Mastering Linkedin for Business

Here is a Timesaver Tip to get you started: Whenever you meet someone in person, go to LinkedIn when you get back to your office, and send them an invitation to connect on LinkedIn. Add a personal note to the invitation saying it was good to meet them at the ABC meeting, and you look forward to having coffee sometime to learn more about their business and how you each can help each other advance your networking and get more clients. You’ll build your network quickly that way with very little time and effort.

12 Timesaver Tips for LinkedIn & Social Media
By Jan Wallen Author of “Mastering LinkedIn in 7 Days or Less”

1. Ask yourself, “What’s the one thing that will make the most difference for your sales and your business this week? And focus on that one thing this week – in everything you do (in-person, online networking, phone calls, social media). Make it a habit to ask yourself this question every week.

2. Make notes about what you want to get from using LinkedIn. What are your goals? Are you looking for a new position? New clients? Do you want to establish your status as an Expert?	Or build your company brand?

3. Write down the area(s) you want to be known as the Expert in. Write your strengths and areas of expertise. As you use LinkedIn more and more, devote time often to asking and especially answering questions in the Answers section of LinkedIn. This gives you visibility and the opportunity to build Expert status in your field.

4. Consider this before you create your LinkedIn Profile: Your Current
Purpose and what you want to accomplish with LinkedIn. Remember, the most
efficient and effective way to get started on LinkedIn is to think things through
first . . . that way, you’ll get the results you want.

5. Find out about a prospective client before you talk to them. Find out what their business challenges and goals are, and then tell them how you work to solve exactly those challenges. Then be quiet, and give them a chance to ask you about your business, services and products and how you do that.

6. Take the sales conversation offline. That is, find people who can be good clients and who can refer good clients to you. Then contact them by phone or a LinkedIn message or email. Meet in person if possible and start to build a relationship. A LinkedIn message or InMail is not the place to give someone your sales pitch.

7. Use LinkedIn to get more face-to-face meetings. In many businesses, someone is not likely to hire you or your company unless you’ve met in person. Look up people who can either be your clients or who can refer qualified clients to you. Look them up on LinkedIn and review their profile. Look for common threads and things you both have in common. For example, you may have gone to the same school, or know a lot of the same people.

8. Look for icebreakers and ways to start a conversation. When you look up someone’s profile on LinkedIn, look for common threads and things you both have in common. For example, you may have gone to the same school, or know a lot of the same people. This starts the conversation and also creates a connection. You become someone who is known, rather than someone new who calls out of the blue.

9. Start a conversation to build a relationship and see how you both can work together. When you meet in person, ask them about their business and who their best clients are so you can keep your eyes open for people to refer to them. Listen carefully and jot notes down if it will be helpful. Tell them about your business and best clients. Then talk about ways you might work together. Leave the meeting with action steps. Refer at least one person in your network to them within 24-48 hours of your meeting, or introduce them to someone.

10.The Magic is in the Mix: Integrate LinkedIn activities into your current sales and marketing efforts. When you send an email marketing campaign featuring a product or service, also create an Update in LinkedIn that features the same product or service. You can also send messages out on LinkedIn to 50 people at time
And . . . Here are 2 more Extra Timesaver Tips for you . . .

11.Position yourself as an Expert. Answer questions in the Answers section of LinkedIn. Go to the Answers section, and scan the questions that people have asked about your area or industry. Look for questions where you can provide genuinely helpful advice or answers. Write a short answer – no more than a few sentences. When you do this, your name and link to your profile appear next to your answer, so people can click there and go to your profile. The key is to answer relevant questions regularly and consistently so that people recognize your name and see you as the Expert.

12.Start a LinkedIn group – be an Expert and thought leader. When you start a group, you’re seen as a thought leader and expert. Look in the LinkedIn Groups Directory to find all of the groups that are in your industry or area of interest (that is, the areas your clients and potential clients are interested in). Scan the list, and check out several of the groups to see if they provide what you have in mind for your own group. If there’s something missing, start a group to provide what’s missing. It’s also good to ask your clients and potential clients. Tell them you’re going to start a group on LinkedIn – what would be helpful for them?
_________________________________________
Jan Wallen wrote the book on LinkedIn – literally. She’s the author of “Mastering LinkedIn in 7 Days or Less.” She leverages her corporate and Big 4 sales, sales management and CRM expertise to show professionals how to maximize LinkedIn for sales and business development. Jan writes for several sales-related blogs, and has been featured in Business News Daily, the Business Insider, radio shows including Into Tomorrow, and on business summits.

Your invitations to connect on LinkedIn are welcomed– tell her how you found her. LinkedIn: http://www.linkedin.com/in/janwallen 
_____________________________________________________________________________________________
Used with permission by Jan B. Wallen and LinkedIn Works for use by CIPP a subgroup of AIC
© Copyright 2008-2012 Jan B. Wallen and LinkedIn Works All rights reserved. LinkedIn Works!
(203) 545-6104 www.LinkedInWorks.com
info@linkedinworks.com


To Order “How To Master LinedIn in & Days or Less”
by 
Jan Wallen

Click here for the author’s website
Click here to see the book on Amazon
[image: ]
image1.jpeg
Clickto LOOK INSIDE!

Llnkedln
in 7 Days
or Less

— m———






Mastering Linkedin for Business

Here is  Timesaver Tip o getyou started: Whenover you
moot someona nperson, go o Linkedn whon you got back o
yourffic, and send thom an nvllion o connoct on Lnkedin.
hsd  porsonal not to the nvitation sayig  was good o moet
hom at the ABC. meeting.and you ook forward (o having cofee
Sometime f earm mors about he businass and how you aach
can halpeach ot adanco yournetworking and got more
Clents. You'lbuid your network qucky et way wih veny it
timo and ofot,

12 Timesaver Tips for Linkedin & Social Media
By Jan Wallen aunor i “aserog inkodnn7 s o Less™

1 Askyourst W oot i ok i most it
e SR ke e o iy o

2 ket st what s want 10 ot e uing L W e
O R e i 3 oS ek e 0
A S s an ot O bty oy b

5 Wt o th ) you vt 10 b Ko h Expertin Wt
S ey g e Yoo Lok e 4 o o

St Sty ety oy s Avers s
ey ey o e

4 onsier i eor you creseyour Linkadin ot e Curr
e ot v et ey L R o s
R ey o v 1 ok s s
Tl et 1o e s s v

5 Find ot sbout rospectecliet bfre you o s vt
I s e and G . 00 e P w5 etk
SO Sns nins ans p ode So

5 Tok th s comerston offn. Tt fod el o can b god
R o B o hen i om0




