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social networksHow to REALLY use Linkadla must for all professionals wishing to enter the next era of

networking: the book contains fascitiigg insights on the meaningful use of LinkedIn in a business

environment; it familiarizes you with the many unknown, interesting features of LinkedIn; and it deals with

burning questions around this social network. In short, this book is an indisperaiketo discovering the
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Erik Van den Branden, HR Director, PriceWaterhouseCoopers Balgiunpwc.be

6One of the Success Principles | teach is the importance of having a great team. Sucltansiata not only
of colleagues, but also of customers, suppliers, partners, experts and other people. Use How to REALLY use
LinkedIn as your guide to find thenfiast - so you too can be as successful as you want té be!

Jack Canfield, Gauthor of The Secess Principlésand CeCreator of the Chicken Soup for the §®elries,
www.jackcanfield.com

Gt dzi &AWV KEBLLY use Linkddla mustread for anybody who wants to grow their business through
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Verdonck offer powerful, advanced strategies for how LinkedIn can help you get even more out of your
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Ivan Misner, NY Times Bestselling anthnd Founder of BNAww.bni.com
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hear more and more people talking about the advantages and the fun of being Linked In. Once | got it, |
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Hubert VanhoeYice-President, USG People Belgiwmw.usgpeople.com
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gives you welbtructured insights and tips throughotd increase the effectiveness of your network big help

to reach your goals easier and quicker. Strong recommendation to all the people who want to start using their
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Frank OpsomeChannel Partner Manager Hitachi Data Systemsyw.hds.com
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Mary Roll, Career Services Manager International MBA Program, Mlletigkn Gent Management School,
www.vlerick.com

"If you take networking seriously, use LinkedIn. If you take LinkedIn seriously, read this book."

Edgar Valdmanisylarketing & Projects Director at The Norwegian Cotep&ocietywww.dataforeningen.no
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How to REALLY use Linkdibt provides excellent insights in the fundamentals, then describes a basic
strategy for everybody and finally an advanced strategy to use withral profiles. This makesnitost
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informative and webstructured book.Put it at the top of your reading list this year."

Paul Bridle, Leadership Methodologistyw.paulbridle.com

a WE Yy + S NI S Vetdyck haye Rone its Thily have written a LinkedIn guide in accessible language that
is a godsend for neophytes and a boon for veteran users as well. Readers internationally will polish their online
presence to build more internal and external credibifityd learn how to turn connections into more sales and
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Lillian D. Bjorseth, auth@reakthrough Networkingyww.duoforce.com

"After readingHow to REALLY use Linkdthimable to better manage my list of professional business contacts.
Also, | can find potential business more easily and achieve better contact with experienced professionals
worldwide. | met Jan for the first time during a sponsorship seminar and girod have read his interesting
online networking publications. This type of networking will become ever more important in the future. It
opens a lot of doors for my professional daily communication work."

Philiep Caryn, Int. Communication & Sponsor§hifckStep Cycling Teamww.gskcycling.com
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LinkedIn is at the forefront. Jan and Bert share thearsts and strategies in a concise and simple manner
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Frank Furness, Bestselling Author and International Speatev,frankfurness.com
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online and offline networking systems and principles to ensure this book will be ghéd by those who

wish to become modernall NB dzy R Yy S 62 NJ SNE ®¢

Will Kintsh, UK authority on business networking skillsw.kintish.co.uk

G ¢ KS Ay T HolMe REAIR Y usd Lyhkedla powerhouse book of tips, tactics, and approaches for
raising your personal profile. They wotkhkedIn is the buzzword in business networking these days and this
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Dr. Tony Alessandra, author of The Platinum Ruley.alessandra.com
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"As a LinkedIn user with more than 66@nnections, and an active blogger since 2004, | can tell real value. This

book has it in spades! You will find more good, quick, easy answers in this book than any of its competition. I've
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speakers and authors, subject experts whose main product is themselves and the talent they offer. Every page

is easy to read and apply. Buy this book and keep it on your desktop until your thousandsdlhigh

connections cover it with money."

Jim Cathcart, author of Relationship Intelligence®: Who's Glad To Knowtiporathcart.com

"l find myself asked more and more about how to use LinkedIn effectively. People are becoming increasingly
aware of its power and importance, to both individuals and to businesses. Jan and Bert have yet again
succeeded in providing a clear, concise, angetyireadable guidédow to REALLY use Linkesglihmove

people from beginning to advanced LinkedIn networkers. Read the book, follow the steps, and watch the
0SYySTAla Ft29 @2dzNJ 6 8 HE

Andy Lopata, Business Networking Strategist antl czii K 2 NJ 2e#&th CamebThitdyTRe Definitive Guide to
Networking and Speaking in Publioyw.lopata.co.uk
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my mind that LinkedIn itself has developed tremendously in recent times and this book is being published at
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Chris Davidson, Managing Editanvw.ProfessionalSpeakersJournal.com

oHow to REALLY use Linkadla mustread for anyone wanting to enhance their networking skills and to

leverage online networking tools, especially on LinkedIn. Jan anidv®ex provided a practical, comprehensive
resource with a large number of strategies to apply daily. As an international productivity expert | am often
looking for valuable resources to recommend to my clients to boost their personal and professional

productivityt | can highly recommend this book. Based on the foundation of the Golden Triangle of

Networking, Jan and Bert emphasize a need to give, ask, and thank. Do yourself a favor, invest your time and
energy in reading and applying the principles intiiek¢eé 2dz g At f o6S It R &2dz RARHE

Neen James, International Productivity Expetiw.neenjames.com

oHow to really use Linkediaally opened my eyes to the possibilities within LinkedIn and how to use it in a very
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book, however, changed my mind regarding the possibilities and opportunities; | will start to spend more time
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Menno Siebinga, Entrepreneur, martial artist, organizer of the Body & Brain Festival (The Netherlands) and
founder of the Siebinga methogdww.teamsiebinga.com
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Astrid De Lathauwer, Chief Human Resources OfBeégacomwww.belgacom.com

"As a howto guide, this book contains everything you may need to know about Linkedin. I've personally found
it very useful indeed."

Mike Southon, Financial Times columnist andgthor2 ¥ 4 ¢ KS . S S NI iwiw.bBeyiathi®d LINS v S dzNE €
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have today: LinkedIn. As the relationshigtworking revolution continues to capture the attention of

everyone worldwide, online networking systems like LinkedIn continue to move to the forefront. Jan outlines

some really useful strategies to show us how we can take advantage of this powerful utility. Definitely,-a must

have book.

Adam J. Kovitz, CEO, Founder & Publisher, The National Netibiikétthenationalnetworker.com

"If you're like me, getting your head around an advanced networking tooLliMeedIn can be quite daunting.

Jan Vermeiren and Bert Verdonck have simplifiedtt atit only by explaining in easy steps how LinkedIn
worksas an effective toold create the right contacts angients for your businesshe also provides priceless
wisdom on the fundamentals of intelligent networking. The little time it takes you to read this informative book
will save you literally hours onlimeand impact your busiess quickly and positively."

Paul du Toit, Certified Speaking Professional, MD of the Congruence Group, Soutivwfvipauldutoit.net

aL f 2 @8 ank pracita booksdow to REALLY use Linkéglane of those rare gems one can put next to

2y SQa 1 Seé o adnmdaRual il immeditalyget a lot of things done. By providing clear insights and a

simple, but supeeffective strategy, Jan and Bert show how everybody can tap into the powerio&onl
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Guido ThysCorporate Midwifeywww.guidothys.nl
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REALLY use Linkediifl not only give you clear strategies to increase your network efficiency with the use of
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Vincent De Wae|eBusiness Transformation Director, Mobisteww.mobistar.be
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Go to the
dVideo & Tools Library
for FRERIp-to-date LinkedIn

video tips, ®lf-assessments

worksheets and updates

of this book.
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Discover the true power of LinkedIn
and how to leverage it for your business atateer.
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Prologue

LinkedIn and other social and business networking websites have found their place in our society. In
recent years we have seen an explosive and exponential growth of many networks. In the beginning,
most people were very skeptical ofein value, but now agree they are not only here to stay, but that
they offer opportunities never available before.

In our roles as speaker, trainer and coach concerning networking and referrals, we have seen the

value of these networks since their tippipgint in 2003. As entrepreneurs who are continuously
f221Ay3 F2N OdzAG2YSNAERX Oft ASyiliasx &adzali)d ASNARI SYLX 2
other help we personally also have experienced the tremendous power of these networks.

Our team atNetworking Coacheceives an eveincreasing stream of questions from participants in

our training courses, or members from the audience during our presentations about the value of
online business networksnd how to exploit therm especially LinkedIn. Many people expressed

their resistance and skepticism about this new way of interacting, but the obstacle was primarily fear
of the unknown. Once we explained how they, too, could benefit from LinkedIn, anddstart

using it immediately, some of them became raving fans!

Before we explain the power of networking and how to use LinkedIn as a tool with tremendous
leveraging capacity, we wish to make a few disclaimers:

1 The disadvantage of writing a book abouintys that happen on the web is that some
functionality might be different from our description. Some things might have changed or
even been deleted. Certainly, more functionality will have been added. For example, during
November 2008 when Jan was writithg first edition of this book, LinkedIn added
Applicationsand introduced a new search function in only one week time. Such changes are
the reason we will avoid using screenshots. Nevertheless, we want you to get as much out of
your LinkedIn membership as possible. To receive your free Profilasseliésment and
worksheetg and if you want to stay current with added functionality and new strategies, go
to the FRE®/ideo & Tools Library

T hdzNJ SELX Iyl GA2ya 2F [ Ay ] SRL Y otgadsfreenshdtsiaadOdza a o |
basic explanations, there are more basic books to help you, sudbwado Succeed in
Business using Linkediy Eric Butow and Kathleen Tayloriankedn for Dummiedy Joel
9fFR® |1 26SOSNE (KS (ALA FWRYE ToKlAbéawidtake! | YR (F
you a long way.

1 We are not LinkedIn employees. We, and our compdetworking Coachre independent
from LinkedIn and any similar websites.

1 Although we might be able to answer your questions about LinkedIn, LinkedIn offers good
Customer Service. They have FAQ pages where you can find almost all answers to questions
(these are the pages we also turn to), and they also have a help desk wifeogd who
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What are the key fatures of this book? It gives you insights in the value of networking and how to
apply the fantastic tool of LinkedIn to tap into the power of your network. This enables you to reach
your professional goals whatever career or business you might have tewenandustry. We begin

with your current situation and how you can improve (better results in less time) by tapping into the
power of your LinkedIn network.

From the First Edition to the Second Edition: What a Ride!

{AyO0S (KS 022 {rMarchif2009.miich haszbapper@d with & gind With our team at
Networking Coach.

Here are a few examples:

1 LinkedIn has invited us to organize their worldwide training programtpilankedin Live,
making us the first LinkedIn Certified Training Companyamibrid!

1 The book has been featured in over a hundred magazines, newspapers, television, and radio
shows.

1 Requests for proposals for presentations, workshops and training courses about the use of
LinkedIn led to a growth rate of 283% for our company.

Today, because of the success of the book, some people now look to us only for LinkedIn workshops,
while we still offer offline networking courses. Meeting each other fcéace will remain crucial in

our professional lives. LinkedIn is a super toolrepare us for a meeting, and to keep in touch
afterward. Many people have difficulties making contact at an event or presenting themselves in a
way they will be remembered (Sticky Stofiemstead of Elevator Pitches that fail most of the time)

or how to end a conversation with respect. In other words: it is the combination of LinkedIn and

offline networking that will bring you the best results.

During our referral training courses, we teach account managers, sales managers and

representatives, business awrs and development managers, how to be introduced to prequalified
LINPALISOGa a2z (GKSe ¢2yQi ySSR (2 O2fR OFff SOSNI I
thus is an important part of our courses), but the real value lies in how you @3adkviedge you

get from LinkedIn: how to approach people, how to set up a conversation about referrals, and how to

ask for referrals in the way you will be the most successful. In short: LinkedIn is a super tool to gain

insight in networks and to prepage 2 dzNBE St F F2NJ I YSSGAy3I 2N 6Sf SLIK2y
YdzOK AF @&2dz R2y Qi AydSaNIXaS AdG Ay F £ NABSNJ adNI
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LinkedIn is enjoying its Second Wave

We have seen some changes in the last few years and believe théssituation in June 2011

1. LinkedIn is in its second wave.

a. The first wave comprised peopdetting to knowonline networking in general and
making a Profile on Linkedirthe passive phaseWe believe that many parts of the
world (especially the Westemvorld and India) are over the top of this wave (the late
majority, see the Rogers Adoption/Innovation Curve below).

b. The second wave requires understanding how LinkedIn works, how, as a tool, it can
REALLY benefit us professionally. This iptbactive phase In parts of the Western
World and India we are in the second phase of the curve: the early adopters.

Rogers Adoption / Innovation Curve

Early Early Late
Adopters Majority Majority
2,5% 34% 34% 16%
Innovators Laggards

2. Our belief that LinkedlIn is in its second wave is confirmed by the different kind of questions
we receive in our workshops from individuals, ahd tifferent requests we get from
companies.

In the past, we received requests for workshops and presentations directed toward sales
teams and recruiters. Today, we get more and more requests to do presentations for the
management teams and boards of coampes. This results in a compawyde approach
instead of a partial one. Finally, the higher echelons understand that online networks are
here to stay and that they need to incorporate them in their organizational strategies.

We also see differences beter countries in the way they adopt LinkedIn. For example, the
Netherlands is far ahead of Belgium. As a country, the Netherlands is already in the beginning
of the early majority phase of the second wave (being proactive), while Belgium has just
started (hnovators).
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I, Jan Vermeiren, asked Bert Verdonck, our Master Trainer, to join me in writing the second edition.

.SNI (1y2¢6a [AY{SRLY @OSNE 4SSttt FYyR Fa I aft AFSKLI C
personal and professional lives easier. Sahthe tools mentioned in the book are free; some are

not (and for some we are affiliates). The denominator: we have found them to be very useful in

combination with LinkedIn.

Much is rew in this second edition. These are some ofpeates:
1 5-stepbasic general strategy to be successful on Linkedin.

1 New chapters with passive, active and proactive strategies for people looking for new
customers, a new job, or new employees.

1 A chapter about raising your visibility and credibility by personal branding.

1 A chapter for Group Managers with tips to attract more members, stimulate interaction, and
deal with spammers.

1 A chapter about the power of combining online and offline networking: how to get the most
out of the events as an organizer and as a participant

1 Probably the most important additional chapter is for organizations: how can they benefit
from LinkedInrcompanywide.

9 Video clips showing you how to apply certain tips, constantly updated.

1 And many more tips concerning your personal Profile, how to lyaild LinkedIn network,
how to finetune LinkedIn (settings), and new tools and features (Applications, News, Labs,
and Plugins).

Enjoy!
Jan & Bert

PS: You will realize the greatest value of this book when y@pply the information, tips and
wisdom. Our advice: read this book first to understand the ideas and strategies. Then, read it
again and start applying the tips at your own pace. Pick three ideas that you can use
immediately, and when you have integrated them wve on to three more.

PPS: To help you get even more value out of this book:

1. We have created &ideo & Tools Librarwith a free Profile Self Assessment, video clips
related to the tips in the bak, and worksheets to support you.

2. We have started theGlobal Networking Groun LinkedIn. It is open to anyone who
wants to abide by the rules of this Group and is looking to give and receive support. W|
look forward to meeting you there!
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"Give without remembering,
receive without forgetting."

Elizabeth Asquith Bibesco
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Chapter 1: What is the Value of Networking?

Two remarks we hear the most in our training courses and presentations are:
1. 62 Ké KRBSL (12 ySig2N]lK 2KFEG Aa Ay AG F2N YSKE
2. 9aLISOALfte ¢gKSY RAAOdzaaAY3A 2yt AYyS ySiig2N] Ay’
I NE GKSeé y2i 2dAad yryYS 02t ftSO0i2NAK L R2y Qi 4|
It is important to understand the value and fundamentalsefworking before diving into how you

can use LinkedIn for your benefit.

Ly W YV[Q3i @2 pheRlesdg €plained the dynamics that form the foundation of
networking and any networking strategy. In thisapker, we will revisit some of them briefly so you
understand why and what we do in the following chapters. Please read this chapter attentively
because understanding and applying these fundamental principles will make a huge difference in
benefiting fromLinkedIn.

CANRGZ tSGQa 221 Fd a2YS o0SySFT¥AGa 2F ySiig2N]AyS3
principles of networking online and offline.

What are the Benefits of Networking?

Many people have already heard people say networking is importamif Bomeone explains how it
helps in sales and you are not responsible forseles2 dz LINR 6l 6f & 62y Qi fA&adSyo

Here is a list of 26 reasons why networking is important for everybody, gleaned from the thousands
of participants in our presentations, and netviking and referral training courses.

Sales

1) Maintaining relationships with current customers.
2) Meeting new prospects.

3) Getting referrals to new prequalified prospects.
4) Receiving referrals to other departments.

5) Word-of-mouth publicity.

6) Creating ambassadovgho will recommend you and connect you with potential prospects.

Non- Sales

7) Finding a new job.
8) Finding a new employee or colleague.

9) Getting to know people who can help you with your career.
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10) Attracting the right organizations to form partnerships.

11) Notifications of important changes (for example, new legislation).
12) Up-to-date information for workrelated topics.

13) Learning about new trends.

14) Receiving more visibility as a person or an organization.

15) Attracting more opportunities.

16) Getting new ideas, new insightsd new wisdom.

17) Gaining another perspective.

18)/ 2y ySOlA2ya F2NJ NBFOKAy3d LIS2LxX S @2dz R2y Qi KI
19) Enrichment in unexpected ways.

20) Having more fun.

21) Developing as an individual.

22) Developing as an organization.

23) Attracting the best mentors for you.

24) Having a filter (= people within your network) to screen the massive amounts of
information on the Internet and elsewhere.
25) Receiving more invitations to relevant events as a participant, speakerluwsto

26) Security net when something happens such as
26 a- When you are without a job.
26 b- When you have too much work.
26 c- Personal challenges (getting the kids out of school, help when renovating your house,
finding a babysitter, etc.).

The rest of this book will show you how Linkedin can helpyouhdvd (KSaS o6SySFTAGao®
look at the foundation of networking: the 2 biggest problems, the 5 fundamental principles, and the
challenge facing us all.

The 2 Biggest Problems With Online Networking

Many people, after giving some thoughtnetworking, start going to events, make a profile on a
website, and begin connecting with people.

¢tKSYy 02YSa | Y2YSyid 6KSy (KSe YAIKG are az2yYSGKAyY
2T Y& GAYS YR ST¥T2NIloé
The reason is that they have neveffided:

1. Their goal.

2. Who is in the best position to help them to reach that goal.
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These are the 2 biggest reasons why networking seems to disappoint many people.

However, when set your goals first, and then look for the people who are in the best positieipto

you reach them, networking becomes more rewarding. It becomes clear which organizations, online
networks, and Groups on those online networks you should join. You will know whom to reach out to
and whom to ask for help.

Your networking success depsion how you approach them and how you will be perceived.
Understanding and applying the 5 fundamental principles of networking will make sure you get
results.

Fundamental Principle 1: Networking Attitude

Ly WFyQa vy SiSizo hheashimer@dlideal networking attitude as:

G{KFNAY3I AYyTF2N¥IGA2Y Ay I NBIFIOGABS | yR
gAGK2dzi SELISOGAY3I FyeldKAYy3a AYYSRAL (St

[ SGQa t221 G GKAA RSTFAYAGAZ2Y Ay Y2NB RSOFAfY

f Information:inhisSRSFAYAGAZ2Y AGAYF2NNIGA2YyE NBFSNAR (2 0:
For example, how to record a television program with a video recorder, or finding the
ALISOATAO O2RS F2NJ I a2F0g6INB LINRPINI YD GLYTF2N
leads, and simple dato-day matters (such as the hours of the supermarket). In a
LINEFSaaA2ylf SY@ANRBYYSYy(uI GAYF2NX¥IGA2YE OF Y
or employee, opportunities for partnerships, interesting training courses, or tipotl w
more efficiently.

I Sharinginvolves at least two parties. Networking is not a amay street, but a tweor more
way boulevard. The desired outcome is always awimsituation in which all parties are
satisfied. You need to be comfortable both givirggphand making requests.

1 In areactive and preactive way First, this means you offer information or help when you
are asked (reactive). But you can do more. Sending people information and connecting
them, without their asking is being piactive (without any spamming of course). A soft
approach could consist of letting them know you have information of value that you are
gAtfAYy3 (G2 aKINB® ¢KAA Ad SALISOALFT e dzaSTd

1 Without expecting anything immediately in retumin this era of shorterm benefits this is
an extremely important concept. Let us also stress it is NOT about giving your own products
or services away for free. It is your attitude when connecting with people. An attitude that
builds trust and makes you m®interesting to other people, works best.

By giving without expecting anything in return, you will actually receive much more than your initial
GAYy@SaltyYSyloeg . dzi 22dz YSOSNI {y26 FNBY 6K2Y 2N 4K
our training cairses a lively discussion ensues because few people see how they can realize this
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GAGK2dz0 Ay @SadAay3a 264 2F GAYS yR Y2ySeo 2 SQf f
challenge and use LinkedIn to help us.

Remember that networking islang-term game thatalways involves 2 or more player¥ou reap
gKIE G @2 dAgSemangbgryhas KSy @2dz aKIFINB a2YSUGUKAYy3 @2dz ai.
lose anything.So start sowing (sharing) so you can reap more, and faster!

Failure to understand andoply the right networking attitude is the number one reason why people
FSSt GKIFIG [AY1SRLY R2SayQi 62N] F2N 6KSYDP { Ay OS
receive help from others and become frustrated with the lack of positive responses.

Fundamental Principle 2: The Golden Triangle of Networking

The Golden Triangle of Networking is an easy and effective way to build relationships.

Give

(BN,

Ask Thank

[ SGQa t221 +d GKS GKNBS Fy3tsa 2F (KS D2t RSy ¢NX

Give or Share

This underlies the networking attitud&Vhat can we give or share with other people? By giving and
sharing we improve our relationships with others.

For many, this is an unfamiliar concept because they think in terms of need instead of abundance.
They also think if they give something away theylonger have it. That might be true for physical
objects but not with knowledge in an information society (especially in the Western world). When
you share information or knowledge (as we are doing with you) it is never lost. We both have it.

Ask

Askingfor help from your network is also important. The power of the network resides in obtaining
help from other people.

However, many people have difficulties asking for help. In her Beaple Powenetworking expert
Donna Fisher explains the mental barriers many people impose on themselves. She explores 7 types
of conditioning that can influence your networking effectiverreggthout your even realizing it.
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Thus we often spend too much time figuring things out ourseivben we could ask for help.

[ SGQa 221 +a4G Ad FNRY | RAFTFSNBYy(G LISNALISOGAGSP® 5
some information or for your help and you were able to assist this person? What feeling did you get?
The answer is typicallg good, positive feeling.

Now, consider this: the next time you have a question or need help, and go it alone for whatever
reason, you prevent other people of enjoying this good, positive and nice feeling!

When they look at it this way many people now sxehanging help from a different perspective; for
some it is almost a paradigm shift.

While it might be obvious that we improve OUR relationships when giving and steskingis
important and necessary to give other people the opportunity to improveElR+elationship with us.

However, past negative experiences have made many of us reluctant to ask questions. How can we
turn that around?

Prepare yourself to ask a specific question.

¢CKA& | LIWINRLIFOK R2SayQi a4S5SSY SEditNgtimesRéstethel | YR AY
2R aAGSY 6S KIFI@S | LINRPofSY 2NJ ARSI Ay 2dzNJ YAYRAE
LJIS2 L) S G2 3dzSaa Adx odzi Ffaz2 (2 LINRPGARS I az2f dzia
¢KS 322R ySga Aa 0GKIFG Al RakaBoytQdir qlektipnSandién Y dzOK
voice it in a way that people understand it.

The result? When you are prepared, people will love to help you because they experience you take
NBalLlRyaAroAftAdes GF1S FOUA2Y | YR RBEmagyidthes  aGS G KSA
people.

Networking success tigf you want to move ahead in your professional and personaalifigive
your network the opportunity to assist you, it is important to ask regularly and respectfully!

LinkedIn provides several toolsto @si2 dzNJ Ij dzSadA2ya Ay GKS a! yagSNEE |
Fdzy OllAz2zyltAGe@d ' fa2 dzaS GKS a{dl Gdza ! LRIGSE FSI G
I 2¢ G2 dzaS (GKSasS i emnfted6: Bhk Heart ob [SkeRIS S0 09EEReA Y @

10: Personal Branding, Raising Your Visibility and Credibility on LigikédIn

Thank

Most of us do express thanks when someone delivers a solution to a problem. But do we always
thank people if we did NOT get something? Do ghways thank someone when she took the time to
f221 F2NJ I &a2ftdziAz2ys o0dzi RARYQUO FAYR 2ySK hN gKS

One of the things that continue to challenge us is remembering to thank people who introduced or
referred us a longmne ago. In January 2008 we were given the name of a contact person at company
X from a networking contact regarding a networking training program. Time went by and there were
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a few contacts, but still no course was arranged. Finally in December we gatdhe call from
Company X, asking for a course.

We are ashamed to admit that we forgot to thank the initiator of this contact. Gratitude is important,
no matter how many months go by with other projects and events intervening. This small effort will
strengthen the relationship and keep your contacts involved in your network. As they learn of your
successes, they are encouraged to help you even more. We learned from our experience and now
keep track of all the introductions we received and send a smaiivbén a project finally begins.

Fundamental Principle 3: The Real Power of the Network lies in the
Second Degree of Connection

Your own network is called your firdegree network (on LinkedIn you also see the number 1 next to
the name of a person tawwhom you are connected yourself).

Thinking that the power of the network lies in the first degree is one of the largest barriers for people
to really achieve their goals.

The real power of the network is not in whom you know, but in whom they know. Themmany
more opportunities in the secondegree network.

Of course, you need the first degree to reach the second degree, so the first degree remains an
important foundation.

Understanding the power of the network in the second degree helps to conneetatitfy with your
network and the people you meet online. You only need to build a relatiomglktipthem instead of
selling yourself or your producte them.

Understanding the power of the network in the second degree also leads to different convessation
Taking the time to get to know each other better will give more insights in how you can help each
other with your own network. This applies to both offline and online networking, on LinkedIn and
other websites.

l2¢6 2FGSy R2 @2dz ( Kthigdergon is,d Rill néder{dd Bisiidesk @ith hiry dr Ber
0S0OldzaS ¢S KI @S y2 AYyRddzZAGNEIT f20FGA2Y 2NJ Fdzy Ol A 2
Oty aGFNI GFrf1Ay3a G2 a2yvyS8S2yS gK2 NBIFffe AyiSNBai
If you take time to have a longer congation, ask them what or whom they are looking for and

share your goats you might be very surprised at whom they know.

Also by getting any direct or hard selling out of the way (not only for sales people, but also for those
looking for a new job or a newngployee) networking becomes more relaxed and more fun.

A big advantage of LinkediIn is the leverage of this power of the second degree. LinkedIn shows you
the network of your network. You see the second and third degree contacts, together with ALL the
connections you have with them. Fantastic!
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Understanding and applying this concept will be the single most important factor for your success on
[AYI{SRLY® ¢2 KStLI @2dz INI &L {Gkpier BpRawWIOREANLY Us8 S A f €
LinkedIn: a 5 Step Basic Strategy

Fundamental Principle 4: Quality and Diversity are Both Important

What is most important in networking: quality or quantity?

Actually the comparison is incorrect. It is not quantity that is imparthnot diversity. However,
diversity brings along quantity. The more diverse your network is, the more people within it.

[ SGQa 221 Y2NB Ot248te |G 620K ljdtAade yR RA@S

The Importance of Quality
What is quality? How do you define it?

Many people peteive people with a high position in a large and wabbwn company as being of

GKAIK ljdzZ- t AGeéd [SiQa OFff adzOK | LISNA2Y add . A3
with her when they see her at an event. But when they get a few minutestofith LISNE 2y Q& F GG S
GKSe R2y Qi 1y26 6KIFG (2 alé |yR ¥20dza 2y SEOKI y3
and call Ms. Big Shot, only to be blocked by her secretary. And then they are disappointed in Ms. Big

Shot, in the event they attended, énn networking in general.

LT @2dz NBO23ayAl S (KAA &aAGdza GA2y FNRBY @2dz2NJ 246y 2N
RATFSNByGfte 4 GKS YSFHYyAy3d 2F daljdz-ft AGeé

C2NJ) dza aljdz- ft AGee OFy o6S YSIFadaNBR 2 WKIAEKs Ky  GaeLsl
she (or her network) can help you to reach your goals faster. Ms. Big Shot could be a high quality

lead, but she might also be very busy. So look for other people of equal quality who are easier to
approach and who might have more time f@u.

Quiality is definitely important in networking. But so is diversity.

The Importance of Diversity
There are 4 major reasons why diversity is important.

Your goals change over time

a4 @2dzNJ 321 fa OKIFIy3aS 20SN) GAYSYSORReahHRt slac2FF
jdz £t AG&é | @SIFENJF3I2 O2dzZ R 0SS ydzYoSNI 2yS F2NJ &2dz
important!

For example: a former product manager of a large telecom company told us that he was never
interested in meeting accountanend lawyers at the Chamber of Commerce events. Moreover, he
avoided them. But the moment he started his own company, he regretted the fact that he had no
connections in those two fields.
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More opportunities

A more diverse network gives you more opportu®iit  i2 FAYR (GKS GKAIK ljdzr £ A
to know your goals. We do not recommend collecting as many contacts as possible. At events and on
GKS LyGSNySi e2dz ¢Aatt aSS Ylye LIS2LXS SELIYRAY3
akind2 ¥ &aLRNIX (2 oNF3AY aft221 G0 K2é Ylyeée LIS2LX S L
RSSLISY (KS NBflIliA2yaKALE (KSe& LINRPOolIofeé R2y Qi Fya
There is nothing wrong with a huge address book as long as you are available tetyaanknOn

GKS 20KSNJ KIYyR AT @2dzQNB 2dzad O2ff SOGAy3a LIS2LX S
that. This way there are no wrong expectations. Wrong expectations can harm your reputation. And
GKIFIGdQa RIYy3ISNRdza Ay ySig2NlAy3Io

More opportuwnities mean that you rely less on luck or coincidence for good happenings in your life.
Lots of contacts combined with knowing your goals will help you experience more synchronicity in
your life, too.

Value for your network

{2YS02Re YAIK(GEeHST2N) &2 &p qdal { 28 aKAIK ljdzr t AGEE
A good networking action is connecting people to strengthen your relationship with both. Creating
322ReAff YR Y20AQF A2y KStLA @&2dz 42 FAYR GKS NA
Infack O2yySOGAYy3 LIS2LX S Aa 2yS 2F (KS o0Sad ySig2N
and you help two people at the same time. To be remembered as a great help increases the

likelihood that they will think of you when there is an opportunity iuyfield of expertise or when

you reach out for help.

Diversity creates a larger safety net when circumstances change

We all have the tendency to prioritize people who share our interests, background, and education.

21 8yS . 1SNI OIffNRVIGARLE S @SwiikidSimgon il diday LJ

examples of this principle. Sometimes it is a disadvantage. For example, when you are looking for a

new job, it is better to have a large, diversified networkKiS & G NBy 3G K 2F 4SI 1 fAY]
core group will probably limit you to the same sources of information or job opportunities that you

already know.

Find your Balance between Quality and Diversity

You now know that diversity and quality are both im@ot

2 KF i &aK2dZ R &2dz R2 ySEGK LGQ&a + Ot AOKSSZ o6dzi 2 dzNJ
Find your own balance between quality and diversity.

WSYSYOSNI GKFEG | LISNR2Y 6K2 Aa y20 aAyGSNBadAy3Ié
future goal. You never know whom this pen knows or how he could help somebody from your

network.

20


http://amzn.to/li-book5

For example: when Jan was gathering input for the first edition of this book many people who will
never be customers or suppliers helped him to post his requests on LinkedIn Groups. They helped

hiy G2 3SG AyLldzi FNRY LIS2LX S KS g2dzZ RyQid KI @S o
network helped him to reach that specific goal.

s s s~ ~ -

&OT AAT AT OAT O0OET AEPI A wqg 91T 00 O+11 x
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Networking and referral expert Bob Burg is famous for his quote (from his excellenEoiiéss
Referral® Mll things being equal, people do business with, and refer business to people they
1y26s tA1S YR GNYzA (G ¢

So in order to build relationships it is important to raise your Know factor, your Like factor and your
Trust factor with the people from your network.

What does this mean in practice?

1 Know factor what do people know about you? What is your backgroundatshe your
interests on a professional and personal level? Which organizations do you belong to? To
raise your Know factor it is important to complete your Profile on LinkedIn as much as you
can.

1 Like factor people like people who are helpful, kind, amok pushy. Applying the networking
attitude, thinking about what you can share with other people and answering questions in
Discussions and Answers helps to raise your Like factor.

9 Trust factor there are two kinds of trust:

0 Trust that you are an experfThis part of the trust factor can be raised when
answering questions in Answers and Group Discussions in your field of expertise. By
giving solid answers you will be perceived as an expert. Also, having
recommendations from other people describing ypuofessional expertiseill
increase your Trust factor.

o Trust that you will behave in a decent wayhen you get an introduction or referral.
This is a consequence of your behavior described in the Like factor. Receiving
recommendations from other people deslning yourattitude when working with
them will also raise this part of the Trust factor.

LinkedIn helps to raise your Know, Like, and Trust factor in many ways. As Stephen M.R. Covey wrote
in his book The Speedfdlrust trust can also be transferred via an intermediary. Therefore, it is good

to ask for introductions and to pass on messages of trusted connections; this is one of the best and
easiest networking actions to take. It works both ways, too: trust (ana yeputation) can be

damaged very quickly. So be a good advocate as well as a good filter!
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The Challenge

On the one hand you now know that starting with your goals makes (online) networking easier and
allows you to get results via the power of yourtwerk. On the other hand you learned the 5
fundamental principles that underlie networking.

¢tKS OKIFIftftSyasS y2¢ Aa (2 O2Y0AYyS 020K LT &2dz F2C
fundamental principles results will be elusive. You also will get mamtimegeactions if you only
use your network without reciprocating.

Your efforts to help people and to connect your contacts to each other might appear as time
consuming. But if you start expanding your network with your goals in mind, and use LinkadIn as
tool in the way it is described in this book, this strategy will achieve faster results and actually save
you lots of time.

Conclusion of this Chapter

(Online) networking is the most powerful and free resource for everybody. Starting from a goal is the
key. Understanding and applying the fundamental principles of networking leads to success in both
networking online, on the phone, and in all your fadoeface contacts. As a reminder, these are the 5
fundamental principles:

1. Networking attitude: sharinghformation in a reactive and proactive way without expecting
anything immediately in return.

The Golden Triangle of Networking: Give (or Share), Ask, and Thank.
The Real Power of the Network is in the Second Degree.

Quality and Diversity are both important

o~ W DN

Your Know, Like and Trust Factor will be considered when dealing with people. Make sure all
three factors are high.

In the next chapters you will learn how to build a successful LinkedIn networking strategy based on
these 5 fundamental principles.

22



Chapter 2: The Benefits of LinkedIn

Since you are reading this book chances are you already have a Profile on LinkedIn and some
experiences with this online business networking platform. Or you might be using LinkedIn on a
regular basis and want to gatore out of it.

