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LinkedIn is sometimes treated like the neglected child of social media. Twitter, Facebook, and YouTube get way more attention. Yes, those platforms can be fun for interacting socially, posting funny videos, or sharing articles. And yes, some of your followers may hire you based on personality.
But without the pokes, spider bites, trivia, and other silly features, LinkedIn lets you focus on building and maintaining your professional network in a strategic and targeted fashion. It allows users to send and receive messages, join groups around industries and common interests, ask and answer questions, stay in touch with colleagues and clients, view job postings, and a whole lot more.
Nine to fivers often turn to LinkedIn when they’re searching for a job. But the site also offers tons of useful tools and features for freelancers, small business owners, and creative professionals, not just those interested in finding a corporate job.
Consider these stats:
Still not convinced?
Just ask Marian Schembari, an Auckland, New Zealand, social media consultant turned digital account manager, who’s landed tons of clients and found someone to redesign her blog, both through LinkedIn. Or Chris Perry, founder and chief evangelist of CareerRocketeer.com, who’s used LinkedIn groups to connect with prospects for speaking and consulting gigs. Or Jenn Gerlach, an infographics designer in Ontario, Canada, who uses LinkedIn to share her work and position herself as an infographics expert.
You’ll find case studies and tips from several freelancers and entrepreneurs sprinkled throughout this book. But right now, let’s look more broadly at who’s on LinkedIn and how they’re using it.
A new member joins LinkedIn every second.[4] In fact, the site hit the 100 million user mark in March 2011.[5] Half of all users are business decision-makers in their companies such as executive vice presidents, chief executives, or senior managers.[6] So if you’re trying to land a new client or catch the eye of company influencers, LinkedIn is the place to do it. Plus, executives from all Fortune 500 companies are represented on the site.[7]
According to a LinkedIn infographic[8], 44 million of those users are based in the United States and 56 million are in other parts of the world, with Brazil, Mexico, India, and France as the fastest growing countries based on 2010 year-over-year growth rates. Wherever in the world you do business, chances are good that you’ll be able to connect with clients, colleagues, and other useful contacts both in your neck of the woods and in other corners of the world, since LinkedIn operates in over 200 countries. (See Chapter 3 for tips on adding connections and building your network.)
LinkedIn offers a huge network of influencers across virtually every industry. Headhunters and recruiters use it to search for highly qualified candidates, journalists use it to crowdsource for ideas, business owners use it to connect with like-minded service providers. But as with other online networks, success depends on how (and how often) you use it. You might be one of the lucky few who can put up a profile, leave it to gather cyber dust, and magically attract new clients and other contacts.
But if you visit the site regularly (over half a million professionals visit the LinkedIn homepage each day[9]), join groups and post comments (LinkedIn Groups get 1.2 million posts and comments a week![10]), give and receive recommendations, and otherwise engage with the community, it’s much more likely that you’ll make valuable connections and get noticed by prospective clients.
Here are a few of the ways that creative professionals are successfully leveraging LinkedIn:
Ready to learn some of these tips and techniques yourself? Read on!
| ROCKSTAR TIP Did you know?41% of people who use LinkedIn for marketing have generated business with it.[11] |
Now that you understand why LinkedIn is such a valuable tool to professionals around the world, this chapter will show you how to set up your LinkedIn account, fill in your profile, and adjust your privacy settings.

Signing up takes just a few minutes. Enter your name, email address, and password, then verify your email address by clicking on a link in the automatically generated email.

Next, you’ll fill in a few more profile details, all of which you can change later on.

After you click “Create my profile,” the site will prompt you to search your email contacts or invite contacts by entering their email address. I would skip this step for now, because you haven’t filled in your profile yet. (See Chapter 3 for tips on inviting contacts and building your network.)
The more complete your profile, the better. Take the time to do it right, then start building your network. Would you be impressed by someone who hasn’t spent the time to upload a photo or fill in their work history? An incomplete profile can seem half-baked, so read on for profile tips.
| ROCKSTAR TIP Public vs. Private ProfileYour private profile[12] is only visible to your network of first-, second-, or third-degree connections and they must be logged in to view it. Your public profile[13] is a more limited version of your profile that shows up in Google or LinkedIn searches. You can manage your privacy settings so that your profile is completely private or only portions of your profile show up in searches. |
A thorough profile builds credibility, showcasing your skills and experience. You can fill in your profile manually by clicking on each section. Here’s what happens when you click on “Add a position,” fill in company name, and other information:

Don’t want to fill in each section manually? Speed things up by clicking the “Import your resume” link on the right side the “Edit Profile” page:

| ROCKSTAR TIP Build Your ResumeJust as LinkedIn can build your profile based on your resume, it can also take your profile and reformat it as a resume using Resume Builder. Choose from templates including business, classic, and clean. Go to resume.linkedinlabs.com to get started. |

This will auto-populate your profile with past companies and positions:

