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same people, we have each developed a unique set of relationships.
These relationships have been the foundation of our friendships,
business partnerships, and customer bases. When we need help,
whether personally or professionally, we turn to these people—our
network. They in turn know that we are just a phone call away when
‘we have the knowledge, experience, or resources to assist them. Our
networks are one of our most valuable possessions, and as they
continue to expand and diversify, they become even more important
to our business and personal lives.

The Tool

The tool could be anything that helps accelerate or “power up” your
ability to accomplish your goals, and social media tools certainly fall
into this category. Traditionally, when the old tool is “working just
fine,” we can be reluctant to embrace the new tool, despite its
promise to be better, faster, or perhaps even cheaper. For instance,
your old, paper address book (the tool) worked just fine, but you
eventually made the switch to a new tool—perhaps Microsoft
Outlook. The process of learning to use the new tool may have been
challenging at first, but your commitment and persistence were
rewarded when you finally figured out how to retrieve all that
valuable information with the click of a button.

So, why did I take all this time to share with you my revelation
about the Power Formula when T told you T would be teaching you
about the capabilities and functions of LinkedIn? Because I want you
to understand that the unique experience you have gained coupled
with the unique relationships you have carefully developed gives
you a tremendous advantage over the person who understands the
tool (in this case, LinkedIn) but is only beginning to gain experience
and develop professional relationships.

Am | trying to discourage those of you who are younger business
professionals or just starting your business careers? No way! This
book will help you understand how to begin to develop your
personal brand by creating a compelling Linked]In profile and expand
your network in order to accomplish your professional goals.

To help you keep focused on the Power Formula as you read this
book, there will be a box at the end of each chapter that
reemphasizes key points in terms of your unique experience and
unique relationships. These sections will help you define your own
power formula for succeeding in whatever you hope to accomplish
in your career.
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CHAPTER 2

The Million-Cubicle Project

LinkedIn has described their mission as follows: “Connect the
world’s professionals to make them more productive and successful.
When you join LinkedIn, you get access to people, jobs, news,
updates, and insights that help you be great at what you do.” Let me
start by addressing how LinkedIn works from a practical standpoint.

In their current user agreement, LinkedIn states, “You agree that
you will not invite people you do not know to join your network.” In
earlier versions of the user agreement, they referred to “your network
of trusted professionals.” They are obviously encouraging their
members to only connect with people they know. This is where
LinkedIn differs significantly from social media sites like Facebook,
where members attempt to get as many “friends” as they can—and
where the word friend is loosely defined. With LinkedIn, the goal is
to connect with only those people whom you consider to be trusted
professionals. That leads to the first strategic decision you have to
make: You need to personally decide whom you will consider a
trusted professional based on the strategy you intend to pursue on
LinkedIn. Some people choose to focus on expanding their networks
even if this means embracing a loose definition of the word trusted.
In contrast, I like to say a person is trusted if I can pick up the phone
and ask him for a favor or an introduction and be confident that he
would say “yes,” or if he is someone for whom I would do the same.

The person you just met in the vegetable aisle at your local
grocery store typically does not meet my standard of a trusted
professional. He might be a nice person and you may have enjoyed
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the two minutes of conversation, but that doesn’t qualify him as
“trusted” when he runs home and decides to look for you on
LinkedIn. The decision about who is “trusted” is a very important
starting point with LinkedIn, and there are lots of debates about this
matter. However, in my opinion, most LinkedIn users will be best
served by following a more conservative definition of trusted. I will
provide additional comments and thoughts later on the always-raging
debate between quality and quantity as it relates to your network.

Once you have opened a LinkedIn account and begun connecting
with your trusted friends and colleagues, your database on LinkedIn
begins to grow in ways that are obvious (your number of connections
gets larger) but also in ways that are not so obvious. In order to truly
comprehend the power of LinkedIn, it is important to understand the
part you cannot see—your extended network.

LinkedIn is constantly evolving, and the information shown in
Figure 2.1 is no longer available on the LinkedIn site in this form,
but I include it here to help you visualize degrees of separation—the
Kevin Bacon concept that we are all connected by six degrees of
separation or less to virtually everyone in the world. You will notice
here that there are three circled numbers: 1, 2, and 3. The first group
is one degree away from you; these are your personal connections,
labeled with the subheading “Your trusted friends and colleagues.”

Figure 2.1: LinkedIn makes your extended network visible.

