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How to Become a Linkedin Expert

1. Make your profile client focused

· Resist the temptation to make your profile look like your CV.

· Most effective introductions focus on who you help, and what problems you help them solve or results you help them achieve. 

· Linkedin is for making connections and for the majority of professionals that means clients and business partners, not recruiters.

· Job titles, main achievements and company names can help give you credibility (and make it easier for others to find you) but don’t include all the details you would on a job application.

· Don’t take Linkedin category names too seriously - use whatever space you have to give the impression you want to give. 

· You could use the specialties section, for example, to include a list of your services (in client focused terms, of course).

2. Get connecting….but

In case you missed it - Linkedin works on connections. 

· The most powerful use of Linkedin is to find new clients and business partners through the search function or directly via your contacts connections. 

· The more direct connections you have, the more opportunities you have to connect.

· The Linkedin toolbar for Outlook provides an easy way of inviting your Outlook contacts and people you email regularly to connect with you.

3. Choose your connection strategy carefully

· There are two very different strategies to connecting on Linkedin: 

· Open Networking and trusted Partner Networking

· In business networking generally, the value you get from your network is a product of the size of your network, and your ability to convert connections into productive business.
· You can grow the value of your network by getting more connections, or deepening the strength of each connection (getting to know people better, helping them out, etc.)

· Open Networkers or LION (LinkedIn Open Networker) focus on growing the size of their network by connecting to as many people as possible.  LION’s typically have many thousands of connections. This means that when they search for useful relationships, for example looking for contacts in specific companies or job titles they are much more likely to find them.  The downside is that with thousands of connections you don’t know each one very well, if at all. 

· The other strategy is to have fewer but deeper connections; a trusted Partner strategy. Here you only connect to people you already know and trust. 
· With this strategy you have less chance of finding someone via a search because you have less connections. But if you do find someone, it will be through someone who knows and trusts you. They will be able to give a strong referral and put you in touch with the person.
· The Trusted Partner strategy works best for most professionals. It mirrors the way we develop trusted relationships in the real world. 
· Both strategies can work, but you must be consistent. If you are following a Trusted Partner strategy, you must only connect to people you really know & trust and turn down connections from people you don’t.

4. Use Search to find potential clients and business partners

Many people get going on Linkedin but fail to use it to help their business.

· One of the most effective ways to gain business value from Linkedin is to find potential clients and business partners.

· Linkedin allows the ultimate in specificity. You can search for exactly who you want to be referred to by company, by geography, by name, by job title, etc. 

· Look at the contact list of an individual to see if there anyone you’d like to be connected to. 

· Once you’ve identified people to be introduced or referred to, rather than try to connect them directly, give your mutual connection a call and ask them if they can connect you. 
5. Give testimonials to get them

· Testimonials are clear indication of the quality of your work and the relationships you form. 

· Begging for a testimonial isn’t a great strategy. If you want to get testimonials, use Linkedin to give them to people you have worked with and who have done a great job for you. Linkedin will show them the testimonial to approve, and then ask them if they want to reciprocate. 

6. Have a helpful headline

· When people find you in searches, or when you contribute to Group discussions; the initial thing they see is a little box with your name, photo, and headline.
· What most people have in their headline is their job title. By default, unless you change it manually, Linkedin takes the headline from your last job title. 

· Unfortunately, this doesn’t give people a clue as to whether you might be able to help them, or might be interesting to connect to.
· You should treat your headline like your introduction when networking. Focus on what you can do to help people. It much more useful in telling people what I actually do than using an official job title like Managing Director. 
· You can edit your Headline via the Edit My Profile option.

7. Join Linkedin Groups to connect and interact

· Linkedin groups are essentially discussion forums for specific interest groups. 
· You should be joining groups both of interest to you professionally, and the groups where your potential clients hang out. 

· Try to answer questions and be helpful. It’s all part of building your personal brand as someone who knowledgeable and experienced in your field.
· The same is also true of the Linkedin Q&A section. Post sensible answers or pose sensible questions and over time you will develop a reputation for knowing what you’re talking about.

8. Use Status Updates to subtly remind your contacts of what you do

· Linkedin status updates are a nice way of helping to stay top of mind with contacts.
· Updating your status is a non-intrusive way of getting a gentle reminder out.

· Your contacts will get a regular email with a summary of the status updates of their contacts. And they will see the updates on their Linkedin homepage. 
· Mostly it will just be so and so updated their profile type messages. So, if your status update has something interesting in it will remind them and may even trigger them into action.

· Using the ping.fm service allows you to update the status of other social networks like Facebook and Twitter simultaneously.

9. Watch others status updates to initiate contact

· Keep an eye on status updates from others it can be a good opportunity to get back in touch especially if they have changed jobs or have set out on a new venture. 
· Even small status changes can help give you something to start a conversation with the sort of small talk needed to keep dialogues and relationships going in between more meaty topics.

10. Proactively link others together who you think may benefit

· Don’t wait for others to initiate a request to be linked up to your other contacts.

· Review your contact list regularly looking for ways to add value to them. 
· One good way is to offer to link them up with potential clients or partners for them.
· It’s not super easy to do this using Linkedin functionality! I find it easier just to email both and suggest they make the connection themselves.
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