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άLǘ ǿŀǎ ǘƻ ōŜ ŜȄǇŜŎǘŜŘ ǘƘŀǘ Wŀƴ ŀƴŘ .ŜǊǘΣ ŀǎ ǘƘŜ ƴŜǘǿƻǊƪƛƴƎ ŜȄǇŜǊǘǎ ƛƴ .ŜƭƎƛǳƳΣ ǿƻǳƭŘ ƻƴŜ Řŀȅ ǿǊƛǘŜ ŀ ōƻƻƪ ƻƴ 

social networks. How to REALLY use LinkedIn is a must for all professionals wishing to enter the next era of 

networking: the book contains fascinating 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 indispensable guide to discovering the 

ǇƻǿŜǊ ƻŦ [ƛƴƪŜŘLƴΗέ 
Erik Van den Branden, HR Director, PriceWaterhouseCoopers Belgium, www.pwc.be 

 
άOne of the Success Principles I teach is the importance of having a great team. Such a team consists 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 them - fast - so you too can be as successful as you want to be!έ 
Jack Canfield, Co-author of The Success Principlesã and Co-Creator of the Chicken Soup for the SoulÑ series, 

www.jackcanfield.com  

 

άtǳǘ ǎƛƳǇƭȅΣ How to REALLY use LinkedIn is a must-read for anybody who wants to grow their business through 

networƪƛƴƎΦ  9ǾŜƴ ƛŦ ȅƻǳΩǊŜ ŀƭǊŜŀŘȅ ŀ ƳŜƳōŜǊ ƻŦ ŀ ǊŜŦŜǊǊŀƭ ƻǊ ƴŜǘǿƻǊƪ ƻǊƎŀƴƛȊŀǘƛƻƴΣ Wŀƴ ±ŜǊƳŜƛǊŜƴ ŀƴŘ .ŜǊǘ 

Verdonck offer powerful, advanced strategies for how LinkedIn can help you get even more out of your 

ǇŀǊǘƛŎƛǇŀǘƛƻƴΦέ 

Ivan Misner, NY Times Bestselling author and Founder of BNI, www.bni.com  

 

άCƛƴŀƭƭȅΣ ǎƻƳŜƻƴŜ ŜȄǇƭŀƛƴƛƴƎ ǿƘȅ [ƛƴƪŜŘLƴ ƛǎ ǳǎŜŦǳƭΦ As a typical Gen Xer, I was starting to become frustrated to 

hear more and more people talking about the advantages and the fun of being Linked In. Once I got it, I 

ƛƳƳŜŘƛŀǘŜƭȅ ƳŀŘŜ ŀ ǇǊƻŦƛƭŜ ŀƴŘ ǎǘŀǊǘŜŘ ŎƻƴƴŜŎǘƛƴƎΦ !ƴŘ ƛŦ L Ŏŀƴ Řƻ ƛǘΣ ǎƻ Ŏŀƴ ŀƴȅōƻŘȅ ŜƭǎŜΦέ  

Hubert Vanhoe, Vice-President, USG People Belgium, www.usgpeople.com 

 

άL ƘŀǾŜ ōŜŜƴ ǳǎƛƴƎ [ƛƴƪŜŘLƴ ŦƻǊ ŀ ǿƘƛƭŜ ƴƻǿΣ ōǳǘ ƻƴƭȅ ŦƻǊ ŎƻƴƴŜŎǘƛƴƎ ǘƻ ǇŜƻǇƭŜ L ǇŜǊǎƻƴŀƭƭȅ ƪƴƻǿΦ ¢Ƙƛǎ ōƻƻƪ 

gives you well-structured insights and tips throughout to increase the effectiveness of your networkτa big help 

to reach your goals easier and quicker. Strong recommendation to all the people who want to start using their 

ƴŜǘǿƻǊƪ ƳƻǊŜ ŜŦŦƛŎƛŜƴǘƭȅΗέ 

Frank Opsomer, Channel Partner Manager Hitachi Data Systems, , www.hds.com 

 

άLǘ ƛǎ ƎǊŜŀǘ ǘƻ ǊŜŀŘ ŀ ōƻƻƪ ǘƘŀǘ ƛǎ ǘƘƛǎ ǇǊŀŎǘƛŎŀƭ ŀƴŘ ƎƛǾŜǎ ŜȄŀƳǇƭŜǎ ǘƻ ƘŜƭǇ ȅƻǳ ƻōǘŀƛƴ ȅƻǳǊ ƴŜǘǿƻǊƪƛƴƎ ƎƻŀƭΦ  

¢Ƙŀƴƪǎ Wŀƴ ŀƴŘ .ŜǊǘΗέ 

Mary Roll, Career Services Manager International MBA Program, Vlerick Leuven Gent Management School, 

www.vlerick.com  

 

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

Edgar Valdmanis, Marketing & Projects Director at The Norwegian Computer Society, www.dataforeningen.no  

http://www.deloitte.com/
http://www.jackcanfield.com/
http://www.bni.com/
http://www.usgpeople.com/
http://www.hds.com/
http://www.vlerick.com/
http://www.dataforeningen.no/
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How to REALLY use LinkedIn first provides excellent insights in the fundamentals, then describes a basic 

strategy for everybody and finally an advanced strategy to use with several profiles. This makes it most 

ǿƻǊǘƘǿƘƛƭŜ ŦƻǊ ŜǾŜǊȅ ǇǊƻŦŜǎǎƛƻƴŀƭΗέ  

 .ƛƭƭ /ŀǘŜǎΣ !ǳǘƘƻǊ ƻŦ άDŜǘ aƻǊŜ wŜŦŜǊǊŀƭǎ bƻǿΗέΣ www.referralcoach.com  

 

ά9ǾŜǊȅƻƴŜ ǿƘƻ ǳƴŘŜǊǎǘŀƴŘǎ ǘƘŜ ǾŀƭǳŜ ƻŦ ƴŜǘǿƻǊƪƛƴƎ ŀƴŘ ōǳƛƭŘƛƴƎ the right connections should read this 

informative and well-structured book.  Put it at the top of your reading list this year." 

Paul Bridle, Leadership Methodologist, www.paulbridle.com   

 

άWŀƴ ±ŜǊƳŜƛǊŜƴ ŀƴŘ .ŜǊǘ Verdonck have done it! They 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 credibility and learn how to turn connections into more sales and 

ŎŀǊŜŜǊ ǎǳŎŎŜǎǎΦέ 

Lillian D. Bjorseth, author Breakthrough Networking, www.duoforce.com  

 

"After reading How to REALLY use LinkedIn I'm able to better manage my list of professional business contacts. 

Also, I can find potential business more easily and achieve better contact with experienced professionals 

worldwide.  I met Jan for the first time during a sponsorship seminar and since then I 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 & Sponsorship Quick-Step Cycling Team, www.qsi-cycling.com  

 

άLŦ ȅƻǳ ōǳȅ Ƨǳǎǘ ƻƴŜ ōƻƻƪ ǘƘƛǎ ȅŜŀǊΣ ƛǘ ǎƘƻǳƭŘ ōŜ ǘƘƛǎ ƻƴŜΦ {ƻŎƛŀƭ ƴŜǘǿƻǊƪƛƴƎ is the new marketing medium and 

LinkedIn is at the forefront. Jan and Bert share their secrets and strategies in a concise and simple mannerτ

ǘƘŜȅ ŀǊŜ ǳƴŘƻǳōǘŜŘƭȅ ǘƘŜ ƳŀǎǘŜǊǎ ƻŦ [ƛƴƪŜŘLƴΦ Lǘ ŘƻŜǎƴΩǘ ƳŀǘǘŜǊ ǿƘŀǘ ōǳǎƛƴŜǎǎ ȅƻǳ ŀǊŜ ƛƴΣ ǘƘƛǎ ōƻƻƪ Ƙŀǎ ŀƭƭ ǘƘŜ 

ǘƻƻƭǎ ǘƻ ŜƴŀōƭŜ ȅƻǳ ǘƻ ƳŀƪŜ ƳƻǊŜ ŎƻƴƴŜŎǘƛƻƴǎ ŀƴŘ ƛƴŎǊŜŀǎŜ ȅƻǳǊ ǇǊƻŘǳŎǘƛǾƛǘȅΦέ 

Frank Furness, Bestselling Author and International Speaker, www.frankfurness.com  

 

άL ǘƘƻǳƎƘǘ L ƪƴŜǿ ƭƻǘǎ ŀōƻǳǘ [ƛƴƪŜŘLƴ ōǳǘ How to REALLY use LinkedIn explores every function and process in a 

simple step-by-steǇ ǇǊƻŎŜǎǎΦ Wŀƴ ŀƴŘ .ŜǊǘΣ ōŜƛƴƎ ŀƭǎƻ ŜȄǇŜǊǘǎ ƻƴ ΨƭƛǾŜΩ ƴŜǘǿƻǊƪƛƴƎ ƘŀǾŜ ōŜŜƴ ŀōƭŜ ǘƻ ƭƛƴƪ ǘƘŜ 

online and offline networking systems and principles to ensure this book will be highly-prized by those who 

wish to become modern all-ŀǊƻǳƴŘ ƴŜǘǿƻǊƪŜǊǎΦέ 

Will Kintish, UK authority on business networking skills, www.kintish.co.uk  

 

ά¢ƘŜ ƛƴŦƻǊƳŀǘƛƻƴ ƛƴ How to REALLY use LinkedIn is a powerhouse book of tips, tactics, and approaches for 

raising your personal profile. They work! LinkedIn is the buzzword in business networking these days and this 

ōƻƻƪ ǎƘƻǿǎ Ƙƻǿ ǘƻ w9![[¸ ǳǎŜ ƛǘΦέ 

Dr. Tony Alessandra, author of The Platinum Rule, www.alessandra.com  
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"As a LinkedIn user with more than 600 connections, and an active blogger since 2004, I 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 

ǊŜŀŘ ǘƘŜ ƻǘƘŜǊǎ ŀƴŘ ƭŜŀǊƴŜŘ ŦǊƻƳ ǘƘŜƳΣ ōǳǘ Wŀƴ ŀƴŘ .ŜǊǘΩǎ ōƻƻƪ ǿŀs written by people like me: professional 

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 thousands of high-value 

connections cover it with money."  

Jim Cathcart, author of Relationship Intelligence®: Who's Glad To Know You? http://cathcart.com  

 

"I 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, and hugely readable guide. How to REALLY use LinkedIn will move 

people from beginning to advanced LinkedIn networkers. Read the book, follow the steps, and watch the 

ōŜƴŜŦƛǘǎ Ŧƭƻǿ ȅƻǳǊ ǿŀȅΗέ 

 

Andy Lopata, Business Networking Strategist and co-ŀǳǘƘƻǊ ƻŦ ΨΦΦΦŀƴŘ 5eath Came Third! The Definitive Guide to 

Networking and Speaking in Public, www.lopata.co.uk 

 

άbŀǘƛǾŜ 9ƴƎƭƛǎƘ ǎǇŜŀƪŜǊǎ ǿƛƭƭ ƪƴƻǿ ǘƘŜ ǎŀȅƛƴƎΣ Ψ/ƻƳŜǘƘ ǘƘŜ ƘƻǳǊΣ ŎƻƳŜǘƘ ǘƘŜ ƳŀƴΩΦ Lƴ ǘƘŜ ŎŀǎŜ ƻŦ ǘƘƛǎ ōƻƻƪ ǿŜ 

ŎƻǳƭŘ ŎƻǊǊŜŎǘƭȅ ǎŀȅΣ Ψ/ƻƳŜǘƘ ǘƘŜ ǘŜŎƘƴƻƭƻƎȅΣ ŎƻƳŜǘƘ ǘƘŜ ōƻƻƪΩΦ How to REALLY use LinkedIn is an essential 

reference work for any business person sŜǊƛƻǳǎƭȅ ƛƴǘŜǊŜǎǘŜŘ ƛƴ ǘƘŜ ǇƻǿŜǊ ƻŦ ǎƻŎƛŀƭ ƴŜǘǿƻǊƪƛƴƎΦ LǘΩǎ ŦŀǊ ƳƻǊŜ 

ǳǎŜŦǳƭ ǘƘŀƴ ŀƴ ƻǇŜǊŀǘƛƴƎ ƳŀƴǳŀƭΦ IŜǊŜ ȅƻǳΩƭƭ ŦƛƴŘ ŜȄŎŜƭƭŜƴǘ ǎǘǊŀǘŜƎƛŜǎ ŦƻǊ Ƙƻǿ ǘƻ ƎŜǘ ǘƘŜ ōŜǎǘ ŦǊƻƳ ǘƘƛǎ 

ǘŜŎƘƴƻƭƻƎȅ ŀƴŘ ǿƘŀǘΩǎ ŀǾŀƛƭŀōƭŜ ǘƘǊƻǳƎƘ ǘƘŜ ŘƛŦŦŜǊŜƴǘ ƭŜǾŜƭǎ ƻŦ ƳŜƳōŜǊǎƘƛǇΣ ŦƻǊ ŜȄample. There is no doubt in 

my mind that LinkedIn itself has developed tremendously in recent times and this book is being published at 

Ƨǳǎǘ ǘƘŜ ǊƛƎƘǘ ǘƛƳŜ ǘƻ ƘŜƭǇ ǇŜƻǇƭŜ ƳŀȄƛƳƛȊŜ ǘƘŜƛǊ ǳǎŜ ƻŦ ǘƘŜ ǘŜŎƘƴƻƭƻƎȅΦέ 

Chris Davidson, Managing Editor, www.ProfessionalSpeakersJournal.com 

 

άHow to REALLY use LinkedIn is a must-read for anyone wanting to enhance their networking skills and to 

leverage online networking tools, especially on LinkedIn. Jan and Bert have provided a practical, comprehensive 

resource with a large number of strategies to apply daily. As an international productivity expert I am often 

looking for valuable resources to recommend to my clients to boost their personal and professional 

productivityτI 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 in this book ς ȅƻǳ ǿƛƭƭ ōŜ ƎƭŀŘ ȅƻǳ ŘƛŘΗέ  

Neen James, International Productivity Expert, www.neenjames.com 

 

άHow to really use LinkedIn really opened my eyes to the possibilities within LinkedIn and how to use it in a very 

ŜŦŦƛŎƛŜƴǘ ŀƴŘ ŜŦŦŜŎǘƛǾŜ ǿŀȅΦ L ŀƳ ŀ ƳŜƳōŜǊ ƻŦ [ƛƴƪŜŘLƴΣ ōǳǘ L ŘƛŘƴΩǘ ƛƴǘŜƴŘ ǘƻ ǎǇŜƴŘ ŀ ƭƻǘ ƻŦ ǘƛƳŜ ƻƴ ƛǘΦ ¢Ƙƛǎ 

book, however, changed my mind regarding the possibilities and opportunities; I will start to spend more time 

ƻƴ ƛǘ ǿƛǘƘ ǘƘƛǎ ōƻƻƪ ŀǎ Ƴȅ ƎǳƛŘŜΦέ 

Menno Siebinga, Entrepreneur, martial artist, organizer of the Body & Brain Festival (The Netherlands) and 

founder of the Siebinga method, www.teamsiebinga.com 

http://cathcart.com/
http://www.lopata.co.uk/
http://www.professionalspeakersjournal.com/
http://www.neenjames.com/
http://www.teamsiebinga.com/
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άhƴƭƛƴŜ ōǳǎƛƴŜǎǎ ƴŜǘǿƻǊƪƛƴƎ ƛǎ ŀ ǾŜǊȅ Ƙƻǘ ǘƻǇƛŎΦ IƻǿŜǾŜǊΣ Ƴŀƴȅ ǇŜƻǇƭŜ ŘƻƴΩǘ ƪƴƻǿ Ƙƻǿ ǘƻ ǊŜŀƭƭȅ ŘŜŀƭ ǿƛǘƘ 

websites like LinkedIn. How to REALLY use LinkedIn ƎƛǾŜǎ ƳƻǊŜ ǘƘŀƴ ŀƴ ŀƴǎǿŜǊΦ IƛƎƘƭȅ ǊŜŎƻƳƳŜƴŘŜŘΗ ά 

Astrid De Lathauwer, Chief Human Resources Officer, Belgacom, www.belgacom.com 

 

"As a how-to 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 and co-author ƻŦ ϥ¢ƘŜ .ŜŜǊƳŀǘ 9ƴǘǊŜǇǊŜƴŜǳǊΣέ www.beermat.biz  

 

άL ƘŀǾŜ ǊŜŀŘ Ƴŀƴȅ ōƻƻƪǎ ŀōƻǳǘ ƴŜǘǿƻǊƪƛƴƎ ŀƴŘ Ƴƻǎǘ ǎŜŜƳ ǘƻ ǊŜƘŀǎƘ ǘƘŜ ǎŀƳŜ ƻƭŘ ǘƘƛƴƎǎΦ  Wŀƴ ŀƴŘ .ŜǊǘΣ 

ƘƻǿŜǾŜǊΣ άǇǳǎƘ ǘƘŜ ŜƴǾŜƭƻǇŜέ ōȅ ŜȄŀƳƛƴƛƴƎ ƻƴŜ ƻŦ ǘƘŜ Ƴƻǎǘ ǳƴŘŜǊǳǘƛƭized tools that all effective networkers 

have today:  LinkedIn.  As the relationship-networking 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 Networker, http://thenationalnetworker.com  

 

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

Jan Vermeiren and Bert Verdonck have simplified it allτnot only by explaining in easy steps how LinkedIn 

works as an effective tool to create the right contacts and clients for your businessτhe 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 onlineτand impact your business quickly and positively." 

Paul du Toit, Certified Speaking Professional, MD of the Congruence Group, South Africa, www.pauldutoit.net 

 

άL ƭƻǾŜ ƘŀƴŘǎ-on and practical books. How to REALLY use LinkedIn is one of those rare gems one can put next to 

ƻƴŜΩǎ ƪŜȅōƻŀǊŘ ŀǎ ŀ Ƙƻǿ-to manual and immediately get a lot of things done. By providing clear insights and a 

simple, but super-effective strategy, Jan and Bert show how everybody can tap into the power of online 

ōǳǎƛƴŜǎǎ ƴŜǘǿƻǊƪƛƴƎ ƛƴ ƎŜƴŜǊŀƭΣ ŀƴŘ ƳƻǊŜ ǎǇŜŎƛŦƛŎŀƭƭȅ [ƛƴƪŜŘLƴΦέ 

Guido Thys, Corporate Midwife, www.guidothys.nl      

 

άDǊŜŀǘ ǘƘƛƴƎǎ ŎƻƳŜ ŦǊƻƳ ǎƛƳǇƭŜ ŀƴŘ ǇǊŀƎƳŀǘƛŎ ƳŜǘƘƻŘǎΗ Wŀƴ ŀƴŘ .ŜǊǘ ǎǳŎŎŜŜŘŜŘ ǿƛǘƘ ǘƘŜƛǊ ƭŀǘŜǎt book. How to 

REALLY use LinkedIn will not only give you clear strategies to increase your network efficiency with the use of 

[ƛƴƪŜŘLƴΣ ōǳǘ ƛǘ ǿƛƭƭ ŀƭǎƻ ŜȄǇƭŀƛƴ ǘƘŜ ǎŜƴǎŜ ŀƴŘ ǇǳǊǇƻǎŜ ƻŦ ƴŜǘǿƻǊƪƛƴƎΦ ! Ƴǳǎǘ ŦƻǊ ŜǾŜǊȅ ǇǊƻŦŜǎǎƛƻƴŀƭΗέ 

Vincent De Waele, Business Transformation Director, Mobistar, www.mobistar.be  

  

http://www.belgacom.com/
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Go to the 

άVideo & Tools Libraryέ 

for FREE up-to-date LinkedIn 

video tips, self-assessments, 

worksheets and updates 

of this book. 
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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 of their 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 tipping point in 2003. As entrepreneurs who are continuously 

ƭƻƻƪƛƴƎ ŦƻǊ ŎǳǎǘƻƳŜǊǎΣ ŎƭƛŜƴǘǎΣ ǎǳǇǇƭƛŜǊǎΣ ŜƳǇƭƻȅŜŜǎΣ ǇŀǊǘƴŜǊǎΣ ƳŜŘƛŀ ŎƻƴǘŀŎǘǎΣ ŜȄǇŜǊǘΩǎ ƻǇƛƴƛƻƴǎ ŀƴŘ 

other help we personally also have experienced the tremendous power of these networks.  

 

Our team at Networking Coach receives an ever-increasing stream of questions from participants in 

our training courses, or members from the audience during our presentations about the value of 

online business networks and how to exploit themτespecially 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, and how to start 

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: 

¶ The disadvantage of writing a book about things 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 writing the first edition of this book, LinkedIn added 

Applications and 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 Profile Self-Assessment and 

worksheetsτand if you want to stay current with added functionality and new strategies, go 

to the FREE Video & Tools Library.  

¶ hǳǊ ŜȄǇƭŀƴŀǘƛƻƴǎ ƻŦ [ƛƴƪŜŘLƴ ǿƻƴΩǘ ŘƛǎŎǳǎǎ ōŀǎƛŎ ŘŜǘŀƛƭǎΦ LŦ ȅƻǳ ƴŜŜŘ ƭots of screenshots and 

basic explanations, there are more basic books to help you, such as How to Succeed in 

Business using LinkedIn by Eric Butow and Kathleen Taylor or LinkedIn for Dummies by Joel 

9ƭŀŘΦ IƻǿŜǾŜǊΣ ǘƘŜ ǘƛǇǎ ŦǊƻƳ ǘƘƛǎ ōƻƻƪ ŀƴŘ ǘƘŜ ǾƛŘŜƻΩǎ ƛƴ ǘƘŜ Video & Tool Library will take 

you a long way. 

¶ We are not LinkedIn employees. We, and our company Networking Coach are independent 

from LinkedIn and any similar websites. 

¶ 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 with real people who 

http://www.networking-coach.com/
http://www.how-to-really-use-linkedin.com/
http://amzn.to/li-book2
http://amzn.to/li-book2
http://amzn.to/li-book3
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ǊŜǎǇƻƴŘ ǘƻ ǉǳŜǎǘƛƻƴǎ ƛŦ ȅƻǳ ŘƻƴΩǘ ŦƛƴŘ ŀƴǎǿŜǊǎ ƛƴ ǘƘŜƛǊ ƭŀǊƎŜ YƴƻǿƭŜŘƎŜ .ŀǎŜΦ You can click  

άIŜƭǇ /ŜƴǘŜǊέ at the bottom of each page, or you can go to: https://help.linkedin.com/  

 

What are the key features 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 in whatever industry. 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! 
 

{ƛƴŎŜ ǘƘŜ ōƻƻƪΩǎ ŦƛǊǎǘ ǇǳōƭƛŎŀǘƛƻƴ ƛn March 2009, much has happened with us and with our team at 

Networking Coach. 

Here are a few examples: 

¶ LinkedIn has invited us to organize their worldwide training program pilotτ LinkedIn Live, 
making us the first LinkedIn Certified Training Company in the world! 

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

¶ 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 face-to-face will remain crucial in 

our professional lives. LinkedIn is a super tool to prepare 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 StoriesÒ instead 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 owners and development managers, how to be introduced to prequalified 

ǇǊƻǎǇŜŎǘǎ ǎƻ ǘƘŜȅ ǿƻƴΩǘ ƴŜŜŘ ǘƻ ŎƻƭŘ Ŏŀƭƭ ŜǾŜǊ ŀƎŀƛƴΦ [ƛƴƪŜŘLƴ ƛǎ ŀ ŦŀƴǘŀǎǘƛŎ ǘƻƻƭ ǘƻ ǎǳǇǇƻǊǘ ǘƘƛǎ όŀƴŘ 

thus is an important part of our courses), but the real value lies in how you USE the knowledge 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 prepare ȅƻǳǊǎŜƭŦ ŦƻǊ ŀ ƳŜŜǘƛƴƎ ƻǊ ǘŜƭŜǇƘƻƴŜ ŎŀƭƭΣ ōǳǘ ƛǘ ǿƻƴΩǘ ƘŜƭǇ ȅƻǳ 

ƳǳŎƘ ƛŦ ȅƻǳ ŘƻƴΩǘ ƛƴǘŜƎǊŀǘŜ ƛǘ ƛƴ ŀ ƭŀǊƎŜǊ ǎǘǊŀǘŜƎȅ ƻǊ ǊŜŦǊŀƛƴ ŦǊƻƳ άƴƻǊƳŀƭέ ŎƻƴǘŀŎǘΦ 

  

https://help.linkedin.com/
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LinkedIn is enjoying its Second Wave 
 

We have seen some changes in the last few years and believe this is the situation in June 2011: 

1. LinkedIn is in its second wave.  

a. The first wave comprised people getting to know online networking in general and 
making a Profile on LinkedInτthe passive phase. We believe that many parts of the 
world (especially the Western world 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 is the proactive phase. In parts of the Western 
World and India we are in the second phase of the curve: the early adopters. 

 

2. Our belief that LinkedIn is in its second wave is confirmed by the different kind of questions 
we receive in our workshops from individuals, and the different 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 companies. This results in a company-wide 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 between 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 (innovators). 
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I, Jan Vermeiren, asked Bert Verdonck, our Master Trainer, to join me in writing the second edition. 

.ŜǊǘ ƪƴƻǿǎ [ƛƴƪŜŘLƴ ǾŜǊȅ ǿŜƭƭΣ ŀƴŘ ŀǎ ŀ άƭƛŦŜƘŀŎƪŜǊέ ƘŜ Ƙŀǎ ŀ Ǿŀǎǘ ƪƴƻǿƭŜŘƎŜ ƻŦ ǘƻƻƭǎ ǘƻ ƳŀƪŜ ƻǳǊ 

personal and professional lives easier. Some of the 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 new in this second edition. These are some of the updates: 

¶ 5-step basic general strategy to be successful on LinkedIn. 

¶ New chapters with passive, active and proactive strategies for people looking for new 

customers, a new job, or new employees. 

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

¶ A chapter for Group Managers with tips to attract more members, stimulate interaction, and 

deal with spammers. 

¶ 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. 

¶ Probably the most important additional chapter is for organizations: how can they benefit 

from LinkedIn company-wide. 

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

¶ And many more tips concerning your personal Profile, how to build your LinkedIn network, 

how to fine-tune 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 you apply  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 move on to three more.  

 

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

1. We have created a Video & Tools Library with a free Profile Self- Assessment, video clips 

related to the tips in the book, and worksheets to support you. 

2. We have started the Global Networking Group on LinkedIn. It is open to anyone who 

wants to abide by the rules of this Group and is looking to give and receive support. We 

look forward to meeting you there! 

 

http://www.how-to-really-use-linkedin.com/
http://linkd.in/li-book11
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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. ά²Ƙȅ Řƻ L ƘŀǾŜ ǘƻ ƴŜǘǿƻǊƪΚ ²Ƙŀǘ ƛǎ ƛƴ ƛǘ ŦƻǊ ƳŜΚέ 

2. 9ǎǇŜŎƛŀƭƭȅ ǿƘŜƴ ŘƛǎŎǳǎǎƛƴƎ ƻƴƭƛƴŜ ƴŜǘǿƻǊƪƛƴƎΥ ά¢ƘƻǎŜ ǇŜƻǇƭŜ ǿƛǘƘ ǘƘƻǳǎŀƴŘǎ ƻŦ ŎƻƴƴŜŎǘƛƻƴǎΣ 

ŀǊŜ ǘƘŜȅ ƴƻǘ Ƨǳǎǘ ƴŀƳŜ ŎƻƭƭŜŎǘƻǊǎΚ L ŘƻƴΩǘ ǿŀƴǘ ǘƻ ōŜ ƭƛƪŜ ǘƘŀǘΦέ 

It is important to understand the value and fundamentals of networking before diving into how you 

can use LinkedIn for your benefit.  

Lƴ WŀƴΩǎ ōƻƻƪΣ [ŜǘΩǎ /ƻƴƴŜŎǘ! he already explained the dynamics that form the foundation of 

networking and any networking strategy. In this chapter, 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 from LinkedIn. 

CƛǊǎǘΣ ƭŜǘΩǎ ƭƻƻƪ ŀǘ ǎƻƳŜ ōŜƴŜŦƛǘǎ ƻŦ ƴŜǘǿƻǊƪƛƴƎ ŀƴŘ ǘƘŜƴ ǿŜ ǿƛƭƭ Ǝƻ ŘŜŜǇŜǊ ƛƴǘƻ ŦǳƴŘŀƳŜƴǘŀƭ 

principles of networking online and offline. 

 

What are the Benefits of Networking?  
 

Many people have already heard people say networking is important. But if someone explains how it 

helps in sales and you are not responsible for sales τȅƻǳ ǇǊƻōŀōƭȅ ǿƻƴΩǘ ƭƛǎǘŜƴΦ 

Here is a list of 26 reasons why networking is important for everybody, gleaned from the thousands 

of participants in our presentations, and networking 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 ambassadors who 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. 

http://bit.ly/li-book1
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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 work-related 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 insights, and new wisdom. 

17) Gaining another perspective. 

18) /ƻƴƴŜŎǘƛƻƴǎ ŦƻǊ ǊŜŀŎƘƛƴƎ ǇŜƻǇƭŜ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ŀŎŎŜǎǎ ǘƻ ȅƻǳǊǎŜƭŦΦ 

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, speaker or co-host. 

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 help you have ŀƭƭ ǘƘŜǎŜ ōŜƴŜŦƛǘǎΦ .ǳǘ ƭŜǘΩǎ ŦƛǊǎǘ 

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 thought to networking, start going to events, make a profile on a 

website, and begin connecting with people. 

¢ƘŜƴ ŎƻƳŜǎ ŀ ƳƻƳŜƴǘ ǿƘŜƴ ǘƘŜȅ ƳƛƎƘǘ ǎŀȅ ǎƻƳŜǘƘƛƴƎ ƭƛƪŜΥ άL ƘŀǾŜ ǘƘŜ ŦŜŜƭƛƴƎ L ŘƻƴΩǘ ƎŜǘ ƳǳŎƘ ƻǳǘ 

ƻŦ Ƴȅ ǘƛƳŜ ŀƴŘ ŜŦŦƻǊǘΦέ 

The reason is that they have never defined: 

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 position to help 

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 depends on 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  
 

Lƴ WŀƴΩǎ ƴŜǘǿƻǊƪƛƴƎ ōƻƻƪΣ [ŜǘΩǎ /ƻƴƴŜŎǘ!, he defines the ideal networking attitude as: 

 

ά{ƘŀǊƛƴƎ ƛƴŦƻǊƳŀǘƛƻƴ ƛƴ ŀ ǊŜŀŎǘƛǾŜ ŀƴŘ ǇǊƻŀŎǘƛǾŜ ǿŀȅ  

ǿƛǘƘƻǳǘ ŜȄǇŜŎǘƛƴƎ ŀƴȅǘƘƛƴƎ ƛƳƳŜŘƛŀǘŜƭȅ ƛƴ ǊŜǘǳǊƴΦέ 

 

 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘƛǎ ŘŜŦƛƴƛǘƛƻƴ ƛƴ ƳƻǊŜ ŘŜǘŀƛƭΥ 

¶ Information: in his ŘŜŦƛƴƛǘƛƻƴ άƛƴŦƻǊƳŀǘƛƻƴέ ǊŜŦŜǊǎ ǘƻ ōƻǘƘ ƎŜƴŜǊŀƭ ŀƴŘ ǎǇŜŎƛŦƛŎ ƪƴƻǿƭŜŘƎŜΦ 
For example, how to record a television program with a video recorder, or finding the 
ǎǇŜŎƛŦƛŎ ŎƻŘŜ ŦƻǊ ŀ ǎƻŦǘǿŀǊŜ ǇǊƻƎǊŀƳΦ άLƴŦƻǊƳŀǘƛƻƴέ ƛƴŎƭǳŘŜǎ ōƻǘƘ ōǳǎƛƴŜǎǎ ƛǎǎǳŜǎΣ ƭƛƪŜ ǎŀƭŜǎ 
leads, and simple day-to-day matters (such as the hours of the supermarket). In a 
ǇǊƻŦŜǎǎƛƻƴŀƭ ŜƴǾƛǊƻƴƳŜƴǘΣ άƛƴŦƻǊƳŀǘƛƻƴέ Ŏŀƴ ōŜ ŀ Ƨƻō ƻǇŜƴƛƴƎΣ ŀ ǎŀƭŜǎ ƭŜŀŘΣ ŀ ƴŜǿ ǎǳǇǇƭƛŜǊ 
or employee, opportunities for partnerships, interesting training courses, or tips to work 
more efficiently. 

¶ Sharing involves at least two parties. Networking is not a one-way street, but a two-or more 
way boulevard. The desired outcome is always a win-win situation in which all parties are 
satisfied. You need to be comfortable both giving help and making requests.  

¶ In a reactive and pro-active 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 pro-active (without any spamming of course). A soft 
approach could consist of letting them know you have information of value that you are 
ǿƛƭƭƛƴƎ ǘƻ ǎƘŀǊŜΦ ¢Ƙƛǎ ƛǎ ŜǎǇŜŎƛŀƭƭȅ ǳǎŜŦǳƭ ǿƘŜƴ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ ǇŜƻǇƭŜ ǿŜƭƭΦ 

¶ Without expecting anything immediately in return: in this era of short-term 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 more interesting to other people, works best. 

By giving without expecting anything in return, you will actually receive much more than your initial 

άƛƴǾŜǎǘƳŜƴǘΦέ .ǳǘ ȅƻǳ ƴŜǾŜǊ ƪƴƻǿ ŦǊƻƳ ǿƘƻƳ ƻǊ ǿƘŜƴ ŀƴŘ ǘƘƛǎ ƛǎ ŀ ŎƘŀƭƭŜƴƎŜ ŦƻǊ Ƴŀƴȅ ǇŜƻǇƭŜΦ Lƴ 

our training courses a lively discussion ensues because few people see how they can realize this 

http://bit.ly/li-book1
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ǿƛǘƘƻǳǘ ƛƴǾŜǎǘƛƴƎ ƭƻǘǎ ƻŦ ǘƛƳŜ ŀƴŘ ƳƻƴŜȅΦ ²ŜΩƭƭ ŘƛǎŎǳǎǎ ƭŀǘŜǊ ƛƴ ǘƘƛǎ ōƻƻƪ Ƙƻǿ ǿŜ Ŏŀƴ ƻǾŜǊŎƻƳŜ ǘƘŀǘ 

challenge and use LinkedIn to help us. 

Remember that networking is a long-term game that always involves 2 or more players. You reap 

ǿƘŀǘ ȅƻǳΩǾŜ ǎƻǿƴ. Also, remember that ǿƘŜƴ ȅƻǳ ǎƘŀǊŜ ǎƻƳŜǘƘƛƴƎ ȅƻǳ ǎǘƛƭƭ ƘŀǾŜ ƛǘΣ ǎƻ ȅƻǳ ŘƻƴΩǘ 

lose anything. So start sowing (sharing) so you can reap more, and faster! 

Failure to understand and apply the right networking attitude is the number one reason why people 

ŦŜŜƭ ǘƘŀǘ [ƛƴƪŜŘLƴ ŘƻŜǎƴΩǘ ǿƻǊƪ ŦƻǊ ǘƘŜƳΦ {ƛƴŎŜ ǘƘŜȅ ŀǊŜ ŦƻŎǳǎŜŘ ƻƴƭȅ ƻƴ ǘƘŜƳǎŜƭǾŜǎΣ ǘƘŜȅ ŘƻƴΩǘ 

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. 

 

 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘŜ ǘƘǊŜŜ ŀƴƎƭŜǎ ƻŦ ǘƘŜ DƻƭŘŜƴ ¢ǊƛŀƴƎƭŜΥ 

Give or Share 

This underlies the networking attitude. What 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 they no longer 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 

Asking for 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 book People Power networking expert 

Donna Fisher explains the mental barriers many people impose on themselves. She explores 7 types 

of conditioning that can influence your networking effectivenessτwithout your even realizing it. 

Give

Ask Thank

http://amzn.to/li-book4
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Thus we often spend too much time figuring things out ourselves when we could ask for help. 

 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ƛǘ ŦǊƻƳ ŀ ŘƛŦŦŜǊŜƴǘ ǇŜǊǎǇŜŎǘƛǾŜΦ 5ƻ ȅƻǳ ǊŜƳŜƳōŜǊ ǘƘŜ ƭŀǎǘ ǘƛƳŜ ǎƻƳŜƻƴŜ ŀǎƪŜŘ ȅƻǳ ŦƻǊ 

some information or for your help and you were able to assist this person? What feeling did you get? 

The answer is typically: a 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 see exchanging 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 sharing, asking is 

important and necessary to give other people the opportunity to improve THEIR relationship 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. 

¢Ƙƛǎ ŀǇǇǊƻŀŎƘ ŘƻŜǎƴΩǘ ǎŜŜƳ ŜȄǘǊŀƻǊŘƛƴŀǊȅ ŀƴŘ ƛƴ ŦŀŎǘ ƛǘ ƛǎƴΩǘΦ .ǳǘ Ƴƻǎǘ of the times we see the 

ƻǇǇƻǎƛǘŜΥ ǿŜ ƘŀǾŜ ŀ ǇǊƻōƭŜƳ ƻǊ ƛŘŜŀ ƛƴ ƻǳǊ ƳƛƴŘǎΣ ŘƻƴΩǘ ǾƻƛŎŜ ƛǘ ŀƴŘ ǿŜ ŘƻƴΩǘ ƻƴƭȅ ŜȄǇŜŎǘ ƻǘƘŜǊ 

ǇŜƻǇƭŜ ǘƻ ƎǳŜǎǎ ƛǘΣ ōǳǘ ŀƭǎƻ ǘƻ ǇǊƻǾƛŘŜ ŀ ǎƻƭǳǘƛƻƴΦ LǎƴΩǘ ǘƘŀǘ ƛƴǎŀƴŜΚ 

¢ƘŜ ƎƻƻŘ ƴŜǿǎ ƛǎ ǘƘŀǘ ƛǘ ŘƻŜǎƴΩǘ ǘŀƪŜ ǘƘŀǘ ƳǳŎƘ ǘƛƳŜ ǘƻ ǎǘƻǇΣ ǘƘƛnk about your question and then 

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 

ǊŜǎǇƻƴǎƛōƛƭƛǘȅΣ ǘŀƪŜ ŀŎǘƛƻƴ ŀƴŘ ŘƻƴΩǘ ǿŀǎǘŜ ǘƘŜƛǊ ǘƛƳŜ ǿƛǘƘ ǾŀƎǳŜ ǉǳŜǎǘƛƻƴǎ ƭƛƪŜ so many other 

people. 

 

Networking success tip: if you want to move ahead in your professional and personal life and give 

your network the opportunity to assist you, it is important to ask regularly and respectfully! 

 

 

LinkedIn provides several tools to ask ȅƻǳǊ ǉǳŜǎǘƛƻƴǎ ƛƴ ǘƘŜ ά!ƴǎǿŜǊǎέ ŀƴŘ ά5ƛǎŎǳǎǎƛƻƴǎέ 

ŦǳƴŎǘƛƻƴŀƭƛǘȅΦ !ƭǎƻ ǳǎŜ ǘƘŜ ά{ǘŀǘǳǎ ¦ǇŘŀǘŜέ ŦŜŀǘǳǊŜΦ  

Iƻǿ ǘƻ ǳǎŜ ǘƘŜǎŜ ǘƻƻƭǎ ǿƛƭƭ ōŜ ŘŜǎŎǊƛōŜŘ ƛƴ άChapter 6: The Heart of LinkedIn: Groupsέ ŀƴŘ άChapter 

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

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 you always thank someone when she took the time to 

ƭƻƻƪ ŦƻǊ ŀ ǎƻƭǳǘƛƻƴΣ ōǳǘ ŘƛŘƴΩǘ ŦƛƴŘ ƻƴŜΚ hǊ ǿƘŜƴ ǎƘŜ ǘƻƻƪ ǘƘŜ ǘƛƳŜ Ƨǳǎǘ ǘƻ ƭƛǎǘŜƴ ǘƻ ȅƻǳΚ 

One of the things that continue to challenge us is remembering to thank people who introduced or 

referred us a long time 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 got the phone 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 small gift when 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 first-degree network (on LinkedIn you also see the number 1 next to 

the name of a person to whom 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. There are many 

more opportunities in the second-degree 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 connect differently with your 

network and the people you meet online. You only need to build a relationship with  them instead of 

selling yourself or your products to them. 

Understanding the power of the network in the second degree also leads to different conversations. 

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. 

Iƻǿ ƻŦǘŜƴ Řƻ ȅƻǳ ǘƘƛƴƪΥ άbƻ ƳŀǘǘŜǊ Ƙƻǿ ƴƛŎe this person is, I will never do business with him or her 

ōŜŎŀǳǎŜ ǿŜ ƘŀǾŜ ƴƻ ƛƴŘǳǎǘǊȅΣ ƭƻŎŀǘƛƻƴ ƻǊ ŦǳƴŎǘƛƻƴ ƛƴ ŎƻƳƳƻƴΦ [ŜǘΩǎ ŜƴŘ ǘƘƛǎ ŎƻƴǾŜǊǎŀǘƛƻƴ ǉǳƛŎƪƭȅ ǎƻ L 

Ŏŀƴ ǎǘŀǊǘ ǘŀƭƪƛƴƎ ǘƻ ǎƻƳŜƻƴŜ ǿƘƻ ǊŜŀƭƭȅ ƛƴǘŜǊŜǎǘǎ ƳŜΦέ 

If you take time to have a longer conversation, ask them what or whom they are looking for and 

share your goalsτyou 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 new employee) networking becomes more relaxed and more fun. 

A big advantage of LinkedIn 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 

[ƛƴƪŜŘLƴΦ ¢ƻ ƘŜƭǇ ȅƻǳ ƎǊŀǎǇ ǘƘƛǎ ŎƻƴŎŜǇǘ ǿŜ ǿƛƭƭ Řƻ ŀ ǎƳŀƭƭ ŜȄŜǊŎƛǎŜ ƛƴ άChapter 3: How to REALLY Use 

LinkedIn: a 5 Step Basic StrategyέΦ 

 

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 important, but diversity. However, 

diversity brings along quantity. The more diverse your network is, the more people within it. 

[ŜǘΩǎ ƭƻƻƪ ƳƻǊŜ ŎƭƻǎŜƭȅ ŀǘ ōƻǘƘ ǉǳŀƭƛǘȅ ŀƴŘ ŘƛǾŜǊǎƛǘȅΦ 

The Importance of Quality  

What is quality? How do you define it? 

Many people perceive people with a high position in a large and well-known company as being of 

άƘƛƎƘ ǉǳŀƭƛǘȅέΦ [ŜǘΩǎ Ŏŀƭƭ ǎǳŎƘ ŀ ǇŜǊǎƻƴ aǎΦ .ƛƎ {ƘƻǘΦ ¢ƘŜȅ Řƻ ŜǾŜǊȅǘƘƛƴƎ ǘƘŜȅ Ŏŀƴ ǘƻ ƳŀƪŜ ŎƻƴǘŀŎǘ 

with her when they see her at an event. But when they get a few minutes of thƛǎ ǇŜǊǎƻƴΩǎ ŀǘǘŜƴǘƛƻƴ 

ǘƘŜȅ ŘƻƴΩǘ ƪƴƻǿ ǿƘŀǘ ǘƻ ǎŀȅ ŀƴŘ ŦƻŎǳǎ ƻƴ ŜȄŎƘŀƴƎƛƴƎ ōǳǎƛƴŜǎǎ ŎŀǊŘǎΦ !ŦǘŜǊǿŀǊŘΣ ǘƘŜȅ ǎŜƴŘ ŜƳŀƛƭǎ 

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, and in networking in general. 

 

LŦ ȅƻǳ ǊŜŎƻƎƴƛȊŜ ǘƘƛǎ ǎƛǘǳŀǘƛƻƴ ŦǊƻƳ ȅƻǳǊ ƻǿƴ ƻǊ ŀƴƻǘƘŜǊΩǎ ŜȄǇŜǊƛŜƴŎŜ ƛǘ ƳƛƎƘǘ ōŜ ŀ ƎƻƻŘ ƛŘŜŀ ǘƻ ƭƻƻƪ 

ŘƛŦŦŜǊŜƴǘƭȅ ŀǘ ǘƘŜ ƳŜŀƴƛƴƎ ƻŦ άǉǳŀƭƛǘȅέΦ  

CƻǊ ǳǎ άǉǳŀƭƛǘȅέ Ŏŀƴ ōŜ ƳŜŀǎǳǊŜŘ ƻƴƭȅ ǿƘŜƴ ŎƻƳǇŀǊŜŘ ǘƻ ȅƻǳǊ ƎƻŀƭǎΦ ! ǇŜǊǎƻƴ ƛǎ ƻŦ άƘƛƎƘ ǉǳŀƭƛǘȅέ ƛŦ 

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 for you.   

Quality 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 

!ǎ ȅƻǳǊ Ǝƻŀƭǎ ŎƘŀƴƎŜ ƻǾŜǊ ǘƛƳŜΣ ǘƘŜ άǉǳŀƭƛǘȅέ ƻŦ ǇŜƻǇƭŜ ŎƘŀƴƎŜǎ ǘƻƻΦ {ƻƳŜōƻŘȅ ǿƘƻ ǿŀǎ ƻŦ άƭƻǿ 

ǉǳŀƭƛǘȅέ ŀ ȅŜŀǊ ŀƎƻ ŎƻǳƭŘ ōŜ ƴǳƳōŜǊ ƻƴŜ ŦƻǊ ȅƻǳ ǘƻŘŀȅΦ ¢Ƙƛǎ ƛǎ ŀƴƻǘƘŜǊ ǊŜŀǎƻƴ ǿƘȅ ŜǾŜǊȅōƻŘȅ ƛǎ 

important! 

