


Providing free 
business advice 
and mentoring

Offering low or 
no-cost business 

training

Sharing free business 
templates and 

resources

As a resource partner of the SBA, we help small businesses by:

Request a SCORE mentor at www.score.org/find-mentor

About SCORE

http://www.score.org/find-mentor


ABOUT MEABOUT ME

First E-Commerce position in 1998 in gourmet gift industry. 
21 years in wine industry in technology and marketing
Other industry experience includes motorcycle, aromatherapy,
legal, activism, landscape design, financial, Non Profit, fitness,
CBD/Cannabis, restaurants, tattoo, medical spa, education,
transportation & logistics, coaching, consultants, health and
wellness, food products, beauty, government, etc

Teach Marketing/Branding Classes for:
SCORE (Multiple in and out of state chapters, SBDC’s, Business
Source Centers, Women Business Centers, Chambers of
Commerce, Trade Associations, and private organizations.

Current Board Member-Venice Chamber of Commerce
Current Board Member-NAWBO Los Angeles (Membership Director)
Current Officer-BizFedLA-Small Biz, Employment & Labor Committee



According to LinkedIn, 80% of B2B social media leads 
are generated through LinkedIn. This means that 4 

out of every 5 leads come from LinkedIn.

How many of these lead opportunities are you capturing?
If you are not…would you like to??













56.3% males 
43.7% females



Age Share of LinkedIn Users

18 to 24 20.4%

25 to 34 59.1%

35 to 54 17.7%

55+ 2.9%

LinkedIn users by age:



PEOPLE:
• More than 58.4 million companies are listed on LinkedIn.
• 4 out of 5 people on LinkedIn are decision drivers.
• 73% of buyers are more interested in salespeople who reach out to 

them via LinkedIn
• According to 40% of B2B marketers polled, LinkedIn is the most 

powerful channel for generating high-quality leads.
• LinkedIn has 65 million decision-makers on LinkedIn as of 2023.



CONTENT:

-LinkedIn is used by 93% of B2B content marketers for organic social marketing.
-According to 77% of content marketers, LinkedIn delivers the highest organic results.
-75% of B2B content marketers make use of LinkedIn ads.
-According to 79% of content marketers, LinkedIn Ads deliver the highest results.
-LinkedIn Posts with 1900-2000 words have the best performance and engagement rate. 
This means that long-form content is the king on LinkedIn.
-Posts with Titles of 40-50 characters have the best performance rate.
-60% of LinkedIn users actively seek industry insights.
-Every year, LinkedIn users view 280 billion feed updates
-Businesses with an active LinkedIn Page receive 5 times more page views, 7 times more impressions, 
and 11 times more clicks per follower.
-Businesses that post weekly on LinkedIn see a 2 times growth in engagement.

-LinkedIn is responsible for 50% of the social media traffic that B2B blogs and websites receive.



• A LinkedIn ad can reach 14.6% of the world’s population.

• As a result of LinkedIn ad exposure, businesses’ purchase intent increased by 33%.
• LinkedIn’s cost per lead is 28% less than Google Ads.
• In Q1 2022, LinkedIn’s ad reach increased by 22 million people.
• In comparison to other social media platforms, LinkedIn is the most successful for 82% of B2B marketers.
• Users on LinkedIn who are exposed to business and acquisition messages are 6 times more likely to convert.
• Over 50% of LinkedIn marketers claim they want to run product and demand campaigns simultaneously.
• LinkedIn says if the B2B marketing budget is invested 46% in the product and 54% in demand marketing. There is a high chance of 

effectively creating, capturing, and converting demand into revenue.
• According to 69% of marketers, hyper-targeting is more successful than a wider approach.
• 54% of marketers are already using Account-Based Marketing, and 80% of marketers plan to increase their budget in it.
• Adding a Lead Generation form to your messaging ads will result in 4 times more leads.
• Higher resolution images generate 38% higher CTR.
• Images with the size of 1200×627 pixels are ideal for LinkedIn posts.

Advertising



HOW TO PARTICIPATE ON LINKEDIN

Connect with people. 

Follow Company pages

Post quality content

Engage! Like, Comment, Repost

Create a Newsletter

Participate in Groups

IN OTHER WORDS...NETWORK!

• Collaborative Articles



WHAT IS 
NETWORKING?

Intentional and purposeful act of building 
and nurturing professional connections, 
relationships and collaborations.



Why Network?

