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LinkedIn Fast Facts 
•  450 million members – 128 million in the US 
•  37% - the percentage of the US population 

reached by LinkedIn 
•  41% - the percentage of millionaires on LinkedIn 
•  13% - the percentage of US daily users (1.7  

million) 

•  130,000 – the average number of posts published 
weekly 

•  4 million – the number of business home pages 
on LinkedIn 

•  2.2 million – the number of LinkedIn Groups 
•  930 – the average number of connections CEOs 

have 



Little Ideas, Big LinkedIn-Licious Results 
•  How do I know I am successful on LinkedIn? 

–  We can keep score 

•  How look able is my profile? 
–  Eye popping background 
–  Unique headline and professional photo 
–  Custom URL 
–  Outward feeling summary (Less that 25% have) 
–  Skills/interests moved under Summary 

•  Am I connecting to the right people? 
–  Connections customized (from your laptop) 
–  Thank new connections 
–  Connections to conversations 
–  Tags to segment them 



Little Ideas, Big LinkedIn-Licious Results 
•  What Groups have I joined? 

–  National, regional, local, banking 
–  Active 
–  Messaging 

•  How often am I sharing, posting and publishing? 
–  Building Mind Share 

•  What companies am I following? 
–  Your bank, competitors, clients, prospects, COIs 

•  Have I invested in myself with Premium or Sales Navigator 

•  What is my LinkedIn rhythm? 

•  What is my LinkedIn philosophy – why am I there? 



It Starts with Your Social Media Policy 
•  Confidentiality 
•  Privacy 
•  Honesty 
•  Disclaimers 

•  Respect 
•  Protect 
•  Ambassadorship 



Social Selling Index – 
Behavioral Success 
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Maximize Your Profile 
•  Become an All-Star 

 1.  Add a profile photo 
2.  List two or more positions you’ve held, 

with role descriptions 
3.  Have five or more skills on your profile 
4.  Write a summary about yourself 
5.  Fill out your industry and postal/zip code 
6.  Add where you went to school 
7.  Have 50 or more connections 

•  Background photo makes you pop 

•  Photo, headline, URL 

•  Use 3-2-1- Summary approach with 
call to action 

•  Move Endorsements under Summary 

•  Make Interests More Visible 



Photo, Headline, URL 

Profile Photo 
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Photo, Headline, URL 

Personal URL 



Unicodes & Emojis 



Summary – Use the 
2,000 Characters 



Outside In Summary Using 3-2-1 
•  Ask your top three clients: 

–  Why did you choose me and my bank? 
–  What value do I bring to the table beyond product and price? 
–  What would you tell someone who called you as my 

reference? 

•  Ask your boss/manager: 
–  Why did you hire me? 
–  Why did you promote me? 

•  Ask your spouse/significant other: 
–  What are my personal strengths? 

•  Use these bullet points and: 
–  You write your summary 
–  Your marketing department writes it 
–  You pay someone to write it 



Skills/Endorsements 
•  First level connections can endorse 
•  LinkedIn assigns them – you customize them 

•  You can have 50 
•  Move them to prominence – under your Summary 



Move Them Up 



Customize Them 



Join Groups 
•  Open and private types 
•  100 opportunities to find and be found 
•  Group members are clients, pre-clients, COIs, etc. 

•  Lots of ideas and success practices 
•  Creates mind share and thought leadership 
•  Send 15 free 1:1 messages to group members 

monthly 



Your Groups 



Your Groups 



Share, Post, Publish 
•  Find a article to share daily with your groups 
•  Find one article a week to post on your home page 
•  Write one relevant article monthly to publish 
 
This 
•  Creates personal brand awareness 
•  Improves thought leadership stature 
•  Enhances Google presence 
•  Adds deposits to your Content Bank Account 



Share 



Post 



Publish 



Creating and Using Tags 

•  Tags are simple keywords that organize your first level connections in LinkedIn. 

•  You can create up to 200 Tag categories. 

•  Tag your connections that fall into a specific category and label that category. For 
example: 

   - Clients     - Prospects 
   - COIs     - Internal Partners 
   - Industries     - Associations 
   - Alumni     - Attorneys 
   - Accountants    - Insurance Agents 

•  One contact can be “tagged” into more than one category. For example, you may 
tag someone  as a “client” and as an “attorney.” 

•  To “tag” a contact, click “Connections” under “My Network.” Hover over your 
contact’s name, then select “Tag” below their information. The tag drop down box 
will appear. Click the appropriate tag or tags and your selections are automatically 
saved. 



Tagging – the Unique 200 



Why Sales 
Navigator 



What Taylor Teaches Us 
About Routines 
Daily 
•  Review SSI score 
•  Review Keep in Touch (Skip, Like, Message, Personal 

Message) 
•  Review who has seen my profile (click on theirs depending 

on my criteria) 
•  Review key metrics on Sales Navigator 
•  Check Pending invitation requests (Accept or Reject) 
•  Send personal message to accepted connection requests 
•  Bring up three articles (sales, leadership, marketing) to 

share during the day 
•  Connect with three new people 



What Taylor Teaches Us 
About Routines 
Weekly 
•  Find an article to post (three days weekly) 
•  Tag new connections for the week 



What Taylor Teaches Us 
About Routines 
Monthly 
•  Update key areas of profile 
•  Publish article 



Time to be 
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