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EPISODE	16:	LITTLE	KNOWN	LINKEDIN	TACTICS		
FOR	ENTREPRENEURS	
	with	Marina	Barayeva	

MarkeBng	for	CreaBves	Show	
at	IntNetworkPlus.com	

Announcer:	

Turn	your	hobby	and	freelance	work	into	a	profitable	business!	Make	your	markeAng	easier	
by	applying	the	strategies	of	experienced	entrepreneurs	and	have	more	Ame	to	do	the	work	
you	 love.	 You	 are	 listening	 to	 the	 MarkeAng	 for	 CreaAves	 show	 with	 your	 host	 Marina	
Barayeva.	

Marina	Barayeva:	

Hi	everyone.	This	is	Marina	Barayeva.	Welcome	to	the	episode	number	16	of	MarkeAng	for	
CreaAves	 show.	 Thank	 you	 so	 much	 for	 listening	 and	 all	 your	 feedback.	 If	 you	 have	 any	
quesAons	 or	 topics,	 you	would	 like	 to	 hear	 about	 on	 the	 show	 just	 send	me	 an	 email	 to	
marina@intnetworkplus.com,	and	maybe	we'll	cover	that	in	the	next	episodes.		

AQer	the	episode	number	6	How	to	Get	More	Clients	with	LinkedIn,	I	got	quesAons	about	if	
LinkedIn	is	worth	your	Ame	and	what	else	you	can	do	there.		

Even	if	you	don't	put	much	effort	to	LinkedIn,	in	this	episode,	we're	going	to	talk	about	li+le	
known	LinkedIn	tacAcs	that	can	be	very	useful	and	they	don't	take	too	much	Ame.		

Have	 you	 ever	 Google	 yourself?	 If	 you've	 never	 done	 it	 just	 do	 it.	 Put	 your	 name	 in	 the	
quotes	and	see	what	will	come	up	in	the	results.	Just	go	to	Google	type	your	name	and	put	
quotes	around	 it.	We	put	 it	 in	 the	quotes	 so	Google	will	 search	exactly	your	name	how	 it	
looks	 like,	how	you	wrote	 it	 there.	And	 the	all	 results	 you	will	 see	will	 contain	everything	
which	is	inside	of	the	quotes.			

So	when	 you	 look	 at	 the	 search	 result,	 the	 first	 few	 links	 that	 will	 come	 up	will	 be	 your	
website,	it	will	be	your	LinkedIn	profile	and	then	some	other	social	media.	So,	your	website	
and	LinkedIn	profile	come	in	the	first	few	lines	of	the	lisAng.		

Then	think	about	 if	other	people	will	Google	you.	What	they	will	see.	They	can	go	to	your	
website	and	then	 look	 through	your	About	page,	but	also,	people	can	go	 to	your	LinkedIn	
profile	and	see	what	your	experience	is,	what	is	your	service	about,	what	you	do	and	what	is	
your	employment	history,	experAse,	and	everything.		

Also,	 someAmes	 when	 I	 talk	 to	 people,	 and	 I	 talk	 about,	 for	 example,	 interview	 for	 the	
podcast	or	 someone	wants	me	 to	give	 some	speeches	or	whatever,	 they	ask	me	 'Can	you	
give	us	your	LinkedIn	profile	link?'	and	I	say	'Sure.'		
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Then	 they	 go	 and	 check	 and	 see	what	 I've	done	and	 I	 don't	 need	 to	 tell	 too	much	about	
myself,	 they	can	go	and	check	over	 there.	Then	we	can	 talk	about	more	details	about	my	
experience,	etc.	If	they	go	to	your	profile,	let's	say	that	someone	found	your	LinkedIn	profile,	
they	open	your	page	and	what	will	they	see	there?		

Take	a	 look	at	 your	profile	and	 let's	 go	 from	 the	 top	 to	 the	bo+om	and	 see	what	we	 can	
improve	in	your	profile.		

The	number	one	thing	that	you	have	to	do,	it's	just	you	have	to	do.	That's	your	online	first	
impression.	You	need	to	fill	your	profile	to	show	that	you	are	an	expert	in	what	you	do	and	in	
every	part	you	cover	you	need	to	include	your	keywords.		

