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5 Quick Ways to Optimize Advisor’s 
LinkedIn Profiles 

With over 330 million active users globally and a targeted user base of 
business professionals, LinkedIn is the world’s largest professional network. 
LinkedIn is no longer just a tool for recruiters, but has evolved into a powerful 
marketing platform that provides a professional ground for Advisors looking 
to network. If you don’t have a LinkedIn profile, you are missing out on 
opportunities to connect with clients, prospects and industry professionals.

Hubspot reports that over 560,000 professionals visit the LinkedIn 
homepage daily and that 41% of people using LinkedIn for marketing 
have generated business with it. LinkedIn states that ‘’close to 90% of 
people with assets between $100k-1m turn to social media to help them 
make important financial decisions.’’ As discussed in our article on the 
Buyer Journey, people are 60% along in their decision-making process 
before they decide to engage with a salesperson. This means that there 
is a very high likelihood that prospects have checked out your profile 
before deciding to engage with you. Your profile is the first stop that new 
business contacts are going to use to evaluate you as a businessperson so 
it is imperative that you are putting your best foot forward.
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5 Quick Ways to Optimize Advisor’s 
LinkedIn Profiles 

Here are 5 easy ways to optimize your LinkedIn profile and enhance your 
personal branding:

Claim your Vanity URL
LinkedIn will assign you a random URL with a million confusing numbers. 
Instead of a URL with meaningless numbers, customize your URL to make 
yourself more searchable on Google. Your page will become far more 
optimized from an Search Engine Optimization point of view and also 
helps your profile to rank higher in Google to make it easier for people to 
find you. To change your URL, follow these steps:

1. Under your profile, choose ‘’Edit Profile’’.
2. Next to public profile, you’ll see your LinkedIn URL.
3. Click ‘’Edit’’ to change the URL.
4. To the right, in the ‘’Your public profile’’ URL dialog box, click ‘’Customize  
     your public profile URL’’.
5. Choose a URL that matches your name as closely as possible.
6. Click ‘’Set Custom URL’’ to save your change.
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5 Quick Ways to Optimize Advisor’s 
LinkedIn Profiles 

Upload a Professional Photo
Upload a photo where you are in a professional setting and dressed 
appropriately. You want to present a personable and professional image 
that conveys who you are as a professional.  You don’t necessarily need to 
hire a professional photographer to make a great impression. Your best 
bet is to upload a smiling photo that communicates professionalism.

Your Headline Matters
Write a great headline. Your headline is the first thing someone will see 
about you so make it catchy and attention grabbing. The LinkedIn search 
provides users with the ability to search using keywords and location to 
find prospective clients or networking contacts. ‘’Financial Advisor’’ should 
appear in your headline but go beyond just your title and communicate to 
prospects, in 120 characters, what you do or what makes you different. 
Your LinkedIn headline is one of the most significant factors that will help 
your page show up in LinkedIn search results.

LinkedIn Summary
You have up to 2000 characters to create an engaging LinkedIn summary, 
which provides an opportunity for you to expand on what you do, your 
experience, success stories, what makes you different, and your goals and 
objectives. You can also use the summary section to integrate keywords 
that you’d like to be ranked for in search engine results.
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5 Quick Ways to Optimize Advisor’s 
LinkedIn Profiles 

Update your Status Regularly
By updating regularly, you are increasing your engagement with your 
LinkedIn community. By updating regularly, you are also going to show 
up on news feeds more often, which keeps you relevant and top of mind 
for your connections. Update your profile with relevant articles, industry 
updates, blog posts, curated content. or updates about you and your business.

LinkedIn can be a very powerful marketing tool that should be checked just 
as often as your email. These 5 tips will help you optimize your profile for 
maximum exposure and help set you up for effective LinkedIn engagement. 
There are over 250 million active LinkedIn members, use these tips to help 
yourself stand out and increase your chances of being found
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A Daily LinkedIn Checklist for Advisors

If you don’t have a LinkedIn profile, of course it is not too late to establish 
a presence but I would consider doing it sooner rather than later. Most 
likely your competitors have already done so and have begun establishing 
themselves as thought leaders as well as generating leads in the process. 