Your Network of Trusted Professionals

You e at the center of your network. Your connections can miroduce you
105,775,100+ professionals — here's how your netwark breaks down:

Yewréswntion
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Rach these users through a end and one cf ther iends
Total users you can contact through an Intioduction 6,776,100+

8AST new people in your netverk since Agil 16

Here is an example of how first-degree connections work. Let’s
say I have a friend named Joe Smith. Joe and I have been friends for
a long time. Maybe we hung out in the rain at our kids’ soccer games
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or perhaps we are close business associates. I decide that Joe and I
should connect on LinkedIn. I search for his name, find him, and
extend an invitation to Joe, asking him to join my LinkedIn network.
Once Joe accepts my invitation, he does not need to turn around and
invite me into his network as well. At that point, we are both
connected to each other at the first level.

Your first-degree connections should be people who are already
part of your offline network. You have a network that you have built
over the course of your lifetime, whether that be high school,
college, places you worked, clubs to which you belong, or
acquaintances you have made in your day-to-day life. This is what I
call your “flat” network. The premise of LinkedIn is that you
transform  your “flat” list of contacts into a dynamic,
multidimensional network. Putting your contacts into LinkedIn will
enable you to access additional degrees of depth within your network
and will allow your contacts to assist you in new and valuable ways.

Let’s go back to Joe Smith, my first-degree connection. When I
owned an office furniture dealership, if Joe were building a building
and needed my products and services, he would probably call me
because I know him so well. The fun begins when you think about
the second degree. Let’s say Joe Smith knows Bob Anderson. I have
never met Bob Anderson. However, let’s say that Bob is going to
build a new building in town, and rumor has it that this building will
contain over a million cubicles. As a furniture guy, a million-cubicle
job in a town the size of mine would be a really big deal. Your
equivalent of my million-cubicle sale might be finding the perfect
job, meeting a strategic partner who will bring you additional
revenue, finding a vendor that will enable you to decrease your
production costs, or connecting with a foundation or individual who
is interested in assisting your favorite charity.

Let’s say I hear that Bob’s company, The Anderson Company, is
going to construct this building, and T put either “Bob Anderson” or
“The Anderson Company” into the LinkedIn search engine and find
out that my friend Joe Smith is connected to Bob Anderson. I find
this out because when I do a search, I see that Bob’s name is next to
a “2nd” icon, which means he knows one of my Number 1
connections. I may know some of Joe’s friends—having golfed,
gone to parties, or hung out with many of them—but I definitely
don’t know all of them. For this example, let’s assume I do not know
Bob and do not know how he knows my friend Joe.

So, learning of this connection after searching LinkedIn, I
excitedly call Joe and ask him if he would connect me with his friend
Bob Anderson, to which he replies, “Are you kidding? Of course.
He’s a good friend of mine. We’'ve been friends for a long, long
time. If my connecting you with Bob can help you, I'd love to do it.”
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Isn’t that what networks have always done? The added benefit of
LinkedIn is that I can now see a list of Joe’s connections and request
an introduction to any of his connections I would like to meet.

Stop and think about the power of that. Without LinkedIn, what
are the chances I would know that Joe Smith knows Bob Anderson?
But with this tool, I can find it out almost immediately and can then
use my network to connect with Bob.

Let’s take it one step further, to the third degree, and imagine
that Bob Anderson is friends with Jill Jones. Remember that I don’t
know Bob or Jill—I only know Joe. However, I now have the ability
to search Jill Jones and The Jones Company, only to find out that Jill
is building a building with—you guessed it—a million cubicles. I
now have a chance to talk with her by contacting Joe, who contacts
Bob, who contacts Jill.

Joe Smith
1st

Bob Anderson
2nd

Jill Jones
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Let’s just take a look at the total number of people I had access
to through LinkedIn at the time I captured this screenshot (see Figure
2.2). Joe is a first-degree connection, Bob is a second-degree
connection, and Jill is a third-degree connection, and I had 1,190
Joes, 109,800 Bobs, and over 5.6 million people in the Jill Jones
category. These numbers never cease to amaze me. Sometimes I
think there must be some dogs and cats in those numbers—there’s no
way I could be connected to that many businesspeople. However, at
this point I actually did have over 5.7 million human connections (no
cats or dogs!), many of whom may just lead me to that million-
cubicle sale. I always had over 5.7 million people in my extended
network; I just never knew who they were and how they were
connected to me. And my network has grown exponentially since
this point.