For example: a former product manager of a large telecom company told us that he was never 

interested in meeting accountants and 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 opportunitiŜǎ ǘƻ ŦƛƴŘ ǘƘŜ άƘƛƎƘ ǉǳŀƭƛǘȅέ ǇŜƻǇƭŜΦ .ǳǘ ȅƻǳ ƘŀǾŜ 

to know your goals. We do not recommend collecting as many contacts as possible. At events and on 

ǘƘŜ LƴǘŜǊƴŜǘ ȅƻǳ ǿƛƭƭ ǎŜŜ Ƴŀƴȅ ǇŜƻǇƭŜ ŜȄǇŀƴŘƛƴƎ ǘƘŜƛǊ όǾƛǊǘǳŀƭύ ŀŘŘǊŜǎǎ ōƻƻƪǎΦ CƻǊ ǎƻƳŜ ƻŦ ǘƘŜƳ ƛǘΩǎ 

a kind ƻŦ ǎǇƻǊǘΣ ǘƻ ōǊŀƎΥ άƭƻƻƪ ŀǘ Ƙƻǿ Ƴŀƴȅ ǇŜƻǇƭŜ L ƪƴƻǿΦέ .ǳǘ ǿƘŜƴ ƻƴŜ ƻŦ ǘƘŜǎŜ ŎƻƴǘŀŎǘǎ ǿŀƴǘǎ ǘƻ 

ŘŜŜǇŜƴ ǘƘŜ ǊŜƭŀǘƛƻƴǎƘƛǇΣ ǘƘŜȅ ǇǊƻōŀōƭȅ ŘƻƴΩǘ ŀƴǎǿŜǊ ŜƳŀƛƭǎ ƻǊ ǇƘƻƴŜ ŎŀƭƭǎΦ  

There is nothing wrong with a huge address book as long as you are available to your network. On 

ǘƘŜ ƻǘƘŜǊ ƘŀƴŘ ƛŦ ȅƻǳΩǊŜ Ƨǳǎǘ ŎƻƭƭŜŎǘƛƴƎ ǇŜƻǇƭŜ ƭƛƪŜ ŎƻƭƭŜŎǘƛƴƎ ǎǘŀƳǇǎΣ ƛǘ ƳƛƎƘǘ ōŜ ƎƻƻŘ ǘƻ ǘŜƭƭ ǘƘŜƳ 

that. This way there are no wrong expectations. Wrong expectations can harm your reputation. And 

ǘƘŀǘΩǎ ŘŀƴƎŜǊƻǳǎ ƛƴ ƴŜǘǿƻǊƪƛƴƎΦ  

 

More opportunities 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 

{ƻƳŜōƻŘȅ ƳƛƎƘǘ ōŜ ƻŦ άƭƻǿ ǉǳŀƭƛǘȅέ ŦƻǊ ȅƻǳΣ ōǳǘ ƻŦ άƘƛƎƘ ǉǳŀƭƛǘȅέ ŦƻǊ ǎƻƳŜƻƴŜ ŜƭǎŜ ƛƴ ȅƻǳǊ ƴŜǘǿƻǊƪΦ 

A good networking action is connecting people to strengthen your relationship with both. Creating 

ƎƻƻŘǿƛƭƭ ŀƴŘ ƳƻǘƛǾŀǘƛƻƴ ƘŜƭǇǎ ȅƻǳ ǘƻ ŦƛƴŘ ǘƘŜ ǊƛƎƘǘ άƘƛƎƘ ǉǳŀƭƛǘȅέ ǇŜƻǇƭŜ ŦƻǊ ȅƻǳΦ 

In factΣ ŎƻƴƴŜŎǘƛƴƎ ǇŜƻǇƭŜ ƛǎ ƻƴŜ ƻŦ ǘƘŜ ōŜǎǘ ƴŜǘǿƻǊƪƛƴƎ ŀŎǘƛƻƴǎΦ Lǘ ƛǎ ŦǊŜŜΣ ŘƻŜǎƴΩǘ ǘŀƪŜ ƳǳŎƘ ǘƛƳŜ 

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 in your field 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. 

²ŀȅƴŜ .ŀƪŜǊ Ŏŀƭƭǎ ǘƘƛǎ ǘƘŜ άǎƛƳƛƭŀǊƛǘȅ ǇǊƛƴŎƛǇƭŜΦέ Lƴ Ƙƛǎ ōƻƻƪ Networking Smart you find many 

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 network τάǘƘŜ ǎǘǊŜƴƎǘƘ ƻŦ ǿŜŀƪ ƭƛƴƪǎέΦ ¸ƻǳǊ ǎƳŀƭƭ 

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 important.  

²Ƙŀǘ ǎƘƻǳƭŘ ȅƻǳ Řƻ ƴŜȄǘΚ LǘΩǎ ŀ ŎƭƛŎƘŞΣ ōǳǘ ƻǳǊ ŀŘǾƛŎŜ ƛǎΥ 

Find your own balance between quality and diversity. 

wŜƳŜƳōŜǊ ǘƘŀǘ ŀ ǇŜǊǎƻƴ ǿƘƻ ƛǎ ƴƻǘ άƛƴǘŜǊŜǎǘƛƴƎέ ŦƻǊ ȅƻǳ ǘƻŘŀȅ ƳƛƎƘǘ ōŜŎƻƳŜ ǾŜǊȅ ƘŜƭǇŦǳƭ ǘƻǿŀǊŘ ŀ 

future goal. You never know whom this person knows or how he could help somebody from your 

network.  

http://amzn.to/li-book5
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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 

hiƳ ǘƻ ƎŜǘ ƛƴǇǳǘ ŦǊƻƳ ǇŜƻǇƭŜ ƘŜ ǿƻǳƭŘƴΩǘ ƘŀǾŜ ōŜŜƴ ŀōƭŜ ǘƻ ǊŜŀŎƘ ƘƛƳǎŜƭŦΦ ¢ƘŜ ŘƛǾŜǊǎƛǘȅ ƻŦ Ƙƛǎ 

network helped him to reach that specific goal. 

 

&ÕÎÄÁÍÅÎÔÁÌ 0ÒÉÎÃÉÐÌÅ ωȡ 9ÏÕÒ Ȱ+ÎÏ×ȟ ,ÉËÅ ÁÎÄ 4ÒÕÓÔȱ &ÁÃÔÏÒ 
 

Networking and referral expert Bob Burg is famous for his quote (from his excellent book Endless 

ReferralsύΥ άAll things being equal, people do business with, and refer business to people they 

ƪƴƻǿΣ ƭƛƪŜ ŀƴŘ ǘǊǳǎǘΦέ 

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? 

¶ Know factor: what do people know about you? What is your background? What are 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.  

¶ Like factor: people like people who are helpful, kind, and not 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.  

¶ Trust factor: there are two kinds of trust: 

o Trust that you are an expert. This 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 your professional expertise will 

increase your Trust factor. 

o Trust that you will behave in a decent way when you get an introduction or referral. 

This is a consequence of your behavior described in the Like factor. Receiving 

recommendations from other people describing your attitude 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 Speed of Trust: 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 (and your reputation) can be 

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

 

http://amzn.to/li-book6
http://amzn.to/li-book6
http://amzn.to/li-book7
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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 your network. On the other hand you learned the 5 

fundamental principles that underlie networking. 

¢ƘŜ ŎƘŀƭƭŜƴƎŜ ƴƻǿ ƛǎ ǘƻ ŎƻƳōƛƴŜ ōƻǘƘΦ LŦ ȅƻǳ ŦƻŎǳǎ ƻƴƭȅ ƻƴ ȅƻǳǊ Ǝƻŀƭǎ ŀƴŘ ŘƻƴΩǘ ǳǎŜ ŀƭƭ р 

fundamental principles results will be elusive. You also will get many negative reactions 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 LinkedIn as a 

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 face-to-face contacts. As a reminder, these are the 5 

fundamental principles: 

1. Networking attitude: sharing information in a reactive and proactive way without expecting 

anything immediately in return. 

2. The Golden Triangle of Networking: Give (or Share), Ask, and Thank. 

3. The Real Power of the Network is in the Second Degree. 

4. Quality and Diversity are both important. 

5. 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. 
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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 get more 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 LinkedIn was the largest online business network 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 variety of job titles 

and profiles of high-level executives of all Fortune 500 companies. The average age of a member is 

45. LinkedIn serves professional networking, which makes it different from Facebook, MySpace, 

Netlog and many others that are focused more on personal networking. 

Although some people think LinkedIn is a sales tool, for us it is a networking platform to start and 

maintain relationships. The consequence of building relationships might be a sale, but also a new job, 

a new employee, supplier, partner or 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, Golden Triangle 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 is one 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 (SlideShare); 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, futurist and trend analyst, goes even a step further when describing LinkedIn: 

ά[ƛƴƪŜŘLƴ ƛǎ ŀƴ ŜǎǎŜƴǘƛŀƭ ǇŀǊǘ ƻŦ ǘƘŜ ƴŜǿ ŜŎƻƴƻƳȅΦ [ƛƴƪŜŘLƴ ƛǎ ƴƻǘ Ƨǳǎǘ ŀ ƘŀƴŘȅ ǿŜōǎƛǘŜ ƻǊ ŀ ǘƻƻƭ ǘƻ 

leverage your business, communicate with other people or find contacts. No, LinkedIn shows 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 

ǎǇŜŎƛŀƭƛȊŜǎ ƛƴ ǘƘŜ άǿƻǊƪέ ŘƻƳŀƛƴΦ 
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This evolution 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, LinkedIƴ ƛǎ Ƨǳǎǘ ŀǘ ǘƘŜ ōŜƎƛƴƴƛƴƎΦέ 

Just like Erwin, we are very curious about the evolution of LinkedIn and its increasing benefits in our 

(business) lives. Read 9ǊǿƛƴΩǎ ōƭƻƎ for his view on LinkedIn and other trends.  

 

The Single Most Important Benefit of LinkedIn  
 

For us the most powerful concept behind LinkedIn is that it finds the right people AND the 

connections you have with themΦ Lǘ ǊŜǾŜŀƭǎ ǘƘŜ ƴŜǘǿƻǊƪǎ ƻŦ ǘƘŜ ǇŜƻǇƭŜ ǿŜ ƪƴƻǿΦ [ƛƴƪŜŘLƴΩǎ 

remarkable value is making our second 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 powerful especially 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 introduced to them? 

CƻǊ ŜȄŀƳǇƭŜΣ ƭŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳ ŀǊŜ ƭƻƻƪƛƴƎ ŦƻǊ ŀ Ƨƻō ŀǘ /ƻŎŀ /ƻƭŀ ƛƴ ȅƻǳǊ ŎƻǳƴǘǊȅ όƻǊ ȅƻǳ ǿŀƴǘ ǘƻ Řƻ 

business with them as a supplier or partner). 

aƻǎǘ ǇŜƻǇƭŜ ǘƘŜƴ ǘƘƛƴƪ ƻŦ ǿƘƻƳ ǘƘŜȅ ƳƛƎƘǘ ƪƴƻǿ ŀǘ /ƻŎŀ /ƻƭŀΦ ¢ƘŜȅ ŎŀƴΩǘ ǘƘƛƴƪ ƻŦ ŀƴȅƻƴŜ ŀƴŘ Ǝive 

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! 

[ŜǘΩǎ ƴƻǿ ǎǘŀǊǘ ǿƛǘƘ ǘƘŜ Ǝƻŀƭ ƛƴ ƳƛƴŘΦ ¸ƻǳ ŘŜŦƛƴŜ ǘƘŜ Iw aŀƴŀƎŜǊ ŀǎ ǘƘŜ ǇŜǊǎƻƴ ǿƘƻ Ŏŀƴ best help 

you to reach your goal (a job, a contract, or expertise). Then you use LinkedIn and do a search with 

άIw aŀƴŀƎŜǊΣ /ƻŎŀ /ƻƭŀΣ ŀƴŘ ȅƻǳǊ ŎƻǳƴǘǊȅέΦ The result is that you 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 

ƴŜƛƎƘōƻǊΦ ¸ƻǳ ŘƛŘƴΩǘ ƪƴƻǿ ǘƘƛǎ ōŜŎŀǳǎŜ /ƻŎŀ /ƻƭŀ ƴŜǾŜǊ ǿŀǎ ŀ ǘƻǇƛŎ ƛƴ ȅƻǳǊ ŎƻƴǾŜǊǎŀǘƛƻƴǎΦ IŜ Ƙŀǎ 

never mentioned anything about it and you never told him that you were 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 introductory email. 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! 

hŦ ŎƻǳǊǎŜΣ ƴƻǘ ŜǾŜǊȅōƻŘȅ ƛǎ ƻƴ [ƛƴƪŜŘLƴ ȅŜǘΣ ǎƻ ȅƻǳ ǿƻƴΩǘ ŦƛƴŘ ŜǾŜǊȅ ǇŜǊǎƻƴ ƻǊ ŦǳƴŎǘƛƻƴ ȅƻǳ ƴŜŜŘΦ 

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 majority of organizations is represented on 

LinkedIn (as already mentioned, all of the Fortune 500 companies in the USA have an executive level 

http://bit.ly/li-book8
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ǇǊŜǎŜƴŎŜύΦ aŀȅōŜ ȅƻǳ ŘƻƴΩǘ ŦƛƴŘ ǘƘŜ aŀǊƪŜǘƛƴƎ aŀƴŀƎŜǊ ƻŦ ŀ ŎƻƳǇŀƴȅΣ ōǳǘ ȅƻǳ ƳƛƎƘǘ ŦƛƴŘ ǘƘŜ L¢ 

Manager. The Marketing Manager 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 many users have reported is that you always 

ƘŀǾŜ ǇŜƻǇƭŜΩǎ Ƴƻǎǘ ǊŜŎŜƴǘ ŜƳŀƛƭ ŀŘŘǊŜǎǎΦ {ƛƴŎŜ ǇŜƻǇƭŜ ŀǊŜ ŎƘŀƴƎƛƴƎ Ƨƻōǎ ŦŀǎǘŜǊ ǘƘŀƴ ŜǾŜǊ ōŜŦƻǊŜΣ ǘƘƛǎ 

might become even more valuable in the coming years. 

 

How Could LinkedIn Benefit You? 
 

LinkedIn is a tool that supports 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 term are: 

- 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 people via one of the 10 ways LinkedIn offers. 

- Discovering information that can help in a conversation, meeting or network event by 

reading their LinkedIn Profile beforehand. 

- Maintaining relationships with your network via personal messages, sharing ideas in 

Discussions and helping people out in Answers. 

- Getting Recommendations which are visible to anyone, but in particular to the people who 

are important in your job or for your goals. 

- Receiving introductions and referrals to the people who matter to you via the introductions 

tool or a regular email. 

- Discovering the relationships between people by looking at your mutual connections. 

ό5ƻŜǎƴΩǘ ǘƘŜ ǊŀǇǇƻǊǘ ŀƭǿŀȅǎ ƛƳǇǊƻǾŜ ǿƘŜƴ ȅƻǳ ŘƛǎŎƻǾŜǊ ŀ Ƴǳǘǳŀƭ ŎƻƴǘŀŎǘΚύ ¢Ƙƛǎ ƳƛƎƘǘ ŀƭǎƻ 

avoid regrettable situations when sales people from the same company call the same 

prospect or customer without knowing their colleagues were already connected with them. 

- Raising your visibility, reputation, personal brand, and company brand via 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 jobs. This might be a 

good reminder to reconnect with them and review 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 trends in the marketplace via Discussions. 

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

ǇŜƻǇƭŜΩǎ tǊƻŦƛƭŜǎΦ 

 

Extra benefits: 

- For sales: Getting 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 seekers: LinkedIn offers extra tools 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 doing a search for references. 

 

Do Your Project or Job More Effectively and Efficiently  

LŦ ǘƘŜ ŀōƻǾŜ ǘƻǇƛŎǎ ŘƻƴΩǘ ŀǇǇƭȅ ǘƻ ȅƻǳΣ ȅƻǳ ƘŀǾŜ ǇǊƻōŀōƭȅ ŀƴ άƛƴǘŜǊƴŀƭ ŦǳƴŎǘƛƻƴέΦ hǊ ȅƻǳ Ƴŀȅ άǿŜŀǊ 

ǎŜǾŜǊŀƭ Ƙŀǘǎέ ŀƴŘ ƘŀǾŜ ōƻǘƘ ŜȄǘŜǊƴŀƭ ŀƴŘ ƛƴǘŜǊƴŀƭ ǊƻƭŜǎ ŀǘ ǘƘŜ ǎŀƳŜ ǘƛƳe.  

!ƭǘƘƻǳƎƘ Ƴŀƴȅ ǇŜƻǇƭŜ ǿƘƻ ƘŀǾŜ ƻƴƭȅ ŀƴ ƛƴǘŜǊƴŀƭ ŦǳƴŎǘƛƻƴ ŘƻƴΩǘ ŎƻƴǎƛŘŜǊ ƴŜǘǿƻǊƪƛƴƎ ƛƴ ƎŜƴŜǊŀƭΣ ŀƴŘ 

LinkedIn specifically, as useful to them, LinkedIn can bring many benefits. Many larger organizations 

have their own telephone and email directories, but most 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 knowledge in an internal 

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

ǿƘŜƴ ǎƻƳŜǘƘƛƴƎ ŎƘŀƴƎŜǎΦ {ƛƴŎŜ Ƴƻǎǘ ǇŜƻǇƭŜ ŘƻƴΩǘ ƘŀǾŜ ŜƴƻǳƎƘ ǘƛƳŜ ǘƻ Řƻ ǘƘŜƛǊ ƴƻǊƳŀƭ ǿƻǊƪΣ ǘƘƛǎ 

would be the first thing they will stop doing. The basic principle behind LinkedInτand any other 

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

ƪŜŜǇ ŀǎƪƛƴƎ ǘƘŜƳ ǘƻ ǳǇŘŀǘŜ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ŘŀǘŀōŀǎŜ ǿƛǘƘ ǘƘŜ ŎƻƴǘŀŎǘ ŘŜǘŀƛƭǎ ƻŦ ǘƘŜƛǊ ŎƻƴƴŜŎǘƛƻƴǎ 

and their ŎƻƴƴŜŎǘƛƻƴǎΩ ŎƻƴƴŜŎǘƛƻƴǎΦ  

 

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 complete everything yourself. Finding the right people to assist you is 

crucial in this new economy of specialists. 
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LŦ ȅƻǳ ƘŀǾŜ ŀƴ άƛƴǘŜǊƴŀƭ ŦǳƴŎǘƛƻƴέΣ [ƛƴƪŜŘLƴ Ŏŀƴ ōǊƛƴƎ ŀƭƳƻǎǘ ǘƘŜ ǎŀƳŜ ōŜƴŜŦƛǘǎ ǘƻ ȅƻǳ ŀǎ ŘŜǎŎǊƛōŜŘ 

ōŜŦƻǊŜΦ wŜǘǳǊƴ ǘƻ ǘƘŀǘ ƭƛǎǘ ŀƴŘ άǘǊŀƴǎƭŀǘŜέ ǘƘŜ ǘƛǇǎ ōȅ ŀŘŘƛƴƎ ǘƻ ŜŀŎƘ ƻƴŜΥ άƛƴǎƛŘŜ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴ L 

ǿƻǊƪ ŦƻǊέΦ CƻǊ ŜȄŀƳǇƭŜΥ CƛƴŘƛƴƎ ŀƴŘ ƛŘŜƴǘƛŦȅƛƴƎ ǘƘŜ ǊƛƎƘǘ ǇŜƻǇƭŜ inside the organization I work for via 

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. An online presence next to events will help members to keep in touch between meetings.  

2. aŜƳōŜǊǎ ǿƘƻ ŎŀƴΩǘ ŀǘǘŜƴŘ Ƴŀƴȅ ƳŜŜǘƛƴƎǎ ǿƛƭƭ ǎǘƛƭƭ ōŜ ŀōƭŜ ǘƻ ŎƻƴǘŀŎǘ ŜŀŎƘ ƻǘƘŜǊΦ 

3. The LinkedIn Group is an extra platform to help each other and to discuss trends. 

4. Some potential members might have 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. It is a good, and free, alternative to a forum on your own website. Many organizations fail at 

building a succeǎǎŦǳƭ ŎƻƳƳǳƴƛǘȅ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ŀ ŎǊƛǘƛŎŀƭ Ƴŀǎǎ ƻŦ ǇŜƻǇƭŜ ǘƻ 

ǇŀǊǘƛŎƛǇŀǘŜ ƛƴ ŘƛǎŎǳǎǎƛƻƴǎΦ !ǎ ŀ ǊŜǎǳƭǘΣ ǇŜƻǇƭŜ ǿƻƴΩǘ Ǿƛǎƛǘ ǘƘŜ ŦƻǊǳƳ ŀƴȅƳƻǊŜΣ ǘƘŜ ŘƻǿƴǿŀǊŘ 

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 API so ǘƘƛǎ Ŏŀƴ ōŜ ƛƴǘŜƎǊŀǘŜŘ ƛƴ ȅƻǳǊ ƻǿƴ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ 

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 introduce 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 discover 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 receive notifications 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 more members. 

 

{ƻ ƴƻǿ ȅƻǳ ƪƴƻǿ ǿƘŀǘ [ƛƴƪŜŘLƴ Ŏŀƴ Řƻ ŦƻǊ ȅƻǳΣ ƭŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘŜ ŦƛǊǎǘ ǎǘǊŀǘŜƎȅ ŦƻǊ ǎǳŎŎŜǎǎ ǿƛǘƘ 

LinkedIn. 
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Chapter 3: How to REALLY Use LinkedIn: a 5 Step Basic 

Strategy 
 

Frequently, we see people (including so-ŎŀƭƭŜŘ ά[ƛƴƪŜŘLƴ 9ȄǇŜǊǘǎέύ ōŜƭƛŜǾŜ that they need only a great 

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 them a job, hire 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 presence needs to 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 chapter, 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 functionality at any time, so always check for yourself. 

Step 1: Clearly define a Specific Goal 

Take a piece of paper (or whatever you use to writeτWord, Notepad, your IPad). Write a goal that 

can relate to finding new customers, a new job, new employees, partners, suppliers, advertisers, 

sponsors, volunteers, ŜȄǇŜǊǘǎΧƳŀƪŜ ƛǘ ŀǎ ǎǇŜŎƛŦƛŎ ŀǎ ǇƻǎǎƛōƭŜΦ 

This is the first step in our G.A.I.N. exerciseÒ (Goals Achieving via the Immense power of your 

Network). If you want to do this exercise with lots more tips to help specify your goal, download this 

ŜȄŜǊŎƛǎŜ ŦǊƻƳ ǘƘŜ άVideo & Tools Libraryέ.  

Step 2: Think of the People who can Help You Reach Your Goal 

wŜǾƛŜǿ ȅƻǳǊ ǿǊƛǘǘŜƴ Ǝƻŀƭ ŀƴŘ ǊŜŦƭŜŎǘ ƻƴ άǿƘƻ ŀǊŜ ǘƘŜ ǇŜƻǇƭŜ ƛƴ ǘƘŜ best position to help me reach 

Ƴȅ ƎƻŀƭΚέ 

Expand beyond the people you already know! You can reach anyone in the world via 6 steps, 

ƳŀȄƛƳǳƳΣ ǎƻ ƪŜŜǇ ŀƴ ƻǇŜƴ ƳƛƴŘ ŀƴŘ ƭƛǎǘ ǘƘŜ ǇŜƻǇƭŜ ǿƘƻ ŀǊŜ ƛƴ ǘƘŜ ōŜǎǘ Ǉƻǎƛǘƛƻƴ ŜǾŜƴ ƛŦ ȅƻǳ ŘƻƴΩǘ 

know them or even their name. 

Remark: as advised above, if you want extra tips on how to actually do this, download the G.A.I.N. 

exerciseÒ ŦǊƻƳ ǘƘŜ άVideo & Tools Libraryέ.  

http://www.how-to-really-use-linkedin.com/
http://www.how-to-really-use-linkedin.com/
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3ÔÅÐ σȡ 5ÓÅ ,ÉÎËÅÄ)ÎȭÓ Ȱ!ÄÖÁÎÃÅÄ 3ÅÁÒÃÈȱ 

Log in to [ƛƴƪŜŘLƴ ŀƴŘ Ǝƻ ǘƻ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ όǘƘƛǎ ƛǎ ǘƘŜ ǿƻǊŘ ά!ŘǾŀƴŎŜŘέ ƴŜȄǘ ǘƻ ǘƘŜ ǎŜŀǊŎƘ ōŀǊ 

on top of your Home Page). 

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 parameters for step 1 and 2 or to change them. 

!ƴ ŜȄǇƭŀƴŀǘƛƻƴ ƻŦ ŀƭƭ ǘƘŜ ŦƛŜƭŘǎ ȅƻǳ Ŏŀƴ ǳǎŜ Ŏŀƴ ōŜ ŦƻǳƴŘ ƛƴ άChapter 7: 10 Strategies to Find People 

Using LinkedInέΣ ōǳǘ Ƴƻǎǘ ƻŦ ǘƘŜƳ ŀǊŜ ǎŜƭŦ-explanatory. 

Now you can have two results: you either find the person or you do not. If you have found the 

person, go to the next step. 

LŦ ȅƻǳ ƘŀǾŜƴΩǘ ŦƻǳƴŘ ǘƘƛǎ ǇŜǊǎƻƴΣ ǘƘŜ ǊŜŀǎƻƴ ƳƛƎƘǘ ōŜ ǘƘŀǘ ƘŜ ŘƻŜǎƴΩǘ ƘŀǾŜ ŀ tǊƻŦƛƭŜ ƻƴ [ƛƴƪŜŘLƴΦ 

However, there can be other reasons: 

¶ They filed with a different 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.  

¶ You used other parameters in your search than those in their Profile. Experiment with the 

options by refining your search on the left-hand side (or change the sort options at the top of 

the search results). Perhaps they no longer hold the same position anymore (change the 

άŎǳǊǊŜƴǘ ϧ Ǉŀǎǘέ ƻǇǘƛƻƴ ŦƻǊ ¢ƛǘƭŜύ ƻǊ ƳƻǾŜŘ ǘƻ ŀƴƻǘƘŜǊ ŎƻƳǇŀƴȅ όŎƘŀƴƎŜ ǘƘŜ άŎǳǊǊŜƴǘ ϧ Ǉŀǎǘέ 

option for Company). Or maybe they listed themselves under a different industry from the 

one you chose. 

 

 

Tip: Cast a wide net and fine-tune later on. When applying different 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 the parameters you are using.  

More tips about searching and finding can be downloaded for free 

 ŦǊƻƳ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

Step 4: Find People who can Help You 

If you have too many or too few results 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 

ŎƭƛŎƪƛƴƎ ƻƴ άȄ ǎƘŀǊŜŘ ŎƻƴƴŜŎǘƛƻƴǎέ ƛƴ ǘƘŜ ǊŜǎǳƭǘ ƭƛǎǘ όƻƴƭȅ ŦƻǊ нnd degree connections) or you can click 

ƻƴ ǎƻƳŜƻƴŜΩǎ ƴŀƳŜ ǘƻ ǊŜŀŘ ǘƘŜƛǊ tǊƻŦƛƭŜ ŦƛǊǎǘ ŀƴŘ ǘƘŜƴ ƭƻƻƪ ŀǘ ǿƘƻƳ ȅƻǳ ƘŀǾŜ ƛƴ ŎƻƳƳƻƴ ƻƴ ǘƘŜ 

right hand side (you have to scroll down). 

http://www.how-to-really-use-linkedin.com/
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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. 

wŜƳŀǊƪΥ ƛŦ ȅƻǳ ŘƻƴΩǘ ŦƛƴŘ Ƴŀƴȅ нnd degree connections (those are the ones you are looking for!), that 

ǇǊƻōŀōƭȅ ƳŜŀƴǎ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ŀ ōƛƎ ŜƴƻǳƎƘ [ƛƴƪŜŘLƴ ƴŜǘǿƻǊƪ ȅŜǘ ƻǊ ŘƻƴΩǘ ƘŀǾŜ ǘƘŜ wLDI¢ [ƛƴƪŜŘLƴ 

ƴŜǘǿƻǊƪ ȅŜǘΦ Lƴ άChapter 5: How to Build Your Network ... Fastέ ȅƻǳ ǿƛƭƭ ǊŜŎŜƛǾŜ ǎƻƳŜ ǘƛǇǎ ǘƻ ōǳƛƭŘ 

your LinkedIn network quickly. 

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 connections, it is 

time to leave LinkedIn to ask for an introduction. 

!ƭǘƘƻǳƎƘ ȅƻǳ Ŏŀƴ ŀƭǎƻ ǳǎŜ ǘƘŜ άDŜǘ ƛƴǘǊƻŘǳŎŜŘ ǘƘǊƻǳƎƘέ ƻǇǘƛƻƴ ƻƴ [ƛƴƪŜŘLƴΣ ǿŜ ŘƻƴΩǘ ǊŜŎƻƳƳŜƴŘ 

ǳǎƛƴƎ ƛǘ ōŜŎŀǳǎŜ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ Ƙƻǿ ǿŜƭƭ ǘƘŜȅ ƪƴƻǿ ŜŀŎƘ ƻǘƘŜǊΦ 

They might have once met at a conference or even just connected with each other without knowing 

ŜŀŎƘ ƻǘƘŜǊ ǇŜǊǎƻƴŀƭƭȅΦ LŦ ȅƻǳ ŀǎƪ ŦƻǊ ŀƴ ƛƴǘǊƻŘǳŎǘƛƻƴ Ǿƛŀ ǘƘŜ άDŜǘ ƛƴǘǊƻŘǳŎŜŘ ǘƘǊƻǳƎƘέ ƻǇǘƛƻƴΣ ȅƻǳ 

might wait for a very long time for a reaction, if you get one at all! 

 

Tip: if you insist on using the άDŜǘ ƛƴǘǊƻŘǳŎŜŘ ǘƘǊƻǳƎƘέ ƻǇǘƛƻƴΣ ȅƻǳ ǎƘƻǳƭŘ ƪƴƻǿ ǘƘŀǘ ōƻǘƘ ǘƘŜ ǇŜǊǎƻƴ 

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 who will introduce 

ǘƘŜƳΦ CƻǊ ŜȄŀƳǇƭŜΥ ƭŜǘΩǎ ŀǎǎǳƳŜ ȅƻǳ ǿŀƴǘ ǘƻ ōŜ ƛƴǘǊƻŘǳŎŜŘ ǘƻ ǘƘŜ aŀǊƪŜǘƛƴƎ aŀƴŀƎŜǊ ƻŦ aƛŎǊƻǎƻŦǘ 

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 some ƻŦ ȅƻǳǊ άŜȄǘǊŀ-ŎǳǊǊƛŎǳƭŀǊέ όƎƻƛƴƎ 

ƻǳǘΣ ŘǊƛƴƪƛƴƎΣ ŜǘŎΦύ ŀŎǘƛǾƛǘƛŜǎ ōŜŎŀǳǎŜ ǘƘŀǘΩǎ ǿƘŀǘ ȅƻǳ ƘŀǾŜ ƛƴ ŎƻƳƳƻƴΦ IƻǿŜǾŜǊΣ ȅƻǳǊ ŦƛǊǎǘ 

impression to the Marketing Manager, who can also read those words, will (probably) be your last 

one! 

 

²ƘŀǘΩǎ ǘƘŜ ŀƭǘŜǊƴŀǘƛǾŜ ǘƻ ǘƘŜ άDŜǘ ƛƴǘǊƻŘǳŎǘŜŘ ǘƘǊƻǳƎƘέ ŦǳƴŎǘƛƻƴΚ 

Pick up the phone, explain your goal to your mutual connection, and ask how well they know the 

person you want to reach. 

LŦ ǘƘŜȅ ŘƻƴΩǘ ƪƴƻǿ ǘƘŜƳ ǿŜƭƭ ŜƴƻǳƎƘΣ ǘƘŀƴƪ ǘƘŜƳ ŦƻǊ ǘƘŜƛǊ ǘƛƳŜΦ 

If they DO know them and want to help 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 tips and examples of a Magic Mail, 

download them from ǘƘŜ άVideo & Tools Libraryέ. 

 

 

[Ŝǘ ǳǎ ŎƭŀǊƛŦȅ ǘƘƛǎ ōȅ ǎƘƻǿƛƴƎ ȅƻǳ ǘƘŜ ŘƛŦŦŜǊŜƴŎŜ ōŜǘǿŜŜƴ ǳǎƛƴƎ ǘƘŜ άDŜǘ LƴǘǊƻŘǳŎŜŘ ¢ƘǊƻǳƎƘέ 

function and an email outside LinkedIn. 

http://www.how-to-really-use-linkedin.com/
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LŦ ȅƻǳ ǳǎŜ ǘƘŜ άDŜǘ LƴǘǊƻŘǳŎŜŘ ¢ƘǊƻǳƎƘέ ƻǇǘƛƻƴΣ ¸h¦ ƴŜŜŘ ǘƻ ǿǊƛǘŜ ŀ ƳŜǎǎŀƎŜ ǘƘŀǘ Ŏŀƴ ōŜ ŦƻǊǿŀǊŘŜŘ 

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 reach on LinkedIn, 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 

best you are already άǇǊŜǎƻƭŘέ ōȅ ȅƻǳǊ Ƴǳǘǳŀƭ ŎƻƴǘŀŎǘΗ 

 

 Assignment: ǘǊȅ ǘƘŜ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ƻƴ [ƛƴƪŜŘLƴΦ 

 

 

If you want to look at a video explaining these 5 steps,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

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 

- {ǘŜǇ оΥ ¦ǎŜ [ƛƴƪŜŘLƴΩǎ !ŘǾŀƴŎŜŘ {ŜŀǊŎƘ 

- Step 4: Find People who Can Help You 

- 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! 

 

http://www.how-to-really-use-linkedin.com/
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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 chapter that the biƎƎŜǎǘ άƳƛǎǘŀƪŜέ ǇŜƻǇƭŜ ƳŀƪŜΣ ƛǎ ǘƻ ŦƻŎǳǎ 

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 you via 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 interested in 

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 Profile 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 website) the Profiles 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 

before they have a meeting with them. This means that LinkedIn is the first professional impression 

you make on someone. Make it a good one! 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ǿƘŀǘ ȅƻǳ Ŏŀƴ Řƻ ǘƻ ƛƴŎǊŜŀǎŜ ȅƻǳǊ tǊƻŦƛƭŜ ƻƴ [ƛƴƪŜŘLƴ ŀƴŘ ƻƴ ǘƘŜ ǿŜōΦ 

 

 

Tip: when you are going to make several changes to your LinkedIn Profile over one or two days,  

it is best to turn off the updates for your network. Otherwise they are notified every time 

 ȅƻǳ ŎƭƛŎƪ άǎŀǾŜέ ŀƴŘ ǘƘŀǘ ƳƛƎƘǘ ŀƴƴƻȅ ǘƘŜƳ όŀƴŘ ŜǾŜƴ ƘƛŘŜ ȅƻǳǊ ǳǇŘŀǘŜǎΣ  

or worseτremove you from their connections). 

 

 

This is how you turn the notifications off: 

¶ hƴ ǘƻǇ ƻŦ ǘƘŜ ǇŀƎŜΣ ŎƭƛŎƪ ƻƴ ǘƘŜ ŀǊǊƻǿ ƛƴ ŦǊƻƴǘ ƻŦ ȅƻǳǊ ƴŀƳŜ ŀƴŘ ŎƭƛŎƪ ƻƴ ά{ŜǘǘƛƴƎǎέΦ 

¶ Usually you now have to give your password since LinkedIn wants to be sure it is you 
making the changes. 

¶ Under ǘƘŜ ǘƛǘƭŜ άtǊƛǾŀŎȅ {ŜǘǘƛƴƎǎέΣ ŎƭƛŎƪ ƻƴ ά¢ǳǊƴ ƻƴκƻŦŦ ȅƻǳǊ ŀŎǘƛǾƛǘȅ ōǊƻŀŘŎŀǎǘǎέΦ 
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¶ ¢ƘŜƴ ŎƘŜŎƪ ƻŦŦ ǘƘŜ ōƻȄ ά[Ŝǘ ǇŜƻǇƭŜ ƪƴƻǿ ǿƘŜƴ ȅƻǳ ŎƘŀƴƎŜ ȅƻǳǊ ǇǊƻŦƛƭŜΣ ƳŀƪŜ 
ǊŜŎƻƳƳŜƴŘŀǘƛƻƴǎΣ ƻǊ Ŧƻƭƭƻǿ ŎƻƳǇŀƴƛŜǎέΦ 
 

 

If you want to look at a video that shows how to do this,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

9ÏÕÒ Ȱ4ÅÁÓÅÒȱȡ 0ÉÃÔÕÒÅȟ .ÁÍÅȟ 0ÒÏÆÅÓÓÉÏÎÁÌ (ÅÁÄÌÉÎÅȟ ,ÏÃÁÔÉÏÎ ÁÎÄ 

Industry, Status Update 
 

²Ƙȅ Řƻ ǿŜ Ŏŀƭƭ ǘƘƛǎ ǇŀǊǘ ǘƘŜ άǘŜŀǎŜǊέΚ .ŜŎŀǳǎŜ ǘƘƛǎ ƛǎ ǿƘŀǘ ǇŜƻǇƭŜ will see when you end up in a 

search result or when you contribute to a Discussion. This part should encourage them to read the 

rest of your Profile. 

 

1. Your Profile Photo: use a professional photo.  

a. Students tend to post holiday photos on their LinkedIn Profile as 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 photoτyour head will be enough. Although it is not 

necessary to upload a photo, this makes it easier for others to remember 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 professional, up-to-date 

photo and make it visible to everybody who visits your Profile (if you ŘƻƴΩǘ ǿŀƴǘ ǘƻ 

do that, you can make it visible only to your first degree connections or to your 

network = degree 1, 2 and 3). 

c. ¸ƻǳ Ŏŀƴ ŎƭƛŎƪ ƻƴ ǎƻƳŜƻƴŜΩǎ ǇƛŎǘǳǊŜ ǘƻ ŜƴƭŀǊƎŜ ƛǘΣ ǿƘƛŎƘ ƘŜƭǇǎ ƭŀǘŜǊ ǊŜŎƻƎƴƛǘƛƻƴΦ ¢Ƙƛǎ 

means you can upload a higher-resolution image (up to 4 MB).  

d. Since you now can upload a high-resolution 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 this website to 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 environmentτno nicknames. 

b. If you are married and have taken the name of your partner, people who knew you 

before (for example in ŎƻƭƭŜƎŜύ ǿƻƴΩǘ ōŜ ŀōƭŜ ǘƻ ŦƛƴŘ ȅƻǳΦ {ƻ ŀŘŘ ȅƻǳǊ 

former/maiden name. 

c. If you want only your first-degree contacts to see your last name, you can choose to 

only show your first name and the first letter of your last name.  

http://www.how-to-really-use-linkedin.com/
http://bit.ly/li-book26
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3. Professional Headline: by default it is your current function. However, we advise changing it. 

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

ƳƻǊŜ ŘŜǘŀƛƭ ǘƘŀƴ ƻƴ ȅƻǳǊ ōǳǎƛƴŜǎǎ ŎŀǊŘΗ CƻǊ ŜȄŀƳǇƭŜΥ άŜƴǾƛǊƻƴƳŜƴǘŀƭ Ŏƻƴǎǳƭǘŀƴǘ ǎǇŜŎƛŀƭƛȊŜŘ 

in nuclear wastŜ ǎƻƭǳǘƛƻƴǎέ ƛǎ ƳǳŎƘ ŎƭŜŀǊŜǊ ǘƘŀƴ άŎƻƴǎǳƭǘŀƴǘέΦ 5ŜǎŎǊƛōŜ Ƙƻǿ ǿƘŀǘ ȅƻǳ Řƻ 

ƘŜƭǇǎ ǇŜƻǇƭŜΣ ƛΦŜΦΣ ƛƴǎǘŜŀŘ ƻŦ άhǿƴŜǊΣ ±ŀƴƛǘȅ tǊŜǎǎέ ŎƘƻƻǎŜΣ άIŜƭǇƛƴƎ ǿǊƛǘŜǊǎ ǘƻ ǎŜƭŦ-ǇǳōƭƛǎƘέΦ 

 

aŀƴȅ ǇŜƻǇƭŜ ŘƻƴΩǘ ŘŀǊŜ ǘƻ ƳŀƪŜ ǘƘŜƛǊ tǊƻŦŜǎǎƛƻƴŀƭ IŜŀŘƭƛƴŜ ǎǇŜŎƛŦƛŎ ōŜŎŀǳǎŜ ǘƘŜȅ ƳƛƎƘǘ 

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 appeal (remember 

the 5 step basic strategy and the G.A.I.N. exerciseÒύ ŀƴŘ ŀǎ ŀ ŎƻƴǎŜǉǳŜƴŎŜ ŘƻƴΩǘ ƎŜǘ ǊŜǎǳƭǘǎ 

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 answer a question in Answers or in a 

Discussion. The headline will encourage or discourage people to read your Profile. So polish 

its appeal! 

 

Remarks:  

¶ ²ƘŜƴ ŎƘŀƴƎƛƴƎ ȅƻǳǊ ǇǊƻŦŜǎǎƛƻƴŀƭ ƘŜŀŘƭƛƴŜ ǘƘŜ ƛƴŦƻǊƳŀǘƛƻƴ ƛƴ ǘƘŜ άŎǳǊǊŜƴǘέ ŦƛŜƭŘ 

ǿƻƴΩǘ ŎƘŀƴƎŜΦ  

¶ In order to stand 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 

άvǳŀƭƛǘȅ aŀƴŀƎŜǊέ ŀƴŘ ƎŜǘ 1.5 million results, who stands out? On which profile do 

you click and why?  

4. 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.  

5. Primary industry of expertise: Complete this field to find colleagues in other companies in 

your industry, and to be findable by them.  

6. Status Update: tell other people what you are doing. Actually, this is not really part of the 

άǘŜŀǎŜǊέΣ ōǳǘ ƘŜƭǇǎ ǘƻ ǊŀƛǎŜ your visibility and credibility and hence is good for your personal 

branding.  

 

 

If you want to look at a video that shows how to do this,  

go to the άVideo & Tools Libraryέ. 

 

 

 

http://www.how-to-really-use-linkedin.com/
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Short Overview: Current, Past, Education, Recommendations, 

Connections, Websites, Twitter and Public Profile  
 

1. Current & PastΥ ŎǳǊǊŜƴǘ ŀƴŘ Ǉŀǎǘ ǇƻǎƛǘƛƻƴόǎύΦ ¢Ƙƛǎ ƛǎ ƳŀǘŎƘŜŘ ǿƛǘƘ ǘƘŜ ŦƛŜƭŘ άǘƛǘƭŜέ ǿƘŜƴ 

ǇŜƻǇƭŜ ǳǎŜ ǘƘŜ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ƻǇǘƛƻƴΦ 

a. If you want to be found by other 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 found. 

b. It is important to use this field when you want LinkedIn to help you find (former) 

ŎƻƭƭŜŀƎǳŜǎ ŀƴŘ ǘƻ ōŜ ŦƻǳƴŘ ōȅ ǘƘŜƳΦ ¸ƻǳ ǿƛƭƭ ŦƛƴŘ ƳƻǊŜ ŘŜǘŀƛƭǎ ƛƴ άChapter 5: How to 

build your network ... FastέΦ 

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

ŦǳǊǘƘŜǊ Řƻǿƴ ǘƘŜ ǇŀƎŜΣ ǳƴŘŜǊ ά9ȄǇŜǊƛŜƴŎŜέΦ 

2. Education: the schools, colleges, universities, and post-graduate programs you attended. 

a. It is important to use this field when you want LinkedIn to help you find (former) 

ŦŜƭƭƻǿ ǎǘǳŘŜƴǘǎ ŀƴŘ ǘƻ ōŜ ŦƻǳƴŘ ōȅ ǘƘŜƳΦ ¸ƻǳ ǿƛƭƭ ŦƛƴŘ ƳƻǊŜ ŘŜǘŀƛƭǎ ƛƴ άChapter 5: 

How to Build Your Network ... FastέΦ 

b. If you want to edit this part, you need to go further down the page under 

ά9ŘǳŎŀǘƛƻƴέΦ 

3. RecommendationsΥ ōȅ ŎƭƛŎƪƛƴƎ ƻƴ άŜŘƛǘέ ȅƻǳ Ŏŀƴ ǎƘƻǿκƘƛŘŜ ǊŜŎƻƳƳŜƴŘŀǘƛƻƴǎΣ ŀǎƪ ŦƻǊ 

ǊŜŎƻƳƳŜƴŘŀǘƛƻƴǎΣ ŀƴŘ ǇǊƻǾƛŘŜ ǊŜŎƻƳƳŜƴŘŀǘƛƻƴǎ ŦƻǊ ƻǘƘŜǊ ǇŜƻǇƭŜΦ {ƛƴŎŜ Ƴŀƴȅ ǇŜƻǇƭŜ ŘƻƴΩǘ 

ŜȄǇƭƻƛǘ ǘƘƛǎ ƻǇǘƛƻƴ ƛƴ ǘƘŜ ōŜǎǘ ǿŀȅΣ ŜȄǘǊŀ ǘƛǇǎ ŀǊŜ ǇǊƻǾƛŘŜŘ ƛƴ άChapter 10: Personal Branding, 

Raising Your Visibility and Credibility on LinkedInέΦ 

4. ConnectionsΥ ŀƭǘƘƻǳƎƘ Ƴŀƴȅ ǇŜƻǇƭŜ Ǝƻ ŦƻǊ ŀǎ Ƴŀƴȅ ŎƻƴƴŜŎǘƛƻƴǎ ŀǎ ǇƻǎǎƛōƭŜΣ ǘƘŀǘΩǎ ƴƻǘ 

always the best strategy. Think about the Know, Like, Trust factor: if you have lots of 

connections, but nobody is willing to make an introduction or to write a Magic Mail for you 

ōŜŎŀǳǎŜ ǘƘŜȅ ŘƻƴΩǘ ƪƴƻǿ ȅƻǳ ǿŜƭƭ ŜƴƻǳƎƘΣ ƴƻǘƘƛƴƎ ƛǎ ƎƻƛƴƎ ǘƻ ƘŀǇǇŜƴΦ Lǘ ƛǎ ƳƻǊŜ ƛƳǇƻǊǘŀƴǘ 

to grow your network in the right direction for you. 

