
of advisors said 
they’ve increased 
visibility using 
LinkedIn.1

of advisors said they’ve increased visibility using LinkedIn.2

Your profile represents your professional brand, core 
values, areas of expertise, and standard of excellence 
clients can expect when working with you. 

• Populate the skills section of your profile 
with keywords that are relevant to your 
“hero audience.” 

• Create a profile summary using keywords 
and phrases that existing and potential 
clients may search for organically. 

• Use a professional picture for your profile.

Get found!

Keep their spidey-senses tingling for more!

Go leaps and bounds beyond other advisors!

Compliance isn’t kryptonite!

80% of advisors who use social media for business 
reported nearly $5 million in average asset gain 
directly attributable to social media use.2

Engage with your “hero audience” by posting a mix of professional 
and personal content, post frequently, and join LinkedIn groups. 

• Frequently share high-quality content that represents the 
pain points you can help solve. 

• Join LinkedIn groups that include your “hero audience”.

Engage with your “hero audience” by posting a mix of professional and 
personal content, post frequently, and join LinkedIn groups. 

• Use the Advance Search feature to identify potential clients and 
introduce yourself using an InMail. 

• Stay in front of your audience by engaging with them

Compliance doesn’t have to be kryptonite to your social media strategy. Work with 
compliance to use LinkedIn to grow your book of business.  

• Double-check the rules and regulations your company requires for you to be 
compliant in a public-facing, digital environment. 

• Disable the endorsement feature in the skills section of your profile. 
 

• Ask your compliance team to pre-approve a blanket statement stating that 
you will not accept endorsements or recommendations. Then include this 
statement in your profile summary.

52%

86%

$5 million

Attract, engage, and comply
Differentiate yourself leaps and bounds 

beyond other advisors with LinkedIn
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Always check with your compliance department before starting a social media strategy.
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