
The Networked Professional:
Maximize Professional Profile Connections



ÒYou can make more 
friends in two months 
by becoming interested 
in other people than 
you can in two years by 
trying to get other 
people interested in 
you.Ó 
- Dale Carnegie



What we will cover

! Building Your Brand
! Introduction To Social Media

" Approaches to Networking
" Active / Passive Marketing
" Website & Social Media Ecosystem Ð 9 Key Areas

! Turn your LinkedIn Connections into Gold
! When Are You An Expert?
! Phases of Networking
! Next Steps



Building Your Brand



What Makes Up Your Tent?



What Attracts Attention?



Is it Tactical?



What is Your Biggest Strength?



Is it Cohesive?





ÒAcquaintances, in sort, 
represent a source of social 
power, and the more 
acquaintances you have the 
more powerful you are.Ó 
- Malcolm Gladwell



Building Your Brand with Social Media

�q Create Awareness

�q Strengthen Current 

Relationships

�q Generate New 

Opportunities



Two Approaches
for Growing Your Brand



WHAT ARE YOUR CURRENT MARKETING EFFORTS?



Discounts Downloads B2B Services

Hints + Tips Support a Cause Events

CALLS TO ACTION: 
WHAT DO YOU OFFER?



Tracking & Analysis

The Key Benefit of Online Marketing is the 
ability to track and analyze results, then quickly 

iterate and adjust for optimal performance
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9 Key Areas of your Online Presence

1. Website & Blog 
2. Online Directories
3. Review Sites
4. Social Networks
5. Micro Blogging
6. Rich Media
7. Mobile Apps
8. Industry Specific
9. Event Promotion





ÒAll things being equal, 
people want to do business 
with their friends. All things 
being not quite so equal, 
people STILL want to do 
business with their friends.Ó

- Jeffrey Gitomer



Overview of LinkedIn

! WorldÕs largest professional network with over 300 million
! 94% of recruiting & staffing agencies use for global recruitment
! Hub of connecting with current business contacts
! Limitless network of professionals
! Perfect for Business Development
! 86% of B2B Marketers use Linkedin

ÒLinkedIn is the current primary tool for online 
professional networking .Ó



Personal Profile



Perfect Personal Profile
Top Section

�¬ Custom URL 
�¬ Title = Story

�¬ Photo (good one)
�¬ Privacy Settings



Perfect Personal Profile
Second Section

�¬ Websites
�¬ Summary

�¬ Keywords
�¬ Include Contact info
�¬ Google Voice #

�¬ Job Descriptions



Copyright Piedmont Avenue Consulting. All Rights Reserved.

Groups

! Join Groups:
" Up to 50 of them. 
" Increases your 3rd

Level Connections!

! Linkedin Open 
Networkers - Search 
Linkedin for ÒLIONÓ
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Recommendations

ÒDear Bob,  Hope this email finds you well. The best way to improve your Linkedin profile 
is to have more recommendations. With that in mind, I'm asking you to write a Linkedin 
Recommendation for me, which I may also use on my Website. In return, I will do the same 
for you... thus we both have great testimonials and feel good in the process! 

I'm asking for a brief recommendation of my work and/or personality. If it is the case, please 
reference how we have worked together. How has Piedmont Avenue Consulting services 
improved your business or how have my creative ideas, marketing services, consulting, 
insights, brand awareness, customer loyalty programs, technology integrations, assessments, 
feedback, etc... created new opportunities or sources of revenue. 

If not the case, please testify that I'm a good person, natural networker / connector or that 
I'm your go to person when you need a bald guy. And of course, let others know that your 
recommend people get to know me, work with me, meet me, etc. Ò

If you have any questions, please let me know. Thanks in advance for helping me out...and I 
look forward to returning the favor. 



Example Invites

ÒI happen to be traveling to Vietnam. Since you are in Vietnam 
and due to the industry you are in you have the characteristics 
or character of the type of person I have had success with in 
the past.Ó

OR

ÒWe have several mutual contacts - Lets connectÓ



When Are You An Expert?



When Are You An Expert?



When Are You An Expert???

! When YOU say you are?
! When OTHERS say you are?
! When PAID to do something?
! When TRAINED to do something?



Expert - Example



Expert - Example



Phases of Networking
When are you a professional connector?



ÒReal networking was about 
finding ways to make other 
people more successful.Ó 

ÒWho you know determines who 
you areÑhow you feel, how you 
act, and what you achieve.Ó

- Keith Ferrazzi
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What is Your Target
Small -> Medium -> Large Targets



What is Your #1 Objective This Quarter?
3 to 5 priorities that support thisÉ

¥ What to Start Doing?

¥ What to Stop Doing?

¥ What to Keep Doing?



Networking Phase 1
ÒHustlerÓ

Coffee & Tea Meetings

Meet with anyone

Practicing your sales process



Networking Phase 2
ÒBuilderÓ

Face to Face Meetings

Strategic Meeting with partners & clients

Solidifying new products & services 



Networking Phase 3
ÒConnectorÓ

Compound Networking



! Eventbrite
! Meetup
! Rotary, BNI 
! Chambers of Commerce
! Charity Events
! City Websites

Where to Find Networking Events



Keep Learning
& Improving

Build  Your
Brand

Increase Brand 
Awareness

# Make adjustments to your 
Linkedin Profile(test and see 
what works)

# Work on increasing your 
brand awareness on Social 
Media
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# Develop a more 
comprehensive plan based on 
your initial tracking and 
experiments in social media.

# Attend another workshop or 
conference
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# Update your Linkedin Profile

- Custom URL

- Update Summary with 
Keywords

- Contact Info

# Work on Your Brand

# Attend Networking Events
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Next Steps



David Mitroff, Ph.D.
David@PiedmontAve.com      

510-761-5895 


