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Introduction
When it comes to using social networks to market their company, many business
owners have already heard about the two biggest: Facebook and YouTube. Many are
already using those networks to market their brand and promote their business, yet
many of these same business owners don’t have a LinkedIn profile yet. Why? It’s
certainly not because LinkedIn is new to the scene. In fact out of the three, LinkedIn is
the oldest of the social networking sites. YouTube was established in 2005, Facebook
was launched in 2004 and LinkedIn was launched in 2003.
It’s also not because LinkedIn lacks any of the benefits the other two major social
networking sites offer. LinkedIn actually holds more benefits over both for the small
business owner. It allows much more interaction between a business and their
customers than just posting a video; and it doesn’t include distracting games like
Facebook does. The biggest reason why business owners don’t use LinkedIn is simply
because they are unaware of the benefits, as well as how to use it. Add to that the
myths surrounding LinkedIn, and it’s quite easy to see why LinkedIn is the least popular
of the three.
This guide will burst through the myths and actually show you how to use it and what to
do to make the most of it. And for those that don’t already know, we’ll also take a look at
the many benefits that come with using LinkedIn.
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Benefits of Using LinkedIn
The main benefit of using LinkedIn is that it’s going to translate into more profits for your
company. The website can also offer your business more than an increase in its bottom
line.
Here is a short rundown of some of the benefits of using LinkedIn:

Grow your network and target your network
Facebook and YouTube can help you grow your network just as well as LinkedIn can,
but there’s a major difference. The former two networks can consist of just about
anybody – from vendors you do business with every day, to people who simply
“Subscribe” and “Like” anyone they happen to come across. You could end up with a
great deal of people following you, that aren’t actually even following you, nor are they
regularly checking out your channel. Maybe they’ve hid your news feed, or they simply
don’t watch the videos you create because they don’t care. Other than building their
own follower list and getting their name out to their subscribers, they’re not really
interested in you.
However, every single member of LinkedIn is there for one reason and one reason only:
to grow and market themselves or their business. Small businesses are using it to keep
in touch with vendors and clients, all the while gaining new vendors and clients.
Individuals are there to build a resume, to find work, or to create networks and build
contacts that they can use later down the road. LinkedIn gives you all the social media
benefits of building and growing your network, but it lets you target that network and
create your own network out of other professionally-minded individuals and businesses.

Keeping in touch with your customers
Historically, focus groups used to be one of the main ways companies kept in touch with
their customers and found out what they were saying about their products. Today focus
groups are almost a thing of the past- primarily for one reason: social networking allows
companies to keep in direct contact with their customers in a way like never before.
While keeping in touch with your customers is one of the benefits that can be found by
using Facebook and YouTube – you can also find it using LinkedIn.
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Hiring new employees
Remember that many people who use LinkedIn are not small business owners, but are
looking for a small business to work for – and yours could be just the one. LinkedIn
allows you to perform an in-depth search on a person’s employment background,
education history and industry experience. LinkedIn even goes one step further and will
localize the search for you, so it’s just a matter of calling that person across town and
setting up an interview. With LinkedIn, some companies might find that they can do
away with advertising in the classifieds altogether.

Check out what your competitors are doing
Many business owners have already developed a LinkedIn profile for their business and
more are added every day. The chance that your competitors are already on LinkedIn is
good and this gives you another opportunity to find out what they’re doing, what
campaigns they’re running, what they’re offering to customers and how you can
continue to be better than them. Worried that they won’t want to be part of your LinkedIn
network? Don’t worry about that – they’re going to want to keep up with what you’re
doing too!

Keep up with industry trends
Unlike other social networking sites, this doesn’t mean keeping up to date on news and
happenings within the industry. Rather, LinkedIn gives you a complete look at your
industry on a whole. LinkedIn can tell you what the current trends are and where they’re
headed. For instance, LinkedIn allows you to see what the average age of a person in
your industry is, how large your industry is compared with others, and how it’s growing
compared with other industries and businesses.

