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What is Linkedin? 

 

 

 

 

 

 

Before starting... 
 

The information Channelship share in this book WILL drive your professional path to amazing results.  

Do not take any shortcuts since you will find some of the information in one chapter may cross over into or 

another. We have done this to highlight some of the most important points. 

Marketing yourself, your brand and your companyΩǎ ǇǊƻŘǳŎǘǎ ϧ ǎŜǊǾƛŎŜǎ is a constant activity that must be 

  

done effectively to maximise the efforts and results. 

 We believe that by following the steps below you will achieve that desired goal. 

 

 If you have questions, chat with us! 

 

Direct line:  01 5241415 

Chat online: www.channelship.ie    

e-mail:   fred@channelship.ie 

Twitter:   www.twitter.com/fredchannel 

Linkedin:  http://www.linkedin.com/in/fredcaballero 

 

  

 

                                         ƛǎ ǘƘŜ ǿƻǊƭŘΩǎ ƭŀǊƎŜǎǘ ǇǊƻŦŜǎǎƛƻƴŀƭ ƴŜǘǿƻǊƪ ǿƛǘƘ ƻǾŜǊ пл Ƴƛƭƭƛƻƴ ƳŜƳōŜǊǎ ŀƴŘ ƎǊƻǿƛƴƎ  

rapidly. LinkedIn connects you to your trusted contacts and helps you exchange knowledge, ideas, and 

opportunities with a broader network of professionals.έ   

 

 (http://learn.linkedin.com/what-is-linkedin/) 

 

 

http://www.channelship.ie/
mailto:fred@channelship.ie
http://www.twitter.com/fredchannel
http://www.linkedin.com/in/fredcaballero
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1. THE BASICS: Building your face to the business world 

 

                                                                                                               
 

 

 

Name & Headline 

Your headline should be a short keyword-description 

that identifies your strongest professional qualities.  

This will drive a better self-branding image in the long 

term. 

Photo 

We encourage you to always add a photo in your 

profile. This comes in very handy when you ŎŀƴΩǘ 

remember that person you met at a certain event. It 

also makes you look real. 

Summary, Specialties & Experience  

Summary: Here you should explain ǿƘȅ ȅƻǳΩǊŜ ƻƴ 

Linkedin and the benefits and value that you offer to 

those who connect with you.  This should keep the 

viewer interested to read more. Think of it as your 

professional elevator pitch 

 

SpecialtiesΥ ¢Ƙƛǎ ƛǎ ǿƘŜǊŜ ȅƻǳ ƭƛǎǘ άƪŜȅǿƻǊŘǎέ ǊŜƭŀǘŜŘ 

to your specific experience. We would recommend 

doing a keyword search on Linkedin to find out those 

in your related field that have many connections and 

recommendations. Pay attention to how creative 

ǘƘŜƛǊ άǎǇŜŎƛŀƭǘƛŜǎέ ŀǊŜΦ  

Experience: This is your work/business history. It 

must be just a short paragraph along with a short 

reference of responsibility/ specialty. 

LŦ ȅƻǳ ƘŀǾŜ Ǉŀǎǘ ŜȄǇŜǊƛŜƴŎŜ ǘƘŀǘ ȅƻǳ Ƨǳǎǘ ŘƻƴΩǘ ǘƘƛƴƪ 

will read well. Do not shred it. Simply be creative of 

how to re-phrase it. This could add exclusive and 

relevant keywords to your profile to help others find 

you! 
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2. NURTURING YOUR NETWORK 

                                                                                                               
 

 
 

 

 

 

 

 

 

Inviting people to your network 

The idea is to be exposed to your target 

audience. If your market is Ireland for 

ŜȄŀƳǇƭŜΣ ǘƘŜƴ ǘȅǇŜ άLǊŜƭŀƴŘέ ƛƴ ǘƘŜ ǎŜŀǊŎƘ-

group bar. Before you choose a group make 

ǎǳǊŜ ǘƘŀǘ ǘƘŜ ƎǊƻǳǇ ƛǎ άŀƭƛǾŜέΣ ƛƴ ƻǘƘŜǊ 

words, that you see activity like new 

members coming joining, new discussions 

and articles posted, etc. This interaction is 

the main value of a group.  