Let's	start	with	your	Atle.	Make	sure	your	Atle	stands	out,	by	adding	there	what	you	do	or	
what	you	offer.	If	you	want	to	learn	more	about	how	to	make	a	LinkedIn	profile	stand	out,	
just	go	listen	to	the	episode	number	6	How	to	Get	More	Clients	with	LinkedIn.		

But	the	basic	idea	is	you	need	to	put	there	the	area	of	experAse	that	people	will	search.	For	
example,	 if	 I'm	a	photographer	I	can	put	there	 'photographer'	or	 I	can	specify	even	more	I	
can	put	their	portrait	photographer.	Then,	portrait	photographer	will	be	my	keyword,	and	I	
will	use	this	keyword	in	other	parts	of	my	LinkedIn	profile.		

If,	for	example,	you're	an	arAst	you	will	put	there	an	arAsts	or	hairstylist	or	whatever.	You	can	
include	the	area	where	you	live,	or	maybe	you	can	specify	your	profile	a	li+le	more:	I	am	a	
'copywriter	for	small	businesses.'	Or	maybe	you	write	about	the	specific	topic	or	you	may	be	
in	social	media	markeAng	and	specialize	on	Facebook.		

The	 next	 step	 you	 need	 to	 set	 your	 country	 and	 city	 so	 people	will	 know	where	 you	 are	
located	and	that	they	can	reach	you	there	to	use	your	service.		

The	next	thing	is	your	summary.	It	is	about	what	you	do	and	how	other	people	can	benefit	
from	working	with	you.	The	biggest	mistake	people	make	there	is	they	write	a	few	sentences	
about	how	cool	they	are	but	nothing	what	people	can	get.		

You	 have	 plenty	 of	 space	 to	 explain	 your	 service	 and	 make	 an	 offer.	 Start	 talking	 about	
people	stop	talking	about	yourself.		

When	you	write	about	service	 for	other	people	try	to	use	more	word	YOU	-	 'you	will	get':	
you	will	 get	 a	 professional	 portrait,	 you	will	 get	 your	 arAcle	 ready	 for	 your	 blog	 posts	 or	
you'll	get	social	media	markeAng	strategy	for	your	business,	instead	of	'I	can	do	social	media	
markeAng	for	you'	or	'I	can	write	an	arAcle	for	you,'	'I	will	do	the	photo	shoot	for	you.'	That's	
not	about	you.	It's	about	the	person	who	you	want	to	work	with.		

Focus	on	what	you	can	do	for	people.	Give	them	the	reason	to	get	in	touch	with	you.		

You	also	can	menAon	some	of	your	outstanding	achievements	or	some	other	credibility	but	
don't	forget	to	use	your	keywords	over	there.	If	my	keyword	is	a	portrait	photographer,	I'm	
going	include	it	there.		
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If	you	specialize	in	social	media	markeAng	for	small	businesses,	then	you'll	need	to	include	
this	keyword	over	there.		

When	 you	 fill	 your	 summary,	 use	 Unicode	 characters	 to	 emphasize	 some	 parts	 of	 your	
summary.	You	can	add	arrows,	 stars	or	other	 symbols	 there.	And	at	 the	end,	you	can	add	
some	media	to	complete	your	profile	with	visuals	or	other	arAcles.		

Then	the	next	step:	complete	your	experience	with	more	details	about	what	you've	done,	
and	 it's	another	place	besides	of	 the	summer	where	you	can	show	your	experAse	and	tell	
people	why	should	they	work	with	you.	Because	there	is	a	limited	space	for	the	summary	to	
fill,	 to	tell	about	yourself	 to	fill	 that	part	and	then	you	can	tell	more	 in	the	part	when	you	
show	your	experience.		

The	next	thing,	add	your	publicaAons,	links	to	online	arAcles,	your	YouTube	videos,	or	other	
sources	 that	 show	 your	 credibility	 and	 authority.	Maybe	 you	were	 published	 somewhere,	
maybe	 someone	 had	 the	 interview	 with	 you,	 maybe	 you	 were	 working	 on	 some	 charity	
projects.	 Try	 to	 fill	 your	 profile	 as	 much	 as	 you	 can.	 Include	 your	 educaAon	 there,	
cerAficates,	training	that	you	took.		

