
LinkedIn Tips for Professional Networking, Business 
& Marketing 



FUN FACT….  

Gains two+ new 
members  
sign up on  
LinkedIn  

every second 



OBJECTIVES 

What is LinkedIn? 

How to build a strong 
profile 

How to build a strong 
network 



3 GUIDING RULES 

Build your network before you need it 
 
 It’s not about the quantity. Build a quality network 

 
Think Aspirational – BIG 

 



WHY YOU SHOULD USE IT? 

 4th popular social network 
among U.S. adults 

 7 out of 10 professional describe 
LinkedIn as a “trustworthy 
source of professional content 

 50% of B2B buyers use LinkedIn 
when making a purchasing 
decision 

 Largest social network – 467 
million+ members 

 133 million U.S. users 

 35% of users check daily 

 1 million+ people post and share 
posts each week 

 42% are updating their profiles on a 
regular basis 

 56% of users are male; 44%female 

 57%There are 2.7 million business 
pages 

 There are 1.5 million groups to join 

 

 



LET’S GET STARTED! 

BUILD A BUYER-CENTRIC PROFILE 

BUILD A NETWORK 

BUILD A BRAND 



BUILD YOUR PROFILE 

What makes a great profile: 

1. Customize your public profile URL 

2. Add a professional photo and a background photo to provide 
personality – make good choices 

3. Make your headline standout – no one cares about your job 
title 

4. Summary – add 5-6 of your biggest achievements – paint a 
picture of how you can make your audience’s lives easier 

5. Expertise – add images and documents to your experience 

6. Keep working history relevant 

7. Take advantage of the blog/website links on your profile 

8. Ask for endorsements/recommendations 

9. BE SOCIAL - Use industry-related status updates 



YOUR PROFILE: PHOTOS 

• Showcases trust 
• You are 14 times more likely to have your profile 

viewed if there is a photo.  
• Adding a photo to your profile makes you 36 times 

more likely to receive a message on LinkedIn 
• Profiles with photos get 21 times more views 

make good choices 

Presenter
Presentation Notes
Your eyes best reveal a trusting nature. Your photo for any social network, needs to be high quality and high resolution, so your eyes can be the focal point of the photo. Within seconds buyers will skim social profiles and their subconscious minds will determine if you’re trustworthy or not. Best practice: Take a photo with a clear background  that will take focus off the environment and place focus on your eyes and smile. 



YOUR PROFILE: HEADLINE 

 No one cares if you are a sales exec. 
account manager, marketing 
manager 

 Your headline is your digital 
salutation 

 Elevator value statement 
 Who you help? 
 How you help? 
 Why you help better than others? 

 Best practice: change it up 
quarterly 

Presenter
Presentation Notes
Your elevator pitch only takes 30 seconds to summarize and articulate our value. So should your headline.The buyer doesn’t care that you’re an account manager, sales executive or customer success specialist. They would never Google one of these titles.Activity: Pretend you’ve stepped into an elevator and your prospect is standing beside you presses the 10th floor button and, at the same time, bumps into you. As he apologizes, he asks you, “what do you do and how do you add value in your job?”. You only have one sentence to respond, so you blurt out a sentence that summarizes some or all of the following: who you help, how you help, why you help better than others?Make sure to add your company name at the back of the headline so your buyers don’t have to guess where you work. 



YOUR PROFILE: SUMMARY 

 Expansion of value statement from 
headline 

 How you solve problems and for 
whom 

 Examples of success 

 Supporting assets to help capture 
your story 

 Tell brief stories 

 Include a clear call to action 

 Embed keywords to get found in 
Google 

Presenter
Presentation Notes
Buyers wont’ get everything from just your photo and headline, they will naturally gravitate to the largest block of content, the summary. Buyers want to read your summary and have a clear picture that you’ve solved problems for companies like theirs. Your LinkedIn profile acts as your personal website, embedding keywords into your summary can add value to your SEO. Include keywords at the bottom of your summary that act as tags that describe features, functions, benefits, strategies and industries your serve.



YOUR PROFILE: RECOMMENDATIONS 

Don’t ask for a 
recommendation first; 
give a recommendation 
 

Deliver in real-time, not 6 
months after the 
engagement 

Presenter
Presentation Notes
Make a personal, real-time recommendation your next step in your communications plan. Take advantage of your positive experience. 



ESSENTIALS: GROWING YOUR NETWORK 

Be active!  
1. Post updates/shares on a regular basis – leverage GIG 

2. Actively network every day – set aside 15-30 minutes a day for 
networking 

3. Groups are you BFF. Join and participate in at least 10 groups 

4. Generic is so dead! Don’t EVER try and connect with someone 
without a short note to spark a conversation of introduce yourself 
and your goals. 

Presenter
Presentation Notes
You need to work at connecting with the right people, and keeping in touch and growing your relationship with them.LinkedIn groups draw prospects to you in several ways: Establish yourself as a thought leader in your industry. By engaging in the discussions your group members have and answering questions, you show how you’re a resource. Grow a community of advocates. Hosting valuable, industry-centric conversations is helpful to your current and potential customers. Because of the group, they will advocate for the content you share and develop a connection to your message and brand. 3. Get ideas for content. This one isn’t as obvious, but it’s huge! Get a sense of the conversations people are post and questions they are asking. 



ESSENTIALS: GROWING YOUR NETWORK 

Get found! 
1. No harm in asking. Request an 

introduction to someone you’re not 
connected to. 

2. Check in on network updates – engage 

3. Check who viewed your profile – make a 
connection 

Presenter
Presentation Notes
You can request an introduction to contact a 2nd-degree connection from a connection you both have in common. You should use this feature carefully, and really think about who you want to get introduced to. Network Updates are essentially LinkedIn’s version of the Facebook News Feed. Check this feed periodically for a quick snapshot of what your connections are up to and sharing. You can also sort by Top Updates or Recent Updates to filter your feed in one way or the other. Make an effort to engage with interesting posts via Likes, Comments and Shares. By doing this, your network will become more familiar with your name and are likely to share your content in the future. It’s also a way of proving that you’re a valuable connection to have. To make yourself identifiable, go into your Settings (click your thumbnail image in the top right and choose Privacy & Settings) and click Select what others see when you’ve viewed their profile. Make sure you check off the “Your name and headline (Recommended)” option. This allows you to take advantage of the next feature on our list



ESSENTIALS: GROWING YOUR NETWORK 

Get networking! 
1. LinkedIn advance search – take 

advantage of Boolean search 
terms 

2. Save your list for updates 

3. Leverage @mentions in your 
status updates 

4. Leverage #hashtags in your 
#LinkedIn posts to increase 
#engagement 

Presenter
Presentation Notes
LinkedIn’s Advanced Search feature provides a much richer search experience. For example, say you want to find out if you’re connected to anyone who works at a specific company. Type the company name in the company field in Advanced Search, then filter the results by “Relationship” to see if you have any first- or second-degree connections to any employees.By sharing other people’s content and mentioning them in the associated LinkedIn update, the person who created the content will know that you shared it, be appreciative, and is more than likely going to return the favor if you have anything to share in the future. It will also reinforce your place as an important member of their professional network.Anyone who wants to connect with others, contribute to a community or create one of their own.  Lots of people use hashtags to highlight keywords or subject matter in their posts. Use them as a way to connect with other likeminds or those who share your passions. Click on the hashtag to see what others have posted and comment on their posts.



Questions?  
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