
How to use network marketing 
via the social network 

Presenter
Presentation Notes
Networking is perhaps more important today that ever before and the old adage “its not what you know but who you know” couldn’t be more relevant. With roughly 70% of jobs roles going unadvertised being linked in to a network of people across a wide range of industries is the best way to keep your finger on the pulse in terms of what’s out there and who’s looking to appoint someone like you.



In this session we 
are going to look at: 

• What Linked In is 
• How to set up your profile 
• How to build your networks 
• How to use your network 
• How to target specific contacts 
• How to maintain visibility 

Presenter
Presentation Notes
Subsequently this session is all about Linked In which currently is the foremost business networking site. Linked In is an ideal way to network across different sectors, look for and talk to potential employers but more importantly talk directly to key stake holders and decision makers in organisations of interest.So in this session we are going to look at what Linked In is, How to set up your profile, How to build your networks, How to use your networks, How to target specific contacts and How to maintain visibility.



What is Linked In? 

 
• An on-line professional networking community 

 
• It has over 75 million and counting, worldwide users in over 

200 countries 
 

• A new member joins Linked In approximately every second 
 

• And according to its creators: 
 
  “Linked In exists to help you make better use of your 

professional network and help the people you trust in return. 
Our mission is to connect the world’s professionals to make 
them more productive and successful.” 
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Presentation Notes
So to begin with its important we understand what exactly Linked In is. Linked In is viral in nature and its important that we keep that in mind when ever we use Linked In as although its makes accessing and talking to key individuals and organisations very easy its viral nature can very quickly work against us if we are not careful and keep in mind that Linked In is first and fore most a professional networking community ( go through list )



What is Linked In? 

• A very efficient way to contact key people with in 
organisations 
 

• Link to peer groups of like minded individuals  
 

• Gain industry insights via forums 
 

• An excellent tool for introductions and referrals 
 

• Access industry specific information  
 

• A great way to gain commercial awareness 



Linked In isn't.. 

• Facebook 
 

• A place to vent about fellow employees and 
employers 
 

• A chat site  
 

• A way to expand your social network 
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You will see activity on Linked In that falls into these categories and in many cases bear in mind that this normally takes place in group and chat forums between individuals that know each other very well. So don’t be tempted to jump straight in, if in doubt about how some thing you are going to be positing may be interpreted – then don’t say it.



Creating a profile: 

 
• You use your profile to 

build trust and credibility 
 

• Your profile is how you 
are perceived by 
professionals in your on 
line peer group 
 

• Your profile summarises 
your professional 
expertise and 
accomplishments 

 
• You also need to be clear  when 

setting up your profile about why 
you are using linked In I.E. 
 

    - A professional B-2-Bnetwork 
marketing tool 

 
   - A self-promotion tool to develop 

your career 
 
   - A  professional social networking 

tool 
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The first thing you need to do is create a profile. Your profile is like your own blog or web landing page and it serves as a window through which your networking and potential connections view you, your conduct, your achievements and your skills and experiences.



Creating a profile: 
Log on to www.linkedin.com and create an 
account and a profile 

Basic account is free 

Presenter
Presentation Notes
To get started visit www.linkedin.com and set up an account profile. The basic account is free and will do 80% of all of the networking actives that you will require. However should you wish to do so you can upgrade your account at any time. But safe to say the free basic account is fine as it is.

http://www.linkedin.com/�


 

 Setting up your profile: 

•Up load a sensible profile picture  
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Next you need to get hold of a “sensible” looking picture of your self. You can import pictures from Facebook and crop them via Linked In photo editing page or simply photograph your self with your phone or digital camera, e-mail it then upload it. Having a profile picture is important as networking is about people and as such people like to talk to people even if its only a photo, so do make sure you up load a professional picture.



 

 Setting up your profile: 
 

• Follow the prompts for each 
section and try to complete 
them as thoroughly as possible. 
 