All	of	these	will	just	benefit	your	profile	when	someone	will	look	at	it.		
The	next	 thing	you	can	add	up	 to	30	 skills	 related	 to	 the	area	of	 your	experAse.	Ask	your	
connecAons	 to	 endorse	 you.	 Some	of	 your	 friends	 or	 some	people	who	 you	worked	with	
before	can	easily	do	that	for	you.		

Another	big	 important	 step	 is	 your	 recommendaAon.	Ask	about	 recommendaAons	and	be	
ready	to	give	them	to	others.	There's	nothing	be+er	if	someone	will	say	good	things	or	give	
good	feedback	about	your	business.	It's	not	only	you	promoAng	yourself:	'Oh,	look	at	me	I'm	
so	cool.'	But	other	people	tell	others	what	kind	of	good	experience	they	had	with	you.		

So	when	you	ask	about	the	recommendaAon	you	can	even	give	people	direcAons:	can	you	
please	write	a	 few	sentences	about	your	experience	with	my	company?	What	did	you	 like	
there?	What	 results	did	you	get?	 If	 you	would	 recommend	us	 to	your	 friends	what	would	
you	say?	

Even	a	 few	 sentences	of	 the	 recommendaAon	will	 be	 good.	And	ask	 if	 you	 can	use	 those	
recommendaAons	 for	your	other	social	media.	Because	you	can	put	this	 li+le	 feedback	on	
your	website	 as	 a	 tesAmonial,	 you	 can	 share	 on	other	 social	media,	 or	 you	 can	 just	 refer	
other	people	 to	 take	a	 look	at	your	LinkedIn	profile	and	see	what	other	people	 say	about	
you.		

Then	once	you	feel	all	of	 these	as	much	as	 it	can	 in	your	profile...	Why	we	do	this?	When	
someone	 searches	 for	 specific	 service,	 your	 service,	 there's	 the	 higher	 chance	 that	 your	
profile	will	come	up	first	because	people	on	LinkedIn	can	search	not	only	for	other	people	by	
their	names	but	they	can	search	specific	topics	there.	For	example,	someone	who	will	look	
for	the	photographer	or	someone	will	look	for	social	media	marketer	and	then	they	will	have	
a	list	of	people	who	are	relaAve	to	this	request.		

You	get	to	the	search	result	up	to	2nd	connecAon.	For	example,	 I	connected	with	you.	We	
are	friends	on	LinkedIn.	And	then	you	have	a	friend.		
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So	if	your	friend	will	 look	for	a	photographer,	there	is	a	chance	that	I	can	come	up	in	their	
profile.	Or	 if	you,	 for	example,	do	social	media	markeAng,	some	of	my	friends	on	LinkedIn	
will	search	for	social	media	marketer,	and	you	have	it	on	your	profile,	you	talk	about	it,	you	
menAoned	this	several	Ames,	there	is	a	higher	chance	that	your	profile	will	come	up	higher	
in	the	search	result	if	they	search	with	this	person	for	this	keyword.		

There's	also	search	for	people	in	the	parAcular	area	so	that	more	people	can	find	you.	For	
example,	 if	you	menAon	that	you	live	in	New	York	and	you,	for	example,	and	actor	in	New	
York,	if	someone	will	search	'actor	in	New	York'	or	'actresses	New	York'	there's	a	chance	that	
your	profile	will	come	up	first.	It	will	come	up	higher.		

Once	 you	finish	 your	profile,	 start	 to	 get	 connected	with	people	who	know	many	people.	
What	 does	 it	mean?	 For	 example,	 if	 I	 know	 a	 hundred	 people	 and	 I	will	 search	 for	 some	
friends,	 of	 course,	 I	 can	 get	 connected	 to	 my	 friends,	 or	 my	 colleagues,	 or	 some	 other	
people	who	I	knew	a	li+le	bit.	It's	easier	to	be	friends.		