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

a. LƴǎǘŜŀŘ ƻŦ ǘƘŜ ǎǘŀƴŘŀǊŘ ά/ƻƳǇŀƴȅ ǿŜōǎƛǘŜέ ƻǊ άtŜǊǎƻƴŀƭ ǿŜōǎƛǘŜέΣ ŎƘƻƻǎŜ άhǘƘŜǊέ 

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

b. Adding websites might help 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 

ǇŜǊƳƛǎǎƛƻƴǎ ƻƴ ǘƘŜǎŜ ǎŜǘǘƛƴƎǎΦ {ƻ ŘƻƴΩǘ count on it. 

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 sessions is that people feel they are spammed 
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ǿƛǘƘ ǳƴǇǊƻŦŜǎǎƛƻƴŀƭ ƳŜǎǎŀƎŜǎ ƻƴ ǘƘŜƛǊ [ƛƴƪŜŘLƴ IƻƳŜ tŀƎŜΗύΦ ¸ƻǳ Ŏŀƴ ǳǎŜ [ƛƴƪŜŘLƴΩǎ 

suggestion of posting only tweets containing #li or #in, but we recommend using another 

tool like HootSuite or Tweetdeck so you can consciously post your message to multiple 

networks at the same time. 

7. Public Profile:   

a. Your Public Profile URL: personalize your LinkedIn Profile page by using your name in 

the URL. This 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 LinkedIn URL 

with your name. 

 

Tip: In case you are not the first, put your last name first, then your first name. This 

ǿŀȅΣ ȅƻǳǊ Ŧǳƭƭ ƴŀƳŜ ƛǎ ǎǘƛƭƭ ƛƴ ǘƘŜ ǇǳōƭƛŎ ǇǊƻŦƛƭŜ ¦w[Φ LŦ ǘƘŀǘ ŘƻŜǎƴΩǘ ƘŜƭǇΣ ȅƻǳ ǿƛƭƭ ƴŜŜŘ 

to add a number or an extra initial. 

 

 

b. You can also choose which details of your 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 how to do this,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

The Core: Summary and Specialties 
 

Here you can add something more about the organization you work for and about yourself. However, 

many people get a ǿǊƛǘŜǊΩǎ ōƭƻŎƪ ǿƘŜƴ ǘƘŜȅ ŦŀŎŜ ǘƘƛǎ ŜƳǇǘȅ ǎǇŀŎŜΦ {ƻ ƘŜǊŜ ŀǊŜ ǎƻƳŜ ǘƛǇǎ ŦƻǊ ȅƻǳΦ 

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 

άcompany brandingέ ǇŀǊǘΦ Lǘ ƳŀƪŜǎ ǎŜƴǎŜ ǘƘŀǘ ŜǾŜǊȅōƻŘȅ ǿƘƻ ǿƻǊƪǎ ŦƻǊ ǘƘŜ 

same organization puts the same copy here. 

ii. Block 2: short description of your role or function in the organization. We call 

ǘƘƛǎ ǘƘŜ άpersonal brandingέ ǇŀǊǘΦ LƴŘƛŎŀǘŜ ȅƻǳǊ ǊŜǎǇƻƴǎƛōƛƭƛǘƛŜǎΦ 

http://bit.ly/li-book9
http://bit.ly/li-book10
http://www.how-to-really-use-linkedin.com/
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iii. Block 3: some personal information. Although LinkedIn is a professional 

networking website, people tend to 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 face-to-face. 

b. Tone of voice ƛǎ ƛƳǇƻǊǘŀƴǘΦ LŦ ȅƻǳ ǘŀƭƪ ŀōƻǳǘ ȅƻǳǊǎŜƭŦΣ ǳǎŜ άLέ ŀƴŘ ƴƻǘ άIŜέ ƻǊ ά{ƘŜέΦ 

¢ƘŜ ǳǎŜ ƻŦ ǘƘŜ ǘƘƛǊŘ ǇŜǊǎƻƴ ǇǊƻƴƻǳƴ Ǉǳǘǎ ǇŜƻǇƭŜ ƻŦŦΦ ¸ƻǳ ŘƻƴΩǘ ǘŀƭƪ ŀōƻǳǘ ȅƻǳǊǎŜƭŦ ƛƴ 

ǘƘƛǎ ŦƻǊƳ ǿƘŜƴ ȅƻǳ ŜƴƎŀƎŜ ƛƴ ŀ ƴƻǊƳŀƭ ŎƻƴǾŜǊǎŀǘƛƻƴΦ ¢ǊŜŀǘ ȅƻǳǊ tǊƻŦƛƭŜ ŀǎ ŀ άǾƛǊǘǳŀƭ 

youέ ǿƘƻ ǊŜǎǇƻƴŘǎ ƻƴ ȅƻǳǊ ōŜƘŀƭŦ ǘƻ ǎǳŎƘ ǉǳŜǎǘƛƻƴǎ ŀǎΣ ά²Ƙŀǘ Řƻ ȅƻǳ ŘƻΚ ²Ƙŀǘ ƛǎ 

your expertise? What do you have to offer (without expecting anything immediately 

ƛƴ ǊŜǘǳǊƴύΚέ ǿƘŜƴ ǎƻƳŜƻƴŜ Ǿƛǎƛǘǎ ǘƘŜ ǇŀƎŜΦ 

c. No selling in your Profile. Many will resent being solŘ ǘƻ ŀǘ ǎƻƳŜƻƴŜΩǎ ǇŀƎŜ ƻǊ ƛƴ ŀ 

ƴƻǊƳŀƭ ŎƻƴǾŜǊǎŀǘƛƻƴΦ ! ǉǳƛŎƪ ǘƛǇ ǘƻ ǎƻƭǾŜ ǘƘƛǎ ǇǊƻōƭŜƳ ƛǎ ǘƻ ǊŜǿǊƛǘŜΥ ά²Ƙŀǘ L Ŏŀƴ Řƻ 

ŦƻǊ ȅƻǳέ ŀǎ ά²Ƙŀǘ ǿŜ Řƻ ŦƻǊ ƻǳǊ ŎǳǎǘƻƳŜǊǎέΦ ¸ƻǳǊ tǊƻŦƛƭŜ ƛǎ ŀƴ ŜȄŎŜƭƭŜƴǘ ǿŀȅ ǘƻ 

increase your Know, Like, and Trust factor, but this works only if you share 

information, not when you market to the visitor. 

d. Another pitfall is using too much jargon and too many abbreviations that people 

ƻǳǘǎƛŘŜ ȅƻǳǊ ƛƴŘǳǎǘǊȅ ŘƻƴΩǘ ǳƴŘŜǊǎǘŀƴŘΦ ¦ǎŜ ǘƘŜ ά{ǇŜŎƛŀƭǘƛŜǎέ ŦƛŜƭŘ ŀƴŘ ǘƘŜ ά{ƪƛƭƭǎέ 

section for that, not the ά{ǳƳƳŀǊȅέΦ 

e. Readability tipΥ ŎǊŜŀǘŜ ǎƻƳŜ ǎǇŀŎŜ ōŜǘǿŜŜƴ ǘƘŜ ōƭƻŎƪǎ ōȅ ǳǎƛƴƎ άŘƛǾƛŘŜǊǎέ 

(horizontal lines). Just press the underscore key 72 times and then you have a 

straight line. 

2. Specialties: this is the place to share the skills and knowledge you have accumulated 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. 

b. If you have a certification like Microsoft Certified Systems Engineer, mention it here. 

Also, use the abbreviation if it is commonly-used, MCSE. 

 

 

If you want to look at a video that shows how to do this, 

 Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

  

http://www.how-to-really-use-linkedin.com/
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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 

άŀǊŜŀǎέ ƛƴ ȅƻǳǊ tǊƻŦƛƭŜ ǘƻ ŘŜǎŎǊƛōŜ ȅƻǳǊ Ǉŀǎǘ ƧƻōǎΦ 

1. Experience: for all your current and past positions you can add some more details. Be 

specific and goal-oriented.  

a. Your results are more interesting than your function. For example: instead of writing 

άL ǿŀǎ ǎŀƭŜǎ ƳŀƴŀƎŜǊ ŦƻǊ ǘƘƛǎ ŎƻƳǇŀƴȅέ ȅƻǳ Ŏŀƴ ǿǊƛǘŜ ά5ǳǊƛƴƎ Ƴȅ ǘƛƳŜ ŀǎ ǎŀƭŜǎ 

ƳŀƴŀƎŜǊ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǎŀƭŜǎ ƛƴŎǊŜŀǎŜŘ ōȅ 23% and grew from the 5th largest 

supplier of widgets X to the 2nd ƭŀǊƎŜǎǘ ƻƴŜέΦ 

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 you will be found. To solve that problem (partially), use some of the 

ǎȅƴƻƴȅƳǎ ƛƴ ǘƘŜ ŘŜǎŎǊƛǇǘƛƻƴ ǳƴŘŜǊ 9ȄǇŜǊƛŜƴŎŜΦ ²ƘŜƴ ǇŜƻǇƭŜ ǳǎŜ άYŜȅǿƻǊŘǎέ ǘƻ 

search (or the general search box on top of the page) you will be found. If you have 

lots of meaningful synonyms, 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 add some more details. 

3. Sections: Add them to your Profile.  

a. These are the sections that apply to everybody: 

i. Skills: you can list some skills and your level of competence. 

ii. Languages: you can add the languages you speak and your level of fluency. 

b. These are the sections in the LinkedIn Profile that are relevant for some people: 

i. Courses: if you have followed some extra courses that are relevant to your 

ǇǊƻŦŜǎǎƛƻƴŀƭ ƭƛŦŜΣ ƭƛǎǘ ǘƘŜƳ ƘŜǊŜ ƛƴǎǘŜŀŘ ƻŦ ƛƴ ά9ŘǳŎŀǘƛƻƴέΦ 

ii. Projects: sometimes you have worked on projects as a student, volunteer or 

alongside your normal job. 

iii. Organizations: list 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 certified 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 causes: passively: causes you care about and 
organizations you support. Actively: volunteer work. This helps to show 
another kind of work related experiences and how much you care. It is 
ǊŜŎƻƳƳŜƴŘŜŘ ǘƻ ŀŘŘ ǘƘƛǎ ŦƛŜƭŘ ǘƻ ȅƻǳǊ tǊƻŦƛƭŜΣ ŜǎǇŜŎƛŀƭƭȅ ǿƘŜƴ ȅƻǳ ŘƻƴΩǘ 
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. RemarkΥ [ƛƴƪŜŘLƴ Ƙŀǎ ōŜŜƴ ŀŘŘƛƴƎ ŀ ƭƻǘ ƻŦ ǇƻǎǎƛōƛƭƛǘƛŜǎ ǘƻ ǘƘŜ άǎŜŎǘƛƻƴǎέΣ ǎƻ ƪŜŜǇ 
checking LinkedIn to find the latest new add-ons. 

 

 

If you want to look at a video that shows how to do this, 

 Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

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 Associations: 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 added to your Profile. 

c. Honors and awards: if 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 

expertiseτlist them. Otherwise, it is better not to mention them to avoid 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 professional 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 settings: there 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 our Global Networking Group. This 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 give advice. 

http://www.how-to-really-use-linkedin.com/
http://linkd.in/li-book11
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If you want to look at a video that shows how to do this,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

Extra Profile Tips  
 

1. Content tip for all fields: if you want to be found on LinkedIn, use the words 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, UCLA and 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 skills, experiences or characteristics are so obvious to us that we 

ŦƻǊƎŜǘ ǘƻ ƳŜƴǘƛƻƴ ǘƘŜƳΣ ƻǊ ǿŜ ŘƻƴΩǘ ǊŜƎŀǊŘ ǘƘŜƳ ŀǎ ǎƪƛƭƭǎ ƻǊ ǎǘǊŜƴƎǘƘǎΦ hǘƘŜǊǎ ǿƛƭƭ ōŜ ƳƻǊŜ 

objective. 

Use the free Google Keyword tool to find more synonyms 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. 

IƻǿŜǾŜǊΣ ŘƻƴΩǘ ǎǘǳŦŦ ȅƻǳǊ tǊƻŦƛƭŜ ǿƛǘƘ ƪŜȅǿƻǊŘǎτyou want others to be able to read it. 

2. You can drag and drop parts of 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 

a lŜŀŘ ƎŜƴŜǊŀǘƛƻƴ ǘƻƻƭ ōȅ ǘŀǇǇƛƴƎ ǘƘŜ ǇƻǿŜǊ ƻŦ άApplicationsέΦ ¢ƘŜƛǊ Ƴŀƴȅ ǇƻǎǎƛōƛƭƛǘƛŜǎ ŀǊŜ 

ŘƛǎŎǳǎǎŜŘ ƛƴ άChapter 9: Lead Generation Tools & Visibility Boosters: ApplicationsέΦ  

4. You can create a Profile in more than one language όǿƘŜƴ ȅƻǳ ŀǊŜ ƛƴ ά9Řƛǘέ ƳƻŘŜ ǘƘƛǎ 

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 only beneficial 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 have an English (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. If you want to άǎǇƛŎŜ ǳǇέ ȅƻǳǊ tǊƻŦƛƭŜ ǿƛǘƘƛƴ ǘƘŜ ƭƛƳƛǘǎ ƻŦ [ƛƴƪŜŘLƴ όȅƻǳ ŎŀƴΩǘ ǳǎŜ I¢a[ ǘŀƎǎΣ 

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. 

http://www.how-to-really-use-linkedin.com/
http://bit.ly/li-book12
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Tip: you can also copy/paste special characters from another Profile instead of switching to MS Word 

or similar program to add them. 

 

 Assignment: update 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. ¸ƻǳǊ ά¢ŜŀǎŜǊέΥ tƛŎǘǳǊŜΣ bŀƳŜΣ tǊƻŦŜǎǎƛƻƴŀƭ IŜŀŘƭƛƴŜΣ [ƻŎŀǘƛƻƴ ŀƴŘ LƴŘǳǎǘǊȅΦ 

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 Information, and 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.  
 

Lƴ WŀƴΩǎ ƴŜǘǿƻǊƪ ōƻƻƪΣ [ŜǘΩǎ /ƻƴƴŜŎǘ! he wrote about 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 disadvantage 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 far-reaching power of LinkedIn, it is necessary to build your own first-degree 

network. The real 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. 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ŀ ǎǘǊŀǘŜƎȅ ŦƻǊ ōǳƛƭŘƛƴƎ ŀ ƴŜǘǿƻǊƪ ƻƴ [ƛƴƪŜŘLƴΦ !ƴŘ ƳƻǊŜƻǾŜǊ Ƙƻǿ ǿŜ Ŏŀƴ ōǳƛƭŘ ƛǘ ǉǳƛŎƪƭȅΦ 

We are going 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 

address books. ̧ ƻǳ Ŏŀƴ Řƻ ǘƘƛǎ Ǿƛŀ ά/ƻƴǘŀŎǘǎέ ŀƴŘ ǘƘŜƴ ά!ŘŘ /ƻƴƴŜŎǘƛƻƴǎέ ƛƴ ǘƘŜ ǘƻǇ ƳŜƴǳΦ 

You are automatically poǎƛǘƛƻƴŜŘ ƛƴ ǘƘŜ ŦƛǊǎǘ άǘŀōέΣ !ŘŘ /ƻƴƴŜŎǘƛƻƴǎΦ 

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 file), a text file (.txt) or vcf (vCard File). Then import that file 

into LinkedIn. On the import page, LinkedIn provides step-by-step instructions for several 

email programs. 

Notes: 

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

ƳƻǊŜ ŜƳŀƛƭ ŀŘŘǊŜǎǎŜǎΦ ²Ŝ ŘƻƴΩǘ ǊŜŎƻƳƳŜƴŘ ǳǎƛƴƎ ǘƘƛǎ ƻǇǘƛƻƴ ǎƛƴŎŜ ǘƘŜ ǎǘŀƴŘŀǊŘ 

ƛƴǾƛǘŀǘƛƻƴ ƳŜǎǎŀƎŜ άIƛΣ LΩŘ ƭƛƪŜ ǘƻ ŀŘŘ ȅƻǳ ǘƻ Ƴȅ ƴŜǘǿƻǊƪέ ƛǎ ǳǎŜŘΦ ¢ƘŜ ƳŜǎǎŀƎŜ ƛǎ ƛƴ 

9ƴƎƭƛǎƘ όƴƻǘ ŜǾŜǊȅōƻŘȅΩǎ ƴŀǘƛǾŜ ƭŀƴƎǳŀƎŜύΣ ŀƴŘ ƳƻǊŜ ƛƳǇƻǊǘŀƴǘƭȅΣ ƛǘ ƛǎ ƛƳǇŜǊǎƻƴŀƭΦ 

¶ When you upload 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  

or when they use Windows Vista and Internet Explorer 7.  

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

 

http://bit.ly/li-book1
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2. [ƻƻƪ ŀǘ ǘƘŜ ŎƻƴǘŀŎǘǎΣ ǿƘƛŎƘ ŀǊŜ ƴƻǿ ŀǾŀƛƭŀōƭŜ ƛƴ άLƳǇƻǊǘŜŘ /ƻƴǘŀŎǘǎέ όǳƴŘŜǊ ά/ƻƴǘŀŎǘǎέΣ 

ǘƻǇ ƳŜƴǳΣ ŀƴŘ ǘƘŜƴ άaȅ /ƻƴƴŜŎǘƛƻƴǎέΣ ǎŜŎƻƴŘ ǘŀō ǇŀƎŜύ 

The people who are already on LinkedIn (with the email address you have in your address 

ōƻƻƪύ ƘŀǾŜ ŀ ǎƳŀƭƭ ōƭǳŜ ƛŎƻƴ ǿƛǘƘ ǘƘŜ ƭŜǘǘŜǊǎ άLƴέΦ {ƛƴŎŜ ǘƘŜȅ ŀǊŜ ŀƭǊŜŀŘȅ ǳǎƛƴƎ [ƛƴƪŜŘLƴ ǘƘŜȅ 

will be the most open to a connection with you.  

Select the people who are already on LinkedIn and whom 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:  

ά!ŘŘǊŜǎǎ ōƻƻƪ ƛǎ ƴƻǘ ŀǾŀƛƭŀōƭŜέΦ hǳǊ ŜȄǇŜǊƛŜƴŎŜ ƛǎ ǘƘŀǘ ǿƘŜƴ ȅƻǳ ŎƭƛŎƪ ŀ ŦŜǿ ǘƛƳŜǎ  

ƻƴ ǘƘŜ άLƳǇƻǊǘŜŘ /ƻƴǘŀŎǘǎέ ƭƛǎǘ ƛǘ ǿƛƭƭ ŎƻƳŜ ǘƘǊƻǳƎƘΦ  

Apparently, it needs more time to fetch all data. 

 

 

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

a. Send a mass 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 anti-spam measures by any website, we feel eliminating a 

written personal message was not the best solution. Many non-native English 

speakers want to send a personal message in their own language. But now they are 

ǎǘǳŎƪ ǿƛǘƘ ǘƘŜ ƛƳǇŜǊǎƻƴŀƭ άIƛΣ LΩŘ ƭƛƪŜ ǘƻ ŀŘŘ ȅƻǳ ǘƻ Ƴȅ ƴŜǘǿƻǊƪέΦ Lǘ ƛǎ ŀ Ǉƛǘȅ ǎƛƴŎŜ 

LinkedIn advocates connecting with people you already know. We guess that if the 

box returns, membership in non-English speaking countries would increase even 

faster than it does now. 

b. Workaround. LŦ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ǎŜƴŘ ǘƘŜ ƛƳǇŜǊǎƻƴŀƭ άIƛΣ LΩŘ ƭƛƪŜ ǘƻ ŀŘŘ ȅƻǳ ǘƻ my 

ƴŜǘǿƻǊƪέ ƳŜǎǎŀƎŜΣ ǘƘŜǊŜ ƛǎ ŀƴƻǘƘŜǊ ƻǇǘƛƻƴΥ ƛƴǾƛǘŜ ǘƘŜƳ ƻƴŜ-by-one. Of course, this 

is more time-consuming, but you can send a personal message in the language you 

prefer. 

How to do this? 

¶ /ƭƛŎƪ ƻƴ ǎƻƳŜƻƴŜΩǎ ƴŀƳŜΦ ¸ƻǳ ǿƛƭƭ ŀǊǊƛǾŜ ŀǘ ǘƘŜƛǊ tǊƻŦƛƭŜΦ 

¶ /ƭƛŎƪ ά!ŘŘ name ǘƻ ȅƻǳǊ ƴŜǘǿƻǊƪέ όǊƛƎƘǘ ǳǇǇŜǊ ŎƻǊƴŜǊύΦ 

¶ 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 to accepting 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 schools aƴŘ ǳƴƛǾŜǊǎƛǘƛŜǎ ǿƘŜǊŜ ȅƻǳ ǎǘǳŘƛŜŘΦ  {ŜŜ άChapter 4: How To Craft 

an Attractive ProfileέΦ 

[ŜǘΩǎ ǎǘŀǊǘ ǿƛǘƘ ŎǳǊǊŜƴǘ ŀƴŘ Ǉŀǎǘ ŎƻƭƭŜŀƎǳŜǎΦ 

1. Look for current and past colleagues. 5ƻ ǘƘƛǎ Ǿƛŀ ά/ƻƴǘŀŎǘǎκ!ŘŘ /ƻƴƴŜŎǘƛƻƴǎέ ƛƴ ǘƘŜ ǘƻp 

ƳŜƴǳ ŀƴŘ ǘƘŜƴ ǘƘŜ ά/ƻƭƭŜŀƎǳŜǎέ ǘŀōΦ 

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 LinkedIn members (with a maximum of 

50). 

2. Click on a company you are working for 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. Invite them to connectΦ ¢ƘŜ ƎƻƻŘ ƴŜǿǎ ƛǎ ǘƘŀǘ ƘŜǊŜ ȅƻǳ ƘŀǾŜ ǘƘŜ ƻǇǘƛƻƴ ǘƻ άŀŘŘ ŀ ǇŜǊǎƻƴŀƭ 

note with your inǾƛǘŀǘƛƻƴέΦ ¦ǎŜ ƛǘΗ 

a. Option 1: Write a personal message to them if you are going to invite them one by 

one. 

b. Option 2: Write a semi-personal message when you are going to invite a group of 

ǇŜƻǇƭŜΦ ¸ƻǳ ŎŀƴΩǘ ƳŀƪŜ ƛǘ ǘƻƻ ǇŜǊǎƻƴŀƭ ǿƘŜƴ ȅƻǳ ǳǎŜ ǘƘƛǎ ƳŜǘƘƻŘ ōŜŎŀǳǎŜ ȅƻǳ ƘŀǾŜ 

selected several people. To give you an idea what this might look like, this is an 

example of a message that Jan used recently: 

I see you are a member of LinkedIn as well. 

Let's Connect! :-) 

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: 

¶ ¸ƻǳ ŘƻƴΩǘ ǎŜŜ ŀƴȅ ƴŀƳŜ ŀǘ ǘƘŜ ōŜƎƛƴƴƛƴƎ ƻŦ ǘƘŜ ƳŜǎǎŀƎŜ. The reason is that 

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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¶ ¸ƻǳ ǎŜŜ ǘƘŀǘ WŀƴΩǎ message in itself is not personal, but he makes it less 

impersonal by including a tip. Jan got many good responses after connecting 

ǿƛǘƘ ǇŜƻǇƭŜ ǳǎƛƴƎ ǘƘƛǎ ƳŜǎǎŀƎŜΦ aŀƴȅ ǇŜƻǇƭŜ ǘƻƭŘ ƘƛƳ ǘƘŜȅ ŘƛŘƴΩǘ ƪƴƻǿ ŀōƻǳǘ 

ǘƘŜ [ŀōǎΦ ¢Ƙƛǎ ǘƛǇ ŘƻŜǎƴΩǘ ƘŀǾŜ ǘƻ ōŜ ǊŜƭŀǘŜŘ ǘƻ [ƛƴƪŜŘLƴΦ If you connect with 

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

ǾŀƭǳŜ ǘƻ ǘƘŜ ǊŜŎƛǇƛŜƴǘǎ όIƻǿŜǾŜǊΣ ȅƻǳ ŎŀƴΩǘ ǎŜƴŘ ƭƛƴƪǎ ǎƛƴŎŜ [ƛƴƪŜŘLƴ ǊŜŦǳǎŜǎ 

them as an anti-spam measure).  

Remember, this is an extra contact possibility with 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. 

¶ If you work for a large company and have lots of contacts you will need to go 

through this process several times. But ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ǘȅǇŜ ȅƻǳǊ ƳŜǎǎŀƎŜ 

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

Řƻ ŎƻǇȅκǇŀǎǘŜΦ IƻǿŜǾŜǊΣ ǘƘŜǊŜ ŀǊŜ ŀƭǎƻ άƎŜƴƛǳǎ ǎƘƻǊǘŎǳǘǎέ ǘƘŀǘ you can use for 

Ƴŀƴȅ ǊŜǇŜŀǘƛƴƎ ǘŀǎƪǎΣ ǿƘƛŎƘ Ŏŀƴ ƘŜƭǇ ȅƻǳ ǿƛǘƘ ǘƘƛǎΦ ¢ƘŜ ŎƘƻƛŎŜǎ ŀǊŜ άTexterέ όŦƻǊ 

²ƛƴŘƻǿǎύ ŀƴŘ άTextExpanderέ όŦƻǊ aŀŎύΦ aƻǊŜ ǘƻƻƭǎ Ŏŀƴ ōŜ ŦƻǳƴŘ ƛƴ άChapter 

21: Tools to Save You Time When Working with LinkedInέΦ 

 

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 going 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 of a diverse 

network. 

1. Look for classmates. ̧ ƻǳ Ŏŀƴ Řƻ ǘƘƛǎ Ǿƛŀ ά/ƻƴǘŀŎǘǎ-!ŘŘ /ƻƴƴŜŎǘƛƻƴǎέ ƛƴ ǘƘŜ ǘƻǇ ƳŜƴǳ ŀƴŘ 

ǘƘŜƴ ǘƘŜ ά/ƭŀǎǎƳŀǘŜǎέ ǘŀōΦ 

You will see all the schools that you yourself have listed in your Profile. 

2. Click on a school. You will get a list of people you might know. Select the people you actually 

know. You can select only one classmate at the time. 

3. Write a personal message to them. 

4. Repeat steps 2 and 3 for every classmate of that same school. 

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

In this way your network grows with current and past classmates. 

 

  

http://tinyurl.com/texter
http://tinyurl.com/textexp
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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 people you may know. 

Dƻ ǘƻ ά/ƻƴǘŀŎǘǎκ!ŘŘ /ƻƴƴŜŎǘƛƻƴǎέ ŀƴŘ ǘƘŜƴ ǘƘŜ ŦƻǳǊǘƘ ǘŀō ǇŀƎŜ άtŜƻǇƭŜ ¸ƻǳ aŀȅ YƴƻǿέΦ 

/ƭƛŎƪ ƻƴ ǘƘŜ ά/ƻƴƴŜŎǘέ ƭƛƴƪ ŦǊƻƳ ǇŜƻǇƭŜ ȅƻǳ ŀŎǘǳŀƭƭȅ ƪƴƻǿΣ ŀŘŘ ŀ ǇŜǊǎƻƴŀƭ ƳŜǎǎŀƎŜΣ ŀƴŘ ǎŜƴŘ ȅƻǳǊ 

invitation. 

 

¢ƛǇΥ ¸ƻǳ ǿƛƭƭ ƎŜǘ ŀ ƭƛǎǘ ƻŦ мл άtŜƻǇƭŜ ¸ƻǳ aŀȅ YƴƻǿέΦ !ǘ ǘƘŜ ōƻǘǘƻƳ ƻŦ ǘƘƛǎ ǇŀƎŜ ȅƻǳ ǿƛƭƭ ǎŜŜ ŀ 

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

 

bƻǘŜΥ ȅƻǳ Ƴŀȅ ǿƻƴŘŜǊΣ άIƻǿ ŘƻŜǎ [ƛƴƪŜŘLƴ ƪƴƻǿ ǘƘŀǘ L ƪƴƻǿ ǘƘŜǎŜ ǇŜƻǇƭŜΚέ όhǊ 

ǎƻƳŜǘƛƳŜǎΥ άL ŘƻƴΩǘ ƪƴƻǿ ǘƘŜǎŜ ǇŜƻǇƭŜ ŀǘ ŀƭƭΣ ǿƘȅ ƛǎ [ƛƴƪŜŘLƴ ǎǳƎƎŜǎǘƛƴƎ ǘƘŀǘ L ŘƻΚέύ [ƛƴƪŜŘLƴ 

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 worked for and 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 ǎŜǘ ǘƘŜƳ ǳǇ ƻƴŎŜ ŀƴŘ ǘƘŜƴ ŘƻƴΩǘ ƘŀǾŜ ǘƻ ƛƴǾŜǎǘ ǘƛƳŜ ƛƴ ǘƘŜƳ ŀƴȅƳƻǊŜΦ 

1. Mention your LinkedIn Profile in your email signature. How? 

a. {ŎǊƻƭƭ ǘƻ ǘƘŜ ōƻǘǘƻƳ ƻŦ ŀ ǇŀƎŜ ƻƴ [ƛƴƪŜŘLƴΦ /ƭƛŎƪ ά¢ƻƻƭǎέΦ 

b. Lƴ ǘƘŜ ƳƛŘŘƭŜ ƻŦ ǘƘŜ ǇŀƎŜΣ ȅƻǳ ǎŜŜ ά9Ƴŀƛƭ ǎƛƎƴŀǘǳǊŜέΦ /ƭƛŎƪ ƻƴ ǘƘŜ ά¢Ǌȅ ƛǘ ƴƻǿέ 

button. 

c. Create your LinkedIn email signature. 

2. Mention your LinkedIn Profile on your website or blog. 

a. /ƭƛŎƪ ƻƴ άtǊƻŦƛƭŜκ9Řƛǘ tǊƻŦƛƭŜέ ƛƴ ǘƘŜ ǘƻǇ ƳŜƴǳΦ 

b. {ŎǊƻƭƭ Řƻǿƴ ǘƻ άtǳōƭƛŎ tǊƻŦƛƭŜέ ŀƴŘ ŎƭƛŎƪ ƻƴ άŜŘƛǘέΦ  

c. Scroll down and on the right hand side ŀƴŘ ōŜƭƻǿ άtǊƻŦƛƭŜ .ŀŘƎŜǎέ ŎƭƛŎƪ ƻƴ ά/ǊŜŀǘŜ ŀ 

ǇǊƻŦƛƭŜ ōŀŘƎŜέΦ 

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 signatures and buttons some people will click on them and 

ƛƴǾƛǘŜ ȅƻǳ ǘƻ ŎƻƴƴŜŎǘΦ Lƴ ǘƘƛǎ ǿŀȅ ¢I9¸ ǘŀƪŜ ŀŎǘƛƻƴΣ ƴƻǘ ȅƻǳΣ ǘƘŀǘΩǎ ǿƘȅ ǿŜ Ŏŀƭƭ ǇƘŀǎŜ п ŀ ǇŀǎǎƛǾŜ 

phase. 

 

By going through the first 3 phases you will proactively lay the foundation of your network. It is good 

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 networking is that they 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 of a need. 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 right now!  

 

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. People 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 

ƛƴǘŜǊŜǎǘŜŘ ƛƴ ŎƻƴƴŜŎǘƛƴƎ ǿƛǘƘ ȅƻǳΦ 9ǾŜƴ ǇŜƻǇƭŜ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿΦ Iƻǿ ǘƻ ŘŜŀƭ ǿƛǘƘ ǘƘŜƳ ǿƛƭƭ ōŜ 

ŘƛǎŎǳǎǎŜŘ ƛƴ άChapter 19: Hot Discussion Topics and Burning QuestionsέΦ  

 

 Assignment: build the foundation of your network on LinkedIn. 

 

 

If you want to look at a video that shows the 4 phases of building your network, 

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

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 email contacts 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 Profile with a LinkedIn Email Signature and LinkedIn Profile 

Badge for your website and blog 

http://www.how-to-really-use-linkedin.com/
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Chapter 6: The Heart of LinkedIn: Groups  
 

²Ƙȅ Řƻ ǿŜ Ŏŀƭƭ ǘƘŜ DǊƻǳǇǎ ǘƘŜ ƘŜŀǊǘ ƻŦ [ƛƴƪŜŘLƴΚ .ŜŎŀǳǎŜ ǘƘŀǘΩǎ ǿƘŜǊŜ ǘƘŜ Ƴƻǎǘ ƛƴǘŜǊŀŎǘƛƻƴ ƛǎΦ 

Groups are THE place to help others and 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 introduction of Discussions 

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 the Discussions 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 connections easier, and they offer the opportunity to tap into 

the power of Groupsτmany 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 

coming 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 belonging to a Group: 

¶ By asking questions in the Discussions-forum you are able to receive help from the other 

members. 

¶ You can see the Profiles of other members. This gives you direct access to additional people 

who might not be in your first, second, or third degree network. 

¶ You can contact other members directlyΦ aŀƴȅ ǇŜƻǇƭŜ ŘƻƴΩǘ ŀƭƭƻǿ ŘƛǊŜŎǘ ŎƻƴǘŀŎǘ Ǿƛŀ 

LinkedIn (they disable that option in their Settings). However, the standard option in every 

Group is that members may contact each other directly. Almost nobody knows this option 

can be turned off. Therefore normally you would be able to contact all other Group 

members. 

¶ By answering questions in the Discussions-forum you gain visibility, and you also have the 

opportunity to show your expertise. This increases yoǳǊ άYƴƻǿΣ [ƛƪŜ ŀƴŘ ¢Ǌǳǎǘέ ŦŀŎǘƻǊΦ 

aŀƪŜ ǎǳǊŜ ȅƻǳ ǇǊƻǾƛŘŜ ƎƻƻŘ ŀƴǎǿŜǊǎ ŀƴŘ ŘƻƴΩǘ ƳŀƪŜ ȅƻǳǊ ŎƻƴǘǊƛōǳǘƛƻƴ ŀ ǎŀƭŜǎ ǇƛǘŎƘΦ 
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¶ By sharing articles you also raise your visibility. Again, no sales pitch. It is OK to share links 

to your own website, blog, or article that features you as long as it gives other people more 

insights or help. 

¶ 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 

search ŜƴƎƛƴŜǎΦ IƻǿŜǾŜǊΣ ŘƻƴΩǘ ƻǾŜǊŘƻ ƛǘΦ Wǳǎǘ ƻƴŜ ƭƛƴŜΣ ƳŀȄƛƳǳƳ ǘǿƻ ƭƛƴŜǎΦ 

¶ Some extra advantages of being a member of a Group that also organizes face-to-face 

meetings: 

o 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. 

o You can make arrangements to car pool so you save some money and gasoline, and 

maximize your networking time. 

o You can easily follow-up after the event, and in between future meetings. 

o Extra tips about how to combine the power of a LinkedIn Group with LinkedIn Events 

and offline neǘǿƻǊƪƛƴƎ Ŏŀƴ ōŜ ŦƻǳƴŘ ƛƴ άChapter 11: The Power of Combining Online and 

Offline Networking: EventsέΦ 

o Remark: tips about how to prepare for live networking events, what to do when you are 

there and how to follow-up, caƴ ōŜ ŦƻǳƴŘ ƻƴ ǘƘŜ ƴŜǘǿƻǊƪƛƴƎ /5Σ ά[ŜǘΩǎ /ƻƴƴŜŎǘ ŀǘ ŀƴ 

9ǾŜƴǘέ ƻƴ ǘƘŜ ǿŜōǎƛǘŜ ƻŦ Networking Coach.  

We strongly encourage you to become a member of one or more Groups. Be an active memberτ

help people and share insights. This will make you more interesting to other people. They will contact 

you and consult you for your expertise. 

¸ƻǳ Ŏŀƴ ŀƭǎƻ ǳǎŜ ά!ƴǎǿŜǊǎέ ŦƻǊ ŜȄŎƘŀƴƎƛƴƎ ƘŜƭǇΦ ¢ƘŜ ŀŘǾŀƴǘŀƎŜ ƛǎ ǘƘŀǘ ǘƘƛǎ ƴƻǘ ƭƛƳƛǘŜŘ ǘƻ ŀ DǊƻǳǇΣ ǎƻ 

you can get help from potentially many more people and raise your visibility with them at the same 

ǘƛƳŜΦ IƻǿŜǾŜǊΣ ǘƘŜ ǿƛŘŜ ǊŜŀŎƘ ƛǎ ŀƭǎƻ ŀ ŘƛǎŀŘǾŀƴǘŀƎŜΥ Ƴŀƴȅ ǇŜƻǇƭŜ ǿƘƻ ōŜƭƻƴƎ ǘƻ ȅƻǳǊ άǘŀǊƎŜǘ 

ƎǊƻǳǇέ όƳŜŀƴƛƴƎΥ ǘƘŜ ǇŜƻǇƭŜ ǘƻ ǿƘƻƳ ȅƻǳ ǿŀƴǘ ǘƻ ōŜ ǾƛǎƛōƭŜ ŦƻǊ ǿƘŀǘŜǾŜǊ ǊŜŀǎƻƴύ ǿƛƭƭ ƴŜǾŜǊ ǎŜŜ ǘƘe 

ǉǳŜǎǘƛƻƴǎ ŀƴŘ ŀƴǎǿŜǊǎ ƛƴ ά!ƴǎǿŜǊǎέΣ ōǳǘ ǘƘŜȅ ƳƛƎƘǘ Ŧƻƭƭƻǿ ŎƭƻǎŜƭȅ ǘƘŜ DǊƻǳǇ 5ƛǎŎǳǎǎƛƻƴǎ ƻƴƭƛƴŜ ƻǊ 

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 I have to join?  

¸ƻǳ Ŏŀƴ Ƨƻƛƴ ǳǇ ǘƻ рл DǊƻǳǇǎ ƻƴ [ƛƴƪŜŘLƴΦ IƻǿŜǾŜǊΣ ǿŜ ŘƻƴΩǘ ǊŜŎƻƳƳŜƴŘ ōŜƛƴƎ ŀ DǊƻǳǇ aŜƳōŜǊ ƻŦ 

ƳƻǊŜ ǘƘŀƴ мл DǊƻǳǇǎ ǎƛƴŎŜ ȅƻǳ ŎŀƴΩǘ ŀŎǘƛǾŜƭȅ ŎƻƴǘǊƛōǳǘŜ ƛƴ ǘŜƴǎ ƻŦ DǊƻǳǇǎΦ 

http://www.networking-coach.com/
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Our biggest tip about which Groups to join is simply the ones that relate to your goals. 

For example: 

¶ 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. 

¶ If you are looking for new customers, choose Groups where you will find current customers, 

other suppliers to your target group and prospects. 

¶ If you are looking for new employees, choose Groups that focus on the type of employees 

you want. Also become a member of your company Group and the alumni Group of your 

own company. 

¶ 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: 

¶ Alumni groups of schools (former students) 

¶ Alumni groups of companies (former employees, and many times also current employees) 

¶ Groups of the organization where you work  

¶ 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 Groups: the 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 Groups: everybody who wants to join the Group is accepted automatically. All 

posts to the Group can NOT be found via search engines (you will notice a padlock next to 

the name of the Group). 

3. Open Groups: everybody 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 be open. 
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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 

ƭƛƳƛǘŜŘ όǘƘŜǊŜ ƛǎ ƴƻ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ŦƻǊ DǊƻǳǇǎ ŀǘ ǘƘŜ ǘƛƳŜ ƻŦ ǿǊƛǘƛƴƎύΣ ȅƻǳ ǿƛƭƭ ǇǊƻōŀōƭȅ ƴŜŜŘ ŀƭƭ 

of them to find the right Groups for you. 

1. Use the Groups Directory.  

a. Lƴ ǘƘŜ ǘƻǇ ƳŜƴǳΣ ŎƭƛŎƪ άDǊƻǳǇǎκDǊƻǳǇǎ 5ƛǊŜŎǘƻǊȅέΦ 

b. You will be presented with randomly featured Groups. 

c. On the left hand side you can use the search box to search with one or more 

keywords. You can refine 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. 

d. When you click on the name of one of the Groups you will arrive at the entry page of 

that Group (if it is an open Group) or at the Group Profile page (if it is a private or 

member-only 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 members 

όȅƻǳ Ŏŀƴ ŦƛƴŘ ǘƘŜ ǎŀƳŜ ƛƴŦƻǊƳŀǘƛƻƴ ŦƻǊ ƻǇŜƴ DǊƻǳǇǎ ōȅ ŎƭƛŎƪƛƴƎ ƻƴ άaƻǊŜκDǊƻǳǇ 

tǊƻŦƛƭŜέύΦ ¢Ƙƛǎ Ƴŀȅ ƘŜƭǇ ȅƻǳ ǘƻ ŎƘƻƻǎŜ ǘƘŜ ǊƛƎƘǘ DǊƻǳǇ ŦƻǊ ȅƻǳΦ 

2. Groups You May Like. 

a. Lƴ ǘƘŜ ǘƻǇ ƳŜƴǳΣ ŎƭƛŎƪ άDǊƻǳǇǎκDǊƻǳǇǎ ¸ƻǳ aŀȅ [ƛƪŜέΦ 

b. You will be presented with Groups that are similar to ALL the ones you have already 

joined. 

3. Similar Groups. 

a. When you are looking for Groups using the search functionality of the Groups 

ŘƛǊŜŎǘƻǊȅ ƻǊ ǘƘŜ άDǊƻǳǇǎ ¸ƻǳ aŀȅ [ƛƪŜέ ƻǇǘƛƻƴ ȅƻǳ ǿƛƭƭ ƴƻǘƛŎŜ ǘƘŜ ά{ƛƳƛƭŀǊ DǊƻǳǇǎέ 

link for each Group on the right side. Clicking on it will bring up a whole new 

collection of Groups that you might not have found any other way. 

b. ²ƘŜƴ ȅƻǳ ǎŜƭŜŎǘ άaƻǊŜκDǊƻǳǇ tǊƻŦƛƭŜέ ƛƴ ƻƴŜ ƻŦ ǘƘŜ DǊƻǳǇǎ ȅƻǳ ƘŀǾŜ ƧƻƛƴŜŘΣ ȅƻǳ 

can find similar Groups.  

c. In this overview of Groups you Ŏŀƴ ŎƭƛŎƪ ŀƎŀƛƴ ƻƴ ά{ƛƳƛƭŀǊ DǊƻǳǇǎέ ŦƻǊ ŜŀŎƘ ƻŦ ǘƘŜ 

Groups presented. 

4. [ƻƻƪ ƛƴ ǎƻƳŜƻƴŜΩǎ tǊƻŦƛƭŜΦ 

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

ŀƴŘ ŎƭǳōǎΦ [ƛƴƪŜŘLƴ ǎƘƻǿǎ ǘƘŀǘ ƛƴŦƻǊƳŀǘƛƻƴ ƻƴ ǎƻƳŜƻƴŜΩǎ tǊƻŦƛƭŜΣ ǿƘƛŎƘ Ŏŀƴ be very 

useful information. 

b. Dƻ ǘƻ ǎƻƳŜƻƴŜΩǎ tǊƻŦƛƭŜ ǘƘŀǘ ƛǎ ƻŦ ƛƴǘŜǊŜǎǘ ǘƻ ȅƻǳ όǿƘŜǘƘŜǊ ƛǘ ƛǎ ŀ ƴŜǿ ŎǳǎǘƻƳŜǊΣ 

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 or her Profile to see 

which Groups they joined. 

c. Although this is more time-consuming 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,  

go ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

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 engineering, 73 on .NET 

programmers, 144 on Fast Moving Consumer Goods in Spanish), you might consider dividing these 

ƎǊƻǳǇǎ ŀƳƻƴƎ ȅƻǳǊ ǘŜŀƳΦ [ŜǘΩǎ ŀǎǎǳƳŜ ȅƻǳ ƘŀǾŜ ŦƻǳƴŘ ул ƎǊƻǳǇǎ ȅƻǳ ǘƘƛƴƪ ȅƻǳ όƻǊ ȅƻǳǊ ŎƻƭƭŜŀƎǳŜǎύ 

should join and your team consists of 4 people, you 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 communication style within that 

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 

άLikeέ ŦƻǊ ǘƘŜ 5ƛǎŎǳǎǎƛƻƴǎ ȅƻǳ ŦƛƴŘ ƛƴǘŜǊŜǎǘƛƴƎΦ 

Even better is to sƘŀǊŜ ŀ ǘƛǇΣ ŜȄǇŜǊƛŜƴŎŜΣ ƻǊ ŀ ǘƘƻǳƎƘǘ ōȅ ŎƭƛŎƪƛƴƎ ƻƴ άcommentέΦ  

¸ƻǳ Ŏŀƴ ŀƭǎƻ ŎƘƻƻǎŜ ǘƻ άǊŜǇƭȅ ǇǊƛǾŀǘŜƭȅέ to someone if your contribution or comment is not suitable 

for the whole Group. 

If you are not participating, but find the topic very interesting, you Ŏŀƴ άfollowέ ǘƘŜ ŎƻƴǾŜǊǎŀǘƛƻƴΦ 

Every time a new comment is posted you will be notified via email (this is default when you write a 

comment). 

¦ƴŦƻǊǘǳƴŀǘŜƭȅΣ ȅƻǳ ǿƛƭƭ ǎŜŜ ǎƻƳŜ ǎǇŀƳ ƳŜǎǎŀƎŜǎ ƻƴŎŜ ƛƴ ŀ ǿƘƛƭŜΦ ¸ƻǳ Ŏŀƴ άflagέ ǘƘŀǘ ƳŜǎǎŀƎŜ ǎƻ ǘƘŜ 

Group owner and managers are notified. Depending on the rules they have set, posts with flags will 

be automatically removed. They can also remove them manually.  

