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Good afternoon wealthy web writers, thank you for being here with us. It's just 

barely afternoon my part of the world it's still morning so Good day to you 

wherever you are. I'm Heather Robson managing editor at Wealthy web writer, 

I'm very happy that you have joined me today because we are in for a special 

treat. We have at least been with us today who is a marketing mentor to creative 

professionals like yourself and I think my very favorite thing about Ilise is that she 

makes everything so approachable and manageable, and she just I've seen her 

instill so many writers with the confidence to take those next steps to building 

their business. At least thank you for being with us today. I really am glad you're 

here. 

 

Thank you Heather for the invitation. It's my pleasure. 

 

So I know one of the things that you work with a lot of writers on is LinkedIn and 

so that's what I want to focus on today. And I guess my first question for our 

audience, for anybody who is not on LinkedIn or who is on LinkedIn and isn't quite 

sure why they're there, can you just run through some of the top benefits to using 

LinkedIn for freelance writers. 

 

Well, you know, I like to say, listen to the market, right, if someone asks me, 

What is your best marketing tip, what has allowed you over the course of 33 

years, I'm, I just fit, actually, it's April, yes 33 years, April, 1988, I have been self 

employed, because I listened to the market and easier said than done because you 

may say, what's the market, where's the market. Well, in 1988, there was no 

LinkedIn, so you had to go find the market. But now, LinkedIn, which has actually 

been around a long time, is the market, it is the marketplace. And I think many 

people still think of it, the way they did when LinkedIn started, which was about 

finding a job, a j ob as I like to call it, right, or putting your resume up or being 

recruited by recruiters and it is that, but it is so much more, and it has evolved 
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into so much more, and they keep providing it constantly changing a lot of people 

get confused about that actually. And then I have to say just get used to it 

because that's the way it is, but they are providing ways for people who are self 

employed to promote themselves better to feature their services, their work, their 

samples. And so, more than anything, LinkedIn is where the market is and so that 

means you have to be there too. 

 

That's a really great point. One of the things that I always love about LinkedIn is 

that it's a great way to remove some of the barriers that we put between 

ourselves and actually getting started. I've talked to so many writers over the 

years who are like you know once I have my website up and I'm happy with it, 

that's when I'll start marketing. And my answer to them is always put a LinkedIn 

profile up today, then you have a link you can send people to keep working on 

your website, but then you can start marketing today. So speaking of profiles on 

LinkedIn, when it comes to setting up a profile on LinkedIn, what are some of the 

big mistakes that you see writers making. 

 

Well, the first one is thinking that their website is more important than their 

LinkedIn profile. And I know this is wealthy web writer, but I have to be a little 

radical and say, more and more truthfully copywriters, maybe don't even need a 

website, maybe LinkedIn is enough make because what you need is an online 

presence, basically. And yes, eventually, you will want to show what you know and 

have your own home, your own hub for your work, but I agree, all those people 

and this is the mistake, who say, Oh, I'm gonna get my website up first and then 

I'll be ready to do X, Y and Z, all of which is about getting the actual work and 

connecting with the clients. So I see something similar, actually, on LinkedIn, 

which is people assuming that it has to be perfect, their LinkedIn profile has to be 

perfect before they let anyone know or make it public, and I believe in perfecting 

but not perfection. 

 

I love that. I love that. And for anybody who's worried about your LinkedIn profile 

being perfect. I still have the constellation of nope up in my, my cover image 

that's what Ann Handley calls it just the little LinkedIn coverage I still haven't 

paused and just put my own cover image up there but I do still work my LinkedIn 

profile, I make sure that I update it, I make sure that I'm on LinkedIn, sharing 

things that I'm thinking about in terms of my specialties, and I haven't had a 

single person tell me you know I thought about working with you but then I saw 

you didn't have a cover image up there and I just thought now. 
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No, actually, people say that about the headshot right, they won't accept a 

connection, often from people who don't have a picture of themselves but a cover 

image, I mean especially for copywriters, I actually don't think it's all that 

important, And please don't let it get in your way. 

