
3 easy steps to help raise the profile of your 
Company’s LinkedIn page
• Firstly, ensure you are listed as working for your company when you set up your LinkedIn profile 

(it will appear as an option when you start typing the name in the company box) and that you Follow its 
company page on LinkedIn.

• Engage and interact with the content that the company posts.  Like and comment on updates 
whenever you can and also consider sharing the company’s blogs/articles within some of your LinkedIn 
groups.  Everything you do in this regard will be seen by your connections - you’ll be showing yourself to 
be an excellent brand ambassador. 

• Only the page’s Administrator can post updates to the company page.  Consider asking the 
administrators if they’d be interested in sharing any of your posts as this can help to grow your network 
and influence.

Utilise LinkedIn groups effectively and grow your 
network in 4 easy steps
• LinkedIn allows you to Join up to 100 groups.  

• Join Groups that your existing clients are in and that your prospective clients are likely to be 
part of.  This is your target market after all. Also consider Groups where advocates of your company or 
referrers may be members. When choosing Groups make sure to read their rules on the types of postings 
they allow and also ensure they are geographically in a region that is relevant to you. 

• Don’t just join your industry-specific groups - they will be full of your competitors.  There’s no harm in 
joining a couple of industry groups in order to keep an eye on your competitors and other industry related 
news but these shouldn’t make up more than 10% of your total available groups.

• Join a couple of groups that reflect a special interest that you have.  You’ll have access to content 
within the group that you can quickly and easily share as part of your daily updates.

Daily, weekly and monthly LinkedIn activity checklists 
Daily
• Share an article, photo, video or idea that is of interest to your connections once a day. It literally 

takes 60 seconds. 

• Look at LinkedIn’s Daily Rundown to help you with this.  Every day, the editors at LinkedIn publish 
the most important professional news, trends and career tips out there. It’s worth following and it is a 
straightforward way to access, share and comment on the news that matters. Remember if you want 
to re-post someone else’s content then be sure to add your own comment or question to show you’re 
engaged with it.

• Send personalised connection requests to anyone you know or have recently met within a 
professional capacity.  Remember to personalise your connection request and remind each person how 
they know you and why you’d like to connect with them.

• Accept any connection requests you’ve received and send a personalised welcome message to 
everyone whose connection request you’ve accepted and to everyone who has accepted a connection 
request from you. Try to do this as quickly as you can. Be aware of LinkedIn ‘spammers’ however and 
avoid point cluttering up your LinkedIn account with contacts that are of no use to you or your company.
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• Check for any messages you’ve received from your connections and respond. 

• Set a daily target for the number of prospects you will research and send personalised connection 
requests to each day using LinkedIn’s People Search tool function. Remember to always save your search 
criteria so LinkedIn can inform you each time new prospects fall within your specific criteria.

• Review your notifications.  Notifications show you who has engaged with your content or done 
something on LinkedIn that relates to you. 

Weekly
• Decide on 5 connections you are going to try and reach out to this week and share specific, 

relevant content with each of them, explaining why you thought of them.

• Participate in Groups and search out new Groups.  When you go into a Group, you can use the 
search tool to look up keywords of interest to you and your contacts.  You’ll then be able to see the 
discussions that relate to those keywords and you can contribute.  Not sure which ones to join?  Go 
where your existing clients are - there’s a good chance that other prospective clients will be there too. Go 
into a group page and click on the number of members listed in the top bar and a search box opens up. 
You can then search out members within that group by title, location and various other keywords and start 
looking for more connections.

• Have a free LinkedIn account? Look at the last 5 people who have viewed your profile.  Research 
their profiles and if appropriate, send them a personalised connection request detailing why you’d like to 
add them as a connection.  Don’t state ‘I see you’ve viewed my profile...’- be more creative! 

• Look at who your first degree connections are newly connected to.  Would you like to be 
introduced to anyone?  If so, ask your existing connection if they’d be happy to introduce you.  

• Review your homepage newsfeed to see content and discussions from people you may wish to 
connect with.  If they happen to be one of your competitors then look closely at who they are connecting 
with.  Could they also be ideal prospects for you too?

Monthly
• Give Recommendations where appropriate and ask for Recommendations from 1 or 2 of your 

contacts. Remember to thank anyone who gives you a recommendation.

• Endorse your connections where appropriate.  Ensure they actually have the skills that you are 
recommending them for.  Again, it’s important to thank everyone who gives you an endorsement.

LinkedIn - the 4 rules of engagement
1. Never connect with someone and then immediately pitch your services.  LinkedIn is about building 

rapport and trust with your connections, not turning them off of your service at the outset.

2. Before you send a connection request to someone, do your research.  Use the information that’s in 
their profile to tailor your request to exactly what you can do for them. 

3. Don’t be afraid to reference other clients you have helped (provided it’s not confidential) so your 
reader can visualise how you can help them or their business.

4. Remember that social media is supposed to be social!  Be human, friendly and approachable but 
keep your posts and comments within the professional realm (LinkedIn it is not Facebook). Make your 
profile open to everyone – check your privacy settings in this regard. 
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