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Introductory content is for marketers who are new to the subject. 

This content typically includes step-by-step instructions on how 

to get started with this aspect of inbound marketing and learn its 

fundamentals. Check out our introductory level ebook, “How to Use 

LinkedIn for Business.”

INTRODUCTORY

IS THIS BOOK RIGHT FOR ME?
Not quite sure if this ebook is right for you? See the below description to determine if 

your level matches the content you are about to read.

Intermediate content is for marketers who are familiar with the 

subject but have only basic experience in executing strategies and 

tactics on the topic. This content typically covers the fundamentals 

and moves on to reveal more complex functions and examples. 

After reading it, you will feel comfortable leading projects with this 

aspect of inbound marketing.

INTERMEDIATE

Advanced content is for marketers who are, or want to be, experts 

on the subject. In it, we walk you through advanced features of 

this aspect of inbound marketing and help you develop complete 

mastery of the subject. After reading it, you will feel ready not only 

to execute strategies and tactics, but also to teach others how to 

be successful. 

ADVANCED

This ebook!
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HubSpot brings your whole marketing 
world together in one, powerful, integrated 
system.

HubSpot’s All-in-One 
Marketing Software

      Get Found: Help prospects find you online     
       Convert: Nurture your leads and drive conversions     
       Analyze: Measure and improve your marketing.     
       More: See marketplace for apps and integrations
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Learning linkedin 
from the experts

Curated by Rebecca Corliss

Rebecca Corliss is marketing manager and 

leader of the social media marketing team at 

HubSpot. Rebecca specializes in B2B social 

media marketing and generates over 4,000 

sales leads/month through social media 

channels only for HubSpot. She is also well 

known for her award-winning music video “You 

Oughta Know Inbound Marketing” among many 

others. Follow me on twitter
@repcor
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If you’re a business 
professional and 
you don’t have a 
powerful LinkedIn 
presence, you are 
missing valuable 
opportunities.

“

”
LinkedIn is the largest professional social network online today with 

an astounding 135 million users and a targeted audience of business 

professionals. 

If you are a business professional and you do not have a powerful presence on 

LinkedIn, you are undoubtedly missing valuable opportunities to connect and 

grow your business.

This ebook will walk you through the process of developing your presence, 

building your network, marketing your business, marketing yourself, and 

measuring your results. The content in this ebook is written by five LinkedIn 

experts in the marketing space.
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CHAPTER 1

Get Started & 
Build Your 
FoundatioN

Stephanie Sammons, Smart Social pro
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You must first establish a 
foundation in order to begin 
building your influence...
“

”

Complete Your 
LinkedIn Profile

Leveraging the power of LinkedIn begins with building a solid 

professional profile and presence. As a professional, how do you stand 

out from the crowd on LinkedIn? How do you differentiate yourself 

from the millions of professional users on the network? What will make  

your profile visitors want to learn more about you and your business 

to ultimately connect with you? You must first establish a foundation 

in order to begin building your influence, generating introductions and 

referrals, and uncovering valuable business opportunities. 

100%
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LinkedIn suggests that having a 

completed profile provides you with 

a 40% greater chance for networking 

success, and they make it easy for 

you to understand how to achieve that 

100% completion.

Having a completed profile is the most effective way to showcase all of who you are 

through your talents, background, experience, passions, interests, and areas of 

expertise. In addition, a completed profile is going to make you appear to be a more 

competent user in the network.

Your LinkedIn profile may be the first stop for a new introduction. With a solid foundation, 

you will be well positioned for the next phase, where you can grow your influence and 

build your business.

http://twitter.com/home?status=Download%20your%20free%20copy%20of%20@HubSpot%27s%20ebook:%20Learning%20LinkedIn%20from%20the%20Experts%20-%20http://bit.ly/yoNlYj
http://www.facebook.com/share.php?u=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts
http://www.linkedin.com/shareArticle?mini=true&url=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts


Learning LinkedIn From the experts10

www.Hubspot.com

Share This Ebook!