Increase your online reviews
Lots of business owners know how important online reviews are and LinkedIn is a great
way to build the number of online reviews your business has. One of the unique
features of LinkedIn is that you can recommend other people and give them referrals,
and they can do the same for you. When people search for your industry or a product or
service your company provides, they’ll be looking for these reviews and will easily be
able to find them. And, because LinkedIn pages generally get very high page rankings
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in search engines, people will find those reviews whether they’re browsing within the
platform or outside of it.
Some business owners join LinkedIn thinking that it’s a simple matter of setting up a
profile and waiting for the profits to roll in. But while it’s true that LinkedIn can help
increase your revenue, buying into this or any of the other common myths about using
LinkedIn is the biggest obstacle that keep businesses from being successful. In the next
section, we’ll look at what those myths are.
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Misconceptions about LinkedIn
Unfortunately, sometimes business owners join LinkedIn only to be disappointed that
they don’t get the results they were expecting (especially after hearing about everything
the social networking site can do for them). Most often it’s not the fault of the website,
but that of the business owner, either because their hopes were too high or because
they don’t really understand how to use the site.
Here are the biggest misconceptions that many small business owners have about
using LinkedIn and how they block their path to success.

With LinkedIn, recruiters are no longer necessary
Recruiters and head-hunters have long been a necessary part of business and there’s
no need for a company to eliminate the role of their recruiter just because they’ve joined
LinkedIn. It’s true that LinkedIn will lay a multitude of resumes and prospects at your
feet. That may be enough for your company and you may be able to stop outsourcing
your recruiting needs. However, if you have very specific needs and are looking for “that
certain someone,” you may still want to keep the human touch a recruiter will bring. You
may also choose to keep a recruiter on hand that can sort through all of the resumes
and profiles of interested people. You need to look at your business and determine
whether or not you can use just LinkedIn, or if you need to use both.

There’s no need to fill out the whole profile on
LinkedIn
This is one of the biggest reasons why businesses don’t succeed when using LinkedIn
to market themselves and their business. It’s the equivalent of putting together an entire
television commercial and then forgetting to include the name of the product you’re
selling. The whole point of LinkedIn is to get you, your name, your brand, and anything
you can possibly say about your brand out there in front of people’s eyes. If you don’t
seize the opportunity and take the two minutes to fill out your entire profile, then just
about every minute you do spend on LinkedIn will be a waste of time. In the next section
we’ll look at how to properly fill out your profile to make sure that you make the most out
of it.
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Thousands of connections = thousands of
opportunities
The whole point of LinkedIn is to target your social media marketing to professionals
and like-minded people. So if you own a sporting goods business and have one
thousand connections to different suppliers, vendors, clients, and good leads, they very
well could turn into one thousand opportunities. However, if half of those are people
who want to connect simply just to connect and they have nothing to do with you or
sporting goods, they will probably amount to nothing. The number of connections
doesn’t equal the number of opportunities; the quality of those connections does. A little
later in this guide, we’ll tell you how can make the most of your connections and to
make sure they’re of the highest quality.

LinkedIn is the best social networking site for my
business
This isn’t necessarily a myth. LinkedIn might be the best social networking for your site;
Facebook, YouTube, or Twitter might also be better. It’s up to you, or a social media
marketing professional, to assess all the different sites, as well as your business, and
determine which social media site is best for your company. No single site is going to be
the best for every single company and depending on things like target audiences the
best site for one company may not be the best site for the other. Even if LinkedIn isn’t
the best social networking site for your business, it’s still a good one, and you should
still be a part of it. We’ll touch on this later on in the guide if and when you’re looking for
a social media expert to help you with your LinkedIn campaign.