Tailoring the Invite Message 

First, make sure that you invite people that 

will know who you are, otherwise they may 

ŜƴŘ ǳǇ ŎƭƛŎƪƛƴƎ ƻƴ άL ŘƻƴΩǘ ƪƴƻǿ ǘƘƛǎ 

personέ ŀƴŘ ǇƻǘŜƴǘƛŀƭƭȅ ȅƻǳ Ƴŀȅ ƎŜǘ ŀ 

warning from Linkedin.  

When writing the message, ensure that 

there is something unique on the invitation. 

For example if you met someone and spoke 

about a specific topic, then, in order to keep 

the message fresh and relevant you can 

make a quick reference to that topic. That 

will not only show the invitee that your 

ƳŜǎǎŀƎŜ ƛǎ ƴƻǘ ŀ άŎƻǇȅ-and-ǇŀǎǘŜέ ōǳǘ ŀƭǎƻ 

that you were listening actively J 

Uniqueness is something that people never 

forget. 

Adding Connections 

 Adding people to your network is one of 

ǘƘŜ ǇƛƭƭŀǊǎ ƻŦ [ƛƴƪŜŘƛƴΦ LǘΩǎ ǘƘŜ ŎƘŀƴŎŜ ǘƻ 

expand your search for targeted prospects 

through targeted keywords. Many people 

build their networks in different ways: some 

only add people that they currently work 

with or have worked with previously; others 

connect with people that only met face-to-

ŦŀŎŜ ƻǊ ǎƛƳǇƭȅ ōȅ ƛƴǘŜǊŀŎǘƛƴƎ ƻƴƭƛƴŜΦ LǘΩǎ 

entirely up to you! 

Your Network 

Lƴ ǘƘŜ ƧƻǳǊƴŜȅ ƻŦ ƴǳǊǘǳǊƛƴƎ ȅƻǳǊ [ƛƴƪŜŘƛƴ ƴŜǘǿƻǊƪ ǿƛǘƘ ǎǇŜŎƛŦƛŎ ǇǊƻŦŜǎǎƛƻƴŀƭǎ ȅƻǳΩƭƭ ǊŜŀƭƛǎŜ ǘƘŀǘ ȅƻǳ ƘŀǾŜ ƪƛƴŘ ƻŦ ŀ ǾŜǊȅ 

valuable phone book with the HUGE difference that names here are alive, sharing, learning, interacting, 

recommending, ŜǘŎΦ wŜƳŜƳōŜǊ ǘƘŀǘ ȅƻǳ ŀƭǎƻ ƘŀǾŜ ŀŎŎŜǎǎ ǘƻ ȅƻǳǊ ŎƻƴƴŜŎǘƛƻƴǎΩ ƴŜǘǿƻǊƪ όǎƻƳŜ ǊŜǎǘǊƛŎǘƛƻƴ Ƴŀȅ ŀǇǇƭȅύ 

so when you think of strategic profiles, talent, skill and opportunities...simply multiply that by 100! 
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3. YOUR UPDATES 

                                                                                                              

 
 

 

 

 
 

 

 

 

 

The Perfect Bait 

Use your status updates not only to tell 

people what are you working on now but to 

also include important messages with a 

specific link that will drive traffic to 

whatever website you want! 

For example: every time we have a new 

ōƭƻƎ ǇƻǎǘΣ ǿŜ ŘƻƴΩǘ Ƨǳǎǘ ǿǊƛǘŜ ƛǘ ŀƴŘ ǿŀƛǘ ŦƻǊ 

people to come. We take advantage of the 

status updates so people can click on our 

link and read our blog! We also include each 

blog post as news articles in each one of the 

Linkedin Groups that we follow so more and 

more people read it.  Imagine if you have 

the link from your latest newsletter, or a 

ǾŜǊȅ Ŏƻƻƭ ǿŜōǎƛǘŜ ǘƘŀǘ ȅƻǳΩŘ ƭƛƪŜ ǘƻ ǎƘŀǊŜ 

with everybody in your network... Status 

updates are a very simple to way to stay 

connected and spread the word. 