Checklist to Achieve a 
Powerful and Complete Profile

 

Upload a professional image

This is your best opportunity to make a great first impression, and it is essen-

tial to attracting connections.

Create a compelling headline

You only have 120 characters at the top of your profile to describe what you 

do to the world and grab their attention. Use brief, descriptive, compelling key-

words so the right professionals on LinkedIn can discover you.

List your current position and at least two past positions

Use descriptive keywords that you quoted in your headline if possible, and be 

sure to describe your role for each position.

  
Complete the “Summary” section of your profile

This is your chance to really describe who you are and how you help people. I 

recommend that you write  your summary in the third person. Otherwise, you’ll 

be using the letter “I” quite a bit, which can be off-putting.

1

2

3

4
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Complete the “Specialties” section of your profile

Utilize customer-focused keywords, as these are the terms that will help you 

show up in search results within LinkedIn. When thinking about these key-

words, brainstorm words and phrases that people in your target markets 

might search for to find someone with your background, experience, and ser-

vice offering.

Give recommendations first

Request recommendations that can be displayed on your profile. The best way 

to receive recommendations is to first give them!  Hint: You will need at least 

three recommendations in order for LinkedIn to label your profile “completed.”

Complete the “Interests” and “Groups and Associations” sections

Each of these terms will be hyper-linked and will take you to other users in the 

network who share these interests.

5

6

7

HINT
You will need at least three recommen-

dations in order for LinkedIn to label 

your profile “completed.” S
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By now, you probably realize the importance of adding relevant keywords that your 

target markets may search for to your headline, summary, and specialties sections of 

your LinkedIn profile. Here are some pro tips to optimize your profile to get found by 

great new contacts: 

Optimize Your Profile to  
Get Found by Contacts 

1
Edit your public LinkedIn URL

An example is my personal LinkedIn URL, http://www.linkedin.com/in/stepha-

niesammons. Such customization will optimize your LinkedIn profile to show 

up in search results on major search engines when someone searches for 

your name. It is important to claim those results for your name as they provide 

a gateway into your personal brand.

Customize your “website” listings

Under the “websites” section of your LinkedIn profile, you can list up to three 

URLs. Choose the “other” option when setting up each of these links and 

describe them with relevant terms. For example, rather than using the terms 

“my website,” I use “Smart Social Pro Blog.” Not only is this more descriptive, 

but it also gives me a better opportunity to rank for these keywords in search 

engines.

2
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Include a link to your Twitter profile

You can have more than one Twitter account listed. Give folks an additional 

method to use to connect with you!

 

Make your entire LinkedIn profile publicly visible to everyone

You want other professionals on LinkedIn to be able to find you and contact 

you anytime. Being invisible won’t help you build your network.4

3

http://twitter.com/home?status=Download%20your%20free%20copy%20of%20@HubSpot%27s%20ebook:%20Learning%20LinkedIn%20from%20the%20Experts%20-%20http://bit.ly/yoNlYj
http://www.facebook.com/share.php?u=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts
http://www.linkedin.com/shareArticle?mini=true&url=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts


Learning LinkedIn From the experts14

www.Hubspot.com

Share This Ebook!

Get plugged in with 
linkedin APPLICATIONS

To build a truly vibrant and influential profile on LinkedIn, you will want to take advantage of the 

applications that are available. My personal favorites are listed below, but feel free to choose the 

applications that are the best fit for you!

SlideShare

I use this application to bring in presentations that I've uploaded to Slide-

Share. It gives me a chance to show my expertise visually. Also, you can em-

bed video or audio into your SlideShare presentation that will automatically 

play when someone visits your LinkedIn Profile. This can certainly be an effec-

tive way to make your profile stickier. Most likely, if the visitor hears your voice 

they will scroll down to this part of your profile.

1
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Reading List by Amazon

We are what we read. Don’t miss this opportunity to create a window into 

your passions and interests by showcasing and reviewing your latest reads. 

Alternatively, when you are searching through profiles on LinkedIn for potential 

connections and introductions, you can glean the same insight about others if 

they have this application installed.