Use the edit button on each section to make changes, then scroll down and click “Save Changes.” But don’t rely too heavily on your resume, because recruiters and prospective clients want to see some personality. As Kristen Fife, a Seattle-based recruiter and weekly employment columnist for The Seattle Times, points out, “if I like what I see, I’ll contact you and ask for your resume.” That’s why she likes to see profiles that are more personal than your resume and show what you’re passionate about. We’ll talk more about profiles in the next section.
| ROCKSTAR TIP Use Spell Check!LinkedIn does not have a built-in spell check feature, so it’s easy to overlook typos in your profile or messages. But Jason DeVito, a manager at CM Access, a creative, marketing and interactive staffing firm in Boston, Mass., says typos can be a turn-off, especially if you’re a copywriter or editor. Avoid this pitfall and create a professional image by asking someone to read over your profile. Or copy and paste it into Microsoft Word, where you can spot typos more easily. |
Once you’ve filled in your profile with factual information on your work history, it’s time to punch it up with more details. We’ll start with your headline, as that shows up at the top of your profile and in searches.
Note that your current job title and your headline are two different things. Your headline is one of the first things people see, while the current job title appears a little further down in your profile. Many people simply use their job title as their headline, and if you’re on a traditional career path with a self-explanatory title, it might make sense to do so.
But as Steph Auteri, a New Jersey-based writer and career coach to writers, points out, “when you use your job title (and nothing else) as your professional headline on LinkedIn, it doesn't really tell viewers what you do, and how you could possibly help them.”
Take a look at Steph’s profile:

Before launching her coaching business, Steph worked as assistant editor at a lifestyle website and used that as her professional headline. Her new headline is a bit more creative (see above). “The name of my company explains what I do, and for whom,” says Steph. “The rest embellishes, letting people get a feel for whether or not I'm the right person to help them out.”
The summary section should go beyond job title or responsibilities, telling others who you are and what you have to offer. It should also show prospective clients or employers why they should hire you over someone else. Details on the services or type of work you do can go in the specialties section below your summary.
Check out Keith Fuller’s summary:

Keith uses the first-person perspective (“I” or “me”), which feels friendly and approachable, not as formal as the third-person (“he” or “she”). His first two sentences sum up what he does and why game studios would want to work with him, using simple language that also shows he understands the computer game industry and its major players. “I get turned off when I see War and Peace there, so I tried to boil it down to critical elements,” he explains.
Then he throws in a few lines about industry experience and follows that later on with a list of games he’s contributed to. “In the games industry, it’s particularly meaningful to have the names of products I’ve worked on,” he adds.
Here’s another summary written in first-person:

Jenn opens with a clever explanation of infographics (her specialty) and how they help readers understand complex concepts. Then she subtly transitions to talking about her company and the clients she works with. It’s a smart strategy because it positions her as an infographics expert without focusing too much on “me, me, me,” which is something we want to avoid.
| ROCKSTAR TIP Phone a FriendIf you get stumped writing your summary or find yourself throwing around fancy terms like “leverage,” “synergize,” or “multi-faceted multi-tasker,” then try describing your work to a friend. How do you help clients? What do you offer potential employers? When did you start your business? Get as specific as you can but avoid corporate speak. Write an email or call a friend to help you get unstuck or get out of that stilted, businesslike tone some people lapse into. Read it out loud to check for run-on sentences or awkward phrasing. |
Of course, many LinkedIn users prefer to write in third-person. If you feel a more formal tone is appropriate or you want to optimize your profile for search engines by working in your full name, then third-person is the way to go.
Check out the first few paragraphs of Dotty Scott’s summary section, which is written in third-person:

I really admire how Dotty took the time to quantify her business successes: over 77% growth in 2010 and over a 90% client retention rate, both of which she pulled from QuickBooks. Those specifics show her attention to detail and speak well of her professionalism.
Here are a few other ways to quantify your work:
Some of these may be details your clients would not want disclosed publicly, so consider omitting the name of the company or focusing on other stats instead if that’s an issue.
| ROCKSTAR TIP Include Your EmailWe’ll talk about InMail (LinkedIn’s internal messaging system) later in the book. Some consultants and freelancers make it even easier for prospects to contact them by including their email address in their summary. Dotty does this and says she’s never gotten spammed. Not everyone wants to pay for InMail or a Premium Account, so this removes that potential barrier. |
The specialties section is typically where users list their areas of expertise. It should be quick and skimmable, while your summary offers more details. For instance, I list my specialties as “blogging, copywriting, editorial writing, proofreading.”
Chris Perry, founder and chief evangelist of CareerRocketeer.com, uses bullet points in his specialties section so each line is clear and easy to read instead of running together. He also incorporates keyword phrases that might appeal to prospective clients like “creative branding” and “Gen Y media.”
How do you know what keywords or phrases to use? Chris suggests doing “a couple People Searches using keywords/phrases you think potential clients might use to see who comes up and what they are doing to optimize their profiles.” As he adds, “it never hurts to benchmark off of your competition.”
It’s also smart to list the types of projects you’ve worked on. For instance, when searching for a copywriter for one of his clients, Jason DeVito (the recruiter you met earlier) says he might do an advanced search for keywords like RFPs or sales sheets, depending on the client’s needs. “Those are keywords that if I was a copywriter I would want to have in my specialties section,” he says.
LinkedIn’s Skills & Expertise section is a newer feature that’s perfect for freelancers and other creative professionals. It’s a little like the “Specialties” section that typically appears after the summary, but skills are clickable. Plus, clients or employers can use this feature to find professionals with specific talents or service offerings. You could use this feature to find a collaborator with complementary skill sets. Say you need to find someone who knows JavaScript. Go to linkedin.com/skills, type in JavaScript, and up pop dozens of web developers who list JavaScript among their skills, as well as related skills, companies, jobs, and groups:

Add skills to your profile by typing it in the search box and clicking the “Add Skill” button.
LinkedIn allows you to add up to three hyperlinks in the Websites section of your profile. These could link to your company website, your creative portfolio, your blog, or some other site, giving freelancers, business owners and others a chance to promote their sites.
LinkedIn has generic categories like “RSS Feed” or “Personal Website,” but if you select “Other,” you can name the anchor text (or the words that will be linked) anything you want. As you can see below, I added links to my copywriting and journalism portfolios so prospective clients can see that I offer both services. I also used the name of my blog as the anchor for my blog rather than the generic name given by LinkedIn.

