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You may have been on LinkedIn for 
some time but have a nagging feeling 
that you could be exploiting it more. 
Do you just collect more and more 
connections at networking events but 
never really do anything productive 
with them? Are you constantly hounded 
by recruitment consultants or people 
trying to sell you something?

If this is your experience then we hope this guide 

will help you explore what you could be doing to 

use LinkedIn to its full potential.    

 

 

 

 

 

 

 

 

 

 

 

 

 

       

LinkedIn has grown from humble beginnings; 

from its creation in Reid Hoffman’s living room 

in 2002, it is now a global, professional network 

with more than 562 million users in more than 

200 countries and territories worldwide. Its 

mission is to connect the world’s professionals 

to make them more productive and successful; 

its vision is to create economic opportunity for 

every member of the global workforce. With a 

relatively low profile compared with some of the 

other social media platforms, probably due to its 

professional nature, it is nonetheless a powerful 

influence with brands, industries, job seekers and 

recruiters across the world. 

And so, we hope this guide, in its own way, 

will help you to be more ‘productive and 

successful’ on LinkedIn. It contains a number 

of practical steps and is aimed specifically at 

mortgage brokers, covering a range of topics, 

from marketing and advertising to exploiting its 

networking potential and using the platform to 

find a supplier or win new business.

There are also a couple of great case studies from 

brokers already getting a lot out of LinkedIn.   

Have a good read through the various sections 

and do let us know how you get on using the 

network to grow your business. 

INTRODUCTION
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This guide is aimed at brokers already 
on LinkedIn so you’ll already have a 
profile set up. We thought it would 
be useful, though, just to underline a 
few tips to make sure your profile is as 
strong as it can be. 

   

It’s always a good idea to take a look at your 

profile as though you were someone wondering 

whether to connect with yourself or not. Ask 

yourself honestly: would you? If not, what’s 

missing? What would put you off?         

Check that your profile gives a full picture of your 

job experience and professional skills. Make sure 

there aren’t any gaps in your employment history. 

When you first set up your profile, you may have 

kept it basic to get up and running, so it’s worth 

going back and reviewing it. LinkedIn recommend 

that to be 100% complete it includes the 

following:       

• Industry and postal area

• Current position with description

• Two more positions

• Education

• At least 5 skills

• Profile photo

• At least 50 connections

• A summary

• Work samples or projects

• Volunteer experience

LinkedIn measures your profile strength 

from 0-100% and the higher your profile 

completeness is, the more likely you are to 

appear in searches so it’s worth spending a bit of 

time to flesh it out.          

Use the description as an opportunity to show 

what value you provide. Don’t feel you have 

to use your formal job title which may sound 

quite technical and specialised. You’ll find 

experienced LinkedIn networkers often use 

the word ’helping’ e.g.- John Smith, helping 

people secure the right mortgage, Mary Brown - 

helping successful individuals save tax.         

It may seem obvious but make sure your photo 

is a good representation of yourself. It needs to 

look professional and be up to date so there’s 

no disjoint when people actually meet you. Like 

us, you’ve no doubt come across many photos 

on LinkedIn of people on their holidays, holding 

a drink or wearing a ball gown - hardly the 

professional image you want to convey. 

Is your profile good enough?
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Company page

As well as your own individual profile on 

LinkedIn, your firm can have a company page. It’s 

free and easy to set up and it makes sense to get 

your products and services in front of as many 

professionals, in as many formats, as possible. Fill 

in a compelling company summary and use as 

many keywords as possible to help your business 

get found in search.

The cover photo is a good opportunity to 

prominently display your branding - include a 

description of what you offer too as the company 

summary can get lost right down at the bottom 

of the page. Use the products and services tabs 

and make sure whatever you want to promote 

is listed first as this will feature on the sidebar. 

Then, start populating your page with regular 

updates - you can also use the featured update 

facility to promote a particular event or special 

deal - much like the pinned Tweet on Twitter. You 

can also list job vacancies on your page and even 

get candidates to apply via LinkedIn.     

Is your profile good enough? Continued

Make sure you get all your employees to follow 

the page and interact with any updates or 

activity - these help with the all-important 

LinkedIn algorithm. Just make sure your business 

doesn’t post excessively though as LinkedIn can 

class that as spam and delete a company page.



www.accordmortgages.com

HOW TO MAKE THE MOST OUT OF LINKEDIN
A GUIDE FOR MORTGAGE BROKERS

Whether you’re looking to make 
connections, raise brand awareness 
or generate leads, LinkedIn is a  
powerful tool.   