My Travel and Events

Personally, I love these two applications because they give me the opportunity 

to showcase the part of my schedule that mostly involves connecting! I want 

my connections to see where I’m traveling and also the events I’m attending. 

Don’t miss any opportunities to meet a LinkedIn connection face-to-face. 

2

3
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WordPress or Blog Link

With these applications, you can automatically pull blog posts into your profile. 

If you are taking the time to create great content on your blog, you must get it 

out into the world.

 

Polls

The LinkedIn Polls application allows you to essentially conduct your own re-

search, either simply within your own network or to a more targeted audience 

of professionals, which is a paid resource. I have found Polls to be an effec-

tive tool for understanding my audience. You must make sure that your poll is 

simple to understand and that your questions are compelling. Otherwise, you 

may not get much response. 

4

5
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CHAPTER 2

How to Build 
Your LinkedIn 
NetworK
Jan Vermeiren, author of How to really use linkedin

http://twitter.com/home?status=Download%20your%20free%20copy%20of%20@HubSpot%27s%20ebook:%20Learning%20LinkedIn%20from%20the%20Experts%20-%20http://bit.ly/yoNlYj
http://www.facebook.com/share.php?u=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts
http://www.linkedin.com/shareArticle?mini=true&url=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts
http://www.how-to-really-use-linkedin.com/


Learning LinkedIn From the experts18

www.Hubspot.com

Share This Ebook!

For me, the most powerful concept behind LinkedIn is that it helps you find valu-

able people and informs you of the mutual connections you have with them, or 

your second and third degree networks. This has tremendous value. 

Why? Many people already have difficulty keeping track of their own first degree 

network. It is impossible to know whom our network knows. LinkedIn keeps track 

of this for us. Access to this information is extremely powerful. 

In this chapter, we will cover the steps to building a valuable network for you and 

your business.

LinkedIn helps you 
find valuable people 
and informs you of the 
mutual connections 
you have with them.

“
”
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Getting your 
network started
While true business opportunity is within your second degree network, you still need a first 

degree network to be able to reach those second degree connections. Here are three steps to 

build your first degree network effectively and in a timely manner.

Connect with your direct, first degree network

Upload your contacts from Outlook, webmail like Hotmail, Gmail, Yahoo, AOL, 

or other address books. You can do this via the “Add Connections” tab. Then 

you can log in to your email and find who has a profile on LinkedIn.

Look at the contacts, which are now available in “Imported Contacts” (under 

“Contacts” in the menu on the left). The people who are already on Linke-

dIn have a small blue icon with the letters “In.” Since they are already using 

LinkedIn, they will be open for a connection with you. Select them.

1
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Write a semi-personal message to them. First check “Add a personal note to your invitation.” 

Then replace the standard “Hi, I’d like to add you to my network” message with  something re-

lated to how you know them. You can’t make it too personal when you use this method because 

you have selected several people.

Add previous colleagues and classmates to your network

While you are waiting for people to accept the invitations you sent, you can 

add more people to your network via a different method. Again, you are first 

focusing on the people who are already on LinkedIn because they will be more 

open to accept your invitation.

Use the tools LinkedIn provides for retrieving colleagues and classmates. 

Since LinkedIn works with the information in your profile, it is important that 

you already have completed the information about the companies you have 

worked for and the schools and universities you’ve attended.

2

U U U
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Look up your current and past colleagues’ profiles on LinkedIn. You can also do this via the 

same menu and then clicking on the “Colleagues” tab. Here, you will see all the companies 

that you have listed on your profile, as well as how many people from each company are already 

LinkedIn members.

Click on one of the companies listed. You will get a list of people. Select the people you know. 

Write a personal message to them if you are going to invite them one-by-one or write a semi-per-

sonal message if you want to invite them in batches. Repeat this for all your previous companies.