Some Groups have Subgroups where you can find more specific Discussions or Discussions relating to 

an event. These might be more beneficial to join.  

http://www.how-to-really-use-linkedin.com/
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¸ƻǳ Ŏŀƴ ŦƛƴŘ ǘƘŜƳ ōȅ ŎƭƛŎƪƛƴƎ ƻƴ άaƻǊŜκ{ǳōƎǊƻǳǇǎέΦ 

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 give a tip. 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 tends to be time-

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 more to 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. So even ƛŦ ǇŜƻǇƭŜ ŘƻƴΩǘ Ǝƻ ǘƻ ǘƘŜ [ƛƴƪŜŘLƴ DǊƻǳǇΣ ǘƘŜȅ Ƴŀȅ ƪƴƻǿ ƻŦ ȅƻǳ ǎƛƴŎŜ 

your name might show up in the daily or weekly digest email. 

 

 Assignment: post a (meaningful) comment in a Group. 

 

What Else Can You Do with Groups? 
 

As well as Discussions you can do more with Groups. Here is an overview: 

1. Look for other Group Members via Members. 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, use Promotions όƛŦ ŜƴŀōƭŜŘ ōȅ ǘƘŜ DǊƻǳǇ ƻǿƴŜǊύΦ 5ƻƴΩǘ 

ǳǎŜ ǘƘŜ άƴƻǊƳŀƭέ 5ƛǎŎǳǎǎƛƻƴǎ ǘƻ ǇǊƻƳƻǘŜ ǎƻƳŜǘƘƛƴƎ ōŜŎŀǳǎŜ ǇŜƻǇƭŜ ƳƛƎƘǘ ǇŜǊŎŜƛǾŜ ƛǘ ŀǎ 

spam, the Group manager might delete it and even evict you from the Group. You can also 

search within promotions and easily retrieve your own promotions and the ones you follow. 

3. If you have a job to offer, you can post it in Jobs (if enabled by the Group owner). Thus, a 

more targeted audience might see your job offering. 

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

ƻǿƴŜǊ ǎŜƭŜŎǘŜŘ ŀǎ άaŀƴŀƎŜǊΩǎ /ƘƻƛŎŜέΦ ¢ƘŜǊŜ ŀǊŜ ŀƭǎƻ ƻǾŜǊǾƛŜǿǎ ƻŦ ǘƘŜ 5ƛǎŎǳǎǎƛƻƴǎ ȅƻǳ 

started, joined, or followed. 

5. You can also easily review your past contributions and ŀŎǘƛƻƴǎ ƛƴ ǘƘŜ DǊƻǳǇ Ǿƛŀ άaƻǊŜκMy 

ActivityέΦ 

6. ±ƛŀ άaƻǊŜκUpdatesέ ȅƻǳ ǎŜŜ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ ŀŎǘƛǾƛǘȅ ƻŦ ŀƭƭ ƳŜƳōŜǊǎΥ ǿƘƻ ƧƻƛƴŜŘ ǘƘŜ 

Group, who started a Discussion, who posted a comment etc. 

7. Look for SubgroupsΦ ¦ƴŦƻǊǘǳƴŀǘŜƭȅΣ [ƛƴƪŜŘLƴ Ǉǳǘ ǘƘŜƳ ōŜƘƛƴŘ ǘƘŜ άaƻǊŜκ{ǳōƎǊƻǳǇǎέ ƳŜƴǳΣ 

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 have joinŜŘ ŀ DǊƻǳǇ όŀƴŘ ŀŎǘǳŀƭƭȅ ŘƻƴΩǘ Ǉŀȅ 

any attention to them the moment they join either), but it is good to know the settings and how you 

can change them. 

¶ Contact Mail: you can choose to which email address communication from this Group is 

sent. If you want all the 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. 

¶ 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. 

¶ Digest Email: you can choose to receive a daily (default) or weekly digest 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 even turn it 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). 

¶ Announcements: you can choose to allow (or not) the Group owner to send you an email 

(maximum one per week). Default = allow. 

¶ Member messages: you can choose to allow (or not) the other Group members to send you 

messages even if they are not your first-degree contacts. Default = allow.   

 

Become a Group 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 Requests andτmost importantlyτkeeping the conversation 

going. You have to post questions and answers. Although this might scare you, there is also good 

ƴŜǿǎΥ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ǘƻ Řƻ ǘƘƛǎ ŀƭƻƴŜΦ ¦Ǉ ǘƻ мл ǇŜƻǇƭŜ Ŏŀƴ ōŜ ǘƘŜ ƳŀƴŀƎŜǊ ƻŦ ŀ DǊƻǳǇΦ  

See άChapter 12: The Heroes of LinkedIn: Group Managersέ ŦƻǊ Ƴŀƴȅ ƳƻǊŜ ǘƛǇǎΦ 

 

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, what more 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  
 

[ƛƴƪŜŘLƴ ƛǎ ŀƴ ŜȄŎŜƭƭŜƴǘ ǘƻƻƭ ǘƻ ŦƛƴŘ ǘƘŜ ǊƛƎƘǘ ǇŜƻǇƭŜΦ IƻǿŜǾŜǊ Ƴƻǎǘ ǇŜƻǇƭŜ ŘƻƴΩǘ ǳǎŜ LinkedIn in a 

proactive way. They make a Profile, connect with some people and then wait for things to happen. 

¢ƘŜȅ ŀǊŜ ǘƘŜ ƻƴŜǎ ǿƘƻ ŎƻƳǇƭŀƛƴ ǎƻƳŜǘƛƳŜǎ ǘƘŀǘ [ƛƴƪŜŘLƴ ŘƻŜǎƴΩǘ ǿƻǊƪΦ /ƻƳǇŀǊŜ ƛǘ ǿƛǘƘ ŀ ŎŀǊΥ ƛŦ ȅƻǳ 

Ƨǳǎǘ ǎǘŜǇ ƛƴǘƻ ȅƻǳǊ ŎŀǊΣ ōǳǘ ŘƻƴΩǘ ǎǘŀǊǘ ǘƘŜ Ŝngine and drive to the place you want to be, a car is a 

useless tool as well. Thus, you have to be proactive, as we will explain in this chapter. 

²ƘŜƴ ǿŜ ǘƘƛƴƪ ŀōƻǳǘ άǇǊƻŀŎǘƛǾŜ ǘȅǇŜǎΣέ ǇŜƻǇƭŜ ŎƻƳŜ ǘƻ ƳƛƴŘ ǿƘƻ ƘŀǾŜ ǎƘƻǊǘ- term goals like sales 

people, recruiters 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 LinkedIn is 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: 

¶ LinkedIn has more elaborate Profiles than most internal directories (which 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 more up-to-date than the internal directories, because 

people want to let the world know about their projects. 

¶ LinkedIn shows Profiles from people in other large organizations and from freelance experts. 

Without LinkedIn they would be harder to find.  

¶ LinkedIn shows the connections between people and also the Recommendations they 

received. This will allow 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 references. 

 

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

ȅƻǳ ŀŎƘƛŜǾŜ ȅƻǳǊ ǇǊƻŦŜǎǎƛƻƴŀƭ Ǝƻŀƭǎ ƻǊ ƻǘƘŜǊ ƘŜƭǇΦ ²ƘŜǘƘŜǊ ƛǘΩǎ ŀōƻǳǘ ƴŜǿ ŎǳǎǘƻƳŜǊǎΣ ŜƳǇƭƻȅŜŜǎΣ 

members, suppliers, partners, investors, sponsors, volunteers, 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 taking action you get results. 
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First Things First: Preparation  

Define Your Target Group  

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

άChapter 3: a 5 Step Basic LinkedIn StrategyέΦ  wŜƳŜƳōŜǊ ǘƘŜ DΦ!ΦLΦbΦ ŜȄŜǊŎƛǎŜÒ can be downloaded 

ŦƻǊ ŦǊŜŜ ŦǊƻƳ ǘƘŜ άVideo & Tools Libraryέ. 

These are some parameters to consider:  

¶ What type of industry are they in? 

¶  Which geographic location? 

¶ Which functions, roles, or titles do these people have? 

¶ 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 decision-makers 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 as ŜȄǇƭŀƛƴŜŘ ƛƴ άChapter 5: Building Your 

[ƛƴƪŜŘLƴ bŜǘǿƻǊƪΧCŀǎǘέΦ 

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 same industry in the same geographical area, all the 

people from that industry and geographical area will be in your second- and third-degree network 

very fast. 

hǊ ƛƴ ƻǘƘŜǊ ǿƻǊŘǎΥ ȅƻǳ ŘƻƴΩǘ ƴŜŜŘ ŀ ƴŜǘǿƻǊƪ ƻŦ ǘƘƻǳǎŀƴŘǎ ƻŦ ǇŜƻǇƭŜ ǘƻ ƎŜǘ ǊŜǎǳƭǘǎ ƻƴ [ƛƴƪŜŘLƴΦ hƴŜ 

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. 

IƻǿŜǾŜǊ ƛŦ ƛǘΩǎ ǎƻƳŜƻƴe with a very common name like Andy Johnson (more than 4.600 hits) you 

need another approach. 

LŦ ȅƻǳ ǳǎŜ ǘƘŜ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ŀƴŘ Ǉǳǘ ά!ƴŘȅέ ƛƴ ǘƘŜ CƛǊǎǘ bŀƳŜ ŦƛŜƭŘ ŀƴŘ άWƻƘƴǎƻƴέ ƛƴ ǘƘŜ [ŀǎǘ 

Name field, you get only 1.600 hits.  

²ƘŀǘΩǎ ǘƘŜ ǊŜŀǎƻƴ ŦƻǊ ǘƘƛǎ big difference?  

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

ǿƘƻƭŜ tǊƻŦƛƭŜ όǘƘƛǎ ƛǎ ǘƘŜ ǎŀƳŜ ŀǎ ǘƘŜ άYŜȅǿƻǊŘǎέ ŦƛŜƭŘύΦ LŦ ȅƻǳ ǳǎŜ ǎǇŜŎƛŦƛŎ ŦƛŜƭŘǎ ƭƛƪŜ CƛǊǎǘ ŀƴŘ [ŀǎǘ  

http://www.how-to-really-use-linkedin.com/
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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 specific, you will have some parameters that 

Ŏŀƴ ōŜ ǳǎŜŘ ƛƴ ǘƘŜ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ǎŎǊŜŜƴ όǘƘŜ ά!ŘǾŀƴŎŜŘέ ƭƛƴƪ Ŏŀƴ ōŜ ŦƻǳƴŘ ƻƴ ȅƻǳǊ IƻƳŜ tŀƎŜ 

next to the search box). 

¢ƘŜǎŜ ŦƛŜƭŘǎ ŀǊŜ ŀǾŀƛƭŀōƭŜ ǘƻ ȅƻǳ ƛƴ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ŀǘ ǘƘŜ ǘƛƳŜ ƻŦ ǿǊƛǘƛƴƎΥ  

¶ Keywords: here you can type anything you want. LinkedIn then searches all fields (free text 

and lists). 

¶ First Name and Last Name: self-explanatory. 

¶ LocationΥ ŀƴȅǿƘŜǊŜ όƛƴ ǘƘŜ ǿƻǊƭŘύ ƻǊ άƭƻŎŀǘŜŘ ƴŜŀǊέ ŦƻƭƭƻǿŜŘ ōȅ ȅƻǳǊ ŎƻǳƴǘǊȅΦ  

¶ Postal code: you can search in a radius around a specific postal code. This helps to fine-tune 

the results if that is helpful for your goal. 

¶ Title: function. You can choose to receive only people who are currently holding that 

position, people who once had that position, or both (default). Remark: 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) 

¶ Company: You can choose to receive only people who are currently working for this 

company, people who worked for that company in the past, or both (default). 

¶ School: self-explanatory. 

¶ Industry: you can search all industries or individual ones. 

¶ Relationship: you can search all LinkedIn members or limit your search to people in your 

first-, second-, third-degree networks or beyond, or to people who belong to the same 

Groups as you. 

¶ Language: you can limit your search to people speaking a specific language. However we 

ŘƻƴΩǘ ǊŜŎƻƳƳŜƴŘ ǘƘŀǘ ƻǇǘƛƻƴ ōŜŎŀǳǎŜ ȅƻǳ ƳƛƎƘǘ Ƴƛǎǎ ŀ ƭƻǘ ƻŦ ǇŜƻǇƭŜ ǿƘƻ ƘŀǾŜƴΩǘ ǳǎŜŘ ƛǘ 

yet. 

When you upgrade your Profile, you will have these extra options: 

¶ Company Size: several options, from 1-10 to 10.000+ 

¶ Seniority Level: several options, at the moment: Manager, Owner, Partner, CXO, VP, 

Director, Senior, Entry, Students & Interns, and Volunteer. 
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¶ 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). 

¶ Fortune 1000: you can limit your search to the Fortune top 50, top 100, top 250, top 500 and 

top 1000. 

¶ Search only other openlink members: people who upgrade their account can send messages 

ǘƻ ŜŀŎƘ ƻǘƘŜǊ ŦƻǊ ŦǊŜŜ ǿƘŜƴ ǘƘŜȅ ŀǊŜ ƴƻǘ ƛƴ ŜŀŎƘ ƻǘƘŜǊΩǎ ŦƛǊǎǘ-degree network. If you have a 

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:  

o Relevance (default): listed matches are ranked using logistics based on the keywords 

you have entered, and your network of connections. 

o Relationship: your first - and second-degree connections, and groups, are shown first 

(in that order). Third degree and out-of-network members are always combined. Use 

this option if you are not looking for someone in particular. Second-degree contacts 

are easier to reach (via Magic Mail) than third-degree contacts. 

o Relationship + Recommendations: matches shown first are based on 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. 

o Connections: the people with the most connections appear on top. 

o Keywords: displays the best match based solely on your query. 

o Views: how the 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 as current and past functions. 

 

! ǎǇŜŎƛŀƭ ƪƛƴŘ ƻŦ ǎŜŀǊŎƘ ƛǎ άReference SearchέΦ Recruiters can use this (paid) option to find people 

who have worked with a candidate. 

hƴ ȅƻǳǊ IƻƳŜ tŀƎŜΣ ŎƭƛŎƪ ƻƴ ά!ŘǾŀƴŎŜŘέ ŀƴŘ ǘƘŜƴ ƻƴ ǘƘŜ ǘƘƛǊŘ ǘŀō άwŜŦŜǊŜƴŎŜ {ŜŀǊŎƘέΦ 

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. 

 

 

aƻǊŜ ǘƛǇǎ ŀōƻǳǘ ǎŜŀǊŎƘƛƴƎ ŀƴŘ ŦƛƴŘƛƴƎ Ŏŀƴ ōŜ ŘƻǿƴƭƻŀŘŜŘ ŦǊƻƳ ǘƘŜ άVideo & Tools Libraryέ. 

 

http://www.how-to-really-use-linkedin.com/
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Strategy 3: Browse in the Network of Your Network  
 

In the previous strategy we started from our goals and then 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 a first-degree 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, Like, and Trust factor is already higher than with other people. 

2. {ŎǊƻƭƭ Řƻǿƴ ǳƴǘƛƭ ȅƻǳ ǎŜŜ ŀ ōƻȄ ƻƴ ǘƘŜ ǊƛƎƘǘ ǎƛŘŜ ǘƛǘƭŜŘ άbŀƳŜΩǎ /ƻƴƴŜŎǘƛƻƴǎέΦ !ǘ ǘƘŜ ōƻǘǘƻƳ 

ŎƭƛŎƪ ƻƴ ά{ŜŜ ŀƭƭ /ƻƴƴŜŎǘƛƻƴǎέΦ 

3. Now you can browse through their networks and find the people who are of interest. 

9ȄǘǊŀ ōŜƴŜŦƛǘǎ ƻŦ ōǊƻǿǎƛƴƎ ƛƴ ǎƻƳŜƻƴŜΩǎ ƴŜǘǿƻǊƪ ƛƴŎƭǳŘŜΥ 

¶ ¸ƻǳ ƳƛƎƘǘ ŘƛǎŎƻǾŜǊ ǎƻƳŜ ǘŜǊƳǎ ƻǊ ǘƛǘƭŜǎ ȅƻǳ ƘŀŘƴΩǘ ǘƘƻǳƎƘǘ ƻŦ ȅƻǳǊǎŜƭŦΦ CƻǊ ŜȄŀƳǇƭŜΥ ƛŦ ȅƻǳ 

ŘƛŘ ŀ ǎŜŀǊŎƘ ƻƴ άaŀǊƪŜǘƛƴƎ aŀƴŀƎŜǊΣ .ŀƴƪƛƴƎ LƴŘǳǎǘǊȅΣ ¦{!έ ǿƘŜƴ ŀǎ ŀ ǎǇŜŀƪŜǊ ȅƻǳ ǿŜǊŜ 

looking for ƴŜǿ ŎǳǎǘƻƳŜǊǎΣ ȅƻǳ ƳƛƎƘǘ ŘƛǎŎƻǾŜǊ ǘƘŀǘ ǇŜƻǇƭŜ ŀƭǎƻ Ŏŀƭƭ ǘƘŜƳǎŜƭǾŜǎ άaŀǊƪŜǘƛƴƎ 

5ƛǊŜŎǘƻǊέΣ ά±t aŀǊƪŜǘƛƴƎέ ƻǊ άaŀǊŎƻƳ aŀƴŀƎŜǊέΦ ¢ƘŜȅ ǿƻƴΩǘ ǎƘƻǿ ǳǇ ƛƴ ȅƻǳǊ ά!ŘǾŀƴŎŜŘ 

{ŜŀǊŎƘέ ǊŜǎǳƭǘǎ ŦǊƻƳ {ǘǊŀǘŜƎȅ нΦ !ƴŘ ȅƻǳ ƳƛƎƘǘ ŘƛǎŎƻǾŜǊ ŦǳƴŎǘƛƻƴǎ ƭƛƪŜ ά9ǾŜƴǘ /ƻƻǊŘƛƴŀǘƻǊέ ƻǊ 

ά9ǾŜƴǘǎ aŀƴŀƎŜǊέΣ ǘƛǘƭŜǎ ȅƻǳ ƳƛƎƘǘ ƴƻǘ ƘŀǾŜ ǘƘƻǳƎƘǘ ƻŦ ȅƻǳǊǎŜƭŦΦ 

¶ 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 employees 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.  

/ŀƴ ȅƻǳ ōǊƻǿǎŜ ŜǾŜǊȅōƻŘȅΩǎ ƴŜǘǿƻǊƪΚ bƻΣ ǎƻƳŜ ǇŜƻǇƭŜ ŘƻƴΩǘ ŀƭƭƻǿ ŀŎŎŜǎǎ ǘƻ ǘƘŜƛǊ ƴŜǘwork. Of 

course, it is their choice, but we always wonder why: do they expect other people to open their 

networks to them without reciprocating? 

 

3ÔÒÁÔÅÇÙ ψȡ ,ÏÏË ÁÔ Ȱ6ÉÅ×ÅÒÓ ÏÆ ÔÈÉÓ 0ÒÏÆÉÌÅ ÁÌÓÏ 6ÉÅ×ÅÄȱ 
 

When you find someone who is in line with your paraƳŜǘŜǊǎΣ ȅƻǳ ŎŀƴΩǘ ōǊƻǿǎŜ ǘƘŜƛǊ ƴŜǘǿƻǊƪ ȅŜǘΦ 

They first need to be part of your first-degree contacts.  

IƻǿŜǾŜǊΣ ƛƴǘŜǊŜǎǘƛƴƎ ƛƴŦƻǊƳŀǘƛƻƴ Ƴŀȅ ōŜ ŀǾŀƛƭŀōƭŜ ǘƻ ȅƻǳΦ ²ƘŜƴ ȅƻǳ ǎŎǊƻƭƭ Řƻǿƴ ƛƴ ǎƻƳŜƻƴŜΩǎ 

tǊƻŦƛƭŜΣ ŀǘ ǘƘŜ ǊƛƎƘǘ ǎƛŘŜ ȅƻǳ ǿƛƭƭ ƴƻǘƛŎŜ ŀ ōƻȄ ǘƛǘƭŜŘ ά±ƛŜǿŜǊǎ ƻŦ ǘƘƛǎ tǊƻŦƛƭŜ ŀƭǎƻ ǾƛŜǿŜŘέΦ ¸ƻǳ ǿƛƭƭ ǎŜŜ 

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 a mutual coƴǘŀŎǘ ǇƻǇǇƛƴƎ ǳǇ ǿƘƻƳ ȅƻǳ ƘŀŘƴΩǘ 

thought of, next to people you had decided to ask for help. In other words, these possibilities give 

you more roads to success. 

²ƘŜƴ ȅƻǳ ǎŎǊƻƭƭ Řƻǿƴ ƛƴ ǘƘƛǎ ǇŜǊǎƻƴΩǎ tǊƻŦƛƭŜ ȅƻǳ ƳƛƎƘǘ ŘƛǎŎƻǾŜǊ ƴŜǿ ƛƴǘŜǊŜǎǘƛƴƎ ǇŜƻǇƭŜ Ǿƛŀ ά±ƛewers 

ƻŦ ǘƘƛǎ tǊƻŦƛƭŜ ŀƭǎƻ ǾƛŜǿŜŘέ ŀƴŘ ƴŜǿ Ƴǳǘǳŀƭ ŎƻƴƴŜŎǘƛƻƴǎΦ !ƴŘ ǘƘŜ ǎŀƳŜ ŀǇǇƭƛŜǎ ǘƻ ǘƘŜǎŜ ǇŜƻǇƭŜΦ ¢ƘŜ 

ƻǇǘƛƻƴ ά±ƛŜǿŜǊǎ ƻŦ ǘƘƛǎ tǊƻŦƛƭŜ ŀƭǎƻ ǾƛŜǿŜŘέ Ŏŀƴ ōŜ ǳǎŜŘ ŦƻǊ ŜǾŜǊȅ ƴŜǿ tǊƻŦƛƭŜ ȅƻǳ ŜƴŎƻǳƴǘŜǊ όŀƴŘ ŦƻǊ 

all your first-degree connections as well). What an 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. 

Starting ŦǊƻƳ ȅƻǳǊ ƎƻŀƭǎΣ ǳǎŜ ǘƘŜ п ǿŀȅǎ ŦǊƻƳ άChapter 6: The Heart of LinkedIn: Groupsέ ǘƻ ŦƛƴŘ ǘƘŜ 

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)τ

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 and your organization. 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 many people 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, they can 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 network 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 already know the name of the organization. Just go to 

ά/ƻƳǇŀƴƛŜǎέ όǘƻǇ ƳŜƴǳύ ŀƴŘ ǘƘŜƴ ǘȅǇŜ ƛƴ ǘƘŜ ƴŀƳŜ ƻŦ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴ ȅƻǳ ŀǊŜ ƭƻƻƪƛƴƎ ŦƻǊ ƛƴ 

the search box. For example, look at [ƛƴƪŜŘLƴΩǎ /ƻƳǇŀƴȅ tŀƎŜ.  

2. LŦ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ ǘƘŜ ƴŀƳŜ ƻŦ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴΣ ōǳǘ ȅƻǳ ƪƴƻǿ ǎƻƳŜ ǇŀǊŀƳŜǘŜǊǎΣ ǳǎŜ ǘƘŜ 

άSearch Companiesέ ŦǳƴŎǘƛƻƴΦ ¢Ƙƛǎ Ŏŀƴ ōŜ ŦƻǳƴŘ ǳƴŘŜǊ ά/ƻƳǇŀƴƛŜǎέ όǘƻǇ ƳŜƴǳύ ŀƴŘ ǘƘŜƴ 

ǘƘŜ ǎŜŎƻƴŘ ǘŀō ǇŀƎŜΦ ¸ƻǳ ƛƳƳŜŘƛŀǘŜƭȅ ƎŜǘ ŀ άǊŜǎǳƭǘ ƭƛǎǘέ ƻŦ ŀƭƭ ŎƻƳǇŀƴƛŜǎ ƻƴ [ƛƴƪŜŘLƴΦ hƴ ǘƘŜ 

left side you can refine your search. These are the parameters you 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 afterward when 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 first-degree contacts, only second-degree 

contacts, only third degree and further. Or you can choose a combination. 

f. Company size: you can make a selection from the entire range from self-employed 

(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 (1-50) to organizations with a lot of them (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 

ǇŀƛŘ ƻǇǘƛƻƴǎ ƛƴ ǘƘŜ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘ ŦƻǊ tŜƻǇƭŜέΦ Lƴ ǘƘŀǘ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ȅƻǳ ŎŀƴΩǘ ǳǎŜ /ƻƳǇŀƴȅ 

Size or Fortune 1000 as a parameter unless you upgrade your account. 

 

¢ƛǇΥ LŦ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ ǿƘŀǘ ǘƘŜ ŀŎǘǳŀƭ ƴŀƳŜ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅ ƛǎΣ ȅƻǳ Ŏŀƴ ŀƭǎƻ ǘǊȅ ŀ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ 

in the search box. For example, type iPad and you will see 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. 

http://linkd.in/li-book-69
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Step 2: Useful Information from a Company Profile  

The interesting part about LinkedIn 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 not all data is current 

since it is up to all individuals to keep their personal LinkedIn Profile up-to-date.  

 

 

Note: tips for creating an attractive Company Profile can be found in 

 άChapter 17: How Organizations Can Benefit from LinkedIn (versus Individuals)έΦ 

 

 

What useful information can we find in a Company Profile? 

1. The first page is the Overview page. In addition to some general information this might be 

useful: 

a. You see immediately the first 5 people you know inside that organization (under tab 

ǇŀƎŜ άYour NetworkέύΦ ¢Ƙƛǎ ƎƛǾŜǎ ƛƴǎǘŀƴǘ ƛƴǎƛƎƘǘ ƛƴǘƻ ȅƻǳǊ ŎƻƴƴŜŎǘƛƻƴǎΦ ¸ƻǳ Ƴŀȅ 

have forgotten about these people when setting your goals or perhaps someone 

changed companies without your knowing it. 

b.  ¢ŀō ǇŀƎŜ άYour College Alumniέ provides you with people who went to the same 

ǎŎƘƻƻƭΣ ŎƻƭƭŜƎŜΣ ƻǊ ǳƴƛǾŜǊǎƛǘȅ όǘƘƛǎ ŎƻƳŜǎ ŦǊƻƳ ǘƘŜ ά9ŘǳŎŀǘƛƻƴέ ŦƛŜƭŘ ƛƴ ōƻǘƘ ǘƘŜƛǊ ŀƴŘ 

your Profile). Having an educational institution in common often creates a strong 

bond, even before you have met. A fellow alumnus may be more open to your 

request. 

c. ¢ŀō ǇŀƎŜ άNew Hiresέ ƎƛǾŜǎ ȅƻǳ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ǇŜƻǇƭŜ ǿƘƻ ƛƴŘƛŎŀǘŜŘ ƛƴ ǘƘŜƛǊ tǊƻŦƛƭŜ 

that they have started to work for this organization. This could be interesting 

information if you are looking for a new job or if you provide services regarding 

ƘƛǊƛƴƎΣ ǎŜƭŜŎǘƛƴƎΣ ƻǊ ǘǊŀƛƴƛƴƎ ǇŜƻǇƭŜΦ !ǘ ǘƘŜ ōƻǘǘƻƳ ƻŦ ǘƘƛǎ ōƻȄ ŎƭƛŎƪ ƻƴ ǘƘŜ ά{ŜŜ ŀƭƭ 

ŀŎǘƛǾƛǘȅέ ƭƛƴƪΦ ¸ƻǳ ƎŜǘ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ǿƘŀǘ Ƙŀǎ ƘŀǇǇŜƴŜŘ ǿƛǘƘ ŀƭƭ ǇŜƻǇƭŜ ǿƻǊƪƛƴƎ ŦƻǊ 

this Company on LinkedIn. You can filter this in many ways: Profile Changes, New 

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

Products & Services. 

2.  Follow a Company όƻƴ ǘƘŜ ǘƻǇ ǊƛƎƘǘ ǎƛŘŜ ȅƻǳ Ŏŀƴ ŎƭƛŎƪ ƻƴ ǘƘŜ ōǳǘǘƻƴ ǘƻ άŦƻƭƭƻǿέ ŀ /ƻƳǇŀƴȅύΦ 

ά²Ƙȅ ǿƻǳƭŘ ǿŜ ǿŀƴǘ ǘƻ Řƻ ǘƘŀǘΚέ ǿŀǎ ƻǳǊ ŦƛǊǎǘ ǊŜŀŎǘƛƻƴ ǳƴǘƛƭ ǿŜ ŎƭƛŎƪŜŘ ƻƴ ǘƘŜ ǎƳŀƭƭ ŀǊǊƻǿ 

ƴŜȄǘ ǘƻ ǘƘŜ άCƻƭƭƻǿƛƴƎέ ōǳǘǘƻƴ όҐ ǘƘŜ ǎŀƳŜ ōǳǘǘƻƴ ŀǎ ǘƘŜ άCƻƭƭƻǿέ ōǳǘǘƻƴ ƻƴŎŜ ȅƻǳ ƘŀǾŜ 

clicked on it). Then you see what will happen and you can fine-tune how you receive this 

information. 

a. ConteƴǘΥ άL ǿŀƴǘ ǘƻ ōŜ ƴƻǘƛŦƛŜŘ ǿƘŜƴέΥ 

i. 9ƳǇƭƻȅŜŜǎ ƧƻƛƴΣ ƭŜŀǾŜ ƻǊ ŀǊŜ ǇǊƻƳƻǘŜŘ άƛƴ Ƴȅ ƴŜǘǿƻǊƪέ ƻǊ άŀƭƭ ŜƳǇƭƻȅŜŜǎέ. 

This is pertinent information. For example, when you are in sales, if you are 

notified when your contact changes positions you can first congratulate 
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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 having a personal click with the buyer was the 

only reason you never have done businessτand this buyer changes 

positionsτthis might be a good opportunity to see if you have a chance with 

the new buyer. 

ii. New Job opportunities. If you are looking for a new job or helping 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 Updates. This option is for most people more for 

information than a direct benefit. However, it could be interesting to see 

ǿƘƛŎƘ ƴŜǿ ǇǊƻŘǳŎǘǎ ϧ ǎŜǊǾƛŎŜǎ ŀ /ƻƳǇŀƴȅ ŀŘŘǎ ǘƻ ǘƘŜƛǊ tǊƻŦƛƭŜΣ ǘƻ ōŜ άƛƴ ǘƘŜ 

ƪƴƻǿέ ƻǊ ǘƻ ŘƛǎŎƻǾŜǊ ǎƻƳŜ ǇŀǊǘƴŜǊǎƘƛǇ ƻǇǇƻǊǘǳƴƛǘƛŜǎΦ 

b. Delivery: 

i. I want to be notified by Network Updates. 

ii. Email digest: weekly or daily. This 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 about this Company (on the right side). When you click on this 

link you will arrive on a new page with information and statistics derived from ǇŜƻǇƭŜΩǎ 

personal LinkedIn Profiles and their activity on LinkedIn. There is quite some information 

available that might be useful: 

a. You can find statistics about Job Functions, Years Experience, Educational Degree 

and University Attended. ¢ƘŜ ά¦ƴƛǾŜǊǎƛǘȅ !ǘǘŜƴŘŜŘέ ǎǘŀǘƛǎǘƛŎǎ ƳƛƎƘǘ ōŜ ǳǎŜŦǳƭ ŦƻǊ 

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 can help you with personal 

testimonials and connections. They also might want to join the campus recruitment 

team. 

b. ¦ƴŘŜǊ άPeople also viewedέ ȅƻǳ ƎŜǘ ŀ ǎŜƭŜŎǘƛƻƴ ƻŦ ƻǘƘŜǊ /ƻƳǇŀƴȅ tǊƻŦƛƭŜǎ ǘƘŀǘ ǿŜǊŜ 

visited by people who also looked at the Company you are viewing right now. Most 

ƻŦ ǘƘŜ ǘƛƳŜ ǘƘƛǎ ǿƛƭƭ ƎƛǾŜ ȅƻǳ ǘƘŜ ŘƛǊŜŎǘ άŎƻƴŎǳƭƭŜŀƎǳŜǎέ όǿŜ ǇǊŜŦŜǊ ǘƘŀǘ ǿƻǊŘ ǘƻ 

άŎƻƳǇŜǘƛǘƻǊǎέύΦ LŦ ȅƻǳ ŀǊŜ ƛƴ ǎŀƭŜǎΣ ǘƘŜǎŜ ƳƛƎƘǘ ōŜ ȅƻǳǊ ƴŜȄǘ ǇǊƻǎǇŜŎǘǎ ƻǊ ƛŦ ȅƻǳ ŀǊŜ 

looking for a job, these Companies might be interesting to add to your list. 
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c. On the right side of the page you will see where employees came from before they 

joined the Company you are investigating and where 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 

ǎŜǾŜǊŀƭ ŎƻǳƴǘǊƛŜǎ ƻǊ ƘŀǾŜ ǎŜǾŜǊŀƭ ƛƴŘŜǇŜƴŘŜƴǘ ōǳǎƛƴŜǎǎ ǳƴƛǘǎ ŀƴŘ ŘƻƴΩǘ ƘŀǾŜ ŀ ŎƭŜŀǊ ǎǘǊŀǘŜƎȅ Ƙƻǿ ǘƻ 

organize themselves on LinkedIn. For example: when you 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 might also arise when you are using LinkedIn to find expertise inside your own organization. 

¢ƛǇǎ ŦƻǊ Ƙƻǿ ǘƻ ŘŜŀƭ ǿƛǘƘ ǘƘƛǎ ŦƻǊ ȅƻǳǊ ƻǿƴ ƻǊƎŀƴƛȊŀǘƛƻƴ Ŏŀƴ ōŜ ŦƻǳƴŘ ƛƴ άChapter 17: How 

Organizations Can Benefit from LinkedIn (versus Individuals)έΦ 

 

Strategy 8: Look at Network Updates 
 

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

ǘƘŜƳ ƻƴ ȅƻǳǊ IƻƳŜ tŀƎŜ ŀƴŘ ȅƻǳ ŀƭǎƻ ǊŜŎŜƛǾŜ ǘƘŜƳ Ǿƛŀ ŜƳŀƛƭ ƛŦ ȅƻǳ ƘŀǾŜƴΩǘ ŘƛǎŀōƭŜŘ ǘƘŀǘ ƻǇǘƛƻƴ 

(tips about how to set the frequency of emails you receive and other settings can be found in 

άChapter 13: Keep Control Over LinkedIn: Home Page & SettingsέύΦ 

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

¶ New Connections in your Network. For 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. 

¶ Status Updates from your Connections and Posts from your Connections. By commenting or 

liking a post you keep yourself in front of others. 

¶ When connections change Profile information. You can congratulate them for their new 

project or position. Especially in sales this can be useful. When 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 connection 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) is now an interesting candidate. 

¶ Groups your connections have joined or created. Another way of finding interesting Groups 

to become member yourself. 
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Strategy 9: Change Your Profile Settings 
 

²ƘŜƴ ǿŜ ŀǎƪ ƻǳǊ ŀǳŘƛŜƴŎŜǎ ǿƘƻ Ƙŀǎ ŀƭǊŜŀŘȅ ƭƻƻƪŜŘ ŀǘ ǘƘŜ ŦǳƴŎǘƛƻƴ ά²ƘƻΩǎ ±ƛŜǿŜŘ ¸ƻǳǊ tǊƻŦƛƭŜέΣ 

Ƴƻǎǘ ƻŦ ǘƘŜƳ ŀŦŦƛǊƳ ǘƘŀǘ ǘƘŜȅ ŘƛŘΦ ²ƛǘƘ ǘƘŜ ƴŜȄǘ ǉǳŜǎǘƛƻƴΣ ά²Ƙƻ ǿŀƴǘǎ ǘƻ ƪƴƻǿ ǿƘƻ ŀǊŜ ǘƘƻǎŜ 

ǇŜƻǇƭŜ ǿƛǘƘ ŀ ŘŜǎŎǊƛǇǘƛƻƴ ƭƛƪŜ ά{ƻƳŜƻƴŜ ŦǊƻƳ ǘƘŜ .ŀƴƪƛƴƎ LƴŘǳǎǘǊȅ ƛƴ ǘƘŜ DǀǘŜōƻǊƎ ŀǊŜŀΣ {ǿŜŘŜƴέ 

almost all hands go up. And when asked hƻǿ ǘƘŜȅ Ŏŀƴ ŦƛƴŘ ǘƘƛǎ ƻǳǘΣ Ƴƻǎǘ ǇŜƻǇƭŜ ǊŜǇƭȅΥ ά¸ƻǳ ƘŀǾŜ ǘƻ 

Ǉŀȅ ŀƴŘ ǳǇƎǊŀŘŜ ȅƻǳǊ ŀŎŎƻǳƴǘέΦ  

IƻǿŜǾŜǊΣ ǘƘŀǘ ƛǎ ƴƻǘ ǘǊǳŜΦ ¸ƻǳ Ŏŀƴ ƴŜǾŜǊ ǎŜŜ ǎƻƳŜƻƴŜΩǎ ŘŜǘŀƛƭǎ ǳƴƭŜǎǎ ǘƘŜȅ ŀƭƭƻǿ ȅƻǳ ǘƻ ǎŜŜ ǘƘŜƳΣ 

whether you have a basic (free) account or an upgraded one. 

[ŜǘΩǎ ƴow reverse 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 conversation, which 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 option to Řƻ ǘƘŀǘΦ IƻǿŜǾŜǊΣ ƛŦ ȅƻǳ ŀǊŜ ƛƴ ǘƘŀǘ άƳƻŘŜέΣ ȅƻǳ Ƴƛǎǎ 

seeing who has visited your Profile. 

 

To change the settings that control what people may see, follow these steps: 

1. hƴ ǘƘŜ ǘƻǇ ƻŦ ǘƘŜ ǇŀƎŜΣ ŎƭƛŎƪ ƻƴ ά¸ƻǳǊ bŀƳŜκ{ŜǘǘƛƴƎǎέΦ 

2. Log in again (this is a security check). 

3. {ŎǊƻƭƭ Řƻǿƴ ŀƴŘ ƛƴ ǘƘŜ ƳƛŘŘƭŜ ƻŦ ǘƘŜ ǇŀƎŜ ŎƭƛŎƪ ƻƴ ά{ŜƭŜŎǘ ǿƘŀǘ ƻǘƘŜǊǎ ǎŜŜ ǿƘŜƴ ȅƻǳ ƘŀǾŜ 

ǾƛŜǿŜŘ ǘƘŜƛǊ tǊƻŦƛƭŜέΦ 

4. /ƘƻƻǎŜ ά¸ƻǳǊ bŀƳŜ ŀƴŘ IŜŀŘƭƛƴŜέΦ 

5. /ƭƛŎƪ ƻƴ ά{ŀǾŜ /ƘŀƴƎŜǎέΦ 

In the default mode, you can see some Profile Statistics (when you clƛŎƪ ƻƴ ά²ƘƻΩǎ ǾƛŜǿŜŘ Ƴȅ 

tǊƻŦƛƭŜέ ƻƴ ȅƻǳǊ IƻƳŜ tŀƎŜ ƻǊ ƻƴ ȅƻǳǊ ƻǿƴ tǊƻŦƛƭŜύΦ ²Ƙŀǘ ȅƻǳ ǿƛƭƭ ǎŜŜ ŘŜǇŜƴŘǎ ƻƴ ǿƘŜǘƘŜǊ ȅƻǳ ƘŀǾŜ 

a free (basic) account or an upgraded one. 

These are the different statistics: 

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

ǿƘŜƴ ǎŜƭŜŎǘƛƴƎ ά²Ƙŀǘ ƻǘƘŜǊǎ ǎŜŜ ǿƘŜƴ ȅƻǳϥǾŜ ǾƛŜǿŜŘ ǘƘŜƛǊ ǇǊƻŦƛƭŜέΦ Lǘ ǎƘƻǿǎΥ 

¶ Up to 5 results of who has viewed your Profile. 

¶ Number of visits to your Profile. 

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

¶ 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. 

¶ 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 so you ŘƻƴΩǘ ƘŀǾŜ ǘƻ Ǝƻ ƻƴ [ƛƴƪŜŘLƴ ŀƴŘ ǎŜŀǊŎƘ ǘƛƳŜ ŀƴŘ ǘƛƳŜ 

again. 

To create these alerts: 

1. Dƻ ǘƻ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ŀƴŘ ŎǊŜŀǘŜ ŀ ǎŜŀǊŎƘ ǿƛǘƘ ȅƻǳǊ ŘŜǎƛǊŜŘ ǇŀǊŀƳŜǘŜǊǎ όƭƛƪŜ ƛƴ ǎǘǊŀǘŜƎȅ 

2). 

2. Look at the search results. When you have found the right people, go to step 3, otherwise 

refine your search till you are satisfied with the result. 

3. bŜȄǘ ǘƻ ǘƘŜ ƴǳƳōŜǊ ƻŦ ǊŜǎǳƭǘǎΣ ŎƭƛŎƪ ƻƴ ά{ŀǾŜέΦ ²ƘŜƴ ȅƻǳ ǎŀǾŜ ǘƘŜ ǎŜŀǊŎƘΣ ȅƻǳ ŎǊŜŀǘŜ ŀƴ 

alert.  

4. bŀƳŜ ǘƘŜ ά{ŀǾŜŘ {ŜŀǊŎƘέΦ 

5. Choose the frequency of your email alert: weekly, monthly or never. We suggest you select 

άǿŜŜƪƭȅέ ŀƴŘ ǘƘŜƴ ǇǊŜǎǎ άǎŀǾŜέΦ 

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 basic (free) account you can have up to 3 saved searches. When you upgrade your account 

ȅƻǳ Ŏŀƴ ƘŀǾŜ ƳƻǊŜ όŘŜǇŜƴŘƛƴƎ ƻƴ ǿƘƛŎƘ ǎǳōǎŎǊƛǇǘƛƻƴ ƳƻŘŜƭ ȅƻǳ ƘŀǾŜΣ ǎŜŜ ǉǳŜǎǘƛƻƴ ά5ƻ L ƴŜŜŘ ǘƻ 

ǳǇƎǊŀŘŜ Ƴȅ ŀŎŎƻǳƴǘέ ƛƴ άChapter 19: Answers to Hot Discussion Topics and Burning QuestionsέύΦ 

If you want to look at the results of the searches you have saved or modify/delete them: you can find 

ǘƘŜƳ ǾƛŀΥ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ όƻƴ ȅƻǳǊ IƻƳŜ tŀƎŜύΣ ŀƴŘ ǘƘŜƴ ǘŀō ǇŀƎŜ п ά{ŀǾŜŘ {ŜŀǊŎƘŜǎέΦ 

 

 Assignment: 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 interesting 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 your goal. 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 give you more 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. ¸ƻǳ ŘƻƴΩǘ ƪƴƻǿ ǘƘƛǎ ǇŜǊǎƻƴ ȅƻǳǊǎŜƭŦ ŀƴŘ ǘƘŜȅ ŀǊŜ ŀ нnd degree contact. 

a. Call one of your mutual 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 they know each other. If they 

ŘƻƴΩǘ ƪƴƻǿ ǘƘŜ ƻǘƘŜǊ ǇŜǊǎƻƴ ǿŜƭƭΣ ǘƘŀƴƪ ǘƘŜƳ ŀƴŘ Ŏŀƭƭ ǘƘŜ ƴŜȄǘ Ƴǳǘǳŀƭ ŎƻƴǘŀŎǘΦ Lǘ ƛǎ 

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 Mail,  

ŘƻǿƴƭƻŀŘ ǘƘŜƳ ŦǊƻƳ ǘƘŜ άVideo & Tools LibraryέΦ 

 

 

3. Yoǳ ŘƻƴΩǘ ƪƴƻǿ ǘƘŜ ǇŜǊǎƻƴ ŀƴŘ ǘƘŜȅ ŀǊŜ ŀ ǘƘƛǊŘ-degree contact. 

a. Dƻ ǘƻ ǘƘŀǘ ǇŜǊǎƻƴΩǎ tǊƻŦƛƭŜΦ 

b. hƴ ǘƘŜ ǘƻǇ ǊƛƎƘǘ ǎƛŘŜ ŎƭƛŎƪ ƻƴ άDŜǘ ƛƴǘǊƻŘǳŎŜŘ ǘƘǊƻǳƎƘ ŀ ŎƻƴƴŜŎǘƛƻƴέΦ 

c. Choose the first- degree contact you have the best relationship with. 

http://www.how-to-really-use-linkedin.com/
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d. Write a message to the end recipient 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 first- degree contact receives both messages and 

then chooses to forward it or not. When they forward it, the person in 2nd degree 

also can choose to forward it or not. So this process is sequential. What many people 

ŘƻƴΩǘ ƪƴƻǿ ƛǎ ǘƘŀǘ ŜǾŜǊȅōƻŘȅ ƛƴ ǘƘƛǎ άƳŜǎǎŀƎŜ ŎƘŀƛƴέ Ŏŀƴ ǊŜŀŘ ŀƭƭ ǇǊŜǾƛƻǳǎ ƳŜǎǎŀƎŜǎΦ 

So you better be professional in your communication! 

