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As the definitive social network for people doing business, entrepreneurs ignore LinkedIn at their own peril. Take the direct approach to reaching the movers and shakers by listening to what Ted has to say.


—JOEL COMM, NEW YORK TIMES BESTSELLING AUTHOR OF TWITTER POWER 3.0: HOW TO DOMINATE YOUR MARKET ONE TWEET AT A TIME


Ted Prodromou wrote THE book on LinkedIn. I used to say the real secret to success is to get out there and work like hell but The Ultimate Guide to LinkedIn for Business, Third Edition is full of actionable strategies that will impact your bottom line immediately so you don’t have to work as hard.


—FRANK KERN, ONE OF THE MOST SOUGHT AFTER DIRECT RESPONSE INTERNET MARKETING CONSULTANTS AND COPYWRITERS ON THE PLANET. WWW.FRANKKERN.COM


Are you looking for a handbook to cover all that’s possible with LinkedIn? Look no further than The Ultimate Guide to LinkedIn for Business, Third Edition. Filled with actionable insights you can use now, you’ll want to grab a copy of this book today, and you’ll hope your competitors don’t get it first.


—PHIL GERBYSHAK, SALES TRAINER AND COACH


Everyone knows it’s smart to connect with over 500 million business people on LinkedIn, but very few people know how to connect on LinkedIn profitably without wasting tons of time and money. If you want to know the behind-the-scenes, real-world strategies, you need to read this book filled with applicable tips and tricks to save you time and money, and to give you a roadmap to actually making money on LinkedIn.


—SCOTT KEFFER, BESTSELLING AUTHOR AND FOUNDER OF DOUBLE YOUR AFFLUENT CLIENTS®


Ted keeps his finger on the pulse of LinkedIn. When a LinkedIn feature changes, he’s one of the first to know about it. He teaches you how to connect in a way that’s genuine and well received.


—CEDRIC CRUMBLEY, BESTSELLING AUTHOR OF PROVEN SALES AND RECRUITING METHODS


When it comes to marketing, there are loads of marketers that talk a good game, but Ted is truly knowledgeable and always up to date on any social media platform changes. His strategies and ideas have given me an increase in business and helped streamline my processes. I recommend anyone looking for a marketer to read this book.


—CHRISINE VERHULP, WWW.VBSVIRTUAL.COM


The LinkedIn techniques Ted teaches in this book are remarkably effective and super simple to implement. Follow Ted’s lead, because I’ve seen firsthand how powerful it can be.


—ADAM FRANKLIN, BESTSELLING AUTHOR OF WEB MARKETING THAT WORKS


WOW—The Ultimate Guide to LinkedIn for Business, Third Edition is a must-read book that will guide you through how to become an influencer in your industry and how to connect effectively with other influencers. As usual, Ted Prodromou holds nothing back. His tips, strategies, and formulas for LinkedIn success are simple but powerful. The end results will help you attract the affluent clients you’ve been waiting for!


—RAVEN BLAIR GLOVER, PRESIDENT’S LIFETIME ACHIEVEMENT HONOREE


After targeting my LinkedIn profile using just some of the techniques Ted teaches in this book, I received a LinkedIn Mail from an HR Director from Sherwin Williams to speak for one of their training events. Is doing business with a Fortune 500 company worth investing your time in your LinkedIn profile? YES!


—ELIZABETH MCCORMICK, INTERNATIONAL MOTIVATIONAL SPEAKER AND FORMER U.S. ARMY BLACKHAWK PILOT AT PILOTSPEAKER.COM


After meeting Ted and becoming aware of his LinkedIn knowledge, experience, and talent, I had the privilege to put his work into action by following the skill sets described in his bestselling books. The best is yet to come as we are already increasing our connections by several people a day! Thanks, Ted, for making LinkedIn easy to implement and fun to follow!


—ANDREA ADAMS-MILLER, CEO AND FOUNDER OF THE RED CARPET CONNECTION


Ted’s insights in this book and coaching have been instrumental to our efforts for building an effective LinkedIn presence with our high-profile clients. The breadth and depth of Ted’s expertise as well as his ability to patiently guide us through the LinkedIn maze has significantly impacted our bottom line. He is one of our most valued resources.