Now do the same for the people with whom you went to school or college via the tab “Class-

mates.”
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Fill Your Network With 
Valuable NEW Connections  
for Your BusinesS

LinkedIn is a great tool to find new customers, suppliers, partnerships, experts, and other people 

that would be valuable to add to your network. LinkedIn offers several ways to find specific types 

of people. But before being able to use LinkedIn successfully, it is important to  create a good 

definition of your target group(s). Once you have defined your targets, here are some strategies 

to help you find them: 

Browse the networks of your immediate network 

You can do this by visiting someone’s profile and looking at their connections 

on the right-hand side. If you see someone interesting, invite that person to 

connect.

1

U

g

U
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Use the “advanced search” option to search for people

If you find someone with whom you’d like to connect, see if you share any mu-

tual connections. Ask that connection if he or she can make an introduction 

to the new person. Please remember that what you are now doing is building a 

relationship. Don’t sell at this stage. 

Browse the networks of your immediate network 

You can do this by visiting someone’s profile and looking at their connections 

on the right-hand side. If you see someone interesting, invite that person to 

connect.

2

3
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Join groups that your target market joins

This will give you a genuine opportunity to interact with individuals of those  

groups and will help you increase your visibility. People will start to contact 

you.

Save your people searches and create an alert 

If you set up an alert, LinkedIn will send you an email every week with new 

prospects.

Follow your network’s updates and your contacts’ interactions

As you watch who your network interacts with, you might notice opportunities 

for building valuable relationships. If someone mentions someone interesting, 

ask for an introduction.

4

5

LinkedIn is a very powerful tool to help you meet new contacts, grow your business network, and 

advance your career. Let’s now dig into some of the specific business objectives you can reach.

6

http://twitter.com/home?status=Download%20your%20free%20copy%20of%20@HubSpot%27s%20ebook:%20Learning%20LinkedIn%20from%20the%20Experts%20-%20http://bit.ly/yoNlYj
http://www.facebook.com/share.php?u=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts
http://www.linkedin.com/shareArticle?mini=true&url=http://www.hubspot.com/ebooks/learning-linkedin-from-the-experts


Learning LinkedIn From the experts25

www.Hubspot.com

Share This Ebook!

CHAPTER 3

How to Use 
LinkedIn to 
Market Your 
BusinesS
Neal Schaffer, AUTHOR OF WINDMILL NETWORKING
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By now, you probably understand that LinkedIn 

is the premier social networking site devoted 

solely to professionals. There is no other social 

networking site in which you have a greater 

chance of being able to interact with an in-

fluential decision maker due to the business-

focused nature of the community. 

LinkedIn remains one of the best social networking  sites to market your business-to-business 

(B2B) products and services because of this special demographic. Even for business-to-consum-

er (B2C) companies, LinkedIn is important: not only because consumers are members of Linke-

dIn, but also because the network offers a great platform for finding distributors, agents, and 

strategic alliances.

LinkedIn is like 
a virtual trade 
show full of 24/7 
networking.

“
”
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Setting Up Your Company 
Page on LinkedIn
Inbound marketing on LinkedIn begins with ensuring that your company can be found in the 

LinkedIn Companies directory and your company can be “followed” by users who want to stay 

up-to-date with your organization. Especially with the release of the status update feature, Linke-

dIn Company Pages are quickly becoming an alternative free source of company information 

where you should absolutely be present. View HubSpot’s Company Page for an example.

Should someone be searching for a company with your expertise, you want to ensure that they 

can find you. Follow these steps to be sure the best information is on display for potential cus-

tomers: 

Edit the description of your Company Page Overview

Make sure it is in sync with your company website. Add details about the value 

your company offers.

Add keywords within the Specialty Section

There is also an opportunity to enter 256 characters under the “Specialties” 

section. Make sure that any keywords for which you want your company to be 

found are here.

1

2
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3
Pick your industry

You can choose a main company industry. Make sure you choose the most ap-

propriate, as this is a field that may be used in a search to find your company.

List your location

There is also a search field for location. LinkedIn gives you the opportunity to 

enter up to five locations. Use this if your company is represented in multiple 

regions.

Link to your Blog RSS

Enter your corporate blog’s RSS feed to showcase your latest blog entries.

Post status updates

Make an effort to post regular status updates on your page, including links 

back to your website and blog. This is your chance to make your page dynamic 

and interactive, as well as send traffic back to your website.