“Your network is your net worth.” - Porter Gale

• Find New Clients (of course)
• Find New Hires
• Expand Opportunities/Collaborations
• Learn From Others



DON’T BE AFRAID TO NETWORK!!

In Person Or Online

It’s NOT Spamming!!!



LET‘S NETWORK!
Share your LinkedIn Profile, LinkedIn Company Page, 

Website, E-Mail, etc. in chat



Your LinkedIn Presence

Your Profile

Your Company Page



Your LinkedIn Profile



Need to Hire? What does your company do?

Got a lot going on?

Linked In Headline-USE EFFECTIVELY!





1. Create a page
•Click the "Work icon" from the top right corner of your homepage.
•Scroll down and select "Create a Company Page"









The 
LinkedIn
Algorithm

The first hour is the golden 
hour.

"If you won the first hour 
after posting on LinkedIn, 
your post will go viral."



Terrible Post



The Slightly Better Post



The Good Post



So What Should I Post?
Be relevant

•Posts with images get twice as many comments 
as text posts
•LinkedIn videos get five times the engagement.

Promote your posts (on LinkedIn and off)
One of the best ways to increase engagement on your 
posts is to increase the number of people that will see 
them.
•Tag relevant companies and members
•use keywords strategically
•include relevant hashtags.

Encourage engagement
LinkedIn’s algorithm rewards engagement—
especially posts that inspire conversations. One of 
the best ways to start a conversation is with a 
question.

Craft original, engaging content
Original posts go a lot further and spark 
more engagement than a shared post. 
Don’ t only repost!

Don’t beg for empty engagement
We know that likes, reactions, and 
comments can boost a post’s 
engagement score.

https://blog.hootsuite.com/linkedin-statistics-business/
https://blog.hootsuite.com/linkedin-statistics-business/
https://blog.hootsuite.com/linkedin-video/


Use Hashtags
Hashtags help users find content on a particular topic. 
When you add hashtags to your posts, those posts will get a higher chance of being discovered 
by LinkedIn members who follow or search for the hashtag you’ve used.



Day of the week Time

Monday 11:00 AM

Tuesday 6:00-8:00 AM

Wednesday 12:00 PM

Thursday 2:00 PM

Friday 8:00 AM

Saturday 4:00-5:00 AM

Sunday 6:00 AM

BEST TIMES TO POST EACH DAY
Be Consistent!



-Use LinkedIn Posts for quick updates, industry news, 
and real-time engagement. 

-Opt for LinkedIn Articles when you need to provide in-
depth analysis, showcase expertise, and build your 
personal brand with detailed content.

-Select LinkedIn Newsletters to establish regular 
communication with a dedicated audience, delivering 
consistent, themed content and fostering deeper 
engagement. 

Posts, Articles, and Newsletters



Characteristics of LinkedIn Posts

•Character Limit: Posts are limited to 3,000 characters, 
encouraging conciseness and clarity in your messaging.

•Multimedia Integration: You can enhance your posts 
with visually appealing images, videos, or other rich 
media to captivate your audience and reinforce your 
message.

•Shareability: Posts are easily shareable, enabling your 
content to reach a wider audience through the power 
of your connections' networks.

•Engagement: Posts facilitate real-time engagement 
through comments, reactions, and shares, fostering 
meaningful discussions and building stronger 
relationships.

Leveraging LinkedIn Posts Effectively

•Share Professional Updates: Use posts to announce 
career milestones, new projects, or achievements, 
keeping your network informed about your professional 
journey.

•Curate Industry Insights: Regularly share relevant 
articles, news, or thought-provoking ideas related to your 
industry, positioning yourself as a knowledgeable 
authority.

•Engage in Conversations: Actively participate in 
discussions by commenting on posts from your 
connections or industry influencers, contributing valuable 
perspectives and fostering meaningful dialogues.

•Promote Events or Initiatives: Leverage posts to 
promote upcoming events, webinars, or initiatives you're 
involved in, raising awareness and driving participation.

LinkedIn Posts



Characteristics of LinkedIn Articles

•Length: Articles can be up to 125,000 characters 
long, offering ample space to explore complex 
subjects and provide comprehensive analyses.

•Rich Media Integration: Similar to posts, articles 
support the integration of various media formats, 
such as images, videos, and infographics, enhancing 
the overall reading experience.

•Discoverability: LinkedIn's algorithm promotes 
high-quality, engaging articles, increasing their 
visibility and potential reach within the platform.