—SUSAN GATTON, EXECUTIVE COACH


I knew quite a bit about LinkedIn (so I thought), but gained so much more useful knowledge from The Ultimate Guide to LinkedIn for Business, Third Edition. It was one of the best investments I have made in my social media education.


—MAGGIE HOLBIK, BUSINESS AND SOCIAL MEDIA COACH


Ted is simply the master at communicating the best formulas for LinkedIn success. Ted helped me see that LinkedIn is so much more than the sum of its parts. He guided me through creating a synergy on LinkedIn that yielded a greater understanding and fast, solid results.


—MICHAEL FLINT, CEO OF SWEET SUCCESS & HISPANIC MARKETING SUCCESS


Ted provides an incredibly simple solution to understanding and using LinkedIn. I am looking forward to adding the latest edition of his book to my library.


—ANDY PETERSON, DIRECTOR OF CLIENT VICTORY, KAHUNA BUSINESS GROUP
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Foreword


by Melonie Dodaro


Founder and CEO of Top Dog Social Media and the bestselling author of LinkedIn Unlocked and The LinkedIn Code







There is no question that LinkedIn is a gold mine for those who take the time to understand how to leverage it. The problem is that most don’t take that time. So many people are still collecting connections instead of building long-term relationships. Ted is one of those people who really understand how to build relationships, so when he asked me to write the foreword for his book, I accepted immediately.


When it comes to social tools, nothing can beat LinkedIn for business-to-business (B2B) lead generation. In fact, I tell my clients all the time that the highest ROI that I (or anyone else) can help them achieve with digital marketing is to train their team on how to use LinkedIn to generate leads and build relationships. In my company, 80 percent of the B2B leads generated from social media come from LinkedIn.


As the author of two LinkedIn books myself, I am attracted to the no-fluff style of LinkedIn as a business social network, as opposed to platforms such as Facebook and Instagram. I also enjoy Ted’s straightforward approach to LinkedIn in this third edition of the Ultimate Guide to LinkedIn for Business.


With the declining reach of Facebook and the social media fatigue that is setting in, you cannot afford to ignore LinkedIn any longer. Now, more than ever, it’s vital that you tap into the LinkedIn gold mine—with more than half a billion professional members and growing—to build your personal brand.





Your personal brand is also more important than it’s ever been. You may not even realize that you already have one. If you are showing up in Google search results, you have a personal brand. The question is, are you proud of it? LinkedIn is the first place people will look to learn more about you professionally. Having a professional presence on LinkedIn is crucial to your personal brand.


Once you are proud of how your profile positions you and what you offer, the next step is to use LinkedIn’s incredible and robust advanced search function to find and connect with your perfect potential clients. You can proactively generate leads on LinkedIn, consistently and predictably.


These are only two of the many things you will learn by reading this book, but if you walk away with just those two, you will have made back your investment a hundred times over—providing, of course, that you implement what you learn.


LinkedIn continues to be the world’s largest business network, so if growing your business is important to you, don’t just read this book—put it into practice.
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Introduction




Welcome to the third edition of Ultimate Guide to LinkedIn for Business. When I wrote the first edition of this book in 2012, I never imagined I would write a second edition, let alone a third. Our world has changed so much since I began writing the first edition in late 2011. The world was slowly recovering from the Great Recession caused by the devastating collapse of our real estate markets and financial system in late 2008. Businesses small and large were forced into bankruptcy. Millions of people lost their homes to foreclosure, their jobs, and their careers.


My story was no different. I lost most of my marketing agency clients in 2009, and I was really struggling. This was the second career reset for me in a decade, and I had lost all confidence in my ability to successfully provide for my family.


With one child in college and another about to enroll, I was fortunate to find a full-time job as an online marketing manager for a software company near my home. Jobs were few and far between, and they actually hired a 51-year-old to work alongside a team of twentysomething marketers.


I was back in the game!





This software company was in the right place at the right time. From 2009 through 2013, their profits quadrupled in the worst economic times since the Great Depression. Unfortunately for me, the company restructured after a venture capital investment, and most of the marketing department was let go in 2013.