For either situation it is a good idea to take a moment and look at what LinkedIn is and what it is not,
its single most important benefit and how it can improve your (business) life as well.

What is LinkedIn?

As of August 2011 Linkedlrasthe largest onlinbusinessnetwork website in the world, with more
than 120 million users and growing fast (from December 2008 to December 2010 33 million users
increased to 85 million). People from all industries are represented with a large vdrietytitles

and profiles of highevel executives of all Fortune 500 companies. The average age of a member is
45. LinkedIn servgzofessionahetworking, which makes it different from Facebook, MySpace,
Netlog and many others that are focused moregmnsonalnetworking.

Although some people think LinkedIn isaestool, for us it is anetworkingplatform to start and
maintain relationships. The consequence of building relationships might be a sale, but also a new job,
a new employee, supplier, partner expertise.

Some people have a sales or recruiting goal and they use LinkedIn and other networking websites
just for that. Sure, they get results. But not as many as they could. By overlooking fundamental
principles 1, 2 and 5 (networking attitude, GeidTriangle of Networking, and the Know, Like and
Trust factor) they lose many opportunities spending lots of time without getting the results they
could.

LinkedIn is a powerful tool to build and maintain relationships. A tool is something you use for
support; it is not a goal. The amount of connections some people have might present a different
interpretation (sometimes it seems their goal is to have as many connections as possible), but for us
LinkedIn is only a tool, although a very powerful one.

It isone of the many tools we have nowadays at our disposal in the whole Social Media spectrum.
Other tools are blogs, wikis (Wikipedia), microblogging (Twitter), photosharing (Flickr), videosharing
(Youtube), social bookmarking (Delicious), slidesharing Slate); interestingly, they all grow

toward each other as well. LinkedIn started this integration in November 2008 when they launched
Applications which, for example, allows your blog posts or slideshows to be visible in your Profile.

Erwin Van Lun, futwst and trend analyst, goes even a step further when describing LinkedIn:
G[AY1SRLY Aa Fy SaaSyiaalf LINIG 2F KS ySg SO02y2Y
leverage your business, communicate with other people or find contacts. No,lhiskeds the
foundation of an open, networked system that arises when we have cleaned up the capitalistic, closed
system. In such a world new companies help people as a virtual coach in several domains. LinkedIn
ALISOALFE AT Sa Ay GKS a62NJ ¢ R2YIFAYy®
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This evoltion in the new economy started with contacts, jobs and events. Then followed education,
job orientation, and mediation. As these developments are assimilated in LinkedIn, this platform will
evolve to become a reliable worldwide companion. For now, Liikedl & 2dzad |4 GKS 6S3);

Just like Erwin, we are very curious about the evolution of LinkedIn and its increasing benefits in our
(business) lives. Re&INJ A vV fpahis @iéw2od LinkedIn and other trends.

The Single Most Important Benefit of LinkedIn

For us the most powerful concept behind LinkedIn is thAhds the right people AND the

connections you have withthetd LG NBJSI fa GKS ySiGg2Nla 2F (GKS LI
remarkable value is making osiecond and third degree networks visible, as well as the connecting

paths.

Why is this so valuable?

Many people already have difficulty keeping track of their own (first degree) network. LinkedIn
shows us whom our network knows. This is extremely powedpecially if you start with the end or
goal in mind. You limit yourself if you look only in your own network when searching for help.

What if we start with defining the best person to meet our needs, find them and then discover via
whom we can get int/duced to them?

C2NJ SEFYLX Ss tS0GQa adzliRasS e2dz FNB t221Ay3 F2NJ |
business with them as a supplier or partner).

az2zaild LIS2LX S GKSYy (GKAY]l 2F 6K2Y (GKS& YAIRa 1y26 |
up. Or they call the front desk, ask for the HR Manager and are stalled by the receptionist. Or the HR
Manager says she will call back, but never does. Frustration!

[ SGQa y2¢ aildlFI NI sAGK (GKS 3F2Ff AY YAy Be®thelp2dz RSTAY
you to reach your goal (a job, a contract, or expertise). Then you use LinkedIn and do a search with

Glw al ylI 3SNE &R anN} OFrakesuRi® thahfu find the exact name of the person,

and also the connections you both share.

When you look at your mutual connections, you might discover that one of these connections is your
YSAIKO2NY ,2dz RARYQlU 1y2¢ GKA& 0SOldzasS /201 [ 2¢fFl
never mentioned anything about it and you never told him that yere interested in working for,

or with, Coca Cola. After discovering and discussing your connection on LinkedIn with your neighbor,

you learn that he has worked with the HR Manager in the past. When he hears your goal he agrees to

write an introductoryemail. Five days later you are invited to have a talk with the HR Manager and

get the job or contract.

Without LinkedIn you might never have known that they knew each other!
hT O2dNBEST y20 SOSNBO2R& Aa 2y [AYyl1SRLYy &Stz az
However, LinkedIn being a website focused on business networking means we are able to find many

people and gain access to most organizations. The large tyapbibrganizations is represented on
LinkedIn (as already mentioned, all of the Fortune 500 companies in the USA have an executive level
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Manager. The Marketing dhager is only one step away. And remember: LinkedIn is growing at an

incredible rate (one new user per second), so business people who might not be on LinkedIn yet will

be tomorrow or next week.

An extra advantage of being connected on LinkedIn that nu@eys have reported is that you always
KIgS LIS2LX SQa Y2aild NBOSyd SYFAf I RRNBaaod {AyOS L
might become even more valuable in the coming years.

How Could LinkedIn Benefit You?

LinkedIn is a tool that syorts the networking process, including all the benefits we already
mentioned in the previous chapter.

Of course, it depends on your professional role and situation whether you get results sooner or later.
Roles that might benefit in the very short termear

- Sales people

- Recruiters and HR managers

- People looking for a new job, or internship

In addition, everybody else might benefit as well.
Think of:
- Finding and identifying the right peopleia one of the 10 ways LinkedIn offers.

- Discovering informatiorthat can help in a conversation, meeting or network event by
reading their LinkedIn Profile beforehand.

- Maintaining relationshipswith your network via personal messages, sharing ideas in
Discussions and helping people out in Answers.

- Getting Recommendatinswhich are visible to anyone, but in particular to the people who
are important in your job or for your goals.

- Receiving introductions and referrat® the people who matter to you via the introductions
tool or a regular email.

- Discovering the relationsips between peopleby looking at your mutual connections.
052Say Qi GKS NILILRNI |féglead AYLNROS 6KSy @&2dz
avoid regrettable situations when sales people from the same company call the same
prospect or customer withat knowing their colleagues were already connected with them.

- Raising your visibility, reputation, personal brand, and company braa your LinkedIn
Profile, your contributions in Answers and Discussions and on the web via search engines.
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- Word of mouth publicity by receiving Recommendations, or from people recommending you

in Discussions or mentioning you as the expert in Answers.

- Getting notifications via Network Updates when someone changes jolisis might be a

good reminder to reconnect with them amdview the possibility of their becoming a

customer, supplier or partner (which they might not have been before). This might also
provide an excuse if you are in sales to get introduced to the successor of your contact!

- Picking up trendsn the marketplacevia Discussions.

- Finding the professional organizationse join, both online and offline, via Groups, and via

LIS2 L) SQa t NRPTFAf Saod

Extra benefits:

- For salesGetting notifications via Network Updates when your customers link with sales
representatives from a company that offers the same products or services as yours. This

might be a time to contact your customers again.

- For job seekersLinkedIn offers extrtools to help. For example, you can respond easily and
quickly to job postings, and use an extra job tool in your browser when surfing any website.

- For recruiters LinkedIn offers extra tools to help you, too. For example posting a job on

LinkedIn and doig a search for references.

Do Your Project or Job More Effectively and Efficiently
LT GKS F162@S G2LA0a R2y QG LWLJXe (2 &2dx

82dz KI @8

aSOSNIt KIG&aé¢d IyR KI @S 620K S&EGSNYyILt FyR AyaSNy!I
lf 0K2dAK YlIye LIS2LX S K2 KIFI@S 2yte |y AYyuSNyrlrt 7
LinkedIn specifically, as useful to them, LinkedIn can bring many benefits. Many larger organizations

have their own telephone and email directories, Ibst of them only contain basic information. In
contrast, when people complete their Profile on LinkedIn their colleagues will discover more about

them and see their connections.

As far as we know, there is no organization in the world that has such &dgain an internal

system. They would need to ask every employee to list their connections and also to update them

gKSY a2YSUGUKAYy3 OKlIy3aSaod {AyOS Yzal LIS2LH
would be the first thing they will stop doin@he basic principle behind Linkedland any other

§ R2yQi

social or business netwarkis that everybody updates their own profile. It would be impossible to

188L) FalAy3a GKSY (2 dzARFGS GKS O2YLI yeQa
andtheirO2 Yy SOUA2yaQ O2yySOiAz2yaod

RIFGFol a

From a different perspective people who get things done achieve more visibility, become promoted
faster and will be the last ones to be fired. Getting things done means only that the job needs to be
done, not that you have to eoplete everything yourself. Finding the right people to assist you is

crucial in this new economy of specialists.
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one of the 10 ways LinkedIn offers.

Increase the Amount of Members of Your Professional Org anization

The challenge for many organizations is keeping the interest of their members and attracting new
members.

Starting your own LinkedIn Group can both add to the value of the membership and attract more
members in many ways:

1. Anonline presence nexd events will help members to keep in touch between meetings.
2. aSYOSNE ¢K2 OlFyQid FGdGdSyR YlIyeée YSSiAy3aa oAttt
3. The LinkedIn Group is an extra platform to help each other and to discuss trends.

4. Some potential members mighiave never heard of your organization. They can get in touch
with you and become a member of your organization after finding the LinkedIn Group.

5. ltis a good, and free, alternative to a forum on your own website. Many organizations fail at
buildingasucc@ & Tdzf O2YYdzyAie 06SOlIdzaS (KSe R2y Qi KI @
LI NHAOALI GS Ay RAAOdzaaA2yad !''a | NBad#Z 6 LIS2)
spiral continues and they might visit the website infrequently. Since people use LinkedIn to
connect with other people, and to build their network with other people in addition to the
members of your organization, they will keep using LinkedIn and once in a while visit the
LinkedIn Group of your organization.

LinkedIn now also offers a Group APlissk A & OFy 6S Ay dS3aINIX¥GSR Ay &2
website or in the website of an event you are organizing!

6. Free membership of the Linkedin Group might generate interest in a (paid) membership or
increase attendance at (paid) events.

Conclusion of this Chapter

LinkedIn is a business network that has grown exponentially over the past few years. The single most
important reason to use LinkedIn is that it helps you find the people who can help you reach your
goals, and also the mutual contacts who can idtrce you to them.

LinkedIn offers benefits for every profile: finding new customers, a new job, new employees,
suppliers, partners, expertise internal or external to your company, and other information to get
your job done faster.

LinkedIn helps us to diseer relationships between people, to get access, introductions and referrals
to the people you need to meet, to provide answers to your questions, to raise your visibility, to
explore the right groups to join both on LinkedIn and in real life, to reaetiéications when
someone changes jobs, to discuss issues and pick up trends in the market place.
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Also, for people who run professional organizations or associations LinkedIn helps to stimulate the
interaction between members and thus attract mareembers.

{2 y2¢6 @2dz (Y29 o6KIFIG [AY]1SRLY OFy R2 FT2N e&2dz f S
Linkedin.
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Chapter 3: How to REALLY Use LinkedIn: a 5 Step Basic
Strategy

Frequently, we see people (including®d f £ SR & [ Ay | S Rthaythey kebdDhlyiageat 06 St A
LinkedIn Profile and then the rest will automatically and magically happen: new customers, a new

job, new employees, etc.

This is not what occurs in reality!

How many times do you use LinkedIn to find someone to offer therb,ehjoe them as a consultant
or buy their products? Not often, right?

The problem for such people is failing to start from their goals; moreover most people fail to set
goals at all.

To REALLY benefit from LinkedIn this needs to change. A passive presssfeé be transformed
into a proactive approach. We help by giving you our 5 step basic strategy for success.

In later chapters you will find more details about each step, and many more strategies.

5 Step Basic Strategy for LinkedIn Success

In this chater, as in the rest of the book we will share only tips that can be applied with a basic (free)
LinkedIn account. If you are required to upgrade your account to apply a tip, it will be explicitly
mentioned. Of course, LinkedIn can change its functionatigny time, so always check for yourself.

Step 1: Clearly define a Specific Goal

Take a piece of paper (or whatever you use to writ¥ord, Notepad, your IPad). Write a goal that
can relate to finding new customers, a new job, new employees, partnerglistgpadvertisers,
sponsors, volunteer§ ELISNIG & XY 1S AG a AaLSOAFTAO | & LR&aaAot S

This is the first step in our G.A.I.N. exer@ig8oals Achieving via the Immense power of your
Network). If you want to do this exercise with lots more tips to help spgmifr goal, download this
S ESNDA a SVidEOEPTYOIs liiiceBy d

Step 2: Think of the People who can Help You Reach Your Goal
WSPASE @2dzNJ g NRGGOSY 321t |y PesNdskion$odélp neyeaoh 6 K2 | NB
Ye 32 f K¢

Expand beyond the people you already know! You can reach anyone in the world via 6 steps,
YFEAYdzYZ &2 1SS Iy 2Ly YAYR FyR fA&ai GKS LIS2LX
know them or even their nam

Remark: as advised above, if you want extra tips on how to actually do this, download the G.A.I.N.
exercis®©F N2 Y Vide & Todls Libragy
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on top of your Home Page).

A

Use the parameters of step 1 and 2 in the fields available on this page. Looking at these fields might
cause you to think of some more paratars for step 1 and 2 or to change them.

Ly SELX FyFGAZ2Y 2F &t (KChapkerIilRSratégrsino Fnd Feomed S O y
Using Linkedh = 6 dzi Y2 & G -efplanafoit.SY | NB &St ¥

Now you can have tweesults: you either find the person or you do not. If you have found the
person, go to the next step.

LT &2dz KISy Qi FT2dzyR (GKA&a LISNE2YS>X (KS NBFaz2y YAZI
However, there can be other reasons:

1 They filed with aifferent function from the one you are looking for. For example, maybe
you typed in Human Resources Director while this person is profiled as HR Manager. You
might need to use different descriptions of a function for a successful search.

1 You used other @arameters in your search than those in their Profile. Experiment with the
options by refining your search on the lfand side (or change the sort options at the top of
the search results). Perhaps they no longer hold the same position anymore (change the
GOdZNNBY (G 9 LI adé 2LIA2y F2NI ¢AGE SO 2N Y2OSR
option for Company). Or maybe they listed themselves under a different industry from the
one you chose.

Tip: Cast a wide net and fitene later on. When applyindifferent parameters, start with
the major ones first (e.g. country, function, company). If you find any results (big or small)
add extra parameters (e.g. postal code, industry, language, relationship). This way you can see
the effect of some of thgparameters you are using.
More tips about searching and finding can be downloaded for free
F NP Y Vide & Todls Libragy

Step 4: Find People who can Help You

If you have too many or too fevesults of your search, change your parameters on the left hand
side.

Then choose the most interesting Profile and look whom you know in common. You can do this by

Ot AO1TAY3 2y &E akKlNBR 02 yYdedde sodnéctians) aryi cain &igk NIB & dzf i
2y a2vYS2ySQa yIryYS G2 NBIR GKSANItNRBTFAES FANRG |y
right hand side (you have to scroll down).
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If the Profile you are looking at is not what you want, or you are looking for more people, repeat this
step.

wSYEFNJY AT &2 dzddgreeoniectidris {fHRse ¥rk tyicdonas you are looking for!), that
LINEolote YSIya &2dz R2yQd KF@S + o6A3 Sy2daAK [AY
Yy S ¢ 2 NJ Chap@eribdHow tgf Build Your Network ... Easté 2 dz g At f NBOSA PGS a2z
your LinkedIn network quickly.

1 S
Y &

Step 5: Get Introduced to People who Can Help You

Once you have found the people who can help you reach your goal and your mutual connéigons,

time to leave LinkedIn to ask for an introduction.

lf G K2dAK &2dz Oy Ff&a2 dzaS GKS aDSiG AyiNRRdAzZOSR K
dzaAy3a Al 0SOlFdzasS &2dz R2y Qi 1y2¢ K2¢g oStf GKS& 1y
They might have once met at a conferenceegen just connected with each other without knowing

SIOK 2G4KSNJ LISNE2Ylfféd LF &2dz Fal F2NI Iy AyidNRRd
might wait for a very long time for a reaction, if you get one at all!

Tip: if you insiston usingtteDS G AYiNR RdzOSR UGKNRdAAKE 2LIA2Yy X &2 d:
who introduces you as well as the one being introduced can read both messages! Most people are

unaware of this and write something (too) personal in the message to the person whatreilice

GKSY® C2NJ SEFYLX SY tSGQa | aadzyS @&2dz ¢l yid G2 0S8 A
and you notice that a friend from university is connected to both of you. In your message

accompanying your request to be introduced, you mention s@ne & 2 dzQHzMBE Qo | NE o6 32
2dz0 > RNAY(1Ay3Is SGO0Od0 OGAGAGASE 0SOldzasS GKIFGQa o
impression to the Marketing Manager, who can also read those words, will (probably) be your last

one!

2 KIdQa (KS KS GENYT GMYENRIRIzGG SR G KNRdzZAKE Fdzy OlGAz2y

Pick up the phone, explain your goal to your mutual connection, and ask how well they know the
person you want to reach.

LT GKS& R2yQl 1y2¢ (GKSY ¢Stf Sy2daKs: dKFyl G§KSY

If they DO know them and want teelp you, ask them to connect you by introducing you to each
other via a NORMAL EMAIL (not via LinkedIn).

We call this the Magic Mail. Why? Because the results can be magical!

Tip: if you want extra tip and examples of a Magic Mail,
download them fromii K Bided & Tools Libragy

[Si] dza Of F NAFTeé (KA&A oeé aK2gAy3 e2dz GdKS IV?)\TTSN\S)[C
function and an email outside LinkedIn.
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LT &2dz dzaS (KS2 dzBDR& 2MWUNBRHOSR! ¢RKSSER G2 GNRGS
by your contact. This is a cold message that is warmed up a bit by your contact. But it is still you, a
stranger, who wrote the message.

On the other hand, when the person you want to reachLarkedIn, receives an email from your

mutual contact, someone they already KNOW, LIKE and TRUST to a certain level, they will be much
more open to the message. At the least this person will be more open for a conversation with you; at
bestyou are alreadgt LINB a2 f R¢ o0& @2dzNJ Ydziidzah £ O2y il OGH

[J Assignmentii NB G KS a! ROFIYOSR {SI NOKé¢ 2y [AY]1SRLYy®

If you want to look at a video explaining these 5 steps,
32 ( 2/ideb R $oold Libragy

Conclusion of this chapter

You have learned the 5 step basic strategy for success on LinkedIn:
- Step 1: Clearly define a Specific Goal
- Step 2: Think of People who Can Help You Reach Your Goal
- {GSLI oY ''aS [AY1SRLYQ&a ! RA@IFIYyOSR { SI NOK
- Step 4: Find People who Can Hebp Y
- Step 5: Get Introduced to People who Can Help You
You also learned what the most powerful tool is to use next to Linkedin: the Magic Mail.

We truly hope you use this strategy since only taking action will bring you results!
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Chapter 4: How to Craft an Attractive Profile

In this chapter we will look at the different aspects of your personal LinkedIn Profile.
Log in to LinkedIn so you can watch the next steps for yourself on your computer screen.

Although we mentioned in the previous chapterthatth@td Sa i aYA&adl { S¢ LIS2LIX S Y
only on their LinkedIn Profile instead of being proactive via the 5 step basic strategy, it nevertheless
important to have an attractive Profile to support the 5 step basic strategy!

Someone who is introduced to yaia a mutual contact, but has never heard of or from you, will

look for you on LinkedIn or via a search engine like Google. If they then find out that you are indeed
the expert you say you are (remember the Trust factor?), they might become VERY imténeste
talking to you.

Another benefit of having an appealing LinkedIn Profile is that it allows you to increase your visibility,
which supports your personal branding and online reputation. This will make it easier to attract the
right people.

A good Profé increases your visibility on LinkedIn and also on the web. Google and other search
engines index the information from your Public Profile on LinkedIn. Since LinkedIn has a high Page
Ranking in Google (indicating that LinkedIn is a very popular welsit®rofiles will also appear

high in search results.

Remember: LinkedIn is a business networking website. The focus is on the business side of people
(with a small part for personal interests). More and more people use LinkedIn to look someone up
beforethey have a meeting with them. This means that LinkedIn is the first professional impression
you make on someone. Make it a good one!

[SGQa 221 G éKIG &2dz Oy R2 (2 AYONBIF&aS &2dzNJt

Tip: when you are going tmake seveal changeso your LinkedIn Profile over one or two days,
it is best toturn off the updates for your network Otherwise they are notified every time

@2dz Ot AO01 dal @S¢ IyR O(KIFIG YAIKG Fyyz2@@

or worse remove you from theiconnections).

[@=N
ey
(0p))
<

This is how you turn the notifications off:

T hy (2L 2F GKS LI 3Ss OtA01 2y UGUKS I NNRg Ay ¥
1 Usually you now have to give your password since LinkedIn wants to be sure it is you

making the changes.
f Underi KS GAGES at NAGFOe {SiGlAay3aés OftAO01 2y a
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If you want to look at a video that shows how to do this,
32 ( 2/ideb R $oold Libragy

91 OO0 O4AAOAOS6d OEAOOOAR . Ai Ah 001 £ZAOOE
Industry, Status Update

2Ke R2 ¢S OFftf (GKAA LI NI (K @il sedivhenyGieddikipinaS O dza S
search result or when you contribute to a Discussion. This part should encourage them to read the
rest of your Profile.

1. Your Profile Photouse a professional photo.

a. Students tend to post holiday photos on their LinkedInfitras they do on
Facebook. Since LinkedIn is a professional website it is better to have an appropriate
photo.

b. There is not much space for your photgour head will be enough. Although it is not
necessary to upload a photo, this makes it easier for atlteremember and
recognize you. It also helps before a meeting if the face is familiar. You help other
people to feel more comfortable with you by uploading a professionatpegate
photo and make it visible to everybody who visits your Profile (ifRguy QG ¢ y i G 2
do that, you can make it visible only to your first degree connections or to your
network = degree 1, 2 and 3).

c. ,2dz Oy Ot AO1 2y az2vyS2ySqQa LAOGdINE (G2 Syt
means you can upload a highersolution imaye (up to 4 MB).

d. Since you now can upload a higksolution photo, you might want to have it taken
by a professional. Afterward, you might want to print it, make a poster or a portfolio,
as well. Take a look at thigebsiteto make prints.

2. Name:

a. If you want to be found by other people who know you, use the name you use in a
professional environmemt no nicknames.

b. If you are married and have taken the name of your partner, people who knew you
before (forexample i®2 €t t SISO 62y Qi 0SS F6fS (2 FTAYR @&
former/maiden name.

c. If you want only your firstegree contacts to see your last name, you can choose to
only show your first name and the first letter of your last name.
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3. Professional Headlineby default itis your current function. However, we advise changing it.

Use words that trigger a response when someone is looking for your area of expertise. Give

Y2NBE RSOFIAf GKIFIYy 2y @2dz2NJ 6dzaAySaa OF NRH C2NJ

¢

~

innuclearwas$s a2fdziA2yaé Aa YdzOK Of SFNBNJ GKIy aO2y:
KSfLla LIS2LX ST APSPT AyaidSIR 2F dahohIENEA EZKE R

alye LIS2LX S R2yQi RINB (2 YI1S GKSANItNRF¥Saa

miss out. Someone important might not find them. Actually, it works the other way: the

people you REALLY want to connect with will find you more easily if they are drawn to your
headline! Of course, most people never consider to whom they want to appeaeMber

the 5 step basic strategy and the G.A.I.N.exe@ise YR & | 02y aSljdsSyoS
either.

Your headline is critical because this are the first words people see when you show up in
their search results, or what is shown when you ansavguestion in Answers or in a
Discussion. The headline will encourage or discourage people to read your Profile. So polish
its appeal!

Remarks:

f 2KSyYy OKFy3Ay3a @2dz2NJ LINPFSaarzyltf KSIRfAYyS
g2y Qi OKIy3aSo
1 Inorder to stad out, add a personal element (e.g. happy chocoholic like Bert) to
initiate a response from others. LinkedIn is a platform for individuals, and people
tend to like others who share their common interests. If you are looking for a
Gvdzk £ AG@ al y.bmilfoNesulksyMRo sBugisiout? On which profile do
you click and why?

Location:Although you have to provide your postal code, this is not shared on LinkedIn. For
privacy reasons, LinkedIn works with geographic areas instead of exact addresses.

Primary industry of expertise Complete this field to find colleagues in other companies in
your industry, and to be findable by them.

Status Updatetell other people what you are doing. Actually, this is not really part of the
GGSFASNEZ 0 oniirvikiflity had créddilitNahdihénge is good for your personal
branding.

If you want to look at a video that shows how to do this,
go to thedVideo & Tools Libragy
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Short Overview: Current, Past, Education, Recommendations,
Connections, Websites, Twitter and Public Profile

1. Current&PasYy OdzZNNBy i FyR LI ad LIRaAGA2Yy6a0d ¢KAA

LIS2LX S dzaS (GKS a! ROFYOSR {SINOK¢E 2LIA2y o
a. If you want to be found bgther people, use words that other people use to search
for people with your expertise. If the title on your business card is Marcum Director,

but people search using Vice President Marketing or Communication Manager,
chances are small that you will be fail

b. Itisimportant to use this field when you want LinkedIn to help you find (former)

A

O2fttSI3dSa FyR G2 0S T2dzyR Ghaptel K Sow® 2dz ¢

5

build your network ... Fast ®

c. If you want to edt this part (add a position or edit a past one), you need to go

FANIKSNI R2gy (GKS LI 38T dzyRSNJ a9 ELISNASYy OS¢

2. Education the schools, colleges, universities, and pgrstduate programs you attended.

a. Itis important to use this field when you want LinkedIrh&p you find (former)

FTStt2¢g atdRSyda yR G2 0SS 7F2d#gHaped® (KSY®

How to Build Your Network ... Fastb

b. If you want to edit this part, you need to go further down the page under
MO RdAzOF A2y ¢ @

3. Recommendations o6& Of AOJAy3a 2y GSRAGE &2dz Oy aK2gkK
NEO2YYSYRIGAZ2YAZ YR LINRPPARS NBO2YYSYyRIGA2Y A

SELX 2A0 (GKA& 2LIA2Y Ay (K 8hapted HiiPergdnad Brandrig,i NJ
Raising Your Visibility and Credibility on Link&ddn

4. Connection¥ | f 0K2dzZa3K Ylye LIS2LXS 32 F2NIlLa Ylye

always the best strategy. Think about the Knbike, Trust factor: if you have lots of
connections, but nobody is willing to make an introduction or to write a Magic Mail for you

)

o}

0SOldzasS (KSe R2y Qi (1y2¢ e&2dz Sttt Sy2dAK>I y210Ff

to grow your network in the righdirection for you.

5. Websites you can list three websites. Take advantage of them!

a LyaidSIR 2F GKS &adGFyRIEINR a/2YLIye 6So6aii

and then write some compelling text. This will help to get more clicks!

b. Adding websites mightelp the websites you are linking to rank higher in search
engines (because LinkedIn is an important website for search engines). However, we
have seen in the last couple of years that LinkedIn has been changing the

LISNY¥Adaizya 2y Gefn&itaSidiydae {2 R2yQi

6. Twitter: if you have a Twitter account, list it here so people who are interested in you can
easily follow you. However make sure that only your professional tweets reach your LinkedIn

network (one of the biggest complaints in our sessiorikas people feel they are spammed
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GAGK dzy LINPFSaaAiazylf YSaalraSa 2y GKSANI [ Ay]lSRI
suggestion of posting only tweets containing #li or #in, but we recommend using another

tool like HootSuiteor Tweetdeckso you carconsciouslypost your message to multiple

networks at the same time.

7. Public Profile

a.

Your Public Profile URIpersonalize your LinkedIn Profile page by using your name in
the URL. Tis will boost your online presence on the web: when someone searches

on your name in Google, Yahoo, Bing, or another search engine, your LinkedIn page
will be in the top rankings. The URLs are unique so be the first to have a LinkedIin URL
with your name.

Tip: In case you are not the first, put your last name first, then your first name. This
glrey @2dz2NJ FdzA £ yIYS Aa aidAatt Ay GKS Llzof A
to add a number or an extra initial.

You can also choose which detailsofir Profile are visible to people who are not
logged in to LinkedIn. This means you control when someone does a search on the
web with your name and finds your LinkedIn page, which details they may see.

If you want to look at a video that shows howdo this,
32 ( 2/ideb R $oold Libragy

The Core: Summary and Specialties

Here you can add something more about the organization you work for and about yourself. However,
many people get@ NRA G SNRa o0t 201 6KSy GKS& FIFO0S (KA& SyYLie

1. Summary

a.

Since our lives consist of many levels and dimensions we advise to reflect that in your
summary. Use three blocks or text: information about the organization, some
professional information about yourself, and some personal information.

i. Block 1 Short overview of what the organization does. We also call this the
écompany branding LJ- NIi® LG YI{1Sa aSyasS GKIFG S¢
same organization puts the same comré

ii. Block 2:short description of your role or function in the organization. We call
0 KA apescdbranding LI NIId LYRAOIFGS @2 dzNJ NB & L2
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iii. Block 3:somepersonal information Although LinkedIn is a professional
networking website, people tentb find common things much faster on a
personal level than on a professional one. If you share some personal
interests, you make it easier for other people to relate to you when you have
a conversation on LinkedIn, on the telephone, or ftxéace.

ToneofvoiceA d AYLR2NIFyG® LF &2dz GFf1 Fo2dzi &2dz
¢tKS dzaS 2F (KS GKANR LI SNE2Y LINRY2dzy Llzia
GKA& F2NY 6KSy @2dz Sy3alr3asS Ay | y2N¥If O2y
yo K2 NBALRYRa 2y &2dz2NJ 0SKIFEF G2 adzOK |jd
your expertise? What do you have to offer (without expecting anything immediately

AY NBGAZNYyOKEé ¢gKSy az2yS2yS @grarda GKS LI 3S
No selling in your ProfileMany will resentbeingsBl G2 i a2vyS2ySQa LI
Y2NXIf O2y@SNAEFGAZ2Y D | |jdAOl GALI G2 az2ft @S
FT2NJ é82dz Fa a2KIFG ¢S R2 FT2N) 2dz2NJ Odzad 2 YSNA
increase your Know, Like, and Trust factor, but this workg ib you share

information, not when you market to the visitor.

Another pitfall is using too mughargonand too manyabbreviationsthat people

2dzi AARS @2dzNJ AYyRdzaGUNE R2y Qi dzyRSNEGFIYyR® |
section for that, notthex { dzY Y I NE ¢ ©®

Readability iy ONBIF S a2Y$S aLl O0S o0SG¢eSSy (G(KS of 2
(horizontal lines). Just press the underscore key 72 times and then you have a

straight line.

2. Specialtiesthis is the place to share the skills and knowledge you hasenadlated in all
your past jobs. This is the place to explain your expertise.

a.

Jargon, acronyms, and abbreviations that are relevant to you and the people with
whom you want to connect can be put here.

If you have a certification like Microsoft Certifiegs&ms Engineer, mention it here.
Also, use the abbreviation if it is commonlyed, MCSE.

If you want to look at a video that shows how to do this,
32  2idéb R $oold Libragy
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The Specifics: Experience, Education and Sections

In the Summary and Specialties part you have limited room. Fortunately, there are some other
GF NBFaég Ay @2dz2NJ t NPFAES (G2 RSAONAROGS @2dzNJ LJ ad 22

1. Experiencefor all your current and past positions you can addthe more details. Be
specific and goabriented.

a. Your results are more interesting than your function. For example: instead of writing
L ol a alfSa YFylF3aSNI F2NJ GKAE O2YLI yeé &2
YIEYlF3SN 6§KS 02 YL y28%aEnd grdwir@rithe St 1GrgeBt 3 SR 0 @
supplier of widgets X tothd'?f | NBSai 2y Sé o

b. As already mentioned: if the title on your business card is Marcom Director, but
people search with Vice President Marketing or Communication Manager, chances
are small that gu will be found. To solve that problem (partially), use some of the
deyzyeéyvya Ay (KS RSEONARLIIAZY dzy RSNJ 9ELISNAS
search (or the general search box on top of the page) you will be found. If you have
lots of meaningful synonym make use of a combination of the Professional
Headline, your Title, Summary, Specialties and Experience.

2. Education:add the schools, colleges, universities and postgraduate programs you attended.
If relevant to your current or future job, you can adde®more details.

3. Sections:Add them to your Profile.
a. These are the sections that applydagerybody.
i. Skills you can list some skills and your level of competence.
ii. Languagesyou can add the languages you speak and your level of fluency.
b. These are the sections in the LinkedIn Profile that are relefemrsiome people

i. Coursesif you have followed some extra courses that are relevant to your
LINEFSaaAz2ylf fAFSsE fAa0 GKSY KSNB Ayadl

ii. Projects:sometimes you have worked gmojects as a student, volunteer or
alongside your normal job.

iii. Organizationslist here when you are/were member of a board, a
professional or trade organization or another kind of relevant association.

iv. Certifications:for many jobs you need to be ceréfl in a skill. Use the
"Certifications" section to show that you are indeed certified which can make
you stand out from other providers of the same service, or can show people
that you conform to quality guidelines.

v. Publications if you have written a book or published articles, use the
"Publications" section in your Profile.

vi. Patents:if you have a patent, share that as well.
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vii. Volunteer Experiences and causgmssively: causes you care about and
organizations you support. Acélly: volunteer work. This helps to show
another kind of work related experiences and how much you care. It is
NEO2YYSYRSR G2 FTRR GKAAa FASER (G2 &2dzNJ
have much work experience (like students) or are unemployed. It shows how
proactive you are and your involvement. Two characteristics everybody loves
in a professional environment as well!

c. Remarkr¥ [ AY]1SRLY KFa 06SSy FRRAy3a I 24 2F LR
checking LinkedIn to find the latest new adds.

If you want to look at a video that shows how to do this,
32 ( 2/idéb R $oold Libragy

The Details: Additional Information, Personal Information, and Contact
Settings

1. Additional information:

a. Interests list some of your personal interests here. They help other people to get a
better image of you as a whole person. Many times, common interests are found in
this small box, which facilitates online and offline conversations.

b. Groups and Associatits: list here the groups and associations you have joined
outside LinkedIn. This is different from the Groups on LinkedIn. Of course, some of
these organizations will also have a presence on LinkedIn, but the LinkedIn Groups
you joined are automatically aed to your Profile.

c. Honors and awardsif you have received relevant awards or honors, list them here.
If they help other people to have a better idea of you as a person or of your special
expertisa list them. Otherwise, it is better not to mention thera awvoid confusion.

2. Personal information you can add a telephone number, Instant Messaging (IM) name,
address, birthday and marital status. Remember that LinkedIn is a professional networking
website so add only the parts that are relevant for your profassl network. A telephone
number is useful if someone finds your Profile and wants to get in touch with you, but your
marital status might not be of any interest.