• Note that you can come back at 
any time to amend and up date 
information 
 

• If often takes a few attempts to 
get it right so don't worry if it 
isn’t perfect first time 
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Once you have up loaded your photo you can then begin to work your way through all of the sections and prompts that Linked In asks for. Its important to complete this for two reasons:1/ Linked In looks at its members profiles and cross references their education and work history prompting you to get in touch if you know them as they have gone to the same school as you or worked in the same company as you. Remember its not always the person you know that's important its who that person knows that's the key. Every one on Linked In accepts that your on their for their contacts after all this is a networking site!!2/ Having a complete profile will make you easier to find as Linked In is a global community and most likely there will be people with the same name as you so its important that a contact has met you face to face they can see your photo, or if you are in a chat forum and state what your doing then this should made clear on your profile helping prospective connections find and connect to you. 



 

 Create a profile: 

Presenter
Presentation Notes
Here’s my profile and you can see my current occupation, employment history my connections which we will talk about in more detail later and also you can see on the right had side of my profile a bar showing how complete my profile is. In general employers are more likely to engage and talk to you and indeed most other people on Linked In if your profile is either 100% complete or as near to it as you can get as it shows that you are serious about networking – would you accept a half completed application if you where recruiting for a job? No you wouldn’t its the same here, remember your credibility is being assessed the whole time you interact on Linked In.



 

 Create a profile: 
 

• The Summary section is 
also very important to get 
right as this acts as a 
personal statement to any 
one reviewing your profile 
 

• This allows contacts within  
your networks, as well as 
potential employers to look 
at your skills, as you may 
be useful to them 

 top tips  
• keep profile short and pertinent to 
your objectives 
• give yourself a 20 word strap line 
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Then next and perhaps most important part of your profile especially if your looking for potential work placements, internships or employment is your summary section. This part of your profile out lines your skills and experiences to make it clear to a perspective contact what you can offer. 



 

 Building your network: 

•Start by looking for people you know, you can do this by using the    
search bar 

Presenter
Presentation Notes
Once you have completed your profile you need to start building your networks. You really need to create a network of between 100 – 130 people to really have Linked In working for you.So begin small and look for some one you know that is on Linked In. Simply type in their name into the “people” search box on the Linked In tool bar. Often Linked In will throw up several people with the name as remember this is a global networking site. If the person you are looking for has completed their profile correctly with a profile picture then it should be straight forward for you to find and a request to connect to them.



 

 Building your network: 
 

• Once you have found 
someone you know you can 
link to them by sending a 
request to connect 
 

• Once they have accepted, 
you can then view their 
connections and ask to be 
introduced to those 
connections. Further more, if 
you know people in that 
person’s network you can 
then contact them direct. 

Presenter
Presentation Notes
Typically a potential connection will respond with a positive to your request with in 24hrs as this is dependent on how often they check their e-mail. This is also a good indicator as to how good a contact they will be. If it takes several days for them to get back to you and accept you invitation then you may want to consider if they are an active Linked In member as there are many hundreds of people on in Linked In with in active / dormant accounts.Next to my photo you will some basic info to help you decide if its worth connecting. First my job role, will this be of use to you and help you with something? If you are looking for contacts in Higher Education then maybe. Next you will be able to look at the size of my network as this may be of use as I may know some one that I can introduce you to as once I or who ever you approach has accepted your invitation to connect you can depending on their settings, look through their contacts and approach them.



 Building your network: 
• Means you have contacted them directly and they are known to you   

• Some one in your immediate network that you know, is connected to this 
person 
 

• Some one in your immediate network that you know is connected to this 
person via a 3rd party 

•  This person is a member of a group that you are also a member of 

By looking at these icons when reviewing contacts you will be able to see what 
groups or mutual connections you will be able to approach for an introduction  
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Next to people’s profile you will also these Icons. These reflect how you know this person in terms of who in your network is Linked In to them. By understanding the relationship of your network to the individual you are trying to connect to this will allow you to understand  who in your network you can approach to ask for an introduction as unless it is a “1st” as in that person is directly known to you or you have personally met them do avoid the temptation to connect to them. Simply look to see who else that person knows in your network and ask them to introduce you.