What are you working on now? 

Within your Network Updates on your 

IƻƳŜ ǇŀƎŜΣ ȅƻǳΩƭƭ ƘŀǾŜ ŀ ōŀǊ ǘƻ ƛƴǎŜǊǘ ȅƻǳǊ 

updates. This is to share with all the people 

in your network what are you up to now? 

For example, reading a specific book, 

looking for staff, working on a project, 

looking for a connection/opportunity, etc. 

You would be surprised at how many 

people could come back to you for positive 

feedback, a simple comment or the help 

you were exactly looking for! This is 

networking at its best and right from your 

desk. 
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4. [9±9w!DLbD ¢I9 th²9w hC [LbY95Lb ¢Iwh¦DI άDwh¦t{έ 

                                                                                                              

 
 

 
 

 

Linkedin Groups: Why bother? 

By joining a specific group from a specific 

subject/topicΣ ȅƻǳΩƭƭ ƘŀǾŜ the great opportunity to: 

V Learn from those that post news and 

discussions. 

V Expanding your business network 

V Stand out as an expert by replying to 

comments or leading discussions. 

V Save a lot of time and money by finding the 

right piece of advice from those who care. 

V Stay up-to-date on what people in your same 

group/field/industry are saying. 

Choosing a Group 

The idea is to be exposed to your target 

audience. If your market is Ireland for 

ŜȄŀƳǇƭŜΣ ǘƘŜƴ ǘȅǇŜ άLǊŜƭŀƴŘέ ƛƴ ǘƘŜ ǎŜŀǊŎƘ-

group bar. Before you choose a group make 

sure that it ƛǎ άŀƭƛǾŜέΣ ƛƴ ƻǘƘŜǊ ǿƻǊŘǎΣ ǘƘŀǘ 

you see activity like new members joining, 

new discussions and articles being posted, 

etc. This interaction and information shared 

are the main values of a group.  

Creating Groups 

²Ƙŀǘ ƛŦ ȅƻǳ ŘƻƴΩǘ ŦƛƴŘ ǘƘŜ ƎǊƻǳǇκǘƻǇƛŎ ǘƘŀǘ 

you were looking for? Or maybe you want to 

be the leader of a specific group within your 

industry. That would be the perfect time to 

create your own group. You simply need to 

write a group profile, mission statement and 

come up with a logo. Remember that you also 

need to invite people to join. If the discussions 

and information are relevant, then more 

people will request to join your group! 
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5. !//9{{ ¢h άQUESTIONS & ANSWERSέ 

                                                                                                              

 
 

 

 

 

 

Asking Questions 

Always try to be creative when you ask 

questions. Like in a newspaper, the better 

the headline, the more people will read it. 

This is also a great spot to include in your 

signature any relevant links (email, website,  

blog, other sites, etc) so the rest can get in 

touch or follow your updates. Take a few 

minutes and learn from other creative posts 

to optimise the traffic to you.  

The PƻǿŜǊ ƻŦ [ƛƴƪŜŘƛƴΩǎ vϧ! 

.ȅ ŎƭƛŎƪƛƴƎ ƻƴ ά!ƴǎǿŜǊǎέ and applying your 

knowledge to reply to a specific question, 

you can become recognised as an expert 

and also someone could potentially vote for 

ȅƻǳǊ ŀƴǎǿŜǊ ŀǎ άōŜǎǘέΦ ¢Ƙƛǎ Ŏŀƴ ǎƘƻǿ ƻƴ 

your profile when people do research about 

you and enhance the value of your 

expertise! With a professional community 

of 20 million, this is an ideal spot for any 

tough question. 