 

So what are a few things that people should keep in mind when they're putting 

their profile together in addition to not worrying about it being perfect, it's really 

important to make that forward progress in a meaningful way. 

 

So, because as I said, the market is on LinkedIn. The thing about your profile, I 

like to say this about all self promotion truthfully is not about you. It's about them. 

Right, and you know that from learning to be a copywriter, that you focus on 

benefits, you don't focus on features, and it's the same with your own marketing 

and self promotion, and it seems kind of weird to say this and to think this, but 

the reality is that your title, which is the most important element of your LinkedIn 

profile, if you do nothing else, focus on your title, it's the smallest little piece of 

real estate. And the most important, because when people aren't on your profile 

which they usually aren't they're elsewhere on LinkedIn, they're in their feed, 

they're in their messaging, they're in their network. The only thing they see is 

your name, your picture, and your title, and so your title, and especially the 

beginning of it has to be compelling enough that people think, oh that's interesting 

that may be of interest to me, so it has to be about them and what they're looking 

for, and even the keywords that they might be searching for, and that will make 

them, click on it and then go to your profile and see more about what they need, 

and how you can help them. 

 

Excellent, and I love, I love that you, you're kind of challenging us to instead of 

thinking about LinkedIn from how we interact within LinkedIn to pause, and I think 

it's important to do this regularly, and think about how other people are reacting 

and interacting with LinkedIn so that they can see you putting your best foot 

forward every time. Absolutely. So I know from personal experience, a lot of 

people struggle, they get on LinkedIn, they get their profile set up, and then 

they're like okay you know I'm supposed to make connections, and I know I get 

connection requests from people that are basically like you know hey I can design 

a really good website for you, you should, you know, connect with me and let me 

do that. And, you know, they wouldn't know this about me but I'm married to a 

web designer so I'm not really hiring 
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you, that in your title, 

 

but they don't take any time to get to know me or to get to know if I would even 

be a candidate for their services and so I that's a mistake I see a lot of people 

making what are some of the other mistakes that people make when they're 

nurturing connections on LinkedIn, 

 

yeah I mean so what you're talking about mostly is not doing your homework, 

basically. And sometimes you may be receiving messages like that that are 

automated right from people supposedly people, maybe their robots, or maybe 

their companies, you know, doing this, LinkedIn playbook, thing that is for sale out 

there. And so the thing is that because that's happening. We need to make it clear 

that we are human beings, that we are real people actually who have taken a little 

time, read through their profile, followed their activity, a little bit, and respond to 

something that they will recognize some kind of connection, maybe you have a 

mutual connection, maybe you liked an article that they wrote or a post that they 

wrote, or maybe you went to the same school, or maybe as I often like to joke, 

you like the same dark pretzels, right, anything can be a connection. And you 

have to tell them in your invitation to connect, why you want to connect. And that 

should be tailored to them, and then they're not guaranteed to respond or to 

accept your invitation, but they're much more likely to and when and if they don't, 

my suggestion is that you don't take it personally. And know that a lot of people 

aren't actually spending all that much time on LinkedIn, unless they are looking 

for a job. And so, in fact I had a guy recently who, I guess I must have invited him 

to connect six months ago or something, and then I forgot about it. And he 

accepted my connection and then he messaged me apologizing and saying, I'm 

just making my semi annual foray to LinkedIn, and I just saw your invitation so 

I'm sorry I haven't connected sooner so just know that that is happening. 

 

I yeah I think that's a really, a really good point but for us as writers who want to 

be open to job opportunities, I think it's really important to be on LinkedIn, 

regularly. Because I know I've had my own couple of times where I've sort of 

dropped the ball with LinkedIn and made like a quarterly foray into LinkedIn and I 

get in there and there are months old people saying, we'd be interested in talking 

to you about this project that I would have loved to do. That's right, but it's myself 

out of it because I wasn't there, paying attention to those to those messages. 
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Actually, let me just respond to that if you don't mind two things, let me see if I 

can put them both on the table and then remember them both. One is about 

jumping out of bed, and the other have already forgotten so we'll talk about 

jumping out of bed, which is that I have this one client who used to she tells me, 