 Building your network: 
Review a potential contacts groups 
by going to the bottom of their 
profile screen  

Join their groups 
if relevant to you 

Search for them in that 
group and then connect to 
them 

Review their contacts! 
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Alternatively you can scroll down to the very bottom of a potential contacts profile screen and look to see what groups and associations they belong to. Then join that group and look for them and other key people with in that group. Once you have found that person you can then click on connect where you will be asked how you know this person and as you are a member of the same group you simply click on this option to send a request to Link In.



Using your network: 
To make the most of your networks you need to ask your 
self these questions: 
 
1.  What can my network do to help me?  
2.  How can I help my network? 
3.  Why would my network want to help me? 
4.  Who does my network know that I would like to know?  
 
Being able to satisfy each of these questions will enable 
you to engage in communications more effectively when 
e-mailing your network 
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Presentation Notes
In any networking situation albeit virtual or otherwise you need to look at why you are networking. And to make the most out of your networks......



Using your network : 

•Remember your 
network is a two way 
street 
 

•You need to be able 
to put others in touch 
to help enable them 
to establish helpful 
links 
 

 top tips  
• Join relevant groups to 
find new contacts 
 

•Leave groups that 
generate a lot of irrelevant 
chatter  
 

• Regularly review and cull 
unproductive contacts 
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Often you maybe in a position to help some one else network to achieve their goals, do not shy away from these opportunities as not only will that person be more likely to look out for you and return the favour but also this is what networking is all about looking for opportunities not only for your self but for others as well. 



Targeting contacts: 

 

Use the Contacts, Groups and 
Companies tabs  
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As with all other social networking sites Linked In has several useful functions in its tool bar. We are going to look at three of them, all of which will be helpful to you in targeting either individual contacts, groups that contain individual contacts that you want to connect to or people specific companies of interest.



Targeting contacts: 

 
High light the Contacts tab in your browser 
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To start looking for potential contacts you start by locating and clinking on the  “Contacts” button in the tool bar. Linked in will then display all of the people in your direct network in other words people who are a   “1st”.  These contacts will be listed alphabetically and your task now is to start to scroll through all of the connection s that your direct or “1st” connection have.



Targeting contacts: 

 

Scroll through your connections and look at their network size  
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You can do this by looking out  for a number displayed on most of your connections mini profile boxes. This indicates the size of that contacts network. Depending on the settings of that individual you can usually click on that number which will take you to that persons profile and you can then click through to view their network looking out for people working in companies or organisations of interest to you. Once you have located some one you can them e-mail the person in your direct or “1st” network to introduce you.



Targeting contacts: 

 

Always keep in mind how you know them via these icons 

 = Approach the contact direct 

= Approach the contact direct 

  = Gain an introduction by a known 

 = Gain an introduction by a known  
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As before keep in mind how you know these people and as a rough guide apply these principles.



Targeting contacts: 

 
•Experiment with different group titles in the group search    
engine  
 

•Find out what groups         and         contacts are in, join the 
same       then contact them direct  

 Then search for a group  
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Another useful feature on the tool bar is the “Groups” tab. Click on the “Groups” tab to show the list of groups you currently belong to, also you can start to use the search facility here to locate different groups by experimenting with different group titles and then join the relevant ones - you will be surprised at what's out there. Again keep in mind that these are professional networks.



Targeting contacts: 
•Use the Search Companies tab to look for key people in 
organisations that interest you 

•Your are aiming to link in to key contacts by gaining a    

Type the company / 
organisation name in 
here 
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Finally the “Companies” tab. This lists companies you have worked for as it cross reference’s this from your profile information but also this lists companies and organisations that you can follow much like on Twitter. Perhaps more useful is the search bar which will allow you to look for companies that you have an interest in. Often business’s, organisation sand charities have a listing on Linked In and normally there is a waiting period whilst they vet your application join to such a group. So its important your profile sends out the right message as those “gate keepers” who look after groups and forums on Linked In will check to see if you are going to be useful to the group.