You need to post updates as often, and as much, as
you can
This simply isn’t true and can actually annoy those in your network. Update after update
is most irritating when they’re constant self-promotion, redundant, or just plain pointless.
Again, it’s quality over quantity. We’ll touch on this later on in this guide and tell you
about when and how often you should be posting.
Now that we’ve dispelled the myths that will keep you from being successful on
LinkedIn, what exactly do you need to do in order to be a success?
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Maximizing LinkedIn for Your Business
You know the benefits of using LinkedIn to market your small business and you now
realize some of the misconceptions that come with the site, and the truth about them.
But how exactly do you join LinkedIn and what do you do once you’re there? You take
advantage of it, not to only get your name out there and promote your brand, but also to
create joint ventures and get new leads! While it can be time-consuming, it is the only
way to fully maximize LinkedIn to its potential and this section tells you how to do it.

Setting up your profile
Joining LinkedIn is easy, but a bit more involved than joining other social networks. Go
to www.linkedin.com and start by filling out the simple form on the LinkedIn home page.
Here you’ll be asked about your name, email address and the password you’d like to
have for your account. After this you’ll be asked to fill out a slightly longer form that will
include your job title, employer’s name, and your geographic location. LinkedIn will send
you an email with a link included that you’ll need to click on in order to confirm your
email address. Lastly, you’ll need to decide whether you want a free account or paid
account.
LinkedIn has five different types of subscriptions. As a business owner, you’ll most likely
be interested in one of four of them. They are Basic, which is a free subscription;
Business Plus; Sales Navigator; and Recruiter Lite. When subscribing to the Basic site,
you will have limited access to other profiles with only 100 returned on each search; and
you’ll only be able to save three of those searches. Those searches will also be broad,
as you won’t have access to the premium search filters. You also won’t have any InMail
credits, which means you won’t be able to privately message anyone.
With a Business Plus subscription, you’ll get 15 InMail credits, unlimited profile
searches, 7 saved searches, and 8 premium filters. With Sales Navigator and Recruiter
Lite, you’ll get a much more targeted and specific subscription that will help you
generate leads (Sales Navigator) and hire more qualified people (Recruiter Lite). It is
important to note that when you choose Sales Navigator or Recruiter Lite you can still
have your regular LinkedIn profile, which means that you could get the best of many
worlds by creating a Business Plus account and/or a Sales Navigator or Recruiter Lite
account.
Remember that when you sign up for LinkedIn, no matter which subscription you sign
up for, you must use your real name. Not only is this a requirement of the site, but it only
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makes sense to. After all, you’re on the site in order to grow your networks and promote
your business. You definitely want people to know who you really are!

Throughout the process of setting up your profile, you’ll be asked whether you want to
start making connections, or to add the names of friends you’d like to invite. For now it’s
best to skip these steps, as they take time and you can always come back to them later.
Not only will you want to take the time to complete these steps when needed, but you
also want to focus on just getting your profile set up first.