3. Contact settingsthere is a link to this item on the Settings page. If you receive tens of
Invitations a week, discriminate between direct contacts of interest and those that are not.
For example: we got lots of questions about LinkedIn functionality, so we have added that
people can ask those questions in d@ipbal Networking Grouprhis approach makes sure
that we get fewer of those requests via our LinkedIn Profiles, and furthermore, people are
helped much faster since our trainers are also part of this Group. Many other members also
gladly giveadvice.

40


http://www.how-to-really-use-linkedin.com/
http://linkd.in/li-book11

If you want to look at a video that shows how to do this,
32 ( 2ideb R $oolé Libragy

Extra Profile Tips

1. Content tip for all fields if you want to be found on LinkedIn, use therds people will use
when they look for your expertise or the topics you might have in common. Use variations
(for example, Marketing Manager in your title and Marketing Director in the description) and
both abbreviations and full names (for example, UG&hd University of California, Los
Angeles).

If you are not sure what exactly to write: LinkedIn offers examples for most parts of the

Profile. Look at other Profiles. Use the ones you like as a model for your own. Get opinions

about your Profile. Some #ki, experiences or characteristics are so obvious to us that we
F2NBSG (2 YSyidAizy GKSYX 2NJ ¢S R2y QG NBIIFNR F
objective.

Use thefree Google Keyword todb find more syjonyms or alternative words. This tool is

primarily used for Google ads, but you can also use it to find the right words for your Profile.
| 26 SOSNE R2y Qi & dzF Fr yéuavdeNdtherditB FeatileSo réad ifi K 1 S& ¢ 2 |

2. You cardrag and drop part®f your Profile. For example: by default "Skills" and "Languages”
are placed below "Applications". But you can drag and drop them below "Summary" if you
prefer.

3. Your Profile can boost your visibility, increase your Know, Like and Trust factor, and become
alSIFR 3ISYSNIGA2y (22 tApdidatiofs @ILIA K IA NIKBI Y8 619NA 2 X0
R A & O dzaCh&er 9AL¥ad Generation Tools & Visibility Boosters: Applications

4. You carcreate a Profile in more than onehguaged 6 KSy &2dz  NB Ay Ga9RAGE
option is on the top right). This makes sense if you are doing business or work in regions or
countries with more than one language, or when you do business in several countries.

However, for the moment this is gnbeneficial for languages that are officially supported by
LinkedIn (English, French, Spanish, German, Italian, Portuguese, Turkish, Russian and
Romanian). For example, Dutch is still not a supported language.

The supported languages allow you to haveEaglish (primary) and French (secondary)
Profile, for example. Someone who uses the French interface will automatically see your
French Profile. If someone uses the interface in another language, they will see your English
Profile.

5. Ifyouwanttod & LILBS e dzMIAtINKRA YA K S €t AYAGa 2F [AYy]1SRLY
for example), write your copy in MS Word and then copy/paste it. In that way you can use
some special characters to replace bullet points, for example.
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Tip: you can also copy/paste spa&l characters from another Profile instead of switching to MS Word
or similar program to add them.

[J Assignmentupdate your Profile on LinkedIn. Remember to turn off the updates when you are
going to make a lot of changes in one go!

Conclusion of this Chapter

In this chapter you learned how to create an attractive LinkedIn Profile:
1. , 2dzNJ a¢SIFaAaSNEY t AQGdzNB:E bl YSE t NPEFSaaazyl f

2. Short Overview: Current, Past, Education, Recommendations, Connections, Websites,
Twitter, and Public Profile.

3. The Core: Summary and Specialties.
4. The Specifics: Experience, Education, and Sections.

5. The Details: Additional Information, Personal Informatiand Contact Settings.

You also got some extra tips regarding crafting your LinkedIn Profile.
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Chapter 5: The Fast Way to Build Your Network.

Ly WIyQa | SiiaaNheafaéAh0m the 6 degrees of proximity (also known as the
theory of the 6 degrees of separation): indeed we live in a small world. LinkedIn helps us to discover
these links by presenting us ALL mutual contacts and is hence a powerful tool.

The only diadvantage is that LinkedIn shows only your network until the third degree. Fourth
degrees and further are not in your LinkedIn network anymore.

To benefit from the fareaching power of LinkedIn, it is necessary to build your owndegtee
network. Thereal power of the network is in the second degree, but to be able to reach second and
third degrees we need to begin with first degree contacts.

[ SiQa

f221 LG I &aGNIGS3e F2NJodaAtRAY3I | ySiaez2N)

We are @ing to use the tools LinkedIn provides us for free. Importantly, we are going to connect
with people we already know outside LinkedIn. The Know, Like, Trust factor already exists with them
to a certain extent. This will be the foundation of your network.

Phase 1: The First Layer of Your Linkedin Network

1. Upload your contacts from Outlook, webmail like Hotmail, Gmail, and Yahoo. AOL or other
addressbooks, 2dz Oy R2 GKA&a @Al a/2yidl Oia¢ |yR GKS
You are automaticallygopA G A 2y SR Ay GKS FTANBIG aidloéxX ' RR [ :

The easiest way is to give LinkedIn permission to access your webmail account.

For most desktop email programs it works differently: you need to export your contacts to a
.csv file (comma separated value fila)ext file (.txt) or vcf (vCard File). Then import that file
into LinkedIn. On the import page, LinkedIn provides 4igstep instructions for several

email programs.

Notes:

1 On the same page where you can log in to your webmail, you can also add one or

Y2NE SYIAf FRRNBaasSaod 2SS R2y Qi NBO2YYSYyR
AY@AGEGA2Y YSaar3asS al A LQR tA1S G2 I RR @
gy It AakK oy20 SOSNRo2ReQa ylFiA@S 1 y3adza 3S0
When youupload these contacts they are visible only to you. There is also no

automatic invitation message sent by LinkedIn.

Warning: some people receive an error when they try to import contacts from Gmail

To find the solution, go to the Help Center (at the bottom of each page on LinkedIn).

or when they use Windows Vista and Internet Explorer 7
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2. [ 221 G4 GKS O2yidl Odaz gKAOK | 6lzy RSB a2yt O 2
G2L) YSydzZ yR GKSYy daé /[/2yySOlAzyaés aSO2yR i
The people who are alrelg on LinkedIn (with the email address you have in your address
02210 KIFI@S | ayvylftt o0fdzS A02y gA0GK GKS f SGdGSNZ
will be the most open to a connection with you.

Select the people who are already on LinkedId eumom you actually know (with some

people you may have merely exchanged business cards with 10 years ago which decreases
the chance either party will remember the other).

Warning: if you have imported hundreds of contacts you might get an error message
6! RRNB&&a 06221 Aad y20G FGFAtlIofSéd hdzNJ|[SELISNR
2y GKS GLYLRNISR /2yGalFOGasg traid] Ad oA

Apparently, it needs more time to fetch all data.

3. Send an invitation to the people you have selected.

a. Send amass invitation.
Unfortunately, LinkedIn removed the box for a personal message more than a year
ago. The reason was that some people abused this option to spam LinkedIn users.
Although we fully support anspam measures by any website, we feel elimirgtn
written personal message was not the best solutislany nonnative English
speakers want to send a personal message in their own language. But now they are
d0dz01 SAGK GKS AYLISNE2YIf alAX LQR fA1S
LinkedInadvocates connecting with people you already know. We guess that if the
box returns, membership in neBnglish speaking countries would increase even
faster than it does now.

b. Workaround.L ¥ &2dz R2y Qi ¢lyd G2 aSyR GBS AYLISNI
YySGig2N] ¢ YSaalaSs (KSNB iby-one YORcAukss this 2 LIG A 2 Y
is more timeconsuming, but you can send a personal message in the language you
prefer.

How to do this?
T /ftA01 2y a42YS2ySQa yIlIYSd  2dz gAff [ NNA
¢ / £t AOnamell RR&@2dzNJ ySU62N] ¢ ONAIKG dzLIISNI O

1 Choose the relationship you have with them and write a personal message.

After doing these 3 steps people will respond to you. They will accept your invitation and your
network will start to grow.
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Phase 2: A Second Layer for Your Network.

While you are waiting for people to accept the invitations you sent in phase 1, you can add more
people to your network. Again, focus first on the people who are already on LinkedIn because they
will be more open t@ccepting your invitation.

We will use the tools LinkedIn provides for retrieving colleagues and classmates. Since LinkedIn

works with the information in your Profile, it is important that you have listed the companies you

have worked for and the schoolydR dzy A S NB A G A Sa oGhHEER: HOR TzCafti dZRA SR ¢
an Attractive Profilé &

[ SGQa aidlI NI gAGK OdzZNNBydG FyR LI adg O2ftftSIH3dsSaod
1. Look for current and past colleagues.2 (G KA & @Al G/ 2y Gt Olgk! RR [ 2Y
YSydz yR GKSy GKS a/2ttSF3dzSa¢ (oo
You will see all the companies that you yourself have listed in your Profile. You will also see

how many people from each company are already Linkedln members (with a maximum of
50).

2. Click on a companyou are workindgor or have worked for. You will get a list of people you
might know. Select the people you actually know. They end up on the box on the right side.

3. Invitethemtoconnecb ¢ KS 3I22R ySga Aa (GKIFG KSNB e2dz KI
notewithyouri@A G GA2yéd | &S AGH

a. Option 1: Write goersonal messag them if you are going to invite them one by
one.

b. Option 2: Write ssemipersonal messagarhen you are going to invite a group of
LIS2 L) S |, 2dz OFy Qi YF{1S AlG (22 LISNR2YylIf 6K
selected several people. To give you an idea what this might look like, this is an
example of a message that Jan used recently:

| seeyou are a member of LinkedIn as well.
Let's Connectt)

By the way did you know that LinkedIn has Labs? They are testing interesting
new tools.

Just put LinkedIn Labs in your favorite search engine and you will find them.
Have a great networking day!
Jan

A few remarks:

f .2dz R2y Qi aSS Iye ylIYS I fhefe&éisahdtaAyy Ay 3
LinkedIn automatically adds the first name of the person to the message. Since
there is no preview function, few people know this!
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. 2dz 4SS messhgd intdalf iynatdpersonal, but he makes it less
impersonal by including a tipJan got many good responses after connecting

gAGK LIS2LX S dzaAy3d (GKAa YSaal3dSo alye

GKS [lodd ¢KAA (AL R2SaWiicorécddh G 2

LJS 2

0S NE
people with the same function you might share a trend or anything else that is of

@ tdzS (G2 GKS NBOALASyida 01 26SOSNE &2dz Ol

them as an antspam measure).
Remember, this is an extra contact posdipilvith someone. The better you do

this, the faster you get results. People who have received the invitation with the

tip might remember you and get back in touch with you to see if you can work
together in some way.

9 If you work for a large company and lalots of contacts you will need to go

through this process several times. Bu2 dz R2y Qi gy i (2 (e LIS &

again and againOf course, you can use notepad or Word to store your text and

R2 O2LRkLI a0SPd | 26SOSNE (K@PNBnUseNdB | £ a2 0
YFye NBLISIFGAYy3 GFalas gKAOK Odxtge KAST ANIE 2 d

2 Ay R2 g dTextExpAritlér a 6 T2 NJ al O0 @ a2 NFBChaper2 f a

21: Tools to Save You Time When Working with Linkedin

Once you have done this for one company, repeat steps 2 and 3 for others.

In this way your network grows with both current and past colleagues.

Now, we are gaig to do the same for the people with whom you studied (or are studying). While
you might share fewer contacts or current interests on a professional or personal level, old
classmates might be very valuable for your network. Remember the importance vdéraali
network.

1.

3.
4.
5.

Look for classmates. 2 dz OF'y R2 (-KRR ORYy&O0AaYalOaary
GKSYy (GKS a/ftlaavyliSaeg Groo
You will see all the schools that you yourself have listed in your Profile.

Click on a schoolYou will get a list of peopl®y might know. Select the people you actually
know. You can select only one classmate at the time.

Write apersonal messag them.
Repeat steps 2 and 3 for every classmate of that same school.

Repeat steps 2, 3 and 4 for every school where you enrolled.

In this way your network grows with current and past classmates.
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Phase 3: Discover People You May Know

Every time you log in to LinkedIn, you see on the right three people you may know.

There is another place on LinkedIn where you can find those pgoplenay know.

D2 2 a4/2ydlOGak! RR /2yyS0dA2yaé FyR GKSy GKS T2
/I tA01 2y GKS a4/ 2yySOGé¢ tAy]l FNRY LIS2LX S &2dz I Odd
invitation.

CAL)Y ,2dz 6Aff 3ISG IWyRewiEd 2T MKSC0ORAWRY 2Fdzi«l

5

button Next. If you click on it, LinkedIn suggests even more people you may know!

b20SY @2dz YIed 62yRSNE dl 2¢ R2Sa [AY]1SRLY (y2;¢
a2YSOAYSaY aL R2yQis K&y 2A0a ([KASYA]SS RISY2 LA o33 3 Sia U A of 3
uses 18 parameters to make the matches. Although the algorithm is a secret, it probably

contains: mutual connections, Groups you are both member of, schools you both went to,
companies you both have workedrfand so on.

Phase 4: Grow Your Network Passively

In the first three phases you took action to invite other people by sending them an invitation. In
phase 4 you will set up some tools that will passively invite people to connect with you, which means
yodz aS4G GKSY dzlJ 2y 0OS IyR KSy R2y Qi KI @S (2 Ay@Sa

1. Mention your LinkedIn Profile in your email signaturélow?

a {ONRff G2 GKS o2Gidd2Y 2% | LI 3IS 2y [AYy]lSRL
b. LY GKS YARRfS 2F GKS LI 3S3I ®R¢2NB aASIS yo296YEl A €
button.

c. Create your LinkedIn email signature.

2. Mention your LinkedIn Profile on your website or blog

a / tAO] 2y AGtNRFAfSKORAG tNRFAESE Ay GKS (2
b. {ONRft R26Yy (2 4tdotAO tNRFAE{SE FyR Of AO]
c. Scrolldown and ontheright handsidey R 6 St 246 at N2FTAE S I RIS &

LINEFAES o0F RAISE @
d. Choose the button and code you want to use on your website or blog.

e. You can also use this approach for an email signature in some email programs.
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When you are going to use these email signasuaad buttons some people will click on them and
AYBAGS @2dz G2 O2yySOiG® Ly GKAa gle ¢19, GrF{1S I Oi
phase.

By going through the first 3 phases you will proactively lay the foundation of your networkotids g
advice to repeat phases 1 and 2 two or three times a year. Phase 3 (People You May Know) can be
done every week if you like. Over time phase 4 will bring you some extra connections.

One of the frequent mistakes we see people make in networkitigaisthey start to build their

network only when they need it: such as looking for a new job or when they need new customers.
You need time to build your network and you may not have this time. An even greater danger is that
you will contact people out cd heed. In such a situation it is hard to network without expecting
something immediately in return. People will sense that. As a consequence, many will be reluctant to
connect with you and make introductions for you.

So start building your network righomw!

In a next chapter you will learn some extra strategies for expanding your network further. Start now
to build its foundation.

You will experience your network expanding automatically. Other LinkedIn members will find you

and invite you to connect. Bple from your offline network will also discover LinkedIn, become a

member and then invite you to connect. The larger your network grows, the more people will be
AYUGSNBAGSR Ay O02yySOlAy3 gAGK @2dzd 990Sy LIS2L)X S @&
RA a O dzaCh&pier 19: ot Biscussion Topics and Burning Quesétidns

[J Assignment build the foundation of your network on Linkedin.

If you want to look at a video that shows the Hgses of building youretwork,
32 ( 2ideb R $oold Libragy

Conclusion of this Chapter

In this chapter you learned the 4 phases for building the foundation of your LinkedIn network:
1. Phase 1: Upload your emaintacts and connect with the ones already on LinkedIn
2. Phase 2: Find current and former colleagues and classmates and connect with them
3. Phase 3: Discover people you may know and connect with the ones you actually know

4. Phase 4: Promote your LinkedIn Profilgh a LinkedIn Email Signature and LinkedIn Profile
Badge for your website and blog
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Chapter 6: The Heart of LinkedIn: Groups

2Kg R2 ¢S OFff GKS DNRdzZLJA (KS KSIFENI 2F [AY{1SRLYK
Groups are THE place to help oth@nd be helped by them, to apply the Golden Triangle of
Networking (Give, Ask, Thank) and to raise your Know, Like, and Trust factor.

The Added Value of Groups

The trigger that caused Jan to write the first edition of this book was the introductibDisofissions
in Groups.

Before the Discussions function was added to the Groups, LinkedIn was primarily a directory of
people with the links between them. The Answers functionality brought more interaction on the
website, but since the introduction of theidgussions function LinkedIn contains a collection of
professional communities where people can exchange help.

Building relationships depends on the interactions between the members, not just the fact that their
Profiles are linked. Discussions make cotines easier, and they offer the opportunity to tap into
the power of Groups many experts exchanging help and ideas.

The Value of Being a Group Member

Interactions in Groups are also more intuitive than the Answers functionality. People are used to
comirg together in clubs and associations in real life. Sharing ideas is also one of the first uses of the
Internet.

So we encourage you to become a member of one or more Groups or to start one yourself. Once you
are a member these are the benefits of belongio@ Group:

1 By asking questions in the Discussiorsim you are able toeceive help from the other
members

1 You can see the Profiles of other membeikhis gives you direct access to additional people
who might not be in your first, second, or third deg network.

1 You can contact other members directty al y& LIJS2LX S R2y Qi Fff28 RA
LinkedIn (they disable that option in their Settings). However, the standard option in every
Group is that members may contact each other directly. Almost nplbmadws this option
can be turned off. Therefore normally you would be able to contact all other Group
members.

1 By answering questions in the Discussief@sum you gain visibility, and you also have the
opportunity to show your expertise This increasesyaNJ ¢ Yy 263> [A 1S | YR ¢ NHz
al 1S adaNB &2dz LNRPPARS 3A22R FyagSNAE YR R2yQi
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1 By sharing articles you also raise your visibiligain, no sales pitch. It is OK to share links
to your own website, blog, or article &b features you as long as it gives other people more
insights or help.

1 When responding to a question in the Discussions you can add the URL of your website
This gives your website more visibility and helps to boost your ranking in Google and other
searchSy3AySad |1 26SOSNE R2y Qi 20SNR2 AGd® wdzad 2\
1 Some extra advantages of being a member of a Group that also organizesdafzee

meetings

0 You can ask who else is attending so you decide if it is worthwhile for you. You can also
make arrangements to meet other people there. This helps when you are not
comfortable in new environments.

o If you have never been to such a meeting, ask about the past experiences of other
members so you have realistic expectations.

0 You can make arrangemerttscar pool so you save some money and gasoline, and
maximize your networking time.

0 You can easily followp after the event, and in between future meetings.

0 Extratips about how to combine the power of a LinkedIn Group with LinkedIn Events
andoffinendl 6 2 NJ Ay 3 Ol @hapiefll: Tigedywer oACPmbining Online and
Offline Networking: Evenés ®

o Remark: tips about how to prepare for live networking events, what to do when you are
there and how to followup,ca/ 6S F2dzy R 2y (GKS ySUg2NJAy3I [/
9@Syié¢ 2y d&®rkiggToarh 1S 2 F

We strongly encourage you to become a member of one or more Groups. Be an active member
help people and shanmsights. This will make you more interesting to other people. They will contact
you and consult you for your expertise.

,2dz Oy f&a2 dzaS a!yasSNBRE T2N SEOKIy3IAy3dI KSt Lo
you can get help from potentiallpany more people and raise your visibility with them at the same

GAYS® | 26SOSNE GKS gARS NBIOK Aa Fftaz2 || RAAlI ROl Y
IANRdzLE O6YSEFEYyAYy3dY G(GKS LIS2LX S (2 6K2Y @2dz el yd G2
jdzSatGA2ya YR FYyagSNER Ay a! yagSNEREI odzi GKS@ YA
get notified by email. In other words, in many cases you will get better results in Groups than in

Answers.

Which Groups to Join?

The biggest question for many people remains: which Groups do | have to join?

,2dz Oy 22AYy dzZLJ 12 pn DNRdzZLJA 2y [AY]1SRLY® |1 25S@S

Y2NB GKIFy mMn DNRdzZLJA aAyOS &2dz OFyQi FOGA@Ste 02y
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Our biggst tip about which Groups to join is simply the ones that relate to your goals.
For example:

9 If you are looking for a new job, choose the Groups where recruiters might see your Profile
or where your future colleagues and hiring managers are.

1 If you are loking for new customers, choose Groups where you will find current customers,
other suppliers to your target group and prospects.

1 If you are looking for new employees, choose Groups that focus on the type of employees
you want. Also become a member of yaampany Group and the alumni Group of your
own company.

9 If you are looking for partners, choose the Groups they have joined along with people who
have access to them.

As well, there are also some Groups that are more independent from your goals:

9 Alumni goups of schools (former students)

9 Alumni groups of companies (former employees, and many times also current employees)
1 Groups of the organization where you work
1

Groups of organizations you belong to in the real world (professional organizations, trade
organizations, Chambers of Commerce, local business clubs, referral clubs, service clubs and
the like)

3 Types of Groups

LinkedIn offers 3 types of Groups:

1. Private Groupsthe Group owner or one of the Group managers needs to approve the
request to join All posts in such a Group can NOT be found via search engines (you will
notice a padlock next to the name of the Group).

2. Member-Only Groupseverybody who wants to join the Group is accepted automatically. All
posts to the Group can NOT be found via seamfines (you will notice a padlock next to
the name of the Group).

3. Open Groupseverybody who wants to join the Group is accepted automatically. All posts to
the Group CAN be found via search engines.

Remark: at the time of writing Subgroups may not lpermo.
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4 Ways to Find Groups on LinkedIn

There are 4 ways to find Groups on LinkedIn. Since the search functionality in Groups is still rather
fAYAGSR 60GKSNB Aa y2 a! ROGIFIYyOSR {SI NOKé¢ F2NJ DN dzL
of themto find the right Groups for you.

1. Use the Groups Directory

a.
b.

C.

Ly G4KS (2L) YSydzZ Of AO] AGDNRdAzZLJAk DNR dzLJa 5 A N.
You will be presented with randomly featured Groups.

On the left hand side you can use the search box to search with one or more
keywords. You aarefine your search with the type of Group you are looking for or
the language. Be careful with the last option since a Group might be local Dutch
Group, but the language English.

When you click on the name of one of the Groups you will arrive at thg @atge of

that Group (if it is an open Group) or at the Group Profile page (if it is a private or
memberonly Group). In the latter case, you will get some information about the

Group and 10 people from your first two degrees network who are already mesmber

682dz Oy FAYR GKS &alFYS AYyTF2NNIGAZ2Y F2NJ 2LJ
t NEFAESEOD ¢KAA YEFEE KSEL 82dz 62 OK22aS (K

2. Groups You May Like.

a.

b.

Ly GKS G2L) YSydzz Of A0l GDNRdJzLJAk DNR dzLJA |, 2 dz

You will be presented with Groups thate similar to ALL the ones you have already
joined.

3. Similar Groups.

a.

b.

When you are looking for Groups using the search functionality of the Groups
RANBOGZ2NE 2NJ 0KS GaDNRdzZLJA |, 2dz al@& [A]1Sé¢ 2LIJ

link for each Group on thieght side. Clicking on it will bring up a whole new
collection of Groups that you might not have found any other way.

2 KSy @2dz aSt SO0 da2NBkDNRdzL) t NPFAE S Ay 2
can find similar Groups.

In this overview of Groupsydd y Of AO1 F 3L AY 2y G{AYAf I NJL
Groups presented.

4. [ 221 Ay &a2YS2ySQa tNRTAf SO

a.

This is a totally different approach. People have a natural tendency to form groups

YR Ofdzoad [AY]1SRLY aK2ga GKIFG hefd2 NYI (A2
useful information.

D2 (2 a2YS2ySQa tNRFAE(S GKFG Aa 2F AyuSNB
employer, employee, partner, supplier, investor, expert or a current/former
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colleague or business contact) and scroll to the bottom of his oPhefile to see
which Groups they joined.

c. Although this is more timeonsuming sometimes, it often delivers better results.

[ Assignment find some Groups you want to join.

If you want to look at a video that shows you the 4 ways of finding Groups,
gol 2 Wi#eS & Tools Libragy

Tip: If you and your sales team or your recruitment team have found more than 50 groups (the

maximum number you may join) of interest in (e.g. 300 groups on engime& 3 on .NET

programmers, 144 on Fast Moving Consumer Goods in Spanish), you might consider dividing these
INRdzLJA FY2y3d @2dzNJ GSIFYd [SGQa |aadzyS &2dz K @S T2
should join and your team consists of 4 peogiey can each take 20 different ones and thus cover

all 80 groups.

Interactions in Groups

Since you have now found some interesting Groups, you can start to participate.

The best approach is to take it slowly, so you get sense of the communicatiowihjfethat
particular Group. Begin by reading the Group rules (on the top right side).

Then review the current Discussions and see how you can participate. An easy beginning is to click
dike F2NJ GKS 5Aa0dzaarzya €2dz FAYR AyiSNBadAy3aIo
Even betteristo NB | GALIE SELISNRASY OBrimesgN® | G K2daAKG o6& (

CP RPN

,2dz Ol y | f BB LIOK 2 RiidS@deonie § yoar ontribution or comment is not suitable
for the whole Group.

If you are not participating, but find the topic very interesting, Yot yolloéé G KS O2y @SNAI G A
Every time a new comment is posted you will be notified via email (this is default when you write a
comment).

'Y F2NIdzyt 6Stesx e2dz gAftf aSS az2¥visg alldKyivys$¥s5ahags 4
Group owner angnanagers are notified. Depending on the rules they have set, posts with flags will

be automatically removed. They can also remove them manually.

Some Groups havdubgroupsvhere you can find more specific Discussions or Discussions relating to
an event. hiese might be more beneficial to join.
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2dz Oty FTAYR (GKSY 68 OtAO1AYy3I 2y da2NBk{ dzo I NB dzL

After you have observed how people behave in the Group and how they interact, it is your turn to
start posting You can ask a question, share an opinion, or giie Be aware that some Groups are
moderated. This means that the Group owner first needs to approve your contribution before it is
visible to all Group members.

Participation will raise your Know, Like, and Trust factor. Since group participation teloelsinoe
consuming, choose carefully which Groups you join. Also evaluate your memberships. Evaluate every
three months whether a particular Group is still interesting. If not, leave the Group so you free your
time to join another Group, or contribute mote the ones you really like.

Your Know, Like, and Trust factor might even increase more by contributing to Groups. Depending on

the preferences of other Group members they receive a daily or weekly digest of the actual Group
Discussions via email. Soeved LJS2 L)X S R2y QG 32 (2 (GKS [AYy1SRLY I
your name might show up in the daily or weekly digest email.

[J Assignment post a (meaningful) comment in a Group.

What Else Can You Do with Groups?

As well as Discussions you camalare with Groups. Here is an overview:

1. Look for other Group Members vidembers You can browse through all Group Members
and search inside the Group for people with the function, knowledge or expertise you need.

2. If you want to promote something, usgromaionsO A ¥ Syl 6t SR 6& (GKS DNER dz
dzaS GKS ay2NXIfé¢ 5Aa0dzaarzya G2 LINRPY2GS az2yYSi
spam, the Group manager might delete it and even evict you from the Group. You can also
search within promotions and easilgtrieve your own promotions and the ones you follow.

3. If you have a job to offer, you can post itliobs(if enabled by the Group owner). Thus, a
more targeted audience might see your job offering.

4. Searchinside the Group. You can search in all Discussions or only the ones that the Group

26ySN) St SOGSR a dalyl3aSNRa / K2A0S¢éd ¢KSNB |
started, joined, or followed.

5. You can also easily review your past contributionsladi A 2y 4 Ay G KKy DNER dzLJ @ .
Activityé¢ @

6. +Al daUup@aE ke2dz 4SS 'y 20SNBASE 2F (GKS | OGA DA G
Group, who started a Discussion, who posted a comment etc.

7. Look forSubgroup® ! YF2 Nl dzy I 6 St esx [AYyPREBKY dIENE GAXBYE oS
so they might not have caught your attention. Especially in large Groups, the Subgroups
deliver value by focusing on a specific topic or geographic area.
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Group Settings

Most people never look at the Group Settings after they haveSjgtn + DNR dzLJ o y R | O dz
any attention to them the moment they join either), but it is good to know the settings and how you
can change them.

1 Contact Mail you can choose to which email address communication from this Group is
sent. If you want ththe emails from all your Groups or from one particular Group to arrive at
a different email address than your main one (for example to avoid email overload or for a
special topic that is not related to your job), you can change that setting.

9 Activity: send me an email for every new Discussion. If you really want to be on top of what
is going on in this Group, you can check that box. For most people this option results in email
overload.

9 Digest Emailyou can choose to receive a daily (default) or wedidgst email or no email at
all. If you want to follow pretty closely what is going on in the Group, you can leave it as it is
(daily). But if you receive too many emails and you are not very involved with a particular
Group, change it to weekly or everrtuit off. LinkedIn recently started to help with this: if
your involvement in a Group is very low, they automatically change daily to weekly digest
email (and send you an email to notify you about this change).

1 Announcementsyou can choose to allow (oot) the Group owner to send you an email
(maximum one per week). Default = allow.

1 Member messagesyou can choose to allow (or not) the other Group members to send you
messages even if they are not your fidggree contacts. Default = allow.

Become a Goup Manager

Create your own Group? As a Group owner you have a special status, which raises your visibility.
However, do this only if you have enough time to spend on managing a Group. This means inviting
people to the Group, accepting Join Requeststambst importantyt keeping the conversation

going. You have to post questions and answers. Although this might scare you, there is also good
YySgayY @2dz R2y Qi KI @S (2 R2 (GKAa Ff2ySo !'LJ G2 wmn

SeedChapter 12: The Heroes of LinkedIn: Group ManagersF 2 NJ Y y& Y2 NB GA LA P

Conclusion of this Chapter

In this chapter you have learned the value of LinkedIn Groups and 4 ways to find the right Groups for
you.

You also learned how to interact in Groups, wiradre you can do to share ideas and build
relationships in Discussions, and how to change your Group settings.
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Chapter 7: 10 Strategies to Find People Using LinkedIn

[ AY1SRLY A& |y SEOSttSyld (22t G2 7¥FAhAkdinikasS NAIKI
proactive way. They make a Profile, connect with some people and then wait for things to happen.

¢tKSe NP (KS 2ySa ¢gK2 O2YLX Ay az2ySdAaysSa GKIFG [ A
2dzad aiGtSLI Ayl2 &2 dayihe@ndNdve tdthelplade foyf Waint tazbé, la dafiisalil KS S
useless tool as well. Thus, you have to be proactive, as we will explain in this chapter.

2 KSYy ¢S GKAY1l F062dzi GLINBIF OGAGS (-dekdfgaaisdike sde® L S O2
people, recriters or job seekers. But many people are also looking for suppliers, partnerships,
investors, sponsors, volunteers and expertise.

LinkedIn is considered by many organizations as an external tool: to find people outside the
organization. However Linkedlm also an excellent tool to find internal expertise and is may be even
better than internal directories.

The reasons why LinkedIn is a great tool to find internal and external expertise:

9 LinkedIn has more elaborate Profiles than most internal directdridsich are sometimes
also limited to one country). So it is easier to find someone and to see at a glance if this is the
person you need. It also tends to be moretopdate than the internal directories, because
people want to let the world know about tlireprojects.

9 LinkedIn shows Profiles from people in other large organizations and from freelance experts.
Without LinkedIn they would be harder to find.

9 LinkedIn shows the connections between people and also the Recommendations they
received. This will Eiw you to make a quick decision on whom to contact. This makes sense
for someone working in another company, and also within large organizations where
employees do not know each other. In other words, you can use LinkedIn to find internal and
external reérences.

This chapter contains 10 strategies you can use when you are looking for the people who can help

82dz  OKAS@S &2dz2NJ LINPFSaaAz2ylf 3JF2Ffta 2N 20KSNJ KSf
members, suppliers, partners, investors, sponsorijnteers, experts or a new job, you can apply

these strategies to each goal.

But before you use the strategies to find people you have to prepare yourself, and after you have
found them you need to take action. By preparing you save time and by takiog gotil get results.
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First Things First: Preparation

Define Your Target Group

To find new customers, employees, or a hew job, etc., the first step is setting goals like we did in

éChapter 3: a 5 Step Basic LinkeBtrategqg @ wSYSYod SNI (i ©8an bedbwhlbatdd @ S E S N.
F 2 NJ F NB SViddoNF &0Is likkady d

These are some parameters to consider:
1 What type of industry are they in?
1 Which geographic location?
1 Which functions, roles, or titles do these people have?
1

Which other parameters are important to you? Remember to use different words or phrases
for the function or title you are looking for. Also, as well as noting the decisi@kers write
down the functions of the influencers.

Build Your Network
LinkedIn is a great tool to find the right people. But you need to have a minimum of connections
before LinkedIn can work for you.

So start by building the foundation of your network&é& LIt | AGh&bRr 5AByiildidg Your
[AV]ISRLY béStigz2N] XCl &d

Next, apply the 10 strategies from this chapter to find people and connect with them. You will notice
that if you connect with a few people from the sameiistry in the same geographical area, all the
people from that industry and geographical area will be in your secand thirddegree network

very fast.

hNJ AYy 20KSNJ g2NRay @&2dz R2y Qi ySSR | ySag2N)] 27F i
hundred connections might be enough if they are aligned with your goals.

Strategy 1: Search with Name

If you know the name of the person you want to reach, it is pretty easy: just type their name in the
search box on top of the page.

| 26 SOS NI A T withia Qedly camthon3i@mé like Andy Johnson (more than 4.600 hits) you
need another approach.

LT &2dz dz&aS GKS a&! ROFYyOSR {SI NOKé¢ | yR Lizi da! yReé

Name field, you get only 1.600 hits.

2 Kl 0Qa GKS bigRliffetedog? T2 NJ (KA &

If you use the search box on top of the page, LinkedIn searches for those words throughout the

gK2tS t NPFAES o0GKAA A& GKS alyYS a GKS avySeg2NRa
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Name, only these fields are searched.

Take care that you have not reversed your first name and last names. Though that seems a strange
remark, we encounter that situation on a regular basis.

Strategy 2: Search with Parameters

When you have started from your goals and made them specificywibhave some parameters that
Oy 0SS dzaSR Ay GKS a! RAFryOSR {SI NOK¢ &aONBSYy 00KS
next to the search box).
tKSaS FTAStRa FINB | @FrAflrofS (2 @2dz Ay a! RAFIYyOSR {
1 Keywords:here you can type anything you want. LinkedIn then searches all fields (free text
and lists).
9 First Nameand Last Nameselfexplanatory.
 Locatiory | y@gKSNB oAy (GKS g2NIR0OU 2NJ af 20 GSR ySiI
9 Postal codeyou can search inradius around a specific postal code. This helps tctfine

the results if that is helpful for your goal.

9 Title: function. You can choose to receive only people who are currently holding that
position, people who once had that position, or both (defaukgmark: this search is based
on the function, not the Professional Headline (= description under your picture on your
Profile, by default this is your function, but we recommend changing it)

1 Company You can choose to receive only people who are cuiyemtirking for this
company, people who worked for that company in the past, or both (default).

