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Business strategies - By Michael haMMond

I’m on LinkedIn and you probably are, too. Everyone is on LinkedIn these days. However, most 
people just see LinkedIn as a directory and that’s how they use it. If that’s how you use LinkedIn, 
you’re missing out. LinkedIn can be so much more.

In an article entitled “Harness The Power of LinkedIn In 10 Simple Steps” by Cendrine Marrouat, she 
says that “people visit LinkedIn to connect with business professionals in their niche. While Facebook 
and Twitter are more “social” and relaxed when it comes to networking with individuals, the social 
networking site favors serious interactions, which makes it an excellent tool for branding purposes.”

Her first tip is to complete your LinkedIn profile. “A thorough profile is essential on LinkedIn, even 
more so than on any other social networking site. So, do not be stingy. List everything that you have 
done in your life: jobs, collegiate experience, groups, associations, honors, awards, etc. Your LinkedIn 
profile is like an online résumé that you or others can forward to connections, and why not potential 
employers?” she adds.

The second tip involves you showing off a bit. She recommends posting a professional photo. A profile 
without a professional photo is useless. If you cannot show your face, how can you expect people to trust 
you? So, make sure that you put your best shot forward, Marrouat advises.

Another helpful way to get the most out of 
LinkedIn is to get involved in Groups. LinkedIn 
Groups are great tools to find new connections 
relevant to your niche, as well as interesting 
topics of discussion. Join as many as possible 
and start interacting without being pushy about 
your services/products.

Also, Marrouat says that LinkedIn recom-
mendations are usually taken very seriously. Ask for and give them to people you know, not strangers 
you have just added to your contact list. As a professional entrepreneur on a professional network, your 
credibility is at stake. So, use common sense. Many social media experts also recommend taking advan-
tage of the message option to connect with people in your list. If you must send a group message, be 
polite and make the content personal. You may also want to disable the feature where everyone can see 
the entire distribution list.

Marrouat points out that you should invite a lot of relevant people to connect with you. However, 
avoid using the generic default message (“I’d like to add you to my professional network on LinkedIn”) 
and write a short but professional paragraph. Similarly, LinkedIn Questions are a great opportunity for 
professionals to share their knowledge. I strongly recommend that you complement your answers with 
links to your own articles. LinkedIn works like a blog: The more solid content you share with others, the 
more trustworthy you become.

LinkedIn should be a natural extension of your business. For example, why not add your Twitter 
stream or your latest blog entries? And remember your manners. Do not forget to be polite and  
professional at all times when you interact on LinkedIn. Facebookers and Tweeps might be forgiving, 
LinkedIn members will not be. Lastly, Marrouat emphasizes the importance of promoting your LinkedIn 
URL everywhere.

LinkedIn Groups are great tools to find 
new connections relevant to your niche, 
as well as interesting topics of discussion.

The Power Of LinkedIn
You may not think of LinkedIn as a way to grow your mortgage business, 
but you would be wrong if that’s how you feel.
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Great, so now we know how to be active on LinkedIn. Your 
response to me now might be to say something like: “Michael, I 
do all those things but I still don’t see how I can use LinkedIn to 
get more business in the door.” There is a way.

In an article entitled “7 Ways to Prospect for New Customers 
With LinkedIn” by Brian Carter, he says there’s likely more new 
business for you on LinkedIn than you’re currently tapping. Here 
are seven ways to find new customers with LinkedIn, as detailed 
by Carter:

#1: Develop Connections and Meet Second-Degree 
Connections: The people you’ve connected to directly on LinkedIn 
are called first-degree connections. This is your immediate network. 
You can increase your network by clicking on “Add Connections” 
and giving LinkedIn temporary access to your email or by 
pasting your emails in. The people connected to your first-degree  
connections are your second-degree connections. After you warm 
up first-degree connections, you can turn their second-degree 
connections into first-degree connections via introductions, or 
simply by e-mailing or phoning them and mentioning the first-
degree connection.

#2: Watch the Newsfeed for Warm Relationships: Many 
people ignore the LinkedIn newsfeed in favor of other parts of 
the site, but you can filter the newsfeed to show only news from 
new connections. If you see that one of your connections has just 
connected to someone you’d like to connect with, now is a good 
time to ask for an introduction.

#3: Jump on Recommendations and Get Introduced: You 
can also filter the newsfeed by recommendations, although it’s a 
bit more manual. If someone just gave or received a recommenda-
tion, there’s a lot of positivity in that relationship and you have 
a better chance succeeding at an introduction to the person who 
made the recommendation.

#4: Mine LinkedIn Groups and LinkedIn Answers for New 
Business: Be sure to be helpful, not salesy. Focus on how you can 
add to the conversation. Don’t focus on your own company and 
its offerings. You can mention your company’s specialty, but it’s 
better to make that 10-20% of the content you share. Make sure 
the other 80-90% is about helping the other person solve his or  

her problems. 
#5: Hunt for Prospects with Advanced Search: This is one of 

the most exciting aspects of LinkedIn, but use it with care. Linke-
dIn’s Advanced Search allows you to search LinkedIn for anyone, 
on many criteria, even if you don’t know them. You might need to 
request an introduction or send an InMail (if there’s cold-calling 
on LinkedIn, this is it).

When you start doing Advanced Searches, you’ll need to 
use your definition of what a high-quality lead is for you or  
your company:

• Who are the buyers in the companies you sell to?
• What’s their job title?
• What’s their seniority level?
• How big is their company?
• Are they in specific industries?

#6: Map the Target Company: If you’re following up on a 
lead from your company’s advertising or marketing campaigns, 
you may need to network your way through a company to find the 

“economic buyer” (final decision-maker) who will use the solution 
you’re selling and who might have influence over the purchasing 
decision.

You can go to the company’s LinkedIn page and take a look at 
its employees. What if you know one of them, or went to the same 
school? Even if they aren’t the decision-maker you’re looking for, 
they might play a role as an advocate (what some sales profession-
als call a “coach”), give you information about corporate structure 
and recommend you deeper into the company.

#7: Reach Decision-Makers: If you find people in the target 
company who are willing to help you, a positive conversation 
that demonstrates how you’ll help their company (and serve their 
interests) could lead to LinkedIn introductions to other folks in 
the company, or their phone numbers. Even if you get the phone 
numbers directly from the last person you talked to, or from Data.
com, you can use LinkedIn to look each person up and get to know 
a bit about them before calling.

So, if you use LinkedIn to the fullest, you can actually grow 
your business using this tool. ❖

Michael Hammond is chief strategy officer at PROGRESS in Lending Association and the founder and president of 
NexLevel Advisors. NexLevel provides solutions in business development, strategic selling, marketing, public relations 
and social media. He can be reached at mhammond@nexleveladvisors.com.

LinkedIn should be a natural extension of your business. For example, 
why not add your Twitter stream or your latest blog entries?