You can also customize your public profile URL so it’s easy to remember and fits on a business card or in your email signature (instead of that long string of letters and numbers you’d get otherwise). From your public profile, click on “Customize your public profile URL” and enter 5-30 letters or numbers. People often use some variation of their name or their area of expertise.

They say a photo’s worth a thousand words and uploading one can certainly help enliven your profile and jog the memory of people you’ve worked with in the past. Click the “Add Photo” link below the photo icon to add an image from your computer.

LinkedIn photos are square, so if you upload a rectangular-shaped photo, the website will prompt you to choose the square portion you’d like visible:

Here’s what it looks like as part of my profile:

The photo above is a professional headshot taken by a photographer friend of mine. It also appears on the homepage of my website to create a consistent brand identity. I like how the photo shows me at my computer (I’m a writer after all), but don’t despair if professional photos are outside your budget or if you don’t have a photographer friend to help.
LinkedIn photos are relatively small, so you can probably get a very decent shot using a digital camera, camera phone, or even a webcam. You might also have a candid shot already saved on your computer that can be edited as your profile photo. Here are a few things to keep in mind:
As you upload a photo and fill in your profile, you’ll notice the “profile completeness” bar on your profile gradually filling in. The more you add, the closer you’ll get to 100%, which should be your goal.
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| ROCKSTAR TIP Photo-phobic? Try these insteadLinkedIn allows you to control who can see your photo, so it needn’t be visible to the whole worldwide web if you have privacy concerns. Headshots can help build trust, but some LinkedIn users have come up with creative alternatives. For instance, using a cartoon avatar, a company logo, or the cover of a book you’ve published. |
LinkedIn lets users control what information is visible to others (and themselves), how and when they receive updates from groups or connections, and more. Go to linkedin.com/settings to update your email address, language, privacy settings, and group notifications.

Here’s a quick primer on LinkedIn lingo:

Under email preferences, check the appropriate boxes for the types of messages and opportunities you’re interested in receiving. You can also include a message in the box with further details on your availability, the types of projects that appeal to you, and so on.
Unless you’re using LinkedIn purely as a way to stay in touch with your current network, I’d err on the side of openness in receiving opportunities. In fact, Jason DeVito (the recruiter you met earlier) says he’ll only contact users who indicate that they’re open to new opportunities. “If somebody’s appealing to me but they don’t say that they’re interested in career opportunities, I tend not to bother them,” he says. “I don’t approach people who don’t want to be approached.”
| ROCKSTAR TIP Why Worry About Privacy Settings?Two situations where you may want to be especially careful about privacy settings:
|
Once you’ve polished your LinkedIn profile, it’s time to start adding connections and building your network. But first, let’s talk about what makes LinkedIn different from other social networks and why you shouldn’t connect with just anyone.
On more casual networks like Facebook, you might connect with your college roommate, your middle school crush, even your cousin’s neighbor’s friend’s coworker you once saw at a BBQ. Some people amass Facebook friends or Twitter followers like they might collect baseball cards or stamps.
But LinkedIn isn’t about quantity, it’s about quality.
Ideally, you’d build your network strategically with people you know (or at least know of) and trust. It’s unusual for someone in your Facebook network to ask, “Hey, can you introduce me to so-and-so?” because it’s not assumed that you would know so-and-so very well, and it would be just as easy to friend so-and-so themselves. Same deal on Twitter. Most of your followers probably don’t know you in real life, but they’re interested in what you have to say, even if you’ll never meet in person.
If you build a strong LinkedIn network, then you’ll be able to connect people within your network and know whom to contact if you need a certain type of expertise. If you connect with just anyone, then it diminishes the value of your network.
Here’s an example of what not to do: a few years ago, I wanted to contact the editor at a certain publication, so I looked him up on LinkedIn and discovered we had a few connections in common. Using the “Get introduced through a connection” feature, I sent a quick note to one of our mutual contacts asking if she could introduce me.
She wrote back saying she’d never talked to him, yet they were connected via LinkedIn. Not much point in connecting with someone you’ve never talked to, is there? In fact, that response diminished her credibility in my eyes and made me wonder how well she knows her other contacts. So, how do you find useful contacts? Read on!
You could search for the names of individual connections using the People Search bar in the upper right corner of the page (click the down arrow to search companies, jobs, and so on instead of people).

