


LinkedIn Marketing



For Client Consulting







A Beginners Step By Step Guide On How to Use



The Power of LinkedIn to Get More Clients,



Make More Money and Live A Life Of Freedom!











Red Mikhail













Copyright  2015 by Red Mikhail



All rights reserved. No part of this publication may be reproduced, distributed, or transmitted in any form or by any means, including photocopying, recording, or other electronic or mechanical methods, without the prior written permission of the publisher, except in the case of brief quotations embodied in critical reviews and certain other noncommercial uses permitted by copyright law.













Table Of Contents







Introduction







Chapter 1 - Profile Creation - The Right Way







Chapter 2 - Adding Connections







Chapter 3 - Profile Trust Building







Chapter 4 - How To Get Customers… The Non Salesy, Non Pressured Way.







Chapter 5 - Powered by SEO







Conclusion

























































Introduction







Hey there!







My goal for this book is to give you everything you need to get at least a minimum of $5,000 per month client through LinkedIn.







Why $5,000… In reality, it could be 10k,15k or even 20k. But I want to be a little realistic.







First of all, I don’t know about your practice, your fees and your dedication to grow your business.







Second, $5,000 is the minimum amount I make by marketing through LinkedIn.







I personally charge $3,000 - $ 10,000 per client on my SEO consulting business. YES, people are paying that kind of money because they know they’re going to make it back by tenfold and more.







With that being said, I make no claims that you’re going to get any amount of money or any money for that matter. Why? It’s illegal and I won’t insult your intelligence by promising you anything that I’m not sure if it's going to happen.







The $5,000 is just my minimum goal for you. I honestly believe you can make more.







OK.







Ready to get started?







Cool!







Read on.













Chapter 1 - Profile Creation - The Right Way







Your profile can make or break your business.







It is the first thing people see when they click on your name.







To be honest with you, I don’t even try to stand out. I just make my profile as simple and clean looking as possible.







The Basics







Note: If you already have an account and you feel like you don’t need to read this part then you can skip this part and go to the next chapter “Adding Connections”.







If you don’t have an account yet, then go to
 
http://LinkedIn.com

 and register for a free account.



































Step 1 - Your Photo







Make your photo as professional as possible. A white or blue background will do.







Here are some great pictures to model from.
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Step 2 - Headline







Your headline should define your business or whatever it is you are trying to sell.







Examples:







-
 
 Selling his consulting practice
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-
 
 selling his seo services
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Step 3 - Education and Experience







I only have one rule when it comes to putting education and experience in my Linkedin. It has to be connected to whatever your practice is today. SO if you are selling marketing consultancy then put your experience related to your business today. If it’s not related, then don’t bother putting it on Linkedin.







In the experience part, write exactly what you did in your past jobs or business ventures.







Here’s a pretty good example.
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Here’s another one.
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Step 4 - Summary







This is different from experience and education.







It’s basically an elevator speech on what your business is all about.







I try to make it as simple and straight to the point.







Here’s my very own summary for my profile.
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Step 5 - Add Your Skills







Make sure that you’ll add your skills in your profile.
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Step 6 - Recommendations







Later I’m going to show you how you can get recommendations. For now, just know that this is one of the most important part of your profile.
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Chapter 2 - Adding Connections







In the past, I always suggest that people add as many connections as possible. Today, I’m a bit more choosy about it. I make sure that everyone whom I will connect to is a potential client. It means that whoever he is, his profile should be related to whoever my target market is.







Let’s say you’re a marketing consultant for Ophthalmologist. Then obviously, I should only add doctors or ophthalmologist as connection.







Where To Find Connections







Step 1 - Think about your target market







Ask yourself this question.







Who is my target market and where can I possibly



find them?







For me personally, my target people are plastic surgeons and ophthalmologists.







So how do you do it?







SIMPLE.







Just search for job/person titles with your keyword on it.







In my case I’m looking for plastic surgeons.
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Click it and you’ll see plastic surgeons.







Add them as connections.
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Some people are not allowed to be added directly. You can message them and ask any question about their type of surgery and ask to connect.







Add as many connections as possible. (connections that are related to your business)







NEVER EVER SELL ANYTHING WHEN YOU’RE JUST ON THE BEGINNING STAGE OF YOUR RELATIONSHIP.







Hot Tip: If you’re clients are all over the place, like if it doesn’t matter if they are doctors, dentist, plumbers etc. An amazing thing to do is to get their own services. Hire them as your plumber, as your personal doctor etc. Once you are already their client,it’ll be much easier to sell to them and pitch your service.

























Join Groups/Businesses







One of the most effective ways to find clients through Linkedin is by joining groups or business establishments.







To search for groups, just type on the search box whatever it is you’re trying to find.







Do not hit enter immediately, a drop down will appear instead.







Join or Follow the group and look at its members.







Then add them as connection.
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Chapter 3 - Profile Trust Building







This chapter will be short but valuable.







It’s going to be about building trust through your profile.







The best trust builder that you need are







PLUS ON SKILLS/ENDORSEMENTS and RECOMMENDATIONS
 …







	
SKILLS/ENDORSEMENTS
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This is not as important as the recommendations but still it is nice to get a few plus on your skills. What I would do is I’ll spend a good 30 minutes just endorsing other people. I usually get a pretty good amount of counter-endorsements just by doing this.







