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INTRODUCTION 
 

 



Welcome! 

• Thank you for attending! 
 

• End by 9:30am 
 

• Short break in middle 
 

• 5-10 minutes for questions at end 
 

• Also feel free to ask them during the presentation 
 

• Entire presentation available online 
 



Why This Seminar? 

• I’ve been practicing in the IT area since 1973 
 

• Regularly speak on dozens of technology topics 
 

• Help and advise small business owners how to benefit from 
improved uses of technology 
 

• I’m the only business development person at  
Root-InfoTech for IT services 

– 11,000 SF office in Solon and satellite in Mentor 

– Cleveland Clinic 

– Thousands of clients 

– Staff of 25 
 



Why This Seminar? 

• I discovered LinkedIn a few years ago and have been 
successfully using it to dramatically increase clients and 
projects ever since 
 

• For me, personally, the technology of LinkedIn has made 
the single biggest impact on improving the success of my 
firm! 
 

• I’m here to share that success with you so that you can do 
the same 



About Root-InfoTech 

• IT professionals that make the complex simple so 
businesses can grow, prosper and get results 
 

• Established in 1981 
 

• Everything IT 

– Support 

– Training 

– Websites 

– Accounting Systems 

– Much more 



About Your Speaker 

• President and Founder of Root-InfoTech 
 

• Actively working to improve businesses through better use 
of information technologies for almost 40 years 
 

• Volunteer as a board member or technology advisor for 12 
terrific organizations 
 

• Everything else you need to know is in my LinkedIn public 
profile at: 
 
http://linkedin.com/in/caryroot 



Scope 

• There are lots of ways that LinkedIn can be used 

– Job hunting 

– Recruiting 

– Resume 

– Business development 

– Research 

– Many more 
 

• Too many features and options – can be confusing 
 

• Not clear how to be productive and 
get results 



Scope 

• The Power of LinkedIn comes from identifying how to use it 
for your particular needs  
 

• And to use it that way with laser focus 
 

• Today’s focus is on using LinkedIn for B2B business 
development 



Objective 

• Provide you with practical, specific ways to use LinkedIn in 
order to: 

– Add new customers 

– Increase revenues 

– Develop closer business relationships 

– Dramatically increase your network of  
business associates 

– Make more productive use of your time 

 



START YOUR ENGINES 
 

 



How Many 

• Have business development as part of their job? 
 

• Currently have a LinkedIn account? 
 

• Use it more than one hour/week? 
 

• Are satisfied with their business development efforts  
using it? 

 



Sign Up 

• If you don’t already have an account, it’s very quick and 
easy to get one 
 

• Go to http://LinkedIn.com 

 



Develop Your Profile 

• Create a profile that truly represents you 
 

• List your current and past positions & education along with 
your tenure there 
 

• This helps the right people and opportunities find you 
 

• Add a profile photo– people never forget a face 
 

• Add a summary paragraph. Think of it as your  
professional elevator pitch 



Add Connections 

• Ensure your connections represent your “real-world” 
network 
 

• Don’t just go for volume – really important 
 

• Use webmail import to see, in seconds, all the people you 
know who are already on LinkedIn. You can then select who 
you wish to invite to join your trusted network 
 

• Upload a contacts file from Outlook, Palm, ACT!, or Mac 
address books 
 

• View a list of your colleagues and  
classmates that are already on LinkedIn 



Get Active – More Connections 

• Continue to add “good” connections 
 

• Don’t wait for invitations.  If you do not approach others, 
you will not get asked to dance!   
 

• Add your LinkedIn profile badge to all of your outgoing 
online information 

– Your blog 

– Email messages 

– Your website 

– Publicize your profile everywhere you can  
and you will be surprised how many  
people start linking to you 



Get Active – More Connections 

• How to get a profile badge 



Get Active – Joining Groups 

• Now that you have a great LinkedIn profile, join some 
groups 
 

• Group members are a special type of connection 
 

• You don’t have access to their extended networks for 
introductions 
 

• You are, however, directly connected to them 

– See their full profiles 

– They can appear in your search results 
even if you aren’t within 3 degrees of  
separation from them 



Get Active – Joining Groups 

• Examples of types of groups you may want to join 

– Professional organization 

– Trade  or industry organizations 

– Chambers of commerce 

– Alumni associations of your former college or former employer 

– Current clients 

– Potential clients 
 



Get Active – Asking 

• Most people forget about doing this on an on-going basis 
 

• Because we are concerned about asking for testimonials 
and reviews from past connections, we shy away from 
asking for a recommendation or referral --- Don’t!   
 