Instead of searching for connections one-by-one, it’s a whole lot quicker to import your email contacts and select the people you want to invite (don’t select all, as there are probably people in your address book that may not know you well enough to invite at this stage):

You can also enter a list of email addresses for people you’d like to invite, as shown in the box above. Your connections probably include a mix of people you want to impress (maybe a prospect you met at a networking event) and those you already feel comfortable with (say, your colleagues or former classmates). First invite the people you feel comfortable with, then once you have a decent-sized network, branch out to those you want to impress. That way you aren’t sending VIPs to a profile that has only four or five connections.
| ROCKSTAR TIP Let’s Get Visual!Want to see how your contacts know each other or how your network has evolved over time? LinkedInMaps (inmaps.linkedinlabs.com/network) generates a color-coded map of your network so you can see how contacts overlap or where your network might be lacking. The LinkedIn Connection Timeline (timeline.linkedinlabs.com) generates a timeline of your career and the connections you’ve added over the year. Check out other options at linkedinlabs.com. |
Once you’ve started adding contacts, LinkedIn will suggest more people based on who’s in your current network. You’ll notice a “People You May Know” box on the homepage when you’re logged in or you can view this list by clicking contacts, add connections, and people you may know. This is another way of finding relevant contacts.

The really in-demand users on LinkedIn get a lot of requests to connect, so personalizing your invitation can help you stand out and show that you’re attentive to details.
Say you meet a prospective client at a networking event and want to stay on her radar. Search for her by name, click the “Add to your network” button on her profile, then replace the default note with your own text, jogging her memory about who you are and (hopefully) why you’re worth connecting with:

Personalizing invitations is super-simple but based on my own observations, most people don’t do it. I notice and appreciate when a connection takes a few extra seconds to type a personalized note, so I suspect many of your contacts will too.
In fact, a personalized invitation helped Philippa Gamse, a San Francisco Bay Area-based web strategist and author of 42 Rules for a Web Presence That Wins, set up an interview with Zappos’ Director of Customer Loyalty for her book. She’d worked on a teleseminar with someone from Zappos and wanted to contact him about the book but didn’t have an email address. “I was able to contact him because he's open to LinkedIn invitations which I could personalize with a reminder of the event we'd done together,” she says. Her contact referred her to a colleague, and she’s now linked to both people. “I couldn't have written this book without LinkedIn,” she adds.
| ROCKSTAR TIP Rockin’ Tip: Add “Friends”LinkedIn doesn’t want you connecting with anyone and everyone, so they’ll usually prompt you for an email address before you can invite the person to connect. However, if you click the box for “friend” instead of colleague or classmate, you can send an invitation without typing in their email address. “Friend” is also a good catch-all for people who don’t fit one of the other categories. Use this tactic judiciously though, because your connections should be people you actually know. |
As you grow your LinkedIn network, you’ll hopefully get invitations from other people too.
LinkedIn used to have an “I don’t know this person” button, which would count against the person who invited you. But now once you click to the site, the options are to accept, ignore, or report an invitation as spam.
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If you aren’t sure whether you want to connect with someone just yet, you can always leave it alone and accept it later on. If you do nothing, LinkedIn automatically sends periodic reminder emails (no more than two). Once you contact a LinkedIn invitation, your new contact gets notified via email. If you don’t accept, then the person would only find out by checking under Sent Invitations and noticing that your name doesn’t have the word “Accepted” next to it.
| ROCKSTAR TIP Export Your Email ContactsJust as you can import email addresses from your address book to LinkedIn, you can also export your email contacts from LinkedIn by going to linkedin.com/addressBookExport. The beauty of this feature is that when your clients move to different companies and change email address, you’ll still have a way to reach them. |
What if you change your mind after accepting a connection? There’s a “Remove Connections” link on the right hand corner under contacts. Select the name(s) of the contacts you want to remove then click the “Remove Connections” button. LinkedIn does not notify contacts you remove.

| ROCKSTAR TIP Take FiveKeep growing your LinkedIn network by checking for new contacts periodically. Have five or ten minutes in between phone calls? Check the “people you may know” section or sync up your email account again to find people who may have joined since your last search. And when you come home from a conference or a networking event with your pockets full of business cards, send your new contacts a quick invite to stay on their radar. |
Now that you’ve completed your profile and added connections, this section will show you how to take your LinkedIn presence to the next level with recommendations, groups, apps, and more.
One of LinkedIn’s coolest features (in my opinion at least) is the Recommendations (or testimonials) section. Recommendations boost your desirability as a creative professional by providing social proof. Sure, you could write a killer headline and summary, but having someone else to vouch for your skills and professionalism adds a layer of credibility you can’t get on your own.
In fact, Kristen Fife, the recruiter mentioned earlier, says she landed a freelance column covering career topics for The Seattle Times in part because of the strong recommendations on her LinkedIn profile. “My editor looked at my blog and then looked at my LinkedIn profile,” she says. “She saw that I’d done work with recruiting and resume construction and she saw my recommendations.”
The other advantage of recommendations is that they can increase your profile views, especially if you get a recommendation from an influential user. I collaborated on a project with a well-known career blogger and she wrote me a recommendation afterwards. Periodically, I get people who click from her profile to mine, probably curious about whom she’s recommending.
LinkedIn has a handy feature for requesting recommendations (look under the profile tab):

Just as you’d customize an invitation to connect, I’d suggest customizing your endorsement request, since you’re asking for a favor. Remind the person of when and how you worked together to help jog their memory (or perhaps butter them up a bit). You will receive an email notification and have the opportunity to approve the recommendation before it appears on LinkedIn.
In addition to asking for recommendations, you can also give recommendations using the “Recommend” link on the right side of a connections’ profile:

If you’re uncomfortable asking for recommendations, then try giving a few first. It’s good karma to help out people in your network, and when your contact approves the recommendation, LinkedIn will prompt him or her to reciprocate by writing a recommendation for you.
As you receive recommendations, you can choose to show or hide those recommendations on your profile:

As you’re browsing LinkedIn, you’ll probably discover that your contacts know people you’d like to know, too. LinkedIn’s “Get introduced through a connection” feature allows you to request an introduction to that person.
Remember Keith Fuller, the game production specialist you met earlier? He’s listed as a third-degree connection to me (meaning I know someone who knows someone who knows Keith), so if I click the “Get introduced through a connection” link on the right of his profile, I’ll get a list of connections who are connected to Keith’s connections.