For many ǇŜƻǇƭŜ ǘƘƛǎ ŀǇǇǊƻŀŎƘ ŘƻŜǎƴΩǘ ǿƻǊƪ ǘƘŀǘ ǿŜƭƭΦ ¢ƘŜ ŦƛǊǎǘ ǊŜŀǎƻƴ ƛǎ ǘƘŀǘ ǘƘŜȅ ǿǊƛǘŜ ŀ 

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 first- degree contact, but they donΩǘ ƪƴƻǿ ǘƘŜ 

people in second- degree 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 third-degree and to build your networƪ ŦƛǊǎǘΦ ¢ƘŀǘΩǎ ǿƘȅ ǿŜ ŀŘǾƛǎŜ 

building your network before you need it. Start the foundation of your network right now, 

ǿƛǘƘ ǘƘŜ ǘƛǇǎ ƻŦ ά/ƘŀǇǘŜǊ рΥ .ǳƛƭŘ ¸ƻǳǊ bŜǘǿƻǊƪ Χ CŀǎǘΦέ  

4. ¸ƻǳ ŘƻƴΩǘ ƪƴƻǿ ǘƘƛǎ ǇŜǊǎƻƴ ŀƴŘ ǎκƘŜ ƛǎ ŀ fellow Group member. 

a. ¸ƻǳ Ŏŀƴ ǎŜƴŘ ŀ ŘƛǊŜŎǘ ƳŜǎǎŀƎŜ όƛŦ ǘƘŜȅ ƘŀǾŜƴΩǘ ŘƛǎŀōƭŜŘ ǘƘŀǘ ƻǇǘƛƻƴύΦ aŀƪŜ ǎǳǊŜ ȅƻǳ 

have already built your Know, Like, Trust factor adequately in the Group, and with 

them personally. For example, by responding to their posts or comments. 

b. If your Know, Like, Trust factor is not sufficiently high, you may want to take a 

ŘƛŦŦŜǊŜƴǘ ŀǇǇǊƻŀŎƘ ŦǊƻƳ ǎŜƴŘƛƴƎ ŀ άŎƻƭŘέ ƳŜǎǎŀƎŜΦ [ƻƻƪ ŦƻǊ Ƴǳǘǳŀƭ ŎƻƴƴŜŎǘƛƻƴǎ ŀƴŘ 

arrange to be introduced via a Magic Mail. If you lack a mutual contact, you may 

want to expand your network first. Since you both belong to the same Group it 

ǎƘƻǳƭŘƴΩǘ ōŜ ǘƻƻ ƘŀǊŘ ǘƻ ŦƛƴŘ ŎƻƴƴŜŎǘƛƻƴǎΦ 

 

Conclusion of this Chapter 
 

By now you have a 5-step basic strategy to grow your network on LinkedIn and you know how to 

really tap the power of 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 and how to request 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 yourself 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 one-on-one contact (we see other people 

and ourselves still using telephone and email after a first LinkedIn contact), there are some tools 

LinkedIn offers. 

[ŜǘΩǎ ŜȄŀƳƛƴŜ Ƙƻǿ ȅƻǳ Ŏŀƴ ǳǎŜ ǘƘŜƳΦ 

 

LinkedIn Inbox  
 

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

¢Ƙƛǎ Ƴŀȅ ǎŜŜƳ ŎƻƴǘǊŀŘƛŎǘƻǊȅΣ ōǳǘ ǘƘŀǘΩǎ ǘƘŜ ǿŀȅ ƛǘ ƛǎ ǎŜǘ ǳǇΦ 

Compose a Message 

You can send a message to up to 50 first-degree contacts.  

You can select them from your LinkedIn address book that pops up when you click on the LinkedIn 

icon. These are the filters you can use: 

¶ The first letter of the last name 

¶ Location 

¶ Industry 

 

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

Contacts. 

If you want to send a ƳŜǎǎŀƎŜ ǘƻ ǳǇ ǘƻ нлл ǇŜƻǇƭŜΣ ȅƻǳ Ŏŀƴ ǳǎŜ ǘƘŜ ά!ƴǎǿŜǊǎέ ǎŜŎǘƛƻƴ ƻŦ [ƛƴƪŜŘLƴΦ 

{ŜŜ άChapter 10: Personal Branding, Raising Your Visibility and Credibility on LinkedInέΦ 

Warning: When you send a message to many people at once, by default the recipients see all the 

ŜƳŀƛƭ ŀŘŘǊŜǎǎŜǎΦ ¦ƴŎƘŜŎƪ ǘƘŀǘ ōƻȄ ƛŦ ǘƘŜȅ ŘƻƴΩǘ ƪƴƻǿ ŜŀŎƘ ƻǘƘŜǊΦ 

Inbox  

In your Inbox you can find both Invitations and Messages (= every other kind of message than an 

Invitation like introductions, Job offers, Recommendations, InMails, etc.). 

Messages 

¶ Actions 

o Archive 

o Delete 

o Mark Read 

o Mark Unread 
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¶ Sort options: newest or oldest first 

¶ Filter options: 

o All Messages 

o Unread 

o Flagged 

o InMails 

o Recommendations 

o Introductions 

o Profiles 

o Jobs 

o Blocked Messages 

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

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 relationship, accept the Invitation.  
 

2. wŜǇƭȅ όŘƻƴΩǘ ŀŎŎŜǇǘ ȅŜǘύΣ is the small arrow next to the Accept button.  

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

ƛƳǇŜǊǎƻƴŀƭ ƳŜǎǎŀƎŜǎΣ ōǳǘ ǿŜǊŜ ƎƭŀŘ ǘƻ ǎǿƛǘŎƘ ǘƻ ǘƘŜ άǊŜǇƭȅΣ ŘƻƴΩǘ ŀŎŎŜǇǘέ ƻǇǘƛƻƴΦ aŀƴȅ 

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

ǘƻ ƘŀǾŜ ǳǎŜŘ ǘƘŜ άǊŜǇƭȅέ ōǳǘǘƻƴ ōŜŎŀǳǎŜ ǿŜ ƳƛƎƘǘ ƘŀǾŜ ƳƛǎǎŜŘ ƛƳǇƻǊǘŀƴǘ ŎǳǎǘƻƳŜǊǎ ǿƘƻ 

ŎƻƴǘŀŎǘŜŘ ǳǎ ǿƛǘƘ ŀƴ ƛƳǇŜǊǎƻƴŀƭ άIƛΣ LΩŘ ƭƛƪŜ ǘƻ ŀŘŘ ȅƻǳ ǘƻ Ƴȅ ƴŜǘǿƻǊƪέ ƳŜǎǎŀƎŜΦ 

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.  

!ŦǘŜǊ ȅƻǳ ƘŀǾŜ ŎƭƛŎƪŜŘ ƻƴ ǘƘŜ άLƎƴƻǊŜέ ōǳǘǘƻƴ ȅƻǳ Ŏŀƴ ŎƘƻƻǎŜ άL ŘƻƴΩǘ ƪƴƻǿ nameέΣ άwŜǇƻǊǘ 

ŀǎ {ǇŀƳέ ƻǊ Řƻ ƴƻǘƘƛƴƎΦ ²ƘŜƴ ȅƻǳ ŎƘƻƻǎŜ άL ŘƻƴΩǘ ƪƴƻǿ nameέ ǘƘƛǎ ƛǎ ǊŜƎƛǎǘŜǊŜŘ ǿƛǘƘ 

[ƛƴƪŜŘLƴΦ ¢ƘŜǎŜ ǇŜƻǇƭŜ ǿƻƴΩǘ ōŜ ŀōƭŜ ǘƻ ǎŜƴŘ ȅƻǳ ŀƴƻǘƘŜǊ LƴǾƛǘŀǘƛƻƴΦ LŦ ǎƻƳŜƻƴŜ ƛƴvokes too 

Ƴŀƴȅ άL ŘƻƴΩǘ ƪƴƻǿ nameέ ǊŜƎƛǎǘǊŀǘƛƻƴǎΣ ǘƘŜƛǊ ŀŎŎƻǳƴǘ ǿƛƭƭ ōŜ ǊŜǎǘǊƛŎǘŜŘΦ ¢Ƙƛǎ ƳŜŀƴǎ ǘƘŜȅ 

will be able to send an Invitation only when they know the email address. Be aware that this 

ƳƛƎƘǘ ƘŀǇǇŜƴ ǘƻ ȅƻǳ ƛŦ ȅƻǳ ƛƴǾƛǘŜ ǇŜƻǇƭŜ ǿƘƻ ŘƻƴΩǘ ƪƴƻǿ ȅƻǳΦ 

4. Report as Spam   

¢Ƙƛǎ ƛǎ ǊŜƎƛǎǘŜǊŜŘ ǿƛǘƘ [ƛƴƪŜŘLƴΦ ¢ƘƻǎŜ ǿƘƻ ƎŜǘǎ ǘƻƻ Ƴŀƴȅ άwŜǇƻǊǘ ŀǎ {ǇŀƳέ ǊŜƎƛǎǘǊŀǘƛƻƴǎΣ 

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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LŦ ȅƻǳ ŘƻƴΩt do anything with an Invitation, you will get one reminder (week later) from LinkedIn 

ǘƘŀǘ ȅƻǳ ƘŀǾŜƴΩǘ ǘŀƪŜƴ ŀƴȅ ŀŎǘƛƻƴ ȅŜǘΦ  

Sent, Archived, Trash  

These folders are self-explanatory. 

 

LinkedIn Contacts 
 

Since the part about adding connections has already ōŜŜƴ ŎƻǾŜǊŜŘ ƛƴ άChapter 5: How to Build Your 

bŜǘǿƻǊƪ Χ Cŀǎǘέ ƭŜǘΩǎ ŦƻŎǳǎ ƻƴ άaȅ /ƻƴƴŜŎǘƛƻƴǎέΦ 

In this part of LinkedIn you can find your first-degree contacts, imported contacts, profile organizer, 

network statistics, and how to remove connections. 

 

My Connections = First -Degree Contacts 

There are three columns on this page: 

¶ Column 1: Filter options 

¶ Column 2: List of your first-degree contacts 

¶ Column 3: Details and actions 

Column 1: Filter Options 

You can search with any word or use one of the tags. 

LinkedIn automatically makes these tags: 

¶ 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 

άǳƴǘŀƎƎŜŘέ ƛǎ ŀ ǊŜǎǳƭǘ ŦǊƻƳ Ƴŀǎǎ ƛƴǾƛǘŀǘƛƻƴǎύ 

¶ 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 message to only as many as 50 people at the same 

time. 

Column 2: List of your first-degree 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 this column, you see the actions that are available for the individual you have selected or 

for the selection you have made. 

For individuals: 

¶ Browse their network (if they allow you) 

¶ Send a message via LinkedIn 

¶ Edit their details 

¶ Send an email 

¶ Edit tags 

 

For a selection of contacts: 

¶ Send message (see below) 

¶ Edit tags 

Send a message to a selection of first-degree 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 name, location and industry), while here you have more options using 

the default tags or tags you created. 

This is how you do this: 

¶ To choose the recipients you have two options: 

o You go through the list and select people. 

o Use one or more of the tag categories on the left side.  

¶ /ƭƛŎƪ ά{ŜƴŘ aŜǎǎŀƎŜέ όƻƴ ǘƻǇ ƻŦ ǘƘŜ ǘƘƛǊŘ ŎƻƭǳƳƴύΦ 

¶ /ƻƳǇƻǎŜ ȅƻǳǊ ƳŜǎǎŀƎŜ ŀƴŘ ŎƭƛŎƪ ά{ŜƴŘ aŜǎǎŀƎŜέΦ 

 

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 peopƭŜΦ 5ƻ ǘƘƛǎ ōȅ ŎƭƛŎƪƛƴƎ άŀƭƭέ ƛƴ ǘƘŜ ǎŜŎƻƴŘ ŎƻƭǳƳƴΦ bŀƳŜǎ ǿƛƭƭ 

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,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools LibraryέΦ 

 

 

  

http://www.how-to-really-use-linkedin.com/
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Imported Contacts  

!ǎ ŘŜǎŎǊƛōŜŘ ƛƴ ά/ƘŀǇǘŜǊ рΥ Iƻǿ ǘƻ .ǳƛƭŘ ¸ƻǳǊ bŜǘǿƻǊƪ Χ Cŀǎǘέ ǘƘƛǎ ƛǎ ǘƘŜ ǎǇƻǘ ǿƘŜǊŜ ǇŜƻǇƭŜ ŦǊƻƳ 

your email address book are listed after you have imported them. 

¸ƻǳ Ŏŀƴ ǎŜƴŘ ŀ Ƴŀǎǎ ƛƴǾƛǘŀǘƛƻƴΣ ōǳǘ ǊŜƳŜƳōŜǊ ǘƘŀǘ ȅƻǳ ŎŀƴΩǘ ǇŜǊǎƻƴŀƭƛȊŜ ǘƘŜ ƳŜǎǎŀƎŜΦ ! ǇƻǘŜƴǘƛŀƭ 

danger is that people 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 

¶ Find references 

 

This is a useful feature when you want to save LinkedIn Profiles (other than your first-degree 

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 in-house CMS is that members keep their own Profiles up-to-date. The 

disadvantage is that someone might not update his or her Profile or even worse, delete it. Then you 

lose the data. In that case an in-house 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? 

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

¶ wŜŎǊǳƛǘŜǊǎ ǿƛǘƘƻǳǘ ŀŎŎŜǎǎ ǘƻ ŀƴ ƛƴǘŜƎǊŀǘŜŘ /a{Σ ƻǊ ǿƘƻ ŘƻƴΩǘ ǳǎŜ ƻƴŜ ƻŦ ǘƘŜ IƛǊƛƴƎ {ƻƭǳǘƛƻƴǎ 

that LinkedIn offers. They can store candidates. 

¶ Job Seekers. 

Network Statis tics  

On this page you get an overview of: 

¶ 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). 

¶ Fastest-growing locations in your network. 

¶ Top industries in your network. 

¶ Fastest-growing industries in your network. 
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Remove Connections 

Sometimes you want to remove some of your contacts. The reasons might be that you are changing 

Ƨƻōǎ ƻǊ ǘƘŀǘ ȅƻǳ ŀǊŜ ǊŜƻǊƛŜƴǘƛƴƎ ȅƻǳǊǎŜƭŦ ŀƴŘ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ōŜ ŀǎǎƻŎƛŀǘŜŘ ǿƛth a certain industry 

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 remove someone from your first-ŘŜƎǊŜŜ ƴŜǘǿƻǊƪΣ Ǝƻ ǘƻ ά/ƻƴǘŀŎǘǎκaȅ /ƻƴƴŜŎǘƛƻƴǎέΣ 

ŎƭƛŎƪ άwŜƳƻǾŜ /ƻƴƴŜŎǘƛƻƴǎέ όǳǇǇŜǊ ǊƛƎƘǘ ǎƛŘŜύΣ ŎƘƻƻǎŜ ǘƘŜ ŎƻƴƴŜŎǘƛƻƴǎ ȅƻǳ ǿŀƴǘ ǘƻ ǊŜƳƻǾŜ ŀƴŘ ŎƭƛŎƪ 

ǘƘŜ ōǳǘǘƻƴ άwŜƳƻǾŜ ŎƻƴƴŜŎǘƛƻƴǎέΦ  

The connections will not be notified that they have been removed.  

¢ƘŜȅ ǿƛƭƭ ōŜ ŀŘŘŜŘ ǘƻ ȅƻǳǊ ƭƛǎǘ ƻŦ άLƳǇƻǊǘŜŘ /ƻƴǘŀŎǘǎέ ƛƴ ŎŀǎŜ ȅƻǳ ǿŀƴǘ ǘƻ ǊŜ-invite them later. 

 

Note: When you remove someone from your first-degree network, they will only notice that 

you are no longer in their first-degree network when 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. 

Lƴ ǘƘŜ άLƴōƻȄέ ȅƻǳ ŦƛƴŘ LƴǾƛǘŀǘƛƻƴǎ ŀƴŘ ƻǘƘŜǊ ƳŜǎǎŀƎŜǎ ǇŜƻǇƭŜ ƘŀǾŜ ǎŜƴǘ ȅƻǳΦ ¸ƻǳ can also send 

messages yourself. You now understand the actions you can take with Invitations and their 

consequences. 

Lƴ ά/ƻƴǘŀŎǘǎέ ȅƻǳ ƘŀǾŜ ƻƴ ƻǾŜǊǾƛŜǿ ƻŦ ȅƻǳǊ ŦƛǊǎǘ-degree connections and another way to send 

messages to individuals and to groups. You can also remove people with whom you no longer wish to 

be connected. 

For those in sales, recruiting, or job-hunting, an account upgrade will allow use of the Profile 

Organizer. More information about Premium accounts can be found in the response to the question, 

ά5ƻ L ƴŜŜŘ ǘƻ ǳǇƎǊŀŘŜ Ƴȅ ŀŎŎƻǳƴǘΚέ ƛƴ άChapter 19: Answers to Hot Discussion Topics and Burning 

QuestionsέΦ 
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Chapter 9: Lead Generation Tools & Visibility Boosters: 

Applications  
 

In the first chapter we talked about 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. 

!ǇǇƭƛŎŀǘƛƻƴǎ ŀǊŜ άǇƭǳƎƛƴǎέ ŦƻǊ ȅƻǳǊ ǇŜǊǎƻƴŀƭ [ƛƴƪŜŘLƴ tǊƻŦƛƭŜ ŀƴŘ Ŏŀƴ ōŜ ŦƻǳƴŘ ǳƴŘŜǊ άaƻǊŜκaȅ 

!ǇǇƭƛŎŀǘƛƻƴǎέΦ {ƻƳŜ Ŏŀƴ ŀƭǎƻ ōŜ ǳǎŜŘ ƻƴ ȅƻǳǊ IƻƳŜ tŀƎŜΦ 

 

Overview of Applications  
 

In this part you will find tips about some Applications that are currently (August 2011) available and 

ŀǊŜ ŀǇǇƭƛŎŀōƭŜ ǘƻ ŜǾŜǊȅōƻŘȅΦ ¢ƘŜǊŜ ŀǊŜ Ƴŀƴȅ ƳƻǊŜ όǎŜŜ ǘƻǇ ƳŜƴǳ άaƻǊŜέ ŀƴŘ ǘƘŜƴ άDŜǘ aƻǊŜ 

!ǇǇƭƛŎŀǘƛƻƴǎέύ ŀƴŘ [ƛƴƪŜŘLƴ ŀŘŘǎ ƴŜǿ ŀǇǇƭƛŎŀǘƛƻƴǎ ƻƴ ŀ ǊŜƎǳƭŀǊ ōŀǎƛǎΦ Lƴ ǘƘƛǎ ŎƘŀǇǘŜǊ ȅƻǳ ŦƛƴŘ ŀƴ 

overview of the ones that have the most potential 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 SlideShare.net, upload a document (it 

ŘƻŜǎƴΩǘ ƘŀǾŜ ǘƻ ōŜ ŀ ǎƭƛŘŜ ǎƘƻǿύ ŀƴŘ ƭƛƴƪ ƛǘ ǿƛǘƘ ȅƻǳǊ tǊƻŦƛƭŜΦ 

For two reasons: 

1. ¸ƻǳ Ŏŀƴ ǎƘŀǊŜ ƛƴǘŜǊŜǎǘƛƴƎ ƛƴŦƻǊƳŀǘƛƻƴ ǿƛǘƘ ȅƻǳǊ ƴŜǘǿƻǊƪΦ ¢Ƙƛǎ ƛƴŎǊŜŀǎŜǎ ȅƻǳǊ άYƴƻǿΣ [ƛƪŜΣ 

ŀƴŘ ¢Ǌǳǎǘ ŦŀŎǘƻǊέ ŀǎ ǿŜƭƭ ŀǎ ȅƻǳǊ ǇŜǊǎƻƴŀƭ ōǊŀƴŘƛƴƎΣ ǾƛǎƛōƛƭƛǘȅΣ ŀƴŘ ŎǊŜŘƛōƛƭƛǘȅΦ  

2. Google loves SlideShare. As a consequence, you can achieve a high rank in search results. 

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! 

Remarks: 

¶ It is crucial to share only insights and tips in your SlideShare documents. Conventional 

marketing material or a sales pitch has no place here.  

¶ Use different slideshows from your presentations to a live audience. Images and few words 

make the best impression 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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¶ You can add 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 show PowerPoint slides and other 

documents in your LinkedIn Profile.  

!ƭǘƘƻǳƎƘ ȅƻǳ ƳƛƎƘǘ ǘƘƛƴƪΥ L ǿƻƴΩǘ ƴŜŜŘ ǘƘŜ DƻƻƎƭŜ tǊŜǎŜƴǘŀǘƛƻƴ !ǇǇƭƛŎŀǘƛƻƴ ƛŦ L ŀƭǊŜŀŘȅ ǳǎŜ ǘƘŜ 

SlideShare application (and I can use 4 SlideShare presentations in my Profile but only one Google 

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 video, but when 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 video (2-3 minutes). 

2. Upload it to YouTube. 

3. Go to Google Docs (you might need to create a new account, such as a Gmail account). 

4. Choose "Create New" and then "Presentation". 

5. Choose "Insert" and then "Video". 

6. Search for the video you just uploaded to YouTube, click on it and press the "Select Video" 

button. 

7. Log in to 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,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

A word of caution regarding the content: always use videos (or slideshows or documents) to share 

tips and help people. Explicit sales messages have no place on your Profile. Encourage people to 

ƪƴƻǿ ŀƴŘ ƭƛƪŜ ȅƻǳ ŦƛǊǎǘ ōȅ ǎƘŀǊƛƴƎ ŀƴŘ ƘŜƭǇƛƴƎ όǊŜƳŜƳōŜǊ ǘƘŜ άYƴƻǿΣ [ƛƪŜΣ ¢Ǌǳǎǘ CŀŎǘƻǊέΗύΦ 

http://www.how-to-really-use-linkedin.com/
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This also applies to job seekers. In your video, share some tips from 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 use Camtasia (Windows & Mac) or IshowU (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 SlideShare and Google 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 disadvantage. 

Ease of use is an advantage of Box.net.  

Two tips: 

¶ Use a folder with an appealing title for more visibility. 

¶ 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 inclined to actually open the document and read 

more. 

Box.net offers more features for file sharing on its website. 

 

 

Tip: other websites for archiving documents and sharing them: DropBox and 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 link the blog to 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 the blog should be relevant to your professional activity. Thus, not all 

personal blogs should be linked. 

  

http://bit.ly/li-book32
http://bit.ly/li-book39
http://box.net/
http://bit.ly/li-book31
http://bit.ly/li-book42
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Tip: You can do much with Wordpress. Many companies make their entire website  

using the Wordpress ǇƭŀǘŦƻǊƳΦ ²Ŝ ŀƭǎƻ ǳǎŜ ƛǘ ŦƻǊ ǘƘƛǎ ōƻƻƪΩǎ ǿŜōǎƛǘŜΦ LŦ ȅƻǳ ǿƻǳƭŘ ƭƛƪŜ  

ǘƻ ǎŜǘ ǳǇ ŀ ά±ƛŘŜƻ ϧ ¢ƻƻƭǎ [ƛōǊŀǊȅΣ έ ŀǎ ǿŜ ƘŀǾŜΣ ǳǎŜ ǘƘŜ Wishlist plugin. 

 

 

Blog Link  

If WordPress is 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 

ǘƘŜ .ƭƻƎ [ƛƴƪ !ǇǇƭƛŎŀǘƛƻƴΣ Ǉǳǘ ȅƻǳǊ ōƭƻƎΩǎ ¦w[ ƛƴ ƻƴŜ ƻŦ ǘƘe three websites in your Profile. 

Events 

Lƴ ǘƘŜ 9ǾŜƴǘǎ ŘƛǊŜŎǘƻǊȅ ό{ŜŜ ǘƻǇ ƳŜƴǳ άaƻǊŜέ ŀƴŘ ǘƘŜƴ ά9ǾŜƴǘǎέύ ȅƻǳ Ŏŀƴ ƛƴŘƛŎŀǘŜ ǘƘŀǘ ȅƻǳ ŀǊŜ ƎƻƛƴƎ 

to attend an event, present or exhibit at an event, or are interested in an event. 

You can also make visible on your Profile the events you will to attend (or have attended). 

These are the reasons why you would want to do this: 

¶ tŜƻǇƭŜ Ŏŀƴ ǎŜŜ ǳǎŜ ǘƘŜ ƛƴŦƻǊƳŀǘƛƻƴ ǘƻ ƳŜŜǘ ȅƻǳ ǘƘŜǊŜ ƛƴ ǇŜǊǎƻƴΦ ¢ƘŀǘΩǎ ŀƭǿŀȅǎ ǇǊŜŦŜǊŀōƭŜ ǘƻ 
meeting online. People can see the Events in your Profile or on their Home Page under 
Updates. 

¶ 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. 

¶ LikŜǿƛǎŜΣ ȅƻǳ Ŏŀƴ ƭŜŀǊƴ ŀōƻǳǘ ŜǾŜƴǘǎ ōȅ ƭƻƻƪƛƴƎ ŀǘ ȅƻǳǊ IƻƳŜ tŀƎŜ ŀƴŘ ǇŜƻǇƭŜΩǎ tǊƻŦƛƭŜǎ ǘƻ 
find where you could meet them. 

 

 

Tip: if you are organizing your own events, take a look at Eventbrite to assist with registrations. 

 

 

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 on Amazon.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. 

¢Ƙƛǎ ƛǎ ŀ Ǉƻǎǘ ŦǊƻƳ WŀƴΩǎ ōƭƻƎ ά¢ƘŜ bŜǘǿƻǊƪƛƴƎ /ƻŀŎƘΩǎ hǇƛƴƛƻƴέΦ  

  

http://bit.ly/li-book40
http://bit.ly/li-book25
http://www.janvermeiren.com/
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Pros of Twitter integration: 

¶ 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 to find someone on 

Twitter (despite the search engine). Not everybody uses their own name or when they do 

ǘƘŜȅ ŘƻƴΩǘ ŀƭǿŀȅǎ ǳǎŜ ǘƘŜ ǎŀƳŜ ǇƘƻǘƻ ŀǎ ƻƴ [ƛƴƪŜŘLƴ όŀƴŘ ǘƘŜƴ ȅƻǳ ǘǊȅ ǘƻ ŦƛƎǳǊŜ ƻǳǘ ǿƘƛŎƘ 

John Smith he is). Shortcuts make life easier. 

¶ You need to post something only once, instead of posting it on Twitter and then again on 

LinkedIn. This single step saves time. 

 

Cons of the Twitter integration: 

¶ Some topics posted on Twitter are personal. Members of a professional networking website 

may have no interest in thŜƳ όŀƴŘ ǎƻƳŜǘƛƳŜǎ ƛǘ ƛǎ ōŜǘǘŜǊ ǘƘŀǘ ǘƘŜȅ ŘƻƴΩǘ ƪƴƻǿ ǘƘŜ ŎƻƴǘŜƴǘ ƻŦ 

personal posts). Be aware that everything you post online could be found by your 

professional contacts. Post prudently. 

¶ Twitter has a different pace from LinkedIn. Some people tweet 20 times a day. LinkedIn goes 

much slower and people use it differently. This sometimes frustrates younger people who 

prefer the speed of Facebook and Twitter. LinkedIn is a website for professional networking 

where quality is more important.  

 

To benefit from the 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 you want it to appear, giving you 

more control and saving time. 

These are a few tools: 

¶ HootSuite 

¶ Tweetdeck  

¶ Ping.fm  

 

{ƻ ǳǎŜ ǘƘŜǎŜ άƳŜǘŀ ǘƻƻƭǎέ ǘƻ ǎŀǾŜ ǘƛƳŜ ŀƴŘ ŎƻƴǘǊƻƭ ǿƘƛŎƘ ƳŜǎǎŀƎŜǎ ȅƻǳ ǎŜƴŘ ƻǳǘ ǘƻ ǘƘŜ ǿƻǊƭŘΗ  

CƻǊ ƳƻǊŜ ŀǎǎƛǎǘŀƴŎŜΣ ǎŜŜ άChapter 21: Tools To Save You Time When Working With LinkedInέΦ 

Note: You could also setup a purely professional Twitter-account, where you send only 

occasional updates. This way, you can have the best of both worlds. 

 

  

http://bit.ly/li-book9
http://bit.ly/li-book10
http://ping.fm/
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As well as these tips, the Tweets application offers: 

¶ Overview: you get the stream of Twitter messages from the people you follow in the 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. 

¶ MyTweets: the stream of your own Tweets. 

¶ Connections:  

o An overview from all your first-degree contacts who are also on Twitter. This can be 

handy to see whom you want to follow (and whom to unfollow). 

o 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 your relationship 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 up-to-date with your network. 

¶ Settings: 

o Choose which Tweets to display on your Profile (thus not in MyTweets): all of them 

or only the ones containing #in or #li. As mentioned before we do not recommend 

choosing all. 

o Additional Twitter settings (will link to your Settings page): 

Á Add more Twitter accounts. 

Á Show rich-link display where possible (picture, 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 multiple-choice 

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 Applications. Maybe Huddle Workspaces, Manymoon Projects, and 

Teamspaces are of interest if you do 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 find those that could 

benefit you. 

 

 Assignment: go the Application Directory on LinkedIn and install at least one Application. 
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Crucial Tips for Success with Applications 
 

Being Congruent  

As you know by now, it is important to build your Know, Like, and Trust factor via your Profile if you 

want success on LinkedIn.  

.ǳǘ ŜǾŜƴ ƛŦ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ƳŀƪŜ ƳǳŎƘ ŜŦŦƻǊǘ ƴƻǊ ǿŀƴǘ ǘƻ ǳǎŜ ǘƘŜ !ǇǇƭƛŎŀǘƛƻƴǎ ŀǎ ŀ ƭŜŀŘ ƎŜƴŜǊŀǘƛƻƴ 

tool (see below), it is still important that your Profile is congruent. 

Why? If your current network 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 attractive 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 generation tool to attract new customers, employees, 

sponsors or volunteers ōǳǘ ǊŜƳŀƛƴ ǳƴǎǳŎŎŜǎǎŦǳƭΦ [ŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘŜ ǘǿƻ ƪŜȅ ŜƭŜƳŜƴǘǎ ǘƘŀǘ Ƴƻǎǘ ǇŜƻǇƭŜ 

underuse. 

1. They forget to share good free content. In the worst cases, they try to sell something right 

away. Giving away good tips helps to build the 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 be, increases as well. 

2. Then the most important part (which most people and organizations forget), is to lead them 

to your website where they can find more free information. In this way you increase the 

Know, Like, and Trust factor even more.  

On your website ask them to sign up to 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 in which people can see 

what you offer. Or talk to them using Skype or another telephone service. 

 

Resources: 

¶ LŦ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ŀ ǿŜōǎƛǘŜ ȅŜǘΣ ƭƻƻƪ ŀǘ Godaddy. They offer domain names and hosting at a 

low price, and in-house (not outsourced) tech support. 

http://bit.ly/li-book44
http://bit.ly/li-book-70
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¶ To build your database and send automated emails (this is called autoresponders), 

Kickstartcart, beyond the first outdated page is a very useful tool, or use Aweber. These 

websites also offer integrated payment solutions. 

¶ If you want to sell only on your website, use PayPal. 

¶ If you need expert help to create documents, slideshows, video or other forms of content, 

use the market place for freelancers, Elance. 

¶ If you want to host a webinar to share tips like we do in our free LinkedIn Fundamentals 

webinar and our (paid) LinkedIn Steps to Success webinar series, use a tool like 

GoToWebinar  (follow the link for a 30 day trial). 

¶ ¢ƻ ǊŜŎƻǊŘ ǘƛǇǎ ǘƻ ǎƘŀǊŜ ƻƴ ȅƻǳǊ ŎƻƳǇǳǘŜǊ ǎŎǊŜŜƴ όƭƛƪŜ ǿŜ Řƻ ƛƴ ǘƘŜ ά±ƛŘŜƻ ϧ ¢ƻƻƭǎ [ƛōǊŀǊȅέ), 

use Camtasia for Windows or Mac or IShowU for Mac.   

¶ If you want to self-publish a booklet or even a book or CD to send them (or to sell), look at 

CreateSpace, a 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 your business include: 

¶ 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. 

o Like factor: by sharing tips without wanting anything in return people start to like 

you more. 

o Trust factor: if you write using your professional expertise it shows people you are 

the expert you claim to be. 

¶ You become more referable: it is easier for other people to talk about you and refer people 

ǘƻ ȅƻǳΥ άWŀƴ ±ŜǊƳŜƛǊŜƴ ƛǎ ŀƴ ŜȄǇŜǊǘ ƛƴ ƴŜǘǿƻǊƪƛƴƎΣ [ƛƴƪŜŘLƴ ŀƴŘ ǊŜŦŜǊǊŀƭǎΣ ōǳǘ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ 

ǘƻ ōŜƭƛŜǾŜ ƳŜΣ Ƨǳǎǘ ŎƘŜŎƪ ƻǳǘ Ƙƛǎ ōƭƻƎ ŀƴŘ ȅƻǳ ǿƛƭƭ ŦƛƴŘ ƻǳǘ ŦƻǊ ȅƻǳǊǎŜƭŦΦέ 

¶ It might help you rank higher in Google and other search engines (Google loves content and 

prefers blogs over ordinary websites). 

¶ 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 presentation or workshop. 

A blog is part of a mix that reinforces your brand and supports your business in an indirect way. 

 

http://bit.ly/li-book27
http://bit.ly/li-book24
http://bit.ly/li-book28
http://bit.ly/li-book43
http://bit.ly/li-book72
http://bit.ly/li-book32
http://bit.ly/li-book39
http://bit.ly/li-book41
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When NOT to start blogging: 

¶ If you are not committed to maintaining it. 

¶ If the theme or purpose of the blog is unclear. This is very important as much for readers, as 

you, the writer. The clearer you can be, the easier it is to become inspired. 

¶ If you want to only take or sell something and not want to give or share first. 

¶ If you want immediate results. Blogging is a long term strategy. 

¶ When you have 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 not to start blogging. It could backfire on you: 

ǿƘŜƴ ǇŜƻǇƭŜ ǎŜŜ ǘƘŀǘ ǘƘŜ ƭŀǎǘ ōƭƻƎ Ǉƻǎǘ ƛǎ ƻŦ нлло ƻǊ ǘƘŀǘ ȅƻǳ άƎŀǾŜ ǳǇέ ŀŦǘŜǊ ǇƻǎǘƛƴƎ ŀ ŦŜǿ ǘƛǇǎ ǘƘŜȅ 

might wonder whether you are still in business. 

But if you do it the right way, it will help you to become more referable and you will attract more 

business. 

 

Conclusion of this chapter  
 

LinkedIn offers you lead generation tools and visibility boosters through Applications: 

¶ With SlideShare it is easy to share information (presentations, documents, etc.).  

¶ Google Presentation helps you to integrate video into your Profile. 

¶ Box.net facilitates downloading documents you want to share. 

¶ Integrate your personal or company WordPress blog 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 Twitter with your LinkedIn Profile.  

¶ 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 website. Use 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 brandτwhether it is to find new customers, a new job, new 

employees, partnerships, investors, sponsors, volunteers or anyone else ς LinkedIn offers a lot of 

opportunities. 

In general, success is always a result of your Know, Like, 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 

ƴŜŜŘ ǘƻ ǘŀƪŜ ŀŎǘƛƻƴΦ {ƻ ƭŜǘΩǎ ŘƛǾƛŘŜ ǘƘŜ ŎƻƳǇƻƴŜƴǘǎ ƛƴǘƻ ŀ ǇŀǎǎƛǾŜΣ ŀŎǘƛǾŜ ŀƴŘ ǇǊƻŀŎǘƛǾŜ ǎǘǊŀǘŜƎȅΦ 

Passive Strategy 

 Ingredients Where to find pointers 

1 Having an attractive LinkedIn Profile Chapter 4: How To Craft an Attractive Profile 

2 For everybody: using Applications to build 

the Know, Like, Trust factor further 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

3 If you are in marketing, sales or recruiting: 

using Applications as a lead generation 

tool 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

4 Be a member of Groups that interest you Chapter 6: The Heart of LinkedIn: Groups 

5 If you run your own company or are 

responsible for marketing or recruiting: 

Create a Company page, including your 

products/services 

Chapter 17: How Organizations Can Benefit 

from LinkedIn (versus Individuals) 

 

¢ƘŜ ōŜƴŜŦƛǘǎ ƻŦ ƛƳǇƭŜƳŜƴǘƛƴƎ ǘƘŜ άƛƴƎǊŜŘƛŜƴǘǎέ ƻŦ ǘƘƛǎ ǇŀǎǎƛǾŜ ǎǘǊŀǘŜƎȅ ŀǊŜΥ 

o To be found by other people via LinkedIn. 

o To be found via search engines. 

o To support your active and proactive strategies. 
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Active Strategy  

 Ingredients Where to find pointers 

1 tƻǎǘ {ǘŀǘǳǎ ¦ǇŘŀǘŜǎ ŀƴŘ ά[ƛƪŜέΣ ά{ƘŀǊŜέ 

ƻǊ ά/ƻƳƳŜƴǘέ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ {ǘŀǘǳǎ 

Updates 

See below 

2 Share information via the Sharing 

Bookmarklet 

See below 

3 Ask for Recommendations  See below 

4 Contribute to Answers See below 

5 Contribute to Groups: start Discussions 

ȅƻǳǊǎŜƭŦ ŀƴŘ ŎƻƳƳŜƴǘ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ 

Discussions 

Chapter 6: The Heart of LinkedIn: Groups 

6 Confirm your attendance via LinkedIn 

Events when available 

Chapter 11: The Power of Combining Online 

and Offline Networking: Events 

7 Start your own Group. Make sure you 

consider the consequences before 

choosing this responsibility! 

Chapter 12: The Heroes of LinkedIn: Group 

Managers 

 

¢ƘŜ ōŜƴŜŦƛǘǎ ƻŦ ƛƳǇƭŜƳŜƴǘƛƴƎ ǘƘŜ άƛƴƎǊŜŘƛŜƴǘǎέ ƻŦ ǘƘƛǎ ŀŎǘƛǾŜ ǎǘǊŀǘŜƎȅ ŀǊŜΥ 

o To increase your visibility to other people, hence your Know factor will increase. 

o To show you care about helping others (by contributing answers as well as asking 

questions), to increase your Like factor. 

o To show you are a specialist in your field of expertiseτhence 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: a 5 

Step Basic Strategy 

2 Use the 10 strategies to find people 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  

Chapter 11: The Power of Combining Online 

and Offline Networking: Events  
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¢ƘŜ ōŜƴŜŦƛǘǎ ƻŦ ƛƳǇƭŜƳŜƴǘƛƴƎ ǘƘŜ άƛƴƎǊŜŘƛŜƴǘǎέ ƻŦ ǘƘƛǎ ǇǊƻŀŎǘƛǾŜ ǎǘǊŀǘŜƎȅ ŀǊŜΥ 

o People love to help each other, but need to know how. The more concise the 

question we receive the more effectively 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 It is crucial to have an attractive LinkedIn Profile to support this proactive strategy. It 

is your first impression after the contact is made by your mutual contactτmake it 

memorable. 

 

The above passive, active, and proactive strategies apply to everybody. However, there are more 

elaborate strategies for particular situations: 

¶ If you want new customersΣ ǊŜŀŘ ǘƘŜ ǎǘǊŀǘŜƎƛŜǎ ƛƴ άChapter 14: How to REALLY Use LinkedIn 

to Find New CustomersέΦ 

¶ If you are looking for a new job, read the strategies iƴ άChapter 15: How to REALLY Use 

LinkedIn to Find A New JobέΦ 

¶ If you need to recruit new employeesΣ ǊŜŀŘ ǘƘŜ ǎǘǊŀǘŜƎƛŜǎ ƛƴ άChapter 16: How to REALLY 

Use LinkedIn to Find New EmployeesέΦ 

 

Raising Your Visibility with Status Updates  
 

tƻǎǘƛƴƎ {ǘŀǘǳǎ ¦ǇŘŀǘŜǎ ƻƴŎŜ ƛƴ ŀ ǿƘƛƭŜ ƪŜŜǇǎ ȅƻǳ άƻƴ ǘƘŜ ǊŀŘŀǊ ǎŎǊŜŜƴέ ƻŦ ȅƻǳǊ ŦƛǊǎǘ-degree contacts. 

{ǘŀǘǳǎ ¦ǇŘŀǘŜǎ ŀǊŜ ŀōƻǳǘ ȅƻǳǊ ŀŎǘƛǾƛǘƛŜǎ ƻǊ ƻǇƛƴƛƻƴǎΦ ¢Ƙƛǎ ƛǎ ŎƻƳǇŀǊŀōƭŜ ǘƻ ¢ǿƛǘǘŜǊ ƻǊ ά²Ƙŀǘ ŀǊŜ ȅƻǳ 

ŘƻƛƴƎΚέ ƻƴ CŀŎŜōƻƻƪ ƻǊ ƻǘƘŜǊ ǿŜōǎƛǘŜǎΦ  

 

These are some parameters of a Status Update: 

¶ You may use up to 599 characters for the text.  

¶ You can also add a link 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.  

¶ You can also select who sees your status update: only your connections (first-degree) 

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 messages). 
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When you post your status update (besides being visible on your Profile), usually your first-degree 

contacts will be notified via Network Updates on their Home Page, and via a weekly Network 

Updates email.  

IƻǿŜǾŜǊΣ ǘƘƛǎ ŘŜǇŜƴŘǎ ƻƴ ȅƻǳǊ ƻǿƴ άtǊƻŦƛƭŜ ǎŜǘǘƛƴƎǎέ ƛƴ ǘƘŜ άtǊƛǾŀŎȅ {ŜǘǘƛƴƎǎέ ǇŀǊǘ ƻŦ ǘƘŜ ά{ŜǘǘƛƴƎǎέ 

page. It also depends on whether the people you allow to see these updates have included these 

ǳǇŘŀǘŜǎ ƻƴ ǘƘŜƛǊ άIƻƳŜ tŀƎŜέ Ǿƛŀ ǘƘŜƛǊ  ά{ŜǘǘƛƴƎǎέ ǇŀƎŜΦ 

Tips:  

¶ A good strategy to remain the one your network will think of first, is to check other 

ǇŜƻǇƭŜΩǎ ǎǘŀǘǳǎ ǳǇŘŀǘŜǎ ŀƴŘ ǘƘŜƴ ŎƘƻƻǎŜ άƭƛƪŜέ ƻǊ ƳŀƪŜ ŎƻƳƳŜƴǘΦ 

¶ LŦ ȅƻǳ ƘŀǾŜ ŎƻƴƴŜŎǘƛƻƴǎ ǿƘƻ ǎƘŀǊŜ ƭƻǘǎ ƻŦ ŎƻƴǘŜƴǘ όǇŜǊƘŀǇǎ ǘƻƻ ƳǳŎƘΧƳƻƴƻǇƻƭƛȊƛƴƎΚύ ƛƴ 

your homepage stream, you can easily hide those connections from the overview and 

keep your stream relevant to your professional interests. Just hover over an update and 

ŎƭƛŎƪ ΨIƛŘŜΩΦ ¦ƴŦƻǊǘǳƴŀǘŜƭȅΣ ǳƴƛƴŦƻǊƳŜŘ ǇŜƻǇƭŜ ŘƻƴΩǘ ǳǎŜ ǘƘƛǎ άIƛŘŜέ ŦǳƴŎǘƛƻƴΣ ōǳǘ 

remove those who are updating too much from their network. In other words, if you post 

too many status updates that are not relevant to your network, they might remove you 

as a first-degree connection. 

 

 Assignment: write a Status Update.  
όLŦ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ ǿƘŀǘ ǘƻ ǿǊƛǘŜΣ Ƨǳǎǘ ƳŜƴǘƛƻƴ ǘƘŀǘ ǇŜƻǇƭŜ Ŏŀƴ ƎŜǘ free LinkedIn tips at www.how-to-

really-use-linkedin.com J) 

 

Raising Your Visibility with the Sharing Bookmarklet  
 

The Sharing Bookmarklet ƛǎ ŀ ǘƻƻƭ ǘƻ ƘŜƭǇ ȅƻǳ ǎƘŀǊŜ ƛƴǘŜǊŜǎǘƛƴƎ ŎƻƴǘŜƴǘΣ ŦƻǳƴŘ ǳƴŘŜǊ ά¢ƻƻƭǎέ όŀǘ ǘƘŜ 

bottom of each page) 

After you have installed it in your browser you have these options: 

¶ Post to Updates: you share a current web page with a personal note, as a Status Update on 
LinkedIn. 

¶ Post to Groups: post this web page (together with a note) to one or more LinkedIn Groups 
you have joined. 

¶ Send to Individuals: send this web page via a (personalized) LinkedIn message to your first-
degree contacts. You can also add the email addresses 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 choice when you want to post to a Group.  

http://www.how-to-really-use-linkedin.com/
http://www.how-to-really-use-linkedin.com/
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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 contact you. AnŘ ǘƘŀǘΩǎ ǘƻ ōŜ ŀǾƻƛŘŜŘΦ 

  

 

If you want to watch a short video about the Sharing Bookmarklet,  

go to theάVideo & Tools LibraryέΦ 

 

 

Raising Your Credibility with Recommendations  
 

A positive, interesting 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 results you achieved. 

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. 

When you recommend ǎƻƳŜƻƴŜΣ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ƳŜǎǎŀƎŜ ŀǇǇŜŀǊǎ ƻƴ ǘƘŜƛǊ ǎŎǊŜŜƴΥ ά²ƻǳƭŘ 

you like to return to favor by recommending nameΚέ ¢ƘŜ ǿƻǊŘǎ άǊŜǘǳǊƴ ǘƘŜ ŦŀǾƻǊέ ǊŜŘǳŎŜ 

the credibility of this action because most people reciprocate right away. Someone who 

really values recommendations will look at both Profiles and notice that they are submitted 

ƻƴ ǘƘŜ ǎŀƳŜ ŘŀȅΦ ¢ƘŜ ǇŜǊŎŜǇǘƛƻƴ ǘƘŜƴ ōŜŎƻƳŜǎΥ ά¸ƻǳ ǎŎǊŀǘŎƘ Ƴȅ ōŀŎƪΣ LΨƭƭ ǎŎǊŀǘŎƘ ȅƻǳǊǎέτ

gone is the value of the recommendation. 

 

How to Ask for Recommendations  

These are the steps we recommend: 

1. In conversation (whether face-to-face or on the telephone) ask the other person if they use 

LinkedIn.  

¶ LŦ ǘƘŜȅ ŘƻƴΩǘ ǳǎŜ ƛǘ ƻǊ ƘŀǾŜ ƴŜƎŀǘƛǾŜ ŦŜŜƭƛƴƎǎ ŀōƻǳǘ ǎƻŎƛŀƭ ƳŜŘƛŀ ƛƴ ƎŜƴŜǊŀƭ ƛƴŎƭǳŘƛƴƎ 

LinkedIn, go no further. You may want to explain the benefits 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 them 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. 

http://www.how-to-really-use-linkedin.com/
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Impulsive people skip steps 1 to 3. Even worse they may send out an impersonal mass mailing 

requesting a Recommendation. 

The result? Few responses and their first-degree contacts will feel spammed. This damages your 

reputation instead of helping building the Know, Like, and Trust factor. 

