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Adding a profile photo could A summary of 40 words or Members who have education
result in 14 times more views more makes you more likely to on their profile receive an
than someone without one turn up in a potential future average of 10 times more
client’s search profile views than those who
don’t

Your profile is 5 times more Adding an industry could get Members who include skills
likely to be viewed if you join you 15 times more profile get around 13 times more
and are active in groups Views profile views
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This Nettl guide will give you tips on how to
set up your LinkedIn profile and ideas for
quick fixes and practical changes that will
set up your LinkedIn account in the way it
should be: a source of business generation.
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WHY MIGHT YOUR LINKEDIN
NOT BE GENERATING RESULTS?

you have a profile that looks like an online CV
you are trying to sell to new contacts

you are trying to sell to existing contacts

you take no action after a connection is made

your contributions and activity are inconsistent

L R L

you have no strategy for lead generation
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BUILD AN ENGAGING PROFILE

Ask yourself a few questions;

<« Who do | want to engage with, and why would they
talk to me?”

<« Why do | dowhat i'm doing, and what are the benefits
of working with me?”

<« ‘What do | want prospects to do next”
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Don't forget:
Setting a call to action helps guide your

prospects, do you want them to call you?
Visit your website? Email you? Follow you?

Message you?
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TIPS TO GET STARTED

Henry Smith -
Nettl.com » Mobile responsive & Ecommerce O

website expert for SME business

Somewhere. United Kingdon | Gnline Media

Current Nettl
Previous Printing.com
Education  University

500+
22

?- Contact Info

[ hitps:fuk.linkedin.comi it ?
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No selfies, no iphone photos, no hawaiian shirts and
sombrero combos. You get the idea. This is the first
impression. If you don't look serious, you won't be taken
seriously.

This is the text directly under your name. You have 120
characters so make them count, keep them relevant and
include key words your potential clients will relate to.

Nettl: Top Tip

Talk about the value you can add, not the things that
you do. LinkedIn searches your headline first when
displaying search results, be clear about what you want
to be found for.

People want to connect with you in many different ways.

Some prefer to email, some prefer to inmail, some prefer to
tweet you. Maximise the options available to your page
visitors to appeal to a wider audience.

Ensure your profile URL is customized, it's very simple to do.

People will understand LinkedIn.com/in/yourname. They
might not know who LinkedIn.com/in/your136/h123ng
actually is. Make sure your profile is public. No explanation
needed here.




CREATING YOUR
SUMMARY CONTENT

Background

% Summary

Hello and thank you for viewing my profile.

»Who am 1?7

I have a background in Business Management| with experience of marketing, launching, managing and
scaling a design, print and web business. | have a strong history of helping SMEs promote themselves
online and offline, providing strategic advice to maximise client budgets, implementing web projects from
inception through to deployment.

»Who are Netti? O
Nettl is the evolution of the award winning
We specialise in beautiful, responsive websites, web shops, booking apps, printing and graphic design.

»Nettl:one - Helping you get online.
A mobile responsive website, tablet friendly and desktop optimised site in one.
Helping SME clients get started online, and maximising their chances of conversion

» Nettl:Connect - Helping you transact with your clients.
Online i:ooicings, reservations and 'q:poln'lmerlt systems to help you interact with more of your clients online.

»Nettl:.Commerce - Helping you sell online.
Webshops which help SME retallers start selling their products online.

Online payments, stock management, product management and client communication.

»Why Responsive?

2014 was the tipping point where site visits via mobile device started to over take deskiop. If your site
isn't mobile ready, its a barrier. Something which prevents prospects from taking the next step towards
doing business with you.

We can help - Book your free 1hr consultation

Or If you just need any free advice on Respansive Website design, E-commerce, Graphic design, or
Printing, please contact me

LinkedIn is about starting conversations and building relationships.
Initially connections are considered because of the person, rather
than the features and benefits of the services they provide, so your
summary needs to begin by focusing on you. What drives you, why
you do what you do.

© 0 © O

Build your credibilty, what have you done and when, and
move into introducing your business. Make a statement,
include any keys works that you wish to be found for. Always
talk in the first person, of course.

A question and answer format to introduce your company is
favoured. Keep it short and snappy - a holistic overview of
what you do first, 50 words should cover it.

As above, a snappy overview of the key services you can
provide so your prospects can quickly digest and understand.

Don't tell them everything, intrigue them. A 50 word
explanation of the benefits of your core services, then a
clear call to action.

People like free things, so offer them some free value - a free
consultation, a free download, some free reasons to connect.
You're not trying to sell, you are offering to help.



CREATING YOUR
SUMMARY CONTENT

(cont...)