4

5
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How to Create an Effective  
LinkedIn Group

The power of LinkedIn Groups shouldn’t be underestimated. The purpose of LinkedIn Groups is 

to allow those with similar interests to come together to discuss and share news on the topics 

that mutually interest them.

The Inbound Marketers Group for Marketing Professionals, started by HubSpot cofounder 

Dharmesh Shah, is one of the most popular LinkedIn Groups with membership of almost 

75,000. You can imagine the benefits of having a community of its target demographic that they 

can engage with in a variety of ways. 

 

LinkedIn Groups presents a discussions board, where it is possible to post a link to a web ar-

ticle of interest or simply engage in a conversation. Through groups, you can also do a member 

search and directly send a message to someone, provided they are using the default setting 

LinkedIn provides. In other words, by attracting your target demographic to your group, you can 

now directly engage with them regardless of your connectivity status.
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Before you think about creating a LinkedIn Group, you first need to create a mission statement 

that states who you’d like to attract and what your group will offer them. 

Creating a LinkedIn Group is surprisingly simple, as is indicated by the sheer number of groups 

that exist. That being said, there is one very important thing to consider that will make or break 

your group: its name.

 

While using a social networking site, no LinkedIn user wants to be directly sold to. Therefore, in 

the spirit of inbound marketing, the name of your group should NOT be your company name. On 

Facebook or Twitter, it is wise to have a page or username that represents your company. On 

LinkedIn, however, you want to win the mindshare of your target audience and attract them to 

become members of your group. You can do so by naming your group appropriately.
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Once the name of your group is chosen, it is important to brand it in a way that will be attractive 

to the target audience and different from your exact logo, while maintaining consistency with 

your established look and feel. 

The Inbound Marketers Group logo prominently features the same orange color that stands out 

on the HubSpot logo as well as the famous magnet image. If you look at the LinkedIn Group I 

recently created, The Social Media Strategies for Business Group, you will see that the typeface 

and color is identical to the logo of my company, Windmills Marketing.

“ ”
Be different from your exact logo, 
while maintaining consistency with 
your established look and feel. 
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How to Promote your group to 
earn membership

Once you start a LinkedIn Group, what do you do next? It’s all about promotion, and that starts 

with introducing your community to relevant professionals in your own LinkedIn network. This is 

where you are already at an advantage if many of your employees are already established users 

with LinkedIn connections. 

Of course, your employees should only be introducing your group to those that are in your target 

demographic and would feel it is a valuable resource; otherwise, the innocent introduction of 

your group could be perceived as spam. Here are some tips to help you promote your group:

1
Use other social media assets 

to promote your group

Promotion doesn’t and shouldn’t stop 

with just LinkedIn members. Once you 

begin to strategically engage in social 

media, you need  to optimize your own 

website for social media. 

q
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For the LinkedIn Group, it can be as simple as posting a logo and a link to your group in a promi-

nent area of your website. In this way, your website visitors not only find out about your com-

munity, but they can also easily join it. If you have an email newsletter, don’t forget to feature 

your group’s logo there as well. An occasional tweet or Facebook post introducing your LinkedIn 

Group is another way to efficiently utilize social media to “advertise” your LinkedIn Group.

Keep LinkedIn group policies in mind

If you have ever been a member of a LinkedIn Group, you will know that many 

are filled with spammy link-building “discussions” that tarnish the atmosphere 

of the group and potentially the brand of the company sponsoring it. Social  

media marketing is really about relevance, so it is important to keep your 

group relevant by actively managing and keeping the irrelevant information 

out. Your first step in doing this is by creating a LinkedIn Group Policy.

2

!It’s important to keep 
your group relevant by 
actively managing and 
keeping the irrelevant 
information out. 
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LinkedIn has provided group managers with the ability to create a group policy under the title 

“Group Rules.” It is here where you can set your expectations and rules for the group so that 

there are no misunderstandings with members should you need to remove them for posting 

spam. It is also a way to show your company’s professional approach to managing the group, so I 

would recommend taking an extra step and customizing the template that LinkedIn provides you 

in welcoming new members to either list the group rules or remind them to read them.