1 School seltexplanatory.
1 Industry: you can search all industries or individual ones.

1 Relationship you can search all LinkedIn members or limit your searcledplp in your
first-, second, third-degree networks or beyond, or to people who belong to the same
Groups as you.

1 Languageyou can limit your search to people speaking a specific language. However we
R2y Qi NBO2YYSYR (KIG 2L2A2¢2F08B8RIA S &XKEZ Xi DL
yet.
When you upgrade your Profile, you will have these extra options:
1 Company Sizeseveral options, from-10 to 10.000+

1 Seniority Levelseveral options, at the moment: Manager, Owner, Partner, CXO, VP,
Director, SeniorEntry, Students & Interns, and Volunteer.
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1 Interested In any user (default) or the specific kind of profile this person listed he is
interested in to connect with (see your own Profile at the bottom of the page for the
options).
1 Fortune 1000you can lintiyour search to the Fortune top 50, top 100, top 250, top 500 and
top 1000.
9 Search only other openlink membergeople who upgrade their account can send messages
G2 SIFOK 20KSNJ F2NJ FNBS ¢ kdegreeindtwdrk. If joBaveyaz i Ay ¢
basic (free) account you have to buy InMails to be able to do that. Selecting this box means

that you can limit your search to people to whom you can send a free message (provided
they permit that).

You can also sort your search results
Sort by,

0 Rdevance(default): listed matches are ranked using logistics based on the keywords
you have entered, and your network of connections.

o0 Relationship:your first- and seconedegree connections, and groups, are shown first
(in that order). Third degree and tof-network members are always combined. Use
this option if you are not looking for someone in particular. Seetegree contacts
are easier to reach (via Magic Mail) than thitegree contacts.

0 Relationship + Recommendationmatches shown first are baden your level of
connection and amount of recommendations. Use this option if you are looking for a
supplier or partner. The recommendations can give you a first impression.

o0 Connectionsthe people with the most connections appear on top.
o Keywords:disphys the best match based solely on your query.

o0 Views:howthe search results are presented: basic (default) or expanded. The
difference between the two is that the expanded view shows the amount of
connections, the amount of recommendations, as well asanirand past functions.

I ALISOAL f 1 RefeRence Searéh@ecmlilerkcaniuse this (paid) option to find people
who have worked with a candidate.

hy 22dNJ 1 2Y8 t+H38s OtAO0] 2y da! ROLYOSRE yR GKSY
On this page you can enter the name of a company and a time period (between year x and year y).

LinkedIn will display everybody who worked for that company during those years.

You can then contact some of the people to find out more about a candidate.

a2NB GALE Fo2dzi &SI NOKAY 3 |y Rided & JoBsLpagy O |y

(@]}
(0p)
pufd
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Strategy 3: Browse in the Network of Your Network

In the previous strategy we started from our goals amelrt considered the people who appeared in
the search results.

In this strategy, we start from our current network and look in their networks to find the people who
can help us achieve our goals.

1. Use the (Advanded) Search to go to the Profile of adiestee connection whom you know
rather well and who has the same function or role of the person you are looking for.

a. People tend to connect with their peers. Chances are high they are connected to
people who might help you reach your goals.

b. The Know, Likenal Trust factor is already higher than with other people.
2. {ONRtf R2gy dzyliAf e2dz IS 2562 FORN2 YiXKSD NI H KiiiK
Ot AO1 2y a{SS Ift /2yySOiArz2yaso
3. Now you can browse through their networks and find the people who ametefest.
9EGNI o0SySTAla 2F oNRgaAyd Ay &a2YS2ySQa ySisz2N]
f ,2dz YATIKG RAAO020OSNI a2YS (GSN¥a 2N GAGf Sa e2dz |
RAR I aSINODK 2y dal N SGAy3 alylF3aSNE . Fyl1Ay3a I
lookingfory S¢ OdzalG2YSNARIZI &2dz YAIKG RAZO2OSNI 0KI G L
S5ANBOG2NEZT G+t al NJSGAYy3I¢E 2N dal NO2Y al yI 3SNE
{ SFNOK¢ NBadzZ 6a FNRY {(iN}XGS3& Hd ! YR &2dz YA
GO9Sy da al yl3aSNEsT GAGESa &2dz YAIKEG y2i KIF @S
1 You might stumble upon people who might be helpful to reach a different goal from the one
on which you are presently focused. For example: when you are a HR Manager and looking
for new emplgyees you might come across a HR consultant who specializes in international
compensation and benefits programs. Perhaps a perfect profile to help you with another
project.
/Iy @82dz oNRPgasS SOSNRBO2ReQa ySiUio2N] KwrRof a2YS LIS2
course, it is their choice, but we always wonder why: do they expect other people to open their
networks to them without reciprocating?

~ P P

300A0AcCU yqg ,TTE AO O6EAXxAOO 1T &£ OEEO

w
c

When you find someone who is in line withyour pard i SNE X &2dz OF y Qi oNRga
They first need to be part of your firsiegree contacts.

| 26 SOSNE AYyOUSNBadAy3d AYyF2NNIGA2Y YI@& 0SS | @LAflof
t NBEFAESS i GKS NRIKG aBRB BFdziEKABE t N2PHFAOS Ffaz2E
that many of those people work for the same organization or have the same role in another one. So

you might find some extra people of interest.
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When you click on their Profile you will often notice amutugfdol OG0 L2 LILJAY 3 dzLJ g6 K2 Y
thought of, next to people you had decided to ask for help. In other words, these possibilities give
you more roads to success.

2 KSYy @&2dz Aa0NRff R2¢6y AYy (GKAA LISNE2YQa teM@SFAES &2
2F GKA&A tNRTFAES ftaz2 OASH6SRE YR ySg Ydzidza f O2yy
2LI0A2Yy axASESNBR 2F (GKAAa tNRFAES | faz2z @AS6SRE Ol y
all your firstdegree connections as well). What enormous treasure chest!

Strategy 5: Use Groups that Your Target Group has Joined

People link with their peers and also look for ways to meet each other. On LinkedIn, people with the
same profiles, backgrounds, and interests gather in Groups.

StartingF N2 Y &2 dzNJ 32 | f & IChdpeSs: Th&Heartrof Linkedrd Gré@&PpsHi2 F A Y R G K
right Groups for you.

If you are in sales, it is very important NOT to sell in Groups. Groups are an excellent place to build
your Know, Like and Trust factor and apply the Golden Triangle of Networking (Give, Ask;, Thank)
not to post your promotional material. Actually, it may have the opposite effect: if people perceive it
as spam they may get a negative feeling about you amnd gganization. In that case, it would have
been better to do nothing!

Strategy 6: Use Groups of People with Access to Your Target Group

From our experience working with large international companies to solo entrepreneurs, we have
noticed that not manypeople understand the power of the second degree.

For example: if they already consider the power of a network, they think only about their own
network.

We suggest you reverse the exercise: think of the network of your target group: who are their peers,
customers, suppliers, partners, media, government contacts, etc.

After you have listed those, look for LinkedIn Groups where you can meet the people who already
have a relationship with the people you want to reach.

If you build a relationship with them, tlgecan act as an intermediary or even your ambassador!

Tip: This can also work for Groups you are not allowed to join. Some Groups require a certain
skill, experience, or degree (e.g. civil engineer) in order to join. When someone in your first
degree netwak qualifies you could ask him/her to join the group for you and act as your
ambassador. For example: in some Groups recruiters are not welcome. As a recruiter you can
ask a colleague with the required Profile to join the Group and post a job offer.
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Strategy 7: Use Companies

Another approach is to find the right people via the organization where they work or the company
they own.

There are several ways to use the information in the Company Profiles to find the right people.

Step 1: Find the Right Organization

1. The simplest way is when you alreddyow the nameof the organization. Just go to
G/ 2YLI yASaég 00G2L) YSydz0 yR GKSy GeLlS Ay GKS
the search boxFor example, lookdt A V1 SRLY Qa ./ 2YLI} y& t | 3S

2. LT @2dz R2y Qi 1y2¢ (GKS yIFrYS 2F (GKS 2NBFYAT I GA:
éSearch Companiés Fdzy OliA2y ® ¢KAa OFy 068 F2dzy R dzy RSNJ «
GKS &dSO2yR (Fo6 LI 3ASP {RAZAA&YYBERATEOSORYRSHABAGE
left side you can refine your search. These arephmmetersyou can use:

a. Keywords free text
b. Location
i. Headquarters only: yes or no (default).

ii. Locations: insert the name of a location or refine it afterwaitew you get
the results from your search.

c. Job Opportunities choose whether you want to select only the companies with a job
offer on LinkedIn (default), or not.

d. Industry:write the name of an industry or refine it after you get the results from
your search.

e. Relationship all LinkedIn members, only firdegree contacts, only secoftegree
contacts, only third degree and further. Or you can choose a combination.

f. Company sie: you can make a selection from the entire range from-egiployed
(1-10 employees) to very large organizations (10.000+).

g. Number of followers you can make a selection from the whole range between a few
followers (150) to organizations with a lot of &m (5.000+).

h. Fortune you can limit the search results to the Fortune top 50 up to 1000.

Note: if you have a basic (free) account, the Company search provides you with a workaround for the
LI AR 2LJiA2ya Ay UGUKS da! ROl YORR {{SSINDIEKK E2NMZ tOF /1QM0S &
Size or Fortune 1000 as a parameter unless you upgrade your account.

CAL)Y LT @&2dz R2y Qi 1y26 o6KIFIG GKS | Olddzrt ylIrYS 2F i
in the search box. For example, type iPad and ydwsed that Apple will pop up in the search

results. However, since not all companies have their products or services in their Company Page

Overview, this tip will not always work.
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Step 2: Useful Information from a Company Profile

The interesting part aboutinkedin Company Profiles is that most of the information comes from the
Profiles of people who work for or have worked for this Company. The advantage is that a marketing
or PR department does not tweak the information. The disadvantage is that natalisdcurrent

since it is up to all individuals to keep their personal LinkedIn Profite-dgate.

Note: tips for creating an attractive Company Profile can be found in
OChapter 17: How Organizations Can Bergdin LinkedIn (versus Individuglsyp

What useful information can we find in a Company Profile?

1. The first page is th®verview page In addition to some general information this might be
useful:

a. You see immediately the first 5 people you know inside trganization (under tab
LJ- IYdurbletwork 0 @ ¢ KAa 3IABSa Ayaidlyd Ayaraki
have forgotten about these people when setting your goals or perhaps someone
changed companies without your knowing it.

b. ¢ 6 LdbuBllege Alumgiprovides you with people who went to the same

A0K22t3x O2tt83S8s 2NJ dyASBSNEAGE o6GKAA O02YS

your Profile). Having an educational institution in common often creates a strong
bond, even before you have met. A fell@aumnus may be more open to your
request.

c. ¢l 0 INevArregsd IAGSa &2dz Iy 208SNBASE 2F LIS2 LI &

that they have started to work for this organization. This could be interesting
information if you are looking for a new job ibryou provide services regarding
KANARY IS &St SOGAY3IAsT 2NJGNIAYyAYy3dI LIS2LX So
FOGAQGAGRE fTAYl® ,2dz 3SG Iy 20SNBASs 27
this Company on LinkedIn. You can filter this angnways: Profile Changes, New

Hires, Recent Departures, Promotions & Changes, Status Updates, Job Postings, and
Products & Services.

2. FollowaCompany 2y GKS (2L) NAIKG aARS @&2dz Oy Of A 0]
G2 Ke g2dA R gSKol ghad2dzREFAKRG NBIFOGA2Yy dzy (A

YySEG (2 GKS ac2tt2¢6Ay3Ié odzidzy oI GKS &t YS
clicked on it). Then you see what will happen and you cartfine how you receive this
information.

a. Conte/ Y &L ¢tyld G2 0SS Yy20AFTASR gKSye¢yY

. 9YLX 28SSa 22Ay>X tSIF@®S 2NJIFNB LINRY2(dSR

This is pertinent information. For example, when you are in sales, if you are
notified when your contact changes positions you can first congratulat
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them, of course, but you can also ask to be introduced to their successor. If
they change organizations you may want to ask them for the introduction
and stay connected to have an opportunity to be a supplier to their next
company. Finally, when not hag a personal click with the buyer was the
only reason you never have done businessd this buyer changes

positiong this might be a good opportunity to see if you have a chance with
the new buyer.

ii. New Job opportunitieslf you are looking for a new job belping someone
to find a new job, this is an excellent way to be alerted. Instead of having to

look every day on LinkedIn for new Job posts, you receive an overview for all

Companies you are following.

iii. Company Profile Updateshis option is for most pgae more for
information than a direct benefit. However, it could be interesting to see

GKAOK ySg LINBPRdzOG&a 3 aASNBAOSa | /2YLk Yy
1y26¢ 2N G2 RA&AO2GSNI a2YS LI NIYSNEKA L]

b. Delivery.
i. l'want to be notified by Netvork Updates

ii. Email digest: weekly or dailyThis will affect all Companies you are
following.

Modify these settings so they match your preferences. If you are looking for

a Job you may want to receive this information on a daily basis, but if you are

just curious you may want to receive this information only via Network
Updates.

3. Check out insightful statistics abouhis Company (on the right side). When you click on this
link you will arrive on a new page with information and statistics derived frdg2 LJX S Q&
personal LinkedIn Profiles and their activity on LinkedIn. There is quite some information
available that might be useful:

a. You can find statistics abodibb Functions, Years Experience, Educational Degree
and University Attended¢ KS & ! yAGSNRERe BOF GA&adA0Oa
recruiters if they do campus recruitment: first you see which universities graduated
the most employees (so the potential is present), and secondly, you can find
colleagues who studied at the same institution and batp you with personal
testimonials and connections. They also might want to join the campus recruitment
team.

YA3E

b. ! Yy RPebplaalsoviewed &2dz ISG | aSt SOGA2y 2F 20KSN

visited by people who also looked at the Company you areingevight now. Most

2F GKS OGAYS GKA&A gAff IABS &2dz KS RA
GO2YLISGAGZ2NREVD LT &2dz NB Ay alfsSax
looking for a job, these Companies might be interesting to add tw kst.
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c. On the right side of the page you will sebere employees came from before they
joinedthe Company you are investigating antiere they go to afterward This
could also be good information when you are a recruiter or when you are looking for
a new job.

A potential disadvantage of using Companies to find the right people is that many Companies work in
ASOSNIf O2dzy iNAS&a 2N KIS aS@OSNIt AYyRSLISYRSyd od
organize themselves on LinkedIn. For example:mya are looking for a job in France with a big

international company headquartered in the USA, you might not find the right people in your own

country because you get too many results or they are linked to a different Company Profile. This

problem mightalso arise when you are using LinkedIn to find expertise inside your own organization.

CALA FT2NIK2g (2 RSIHE GAGK (KAAChApReNI7Z:HewdzNJ 26y 2 NHI
Organizations Can Benefit from Linkedlaréus Individuals) &

Strategy 8: Look at Network Updates

Another interesting source of information is the Network Activity or the Network Updates. You see

GKSY 2y @2dzNJ 1 2YS t1+3S yR &2dz fa2 NBOSAGDS GKSY
(tips about how to set the frequency of emails you receive and other settings can be found in

oChapter 13: Keep Control Over LinkedIn: Home Page & Settings

There are lots of Network Updates you can turn on or off sElmnes may be of particular interest:

1 New Connections in your Networleor example, when you see that your customer is
connected to your conculleagues, you might want to contact them to make sure you remain
top of mind.

9 Status Updates from you€onnectionandPosts from your ConnectionBy commenting or
liking a post you keep yourself in front of others.

1 When connections change Profile informatioiou can congratulate them for their new
project or position. Especially in sales this can beuls®fhen your contact changes
positions you can ask to be introduced to the successor. If contacts change organizations you
want to ask for the introduction and stay connected to have an opportunity to be a supplier
to their next company. Or, when a contien suddenly moves into a position in which they
are able to buy your products or services, you might want to contact them. As a recruiter,
you may discover that someone who was not suitable before (for example, because they
lived in another country) isaw an interesting candidate.

1 Groups your connections have joined or creatéhother way of finding interesting Groups
to become member yourself.
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Strategy 9: Change Your Profile Settings

2 KSY ¢S a1l 2dz2NJ I dZRASYOSa ¢gK2ZKERAE EARNBSRe, 22aAR) SR
Y2aid 2F GKSY | FFANY GKIG GKS&@ RAR® 2AGK GKS ySE
LIS2LX S 6AGK || RSAONRLIIAZ2Y tA1S a{2YS2yS FTNRY G(KS
almost all hands go up. And when askédd G KS& Oly FTAYR (KAA 2dziz Y2ai
LI & YR dzLJANJI RS @2dzNJ I OO02dzyiié o

| 26 SOSNE GKIG Aa y2G GNUzS® | 2dz Oy ySOSNI 4SS azy
whether you have a basic (free) account or an upgraded one.

[ S GaWwdeveyse the situation: when you allow other people to see who you are when you visit their
Profile, it could benefit you.

Our personal experience is that some potential customers call us after we have visited their Profile.
They start the conversatiomhich is much more powerful than doing so yourself.

Does it happen a lot? No, but many small pieces can make a large pie.

This is not always a good strategy for everybody though. Sometimes, you might want to be
anonymous. LinkedIn gives you the optiorR@ G KI G @ | 26 SOSNE AT &2dz | NB .
seeing who has visited your Profile.

To change the settings that control what people may see, follow these steps:
1. hy GKS G2L) 2F GKS LI 3ASs OftAO01l 2y da, 2dzNJ bl YSk{
2. Log in again (this isseecurity check).
3. {ONRff R2¢6y YR AYy GKS YARRES 2F (GKS LI 3S Of J
GASHSR OGKSANI t NPFALfSéE®
4. | K22aS &, 2dz2NJ bkYS IYyR I SIRftAYySe®
5. /A0l 2y a{l @S /KIy3aSa¢o

In the default mode, you can see some Profile Statistics (when o003l 2y a2 K2Qa @ASHSR
t NEFAESE 2y 82dNJ 12YS t1 38 2N 2y @2dz2NJ 26y t NBFACL
a free (basic) account or an upgraded one.

These are the different statistics:

Profile Stats- Available to free basic account holdensly if you display your name and headline

gKSy aStSOtAay3a az2KId 20KSN&B aSS ¢KSy &2dU@S @GASs
1 Up to 5 results of who has viewed your Profile.

1 Number of visits to your Profile.

1 Number of times you have appeared in search results.
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Profile Stats Pras available to all premium account holders. It shows:

1 The full list of who has viewed your profile (Note: You won't see additional information about
a profile viewer if they've chosen to remain anonymous).

Trends.
Total profile visits.
Keywords used to find your profile.

Number of times you have appeared in search results.

= =A =4 =4 =4

Industries of people viewing your profile.

Strategy 10: Create Alerts

We kept the most powerful strategy for the end.

LinkedIn allows you to create alerts soy@@ y Qi KI @S G2 32 2y [AY{1SRLY [
again.

To create these alerts:
1. D2 G2 4! RGFryOSR {SINDK¢ YR ONBFGS | aSk NOK ¢
2).
2. Look at the search results. When you have found the right people, go t@staherwise
refine your search till you are satisfied with the result.
3. bSEG G2 GKS ydzyoSNJ 2F NBadzZ Gas Ot A0l 2y a{l O¢
alert.
4. bl YS GKS a{lF @SR {SI NOK¢ @
5. Choose the frequency of your email alert: weekly, monthlyeran. We suggest you select
GoSS1teé¢d YR GKSyYy LINBaa aal @S¢ o
LinkedIn is going to run this search for you automatically and email you the results. You only
need to click on the link, look at their Profile and find out whom you know in common!
With a basicftee) account you can have up to 3 saved searches. When you upgrade your account
@2dz Oy KI @S Y2NB ORSLISYRAY3A 2y GKAOK &dzoaONALIA
dzLJANJ RS Y& ChaptérAdzAhiets toMHgt Digcussion Topics and Burning Questiansb

If you want to look at the results of the searches you have saved or modify/delete them: you can find
GKSY @ALY a! ROIYyOSR {SINOK¢ 02y @2dzNJ 1 2YS t I 3S032

[1 Assignmen: try at least 3 of these 10 strategies.
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Remark: when you apply these tips you might get a long list of people.

You can store their names in print or In Word® or Notepad®. LinkedIn also offers
a paid solution: Profile Organizer. You can save an istiegg Profile

and add some extra notes, contact information or find references.

4 Strategies to Contact People after You Have Found Them

After applying one or more of the 10 strategies above, you now have a list of people who can help
you reach yougoal. Some might be the ones who can help you with achieving your goals, others the
ones who can give you information.

For example: if you are a job seeker you may have found people who can hire you (recruiters or
hiring managers) or people who can giveiyonore background information about the organization
or the future job.

There are four options to contact someone:
1. You know this person yourself.
a. Contact them directly.
2. ,2dz R2y Qi 1y26 G(KA& LISNdegreecantotlzNB St ¥ | yR G(GKS@
a. Call one of youmutual contacts. Yes, on the phone!

b. Explain your goal and mention that you have discovered that they know the person
you want to reach. Ask them HOW they know each other. On LinkedIn you can see
that they are connected, but neither how nor how well theyolkv each other. If they
R2y Qi (1y29 (GKS 2GKSNJ LISNB2Y ¢Sftfx GKIyl 0
important for your result that the Know, Like, Trust factor is high!

c. When your mutual contact agrees to help you, ask them to introduce you to the
person you want to reach, and vice versa, in ONE email, what we call the Magic Mail.

Tip: if you want extra tips and examples of a Magic Malil,
R2gyft 21 R ( K\Bdéo &FTNAEsYibrabwbS a

3. Yadz R2y Qi 1y2¢ GKS LiStOehreefontagtR G KS& ' NB | KANJ
a. D2 (2 GKFG LISNA2YQa t NRFAf SO
b. hy GKS G2LI NAIKG &aARS OftA0O1 2y aDSO AyidNP
c. Choose the firstdegree contact you have the best relationship with.
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4.

d. Write a message to the em@cipient why you want to get in touch and a note to
your first degree contact asking to forward the message.

What happens next is that your firstegree contact receives both messages and
then chooses to forward it or not. When they forward it, the gem in 2° degree
also can choose to forward it or not. So this process is sequential. What many people
R2y Qi (y2¢6 Aa (GKFId S@OSNERo2Reé Ay (GKAa avYSa
So you better be professional in your communication!
FormanLlJS2 LIt S GKA& F LILINRI OK R2Say Qi 62N)] GKFG & ¢
pushy message that turns off one of the people in the chain. The second reason is that you
might have an excellent relationship with your firdegree contact, butthey d@di 1y 246 GKS
people in seconddegree that well. Most of the time the result is that your message gets
stuck somewhere along the way. So it is much better to spend more time looking for second
degree contacts instead of thisdegree and to build your netwdpr FANB G ® ¢ KI (4 Qa 6K
building your network before you need it. Start the foundation of your network right now,
GAOK OKSKIGIWLBENIZFY a. dzA f ®é, 2dzNJ bSGg2N] X ClF ai

. 2dz R2y Qi 1Yy26 (K ibwGSuglémper yR adkKS Aa |
a ,2dz Oy &aSyR I RANBOG YSaal3aS oAF GKSe KI
have already built your Know, Like, Trust factor adequately in the Group, and with
them personally. For example, by responding to their posts or consnen

b. If your Know, Like, Trust factor is not sufficiently high, you may want to take a
RAFFSNBY (G FLILINRIOK FNRY aSyRAy3a I aO2f Ré
arrange to be introduced via a Magic Malil. If you lack a mutual contact, you may
want to expand your network first. Since you both belong to the same Group it
aK2dz RyQi o6S (22 KIFENR (2 FTAYR 02yySOiAizya

Conclusion of this Chapter

By now you have a-&tep basic strategy to grow your network on LinkedIn and you know how to

really tap the powenf your network. You also have 10 extra strategies to find the right people to
achieve your goal, and 4 strategies to contact them. If you have downloaded the document about the
Magic Mail, you also have a better insight into how a Magic Mail works awddocequest one.

Whether you are looking for new customers, a new job or internship, new employees, suppliers,
partnerships, investors, experts or internal/external expertise, you can apply these strategies.

The best results happen after you prepare ys®if first and take action once you have found the
right people. Two crucial steps that are too often overlooked or minimized!
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Chapter 8: Communicate With Your LinkedIn Network: Inbox
& Contacts

Although LinkedIn is not always the best medium to have-@mone contact (we see other people
and ourselves still using telephone and email after a first LinkedIn contact), there are some tools
LinkedIn offers.

[ SG§Q&a SEIYAYS K2g &2dz Oly dzaS G(KSYO®

LinkedIn Inbox

This is the place where you receive invitatiamsl messages, and also where you send messages.

¢tKA& YIe& aSSy O2y(iNIXRAO(G2NERI odzi (GKIFGQa GKS g1t &
Compose a Message

You can send a message to up to 50filesgree contacts.

You can select them from your LinkedIn address book that pops up ychedlick on the LinkedIn
icon. These are the filters you can use:

91 The first letter of the last name
9 Location
1 Industry

If you want to use more filters or group your contacts, see the tips below in the subchapter about
Contacts.

Ifyouwanttosend¥ Sa al 3S (2 dzLJ 02 wnn LIS2LX ST @&2dz Oy dza
{ S €hapter 10: Personal Branding, Raising Your Visibility and Credibility on LénkedIn

Warning: When you send a message to many peapbnce, by default the recipients see all the
YL Af I RRNBaA&aSad ! yOKSO|l GKFG o62E AT (KSe R2yQd

Inbox

In your Inbox you can find both Invitations and Messages (= every other kind of message than an
Invitation like introductions, Job offey Recommendations, InMails, etc.).

Messages

i Actions
o Archive
0 Delete
o Mark Read
o Mark Unread
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1 Sort options: newest or oldest first
9 Filter options:

0 All Messages
Unread
Flagged
InMails
Recommendations
Introductions
Profiles
Jobs

0 Blocked Messages

When you receivéots of messages, use the Archive and Delete function with the Filter options.

O O O 0O 0O oo

Invitations

When you receive an Invitation you can:

1. Accept

If you know this person well enough (remember the Know, Like, Trust, factor) or if you plan
to build the relationshipaccept the Invitation.

2. WS LX & ¢ R2 Yy Gsithe bnaiDsfraudinexét&GtiietAZcept button.

Use this option to explain you connect only with people you know well. We used to ignore

AYLISNEB2Y It YSaal 3Sasx odzi ¢ SNRBSANER 202 ARgADI QK

people are still learning how to work properly with LinkedIn. In several cases we were glad

02 KI@S dzZaSR GUKS GNBLX &¢ o0dzid2zy o0SOFdzasS ¢S Y

O2y il OGSR dza 6AGK 'y AYLBNERYHd2NY A ZYSOR 33
3. Ignore

Clicking this button will move the invitation to your "Archived" folder without accepting it.

The other person won't be notified that you've ignored their invitation, so they may try to

connect with you again.

' FGSN) @2dz KIF @S Of AO1TSR 2y GKS & hamheg ZNB & Sa NG 2
Fa {LIYE 2N R2 y20KAY D nam&S yi KeA2adz AGK 2NISATA SG0ILS NE
[AV]1SRLY® ¢KS&AS LIS2LX S s62yQli 65 | obkdstib2 & SyR
YIye aL RaEngEQUINBIA2860 NI GA2yas GKSANI I O02dzy i 6Aft
will be able to send an Invitation only when they know the email address. Be aware that this
YAIKOG KIFLIWISYy G2 @2dz AF @2dz AYOAGS LIS2LIX S HK?2

4. Report as Spam
¢tKA&d A& NBIAAUGSNBR gAGK [AY]SRLY® ¢K2asS gK2
will have their account restricted. This means that they will be able to send someone an
Invitation only if they know their email address.
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L ¥ & 2 daalyihiggQith an Invitation, you will get one reminder (week later) from LinkedIn
GKFG &2dz KI gSy Qi GF 1Sy Fyeg |OtAz2zy &Sio

Sent, Archived, Trash
These folders are sedfxplanatory.

LinkedIn Contacts

Since the part about adding connections has already Sy O 2 @aptd& R Hdwyfo Biild Your
bSGég2NJE X STGIQEG F20dza 2y daé [/ 2yySOlAzyaséod

In this part of LinkedIn you can find your fidg#gree contacts, imported contacts, profile organizer,
network statisticsand how to remove connections.

My Connections = First-Degree Contacts
There are three columns on this page:

1 Column 1: Filter options
1 Column 2: List of your firgtegree contacts
9 Column 3: Details and actions

Column 1: Filter Options

You can search witmg word or use one of the tags.
LinkedIn automatically makes these tags:

9 Tags: partners, group members, friends, classmates, colleagues, untagged (LinkedIn uses the
relationship that was used when sending the invitation to populate these tags; the category
Gdzy GF 33SR¢ A& | NBadzZ G FTNRY Yl aa AyGAlGlFdA2yal
Last Name

Companies

Locations

Industries

Recent Activity

You can create up to 200 tags yourself. So use this option to assemble your own groups or mailing
lists. However, remember that you can send a messagaly as many as 50 people at the same

time.

=A =4 =4 4 =

Column 2: List of your firstlegree contacts

By default you find all your contacts in alphabetical order.

If you use a filter, the result is shown in this column.
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Column 3: Details and actions

On top of thiscolumn, you see the actions that are available for the individual you have selected or
for the selection you have made.

For individuals:

9 Browse their network (if they allow you)
Send a message via LinkedIn

Edit their details

Send an email

Edit tags

=A =4 =4 =

For aselection of contacts:

1 Send message (see below)
1 Edittags

Send a message to a selection of fudggree contacts

LinkedIn offers you an alternative to the Inbox for sending a message. In the Inbox you have only 3
filter options (first letter of last namdocation and industry), while here you have more options using
the default tags or tags you created.

This is how you do this:

1 To choose the recipients you have two options:

0 You go through the list and select people.

0 Use one or more of the tag categoriesthie left side.
T /ftA01 a{SYR aSaal3dasS¢ o2y (G2L) 2F GKS GKANR O2f
f /2YLI2&S @&2dz2NJ YSaalr3asS FyR Of A01 da{SyR aSaal 3S¢

Remember you can select up to 50 people only. If your list contains too many people, delete a few so

you will have a list of maximum 50 pdos ® 52 (G KAa o0& Of AO1Ay3a Gl tfé& A\
appear in the third column where you will be able to delete some out of your selection for this

message, (not from the tag or your contact list!).

If you want to watch a small video about how to send a message to a group of people,
32 ( 2/ideb R $oold Libragy d
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Imported Contacts

4 RSAONKIGIGRSMIYp Y | 26 (2 .EdzAKR &, AENIGKSI A0 X6 KSIN
your email address book are listed after you have imported them.

,2dz Oy aSyR | Ylaa Ay@AallraAaz2ys odzi NBYSYOSNI GKI
danger is thapeople will report this as spam, restricting your options to invite other people.

Profile Organizer
This is a paid feature on Linkedin.

The Profile Organizer offers following options:

Save LinkedIn Profiles in folders
Add contact info

Add a note

Findreferences

=A =4 =4 =4

This is a useful feature when you want to save LinkedIn Profiles (other than yodefirge
contacts) so you can find them easily. You can also add information in addition to what they have
provided themselves in their Profile.

In other words: you can use this feature as a simple CMS (Contact Management System).

The advantage over an-louse CMS is that members keep their own Profilesougate. The
disadvantage is that someone might not update his or her Profile or even worse, deldterityou
lose the data. In that case anfmuse CMS would have been better.

Many CMS providers (or consulting agencies) are starting to offer integration with LinkedIn,
combining the best of both options.

Who might benefit from the Profile Organizer?

1 Sales people without access to an integrated CMS to store prospects and current customers.

T WSONMXzA 6 SNE gAGK2dzi | OO0S&aa G2 +y AyaGaSaNIraGSR [/ e
that LinkedIn offers. They can store candidates.

1 Job Seekers.

Network Statis tics
On this page you get an overview of:

1 The amount of connections of the first, second, and third degree.

Top locations in your network (locations with the most people from your first three degrees).
Fastestgrowing locations in your network.

Top industies in your network.

Fastestgrowing industries in your network.

=A =4 =4 =
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Remove Connections

Sometimes you want to remove some of your contacts. The reasons might be that you are changing
220a 2NJ GKIFG @2dz NB NB2NRARSY(AytHaceraidiNdustky T YR R2
anymore, or some bad experience happened between you.

Only the last reason would be enough for us to remove a connection. In the other cases you never
know whom they know or who can help you in your new situation.

If you want to remee someone fromyour firslRSINBS ySi 2Ny =z I2 (2 a/ 2y Gl ¢
Ot AO1 awSY2@S /2yySOGA2yaé¢ 0dzZLJLISNI NAIKG aARS0X C
GKS odzid2y awSY2@S 02yySOlA2yaéd

The connections will not be notified that théyave been removed.

tKSe gAff 060S FTRRSR (2 @&2dzNJ f Aadl -ini€ theémlaretJ2 NIl SR / 2y

Note: When you remove someone from your fidggree network, they will only notice that
you are no longer in their firalegree networkwhen they look at your Profile or when you
appear in search results.

Conclusion of this Chapter

LinkedIn offers you tools to invite people and to stay in touch with them.

Ly GKS aLYyo2Eé &2dz FAYR LYy@GAGI (A2 ¢analsoydrd 2 i KSNJ Y S
messages yourself. You now understand the actions you can take with Invitations and their
consequences.

Ly da/2yidl OGaé¢ @2dz KLI-dd§eezofine@idhs anifan@her wayfo seéndl dzNJ F A N&
messages to individuals and to groups. Youatan remove people with whom you no longer wish to
be connected.

For those in sales, recruiting, or jblinting, an account upgrade will allow use of the Profile
Organizer. More information about Premium accounts can be found in the response to theoguesti
452 L YySSR (2 dzLJIKRAptRr39: Xndwets © B@ Bistiiskidn Topiys ard Burning
Questiong @
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Chapter 9: Lead Generation Tools & Visibility Boosters:
Applications

In the first chapter we talkedbout the Know, Like, Trust, factor. All three are crucial in building
relationships and generating leads, whether it is to attract more customers, more employees, or a
new job.

Fortunately, LinkedIn provides a whole range of tools to assist: Applications

LI AOIFGA2y A& NB aLX dZAAyaé F2NJ @2dzNJ LISNB2Yy | [ Ay
PLILX AOIF GA2y&aéd {2YS Oly |faz2z 6S dzASR 2y @2dz2NJ |1 2Y

Overview of Applications

In this part you will find tips about some Applications that are currentlig@st 2011) available and

FNB FLIJX AOFotS G2 SOSNRBO2Red® ¢KSNB NB YlIye Y2NE
LI AOFGA2yaé0 YR [AY]1SRLY FTRR& ySg LI AOFGAZ2Y
overview of the ones that have the most pattial to increase visibility and generate leads.

SlideShare

SlideShare is an Application you can use to show PowerPoint presentations and other documents on
your LinkedIn Profile.

Use the LinkedIn wizard to help set up a free account on SlideShareptadia document (it
R2SayQi KIFI@S (42 o6S I aftARS aK2¢60 FyR fAYyl Al @Al

For tworeasons:

(4

1. , 2dz Oy &KFNB AYUSNBAGAY3I AYyF2N¥IGA2Y SAGK
YR ¢NUzAd FIOG2NE a ¢Sttt & &@2dzNJ LISNRA2Y | f
2. Google loves SlideShare. As a consequence, you can achieve a high rank in selhsch re
Jan accidentally discovered this when he found one of our presentations in the second spot
on Google! Many companies pay large sums of money to get their website ranked that high
and fail. You might do better this way, without spending a cent!