Answering Questions 

.ȅ ǇǊƻǾƛŘƛƴƎ ƎǊŜŀǘ ŀƴǎǿŜǊǎ ȅƻǳΩƭƭ ŀƭǿŀȅǎ ƎŜǘ 

the opportunity to stand out as an expert. 

As a strategy, always use in your signature 

all your relevant links as advised above.  

LŦ ȅƻǳ ŘƻƴΩǘ ƘŀǾŜ ŀ ǿŜōǎƛǘŜ ƻǊ ŀ ōƭƻƎΣ ǎǘŀǊǘ 

planning for that since they will be the main 

responsible for bringing hundreds of eye 

balls to your brand and professional profile 

every day. 
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6.                    5hΩ{                                       &                                  5hb¢Ω{ 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Build a solid network 

A lot of people simply focus on quantity. 

They increase the amount of connections by 

sending loads in invites without meeting or 

knowing anybody.  

¢ƘŜ ƳƻǊŜ ȅƻǳ ǳǎŜ [ƛƴƪŜŘƛƴΣ ǘƘŜ ƳƻǊŜ ȅƻǳΩƭƭ 

ǊŜŀƭƛǎŜ ǘƘŀǘ ǘƘŜǊŜΩǎ ƴƻǘƘƛƴƎ ƭƛƪŜ ŜƴƘŀƴŎƛƴƎ 

connections from people that you met face-

to-face as part of your core network. 

 

  

Keep your profile fresh and updated 

Ensure that all relevant information is there. 

Remember that keywords place an 

important role when someone is looking for 

specific words that may describe you or 

something you do/did. ¦ǎŜ ǘƘŜ άaȅ 

²ŜōǎƛǘŜέ ϧ άaȅ .ƭƻƎέ ƭƛƴƪǎ ƻƴ ȅƻǳǊ ǇǊƻŦƛƭŜ 

to drive traffic! 5ƻƴΩǘ ŦƻǊƎŜǘ ǘƻ ŎƘŀƴƎŜ ȅƻǳǊ 

άǎǘŀǘǳǎ ¦ǇŘŀǘŜǎέ ƳŜǎǎŀƎŜ ƻƴ ŀ Řŀƛƭȅ ōŀǎƛǎ ƛŦ 

possible, to increase your networking 

opportunities. 

Use the Linkedin SEARCH bar 

With Linkedin SEARCH you can save so much 

time by finding the right person, profile, 

company, talent, specific skill, group and even 

answer! 

Linkedin is a network with more than 41 million 

business oriented professionals. Definitely 

worth using its search engine to leverage your 

efforts. 

 

 

5ƻƴΩǘ ōŜ ŀƴ ƛƴǾƛǘŀǘƛƻƴ ǎǇŀƳƳŜǊ 

If you want to reach out to someone with 

an interesting profile, send the person a 

Contact request rather than an invitation to 

join your network.  

  

5ƻƴΩǘ ƘƛŘe your contacts 

9ǾŜƴ ǘƘƻǳƎƘ ǘƘŜǊŜΩǎ ŀƴ ƻǇǘƛƻƴ ƛƴ ȅƻǳǊ 

Account Settings to keep your network 

ǇǊƛǾŀǘŜΣ ǿŜ ǿƻǳƭŘƴΩǘ ǊŜŎƻƳƳŜƴŘ ƛǘΦ This 

creates a negative (anti-networking) 

perceptionΥ ά²Ƙȅ ŘƻƴΩǘ ȅƻǳ ǎƘŀǊŜ ȅƻǳǊ 

ŎƻƴǘŀŎǘǎ ƛŦ ƳƛƴŜ ŀǊŜ ŀǾŀƛƭŀōƭŜ ǘƻ ȅƻǳΚέ 

  

5ƻƴΩǘ ǳǎŜ ƛƴŀǇǇǊƻǇǊƛŀǘŜ ƭŀƴƎǳŀƎŜ 

Remember that Linkedin is a professional 

Networking tool not just any social 

networking platform. Ensure that you share 

value and interact using the right words. 
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9. SOME USEFUL STRATEGIES 

 
V Connect before you arrive: Before going to a meeting or networking event, use Linkedin to learn more about 

ŜǾŜǊȅōƻŘȅΩǎ ǇǊƻŦƛƭŜǎ and maximise your time by asking better questions, prioritising the people that you want to 

talk to and most importantly making a connection before you even meet that person face-to-face! 