Doom scroll, Twitter, first thing in the morning on her phone. When she would 

wake up, and then that would make her want to pull the covers back over her 

head, right, and then she switched to LinkedIn, and it made her want to jump out 

of bed because that's where the opportunities are. So, you know like you oh I 

know what my second thing was is that and this may be an answer to one of your 

future questions but just to plant the seed of ideally a daily LinkedIn habit 10 

minutes. Sometimes it evolves into a little bit more than 10 minutes but at least 

commit to 10 minutes a day on LinkedIn, and maybe we can talk about what you 

would do during that time but if you just make it a habit to show up on LinkedIn, 

every day, you'd be surprised, actually, you can find your, that's all. Sometimes all 

it takes to find clients. 

 

Yeah, I think that is very, very true. So that does kind of like lead into one of my 

next questions but before I get to that question how we would spend time on 

LinkedIn. So we've talked a little bit about mistakes that people make when you 

know they don't really tend to their profile and we've talked about mistakes that 

people make when they kind of are a little bit too forward or to awkward or to 

boilerplate when they're making connections, what, when it just comes to general 

LinkedIn use is the biggest mistake that you see writers making. 

 

Um, I don't know if this is general but the thought that comes to mind is not 

including a personal note, when you invite someone to connect, so many of the 

invitations I have in my connect in my network section are just people who clicked 

on that button connect but didn't say anything to me. And I've actually heard 

other people say well I'm not accepting, like hands hands akimbo arms akimbo. 

I'm not accepting that invitation because they didn't say anything to me. And I'm 

like, All right here we got to give people the benefit of the doubt, because 

sometimes on the mobile app, Right, so there are differences between the mobile 

app and when you're on LinkedIn, on the desktop. And when you're on the mobile 

app, sometimes you click that connect button, and it doesn't give you the 

opportunity to write a note it just sends the message, and then I mean you can I 

think withdraw it, but then it looks kind of weird like why did they withdraw it. So, 

so I guess the thing to pay attention is invite people on the desktop whenever 
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possible. And always, you know, write a personal note, saying why you want to 

connect. 

 

Excellent advice there and I do that too I don't, I don't just out of hand, like ignore 

invitations that come in without a note but I do accept almost every invitation I 

get that does have a note. And so it does make a big difference because they're 

giving me you know they're giving me some context, it's like you know they they 

know me through wealthy web writer maybe they know me through AWS API. 

Maybe they know me through, you know the work I used to do in the hearing aid 

industry but at least I'm like okay I know, you know, I know how I like connection, 

there's a connection there. 

 

Yeah, and that's the whole thing about LinkedIn, it's all about the connections. So 

can I say I don't again, I don't know if this is one of your questions right wherever 

you want to say, that thing is that you get access to more people, the more people 

who are in your network. And so often people say to me, Oh well, I don't want to 

connect with people I don't know. Hmm. All right, that's gonna keep it pretty 

small, and keep your access pretty small so I would not recommend that, because 

most people start with a pretty small network of connections in the first place. And 

at the beginning you really do want to build it and build it and build it because that 

will give you access to me. I'm sorry, access me access to more people. I was just 

gonna say then feel free to link with me, because I have, like, 12,000, 

connections, and that means you get access to my connections. The more you 

connect with me, not the more you connect with me but once you connect with 

me. 

 

Oh, good luck. 

 

I totally get it. So if someone were to spend that 10 1520 minute habit, a day on 

LinkedIn, what would you recommend that they do during that time. 

 

Can I share my screen. 

 

I think So Fran can can at least share her screen. 

 

Oh yes you can at least. Yeah, so let me show you, because it's, it's easier to see. 

Alright so I'm just gonna 
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go over here. 

 

Zoom gives you so many options when you go to share your screen. That's right. 

You can share this so many ways. 