(@]

Remaks,

9 Itis crucial to share only insights and tips in your SlideShare documents. Conventional
marketing material or a sales pitch has no place here.

1 Use different slideshows from your presentations to a live audience. Images and few words
make the best impession when performing live. However, since people see only the
documents on your Profile, without you explaining them, you might need to rework them
before posting on SlideShare. (Tip: with extra effort you can add audio and create a
SlideCast.)
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1 You caradd up to 4 SlideShare documents on your Profile although you can upload many
more to SlideShare. Choose wisely the ones to integrate with your LinkedIn Profile.

Google Presentation

Google Presentation is comparable to SlideShare: you can use it to skexHint slides and other
documents in your LinkedIn Profile.

lf 0 K2dAK @2dz YAIKEG GKAYylY L ¢62yQi ySSR (KS D223f

SlideShare application (and | can use 4 SlideShare presentations in my Profile but only oee Googl|

Presentation), you may want to reconsider.

The use of video is increasing on the Internet. However, on LinkedIn there is no place for a video
UNLESS you use Google Presentation in combination with YouTube.

Yes, you can also use SlideShare for videowhat you do, you lose the potential benefit of ranking
high in Google. So we recommend using SlideShare for documents and Google Presentation for
video.

These are the 10 steps for using Google Presentation to add video to your Profile:
1. Make a SHORT vidéa3 minutes).
2. Upload itto YouTube.
Go to Google Docs (you might need to create a new account, such as a Gmail account).

3
4. Choose "Create New" and then "Presentation".
5. Choose "Insert" and then "Video".

6

Search for the video you just uploaded to YouTubek ditit and press the "Select Video"
button.

7. Log into LinkedIn and choose "Profile/Edit Profile".
8. Scroll down until you see Applications (left side) and Press "Add Application”.
9. Choose "Google Presentation".

10. Select the presentation you have just made.

If you want to watch a small video about adding video to your Profile,
32 ( 2/idéb R $oold Libragy

A word of caution regarding the content: always use videos (or slideshows or docuneestigye
tips and help people. Explicit sales messages have no place on your Profile. Encourage people to

1y26 FyR tA1S &2dz FANRG o0& &KFENAY3I FyR KSt LAY
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This also applies to job seekers. In your video, share sips&om your expertise. This will show
future employers your potential value. Video gives you an extra advantage. It endorses you as
proactive and creative since almost nobody uses video in their LinkedIn Profiles.

Tip: We us€€amtasigwWindows & Mac) olshowU(Mac) to create videos.

Box.net

This application allows posting of all kinds of documents.

The difference between Box.net on the one hand ans Slide&tmar&oogle Presentation on the
other hand is the different layout. While SlideShare and Google Presentation are more visually
attractive (they show the first slide), the Box.net files application offers just an icon or list view. So
that may be a disadvaage.

Ease of use is an advantage of Box.net.
Two tips:
1 Use a folder with an appealing title for more visibility.

1 Make sure you use the list view (not the icon view) so people can read the complete title of
your document. This way they will be more inelirto actually open the document and read
more.

Box.netoffers more features for file sharing on its website.

Tip: other websites for archiving documents and sharing thernpBoxand Mozy

WordPress

WordPress is a supplier of free blog software. You can either put your blog on the Wordpress website
Or on your own server.

If you have a personal or company blog at WordPress, you can litikadpéo your LinkedIn Profile.

The advantage is that every time you post an article on your blog it is automatically updated in your
LinkedIn Profile. So you need to make the link only once; no further action is needed.

Of course, keep in mind that thedg should be relevant to your professional activity. Thus, not all
personal blogs should be linked.
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Tip: You can do much with Wordpress. Many companies make their entire website
using the WordpreskJt | G F2NX¥® 2 S |t a2 dzasS AdG F2N) GKA&A 02
G2 4S04 dzJ I a+ARS2 9 ¢ 2W@ishistplugindo NI NB X |é | .

Blog Link

If WordPresss not your blog platform, you need to use the Blog Link application. This is a bit trickier
to use because it looks at the three websites in your LinkedIn Profile for content. If you want to use
GKS . €23 [Ay1l ! LILIX AOI (A 2yhee uddgiies id poderRiofief 2 3Qa ! w[ A

Events

Ly GKS 9@Syidia RANBOGZ2NE 6{SS (2L) YSydz aa2NBé¢ | YR
to attend an event, present or exhibit at an event, or are interested in an event.

You can also make visible on y&trofile the events you will to attend (or have attended).

These are the reasons why you would want to do this:

T tS8S2LXS Oly 4SS dzasS GKS AyF2NN¥YIGA2Y (2 YSSi é:
meeting online. People can see the Events in yoafil® or on their Home Page under
Updates.

1 You can help promote an event (organized by your or someone else). Your connections might
discover interesting events they might otherwise miss by reading your Profile and updates on
their LinkedIn Home Page.

1 LKKgAraSs &2dz Oy fSINY |02dzi S@SydGa o6& f221AY:
find where you could meet them.

Tip: if you are organizing your own events, take a lodkvantbriteto assist with registrabns.

Amazon Reading List

If you like certain books and want other people to know about them, or if you want to show other
people what kind of books you like so they get to know that part of you, use the Amazon Reading list.

Make a link to a book coAmazon.com and the books (maximum 2) appear in your Profile.

Tweets - Twitter

You can link Twitter to your LinkedIn account. However, review your strategy before integrating the
two accounts.

CKAA A& | LREKSTHNEY sWINY Q¥ 2ol 28 OKQa hLAYyAZ2Y
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Pros of Twitter integration:

1  When someone looks at your Profile and likes it, they can click immediately on your Twitter
ID and start following you. This is a benefit because sometimes it is hard sofimebne on
Twitter (despite the search engine). Not everybody uses their own name or when they do
GKSe R2y Qi ltgleéa dzaS GKS alyYS LK20G§2 Fa 2y [
John Smith he is). Shortcuts make life easier.

1 You need to post sontleing only once, instead of posting it on Twitter and then again on
LinkedIn. This single step saves time.

Cons of the Twitter integration:

1 Some topics posted on Twitter are personal. Members of a professional networking website
may have nointerestin®yY ol yR a2YSGAYSa Al Aa oSGGESNI (KL
personal posts). Be aware that everything you post online could be found by your
professional contacts. Post prudently.

1 Twitter has a different pace from LinkedIn. Some people tweet 20gimnday. LinkedIn goes
much slower and people use it differently. This sometimes frustrates younger people who
prefer the speed of Facebook and TwitteinkedIn is a website farofessionahetworking
where quality is more important.

To benefit from tle advantages, while avoiding the disadvantages, use free services that allow you to
post to different websites at the same time (LinkedIn, Twitter, Facebook, MySpace and many others).
For every message you post, you can select the websites where youtw@appear, giving you

more control and saving time.

These are a few tools:

 HootSuite
 Tweetdeck
1 Ping.fm

{2 dzasS GKSasS avySial Gz22t&aé¢ G2 &l @S GAYS IyR O2yiN
C2NJ Y2 NB | aCGhapter2l: ¥dol§ To Savs You Bime When Working With LiakedIn

Note: You could also setupparely professional Twitteaccount, where you send only
occasional updates. This way, you can have the best of both worlds.
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As well as these tips, the Tweets application offers:

1 Overview you get the stream of Twitter messages from the people youvioitothe middle
of the page. Your list and the people you follow appear on the left side. You can post a Tweet
from this page as well.

1 MyTweets the stream of your own Tweets.

M Connections

o An overview from all your firalegree contacts who are also on ifter. This can be
handy to see whom you want to follow (and whom to unfollow).

0 Save as Twitter list: you can make a separate Twitter list of your LinkedIn
connections. In our opinion it makes more sense to create your own lists on Twitter
depending on yourelationship with each Twitter user you are following, or
depending on the topic. But on the other hand: this is another way LinkedIn helps
with a free tool to keep ufpo-date with your network.

i Settings

0 Choose which Tweets to display on your Profteigtnot in MyTweets): all of them
or only the ones containing #in or #li. As mentioned before we do not recommend
choosing all.

0o Additional Twitter settings (will link to your Settings page):

A Add more Twitter accounts.
A Show richlink display where possiblgicture, page title, and short
description).

LinkedIn Polls

Polls is a LinkedIn Application that helps answer your research questions using the LinkedIn network
and your network of personal connections. You can create a poll with up to 5 multiplee

answers. Members are limited to 10 open polls at one time. Those who participate in the poll see the
(graphed) results, too.

More Applications

There are many more Applicatioriddaybe Huddle Workspaces, Manymoon Projects, and
Teamspaces are of interest iftydo lots of project work. If you are a frequent traveler, Tripit might
be a favorite application. More creative workers may want to add Behance Portfolio Display. Real
Estate agents might like Rofo Real Estate Pro. Explore the Applications to findhhioseuld

benefit you.

[1 Assignmentgo the Application Directory on LinkedIn and install at least one Application.

81



Crucial Tips for Success with Applications

Being Congruent

As you know by now, it is important to build your Know, Like, and Tawagir via your Profile if you

want success on LinkedIn.

.dzi S@Sy AF @2dz R2y Qi sl yid G2 YIS YdzOK STFF2NI vy
tool (see below), it is still important that your Profile is congruent.

Why? If your current netark talks about you or refers you to someone, most of the time the third
party will end up on your LinkedIn Profile. Your Profile then needs to confirm what they heard about
you and preferably take them further (via Applications).

In other words, an attraove Profile with interesting Applications needs to support your offline
networking and referral strategy.

The Two Key Elements When Using Applications as a Lead Generation Tool

Many people use Applications as a lead generationtmalktract new customes, employees,
sponsors orvolunteerd dzi NB Y| Ay dzyadzOOSaaFdzZ © [ SGQa t221 I
underuse.

1. They forget teshare good free contentin the worst cases, they try to sell something right
away. Giving away good tips helps tdlduhe Know, Like, Trust factor:

a. Know: the more they read, the more they get to know you.
b. Like: the more they get for free, the more they like you.

c. Trust: when good content reveals your expertise, the trust that you are the expert
you claim to beincreases as well.

2. Then the most important part (which most people and organizations forget),lé&atbthem
to your websitewhere they can find more free information. In this way you increase the
Know, Like, and Trust factor even more.
On your website sk them tosign upto receive more free information from you in the
future. Once they are in your database you can send them information on a regular basis
(until they terminate).

Remark: a more powerful alternative to emailing, is hosting webinars ichygggople can see
what you offer. Or talk to them usirfgkypeor another telephone service.

Resources:

1 LF¥ @2dz R2y Qi KI @Sodaddyd &y gifdr dothaima®es And hadtihg at d U
low price, and irhouse (not outsourced) tech support.
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9 To build your database and send automated emails (this is called autoresponders),
Kickstartcart beyond the first outdated page is a verseful tool, or uséAweber. These
websites also offer integrated payment solutions.

91 If you want to sell only on your website, uBayPal

9 If you need expert help to create daments, slideshows, video or other forms of content,
use the market place for freelanceEance

1 If you want to host a webinar to share tips like we do in our free LinkedIn Fundamentals
webinar and our (paid) Linkéd Steps to Success webinar series, use a tool like
GoToWebinar(follow the link for a 30 day trial).

T ¢2 NBO2NR (GALA (G2 aKINB 2y @2dzNJ O2 YLyl SN & ONX
useCamtasiagor Windows or Mac ofShowUfor Mac.

1 If you want to selpublish a booklet or even a book or CD to send them (or to sell), look at
CreateSpacea part of Amazon.

To Blog or Not to Blog

This may be your most difficult decision. After reading this book you might be enticed to start one
using an application such as WordPress or Blog Link.

The benefits of blogging for yoususiness include:
9 It raises your Know, Like, and Trust factor:

o Know factor: readers get more insight into you as an individual or as (a
representative of) an organization.

0 Like factor: by sharing tips without wanting anything in return people start to like
you more.

o0 Trust factor: if you write using your professional expertise it shows people you are
the expert you claim to be.

1 You become more referable: it is easier for other people to talk about you and refer people
G2 &@2dzy aWHy +SNESHRBYANEAZI FASEBRNY AYyRYNBTFSI
G2 0StAS@PS YS: 2dzAad OKSO| 2dzi KAa o0f23 FyR &3
9 It might help you rank higher in Google and other search engines (Google loves content and
prefers blogs over ordinary webs#pe

9 It reinforces other facets of your career. Often, someone hears about us or reads an
interview with Jan, then they find the blog, next they sign up for the free networking e
course, check our LinkedIn Profile and then call us to request a presentatioorkshop.

A blog is part of a mix that reinforces your brand and supports your business in an indirect way.
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When NOT to start blogging
1 If you are not committed to maintaining it.

1 If the theme or purpose of the blog is unclear. This is very importamach for readers, as
you, the writer. The clearer you can be, the easier it is to become inspired.

1 If you want to only take or sell something and not want to give or share first.
9 If you want immediate results. Blogging is a long term strategy.

1 When you lave insufficient time. A following is not built quickly. If you do not have the time
to write, instead do a pod cast (= you talk instead of write) or record your tips and have
someone transcribe them.

If you cannot overcome these obstacles, it is better to start blogging. It could backfire on you:
gKSY LIS2LX S aSS (KIFd GKS flad oft23 LkRad Aa 2F HnN
might wonder whether you are still in business.

But if you do it the right way, it will help you to becemrmore referable and you will attract more
business.

Conclusion of this chapter

LinkedIn offers you lead generation tools and visibility boosters through Applications:
1 With SlideShare it is easy to share information (presentations, documents, etc.).
Gogyle Presentation helps you to integrate video into your Profile.

Box.net facilitates downloading documents you want to share.

= =4 =4

Integrate your personal or company WordPré&sg or use the Blog Link application to
update your blogs automatically on your Profile.

Use LinkedIn Events to promote your own events and network upfront.
Recommend books through the Amazon Reading List application.

(Carefully) combine the power of Ttwer with your LinkedIn Profile.

=A =4 =4 =4

Find the right applications for your needs.

In order to get results it is important to be congruent and to keep the two key elements for lead
generation in mind: sharing great content and leading people to your weliése the extra
resources we mentioned to get fast results.
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Chapter 10: Personal Branding, Raising Your Visibility and
Credibility on LinkedIn

Social media helps personal branding: making yourself visible, credible, and referable without much
expense.

When you develop your professional branavhether it is to find new customers, a new job, new
employees, partnerships, investors, sponsors, volunteers or anyone klakedIn offers a lot of
opportunities.

In general, success is always a result of your Khik®, Trust factor.

Since we already covered the details of how to do that on LinkedIn in former chapters, here we will
give an overview of the important components, with some additional tips.
Raising Visibility and Credibility: the Ingredients

An attractive LinkedIn Profile is essential, but it is NOT enough if you really want results. You also
YySSR G2 GFr1S OlA2yd {2 tSiQa RADGARS GKS 0O2YLRYS

Passive Strategy

Ingredients Where to find pointers
1 Havingan attractive LinkedIn Profile Chapter 4: How To Craft an Attractive Pro
2 For everybody: using Applications to buil¢ Chapter 9: Lead Gendian Tools & Visibility
the Know, Like, Trust factor furthe Boosters: Applications
3 If you are in marketing, sales or recruiting Chapter 9: Lead Generation Tools & Visib
using Applications as a lead generation | Boosters: Applications
tool
4 Be amember of Groups that interest yo | Chapter 6: The Heart of LinkedIn: Groups
5 If you run your own company or are Chapter 17: How Organizations Can Bene
responsible for marketing or recruiting: | from LinkedIn (versus Individuals)
Create a Company pagecluding your
products/services

¢KS 08SySFAGE 2F AYLESYSydAay3d (GKS GAyaINBRASy(Gaé 2

o

To be found by other people via LinkedIn.
To be found via sear@ngines.
To support your active and proactive strategies.

o O
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Active Strategy

Ingredierts Where to find pointers
1 t2ad {41 Gddza ! LRI G S{ See below
2NJ a/ 2 BYS Y& SNI LIS2
Updates
2 Share information via the Sharing See below
Bookmarklet
3 Ask for Recommendations See below
4 Contribute to Answers See below
5 Contribute to Groupsstart Discussions | Chapter 6: The Heart dinkedIn: Groups
@2dzNESET YR 0O2YYS
Discussions
6 Confirm your attendance via LinkedIn Chapter 11: The Power of Combining Onli

Eventswhen available

and Offline Networking: Events

7 Start your own GroupMake sure you
consider the consequencégfore
choosing this responsibility!

Chapter 12: The Heroes of LinkedIn: Grou
Managers

¢KS 0SySTAala 2F AYLXSYSyuAy3a 0KS GAYyaANBRASyGat

0 To increase your visibility to other people, heryoair Know factor will increase.

0 To show you care about helping others (by contributing answers as well as asking

guestions), to increase your Like factor.
o0 To show you are a specialist in your field of expettisence your Trust factor will

increase.

Proacti ve Strategy

Ingredients

Where to find pointers

1 Use the 5 step basic strategy to find
people who are of interest

Chapter 3: How To REALLY Use LinkedIn
Step Basic Strategy

2 Use the 10 strategies to findeople who
can help you reach your goals

Chapter 7: 10 Strategies to Find People
Using LinkedIn

3 Attend offline events,whether or not
connected with LinkedIn Events and
Groups

Chager 11: The Power of Combining Onlin
and Offline Networking: Events
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o0 People love to help each other, but need to know how. The more concise the
guestion we receive the moreffectively we can respond. So help other people to
help you by preparing your question with care, and then explain how they could help
you. Never assume they know how to be of assistance or that they are thinking of
you.

o ltis crucial to have aattractive LinkedIn Profile to support this proactive strategy. It
is your first impression after the contact is made by your mutual contatake it
memorable.

The above passive, active, and proactive strategies apply to everybody. However, there are more
elaborate strategies for particular situations:

T If youwantnew customerE NB I R (i K SChapieNH:{HS\AREALLY Wse ldnkedin
to Find New Customegs®

1 If you arelooking for a new job read the strategies/i Cldapter 15: How to REALLY Use
LinkedIn to Find A New Jolp

f If you need taecruit new employeeZ NB | R (i K SChapieNI6: HOAAREALLK ¥ &
Use LinkedIn to Find New Emplege ®

Raising Your Visibility with Status Updates

t2adAy3 {dGFdda ! LRIFIGSEa 2y08S Ay | 6 kdgledcoriadts LI
{GF Gdza ! LRI GSaA
R2AY3IKE 2y CHOS622] 2NJ 20KSNJ 6So0ariSao

These are some parameters of a Status Update:

1 You may use up to 599 characters for the text.

1 You can also add ik to a web page. LinkedIn then looks for more information
about that link and presents you with a picture and/or text. This might make your
status update more appealing. You will see a preview, allowing you to make changes
before you post.

1 You can alseelect who sees your status update: only your connections-(fegtee)
or anyone who visits your Profile.

When choosing content, remember that LinkedIn is a professional network. Keep your status updates
professional as well (and avoid personal messpages
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When you post your status update (besides being visible on your Profile), usually yededirse

contacts will be notified via Network Updates on their Home Page, and via a weekly Network

Updates email.

| 26 SOSNE GKAA& RSLISYy Ria y2Zya €& AdNII2KSy ad tNSRRPoR AdeS {8590l A
page. It also depends on whether the people you allow to see these updates have included these

dzLJRIF 6S&a 2y GKSANI al 2YS tF3S¢ @Al GKSANI a{SOGAyS3

Tips:

1 A good strategy to remain the one yooetwork will think of first, is to check other
LIS2 L) SQa &Gl Gdza dzLJRFGS&a FyR GKSy OK22a$sS af A
1 LT &2dz KIF @S 02yySOilAizya ¢K2 akKINB t2G4a 2F O
your homepage stream, you can easily hide those connecfionsthe overview and
keep your stream relevant to your professional interests. Just hover over an update and
Of A0l WIARSQ® ! yF2Nldzyl G6Stex dzyAyF2NX¥SR LIS?2
remove those who are updating too much from their networkother words, if you post
too many status updates that are not relevant to your network, they might remove you
as a firstdegree connection.

[J Assignmentwrite a Status Update.
OLFT @2dz R2y Qi 1y2¢6 o6KI G G2 #deRinkdIatipsadeinihotsS-y G A2y
really-uselinkedin.comJ )

Raising Your Visibility with the Sharing Bookmarklet

z

The Sharing Bookmarklgta | G 22f G2 KSfL) 82dz aKINB AyGdSNBaidAa
bottom of each page)

After you have installed it in your browser you have these options:

1 Post to Updatesyou share a current web page with a personal note, as a Status Update on
LinkedIn.

1 Post to Groupspost this web page (together with a note) to one or more LinkedIn Groups
you have joined.

1 Send to Individualssend this web page via a (personalized) LinkedIn message to your first
degree contacts. You can also add the emaifresisks of other people.

The Sharing Bookmarklet helps you post interesting information in a minimum amount of time.

However, keep in mind that not all Groups apply the same criteria to regulate content in their
Discussions. Always make a considered chaleen you want to post to a Group.
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If you only contribute to Groups and never answer a question, people might perceive you as a
spammer. Then the negative Know, Like, Trust factor starts: instead of recommending you they warn
people NOT to contactyou. Rn 0 K 6 Qa G2 06S | §2ARSRO®

If you want to watch a shostideo about tle Sharing Bookmarklet,
go to theideo & Tools Libragy ®

Raising Your Credibility with Recommendations

A positive jnteresting recommendation always increases your personal branding and your Know,
Like, and Trust factor.

However, there are two problems with recommendations on Linkedin:

1. Most recommendations are:
a. Too vague instead of focused on specific resultsaahieved.
b. Written only by colleagues instead of by a variety of current and former customers,
clients, partners, suppliers, managers, and team members.

2. Caution: LinkedIn works to devalue recommendations instead of increasing their value.
Whenyourecommend 2 YS2y Sy (GKS F2ff2gAy3 YSaal 3asS | LIJS
you like to return to favor by recommendimagmek ¢ ¢ KS g2 NR& G NB G dzNy K S
the credibility of this action because most people reciprocate right away. Someone who
really values reammendations will look at both Profiles and notice that they are submitted
2y (0KS alyYS RlIégd ¢KS LISNOSLWIIAZ2Y GKSytoS02YSa
gone is the value of the recommendation.

How to Ask for Recommendations
These are the stepsewecommend:

1. In conversation (whether fae®-face or on the telephone) ask the other person if they use
LinkediIn.
T LT GKS& R2yQlU dzaS Ad 2N KI @S yS3aldrgdS FTSSt A
LinkedIn, go no further. You may want to explain beaefits of LinkedIn first. Or you
might want to back off if they are extremely negative.
2. Ask if the other person liked working with you. If their answer is positive, go to the next step.
If they hesitate, you have to explore their reticence first.
3. Ask tlem if they will kindly write a recommendation for you on LinkedIn. Again, only if you
get a positive answer, go to the next step.
4. IF they say you may send them a request to write a LinkedIn Recommendation, do so.
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Impulsive people skip steps 1 to 3. Everrse they may send out an impersonal mass mailing
requesting a Recommendation.

The result? Few responses and their folegree contacts will feel spammed. This damages your
reputation instead of helping building the Know, Like, and Trust factor.

What alout the content? Unfortunately, people typically write a vague recommendation. You can

always ask them to refine it before you make it visible on your LinkedIn Profile. If they want to help

@2dzZz odzi R2y Qi 1Yy26 gdadittheytahusasad iaSszTh@viomSimthisi 2 & N&R
flraid aSyaSyOS NS @OSNE AYLRNIFIYyG aiayoOoS @&2dz R2y Qi
If the recommendation still is not satisfactory (or if you receive a recommendation from someone

with whom you would rather not be assbd: 4t SR0O X @2dz Oy KARS AlGd LG g2y
Profile.

What about the comment about reciprocating? If you genuinely want to write a recommendation for
GKSY Fa ¢Stttz 6FAG + O2dzLl)f S 2F ¢SS{aoHi@1 & 92AR (K
perception.

How to Deal with Requests for Recommendations

Sometimes people will ask you for a Recommendation that will show up on their Profile page.

LT &2dz (y26 GKSY ¢Stttz AGQa Srae G2 oNRGS || aLISC
can see any recommendations you write for others. The options are: everybody, only your first

degree contacts, or nobody.)

.dzli gKI G AF &2dz R2y Qi 1y26 GKA& LISNAZ2Y ¢SttK | yT¥
this when you have never experiertcéheir work or had any significant exchange with them.

This is a tip from Bob Burg, authorterfidless Referragsmd The Go Giver

| often discuss how to refuse a request tisagither unreasonable or simply one you don't care to
accept. The key is to do so in such a way that the other person is not offended and not made to feel
ashamed for asking, while at the same time not "leaving the door open" for them to come back with
an answer to your "objection.”

In this uncomfortable situation you need to say "no" without embarrassing them (which might lead to
their blaming and resenting you), and in such a way that they will understand and respect your
decision. The following shout@ agreeable:

Hi xxx,

Thank you so much for asking me to write a recommendation for you on LinkedIn. You seem
like a great person and I'm sure your work is excellent. Of course, because | haven't
experienced your work directly, it would be difficult fortmevrite a recommendation as
though | have. But | truly do appreciate the fact that you thought highly enough of me to ask.
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Thank you for understanding. | have a feeling there are many people who have benefited
from your fine work and will be delightéa provide a recommendation based on their actual
experience with you.

With best regards,
Bob

[] Assignment write a Recommendation for someone else.

Raising Your Visibility and Credibility with Answers

A part of LinkedIn we have not mentioned untilndvd ! YA 6 SNE 0G2L) YSydz daz2NB

We already explained that the value of Groups lies mainly in the interactions between people. Before
the Discussions function was introduced, there was another tool that stimulated interaction:
Answers.

The concept isimple: some people ask questions and others answer them.

Again, this allows you to receive help from the network as well as raigewsibility and credibility.

The Benefits of Answers

1. People will notice when you answer questions. The same may ayally you ask a
jdzSaGA2yd ! yagSNRE NB 2Ly (2 Fftf [AY]1SRLY
countries other than your current location.

2. When responding to a question you can also add the URL of your website. Moderate use of
this feature gies your website more visibility and helps to boost your ranking in Google and
other search engines.

3. The person who posted the question may select the best answer. The person who provided it
is awarded an expert point.

Once you have gained someexpe2thy ta &2dz gAff +faz2 oS tAadSR
which raises your Profile even more. The number of points required to be included in that list
depends on the category. It is easier to get in the expert list of a category with few questions
and fewpeople who answer. But with fewer questions your visibility as an expert will be
limited.

Expert points are a bonus, but your intent is to genuinely help other people and share good tips.

By doing so you will be perceived as an expert and rewarded iw#yigor your effort.
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Using Answers
Possibilities

9 You can ask questions.

1 You can answer questions.

1 You can search through open and closed questions and their answers. In this way you can
find an answer before you post the same or similar question. Yoalsarfind questions to
which you know the answer.

Ask a question

LinkedIn allows you to ask 10 questions per month.
To help you get answers to your questions, LinkedIn provides a few options:

1 You can choose an appropriatategoryfor your question so chaces are higher you will get
a good result.
1 You can indicate whether your question is related &pacific geographic locatian
1 You can post your question in everfficially-supported languagevia the interface of that
language. This might be easierxpeessing your question in English is difficult. Of course,
you can always ask your question in your own language via the English interface, but chances
are higher to get a good response if you use the officgllyported languages interface.
f YoucanchodS bh¢ (2 LI2&0G &2 dzNJ |j dzS adnlgtd @GptaD0ad)KS a! y
your first-degree contactsThis might be a good workaround if you want to send a message
and want to reach more people in one attempt than the 50 you can select when you
compai S I YS&aal3S Ay @2dz2NJ LYyo2E 2NJ OAlL daé [ 2Yyy
52y Qi F6dzaS GKS dao2NI RGARSE 2LI0A2y 6KSy f221Ay3
ASNIDAOSAE o082dz O2dz2A R dzaS GKS GLINAGF(GSéE 2LIA2y 02
they may perceive it as spam!). We have described other places on the platform for those purposes.
20K [AY1SRLY SyLif2eSSa IyR YSYOSNB ¢lyd G2 {(1SSL
GKFGO A& AYFLLINRBLNREFGS YAIKG b8 odsequehdes far JobrPéofild Yy R NB
FYR O2yySOGAGAGE AT @2dz 1SSLI R2AYy3 (KA& O f (K2 dz3

Answer Questions

Answering questions may help to raise your visibility, credibility, and expert status.
LinkedIn provides you with thellowing options:
T a! yagSN) vdzSaidazya¢e LI 3IASY
0 Browse througtcategories
A When you are in a category you can subscribe to its RSS feed. Then you will
receive questions in your field of expertise in your RSS reader instead of
having to go to LinkedIn to lod&r new questions.
o0 Choose thdanguage interfac€officiallysupported languages).

0 You can also look atosed questionsand thelist of experts(= people who have
earned expert points by answering questions).
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0 Share these answers by gopg/pasting gpermalinkto this question or emailing it.

0 You can choose to onlgply privatelyor to add a private message to your public
answer.

0 Youcanaddupto | wo[y@uAanswer andguggest one or more experisn this
case, the expert is n@omeone who has earned expert points, but someone you
consider an expert. Give your network some visibility as well by sharing their web
sites and suggesting they are experts. In time, they might even do the same for you.

[J Assignment go to Answer and awer a Question.

A Few Remarks about Answers

. 2dz 1y29 y2¢6 (GKIFG 4! yagSNRERE Yl e 3IAPS @2dz 62NI RgA
y2i FOGAGS LINPFSaarazyltte Ay (GKS SYdGdANB @g2NIR Iy
might not be theplace to spend your time. Answering questions in your chosen Groups provides
FILAGSN) gAaAoAftAGe YR Y2NB ONBRAOGATAGE G2 GKS L
expert points.

The advantage of Answers is that all the answers are storediaitide for everybody months after

you have answered a question. So this is another way to passively raise your visibility and credibility.
lfta2 0S FoglFNB 2F K2g 20KSNAR NBIFOG G2 KSIF@e 02y (N
spread across Aci SA2 NA S&H hdzNJ Ot ASyda aley G¢KSasS LIS2 L
L R2yQl 1y2¢ AF L ¢2df R KANB GKSY 2NJ GNMzAd GKSe@
perspective and it says more about them than those who help others. Freemnsamal branding

perspective it might be wise to focus on fewer categories and a few select Groups than to answer all
kinds of questions worldwide.

Note: if you ask a question yourself, whether in Answers or in a Group, people appreciate knowing
what you dd with the input you got. So take the time to respond.
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Conclusion of this Chapter

Your Personal Branding strategy consists of three levels:

1 Passive

1 Active

9 Proactive
As well as the reminder to (re)read the tips from preceding chapters, you also learned how to
increase your visibility and credibility via Status Updates, Sharing Bookmarklet, Recommendations
and Answers.

Always remember the intent is to increase your Knavke, Trust factor.

94



Chapter 11: The Power of Combining Online and Offline
Networking: Events

As already mentioned, the REAL power of networking lies in the combination of online and offline
networking.

LinkedIn Events and LinkedIn Groups stamulate networking before, during, and after an event
and vice versa.

Ly GKAa OKIFLIWGSNIo6FYyR (G4KS NBadG 2F (GKS 62210 (GUKS 5
conferences, trade fairs, mixers, and similar activities organized in a busimésmenent.

[ SGQa 221 G AG FTNRY (KS LRAYyG 2F GASs 2F |y 2N
participant.

How to Use LinkedIn for a Successful Event

There are 5 parts:

1. Preparation

Facilitation Before the Event
Promotion

FacilitationDuring the Event
Facilitation After the Event

arwbn

Step 1: Preparation

When you are organizing an event, the most time is spent in the preparation phase. If you are
organizing yearound events, these tasks might be routine but most people organize an engnt
once in a while.

For a large event you need various suppliers. Some of them you already know, others you still need
to find.

Whether you are looking for a venue, speakers, sponsors, partners, hosts, catering, audiovisual
equipment, badges, hotel accanodation, flyers, handouts, banners, or anything elégnkedIn is
an extraordinary tool to help you find the right people.

How can you use LinkedIn to help you find suppliers?

Q)¢

D2 Qhapted 7: 10 Strategies to Findopée on Linkedlh 'y R F2ff2¢ (GKS (GKNBS

1. Preparation: define whom and what you need.
2. Use one or more of the 10 strategies to find the people need. Look at your mutual
connections.
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3. Ask them their opinion of the potential supplier and if ip@sitive, request an introduction
via a Magic Mail. When you are looking for a supplier a Magic Mail is less necessary than
when you are looking for a customer. You still may benefit from it since being introduced by
a mutual connection might achieve orciease a discount.

Tip: if you want extra tips and examples of a Magic Mail,
R2goyf 21 R (i K\Bdéo SFTN@EsYibrébybS &

If you need a platform for event registration, take a loolEaentbrite Their registration and
payment solutions cost little.

Step 2: Facilitation before the Event
albye LIS2LXS R2y Qi FSSt O2YF2NIlFoftS FGdSyRAyY3
strangers. Othepeople report they no longer go to events because they find them of low value.

You can use LinkedIn to facilitate both types of people and lay the foundation for the promotion of
the event in one step.

1. Create a LinkedIn Event for your event.
The benefitare:

a. People can indicate whether they are attending, presenting, exhibiting, or are just
interested. Whatever the chosen option, their fidegree network is notified via
Network Updates. When people have the Linkedln Events Application installed, your
event might be featured in their profile, too. Imagine seveyal manyt participants
doing this!

b. The event will get extra visibility in Google and other search engines. Since LinkedIn
is a website with a lot of traffic its pages are ranked high in seargmes.

2. Create a Group or Subgroup for your event.

a. We prefer a Subgroup rather than a Group. An event is temporary and so is the
forum for the event. The best solution is a Group that facilitates online networking all
year round with one Subgroup feach event. This Subgroup can be started a few
months or weeks before the event and closed a few months after.

b. Use a Subgroup to facilitate networking up front and during the event.
i. Start some Discussions yourself. For example:
1. Car Pooling.
2. Discussion aha the main topic.
3. More information about the event.
4. Ask for advance questions from registrants so speakers can use them
in their presentations.
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ii. Ask one or more of the speakers to start a Discussion.
1. Onetime.
2. Schedule it before the event. For examplepéakers at the event;
every week another speaker starts a Discussion.
iii. Behind the scenes: help connect participants ahead of the event. Maybe you
1y26 | 3A22R NBl azy ¢gKeé (GKSe& akKzdzZ R 02y
Magic Mails are a perfect tool to ithend!
iv. wSI R GKS GALJA | 02dzi K Xhaptérd2: Bhé Mevodst | G S A
of LinkedIn: Group Managersd

3. Create a Twitter hashtag for your event
This Twitter tip is another form of communication to help pkonf promote the event and
to facilitate networking during it.

4. Make a Foursquare location for your event
Although most venues now have their ownurSquardocation, also make one for your
event to help people find each other much easier.

An extra tip outside LinkedIn: send participants some tips about how to network at the event before
they arrive, or host a webinar for this purpose. For example: somen@ations hire someone from

our team at Networking Coach to speak about LinkedIn at the event itself and hostargezence
webinar with tips for offline networking.