Create a LinkedIn group  

engagement strategy

Similar to how those who engage with 

your Facebook Page will help get your 

news noticed in each fan’s personal 

news feed, engagement in your Linke-

dIn Group will be posted in members’ 

network updates. So how does one 

foster group engagement?

v

N
V

3
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When starting a group, you need to assume leadership by proactively starting conversations, 

posting relevant and timely news, and quickly reacting to the discussions and questions of oth-

ers. This can be done in a time-effective manner by pre-scheduling some activities and utilizing 

LinkedIn’s feature that allows group managers to receive updates about new discussions and 

comments the moment they happen. As membership grows, the discussions tend to become 

mostly self-generated, but it’s still important to check the engagement volume on a regular basis 

and generate new discussions as needed.

There is no one-size-fits-all approach, but one 

tactic used by some group managers is to 

take an interesting discussion from another 

group. This could be completely repurposed if 

it is a general discussion. If it is a discussion 

with unique content, it can be accredited to 

the person who started the discussion. A topic 

that generated a lot of discussion in a simi-

lar group is bound to be similarly successful 

in one’s own group. Another idea? Discuss a 

recent blog post of yours.

?What discussions 
should one generate?
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How to Use the Linkedin 
Announcement feature

LinkedIn Groups are powerful in that LinkedIn allows group managers to send out an announce-

ment to all of its members at most once a week. This should not be used every week, nor should 

it be used for purely self-promotional means. The LinkedIn community could perceive send-

ing out announcements in this manner as spam, and it could give people reason to leave your 

group.
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When should you use the announcement feature? Only 

when there is a strategic “event” that would be extremely 

relevant and timely to present to your target audience.

For instance, you could announce that you’ll be exhibiting 

at a (physical) industry trade show and include a link that 

provides them a discount to attend. Have a free webinar or 

resourceful whitepaper that you are giving away? This may 

be something you want to announce as well.  

There is no one rule as to how often you should send announcements or what content should 

be included, but proper utilization of this feature can help your business maintain mindshare 

and strengthen your brand awareness within LinkedIn.

That being said, obtain-

ing thought leadership on 

LinkedIn means moving 

beyond your own LinkedIn 

group audience and influ-

encing members outside 

of your immediate reach.

:
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Develop Thought Leadership 
on LinkedIn

Social media allows both the creators and curators of content to at-

tain thought leadership simply by being active contributors and shar-

ers of information. LinkedIn is no different. Imagine if all of your key 

management for sales, marketing, and business development were 

all contributing to LinkedIn in any of the following ways? It could be a 

powerful way to obtain mindshare and eventual thought leadership 

that could generate revenue for your business. Use the following 

tools to help you develop thought leadership:

Status Updates

Just as tweets can be a powerful way of sharing your knowledge, so can the 

LinkedIn status update. While only your LinkedIn connections will see your 

status update in their network updates, you can display your status update for 

public visibility so that those who visit your profile can see what you are say-

ing.

1
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LinkedIn is not Twitter and it is not about quantity of updates, but rather quality. Aim for two to 

four updates a day on information that you find compelling or noteworthy. For instance, you can 

share news about your company that might be interesting to your target demographic. Note that 

businesses can also make updates via their Company Page, as mentioned earlier in this ebook. 

2
LinkedIn Answers

LinkedIn Answers is a Q&A database submitted by LinkedIn users. Many busi-

nesses with real problems are posing questions on LinkedIn Answers because 

they know that answers will come from members of the professional commu-

nity with real profiles attached to their names, not anonymous submissions 

from who-knows-who like on past internet Q&A sites. There are a total of 22 

answer categories that cover most industries and disciplines, and some of 

these categories have multiple sub-categories. 
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This is the forum for you and your company to display your expertise by responding to questions 

that appear in the category(s) where your target audience is most likely present. Not only do the 

answers you submit to LinkedIn Answers become part of your profile (should you want them to 

be), but they are also indexed by Google and thus may come up in future search results. 