Once I choose a connection and click continue, I get a few message fields to fill in:

The hope is that my connection will forward my request and eventually Keith will write back to me. It’s a good idea to personalize your messages, but because they’re being read by your intermediaries, I wouldn’t make them too personal. Be polite and friendly but also to the point when writing requests for introductions.
| ROCKSTAR TIP Keep it ShortAfraid that LinkedIn will become a distraction or a time-suck? To keep your LinkedIn sessions short and focused, steal this strategy from Producer and Social Media Strategist Jamie Ginsberg. Jamie does a two-minute LinkedIn “drill” at least once a day. “I look for news in my feed that is relevant or interesting for one minute,” he says, “and someone I know that I am not connected to for the second minute.” In fact, he adds, “a good part of my business comes from my network!” |
Whatever your skills or interests, LinkedIn probably has at least a few groups filled with like-minded professionals. Say you’re a professional photographer. Search the Groups Directory and you’ll find over a thousand options:

I’m a huge fan of connecting with other freelancers, as they can be a valuable source of referrals, advice, and ideas. But don’t overlook opportunities to connect directly with prospective clients. For instance, if your specialty is writing annual reports for nonprofits, you could look for writing groups and groups of nonprofit professionals. Or if you focus on visual merchandising for local businesses, you could join small business groups in your geographic area.
You can choose to have each group logo show up on your profile (or not). But the real value of joining groups is that it allows you to stay current on your industry, exchange ideas (and often links) with like-minded users, and position yourself as an expert. For instance, here’s a discussion thread I posted in the Personal Branding Network Group:

Users can like, comment, flag, follow, or reply privately to your threads, much like on other social networks. And, of course, you can participate in threads as well. (In fact, I’d encourage you to participate not just as a discussion starter but also as a participant.)
LinkedIn caps each user’s group memberships at 50[14], so once you reach that number, you’ll have to withdraw from a group before joining another. Frankly, the more groups you join, the more you may start to feel overwhelmed. If that happens, you can change your settings or leave the group entirely by clicking on the group, then using the “my settings” option listed under “more.”

Philippa Gamse (introduced earlier) used groups to connect with additional interview sources for her book. “I just said that I was writing a book, and that I was interested in what they said, and asked if I could talk further with them,” she explains. “Only one person said No, which was due to time pressure.” Since the interviews, Philippa has stayed in touch with those contacts, adding that, “some of them have been very complimentary about the book, and I hope that they'll help to promote it.”
If you really want to show your leadership and community-building skills, you could also create a group of your own. Managing two career-search-related LinkedIn groups has led Chris Perry to new consulting opportunities. “My clients had joined the group and been so impressed by everything we were doing that they reached out to get some assistance to ramp up their own online efforts,” he explains.
In addition to asking and answering questions as part of groups, you can also participate in LinkedIn’s Answers section (similar to Quora.com, which launched in 2010). This section has the advantage of being visible to a wider audience than individual groups, so you’re more likely to generate responses or have your responses read by others.
However, because groups are more targeted than the answers section, you may get responses from people who aren’t as knowledgeable about the topic or don’t fully understand the question. Keep your question as short yet specific as possible to avoid confusion.
Dotty Scott, the website designer and social media consultant mentioned earlier, says she’s gotten emails from clients in other parts of the U.S. after reading her responses to questions. “People can see that I’m an expert in my field based on other people’s ranking, so the question and answer thing has exposed to me to new people who are outside of my geographic area,” she explains. Dotty also posts questions about business topics when she’s looking for information.
You’ll find the Answers section listed under “More.” When asking a question, I’d recommend making your question visible to everyone (not just connections) so that you’ll get a wider range of opinions and answers. Also be sure to choose the appropriate category so it will display to those interested in that topic:

Here’s a question I posted several years ago in the writing and editing section:

As mentioned in the question, I was about to attend my first writer’s conference and tapped into the collective wisdom of LinkedIn to help me prepare. Nine people responded, and I contacted several of those people asking permission to use their tips in a blog post. I also posted an update thanking people for the responses and letting them know which I was attending. If you’re a blogger, writer, or other content creator, LinkedIn can be a fruitful source of ideas for repurposing. Just be sure to ask permission before quoting another user.
When browsing open questions, you can sort by degrees away from you (questions posed by people who are connected to you or your connections) or by date. I’d suggest sorting by date to find recently posted questions. The more responses a question has already received, the harder it is for your answer to stand out. That’s why I’d focus on answering newer questions that have only received a few answers.