Step 3: Promotion

To promote your event, use two strategies: a fictgree and a send-degree approach.

Firstdegree approach

Most people are familiar with these straightforward actions on LinkedIn:

1. Send a message to your figegree contacts.
2. If you are a Group manager, you can:
0 Send an announcement to the Group members.
0o Post aDiscussion about the event.
3. Post Status Updates.
4. If you want to pay: use LinkedIn Ads (or work together with LinkedIn on a special project, see
http://marketing.linkedin.con).
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Seconddegree approach

Thesecod-RS3INBS | LILINRIF OK R2SayQi F20dza 2y @2dzNJ i NBS
organizationshaving accesto the target group.

These may be basic tips but we have noticed that not many people use them

1. Get more access tmdividual potential participants
Goli 2Chdpter 7: 10 Strategies to Find People on Linkedir y R F2f f 2¢ GKS KNS

1. Prepare yourselfivho is your target audience

2. Use one or more of the 10 strategies to find the people you want. Check mutual
connectios.

3. Ask them for an introduction via a Magic Mail.

2. Get more access tgroupsof potential participants

1. D2 Ghapted7: 10 Strategies to Find People on Linkedir Yy R F2f f 246 GKS (K
a. Prepare yourself: find who hagcess tg/our target audience. Think of other
suppliers to the same target group (e.g., marketing managers), the various media
related to the target audience (journalists), professional organizations (board
members), trade myanizations (chairman), etc.
b. Use one or more of the 10 strategies to find the right people. Explore your
mutual connections.
c. Request an introduction via a Magic Mail.

2. Tap the power of your direct contacts

a. Ask your firstdegree contacts to send a messag their connections.
b. Ask your firstdegree contacts to post a status update.

3. Tap the power of the participants who have already registered

a. Ask participants to confirm their attendance via the LinkedIn Event you have set
up. Their firstdegree contactsvill be notified via Network Updates.

b. Ask participants to join the (Sub) Group you created for this event. Their first
degree contacts will also be notified via Network Updates.

c. Ask participants to send a message to their connections.

d. Ask participantsd post a status update or tweet about the event, using the
hashtag you chose for the event.

e. Note: few people are accustomed to helping you in this way; you need to
encourage them. For example, request their help in the confirmation message
about the event.
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4. Look for LinkedIn Groups with the same target audierared ask to work together.
Think how you can make it worthwhile for them as well. For example, free tickets to the
event. You can ask Group managers of another Group to:

a. Send an announcement to theBroup members.

b. Post Status Updates.

c. Attend the event themselves.

d. Post a Discussion in their Group about it. Of course you can do this yourself if you
are a Group member. However, some Group managers want to be consulted. It
is also preferable that Groupanagers or any third party rather than you
promote an event. You want the post to be perceived as a notification rather
than a sales pitch.

While strategies to get access to individual participants are more time consuming than strategies to
get access tgroups, they may be more effective. You make direct contact with potential
participants, while the other strategies give your event visibility. When you run smaller events for a
specific target audience the individual approach might bring more particgpant

Step 4: Facilitation during the Event
We want to share a tip about the Twitter hashtag.

At the beginning of the event ask everybody who has a Twitter and LinkedIn account to tweet their

LinkedIn name followed by the hashtag. The other participants lvam find them to make contact

during a break.

h¥ O2dz2NES &2dz OFryQi R2 (KA& GAGK | O2yFSNBYyOS 27
really help participants find interesting people. As a result they will value your event naoe

come again ext time.

Step 5: Facilitation after the Event

The LinkedIn Subgroup you have set up for the event offers extra ways for participants to stay in

touch.

{AyOS Y2aid LS2LX S R2yQl SELISOG (KAa &2dz ySSR (2
can ind there. The best way to do that is in a folloyy email after the event.

Some examples of what you can do in the Group:

1 Post some extra Discussions about topics raised or comments made during the event.
9 Ask the guest speakers to start a new Discussmaopntinue a Discussion they started
before the event, or to comment on another relevant Discussion.
T t2ad fAyla G2 LK2G2a 2F GKS S@SylG 6dzy F2Nldzy | i
T t2ad ftAyla G2 aftARSaA 2N 20 KSMNntyih Gréupsyet,tbut o & 2 dz ¢
if you only have a few documents, you could post them in your LinkedIn Profile and direct
people there. In this way you will get some extra exposure as well).
1 Announce a posevent webinar with extra tips for using the idestzared.
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How to Use LinkedIn to Prepare Yourself for an Event as a Participant

If you are attending an event, LinkedIn should be a fantastic resource to prepare yourself to get the
most out of the event.

[ SGQa 221 4G 6KFIG @2dz OFy R2Y

1. Before the event
2. During the event
3. After the event

Step 1: Before the Event

alye LIS2LXS FSSt dzyO2YF2NIiloftS G S@Syi
SoSyiG st+a | glFaitsS 2F GAYS 0SSOl GKSe
[ SGQa f 221 nmight hglg with foth IESUSR L

1. Determine on LinkedIn if a LinkedIn Event has been created.

T LT @2dz OFLyQi FAYR I [AY]1SRLY 9@Syiz y20ArATFe
9 Ifthereis a LinkedIn Event:
o Indicate you will be attending. This will help etfpeople to contact you before
the event.
0 Make sure that you have enabled the Event application on your LinkedIn Profile.
This will show other people that you are attending the event. They may contact

you.
0 Look at the LinkedIn Profiles of the other papgants. You can make contact

with some and arrange to meet each other before or during the event. Or if you

are from the same location, you might suggest sharing transport to the event.

Whether or not you make contact before the event, just looking atoMJ LJS 2 LJX SQa
Profiles gives you a feeling of being acquainted. This makes it easier to approach them at
the event. It works the other way around as well, so make sure you have created an
attractive Profile (including an dip-date photo)!

Tip: create a list of people you want to meet at an event and contact them.
You may prefer to meet before, during or right after the event (a meal together?).
More advice can be found dhe CDd [ S i{i2Qay S Ol | that donfain® @S y|i €
30 tips to get the most out of any event (also available in MP3 format).
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2. Look on Linkedin for a LinkedIn Group or Subgroup for the event.

f LF &2dz OFLyQl FAYR | DNRdzLJ 2NJ { dzo ANR dzLJZ | & ]
9 Ifthere is a (Sub) Group:
0 Look at the member list of the LinkedIn Subgroup. You can make contact to
arrange a meeting at the venue.
o Contribute to existing Discussions. This makes you visible to others. Your Know
and Like factor will increase. Some people mayp &bok for you at the event to
talk faceto-face about your posts.
o If you are interested in car pooling (whether you are wanting or offering a ride),
look for a Discussion around eamoling. If there is none, start one yourself.
o Start a Discussion youl$about:
A One of the topics.
A A question you have.
A A statement.

3. Let other people know about the event

1 Use these options that LinkedIn Events provide you with:
o awS 02 Y Yheguent It will be shown in the Network Updates on the Home
Page of youconnections.
o G{KIFKNB¢ GKS S@Syliod ¢KAA 2LWGA2Yy |ft256a &:
send the information about the event.
1 Post a Status Update about the event. Use the website and Twitter hashtag for the
event.
T ¢6SSG F02dzi GKS sSv@Bie antt TwiterdaskitdgS SISy (0 Q

[J Assignments

1) Go to LinkedIn Events, look for an Event you are interested in and confirm your
attendance/interest.

2) Join the (Sub)Group of the Event.
3) awSO2YYSYR¢ YR a{KINB¢ (GKS 9@Syio
4) Send a Status Update about the Event.

If you want to watch a video about using LinkedIn to prepare yourself for an event,
32 ( 2/ideb R $oold Libragy d
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Step 2: During the Event

Since you have prepared yourself it should beenmcomfortable to make contact with the people
who interest you, and the contact should be more valuable.

You can also tweet about the event with its hashtag included so other people know you are present.
This also helps to make contact during breaks.

If you useFourSquaremention your arrival. This will allow other participants to find you. More
0F O13ANRdzyR AYT2NXI GAZ2Y 2y C2 dzNEhdpt2NIBolsITy Favez i K SNJI
You Time When Working With Linkeglld

Step 3: After the Event

During an event we are limited by time to speak with only a few participants. Of course, there were
many other interesting people in the room. Perhaps they will connect whertgotinue the
conversation online, in the LinkedIn (Sub)Group for the event.

Benefits of returning to the LinkedIn (Sub) Group after the event:

T ¢2 FAYR LI NIAOALNI-date. 82dz K gSy Qi YSi ¥FI OS
To continue Discussions started before the event.

To start a ew Discussion about a topic, idea or statement that came up during the event.

To post questions from people you have met so other people might become involved.

To share your experiences of the event.

To further build your Know, Like, Trust factor with tither members.

= =4 =4 4 =4

Conclusion of this Chapter

The real power of networking is in the combination of online and offline networking.
LinkedIn helps both organizers and participants to get the most out of their events.
Event organizers got tips for these 5 stag

1. Preparation

Facilitation before the event
Promotion

Facilitation during the event
Facilitation after the event

a s WD

Participants received tips to get more out of events:

1. Before the event
2. During the event
3. After the event
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Chapter 12: The Heroes of LinkedIn : Group Managers

Groups are the heart of Linkedlrtheir owners and managers are the heroes. They spend time and
effort without being paid (at least not by LinkedIn) to build communities in which people can
exchange mutual help.

Maybe you are a managgourself of a thriving Group. Then you probably know most of this chapter.
However, if you are a Group Manager with a slow or dormant Group, or if you aspire to start a
Group, read the information carefully.

Benefits of Being a Group Manager

Why would smeone want to become a Group manager since it involves time and commitment with
no immediate return?

These are a few reasons:

1 Passionate about sharing ideas.

1 Passionate about helping people.

1 Desire for increased visibility.

1 Contacts with people thegtherwise would never have met.

1 Contacts with people they otherwise would never have accessed.
Pitfalls

hyS 2F GKS NBlFraz2ya ¢Keé [AY]1SRLY DNRdzLJa 02NJ 23 KSN
that the last 3 benefits are seen as the goal andawma consequence.

For example:

1 Companies start Groups around their organization or their brands to have better access to
OdzNNBy (G FyR LRGSYUGAlt Odzad2YSNBR® ¢KS& R2y Qi
can help their customers, only of ways to haasier access to them.

f alyeé O2YLIyASa R2y Qi 3IAGBS SyLi 2es8Sa i a
G2 YFIyF3aS O02YYdzyAdiASa o0SOlFdzAS GKAAa R2SayQid LI

Solutions:

1 Create Groups around a topic or a themeot a brand.
1 Think d ways members of this Group can be helpambnsider their needs and interests.
1 Give the Group managers enough time to be committed to success.
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These solutions involve time and creative ways for the long term. As a consequence only few
companies succeed hmaving interactive Groups. The Groups with Group managers who dedicate
their spare time and who are focused on helping others tend to be the successful ones.

Challenges of a Group Manager

[ SGQa F&dadzyS @2dz I NB aidAft edWhatSvNBeyduSmainAy o0S 02 YAy
concerns?

1. There are too few members.

2. There is not enough interaction between the members.

3. Some members are active, but not in the way you want: for examplepsatioters or
spammers.

Most people, including Group Managers, haever heard of the B-90 rule of online communities
(whether on Facebook, LinkedIn or any other network). Understanding this rule is crucial for success
with LinkedIn Groups.

This is the 39-90 rule:

1 1%of the members of a Group are vamyactive theypost questions, share information,
and start discussions.
T 9%of the members of a Group areactive:they answer questions and comment on
discussion topics.
f  90%of the members of a Group apmssivey (1 KSe& 2yfeée 221 2NJ R2y Qi €

This isvery important to know as a Group Manager. It means you need a critical mass for an active
Group; you also need to be more proactive yourself, especially in the beginning.

Though this might be discouraging, th@-B0 rule can also have the opposite effied® L G Q& y 24 0 S
there are not many responses to a Discussion that only a few people have seen it. From a
O2yGNROGdzI2NRA LRAYUG 2F @GASH (GKS FANBRG NBadzZ Ga YA
it than you would think.
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How to Get MoreMembers for Your LinkedIn Group

What Do You Want for Your LinkedIn Group?
Before you start inviting people to your LinkedIn Group review your intentions for this Group:

1 Whatis the goal?
1 Who belongs in the target audience?
What type of Group do you wantpen, membe2 y £ & 2 NJ LINZp®@rl6iiTBe HeaitS S &
of LinkedIn: Grougs F¥2NJ Iy SELX Iyl GdA2y 2F (K2a$S (eLiSaot

For example: you could set up a Group for HR Managers in Italy to stimulate the exchange of ideas.
You calld make it a membeonly Group so the content is not shared on the web, but everybody is
allowed to join the Group. You can also create Subgroups around specific topics like diversity,
compensation, benefits, and recruiting. Another Subgroup could besadlone for members of the
trade organization of HR Managers in Italy. In this Subgroup they could discuss topics that are more
sensitive or specific to the trade organization.

Setting up a Group like this might ensure enough contributions and an offlustential new

members for the trade organization while keeping sensitive information inside a smaller Subgroup.

[ FdziA2yY AT @2dz R2y Qi LI & Sy2dAK FGiSyadArAzy (2 GK
subsequent steps will be harder and more ¢hitonsuming!

'Ol x 910600 , ETEAA)T ' O1 O6P6O -Ail AAOOGEED

If your LinkedIn Group is associated with a trade organization, an alumni program or another kind of
professional organization, the logical first step is to invite all members or alumni via an email. If yo

KFE @3S | LINAGFGS DNRdAzLJE o6dzi R2y QG 61 yid G2- F LILINR GBS

F LILINE @S GKSY it O0@Al GKS dGalyl3aSé (Fo6o Ay @&2dzNJ C

Whether starting a group, or wanting to encourage new members, use these tips to attract more
people toyour LinkedIn Group:

1. Buildyournetworkdza A y3 (K3 KEAJIENF MY | &g (2 . dzAf R , 2dzN
Fast ® ¢KA& LINPPARSEA &2dz oAGK GKS F2dzyRIFIGA2Yy 27F
people with canedions to potential members.

2. Invite the people from your own firstdegree networkto join the Group.

3. Use the followingstrategies to find potential member§ NRChapter 7: 10 Strategies to
Find People Using LinkedIrY

a. Search with parameters: define the characteristics of your target audience.
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Browse in the networks of your connections to look for people who have the profile
of a potential member. Browse the network of current Group members first.

[22]1 O axASpRREARS HKA2 OASHGSREY YIlye
Use Companies: if you focus on a specific industry in a specific country, this should
provide you with some names.

Create alerts: once you have defined your target audience you can save your
searchesand be notified of new potential members.

4. Ask your mutual connection for a Magic Mail to point out the Groupto him or her.

5.

Asking for the Magic Mail and followingp is much more timeonsuming, but if you focus
on a smaller group of people with a irdefined profila this approach could be of great
benefit.

'aS GKS a{ Kl side MEhdzBdup Flong dage menu):

a. Share on LinkedIn: in one action you can post to a selection of sources including

i. Status Updates

ii. Discussions in other Groups

iii. Messages to your LinkedIn connections or to people whose email address
you have

iv. Be careful when you use this approach: not all Group Managers of other
Groups will be happy that you promote your Group in theirs. Other people
might perceive your message asasp Announcing &ree event or webinar
would work much better than a plain invitation to join the Group.

b. LYOAGS 2GKSNB 0dzaS a{SYR LYy@AlliA2yacE

i. You can invite your connections to join the Group or people whose email
address you have (you can even upload a list).

ii. You can allow other members to use this option as well or disable it
depending on what you want with the Group. If you want to keep the Group

private, it is better to disable it.

6. Create a Welcome message wi#tm invitation to invite other people As a Group Manager

Ay &

82dz Oy ONBIGS a¢SYLX I {iSa¢é o6Ay GKS dqal yl 3S¢

a welcome message. You could invite new members to invite their network as well. However,

until they have ay experience with your Group they may be hesitant to do this.

Once you complete these actions, you will see a snowball effect. People are notified via the Network
Updates on their Home Page, and via email, which Groups their connections have joineterThis

may arouse their interest.

The more members your Group has the higher it will rank in the search results of the Groups

directory. That should attract extra members as well.

Of course, you need to keep repeating the above steps to achieve a coasimflow of new
members over time.
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How to Stimulate Interaction between Group Members

Having members in your Group is one thing, having lots of activity is completely different. Many
Groups start very enthusiastically, but die a silent death after anfienths.

These tips stimulate interaction:

1.

Post interesting articlesWe advise making a list of topics while you are creating the theme

FYR GFNBSGO dZRASYOS 2F (KS DNRdzZLJd LT &2dz OF y¢
group definition. YolR 2 y Qi KI @S G2 gNARGS GKS&asS | NIAOf Sa &
do that or refer members to some interesting websites and blogs. The most important factor

is that the content should interest the members.

Post your questions in the Discussiarisaddition to your 30 topics for articles, you might
want to make a list of questions that might interest or stimulate participation of the
members. Also add relevant news that is important for the members and ask them to
comment on it.

Answer questions inhie Discussions

Post apreview of the next evenbr areview of a past eventEncourage members who
attended the event to add their opinion or share the ideas they found enlightening.
aSYOSNE ¢gK2 O2dZ RYyQi IGdSyR YABHKdhannef 82 g yia

Askan expert from the Group, or external to the Groupm write an article and then post it

to the Group. This should be interesting if you have an external guest speaker at your next
event, perhaps a foreigner. Access to such a speaker is typically limited. However, when the
speaker starts a Discussion amdgponds to comments, members may feel special because
they now enjoy access and interaction.

Ask members who might be an expert to respond to a questidiney may have not read
the question in the Group.

If you want to stimulate (immediate) interactiogend messages to a few people asking

them to join the discussio® al y& LIS2L}X S KI @S aSi GKSANI y2aA
are missing out on a timely topic. However, do this only when the discussion topic is really
interesting.

Post in the Discusens the name of the expenivho might know the solution, especially if
this person is a Group member. Public praise is always appreciated.

Avoid clutter in the DiscussiondVhen members post messages that are outside your

established rules, you can expldirat the Discussions are not the place for such messages.

YSSLI AY YAYR (KFd Y2z2ald LIS2LXS gK2 LRad aAyl Ll
interact in forums. Removing undesirable messages and replacing them with pertinent ones

will also help keep thetber members happy.
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10.

11.

12.

13.

14.

15.

16.

17.

Help connect membersWhen you meet someone online or offline who might be interesting
to another member, connect the two via a Magic Mail. This action alone will create a happy
community of members who will keep extending their memibgpsyear after year.

Extra action for outside the Group:dz3 3 S &G @2dzNJ YSYOSNAR | a SELISNI
sectionof Linkedin.

Send a periodic announcemenis a LinkedIn Group manager you can send an email to all

Group members (only 1 per week). Since manY SY0o SNB R2y Qi GAaArAdG GKS
extra email might rekindle their interest. However, avoid being perceived as a spammer since
they probably already receive the daily or weekly digest. Make the content worthwhile.

Set up News Feed#\s a Groumanager you can set up feeds from interesting blogs and
websites with RSS functionality. Once set up, they run automatically. You can do this via the
Gal yr3S¢ GFo Ay @&2dzNJ DN dzLJo

Feature an interesting DiscussioA Group Manager can select a Discussidhe&s
al yI 3SNRa / K2A0Sd ¢KS GAGES 2F GKS OK2aSy b5A:
the Home Page of a Group.

If possible:organize eventsThe full power of networking can be found in the combination

of online and offline networking. If youakie the time and the resources (and your Group is

located around a specific geographic area), consider organizing a local event so members can
YSSi SIkOK 20KSNIX 0 C2CRdpt¥rd NFne Bolverdaf Chming @rline S @Sy (1 &
and Offline Networking: Ever#sy @

Integrate your LinkedIn Group in your own websité.you are responsible for a professional
organization or for an event, look at the Group API. This software code allows you to

integrate some LinkedIn Grodpdzy O A2yl f AGe& 6A0GK &2dzN)J 6S06aA0Sd
conversation, but it makes the Discussions visible at more places and increases the chances

that someone will contribute.

Ly@2ft @S Y2NB LIS2LX S AsyaGloupdwnSrlyde Sali o kollD F dzy O A 2
Group managers. When people have an official role, they feel more involved and will

contribute more. You can divide all the previous tips over 11 people. This decreases the

workload and increases your leverage. Ask them to stimulate interaciind to invite new

members.

[J Assignment Apply one of the tips to stimulate interaction.
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How to Deal with Group Spammers and Other Unwanted Actions

LinkedIn has received many requests from Group owners and managers for tools to support them in
keeping their Groups clean from spammers. As a result LinkedIn now provides tools to do this under
GKS dalyl3S¢ G106 Ay @&2dzNJ DNEP dzLJo

Group Rules

The Discussiongstions in some Groups get cluttered with messages, which are not relevant or are
shameless sales pitches. Defining rules for all members helps prevent this behavior or justifies
corrective action when it happens.

The Group Rules link can be foundontheg LJ NA I3Ki aARS 2F SIF OK DNRdzLJ LJ
your Group members to read them!

Why is it important then to set Group rules?

,2dz YSSR Iy 202S0OGAQBS FTNIYS 2F NBEFTSNBYyOS 4KSy &2
Promotions or Jobs. Thendh understand that there is no personal attacthese rules apply to
everybody.

Group Settings

In Group Settings you can balance more allowed actions by members (and more potential spam) with
less potential spam (but fewer actions).

Options:

f Enable/DisableDiscussions and News FeaturésK Sy @ 2dz RA&al ot S GKAAa TSt
get any spam, but also no interactions.
o Enable/Disable Promotions tab.
A Allow/Disallow only moderators and managers to move discussions to the
Promotions area.
o Enable/Disable Jobs tab.
A Allow/Disallow only moderators and managers to move discussions to the
Jobs area.
o Automatically remove content flagged by group members. You can set the number
of flags a Discussion needs to receive before it is removed.

91 Display the Subgroups tab (or npt
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1 Permissionschoose one of these options. Members of this Group
0 Are free to post (discussions, promotions, jobs and comments).
o0 Are free to post promotions, jobs, comments, and submit everything else (for
approval).
0 Are free to post jobs, commentmly, and submit everything else.
o0 Are free to post comments only and submit everything else.
0 Submit everything for approval.

1 Restrictions:
0 Require/Not require moderation for new Groups members.
A Number of days that a person remaifrseewg to the group(your choice)
0 Require/Not require moderation for new people on Linkedin.
A NumberofdaysthataJSNE 2y NBYIFI Aya aySégé G2 [AYy]!
o0 Require/Not require moderation for people with few or no connections. Since people
with zero connections arpossible fake Profiles created for SPAMMING, you may
want to require moderation for them.

1 Membership choose between
o0 Auto-Join: Any member of LinkedIn may join this group without approval from a
manager.
A Remark: Users with few or no connections will ANSAequire approval
from a manager to join the group.
A Display (or not) this group in the Groups Directory.
A Allow/Disallow members to display the logo on their profiles.
A Allow/Disallow members to invite others to join this group.
0 Request to Join: Users musiguest to join the group and be approved by a
manager.

As you can see there are many ways you can control the settings of your Group. Use these options to
make the Group function in the best way for its members.

Which Actions to Take

Once you have setputhe Group Rules and Group Settings, there are several actions you need to
take, depending on how strict the settings are.

The stricter the settings the more you will need to use the Submission Queue and the Moderation
Queue.

In the Submission Queue ybave the following options:

9 Discussions: Approve, Move to Promotions, Move to Jobs, Delete
1 Promotions: Approve, Move to Jobs, Delete
1 Jobs: Approve, Move to Promotions, Delete
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In the Moderation Queue you need to decide whether you want to move flaggedi€ions to
Promotions or Jobs or delete them.

What can you do with someone who keeps spamming?

1. [ 221 GKSY dzZLJ @Al &Gt I NOAOALI yidaé yR GKSyY
2. Decide which action to take:

a. & wS Y 2ta#i&s ¢he member out of the groupubdoes not delete the member's
past contributions. They can request to join the group again.

b. & . f ZaRds the member out of the group and places them on the Blocked tab,
which prevents them from requesting to join again. It does not delete the member's
past contributions.

c. a. f 201 dakes thd n®mnlE€out of the group and places them on the
Blocked tab, which prevents them from requesting to join again. It also deletes all
past contributions.

d. hNJ &@2dz Oy ©6S YAf R I y Req@r&sMotiegr&iond @ SA NJ LIS NI A

Q¢
(Vo))

If you click Unblock & Remove from the Blocked tab, it takes the member out of the group without
deleting the member's past contributions and they can request to join the group again.

Conclusion of this chapter

In this chapter you learnetthe benefits and challenges of being a Group Manager.

You also learned that thed-90 rule is crucial for success with LinkedIn Groups as is knowing what
you want with your Group and deciding who belongs to the target audience.

Finally, you received tipgbout the three challenges to a Group Manager:

1. How to get more members for your LinkedIn Group.
2. How to stimulate interaction among Group members.
3. How to deal with Group spammers and other unwanted actions.
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Chapter 13: Keep Control: Home Page & Settings

Some people complain that they get too many emails from LinkedIn (most of the time they mean

they get daily digests of all the Groups they joined), that they get too much information on their

Home Page, or that too many Invitations arrive from people Ry Qi Yy 2 6 @

90SYy AF @&2dz FNB 02y iSyild oAGK K2g [AY{1SRLY @2NJ]a
become aware of the possibilities. At the end of the chapter there is a list with the most important

settings to consider.

Home Page

You carcustomize your Home Page so you will only see the information that interests you.
Left column:
9 Status Update Box: not customizable.

1 LinkedIn Today: you can delete this box. Click on the delete cross that appears on the right
side when you hover over it.

f ULRI GS&aY @2dz OFy FAEfGSNI GKS NBadzZ Ga OAF (GKS 2
next subchapter). You can also search the updates; a useful feature is that you can use search
ONRGSNARI GKIG &2dz KI @S al gSR| DRIKEEpt&HES 20/ 3a 2
How LinkedIn Provides Us with More Insights: News &€l ab&

9 Justjoined LinkedIn: not customizable.

Right column:

T tS8S2LXS ,2dz al@ Yy2¢63 ! RAX 2K2Qa zASWSR & 2dzNJ t
May Be Interested In and Groups You May Like: not customizable.
1 Applications: drag them to change their order or you can delete them. If you delete them

from your Home Page, they still will appear in your Profile. If you want to remove an
ApplicationO2 YLJ SiSfe&x R2 a2 @Al dGaz2NBkaé | LILX AOI {A

Settings

LinkedIn offers a whole range of settings to refine your experience (click on your name on top of the

LI 3S FyR GKSy aStSO0 a{Stiday3aaéoo aepfonRiati I RAI y il
YFye LIS2LX S R2y Qi Fftgle&a dzyRSNEGFIYR gKIG GKS& R2
AS0GAy3a INBo {2 t860a GF18 + t221 G GKSY®
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[ SGQa OFtf GKS G2LI 2F GUKS LI 3IS GKS 20SNBDASGO

Note: before actually going to the Settings page, you have to log in again. This is a security
measure to avoid others changing your settings while you are away (e.g., gone to a meeting)
or without your knowing.

Overview

Primary Email
/| £t A0l 2yoa/ KIy3aSe
1 Change your primary email address
9 Add all your other email addresses. It is recommended that you do this in order to:
0 Avoid creating multiple LinkedIn accounts without knowing.
0 Always being able to login to LinkedIn, even if you changed jobs or fargot y

password or if your primary email address is temporarily or permanently
unavailable.

Password

To change your password, you need your old one!

Account Type

Your current account type is listed here.
You can explore premium (paid) features, compareanttypes, and upgrade your account.

¢KS | O02dzy i GeLlSa F2NJI W20 {SS{SNR 3 wSONMHzA G SNE C
{SSTSNI t NBYAdzYé 2NJ aW20akIl ANRY3I {2fdziizayaéo

InMails (paid option)
InMails are messages you can send to anyone on dlinke

They come with a guaranteed response: InMail credits are returned if you don't get a reply within 7
days.

¢CKSNBE A& fa2 LyalAf CSSRolIOlY ¢6KSy a2YS8S2yS aSyF
to their name. This is a rating system.

T New: The sender has received InMail Feedback less than 5 times.
T LT GKS aSyRSND& trad mn Lyalifta NBOSAOSRY
0 Atleast 9 positive responses: 5 stars
0 Atleast 8 positive responses: 4 stars
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At least 7 positive responses: 3 stars
At least 6 positive responsesstars

At least 5 positive responses: 1 star
Less than 5 positive responses: O stars

o O O ©

Introductions

You can see how many Introductions you have available (5 with a free account, more if you upgrade)

FYR K2g Ylye |NB 2dziaidl yRAhA®R®enttahednisttd gey/imddycad Y S|y
G2 a2YS2ySsy odzi GKFG AG KFrayQd NBIFOKSR (KS TFAYLI €
(vet).

OpenLink (Paid option)

If you have an upgraded account you can join the OpenLink network. This meaneriast-
degree contacts who have upgraded their account can send you a message without having to use a
(paid) InMail.

Premium Badge (Paid option)

With an upgraded account, you can show this badge on your Profile. It might give the impression that
youtake LinkedIn more seriously because you pay for the extra feature and thus may be more
professional. However, perception depends on the individual; follow your intuition whether or not

you should display this the badge.

Profile Settings
LinkedIn offers different settings regarding your Profile.

Turn on/off your activity broadcasts

You can enable (default) or disable notifications to people when you change your profile, make
recommendations, or follow companies.

When would you want to tur this off?

1  When you are making lots of changes to your Profile in one day (every time you save a
change, this appears inyour B8t S INBE S O2y Gl OGaQ bSGo2N] | LIRIFGS
back on later so people are notified when you gradually add morécghions or change
positions or companies.

1 When you are looking for a new job and don't want your current employer to see that you're
updating your profile. Of course they still will see those changes when they look at your
Profile, but at least they areot notified.
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Select who can see your activity feed

Your activity feed displays actions you've performed on LinkedIn. This is what people see in their
Network Updates on their Home Page and weekly emails.

Your options are:

1 Everyone

1 Your network (first thre degrees)

9 Your connections (firaiegree contacts)
1 Onlyyou

Select what others see after you've viewed their profile
Your options are:

1 Your name and headline.
1 Anonymous profile characteristics such as industry and title.
1 Total anonymity.

Note: Selectig option 2 or 3 will disable Profile Statistics.

{StSOG 2LWA2Y H 2Nl o 6KSy @2dz R2y Qi ¢l yid LIS2LX S
for new customers, new employees, or a new job do this. However, if they notice that you have

visited their Prafe and are able to see who you are, they might want to start the conversation with

@2dzd ! YR GKIFIGQa Y2NB O2YF2NIlFofS GKIFIY @2dzNJ KI @AYy

Select who can see your connections

Select who can see your connections: your {fitsgree connectionsr only you.

People will always be able to see shared connections and you will still appear as a mutual contact in
search results.

{2YSOAYSas LIS2LXS INB y2i0 gAftAy3d G2 akKz2g GKSANI
the other peopleonLinkedkh 52 &2dz SELISOG G(KSY G2 2Ly (GKSAN y
gl yid G2 NBOALINRBOIFGSKE LT @2dz R2y Qi |ff2¢ @&2dzNJ y S
them to share their connections with yours, that is fair.

{2YS LIS2LX S RZYy ®iNP@IASH (KNRIMEK (I KSAN) O2yySOGA2ya

O2YLISUAG2NAR (2 4SS GKSAN)I Odzad2YSNE® LT &2dz FSINJ
they see connections on LinkedIn, you need to strengthen your relationship with your customer

/| 2yGSYGiSR 0dzaG2YSNR R2y Qi a¢A0G0OKZ S@Sy ySdziN} f 2
brings uncertainty. In most cases, people prefer to remain with the same provider, especially when

they already obtain a quality product/service for a reasdeglirice, and enjoy a good relationship.
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Change your profile photo & visibility
In addition to users you contact, you need to choose to whom your profile photo is visible:

1 My Connections
1 My Network
1 Everyone (default)

For us there is no reason to hide our photo. On the contrary, having a nite;dgie photo on a
Profile helps to build the Know, Like, and Trust factor.

Manage Twitter Settings

There are several options:

9 Add another Twitter account.

91 Accountvisibility: display your Twitter account on your LinkedIn profile: yes/no. Choose
GeSaég AF e2dz gl yid LIS2LAS (2 (y26 &2dz  NB 2y ¢
you.

1 Sharing Tweets: share only tweets that contain #in or #li in your LinkedIrsstets/no.
/| K22a$S aeSaé¢ G2 |@2AR GKS NRa|l 2F &2dz2NJ Y2NB |
LinkedIn.

1 Tweet Display: show rich link display where possible (photo, page title, and short
RSAONALIIAZ2YO0Y &Sakyz2d / K22aS8S aeSaé¢ (G2 AYONBI

Email Preferences

LinkedIn offers many ways to limit the amount of emails you receive and to choose the type of emails
and messages.

Select the types of mesages you're willing to receive
Messages:
9 Introductions, InMail, and OpenLink messages (Default if yoa hawpgraded account)

9 Introductions and InMail only (Default if you have a basic account)
9 Introductions only

{2YS LIS2Lx S OK224S aGLYUINRRdAZOUA2ya 2yfteéé¢ GKSYy GKS
from people who use InMail for that purposeghis is the reason why you might not be able to reach
some people even if you pay for InMails.

Opportunities:

9 Career opportunities
1 Expertise requests
1 Consulting offers

116



Business deals

New ventures

Personal reference requests
Job inquiries

Requests to reconnect

=A =4 =4 4 =4

You can choose which opportunities are acceptable. This gives other people an idea when to contact
you, or not.

Also keep this in mind when you contact other people. However, most people have never really

looked into this option, ath the data in their Profile might not be accurate. Take the cautious

F LILINBF OK AF (GKS& RARYQiU tAad GKS NBlFazy 6Ke @ 2dz
your Profile that you are not open for a career change, but | would like to kritvatifs up to date or

y2idé {GAffX 6S R2y Qi NBO2YYSYyR {(l1Ay3a (KS O2fR

Advice to people who contact you

Explain what you are open for, or not. Select how you want people to contact you: via LinkedIn, via
email, via theelephone, etc.

Set the frequency of emails

LinkedIn offers many different kinds of messages that can be sent. Some will be more important to
you than others.

You can set the frequency of each type to:

M Individual Email

1 Weekly Digest Email

1 No email (you red it on LinkedIn. However, this is a dangerous option because you might
forget to look at it and miss opportunities)

You can customize your settings: for example, to receive an individual email when someone sends
you an Invitation or a direct messadger Network Activity (Network Updates) you may prefer a
weekly email.

Select who can send you invitations

Options:
1 Anyone on LinkedIn (default)
1 Only people who know your email address or appear in your "Imported Contacts" list
1 Only people who appear your "Imported Contacts" list

If you get too many unwanted Invitations, you may want to change these settings. However, you risk
YAdZaAyYy3d LYy@AGlIGA2Y & FNRBY AYGSNBalAy3a LIS2Lx S K2
@2dzNJ ALYLRNISR /2yal O0dasg tArado
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Set the frequency of group digest emails

Review this option when you feel you receive too many emails from LinkedIn.
C2NJ SI OK DNRdzL) 82dzQ@S 22AySR @&2dz Oy OK22a$sS G2 N

1 A daily digest email of Group activity
1 A weekly digest email of Group activity
1 Noemail (you go to LinkedIn and follow the actions yourself)

¢C2RIF&X [AY1SRLY Y2yAG2NR &2dz2NJ Ay@2ft 3SYSyild Ay {(KS
G2SS1fte 5A3Saié¢ AT &2dz NB y2G I OGABS 6FyR y20AT
of the email overload, but you probably might want to control this yourself by adjusting the settings.