• If you have had a good relationship with another LinkedIn 
member, then ask for a recommendation 
 

• And…return the favor because their recommendation gives 
you credentials, but your recommendation gives you 
exposure in their LinkedIn profile too. 
It is the best of both worlds. 



Get Active – Answering 

• One of the vital assets of the LinkedIn community is often 
building a network of people who can offer insight into 
questions you might have about business 
 

• In order to find those connections, asking and answering 
questions is a great way to establish a first contact 
 

• By answering questions, you are able to be an expert in a 
field and offer guidance to someone else 
 

• In return, by asking a question, you are giving the 
opportunity for others to show their expertise.   
Everyone has questions… now you have a 
network to ask 



Get Active – Endorsements 

• In October 2012 LinkedIn added a new feature – 
endorsements 
 

• A nice networking tool 
 

• An easy way to get on someone’s radar 
 

• Also a way to show you care about the people who work 
with you 
 

• Easy way to make a little gesture and show 
recognition to your business connections  
whom you value the most 



Get Active – Endorsements 

• How to start using endorsements? 
 

• Add some skills (in edit profile) 
 

• Endorse and be endorsed 
 

• Get notified and thank the endorser (click on photo) 
 



Get Active – Cross Linking 

• Use the robust applications of LinkedIn to:  

– Share what you are doing with your blog 

– Add polls to your profile 

– Share presentations 
 

• Creating a 360 degree link to all of your activities gives the 
people in your LinkedIn network the ability to follow your 
message without difficulty or direction 
 

• In the end, your LinkedIn profile should be about  
“working smarter, not harder” to get connections 



Start Your Engines – Recap 

• To summarize 

– Sign up 

– Develop your profile 

– Add connections 

– Get active 
 

• LinkedIn might seem like it will take a lot of your time 
 

• It is really an investment in networking the smart way 
 

• Once you get the hang of it, you will find it 
a pleasure that you look forward to  
every week 



USING THE POWER 
 

 



Using the Power 

• There are two important and 
complimentary components 
needed to harness LinkedIn 
power 
 

• Quantity – the huge number 
of people you can connect 
with 
 

• Quality – the ability to 
quickly earn trust 

Quantity Quality 

Lots of 
Contacts 

Trust 



Quantity 

• With LinkedIn you can geometrically increase your network 
connections 
 

• First degree contacts 

– Your trusted friends and colleagues 
 

• Second degree contacts 

– Friends of friends 

– Each connected to one of your connections 

 

• Third degree contacts 

– Reach these users through a friend and  
one of their friends 



Quantity 

• Based on the theory of “six degrees of separation” 

 

• The theory states that anyone on the planet can be 
connected to any other person on the planet through a 
chain of acquaintances that has no more than five 
intermediaries 

 

• First proposed in 1929 by the Hungarian writer Frigyes 
Karinthy in a short story called "Chains“ 

 

• LinkedIn takes it to the 3rd degree 



Quantity 

Three Degrees 
of Separation 



Quantity 

Get your 
current number 
of connections 

on the right 
side of your 
home page 



Quantity 

To see how many 2nd level connections you have, click on 
“New People” and when the search screen pops up, uncheck 
the 1st and Group categories up top 
 
 
 
 
 
 
 
 
My Second degree connections = 130,575 !!! 



Quantity 

• The most successful people I know at business 
development spend a significant amount of time developing 
relationships 
 

• On-going 

– Breakfast and lunch meetings 

– Events like business shows, referral groups, conventions 

– Call and email about newspaper articles and other findings 

 

• Let’s look at the time this can take through  
conventional means before LinkedIn,  
and the results achieved 



Quantity 

• 1 breakfast meeting, 5 times/wk x 50 wks = 250 contacts 
 

• 1 lunch meeting, 5 times/wk x 50 wks = 250 contacts 
 

• Assorted business shows, conventions, etc = 250 contacts 
 

• At the end of a year, you would have 750 contacts --- quite 
impressive 
 

• If each meal takes 1 hour, plus ½ hr for travel, and each 
show takes another 3 hrs with travel, you would  
have spent about 900 hours on  
business development in the year 