Figure 2.2: Your network grows exponentially.
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Remember the good old-fashioned method of networking? If I
wanted to get ahold of either Bob Anderson or Jill Jones to talk
about a potential business opportunity, I would be calling them (if I
even knew their names) and sending e-mails, letters, postcards,
whatever. The other thirteen furniture dealers who are located in my
town would undoubtedly be using the same tactics. This would
probably result in Bob and Jill screaming, “No more furniture guys!”
With LinkedIn, I can have a friend or a friend of a friend assist me in
making a contact that would typically be extremely difficult to
coordinate. This is the number one power of LinkedIn: It takes
connections that would normally be invisible and makes them
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visible.

Now let me give you an example of what could happen if you
and your contacts choose to embrace the strategy of using a more
casual definition of the word trusted. Say I am very excited about the
opportunity of a cubicle sale because when I searched Bob Anderson
and his company, I found that he is a second-degree connection. I
call my first-degree connection, Joe Smith, and Joe says, “I don’t
think I know him. Who is Bob?”

“Bob Anderson,” I say. “He is connected to you on LinkedIn. Of
course you know him.”

“Wayne, I really don’t know him.”

“You’ve got to be kidding me. He’s a first-degree connection
with you on LinkedIn. I can see it. How can you not know somebody
in your network?”

If that happens several times, I might say to Joe, “Your network
stinks. You really don’t know anybody you’re connected to. You just
have a whole bunch of names in there, and you don’t have any deep
relationships with anyone. You’re like a kid on Facebook.”

That’s why I stick with the premise that for most people, your
network should be made up of people you know and trust; it allows
you to help people. When you get to three degrees away, you hope
the relationship that exists between yourself and your first-degree
connection is as strong as the first to the second and the second to
the third. If not, the connective power of LinkedIn can be greatly
diminished.

The majority of books and blogs on the subject of networking
say most business professionals have between 200 and 250 people
they consider trusted professionals. If you’re not on LinkedIn, these
contacts are probably kept and managed in some kind of document
or file, such as a Microsoft Outlook file on your computer, a card
file, a list of names of people, a box of business cards in the top
drawer of your desk, etc. All T am asking you to consider doing is
taking those 200 to 250 contacts and getting them into LinkedIn.
That way, you will not only have those 200 to 250 first-degree
contacts; you will also gain the ability to know who their Number
1’s and their Number 2’s are. Your contacts’ Number 1’s and
Number 2’s then become your Number 2’s and Number 3’s. At this
point, the number of people in your LinkedIn network can get
incredibly large, as you saw in the previous example.

Let me stop and ask you this question: Can you have too many
first-degree connections? If you answered yes, you are mostly
correct. But let me ask the question differently: Can you have too
many Number 1’s as long as each one is trusted? The answer is no—
as long as they are trusted, you cannot have too many first-degree
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Introduction

1 never wanted to be on LinkedIn, never thought it would be useful,
and surely never wanted to spend a significant amount of time
teaching other business executives how to use it. I am not someone
who loves technology for technology’s sake; I am an experienced
businessperson who respects the experience and knowledge of other
businesspeople. Business professionals tend to be interested in
thoroughly exploring the “why” before launching into the “how to.”
Thus, this book is designed to not only teach you how to effectively
use LinkedIn but also to show you why the tools, techniques, and
strategies presented here can be instrumental in furthering your
professional goals. With that in mind, let me share with you some
background on my LinkedIn journey and explain why I think
LinkedIn is an important tool for you to investigate and master.

Think back to the time you received your very first e-mail. If you
were like me, you looked at that e-mail and said, “Nah, this will
never work. People will never communicate this way, and I'm sure if
Lignore this, it will just go away.” Well, do you know anyone today
‘who doesn’t have an e-mail account? Can you even imagine going a
day (or perhaps even a couple of hours) without checking your e-
mail?

In my opinion, the whole social media phenomenon, and
LinkedIn in particular, has that same kind of feel to it. Although I am
not a futurist, it’s clear that the process of connecting with people
over the Internet is here to stay. When people attend my training
classes, especially people in my age group (as of this writing, I am
fifty-seven years old), many of them hope the ninety minutes they
spend will confirm their suspicion that this tool is worthless or
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avoidable. It may be your secret desire (or maybe your not-so-secret
desire) that when you finish this book, you’ll be able to confidently
say, “Great. No value there. Now I can move on. My life is too busy
for LinkedIn anyway!”

