Summary of LinkedIn Session with Ted Prodromou

Ted discussed a number of strategies and tools he used to market his business on linked in. 

First is visiting other members’ profiles (to get them to visit your profile and/or request a connection) and then reacting when others visit your profile. Two different things, so don’t confuse them!

Visiting Other Members’ Profiles

One of the best ways to get connections on LinkedIn is to visit the profiles of your ideal clients. Just do a search on LinkedIn (such as industry) and then click to visit the profiles of those you find in your search. 

LinkedIn, then notifies the person whose profile you’ve visited.
According to Ted, If you visit profiles, about 10% will tend to then visit your profile and ask you to connect. And you only need to spend a few seconds on a profile. 

With the free version, you profile searches per month are limited. This great HubSpot article explains this in more detail:

https://blog.hubspot.com/sales/linkedin-commercial-use-limit
Connecting With Members Who Visit Your Profile

If you have a free account you are very limited as to how many of these visitors to your profile you can see.  
If you have a LinkedIn Premium account you can see many more of the people who have visited your profile. For this reason alone, it makes sense to have a Premium account. 

This page explains how you set this up in LinkedIn to make sure LI is logging who is visiting your profile. Simple to do. 
https://www.makeuseof.com/tag/who-has-viewed-your-linkedin-profile/
So, once you identify who has visited your profile you may want to ask them to connect with you. Yes, be picky, select those who you think might be ideal clients. 
How to Ask to Connect (for those who visited your profile)

You want to keep it friendly and personal. If you ask someone to connect, you should always send them a message.

Something like: “Hi, I noticed you checked out my LI Profile this week. If there’s any way I can help you, please let me know. And, of course, I’d love to connect!” 
How to Accept a Connection

If someone asks to connect with you, accept the connection (if the fit is right) and add a personal note. This is what Ted says (more or less): 

“Hi (name) sure, happy to connect. Since we don’t know each other, what’s something about you that’s not on your LI profile? And you can learn more about me on my LinkedIn friends page (include link here) Cheers, Robert”
This will likely get a response. And once they share, you want to respond with a friendly, personal message. But you don’t want to pitch your services. That’s a turnoff at this point. But if they ask you more about what you do, feel free to answer briefly. Sometimes you might want to invite them to get on the phone for a “5-minute call.” But build the connection; don’t sell at this point. Don’t be that person!
Your Linked-In Friends Page

The most powerful thing happening here is directing them to your “LinkedIn Friends Page.” This is a page where you welcome your new LinkedIn connections and invite them to opt-in to your e-list by offering a valuable report of some kind.  You can set up a mailing list account through Aweber or Mail Chimp. Not so hard to do with a little help. 

Here’s the new LinkedIn Friends page I just created.

https://actionplan.club/free-stuff/li-friends
And here’s Ted’s

https://tedprodromou.com/linkedin-friends/
Once you start to build your list, you can then send out information such as an email newsletter or promotions, as appropriate. 
Use Auto Text Expander

This is a nifty little Google Chrome extension. You need to be on the Google Chrome Brower to set this up and make it work. 

What you do is create pre-written posts (as above) and then connect them to a simple code you set up. For instance, when you insert your cursor in the message box and type in something like, “lihello” your text will then appear magically so you don’t have to write it from scratch every time. Of course, you can then customize it a little if you like. 
Posting Content to LinkedIn
Then Ted posts two different kinds of content on LinkedIn as many as 15 times a day. About one post per hour (really)!
See Ted’s LinkedIn activity stream here:

https://www.linkedin.com/in/tedprodromou/detail/recent-activity/
Two or three of those posts are brief snippets of content from his book. He has 500 of these snippets excerpted from his book and complied by a virtual assistant and put into a spreadsheet. 

Creating Content
If you don’t have a lot of pre-written content, start creating one or two-sentence words-of-wisdom related to your business. Once you start, you may be surprised how many wise things you can come up with! Keep these to the length of a tweet or shorter (280 characters). Write 15 or 20 in a day (yes, it is possible) and in a month you’ll have about 500, as Ted does. 

The other posts are links to relevant content in various online publications such as Forbes or Entrepreneur Magazine, etc. 

Sendilble.com 

But how in the world do you manage all of this? Automatically! 

You sign up for http://sendible.com
What it does is automate content posting. You pre-load all your content snippets and set a schedule for when you send them out on LinkedIn. Set it and forget it. Once it gets to the end of your content, it will recycle it. 

Oh yeah, and it will post to other social media such as Twitter and Facebook with just one listing in Sendilbe. Awesome!

For posts from online magazines, you simply set up Sendible to search for articles online using keywords such as “leadership” or “marketing,” etc. Then sendible will automatically post the url of that article on LinkedIn (and/or other social media) based on the schedule you set up. 
Sendible is only $29/mo for a starter account or $99/mo for an account that can handle more posts. 

Amazing, don’t you think?

You can set up a 30-day free trial for Sendible and start sending out those article links in no time flat. See how it works before you commit. 

Your LinkedIn Profile

A good profile is essential. You headline is your standard value proposition. And your text talks about who you work with and how you help them.  

Ted’s Profile:

https://www.linkedin.com/in/tedprodromou/
Robert’s Profile
https://www.linkedin.com/in/actionplanmarketing/
OK, that should be enough for you to work on for now!

Cheers, Robert
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