Of course, the ideal scenario would be if your 

posts or company page could be found organically, 

without having to pay for advertising. In the past it’s 

been thought that if you actively shared content via 

status updates you would be rewarded by reaching 

a substantial part of your professional network and 

their networks. However, once LinkedIn hit its 500 

millionth member, it created a strict algorithm to 

stop its members being bombarded and the power 

of organic reach disappeared.

You may have noticed that LinkedIn wants its 

readers to stay in LinkedIn. Status updates posted 

via a third party like Buffer or Hootsuite don’t get  

as much visibility as those posted directly.  

Similarly, posts with links to content outside 

LinkedIn don’t seem to do as well as text updates 

without links, while short status updates also only 

get limited reach.      

It’s all about engagement as far as the LinkedIn 

algorithm is concerned. The first 50 people that get 

shown the status update play an important role in 

how well the post gets shared in and out of your 

network. The more Likes, Comments or Shares you 

get from these 50 people, the bigger the reach in 

your 2nd degree network.    

Here are a few quick tips to play the ‘Please-the-

Algorithm’ game:

• Make sure your status updates are text ones 

with at least 700 to 1200 characters

• Include a relevant image 

• Don’t include links to any content on or off 

LinkedIn

• Use a few hashtags that relate to your subject

• Tag a few people in your post or in the 

comment field

• Every time someone engages with your 

updates, make sure you take the opportunity  

to re-engage with a thank you or comment 

As for timing, if the first 50 people are so  

crucial in terms of engaging with your content, 

it’s important to know when your key engagers 

are online and post then, unless you actively  

tag them in your post.

In the past, it’s been thought that helpful  

updates such as ‘how to’ posts and lists work well 

and although these attract engagement, slightly 

controversial posts expressing an opinion or ones 

that show emotion are also successful. You could 

comment on government policy re housing, for 

example, or share a first time buyers experience. 

Any charity events your firm has been involved 

with or awards you have won are always good for 

eliciting likes and comments. 

The key is engage, engage, engage - that is  

both getting people to engage with your posts  

and engaging with others by commenting on  

their updates. 

Using LinkedIn on a day to day basis 
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You may decide you want to go 
further than what you’re achieving 
through organic reach. If so, it’s worth 
considering some advertising on 
LinkedIn. After all, it’s a way to get your 
product or service in front of a potential 
562 million users. What’s more, you can 
build your audience and target them 
specifically in terms of demographic, 
location and job function so it’s a 
powerful tool.

You might decide to boost some of your posts 

that are getting good engagement by treating 

them as sponsored content. This is a way of 

paying to get a particular piece of content 

directly into your target audience’s news feed. 

The purpose should be to drive them to your 

website and ideally get them to enter their 

details in exchange for a piece of valuable 

content or to pick up the phone to find out more. 

LinkedIn can be a highly effective means of lead 

generation this way. 

     

 

 

 

 

 

 

 

 

 

 

 

 

Why not download our cheat sheet, ‘Boosting 

content on LinkedIn’ which takes you through 

the step by step process of how to create a 

campaign and set a budget. Try and make 

your sponsored posts as engaging as possible, 

including a striking image, video or even a 

slideshare presentation. 

The other form of paid advertising on LinkedIn 

is Text ads. These are cheaper and still work on a 

pay per click (PPC) or cost per impression (CPM) 

but could appear anyway on the page. Despite 

being called Text ads, you can still include an 

image, headline and description. Make sure you 

stick to the specified character lengths and 

experiment with different variations to see 

what’s working - remember you don’t have to 

change everything all at once.

Advertising    

https://cdn2.hubspot.net/hubfs/4312027/ACCO01_Boosting_Content_On_LinkedIn.pdf
https://cdn2.hubspot.net/hubfs/4312027/ACCO01_Boosting_Content_On_LinkedIn.pdf
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Networking or building relationships 
is probably still the most important 
aspect of LinkedIn. As its very name 
suggests, it’s about connecting with 
people for mutual benefit.     

   

If you think about traditional networking, you 

get out what you put in. If you go to an event 

and stand in a corner without talking to anyone, 

you’ll undoubtedly find it a waste of time. If, 

however, you chat to people, listen to what they 

do and use it as an opportunity to find out what’s 

happening in the area, you’ll probably find it 

much more productive. Who knows what may 

develop over time. So too with LinkedIn - if you 

just build your profile but rarely log in or actively 

post or comment, you’re not going to get much 

from it.    

The more connections you have, the more 

effective LinkedIn will be. You’ll be able to get 

connected and introduced to other people more 

easily. Think about the magic ‘50’ - the minimum 

number recommended for your profile and the 

first 50 people to engage with your posts and 

help with organic reach. Ideally, you should be 

getting to over 500.