| ROCKSTAR TIP Search FirstBefore posting a question in LinkedIn’s Answers section, be sure to run a quick keyword search to see if someone has asked the very same question. You might find that the information you need is already there. If not, post away! |
Here are a few ways to use LinkedIn’s Answers section (many of these also apply to discussion groups):

| ROCKSTAR TIP Be a Resource, Not a Royal PestIt’s tempting to pimp your book, your blog, or your photography business in LinkedIn answers, and sometimes it may well be appropriate. However, social media is full of spammers and self-promoters, so those who are helpful without resorting to “hire me/buy my book/read my blog” messages tend to rise to the top. One way to be a resource is to post a link other than your own or suggest someone else in your network as an expert. That way you’re connecting people and helping build community. |
As you join groups, add connections, and answer questions, those activities will appear in the news feeds of your connections unless you turn off activity broadcasts under settings. Also remember to update your profile as you land new clients, get promoted, or tackle new challenges. You might set up reoccurring calendar reminders (say every month or every few months) to review your profile and make any necessary updates.
Another way to keep current and stay top of mind with your connections is by posting status updates. In my opinion, these can be more self-promotional than discussion threads or questions and answers, since it’s on your profile and the people connected to you want to know what you’re up to.
While sharing personal interests like a favorite TV show or ice cream flavor can help show your human side (and these days, many people’s personal brand blends with their personal life), I wouldn’t get as casual as you might on Facebook. Remember, most people use LinkedIn for business, so consider your status updates through a professional lens.
You can post status updates from LinkedIn’s homepage or from your profile page, choosing whether to make your update visible to anyone or just your connections:

Here’s what that status update looks once it’s posted:

LinkedIn also offers a sharing bookmarklet for Firefox, Chome, and Safari, which makes it even easier to share links through your browser:

Not sure what to include in a status update? Here are a few more ideas along with examples:
Users who are active on several social networks might consider synchronizing their status updates. So, instead of having to remember to tweet, update Facebook, and post on LinkedIn, they can update all three sites (and possibly more) at once.
If you’d like to add your Twitter feed to your LinkedIn profile, then click “add a Twitter account” in from profile, then “authorize app” on the window that pops up.

Of course, there are a few pros and cons to this strategy. Steph Auteri (whom you met earlier) opted to sync up LinkedIn and Twitter, because it’s “another way to promote your own work, and to share relevant tips and comments that will help you establish yourself as an expert.” As she points out, frequent Twitter updates mean that you’ll be top of mind when your connections log into LinkedIn.
The downside is that your Twitter updates may not be relevant to your LinkedIn connections. (Steph admits to regularly tweeting about her three cats and her Candy Cane Kisses addiction but that doesn’t bother her because clients appreciate her sense of humor.)
Personally, I fall into the “keep LinkedIn and Twitter separate” camp. But I do like this compromise that Sean Jackson (whom you met earlier) came up with: “if something is appropriate for both then I use the Share feature in LinkedIn to publish to my Twitter account, but never from my Twitter account to LinkedIn since the content in my Twitter account may not be appropriate.” Automate when appropriate, keep it separate when it’s not. Brilliant!
Want to generate more profile views? Consider adding a LinkedIn button to your blog, website, or email signature. LinkedIn offers HTML code for its readymade buttons in a variety of sizes and configurations. Go to linkedin.com/profile?promoteProfile, choose your size, and copy and paste the code:

You can also jazz up your profile by adding apps. There are several good ones for creative professionals, especially those who are more visually oriented. For instance, Jenn Gerlach (the infographic creator you met earlier) uses the Behance Creative Portfolio Display app to show off her work:

And Marian Schembari (the blogger and social media consultant from before) uses BlogLink to syndicate headlines from her blog so her connections can click through and read full posts:

Here are a few other notable apps and their benefits:
Of course, LinkedIn is constantly adding new features and apps, so check out linkedin.com/apps to learn more about these apps and discover new ones.
If you decide to expand from freelancing into a full-blown company such as a social media agency or a graphic design firm, then company pages can help you gain visibility for your business. (They can also help you research companies you’d like to work with but we’ll cover that in Chapter 5).
Your company page could include an overview of your company, a list of its products and services, as well as a section for career opportunities. LinkedIn users who are interested in your company can choose to “follow” your company page, so it could serve as both a branding and recruiting tool.
Check out the company page for Raised Eyebow, a web studio based in Vancouver, Canada:

And here’s a snapshot of Envato’s company page:

Envato’s Products and Services tab:

One of the advantages of creating a company page[15] is that the page administrator can access data on who’s visiting and following your company page and how you stack up against similar companies.
So far we’ve focused on using LinkedIn with a computer, but LinkedIn also offers free mobile apps for Android, BlackBerry, iPhone, and Palm Pre, which allow you to search profiles, view network updates, send messages, and more. So, you could look up a prospective client on LinkedIn just before you meet with him or her, add new connections on your way home from a conference, even post status updates from the conference or networking event. Learn more about LinkedIn’s mobile apps at learn.linkedin.com/mobile or visit m.linkedin.com on your phone.
Most of LinkedIn’s features are available to anyone with a basic account, at least on a limited basis, so you can get lots of functionality out of LinkedIn without paying anything. For instance, basic accounts let you receive messages, view 100 results per search, send invitations to connect, join groups, post questions and answers, and more. Lab 42 surveyed 500 LinkedIn users and found that of respondents 61% stick to the basic free account.[16]
But there are a few Premium Account features, which we’ll discuss later on. Here’s a quick overview of the business plans available (pricing is applicable in the United States as of July 2011):