 

What about 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 

ȅƻǳΣ ōǳǘ ŘƻƴΩǘ ƪƴƻǿ ǿƘŀǘ ǘƻ ǿǊƛǘŜΣ ƻŦŦŜǊ ǘƻ ǿǊƛǘŜ ŀ draft they can use as a basis. The words in this 

ƭŀǎǘ ǎŜƴǘŜƴŎŜ ŀǊŜ ǾŜǊȅ ƛƳǇƻǊǘŀƴǘ ǎƛƴŎŜ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ōŜ ǇŜǊŎŜƛǾŜŘ ŀǎ ŎƻƳƳŀƴŘƛƴƎΦ 

If the recommendation still is not satisfactory (or if you receive a recommendation from someone 

with whom you would rather not be assocƛŀǘŜŘύΣ ȅƻǳ Ŏŀƴ ƘƛŘŜ ƛǘΦ Lǘ ǿƻƴΩǘ ōŜ ǎƘƻǿƴ ƻƴ ȅƻǳǊ [ƛƴƪŜŘLƴ 

Profile. 

 

What about the comment about reciprocating? If you genuinely want to write a recommendation for 

ǘƘŜƳ ŀǎ ǿŜƭƭΣ ǿŀƛǘ ŀ ŎƻǳǇƭŜ ƻŦ ǿŜŜƪǎ ǘƻ ŀǾƻƛŘ ǘƘŜ άȅƻǳ ǎŎǊŀǘŎƘ Ƴȅ ōŀŎƪΣ LΩƭƭ ǎŎǊŀǘŎƘ ȅƻǳǊ ōŀŎƪέ 

perception. 

How to Deal with Requests for Recommendations  

Sometimes people will ask you for a Recommendation that will show up on their Profile page.  

LŦ ȅƻǳ ƪƴƻǿ ǘƘŜƳ ǿŜƭƭΣ ƛǘΩǎ Ŝŀǎȅ ǘƻ ǿǊƛǘŜ ŀ ǎǇŜŎƛŦƛŎ ǊŜŎƻƳƳŜƴŘŀǘƛƻƴΦ όwŜƳŀǊƪΥ ȅƻǳ Ŏŀƴ ŎƘƻƻǎŜ ǿƘƻ 

can see any recommendations you write for others. The options are: everybody, only your first-

degree contacts, or nobody.) 

.ǳǘ ǿƘŀǘ ƛŦ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ ǘƘƛǎ ǇŜǊǎƻƴ ǿŜƭƭΚ ¦ƴŦƻǊǘǳƴŀǘŜƭȅΣ ǘƘŜǊŜ ŀǊŜ ǇŜƻǇƭŜ ǿƘƻ ǿƛƭƭ ŀǎƪ ȅƻǳ ǘƻ Řƻ 

this when you have never experienced their work or had any significant exchange with them. 

This is a tip from Bob Burg, author of Endless Referrals and The Go Giver: 

I often discuss how to refuse a request that is either 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 should be 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 I haven't 

experienced your work directly, it would be difficult for me to write a recommendation as 

though I have. But I truly do appreciate the fact that you thought highly enough of me to ask. 

  

http://amzn.to/li-book6
http://amzn.to/li-book13
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Thank you for understanding. I have a feeling there are many people who have benefited 

from your fine work and will be delighted to 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 until now ƛǎ !ƴǎǿŜǊǎ όǘƻǇ ƳŜƴǳ άaƻǊŜκ!ƴǎǿŜǊǎέύΦ 

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 is simple: some people ask questions and others answer them. 

Again, this allows you to receive help from the network as well as raise your visibility and credibility. 

The Benefits of Answers  

1. People will notice when you answer questions. The same may apply when you ask a 

ǉǳŜǎǘƛƻƴΦ ά!ƴǎǿŜǊǎέ ŀǊŜ ƻǇŜƴ ǘƻ ŀƭƭ [ƛƴƪŜŘLƴ ǳǎŜǊǎΣ ǿƻǊƭŘǿƛŘŜΦ ¢Ƙƛǎ Ƴŀȅ ǇǊƻǾƛŘŜ ŜȄǇƻǎǳǊŜ ƛƴ 

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 gives 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 some expert pƻƛƴǘǎ ȅƻǳ ǿƛƭƭ ŀƭǎƻ ōŜ ƭƛǎǘŜŘ ƛƴ ǘƘŜ ŜȄǇŜǊǘΩǎ ŘƛǊŜŎǘƻǊȅΣ 

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 few people 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 in this way for your effort. 
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Using Answers 

Possibilities 

¶ You can ask questions. 

¶ You can answer questions. 

¶ 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. You can also find 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: 

¶ You can choose an appropriate category for your question so chances are higher you will get 

a good result. 

¶ You can indicate whether your question is related to a specific geographic location. 

¶ You can post your question in every officially-supported language via the interface of that 

language. This might be easier if expressing 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 officially-supported languages interface. 

¶ You can chooǎŜ bh¢ ǘƻ Ǉƻǎǘ ȅƻǳǊ ǉǳŜǎǘƛƻƴ ǘƻ ǘƘŜ ά!ƴǎǿŜǊǎέ ǇŀƎŜǎΣ ōǳǘ only to (up to 200 of) 

your first-degree contacts. This 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 

compoǎŜ ŀ ƳŜǎǎŀƎŜ ƛƴ ȅƻǳǊ LƴōƻȄ ƻǊ Ǿƛŀ άaȅ /ƻƴƴŜŎǘƛƻƴǎέΦ 

5ƻƴΩǘ ŀōǳǎŜ ǘƘŜ άǿƻǊƭŘǿƛŘŜέ ƻǇǘƛƻƴ ǿƘŜƴ ƭƻƻƪƛƴƎ ŦƻǊ ŀ ƧƻōΣ ǇƻǎǘƛƴƎ ŀ Ƨƻō ƻŦŦŜǊ ƻǊ ǇǊƻƳƻǘƛƴƎ ȅƻǳǊ 

ǎŜǊǾƛŎŜǎ όȅƻǳ ŎƻǳƭŘ ǳǎŜ ǘƘŜ άǇǊƛǾŀǘŜέ ƻǇǘƛƻƴ ǘƻ ǎŜƴŘ ƛǘ ǘƻ ƻƴƭȅ ǳǇ ǘƻ нлл ŎƻƴǘŀŎǘǎΣ ōǳǘ ōŜ ŀǿŀǊŜ ǘƘŀǘ 

they may perceive it as spam!). We have described other places on the platform for those purposes. 

.ƻǘƘ [ƛƴƪŜŘLƴ ŜƳǇƭƻȅŜŜǎ ŀƴŘ ƳŜƳōŜǊǎ ǿŀƴǘ ǘƻ ƪŜŜǇ ά!ƴǎǿŜǊǎέ ŀǎ ǎǳŎŎƛƴŎǘ ŀǎ ǇƻǎǎƛōƭŜΦ ! ǉǳŜǎǘƛƻƴ 

ǘƘŀǘ ƛǎ ƛƴŀǇǇǊƻǇǊƛŀǘŜ ƳƛƎƘǘ ƎŜǘ άŦƭŀƎƎŜŘέ ŀƴŘ ǊŜƳƻǾŜŘΦ ¢ƘŜǊŜ ŎƻǳƭŘ be consequences for your Profile 

ŀƴŘ ŎƻƴƴŜŎǘƛǾƛǘȅ ƛŦ ȅƻǳ ƪŜŜǇ ŘƻƛƴƎ ǘƘƛǎ όŀƭǘƘƻǳƎƘ ǿŜ ŘƻƴΩǘ ƪƴƻǿ ƻŦ ŀƴ ŀŎǘǳŀƭ ŎŀǎŜύΦ 

Answer Questions 

Answering questions may help to raise your visibility, credibility, and expert status. 

LinkedIn provides you with the following options: 

¶ ά!ƴǎǿŜǊ vǳŜǎǘƛƻƴǎέ ǇŀƎŜΥ  

o Browse through categories. 

Á 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 look for new questions. 

o Choose the language interface (officially-supported languages). 

o You can also look at closed questions and the list of experts (= people who have 

earned expert points by answering questions). 
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¶ άvǳŜǎǘƛƻƴέ ǇŀƎŜΥ  

o Share these answers by copying/pasting a permalink to this question or emailing it.  

o You can choose to only reply privately or to add a private message to your public 

answer. 

o You can add up to о ¦w[Ωǎ to your answer and suggest one or more experts. In this 

case, the expert is not someone 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. 

 

 Assignment: go to Answer and answer a Question. 

 

A Few Remarks about Answers  

¸ƻǳ ƪƴƻǿ ƴƻǿ ǘƘŀǘ ά!ƴǎǿŜǊǎέ Ƴŀȅ ƎƛǾŜ ȅƻǳ ǿƻǊƭŘǿƛŘŜ ŜȄǇƻǎǳǊŜΦ IƻǿŜǾŜǊΣ ǎƛƴŎŜ ȅƻǳ ǇǊƻōŀōƭȅ ŀǊŜ 

ƴƻǘ ŀŎǘƛǾŜ ǇǊƻŦŜǎǎƛƻƴŀƭƭȅ ƛƴ ǘƘŜ ŜƴǘƛǊŜ ǿƻǊƭŘ ŀƴŘ ŦƻŎǳǎ ƻƴ ŀ ǊŀǘƘŜǊ ƭƛƳƛǘŜŘ ǘŀǊƎŜǘ ƎǊƻǳǇΣ ά!ƴǎǿŜǊǎέ 

might not be the place to spend your time. Answering questions in your chosen Groups provides 

ŦŀǎǘŜǊ Ǿƛǎƛōƛƭƛǘȅ ŀƴŘ ƳƻǊŜ ŎǊŜŘƛōƛƭƛǘȅ ǘƻ ǘƘŜ ŀǇǇǊƻǇǊƛŀǘŜ ǇŜƻǇƭŜΦ IƻǿŜǾŜǊΣ ƛƴ DǊƻǳǇǎ ȅƻǳ ŎŀƴΩǘ ŜŀǊƴ 

expert points. 

The advantage of Answers is that all the answers are stored and visible for everybodyτmonths after 

you have answered a question. So this is another way to passively raise your visibility and credibility.  

!ƭǎƻ ōŜ ŀǿŀǊŜ ƻŦ Ƙƻǿ ƻǘƘŜǊǎ ǊŜŀŎǘ ǘƻ ƘŜŀǾȅ ŎƻƴǘǊƛōǳǘƻǊǎ ƛƴ ά!ƴǎǿŜǊǎέΦ {ƻƳŜ ƘŀǾŜ млл ŜȄǇŜǊǘ Ǉƻƛƴǘǎ 

spread across 7 cŀǘŜƎƻǊƛŜǎΗ hǳǊ ŎƭƛŜƴǘǎ ǎŀȅΥ  ά¢ƘŜǎŜ ǇŜƻǇƭŜ ŀǇǇŀǊŜƴǘƭȅ ŘƻƴΩǘ Řƻ ŀƴȅǘƘƛƴƎ ŜƭǎŜ ŀƭƭ ŘŀȅΦ 

L ŘƻƴΩǘ ƪƴƻǿ ƛŦ L ǿƻǳƭŘ ƘƛǊŜ ǘƘŜƳ ƻǊ ǘǊǳǎǘ ǘƘŜȅ ŀǊŜ ŀŎǘǳŀƭƭȅ ǿƻǊƪƛƴƎΦέ hŦ ŎƻǳǊǎŜ ǘƘŀǘΩǎ ǘƘŜƛǊ 

perspective and it says more about them than those who help others. From a personal 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 did 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: 

¶ Passive  

¶ Active  

¶ 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 Know, Like, Trust factor.  
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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 can stimulate networking before, during, and after an eventτ

and vice versa. 

Lƴ ǘƘƛǎ ŎƘŀǇǘŜǊ όŀƴŘ ǘƘŜ ǊŜǎǘ ƻŦ ǘƘŜ ōƻƻƪύ ǘƘŜ ǿƻǊŘ άŜǾŜƴǘέ ƛǎ ǳǎŜŘ ŀǎ ŀ ƎŜƴŜǊŀƭ ǘŜǊƳ ŦƻǊ ǊŜŎŜǇǘƛƻƴǎΣ 

conferences, trade fairs, mixers, and similar activities organized in a business environment. 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ƛǘ ŦǊƻƳ ǘƘŜ Ǉƻƛƴǘ ƻŦ ǾƛŜǿ ƻŦ ŀƴ ƻǊƎŀƴƛȊŜǊ ŦƛǊǎǘΣ ŀƴŘ ǘƘŜƴ ŦǊƻƳ ǘƘŜ Ǉƻƛƴǘ ƻŦ ǾƛŜǿ ƻŦ ŀ 

participant.  

 

How to Use LinkedIn for a Successful Event  
 

There are 5 parts: 

1. Preparation 

2. Facilitation Before the Event 

3. Promotion 

4. Facilitation During the Event 

5. Facilitation After the Event 

Step 1: Preparation  

When you are organizing an event, the most time is spent in the preparation phase. If you are 

organizing year-round events, these tasks might be routine but most people organize an event only 

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 accommodation, flyers, handouts, banners, or anything elseτLinkedIn is 

an extraordinary tool to help you find the right people. 

 

How can you use LinkedIn to help you find suppliers? 

 

Dƻ ǘƻ άChapter 7: 10 Strategies to Find People on LinkedInέ ŀƴŘ Ŧƻƭƭƻǿ ǘƘŜ ǘƘǊŜŜ ǎǘŜǇǎΥ 

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 it is positive, 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 or increase a discount. 

 

 

Tip: if you want extra tips and examples of a Magic Mail,  

ŘƻǿƴƭƻŀŘ ǘƘŜƳ ŦǊƻƳ ǘƘŜ άVideo & Tools LibraryέΦ 
 

 

If you need a platform for event registration, take a look at Eventbrite. Their registration and 

payment solutions cost little. 

Step 2: Facilitation before the Event  

aŀƴȅ ǇŜƻǇƭŜ ŘƻƴΩǘ ŦŜŜƭ ŎƻƳŦƻǊǘŀōƭŜ ŀǘǘŜƴŘƛƴƎ ŜǾŜƴǘǎ ƛŦ ǘƘŜȅ ŦƛƴŘ ƛǘ ƛƴǘƛƳƛŘŀǘƛƴƎ ǘƻ ƳŀƪŜ ŎƻƴǘŀŎǘ ǿƛǘƘ 

strangers. Other people 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 benefits are: 

a. People can indicate whether they are attending, presenting, exhibiting, or are just 

interested. Whatever the chosen option, their first-degree network is notified via 

Network Updates. When people have the LinkedIn Events Application installed, your 

event might be featured in their profile, too. Imagine several ςor manyτparticipants 

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 search engines. 

 

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 for each 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 about the main topic. 

3. More information about the event. 

4. Ask for advance questions from registrants so speakers can use them 

in their presentations. 

http://www.how-to-really-use-linkedin.com/
http://bit.ly/li-book25
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ii. Ask one or more of the speakers to start a Discussion. 

1. One time. 

2. Schedule it before the event. For example: 4 speakers at the event; 

every week another speaker starts a Discussion. 

iii. Behind the scenes: help connect participants ahead of the event. Maybe you 

ƪƴƻǿ ŀ ƎƻƻŘ ǊŜŀǎƻƴ ǿƘȅ ǘƘŜȅ ǎƘƻǳƭŘ ŎƻƴƴŜŎǘ ǘƘŀǘΩǎ ƴƻǘ ƻōǾƛƻǳǎ ǘƻ ǘƘŜƳ ȅŜǘΦ 

Magic Mails are a perfect tool to this end! 

iv. wŜŀŘ ǘƘŜ ǘƛǇǎ ŀōƻǳǘ Ƙƻǿ ǘƻ ǎǘƛƳǳƭŀǘŜ ƛƴǘŜǊŀŎǘƛƻƴ ƛƴ άChapter 12: The Heroes 

of LinkedIn: Group ManagersέΦ  

 

3. Create a Twitter hashtag for your event 

This Twitter tip is another form of communication to help people to promote the event and 

to facilitate networking during it. 

 

4. Make a Foursquare location for your event 

Although most venues now have their own FourSquare location, 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: some organizations hire someone from 

our team at Networking Coach to speak about LinkedIn at the event itself and host a pre-conference 

webinar with tips for offline networking.  

Step 3: Promotion  

To promote your event, use two strategies: a first- degree and a second-degree approach. 

First-degree approach 

Most people are familiar with these straightforward actions on LinkedIn: 

1. Send a message to your first-degree contacts. 

2. If you are a Group manager, you can: 

o Send an announcement to the Group members. 

o Post a Discussion 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.com). 

  

http://4sq.com/li-book36
http://marketing.linkedin.com/
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Second-degree approach 

The second-ŘŜƎǊŜŜ ŀǇǇǊƻŀŎƘ ŘƻŜǎƴΩǘ ŦƻŎǳǎ ƻƴ ȅƻǳǊ ǘŀǊƎŜǘ ƎǊƻǳǇΣ ōǳǘ ƻƴ ǘƘŜ ǇŜƻǇƭŜ ŀƴŘ 

organizations having access to the target group. 

These may be basic tips but we have noticed that not many people use them 

1. Get more access to individual potential participants 

Go ǘƻ άChapter 7: 10 Strategies to Find People on LinkedInέ ŀƴŘ Ŧƻƭƭƻǿ ǘƘŜ ǘƘǊŜŜ ǎǘŜǇǎΥ 

1. Prepare yourself: who is your target audience. 

2. Use one or more of the 10 strategies to find the people you want. Check mutual 

connections. 

3. Ask them for an introduction via a Magic Mail.  

 

2. Get more access to groups of potential participants 

 

1. Dƻ ǘƻ άChapter 7: 10 Strategies to Find People on LinkedInέ ŀƴŘ Ŧƻƭƭƻǿ ǘƘŜ ǘƘǊŜŜ ǎǘŜǇǎΥ 

a. Prepare yourself: find who has access to your 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 organizations (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 first-degree contacts to send a message to their connections. 

b. Ask your first-degree 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 first-degree contacts will 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 participants to 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 audience and 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 their Group 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 Group managers 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 to groups, 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 participants. 

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 can then find them to make contact 

during a break. 

hŦ ŎƻǳǊǎŜ ȅƻǳ ŎŀƴΩǘ Řƻ ǘƘƛǎ ǿƛǘƘ ŀ ŎƻƴŦŜǊŜƴŎŜ ƻŦ нллл ǇŜƻǇƭŜΣ ōǳǘ ŦƻǊ ǎƳŀƭƭŜǊ ŜǾŜƴǘǎ ǘƘƛǎ ǘƛǇ ƳƛƎƘǘ 

really help participants find interesting people. As a result they will value your event moreτand 

come again next 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.  

{ƛƴŎŜ Ƴƻǎǘ ǇŜƻǇƭŜ ŘƻƴΩǘ ŜȄǇŜŎǘ ǘƘƛǎ ȅƻǳ ƴŜŜŘ ǘƻ ŘƛǊŜŎǘ ǘƘŜƳ ǘƻ ǘƘŜ {ǳōƎǊƻǳǇ ŀƴŘ ŜȄǇƭŀƛƴ ǿƘŀǘ ǘƘŜȅ 

can find there. The best way to do that is in a follow-up email after the event. 

 

Some examples of what you can do in the Group: 

¶ Post some extra Discussions about topics raised or comments made during the event. 

¶ Ask the guest speakers to start a new Discussion, to continue a Discussion they started 

before the event, or to comment on another relevant Discussion. 

¶ tƻǎǘ ƭƛƴƪǎ ǘƻ ǇƘƻǘƻǎ ƻŦ ǘƘŜ ŜǾŜƴǘ όǳƴŦƻǊǘǳƴŀǘŜƭȅ ȅƻǳ ŎŀƴΩǘ ǎƘŀǊŜ ǘƘŜƳ ƛƴ DǊƻǳǇǎ ȅŜǘύΦ 

¶ tƻǎǘ ƭƛƴƪǎ ǘƻ ǎƭƛŘŜǎ ƻǊ ƻǘƘŜǊ ƳŀǘŜǊƛŀƭ όȅƻǳ ŎŀƴΩǘ ǎƘŀǊŜ ŀƴȅ ƻǘƘŜǊ Řocuments in Groups yet, but 

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). 

¶ Announce a post-event webinar with extra tips for using the ideas shared. 



 

100 

 

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. 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ǿƘŀǘ ȅƻǳ Ŏŀƴ ŘƻΥ 

1. Before the event 

2. During the event 

3. After the event 

Step 1: Before the Event 

aŀƴȅ ǇŜƻǇƭŜ ŦŜŜƭ ǳƴŎƻƳŦƻǊǘŀōƭŜ ŀǘ ŜǾŜƴǘǎ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƻƴΩǘ ƪƴƻǿ ŀƴȅōƻŘȅΦ hǘƘŜǊǎ ǊŜǇƻǊǘ ǘƘŀǘ ǘƘŜ 

ŜǾŜƴǘ ǿŀǎ ŀ ǿŀǎǘŜ ƻŦ ǘƛƳŜ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƛŘƴΩǘ ƳŜŜǘ ŀƴȅ ƛƴǘŜǊŜǎǘƛƴƎ ǇŜƻǇƭŜΦ  

[ŜǘΩǎ ƭƻƻƪ ŀǘ Ƙƻǿ [ƛƴƪŜŘLn might help with both issues. 

 

1. Determine on LinkedIn if a LinkedIn Event has been created. 
 

¶ LŦ ȅƻǳ ŎŀƴΩǘ ŦƛƴŘ ŀ [ƛƴƪŜŘLƴ 9ǾŜƴǘΣ ƴƻǘƛŦȅ ǘƘŜ ƻǊƎŀƴƛȊŜǊ ŀƴŘ ŀǎƪ ǘƘŜƳ ǘƻ ƳŀƪŜ ƻƴŜΦ 

¶ If there is a LinkedIn Event: 
o Indicate you will be attending. This will help other people to contact you before 

the event. 
o 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. 

o Look at the LinkedIn Profiles of the other participants. 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 at othŜǊ ǇŜƻǇƭŜΩǎ 

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 up-to-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 on the CD ά[ŜǘΩǎ /ƻƴƴŜŎǘ ŀǘ ŀƴ 9ǾŜƴǘέ that contains  

30 tips to get the most out of any event (also available in MP3 format). 

 

 

  

http://www.networking-coach.com/
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2. Look on LinkedIn for a LinkedIn Group or Subgroup for the event. 
 

¶ LŦ ȅƻǳ ŎŀƴΩǘ ŦƛƴŘ ŀ DǊƻǳǇ ƻǊ {ǳōƎǊƻǳǇΣ ŀǎƪ ǘƘŜ ƻǊƎŀƴƛȊŜǊ ǘƻ ƳŀƪŜ ƻƴŜΦ 

¶ If there is a (Sub) Group: 
o 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 may also look for you at the event to 
talk face-to-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 car-pooling. If there is none, start one yourself. 

o Start a Discussion yourself about: 
Á One of the topics. 
Á A question you have. 
Á A statement. 

 

3. Let other people know about the event 
 

¶ Use these options that LinkedIn Events provide you with: 
o άwŜŎƻƳƳŜƴŘέ the event. It will be shown in the Network Updates on the Home 

Page of your connections. 
o ά{ƘŀǊŜέ ǘƘŜ ŜǾŜƴǘΦ ¢Ƙƛǎ ƻǇǘƛƻƴ ŀƭƭƻǿǎ ȅƻǳ ǘƻ ŎƘƻƻǎŜ ǿƘƛŎƘ ŎƻƴǘŀŎǘǎ ȅƻǳ ǿŀƴǘ ǘƻ 

send the information about the event. 

¶ Post a Status Update about the event. Use the website and Twitter hashtag for the 
event. 

¶ ¢ǿŜŜǘ ŀōƻǳǘ ǘƘŜ ŜǾŜƴǘΦ ¦ǎŜ ǘƘŜ ŜǾŜƴǘΩs website and Twitter hashtag. 
 

 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) άwŜŎƻƳƳŜƴŘέ ŀƴŘ ά{ƘŀǊŜέ ǘƘŜ 9ǾŜƴǘΦ 

4) Send a Status Update about the Event. 

 

 

If you want to watch a video about using LinkedIn to prepare yourself for an event,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools LibraryέΦ 

 

 

http://www.how-to-really-use-linkedin.com/
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Step 2: During the Event  

Since you have prepared yourself it should be more comfortable 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 use FourSquare, mention your arrival. This will allow other participants to find you. More 

ōŀŎƪƎǊƻǳƴŘ ƛƴŦƻǊƳŀǘƛƻƴ ƻƴ CƻǳǊǎǉǳŀǊŜ ŀƴŘ ƻǘƘŜǊ ǘƻƻƭǎ Ŏŀƴ ōŜ ŦƻǳƴŘ ƛƴ άChapter 21: Tools To Save 

You Time When Working With LinkedInέΦ 

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 when you continue the 

conversation online, in the LinkedIn (Sub)Group for the event. 

Benefits of returning to the LinkedIn (Sub) Group after the event: 

¶ ¢ƻ ŦƛƴŘ ǇŀǊǘƛŎƛǇŀƴǘǎ ȅƻǳ ƘŀǾŜƴΩǘ ƳŜǘ ŦŀŎŜ-to-face. 

¶ To continue Discussions started before the event. 

¶ To start a new 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 the other members. 

 

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 stages: 

1. Preparation 

2. Facilitation before the event 

3. Promotion 

4. Facilitation during the event 

5. Facilitation after the event 

 

Participants received tips to get more out of events: 

1. Before the event 

2. During the event 

3. After the event 

 

http://4sq.com/li-book36
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Chapter 12: The Heroes of LinkedIn : Group Managers   
 

Groups are the heart of LinkedInτtheir 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 manager yourself 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 someone want to become a Group manager since it involves time and commitment with 

no immediate return? 

These are a few reasons: 

¶ Passionate about sharing ideas. 

¶ Passionate about helping people. 

¶ Desire for increased visibility. 

¶ Contacts with people they otherwise would never have met. 

¶ Contacts with people they otherwise would never have accessed. 

 

Pitfalls  
 

hƴŜ ƻŦ ǘƘŜ ǊŜŀǎƻƴǎ ǿƘȅ [ƛƴƪŜŘLƴ DǊƻǳǇǎ όƻǊ ƻǘƘŜǊ ƻƴƭƛƴŜ ŎƻƳƳǳƴƛǘƛŜǎύ ǎƻƳŜǘƛƳŜǎ ŘƻƴΩǘ ǎǳŎŎŜŜŘ ƛǎ 

that the last 3 benefits are seen as the goal and not as a consequence. 

For example: 

¶ Companies start Groups around their organization or their brands to have better access to 

ŎǳǊǊŜƴǘ ŀƴŘ ǇƻǘŜƴǘƛŀƭ ŎǳǎǘƻƳŜǊǎΦ ¢ƘŜȅ ŘƻƴΩǘ ǘƘƛƴƪ ŀōƻǳǘ ǿƘŀǘ ǘƘŜȅ Ŏŀƴ ǎƘŀǊŜ ƻǊ Ƙƻǿ ǘƘŜȅ 

can help their customers, only of ways to have easier access to them. 

¶ aŀƴȅ ŎƻƳǇŀƴƛŜǎ ŘƻƴΩǘ ƎƛǾŜ ŜƳǇƭƻȅŜŜǎ ǘƘŜ ǘƛƳŜ ǘƻ ǘƘƛƴƪ ŀōƻǳǘ ŀ ǎǘǊŀǘŜƎȅ ŦƻǊ ǘƘŜƛǊ DǊƻǳǇ ŀƴŘ 

ǘƻ ƳŀƴŀƎŜ ŎƻƳƳǳƴƛǘƛŜǎ ōŜŎŀǳǎŜ ǘƘƛǎ ŘƻŜǎƴΩǘ Ǉŀȅ ƻŦŦ ƛƴ ǘƘŜ ǎƘƻǊǘ ǘŜǊƳΦ 

 

Solutions: 

¶ Create Groups around a topic or a themeτnot a brand. 

¶ Think of ways members of this Group can be helpedτconsider their needs and interests. 

¶ 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 in having 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   
 

[ŜǘΩǎ ŀǎǎǳƳŜ ȅƻǳ ŀǊŜ ǎǘƛƭƭ ƛƴǘŜǊŜǎǘŜŘ ƛƴ ōŜŎƻƳƛƴƎ ŀ DǊƻǳǇ aŀƴŀƎer. What will be your main 

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 example, self-promoters or 

spammers. 

 

Most people, including Group Managers, have never heard of the 1-9-90 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 1-9-90 rule: 

¶ 1% of the members of a Group are very proactive: they post questions, share information, 

and start discussions. 

¶ 9% of the members of a Group are reactive: they answer questions and comment on 

discussion topics. 

¶ 90% of the members of a Group are passiveΥ ǘƘŜȅ ƻƴƭȅ ƭƻƻƪ ƻǊ ŘƻƴΩǘ ŜǾŜƴ Ǿƛǎƛǘ ǘƘŜ DǊƻǳǇΦ 

 

This is very 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, the 1-9-90 rule can also have the opposite effecǘΦ LǘΩǎ ƴƻǘ ōŜŎŀǳǎŜ 

there are not many responses to a Discussion that only a few people have seen it. From a 

ŎƻƴǘǊƛōǳǘƻǊΩǎ Ǉƻƛƴǘ ƻŦ ǾƛŜǿ ǘƘŜ ŦƛǊǎǘ ǊŜǎǳƭǘǎ ƳƛƎƘǘ ōŜ ŘƛǎŀǇǇƻƛƴǘƛƴƎΣ ōǳǘ ƳƻǊŜ ǇŜƻǇƭŜ ƳƛƎƘǘ ƘŀǾŜ ǎŜŜƴ 

it than you would think. 
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How to Get More Members 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: 

¶ What is the goal? 

¶ Who belongs in the target audience? 

¶ What type of Group do you want: open, member-ƻƴƭȅ ƻǊ ǇǊƛǾŀǘŜ όǎŜŜ άChapter 6: The Heart 

of LinkedIn: Groupsέ ŦƻǊ ŀƴ ŜȄǇƭŀƴŀǘƛƻƴ ƻŦ ǘƘƻǎŜ ǘȅǇŜǎύΚ 

 

For example: you could set up a Group for HR Managers in Italy to stimulate the exchange of ideas. 

You could make it a member-only 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 be a closed one 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 influx of potential new 

members for the trade organization while keeping sensitive information inside a smaller Subgroup. 

 

/ŀǳǘƛƻƴΥ ƛŦ ȅƻǳ ŘƻƴΩǘ Ǉŀȅ ŜƴƻǳƎƘ ŀǘǘŜƴǘƛƻƴ ǘƻ ǘƘŜ ǇǳǊǇƻǎŜ ƻŦ ǘƘŜ DǊƻǳǇ ŀƴŘ ǘƘŜ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜΣ 

subsequent steps will be harder and more time-consuming! 

'ÒÏ× 9ÏÕÒ ,ÉÎËÅÄ)Î 'ÒÏÕÐȭÓ -ÅÍÂÅÒÓÈÉÐ 

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 you 

ƘŀǾŜ ŀ ǇǊƛǾŀǘŜ DǊƻǳǇΣ ōǳǘ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ŀǇǇǊƻǾŜ ŜŀŎƘ ǇŜǊǎƻƴ ƻƴ ȅƻǳǊ ƭƛǎǘ ƳŀƴǳŀƭƭȅΣ ȅƻǳ Ŏŀƴ ǇǊŜ-

ŀǇǇǊƻǾŜ ǘƘŜƳ ŀƭƭ όǾƛŀ ǘƘŜ άaŀƴŀƎŜέ ǘŀō ƛƴ ȅƻǳǊ DǊƻǳǇύΦ 

 

Whether starting a group, or wanting to encourage new members, use these tips to attract more 

people to your LinkedIn Group: 

1. Build your network ǳǎƛƴƎ ǘƘŜ ǘƛǇǎ ŦǊƻƳ ά/ƘŀǇǘŜǊ рΥ Iƻǿ ǘƻ .ǳƛƭŘ ¸ƻǳǊ [ƛƴƪŜŘLƴ bŜǘǿƻǊƪ Χ 

FastέΦ ¢Ƙƛǎ ǇǊƻǾƛŘŜǎ ȅƻǳ ǿƛǘƘ ǘƘŜ ŦƻǳƴŘŀǘƛƻƴ ƻŦ ǇŜƻǇƭŜ ǘƻ ƛƴǾƛǘŜ ǘƻ ȅƻǳǊ DǊƻǳǇΣ ŀǎ ǿŜƭƭ ŀǎ 

people with connections to potential members. 

 

2. Invite the people from your own first-degree network to join the Group. 

 

3. Use the following strategies to find potential members ŦǊƻƳ άChapter 7: 10 Strategies to 

Find People Using LinkedInέΥ 

 

a. Search with parameters: define the characteristics of your target audience. 
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b. 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. 

c. [ƻƻƪ ŀǘ ά±ƛŜǿŜǊǎ ƻŦ ǘƘƛǎ tǊƻŦƛƭŜ ŀƭǎƻ ǾƛŜǿŜŘέΥ Ƴŀƴȅ ǘƛƳŜǎ ȅƻǳ ǿƛƭƭ ŦƛƴŘ ǇŜŜǊǎΦ 

d. Use Companies: if you focus on a specific industry in a specific country, this should 

provide you with some names. 

e. Create alerts: once you have defined your target audience you can save your 

searches and be notified of new potential members. 

 

4. Ask your mutual connection for a Magic Mail or to point out the Group to him or her. 

Asking for the Magic Mail and following-up is much more time-consuming, but if you focus 

on a smaller group of people with a well-defined profileτthis approach could be of great 

benefit. 

 

5. ¦ǎŜ ǘƘŜ ά{ƘŀǊŜ DǊƻǳǇέ ƭƛƴƪ (right side in the Group Home page 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 as spam. Announcing a free event or webinar 

would work much better than a plain invitation to join the Group. 

b. LƴǾƛǘŜ ƻǘƘŜǊǎ όǳǎŜ ά{ŜƴŘ LƴǾƛǘŀǘƛƻƴǎέ ƛƴǎƛŘŜ ǘƘŜ άaŀƴŀƎŜέ ǇŀǊǘ ƻŦ DǊƻǳǇǎύΥ 

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 with an invitation to invite other people. As a Group Manager 

ȅƻǳ Ŏŀƴ ŎǊŜŀǘŜ ά¢ŜƳǇƭŀǘŜǎέ όƛƴ ǘƘŜ άaŀƴŀƎŜέ ǎŜŎǘƛƻƴ ƻŦ ŀ DǊƻǳǇύΦ hƴŜ ƻŦ ǘƘŜǎŜ ǘŜƳǇƭŀǘŜǎ ƛǎ 

a welcome message. You could invite new members to invite their network as well. However, 

until they have any 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 joined. This alert 

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 continuous inflow 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 a few months. 

 

These tips stimulate interaction: 

1. Post interesting articles. We advise making a list of topics while you are creating the theme 

ŀƴŘ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜ ƻŦ ǘƘŜ DǊƻǳǇΦ LŦ ȅƻǳ ŎŀƴΩǘ ƭƛǎǘ ŀǘ ƭŜŀǎǘ ол ƎƻƻŘ ǘƻǇƛŎǎΣ ǊŜǾƛŜǿ ȅƻǳǊ ǘŀǊƎŜǘ 

group definition. You ŘƻƴΩǘ ƘŀǾŜ ǘƻ ǿǊƛǘŜ ǘƘŜǎŜ ŀǊǘƛŎƭŜǎ ȅƻǳǊǎŜƭŦΦ ¸ƻǳ Ŏŀƴ ŀǎƪ ƻǘƘŜǊ ǇŜƻǇƭŜ ǘƻ 

do that or refer members to some interesting websites and blogs. The most important factor 

is that the content should interest the members. 

2. Post your questions in the Discussions. In addition 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. 

3. Answer questions in the Discussions. 

4. Post a preview of the next event or a review of a past event. Encourage members who 

attended the event to add their opinion or share the ideas they found enlightening. 

aŜƳōŜǊǎ ǿƘƻ ŎƻǳƭŘƴΩǘ ŀǘǘŜƴŘ ƳƛƎƘǘ ŀƭǎƻ ǿŀƴǘ ǘƻ ǎƘŀǊŜ ǘƘŜƛǊ ƻǇƛƴƛƻƴ Ǿƛŀ ǘhis channel. 

5. Ask an expert from the Group, or external to the Group, to 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 and responds to comments, members may feel special because 

they now enjoy access and interaction.  

6. Ask members who might be an expert to respond to a question. They may have not read 

the question in the Group. 

7. If you want to stimulate (immediate) interaction, send messages to a few people asking 

them to join the discussionΦ aŀƴȅ ǇŜƻǇƭŜ ƘŀǾŜ ǎŜǘ ǘƘŜƛǊ ƴƻǘƛŦƛŎŀǘƛƻƴǎ ŦƻǊ άǿŜŜƪƭȅ ŘƛƎŜǎǘέ ŀƴŘ 

are missing out on a timely topic. However, do this only when the discussion topic is really 

interesting.  

8. Post in the Discussions the name of the expert who might know the solution, especially if 

this person is a Group member. Public praise is always appreciated. 

9. Avoid clutter in the Discussions. When members post messages that are outside your 

established rules, you can explain that the Discussions are not the place for such messages. 

YŜŜǇ ƛƴ ƳƛƴŘ ǘƘŀǘ Ƴƻǎǘ ǇŜƻǇƭŜ ǿƘƻ Ǉƻǎǘ άƛƴŀǇǇǊƻǇǊƛŀǘŜέ ƳŜǎǎŀƎŜǎ ƻŦǘŜƴ ƴŜŜŘ ƘŜƭǇ ǘƻ 

interact in forums. Removing undesirable messages and replacing them with pertinent ones 

will also help keep the other members happy. 
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10. Help connect members. When 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 membership year after year. 

11. Extra action for outside the Group: ǎǳƎƎŜǎǘ ȅƻǳǊ ƳŜƳōŜǊǎ ŀǎ ŜȄǇŜǊǘǎ ƛƴ ǘƘŜ ά!ƴǎǿŜǊǎέ 

section of LinkedIn. 

12. Send a periodic announcement. As a LinkedIn Group manager you can send an email to all 

Group members (only 1 per week). Since manȅ ƳŜƳōŜǊǎ ŘƻƴΩǘ Ǿƛǎƛǘ ǘƘŜ DǊƻǳǇΣ ǊŜŎŜƛǾƛƴƎ ŀƴ 

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. 

13. Set up News Feeds. As a Group manager 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 

άaŀƴŀƎŜέ ǘŀō ƛƴ ȅƻǳǊ DǊƻǳǇΦ  

14. Feature an interesting Discussion. A Group Manager can select a Discussion as the 

aŀƴŀƎŜǊΩǎ /ƘƻƛŎŜΦ ¢ƘŜ ǘƛǘƭŜ ƻŦ ǘƘŜ ŎƘƻǎŜƴ 5ƛǎŎǳǎǎƛƻƴ ǿƛƭƭ ōŜ ǎƘƻǿƴ ƻƴ ǘƘŜ ǘƻǇ ǊƛƎƘǘ ǎƛŘŜ ƻŦ 

the Home Page of a Group. 

15. If possible: organize events. The full power of networking can be found in the combination 

of online and offline networking. If you have the time and the resources (and your Group is 

located around a specific geographic area), consider organizing a local event so members can 

ƳŜŜǘ ŜŀŎƘ ƻǘƘŜǊΦ όCƻǊ ƳƻǊŜ ǘƛǇǎ ŀōƻǳǘ ŜǾŜƴǘǎΥ άChapter 11: The Power of Combining Online 

and Offline Networking: EventsέύΦ 

16. Integrate your LinkedIn Group in your own website. If 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 Group ŦǳƴŎǘƛƻƴŀƭƛǘȅ ǿƛǘƘ ȅƻǳǊ ǿŜōǎƛǘŜΦ Lǘ ŘƻŜǎƴΩǘ ǊŜŀƭƭȅ ǎǘƛƳǳƭŀǘŜ 

conversation, but it makes the Discussions visible at more places and increases the chances 

that someone will contribute. 

17. LƴǾƻƭǾŜ ƳƻǊŜ ǇŜƻǇƭŜ ƛƴ ŀ άƭŜŀŘŜǊǎƘƛǇ ŦǳƴŎǘƛƻƴέΦ As a Group owner you can add up to 10 

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 interaction, and to invite new 

members. 

 

 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 

ǘƘŜ άaŀƴŀƎŜέ ǘŀō ƛƴ ȅƻǳǊ DǊƻǳǇΦ 

Group Rules 

The Discussions sections 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 found on the ǘƻǇ ǊƛƎƘǘ ǎƛŘŜ ƻŦ ŜŀŎƘ DǊƻǳǇ ǇŀƎŜΦ IƻǿŜǾŜǊΣ ŘƻƴΩǘ ŜȄǇŜŎǘ 

your Group members to read them! 

 

Why is it important then to set Group rules? 

 

¸ƻǳ ƴŜŜŘ ŀƴ ƻōƧŜŎǘƛǾŜ ŦǊŀƳŜ ƻŦ ǊŜŦŜǊŜƴŎŜ ǿƘŜƴ ȅƻǳ ǊŜƳƻǾŜ ǎƻƳŜƻƴŜΩǎ 5ƛǎŎǳǎǎƛƻƴ ƻǊ ƳƻǾŜ ƛǘ ǘƻ 

Promotions or Jobs. Then they understand that there is no personal attackτthese 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: 

¶ Enable/Disable Discussions and News Features. ²ƘŜƴ ȅƻǳ ŘƛǎŀōƭŜ ǘƘƛǎ ŦŜŀǘǳǊŜΣ ȅƻǳ ǿƻƴΩǘ 

get any spam, but also no interactions. 

o Enable/Disable Promotions tab. 

Á Allow/Disallow only moderators and managers to move discussions to the 

Promotions area. 

o Enable/Disable Jobs tab. 

Á 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. 

 

¶ Display the Subgroups tab (or not). 

 

  



 

110 

 

¶ Permissions: choose one of these options. Members of this Group 

o Are free to post (discussions, promotions, jobs and comments). 

o Are free to post promotions, jobs, comments, and submit everything else (for 

approval). 

o Are free to post jobs, comments only, and submit everything else. 

o Are free to post comments only and submit everything else. 

o Submit everything for approval. 

 

¶ Restrictions: 

o Require/Not require moderation for new Groups members.  

Á Number of days that a person remains άnewέ to the group (your choice). 

o Require/Not require moderation for new people on LinkedIn.  

Á  Number of days that a ǇŜǊǎƻƴ ǊŜƳŀƛƴǎ άƴŜǿέ ǘƻ [ƛƴƪŜŘLƴ όȅƻǳǊ ŎƘƻƛŎŜύ. 

o Require/Not require moderation for people with few or no connections. Since people 

with zero connections are possible fake Profiles created for SPAMMING, you may 

want to require moderation for them.  

 

¶ Membership: choose between 

o Auto-Join: Any member of LinkedIn may join this group without approval from a 

manager. 

Á Remark: Users with few or no connections will ALWAYS require approval 

from a manager to join the group. 

Á Display (or not) this group in the Groups Directory. 

Á Allow/Disallow members to display the logo on their profiles. 

Á Allow/Disallow members to invite others to join this group. 

o Request to Join: Users must request 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 set up the 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 you have the following options: 

¶ Discussions: Approve, Move to Promotions, Move to Jobs, Delete 

¶ Promotions: Approve, Move to Jobs, Delete 

¶ Jobs:  Approve, Move to Promotions, Delete 
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In the Moderation Queue you need to decide whether you want to move flagged Discussions to 

Promotions or Jobs or delete them. 

 

What can you do with someone who keeps spamming? 

1. [ƻƻƪ ǘƘŜƳ ǳǇ Ǿƛŀ άtŀǊǘƛŎƛǇŀƴǘǎέ ŀƴŘ ǘƘŜƴ ǎŜŀǊŎƘ ŦƻǊ ǘƘŜƛǊ ƴŀƳŜ ƛƴ ǘƘŜ άaŜƳōŜǊǎέ ǘŀōΦ 

2. Decide which action to take: 

a. άwŜƳƻǾŜέ takes the member out of the group, but does not delete the member's 

past contributions. They can request to join the group again. 

b. ά.ƭƻŎƪέ takes 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. ά.ƭƻŎƪ ϧ 5ŜƭŜǘŜέ takes the member 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 ȅƻǳ Ŏŀƴ ōŜ ƳƛƭŘ ŀƴŘ ŎƘŀƴƎŜ ǘƘŜƛǊ ǇŜǊƳƛǎǎƛƻƴ ǘƻ άRequires ModerationέΦ 

 

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 learned the benefits and challenges of being a Group Manager. 

You also learned that the 1-9-90 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 tips about 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. 

 



 

112 

 

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 they ŘƻƴΩǘ ƪƴƻǿΦ 

9ǾŜƴ ƛŦ ȅƻǳ ŀǊŜ ŎƻƴǘŜƴǘ ǿƛǘƘ Ƙƻǿ [ƛƴƪŜŘLƴ ǿƻǊƪǎ ŦƻǊ ȅƻǳ ǊƛƎƘǘ ƴƻǿΣ ǊŜŀŘ ǘƘŜ ǇŀǊǘ ŀōƻǳǘ ά{ŜǘǘƛƴƎǎέ ǘƻ 

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 can customize your Home Page so you will only see the information that interests you. 

Left column: 

¶ Status Update Box: not customizable. 

¶ LinkedIn Today: you can delete this box. Click on the delete cross that appears on the right 

side when you hover over it. 

¶ UǇŘŀǘŜǎΥ ȅƻǳ Ŏŀƴ ŦƛƭǘŜǊ ǘƘŜ ǊŜǎǳƭǘǎ Ǿƛŀ ǘƘŜ ƻǇǘƛƻƴǎ ƛƴ ǘƘƛǎ ƳŜƴǳ ƻǊ Ǿƛŀ ȅƻǳǊ ά{ŜǘǘƛƴƎǎέ όǎŜŜ 

next subchapter). You can also search the updates; a useful feature is that you can use search 

ŎǊƛǘŜǊƛŀ ǘƘŀǘ ȅƻǳ ƘŀǾŜ ǎŀǾŜŘ όǘƘƛǎ ōŜƭƻƴƎǎ ǘƻ ǘƘŜ ά{ƛƎƴŀƭέ ǇŀǊǘ ƻŦ [ƛƴƪŜŘLƴΣ ǎŜŜ άChapter 18: 

How LinkedIn Provides Us with More Insights: News & LabsέύΦ 

¶ Just joined LinkedIn: not customizable. 