Quantity 

• Let’s look at the time this can take when using LinkedIn,  
and the results achieved 
 

• In my first six months I developed 490 first-degree 
contacts 
 

• Plus 80,900 second-degree contacts 
 

• That’s more than 81,000 contacts 
 

• Total time spent was 30 hours 



Quantity - Comparison 

Conventional LinkedIn 

Length of Time 12 Months 6 Months 

Hours Invested 900 30 

No. of Contacts 750 80,900 

• Not suggesting that you abandon traditional methods 
 

• Face to face interaction is important and effective 
 

• However, this shows a compelling reason to add 
LinkedIn as a business development tool 
 



Quantity – The 2nd Degree 

• The first degree contacts are wonderful 
 

• But the real power that allows you access to huge 
quantities of business contacts is in the 2nd degree 
 

• The 2nd degree is the network of your network 
 

• So don’t focus only on your own network, but ask them to 
introduce you to their network! 



Using the Power 

• Now let’s discuss the second component of LinkedIn power 
 

• Quality of your connections and relationships 

Quantity Quality 

Lots of 
Contacts 

Trust 



Quality 

• Stephen M. R. Covey who passed 
away a few months ago, wrote a 
best-selling book in 2006 called 
“The Speed of Trust” 
 

• I believe wholeheartedly in his 
premise that when there is trust, 
business can move at a very fast 
pace. But without trust, there can 
be infinite delays or gridlock 
 



Quality 

• LinkedIn is without a doubt the most powerful “Speed of 
Trust” tool ever invented in the history of the world 
 

• When you learn how to fully utilize its capabilities and help 
others in their network to benefit from it in appropriate 
ways… 
 

• It will be like you’ve gone through some kind of invisible 
transference of good-will doing business with people you’ve 
never met before but that you feel that you have, because 
you’re friends of the same friend 



 
6 Power 

TIPS 



Using the Power – Tip #1 

• Explore who your connections know – my #1 favorite 
LinkedIn power tool 
 

• There is often only one or two degrees of separation 
between a person you know and a prospective client that 
you want to know 
 

• There will be many instances where you realize a 
connection is also connected to a prospective client of yours 
 

• Then you can ask your friend to put in a good word or to 
suggest the potential client become one of  
your connections 



Using the Power – Tip #1 

• You can also introduce yourself to prospects through a 
message and name-drop the common friend you have 
 

• The prospect is more likely to be receptive to you if they 
see it as a friendly ‘hello’ and not a cold sales pitch 
 

• Here’s how to find out people in common between you and 
a prospect… 



Using the Power – Tip #1 

• I’d like to speak with Lee Fisher about a business idea that 
should interest him 
 

• I don’t know Lee and he has no reason to take my call 
 

• As the former Lt. Governor of Ohio, Attorney General of 
Ohio, State Senator and State Representative, getting 
through to Lee could be a real challenge 
 

• First, I enter his name in the people search box at the top 
right of the LinkedIn screen & go to his public profile 



Using the Power – Tip #1 

• Below is his public profile.  Note the box on the lower right 
called “How you’re connected to Lee” 



Using the Power – Tip #1 

• Apparently I have 32 friends and close contacts that 
directly know Lee Fisher 
 

• I’m very comfortable contacting any one of those friends 
and asking for an introduction 
 

• In some cases, I would even consider emailing Lee through 
LinkedIn (using inMail), and name dropping a few of our 
common friends 
 

• In a matter of minutes LinkedIn has shown me how to 
make a warm, comfortable call to Lee 
Fisher that is likely to be taken, instead  
of a traditional cold call that likely  
would not 



Using the Power – Tip #1 

• This procedure virtually eliminates cold calling! 
 

• And gets you MUCH better results 



Using the Power – Tip #1 

• Real example of how I used power tip #1 
 

 



Using the Power – Tip #1 

• A quick check in LinkedIn showed three people that Jim and 
I shared as contacts: 
 

 



Using the Power – Tip #1 

• Within minutes I was able to turn a fairly cold relationship 
and meeting into something much warmer and with some 
implied trust! 
 

 



Using the Power – Tip #2 

• LinkedIn as a Research Tool 
 

• If you have an appointment set with a new prospect, use 
LinkedIn to do some research 
 

• By browsing through a company’s profile, you can generally 
figure out who the key decision maker is, what products or 
services the company will need, and general facts about the 
company, including the number of employees and locations  
 



Using the Power – Tip #2 

• Take it a step further and check out the prospect’s personal 
profile to gather talking points 
 

• Stanley Marcus, who was president and chairman of the 
board of Neiman Marcus, was quoted as saying:  
 
Consumers are statistics. Customers are people. 
 