The Business or Executive accounts allow you to dig deeper, conducting more sophisticated searches and viewing more detailed information on the people you search and who search for you. For years, I used a free LinkedIn account and found that I was perfectly happy with its features, so you may not find it necessary to upgrade either. It all depends on how and how often you plan to use your LinkedIn account.
For the sake of research, I’ll explain some of LinkedIn’s Premium Account features below.
This Premium Account feature allows you to organize profiles in folders (the maximum number of folders depends on what account type you have) and write notes on each profile that are visible only to you. It’s a little like setting up Twitter lists or Facebook friend lists. You might use Profile Organizer to keep track of prospective clients (we’ll discuss prospecting more later) or arrange contacts in whatever groups make sense for you.
I organized the profiles of several of my interview subjects for this book to illustrate how Profile Organizer works:

When you find someone you’d like to contact on LinkedIn, one of the ways to reach out is through InMail, LinkedIn’s internal messaging system. When you’re looking at someone’s profile, you’ll usually see a “send InMail” ink on the right side, just below the “Add to your network” button.
In contrast to blind emails, InMail adds an element of trust because it comes from LinkedIn, not from some stranger who could be selling Viagra or iPads. If the person has any question about who you are, they can click on your profile to find out. In fact, LinkedIn says InMail is 30 times more likely to get a response.[17]
Anyone can send InMail to first-degree contacts. With a basic freebie account, users have the option to purchase InMail credits (if you don’t get a response in seven days, you get your credit back). Upgrading to a Premium Account also gets you a set number of InMail credits depending on your account.
| ROCKSTAR TIP Use LinkedIn Messages to Stay in TouchAlthough you need InMail credits to message someone you don’t know, you can freely message people in your network or groups. Sean Jackson (introduced earlier) suggests sending messages to groups you manage, “specifically around events or information that is timely in nature.” You can also message up to 50 of your first-degree connections at a time. “The limits in this feature are helpful since it forces you to be selective with whom you communicate,” he adds. |
Now, even if you buy a zillion InMail credits, LinkedIn won’t let you spam anyone and everyone (thankfully for you and the other users). Your InMail Feedback Score[18] determines whether your message is delivered directly to the recipient’s email box or if it’s only visible when the recipient signs into LinkedIn. It’s based on how many of your last ten InMail messages were accepted by the recipient, so that incentivizes users to be judicious in how they use InMail, who they contact, and why they contact that person.
You can see I’ve only sent four InMails thus far, so my Feedback Score is listed as “New.”

Premium Account holders can also perform unlimited reference searches.[19] This feature seems to be targeted at recruiters or employers who want to verify information or get the inside scoop about a job applicant. But creative professionals might find it useful as well. Say you’re a graphic designer who’s thinking about teaming with a project manager and you’d like to talk to other people who’ve worked with her in the past. (You could ask her for references but it’s likely she’ll handpick people to sing her praises.) You might use this feature to contact colleagues from her previous jobs, perhaps even people in your network who’ve worked with her. Enter the company name and the years the person worked at the company and LinkedIn generates a list of people who worked there during that same time frame.

Of course, the downside of this feature is that it’s designed for people in traditional jobs, not those who are self-employed. If the project manager mentioned above has been freelancing for the past decade, she’s probably worked with dozens of clients but they won’t necessarily pop up using her name or her company’s name. And even if you searched using the company names of her clients, it’s likely that she worked with only a few contacts at the company so other people may not know who she is, even if they worked there at the same time she was freelancing. Then again, this could also be an issue with larger companies where not everyone knows one another.
Now that you created a kick-ass profile and built a network of people you trust, I’ll show you how LinkedIn can be more than a virtual Rolodex: it’s also a powerful research tool.
Here are a few situations where LinkedIn can help you find the info you need:
Recently, a colleague of mine emailed me about a freelance copywriting gig she’d seen posted on a media job board. “I’m definitely applying for this,” she wrote, “but I wish I could find the contact person’s name.” The post included the contact person’s email address but no name. It was unclear if the email address included a combination of first and last name or just first name, so I did an Advanced Search under the company name and tried a few different names. Sure enough, one of the combinations brought up the name of an account manager at the marketing agency that had posted the gig, giving my colleague a leg up on the applicants who simply addressed their application “To Whom It May Concern.”
I’ve used a similar strategy when I wanted to find out who edits a certain trade publication or who handles creative direction at companies where I might want to freelance. To try this strategy yourself, go to advanced search and enter as much information as you have. I’d suggest making sure you’re searching for people who are currently in that role, as contacting past editors or creative directors may not help you. I also do a quick LinkedIn search before calling sources for interviews so I can jog my memory and get a quick overview of their background.

Once you’ve completed a search, you can save it for later and opt in for email alerts as new results that fit your criteria are added.