If you get annoyed by emails from Groups, it usually means that you find the value insufficient.

Evaluate your Group memberships from time to time and éetlne Groups that are no longer of
interest.

Linkedln Communications

From time to time LinkedIn sends emails on behalf of the company or its partners. You can indicate
whether you want to receive those or not.

Turn on/off LinkedIn announcements
Choose whther or not you would like to get announcements, tips, and insights into new products
and features. Default = yes.

Turn on/off invitations to participate in research

LinkedIn periodically invites users to participate in market research studies. Usédemtifed

based on norpersonal information such as title, company size or region. Participation is completely
voluntary and personal information is not revealed.

Choose whether or not you would like to receive invitations to participate in online rdsstudies.
Default = yes.

Turn on/off partner InMalil

LinkedIn Partner InMails are messages from its partners with informational or promotional content

that is part of a marketing or hiring campaign. These Partner InMails are sent to LinkedIn users based
on nonpersonal information, such as the title of your current position, your primary industry, or your
region, and are not from individual recruiters using LinkedIn. Your name and email address will not

0S RA&Of2aSR (2 [AY]1SRLYQa YIFINJSGAY3 LI NIYSNREO®

1 Choog whether or not LinkedIn's marketing partners may send you informational and
promotional messages. Default = yes.

1 Choose whether or not LinkedIn's hiring campaign partners may send you informational
and promotional messages. Default = yes.
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Groups, Companies & Applications

You can change these settings related to Groups, Companies & Applications

Groups
Select your group display order

There are two options:

1 Set the order of the Groups you have joined, with the madtied Groups first.
1 Choose how manroups you want to see in the navigation menu (= when you hover
over Groups in the top menu). Default = 3, you can have as many as 10.

Set the frequency of group digest emails

This is the same option as already discussed: you have the option to reatilg digest email, a
weekly digest email, or no email. You can change the setting per Group.

Turn on/off group invitations
Choose whether or not to accept invitations to join a Group.

Default = yes.

Applications
View your Applications

LinkedIn Applicabns

Listed here are applications you have either installed or granted access to while you were using
LinkedIn. Removing them here will remove them from your home page, profile page, and prevent
any further access to your LinkedIn data. To remove them froom home page only, visit the home
page and click the X on the application title bar. To remove them from your profile page only, visit
the Edit My Profile page and click the Remove link next to the title of the application.

If you want to remove an apipation temporarily, you can select More/ Get More Applications in the
navigation menu and select the application. At the bottom right of that application page you can
uncheck both boxes (display on my profile, display on LinkedIin homepage).

External Webites

Listed here are external partner websites to which you have granted access to your LinkedIn profile
and network data. If you remove access here, your LinkedIn data will no longer be accessible to these
sites. To reenable them in the future, visit thwebsite and grant access again.
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Websites here includelootSuiteor tools from the LinkedIn Labs like InMaps or YledReview (see
oChapter 18: How LinkedIn Provides Us Wiibre Insights: News & Labs) &

Turn on/off data sharing with thirdparty applications
You can choose whether or not to share data with thpedty applications.
Default = yes.

Since you need this turned on to be able to tkmtSuiteor tools from the LinkedIn Labs, it makes
sense to leave the default setting.

Account

Privacy Controls
Manage Social Advertising

LinkedIn may sometimes pair an advertiser's message with social contenLinkedIn's network in

order to increase the relevance of an ad. When Linkedin members recommend people and services,
follow companies, or take other actions, their name/photo may show up in related ads shown to you.
Conversely, when you take these acti@msLinkedIn, your name/photo may appear in related ads
shown to LinkedIn members. By providing social context, LinkedIn makes it easy for their members to
learn about products and services that interest their LinkedIn network.

Choose whether or not Linkedls allowed to use your name and photo in social advertising.
Default = yes.

Turn on/off enhanced advertising

LinkedIn works with partner websites to show enhanced advertisements on their sites to LinkedIn
members. This collection of partner sites ifledithe LinkedIn Audience Network. Advertisements
shown to you on the LinkedIn Audience Network are selected based cpersonally identifiable
information from your LinkedIn profile

Advertisers may target only segments of the Linkedln membershipd@aseategories such as

Industry, Job Function, and Seniority. For example, advertisers may choose to target advertisements
to LinkedIln members who work in the Textiles industry. If you work in the Textiles industry and visit a
site on the LinkedIn Audiead\etwork, you may be shown a relevant advertisement rather than one
unrelated to your field.

LinkedIn will not share personally identifiable information to enable these services.
Choose whether or not the Linkedin Audience Network may show you enhaneedisithg.

Default = yes.
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Settings
Show/hide Profile photos of other members

Select if you would like to see photos of:

1 Everyone

1 Your network (first three degrees)

9 Your connections (firalegree contacts)

f Noone
In some parts of the world recruiters angt allowed to see photos of candidates until a certain stage
in the process because of aliscrimination laws. That would be a reason to make access to other
1JIS2 L) SQ& LIK2G2 GSYLRNINRtEeE dzyl @At ofSo

Customize the updates you see on your home page

The frst tab page (Update Type) is the place to customize the Network Activity or Network Updates
you see on your Home Page.

First, choose how many updates you want on your Home Page: between 10 and 25.

Then choose the type of updates you want. By default yilreceive everything, but you probably
want to change this according to your own situation and interests. This is the list:

1 General
o New connections in your network
0 Updates from your extended network
0 Status updates from your connections
o0 Posts from youconnections

91 Profile & Recommendations
0 When connections change profile information
0 When connections change profile photos
o0 When connections receive recommendations
0 When connections upgrade to a premium account

9 Questions & Answers
0 Questions from your conndons

0 Answers from your connections

1 Jobs
0 Jobs you may be interested in

 Events
0 Events your connections are interested in or attending
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1 Polls
o Polls from your connections

1 Groups
o Groups your connections have joined or created
o Discussions from your groups

1 Applications
o Application updates from your connections

1 Company Pages
0 When connections modify or add a Company Page

T News
0 When connections follow news

¢tKS aSO2yR GFIo LI 3IS O0KARRSYOL akKz2ga GKS tAad 27
anymore onyour Home Page. The reason you have done that might be: too many updates, not the

right content (too much personal information via Twitter) or perhaps you no longer have a good
relationship with this person.

,2dz OFy dzyR2 (KAa I QRIS d6é8 oQdMiCyAdYy 3 U KS a{ K2 g

Select your language
You can change the language of your user interface to another one of the supported languages.

Click on the link to see the supported languages.

Get LinkedIn content in an RSS feed

RSS is a technology that gives you access to LinkedIn content through your favorite RSS feed reader
(like Google ReadeNewsgatoror Netvibes). LinkedIn offers two types of feeds, public and personal.
Public feeds offer the same content to all LinkedIn members. Personal feeds contain private
information from your LinkedIn network.

The Network Updates feed publishes your personal Netwip#tates in RSS format.
This is disabled by default.

As already mentioned: each LinkedIn Answers category has its own RSS feed. You can find the whole
list on this page.
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Conclusion of this chapter

LinkedIn offers many ways to refine your experience.
Themost important settings are:

Select what others see when you've viewed their profile
Manage Twitter Settings

Select the types of messages you're willing to receive
Set the frequency of emails

Set the frequency of group digest emails

Select your grouglisplay order

Customize the updates you see on your home page

=A =4 =4 =4 -4 -4 -9

You might want to change other settings as well depending on your situation and preferences.

If you want to watch a small video about the most important settings,
32 ( 2ideb R $oold Libragy
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Chapter 14: How to REALLY Use LinkedIn to Find New
Customers

This chapter is for sales managers, sales reps, business development managers, freelancers,
members of referral clubs and eyody else who needs new customers.

The same tips apply for neprofits looking for sponsors and advertisers.

Since we discuss the strategies throughout the book, this chapter serves as a quick reference guide;
many of our trainees like to have an ovewiof the different steps. As well, we offer a few tips for
members of referral clubs.

Overview

Passive Strategy

Ingredients Where to find pointers

1 Createan attractive LinkedIn Profile Chapter 4: How To Craft ditractive Profile

2 UseApplications to build the Know, Like, | Chapter 9: Lead Generation Tools & Visib
Trust factor further Boosters: Applications

3 Use Applications as a lead generation to¢ Chapter 9: Lead Generation Tools & Visib
for new customers Boosters: Applications

4 Join Groups where your current custome| Chapter 6: The Heart of LinkedIn: Groups

and prospects are members

5 Join Groups where your (potential) Chapter 6: The Heart of LinkedIn: Groups
referrersare members

6 Create an attractive Company Profita Chapter 17: How Organizations Can Bene
ask the responsible person to do this from LinkedIn (versus Individuals)

124



Active Strategy

Ingredients Where to find pointers
1 Post Status Updates and Like, Share or | Chapter 10: Personal Branding, Raising Y
I 2YYSy(d 2y 20GKSNJ LI Visibility and Credibility on LinkedIn
Updates
2 Ask for Recommendations Chapter 10: Personal Branding, Raising Y
Visibility and Credibility on LinkedIn
3 Share information via the Sharing Chapter 10: Personal Branding, Raising Y

Bookmarklet

Visibility and Credibility on LinkedIn

4 Contribute to Groupsstart Discussions | Chapter 6: The Heart of LinkedIn: Groups
@2dzNESET YR 0O2YYS
Discussions
5 Contribute to Answers Chapter 10: Personal Branding, Raising Y
Visibility and Credibility on LinkedIn
6 Confirm yourattendance via LinkedIn Chapter 11: The Power of Combining Onli

Eventswhen available

and Offline Networking: Events

7 Start your own GroupMake sure you think
through this commitment!

Chapter 12: The Heroes of LinkedIn: Grou
Managers

Proactive Strategy

Ingredients Where to find pointers

1 Use the 5 step basic strategy to find new| Chapter 3: How To REALLY Use LinkedIn
customers StepBasic Strategy

2 Use the 10 strategies to find the people | Chapter 7: 10 Strategies to Find People

who can help you reach your goaleew
customers or people who have access to
them

Using LinkedIn

3 Attend offline events, whether or not
supported by LinkedIn Events and Group

Chapter 11: The Power of Combining Onli
and Offline Networking: Events

125



Extra Tips for Members of Referral Clubs

If you are in sales or have your own company and you are already a member of BNI, BRE, LeTip, BOB,
Flevum, Red Peppers or any other referral tlulell done, you are on your way to success!

LinkedIn can help you to get more out of your membership. Thertigss part are very similar to
the ones for finding a new customer, but adjusted to guide the people in your referral group so you
can help them to help you better.

Tip 1: Make a Good Profile and Connect with Every Member of Your Referral

Group

ThisY AIKG &aSSY 200A2dzaxr odzi Ylye dGdAyYySa ¢S 101 | 13
other members from our own group. As a consequence we miss many opportunities to exchange

help.

When making a Profile on LinkedIn your function should make cleat you do to everybody and
especially the members of your referral group.

Connect with all the other members so you can see to whom they are connected (and who might be
a good prospect for you.) With this action you give them the opportunity to see witantgn refer
them to as well.

{2YS LIS2LX S FNRBY &@2dz2NJ NEBFSNNIf 3INRdzL) 62y Qi KI @S
Profile to get them started. Better still; organize a session for a few people to help at the same time.

Also, add extra vak to newcomers by inviting them to LinkedIn. If a new member gets 20 invitations
to connect on LinkedIn after the first meeting, he might already experience the potential power of
this group (and the network behind this group). This will encourage himttwn and become and

active member.

Tip 2: Make a Definition of Your Customer/Prospect

This is a crucial, but too often overlooked step. Failing to define and update a good definition of a

prospect stops the flow of referrals. If you lack a clear définjtthe members of your referral group

R2Yy Qi (y26 K2g (G2 KSf L) &2 dzda wasklofitiieSadd adrdsyaion & 2 dz dza S
for all involved.

Maybe you already have the name of a person or a company from your prospect list. Use this
information to help members of your referral group to find the right people for you.

Tip 3: Look in the Network of Other Members to Find Prospects

alye (dAYSa @2dz2NJ FStft26 YSYOSNB O2dzZ R IAGS @&2dz |
be connected to pople who might be good prospects, but they never think of them when viewing

your products or services.
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By looking for prospects you might discover that someone from your referral group knows one of
them. The power of LinkedIn makes these connectionbleisi

The first strategy to receive more introductions to prospects known to your referral group colleagues
is browsing their network. Chances are that they are connected with potential customers.

h¥ O02dz2NESS> dzaS (GKS adGNI iSEARSAONE
as well.

Az
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Tip 4: Create a Group on LinkedIn

If you are responsible for the local chapter of your referral organization, you might consider starting
a Group on LinkedIn. We recommend this if your chapter has na othlme forum.

This Group can facilitate the exchange of advice and tips among members. This may increase your
value at faceo-face meetings.

{ §S CHagte? 126The Heroes of LinkedIn: Group Mandgers

Tip 5: Answ er Questions in the Discussions of Your Group

If your referral group has a Group on LinkedIn (or on another website), this is an excellent place to
introduce yourself to the other members.

52y Qi LINRPY2:GS &2dNBSt T 06 dzy te Siup Mankdery, buk Idok frE LIt A OA ( €
ways you can help your fellow members.

By answering the questions they pose and providing good advice you increase your visibility and
credibility. Also share the positive comments you hear from contacts following any ictiods you

make for a referral group member. Honest public praise is ideal. It works even better online because
it is written instead of spoken (and keeps being recycled). Also invite your contact to write a
Recommendation on LinkedIn for your referral gpacolleague.

As a consequence of your being active in the LinkedIn Group, your Know, Like and Trust factor will
increase and your referral group colleagues will hold you in higher esteem and give you more
referrals.

Tip 6: Attend Every Meeting of Your Ref erral Group to Reinforce Your
LinkedIn Efforts

By now you already understand how LinkedIn can expand the results you get from your referral
group membership.

It also works the other way around: by attending the meetings of your referral group, you véll ha
more actions to take on LinkedIn.

The benefits of attending meetings:

1 When attending meetings you shoulive example®f projects you did for customers. This
will help your colleagues think of extra contacts they may have for you on LinkedIn and other
networks. Even an excellent Profile has little room for examples or stories. You may add
some, but be sure to keep yourd®ile succinct and easy to read.
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9 After discovering that a fellow referral group member is in contact with a prospect, you can
talk before or after a meeting about how well they know each other, give more
background information about a request, and suggeke best way to refer to you This will
help him give you a better refermaland a better result.

9 Iltiseasier for people to get to know, like, and trust each other when they meet fdce
face They experience how the other person interacts with them dmddther members.

As you see, membership in a referral organization combined with a proactive presence on LinkedIn is
an ideal way to get referrals.

Tip: if you want even more tips on building an effective referral strategy
look atour Everlasting Referrals Home Study Course

Conclusion of this chapter

LinkedIn offers a variety of ways to find new customers. This chapter gave you an overview of three
different steps:

1 Passive Strategy
9 Active Strategy
1 Proactive Strategy

If you are a member of a referral club, these 6 LinkedIn tips can help you get more out of your
membership:

Create a good profile and connect with every member of your referral club
Define your customer/prospect

Look into the network obther members to find customers/prospects

Start a Group

Answer questions in Discussions of your Group

o o~ w bdPE

Attend every meeting of your referral club to reinforce your LinkedIn efforts

Tip: for people who want more support in finding new customers via LinkedIn including
a stepby-step plan, webinar access, extra tools, video tips and email support,
we offer special packages. Lookmatw.how-to-really-uselinkedin.comfor the details.
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Chapter 15: How to REALLY Use LinkedIn to Find a New Job

This is a chapter for people who are looking for either a new job or an internship.

Looking for a new job is a job in itself. Take thalleimge seriously and spend enough time on it.

More than 50% of open jobs is not advertised therefore it is crucial to be proactive to find the job of

your dreams.

LinkedIn is a great tool to help you reach your goal.
throughout the book, this chapter is first and foremost a quick reference guide, but you will also get

some extra tips to find a new job or internship.

Overview

Passive Strategy

Since you can find most of theistrateg

Ingredients Where to find pointers
1 Create an attractive Linked|Rrofile Chapter 4: How To Craft an Attractive Prof
2 Use Applications to build the Know, Like,| Chapter 9: Lead Generation Tools & Visib

Trust factor further

Boosters: Apptiations

3 Use Applications to show your expertise | Chapter 9: Lead Generation Tools & Visib
Boosters: Applications
4 Be a member of Groups that recruiters | Chapter6: The Heart of LinkedIn: Groups
have joined
5 Be a member of Groups that your future | Chapter 6: The Heart of LinkedIn: Groups

colleagues are member of

6 Upgrade your account (Paid)

See below

Active Strategy

Ingredients Whereto find pointers
1 Post Status Updates and Like, Share or | Chapter 10: Personal Branding, Raising Y
I 2YYSyd 2y 20GKSNJ LI Visibility and Credibility on LinkedIn
Updates
2 Ask for Recommendations Chapter 10: Personal Branding, Raising Y
Visibility and Credibility on LinkedIn

129



Share information via the Sharing
Bookmarklet

Chapter 10: Personal Branding, Raisfogr
Visibility and Credibility on LinkedIn

Contribute to Groupsstart Discussions
@2dNESET YR 0O2YYS
Discussions

Chapter 6: The Heart of LinkedIn: Groups

Contribute to Answers

Chapter 10: Personal Branding, Raising Y
Visibility and Credibility on LinkedIn

Confirm your attendance via LinkedIn
Eventswhen available

Chapter 11: The Power of ComiigiOnline
and Offline Networking: Events

Start your own GroupMake sure you think
through this commitment!

Chapter 12: The Heroes of LinkedIn: Grou
Managers

Proactive Strategy

Ingredients

Where to find pointers

Use the 5 step basic strategy to firalnew
job

Chapter 3: How To REALLY Use LinkedIn
Step Basic Strategy

Use the 10 strategies to find the people
who can help you reach your goalsew
employers or peopleonnected to them

Chapter 7: 10 Strategies to Find People
Using LinkedIn

Attend offline events whether or not
supported by LinkedIn Events and Group

Chapter 11: The Power of Cbming Online
and Offline Networking: Events

Use theFind Jobopportunities Linkedin | See below
offers
Contact recruiters and Hiring Managers | Seebelow

directly vialnMail (Paid),but remember
that a Magic Mail via a ntual contact may
work much better
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Extra Tips to Find a New Job via LinkedIn

LinkedIn offers tools geared toward job postings. Use them to your advantage! However, remember
that only a small percentage of job offers are posted on LinkedIn. Use the other strategies from this
bookas well!

Find Jobs
D2 (2 aW20akCAYR W20aé o0G2L)I YSydzo ®

There are 4 tab pages:

1 Jobs Home
Saved Jobs
Saved Searches
Advanced Search

= =4 =4
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Jobs Home

Here you find:

9 Search box (with nk to Advanced Search)
1 Jobs You May Be Interested In: LinkedIn matches jobs with your Profile.
1 Email Alerts: select when you want to receive emails about Jobs You May Be Interested In:
o Dalily
0 Weekly (default)
o No email alerts
T a{SS Y2NB¢ Gl pSaKeya:NB2aw2pm3IS2dz al& .S LydS!
long, refine the results. When you hover over a job posting, you can save/unsave it and find
similar jobs.

Advanced Search

Parameters for a focused search:

=

Keywords

Job Title

Company

Location:country, postal code, and radius
Functions

Experience

Industries

Date Posted

Salary (when available)

=A =4 =4 =4 -4 4 - 4
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You can sort the results by:

Relevance

Relationship

Date Posted (most recent)
Date Posted (earliest)

= =4 =4 =4

Refine the results list with the same parameters.
Actions:
 Createalerts @ al gAy3 &2dzNJ aSI NOKS&a oLINBaa (GKS a{l @
0 You can choose daily, weekly or monthly alerts. Or none (then you have to go to

LinkedIn and look for the results yourself).
0 You can save up to 10 seagsh

9 Find similar jobsWhen you hover over a job posting, you can save/unsave it and find similar
jobs.

f At the bottom of the last page of the results list, click onthefink SS Y2 N8B 2204 FNR
I ANBR GKI G ¥F Xdi wilh i PrasSnteditd BxireS§ond fiorh KBtings outside
[ AY1{SRLY® 2AGKAY [AY]1SRLY @&2dz | ftnadel Reé KI @S (rF
compang ® 2 KSy @2dz Ot AO1 2y GKS LkRaildAy3a AiGasStF:
the Joblinsider toolbar (see below) installedgive you extra insights into how you may be
connected to this company, even when you are not on Linkedln anymore.

Saved Jobs

This is the place where you can find all the jobs you have saved.

{AYyOS (G4KS aGaFAYR aAiAYAf Il NI Benbeatéd us@ibdingngoyi searéh foyjgbs I+ G A
or when you find one while looking at Jobs You May Be Interested In.

Job postings that have expired will appear in gray and you will not be able to view the posting. If a
job you've applied for doesn't appear oretlsaved Jobs tab, you may have accidentally removed it.

Saved Searches

Up to 10 alerts may be stored here.

You can look at the results, adjust the email settings, and delete an alert.
Job Posting Page

When you have found a Job posting via a search reswioJobs You May Be Interested In, you will
be presented with the content of that Job posting, and some extra useful information.
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Before you take further action, look at this information:

1 Posted ByIn most cases, the LinkedIn Profile of the recruiter or hiring manager is shown.
When you have mutual contacts, they are automatically presented. This useful information
helps you find some background details about the job and to be introduced via a Madi
(or ask for an introduction via Linkedlout remember that the perception is different!). If
you have upgraded your account, you can also contact this person directly via an InMail. (You
can also send an Invitation to connect with you, but not elgedy will accept it before they
know you).

9 Your connections ahame company LinkedIn shows you your firgtnd seconddegree
contacts at this company. Again this might give the opportunity to get some background
information and have an introduction tdé right people via a Magic Malil.

Actions you can take:

T Apply:
0 Mandatory:
A Your Profile will be included, so be sure it is up to date.
A Choose the email address you want for the application.
A Add a telephone number.
0 Optional:
A Add a cover letter.
A Add aresume. If you use your LinkedIn Profile as (basis of) your resume,
O2yaARSNI dzaAy3a (KS wS ZLHawt& 18: idatvt RS NI | LILIKE
LinkedIn Provides Us With More Insights: News & & abs
A If you have an upgraded emunt, you can choose to be included in the
Featured Applicants section at the top of the applicant list.
i Save the job posting
f Sharethejobpostingd Al [ AY]1SRLYS CFOSo62213 2NJ ¢gAdGSNI ¢
there are some people in your netwonwho may be interested)
1 Follow the company(so you will get updates about the company including job postings)

Extra information that could point you to another job posting you may be interested in:

1 Similar jobs
1 People who viewed this job also viewed (othebs)
1 See more jobs

[J Assignment search for a job and save the search.

133



Upgrade Your Account

LinkedIn offers 3 account types directed toward job seekers:

9 Job Seeker Basic
1 Job Seeker
T Job Seeker Plus

You can find thengand current pricingyiad W2 6 & k W2 0

This is an overview of the features of #eeaccount types (August 2011):

{ SSTSNJ t NBYAdzyé

Job Seeker | Job Seeker Job Seeker
Basic Plus
Get noticed by recruiters and hiring On your On your On your
managers with a Job Seeker Badge (1) profile profile profile
Select only $100K plus jobs with detailed | Included Included Included
salary information (2)
Move to the top of the list as a Featured | Included Included Included
Applicant (3)
Contact anyone directly with InMail 0 InMails 5 InMails 10 InMails
per math per month per month
Who's Viewed My Profile: Get the full list | Yes Yes Yes
(but still only anonymous if this is the
GAAAGZ2NRE aSGGAyYy 30
Get introduced to the companies you're | 10 15 25
targeting outstanding | outstanding outstanding
Let recruiters reach you for free with Yes Yes Yes
OpenLink

(1) You can choose whether or not to show the Job Seeker Badge (the symbol is a briefcase) to
indicate that you are actively looking for a new job. By default it is NOT shown.

(2) Salary information is provided by PayScale and is available for most jobs posted in the United
States, Canada, United Kingdom, and Australia. Salaries are basedspeific attributes,
including industry, title, location, and other factors. The compaithat post jobs on LinkedIn do
not necessarily provide salary information, and actual compensation may vary.

(3) Every time you apply for a job on LinkedIn, your profile will be featured at the top of the list of
applicants.

Extra Tips & Tools

LinkedIn offes extra tools and insights to find the right job for you and to guide you toward that job.
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LinkedIn Jobs Twitter account

You can follow @LinkedIn_Jobs on Twitter. Every Job posting on LinkedIn is automatically tweeted by
this account.

LinkedIn JobslInsider

JobslInsider is a tool that comes with the LinkedIn Browser Toolbar for either Internet Explorer or
Firefox. It automatically appears as a browser pane when you search for a job on a website outside
LinkedIn. The LinkedIn JobsInsider increases your chahbeig hired by:

1 Identifying people in your network or Groups who work at the company posting the job.
9 Offering the option to request Introductions to hiring managers and send your resume to the
right person.

Jobslnsider currently works with Monstemar€@erBuilder, HotJobs, Craigslist, Dice, Vault, and more.

To download one of the toolbars listed above, click on "Tools" at the bottom of any LinkedIn page.
The Jobsinsider preferences can be set to show when browsing a known job site and/or to appear
uponbrowser startup.

It might not always work, but if it does it may give you extra information and increase your chances
of being hired.

LinkedIn Career Explorer

LinkedIn Career Explorer is a tool for students.

The Career Explorer is currently in beta tegtivith a few chosen universities and a small number of
select members and groups. Although LinkedIn is not accepting volunteers during the beta release,
you can see some features[inA V' 1 S RL V Q &itledd'lfinRedin Cahedr EXPIoré&: Helping College
Graduates Find Their Career Path".

LinkedIn Career Explorer will include:

9 Path Builder Build your career path.

Recent Career Tracks.

Jobs for You.

Industry Statistics.

Featured discussions.

Books read by people dhis track (Amazon reading list).
Top profiles of your school.

Expand my network (People You May Know).

= =4 =4 4 -4 -4 A

Connect with other Job Seekers

If you are in a program with other people who are looking for a new job, connect with each other on
LinkedIn. This way wo network expands and you could find new opportunities.
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If you are a student you may believe you have a limited network. But when you start linking with the
following list of people, you already have a good basis: fellow students, parents, family members,
neighbors, people from the sport or hobby club, professors, guest lecturers, representatives of
companies at Job Days, company visits or conferences, internship contacts, coordinator of the career
program, and people you know from other social networkivepsites such as Facebook or MySpace.

Also clarify what kind of job you are seeking, when meeting others personally or via email. You can
share the role of mutual ambassadors.

Connect with the Career Coordinator at Your College or University

Mary Roll, ceeer coordinator for the international MBA program at Vlerick Leuven Gent
Management School, mentioned that career coordinators help alumni as well as current students.
Career coordinators are a valuable resource since they are continuously in touctiffeiterd
companies and organizations.

Conclusion of this chapter

When looking for a job follow these three strategies:
1 Passive Strategy
1 Active Strategy
1 Proactive Strategy
You have also received some extra useful tips for your job hunt:
Go to Jobs/Find Jobs with Jobs Home, Advanced Search, Saved Jobs and Saved Searches
Job Posting Page
Upgrade Your Account
Follow @LinkedIn_Jobs
LinkedIn Jobsinsider
LinkedIn Career Explorer

Connect with Other Job Seekers

=A =4 =4 =4 -4 -4 -4 -4

Connect with the CareeZoordinator of Your College or University

Tip: for people who want more support in finding a new job via LinkedIn including $&w&pp
plan, webinar access, extra tools, video tips and email support, weggféanial packages
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Chapter 16: How to REALLY Use LinkedIn to Find New
Employees

This is a chapter for recruiters, hiring managers or other people who need to find new employees
interns or volunteers

Since you can find most of the stegies throughout the book, this chapter is first and foremost a
quick reference guide.

But there are some extra tips to find more candidates in this chapter as well.

Overview

Passive Strategy

Ingredients Where to find pointers

1 Create an attractiveLinkedIn Profile Chapter 4: How To Craft an Attractive Prof

2 Use Applications to build the Know, Like, | Chapter 9: Lead Generation Tools & Visib
Trust factor further Boosteas: Applications

3 Use Applications as a lead generation tool| Chapter 9: Lead Generation Tools & Visib
to attract new employees Boosters: Applications

4 Be a member of Groups that your potentia| Chapter 6: The Heart of LinkedIn: Groups

candidatesare member of

5 Be a member of Groups that your Chapter 6: The Heart of LinkedIn: Groups
(potential) referrersare member of

6 Create amattractive Company Profil®r ask | Chapter 17: How Organizations Can Bene|
the persn who is responsible to do this from LinkedIn (versus Individuals)

7 Create a Career Page on Company Profilel Chapter 17: How Organizations Can Bene|
(Paid) from LinkedIn (versus Individuals)
8 Upgrade your accoun(Paid) See below
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Active Strategy

Ingredients Where to find pointers
1 Post Status Updates and Like, Share or Chapter 10: Personal Branding, Raising Y
I 2YYSy il 2y 20KSNJ LIS| Visibility and Credibility on LinkedIn
2 Ask for Recommendations Chapter 10Personal Branding, Raising Yo
Visibility and Credibility on LinkedIn
3 Share information via the Sharing Chapter 10: Personal Branding, Raising Y
Bookmarklet Visibility and Credibility on LinkedIn
4 Contribute to Groupsstart Discussions Chapter 6: The Heart of LinkedIn: Groups
@2d2NESET YR O2YYSy
Discussions
5 Post jobs in the relevant Groups Chapter 6: ie Heart of LinkedIn: Groups
6 Contribute to Answers Chapter 10: Personal Branding, Raising Y
Visibility and Credibility on LinkedIn
7 Confirm your attendance via LinkedIn Chapter 11: The Power of Combining Onli
Eventswhen available and Offline Networking: Events
8 Start your own GroupMake sure you think | Chapter 12: The Heroes of LinkedIn: Grou
through this commitment! Managers
9 Post JobgPaid) See Below
10 Do a Reference seanqPaid) See Below

Proactive Strategy

Ingredients Where to find pointers

1 Use the 5 step basic strategy to find new | Chapter 3: How TREALLY Use LinkedIn: &
customers Step Basic Strategy

2 Use the 10 strategies to find the people Chapter 7: 10 Strategies to Find People

who can help you reach your goalsew
employees or people connected to them

Using LinkedIn
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3 Attend offline events whether or not Chapter 11: The Power of Combining Onli
supported by LinkedIn Events and Groups| and Offline Networking: Events

4 Give coworkers and especially future Chapter 17: How Organizations Can Bene
colleagues the tool$o help you find from LinkedIn (versus Individuals)
candidates. Assist them to create a good
Profile

5 Contact people directly via InMa{lPaid), See below

but remember that a MagiMail via a
mutual contact usually works better

Extra Tips to Find New Employees via LinkedIn

Post a Job on LinkedIn
¢KS AAYLX Sad gle (G2 KIFI@S az2vyS2yS 1y26 e2dz KI @S |
YSydz0 I yR K $hisisapatdidption| disati@nts aréavailable if you buy packs.

Interesting characteristics of job posts on LinkedIn:

1 You carchoose whether or not to post your Profile on the job listirand if you do there are
several options:
0 Hiring Manager
CompanyEmployee
Company HR
Recruiting/Staffing firm
The first two options might be more effective in finding candidates than the latter
two, especially if their personal LinkedIn Profile is an attractive one. Becoming part of
GKFG LISNR2Y Q& (o8 havingfa$nBeting wiR & Raruddieioé T NJ
being able to talk to the people from the team itself.

O O O O

1 You can choose whether to:
o0 Collect applications on LinkedIn and be notified by email.
o Direct candidates to an external site to apply.

1 When you post a job,
0 You immediately get aaverview of up to 24 of the LinkedIn Profiled the best
possible candidates. However, these are anonymous profiles. If you want to see who
they are and receive 10 InMalils to contact them directly, you need to pay $95 extra.
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o Itisautomatically posted on Twittenvia @LinkedIn_Jobs, giving it extra attention.
o Itisautomatically added to the Careers pagas your Company Profile.
o0 People can:

A Take action
1 Apply
1 Save it for future reference
9 Share it on LinkedIn, Facebook and Twitter
1 Follow your Company
A See if and how they are connected to you

A See if and how they are connected to your company (their-fistl second
degree contacts in your company are shown)

1 Extra benefits:

0 Since LinkedIn has a high Page Ranking in Google (medaiagiipular website),
220 Llada YAIKG Ffaz2 | LIISIFEN KAIK Ay D223f

After the Job is posted, you can forward it to your fuisgree contacts. Ask your colleagues to do
the same (especially the future weorkers of the candidate).

Upgrade Your Account
LinkedIn offers 3 account types directed toward individual recruiters:

i Talent Basic
9 Talent Finder
9 Talent Pro

,2dz FAYR GKSY @Al GW20akl ANRY3A {2fdziAz2yaé o00G2L) Y
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Features of these account tgp (August 2011):

Talent Basic | Talent Finder | Talent Pro
Contact anyone on LinkedIn with InMail | 10 InMails 25 InMails 50 InMails
per month per month per month
See expanded profiles of everyone on Yes Yes Yes
LinkedIn, even candidates outside your
network.
Number of people in search result list 500 700 1000
Search for top talent within your groups Up to 50 Up to 50
Groups Groups
Save and manage your candidate pipeline| 25 folders 50 folders 75 folders
Profile Organizer
Open to active candidatesallow people Yes Yes Yes
outside your network to contact you free
with OpenLink
See names of your thirdegree and Group | First Name Full Name Full Name
connections Visibility Visibility
Who's Viewed My Profile: Get the flit Yes Yes Yes
(but still anonymous if visitor chose that
setting)
Get alerts when new candidates meet you| 7 per week 10 per day 15 per day
criteria
Reference Search Yes Yes Yes
Advanced search filters (see table below) | Premium Premium + Premium +
Filters Talent Filters | Talent Filters
Premium (4 filters) Premium + Talent (8 filters) | Recruiter Exclusives (5 filters)
Seniority Seniority Years at Company
Company Size Company Size Years in Position
Interests Function Any Groups
Fortune 1000 Interests Company Type
Years of Experience Recommendations
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Premium (4 filters) Premium + Talent (8 filters) | Recruiter Exclusives (5 filters)

Fortune 1000

Your Groups

New to LinkedIn

If you are working with a team, you might wantconsider the Recruiting Solutions (and have access
G2 GKS GwSONHzA GSNJ 9EOf dzaA PSS CAf Chap@d7oMowwSH R | &K
Organizations Can Benefit from LinkedIn (versus Individu@ls 2 Natp@/talenfiligkedin.com

Remark: log in to LinkedIn to see the current pricing.

Extra tips

Use the Company Profile

Extra tips for recruiters regarding the Company Profile.

1. Look at the people who a following your CompanyChances are they are more interested
in working for your company than others.