Making connections
Never underestimate the power of connections on LinkedIn; they are pretty much the
entire reason why you joined in the first place. After you’ve set up your account, you’ll
be taken to your profile page. At the very top you’ll see several different tabs including
My Network, Jobs, Messaging, and Notifications. You’ll also see a tab that says ‘Me’
and may or may not have a picture of you or your business above it. To find people,
click on My Network. At the left-hand side of the page you’ll be able to see how many
connections you have. There probably won’t be many right after you have created your
profile, but under this number you can also click on ‘Find Connections’.
You’ll be given several options to see who you already know on LinkedIn via email. All
you have to do is enter your email address and click on “Continue”. You’ll be taken to a
screen asking for your permission to access your profile page and your email accounts.
You’ll need to grant this permission if you want LinkedIn to find people you already
know and make connection suggestions, but you can always go back and change it
later if you’re uncomfortable with LinkedIn having access to that information.
Once LinkedIn checks all of the email addresses in your contact list and compares it
with their database (it takes about five seconds), you can simply start checking off all
the people you already know that you’d like to connect with. You can skip this step, but
you shouldn’t. It’s a great place to get started meeting people on LinkedIn. Once you’ve
selected who you want to connect with, click on the button that says, “Add to network”.
Once you’ve added those connections you’ll then have the option to connect with
people that are in your contact list, but are not yet on LinkedIn. You can check as many
as you’d like off, and then again click “Add to network”. The people you’ve selected will
be sent an invitation by LinkedIn to join and connect with you.
After LinkedIn has checked one of your email addresses, they will give you the option of
checking your other email accounts, and either adding connections or sending
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invitations just as you did with the first email address. LinkedIn will go through all of the
accounts with you, to make sure they’re getting all of your contacts.
After LinkedIn has checked through all of your email accounts looking for contacts, go
back to your profile page. Here you’ll find more connections of people you do know, as
well as some you don’t. These might be past co-workers, clients, employers, or people
you know personally. Underneath each profile you’ll see a box saying “Connect”. Simply
start connecting with those you want to!
If you feel as though it will benefit you, you can also search for past alumni on LinkedIn
to connect with. To do this, you first have to find the page of the college or university
you attended. Once you are on that page, you will also see a button that says ‘See
Alumni’. LinkedIn will pull up a list of results for you including names, where they work,
and what they do. If you think it will really benefit you, you don’t even need to have
attended the school in order to check out the alumni of other schools.
Remember when doing this though, it’s quality over quantity. Just because someone
may have been your best friend 30 years ago, if they’re not in your industry and not
interested in your industry, you may not need to make the connection. Remember that
every connection could be a potential lead, but you don’t want to have too many
connections as this could create a confusing cluster of networks that don’t really have a
lot of lead potential.

Joining Groups
What are groups and why are they important? Different companies or individuals create
groups that anyone can join and meet with more people. Anyone can join a group and if
you meet someone in that group that you want to talk to, you can send them a private
message if you’re not connected to them.
To join groups, look at the tabs located at the top of the page. Move over to the ‘Work’
tab located at the top on the right-hand side. Click on this and a drop-down menu will
appear. From there, choose ‘Groups’. A new window will open up and you’ll be able to
see all of the groups you currently belong to. Again, if you just signed up for LinkedIn
and just started creating your profile, there may not be any groups that you belong to
just yet. You can find groups that match with your profile and interests by clicking on
‘Discover’. This will pull up different suggestions and if you find one you like you can
simply click on ‘Ask to Join’. If you know of the exact group name you want to join and
don’t see it in your suggestions, go back to your profile and use the search function to
look for it. Once LinkedIn finds it, the site will pull it up for you just as it did the others.
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SlideShare is one of the most popular features on LinkedIn, but it has gone through
some major changes recently. SlideShare is a central place for professional content that
can reach anyone from your customers in the community to the other side of the world.
SlideShare includes great content including presentations, infographics, documents and
videos; and it can also help you build your reputation and reach out to more
professionals or customers that could present you with even more opportunities.
To access SlideShare, click on the ‘Work’ button on the right-hand side of your profile
and then click on the ‘SlideShare’ button.

