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Tap Into the 
Power of LinkedIn

Presented by Sarah Gonnella

VP of Marketing & Business Development
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Who Is Sarah Gonnella?

Full Sail Partners

� VP of Marketing/Business Development

� Executive Management Team

� CRM Consultant for Deltek Vision

� @ReachFullSail

� @Deltek

� @DeltekVision

� @SarahGonnella

SMPS 

� Executive Advisory Council 

� Immediate Past President of SMPS 
Atlanta

� Past Communications Chair for SMPS 
Atlanta

� Member of National Technology 
Committee

� @SMPSAtlanta

� @SMPStech
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Learning Objectives

1. Understand real-life applications

2. Building LinkedIn presence

3. Building your network (pause for the cause)

4. Marketing you and your business

5. Measuring results
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Understand Real-Life 
Applications
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Who Should Use LinkedIn 
at Your Firm?
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Real-Life Applications

1. 200 million users (Largest 

professional social network 

online today)

2. LinkedIn welcomes 65 million 

unique users each month

3. The average member is a 

college-educated male between 

25 and 54 years old. 

4. Over 40% of members are 

manager level and above

5. More than 25% are senior 

executives. 

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.
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Real-Life Applications
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Why Use LinkedIn?
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Real-Life Applications

1. Market Research

2. Warm Calling

3. Search Engine 

Optimization

4. Career Management

5. Job Search

6. Recruiting

7. Network with Potential 

Clients

8. Public Relations 

Announcements

9. Build a Group Related to 

Your Business

10.Demonstrate Expertise

11.Conference Follow-up

12.Directory of Resources

13.Keeping in Touch 

14.Stay Current

How do others use LinkedIn?
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Do you know what the #1 
tool is for recruiting?

That’s right! 95% of people use 

LinkedIn now as a recruiting tool.
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Real-Life Applications

How are professionals using LinkedIn? 

1. Top level executives
› industry networking (22%)

› promoting their businesses (20%)

2. Middle management professionals
› keep in touch with other people (24%) 

› industry networking (20%)

3. Entry level employees
› job searches (24%) 

› co-worker networking (23%)

Credit: Forbes.com
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Real-Life Applications

How Many Competitors Are On LinkedIn?

1. 9,200+ Architecture & Planning 

2. 5,200+ Civil Engineering 

3. 5,000+ Mechanical Engineering 

4. 6,500+ Environmental

5. 20,000+ Construction 

6. 17,000+ Management Consulting

7. 21,000+ Law Practices

8. 23,000+ Financial Services
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Real-Life Applications

How Many Potential Clients Are On LinkedIn?

1. Airlines/Aviation 

2. Automotive

3. Education

4. Food & Beverage

5. Government 

6. Hospital & Health Care

7. Management Consulting

8. Non-Profit Organizations

9. Commercial Real Estate

FAA, Boeing, Delta

Bosch, Ford, GM, TRW

Georgia Tech, Emory, Gwinnett College, 

UGA

Coke, Pepsi, Starbucks, Mars

City of Atlanta, Gwinnett

Children’s, Northside, Tanner

Deloitte, Booz & Co 

Habitat for Humanity, United Way

CBRE, Cushman & Wakefield, Jones Lang 

LaSalle
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Building a LinkedIn Presence
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Building a LinkedIn Presence

1. Is your profile 100% complete?

2. Did you optimize your page for 
SEO?

3. Have you maximized your 
network? 

4. Have you engaged in the right 
groups? 

5. Are you using shortcuts to 
manage your time?

6. Do you engage your profile 
visitors to learn more? 

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
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Building a LinkedIn Presence

Build a professional 

persona | Use the “improve 

your profile” button

Settings | Be visible (change 

settings to everyone can view 

profile)
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Building a LinkedIn Presence

Face to the Name | Upload a professional headshot picture to 
build trust

Company Presence | Be sure to connect to your company’s 
profile

Title | Creative headline to brand yourself in 120 characters
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Building a LinkedIn Presence

Company Website / Blog | Chose “Other” and think about 

how people would search for your company. (three are 

available)
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Building a LinkedIn Presence

Unique URL | You can use your name or think about how people 
search for you? 

For example, linkedin.com/in/noisepollutionconsultant
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Building a LinkedIn Presence

Experience | Should 

you really include every 

job? Will this get me to 

where I want to go? 

Current and 2 past are 

required.



© Copyright 2012 Full Sail Partners, Ltd. – All Rights Reserved

Building a LinkedIn Presence

Summary | Your personal 
elevation pitch. Write in 
third person. 

Specialties | What you do 
you and your firm 
specialize in? 

Projects | Purpose is for 
students – Use to link to 
blog articles, videos, etc.



© Copyright 2012 Full Sail Partners, Ltd. – All Rights Reserved

Building a LinkedIn Presence

3rd Party Content Replaced
� My Travel by TripIt

� Legal Updates by JD Supra

� Portfolio Display by Behance

� SlideShare Presentations by 

SlideShare

� Lawyer Ratings by LexisNexis

� WordPress by Automatic

� Box Files by Box

� Slideshare

� Amazon Reading List

Replaced
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Building a LinkedIn Presence

Publications | Build your online persona.
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Building a LinkedIn Presence

Skills & Expertise | 
Think website meta 

tags & your online 

persona.

Hiding Endorsements 

or Skills | Thanks but 

no thanks!
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Building a LinkedIn Presence

Skills & Expertise | What is trending?
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Building a LinkedIn Presence

Reorder your profile | 

Most important details 

show first
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Build a LinkedIn Network
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How Many Connections 
Do You Have? 
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Build a LinkedIn Network

Quality vs. Quantity of Connections

� Can you confidently reach out to all of your contacts?

� Build a strong core group (former and current colleagues; clients, 
etc.)