That is why I approach my training classes as well as this book
with the intention of not necessarily teaching you every specific
technique of using LinkedIn but instead showing you its capabilities
so that you can get rid of the fear factor. I suspect that fear comes
from two sources: Potential users ask themselves, “What will happen
if I jump into the murky waters of LinkedIn?” or, more importantly,
“Will T be at a competitive disadvantage if my competitors embrace
this technology while I sit on the fence?”

My goal is for you to end up in one of three camps after reading
this book. First, you may gain an understanding of the concept and
recognize what you might be missing but choose instead to spend
your time finding another way to brand or market yourself and your
business. That’s fine. LinkedIn isn’t necessarily for everyone.
Second, once you have a better understanding of the capabilities of
LinkedIn, you may decide to either tinker with it on a limited basis
or strategize about how you may be able to use it to advance your
career or business in a few key ways. Or, third, you may decide this
is a rockin’ tool and realize you’d better get on board completely—
and also have people in your company fully understand its concepts,
premises, and working parts.

LinkedIn is all about using the Internet to find and be found by
people—in addition to using the good old-fashioned face-to-face
method of meeting people. Perhaps over time more personal contact
will be replaced with virtual interactions, but LinkedIn will never
completely take the place of meeting people in your business sphere
and spending time with them, either on the phone or in person.
People still prefer to do business with people they know and trust,
and typically knowing and trusting takes place much more rapidly
when contact occurs on a face-to-face basis.

None of us is looking for another thing to do for two or three
hours each week to replace spending time with our families, playing
golf, fishing, or engaging in other hobbies we enjoy. Therefore, my
hope is that the time you spend on LinkedIn will not necessarily add
a burden to your already busy life but that it will allow you to do a
form of networking 24/7, perhaps while watching your favorite TV
shows or sporting events. Being a Wisconsinite, it is my duty to
watch the Green Bay Packers play football on TV each Sunday
afternoon. However, I have within me this nagging little voice that
says, Wayne, this is not a very productive endeavor, especially when
the Packers are getting annihilated. Now, with the help of my laptop,
tablet, or smartphone, LinkedIn allows me to keep track of what is
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£oing on In my network ol prolessionals, while at the same time
keeping an eye on the Packers game.

LinkedIn is the world’s largest online business networking site.
You join LinkedIn either by going to LinkedIn.com and setting up an
account or by accepting an invitation from someone who has
suggested you sign up. Most people are invited by several friends or
business associates before making the decision to join LinkedIn, and
it usually takes an invitation from a very trusted friend before they
get started. However, even after they take the first step, it’s common
for people to not really know what or why they are joining; they
simply check the box and begin the journey without either knowing
what LinkedIn does or having a strategy for how to use it.

By the time this book hits the shelves, LinkedIn will have around
400 million users, with two new members being added every second
of the day. Approximately 40 percent of those members are in the
United States. The following chart enumerates some interesting
statistics relating to the demographics of LinkedIn users:

THE LINKEDIN PROFESSIONAL AT A GLANCE

Over age 34 56%
Male/Female 56% / 44%
College Grad/Post Grad 84%
Drive Business Decisions 76%
Senior-level Executive

(Director and above) 26%
Household Income $100K+ 38%

Source: LinkedIn.com (October 2014); Quantcast.com (October
2014)

Here’s how I got started on LinkedIn. I have a very close friend
who nagged me Sunday after Sunday at church, explaining that I
should get on LinkedIn, and I consistently blew him off, saying, “I
don’t have time to keep track of your LinkedIn or Plaxo or Facebook
or any other website.” Yet he consistently said to me, “Listen—you
are a small business owner and you really need this.”

Well, as luck would have it, one afternoon I found myself stuck
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in a hotel room in a remote location with nothing to do. It’s not my
style to spend the afternoon watching TV, so I thought I would check
out this LinkedIn thing and see what it was about. Two hours later, I
had overcome my fear and ordered two books about LinkedIn from
Amazon.com. I now saw LinkedIn as a powerful tool and wanted to
become an expert as soon as humanly possible. Four or five hours
later, in that same hotel room, I was en route to becoming a
passionate proponent of virtual networking. I immediately began
connecting with people from my past, including college classmates
and employees of many of the companies I had worked with in the
Milwaukee area over the past thirty years.