But by then, I had written the first edition of the Ultimate Guide to LinkedIn for Business and was in the process of establishing myself as one of the country’s top LinkedIn experts.


Today, I feel confident that my career resets are over because I’m so well-connected on LinkedIn. I can fill in any gaps that may appear between now and when I ride into retirement in the not-so-distant future.


LinkedIn has changed so much over the past few years and is in a constant state of flux. Many features and tools have been retired while many new features and tools have been added, making the previous editions of this book almost obsolete.


That’s why, in this edition, I focus on networking techniques that are not technology-dependent or time-sensitive. Technology changes quickly, and social networks come and go every few years. Instead, I teach tried-and-true techniques that help you build human-to-human relationships. Sales happen after relationships are built, and technology and social networks help you reach more people than face-to-face networking can.


LINKEDIN’S EVOLUTION


When I wrote the first edition of Ultimate Guide to LinkedIn for Business, LinkedIn had approximately 150 million members and I had a whopping 689 connections. To be honest, I wasn’t completely sold on LinkedIn’s value at the time, but I was a regular contributor to the Groups and LinkedIn Answers sections of the site. I did get some business from LinkedIn at the time, but nowhere near what I get today.


At the time, LinkedIn was primarily a website where you could look for a job, find great employees to hire, or connect with recruiters who could help you with those tasks. Almost all LinkedIn’s revenue came from recruiters’ premium accounts, job postings, and the LinkedIn Job Seeker (now called Premium Career) premium membership.


One of the most popular LinkedIn tools back then was LinkedIn Answers. You could demonstrate your expertise by answering questions posted by other LinkedIn members. You could also post your own questions, and experts would give you free advice. You earned points by answering questions and could appear at the top of a live leader board if you answered enough questions every day. Getting on the leader board meant lots of exposure for your business.


LinkedIn had a variety of third-party apps, including SlideShare Presentations (which it acquired in 2012), Google Presentations (now called Google Slides), E-Bookshelf, My Travel, Polls, and many more. These apps were very random and really didn’t fit into the LinkedIn platform. In my opinion, these apps were LinkedIn’s halfhearted attempt to increase user engagement and give people a reason to log in more than once a month.


LinkedIn’s in-house apps were limited to LinkedIn Mobile and CardMunch. The LinkedIn Mobile app was very rudimentary at the time and had only a fraction of the functionality provided by the desktop platform.


Do you remember CardMunch? It let you take a picture of a business card, and a data entry person on the other side of the world would type the information into the LinkedIn platform manually. A few days later, the new connection would appear in your LinkedIn network. We’ve come a long, long way in a few years.


In 2013, Jeff Weiner, CEO of LinkedIn, declared he wanted LinkedIn to be the largest publishing platform on the internet after LinkedIn Today began to become more popular. LinkedIn Today lets you subscribe to content being posted on LinkedIn by people like Richard Branson, Bill Gates, and other business moguls. You could also subscribe to content from publishers like The New York Times, The Washington Post, and most other major news outlets. This was a great way to let LinkedIn members create a custom newsfeed that would bring them back to LinkedIn every day.


There are many newsfeed apps like Flipboard, Feedly, and the now-defunct Zite that let you create custom content feeds on your tablets and mobile devices. One of the most popular newsfeed apps at the time was Pulse, so LinkedIn acquired it for $90 million in 2013. This was a big step forward for LinkedIn in their pursuit of being the top content website.


So LinkedIn Today turned into LinkedIn Pulse, and almost overnight, LinkedIn built a powerful publishing platform. Content was being pulled into LinkedIn from most major publishers, and LinkedIn members could publish their own content on the Pulse platform as well.


Before long, thousands of new articles were being published every day by LinkedIn members and influencers. This gave LinkedIn members a place to share their expertise and gain exposure to the entire LinkedIn network, which at the time had more than 300 million members.


The second edition of Ultimate Guide to LinkedIn for Business was released in 2015, as LinkedIn was once again overhauling the desktop platform.


I chuckle when I look at the screenshots of the LinkedIn dashboard in the second edition. Today, LinkedIn looks nothing like it did just a few years ago, and it continues to evolve. In fact, today more than 60 percent of users access LinkedIn with their mobile devices, so in this edition I’ll show you how to get the most from LinkedIn’s new mobile apps.