•Shareability: Articles can be easily shared across 
various social media platforms, amplifying their 
impact and fostering discussions beyond LinkedIn.

Leveraging LinkedIn Articles Effectively

•Showcase Thought Leadership: Utilize articles to share 
in-depth analyses, research findings, or expert opinions 
on topics relevant to your industry, positioning yourself 
as a trusted authority.

•Build Your Personal Brand: Consistently publishing high-
quality articles can significantly enhance your personal 
brand, establishing you as a go-to resource in your field.

•Educate and Inspire: Share valuable knowledge, 
insights, and strategies that can educate and inspire your 
audience, fostering growth and development within your 
professional community.

•Drive Engagement: Encourage discussions and 
interactions by posing thought-provoking questions or 
inviting readers to share their perspectives in the 
comments section

LinkedIn Articles



Characteristics of LinkedIn Newsletters

•Regular Publication: Newsletters are designed to 
be published on a recurring basis, enabling you to 
maintain a consistent presence and keep your 
subscribers engaged.

•Targeted Content: Newsletters typically focus on a 
specific topic or area of expertise, allowing you to 
curate and share relevant information with a highly 
interested audience.

•Subscriber Base: Subscribers actively opt-in to 
receive your newsletter, indicating their genuine 
interest in your content and expertise.

•Notification System: LinkedIn's notification system 
promptly alerts subscribers when new newsletter 
editions are published, increasing visibility and 
engagement and keeping you on your target client's 
radar 🎯

Leveraging LinkedIn Newsletters Effectively

•Establish Thought Leadership: By consistently delivering 
valuable insights and analyses through your newsletter, you 
can solidify your position as a respected thought leader in 
your field.

•Build a Loyal Audience: Newsletters provide an 
opportunity to cultivate a dedicated community of 
followers who are genuinely interested in your expertise 
and insights.

•Curate Relevant Content: Leverage your newsletter to 
share curated content from various sources, offering your 
subscribers a one-stop destination for the latest industry 
news, trends, and best practices.

•Foster Engagement: Encourage subscriber interaction by 
posing questions, inviting feedback, or featuring guest 
contributors, creating a dynamic and engaging environment 
within your newsletter.

LinkedIn Newsletters



Access Criteria for LinkedIn Newsletters

•Audience Base: More than 150 followers on company page or connections (profile-may be 
less now)

•Content Sharing: Recent shares on LinkedIn of any type of original content (including short 
form posts, images, videos, events, polls, and articles).

•Good Standing: A history of abiding by LinkedIn's Professional Community Policies and 
maintaining a good standing record.













Collaborative Articles

https://www.linkedin.com/advice







How to find leads on LinkedIn



1. Keep your profile updated
2. Add connections to your network

 a. Look at who viewed you
 b. Former clients
 c. Connections of your 1st connections
 d. Do searches for specific people or companies

3. Engage! 
4. Write recommendations
5. Ask for recommendations (authentic only!)
6. Join groups. (most leads are generated through groups!)
7. Use LinkedIn to celebrate the accomplishments of others

Growing Your Network Do’s







Try Different Boolean Searches

“English Teacher” and “LAUSD”

“English Teacher” and “LA Unified School District”

“English Teacher” and “Los Angeles Unified School 
District”

“Senior Partner” and “law firm”

“President” and “law firm”

“Executive Director” and “law firm”

Free Version! On Sales Navigator you can do multiple searches at once



Growing Your Network

2) Connect with LIONS

Finding LIONS: 
Use that search bar, type in “LIONS”, “L.I.O.N”, 
“Open Networker”, “Linked In Open Network, etc 
and start connecting with these people.



1.Don’t connect/post and run!
2.You wait until you have a need. ( new job or new clients)
3.You forget where you are (it’s LI, NOT IG, FB!)
4.You don’t follow industry leaders
5.You don't care
6.You ignore your team's network
7.You don’t participate in groups

Growing Your Network Dont’s



Should I 
Pay For 

LinkedIn?



Should I 
Pay For 

LinkedIn?



Next Steps

•What plan do you need in place to grow your business with LinkedIn? 
• Are you budgeting for marketing or waiting to make money to have 

marketing budget?
•What support do you need to achieve your marketing goals?

Next Steps For Your Business?



Tap Into My Expertise!
Scan or go to callwithpatty.com

Join The Marketing
Lab LinkedIn Group

Schedule a Strategy Session Today!