But	 I	 also	 can	 search	 for	 influencers,	 those	people	have	 like	10,000,	 a	million	 followers,	 it	
means,	if	they	will	be	my	friends	and	think	about	the	second	connecAons	search	results,	 if	
some	of	their	friends,	if	some	of	their	followers	will	search	for	the	photographer	there	is	a	
higher	chance	that	I	might	come	up	in	their	search	result.	This	is	one	thing.	

And	another	thing,	why	you	need	to	look	for	people	who	know	a	lot	of	people	who	have	a	
lot	of	connecAons	is	that	you	can	send	a	friend	request	to	people	up	to	2nd	connecAon.	If	
it's	the	3rd	connecAon	and	more	than	only	you	can	send	an	InMail	request.		

What	does	it	mean?	For	example,	I	want	to	find	a	publisher	one	of	the	magazines,	or	I	want	
to	find	an	editor	of	this	magazine	and	rather	send	them	my	email,	or	I	will	pitch	someone	in	
the	magazine,	if	I	find	an	editor	I	can	send	an	email	directly	to	him	or	her,	but	I	don't	have	
too	big	network,	and	I	don't	know	the	editor	of	Vogue,	or	Elle,	or	Cosmopolitan	magazines.		

So,	what	I	would	do,	I	would	find	someone	who	knows	the	person	there,	who	connected	on	
LinkedIn	there.	Then	I	would	get	connected	to	the	person.	If	it's	up	to	2nd	connecAon,	I	can	
just	 send	 a	 friend	 request,	 but	 if	 I	 will	 send	 an	 InMail	 directly	 to	 the	 editor	 of	 Vogue	
magazine,	for	example,	then	I	can	send	the	only	InMail	request.	I	have	to	pay	for	that.	I	have	
to	pay	for	this	service	to	LinkedIn	and	they	will	know	that	there	are	no	any	people	between	
us.	Just	a	random	person	sent	an	InMail.		

It	is	the	same	like	I	would	send	just	called	emailed	to	them.	But	once	you	get	connected	to	
the	person,	even	if	you	don't	know	them	personally,	but	to	get	connected	on	LinkedIn,	then	
you	can	find	their	email	in	summary.	Usually,	there's	personal	email.		

As	 LinkedIn	 is	 a	 network	 for	 professionals,	 many	 people	 care	 about	 that	 profile	 by	
themselves.	 Once	 Jay	 Bayer	 wrote	 on	 his	 blog:	 'I	 don't	 understand	 why	 people	 send	me	
random	requests	on	LinkedIn.'	When	I	saw	that	I	thought	to	myself	'Ha.	That's	how	I	got	to	
know	your	email.'		
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And	 it's	 a	 good	 way	 to	 get	 connected	 and	 find	 the	 emails	 of	 influencers,	 editors	 of	 the	
magazines,	podcaster's	hosts	or	owners,	or	owners	of	the	big	websites,	or	just	anyone	who	
you	can	potenAally	work	together.		

Once	you	get	 that,	 think	about	how	you	can	collaborate	with	 them.	Let's	 say	you	want	 to	
pitch	them	an	arAcle	for	the	magazine.		

You've	got	their	email.	Use	the	online	version	of	Gmail	to	write	them.	Get	an	e-mail	tracking	
extension	such	as	rocketbolt	or	boomerang	and	when	you	send	an	email	click	the	checkbox	
that	you	want	to	track	an	email.	In	that	case,	you	will	know	if	a	person	opens	an	email	and	if	
they	clicked	on	the	link	if	you	had	them	in	the	email.		

Also,	then	you	will	know	for	sure	that	the	person	got	and	read	your	email.	If	they	didn't	reply	
to	your	pitch	in,	let's	say,	5-7	days,	send	them	another	e-mail	saying	that	"Maybe	you	didn't	
get	my	email	(even	if	you	know	they	did),	so	here	is	the	copy	of	it	again	and	I	wonder	if	you	
would	like	to	publish	my	arAcle,	if	you	want	to	publish	my	photos	on	your	magazine	and	etc.	
Or	if	you	would	like	to	work	on	this	project	with	our	company.'	This	is	a	good	way	to	follow	
up	your	previous	email.	It	worked	for	me	great	many	many	Ames.		