The LinkedIn newsfeed is now the heart of the “new” LinkedIn, whether on desktop or mobile. As you subscribe to topics (now called hashtag communities), relevant content will appear in your newsfeed. There is even talk of showing posts from your LinkedIn Groups right in your newsfeed to encourage further engagement in Groups.


LinkedIn is also preparing to roll out intelligent bots in LinkedIn messages, which will automatically schedule appointments when you agree to meet someone you are chatting with. LinkedIn will be integrated with your calendars, so the bot will find a time you are both available and automatically create the appointment when you both agree. It will even go one step further and suggest an available conference room if you both work for the same company, a location if you are both in the same city, or an online meeting room like Zoom or Skype.


Partnerships are at the heart of LinkedIn’s new content strategy. For example, its integration with Microsoft products has exceeded Weiner’s expectations so far. Here are some of the ongoing LinkedIn/Microsoft integrations, with many more on the way:


■  The LinkedIn identity and network is included in both Microsoft Outlook and the Office suite.


■  LinkedIn notifications are now added within the Windows Action Center.


■  Members who draft resumes in Word can update their profiles and discover and apply to jobs on LinkedIn.


■  The reach of sponsored content across Microsoft properties is extended.


■  Enterprise LinkedIn Lookup is now powered by Active Directory and Office 365.


■  LinkedIn Learning is now available across the Office 365 and Windows ecosystem.


■  Expect to see more about the addition of a business news desk across the content ecosystem and MSN.com.


■  Social selling will eventually look different through the combination of Sales Navigator and Dynamics 365.


The future is bright for LinkedIn and Microsoft, and I can’t wait to share more success stories in future editions of Ultimate Guide to LinkedIn for Business.


MY PERSONAL LINKEDIN STORY


When I first moved to San Francisco in 1979, it was easy to find a job. Silicon Valley was growing like crazy, and the high-tech industry was desperately looking for skilled workers. Companies were growing so fast that they posted job openings on billboards outside their sprawling tech campuses. I could drive around Silicon Valley, drop off my resume at security desks, and have multiple job offers by the end of the day. For more than 20 years, I had a secure career, knowing I could change jobs and get a significant raise whenever I wanted.


The high-tech boom of the 1980s and ’90s was a very wild ride, primarily straight up. I built a strong network of contacts in the high-tech industry in my career as a network manager, working for leading-edge companies like IBM, Cellular One, and Digital Equipment Corporation. Life was fabulous, and I was a recognized leader in my field, featured in many trade magazines and even the annual report of a networking company, Xyplex.


But the internet boom of the late 1990s was like pouring gasoline on a fire, accelerating the growth of the high-tech industry exponentially—and far beyond the economy’s capacity to handle it. It was the era of the dotcom bubble.


Then came Y2K and the turn of the century. Do you remember hearing about the fears that computers would crash at midnight on New Year’s Eve because they couldn’t handle the year 2000? Electricity would stop flowing. Water would stop flowing. Banks would fail. Air traffic control would be in chaos and planes would be stranded in the air.


None of the crazy fears materialized, but the bubble did burst that year, collapsing the entire tech industry. High-tech companies began laying off employees for the first time ever. Many companies closed their doors. Others sold themselves off for pennies on the dollar. Within one year, more than 500,000 high-tech workers lost their jobs in Silicon Valley alone. Most of the remaining jobs were outsourced overseas. Salaries plummeted for those lucky enough to keep a job, but most of us were unable to find work for the first time in our careers.


When my consulting practice went under in late 2001, I began reaching out to my network of colleagues for work. I didn’t care if it was a consulting gig or a full-time job. I was sure someone would have a lead for me.


But a scary thing happened when I reached out. I couldn’t reach most of my network. Emails bounced back. Telephones were disconnected. I heard, “The number you have reached is no longer in service” over and over. Many of my colleagues had moved out of the area because of the high cost of living and the lack of career opportunities.


I felt lost. I had no way to reach a network that had taken 20 years to build.