Like other social networks, success on LinkedIn requires that you be 
present regularly. The Digital FA has provided a quick 10 minutes a day 
LinkedIn Checklist below for Financial Advisors:

Respond to Messages: 
Check your LinkedIn inbox just as you do email. Be professional and timely 
in your responses and make sure your replies are meaningful.
   
Share Content: 
Share links to articles or videos to educate, inform, and empower your 
connections.

Invite Others to Connect: 
Invite people you have met to connect with you. Personalize your 
invitation with a brief message mentioning how you met or reflect on a 
discussion you had. Avoid using the canned default message for invitations.
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A Daily LinkedIn Checklist for Advisors

Engage: 
Scan posts made by your connections. If you see something you like, let 
them know. You don’t need to make a comment every time; give a “like” to 
their update. Doing so will show you are interested in what others have to 
say.

See Who Your Connections Are Connecting With: 
This is a great opportunity to search for potential clients, centers of 
influence, or other people you want to connect with. Ask your connection 
to introduce you.

Take Action: LinkedIn provides a great feature that allows you to 
see when your connections are promoted, leave a company, or were 
mentioned in the news. Congratulate them on their success and take it 
a step further by sending a handwritten note. Human interaction still 
remains valuable.

This is a great checklist to keep your profile up to date and engaging. If you 
follow this daily checklist, you are sure to increase engagement with your 
audience and make more connections over time.
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Promote Yourself on LinkedIn Without 
Sounding Like Everyone Else

LinkedIn is the world’s largest professional network and is a powerful tool 
for Advisors to help grow their business. LinkedIn has evolved into one of 
the most powerful marketing platforms by providing Advisors a professional 
ground to network, enhance their current client relationships, as well as 
cultivate new prospects. If you aren’t leveraging some of the optimization 
features of LinkedIn, make sure you check out the 5 Quick Ways to Optimize 
Advisor’s LinkedIn Profiles, before moving on.

Having a complete and optimized LinkedIn profile isn’t enough these days. 
There are over 300 million active people on this professional network, 
which means a ton of competition. You are working hard to ensure that 
you are putting your businesses’ best foot forward online but in doing so, 
make sure you aren’t blending in with the rest of the Financial Advisors on 
LinkedIn.

How do you describe yourself on LinkedIn? Do you describe yourself as 
”Driven”? Having ”Extensive Experience”? Strategic? Motivated? These 
are all great traits and you may truly be all of these things.  Despite being 
characteristics that most people will look for in an Advisor, listing these 
things on your LinkedIn profile is certainly not helping you to stand out. 
This is because LinkedIn has analyzed its English profiles and released a 
list of the top 10 overused buzzwords of 2014. ‘’Motivated’’ is the most 
overused term in profiles while ‘’passionate’’ is the second most commonly 
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Promote Yourself on LinkedIn Without 
Sounding Like Everyone Else

used word. These findings are part of LinkedIn’s latest annual list of the 
most overused words and phrases on the professional network site.

Below are the top 10 global buzzwords words in order of their overuse

1) Motivated
2) Passionate
3) Creative
4) Driven
5) Extensive experience
6) Responsible
7) Strategic
8) Track record
9) Organizational
10) Expert

Of course you are ‘’motivated’’ and ‘’responsible’’ – these are key 
descriptions that everyone feels they need to convey, but the problem is, 
the more they are used, the less impact they have. A great start to making 
your profile stand out is to remove these buzzwords from your profile. 
LinkedIn suggests that simply replacing these buzzwords with words from 
your thesaurus isn’t going to cut it. The most effective strategy, LinkedIn 
explains, is replacing these buzzwords with examples that illustrate how 
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Promote Yourself on LinkedIn Without 
Sounding Like Everyone Else

you’re motivated, and how you are strategic, and what your extensive 
experience involves.  How has your motivation helped clients receive 
results? How has your passion helped clients to meet their goals? Instead 
of falling back on empty terminology, use concrete examples and results to 
highlight your accomplishments. Share your achievements in the context 
of your company, career, and professional growth, rather than making it 
sound like you think you are bragging.
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4 Secrets to Writing Effective Value 
Propositions for Financial Advisors

As both a marketing and sales professional, one of the hardest things I’ve 
ever had to create and articulate in my career has been either my own 
personal or my company’s value proposition. It’s definitely not a feat to be 
underestimated and it is something that is often over engineered to a point 
that can be confusing to some readers. I reviewed many value propositions for 
financial advisors and provided advice and consulting to a number of advisors 
looking for more differentiation.