• Know your people, find what makes them tick. Does your 
prospect love Nascar or gardening? Learn his or her 
interests and attend the meeting loaded with an arsenal of 
personal and friendly topics 



Using the Power – Tip #3 

• Promote Your Brand 
 

• Your LinkedIn profile is the same concept as a name tag at 
a cocktail party 
 

• Someone walks by, reads your name and line of work, and 
decides whether to keep walking or engage with you 
 

• Your profile should show off your experience and the niche 
markets you specialize in so those using LinkedIn to search 
for professionals in these fields can easily find you 
 

• How? 
 



Using the Power – Tip #3 

• Join groups related to your industry or local business 
groups and start interacting  
 

• Observe your prospects and join the same groups they’re in 
 

• Become the expert by contributing useful information, 
answering questions, and providing informative links 
 

• And nothing should be as useful, informative, or helpful as 
the information they can find on your website 
 

• Always direct a lead to your website… 
not just to fill out forms, but to read up  
on the resources you’ve provided that  
might benefit your prospective customer 



Using the Power – Tip #4 

• Use “advanced search” for marketing campaigns 
 

 



Using the Power – Tip #5 

• A free bonus that you  
get by using LinkedIn,  
is a high search engine  
ranking in Google 
 

• After you’ve been using  
LinkedIn for a few  
months, try doing a  
Google Search on yourself 
 

• For many people, they are right at the top of the page, with 
a link to their LinkedIn private profile! 
 

• This makes it extra easy (and impressive)  
when a client or prospect looks you up 



Using the Power – Tip #6 

• CardMunch 
 

• Free app for iPhone and iPad owners 
 

• Coming soon for Android devices 
 

• Take a picture of any business card, and it extracts all of 
the contact information with near 100% accuracy 
 

• You can then press a single button to add that contact to 
your Outlook, Gmail or other contact list 
 

• One more button press to send the  
person a LinkedIn invitation  



Using the Power – Tip #6 

• To get CardMunch 

– Search for it in the App Store 

– Or go to www.cardmunch.com from your IOS (Apple) device 



WHAT’S NEXT? 
 

 



Get Going ASAP 

• If you’re new to LinkedIn, follow the steps in “Start Your 
Engines” 
 

• If you have all of that completed, follow the steps in “Using 
the Power” 
 

• To be effective, you should routinely use LinkedIn – once a 
day, a few times a week, or whatever you can muster 
 

• You get out of it many times what you put in 



Use Online Help 

• For help with LinkedIn features, including where to find 
them, use the online help 
 

 



Join the Right Clique! 

• Group I started in the 1980’s to share technology tips and 
tricks with clients 
 

• Recently changed over from a monthly group that met at 
Root-InfoTech, to a weekly tips and tricks e-newsletter 
 

• Every issue: 

– Is a quick read 

– Contains two ways to use new technologies that you probably 
haven’t heard of 

– Focuses on making you more productive with 
free or very inexpensive software, 
services and websites 



Join the Right Clique! 

Here are some titles from the last few issues: 

• High priced CRM on the cheap! 

• Easily schedule meetings with lots of people 

• Best way to find a place to meet that is half-way 

• Free conference calling 

• How to easily crack passwords! 

• Create better presentations more quickly! 

• Passwords - how to keep track of them all! 

• Save hours of time entering contact information! 

• Free graphic/photo editor! 

• Screen capture productivity tool 



Join the Right Clique! 

• High value 
 

• Free 
 

• Opt-out at any time 
 

• To sign up: 

– Go to http://Root-InfoTech.com 

– Scroll to the bottom and click on  
“Join our email list to receive the Right Clique Weekly” 



Get a Copy of This Presentation 

• Available later today on the BBB online  
connection group website 
 

• http://bbbconnection.groupsite.com/ 



Contact Info 

Cary M. Root 
 
President, Root-InfoTech 
 
Tel 440.349.5555 
 
Email Cary@Root-InfoTech.com 
 
Web http://Root-InfoTech.com 
 
LinkedIn www.linkedin.com/in/caryroot 
 
 



Thanks for Coming 
 

 