 

Right column: 

¶ tŜƻǇƭŜ ¸ƻǳ aŀȅ YƴƻǿΣ !ŘǎΣ ²ƘƻΩǎ ±ƛŜǿŜŘ ȅƻǳǊ tǊƻŦƛƭŜΣ ¸ƻǳǊ [ƛƴƪŜŘLƴ bŜǘǿƻǊƪΣ Wƻōs You 

May Be Interested In and Groups You May Like: not customizable. 

¶ 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 

Application ŎƻƳǇƭŜǘŜƭȅΣ Řƻ ǎƻ Ǿƛŀ άaƻǊŜκaȅ !ǇǇƭƛŎŀǘƛƻƴǎέ όǘƻǇ ƳŜƴǳύΦ 

 

Settings 
 

LinkedIn offers a whole range of settings to refine your experience (click on your name on top of the 

ǇŀƎŜ ŀƴŘ ǘƘŜƴ ǎŜƭŜŎǘ ά{ŜǘǘƛƴƎǎέύΦ ¢ƘŜ ŘƛǎŀŘǾŀƴǘŀƎŜ ƛǎ ǘƘŀǘ ǘƘŜǊŜ ŀǊŜ ǎƻ Ƴŀƴȅ ŘƛŦŦŜǊŜƴt options that 

Ƴŀƴȅ ǇŜƻǇƭŜ ŘƻƴΩǘ ŀƭǿŀȅǎ ǳƴŘŜǊǎǘŀƴŘ ǿƘŀǘ ǘƘŜȅ Řƻ ŀƴŘ ǿƘŀǘ ǘƘŜ ŎƻƴǎŜǉǳŜƴŎŜǎ ƻŦ ŎƘŀƴƎƛƴƎ ǘƘƻǎŜ 

ǎŜǘǘƛƴƎǎ ŀǊŜΦ {ƻ ƭŜǘΩǎ ǘŀƪŜ ŀ ƭƻƻƪ ŀǘ ǘƘŜƳΦ  
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[ŜǘΩǎ Ŏŀƭƭ ǘƘŜ ǘƻǇ ƻŦ ǘƘŜ ǇŀƎŜ ǘƘŜ ƻǾŜǊǾƛŜǿΦ 

 

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 

/ƭƛŎƪ ƻƴ ά/ƘŀƴƎŜέ ǘo: 

¶ Change your primary email address 

¶ Add all your other email addresses. It is recommended that you do this in order to: 

o Avoid creating multiple LinkedIn accounts without knowing. 

o Always being able to login to LinkedIn, even if you changed jobs or forgot your 

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, compare account types, and upgrade your account. 

¢ƘŜ ŀŎŎƻǳƴǘ ǘȅǇŜǎ ŦƻǊ Wƻō {ŜŜƪŜǊǎ ϧ wŜŎǊǳƛǘŜǊǎ Ŏŀƴ bh¢ ōŜ ŦƻǳƴŘ ƘŜǊŜΦ ¸ƻǳ ƴŜŜŘ ǘƻ Ǝƻ Ǿƛŀ άWƻōǎκWƻō 

{ŜŜƪŜǊ tǊŜƳƛǳƳέ ƻǊ άWƻōǎκIƛǊƛƴƎ {ƻƭǳǘƛƻƴǎέΦ 

 

InMails (paid option) 

InMails are messages you can send to anyone on LinkedIn. 

They come with a guaranteed response: InMail credits are returned if you don't get a reply within 7 

days. 

¢ƘŜǊŜ ƛǎ ŀƭǎƻ Lƴaŀƛƭ CŜŜŘōŀŎƪΥ ǿƘŜƴ ǎƻƳŜƻƴŜ ǎŜƴŘǎ ȅƻǳ ŀƴ Lƴaŀƛƭ ȅƻǳ ǎŜŜ άbŜǿέ ƻǊ л ǘƻ р ǎǘŀǊǎ ƴŜȄǘ 

to their name. This is a rating system. 

 

¶ New: The sender has received InMail Feedback less than 5 times. 

¶ LŦ ǘƘŜ ǎŜƴŘŜǊΩǎ ƭŀǎǘ мл Lƴaŀƛƭǎ ǊŜŎŜƛǾŜŘΥ 

o At least 9 positive responses: 5 stars 

o At least 8 positive responses: 4 stars 
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o At least 7 positive responses: 3 stars 

o At least 6 positive responses: 2 stars 

o At least 5 positive responses: 1 star 

o Less than 5 positive responses: 0 stars 

 

Introductions 

You can see how many Introductions you have available (5 with a free account, more if you upgrade) 

ŀƴŘ Ƙƻǿ Ƴŀƴȅ ŀǊŜ ƻǳǘǎǘŀƴŘƛƴƎΦ άhǳǘǎǘŀƴŘƛƴƎέ ƳŜŀƴǎ ǘƘŀǘ ȅƻǳ have sent a request to get introduced 

ǘƻ ǎƻƳŜƻƴŜΣ ōǳǘ ǘƘŀǘ ƛǘ ƘŀǎƴΩǘ ǊŜŀŎƘŜŘ ǘƘŜ Ŧƛƴŀƭ ǊŜŎƛǇƛŜƴǘ ȅŜǘ ƻǊ ǘƘƛǎ ǊŜŎƛǇƛŜƴǘ ƘŀǎƴΩǘ ǘŀƪŜƴ ŀƴȅ ŀŎǘƛƻƴ 

(yet). 

 

OpenLink (Paid option) 

If you have an upgraded account you can join the OpenLink network. This means that non-first-

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 

you take 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 turn this off? 

¶ When you are making lots of changes to your Profile in one day (every time you save a 

change, this appears in your first-ŘŜƎǊŜŜ ŎƻƴǘŀŎǘǎΩ bŜǘǿƻǊƪ ¦ǇŘŀǘŜǎύΦ wŜƳŜƳōŜǊ ǘƻ ǘǳǊƴ ƛǘ 

back on later so people are notified when you gradually add more applications or change 

positions or companies. 

¶ 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 are not 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: 

¶ Everyone 

¶ Your network (first three degrees) 

¶ Your connections (first-degree contacts) 

¶ Only you 

 

Select what others see after you've viewed their profile 

Your options are: 

¶ Your name and headline. 

¶ Anonymous profile characteristics such as industry and title.  

¶ Total anonymity. 

 

Note: Selecting option 2 or 3 will disable Profile Statistics. 

 

{ŜƭŜŎǘ ƻǇǘƛƻƴ н ƻǊ о ǿƘŜƴ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǇŜƻǇƭŜ ǘƻ ƪƴƻǿ ǿƘƻ ȅƻǳ ŀǊŜΦ {ƻƳŜǘƛƳŜǎ ǇŜƻǇƭŜ ƭƻƻƪƛƴƎ 

for new customers, new employees, or a new job do this. However, if they notice that you have 

visited their Profile and are able to see who you are, they might want to start the conversation with 

ȅƻǳΦ !ƴŘ ǘƘŀǘΩǎ ƳƻǊŜ ŎƻƳŦƻǊǘŀōƭŜ ǘƘŀƴ ȅƻǳǊ ƘŀǾƛƴƎ ǘƻ ŀǇǇǊƻŀŎƘ ǘƘŜƳΦ 

 

Select who can see your connections 

Select who can see your connections: your first-degree connections or only you. 

People will always be able to see shared connections and you will still appear as a mutual contact in 

search results. 

{ƻƳŜǘƛƳŜǎΣ ǇŜƻǇƭŜ ŀǊŜ ƴƻǘ ǿƛƭƭƛƴƎ ǘƻ ǎƘƻǿ ǘƘŜƛǊ ƴŜǘǿƻǊƪΦ ²Ŝ ŀƭǿŀȅǎ ŀǎƪΥ ά²Ƙŀǘ Řƻ ȅƻǳ ŜȄǇŜŎǘ ŦǊƻƳ 

the other people on LinkedInΚ 5ƻ ȅƻǳ ŜȄǇŜŎǘ ǘƘŜƳ ǘƻ ƻǇŜƴ ǘƘŜƛǊ ƴŜǘǿƻǊƪ ŦƻǊ ȅƻǳΣ ōǳǘ ȅƻǳ ŘƻƴΩǘ 

ǿŀƴǘ ǘƻ ǊŜŎƛǇǊƻŎŀǘŜΚέ LŦ ȅƻǳ ŘƻƴΩǘ ŀƭƭƻǿ ȅƻǳǊ ƴŜǘǿƻǊƪ ǘƻ ǎŜŜ ȅƻǳǊ ŎƻƴƴŜŎǘƛƻƴǎΣ ōǳǘ ŀƭǎƻ ŘƻƴΩǘ ŜȄǇŜŎǘ 

them to share their connections with yours, that is fair. 

{ƻƳŜ ǇŜƻǇƭŜ ŘƻƴΩǘ ǿŀƴǘ ƻǘƘŜǊǎ ǘƻ ōǊƻǿǎŜ ǘƘǊƻǳƎƘ ǘƘŜƛǊ ŎƻƴƴŜŎǘƛƻƴǎ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƻƴΩǘ ǿŀƴǘ ǘƘŜƛǊ 

ŎƻƳǇŜǘƛǘƻǊǎ ǘƻ ǎŜŜ ǘƘŜƛǊ ŎǳǎǘƻƳŜǊǎΦ LŦ ȅƻǳ ŦŜŀǊ ǘƘŀǘ ǎƻƳŜƻƴŜ ƳƛƎƘǘ άǎǘŜŀƭέ ȅƻǳǊ ŎǳǎǘƻƳŜǊǎ ōŜŎŀǳǎŜ 

they see connections on LinkedIn, you need to strengthen your relationship with your customers. 

/ƻƴǘŜƴǘŜŘ ŎǳǎǘƻƳŜǊǎ ŘƻƴΩǘ ǎǿƛǘŎƘΣ ŜǾŜƴ ƴŜǳǘǊŀƭ ƻƴŜǎ Řƻ ƴƻǘ ǎǿƛǘŎƘ ƴŜŎŜǎǎŀǊƛƭȅΣ ōŜŎŀǳǎŜ ŎƘŀƴƎŜ 

brings uncertainty. In most cases, people prefer to remain with the same provider, especially when 

they already obtain a quality product/service for a reasonable price, 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: 

¶ My Connections 

¶ My Network 

¶ Everyone (default) 

 

For us there is no reason to hide our photo. On the contrary, having a nice, up-to-date photo on a 

Profile helps to build the Know, Like, and Trust factor.  

 

Manage Twitter Settings 

There are several options: 

¶ Add another Twitter account. 

¶ Account visibility: display your Twitter account on your LinkedIn profile: yes/no. Choose 

άȅŜǎέ ƛŦ ȅƻǳ ǿŀƴǘ ǇŜƻǇƭŜ ǘƻ ƪƴƻǿ ȅƻǳ ŀǊŜ ƻƴ ¢ǿƛǘǘŜǊ ŀƴŘ ǿŀƴǘ ǘƻ ŜƴŎƻǳǊŀƎŜ ǘƘŜƳ ǘƻ Ŧƻƭƭƻǿ 

you. 

¶ Sharing Tweets: share only tweets that contain #in or #li in your LinkedIn status: yes/no. 

/ƘƻƻǎŜ άȅŜǎέ ǘƻ ŀǾƻƛŘ ǘƘŜ Ǌƛǎƪ ƻŦ ȅƻǳǊ ƳƻǊŜ ǇŜǊǎƻƴŀƭ ŀƴŘ ǇǊƛǾŀǘŜ ƳŜǎǎŀƎŜǎ ŀǊǊƛǾƛƴƎ ƻƴ 

LinkedIn. 

¶ Tweet Display: show rich link display where possible (photo, page title, and short 

ŘŜǎŎǊƛǇǘƛƻƴύΥ ȅŜǎκƴƻΦ /ƘƻƻǎŜ άȅŜǎέ ǘƻ ƛƴŎǊŜŀǎŜ ƛǘǎ ŀǇǇŜŀƭΦ 

 

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 messages you're willing to receive 

Messages: 

¶ Introductions, InMail, and OpenLink messages (Default if you have an upgraded account) 

¶ Introductions and InMail only (Default if you have a basic account) 

¶ Introductions only 

 

{ƻƳŜ ǇŜƻǇƭŜ ŎƘƻƻǎŜ άLƴǘǊƻŘǳŎǘƛƻƴǎ ƻƴƭȅέ ǿƘŜƴ ǘƘŜȅ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ǊŜŎŜƛǾŜ ǎŀƭŜǎ ǇƛǘŎƘŜǎ ƻǊ Ƨƻō ƻŦŦŜǊǎ 

from people who use InMail for that purpose. This is the reason why you might not be able to reach 

some people even if you pay for InMails. 

 

Opportunities: 

¶ Career opportunities 

¶ Expertise requests 

¶ Consulting offers 
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¶ Business deals  

¶ New ventures 

¶ Personal reference requests 

¶ Job inquiries 

¶ Requests to reconnect  

 

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, and the data in their Profile might not be accurate. Take the cautious 

ŀǇǇǊƻŀŎƘ ƛŦ ǘƘŜȅ ŘƛŘƴΩǘ ƭƛǎǘ ǘƘŜ ǊŜŀǎƻƴ ǿƘȅ ȅƻǳ ŀǊŜ ŎƻƴǘŀŎǘƛƴƎ ǘƘŜƳΦ ²ǊƛǘƛƴƎ ǎƻƳŜǘƘƛƴƎ ƭƛƪŜΣ άL ǎŜŜ ƛƴ 

your Profile that you are not open for a career change, but I would like to know if that is up to date or 

ƴƻǘΦέ {ǘƛƭƭΣ ǿŜ ŘƻƴΩǘ ǊŜŎƻƳƳŜƴŘ ǘŀƪƛƴƎ ǘƘŜ ŎƻƭŘ ŀǇǇǊƻŀŎƘΤ ǳǎŜ ŀ aŀƎƛŎ aŀƛƭ ƛƴǎǘŜŀŘΦ  

 

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 the telephone, 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: 

¶ Individual Email 

¶ Weekly Digest Email 

¶ No email (you read 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 message. For Network Activity (Network Updates) you may prefer a 

weekly email. 

 

Select who can send you invitations 

Options: 

¶ Anyone on LinkedIn (default) 

¶ Only people who know your email address or appear in your "Imported Contacts" list 

¶ Only people who appear in your "Imported Contacts" list 

 

If you get too many unwanted Invitations, you may want to change these settings. However, you risk 

ƳƛǎǎƛƴƎ LƴǾƛǘŀǘƛƻƴǎ ŦǊƻƳ ƛƴǘŜǊŜǎǘƛƴƎ ǇŜƻǇƭŜ ǿƘƻ ŘƻƴΩǘ ƪƴƻǿ ȅƻǳǊ ŜƳŀƛƭ ŀŘŘǊŜǎǎ ƻǊ ǿƘƻ ŀǊŜ ƴƻǘ ƛƴ 

ȅƻǳǊ άLƳǇƻǊǘŜŘ /ƻƴǘŀŎǘǎέ ƭƛǎǘΦ 
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Set the frequency of group digest emails 

Review this option when you feel you receive too many emails from LinkedIn. 

CƻǊ ŜŀŎƘ DǊƻǳǇ ȅƻǳΩǾŜ ƧƻƛƴŜŘ ȅƻǳ Ŏŀƴ ŎƘƻƻǎŜ ǘƻ ǊŜŎŜƛǾŜΥ 

¶ A daily digest email of Group activity 

¶ A weekly digest email of Group activity 

¶ No email (you go to LinkedIn and follow the actions yourself) 

 

¢ƻŘŀȅΣ [ƛƴƪŜŘLƴ ƳƻƴƛǘƻǊǎ ȅƻǳǊ ƛƴǾƻƭǾŜƳŜƴǘ ƛƴ ǘƘŜ DǊƻǳǇǎ ŀƴŘ ƳƻǾŜǎ ȅƻǳ ŦǊƻƳ ά5ŀƛƭȅ 5ƛƎŜǎǘέ ǘƻ 

ά²ŜŜƪƭȅ 5ƛƎŜǎǘέ ƛŦ ȅƻǳ ŀǊŜ ƴƻǘ ŀŎǘƛǾŜ όŀƴŘ ƴƻǘƛŦƛŜǎ ȅƻǳ ōȅ ŜƳŀƛƭύΦ ¢Ƙƛǎ ƳƛƎƘǘ ŀƭǊŜŀŘȅ ŘŜŀƭ ǿƛǘƘ ǎƻƳŜ 

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 leave the Groups that are no longer of 

interest. 

LinkedIn 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 whether 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. Users are identified 

based on non-personal 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 research studies. 

Default = yes. 

 

Turn on/off partner InMail 

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 non-personal 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 

ōŜ ŘƛǎŎƭƻǎŜŘ ǘƻ [ƛƴƪŜŘLƴΩǎ ƳŀǊƪŜǘƛƴƎ ǇŀǊǘƴŜǊǎΦ 

¶  Choose whether or not LinkedIn's marketing partners may send you informational and 

promotional messages. Default = yes. 

¶  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: 

¶ Set the order of the Groups you have joined, with the most-valued Groups first. 

¶ Choose how many Groups 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 receive a daily 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 Applications 

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 from your 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 application 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 LinkedIn homepage). 

 

External Websites 

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 re-enable them in the future, visit the website and grant access again. 
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Websites here include HootSuite or tools from the LinkedIn Labs like InMaps or Year-In-Review (see 

άChapter 18: How LinkedIn Provides Us with More Insights: News & LabsέύΦ 

 

Turn on/off data sharing with third-party applications 

You can choose whether or not to share data with third-party applications. 

Default = yes. 

Since you need this turned on to be able to use HootSuite or 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 content from LinkedIn'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 actions on LinkedIn, 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 LinkedIn is 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 is called the LinkedIn Audience Network. Advertisements 

shown to you on the LinkedIn Audience Network are selected based on non-personally identifiable 

information from your LinkedIn profile  

Advertisers may target only segments of the LinkedIn membership, based on categories such as 

Industry, Job Function, and Seniority. For example, advertisers may choose to target advertisements 

to LinkedIn members who work in the Textiles industry. If you work in the Textiles industry and visit a 

site on the LinkedIn Audience Network, 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 enhanced advertising. 

Default = yes. 

  

http://bit.ly/li-book9
http://bit.ly/li-book9
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Settings 

Show/hide Profile photos of other members 

Select if you would like to see photos of: 

¶ Everyone 

¶ Your network (first three degrees) 

¶ Your connections (first-degree contacts) 

¶ No one 

In some parts of the world recruiters are not allowed to see photos of candidates until a certain stage 

in the process because of anti-discrimination laws. That would be a reason to make access to other 

ǇŜƻǇƭŜΩǎ ǇƘƻǘƻ ǘŜƳǇƻǊŀǊƛƭȅ ǳƴŀǾŀƛƭŀōƭŜΦ 

 

Customize the updates you see on your home page 

The first 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 you will receive everything, but you probably 

want to change this according to your own situation and interests. This is the list: 

 

¶ General 

o New connections in your network 

o Updates from your extended network 

o Status updates from your connections 

o Posts from your connections 

 

¶ Profile & Recommendations 

o When connections change profile information 

o When connections change profile photos 

o When connections receive recommendations 

o When connections upgrade to a premium account 

 

¶ Questions & Answers 

o Questions from your connections 

o Answers from your connections 

 

¶ Jobs 

o Jobs you may be interested in 

 

¶ Events 

o Events your connections are interested in or attending 
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¶ Polls 

o Polls from your connections 

 

¶ Groups 

o Groups your connections have joined or created 

o Discussions from your groups 

 

¶ Applications 

o Application updates from your connections 

 

¶ Company Pages 

o When connections modify or add a Company Page 

 

¶ News 

o When connections follow news 

 

¢ƘŜ ǎŜŎƻƴŘ ǘŀō ǇŀƎŜ όƘƛŘŘŜƴύ ǎƘƻǿǎ ǘƘŜ ƭƛǎǘ ƻŦ ǇŜƻǇƭŜ ǿƘƻǎŜ ǳǇŘŀǘŜǎ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ǎŜŜ 

anymore on your 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. 

¸ƻǳ Ŏŀƴ ǳƴŘƻ ǘƘƛǎ ŀŎǘƛƻƴ ōȅ ŎƭƛŎƪƛƴƎ ǘƘŜ ά{Ƙƻǿ ǳǇŘŀǘŜǎέ ōǳǘǘƻƴΦ 

 

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 Reader, Newsgator or 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 Network Updates 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. 

 

  

http://bit.ly/li-book14
http://bit.ly/li-book15
http://bit.ly/li-book16
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Conclusion of this chapter  
 

LinkedIn offers many ways to refine your experience. 

The most 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 group display order 

¶ Customize the updates you see on your home page 
 

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,  

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

 

http://www.how-to-really-use-linkedin.com/
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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 everybody else who needs new customers.  

The same tips apply for non-profits 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 overview of the different steps.  As well, we offer a few tips for 

members of referral clubs. 

Overview 
 

Passive Strategy 

 Ingredients Where to find pointers 

1 Create an attractive LinkedIn Profile Chapter 4: How To Craft an Attractive Profile 

2 Use Applications to build the Know, Like, 

Trust factor further 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

3 Use Applications as a lead generation tool 

for new customers 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

4 Join Groups where your current customers 

and prospects are members 

Chapter 6: The Heart of LinkedIn: Groups 

5 Join Groups where your (potential) 

referrers are members 

Chapter 6: The Heart of LinkedIn: Groups 

6 Create an attractive Company Profile or 

ask the responsible person to do this 

Chapter 17: How Organizations Can Benefit 

from LinkedIn (versus Individuals) 
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Active Strategy  

 Ingredients Where to find pointers 

1 Post Status Updates and Like, Share or 

/ƻƳƳŜƴǘ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ {ǘŀǘǳǎ 

Updates 

Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

2 Ask for Recommendations Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

3 Share information via the Sharing 

Bookmarklet 

Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

4 Contribute to Groups: start Discussions 

ȅƻǳǊǎŜƭŦ ŀƴŘ ŎƻƳƳŜƴǘ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ 

Discussions 

Chapter 6: The Heart of LinkedIn: Groups 

5 Contribute to Answers Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

6 Confirm your attendance via LinkedIn 

Events when available 

Chapter 11: The Power of Combining Online 

and Offline Networking: Events 

7 Start your own Group Make sure you think 

through this commitment! 

Chapter 12: The Heroes of LinkedIn: Group 

Managers 

 

Proactive Strategy  

 Ingredients Where to find pointers 

1 Use the 5 step basic strategy to find new 

customers 

Chapter 3: How To REALLY Use LinkedIn: a 5 

Step Basic Strategy 

2 Use the 10 strategies to find the people 

who can help you reach your goals: new 

customers or people who have access to 

them 

Chapter 7: 10 Strategies to Find People 

Using LinkedIn 

3 Attend offline events, whether or not 

supported by LinkedIn Events and Groups 

Chapter 11: The Power of Combining Online 

and Offline Networking: Events 
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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 clubτwell done, you are on your way to success! 

LinkedIn can help you to get more out of your membership. The tips in this 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 

This ƳƛƎƘǘ ǎŜŜƳ ƻōǾƛƻǳǎΣ ōǳǘ Ƴŀƴȅ ǘƛƳŜǎ ǿŜ ƭŀŎƪ ŀ ƎƻƻŘ tǊƻŦƛƭŜ ŀƴŘ ǿŜ ŀǊŜƴΩǘ ŎƻƴƴŜŎǘŜŘ ǘƻ ŀƭƭ ǘƘŜ 

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 clear what 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 whom you can refer 

them to as well. 

{ƻƳŜ ǇŜƻǇƭŜ ŦǊƻƳ ȅƻǳǊ ǊŜŦŜǊǊŀƭ ƎǊƻǳǇ ǿƻƴΩǘ ƘŀǾŜ ŀ tǊƻŦƛƭŜ ƻƴ [ƛƴƪŜŘLƴ ȅŜǘΦ hŦŦŜǊ ǘƻ ŀǎǎƛǎǘ ǿƛǘƘ ǘƘŜƛǊ 

Profile to get them started. Better still; organize a session for a few people to help at the same time. 

Also, add extra value 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 him to return 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 definition, the members of your referral group 

ŘƻƴΩǘ ƪƴƻǿ Ƙƻǿ ǘƻ ƘŜƭǇ ȅƻǳΦ hǊ ǘƘŜȅ ǎŜƴŘ ȅƻǳ ǳǎŜƭŜǎǎ ǊŜŦŜǊǊŀƭǎτa waste of time and a frustration 

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  

aŀƴȅ ǘƛƳŜǎ ȅƻǳǊ ŦŜƭƭƻǿ ƳŜƳōŜǊǎ ŎƻǳƭŘ ƎƛǾŜ ȅƻǳ ŀ ƎƻƻŘ ǊŜŦŜǊǊŀƭΣ ōǳǘ ǘƘŜȅ ŘƻƴΩǘ ǊŜŀƭƛȊŜ ƛǘΦ ¢ƘŜȅ ŎƻǳƭŘ 

be connected to people 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 connections visible.  

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. 

 

hŦ ŎƻǳǊǎŜΣ ǳǎŜ ǘƘŜ ǎǘǊŀǘŜƎƛŜǎ ǊŜƎŀǊŘƛƴƎ ά!ŘǾŀƴŎŜŘ {ŜŀǊŎƘέ ŀƴŘ ŎǊŜŀǘƛƴƎ ǘƘŜ ŀƭŜǊǘǎ Ǿƛŀ ά{ŀǾŜŘ {ŜŀǊŎƘέ 

as well. 

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 no other online forum. 

This Group can facilitate the exchange of advice and tips among members. This may increase your 

value at face-to-face meetings. 

{ŜŜ ŀƭǎƻ άChapter 12: The Heroes of LinkedIn: Group ManagersέΦ 

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.  

5ƻƴΩǘ ǇǊƻƳƻǘŜ ȅƻǳǊǎŜƭŦ όǳƴƭŜǎǎ ǘƘƛǎ ƛǎ ŜȄǇƭƛŎƛǘƭȅ ŜƴŎƻǳǊŀƎŜŘ ōȅ ǘƘe Group Manager), but look for 

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 introductions 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 group colleague. 

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 will have 

more actions to take on LinkedIn. 

The benefits of attending meetings: 

¶ When attending meetings you should give examples of 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 your Profile succinct and easy to read. 
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¶ 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 suggest the best way to refer to you. This will 

help him give you a better referralτand a better result. 

¶ It is easier for people to get to know, like, and trust each other when they meet face-to-

face. They experience how the other person interacts with them and the other 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 at our 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: 

¶ Passive Strategy 

¶ Active Strategy 

¶ Proactive Strategy 

If you are a member of a referral club, these 6 LinkedIn tips can help you get more out of your 

membership: 

1. Create a good profile and connect with every member of your referral club 

2. Define your customer/prospect 

3. Look into the network of other members to find customers/prospects 

4. Start a Group 

5. Answer questions in Discussions of your Group 

6. 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 step-by-step plan, webinar access, extra tools, video tips and email support,  

we offer special packages. Look at www.how-to-really-use-linkedin.com for the details. 

 

http://www.networking-coach.com/
http://www.how-to-really-use-linkedin.com/
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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 the challenge 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. Since you can find most of the strategies 

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 

 Ingredients Where to find pointers 

1 Create an attractive LinkedIn Profile Chapter 4: How To Craft an Attractive Profile 

2 Use Applications to build the Know, Like, 

Trust factor further 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

3 Use Applications to show your expertise 

 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

4 Be a member of Groups that recruiters 

have joined 

Chapter 6: The Heart of LinkedIn: Groups 

5 Be a member of Groups that your future 

colleagues are member of 

Chapter 6: The Heart of LinkedIn: Groups 

6 Upgrade your account (Paid) See below 

 

Active Strategy  

 Ingredients Where to find pointers 

1 Post Status Updates and Like, Share or 

/ƻƳƳŜƴǘ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ {ǘŀǘǳǎ 

Updates 

Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

2 Ask for Recommendations Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 
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3 Share information via the Sharing 

Bookmarklet 

Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

4 Contribute to Groups: start Discussions 

ȅƻǳǊǎŜƭŦ ŀƴŘ ŎƻƳƳŜƴǘ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ 

Discussions 

Chapter 6: The Heart of LinkedIn: Groups 

5 Contribute to Answers Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

6 Confirm your attendance via LinkedIn 

Events when available 

Chapter 11: The Power of Combining Online 

and Offline Networking: Events 

7 Start your own Group Make sure you think 

through this commitment! 

Chapter 12: The Heroes of LinkedIn: Group 

Managers 

 

Proactive Strategy  

 Ingredients Where to find pointers 

1 Use the 5 step basic strategy to find a new 

job 

Chapter 3: How To REALLY Use LinkedIn: a 5 

Step Basic Strategy 

2 Use the 10 strategies to find the people 

who can help you reach your goals: new 

employers or people connected to them 

Chapter 7: 10 Strategies to Find People 

Using LinkedIn 

3 Attend offline events, whether or not 

supported by LinkedIn Events and Groups 

Chapter 11: The Power of Combining Online 

and Offline Networking: Events 

4 Use the Find Jobs opportunities LinkedIn 

offers 

See below 

5 Contact recruiters and Hiring Managers 

directly via InMail (Paid), but remember 

that a Magic Mail via a mutual contact may 

work much better 

See below 

 

  



 

131 

 

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 

book as well! 

Find Jobs 

Dƻ ǘƻ άWƻōǎκCƛƴŘ Wƻōǎέ όǘƻǇ ƳŜƴǳύΦ 

 

There are 4 tab pages: 

¶ Jobs Home 

¶ Saved Jobs 

¶ Saved Searches 

¶ Advanced Search 

 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘŜǎŜ п ǇŀƎŜǎ ŦƛǊǎǘ ŀƴŘ ǘƘŜƴ Ǝƻ ƛƴǘƻ ǘƘŜ ŘŜǘŀƛƭǎ ƻŦ ŀ Wƻō ǇŀƎŜΦ 

Jobs Home 

Here you find: 

¶ Search box (with a link to Advanced Search) 

¶ Jobs You May Be Interested In: LinkedIn matches jobs with your Profile. 

¶ Email Alerts: select when you want to receive emails about Jobs You May Be Interested In: 

o Daily 

o Weekly (default) 

o No email alerts 

¶ ά{ŜŜ ƳƻǊŜέ ǘŀƪŜǎ ȅƻǳ ǘƻ ŀ ǇŀƎŜ ǿƛǘƘ ƳƻǊŜ άWƻōǎ ¸ƻǳ aŀȅ .Ŝ LƴǘŜǊŜǎǘŜŘ LƴέΦ LŦ ǘƘŜ ƭƛǎǘ ƛǎ ǘƻƻ 

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) 
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You can sort the results by: 

¶ Relevance 

¶ Relationship 

¶ Date Posted (most recent) 

¶ Date Posted (earliest) 

 

Refine the results list with the same parameters. 

Actions: 

¶ Create alerts ōȅ ǎŀǾƛƴƎ ȅƻǳǊ ǎŜŀǊŎƘŜǎ όǇǊŜǎǎ ǘƘŜ ά{ŀǾŜέ ƭƛƴƪ ƴŜȄǘ ǘƻ ǘƘŜ ƴǳƳōŜǊ ƻŦ ǊŜǎǳƭǘǎύΦ  

o You can choose daily, weekly or monthly alerts. Or none (then you have to go to 

LinkedIn and look for the results yourself). 

o You can save up to 10 searches. 

 

¶ Find similar jobs. When you hover over a job posting, you can save/unsave it and find similar 

jobs. 

 

¶ At the bottom of the last page of the results list, click on the link ά{ŜŜ ƳƻǊŜ Ƨƻōǎ ŦǊƻƳ {ƛƳǇƭȅ 

IƛǊŜŘ ǘƘŀǘ Ŧƛǘ ǘƘŜǎŜ ŎǊƛǘŜǊƛŀέΦ You will be presented with extra jobs from listings outside 

[ƛƴƪŜŘLƴΦ ²ƛǘƘƛƴ [ƛƴƪŜŘLƴ ȅƻǳ ŀƭǊŜŀŘȅ ƘŀǾŜ ǘƘŜ ƻǇǘƛƻƴ ά{ŜŜ ǿƘƻ ȅƻǳ ƪƴƻǿ ŀǘ name 

companyέΦ ²ƘŜƴ ȅƻǳ ŎƭƛŎƪ ƻƴ ǘƘŜ ǇƻǎǘƛƴƎ ƛǘǎŜƭŦΣ ȅƻǳ ǿƛƭƭ ƭŜŀǾŜ [ƛƴƪŜŘLƴΦ aŀƪŜ ǎǳǊŜ ȅƻǳ ƘŀǾŜ 

the JobInsider toolbar (see below) installed to give you extra insights into how you may be 

connected to this company, even when you are not on LinkedIn anymore. 

Saved Jobs 

This is the place where you can find all the jobs you have saved. 

{ƛƴŎŜ ǘƘŜ άŦƛƴŘ ǎƛƳƛƭŀǊ Ƨƻōǎέ ƻǇǘƛƻƴ ƛǎ ƴƻǘ ŀǾŀƛƭŀōƭŜ ƘŜǊŜΣ ǊŜmember to use it when you search for jobs 

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 on the Saved 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 result or via Jobs 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: 

¶ Posted By. In 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 Magic Mail 

(or ask for an introduction via LinkedInτbut 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 everybody will accept it before they 

know you). 

¶ Your connections at name company.  LinkedIn shows you your first- and second- degree 

contacts at this company. Again this might give the opportunity to get some background 

information and have an introduction to the right people via a Magic Mail. 

 

Actions you can take: 

¶ Apply: 

o Mandatory: 

Á Your Profile will be included, so be sure it is up to date. 

Á Choose the email address you want for the application. 

Á Add a telephone number. 

o Optional: 

Á Add a cover letter. 

Á Add a resume. If you use your LinkedIn Profile as (basis of) your resume, 

ŎƻƴǎƛŘŜǊ ǳǎƛƴƎ ǘƘŜ wŜǎǳƳŜ .ǳƛƭŘŜǊ ŀǇǇƭƛŎŀǘƛƻƴΦ {ŜŜ άChapter 18: How 

LinkedIn Provides Us With More Insights: News & LabsέΦ 

Á If you have an upgraded account, you can choose to be included in the 

Featured Applicants section at the top of the applicant list. 

¶ Save the job posting 

¶ Share the job posting Ǿƛŀ [ƛƴƪŜŘLƴΣ CŀŎŜōƻƻƪΣ ƻǊ ¢ǿƛǘǘŜǊ όƛŦ ƛǘΩǎ ƴƻǘ ǘƘŜ Ƨƻō ȅƻǳ ǿŀƴǘΣ ōǳǘ 

there are some people in your network who may be interested) 

¶ 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: 

¶ Similar jobs 

¶ People who viewed this job also viewed (other jobs) 

¶ See more jobs 

 

 Assignment: search for a job and save the search. 
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Upgrade Your Account  

LinkedIn offers 3 account types directed toward job seekers: 

¶ Job Seeker Basic 

¶ Job Seeker 

¶ Job Seeker Plus 

 

You can find them (and current pricing) via άWƻōǎκWƻō {ŜŜƪŜǊ tǊŜƳƛǳƳέ όǘƻǇ ƳŜƴǳύΦ 

 

This is an overview of the features of these account types (August 2011): 

 Job Seeker 

Basic 

Job Seeker Job Seeker 

Plus 

Get noticed by recruiters and hiring 

managers with a Job Seeker Badge (1) 

On your 

profile 

On your 

profile 

On your 

profile 

Select only $100K plus jobs with detailed 

salary information (2) 

Included Included Included 

Move to the top of the list as a Featured 

Applicant (3) 

Included Included Included 

Contact anyone directly with InMail 0 InMails  

per month 

5 InMails 

per month 

10 InMails 

per month 

Who's Viewed My Profile: Get the full list 

(but still only anonymous if this is the 

ǾƛǎƛǘƻǊΩǎ ǎŜǘǘƛƴƎύ 

Yes Yes Yes 

Get introduced to the companies you're 

targeting 

10 

outstanding  

15 

outstanding  

25 

outstanding 

Let recruiters reach you for free with 

OpenLink 

Yes Yes Yes 

 

(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 based on job-specific attributes, 

including industry, title, location, and other factors. The companies that 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 offers 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 JobsInsider 

JobsInsider 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 chances of being hired by: 

¶ Identifying people in your network or Groups who work at the company posting the job. 

¶ Offering the option to request Introductions to hiring managers and send your resume to the 

right person. 

 

JobsInsider currently works with Monster, CareerBuilder, 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 

upon browser 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 testing with 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 in [ƛƴƪŜŘLƴΩǎ ōƭƻƎ ŀǊǘƛŎƭŜ titled "LinkedIn Career Explorer: Helping College 

Graduates Find Their Career Path". 

 

LinkedIn Career Explorer will include: 

¶ Path BuilderτBuild your career path. 

¶ Recent Career Tracks. 

¶ Jobs for You. 

¶ Industry Statistics. 

¶ Featured discussions. 

¶ Books read by people on this track (Amazon reading list). 

¶ Top profiles of your school. 

¶ Expand my network (People You May Know). 

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 your network expands and you could find new opportunities. 

http://bit.ly/li-book17
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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 networking websites 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, career 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 touch with different 

companies and organizations. 

 

Conclusion of this chapter  
 

When looking for a job follow these three strategies: 

¶ Passive Strategy 

¶ Active Strategy 

¶ 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 

¶ Connect with the Career Coordinator of Your College or University 

 

 

Tip: for people who want more support in finding a new job via LinkedIn including a step-by-step 

plan, webinar access, extra tools, video tips and email support, we offer special packages. 

 

 

http://www.how-to-really-use-linkedin.com/
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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 strategies 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 attractive LinkedIn Profile Chapter 4: How To Craft an Attractive Profile 

2 Use Applications to build the Know, Like, 

Trust factor further 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

3 Use Applications as a lead generation tool 

to attract new employees 

Chapter 9: Lead Generation Tools & Visibility 

Boosters: Applications 

4 Be a member of Groups that your potential 

candidates are member of 

Chapter 6: The Heart of LinkedIn: Groups 

5 Be a member of Groups that your 

(potential) referrers are member of 

Chapter 6: The Heart of LinkedIn: Groups 

6 Create an attractive Company Profile or ask 

the person who is responsible to do this 

Chapter 17: How Organizations Can Benefit 

from LinkedIn (versus Individuals) 

7 Create a Career Page on Company Profile 

(Paid) 

Chapter 17: How Organizations Can Benefit 

from LinkedIn (versus Individuals) 

8 Upgrade your account (Paid) See below 

 

  



 

138 

 

Active Strategy  

 Ingredients Where to find pointers 

1 Post Status Updates and Like, Share or 

/ƻƳƳŜƴǘ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ {ǘŀǘǳǎ ¦ǇŘŀǘŜǎ 

Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

2 Ask for Recommendations Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

3 Share information via the Sharing 

Bookmarklet 

Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

4 Contribute to Groups: start Discussions 

ȅƻǳǊǎŜƭŦ ŀƴŘ ŎƻƳƳŜƴǘ ƻƴ ƻǘƘŜǊ ǇŜƻǇƭŜΩǎ 

Discussions 

Chapter 6: The Heart of LinkedIn: Groups 

5 Post jobs in the relevant Groups Chapter 6: The Heart of LinkedIn: Groups 

6 Contribute to Answers Chapter 10: Personal Branding, Raising Your 

Visibility and Credibility on LinkedIn 

7 Confirm your attendance via LinkedIn 

Events when available 

Chapter 11: The Power of Combining Online 

and Offline Networking: Events 

8 Start your own Group Make sure you think 

through this commitment! 

Chapter 12: The Heroes of LinkedIn: Group 

Managers 

9 Post Jobs (Paid)  See Below 

10 Do a Reference search (Paid) See Below 

 

Proactive Strategy  

 Ingredients Where to find pointers 

1 Use the 5 step basic strategy to find new 

customers 

Chapter 3: How To REALLY Use LinkedIn: a 5 

Step Basic Strategy 

2 Use the 10 strategies to find the people 

who can help you reach your goals: new 

employees or people connected to them 

Chapter 7: 10 Strategies to Find People 

Using LinkedIn 

  



 

139 

 

3 Attend offline events, whether or not 

supported by LinkedIn Events and Groups 

Chapter 11: The Power of Combining Online 

and Offline Networking: Events 

4 Give co-workers and especially future 

colleagues the tools to help you find 

candidates. Assist them to create a good 

Profile 

Chapter 17: How Organizations Can Benefit 

from LinkedIn (versus Individuals) 

5 Contact people directly via InMail (Paid), 

but remember that a Magic Mail via a 

mutual contact usually works better 

See below 

 

Extra Tips to Find New Employees via LinkedIn 
 

Post a Job on LinkedIn 

¢ƘŜ ǎƛƳǇƭŜǎǘ ǿŀȅ ǘƻ ƘŀǾŜ ǎƻƳŜƻƴŜ ƪƴƻǿ ȅƻǳ ƘŀǾŜ ŀ Ƨƻō ƻǇǇƻǊǘǳƴƛǘȅ ƛǎ ǘƻ Ǉƻǎǘ ŀ Ƨƻō Ǿƛŀ άWƻōǎέ όǘƻǇ 

ƳŜƴǳύ ŀƴŘ ǘƘŜƴ άtƻǎǘ ŀ WƻōέΦ This is a paid option; discounts are available if you buy packs. 

 

Interesting characteristics of job posts on LinkedIn: 

¶ You can choose whether or not to post your Profile on the job listing and if you do there are 

several options: 

o Hiring Manager   

o Company Employee 

o Company HR 

o Recruiting/Staffing firm 

o 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 

ǘƘŀǘ ǇŜǊǎƻƴΩǎ ǘŜŀƳ ŦŜŜƭǎ ŘƛŦŦŜǊŜƴǘ ŦǊom having a meeting with a recruiter before 

being able to talk to the people from the team itself. 

 

¶ You can choose whether to: 

o Collect applications on LinkedIn and be notified by email. 

o Direct candidates to an external site to apply. 

 

¶ When you post a job,  

o You immediately get an overview of up to 24 of the LinkedIn Profiles of the best 

possible candidates. However, these are anonymous profiles. If you want to see who 

they are and receive 10 InMails to contact them directly, you need to pay $95 extra. 
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o It is automatically posted on Twitter via @LinkedIn_Jobs, giving it extra attention. 

o It is automatically added to the Careers page on your Company Profile. 

o People can: 

Á Take action 

¶ Apply 

¶ Save it for future reference 

¶ Share it on LinkedIn, Facebook and Twitter  

¶ Follow your Company 

Á See if and how they are connected to you 

Á See if and how they are connected to your company (their first- and second-

degree contacts in your company are shown) 

 

¶ Extra benefits: 

o Since LinkedIn has a high Page Ranking in Google (meaning it is a popular website), 

Ƨƻō Ǉƻǎǘǎ ƳƛƎƘǘ ŀƭǎƻ ŀǇǇŜŀǊ ƘƛƎƘ ƛƴ DƻƻƎƭŜΩǎ ǎŜŀǊŎƘ ǊŜǎǳƭǘǎΦ 

 

After the Job is posted, you can forward it to your first-degree contacts. Ask your colleagues to do 

the same (especially the future co-workers of the candidate). 

Upgrade Your Account  

LinkedIn offers 3 account types directed toward individual recruiters: 

¶ Talent Basic 

¶ Talent Finder 

¶ Talent Pro 

 

¸ƻǳ ŦƛƴŘ ǘƘŜƳ Ǿƛŀ άWƻōǎκIƛǊƛƴƎ {ƻƭǳǘƛƻƴǎέ όǘƻǇ ƳŜƴǳύ ŀƴŘ ǘƘŜƴ ŎƭƛŎƪ ƻƴ ǘƘŜ ά/ƻƳǇŀǊŜ ŀŎŎƻǳƴǘǎέ ƭƛƴƪΦ 
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Features of these account types (August 2011): 

 Talent Basic Talent Finder Talent Pro 

Contact anyone on LinkedIn with InMail 10 InMails 

per month 

25 InMails 

per month 

50 InMails 

per month 

See expanded profiles of everyone on 

LinkedIn, even candidates outside your 

network. 

Yes Yes Yes 

Number of people in search result list 500  700  1000 

Search for top talent within your groups  Up to 50 

Groups  

Up to 50 

Groups 

Save and manage your candidate pipeline in 

Profile Organizer 

25 folders  50 folders  75 folders 

Open to active candidatesτallow people 

outside your network to contact you free 

with OpenLink 

Yes  Yes  Yes 

See names of your third-degree and Group 

connections 

First Name  Full Name 

Visibility  

Full Name 

Visibility 

Who's Viewed My Profile: Get the full list 

(but still anonymous if visitor chose that 

setting) 

Yes  Yes  Yes 

Get alerts when new candidates meet your 

criteria 

7 per week  10 per day  15 per day 

Reference Search Yes  Yes  Yes 

Advanced search filters (see table below) Premium 

Filters  

Premium + 

Talent Filters  

Premium + 

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 



 

142 

 

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 want to consider the Recruiting Solutions (and have access 

ǘƻ ǘƘŜ άwŜŎǊǳƛǘŜǊ 9ȄŎƭǳǎƛǾŜ CƛƭǘŜǊǎέύΦ wŜŀŘ ŀ ǎƘƻǊǘ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ ƻǇǘƛƻƴǎ ƛƴ άChapter 17: How 

Organizations Can Benefit from LinkedIn (versus Individualsύά ƻǊ Ǝƻ ǘƻ http://talent.linkedin.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 are following your Company. Chances are they are more interested 
in working for your company than others. 