Furthermore, if the answer you provide is chosen as the “Best Answer” by the person who sub-

mitted the question, you have the potential of being listed as an “Expert” on the page of your 

target category and/or sub-category. 

LinkedIn allows you to create a widget on your homepage through which you can subscribe to 

an Answers category, or you can simply import the RSS feed into the reader of your choice. All it 

takes is a once-a-day check to stay on top of your category for chances for your organization to 

display expertise.

The next section discusses how you can use LinkedIn features to market yourself.
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CHAPTER 4

How to Use 
LinkedIn 
to Market 
Yourself
Lewis Howes, AUTHOR OF lINKEDWORKING
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Since there are a number of goals and objectives individuals have in market-

ing themselves, I’m going to explain a wide variety of tools everyone can use 

on LinkedIn.This is applicable if you are looking to become influential in your 

industry or if you seek to sell more products, get more leads, drive traffic to 

your website, find a killer job, get more clients, build your brand, sell tickets 

to an event, or receive funding... Here is an overview of things you should 

take advantage of while marketing yourself on LinkedIn. 

LinkedIn is one of 
the most powerful 
resources online 
to market yourself. 

“
”$
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1
Give before asking for favors

This is important to do on any social networking site, but it’s particularly im-

portant to do on LinkedIn when so many people are focused on receiving 

something for themselves or their business. The best way to give to others 

would be to make recommendations. 

People are asking for recommendations all the time, when they haven’t writ-

ten any for others first. The more you recommend others without asking for 

one in return, the more it will give them a refreshing feeling about you and the 

more they’ll want to be helpful in return. 

Making introductions 

is also a great way to 

give. If you are try-

ing to make a name 

for yourself, connect 

two people who you 

think could help 

each other build 

their businesses and 

achieve their goals.
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Connect with everyone

It pains me to see when people only have fewer than 100 connections, and 

they think that having a “small trusted network” is the way to go. 

That’s a joke, and those with that mind set are going to be asking themselves 

why their message isn’t spreading to the world and why they haven’t achieved 

their marketing goals yet. 

You never know where an opportunity or big breakthrough can come from. If 

you only share ideas with those you know and don’t branch out to connect 

with new people, then you will only know about a limited amount of opportuni-

ties, and the same people who you talk to on a daily basis will be helping you 

connect with the same limited network. It’s a never-ending circle of limita-

tions, and it’s time you break through that mind set if you haven’t already.

2

“
”

You never know where an 
opportunity or big break-
through can come from.
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Start adding your personal LinkedIn link to your email signature, on other social networking 

sites, on your business cards, and anywhere else you think would help inspire others to connect 

with you. Once you start receiving 10-20 inbound invitations to connect on a daily basis, then 

you know you’re doing a good job marketing yourself.

Make your interactions personal

In general, people love human interaction. We don’t want to 

connect with a business; we want to have relationships with 

others who we know, like, and trust.

Every time you send an invitation to connect with someone, 

make it personal. Take out anything generic, and make it as 

personal as possible. That way the person will remember who 

you are, and will be more likely to follow up with you if you con-

tact that person in the future. 

3
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Your profile should also include a personal element. Instead of making it look like a 

boring resume with a bunch of bullet point achievements, share your personal voice. 

Tell people who you are and who you help. Place this information throughout your 

headline, summary, and the rest of your profile. Adding this will make others want to 

connect with you instead of putting them to sleep with your boring resume.

Use advanced applications to promote your own content

An earlier section of this ebook talked about how to use advanced 

applications to create a full profile. They are also designed to help you 

market yourself better.

4
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If so, use the Amazon application to showcase a picture of your own book. When people click on 

the book, it takes them to the Amazon page where they can buy it. Simple as that. Do you have a 

blog? If so, use the WordPress or blog application to showcase your most recent article on your 

profile. This will help you drive traffic back to your site.

There are other applications to help you showcase your creative design work, your slide show 

presentations, whitepapers, tweets, and you can even set a video of yourself to auto play when 

someone lands on your profile using the SlideShare or Google document application.