Typically, the value proposition lives on the home page of a website, your 
Twitter profile, LinkedIN company page, your company’s brochure and 
practically anywhere where you expect to acquire exposure to an audience 
who knows nothing about who you are or what you do. The primary goal of 
your value proposition should be to convert your reader. What do I mean 
by convert? Well, it means converting your reader from being a complete 
stranger to someone who is willing to take another step towards trusting 
you and eventually spending money with you (which is the ultimate goal). 
This could involve clicking on something else on your website, flipping 
the page of your brochure, scrolling down the rest of your Twitter feed, 
or reading an article that you either shared or published. These are all 
considered conversions.

With that goal in mind, here are 4 common areas I tend to talk about 
surrounding value propositions for financial advisors at the point when 
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4 Secrets to Writing Effective Value 
Propositions for Financial Advisors

advisors are either creating it or considering re-writing it.

It’s Not All About You
Many value propositions for financial advisors tend to have too much of 
a focus on the actual advisor or firm. It’s important to describe who you 
are and what you do, but realistically, that comes at a later step. Keeping 
in mind the goal of capturing and enticing the reader just enough to 
convert, the first few words of your value proposition should contain some 
information as to how you help your reader solve problems. It’s always 
good to remember that your business exists because it helps solve your 
clients’ problems. Some questions you can ask yourself to help get you 
thinking of a reader focused solution statement:

• What are the top 3 problems you are helping your clients’ solve?
• If you left your clients tomorrow and never replaced you, what would    
    happen to them in a month, 6 months or a year?

Benefits Driven
Another key component to your value proposition should contain one 
or more key benefits that you provide. A lot of people writing their 
value proposition statements for the first time tend to fall into the trap 
of writing about features vs. benefits. For example, the statement, “We 
provide families with sustainable investment strategies” is a features 
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4 Secrets to Writing Effective Value 
Propositions for Financial Advisors

statement. A “sustainable investment strategy” is a service or an offering. 
It’s not quite a benefit in the context of the example I provided. How about 
this one? “We help families achieve financial freedom”. This is clearly 
more in the direction of a benefits statement. “Financial freedom” isn’t 
something you can offer “out of the box” but you can implement specific 
strategies that can help families achieve that goal. One exercise I like to 
use with my clients to help them with a benefits statement is a fill in the 
blanks exercise:

• Fill In The Blanks: The greatest challenge I solve for my clients is 
__________. By solving this challenge they can __________.

Tip: After writing a benefits statement, ask yourself the question “Why?” 
until you get to a point where the answer to the question becomes almost 
philosophical. Let’s take the previous example:

1. We provide families with sustainable investment strategies. Why?
2. So they can save enough money. Why?
3. So they can achieve financial freedom. Why?
4. So they can live without worrying about debt. Why?
5. So they can live happily ever after. <-- philosophical point of achievement!
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4 Secrets to Writing Effective Value 
Propositions for Financial Advisors

Use Common Language
There’s many reasons to use common language in such a key part of your 
marketing material. For websites, using common language will help with 
your search engine results. Why? Because if you’re using language that 
your clients or your target audience don’t commonly use, chances are, 
they won’t be using that language to located your website. The reasons 
why you would use common language from a marketing and writing 
standpoint is very analogous. The system and combinations of words 
we use is how we communicate with other people within our circles of 
influence. Using words that are not typically in your audience’s vernacular 
can cause you to lose their attention.

Keep it Short
As marketers, one key consideration of any attention grabbing content 
is our audience’s attention span which happens to be 8 seconds. Keeping 
your value proposition short and simple are key to a successful conversion.

14Increase Leads & Strengthen Relationships.

+



Digital Agent, a product by Veriday, is an innovative digital 
marketing tool developed to solve Advisor and Enterprise 
online compliance and branding challenges.  Digital Agent 
simplifies the digital marketing and compliance process so 

that Advisors can focus on engaging their target market, and 
increasing leads and revenue using the latest digital 

marketing techniques.

Request a consultation to discover how you can grow your 
business using digital marketing:

www.digitalagent.com/contact. 

To register for one of our upcoming Webinars for Financial and 
Insurance Advisors visit:

www.digitalagent.com/events. 
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