
Conduct a search for 
contacts who have changed 

jobs and may have
retirement accounts that 
need to be moved from 

a past employer.

Celebrate a client’s birthday by 
wishing him/her well.

Reach out via message to a 
current client's family members to 

build relationships and possibly 
lessen attrition. Connect with a local 

Public Accountant
to grow your 

referral network.

Promote a retirement 
seminar you are hosting 
to attract new prospects.

What Can You Do in

Minutes on LinkedIn?

To discover more social media tips and guides, reach
out to your Broker General Agency (BGA).
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Consider that 51% of �nancial professionals*

are �nding new clients from using social media
with an average annual asset gain of $3.8 million.1

Looking to grow your LinkedIn network? In just 30 minutes, you can help extend 
your reach and establish your expertise. Explore among the 30 activity 

noti�cations that can serve as triggers identifying timely opportunities to reach 
out to a client or prospect. Explore your options and get connecting!

30 More Opportunities to Connect

30
30 Ways, 30 Minutes
  to Better LinkedIn Networking

Paci�c Life Insurance Company

Pacific Life Insurance Company 
Newport Beach, CA 
(800) 800-7681  •  www.PacificLife.com 

Pacific Life is a product provider. It is not a fiduciary and therefore does not give advice or make recommendations regarding insurance or 
investment products.

This material is intended for Financial Professional use only. Not for public distribution.

Pacific Life Insurance Company is licensed to issue insurance products in all states except New York. Product/material availability and features may vary by state. 

Insurance products and their guarantees, including optional benefits and any crediting rates, are backed by the financial strength and claims-paying ability of the issuing 
insurance company.  Look to the strength of the life insurance company with regard to such guarantees as these guarantees are not backed by the broker-dealer, insurance 
agency, or their affiliates from which products are purchased. Neither these entities nor their representatives make any representation or assurance regarding the claims-
paying ability of the life insurance company.

The primary purpose of life insurance is to provide death benefit protection in the event of the insured’s death.

1. Source: Putnam Social Advisor Survey, February 2023. A total of 1,043 U.S. financial advisors who have been advising retail clients for more than 2 years were surveyed. Survey 
conducted online from October 2022 to January 2023.

* In order to sell life insurance, a financial professional must be a properly licensed and appointed life insurance producer. 
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Investment and Insurance Products: Not a Deposit Not Insured by any Federal Government Agency

Not FDIC Insured No Bank Guarantee May Lose Value

https://www.putnam.com/advisor/business-building/social-media

