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Quiz question 
at the end…!

Send your answer to 
philip@philipcalvert.com



“Social Media has no place in a 
regulated business”

“Our clients are not on 
the internet…”

“Social Media is riddled with compliance problems”

“We get all the business we need from referrals”





“Philip, what do 
you plan to do
for a living?”
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One constant



THE THREE MOST 
EFFECTIVE 

FORMS OF LEAD 
GENERATION FOR 

PROFESSIONAL 
SERVICE 

PROVIDERS



Referrals

1.



Seminars

“The single most effective
form of lead generation 
for professional service 
providers”

2.



Your website

“The most ineffective form of lead 
generation for professional service 

providers…”

3.



4.



Hands up if you’re on LinkedIn!



Stop wasting 
time!



LinkedIn before the Internet



What is 
LinkedIn?

• Job site

• Networking platform

• Blogging platform

• Social Network

• Marketing tool

• Instant messaging 
service

• Corporate PR site

• News service

• Lead generation tool

• Learning centre

• Classified ads service

• Salary comparison 
service

• Sales tool

• Search engine

• Rolodex
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It’s all about 
the 

technology
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technology



It’s all about Technique



How we used to do Marketing in 2002











WEBINARBOOK

TESTIMONIALS



WEBINARBOOK

TESTIMONIALS



Shift from 
Social Media 
to Social 
Networking







If you’re on 
LinkedIn, 

you’re 
marketing 
yourself



Profile
Keywords
Activity
Hashtags

It all starts with LinkedIn Search

YOU
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Does your profile page…?

Capture 
attention 
immediately

1

Empathise with 
your visitor’s 
problems

2

Communicate 
in a tone 
unique to you

3

Avoid 
unnecessary 
jargon

4

Encourage a 
clear, desirable 
action

5





million users



Profile visits = 
Enquiries



How has LinkedIn helped you?

• Research people & companies (75.8%)

• Reconnect with past associates/colleagues

• Build relationships with people who could influence 
potential customers

• Increase effectiveness of face-to-face networking

• Build relationships with prospects

• Improved branding/marketing presence

• Discover job opportunities

• Generate real business opportunities

Source:  power+formula 2013 LinkedIn survey





Three core themes & ten 
core elements



Three core 
themes…

Identity & 
Reputation

Personal

Corporate

Networking

Connecting other 
people

Building your own 
network

Knowledge

Learning

Sharing



Ten core 
elements of 

LinkedIn

• Personal page

• Company page

• Showcase page(s)

• Groups

• Content

• SlideShare

• Contacts

• Universities

• ProFinder

• Salaries

• Messaging

• Jobs

• Advertising

• Sales solutions

• Volunteering

• Learning
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1)  Have a plan



What is your LinkedIn plan?

WHY are you 
on LinkedIn?

WHAT are you 
trying to 
achieve?

HOW are you 
measuring 

results?



My LinkedIn 
Objectives 
and Strategy

Attract

• Speaking & training business

Be

• Be visible where my clients & targets are

Create

• Create conversations

Drive specific types of people off LinkedIn

• Meeting planners & conference organisers

• Financial Advisers

• Speakers, Coaches & Consultants

• School Careers Leads



2)  Profile pages



The single biggest mistake 
professional advisers make on 

LinkedIn is…



Not fully completing 
their profile



“Users with complete Profiles are 
40 times more likely to receive 

opportunities through LinkedIn”.

Source:  LinkedIn



Other key 
mistakes are…

• Not including contact 
information

• Not engaging with other 
people and their content

• Forgetting that ‘people 
buy people’



Fully complete 
your profile -

Sections

• Name

• Photos – profile and banner

• Contact incl. IM, phone, email & 
birthday

• Headline

• Websites & Twitter

• Posts & Activity

• Summary

• Current Experience

• Current Experience Details

• Past Experience

• Past Experience Details

• Education

• Education Details

• Volunteer Experiences & 
Causes

• Skills

• Certifications

• Courses

• Honours & Awards

• Projects

• Publications

• Recommendations

• Groups



Mastering LinkedIn:
Your Profile Page



The profile test…



Irresistible













“Specialties:  Exceptionally good with 
sarcastic, smart ass remarks.”

“Able to sit in my chair for extended 
periods of time without numbness or fatigue.”

“Invented the 2 hour lunch break, which has been 
adapted by sales slackers everywhere.”

“Attempted to train dealer staff until I realized 
most were too stupid to accept the training.  Once I 
realized that fact, I would just take them to lunch.”



“Sometimes I make a sales call.”

“Went to lunch a lot.”

“Sat on my chair and bitched at sales reps.”

“Completed a lot of BS reports for corporate    
office.  Because I had to.”

“Talked on the phone and hung out.  Took 
credit for others accomplishments.”



What’s on your profile page?