2. LŦ ȅƻǳ Řƻ ŎŀƳǇǳǎ ǊŜŎǊǳƛǘƳŜƴǘΣ ǳǎŜ άLƴǎƛƎƘǘŦǳƭ ǎǘŀǘƛǎǘƛŎǎέ ǘƻ ŘƛǎŎƻǾŜǊ ǿƘŀǘ ǘƻǇ ǳƴƛǾŜǊǎƛǘƛŜǎ 
your current employees attended. Since many people retain ties with their former university 
ƻǊ ŎƻƭƭŜƎŜ ȅƻǳǊ ŎǳǊǊŜƴǘ ŜƳǇƭƻȅŜŜǎ ƳƛƎƘǘ ōŜ ȅƻǳǊ ŀƳōŀǎǎŀŘƻǊǎΣ ŜǾŜƴ ƛŦ ƛǘΩǎ Ƨǳǎǘ ǿƛǘƘ ŀ 
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 where you 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 job on SimplyHired. When 

someone is searching for a job via LinkedIn and there are 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, there is ŀƭǿŀȅǎ ǘƘŜ ƭƛƴƪ ά{ŜŜ ƳƻǊŜ Ƨƻōǎ ŦǊƻƳ 

{ƛƳǇƭȅ IƛǊŜŘ ǘƘŀǘ Ŧƛǘ ǘƘŜǎŜ ŎǊƛǘŜǊƛŀέΦ Wƻōǎ ŦǊƻƳ Ƨƻō ƭƛǎǘƛƴƎǎ ƻǳǘǎƛŘŜ [ƛƴƪŜŘLƴ ǿƛƭƭ ōŜ ǎƘƻǿƴ ƘŜǊŜ ǘƻ ƎƛǾŜ 

job seekers extra opportunities. 

Another reason to have a presence on SimplyHired is that other websites use the jobs posted on 

SimplyHired to show jobs on their website. 

 

Remark: SimplyHired listings do not appear on the Careers page of your Company Profile. 

http://talent.linkedin.com/
http://www.simplyhired.com/
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If you want to watch a small video about how SimplyHired and LinkedIn work together, 

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools LibraryέΦ 

 

 

Conclusion of this chapter  
 

LinkedIn provides recruiters with a number of ways to find new employees: 

¶ Passive Strategy 

¶ Active Strategy 

¶ Proactive Strategy 

In addition to these strategies you also learned a couple of extra tips: 

¶ Post a Job on LinkedIn 

¶ Upgrade Your Account 

¶ Use Your Company Profile 

¶ Be Present on SimplyHired.com 

 

 

Tip: for people who want more support in finding new employees via LinkedIn  

including a step-by-step plan, webinar access, extra tools, video tips and email support,  

we offer special packages. 

 

http://www.how-to-really-use-linkedin.com/
http://www.how-to-really-use-linkedin.com/
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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 

ŀƴŘ ǘŜŀƳǎ ǘƻ ά²Ƙŀǘ Ŏŀƴ ǿŜ Řƻ ǿƛǘƘ [ƛƴƪŜŘLƴ ŀǎ ŀ ǿƘƻƭŜ ŎƻƳǇŀƴȅέ ǘƘƛǎ ŎƘŀǇǘŜǊ ǿƛƭƭ examine that 

question. 

Many organizations (both profit and not-for-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. We have seen 

ƛƴŘƛǾƛŘǳŀƭ ŀƴŘ ǘŜŀƳ ¦{9 ƻŦ [ƛƴƪŜŘLƴ όƴƻǘ ƳŜǊŜ ǇǊŜǎŜƴŎŜύ ƳƻǾŜ ƛƴǎƛŘŜ ǘƘŜ ά9ŀǊƭȅ aŀƧƻǊƛǘȅέ ǇŀǊǘ ƻŦ ǘƘŜ 

curve (although remaining at the beginning). Organizations who have integrated LinkedIn 

companywide are leading in the Innovators/Early Adopters stage. 

 

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, the management needs begin with the co-workers. In other words: the 

co-workers form the first-degree network and the external stakeholders (customers, suppliers, 

partners, media, government, etc.) are the second-degree network of the management. 

 

In the past, few 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. 

 

For ŜȄŀƳǇƭŜΥ ƭŜǘΩǎ ŀǎǎǳƳŜ ŀƴ ƻǊƎŀƴƛȊŀǘƛƻƴ Ŏƻƴǎƛǎǘǎ ƻŦ млл ŜƳǇƭƻȅŜŜǎΣ ƛƴŎƭǳŘƛƴƎ р ǎŀƭŜǎ 

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 have 95 extra (passive) 

sales people and 99 extra (passive) recruiters. 

 

As a consequence, the management teamτincluding marketing and recruitingτwill need to 

SUPPORT ALL co-workers in searching for new customers and employees, instead of developing a 

SEPARATE marketing 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 co-workers and will communicate with external stakeholders via the Profiles and 

actions of all employees. 

 

!ǎ ŀ ŦǳǊǘƘŜǊ ŎƻƴǎŜǉǳŜƴŎŜΣ ƳŀƴŀƎŜǊǎ ǿƛƭƭ ōŜ ŦƻǊŎŜŘ ǘƻ ŀōŀƴŘƻƴ ǘƘŜ ǘǊŀŘƛǘƛƻƴŀƭ ŀǇǇǊƻŀŎƘ ƻŦ άōǊǳǘŜ 

ŦƻǊŎŜέΦ LƴǎǘŜŀŘ ǘƘŜȅ ǿƛƭƭ ƴŜŜŘ ǘƻ Lb±L¢9 ǘƘŜƛǊ Ŏƻ-workers to cooperate for a bigger goal. They will 

need to develop materials to support their co-ǿƻǊƪŜǊǎ ǘƻ ōŜ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ŀƳōŀǎǎŀŘƻǊǎ ŀƴŘ ƎƛǾŜ 

them insights why this is important for all co-workers in the entire organization. 

Trust Becomes Even More Important  

Connecting via other people requires giving up controlτmost companies are afraid to do so. This is 

something new, few management teams have ever done this before. Many worry what their 

ŜƳǇƭƻȅŜŜǎ ƳƛƎƘǘ ŘƻΦ !ƴŘ ƛǎƴΩǘ ƛǘ ƛƴǘŜǊŜǎǘƛƴƎ ǘƘŀǘ ǘƘƛǎ ŘƛǎŎǳǎǎƛƻƴ ŀƭǿŀȅǎ ŎŜƴǘŜǊǎ ŀǊƻǳƴŘ ǘƘŜ ƘŀǊƳ ǘƘŀǘ 

can be done, never the good? But times ŀǊŜ ŎƘŀƴƎƛƴƎΦ [ŜǘΩǎ ƭƻƻƪ ŀǘ ŀƴ ŀǊǘƛŎƭŜ ŦǊƻƳ WŀƴΩǎ ōƭƻƎ (feel 

free to comment): 

 

ά.ŜƛƴƎ ǎǳŎŎŜǎǎŦǳƭ ǿƛǘƘ ǎƻŎƛŀƭ ƳŜŘƛŀ ǎǘŀǊǘǎ ǿƛǘƘ ŎǊŜŀǘƛƴƎ ŀ ǎǳǇǇƻǊǘƛǾŜ ǿƻǊƪƛƴƎ ŜƴǾƛǊƻƴƳŜƴǘ ƛƴ ǿƘƛŎƘ 

people are empowered and trusted. Only 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 pub. Now it is visible also on the Internet. This shift makes 

ƻǊƎŀƴƛȊŀǘƛƻƴǎ ǘƘŀǘ ǘŜƴŘ ǘƻ ōŜ ƘƛŜǊŀǊŎƘƛŎŀƭ ƻǊ άŘƛŎǘŀǘƻǊƛŀƭέ ƴŜǊǾƻǳǎΦ ¢ƘŜȅ ŦŜŀǊ ǘƘŜȅ ŀǊŜ ƭƻǎƛƴƎ ŎƻƴǘǊƻƭ 

ƻǾŜǊ ǘƘŜƛǊ άǎƭŀǾŜǎέΦ 

LinkedIn and other social media invite organizations to look internally and develop human 

relationships first. Organizations are challenged to rethink why these people are working together 

http://bit.ly/li-book18
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and how the talents of each individual can be recognized and developed for the greater good of the 

organization. 

Lƴ ƻǘƘŜǊ ǿƻǊŘǎΣ ǘƘŜ άƴŜǿέ ƳŜŘia invite us to connect with each other as the wonderful, talented, and 

inspired human beings we are and to encourage each other to live up to our potential. 

!ƴŘ ƛǎƴΩǘ ǘƘŀǘ ǿƘŀǘ ƛǘ Ƙŀǎ ŀƭǿŀȅǎ ōŜŜƴ ŀƴŘ ŀƭǿŀȅǎ ǿƛƭƭ ōŜ ŀōƻǳǘΚέ 

 

Trust also plays another role. When 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 accomplish, but with social media in general and LinkedIn within 

professional environments it becomes easier. 

Before You Start Your Organizational LinkedIn Strategy  

wŜƳŜƳōŜǊ ǘƘŀǘ ȅƻǳ ŎŀƴΩǘ ŦƻǊŎŜ ŀƴȅƻƴŜ ƻƴ [ƛƴƪŜŘLƴ ǘƻ Řƻ ŀƴȅǘƘƛƴƎ ŦƻǊ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴΦ {ƻƳŜƻƴŜΩǎ 

LinkedIƴ tǊƻŦƛƭŜ ƛǎ Ƙƛǎ ƻǊ ƘŜǊ ƻǿƴ άǇǊƻǇŜǊǘȅέ ŀƴŘ ŘƻŜǎ ƴƻǘ ōŜƭƻƴƎ ǘƻ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴΦ wŀǘƘŜǊΣ ȅƻǳ 

need to invite them and support them. 

Create materials to help your co-workers and facilitate opportunities for them to be authentic 

ambassadors for the organization via their Profiles and actions on LinkedIn. 

In this chapter we will focus on two kinds of goals: attracting more customers and finding new 

employeesτthe two critical issues for most organizations. 

 

 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 

level 

¶ Company Profile ¶ Advertising Solutions 

¶ Recruiting Solutions 

 

Level of a major 

representative of 

an organization 

(CEO, 

spokesperson, 

etc.) 

¶ Personal Profile 

¶ Use Applications 

in Personal 

Profile 

¶ Status Updates  

Employee level ¶ Personal Profile 

¶ Use Applications 

in Personal 

Profile 

¶ Group Managers of 

internal and alumni 

Groups or external Groups 

¶ Active member of internal 

and external Groups 

¶ Contribute to Answers 

¶ Status Updates 

¶ Share information 

¶ Attend events and use 

LinkedIn Events 

¶ Project Managers: 

find project 

members 

¶ Sales: find new 

customers 

¶ Recruiting: find 

new employees 

¶ Everybody: find 

internal and 

external expertise 

 

In this multidimensional model, some actions can be taken on an organizational level, some by 

άƳŀƧƻǊ ǊŜǇǊŜǎŜƴǘŀǘƛǾŜǎέ ƭƛƪŜ ǘƘŜ /9h ƻǊ ǎǇƻƪŜǎǇŜǊǎƻƴΣ ŀƴŘ Ƴƻǎǘ ōȅ ǘƘŜ Ŏƻ-workers. The largest 

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 will find a reference to them) only new 

information will be shared here.  
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Strategy 1: Your Company Profile 
 

[ŜǘΩǎ ǎǘŀǊǘ ǿƛǘƘ ŀ ǘƻƻƭ ǘƘŀǘ ƛǎ ǎǘƛƭƭ άŎƻƳŦƻǊǘŀōƭŜέ ŦƻǊ Ƴƻǎǘ ƳŀǊƪŜǘŜǊǎ ŀƴŘ ǊŜŎǊǳƛǘŜǊǎΥ ǘƘŜ [ƛƴƪŜŘLƴ 

Company Profile. The comfort arises from the degree of control over it. 

We advise you to pay close attention to the Company Profile pages. They might become very 

ƛƳǇƻǊǘŀƴǘ ƛƴ ǘƘŜ ŦǳǘǳǊŜΦ bƻǿŀŘŀȅǎΣ ŦŜǿ ǇŜƻǇƭŜ ŀǊŜ ǾƛǎƛǘƛƴƎ ǘƘŜǎŜ ǇŀƎŜǎ ōŜŎŀǳǎŜ Ƴƻǎǘ ŘƻƴΩǘ ƪƴƻǿ ƻŦ 

their existence yet. But in a few years these pages may well attract many more people and could 

rank higher in search enginesτattracting even more people. 

Company Profile: Overview Page  

Overview is the page on the Company Profile over which you have the least control. Most of the 

content on this page, and its sub pages, comes from the LinkedIn Profiles of the people who are 

current or former workers in your organization. 

 

¸ƻǳ 5h ƘŀǾŜ ŎƻƴǘǊƻƭ ƻǾŜǊ όǾƛŀ ά!ŘƳƛƴ ¢ƻƻƭǎέύΥ 

¶ Company Description. Make it interesting and appealing without turning it into a sales pitch. 
Your co-workers link to this description with their personal LinkedIn Profiles. Make sure they 
feel comfortable to share this information with their contacts. 
 

¶ Company Specialties. A few key words will help people find your Company Profile when they 
search using these words. 
 

¶ Twitter ID. ¢ƘŜ ¢ǿŜŜǘǎ ŦǊƻƳ ȅƻǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ¢ǿƛǘǘŜǊ ŀŎŎƻǳƴǘ όƻǊ ǘƘŜ ƻƴŜ ȅƻǳ ƘŀǾŜ ƭƛƴƪŜŘύ 
will be shown. 
 

¶ Blog postsΦ ¸ƻǳǊ ŎƻƳǇŀƴȅΩǎ ōƭƻƎ Ǉƻǎǘǎ ǿƛƭƭ ŀǳǘƻƳŀǘƛŎŀƭƭȅ ōŜ ŘƛǎǇƭŀȅŜŘ ŜŀŎƘ ǘƛƳŜ ŀ ƴŜǿ ōƭƻƎ 
post appears. 
 

¶ News about your 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. 
 

¶ Practical details like 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 

same email 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 exist a first-degree 

connection with the people you want to assign as the administratoǊǎΣ ōǳǘ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭǎ ŘƻƴΩǘ ƴŜŜŘ 

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 

¢Ƙƛǎ ǇŀƎŜ Ŏŀƴ ƻƴƭȅ ōŜ άŀŎǘƛǾŀǘŜŘέ ǿƘŜƴ ȅƻǳ Ǉƻǎǘ ŀ Ƨƻō ƻƴ [ƛƴƪŜŘLƴ ƻǊ ȅƻǳ ōǳȅ ŀ άtǊŜƳƛǳƳ /ŀǊŜŜǊǎ 

tŀƎŜέΦ 

tƻǎǎƛōƛƭƛǘƛŜǎ ǿƛǘƘ ŀ άtǊŜƳƛǳƳ /ŀǊŜŜǊǎ tŀƎŜέ όƛƴŦƻǊƳŀǘƛƻƴ ŦǊƻƳ ǘƘŜ [ƛƴƪŜŘLƴ ǿŜōǎƛǘŜύΥ 

¶ Deliver a custom experience: 

o Your content adapts to viewers, based on their LinkedIn profiles. 

o Job seekers see jobs tailored to their backgrounds. 

o You control and update content. 

¶ 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 Detailed analytics show you who are engaging with your brand. 

 

 

¢ƻ ŜȄǇŜǊƛŜƴŎŜ ǿƘŀǘ ŀ tǊŜƳƛǳƳ /ŀǊŜŜǊ tŀƎŜ ƳƛƎƘǘ ƭƻƻƪ ƭƛƪŜΣ Ǝƻ ǘƻ [ƛƴƪŜŘLƴΩǎ ƻǿƴ Careers Page. 

 

 

Company Profile: Products & Services  

LinkedIn offers you the opportunity to showcase your products & servicesτfor free! 

 

First, you create an overview page and then add a separate page for each product and service. 

 

Overview page 

¶ Title, Description and Picture: 

o Title: free text 

o Description: free text as well 

o Photo: ǿƛƭƭ ōŜ ŀǳǘƻƳŀǘƛŎŀƭƭȅ ŎƻǇƛŜŘ ŦǊƻƳ ǘƘŜ άƳŀƛƴέ hǾŜǊǾƛŜǿ tŀƎŜ 

 

¶ Banners: you can add up to 3 banners to showcase a product or service. 

 

¶ Feature Specific Products or Services: you can promote up to 5 products and services. 

 

¶ YouTube: provide a title and a YouTube URL and the video will be shown on the overview 

page. This is easier than the work-around 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 (instead of a commercial). 

 

¶ Disclaimer: you can add a disclaimer. 

http://linkd.in/li-book19
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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 assistant from New 

York will see different products and services from ones offered to a HR manager from South Africa. 

¸ƻǳ Řƻ ǘƘƛǎ ±ƛŀ ά!ŘƳƛƴ ¢ƻƻƭǎέ ǿƛǘƘƛƴ tǊƻŘǳŎǘǎ ϧ {ŜǊǾƛŎŜǎΦ 

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 first-degree network) 

¶ Promotion (title, URL, description): we suggest that you add a video with tips or other 

information to build the Know, Like, Trust factor instead of a commercial! 

¶ 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. 

 

²Ŝ ƭƛƪŜ ǘƘŜǎŜ ŀŘŘƛǘƛƻƴŀƭ άtǊƻŘǳŎǘǎέ ŦŜŀǘǳǊŜǎ ōŜŎŀǳǎŜ people can write recommendations about 

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 everybody 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 Coach, benefits 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 benefit us as a company since their network is notified via Network Updates. So if you like this 

book, please leave us a recommendation. 

 

You can ask via LinkedIn for products/services recommendations. However, just as with a personal 

ǊŜŎƻƳƳŜƴŘŀǘƛƻƴΣ ŀ ƳƻǊŜ ǇŜǊǎƻƴŀƭ ŀǇǇǊƻŀŎƘ ƛǎ ƳƻǊŜ ǎƛƎƴƛŦƛŎŀƴǘΦ wŜŀŘ άChapter 10: Personal 

Branding, Raising Your Visibility and Credibility on LinkedInέΦ 

 

 

To watch a small video about the Products & Service page of the Company Profile, 

Ǝƻ ǘƻ ǘƘŜ άVideo & Tools Libraryέ. 

 

http://linkd.in/li-book22
http://www.how-to-really-use-linkedin.com/
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Company Profile: Analytics Page  

On this page you can find analytics about the people who have visited one or more of the Company 

Profile pages. 

 

You see following data: 

¶ Page Views: All page views, Overview, Careers, Products & Services 

¶ Unique Visitors: All page views, Overview, Careers, Products & Services 

¶ Clicks Products & Services: Contact Employees, Promotional Banners, Special Promotional 

Links 

¶ Evolution of members following your Company 

¶ Member visits: Industry, Function, Company (especially this last one might be interesting 

ŀƭǘƘƻǳƎƘ ȅƻǳ ŘƻƴΩǘ ǊŜŎŜƛǾŜ ŀƴȅ ƻǘƘŜǊ ƛƴŦƻǊƳŀǘƛƻƴύ 

The Analytics tab is visible only to Company Page administrators. 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 face ŀ ŎƘŀƭƭŜƴƎŜ ǿƛǘƘ [ƛƴƪŜŘLƴ /ƻƳǇŀƴȅ tǊƻŦƛƭŜǎΥ ά5ƻ ǿŜ ƘŀǾŜ ƻƴŜ /ƻƳǇŀƴȅ 

tǊƻŦƛƭŜ ŦƻǊ ŀƭƭ ŎƻǳƴǘǊƛŜǎ ƻǊ ŀ ǎŜǇŀǊŀǘŜ ƻƴŜ ǇŜǊ ŎƻǳƴǘǊȅΚέ 

The advantage of having one Company Profile worldwide is that is the identity of the company is 

clear. This simplifies communication with co-workers, customers, suppliers, partners, potential new 

employees, etc. As a co-worker 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 becomes to appeal 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 set aside? 

One solution is to create two Company Profiles: one for the international parent company and one 

for the local organization. 

²ƘŜƴ ȅƻǳ ǿŀƴǘ ǘƻ ǳǎŜ [ƛƴƪŜŘLƴΩǎ wŜŎǊǳƛǘƛƴƎ {ƻƭǳǘƛƻƴǎ όǎŜŜ ƴŜȄǘ ǎǳōŎƘŀǇǘŜǊύ ƛǘ ƛǎ ŜǎǇŜŎƛŀƭƭȅ ƛƳǇƻǊǘŀƴǘ 

that all employees are linked to the same Company Profile(s). Most recruiting is done country-by-

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  
 

To reap the benefits of all co-ǿƻǊƪŜǊǎΩ ŀƳōŀǎǎŀŘƻǊǎƘƛǇ ǘƘǊƻǳƎƘ [ƛƴƪŜŘLƴΣ ŜȄŎŜƭƭŜƴǘ ƛƴǇǳǘ ŦƻǊ ǘƘŜƛǊ 

[ƛƴƪŜŘLƴ tǊƻŦƛƭŜǎ ƛǎ ǊŜǉǳƛǊŜŘΦ !ƎŀƛƴΣ ŦƻǊŎƛƴƎ ǘƘƛǎ ǿƻƴΩǘ ǿƻǊƪΣ ōǳǘ Ƴŀƴȅ ǇŜƻǇƭŜ ŀǊŜ ǇƭŜŀǎŜŘ ǘƻ ŀccept 

ǎǳƎƎŜǎǘƛƻƴǎ ŦƻǊ ǘƘŜƛǊ [ƛƴƪŜŘLƴ tǊƻŦƛƭŜǎΦ Lƴ ƻǳǊ ǘǊŀƛƴƛƴƎ ŎƻǳǊǎŜǎ Ƴŀƴȅ ǇŀǊǘƛŎƛǇŀƴǘǎ ŘƻƴΩǘ ŜǾŜƴ ƪƴƻǿ 

where to start and are relieved to be offered help from the marketing or recruiting department! 

Websites 

We advise using the websites on the Profile of the employees in the following way: 

1. Website 1: link to the home page of the website of the organization (for example: 
www.company-abc.com) using the same description for all co-workers. Remember to use the 
άhǘƘŜǊέ ŦǳƴŎǘƛƻƴ ǘƻ ŀŘŘ ǘƘŜ ŘŜǎŎǊƛǇǘƛƻƴΦ 

2. Website 2: link to the job website or the job page on the website of the organization, using 
the same description for all co-ǿƻǊƪŜǊǎΦ !ƎŀƛƴΣ ǳǎŜ ǘƘŜ άhǘƘŜǊέ ŦǳƴŎǘƛƻƴΦ 

3. ²ŜōǎƛǘŜ оΥ άŦǊŜŜέ ƭƛƴƪ. This can be used to link to a blog, a personal website, or a specific 
pagŜ ƻƴ ǘƘŜ ǿŜōǎƛǘŜ ƻŦ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴ ǘƘŀǘ ǊŜƭŀǘŜǎ ǘƻ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭΩǎ ƧƻōΦ CƻǊ ŜȄŀƳǇƭŜΥ 
www.company-abc.com/products/copiers.html for an account executive in the department 
for copiers. 

Summary and Specialties  

Remember the difference between Summary and Specialties. In Specialties you find jargon, 

ŀōōǊŜǾƛŀǘƛƻƴǎΣ ŀƴŘ άǘŜŎƘ ǘŀƭƪέΦ ¦ǎŜ {ǳƳƳŀǊȅ ǘƻ ŜȄǇƭŀƛƴ ǿƘŀǘ ȅƻǳ Řƻ ƛƴ ǿƻǊŘǎ ǘƘŀǘ ŜǾŜǊȅōƻŘȅ Ŏŀƴ 

understand, whatever their background. 

 

Remember our advice for the three blocks for the Summary: 

1. Block 1: one paragraph about the organization that is the same for all co-workers. 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 personal 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 a consistent image as an organization, prepare the first block well. Also, provide 

ŜǾŜǊȅōƻŘȅ ǿƛǘƘ ŜȄŀƳǇƭŜǎ ŦƻǊ ǘƘŜ н ƻǘƘŜǊ ōƭƻŎƪǎΦ aŀƴȅ ǇŜƻǇƭŜ ǎǳŦŦŜǊ ǿǊƛǘŜǊΩǎ ōƭƻŎƪ ǿƘŜƴ ǎǘŀǊƛƴƎ ŀǘ ŀ 

blank page. 
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Applications  

!ǎ ȅƻǳ ŎƻǳƭŘ ǊŜŀŘ ƛƴ άChapter 9: Lead Generation Tools & Visibility Boosters: ApplicationsέΣ 

Applications are amazing tools for lead generation. If you are working for a large organization, think 

about what they could do for your company! 

 

First, make sure you (or your marketing or recruitment team) assemble the information for your 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 documents that build the Know, Like, Trust factor: 

¶ 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 leaving their email address, chatting with a representative, or anything 

else). 

¶ Your co-workers will be more likely to add interesting content to their LinkedIn Profile than a 

marketing brochure. 

 

For example: 

¶ Have them link your company blog to their LinkedIn Profile 

¶ 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 from co-workers  

¶ PDFs, Word documents, or MindMaps, with tips or job openings (for Box.net) 

 

To achieve the most success, create an overview with tips, a Profile template, and a list of co-workers 

who have already modified their Profile. Present this information to the rest of the organization. The 

easier you make it for them the better and faster they will cooperate. 

 

 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 people to a website where they need 

to sign up for more free information. 

These are some helpful resources: 

¶ LŦ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ŀ ǿŜōǎƛǘŜ ȅŜǘΣ ƭƻƻƪ ŀǘ Godaddy. They offer domain names, hosting, and 

servers at a low price.  

¶ To build your database and send them automated emails (this is called autoresponders), take 

a look at Kickstartcart ŀƴŘ ƭƻƻƪ ōŜȅƻƴŘ ǘƘŜ ŦƛǊǎǘ ƻǳǘŘŀǘŜŘ ǇŀƎŜΦ LǘΩǎ ŀ ǾŜǊȅ ǳǎŜŦǳƭ ǘƻƻƭΦ hǊ ǳǎŜ 

Aweber. These websites also offer integrated payment solutions. 

http://bit.ly/li-book-70
http://bit.ly/li-book27
http://bit.ly/li-book24
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¶ If you only want to sell something on your website, use PayPal. 

¶ If you need help to make documents, slideshows, video or other ways of content, use Elance. 

It is a market place for freelancers. 

¶  To take it a step further and host a webinar to share tips like we do in our free LinkedIn 

Fundamentals webinar and our (paid) LinkedIn Steps to Success webinar series, use a tool 

like GoToWebinar (follow the link for a 30 day trial). 

¶ LŦ ȅƻǳ ǿŀƴǘ ǘƻ ǊŜŎƻǊŘ ǘƛǇǎ ǘƻ ǎƘŀǊŜ ƻƴ ȅƻǳǊ ŎƻƳǇǳǘŜǊ ǎŎǊŜŜƴ όƭƛƪŜ ǿŜ Řƻ ƛƴ ǘƘŜ ά±ƛŘŜƻ ϧ ¢ƻƻƭǎ 

LibrarȅέύΣ ǳǎŜ Camtasia for Windows or Mac or IShowU for Mac.  

¶ Take it a few steps further and self-publish a booklet or even a book or CD, look at 

CreateSpace, it is part of Amazon. 

 

3ÔÒÁÔÅÇÙ χȡ )ÍÐÒÏÖÅ ÙÏÕÒ /ÒÇÁÎÉÚÁÔÉÏÎȭÓ 6ÉÓÉÂÉÌÉÔÙ ÁÎÄ !ÔÔÒÁÃÔ -ÏÒÅ 

Customers or Employees via Actions on LinkedIn 
 

When you have created a Company Profile and all co-workers (or at least the ones who WANT to be 

ȅƻǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ŀƳōŀǎǎŀŘƻǊύ ƘŀǾŜ ŀƴ ŀǘǘǊŀŎǘƛǾŜ tǊƻŦƛƭŜ ȅƻǳ ƘŀǾŜ ŎƻƳǇƭŜǘŜŘ ǘƘŜ ŦƛǊǎǘ ǎǘŜǇτthe 

passive phase. 

Now go to the next level and ask them to become active as well.  

Again we recommend preparing for this. 

When you want the world to know something, like a new job opening or a new blog post with great 

ǘƛǇǎΣ ŎǊŜŀǘŜ ǘƘŜ ŎƻǇȅ ŦƻǊ ǘƘŜ ά{ǘŀǘǳǎ ¦ǇŘŀǘŜέ ŀƴŘ ŀǎƪ όŀ ǎŜƭŜŎǘƛƻƴ ƻŦύ ȅƻǳǊ Ŏƻ-workers to post this 

Status Update and use it as a Tweet as well. 

Tip: provide a link to your website, using a URL shortener like 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 

ǎƻƳŜƻƴŜΩǎ tǊƻŦƛƭŜ ŀǎ ǿŜƭƭΦ ¢Ƙƛǎ ƳŀƪŜǎ ƛǘ more appealing to read. 

 

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 potential 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 

ǘƘŜ άƴŀǘǳǊŀƭέ ƴŜǘǿƻǊƪ ƻŦ ǘƘŜ profiles they are looking for. For example, 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 help from future colleagues of the profile you are viewing. If you are 

http://bit.ly/li-book28
http://bit.ly/li-book43
http://bit.ly/li-book72
http://bit.ly/li-book32
http://bit.ly/li-book39
http://bit.ly/li-book41
http://tinyurl.com/
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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  

Applications 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 

[ƛƴƪŜŘLƴύΦ [ŜǘΩǎ ƭƻƻƪ ŀǘ ǎƻƳŜ ƴǳƳōŜǊǎ ǘƻ ǎŜŜ ǿƘŀǘ ǘƘƛǎ ƭŜǾŜǊŀƎŜ factor might be. 

 

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 there is 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 when a new article is posted on the blog. 

 

LŦ ȅƻǳ ŀǊŜ ǘƘŜ ƻƴƭȅ ǇŜǊǎƻƴ ǿƻǊƪƛƴƎ ƛƴ ȅƻǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴΣ ǘƘŜ άƭŜǾŜǊŀƎŜ ŦŀŎǘƻǊέ ƛǎ ǎƳŀƭƭΥ м ōƭƻƎ Ǉƻǎǘ ƛǎ 

ǎƘƻǿƴ ƻƴ м [ƛƴƪŜŘLƴ tǊƻŦƛƭŜ ŀƴŘ ƻƴ м /ƻƳǇŀƴȅ tǊƻŦƛƭŜΦ [ŜǘΩǎ ŀǎǎǳƳŜ ŀ ǇŜǊǎƻƴ Ƙŀǎ ƻƴ ŀǾŜǊŀƎŜ рл 

connections on LinkedIn 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 have to do ǘƘƛǎ ƻƴƭȅ ƻƴŎŜύ ǘƘŜ άƭŜǾŜǊŀƎŜ ŦŀŎǘƻǊέ ǊŜŀŎƘŜǎ олΣрллΥ 

¶ 1,000 colleagues times 30 connections = 30,000 

¶ 500 people following the Company Profile = 500 

 

hŦ ŎƻǳǊǎŜΣ ǘƘƛǎ ƛǎ ǘƘŜƻǊŜǘƛŎŀƭΦ bƻǘ ŜǾŜǊȅƻƴŜ ǊŜŀŘǎ ǘƘŜ ōƭƻƎ Ǉƻǎǘǎ ƻƴ ǘƘŜƛǊ ŎƻƴƴŜŎǘƛƻƴǎΩ ǇǊƻŦƛƭŜǎΦ 

 

But you can increase the likelihood: 

¶  Ask everybody to mention the blog post in a Status Update. 

¶  Ask people who have a Twitter account to mention it there as well. 

¶  Ask (a select group of) people to post it as a Discussion in the Groups. 

 

Remark: people will only take 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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[ŜǘΩǎ ŀǎǎǳƳŜ ǘƘŀǘΥ 

¶ 100 people share the post via a LinkedIn Status Update times 30 connections: 3,000 extra 

potential views. 

¶ 50 people share it via their Twitter account times 30 followers: 1,500 extra potential views. 

¶ 50 people share it via a post in a LinkedIn Discussion with a membership of 1,000 people per 

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 higher in Google. 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 who write one blog post per year)! 

The Leverage factor might also apply to solo entrepreneur 

LŦ ȅƻǳ ŀǊŜ ŀ ǎƻƭƻ ŜƴǘǊŜǇǊŜƴŜǳǊΣ ȅƻǳ Ƴŀȅ ŦŜŜƭ ǘƘƛǎ ŘƻŜǎƴΩǘ ǿƻǊƪ ŦƻǊ ȅƻǳΦ 

Remember that the power of networking is in the second degree and you can utilize this by blogging 

in a business environment. 

 

These are the steps to take 

¶ Define your target group. 

¶ Research other suppliers to this target group. 

¶ Invite them to start a blog TOGETHER. 

¶ aŀƪŜ ŀ ƭƛǎǘ ƻŦ ǘƻǇƛŎǎ ŀƴŘ ǿƘƻΩǎ ƎƻƛƴƎ ǘƻ ǿǊƛǘŜ ŀōƻǳǘ ǿƘƛŎƘ ǘƻǇƛŎΦ 

¶ Make a timeline and make sure the team has a blog post at least every week. 

 

Advantages: 

¶ ¸ƻǳ ŘƻƴΩǘ ƘŀǾŜ ǘƻ ǿǊƛǘŜ ƳǳŎƘ ȅƻǳǊǎŜƭŦΦ CƻǊ ŜȄŀƳǇƭŜΥ ƛŦ ǘƘŜǊŜ ŀǊŜ р ŎƻƴǘǊƛōǳǘƻǊǎΣ ŜŀŎƘ ƻŦ ȅƻǳ 

has to write only 10 blog posts a year! 

¶ ¸ƻǳ ōŜƴŜŦƛǘ ŦǊƻƳ ŜŀŎƘ ƻǘƘŜǊΩǎ ƴŜǘǿƻǊƪΥ ǘƘŜƛǊ ƴŜǘǿƻǊƪ will read the post and you will be 

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, LinkedIn Status 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 more than others. 

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 

ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ƴŜŜŘǎΦ 

Why an Attractive Profil e is Necessary for CEOs, C-Level Executives and 

Spokespeople 

IŀǾƛƴƎ ŀƴ ŀǘǘǊŀŎǘƛǾŜ [ƛƴƪŜŘLƴ tǊƻŦƛƭŜ ŦƻǊ /9hΩǎΣ /-level executives and spokespeople is essential for 

marketing and PR reasons! 

 

Today, when CEOs, General Managers, other chief executives and board members 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 already-mentioned tips from a marketing or PR point of view?  

¶ ! {ƭƛŘŜ{ƘŀǊŜ ǇǊŜǎŜƴǘŀǘƛƻƴ ǿƛǘƘ ǘƛǇǎ ǎƘƻǿƛƴƎ ǘƘŜƛǊ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ŜȄǇŜǊǘƛǎŜΦ 

¶ The books they are reading via the Amazon Reading List (this adds a personal flavor to the 

Profile). 

¶ A SlideShare presentation with their personal point of view or strategy that can be shared 

with the outside world. 

¶ Box.net files application: share their notes, articles or interviews. 

¶ 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 Know, Like, and Trust factor. 
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Why an Attractive Profile is Necessary for All Managers  

²Ŝ ŀǎǎǳƳŜ ȅƻǳ ƴƻǿ ǳƴŘŜǊǎǘŀƴŘ ǿƘȅ /9hΩǎ ƘŀǾŜ ǘƻ ƘŀǾŜ ŀƴ ŀǘǘǊŀŎǘƛǾŜ [ƛƴƪŜŘLƴ tǊƻŦƛƭŜΦ .ǳǘ ǿƘŀǘ 

ŀōƻǳǘ ƻǘƘŜǊ ƳŀƴŀƎŜǊǎΚ [ŜǘΩǎ ƭƻƻƪ ŀǘ ŀ ǊŜǉǳŜǎǘ ŦǊƻƳ ƻƴŜ ƻŦ ƻǳǊ ŎǳǎǘƻƳŜǊǎΦ 

A telecom company asked us to present a LinkedIn workshop for their managers only for the purpose 

of creating an attractive personal LinkedIn Profile. 

.ǳǘ ǿƘŀǘ ǿŀǎ ŘƛŦŦŜǊŜƴǘΣ ƛǎ ǘƘŀǘ ǘƘŜȅ ŘƛŘƴΩǘ ǿŀƴǘ ǘƻ ƭŜŀǊƴ Ƙƻǿ ǘƻ ŀǘǘǊŀŎǘ ƴŜǿ ŎǳǎǘƻƳŜǊǎΣ ƴŜǿ 

employees, new partners, 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. 

²ƘŜƴ ŀǎƪŜŘ ǿƘȅ ǘƘŜȅ ŘƛŘƴΩǘ ǿŀƴǘ ǘƘŜ ǳǎǳŀƭ ǘƻǇƛŎǎΣ ŀƴŘ ǿƘȅ ƛǘ ǿŀǎ so important to have good 

[ƛƴƪŜŘLƴ tǊƻŦƛƭŜǎΣ ǘƘŜ ŀƴǎǿŜǊ ǿŀǎΥ ά¢ƘŜǎŜ ŀǊŜ ƳŀƴŀƎŜǊǎ ŦǊƻƳ ƻǳǊ L¢ ŘŜǇŀǊǘƳŜƴǘ ǿƘƻ ŘƻƴΩǘ ƘŀǾŜ ǘƻ 

find new customers, suppliers, partners or investors and who are not in an outplacement program. 

The reason why they need to have an excellent LinkedIn Profile, is that potential employees check 

ƻǳǊ ƳŀƴŀƎŜǊǎΩ [ƛƴƪŜŘLƴ tǊƻŦƛƭŜǎ ōŜŦƻǊŜ ŜǾŜƴ ŎƻƴǎƛŘŜǊƛƴƎ ŀǇǇƭȅƛƴƎ ŦƻǊ ŀ Ƨƻō ǿƛǘƘ ǳǎΦά 

 

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: 

¶ Create an attractive Summary of your job description and interesting   details about 

your current job. People like to work in an interesting environment with an inspired 

manager. 

¶ Share a specific function you held in the past. This might be the actual job the other 

person is seeking. 

¶ List all the jobs you did in the past. This shows your career path that other people 

might be interested to follow. 

¶ Link to the job site ƻŦ ȅƻǳǊ ŎƻƳǇŀƴȅ ƛƴ ǘƘŜ ά²ŜōǎƛǘŜǎέ ŦƛŜƭŘ ƻŦ ȅƻǳǊ [ƛƴƪŜŘLƴ tǊƻŦƛƭŜΦ 

¶ Use SlideShare, Google Presentation, Box.net and other applications to upload 

presentations you have given. Revealing the topics you are engaged in might appeal 

to potential employees. 

¶ Use SlideShare, Google Presentation, Box.net and other applications to upload job 

openings in your team. 

¶ Use SlideShare, Google Presentation, Box.net and other applications to showcase the 

activities of your team or department. (Note: this might also be beneficial for your 

visibility WITHIN your own organization) 

¶ Ask your team members as well to apply all these tips They may set an even better 

example for the potential new employee. 
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¢ƘŜǎŜ ŀŎǘƛƻƴǎ ŎǊŜŀǘŜ ŀ άǇŀǎǎƛǾŜέ ǎǘǊŀǘŜƎȅΦ LŦ ȅƻǳ urgently need new team members we advise 

ǿƻǊƪƛƴƎ Ƨƻƛƴǘƭȅ ǿƛǘƘ ȅƻǳǊ ǊŜŎǊǳƛǘŜǊǎ ǘƻ ŘŜǾŜƭƻǇ ŀ άǇǊƻŀŎǘƛǾŜέ ǎǘǊŀǘŜƎȅ ŀǎ ǿŜƭƭΦ ²ƘŜƴ ȅƻǳ combine the 

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. 

¸ƻǳ Ŏŀƴ ŦƛƴŘ ǘƘŜǎŜ ƻǇǘƛƻƴǎ ƛƴ ά{ŜǘǘƛƴƎǎέ όƻƴ ǘƻǇ ƻŦ ŜŀŎƘ ǇŀƎŜ ƻƴ [ƛƴƪŜŘLƴΣ ŎƭƛŎƪ ƻƴ ǘƘŜ ǎƳŀƭƭ ŀǊǊƻǿ 

next to your name and it will pop up). 

 

CƻǊ /9hǎ ƛǘ ƳƛƎƘǘ ŎƻƳŜ ƛƴ ƘŀƴŘȅ ǘƻ ǳǎŜ ǘƘŜǎŜ ǎŜǘǘƛƴƎǎ όǳƴŘŜǊ ά9Ƴŀƛƭ tǊŜŦŜǊŜƴŎŜǎέύΥ 

¶ Select the types of messages you're willing to receive -Ҕ LΩƭƭ ƻƴƭȅ ŀŎŎŜǇǘ LƴǘǊƻŘǳŎǘƛƻƴǎΦ 

¶ 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 

management to 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. 

 

 Assignment: inform your CEO, spokesperson, other C-level executives and managers of the 

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 organization they represent. 

An alumni Group can benefit organizations tremendously, but is often overlooked as a platform to 

bring together current and former co-workers. 

Former employees can be valuable ambassadors of an organization, for both new customers and 

new emploȅŜŜǎΦ aŀƴȅ ǘƛƳŜǎ ǘƘƛǎ ƭŜǾŜǊ ƛǎ ƻǾŜǊƭƻƻƪŜŘ ōŜŎŀǳǎŜ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ŀ ŎƭǳŜ Ƙƻǿ ǘƘŜȅ ŎƻǳƭŘ 

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 organization themselves. 

Another benefit of an alumni Group is access to specific knowledge or best practices. Often, 

knowledge departs with the employee. But if the current co-workers still have access to the now-

external knowledge, the drain can be partially prevented. 

¢ƛǇǎ ŀōƻǳǘ ǊǳƴƴƛƴƎ DǊƻǳǇǎ Ŏŀƴ ōŜ ŦƻǳƴŘ ƛƴ άChapter 12: The Heroes of LinkedIn: Group ManagersέΦ 

If you want to combine Groups with live events (which we strongly recommend), read the tips in 

άChapter 11: The Power of Combining Online and Offline Networking: EventsέΦ 

 

 AssignmentΥ Ƨƻƛƴ ȅƻǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ !ƭǳƳƴƛ DǊƻǳǇ ƻƴ [ƛƴƪŜŘLƴΦ 

 

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 

ǘƘŜ ǊƛƎƘǘ ǎƛŘŜ ƻŦ Ƴŀƴȅ ƻŦ [ƛƴƪŜŘLƴΩǎ ǇŀƎŜǎΦ 

For larger companies (those with a larger budget) there are other opportunities as well.  

LinkedIn Ads  

LinkedIn Ads are Google-like ads. You find them at the bottom of each page of LinkedIn under 

ά!ŘǾŜǊǘƛǎƛƴƎέΦ 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘŜ ǎǘŜǇǎ ȅƻǳ ƴŜŜŘ ǘƻ Ŧƻƭƭƻǿ ǿƘŜƴ ȅƻǳ ǿŀƴǘ ǘƻ ǳǎŜ ǘƘŜǎŜ LinkedIn Ads. 

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 of 

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 name or by category 

c. Job Title: by name or by category 

d. Group 
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e. Gender 

f. Age: 18-24, 25-34, 35-54, 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. Daily Budget. 

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. 

Via http://marketing.linkedin.com you can find an up-to-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 and Analytics page, 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 

ŎƻƴǘŜƴǘΣ ŜǾŜƴ ŘƛǊŜŎǘŜŘ ǘƻǿŀǊŘ ǘƘŜ ǾƛǎƛǘƻǊΩǎ ǇǊofile. 

While you can grow the Recommendations for your products and services by asking yourself for 

Recommendations, LinkedIn also offers Recommendation Ads. These are network-aware ads that 

showcase your existing endorsements and seek more of them. 

Custom Groups 

CƻǊ Ƴŀƴȅ ƻǊƎŀƴƛȊŀǘƛƻƴǎ ά/ǳǎǘƻƳ DǊƻǳǇǎέ ƳƛƎƘǘ ƘŜƭǇ ǘƻ ŎǊŜŀǘŜ DǊƻǳǇǎ ƻŦ ŎǳǊǊŜƴǘ ŀƴŘ ǇƻǘŜƴǘƛŀƭ 

customers, and stakeholders. 

You will get a more visually attractive and interactive Group (video, polls, Twitter, etc.), and LinkedIn 

also helps you find potential 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 

ŎƻƳǇŜǘƛǘƻǊΩǎ ŀŘǎΦ  

However, the remarks regarding starting and maintaining successful Groups rŜƳŀƛƴΦ {ŜŜ άChapter 

12: The Heroes of LinkedIn: Group ManagersέΦ 

  

http://marketing.linkedin.com/
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Display Ads 

LinkedIn provides a variety of ads: 

¶ Standard Ad Units and Text Links  

¶ Homepage Takeover 

¶ Content Ads 

¶ Recommendation Ads 

 

For details, see http://marketing.linkedin.com 

Sponsorships 

Companies can sponsor some of the content pages of LinkedIn. Sponsorships are available for: 

¶ Answers 

¶ Polls 

¶ Applications 

¶ Events 

White Paper Distribution 

Benefits: 

¶ Deliver highly relevant white papers to specific audiences on LinkedIn. 

¶ Pre-filled profile data in the registration form makes it easy for members to provide contact 

information and receive your white paper. 

Partner Messages 

Benefits:  

¶ Deliver targeted messages tƻ ǎǇŜŎƛŦƛŎ ŀǳŘƛŜƴŎŜ ǎŜƎƳŜƴǘǎ ǳǎƛƴƎ [ƛƴƪŜŘLƴΩǎ Lƴaŀƛƭ ƳŜǎǎŀƎƛƴƎ 

platform. 

¶ Partner Messages allow for extensive marketing copy on a co-branded landing page, an ad 

unit, and a call-to-action element. 

 

As you can see there are many ways LinkedIn helps organizations in their marketing. To receive more 

detailed information and read customer stories, contact LinkedIn directly at 

http://marketing.linkedin.com. 

 

  

http://marketing.linkedin.com/
http://marketing.linkedin.com/







































































































