� LIONs = LinkedIn Open Networkers. Willing to connect to anybody, 
for any reason. Quick way to expand, but decreases effectiveness 
of LinkedIn

� Upload contacts from Outlook, Gmail, or other address books. “Add 
Connections” tab. Log in to email to see who has a profile. 
Available in “Imported Contacts”. People on LinkedIn have a small 
blue icon with the letters “in”. Select contacts. 

� Also can export from database and paste csv.

� Customize all personal invitations or send email letting them know 
you will send an invite.
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Build a LinkedIn Network
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Build a LinkedIn Network
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Build a LinkedIn Network
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Build a LinkedIn Network
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Build a LinkedIn Network

Helpful Searching Options

� People

� Updates

� Companies

� Groups
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Build a LinkedIn Network

STOP

LinkedIn Purification 

Message Example
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Build a LinkedIn Network

Group Connections

� Great resource, but understand their value

� Associations 

� Industry groups

� Alumni groups from your alma maters (bonus if they’re specific to 

your field)

� See what potential clients, contacts, competition, partners are 

joining

� Above all, seek recognized, moderated groups. Members have 

been pre-screened. Content is more valuable.
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Building a LinkedIn Network
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Building a LinkedIn Network
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Pause for the Cause! Questions?
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Marketing You & Your Company
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How Do You Market
Your Firm Now?
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How Do I Market Me and My 
Firm on LinkedIn?



© Copyright 2012 Full Sail Partners, Ltd. – All Rights Reserved

L
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What Do I Listen For?

Listen
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Marketing You & Your Company

Follow / Connect

� Your Firm

� Your Client’s Company & Contacts

� Potential Clients 

� Relevant Groups

� Organization Connections

� Partners

� Competitors?
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Marketing You & Your Company

What is Going On?

� New Office/Location/Department?

� New Employee? Former Employees?

� New Project?

� What is important to them?

� Changes?

Listen 1st, Interact 2nd
3 out of 4
members use 

LinkedIn to keep up 

on business news or 

research companies 
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Marketing You & Your Company
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Marketing You & Your Company
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Marketing You & Your Company

Interact
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Marketing You & Your Company

Home Tab Update Search

Interact
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How Many of You Use LinkedIn 
To Target & Research Clients?

Listen
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Marketing You & Your Company

Market Research

� Target Market

� Geography

� Company Size

� Potential Connections

� Former Employees

� New Employees

� Similar Firms
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Marketing You & Your Company

Started with over 67K

Narrowed down to 35
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Marketing You & Your Company

Who do I know 

that knows the 

right contact?
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Marketing You & Your Company
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Marketing You & Your Company

Tip: Can’t see the 

contacts entire name? 

Google their “title” “at” 

“Company Name”. 

SMPS On Demand Webinar

Mastering the Hidden Web: 

Uncovering Valuable Data 

About Clients and 

Competitors

http://eo2.commpartners.co

m/users/smps/session.php?i

d=9732
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How Many of You Need to 
Target a Person vs. a Company?

Listen
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Marketing You & Your Company

Saved Searches

Note: There are more 

options for Premium Users
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Marketing You & Your Company
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I’m Ready to Engage!

Engage
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Marketing You & Your Company

Activity
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Marketing You & Your Company

What to Keep in Mind When Posting Activities

� Who is your audience? 

� What is your end in mind? Think Call to Action!

� Do you have an image? 

� Is it appropriate for Twitter?

� Share from Company page!

� Do you have software to automate your posts?
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What is Tagging in LinkedIn and 
Why Would I Use It?

Engage
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Marketing You & Your Company

Tagging is like segmentation in a database
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Marketing You & Your Company
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Marketing You & Your Company

What to Keep in Mind When Tagging Contacts

� Think about what messages your might send to a group?

� How does your company segment clients or contacts? 

Note: As a standard user, you 

can only send to 50. So narrow 

list by other criteria. For 

example, geography.
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Other Ways to Engage?

Engage
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Marketing You & Your Company

Polls
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Marketing You & Your Company

What to Keep in Mind When Creating a Poll

� What’s the end in mind? 

� Gauge interest? 

� Research?

� Use in collateral? 

� Intrigue interest
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Marketing You & Your Company

Give and Ask for Recommendations (need 3)
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Marketing You & Your Company

What to Keep in Mind When Requesting a 

Recommendation

� ALWAYS customize your message

� Unless they have already agreed, allow an OUT

� State what you are looking for in a recommendation and 

why you think they would be good fit

� Offer to assist
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Marketing You & Your Company

Final Tips on Marketing

� Post value messages in groups they are a part

� 2nd connection perfect for a warm lead

� Always customize message

� Regularly review contact changes

� Get your company involved
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Measuring Results
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How Do I See the Impact?
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Measuring Results

1. Network Statistics

2. Who’s Viewed Your Profile

3. Company Statistics

4. Tracking Tools

� Bit.ly

� Hubspot

� Google Analytics
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Measuring Results
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Measuring Results
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Measuring Results
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Measuring Results
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Measuring Results
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Measuring Results
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Measuring Results
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Questions?
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Bonus:
What’s Your Personal Meme?
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Join the Social Media Conversation

LinkedIn: http://www.linkedin.com/company/full-sail-partners

Twitter: http://twitter.com/#!/reachfullsail

YouTube: http://www.youtube.com/user/reachfullsail

Blog: http://www.fullsailpartners.com/FSPblog

LinkedIn: http://www.linkedin.com/in/deltekvisioncrmconsultant/

Twitter: http://twitter.com/#!/sarahgonnella

Sarah Gonnella, VP of Marketing & BD

888.552.5535 x102 | gonnella@fullsailpartners.com

Full Sail Partners

www.fullsailpartners.com