Targeting contacts: 

 Top Tips  
Analyse a contact, group, 
company by looking at:  
 
• Size of their network  
• Who’s in it 
• Date of their last 

update to verify  
frequency of use 

• Look up their business 
web link to vet their 
business and to see if 
it’s of interest 

To leave a group: 
 
 
•Click on  the “groups” tab in your 
tool bar 
•Click on “your groups” 
•Click “re-order” 
•Choose the group you want to 
leave by selecting  “Member 
settings”. 
•Scroll to the bottom of the page 
and look for a tab that says leave 
group. 
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Keep these points in mind when looking at connections. If groups that you have joined don’t generate a lot of useful information or its members aren’t forthcoming with help and guidance then leave. You re under no obligation to stay with that group and there are no consequences for leaving.



Maintaining Visibility: 
• Build trust by 

remaining visible to 
your connections  

 
 
 
 
 
 
• Most likely, your only 

contact with your 
network will via e-mail 
and the activity shown 
on your profile 
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The last section is all about building trust and credibility. The best way to gain peoples confidence is by maintaining visibility. As with social media networking sites Linked In has chat rooms that can be accessed through your relevant groups and up dates and topics will be sent to you via your e-mail account to keep you up to speed.



Maintaining Visibility : 

 

• Join groups and take part in group discussions 

Presenter
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Again a word of caution here, whilst there are a great many topics that you can get involved in so that you build rapport with people before approaching them direct, be careful of how you interact. Keep in mind that this is a professional networking site even though the tone and language may not always indicate this. When you do decide to interact keep your post relevant and to the point with out having an axe to grind – remember the only impression your network will ever get of you is via your posts and on line activity.



Maintaining Visibility : 

 Ask for help and advice  

Currently writing a power point on how to use 
Linked In – anyone got any ideas? 
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Perhaps the best way to gain the confidence and trust of your network is to ask for their help, if your in the appropriate group then there is usually some one that is willing to offer. Just make it clear what your after and why so that people completely understand what you need. 



Maintaining Visibility : 

 
• Events listings, show what your up to , what your doing and who has 

helped you. 

• Media uploads of marketing,  
materials (e.g. PDF’s or PPT’s) by 

    Slide share add-on 

Presenter
Presentation Notes
There is also a really useful tool called “Side share”. Here you can post your presentations to not only promote what you do – as remember Linked In is viral and this will flash across all of your network who have slide share and their connections increasing your exposure, but also allows you to search for some potentially useful information. Remember, if you do find something useful make sure you thank the person who wrote it– connect to them then look at their contacts.



Maintaining Visibility : 

 

Monitor connection tools to see how frequently your profile is viewed 
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Perhaps the most difficult aspect in using networking sites is understanding how useful they are. Remember, you need to have a clear objective when using Linked In as this will not only help you achieve your goals but also use the monitoring tools to see how effective you have been.The monitoring tool come as part of your basic account and can normally be seen on the right hand side of your profile page. To give you some idea of the power of networking then keep an eye on the “your Linked In Network” box. For example my 136 connections gives me access to over 4.5 million people so logically at least one of those contacts will be able to help me. Above the “your Linked In Network” box is the “Who’s Viewed Your Profile” box, this is self explanatory and you can actually click on the blue coloured text and this will show you who those people are.Finally we have a screen that displays as a graph, the peaks and troughs of when your profile has shown up in Linked in searches. If your a member of a group then people looking for that group will be part of this data. This is useful as you can cross reference with your diary activities you have been doing either on Linked In or else where, and see how productive they are. So for example if I attended a careers fare and gave out some business cards I could then look back at the 4th December for example, and look to see how many people viewed my profile.  All of this information will help you look at how active you are and enable you to adjust the number of groups your a member of and refine you Linked In persona.



In summary: 
• Remember that Linked In is a 

professional networking site 
 

• Keep tweaking your profile 
 

• Ask your self why someone would 
want to connect to you, as well as 
why you want to connect to them 
 

• Review your networks regularly 
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To conclude you need to use Linked In as part of your every day routine and give it time to work for you. Like all networking there will be some dead ends and false starts but keep at it and bare the following in mind.



In summary: 

• Research your groups before joining them 
 

• Join groups to gain direct access to key 
individuals 
 

• If you don’t know someone, don’t approach 
them direct, ask for an introduction from a 
mutual contact 
 

• Make Linked In part of your routine; it takes 
time to build working and useful networks 
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