Create joint ventures
If you’re new to the world of joint ventures and aren’t sure what they are, they’re really
just a relationship that you form with another business in which you both promote each
other so that you both benefit. Whether you’re looking for your first joint venture, or
you’re just looking to add to your list of JVs, LinkedIn is a great place to find them!
When looking for JVs you want to partner with businesses that are related to your
industry, but that are not your direct competition. So for example, if you own the sporting
goods store mentioned before you wouldn’t want to joint venture with other sporting
goods stores. But, you might want to think about joint ventures with a ski resort in the
area, or even the professional hockey team that plays in town.
LinkedIn is especially good at creating opportunities for joint ventures because of the
highly keyword-targeted search found within the website. This feature allows you to
significantly narrow down your search and find potential joint ventures that are best for
you. It not only allows you to search for keywords that you do want, but also keywords
that you don’t. Using the sporting goods store example again, you could not only search
for “ski resorts,” but also “ski resorts NOT ski shops,” or you could write, “New York
hockey teams NOT New York hockey stores.” You can also consolidate the keywords
and narrow your search even more by using the keyword “OR.” So you could search for
possible joint ventures by searching for “ski resorts OR New York hockey teams NOT
stores,” and you’d get a highly-targeted list of possible joint venture partnerships that
could turn into huge profits and revenue.
Believe it or not, this is just the tip of the iceberg when it comes to joining and using
LinkedIn. While these are some of the biggest ways to use LinkedIn to its full potential
and really rev up your revenue, there are many other numerous tips and tricks you can
use to ensure further success when using LinkedIn to market your small business. The
next section will look at what those are.
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Quick Tips for Success
While LinkedIn doesn’t have all the unnecessary games and apps that Facebook has
(and that can be quite distracting,) LinkedIn is still so much more than just setting up a
profile and joining groups. To make sure you get the most out of using LinkedIn to
market your small business, here are some quick tips for success.
o Put your LinkedIn URL on every piece of marketing material you distribute, right
in front of the URLs to your other social media accounts. You want people to be
able to contact you in any way possible and in such a digital age, LinkedIn is
becoming one of the most popular ways to connect.
o Join groups. This time, be specific. Join groups of organizations and associations
that govern your industry or are related to it. It will show that you’re interested in
staying on top of industry news and trends and will help grow your network.
o Once in a while, update your status with samples of recent work. If your
photography studio has a blog, you could post a “Favorite Picture of the Week”
every week and then use the widget to import the blog post into LinkedIn. Then,
use the actual picture as your status update.
o Always upload your LinkedIn statuses to your Facebook and Twitter accounts
(and any other social networking sites you belong to). It’s a great way to get the
word out to everyone all at once.
o Don’t just join groups, start one! Start a group under the name of your company,
your website, or your brand. Invite people to join and try to make it as active as
possible by taking polls, asking questions to generate interest and by generally
interacting with clients. When speaking on groups that belong to others always
invite them to join yours.
o Be active in the groups you do join – this can’t be stressed enough. It’s the entire
reason you joined the group in the first place. Talk to people as much as
possible, answer questions, research for answers and send links (a mix of your
website and others). Be as active as you can and people will remember you for it.
o Don’t spend a lot of time directly selling or pushing your product. People come to
you for help and because they think you have something of value to them – not
because they want to look at advertisements all the time. Spend time helping
those people and they’ll soon become your customers.
o Stuck on what to post as your status? Press releases, recommendations, links to
helpful blog posts, quick tips, quotes, and links to YouTube videos are just a few
ideas to help get you started.
o Update your status at least twice a week, and no more than five times a week.
o Remember to keep your LinkedIn profile up to date. What you enter the day you
join may not be the information you’d enter two years after joining. Every couple
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of months go back into your profile settings and see if there’s anything you’d like
to add or change.
o Customize your public profile URL. Just like you can change the URL of your
page on Facebook, you can also change it on LinkedIn. If you don’t do this, new
connections, groups, and other companies can’t easily find you because your
URL looks like this: www.linkedin.com/mycompanyabc23459738492. You can
customize this though and make it look more professional, as well easier to find,
by simply changing it to: www.linkedin.com/companyabc.
o After some of their most recent changes, LinkedIn started to include cover photos
in their profiles. Taking the time to do so is important and should be done so that
connections can get to know your personality, and to promote your business.
o Post any honors and awards you’ve received on your profile. It’s been shown that
these can get up to six times more views than profiles that do not display any
honors or awards. To add these, go to your profile page and then click on ‘Add
new profile section’, located on the right-hand side of the page. A list of possible
profile additions will come up. You just have to choose one and start adding
them!
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LinkedIn Quicklist
If you have a specific vision for your LinkedIn profile and marketing campaign, or you’re
already handling an involved campaign, joining the site is easy and maintaining your
presence is fairly simple. But there is a lot involved and you want to make sure you
don’t miss a single step. Here’s a checklist to make sure that you get the most important
steps in.
o Join by going to www.linkedin.com and entering your name and email
information.
o Create an interesting and detailed profile that includes as much information as
possible about you and your company. Use all the tips from this guide to help you
create your profile.
o Choose a photo to display that best represents your company and make sure
you don’t go any further until you do. You’re invisible otherwise.
o Make connections with people in your email address book. Then continue to
make connections through suggestions, alumni, and groups.
o Ask for recommendations from past customers who had a good experience with
you and who you feel comfortable asking to share their experience. Get three
recommendations as soon as possible.
o Give recommendations! When you use a product or a business give them a
recommendation. If someone asks for one and you feel they deserve one, give it
to them.
o Integrate your LinkedIn profile with your blog and with all your other social media
marketing campaigns.
o Put your LinkedIn URL on business cards, stationery and any other marketing
materials you’re going to use for your business.
o If you don’t think you have the time to set up and maintain your LinkedIn profile,
much less integrate it with your social media marketing campaign, you can hire a
marketing consultant to do it for you. There are many things you need to look for
when hiring a consultant. In the next section we’ll look at the most important
questions you should ask anyone you’re considering hiring.
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What to Ask a Consultant
Perhaps you want professional assistance setting up your LinkedIn Marketing Strategy.
Here’s a list of important questions to ask a Social Media and/or Marketing Consultant.
These will help you make the best decision possible.