There were no networking websites like LinkedIn in 2001, so I joined a local business networking group. We met once a week for breakfast and traded leads. Most of them were worthless, but occasionally a lead would pan out. It also gave all of us an excuse to get out of the house, since we were all struggling, work-at-home consultants.


My business treaded water for the next few years as the economy recovered from the dotcom crash and 9/11. The only way to get new projects was from referrals, in-person networking, and cold calling because I couldn’t afford to advertise.


In 2004, I received an email invitation from a friend who wanted to connect with me on LinkedIn. I didn’t know what LinkedIn was, but I registered to check it out and officially became LinkedIn member 2,239,835.


I signed in and looked around a bit, but there wasn’t much to see. I joined a couple of alumni groups, searched for some old co-workers, and then pretty much ignored it for the next year. I considered LinkedIn nothing more than a resume website.


Over time, though, LinkedIn added more features, making the site more useful. Adding the ability to interact with others was the turning point, and membership began to increase.


I discovered that if I answered questions in the Answers sections, people started reaching out to me with contract opportunities. I also posted provocative questions, which attracted a lot of attention and led to some interesting conversations.


LinkedIn became a useful tool in my consulting practice. My network expanded significantly as I connected with more people and joined Groups. After being a passive observer of LinkedIn for years, I realized that the more I participated, the more consulting work came my way.


Today I run my own company, Search Marketing Simplified LLC. I use LinkedIn to generate leads for my business by posting useful content such as articles and videos, engaging with my connections through messages, and sharing their content if I think my network could benefit from it. I also manage our paid ads on LinkedIn, which are extremely targeted and very effective. I’ll share more details about LinkedIn advertising later in the book.


WHAT YOU’LL FIND IN THIS BOOK


Throughout this book, I’ll share my perspective of LinkedIn from the eyes of a direct marketer since I am a direct marketer by trade. As far as I know, I’m the only LinkedIn expert who treats the site like a search engine and marketing platform using a direct-marketing approach. I’ll also share tips to help you get maximum exposure for your personal profile and your company using search engine optimization (SEO) techniques.


Most LinkedIn books teach you the fundamentals of LinkedIn but don’t go into much detail. You learn how to create a basic profile and how to use the LinkedIn tools, but you don’t get into the nitty-gritty details that make you a LinkedIn expert.


We’re going to go deep in this book—very deep. We’ll start with the basics, and then I’ll show you the advanced tips and tricks that will help you stand out from your competitors.


You will find as you navigate LinkedIn that it is constantly being updated. This is good news for you because it means you always have the most innovative and up-to-date networking tools available to you. You may notice that interfaces change from time to time and tools/features may move or be renamed. This is typical to the LinkedIn experience. As such, please note that some protocols and images you see detailed in this book are subject to change on the live site. Where possible, I’ve tried to add links that should take you to the most recent pages on LinkedIn where you can find current information. And, of course, you can always go to the Help section for answers.


Since my use of LinkedIn has evolved over the years, I’m going to share my unique approach to generating more business from LinkedIn. My approach is based on an old-school method (yes, I prefer to use proven methods that have worked for years and still work) called AIDA.


AIDA is short for Attention, Interest, Desire, and Action, which are the four steps in the buying process. Before someone will become your customer, they must be aware of your business and your products. This is the Attention stage. Once they know you exist, they have to be interested in your products and services. This is the Interest stage, where they discover how your products and services can solve their problems. The Desire stage is where they’ve evaluated all of the options in the marketplace and are convinced you are the best solution to their problem. Finally, the Action stage is where you close the sale.


This third edition of Ultimate Guide to LinkedIn for Business is inspired by and mirrors that concept of AIDA so you can see how I apply this approach to my daily LinkedIn strategy. Throughout the book, you will learn lots of great tips to help you get maximum exposure and find what you need to grow your business or advance your career.


First, I’ll show you the ins and outs of LinkedIn by introducing you to the vast array of features and tools available to you. I’ll explain each feature and tool in detail and show you some best practices for each. Some of the LinkedIn features you will learn about include:


■  your homepage


■  profiles


■  jobs


■  Groups


■  articles


■  video


■  hashtag communities


■  LinkedIn Pages


■  tools


■  mobile


■  settings/personalization


■  advertising


■  Premium for business, sales, and recruiters


■  Sales Navigator


■  ProFinder


I’m going to show you how to leverage the power of LinkedIn to create a searchable LinkedIn profile that will rise to the top of the search results in both LinkedIn and Google.


