
Where are You Now?
With an average advisor, which I consider to be 55-60 years old with 20 years of experi-
ence, I find the following initial success within 30 days of beginning their LinkedIn strategy:
 500+ LinkedIn Connections
 10+ profile views per week
 10 views per publication

With an intermediate LinkedIn user that employs the strategies I teach over 6 months or 
more, I expect to see a larger network and more activity including:
 1000+ LinkedIn Connections
 30+ profile views per week
 30+ views per publication

With an advisor who has been actively using LinkedIn for more than one year and employ-
ing the strategies in this book, I expect to see significant success including:
 2,000+ LinkedIn Connections
 75+ profile views per week
 60+ views per publication

What are Your Goals on LinkedIn?
Expand Your Network by attracting prospects, joining groups where you interests overlap 
with the interests of those you’d like to meet, and aligning with key influencers.
Goal: 2,000+ connections

Share Content and Engage to deepen your relationships by giving feedback, communi-
cating regularly, sharing relevant content with individuals, and reading what your connec-
tions are posting.
Goal: Share valuable content 2-4 times per month

Stay Top of Mind by inviting connections to take the next step and sharing information 
they are likely to find valuable. Through your content, aim to remind people what you do 
and who you serve so that even those who are not clients can still recommend you.
Goal: 75+ profile views per week

Your LinkedIn Marketing Plan
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7Qualify and Target: Identify 
qualified prospects with 

LinkedIn search

Make Contact: Send 100 
outbound connection 

requests per month

Engage: Send follow up 
messages to new 

connections (expect 
20-30% acceptance) Establish Personal Connec-

tion: Follow up in one week to 
answer specific questions 
about their situation

Share Expertise: Offer valuable, 
targeted resource for free (example: 
How to Make the Most of Your   
Chevron Benefits Package)

Convert Prospects 
to Leads: Invite them 
to take the next step 
(phone call, webinar, 
etc.)

Close Leads: Follow up to 
encourage the next step and 
close business (free financial 
plan, second    
opinion, in person meeting, 
etc.)

Your LinkedIn 
Marketing Plan
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