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Investing involves risk including possible loss of principal. Information is current as of the date of this material.

Any opinions expressed herein are from a third party and are given in good faith, are subject to change without notice, and 
are considered correct as of the stated date of their issue.

Merrill Lynch, Pierce, Fenner & Smith Incorporated is not a tax or legal advisor. Clients should consult a personal 
tax or legal advisor prior to making any tax or legal related investment decisions.

Bank of America Corporation (“Bank of America”) is a financial holding company that, through its subsidiaries and affiliated 
companies, provides banking and investment products and other financial services .

Merrill Lynch makes available products and services offered by Merrill Lynch, Pierce, Fenner & Smith Incorporated 
(“MLPF&S”), a registered broker-dealer and Member SIPC, and other subsidiaries of Bank of America Corporation. Merrill 
Lynch Life Agency is a licensed insurance agency and a wholly owned subsidiary of Bank of America Corporation.  

Merrill Lynch offers a broad range of brokerage, investment advisory and other services. There are important differences 
between brokerage and investment advisory services, including the type of advice and assistance provided, the fees 
charged, and the rights and obligations of the parties. It is important to understand the differences, particularly when 
determining which service or services to select. The views and opinions expressed in this presentation are not necessarily 
those of Bank of America Corporation; Merrill Lynch, Pierce, Fenner & Smith Incorporated; or any affiliates. Merrill Lynch 
has not participated in preparing this presentation and accepts no responsibility for the accuracy of the information 
contained herein.  

Nothing discussed or suggested in these materials should be construed as permission to supersede or circumvent any 
Bank of America, Merrill Lynch, Pierce, Fenner & Smith Incorporated policies, procedures, rules, and guidelines.

Investment products offered through MLPF&S and insurance and annuity products offered through Merrill Lynch Life 
Agency Inc.:

Are Not FDIC Insured May Lose Value Are Not Bank Guaranteed

Are Not Insured by Any
Federal Government Agency Are Not Deposits Are Not a Condition to Any 

Banking Service or Activity
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Today’s topics

• Why social media is becoming more 
important

• Developing a routine: The 10-minute daily 
LinkedIn challenge

• Using LinkedIn to leverage wealth 
management strategies and grow your 
business



Why social media is becoming 
more important
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The Putnam Social Advisor Survey

Putnam Social Advisor Survey (2017) of 1,014 U.S. financial advisors conducted in conjunction with NMG Consulting.

86%
of advisors report gaining 
business from social media

$4.8M
was the average 
reported asset gain

88%
say social media has changed 
their relationships with their clients 

38%

47%

50%

54%

54%

59%

67%

We connect less by phone and in person

We have a better personal relationship

Decision making is faster and easier

We have a better professional relationship

I am more attuned to major events in my clients' lives

I have more frequent communication with clients

It is easier to share information

How social media is changing advisor/client relationships
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The Putnam Social Advisor Survey

Successful advisors have several traits in common:

• They use LinkedIn at least once a day

• They use advanced features like Network Updates, Advanced Search, 
and Sales Navigator

• They have attained an “expert” level of fluency with LinkedIn through training

Putnam Social Advisor Survey (2017).

Advisors using LinkedIn as their primary business 
network who reported gaining assets

Are using
Sales Navigator

Are using
Basic LinkedIn

Days/month active on LinkedIn 23 13

Percentage who consider themselves experts 77% 30%

Average assets gained $8.1M $2.8M

Median assets gained $5.9M $0.6M

Average reported AUM $108M $77M
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$1M in GDC/revenue

Assets under management
Average of 2% decline per year for 5 years 

Fee income
Average fees decline 1bps per year for 5 years

Correction 
10% correction in the market

= $772,852 (23% decline)

The potential risk



Develop a routine and follow it daily
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Develop a routine: The 10-minute daily LinkedIn challenge 

1–2 minutes Newsfeed and 
notifications

• Capture money in motion

4–6 minutes Meeting prep • Identify potential rollover assets
• Identify warm referrals

2 minutes Beneficiaries • Review beneficiary forms and connect 
with clients’ heirs