So, if you’re looking for creative directors within a certain geographic area and get an alert about someone who’s stepped into that role, you could see who in your network might be connected to that person and ask for an introduction. Or you might send an InMail congratulating the person on the new job and introducing yourself in case the creative directors needs freelance assistance. In some cases, you may be able to find the person’s email address by Googling or plugging their name into the company’s email formula, but remember that InMail has a much higher response rate.
The number of saved searches depends on the type of account you have. Basic members can save up to three searches at a time.[20]
Say you already have the name of the person but you’re about to meet with prospective client and don’t know much about the person or the company. See if your contact has a LinkedIn profile that could help you prepare for the conversation. I’d look for any commonalities and try to get a sense of what makes this person tick. Do you have any shared connections or groups? Did you attend the same university? Does he have a blog or Twitter feed that could offer even more insights?
Even if the thought of working in an office at a 9-5 job makes you shudder, it’s still worth checking out the jobs section from time to time. When a company posts a job opening, they’re sometimes willing to use freelancers while they fill a position, so it never hurts to apply and offer your freelance services if you spot an opening that appeals to you. LinkedIn also sometimes lists freelance opportunities in the Jobs sections, so it’s smart to keep your eyes open.
When you click on the jobs tab, LinkedIn populates that section with jobs that may interest you based on the information in your profile:

You can also conduct searches or advanced searches for jobs and set up email alerts as you did with People Searches:

Once you find a job that looks appealing, LinkedIn shows you if anyone in your network is connected to the company and could potentially refer you:

LinkedIn also offers an “Apply with LinkedIn” feature for jobs outside on third-party sites. Instead of submitting your resume, applicants can upload their LinkedIn profile, which can be more dynamic than a traditional resume. Just be sure that your profile is updated the way you want it to make the best impression possible on hiring managers.

If you find a job that isn’t quite right for you, consider sharing it with someone else using the links in the upper right. I make a point of forwarding relevant positions to people in my network who are job-hunting, and it’s always appreciated.

| ROCKSTAR TIP Look Beyond the Jobs SectionLinkedIn charges companies to post Jobs in the jobs section, so many hiring managers prefer to use LinkedIn Groups instead. The beauty of this workaround is that it’s visible to a smaller, more targeted group. Yet another reason to join groups related to your industry. |
Curious about who’s viewed your profile or what keywords they’re using to find you? Click this box on the right side of the homepage and you’ll see who’s viewed your profile as well as a graph showing fluctuations in views or appearances in search.

The amount of information you’ll see about the people who’ve viewed your profile varies depending on your privacy settings and the settings of the person who viewed you.[21] You might see the user’s name and headline, anonymous profile characteristics like industry and title, or simply “Anonymous LinkedIn user.” If you have a free account and want to see who’s viewed your profile, you’ll need to enable your privacy settings so that other people can see when you’ve viewed their profile.
How should you use this information? That’s up to you. Kristen Fife (the recruiter from earlier) suggests thinking about how they found you or why they might be interested in your profile. “If you can’t figure out why they would be looking for you, go check out their careers page,” she says. If they have a job posted that fits your skills set, they may be looking to fill that role.
I know one freelancer who sends InMails to users who’ve viewed her profile and seem likely to hire her as a freelance blogger, yet haven’t reached out. For instance, “I noticed you viewed my LinkedIn profile, and I wondered if you’re looking for a freelance blogger? I’d love to chat with you about your writing needs.” It’s a strategy that not many people use, so it just might help you stand out!
Users with Pro Accounts get more detailed information such as top search keywords and views by industry. Here’s a snapshot of my stats:

Looking at your top search keywords may reveal how people find you or what keywords might be missing that you’d like to add.
Chapter 4 mentions setting up a company page as a way to market your freelance business. Taking the opposite perspective, following companies in your industry can offer valuable insights. Who do you know in the company or who in your network knows someone in the company? How do they describe themselves? What other companies are their followers following? This information might be useful to you if you’re planning to pitch your freelance services to the company.
If you notice a flurry of new hires or job openings, that could mean the company has just received funding or plans to launch new products, so that may be a good time to make contact and see if you can help with some of the extra tasks created by an expansion. Times of rapid growth may be a good time for companies to hire freelancers, especially if they have more work than their full-time staff can handle.
Staying current on trends or news in your industry is a big part of freelancing, but it’s often challenging to keep up with the massive number of new sources and stories that publish daily or even hourly. LinkedIn Today offers users a quick, streamlined way to find relevant stories and share them with connections.
The homepage of LinkedIn Today (linkedin.com/today) aggregates news stories based on your preferences and what’s popular in your industry that day:

It’s similar to Twitter trending topics (and in fact, many of these links are also trending on Twitter) but it’s more focused on business and more customized to your interests. Follow the new sources or topics that interest you and LinkedIn will populate your homepage with headlines in those areas. Use the share icon to share links as status updates or use the save option to read an article later (access it from your computer or smartphone).
| ROCKSTAR TIP Listen and LearnPressed for time but still want to know what’s happening in your industry? Try SpeechIn (speechin.linkedinlabs.com), which reads headlines from your LinkedIn Today feed aloud on your computer or smartphone. |
Also use the search bar in the upper right corner, to see what other LinkedIn users are saying or sharing. This takes you to a feature called LinkedIn Signal (linkedin.com/signal), which offers a real-time look at updates in your industry. (This information also appears on your LinkedIn homepage when you log in.) You can sort this information by company, location, network, keyword, or a combination of these to home in on the information that’s most relevant to your needs, filtering out the stuff that’s not.

With millions of business-minded users around the world, LinkedIn offers virtually endless opportunities for freelancers and creative professionals. A big thank you to all the recruiters and LinkedIn users who shared their expertise for this book:
I hope that you’ve found their tips and strategies useful as you polish your profile and grow your network. Of course, LinkedIn is constantly adding features, so don’t be shy about experimenting with new ways to enhance your profile or interact with your network.
As with other social networks, the value you derive from LinkedIn rests largely on what you put into it. So, help your contacts when you can, share relevant links, and join groups, balancing your personality and professionalism along the way. Best of luck, and thanks for reading!
Susan Johnston
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