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LinkedIn Transformation
Success Story

Winning with Strategy, Expertise, Story, and Al
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The Mission: Transform LinkedIn into a Revenue Engine

At the start of 2025, a new client of Edge Marketing made a deliberate decision:
LinkedIn could no longer be "just a channel." It needed to become a growth
engine that worked in lockstep with the website and PR program to drive real
pipeline and revenue.

The mandate was clear: Stop posting at random. Start telling a clear story to the
right people, with the right proof, and measure everything.

Over the next several months, Edge worked hand-in-hand with the client and

combined its talented team with focused content, and Al-informed analytics to
turn LinkedIn from a modest awareness tool into a high-performing growth asset.
Alongside the website transformation and a targeted PR campaign, this shift
contributed to a 10% increase in top-line revenue in just four months.



The Challenge: Underperforming Potential

Early 2025 metrics showed LinkedIn was underperforming its potential. Edge knew their
clients ideal target markets were on LinkedIn, but "post more" was not the strategy. The
real problem: the story wasn't clear and the content wasn't focused on the moments and

formats their audience actually responded to.

Inconsistent Impressions

Long "quiet" stretches with unpredictable visibility patterns

Low Engagement

Rates hovered low, even on strong announcements

Slow Follower Growth

Disconnected from real business opportunities

Not Consistent

Top performers (events, emerging technology, human stories) were rare wins




Three Pillars of Transformation

To transform performance, Edge built a LinkedIn strategy around three core pillars that combined human insight with data-driven
optimization:

A Clear Story Al-Informed Insights Focused Experimentation
Every post starts with: What problem Al tools analyzed 12+ months of Edge treated LinkedIn like a living lab:
are we helping our audience name or performance to identify clear winners:

e Test event recap videos vs.
solve right now?

« Event and on-site coverage drove carousels
e The client (professional services and highest engagement «  Shift from text/link posts to visual
technology leader) is the hero « Tech transformation education storytelling
e The client shows up as the guide resonated strongly

o Introduce quizzes, polls, and

with a clear plan, real proof, and « Human/team stories created comment-first CTAs

next steps authentic connection

e Prune underperformers; scale
e Carousels and short-form videos highest performers
outperformed text posts



Strategic Shifts That Changed Everything

(1

Repositioned Around the Prospect's Story

Posts stopped being "about the client" and started addressing challenges, wins, and decisions facing its prospects

Shifted the Format Mix

Increased short-form video for event recaps and transformation stories, expanded carousels for micro case studies, used photo
albums for team spotlights, reduced plain text posts

Aligned with Key Moments

Planned activity around major events, PR wins, awards, and website launches; repurposed content into social-first narratives

Strengthened Calls to Action

Each post ends with one clear next step: comment, download, visit site, or reach out for consultation

Tracked and Iterated Relentlessly

Monthly reviews examined impressions, engagement rate, clicks, follower growth, and content performance and data dictated what
stayed and what scaled



Impressive Linkedln Performance Gains

30-55% 20-40%

Impression Increase Engagement Boost
Average monthly impressions Rates climbed to 0.09-0.20
jumped, with more high- range, with standout carousels
visibility days and fewer flat and videos surpassing early-
periods 2025 performance

Better Click-Through Performance

Clicks per post increased, especially on content pointing to
high-value service and resource pages on the newly optimized
website. LinkedIn became a more reliable contributor of
qualified traffic.

Accelerated Follower Growth

Follower growth rose 25-35% faster month over month
compared to pre-June performance, with spikes correlating to
specific campaigns: event coverage, carousels, and human-
centric stories.



The Bottom Line: Revenue Impact

When combined with the website transformation and a coordinated PR campaign, the improved LinkedIn performance contributed to:

10% Revenue
Increase

In Just Four Months

LinkedIn is no longer a "nice to have" channel. It has become a visible, measurable part of the client's growth engine.



Key Lessons from the Journey

1 Your Audience is the Hero

Posts that speak directly to the frustrations, hopes, and questions of leaders outperform posts that talk at them. Storytelling thinking belongs in every
caption.

2  Every Post Needs a Job

Brand awareness? Lead generation? Event attendance? Choose the job first, then choose the format and CTA that best serves it.

3 Format Matters

Carousels, video, and authentic photos from real moments routinely outran text and link posts. On LinkedIn, visuals and narrative win.

4 Social and Web Work Together

Your best posts should point to your best pages. The website transformation and LinkedIn strategy amplified each other and they can't be separate
strategies.

S Measure, Then lterate

Treat LinkedlIn like a lab: review monthly, keep what works, cut what doesn't, and test one new idea at a time. Data should dictate your decisions.



What This Means for Your Organization

Since the start of 2025, Edge Marketing has turned its client's LinkedIn from a supporting channel into a core growth lever. One that now
works alongside a transformed website and PR program to create a cohesive, revenue-driving engine.

(0 The Takeaway
With a strategic direction, clear story, format discipline, and data-informed iteration, any team can turn LinkedIn into a

performance channel that actually moves the numbers.

The transformation proves that strategic social media management isn't about posting more, it's about posting smarter, with purpose,
clarity, and consistent measurement.



Connect With Edge Marketing

Ready to Transform Your LinkedIn Presence?

Edge Marketing helps marketing and business leaders strategically
align story, site, PR, and social into a single, measurable engine for
growth.

Amy Juers, MBA
CEO, Edge Marketing

Email: ajuers@edgemarketinginc.com

Phone: 651.247.7872

Learn how Edge can help you do the same.
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