2 minutes Connections • Reach out to new connections based 
on recommendations

• Accept (or deny) requests to connect
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1–2 minutes: Keep on top of your connections’ activities

• Life events

• Job changes

• Promotions

• News coverage

Use LinkedIn notifications 
to identify and monetize these 
money-in-motion events.
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4–6 minutes: Prepare for client or prospect meetings

• Conduct pre-meeting due 
diligence 

• Identify common connections 
within your 1st and 2nd 
connections

• Come up with conversation 
starters
–Mutual groups
–Alumni
– Interests

Knowing a client’s or prospect’s background can help structure the conversation.
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Idea: IRA consolidation

The average individual over 50 
has 5 IRA accounts

Identify past jobs and inquire about 
401(k) and IRA accounts.
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Idea: Mine your clients’ connections for warm leads

Take control of the referral process by asking about specific individuals 
in your extended LinkedIn network.
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Always personalize invitations to connect on 
LinkedIn, especially with those you haven’t 
met in real life (IRL).

PRO TIP

2 minutes: Connect with the next generation

Making the connection

• Ask your clients for LinkedIn introductions 
to their spouses and children

• Research beneficiary designations

• Have a compelling reason to connect

All in the family

• Over $30 trillion will shift generations 
in the next 30 years

• Only 3% of clients said their advisor 
asked to meet their children 

• Only 16% of advisors are routinely 
in contact with client’s children

• LinkedIn knows no geographic 
boundaries

• The next generation utilizes 
technology in a much different 
manner than their parents
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2 minutes: Develop your network

Follow up on client introductions and networking 
events by sending out connection requests

• Accept (or deny) requests to connect

• Connect with “People you may know”

• Sync your email contacts 

• Connect with alumni 

Your network is only as effective as the quality of connections you make.



Using LinkedIn to leverage wealth 
management strategies and grow 
your business



17
For dealer use only. Not for public distribution.
316171  2/19

Opportunity: Changes to corporate tax structure

• Review business structure with small-business owners

• Target business owners and their valued tax 
professionals

• Revisit with small-business owners to see how their 
corporate structure will be affected

Putnam Social Advisor Survey (2017).

Use the powerful search capabilities of LinkedIn Sales Navigator to identify leads 
who could potentially benefit from this strategy.  

Sales navigator users 
report gaining assets 
via social media use.

93%
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Idea: Build relationships with local CPAs

Search LinkedIn using Sales 

Navigator to identify and build 
relationships with local CPAs 

• Keywords: CPA or Tax Preparer 
or Business Consultant

• Postal code: within 10 miles 
of your zip code

• Relationship: 1st and 2nd 

connections

Continue to narrow your search to produce a workable number of potential leads. We recommend 
a list of under 200 potential leads as a starting point.

PRO TIP
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Always personalize invitations to connect on LinkedIn, especially with those you haven’t 
met in real life (IRL).

PRO TIP

Idea: Build relationships with local business owners

Identify local business owners and 
reach out to build relationships

• Postal code: within 10 miles of your 
zip code

• Company headcount: Self-
employed, 1–10, and 11–50

• Company type: Privately Held, 
Partnership, Self Employed, Self 
Owned

• Relationship: 1st and 2nd 
connections
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Opportunity: Estate planning

Now is the time to contact estate planning attorneys to discuss estate and 
gift tax rule changes

• The revised Federal estate tax exemption of $11.2M per person means very 

few estates will owe Federal tax*

–However, advisors should still review estate plans as many states have an 

estate tax

• Estate planning attorneys will be focusing less on asset avoidance, more on 

asset protection planning and contingency planning

* This amount may change slightly for 2018 as a result of TCJA’s adoption of 1 chained CPI for annual inflation adjustments. 