Specialties: print, printing, design, marketing, business cards, stationery, leaflets, creative marketing,
website design, web-to-print, web2print, web2print software, digital marketing, marketing agency,
Franchise, Franchisor

Talk to us, Book your free c... Projects Deployed

List your key words, products, services and other aspects of
your business. Google will be looking for relevant terms...
don't miss them or your prospects may miss you.

You can add pictures, light boxes and downloads to different
areas of your profile. A picture paints a thousand words, and
the ways in which prospects are engaged varies. Brighten
their day and improve your impact with glossy and relevant
images.
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C R EATl N G YO U R 0 Keep |your ?iStom(/j(lijt? daie,fhndtﬁpsure the thir:jg; you list
SUMMARY CONTENT Remember, it's about winning work and building credibilty
for the products and services you currently work on. Adjust

(COI’)t...) the key points of your past roles to reflect the benefits of the
here and now.

g Experience O

Director

St A | s A g e Clearly define the Top Skills you have developed. We

1iaunched Nettl of fyour location) after growing my printing and design business over the

SO X FIC e e ol ) B ot i o recommend 10 if you can.

1 have boeen specialising In creating responsive websies that adapt and render beautifully
‘acroas all dovicos. | hive boon warking wish cllonts b Inereass traffic 1o thair webaite via
dightal marketing techniques & design and supply of traditional media such as print.

LinkedIn also allows you to add in your own Skills. In addition
to your core skillset, we recommend you also add in some
: soft skills, like Business Networking or Communication. This
ﬁ::mmmwm- will allow members who have not directly experienced your

; ' services to give you an endorsement. The more you have
here the better.
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CREATING YOUR
SUMMARY CONTENT

(cont...)

Recommendations O Received (17) =~  Glven (7)

- Eleanor Betts
Wills, Lasting Power of Attorney, Care Fee Concerns and Probate for private clients and in
alliance with IFAs

1 have been warking with Henry for over 2 years. He started by heiping me with all my branding, design, and printing needs. The
jprint he provided was atways of the highest quality and at an cxcellont price. More recently Henry has been helping me with my
online webshop, He has taken all of the problems away and helped me understand exactly what | need.

The results of the project have been fantastic, my webshop works on all devices allowing my clients to interact with me whether
they are sat at their desk or even if they are on the movel | would recommend Henry and Nettl to anyone. Thanks guys,

40% of LinkedIn users check It takes at least 20 posts/month to
LinkedIn on a daily basis reach 60% of your LinkedIn audience

Publishing posts is a
great way to get noticed”

post on LinkedIn is Tuesday, 10-11am EST.
LinkedIn Updates during 10am-2pm EST get the most shares.

LinkedIn Recommendations are powerful and can also be
displayed on websites, shared on social media, included in
brochures and marketing content. These form a reference
when prospects are considering engaging you in business.
We recommend that when requesting one from a connection,
you write a personal message and ask for 3 things that back
up the value you have outlined in your Headline and
Summary. They haven't got to be active projects, what have
you done for people in the past, what did they think? If they
gave you a testimonial on Facebook, trust pilot, or via email,
they wont object to repeating those kind words on LinkedIn.
Just ask.

Much like BNI or any breakfast networking, ‘givers gain’ is an
active component of your LinkedIn life. If someone has done
a good job, tell them.

The best results and traction come from active profiles.
Ensure you are engaging, the more you post, the more you
will show to more of your audience. Set a time and a day,
daily is best, and build your routine. Keep your posts and
shares relevant to your target audience. Don'’t sell, inform.

To build your credibility share your value, free downloads,
top tips, and value added posts and articles. Start the
conversation by sharing some of your expertise.
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Go to your profile and hit the
‘Contact Info’ button.

Press the pen icon next to the
website logo and choose ‘other’
from the options.

Now you can add up to three

websites of your choice, or
indeed 3 website pages if you
wanted to link to specific landing
content.

Choose keywords to rank for on
Google and include these in the
descriptions.

Finally, copy and paste in the
website URL.

Once that is all set up, you need
to think about your stategy for
network growth. Every LinkedIn
coach will tell you that
connections lead to
opportunities.




° Start your LinkedIn growth strategically around your target
markets and make full use of your members, contacts and

advocates.

The most effective way to gain accelerated traction is to
connect with your existing contacts, peers, clients, partners

* Invite Wayne to connect on Linkedin and people engaged in current projects.

How do you know Wayne? : .
The next step should be to consider lost and dormant clients
1 Colleague

O Classmate and contacts. Reconnecting with the people you used to
(=) We've done business together know including past clients, and colleagues can help you re-

| Neft of (your location) i engage with them and begin new conversations about how
) Friend you can help them moving forward.