 

V Leverage communication & stay in touch easily: At any meeting or networking event, tell people that you will 

connect with them on Linkedin during the conversation όLŦ ǘƘŜȅΩǊŜ ƴƻǘ ǘƘŜǊŜ ȅŜǘΣ ǘŜƭƭ ǘƘŜƳ ǘƘŀǘ ȅƻǳ ǿƛƭƭ ŜƳŀƛƭ an 

invitation). This way, you will be in touch and learn more about them than you have ever imagined! The key: 

enhance communications and relationships. 

 

V Use your Linkedin Groups as a barometer: Have you an interesting idea, maybe an issue, what about a potential 

ǇǊƻŘǳŎǘ ƭŀǳƴŎƘ ƻǊ ƴŜǿ ǎŜǊǾƛŎŜ ǘƘŀǘ ȅƻǳ ƴŜŜŘ ƛƳƳŜŘƛŀǘŜ ŦŜŜŘōŀŎƪ ƻƴΚ ²ƻǳƭŘƴΩǘ ƛǘ ōŜ great to get answers from 

people that share your same interest within a group? Share those thoughts with any of your specific Linkedin 

Groups. If you want to go for an international approach, then  visit Linkedin Answers J 

 

10. CHECK LIST 
 

V Take your time to build your profile. The more complete it is the better results you will see. 

 

V Join specific groups to leverage your expertise, spread the word and learn from other relevant professionals. 

 

V tŀǊǘƛŎƛǇŀǘŜ ƛƴ vǳŜǎǘƛƻƴǎ ϧ !ƴǎǿŜǊǎ όά!ƴǎǿŜǊǎέ ǘŀōύ ǘƻ ƭŜŀǊƴ ŦǊƻƳ ƻǘƘers and get your answers potentially voted as 

BEST to build great reputation. 

 

V Add relevant people to your contacts and watch a solid network grow. 

 

V Be as creative and unique as possible with your invites and messages. Uniqueness is a characteristic that people 

always remember. 

 

V Refresh your updates on a daily basis to spread the word, drive traffic to a desired website or blog and engage. 

 

V ALWAYS think about quality of contacts as opposed to quantity. Keep your network real. 

 

V Connect before you arrive by lŜŀǊƴƛƴƎ ŦǊƻƳ ǇŜƻǇƭŜΩǎ ǇǊƻŦƛƭŜ ƛƴ ŀŘǾŀƴŎŜΦ {ǘŀȅ ŎƻƴƴŜŎǘŜŘ ŀƴŘ ƛƴ ǘƻǳŎƘ ŜŀǎƛƭȅΗ 

 

V Contact us if you have any queries J 
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Connect with Channelship: 
 

 

  

Direct line: 01 5241415 

Chat online:  www.channelship.ie    

e-mail:   fred@channelship.ie 

Twitter:   www.twitter.com/fredchannel 

Linkedin: http://www.linkedin.com/in/fredcaballero 

You Tube:  http://www.youtube.com/user/Channelship 

Facebook:  http://en-gb.facebook.com/pages/Channelship/36229379666 

      Slideshare:  http://www.slideshare.net/channelship  

 

 

  

www.channelship.ie/blog 

 

http://www.channelship.ie/
mailto:fred@channelship.ie
http://www.twitter.com/fredchannel
http://www.linkedin.com/in/fredcaballero
http://www.youtube.com/user/Channelship
http://en-gb.facebook.com/pages/Channelship/36229379666
http://www.slideshare.net/channelship
www.channelship.ie/blog