Amount shown is the amount scheduled to apply for 2018 prior to the law change.
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Idea: Use Boolean operators and advanced search
to connect with estate planning attorneys

• “Estate planning” AND “Attorney”

• Filter to 2nd connections

• Filter to a targeted law 
school/alumni affiliation

LinkedIn Boolean operators

“  ” Quotes to isolate terms “Estate planning”

AND Combine two unlike 
terms

“Estate planning” 
AND “Attorney”

NOT Excludes terms “Estate planning” 
NOT “CPA”

OR Combines two like terms “Estate planning” OR “Tax”
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Idea: Partner with Putnam to increase knowledge
and strengthen connections

• Offer LinkedIn training to local 
law firms

• Offer the Examining the 
Tax Cuts and Job Act 
seminar with Chris Hennessey 
or Bill Cass for clients or 
attorneys
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Opportunity: Build a rollover opportunity practice
using LinkedIn Sales Navigator

Use Advanced Lead Search to find 
potential connections who meet 
specific criteria

• Geography

• Less than 1 year at current company
– Indicates recent job change

• Seniority level: CXO

• Years of experience: More than 
10 years
– Indicates a senior professional 

who may likely have significant 
401(k) or IRA assets
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Idea: Partner with Putnam to learn about
the features available in Sales Navigator

Information delivered to your 
phone or desktop every morning

• Leads based on sales preferences 
(5 per day)

• Real-time updates when contacts 
appear in the news

• Notification of job changes, 
birthdays, and work anniversaries
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Opportunity: Money market reform

Ultra-short opportunities continue more than a year after money 
market reform

• With the implementation date for the most recent money market regulation 
long past, there continues to be volatility at the short end of the curve, 
providing opportunities for ultra-short strategies.

• Many corporations and organizations do not want to be subjected to liquidity 
fees and redemption gates that are required of shorter-term instruments like 
money markets/government money markets. 

• Opportunity to engage CFOs and treasurers of foundations and endowments 
to place their short-term assets into a different vehicle that will provide them 
with a higher yield, floating NAV, and no liquidity fees/redemption gates.
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• “Treasurer” AND “Foundation”
or

• “CFO”

• Filter to 2nd connections

• Indicate Location

Idea: Use Boolean operators to find professionals
who have a need for short-term cash options
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Closing thoughts

Develop a routine and follow it daily

Monetize your daily activities on LinkedIn

Use LinkedIn strategically to grow net new households 
and AUM

Use advanced LinkedIn features like Sales Navigator, 
Boolean operators, and advanced search 
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Partner with your Putnam consultant team

• Your Putnam consultant team is recognized industrywide as a valuable partner 

in building your business using social media

• We can work with you one-on-one in person, officewide, or via webinar to 

deliver custom training sessions to you and your clients

FOR ADVISORS
Creating and optimizing your social media presence
Learn how to establish a social media profile that will build 
your brand to attract prospects. 

Developing your LinkedIn network
A quality network is the core of your social media activity. 
We will share best practices for developing and growing 
your network and how to retain assets across multiple 
generations.

Prospecting and generating revenue using social media
This advanced session teaches how to use powerful search 
options to discover rollover opportunities with current clients, 
mining existing client connections for valuable referrals, 
leveraging your alumni network, and identifying your ideal 
prospect on LinkedIn.

FOR YOUR CLIENTS
Growing your business with social media

Invite business owners and professionals 
to this seminar to learn how a robust social 
media presence can benefit any enterprise 
or individual.
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Putnam Retail Management 
putnam.com

FOR DEALER USE ONLY. NOT FOR PUBLIC DISTRIBUTION.
Your clients should carefully consider the investment objective, risks, charges, and expenses of a fund before investing. 
For a prospectus, or a summary prospectus, if available, containing this and other information for any Putnam fund 
or product, call the Putnam Client Engagement Center at 1-800-354-4000. Your clients should carefully read the 
prospectus, or summary prospectus, if available, before investing.
Investment professionals should always consult their firm’s compliance department and individual firm policies before 
accessing any social media or using online communication tools for a business purpose. Any and all communications with 
the public should be compliance approved and in line with your firm’s guidelines and industry rules.
This material is for educational purposes only. This presentation is not an endorsement of any social media networking 
service.

The Putnam Social Advisor Survey was conducted online in November 2017 in conjunction with NMG Consulting and 
included 1,014 financial advisors across the United States who have advised retail clients for at least two years or more. 




