
 

LinkedIn Hacks for SMBs 

1. Find highly targeted customers and connections 

Small businesses can zero in on the exact industry, company size and job role [of the 
people] that they know typically would buy their product or service. For example, if you 
are selling customer support software to small businesses in the United States, you can 
set your advertising campaigns to only be showing to businesses [that are] under 100 
employees, based in America — and within that grouping, only to executives at those 
companies with a customer-support title.  

2. Stay on customers' radars 

Search on LinkedIn for people who fit your ICP (Ideal Customer Profile). Do daily status 
updates and weekly LinkedIn blog posts to keep your name or company in front of your 
network. Share useful content. Content that prospective customers can us to solve 
problems. The result is a simple, inexpensive, systematic process for doing lead 
generation, with all the work done through LinkedIn.  

3. Grow your email marketing list 

Write a crafted letter, saying thank you for being connected on LinkedIn, and that you 
invite them to be part of your email marketing list. Be sensitive and do apologize for the 
lack of personalization in the email. Include in your email a direct link for the email 
signup. It is imperative that you have reciprocity in the message: 1. Tell them what they 
will receive by signing up for the email list, and 2. offer to look at something of theirs, 
which is a fairly noncommittal method to garner goodwill.  

5. Post high-quality content 

Good content can be highly targeted and should accomplish two goals. First, it should 
teach others how to solve a problem or how to do their job better. And it then 
establishes you as a thought leader in that space. Each aspect naturally leads to more 
business, if you offer them real value.  



 
 

 

6. …and go viral 

Posting directly on LinkedIn is the most powerful tool available on LinkedIn today. If a 
post begins to gain some momentum, LinkedIn will put a spotlight behind it in one of 
their categories, and it can get tens of thousands of readers (or more). This is a great 
way to improve your visibility while reaching readers in a way that would not have been 
possible on your own website/blog or even posting an article link on LinkedIn.  

7. Give a face to your employees 

Get as many of your employees as possible to create and complete their profiles on 
LinkedIn. These should include appropriate photos, relevant job history that includes a 
description of how they help your business, and professional connections.  

8. Join groups — and stay active 

Join LinkedIn groups that are relevant to your target demographic. It’s a great way to 
learn about the issues your audience may be experiencing and it gives you a platform to 
share your expertise. Just as important, you can message the members of groups you 
are in, even if you aren't connected.  

9. …and create your own LinkedIn group, too 

Create your own LinkedIn group to start with. After you have your LinkedIn group set 
up, go out and join as many groups (LinkedIn allows you to be in 50 total) where your 
prospects are hanging out. The next step is to pick one of those new groups you've 
joined and start working the Members page to find prospects. Once you're inside the 
group and approved as a member, click on Members, then filter the list of members 
further by searching for certain job titles or something else to winnow down the list to 
your ideal prospects, and then invite them to join your group. Send personalized 
invitations. Once these invitees join your LinkedIn group, all your best prospects are in 
one place! You can control this LinkedIn group so that no competitors get in, and you 
can share great/valuable content within the group that your prospects will love. You also 



 
get to demonstrate your value/expertise for them while avoiding overt sales pitches or 
spam. Plus, you also have a built-in email list, focus group of your core prospects/clients 
and so on.  

 

 

10. Make your Company page matter 

It's also important to have an updated and consistent presence for your brand with its 
own Company profile page. Imagery, colors and content on this page should be 
consistent with your website and any other social media profiles the business has. The 
page should be updated regularly, so the brand is active and appears to be a current 
business.  

11. …and don't forget to claim your custom URL 

Everyone should claim their custom URL to ensure it includes their name (e.g., 
http://linkedin.com/in/davideerickson). This is especially important for people who have 
a lot of contact with potential clients — especially for those who [are in] professional 
services and the B2B sector.  

12. Complete the Summary section on your own profile 

The summary section is the most overlooked section. You have 2,000 characters to 
speak to your target audience, directly and persuasively. Use complete sentences, write 
in first person, and address their pain points clearly and succinctly.  

14. Avoid hard selling 

Treat LinkedIn like any other form of marketing that you do, and get clued up on the 
latest trends. People don't want to be interrupted, so try your best to be "discovered" on 
LinkedIn. Read up on Content Marketing and Inbound Marketing, and apply these 
strategies to this network.  



 
15. Start with connections, then build relationships 

Understand that LinkedIn is a social network for professionals to connect with other 
professionals. A business owner can, and should, connect with prospects, strategic 
partners, referral partners and other business owners.  
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