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★ Helping Businesses Grow 

Through Productive Online Connections ★

★ LinkedIn and Social Media Training & Support ★
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• House up for sale

• Declutter

• Freshen things up

• Up to date info

• Current photo

• Show how great it could 
be for the buyer

An analogy……
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• It doesn’t mean you 
have a great profile

• It’s based on quantity, 
not quality

Myth #1 The “All Star” rating 
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• You can make money 
from LinkedIn

• I did!

• But….

• Your prospects must be 
on LinkedIn and active

• You need to be B2B

Myth #2 You can’t make money
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• LinkedIn encourages 
you to connect to old 
school/uni friends and 
former colleagues

• Customers

• Their connections could 
be your next customer

Myth #3 It’s just for keeping in 
touch

©Linked Business2018



• To get you a job 

• Recruitment is 
LinkedIn’s biggest 
revenue source

• LinkedIn encourages 
you to build your profile 
like a CV

• Great for searching

How is your profile organised?
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• Edit down past roles to 
highlight only the stuff 
relevant to what you do 
now

• Remove irrelevant 
articles

Step #1 Declutter
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• Ad an updated banner 
image

• Add an article

• Be active on the system

Step #2 Freshen things up
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• Make sure your contact 
info is up to date and 
accessible

• It’s online networking 
so don’t hide…

Step #3 Update your info
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• Blank is bad

• It’s about you not what 
you do

• Who is that?

• Is it appropriate?

• Keep it up to date

Step #4 A great, recent photo
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✓ ✓✓



• Great photo

• Updated banner image

• A great headline

Step #5 Showcase yourself
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✓✓✓

★ Google Whisperer ★ Delivering 
sustainable rankings and AdWords 
performance ★

Owner of virtual marketing & support agency 
managing specialist tasks enabling business owners 
to focus on the rest

✓



• Lots of wiifm

• Talk to your clients pain or 
desire

• Talk about what you bring 

to the table

• Demonstrate expertise 

High impact first 

few lines

Step #5 A powerful summary
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Getting organised summary

1. Decluttered
2. Freshened things up a bit
3. Updated our contact info
4. Professional, recent photo
5. Grabbed attention with a great first 

impression
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Leverage your profile
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• Just like Facebook

• @mention to refer to 
connections

• Images and video

• Links

• Set who it goes to

– Public

– Public + ywitter

– Connections

Post a status update
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• These are like blog 
articles

• Add images and video

• Each post has a unique 
URL

Post a Pulse Article

©Linked Business2018



• Where your target 
market hang out

• Look at groups your 
clients belong to

Join a group
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• Beware the apps

• Don’t just send the 
standard message

• Personalise

Send a personalised birthday 
greeting
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• Helps the article author

• Gets you on their radar

• Who’s articles should 
you comment on

Comment on a Pulse article
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• Use share buttons

• Or paste the URL

• Get on the author’s 
radar – so @mention 
them in your comment 
so they know

• And the radar of those 
you share it with

Share a relevant blog
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• Personalise the 
message

• Read their profile and 
show you have

• Don’t launch into sales 
mode

Welcome message to a new 
connection
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• Your best advocates

• Make it easy for them

• Prep them with a call 
first

• Ask in the right way

Request a recommendation 
from a customer
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“Hi Jim,

I’ve really enjoyed working with you over the 
last 3 months and it’s great to see you make 
such great progress in your new role. I was 
wondering if you would be able to give me that 
recommendation we discussed on LinkedIn?

It would be really great if you could describe:
• How things were before we worked 

together
• What it was like working with me
• How working with me has changed 

things for you
I know you are really busy, so I’d be happy to 
send you a draft recommendation you can edit 
if that would help.

Regards, Allen”



You’ve done the 
Groundwork

• Mindset is right

• Great 1st impression

• Built engagement

• Attract new 
connections

Igniting your connections
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• You need to know your 
target customer first

• Limited scope in free

• When profile is ready, 
trial premium

Search for your target customers
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• Beware apps and 
connection suggestions

• Connect from their 
profile page

Send a connection request
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Easy ways to connect
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Connect with Allen

• linkedin: uk.linkedin.com/in/allenruddock
– Connect with me and grow your 2nd tier connections by over 1600

• twitter: @allenruddock
– 1000 followers in 14 weeks – blog article September 2015

• Facebook: https://www.facebook.com/linkedbiz/
– Events and posts on LinkedIn and business development

• web: http://www.arra-li.com/allens-blog/
– Topical LinkedIn and business development posts
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https://www.facebook.com/linkedbiz/
http://www.arra-li.com/allens-blog/
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What is your customer profile? 
Know your target customer first, there's limited scope for searching in free 
account, so when profile is ready, trial premium. 
 
