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My Introduction to LinkedIn

June 2005

Only 2.7 million users

Average of 15-20 connections 



But why 
bother?



Why bother with LinkedIn?

• Worlds largest online professional 
networking platform

• A powerful marketing tool to help  
you FIND, CONNECT & ENGAGE 
with your ideal connections and 
generate leads

• It’s FREE to use!
25 million UK Users



Why bother with LinkedIn?

• 50% of social media traffic to B2B 
websites & blogs comes from 
LinkedIn

• 80% of B2B marketers view 
LinkedIn as the most effective 
“social media” for lead generation.

• 50% of B2B buyers use LinkedIn 
when making a buying decision

• 71% of professionals believe 
LinkedIn to be trustworthy

https://www.webfx.com/data/why-linkedin-matters-to-marketing/
https://business.linkedin.com/marketing-solutions/cx/17/02/the-sophisticated-marketers-guide-to-linkedin/3qc

https://www.webfx.com/data/why-linkedin-matters-to-marketing/
https://business.linkedin.com/marketing-solutions/cx/17/02/the-sophisticated-marketers-guide-to-linkedin/3qc


The two main elements of LinkedIn 

Your Profile 

• Gets you found

• Should give value

• Provides credibility

Your Communication Strategy

• Find

• Connect

• Engage
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Think from your customers perspective not yours

Remember WIIFT?

What’s In It For Them?
Tip 1



Make sure your profile works for you 



Grab their 
attention!



Your Photo………
HAVE ONE!! 
8-14 times more likely to look at 
your profile.
30 times more likely to connect to 
you!

People do business with  people –
they want to  see you.

Tip 2



Tip 2

In focus, well lit, head and shoulders 
no distracting background.



How not to do it!



Photos of you with the kids, the pets, outside the tent at Glastonbury, 
climbing a mountain, riding your bike or having a good night out 



Make it easy 
to contact 

you



Remember only 1st and 2nd line connections can see these. If you want to be 
contactable by everyone add contact information to summary. 

Fill out your contact details.
Clean up the URL and use it in 
other marketing.
Personalise and use each 
webpage opportunity. 

Tip 3



Add a banner to your profile to 
increase your personal branding and 
make you stand out.

CHECK ON DIFFERENT DEVICES

Tip 4



Your Headline 

Most important part of your initial profile
Don’t use it for your job title
Tell “them” WIIFT
Also include search terms – effects search engine on LinkedIn and Google
Use capitals
Users spacers

Tip 5





This applies to your Google listing as well



Make sure they 
want to find 
out more!



Only the first few lines of the 
profile are seen now – make sure
it is enough to make them want 
more

Summary - get them to open it 

Tip 6



Make FULL use of your Summary section

• Make it friendly and welcoming 
• Vital to the LinkedIn search results 
• 2000 characters-use them!
• Don’t say what you do, explain how you help
• Make full use of WIIFT
• Use search keywords in copy
• Add some personal facts if you like

Remember its NOT a summary about you 
but a summary of what you can do for 
your customers

Tip 6



Add more value to your profile 

• Build trust and reputation by offering value on your profile
• How to guides, pdf’s, infographics (visuals items particularly viewed) 

• Videos – especially recommendations

• Presentations

• Use status update to repost useful information

• Write posts yourself

Tip 7



Media files are immediately 
available to viewers

Add more value to your profile

Tip 7



Get 
recommended



Ask for (and give) recommendations

• A personal recommendation 
from another user is the 
strongest referral you can get.

• Ask your clients for a 
recommendation.

• Carry far more weight than skills 
endorsements

Tip 8



But can it 
make a 

difference?



Which accountant 
would you be 
inclined to do 
business with?
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Connecting to others

•Why bother ?

•Who are you going to connect to?

•How are you going to find them on LinkedIn?

•How are you going to connect?

•What are you going to say to them? 



Connecting to others

• Why bother ?

• Its all about Networking 

• Improves your LinkedIn search 
position

• Increases your ability to search 
and find the right profile



Increase the number of connections you have

The number of connections you have massively increases your pool of people to 
search 

Average number of connections 850
850 x 850 = 722,500 2nd degree connections

And a LOT of 3rd degree connections!



Connecting to others

• Who are you going to connect 
to?

• Identify your key target 
audience

• Industry/Job title/Geography

• Company



Connecting to others

• How are you going to find them on 
LinkedIn?

• Look at their companies 

• Groups

• Tie in to your off-line networking

• Look at who visits your profile!

• LinkedIn search



How to find new connections
Use keywords and Boolean search terms  

761,000 Results

Use filters to drill down 
Connections 
Geography
Industry
Company 



Connecting to others

• How are you going to connect?
• Personalise messages
• Use information from profile to build 

rapport
• Visit others profiles
• InMail message

• What next?
• Aim to start a conversation & provide 

value
• Lead magnets



Summary

• If you aren’t using LinkedIn you’re missing out

• Ask yourself – am I getting the best I can from my LinkedIn presence?

• Ensure your profile will be found, get noticed and work hard for you.

• Find and connect with the right potential customers (be proactive)



And what to avoid………..

• Don’t try to immediately sell!! 



Get a copy of this 
FREE guide

• Improve your LinkedIn profile

• 10 Key points to make your 
profile “top notch”

• Available on my profile or at 
https://linkingbusiness.co.uk/9-
points/

• Send your name and email  
address and get an electronic 
copy sent to you free of charge.

https://linkingbusiness.co.uk/9-points/


Offer to all Bordon 
Business Hub Users

• Half day Workshop

• 30th September 

• 9:30 – 1.00

• Venue : Bordon Hub



Thank you for listening……

Contact details 
steve@linkingbusiness.co.uk
• Linking Business website
www.linkingbusiness.co.uk
•Telephone 07595 704392

https://uk.linkedin.com/in/stevedoyle
@SteveLinkingBiz

mailto:steve@linkingbusiness.co.uk
http://www.linkingbusiness.co.uk/
https://uk.linkedin.com/in/stevedoyle