2.LF @2dz R2 OF YLIzA NBONHA GYSYyG>X dz&S aLyairakKaTd
your current employees attendedSince many people retaire with their former university
2NJ O2ffS3S 282dzNJ OdzZNNBy G SYLX 28SSa YAIKG 0SS @&:
telephone call, a post in an alumni LinkedIn Group, or making a connection for you. They may
even agree to join you at a campus event whgou could speak to the students.

Be Present on SimplyHired

If you are unsure whether or not to post a Job on LinkedIn, at least post a BlmutyHiredWhen
someone is searching for a job via LinkedIn andetlaee no results, LinkedIn looks at SimplyHired for
extra results.

Avoid the experience of one of our clients who neither had a Job posting on LinkedIn nor
SimplyHired. When someone searched for a job at their company, the SimplyHired results appeared
from a staffing agency that had worked for them. On a positive note: the job posting was found by a
potential candidate, but this route was more expensive than if they had posted it themselves.

On the last page of the search result list on LinkedIn, therefiss I @ & GKS fAy]1 a{SS Y2
{AYLX & | ANBR GKFG FAG GKSaS ONRGSNALFE®D® W206a FNRBY
job seekers extra opportunities.

Another reason to have a presence on SimplyHired is that other websites us#bbthpdgsted on
SimplyHired to show jobs on their website.

Remark: SimplyHired listings do not appear on the Careers page of your Company Profile.
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If you want to watch a small video about how SimplyHired and LinkedIn work together,
32 ( 2/ideb R $oold Libragy d

Corclusion of this chapter

LinkedIn provides recruiters with a number of ways to find new employees:
1 Passive Strategy
1 Active Strategy
1 Proactive Strategy
In addition tothese strategies you also learned a couple of extra tips:
{1 Post a Job on LinkedIn
1 Upgrade Your Account
1 Use Your Company Profile
1

Be Present on SimplyHired.com

Tip: for people who want more support in finding new employees via LinkedIn
including a stefby-step plan, webinar access, extra tools, video tips and email support,
we offerspecial packages
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Chapter 17: How Organizations Can Benefit from LinkedIn
(versus Individuals)

Most tips in this book describe how LinkedIn can benefit you as an individual.

Since we have seen a change in requests during our presentations and workshops from individuals
FYyR G4SFYyYa G2 da2KFd Oy 6S R2 ¢gA0K Ppxayirieh&LYy | a
guestion.

Many organizationgboth profit and notfor-profit) have realized that LinkedIn is here to stay and
now wonder how they can use it strategically.

As we explained in the prologue, we see a shift on the Rogers Adoption Curve. Wsebave
AYRAGARIZLf FYyR GSFY '{9 2F [AY{SRLY o6y2i YSNB
curve (although remaining at the beginning). Organizations who have integrated LinkedIn
companywideare leading in the Innovators/Early Adopters stage

Rogers Adoption / Innovation Curve

Early
Adopters

Early Late
Majority Majority

16%

2,5%

Innovators Laggards

Strategies to Tap the Power of LinkedIn as an Organization

Before we share some practical tips, it is important to look at a few essential elements for an
organization to be successful with social media in general, and LinkedIn in particular.

The Changing Roles of Marketing and Recruiting
We already explained in the first chapter that the real power of the network is in the second degree.
We assume you can understand this as an individual.

The second degree also plays an important role in an organizational strategy. The larger the
organization the fewer direct contacts its management has with its customers, suppliers, partners,
potential new employees, etc.
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To reach those stakeholders, theanagement needs begin with the-earkers. In other words: the
co-workers form the firstdegree network and the external stakeholders (customers, suppliers,
partners, media, government, etc.) are the secatejree network of the management.

In the pastfew people were in contact with the external stakeholders of an organization. But this
has changed now since so many people have a LinkedIn Profile. All those LinkedIn Profiles serve as
ambassadors for the organization, 24 hours a day, 7 days a week.

ForSEF YLX SY tS8GQa | aadz2yS Iy 2NHIFEYATFGAZYy O2yaraia
representatives and 1 recruiter. Instead of having 5 people with personal contact with potential

customers and 1 person with some potential new employees, instead you Baeeti@ (passive)

sales people and 99 extra (passive) recruiters.

As a consequence, the management taaimcluding marketing and recruitimgwill need to
SUPPORT ALLworkers in searching for new customers and employees, instead of developing a
SEPARATEanketing or recruitment strategy, carried out by a small team.

Thus, the roles of marketing and recruiting teams will change. They will reach the people they want
to attract via ceworkers and will communicate with external stakeholders via the Profilds a
actions of all employees.

'a | FdzZNIKSN) 02y aSljdzsSyO0Ss YIFylF3aSNE gAff 06S F2NDS
F2NOS¢d LyadSlI R {KS awonkersttd coogetat for abrgelgbat Theyowilli K S A NJ C
need to develop materials taupporttheirceg 2 N SNB (2 65 GKS 2NAFYATFGAz2
them insights why this is important for all-emrkers in the entire organization.

Trust Becomes Even More Important

Connecting via other people requires giving up comtnmlost companiesire afraid to do so. This is

something new, few management teams have ever done this before. Many worry what their

SYLX 28SSa YAIKG R2d ! yR AayQd Ad AyaSNBadiAy3a GKI
can be done, never the good? ButtimleNBE OKIl y3IAy3Idd [ STWBRYy O#eeHt RPH |y |
free to comment):

. SAy3 &adz00SaaFdAd HAGK az20Alt YSRALF &aidkNIa éAidK
people are empowered and trustgdnly then will organizations really benefit from the tremendous
power of LinkedIn and other social media.

Employees have always been the ambassadors of an organization. In the past, interaction occurred at
parties with friends, in the gym, and in the plaw it is visible also on the Internet. This shift makes
2NBIFYyATFGA2ya GKFG GSYyR (2 0SS KASNI NOKAOLFEt 2NJ aFR
2OSN) GKSANI aafl gSaé o

LinkedIn and other social media invite organizations to look internallgewnelop human

relationships first. Organizations are challenged to rethink why these people are working together
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and how the talents of each individual can be recognized and developed for the greater good of the
organization.

Ly 28GKSNJ g2 NRaivite iskdSconmeftSvithéeack’ @her as the wonderful, talented, and
inspired human beings we are and to encourage each other to live up to our potential.

YR AayQi GKFiG 6KFG AG KFa Ffgleéa 0SSy FyR Ffgl @

Trust also plays another rolé&/hen someone reads a message, status update, or document from a
peer in another company, they will trust information from those sources more than an
advertisement for a product or job posting by a recruiter.

In the past, this was difficult to accomplighyt with social media in general and LinkedIn within
professional environments it becomes easier.

Before You Start Your Organizational LinkedIn Strategy

WSYSYOSNI GKFG &2dz OFyQd FT2NOS lFyez2yS 2y [ Ay]
Linked/y t NPFAETS Aa KA&a 2NJ KSNJ 246y AGLINRLISNIE&¢ FyR R
need to invite them and support them.

Create materials to help your egorkers and facilitate opportunities for them to be authentic

ambassadors for the organizatiwvia their Profiles and actions on Linkedin.

In this chapter we will focus on two kinds of goals: attracting more customers and finding new
employees the two critical issues for most organizations.

[J Assignment connect with your colleagues on LinkedIn.
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LinkedIn Strategy Matrix © for Organizations

This is a summary of the strategies on LinkedIn that can be applied by an organization (details
follow).

Passive Active Proactive

Organizational 1 Company Profile| § Advertising Solutions

level . .
1 RecruitingSolutions

Level of a major 1 Personal Profile | § Status Updates
representative of

o 1 Use Applications
an organization

CEO in Personal
( ’ Profile
spokesperson,
etc.)
Employee level 1 Personal Profile | T Group Managers of 1 Project Managers
1 Use Applications internaland alumni find project
, Groups or external Group members
in Personal
Profile 1 Active member of internall  Sales: find new
and external Groups customers

1 Contribute to Answers 1 Recruitingfind

1 Status Updates new employees

9 Share information T Everybody: find
internal and

1 Attend events and use external expertise

LinkedIn Events

In this multidimensional model, some actions can be taken on an organizational level, some by
GYF22NJ NBLINSaSydlFdAgdSaég tA1S ( KvbrketsIThe ladgest & LJ2 | S & LIS
benefit will come from the proactive behavior of employees. It is the responsibility of the top

management to organize support for all employees. We will explain how to do that below. Since

many tips have been discussed in other chapters (and you wilbfieference to them) only new

information will be shared here.
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Strategy 1: Your Company Profile

[ SGQa aidFNI gAGK | (22t GKFEG Aa adiatt aO2YF2NIIF o
Company Profile. The comfort arises from the degrieeomtrol over it.

We advise you to pay close attention to the Company Profile pages. They might become very
AYLRNIFYyG Ay GKS FdzidzNE® b2égl RIFeasx FSg LIS2LX S | N
their existence yet. But in a few years these gmgay well attract many more people and could

rank higher in search enginesttracting even more people.

Company Profile: Overview Page

Overviewis the page on the Company Profile over which you have the least control. Most of the
content on this pageand its sub pages, comes from the LinkedIn Profiles of the people who are
current or former workers in your organization.

. 2dz 5h KI @S O2yiNREt 20SNJ 6FAL a! RYAY ¢22fatoy

1 Company DescriptionMake it interesting and appealing without turning it into a sgiésh.
Your ceworkers link to this description with their personal LinkedIn Profiles. Make sure they
feel comfortable to share this information with their contacts.

1 Company SpecialtieA few key words will help people find your Company Profile when they
search using these words.

 TwitterID.¢ KS ¢ 6SSG& FTNRY @2dz2NJ 2NHI yAT I dA2yQa ¢6Al
will be shown.

1 Blog postsd
post appears.

2dzNJ O2YLI yéeQa of23 Llada oAttt Fdziz2YFd

5

1 News about yair company This can be turned on or off. Its value depends on the name of
your organization, regardless of the content. For our company, Networking Coach, this was
not useful since news was displayed about any networking coach in the world.

1 Practical dedilslike Company Type, Company Size, URL, Main Company Industry, Company
Operating Status, Year Founded and Company Locations (maximum 5 different ones).

A major concern of many companies was that others could change these details if they share the
sameemail extension as the person who created the Company Page. Now it is possible to assign

dedicated users with the authority to change the Company Profile. There needs to existadirse

connection with the people you want to assign as the adminishidio> o6 dzi (G KS AY RA @A Rdz
to work for the same company. This could be useful if you work with a virtual assistant.
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Company Profile: Careers Page

¢tKA&a LI 3IS Oly 2yfte 06S al OGA@rGSRe gKSy e2dz LRai
t3S¢ o

t23aA0AfAGASAa 6AGK Gt NBYAdzY /FNBSNE t| 3Sé¢ OAYyT

91 Deliver a custom experience:
0 Your content adapts to viewers, based on their LinkedIn profiles.
0 Job seekers see jobs tailored to their backgrounds.
0 You control and pdate content.
1 Differentiate your brand through rich, engaging content:
o Employee spotlights showcase employee stories.
o Video clips and custom modules bring your culture to life.
o Recruiter Profiles connect candidates directly with your company.
o Detailedanalytics show you who are engaging with your brand.

¢2 SELISNASYOS 6KIG F t NBYAdzy [/ NBSEadersPageS | YA K

Company Profile: Products & Services
LinkedIn offers you the omtunity to showcase your products & servitefor free!

First, you create an overview page and then add a separate page for each product and service.

Overview page

9 Title, Description and Picture
o Title: free text
o0 Description: free text as well
o PhotogAft 0SS Fdzi2YFGAOFIft& O2LIASR FNRY GKS

1 Banners you can add up to 3 banners to showcase a product or service.

9 Feature Specific Products or Servicgseu can promote up to 5 products and services.

I YouTube provide a title and &ouTube URL and the video will be shown on the overview
page. This is easier than the weatound on your personal LinkedIn Profile. We strongly
suggest that you add a video with tips or other information to build the Know, Like, and Trust

factor (insteadof a commercial).

91 Disclaimer you can add a disclaimer.
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If you are expecting different groups of people on your Company Page it can be adapted to suit the
profile of the visitor. You can create multiple versions of this page so a marketing assistahtevwom

York will see different products and services from ones offered to a HR manager from South Africa.

. 2dz R2 GKA& Al G! RYAY ¢22faé S6AGKAY t NPRdzOGa& 3

Product or Service page

Fields for every product or service:

=

Category

Name

Picture

Description

List of Key Features

Disclaimer

URL for this product or service

Contact (you can add only people from your fulsigree network)

Promotion (title, URL, description): we suggest that you add a video with tips or other
information to build the Know, Likerdst factor instead of a commercial!

1 YouTube (title, YouTube URL): the same tip applies, but you can also add product
demonstrations, testimonials or other content. Just avoid too blatant sales pitches.

=A =4 =4 4 -4 4 -4 -4

(V)
)¢

2S fA1S GKS&aS | RRA{A 2 ypebple@an NieRatxninanédatiochsSabautdzNS & 6
products or services from a company on these pages, which is different from recommendations for

an individual (the latter are shown on your personal LinkedIn Profile). A product or service is a joint
effort from evelybody working for the same organization. Also, you also do not have to be connected

in the first degree to write a recommendation about a product or service, while that is necessary

when you recommend a person.

For example: our company, Networking Codmmefits from this feature because we give a lot of
presentations for large groups of people with whom we do not have a personal connection (yet).
Through the company profile page they are able to share their experiences. These recommendations
also benefitus as a company since their network is notified via Network Upd&te4.you like this

book, please leave usracommendation

You can ask via LinkedIn for products/services recommendations. However, jut apersonal
NBO2YYSYRIFGA2YS | Y2NB LISNA2Y CHapter 101BN®BohaD K A & Y 2 NB
Branding, Raising Your Visibility and Credibility on Linkedin

To watch a small video about the ProductSé&rvee page of the Company Profile,
32 i iddeb R Soold Libragy
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Company Profile: Analytics Page

On this page you can find analytics about the people who have visited one or more@diigany
Profile pages.

You see following data:

T
T
1

Page ViewsAll page views, Overview, Careers, Products & Services

Unique Visitors All page views, Overview, Careers, Products & Services

Clicks Products & ServiceSontact Employees, Promotional Bannepgdal Promotional

Links

Evolution ofmembers following your Company

Member visits Industry, Function, Company (especially this last one might be interesting

Ff 0K2dzZ3K @2dz R2y Qi NBOSAGS lye 20KSNJI AYyF2NNI i

The Analytics tab is visible only to CompangdPadministrators. When no administrator is assigned,
the tab is visible to employees with a confirmed company email address and a current position at
your company listed on their Profile.

Challenge for International Companies

International companies fade OK I f f Sy3S GgAGK [AY]1SRLY [/ 2YLI ye t N
t NEFAES F2NJ Fff O2dzyiNARSA 2NJF aSLINIGS 2yS LISNJI

The advantage of having one Company Profile worldwide is that is the identity of the company is
clear. This simplifies communidat with coworkers, customers, suppliers, partners, potential new
employees, etc. As a sgorker it is easy to find a colleague whose expertise you need or people for
your project team.

The disadvantage is that the larger the company, the harder it besdmappeal to the Company
Profile visitors: someone who wants to work for the German branch of an American company might
not find appropriate Job Posts. Not all products and services are equal in every country. And which
product to feature and which to saside?

One solution is to create two Company Profitesne for the international parent company and one

for the local organization.

2 KSYy @2dz ¢yl G2 dzaS [AY{SRLYyQa wSONMHzA GAy 3 { 2f dzi
that all employeesre linked to the same Company Profile(s). Most recruiting is done cobptry

country and not worldwide, hence our advice is to work with two Company Profiles.

[] Assignment update the Company Page (if you have the rights to do so).
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Strategy 2: Attract More Customers or Employees via Individual
LinkedIn Profiles

Toreapthe benefitsofalled 2 NJ] SNEQ | YOI a4l R2NBKALI GKNRdzZAK [ Ay ]
[ AYI{SRLY tNRTFTAfSAE Aad NBIdAdZANBR® ! 3 Ays adepNOAYy I (K
ddz3aSaidArz2ya F2NI GKSANI[AY]ISRLY tNRFAESE&D Ly 2dzNJ
where to start and are relieved to be offered help from the marketing or recruiting department!

Websites
We advise using the websites on the Profilehaf employees in the following way:

1. Website 1: link to the home page of the website of the organizatiar example:
www.companyabc.con) using the same description for allramrkers. Remember to use the
GhiKSNE TFdzyOluA2y (G2 IRR KS RSAONALIIAZ2Y O

2. Website2: link to the job websiteor the job page on the website of the organization, using
the same descriptionforalled2 N] SNBE ® ! I3+ Ay X dzaS GKS ahiKSNE

3.2S04A0S o YThisichrNGs Gsed td linkylola blog, a personal website, or a specific
pads 2y (KS 6So6airidsS 2F GKS 2NAEIFIYyATFdAz2zy GKFG N
www.companyabc.com/products/copiers.htnfior an account executive in the department
for copiers.

Summary and Specialties

Remember the difference between Summary anddgties. In Specialties you find jargon,
FOONBGALFGA2yas yR aGSOK GlFf1éeéd | &S {dzYYlI NB G2 S
understand, whatever their background.

Remember our advice for the three blocks for the Summary:

1. Block t one paragrph about the organization that is the same for allweorkers. This
elevates company branding.

2. Block 2 one or two paragraphs about the professional expertise of the individual. This helps
their personal branding.

3. Block 3 one paragraph describing some penal interests. Show visitors to your Profile
more than just your resume! When potential new employees see that your organization
adopts this more personal approach, they may feel more welcome and more attracted to
your organization.

If you want to have consistent image as an organization, prepare the first block well. Also, provide
SOSNEO2Re gAGK SEFYLXSE F2NJ GKS H 20KSNJ 6ft201409
blank page.
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Applications

a4 @&2dz O2 dradger NIRadRBenkndtiordTools & Visibility Boosters: ApplicatiBins
Applications are amazing tools for lead generation. If you are working for a large organization, think
about what they could do for your company!

Frst, make sure you (or your marketing or recruitment team) assemble the information for yeur co
workers. Remember we focus on building the Know, Like, Trust factor via Applications, not on direct
sales or immediate recruitment.

The reasons for using docemts that build the Know, Like, Trust factor:

1 People who read your information will stay longer on the page. If you created interest and
value, then they have a reason to go to your own website to learn more and get in touch
with you (whether by leavintheir email address, chatting with a representative, or anything
else).

1 Your ceworkers will be more likely to add interesting content to their LinkedIn Profile than a
marketing brochure.

For example:

1 Have them link your company blog to their LinkedInfizo

PowerPoint slides with tips (for the SlideShare Application)

PowerPoint slides with job openings (for SlideShare)

A movie clip with tips (for Google Presentation)

A movie clip (for Google Presentation) with (objective) testimonials fromvaders
PLCFs, Word documents, or MindMaps, with tips or job openings (for Box.net)

=A =4 =4 4 =4

To achieve the most success, create an overview with tips, a Profile template, and a listarkecs
who have already modified their Profile. Present this information to the séite organization. The
easier you make it for them the better and faster they will cooperate.

[J Assignment make your colleagues aware of interesting documents to use in Applications.

Remember if you want to get more leads, it is crucial to guide getapa website where they need
to sign up for more free information.

These are some helpful resources:
T LT @2dz R2y Qi KI @Sodaddydisey aifdr dofhairendnies, hdsth@ and I

servers at a low price.

1 To build your database and send them automated emails (this is called autoresponders), take
alook atKickstartcartr Yy R £ 221 o0S@2yR (KS FANBRIG 2dziRIGSR
Aweber. These websites also offer integrated payment solutions.
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9 If you only want to sell something on your website, Bsgy/Pal

1 If you need help to make documents, slideshows, video or other ways of conterif]arsee
It is a market place for freelancers.

1 To take it a step further and host a webinar to share tips like we do in our freedlm
Fundamentals webinar and our (paid) LinkedIn Steps to Success webinar series, use a tool
like GoToWebinai(follow the link for a 30 day trial).

1 LT &2dz 6yl G2 NBOZ2ZNR (GALBA (2 aKkNB 2y &2 dzNJ (
Libra@ ¢ 0 Tanuzsigor Windows or Mac ofShowUfor Mac.

1 Take it a few steps further and seifiblish a booklet or even a book or CD, look at
CreateSpaceit is part of Amazon.

300A0ACU xd )I DOi OA Uil 6O / OCAT EUAOQEIT 1
Customers or Employees via Actions on LinkedIn

C

When you have created a Company Profile and allotkers (or ateast the ones who WANT to be
@2dzNJ 2NBIF YAT FdA2yQa Yol aalR2ND KIF @S Itythel GG NI O A
passive phase.

Now go to the next level and ask them to become active as well.
Again we recommend preparing for this.

When you vant the world to know something, like a new job opening or a new blog post with great
GALAET ONBFGS GKS O02Lk F2N) G§KS d&{virkers drfostthisIRF G S¢ |y
Status Update and use it as a Tweet as well.

Tip: provide a link to yo website, using a URL shortefike http://tinyurl.com. In this way you track

the traffic, and if the link points to a website with nice graphics, those graphics are shown on
a2YS2ySQa t NBTAf Hore appedifiofredd. ¢ KA A YI 1Sa A

When you are a recruiter and want help from your colleagues, help them to help you. After providing
them with a link to the job website, slides with job openings, and Status Updates/Tweets to post,
also look up Groups wherein potial employees may be a member. Tell your colleagues about the
Groups and ask them to post the job description in the Job Page.

Why have someone else do this instead of the recruiters themselves? Because recruiters are not in
0§KS Gyl {dzNI t grofilgs§héysase habking@fdr. Far €xXample, when recruiters are looking

for a quality manager and they put a job description in the Group this will be perceived totally
differently from one a quality manager does.

Do not be afraid of asking for heifom future colleagues of the profile you are viewing. If you are
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going to help them reduce their workload by hiring someone for their team they will be more than
willing to help you.

The Leverage Factor for an Organization of Applications and Actions

Applicdions have a leverage factor. For example a blog might help your organization be more visible
on the web and on LinkedIn, using strategy 2 (Applications on Profiles) and strategy 3 (actions on
[AY1SRLYyOv® [SiQa 221 |G atbmighds¥o SNE G2 aSS 4KI

The larger the organization is, the greater the number of people who could contribute occasionally. If

you have 50 people writing 1 blog post a year, you already have enough content for a whole year.

In reality you will learn that theris a small group of people who are already busy writing and would
love to contribute on a very regular basis. Just ask who is interested.

When you link your blog to your personal LinkedIn profile and your Company Profile, those are
automatically updated Wwen a new article is posted on the blog.

LT @2dz FNB (KS 2yfteée LISNER2Y 62Nl Ay3I Ay &2dzNJ 2NHI y
aK2gy 2y M [AY1SRLY tNRFAES YR 2y ™M /2YLIye t NP
connections onibkedIn and a small business has 30 followers via their Company Profile. Then the

potential readership via LinkedIn is 80.

But if you are working for an organization with 1,000 colleagues who have linked the blog in their
Profile (remember they havetodoKA & 2yt & 2y O0S0 (KS af SGSNI IS TFI Oi

1 1,000 colleagues times 30 connections = 30,000
1 500 people following the Company Profile = 500

h¥ O2dzZNES: (GKAA Aada (GKS2NBGAOIf® b2 SOHSNEB2YS NBI

But youcan increase the likelihood:

1 Ask everybody to mention the blog post in a Status Update.
1 Ask people who have a Twitter account to mention it there as well.
1 Ask (a select group of) people to post it as a Discussion in the Groups.

Remark: people will opltake these proactive steps if the blog posts are interesting and helpful. For
example: free tips outweigh sales pitches by far.

In this way the potential readership can be increased even more.
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9 100 people share the post vidLinkedIn Status Update times 30 connections: 3,000 extra
potential views.
1 50 people share it via their Twitter account times 30 followers: 1,500 extra potential views.
1 50 people share it via a post in a LinkedIn Discussion with a membership of 1,000ps¥ople
Group: 50,000 extra potential views.

Result: in total we have 85,000 potential views.
Even if only 1% of the potential readers actually reads it, your blog post still has 850 readers.

An extra benefit is that this blog post will rank higheGioogle. Why? Google registers traffic to a

webpage. As a result, even more people will discover this blog post when making a general search on

the web.

What excellent exposure for 30 minutes work per year (assuming that you have a pool of
contributors whowrite one blog post per year)!

The Leverage factor might also apply to solo entrepreneur

LY @2dz FNB I &d2ft2 SYGNBLNBYySdzNE &2dz Y& TFS8Sf
Remember that the power of networking is in the second degree and you can utilize this ginglog

in a business environment.

These are the steps to take

1 Define your target group.

1 Research other suppliers to this target group.
9 Invite them to start a blog TOGETHER.
T al1S I tAad 2F (2LA0A YR ¢gK2Qa 3I2Ay3a (2
1 Make a timeline ad make sure the team has a blog post at least every week.
Advantages:

f . 2dz R2y Qi KIS (G2 6NAGS YdzOK &2dzNBE St T C2NJ St

has to write only 10 blog posts a year!

1 .2dz 68SySTAG TNRBY St OK ilirsadl hdpbst snSyibwvalinvg ¥  KSA NJ

noticed. The same happens with your network and fellow bloggers when you post your tips
and insights.

In other words: in this way you can have some of the same advantages as larger companies when
using Twitter, LinkedIBtatus Updates and posts in LinkedIn Group Discussions.
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Strategy 4: Having an Attractive LinkedIn Profile for CEOs, C-level
Executives, Spokespeople and Managers

From an organizational point of view some need an attractive LinkedIn Profile moretthens.

In first instance one would think of sales people and recruiters since they are the most proactive
ones.

But there are other roles that also need a high quality personal LinkedIn Profile to support the
2NHIFyATFiA2yQa ySSRao

Why an Attractive Profil e is Necessary for CEOs, € evel Executives and
Spokespeople

I'F @AYy 3 Fy iGN Ol A D S-lelellexedut/eslantl spoke@pdopld iSesstrgtialdor/ 9 h Q& >
marketing and PR reasons!

Today, when CEOs, General Managers, other chief executives amdnbe@bers are mentioned in
the press, often a link to their LinkedIn Profile is used in the interview or in the quote.

If people click on that link and see an incomplete, boring Profile they might assume that the
organization represented is also boring.

Many recruiting and lead generation opportunities are missed in this way.

What can CEOs add to the alreadgntioned tips from a marketing or PR point of view?
T ! {fARS{KIFINB LINBaSyidalidAzy gAGK GALA aK2gAy3d I

1 The books they areeading via the Amazon Reading List (this adds a personal flavor to the
Profile).

1 A SlideShare presentation with their personal point of view or strategy that can be shared
with the outside world.

1 Box.net files application: share their notes, articlesnbenviews.

1 A movie clip with tips, insights, an empowering message, or an interview.

It is important to avoid praising your own organization too much, but instead share information that
can help others. Remember networking is based on building the Krikay,dnd Trust factor.
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Why an Attractive Profile is Necessary for All Managers

2SS [FaadzyS e2dz y2¢6 dzyRSNERGlI YR gKé /9hQa KIFI@S (2 K
Fo2dzi 20KSNJ YFylF3aISNAK [SdQa €221 Fd F NBljdzSad TN
A telecomcompany asked us to present a LinkedIn workshop for their managers only for the purpose

of creating an attractive personal LinkedIn Profile.

Cdzi sKEG sl A RAFTFSNBYGS Aa GKHG (KS& RARYQO sl yd
employees, new partnet new investors or help some of them find a new job in an outplacement

program (these are the questions we normally get). They only wanted to learn to create an attractive
LinkedIn Profile.

2 KSYy a1SR gKe (KSe& RARYQU @édinyportait © Savedgaadzl f (2 LIA O&
[ AY1SRLY tNRFAESAY GKS yasgSNI glay a¢KSaAS I NB Yl
find new customers, suppliers, partners or investors and who are not in an outplacement program.

The reason why they need to have arcellent LinkedIn Profile, is thpbtential employees check

2dzNJ YIyF3ASNBQ [AY]1SRLY tNRTFA{SE oSPaNBE S@Sy O2ya

What we learned that day, is that is necessary to have an engaging LinkedIn Profile as a manager for
recruitment purposes

For managers, important features in their LinkedIn Profile to interest potential new employees
include:

1 Create an attractiv&ummaryof your job description and interesting details about
your current job. People like to work in an interiegt environment with an inspired
manager.

9 Share apecific function you held in the pasiThis might be the actual job the other
person is seeking.

9 List all the jobs you did in thgast. This shows your career path that other people
might be interested tdollow.

 Linktothejobsite2 ¥ &2dzNJ O2Y LIl y& Ay (GUKS d2So0aArisSac

9 Use SlideShare, Google Presentation, Box.net and other applications to upload
presentationsyou have given. Revealing the topics you are engaged in might appeal
to potential employees.

1 Use SlideShare, Google Presentation, Box.net and other applications to jgdoad
openingsin your team.

1 Use SlideShare, Google Presentation, Box.net and other applicatishsu@asehe
activities of your team or department. (Natthis might also be beneficial for your
visibility WITHIN your own organization)

1 Ask your team members as wet apply all these tipsThey may set an even better
example for the potential new employee.
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experience of recruiters with the networks of managers in the business units, you will achieve

additional recruitment power!

How CEOs and Other Top Managers Can Have an Attractive LinkedIn Profile
without Being Stalked

Although most organizations recognize the value of having an attractive LinkedIn Profile for a
manager, many CEOs still lack a Profile on LinkedIn.

Reasons include fear of the unknown, not understanding the value of LinkedIn, and wanting to avoid
stalking by annoying sales people.

Fortunately, LinkedIn has many ways to protect privacy and to limit the number of invitation
requests, messages, and emails.

. 2dz Oy FTAYR (KS&aS 2LJiaAz2ya Ay aa{SdadAay3aas¢ o2y 2L
next to your name and it will pop up).

C2NJ/9ha Ad YAIKG O02YS Ay KIFIyReé G2 dzaS GKS&aS asSi
f Select the types of messages yewvilingtoreceivef L Qf f 2y f & I OOSLII Lyl

1 Who may send you invitations only people who appear in your "Imported Contacts" list.

Of course, this approach severely restricts networking options, but it might help to persuade top
managemento have a LinkedIn Profile. No pesky sales person can stalk them while the organization
enjoys the marketing, PR, and recruitment benefits of having a LinkedIn Profile.

I Assignment inform your CEO, spokesperson, othde@! executives and managerstbé
importance of having an attractive LinkedIn Profile.

Strategy 5: Alumni Groups

Groups form the heart of LinkedIn. As we have seen in previous chapters, being both a member and
a Group manager can benefit both the individual and the organizationréq@gsent.

An alumni Group can benefit organizations tremendously, but is often overlooked as a platform to
bring together current and former eworkers.

Former employees can be valuable ambassadors of an organization, for both new customers and
newempl@ SSa® alyeé GAYSA GKA&A fSOSNI A& 20SNI221SR 0o
help their former employer.
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The Group is a means to inform them of job openings. When aware of them, alumni might notify
their network or even return to the organizatidchemselves.

Another benefit of an alumni Group is access to specific knowledge or best practices. Often,
knowledge departs with the employee. But if the currentweorkers still have access to the new
external knowledge, the drain can be partially pretesh

CALE | 062dzi Nlzyy Ay 3 CHapeR il The HOrbeg of Birfked i 2cdaypRMarkdydrs &

If you want to combine Groups with live events (which we strongly recommend), read the tips in
oChapter 11: The Power of Combining Online and Offline Networking: Evénts

[ AssignmentY 22 Ay @2dzNJ 2NBI yYAT I GA2yQa ! fdzYyA DNPRdzL) 2y

Strategy 6: Advertising with LinkedIn

Some companies investigate the (paid) advertising opportunities LinkedIn offers.

For small to large companies there are the LinkedIn Ads that resemble Google ads; you see them on
GKS NAIKG &aARS 2F Ylyeée 2F [AYy{1SRLyQa LI} 3Sao

For larger companies (those wighlarger budget) there arother opportunities as well.

LinkedIn Ads

LinkedIn Ads are Googlike ads. You find them at the bottom of each page of LinkedIn under
G! ROSNIAaAy3Ae D
[ SdQa 221 Id GKS aidSLlA e2dz ylihe®RnAd2 F2tf2g9 6KSY
1. Create a campaign
a. Name Campaign
b. Create up to 15 ad variations, including
I. Name
ii. Text
iii. Landing page (a website or a LinkedIn page, for example, your Company
Profile page)
iv. Note: from xxx is automatically filled in whether with your name or tHat o
your company (the latter is used when you access LinkedIn Ads from within
your Company Profile to promote a product)

2. Choose the target Audience
a. Geography
b. Companies: by hame or by category
c. Job Title: by name or by category
d. Group
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e. Gender

f. Age: 1824, 2534,3554, 55+

g. Also reach LinkedIn members on other websites through the LinkedIn Audience
Network (collection of partner websites that display targeted LinkedIn Ads on their
sites): yes/no.

3. Financial Options:
a. Pay per Click or Pay per 1000 Impressions.
b. DailyBudget.
c. Show my Campaign: continuously or until a specific date.

LinkedIn Marketing Solutions
If you want to go a step further than LinkedIn Ads, you can look at the Marketing Solutions.

Viahttp://marketing.linkedin.comyou can find an wpo-date overview of the solutions, more
insights in the LinkedIn audience, success stories, and contact details.

Company Pages

As already mentioned, alongside the free Overview, Products & Services anticArgdge, there is

also the Careers tab.

A job you post on LinkedIn automatically appears in the Careers tab.

You can also purchase a Premium Careers Page to appeal more to job seekers by creating interesting
O2y(iSyiz S@OSY RANBOISR (261 NR (KS @QAaAiAl2z2NRa LINJ
While you can grow the Recommendations for your products and services by asking yourself for

Recommendations, LinkedIn also offers Recommendation Ads. These are natwarskads that
showcase your existing endorsements and seek more of them.

CustomGroups
C2NJ YIye 2NBFIYATFGA2ya a/dzad2Y DNRdzZLJA¢ YAIKG KS¢
customers, and stakeholders.

You will get a more visually attractive and interactive Group (video, polls, Twitter, etc.), and LinkedIn
also helps you findgiential members for your Group. So your Group could grow very fast!

No ads (except your own) are shown in your Group. Thus, there is no potential danger from a
O2YLISGAG2NRa | Rao®

However, the remarks regarding starting and maintaining successful Gi8ups rA y @hapte8 S &
12: The Heroes of LinkedIn: Group Manageds
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Display Ads
LinkedIn provides a variety of ads:
i Standard Ad Units and Text Links
Homepage Takeover

1
9 Content Ads
 Recommendation Ads

For details, seéttp://marketing.linkedin.com

Sponsorships

Companies can sponsor some of the content pages of LinkedIn. Sponsorships are available for:

T Answers

M1 Polls

1 Applications
i Events

White Paper Distribution
Benefits:

1 Deliverhighly relevant white papers to specific audiences on LinkedIn.
1 Prefilled profile data in the registration form makes it easy for members to provide contact
information and receive your white paper.

Partner Messages
Benefits:

f Deliver targeted message2t A LISOAFAO | dzZRASY OS &4S3aYSyida dzaAy
platform.

1 Partner Messages allow for extensive marketing copy orlaranded landing page, an ad
unit, and a caito-action element.

As you can see there are many ways LinkedIn helps orgjanizén their marketing. To receive more
detailed information and read customer stories, contact LinkedIn directly at
http://marketing.linkedin.com
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