To endorse a person, simple click their skills and it’ll automatically add to their number of skills/endorsements.
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B. Recommendations
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This is the holy grail of profile trust building.







A lot of clients are always asking for recommendations. If you have tons of recommendations then you’ll be able to counter their objections and get them as your clients.







Also, if a lot of your clients are saying that “you are the best”, “you do quality work” then you’ll be able to build more trust for your consulting business.







So how do you get recommendations?







	
Add past and present clients as connections









The very first thing I do is add past and present clients as connections and ask for a feedback on my service.



If your business is good and really helped a lot of customers then you want have any problem getting a recommendation.
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In addition, make sure that they’ll add your their recommendation on the correct job or your current business.







 B. Request for One







Once you start doing what I will teach you in the next chapter, you’ll be able to confidently request a recommendation







(since you will genuine help them in whatever it is their trying to achieve, more on this later)







 C. Blackhat







Another way to do this is by trading recommendations. Now, I’m not sure if this is legal on Linkedin’s terms or not. If you’re going to trade recommendations, make sure that what you will write is TRUE.

















Chapter 4 - How To Get Customers… The Non Salesy, Non Pressured Way.







So we created our profile,add connections, got our skills endorsed and we got our recommendations set up.







It’s time to sell our services WITHOUT actually selling it.







Here’s the exact step by step process on how to do this.







Step 1 - Choose my potential clients







Firstly, I would choose my potential clients and write their names on a piece of paper.







Step 2 - Know what they want and provide it







Secondly, I will think about the best way to help them solve their problems and help them get their wants and their needs.







Example:







Let’s say you are targeting plumbers who may want to get more clients. (assuming you are a marketing consultant)



What I would do is I will create a pdf report about “How to get more clients for your plumbing business, spend less time on it and make more money!”







It can be as short as a 10 page report with good information about client getting for Plumbers.







In the end of the report, I will input something like this.







If this report helped you in some way or another, you can schedule a free 30 minute 1 on 1 consulting with me! Don’t worry cause I ain’t gonna pitch you my services. I’ll just help you with your business, create a plan of attack and if you want me to help you implement it then we’ll do work together. If you’re not a perfect fit or you want to implement the plan yourself, then no hurt feelings, we’ll move on and I wish you all the best for your business.







I only accept 1 client per month so if you’re up for the free consultation, then simply go to this link (
 
http://yourwebsite.com

 ) and schedule a consultation date.







Sign up while there are still spots left.



Click this link:
 
http://youwebsite.com








Step 3 - Message Them







Message them and tell them that you have a free report you are giving away especially for plumbers (if your clients are plumbers)







Here’s an example of a sample message that I would send.







Hey Mike,







Subject line:
 Nothing for Sale







Message Body:







Hi Mike,







First of all there’s nothing for sale in this message. I’m a marketing consultant and I thought that the best way to get clients is to genuinely help them in their business. So that’s what I’m trying to do.







I wrote a free 15 report about







“How to get more clients for your plumbing business, spend less time on it and make more money!”







Here’s what you’ll learn in this report.







-
 
 benefit 1



-
 
 benefit 2



-
 
 benefit 3



-
 
 benefit 4







If you want to get this report, you can download it here







(give link to the download page)







Thanks Mike!







Red











Step 4 - Follow Up







If they did not respond after 4-5 days, then follow up and tell them about the report again.







If they did not respond again, wait for 2 weeks and message them again. If there’s still not respond, then it’s time to abandon ship and move on.





















Chapter 5 - Powered by SEO







I wasn’t supposed to put this chapter but I realize that I would be giving a huge disservice to my readers if I didn’t.







SEO is one of the most powerful way to get more clients. If you can rank your LinkedIn Profile in the first page of Google, then you’ll have a higher chance of getting more clients.







SEO is pretty complicated but I will try my best to explain the nutshell behind it. There are a lot of little factors behind the ideas below but I think you’ll be able to grasp a good idea of what it is once you read the steps below.











Steps to SEO Domination







	
Choose the keywords that you want to rank for. (Ex. plastic surgeon marketing dallas, marketing consultant for doctors)









	
Create a website optimized for SEO









	
Build powerful backlinks that points to your website.









I can write a whole different book about it but that That is the process in a nutshell.







You can visit my website
 
http://ragingleads.com

 if you want to get a free seo website analysis so you don’t have to do it yourself.













Conclusion







Friend!







Congratulations for finishing this book!







I hope that it gave you some pretty good actionable ideas and I wish that you’ll take action on what you just learned!







Good luck and start today!







Red M.

















Review Request







If you like what you learned from this book then I would like to request a review on Amazon.com







Reviews are the lifeblood of every author out there and I would gladly read any feedback (good or bad, it doesn’t matter)
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Thank you so much for reading!















Other Books:







 INSTAGRAM MARKETING FOR LOCAL BUSINESS: How to use the power of Instagram to build a powerful brand, reach customers and build a list of repeat buyers







 Facebook Fan Page Marketing: How to Use the Power of FB Fan Pages to build a powerful brand, reach customers and build a list of repeat buyers











 The 2016 SEO Blueprint: The future of SEO - Private Blog Networks and Social Media (Search Engine Optimization Blueprints)







 YOUTUBE SEO DAREDEVIL MARKETING: Beginner's guide to getting traffic on youtube and ranking your video on the page one of google











 Twitter Marketing Fast Start: Everything You Need To Know To Get Started With Twitter Marketing in 1000 Words
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