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One BIG way is get Lots of Connections! 
 

LinkedIn looks at you as a BIGGER PLAYER.   You get more points, and 
therefore show up higher in a search on LinkedIn! 
 
 
You MUST…get, at least,  
 

                501 connections!! 
 
 

And a really neat thing….you may show up higher on some search 
engines like Google! 



OK….so how do you get those points??? 
#1 ----- Fill out your complete Profile Page!!  This is a HUGE point producer  
 

#2 ----- highest point value is for your Tag Line (on your profile page) 
 
#3 ----- fill out your Summary (using keywords effectively) 
 
#4 ----- join Groups 
 
#5 ----- write Articles 
 
#6 ----- Post and Like other’s posts 
 
#7 ----- and once again…..add more Connections!!! 
 

 





The TAGLINE!!!!! 
Your Professional Headline is HUGE!!! 
 

 
As an example, consider switching 
“Vice President Sales at ABC Corporation”  
 
to 
 
“VP Sales. Revenue Growth in Cloud-Enabled Technology Solutions. Product 
Development & Sales Operations Leadership”    
(with more keywords added to more fully explain your talents) 
 
 
 

LinkedIn allows you to use 120 spaces for your Headline 



Customize Your LinkedIn URL 
 
When you first set up your LinkedIn profile they assign you a URL 
address for your profile. You SHOULD edit this URL and change it to 
your own name or company name (or something that makes sense)  
 
This will help Google, Yahoo, and Bing more easily find you in a search 
query and adds to making your complete profile looking professional 
 
Place on all of your advertising (like business cards), it will be visited 
much more!   
 
Your personal skills, talent, experience, and testimonials in ONE PLACE 
 





You Must… 
 

• Get LinkedIn users to your PROFILE  
• Once you get them there, you must IMPRESS them 
• Make sure… 
    - you have a GREAT PHOTO (and very helpful to have a banner) 
    - you have a powerful HEADLINE 
    - you make your SUMMARY magnetic, interesting, and concise 
    - you take the time to fill out the rest of your profile 
    - you fill out all of your CONTACT INFORMATION 
 
 

To Get You Noticed on a Constant Basis 



Example of One 
of My Posts 



Why is 
this good 
news for 
you? 



Do the Following Consistently for your 1st Connections, 
and become a…  
 
HIGH Engagement connection who everyone recognizes, appreciates, 

and (best of all) remembers 

1) Go to HOME page + LIKE or COMMENT some posts (every time you are there)  
2) Write an article with a unique photo and headline once a month 
3) Systematically endorse your connections to show you remember them 

 
And therefore… THEY WILL REMEMBER YOU!!! 



Let’s Talk  

2nd Connections! 
 

Who visited you  
is so important 
 



What’s showing is who has 
been visiting my Profile.  
Some are already connections, 
but some are brand new! 
 
What do I do with the new 
visitor?  
 
 

I send them an invite 
that is informative 
and personal  



I start each day, by 
pulling up this 
WORD document 
 
 
Copy and paste the 
appropriate message 
 
 
Notice the letters xxxxxx 
 
I personalize each message I 
send by replacing the letters 
with the person’s 1st name 



Important to have a PLAN for 
adding connections  
 
I check who has looked at my PROFILE 
every morning!! 
 

• If they check out my profile, I send them an 
invite 

 
• I target specific people’s profiles (by using a 

search) every day…and send out, at least,  
5 new invites each day 
 

• When someone accepts, I send them a message   
inviting them to visit my website 

 

SEE why YOUR PROFILE  
is so important! 



My Daily Plan… 
For 1st connections 

- I check my HOME page, and make sure I LIKE or COMMENT on, at least, 5 
posts.   More is even better, if I have the time 
 

- I pull down the menu under NOTIFICATIONS, and say Happy Birthday to 
those connections.  I then CONGRATULATE  people on their anniversaries or 
their new position.   I use that Word document I showed 
 

- I endorse a couple of people who are 1st connections 
 

For 2nd connections 
 
- I select “Who’s Viewed Your Profile”, and send out an invitation (to connect) 

to everyone who is NEW 
 

- I do a targeted SEARCH and visit each Profile in the list.  I try to visit, at least, 
50 profiles of people I want as a connection.  Doing this leaves a foot print of 
yours that you visited their profile, and MAY make them visit yours! 

 



I was a Realtor and co-owner of a 30+ agent real estate 
company in Charlotte, NC for many years 
 

Areas of Potential I Noticed 
 
People were moving from specific areas to the “Queen 
City” …A LOT! 
 
I also noticed that particular companies transferred 
employees in and out of my area…A LOT! 
 
Therefore I wanted to create strong referral 

relationships with agents in these Specific Areas! 
 



If I was still an active Realtor in Charlotte… 
I would… 
 
Have continued working the movement from Buffalo to Charlotte.  If you are 
from Buffalo, forgive me…but I understood because of the winters! 
 

In Charlotte, Microsoft and Monsanto have branches.  Wouldn’t it make sense 
to make connections with folks who work for those companies? 
(Seattle and St. Louis – are their headquarters) 
 

Doesn’t it make sense for me to have STRONG referral connections with 
agents in Buffalo, Seattle, and St. Louis?   With multiple agents in these areas!! 
 
LinkedIn can help me do this!!! 
 
 

Let’s do our 1st search… 

 
 



Another GREAT way to keep your target audience always AWARE of 

YOU Constantly is creating a…..  
 

GROUP  
It is simple to do and permits you to “talk” with them freely (once a week!) 
 
Some Examples of Potential Group Names…. 
 

Life in Cape Cod 
Retiring, Moving, and Loving It 
Benefits of Buying in Fulton County 
Home Buying in the Poconos 
Somerset Park – a Great Place to Call Home 



Monsanto – World Headquarters 
in Saint Louis, MO 

Monsanto – Research Center in 
Kannapolis, NC 

Moving and 
buying Referral  