Describe what does a great customer looks like below: 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
 
Which groups are your customers members of?  
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
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Declutter Your Current Profile 
 
Edit past roles - List your most relevant skills/jobs/projects 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
 
 
Irrelevant articles 
 
List any articles not relevant to your customer profile 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
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Update Your Banner Image 
2019 Profile cover photo: 1584 wide X 396 high. Exactly 4:1 aspect ratio 
 
   Update Your Banner?     [   ]  Tick when done 
 
 
 
 

Add an Original Article 

Think about a great blog post for your target audience and write something to 

add to LinkedIn to demonstrate you understand their "pain" and "desires" and 

is something that someone might share. 

 

   Original Article Added?     [   ]  Tick when done 
 

 

 

 

Join Three Groups  

Where do your customers "hang out" on LinkedIn? Where can you go to 

demonstrate your knowledge? Which groups do your clients belong to? 

Look for active groups with high quality content and engaged admins. 

 

1.) ________________________________________________________ 
 
2.) ________________________________________________________ 
 
3.) ________________________________________________________ 
 

 
   Joined three groups?     [   ]  Tick when done 
 

 

 

 

 

Update Your Information 
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Make sure your contact info is up to date and accessible. Its online 

networking, don’t hide, ensure you highlight your most appropriate skills and 

experiences. 

 

  What is your profile link? _______________________________ 

 

  Have you listed your… 

  Website(s)?   [   ]  Tick when done 

  Phone?  [   ]  Tick when done 

  Email?  [   ]  Tick when done 

  Twitter?  [   ]  Tick when done 

  I.M. (Skype)? [   ]  Tick when done 

 

 

 

Update Your Profile Image 
Here are the 2019 profile image sizes, make your photos between  
400 x 400 pixels and 20,000 x 20,000 pixels, the bigger the better. 
 
      Profile Image Examples 
 
    
 
 
 
      
 
     Good    Better 
 
You can take a high-quality image using your phone, but don't be tempted to 
use any heavy filters. Raising trust is about being "you", "warts and all"... but 
try to make the best of yourself that you can.  
 
  Is your profile picture up to date?  [   ]  Tick when done 
 
 
 
 



 

V1.1   |   January 2019   |   © The Bordon Hub 
 

P a g e  | 6 

 

The Bordon Hub - Your Business Growth 

 
Jan 2019 | LinkedIn Guidance 

Your Story On LinkedIn 
You need to really showcase your skills and sell your benefits so once you 
have updated your banner image, and added a recent, high quality profile 
image then add some engaging, powerful text. 
 
 
A great headline: _______________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
 
 
A Powerful Summary: ___________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
_____________________________________________________________ 
 
 
Once written, read your summary aloud 
 
   Are the first few lines really making an impact? 

   Does it sound natural and engaging as a summary?  

   Can the person quickly see "What's in it for them?" 

   Does it list lots of the client's "pains" or "desires"?  

   Does it demonstrate your expertise clearly? 
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Activities to do daily 
Some ways to help raise your profile and engage with your target audience. 
 
   1.) Send a personalized Birthday greeting. 
 
   2.) Comment on a Pulse article with value and insight. 
 
   3.) Share a Blog using the share buttons or paste the URL. 
 
   4.) Send a personalized welcome message to a new connection. 
 
   5.) Research, then send a connection request. 
 
   6.) Request a recommendation from a customer. 
 

Hi [NAME], 
 
I’ve really enjoyed working with you over the last 3 months 
and it’s great to see you make such great progress in your 
new role. I was wondering if you would be able to give me 
that recommendation we discussed on LinkedIn? 
 
It would be really great if you could describe: 
How things were before we worked together? 
What it was like working with me? 
How working with me has changed things for you? 
I know you are really busy, so I’d be happy to send you a 
draft recommendation you can edit if that would help. 

 
    Regards, [Your Name] 
 
 
Now, go back and check everything.  
     
   Are there any spelling errors or silly mistakes?  
   Does the profile project a great first impression? 
   Would it attract new connections? 


