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We’re going to talk about LinkedIn

All social channels have strengths and weaknesses, 
but LinkedIn is the best for business because it’s the 
most trusted. And:
 It has 722 million members

 33% of B2B decision makers research on LI

 87% of B2B buyers on LinkedIn are introduced to 
salesperson by someone who was already in their 
professional network

 3 people get hired on LinkedIn every minute

 4 out of 5 people are decision makers
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Digital networking
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 Pandemic only enhanced shift to digital networking

 Networking strategy has to go beyond company channels

 Social is social – and that means it needs you to be social

 Your positive activity on social can:
 Drive business growth

 Deepen client relations

 Support recruiting efforts

 Support associate retention

 Strengthen community ties



profile says
01. What your

about you



What your profile says about you
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Silence is LOUD
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When you say nothing, it tells 
people a lot.



If you only auto share from Clearview
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 You are only interested in 
talking at people. 

 You are not interested in 
meeting/talking to people. 

 You are not connected to 
people I know. 

 You are not super trustworthy 
(you are a robot). 

 (Think of this as cold call sales)



If you share Wipfli content with 
personal, organic message
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 You are an interesting, informed 
person.

 You are trustworthy because you 
are showing me who you are. 

 You’re excited or proud of your 
work, your firm’s work, your 
colleagues. 



If you share non-firm content 
with personal message
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 You are innovative. 

 A leader in your industry. 

 You are someone I can trust. 

 You are someone I want to follow, 
learn more from. 

 If I connect with you, it will benefit 
me or open new doors for me. 



ROI on your social efforts

© 2021 Wipfli LLP. All rights reserved.

Fi
rm

 c
on

te
n

t

N
on

-f
ir

m
 c

on
te

n
t

C
le

ar
vi

ew

E
n

g
ag

e 
w

it
h

 o
th

er
sLike

Comment
Tag
Reshare 

Books
Events
Reshare
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Your words
Colleagues
Awards Auto share 

100%

Do nothing
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There’s only one thing worse than silence
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 Sharing bad, negative 
information

 Sharing personal opinions on 
divisive issues

Using social to vent



profile
02. Your 



Types of LinkedIn profiles
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5 levels of users:
1. Beginner

2. Intermediate

3. Advanced

4. Expert

5. All-star

Do you know which one you are?



8 steps to all-star
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1. Profile picture

2. Headline

3. Industry and location

4. Experience

5. Skills

6. Summary 

7. Education

8. Connections



1. Profile pictures
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 Brightly lit

 Simple background

 Looks like you

 Creates a good first impression

 Balances between serious and 
goofy



2. Headline
2 goals

Appear in searches
 Stand out

Avoid

Don’t just list job
Avoid adjectives

Do

Use vertical or horizontal dashes
Add awards
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3. Industry and location

Not complicated
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4. Experience

 Need at least current 
position and two previous. 

 Go beyond title to tell 
what you do/did.
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5. Skills

Need to include at least 5.

 What you are good at.

 Look at 5-10 job postings on 
LinkedIn to see valued skills. 

 Too many? Make sure you 
don’t hide what’s most 
important.
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The most challenging section. What’s your 
elevator pitch? What story are you trying to 
tell? Who are you???

 What makes you tick?

 What is present role? 

 Frame your past?

 Big successes

 Share character

 Life outside work

 At minimum, 3 parts:

1. Opening statement: 
Summarize impressive, 
relevant skills – focus on 
keywords so you can be 
found. 

2. List achievements versus 
duties.

3. Closing statement: What 
would someone get in 
touch with you for?

6. Summary
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College, certifications, licenses 

7. Education
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At least 50 to make all-star

Find

 Anyone you meet at event

 Clients (client’s team)

 Influencers in your industry

 Alumni

Message

 Introduce yourself

 How you found them

 Common ground

8. Connections
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What 
to share



The average person spends how much 
time per day on social media?
 3 minutes

 2 hours, 25 minutes

 4 hours, 3 minutes

 The average person does not use social media every day
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Share who you are
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Whether out of Clearview or on your own, share your knowledge through posts:

 Share your perspective on trending topics

 Share information from innovative leaders

 Share innovations in your industry/field 

 Share what makes you excited to some to work

 Share what makes you proud of Wipfli

 Share what makes you proud of your colleagues

 Share what you like about your industry/profession

 Reshare content of people you want to be aligned with or want to know who you are

 Posts that make people want to work here or do business with us



Show who we are
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 Posts that show who we are, the heart and soul of our firm, improve client 
relationships, improves reputation, increases brand equity, influences 
client trust

 Use hashtags to support branding and create resharing opportunities. 
 #WipfliGivesBack

 #WipfliWay

 #WeTheCurious

 #LifeatWipfli

 #MyWipfli

 #OneWipfli
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Examples of great posts
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Try to follow rule of thirds
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 1/3 BD, sales, link pushes

 1/3 industry content

 1/3 personal, human content

BD, sales

Industry 
content

Human, 
person

SOCIAL POSTS



Doesn’t have to be too personal
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Don’t forget
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 Everything and nothing on social 
media speaks volumes about who you 
are and what you think about your 
firm.

 8 easy steps to all-star profile.

 Treat posts the same as if talking in 
person.

 Your posts on social play a critical role 
in increasing our brand value and 
growing our firm.



Questions?
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For more information and tips on how to post, see our Social Media page on Insite 
under Growth/Marketing.
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