In response to my newfound enthusiasm, friends and colleagues
began asking me questions about LinkedIn. After admitting I had
become a LinkedIn junkie, I would invite them into our company’s
boardroom (I owned an office furniture dealership at the time) and
spend time sharing what I knew about LinkedIn with them. This
turned into a formal class, followed by requests from local chambers
of commerce, Rotary clubs, etc. to educate their members about the
far-reaching benefits of LinkedIn. And as they say, the rest is
history. More than 60,000 people have read the first and second
editions of this book, and you are reading the third edition. I am now
a nationally recognized speaker, and I consult with companies across
the country, helping them use LinkedIn to promote their products
and services and increase their revenue.

Despite the fact that LinkedIn is often referred to as “Face-book
for businesspeople,” what businesspeople appreciate and respect
about LinkedIn is that it has significant processes and controls that
keep it from becoming like Facebook. At the time of this writing,
Facebook has over a billion members, and the ability to connect with
such a vast number of people certainly does attract some
businesspeople. However, many facets of Facebook—such as
pictures of your past tagged with your name (and possibly including
beer bongs and bikinis), relationship statuses, and religious and
political views—are things that totally turn off most businesspeople
to using the site for professional networking. Facebook does have
applications for businesses (especially those that sell directly to
consumers), but many businesspeople feel more comfortable with
LinkedIn because of its built-in controls and personal settings. I will
discuss many of those controls and settings in subsequent chapters of
this book.

By now you are, no doubt, anxious to get started. So fasten your
seatbelt and prepare to see your fear subside as you learn more about
what LinkedIn is and how it can help you kick-start your business,
brand, and job search.
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CHAPTER 1

A New Way to Look at Social
Media

1 had been on LinkedIn for just over a year and had taught more than
120 classes, with over four thousand participants, when T had a
revelation: All of these social media tools are just that—tools! No
different than a hammer, which is only as good as the person
swinging it. As I started to think about this more and more, I realized
that there is one group of people—we will call them the Facebook
generation—and then there are the rest of us, the non-Facebook
generations. The first group is darned good at social media and grasp
it so much more easily than we do, since they grew up with the
Internet. They embrace new social technologies in a big hurry, which
scares the heck out of many of us in the non-Facebook group. So,
instead of deciding we should get on board, we just hope it will go
away, thinking that maybe we’ll wake up one day, it will all be gone,
and things will be back to “normal.”

I'm not telling you this because I want to bring you down even
further but because I have some good news about the person
swinging the hammer: you. You already have lots of experience and
relationships that you can leverage to make your use of LinkedIn—
or any other social media site—much more effective. It is this
revelation that helped me come up with the idea of the Power
Formula:
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Your Unique Experience + Your Unique
Relationships + The Tool (in this case, LinkedIn)
= The Power

Anyone with business experience and the willingness to learn
can realize great benefits from LinkedIn. And getting started with
LinkedIn is really not that big of a deal. You can either read a book
about how to use LinkedIn, attend a seminar, consult an expert you
trust, or check out the Help Center on LinkedIn.com. Learn as much
as you can, and then take the time to execute the strategies you have
been shown. Make the commitment to get this done, and make it a
priority to establish some good LinkedIn habits. No matter how tech-
savvy they are, members of the Facebook generation cannot go to a
two-hour seminar and come away with the wealth of experience and
relationships that comes from years of meetings, handshakes, small
talk, weekend retreats, planning sessions, bad proposals, good
proposals, winning jobs, losing jobs, etc. But members of the non-
Facebook generations, who have the benefit of these experiences and
relationships, can be right where they want to be after just one
weekend and an ongoing commitment to a LinkedIn strategy. That’s
how T started six short years ago. T got on LinkedIn.com, bought a
few books, digested the information, and was on my way to creating
my own LinkedIn strategy.

Let me address the components of the Power Formula in greater
detail so you can better grasp its importance.

Your Unique Experience

Every one of us has unique experiences that we bring to the
marketplace. These experiences include our education, jobs, culture,
ethnicity, interests, and family, to name a few. Today, with virtual
marketing and promotion more important than ever, developing a
strong personal brand is essential, and your unique experience is a
substantial component of that brand. The longer you have been in the
marketplace, the more experiences you have amassed, each of which
may come to bear on your next business opportunity.

Your Unique Relationships

Because none of us has walked the same path or encountered the
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