After you master the basics, I’ll show you how experts get the most out of LinkedIn. We’ll review step-by-step case studies demonstrating how to use LinkedIn for various outcomes. If you are looking to grow your business, I’ll show you how to find your perfect clients or customers. If you’re looking to hire someone new, I’ll show you how to find your dream employee.


Today, the business world is changing faster than ever. You need to be well-connected so your business will thrive through the peaks and valleys of the economy. You need to build a strong, stable professional network that can provide guidance and support during trying times. During your boom times, you can provide guidance and support to those in your network who are struggling. In Chapter 1, I’ll explain the benefits of joining LinkedIn and show you how it can help you build your ideal professional network and grow your business. Let’s get started.
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	Chapter 1











Why LinkedIn?




The better question is, “Why not LinkedIn?” With hundreds of millions of business professionals from nearly every company in the world just one click away, why wouldn’t you spend more time on LinkedIn if you were trying to grow a business?


You know when you’re thinking about buying a new car and suddenly you see that model everywhere? You never noticed many on the road, but now that you’re considering buying one, it seems like everyone is driving it. It’s called the Baader-Meinhof phenomenon, and it’s a well-known psychological effect.


I have the same problem when I see online ads and keywords. Sometimes I feel like Don Draper from the TV show Mad Men, analyzing every ad and keyword I see. Since I’m an SEO and online marketing expert by trade, I see the internet from the perspective of online ads, keywords, and search rankings. I’m always trying to figure out how a company gets top rankings or maximum exposure from their marketing campaigns.


I look for the same patterns on LinkedIn. Which companies appear consistently in LinkedIn? Which people get the most exposure? Which keywords get the most traction?





THE DEMOGRAPHIC GOLD MINE


With approximately 575 million members (at the time of this writing) and growing, LinkedIn is considered the most trusted social media platform among Washington Insiders by the National Journal. Unfortunately, most LinkedIn members don’t see the site as a powerful business tool but as a place to post their online resume. They expect others to hunt them down without providing any value to the site in exchange.


According to LinkedIn, only 23 percent of their members are considered active users, logging in more than once a month. The remaining 77 percent are considered static users, and LinkedIn is trying hard to engage them.


Today, LinkedIn has become the largest business-oriented search engine. With its advanced search features, you can find great employees to hire, find the perfect company to work for, find highly targeted leads to sell to, and network with the thought leaders of your industry—not to mention establish yourself as a thought leader, too.


You can mine deeply into the LinkedIn database and find a treasure trove of information that will change the way you do business. You’ll know so much about a prospect, their company, their competitors, their industry, and their products before you ever meet the person. LinkedIn is making it easier than ever to find targeted prospects for your business.


BUSINESS PROFESSIONAL SEARCH ENGINE


Not many people consider LinkedIn a search engine, but I invite you to consider the possibility. You know the power of appearing at the top of Google search results. You get free, high-quality, targeted traffic to your website, which generates more business for your company.


What if your profile or company appeared when someone did a people search on LinkedIn? What if your personal LinkedIn profile or company profile appeared when a prospect searched Google for keywords related to your product or service? What would that do for your career or company? What would your bottom line look like if you could identify highly targeted prospects just by searching on LinkedIn and Google?


If you still don’t believe LinkedIn is a powerful search engine, then why do LinkedIn search results so often appear on Google? If Google understands the power of LinkedIn, you should, too.


Throughout this book, I’ll be sharing my view of LinkedIn from the keyword and search engine ranking perspective. I’ll also share tips to help you get maximum exposure for your personal profile and your company using your professional network.


HIGH-VALUE PROFESSIONAL NETWORK


So what can that professional network look like on LinkedIn? As you can see in Figure 1–1 below, according to online statistics portal Statista, 54 percent of household members in the United States who use LinkedIn are high-income and medium-income earners. There are approximately 150 million users in the United States or 26 percent of LinkedIn’s total membership according to Statista.
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FIGURE 1–1. Income Level of LinkedIn Members in United States


Source: Surveys by Statista


LinkedIn’s sweet spot by age is in the 25 to 44 age group, according to a 2018 study by Statista of internet users in the United States who use LinkedIn. Figure 1–2 on page 4 breaks down internet users in the United States who use LinkedIn by their age.