Some people make it a rule to only connect with 

people they’ve actually met. Others will connect 

with anyone who invites them to build their 

network as well as actively approach people they 

don’t know. Decide what works for you. It’s a 

good habit to look back over your emails once a 

week and see who you’ve communicated with 

- new clients/suppliers etc - and invite them to 

connect.

The key is to focus on building and nurturing 

your network all the time. You want it to be large 

and diverse enough so that you will show up in 

searches.  

Another tip is that when you’re out and about 

networking, download the mobile LinkedIn app 

so that you can make connections right away.    

Use the groups 

A particularly useful feature of LinkedIn and an 

additional way to network is to use the groups. 

They give you access to huge numbers of people 

who are all interested in the same topics as 

you. You’re allowed to join up to 100 groups 

so research a variety and join ones that are 

likely to present you with the best networking 

opportunities.

Networking 
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Look for groups that are related to your area of 

thought-leadership, social causes and alumni, 

etc. Try and find ones that have lots of members 

and activity.

If you’re looking at someone’s profile you may 

see that they’re a member of a group that could 

also be of interest to you - as one example, 

there’s the Mortgage Brokers UK Group with 

5735 members. We even came across Chinese 

Mortgages Brokers in Australia with 5 members. 

Basically, there will be a group for whatever 

you’re interested in.  

Once you join a group, spend some time 

getting to know how it works, who’s most vocal 

and what content generates the most buzz. 

Introduce yourself and let the other members 

know you are new to the group, sharing a bit 

about why you are there. An active group is great 

for sharing knowledge, learning new things, 

finding out about events etc and just generally 

getting to know like-minded people. 

Networking Continued 
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LinkedIn is primarily a network of 
connections but provides some useful 
outcomes, nonetheless. In this section, 
we focus on three - winning clients, 
finding suppliers and recruiting new 
members of your team.  

     

Winning clients

Winning business shouldn’t be your primary 

motivation for being on LinkedIn. We’ll all have 

come across people who invite us to connect 

and then immediately launch into a blatant sales 

pitch. There’s nothing more off-putting, is there? 

Instead, LinkedIn should be used for building 

long term relationships.  

Nevertheless, such a large network of 

professional contacts can be very useful. If you 

focus on building a group of people that you 

know you like and trust, it is only natural that at 

some point you will recommend people or do 

business with someone. 

If you think of the 6 degrees of separation, it 

won’t be long before you find someone who 

is looking for a mortgage - or whose son or 

daughter is. The important thing is to remain 

front of mind by posting regularly, getting 

mentioned or getting your content shared. That 

way when someone has a need, you’ll be the first 

person they think of.  

The following stats speak for themselves:  

• 51% of companies acquired a B2C customer 

through LinkedIn 

• LinkedIn is responsible for 64% of all visits 

from social media channels to corporate 

websites  

• 50% of LinkedIn members report that they 

are more likely to buy from a company they 

engage with on LinkedIn   

     

Finding suppliers

Of course there are the usual ways of finding 

a new supplier; typing what you’re looking 

for into a search engine, using a specialist 

supplier registry, asking friends or colleagues, 

but LinkedIn can also be a great source of 

possibilities. Whether you’re after new office 

furniture, a new printer or new CRM system, don’t 

overlook the fact that you’ve got a whole network 

of suppliers at your fingertips. 

Once you’ve logged in, just change the filter in 

the top search bar to Companies, search for the 

category you’re looking for then narrow down 

the results by using the filters on the left hand 

side. If you were looking for a CRM system, as 

an example, you could search for the overall 

category, ‘marketing automation’ or search for an 

exact company name such as Hubspot, Marketo.          

Ask your network for recommendations. 

Find out what they think of the ones you’re 

considering.

Practical results 
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Recruiting

With 562 million members whose profiles all 

list their skills and experience, LinkedIn makes 

a powerful tool if you’re recruiting new team 

members. By posting a job vacancy on the 

platform, you’re likely to increase the possibility 

of attracting the right type of candidate as the 

site will present qualified candidates with your 

posting. 

It’s also a good idea to use your network to ask 

for recommendations for a particular job - the 

larger your network, the more referrals you’ll get 

of good quality. Also make a point of staying in 

touch via LinkedIn with people you’ve worked 

with as these could be your next best employees. 

You can actively search for candidates by 

using keywords. If you cross reference your 

requirements with the qualifications listed on 

people’s profiles, you can make sure you target 

people who are a good fit.             