• Creative

• Organisational

• Effective

• Extensive experience

• Track record

• Strategic

• Proven sales professional

• Leadership

• Dynamic

• Motivated

• Innovative

• Passionate

• Problem solving

• Expert

• Exceptional communication skills



Suggestions to improve

• First person

• Start punchy

• Stories

• Smart punctuation

• Start with something 
recognisable “Music is my 
first love”

• Customer first in mind

• Assertive & direct

• Personality

• Include media

• Make points through visuals 
or presentations



More advanced:  Use attention-grabbing copy 
with a question…

“Do you suffer from chronic elbow pain?”

Then show that you have the answer:

“Stop the agony now!”



Your profile is not your 
resume.  It’s your 

online reputation.

Use it to demonstrate 
the value you bring.





Keywords



What keywords do you want to be found for?

Services you offer:  Telecoms, Customer Service, Financial Planning

Technical skills: Platforms, Tools, Certifications, Languages, Software

Industries you serve:  Healthcare, Law, Accounting

Target Industry buzzwords: DB, SIPP, PHI, FCA

Business skills: Leadership, Project Management, Strategy, Sales

Location: London, Budapest, Prague



Personalised URL www.linkedin.com/in/saleskeynotespeaker



Personalised URL www.linkedin.com/in/saleskeynotespeaker



Keywords in your headline



Keywords in 
your name?



Current Experience

Where you are 
working now



Current Activity

What you are 
doing now



Add short 
term client 

activity







How to display 
your website





Show your Birthday



Promote your 
profile elsewhere



Promote your profile
http://bit.ly/ProfileBadge



Hide distractions



Hide distractions



Hide distractions



Hide competitors!



Hide your competitors from your profile



Have a great 
photo



Profiles with photos are 11x more likely to be 
viewed

Combined increase in 
views of 69% over two 
weeks.

Source: facetheworldirl.com



FRIENDLY and 
PROFESSIONAL































If you do have a 
distinctive photograph, 
add some relevance









Confident or 
Competent?



Trustworthiness



Add media to 
your profile



Add media to 
your profile









Add 
Infographics



Header Image – Branding Opportunity







Upload photos to LinkedIn via mobile



About/Summary Section



Tell a story, but be brief



Neat layout
without waffle







Volunteer and Causes



Show you care – use your skills to 
make a positive impact

• Can make the difference when networking, 
pitching for business or looking for a job

• Use social issues as a differentiator



Options to 
highlight on 
your profile

• Animal welfare

• Arts & Culture

• Children

• Civil rights & Social 
action

• Disaster & 
Humanitarian relief

• Economic 
Empowerment

• Education

• Environment

• Health

• Human Rights

• Politics

• Poverty Alleviation

• Science & 
technology

• Social Services





LinkedIn for Good: 
https://linkedinforgood.linkedin.com



Languages



Languages



Languages



Skills section



Skills
• Top skills

• Industry knowledge

• Tools & Technologies

• Interpersonal 

• Other





Awards, 
Accomplishments, 

Certifications & Projects







My profile is set up –
now what?



Focus on 
profile views



No one visits your profile 
by accident!



They do it on purpose!

• Search result

• Status update seen

• Article seen

• Profile update

• Activity in a group seen

• Like, share or comment seen

• Followed someone

• Comment on a company page

• Promotion outside LinkedIn

• Google search

• Birthday

• Job anniversary

• New job/role

• Promotion

• They follow a hashtag



Would you like to 
know the names & 
contact details of 
everyone who visits 
your website?



Know your 
numbers…



Six sets of data

• How many people viewed your profile

• What they do

• Where they work

• What search term they used

• Who looked at your profile

• Who followed you









The Single 
Most 

Valuable 
Feature On 
LinkedIn!



Who’s 
viewed my 

profile



Where to 
connect to 

say
Thank You

Connect here
Not here!



How to generate 
attention, visibility, 
conversations and 
profile visits



Shift from 
Social Media 

to Social 
Networking



Comment on other 
people’s content

1.  Scroll method
2.  Search method



Find & comment on topics of mutual interest



Find better connections 
through common interests



The human touch will find you contacts

“Bouzouki”





Look for 
common 
interests

“Kickboxing”
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Look for 
common 
interests

“Kickboxing”













“Yoga”
657,000 results





Connecting scripts



Crystal Knows
www.crystalknows.com







Status Updates / Posts



Tell stories



Articles

Long

Detailed

Research-based

Unique insights



If you must 
use images…





230,120 likes
11,288 comments



Company 
Pages





Schools and 
Universities





Search your 
school/university





Have a plan



Tell stories



Treat LinkedIn 
as an asset of 
your business



What is the 
single biggest 
mistake people 
make on 
LinkedIn?

Send your answer to 
philip@philipcalvert.com



https://linkedin-marketing-
secrets.mn.co