1. What is your expertise with LinkedIn?
Because your consultant will most likely be doing more for you than just working on
your LinkedIn account, you can ask how long they’ve been using LinkedIn
professionally or how many clients they have set up profiles for. Listen for answers that
include the direction they took client’s profile in and how they used it to boost their
profits.

2. Can you give me an example of a small business
like mine you helped with LinkedIn?
Often LinkedIn profiles can be viewed without actually connecting with them. Your
consultant should be able to give you the name of at least one company that you can
check out on LinkedIn. Look for yourself how successful they are on it.

3. What’s the biggest mistake you’ve seen a small
business make with LinkedIn?
The worst answer you could get here is “nothing.” Mostly, you’re asking this question to
see whether or not they could identify problems when they came up and if they could
solve them.

4. How will you know if my LinkedIn marketing
campaign is working?
They might have any number of answers here referring to tracking software and
analytics and that’s all good. What you don’t want is someone who says, “I guarantee to
get you 1,000 new connections” because essentially that means nothing.
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5. How are you going to help us?
Marketing consultants, social media consultants, Internet marketing consultants – they
go by a thousand names and they will each focus on particular aspects of social media
marketing. You need to know which areas they’re going to focus on, or whether they’ll
do it all for you.

6. What have you tried on LinkedIn that did not
work?
This question is very effective because good consultants have tried various strategies
and many have not worked. And that’s okay. That’s how they learn what is effective. If
they answer this questions by saying everything they do works you might want to keep
looking.

7. Can I have at least three references and can I
contact them?
If they can’t provide you with references you shouldn’t hire them.
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Conclusion
While it may take a little time and effort to create a marketing strategy using LinkedIn,
the process could be very rewarding for your company. If you are able to connect with
more customers and generate more leads your business could see an increase in
profits. When you need help getting onto LinkedIn and using it to the best of your
business’ advantage, call your local marketing consultant and ask how they can help.
Then go through the questions mentioned in this guide and find the one that can bring
your social media presence to life!
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Next Steps
Thank you again for downloading this free report. We hope that you found it useful and
it has given you the information you need to use LinkedIn to market your business.
You can get additional reports with information like this one at:
https://leadgenprofitsites.com/free-reports/
If you require any further assistance please contact us at our website:
https://jjosephglobal.com/

Recommended Resources
We know that facing LinkedIn can be intimidating. While we hope this guide has
provided you with everything you need to give you the confidence to make the right
decision we understand you may need further information and assistance. You can
always contact us directly.
In addition, we recommend this helpful resource.
https://jjosephglobalmarketing.com/

[22]

