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B O O S T S A L E S

ABOVE THE FOLD

Edit your custom url

Ensure your banner is professional, shows a bit of who you are, who you work

for etc.

Have a professional, well lit photo that is open for everyone to see

Use your phone to record a short introduction linked to your photo (cover

story)

Use all 220 characters for your headline - use keywords, not just your title

Add services

Do not switch on Creator Mode unless you are going to publish content very

regularly

Make sure your contact info section is up-to-date



about section - CHECKLIST

Optimize according to keywords - the keywords used in your

"about" are indexed 3 times as much as any other section on

LinkedIn

Write in 1st person 

Make sure you focus on what you are solving for your target

market

Incorporate your story and state the value of yourself and your

company 

Make sure you have a call to action at the end

Break up large pieces of text - bold, symbols, emojis

This is not an online version of your resume!



B O O S T S A L E S

FEATURED SECTION

Great place to show your activity on LinkedIn

Use for strategic posts, links, documents etc as people

will see these first

Update on a weekly basis to boost the algorithm



B O O S T S A L E S

EXPERIENCE SECTION

Link your company page

Your job title will be indexed by Google - so add well

searched for keywords to your title as it's another way

to show what it is that you do.

Ensure your write up is not about your job function -

rather what value can you add to me as a client

What can you provide and what is your role is this

process of adding value to me

Add media - Testimonials, lead magnets, featured talks

etc



B O O S T S A L E S

SKILLS SECTION

You can add up to 50 skills - even if you are not endorsed

for them!

Make sure you add your searched for keywords here.

Move your three most important skills to the top



B O O S T S A L E S

RECOMMENDATIONS

Carry far more weight than endorsements and even

more than testimonials on your website as readers can

authenticate the actual endorser

Make sure that your recommendations are linked to

your services and what problems you solve

How to get more recommendations:

Ask those that you know! Also do not ever

recommend anyone you don't know.

Personalize your recommendation request

Make it easy and provide an example - but make sure

that you customise it for every request!

Ask as soon as you hear a compliment and straight

after you've completed a project/sold them the

product/solution

Ask those that have given you testimonials on your

website, to do the same on your LinkedIn profile



LEGAL STUFF

You do not have resell rights or giveaway rights to any portion of this course. The
content in this course contains material protected under International and Federal
Copyright Laws and Treaties. No part of this course may be transmitted or
reproduced in any way without the prior written permission of the author. Violations
of this copyright will be enforced to the full extent of the law.

The information services and resources provided in this course are based upon the
current internet marketing environment. The techniques presented have been
extraordinarily lucrative and rewarding. Because the internet is constantly changing,
the sites and services presented in this book may change, cease or expand with time.
We hope that the skills and knowledge acquired from this course will provide you
with the ability to adapt to inevitable internet evolution. However, we cannot be held
responsible for changes that may affect the applicability of these techniques.

Any earnings, income statements or other results, are based on our own testing and
are only estimates of what we think you could earn. There is no assurance you will do
as well as stated in any examples. If you rely upon any figures provided, you must
accept the entire risk of not doing as well as the information provided.

All product names, logos and artwork are copyrights of their respective owners.
None of the owners have sponsored or endorsed this publication. While all attempts
have been made to verify information provided, the author assumes no responsibility
for errors, omissions, or contrary interpretation on the subject  matter herein.
Any perceived slights of peoples or organizations are unintentional. The purchaser or
reader of this publication assumes responsibility for the use of these materials and
information. No guarantees of income are made. The author reserves the right to
make changes and assumes no responsibility or liability whatsoever on behalf of any
purchaser or reader of these materials.
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