Then,	the	last	advice	with	the	li+le-known	LinkedIn	tacAcs	for	you	for	today	is	gekng	to	the	
LinkedIn	groups	around	your	area	or	go	to	the	groups	where	your	potenAal	clients	hang	out.		

When	 you	 got	 in	 start	 sharing	 useful	 content	 in	 those	 groups.	 Not	 to	 your	 content,	
especially,	when	you	 just	got	 to	 the	group.	 If	you'll	 start	spamming	with	your	content	and	
promoAng	your	service	there,	 there's	a	big	chance	that	their	owner	or	moderator	will	 just	
kick	you	out	of	the	group.		

You	need	to	share	the	content	that	may	be	useful	for	people.	You	need	to	gain	the	authority	
and	build	the	trust	of	these	people	so	they	will	know	you	as	the	person	who	shares	valuable	
content.	Then,	you	just	start	connecAng	with	those	people.	They	will	see	what	you	post	on	
your	personal	wall.	Then	there	you	can	share	your	work	and	the	informaAon	about	you,	but	
sAll,	you	need	to	share	our	people	content.		That's	a	good	mix.		

There	is	a	social	media	rule	that	80	percent	of	content	you	share	on	social	media	should	be	
from	other	people	and	20	percent	from	you.		

So,	 if	you	got	to	the	right	groups	and	there	are	people	who	are	may	be	 interested	 in	your	
service,	and	you	got	connected	to	them,	they	became	your	friends,	they	will	see	what	your	
post,	 they	may	be	 interested	 in	your	service	too.	They	may	reach	you	out,	or	 just	you	can	
reach	them	out	and,	again,	find	the	way	how	you	can	work	together,	offer	a	service	or	find	a	
way	to	collaborate.		

A	lot	of	people	miss	these	LinkedIn	opportuniAes.	It	doesn't	take	too	much	Ame	and	effort,	
but	you	can	get	bigger	results.	Everything	I	talked	about	today,	you	can	fill	your	profile	within	
one	 day,	 find	 the	 groups	within	 another	 day,	 and	 find	 influencers	 or	 people	with	 a	 lot	 of	
connecAons	on	the	third	day.		

So,	half	 of	 the	week	and	you	 improved	your	 LinkedIn	profile	and	expanded	your	business	
opportuniAes.		
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The	one	 thing	 I	want	you	 to	 remember.	Even	 if	 someone	will	not	 reply	you,	will	not	work	
with	 you	will	 not	 collaborate	with	 you,	 it's	 now	 the	 end	 of	 the	world.	 Just	 send	 another	
email.	 Just	 go	 to	 another	 group.	 Just	 connect	 to	 another	person.	And	 you'll	 find	 the	 right	
person	who	will	want	to	work	with	you.		

Hope	it	helps	and	let	me	know	if	you	have	any	quesAons	about	today's	topic.	Just	leave	me	a	
comment	on	the	blog	post	of	this	episode	at	intnetworkplus.com/16.		

That's	all	for	today.	And	I'll	see	you	next	Ame.		

Announcer:	

Thank	you	so	much	for	joining	us	today.	If	you	are	new	to	the	show	be	sure	to	subscribe.	And	
for	more	markeAng	Aps	go	to	the	IntNetworkPlus.com	where	you’ll	find	the	answers	on	the	
ho+est	 topics	 about	 how	 to	 grow	 your	 business.	 You	 were	 listening	 to	 MarkeAng	 for	
CreaAves	show.	See	you	next	Ame.	

Resources	from	this	interview:	

• Learn	more	about	Marina	Barayeva	on	intnetworkplus.com	and	marinabarayeva.com		
• Listen	to	the	episode	#6	How	to	Get	More	Clients	with	LinkedIn	
• Get	tracking	extension	for	Gmail	RocketBolt	or	boomerang	
• Follow	Marina	on	Instagram,	Twi+er,	Facebook,	LinkedIn	
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