Take a look at our Cheat Sheet on how to 

advertise a job on LinkedIn whether it’s for 

another broker or a member of your admin team. 

Of course, LinkedIn is also useful if you yourself 

are looking for a new position.

Practical results Continued 

https://cdn2.hubspot.net/hubfs/4312027/Recruitment%20campaign/ACCO01_Job_advert_linkedin_Cheat_Sheet.pdf
https://cdn2.hubspot.net/hubfs/4312027/Recruitment%20campaign/ACCO01_Job_advert_linkedin_Cheat_Sheet.pdf
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We thought it would be useful to focus 
on a couple of brokers who are actively 
using LinkedIn to raise their profiles, 
expand their networks and increase 
engagement. 

          

Gindy Mathoon 

https://www.linkedin.com/in/gindy-mathoon/

Gindy’s activity feed is full of pictures and 

good news stories. He posts on a regular basis 

with topical items and gets involved with other 

people’s posts too, by liking and commenting. 

He also shares his company posts, creating good 

exposure for Create Finance and highlighting 

other team members.   

The post below is a great example, celebrating 

a team member’s career progression from 

apprentice to case administrator to admin  

team leader. 

There’s also a post from Gindy congratulating 

someone else in the industry for an award, which 

prompts a response with Gindy tagged in it. You’ll 

see the response comes from someone not even 

in his first or second tier network. All evidence 

that engagement creates engagement. 

Case studies 

Gindy also uses LinkedIn successfully for 

recruitment - there are several posts advertising 

positions at the firm over the year.

Posts don’t all have to be work related; there‘s a 

post, for example, of putting shoeboxes together 

for charity - anything you think your connections 

will find of interest. He also shares plenty of 

inspiring articles, promoting a positive mindset. 

https://www.linkedin.com/in/gindy-mathoon/
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Craig Skelton 

Craig does a lot of what Gindy does but takes 

it even further by doing it more often. He also 

regularly tags team members and connections in 

his post, widening the reach of what he’s doing.

As you can see, he makes a point of replying 

to comments which means the post keeps re-

appearing - a good example of satisfying the 

algorithm. He also uses hashtags to good effect.

 

Case studies 

Craig highlights whenever a team member gets a 

5 star review which provides a good opportunity 

to promote his company, CS Mortgage Solutions. 

He also frequently shares engaging articles, such 

as ‘The haves and have-nots at the Bank of Mum 

and Dad’ etc. 
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You may well get invitations to try 
LinkedIn Premium for a month for free 
and wonder what it offers over and 
above the standard LinkedIn offering. 
The Premium Business service, after 
a trial, costs from £39.99 per month. 
There are also separate plans for 
careers, hiring and sales.

If you decide to upgrade, you can expect the 

following features: 

• 15 InMail messages per month

• Business insights into a company’s growth

• Online videos to learn new skills

• The ability to see who’s viewed your profile 

in the last 90 days 

• Unlimited people browsing from search 

results up to 3rd degree

• Career insights      

One of the main benefits of a Premium account is 

the ability to send InMail messages directly  

to another LinkedIn member you’re not 

connected to. 

As you’ll have discovered with a basic free LI 

account, you can message people you are already 

connected with free-of-charge, but you can’t 

message non-connections. You can only InMail 

them and those InMails are limited (you can 

purchase up to 10 InMail credits). The Business 

Plus plan allows you 15 per month as part of your 

subscription. 

Upgraded accounts also have access to more 

search results which can be a great advantage 

if you’re recruiting. You also have access to 

additional tools for saving and organising 

profiles, and you can view the full list of people 

who have viewed your LinkedIn profile.

You may feel LinkedIn Free offers you all you 

currently need but it’s worth being aware of the 

additional features should you need them at a 

later date.

Premium - what does it involve?
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Do’s and Don’ts 

We hope you’ve enjoyed the guide. We’ll leave you with a quick summary of some 
do’s and don’ts. As we said in the intro, let us know what works or doesn’t work for 
you as you experiment with getting the most out of LinkedIn to grow your business. 
Do let us know if you have any questions or if we can help in any way. 

Happy Connecting!  

Do
• Be active, engage and comment regularly

• Post regular updates - the algorithm  
likes this

• Share content - it’s helpful and also 
positions you as an authority  

• Tag others - as well as including them in 
your content, it spreads your reach  

• Be generous, share knowledge and 
congratulate others

• Include a personal message when asking 
people to connect 

Don’t 
• Sell - there’s nothing more off-putting

• Just set up your profile and then do  
nothing with it

• Invite your whole address book to connect

• Include links outside LinkedIn in your updates 

• Post excessively off your company page 
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