LinkedIn members are also well-educated. In a November 2016 Pew Research survey, 50 percent of internet users in the United States who have a college degree or advanced college degree use LinkedIn. See Figure 1–3 on page 4 to see the education level of LinkedIn users from the United States. These numbers are very similar to the education levels of European LinkedIn users.


If you are a consultant, executive coach, or professional service provider, you have an unlimited source of potential clients on LinkedIn who earn enough to hire you or have a corporate budget to hire you for their projects. This sure beats the old days of picking up the telephone book and cold calling people all day long.
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FIGURE 1–2. U.S. Internet Users Who Use LinkedIn by Age Group
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FIGURE 1–3. Education Level of U.S. Internet Users by Education Level


CONCLUSION


You now know that LinkedIn consists of well-educated, high-income members in the United States.


You can see the benefits of joining and participating in the networking Groups and demonstrating your expertise by helping others. In the next chapter, I’ll show you how to get started on LinkedIn so you can begin growing your professional network and becoming a recognized thought leader in your industry.


For additional updates and how-to videos, visit https://tedprodromou.com/UltimateGuideUpdates/.
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	Chapter 2











Getting Started on LinkedIn




When did you sign up for LinkedIn, and what persuaded you to complete your registration? My guess is you registered years ago after a friend or colleague forwarded you an invitation to connect. If you’re just starting your career, you were probably referred to LinkedIn by a friend, mentor, or even one of your professors from college or grad school.


Whatever your reason, you are now a member of the largest professional business networking community in the world. Today, LinkedIn is much more than just a networking website. It has become the largest job-related website with thousands of job postings. Recruiters and job seekers are finding LinkedIn to be the perfect place to connect. In fact, I recently heard an ad for LinkedIn on my local radio station that said a person is hired every ten seconds from a LinkedIn job posting. Not bad!


Many people ask me if LinkedIn is better than Facebook or other social media giants like Twitter and Instagram for connecting with people. A couple of years ago, I preferred to use LinkedIn to build my professional network and Facebook to connect with my personal network. Of course, I’m friends with some people on Facebook who are also connected with me on LinkedIn, which is fine. But I posted personal comments and pictures on Facebook and posted business-oriented information on LinkedIn. I still don’t like to see people’s business-oriented status updates on Facebook unless they’re also sharing posts about their personal life. When I was on Facebook, I wanted to turn off my business brain and have fun, and when I was on LinkedIn, I preferred to see only business-related information.





But Facebook is now trying hard to become both a personal and professional network, and it’s succeeding in a big way. A few years ago, something interesting happened that changed my view of Facebook for business. My virtual assistant accidentally scheduled some automated posts in Hootsuite to post on my Facebook personal feed. I post excerpts from my Ultimate Guide to LinkedIn for Business and Ultimate Guide to Twitter for Business books on LinkedIn, Twitter, and other social media sites that link to landing pages where people can download free chapters of my books. I’m okay with posting these excerpts on my Facebook business page, which you can see at https://www.facebook.com/linkedincoach, but I felt embarrassed to share them on my personal Facebook page.


When I first saw the excerpts on my personal Facebook feed, I wasn’t happy. But then I started seeing more downloads of my free chapters from Facebook than from Twitter and LinkedIn. After experimenting, I discovered Facebook is very effective at generating business leads. Now I use Facebook for personal and business while keeping my LinkedIn activity purely business. Posting content on Facebook, LinkedIn, Instagram, and Twitter generates most of the traffic to my website, where people can subscribe to my email list. Many eventually become clients.


Do you have a preference? I’d love to hear what you think. Send me an email at info@tedprodromou.com and let me know whether you keep your business and personal networks separate.


WHY CHOOSE LINKEDIN?