?for example, 
are you an author?
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Create a call-to-action

People need to be led in the right direction that helps you achieve your goals. 

You can’t just expect people to come to your LinkedIn profile and learn about 

some of things you do without telling them what to do next. If you don’t create 

a call-to-action, then you are guaranteed to get less than what you desire.

One way to create a call-to-action is by customizing your website links. Linke-

dIn lets you post three links, and instead of having them say “my blog,” make 

it say “Contact Me Here” or “Download My Free Report.” The more direct you 

can be, the better. Also, in your summary, after you tell people who you are, 

who you help, and how you can help them, tell them how they can and should 

get in touch with you. Whatever your goal, tell them to contact you or do some-

thing in a way that best meets your needs.

4

If you are looking to promote an event, then use 

the Events application to help you spread your 

event in a viral way throughout the entire LinkedIn 

community. There are a number of applications 

you can use to help market yourself. Just start try-

ing them out, and see what fits your needs best.
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CHAPTER 5

How to 
Measure the 
roi of your 
linkedin 
efforts
Rebecca Corliss, hUBSPOT
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After you’ve taken the time to grow your LinkedIn presence, mar-

ket your business and market yourself, it’s important to track your 

progress so you know your hard work is paying off. You need to be 

able to evaluate if your strategy is working or if you need to drasti-

cally change your approach to get the results that you expect.

In this section of the ebook, we will cover some key metrics you 

want to keep in mind in order to track your progress with market-

ing on LinkedIn.

“
”

It’s important to track your prog-
ress so you know your hard work 
is paying off.
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Measure your LinkedIn reach

As you’re interacting on LinkedIn, you’re also us-

ing it as a tool to build your contact database and 

community. How is that community growing over 

time? Be sure to track the growth of your personal 

LinkedIn network and perhaps the networks of 

your employees. HubSpot’s software, for instance, 

offers social media analytics that will enable you 

to evaluate your reach.

Monitor the interactions 

in your LinkedIn Groups

Did you start a LinkedIn Group? How is that grow-

ing over time? Are people discussing different top-

ics and responding on their own? LinkedIn offers 

in-depth Group analytics for you to monitor prog-

ress. Creating a self-sustaining group that grows 

with a natural momentum would be a great feat!

Track your developing thought leadership

Be able to report on your developing thought leadership 

on LinkedIn. Are you giving and receiving multiple recom-

mendations? How many questions have you answered? 

How many of your responses were voted “Best Answer?”

2

3
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Compare results before and after significant LinkedIn activity

If you plan to develop and execute a specific LinkedIn campaign, be sure to 

take a snapshot of your progress before and after your campaign so you can 

report on its effectiveness. 

Measure your website referral traffic from LinkedIn

As you are growing your LinkedIn presence, are you also driving profile visitors 

or group members back to your personal or company website? Is that traffic 

growing over time? 

Analyze your leads and sales

Bottom line is bottom line! The best way to understand if LinkedIn is working 

as a marketing tool is to measure its effectiveness at driving leads and sales. 

Have you used LinkedIn to interact with a lead and close a deal? How much 

business are you earning from LinkedIn? You’ll need an integrated marketing 

software to give you this information and help you prove the ROI of your pro-

motional efforts.

5

6
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In this ebook we covered tips that should prepare you to take 

LinkedIn by the horns and make it one of your most fruitful chan-

nels. We discussed the importance of completing your profile, 

ways to expand your network and how you can use this social 

platform to market yourself and your business. Last but not least, 

we talked about measurement and the different ways in which 

you can track your progress with LinkedIn marketing. If you want 

to start optimizing the path through which your LinkedIn connec-

tions turn into leads and customers, sign up for a free 30-day trial 

of HubSpot.

“
”

Take LinkedIn 
by the horns 
and make it 
one of your 
most fruitful 
channels.
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Start Tracking
Sales from LinkedIN
Take LinkedIn marketing to the next level and find out how 
many leads and customers that channel brings you. Sign 
up for your 30-day free trial of HubSpot.

www.HubSpot.com/Free-Trial
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