relevant content and show expertise 

through continued thought leadership. It sounds 

easy, but it doesn’t happen overnight—that’s where 

Advisors Online Marketing can help. 

Advisors Online Marketing offers two solutions. Our 

Social Media Elite helps advisors and professionals 

stay top-of-mind by presenting professionally 

written content to those who follow your social 

media profiles. Advisors Online Marketing 

also manages your social media profiles while 

broadcasting your new content through your blog 

and client email lists. 

Secondly, CreativeOne offers paid digital media 

support that utilizes LinkedIn traffic. Is there a 

certain group you would like to start generating 

leads from? Let our digital marketing team create 

and customize a message to target the wanted 

group. Would you like to reach Vice-President level 

and above executives or a specific company in your 

area? Advisors Online Marketing has the expertise 

to target through LinkedIn by job title, employer, 

role, skills and interests.

Those who are gaining clients 
on LinkedIn are bringing in big business.

Nearly a third have gained

$1 million
or more in assets under management,

While12%  
have gained $5 million or more.3

3 FTI Consulting. http://www.fticonsulting.com/global2/media/collateral/united-states/
financial-advisors-use-of-social-media-moves-from-early-adoption-to-mainstream.pdf
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Comprehensive Advisor Online Marketing
Marketing your financial practice online requires substantially more than just a pretty website. In today’s world where 

there are literally billions of websites, competition for attention is at a premium. Advisor Online Marketing is aware of the 

nuances and the science of online marketing and we utilize a comprehensive approach to achieve your desired results.

Branding and Design - Just as your clients require expert direction, so does your online presence. 

Branding your financial practice extends far beyond your logo and incorporates every word, image, video, 

email, and Social Media post that leaves your office. Your brand identity is used for your website design, 

development and marketing practices, and should maintain a consistent professional appearance. Advisor 

Online Marketing provides that consistency. 

Creative Website Development - Having a professionally developed website is a must for today’s 

financial professionals. Your website is the hub of your online existence and therefore must be strategically 

designed and created to not only represent the essence of your practice, but also to be a resource for your 

target audience. Very often, your website may be a client’s first exposure to you. We all know how important 

initial impressions can be and you’ll never know the true “cost” of not fostering confidence and competence 

beginning with that first “click”.

Results Driven Digital Marketing - From ranking well with the search engines to database 

marketing with email, a successful online marketing strategy is planned, specific, and measurable. We 

handle the details while you build your practice. We take a comprehensive approach to your online marketing, 

assessing your goals, practice areas, and target audience before embarking on your project. Your practice is 

unique and deserves personal attention to assure that its online marketing plan is congruent with its goals 

and direction. Once helping you to determine your needs, we structure a program specifically designed to 

generate results. 

In today’s high-tech, fast-paced world, a strong and credible online presence can mean the difference between landing or 

losing that important client. Advisor Online Marketing understands the work required to build your online reputation and 

we are dedicated to that success. We have the industry expertise to help you grow your business efficiently.

Contact us today for a free, no obligation assessment of your current branding at www.advisoronlinemarketing.com

As with any traditional, email or social media marketing, keep in mind the agents’ and advisors’ obligation to have clear identity and purpose 
in all communications with potential customers. They should know who you are, what licensed you hold and what services or products 
you offer. All carrier and product specific content must be approved by the issuing carrier. Agents and representatives should be aware and 
follow any social media related guidelines of the carriers they represent and/or their broker dealer.     CP-0554 - 2015/06/05