As the largest B2B lead-generation website where businesses can connect with their ideal customers and potential business partners, LinkedIn is the best place for you to reconnect with colleagues. LinkedIn has become so much more than a job-hunting website, which most people mistakenly think is its only function. Here is just a small sampling of its possibilities:


■  Keeping up with news and trends in your industry


■  Establishing your personal brand


■  Demonstrating your particular expertise


■  Finding great professional referrals


■  Promoting your in-person and virtual events


■  Introducing people to others in your network


LinkedIn has become the one-stop portal for you to connect with like-minded people. There is hardly anyone who doesn’t benefit in some way from its network and tools. It’s perfect for:


■  An employee for a company


■  Marketing and sales professionals


■  Job seekers, HR personnel, and recruiters


■  Entrepreneurs and business owners


You can do more than just advertise your resume. Through LinkedIn Groups, you can demonstrate your expertise to attract new clients and connect with other industry experts. You can share your knowledge, or you can keep up with the latest industry news by subscribing to specific industry-related content, which will appear right in your newsfeed. LinkedIn is expanding its tools and services to attract the best business professionals, so the quality of the community continues to improve and exceeds all other business networking communities.


Know Your “Why”


Unfortunately, many people become LinkedIn members and don’t take advantage of the incredible opportunities and tools in the community. They create their account, partially fill out their profile, connect with a few close friends and only occasionally come back. They mistakenly think there is no reason for them to log in to LinkedIn because they haven’t taken time to explore the “new” LinkedIn.


The real reason they are unimpressed with the site is because they don’t have a reason to be an active member of the LinkedIn community. Like any community, you have to have a reason to join it if you want to take full advantage of all the opportunities it has to offer.


Think about why you joined other social networking platforms. For example, when people join Facebook, they expect to connect with past and current friends in a casual environment. Facebook is all about taking a break from our busy lives by viewing our friends’ vacation pictures, chatting, and playing games. Your expectations are very clear when you join Facebook, and the level of engagement is incredibly high.


When people join LinkedIn today, they can expect to connect with hundreds if not thousands of like-minded business professionals. As LinkedIn provides more networking tools and ways to engage with others, the level of engagement increases proportionally. I spend much of my day logged in to LinkedIn, checking status updates from my connections, and learning about industry news. When I leave work (by walking from my home office to my living room!), I spend my personal time engaging with friends on Facebook. My expectations of both websites are very clear, so I have no problem engaging with people on both networks. In other words, I know my overall “why” (engaging with a professional community), which allows me to pinpoint my strategic objective.


DETERMINE YOUR LINKEDIN OBJECTIVE


What is your objective in joining LinkedIn? Most people don’t have a specific reason to join unless they’re looking to improve their career, which explains why many profiles are incomplete and show little or no activity. They signed up because they were invited to connect with a co-worker or colleague, but they weren’t looking for a job or to network, so they think they have no reason to return.


I think most businesspeople don’t understand the importance of building and nurturing a professional network. When you’re working full time, you are usually overwhelmed with tasks and not thinking about networking. Most business professionals don’t have a long-term career strategy and aren’t preparing for “what’s next.”


If you lose your job (which happens frequently in today’s work environment), you may not have a network to support you when you’re looking for your next position. When you build and nurture your professional network with short, periodic updates, it will be much easier to reach out to them for help when the need arises because you are already on their radar. LinkedIn’s networking tools (which I will show you in Chapter 14) make this very easy to do.


Even if you’re gainfully employed and not looking for a job, it’s still important to complete your LinkedIn profile. Your profile is a dynamic electronic billboard displaying your skills and expertise to millions of potential readers. By keeping your profile up-to-date, connecting with others, engaging in Groups, and demonstrating your expertise, you are showing the business world you are in touch with the latest trends and technologies. The more you participate on LinkedIn, the more your name will pop up in the LinkedIn sidebar and on search engines like Google, creating unexpected opportunities for potential customers, partners, and employers to find you.


You may not use LinkedIn on a regular basis, but other businesspeople do. It’s become a common business practice to view LinkedIn profiles before meeting so you can learn something about each other. In fact, according to a study by Hubspot in their “State of Inbound” report, people will view your LinkedIn profile 83 percent of the time before they meet with you for the first time. Your LinkedIn profile is often their first impression of you, and as Will Rogers famously said, “You never get a second chance to make a good first impression.”
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