() Other
() 1 don't know Wayne

—— Start with that big pile of business cards you have collected
el o over the last year, are they still wrapped in an elastic band in

It was great to speak to you at the networking event yesterday. your drawer? Of course they are.
I'd Like to add you to my network on Linkedin.
Ibokmmtoamghgmemmwnghdmmnewwabpmjeﬂand

prining requirements Dig them out, add them to flyerlink, and then find them on

Speak soon. -
ey LinkedIn.

Look through your email contacts, flick back a few pages,
infact, flick back as far as you can. Who are you not in contact
with anymore?

People like personal touches, so ensure that you personalise
your LinkedIn requests, remind your contacts who you are
gglgléls\}g and why you met in the first place.




Q LinkedIn is now a new tool, a new way to connect, so build
it into your business life in the way you build facebook into
your social life. By that | mean, keep adding to it. Keep
building your contacts.

Build the routine and get into the habit of adding and
connecting with people you meet at networking events,
people who pop into your studio, and people who you meet
with.

I Saarch for peopa, jobs, companias, and mona, Q
e e

Sure, people will add you, but try to be proactive and
targeted. Ask yourself, who do you want to do work with?
Reach out to them.

Consider LinkedIn Groups - Once a member, you can
broadcast a message to the whole group.

Introduction requests - LinkedIn shows your conection path
to prospects, if you are linked via an existing contact, then
ask for an introduction.

LinkedIn provides many features with the ‘keep in touch’
menu to help you manage your network, assess your
relationshps and communicate with your advocates. Section
1 displays upcoming events for your contacts and lists
birthdays, new jobs, anniversaries on other reasons to
SPLASH communicate. You can send personal notes to your contacts
BESIENS and build your rapport and relationship.




Manage Tags
Edi or gelets your tags

Weath lManagers

Recruitment Consultants

Corparate Marketing

Long Tem N

Cld Clierts

Salkes Directors

Weakh Management

W Relatonshp | R Contact info | @ BizLinksNetworking | =

@ IB Note | §F Reminder | #gh How youmet | @ Tag

Intro

& 9/12/2014 via Linkedin
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e The next option allows you to group and organise your

contacts based on a variety of criteria. Company name,
Locations, Job titles and source of relationship. Organise
your contacts and send or update on relevant actions,
promotions or opportunities.

You can create your own segmentations using LinkedIn’s
tags. Tagging allows you to create your own search criteria
and parameters for contact organizing.

You can have upto 200 groups, all private to you. You can
group message, and you can include your contacts in multiple
groups where relevant by assigning multiple tags.

All of your connections will have a relationship feature, this
allows you to keep the profile up to date, add notes about
the next steps, or the conversations you have already had.
You can set reminders to prompt you to action that next
agreed step.

The features of the platform are ever growing, this should
give you a good starting point.

There are many LinkedIn coaches and advisors who can take
you to the next level and help build your engagement
strategy.



CHECK LIST

1. Build your professional profile
2. Optimise your profile
3. Add and organise your endorsement list

4. Connect with your existing contacts
Tip - Use ‘Add Connections’ to import contacts

5. Ask for recommendations from existing clients

6. Choose a new target business daily

Tip - Use the advanced search options to help target. Find
multiple points of entry into a business by connecting with
other members of the company page before you target the big
cheese

7. Personalise your connect message

8. Take action after acceptance

Tip - plan your email, call, inmail message, direct mail, discussion
content and the first steps to take once you have connected.

9. Add work examples, links and pictures

10. Join relevant groups
Tip - this by-passes the ‘first degree only’ contact barrier

11. Ask for introductions

Tip - if you are not the “first degree contact” - use the ‘request
introduction feature’.

12. Check your profile views daily
Tip - Follow up/connect with those who are looking at you.

13. Create a showcase page

Tip - You can add up to 10 case studies, to show off the things
you do to others that might want the same service

14. Build prospect lists

Tip - You can build a prospect list, and create and save searches.
Use LinkedIn as a way to prep for meetings, out calls, and
marketing plans. What can you learn about the person or
business you are targeting?

15. Be active, daily.

Tip - A post, a share, answer someone’s question, join a
conversation. Get into the habit of being on the network every
day, whilst you have a coffee maybe.

Finally - Don't sell.

Tip - LinkedIn is about building a network and positioning
yourself as an expertinyour field. It's about gaining introductions
and starting conversations.

Offer your network value, advice, tips, and ideas that will benefit
them. Don't post about half price business card prices.

Establish expertise on LinkedIn. Sell when you meet them off
line.



064 66 76 100
sales@splash.ie

38 New Street . Killarney
Co. Kerry . V93 FCX2 . Ireland

An award winning agency, born in 1996.
We are fantastic designers, marketing masters,
web wizards, print heroes and display black belts.