 

All right, so here's my feed right so here I am on LinkedIn, on the feed, which is 

what you find some people call it the home screen. When you click on the logo 

there. Now, here's the thing. All of these things across the top, to spend your 10 

or 15 minutes just go across the top, you can go right to left, or you can go left to 

right, but basically we want to check notifications first because that's, people who 

tagged me, or commented on one of my posts, or LinkedIn thinks I know them for 

some reason and would be interested in what they're doing. So that's another way 

to build on connections. So you want to do that first. Then you look at messaging. 

These are people who have messaged me that I might want to respond to. Here's 

one of those, like you said. 

 

Right. 

 

And I don't respond to these, I just ignore them. And then, we don't want to click 

on jobs because we're not interested in J O bees we're interesting clients so then 

we move over to my network, which is where oh look here's someone from 

wealthy web writer, who is reaching out to me as we speak, that is awesome 

Danielle, thank you, 

 

Danny. All right, so 

 

then I would go there. And here's the thing that's interesting. Danielle I hope you 

don't mind if I use you. But, LinkedIn is just so awkward sometimes and clunky so 

please don't think it's you. And if you want to reply you can't accept first you have 

to reply first and then accept because if you accept, then it's just more difficult to 

actually reply, so I always click on reply first and then I write my message, and 

then I accept all right because I'm going to respond personally also to the people 

who invite me to connect with a personal message, so thank you Danielle I will do 

that later. 

 

And she says that she loves that you're using her as an example. 

 

I hope so. I hope you don't hate it, some people would be like, 
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Oh my God. 

 

And then so notifications messaging, network, and then the feed, and in the feed, 

you're looking for people you know, that you could comment on their posts and or 

look there's our friend Michael Katz, 

 

love Michael He's a great LinkedIn. Right, 

 

right. So you want to comment, you want to like you want to share. And so, you 

know that'll that all will take you at least 10 minutes maybe a little bit more but 

that's what I suggest doing so you could go to the feed first, then your network, 

then your messaging then your notifications or backwards. 

 

Excellent. So I want to come on the notifications. One of the things that I do is I 

build up a list of potential companies that I would be interested in knowing more 

about, because I might be interested in working with them, and generally 

speaking I do focus in. I don't niche by industry or niche by specialty, but 

generally I do focus in on a few niches, just to kind of tailor how you find the 

people. Yeah, that even if you don't have a connection with the person often you 

can follow them. And if you follow them, they will show up in your notifications 

and then when they share something in your notifications you can be sure to 

comment on that, and over time you develop that name recognition that 

familiarity, so that when you do send them a connection request, they're like, oh 

that's right you know how there's always got comments on my posts and she's, 

you know, she often shares stuff for my company. And so yeah, I'm going to kind 

of I'm absolutely going to take her connection request, 

 

or maybe Heather what's actually happening is, like, that name is so familiar. I 

don't know why I know that person, and I feel like I trust them, but I don't know 

why. So yeah, 

 

I'll connect with them, that's probably more likely, maybe. But yeah, so the 

notifications. You can really use those in a lot of ways. The other thing that I love 

about LinkedIn is you can do nested searches. So, what I mean by a nested 

search is so there's a company and locally here called micron you guys have 

probably heard of micron they do a lot in the tech industry in terms of chip, chip 

fabrication and the like. And I would be interested in freelancing with micron. So I 
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can search for micron on LinkedIn and get to their company page, and then 

actually from their company page I can then do a search for the people within my 

grand, who have the word marketing in their title, and then I can actually start 

following those people so I started developing connections within microns 

marketing department, not just micron, which is just a feature that I absolutely 

love about LinkedIn. 

 

Yes, absolutely. And the thing about LinkedIn search, as I said it's very clunky and 

it's can be very frustrating and they keep changing it. And sometimes you can't 

even find this like press, which is the button to actually do the search. Once you've 

got all your filters in place so you know, my advice is just be patient and fiddle 

around with it. Yeah, play with can't break it. 

 

So once upon a time, the scuttlebutt about LinkedIn was the one of the really 

powerful ways to make use of it I'm very curious to hear what you have to say 

about this because I've never I've always struggled with this I've never really 

figured it out, is to join groups that are you know related to not necessarily like 

writing groups yes but also groups that have marketers in it or groups that are 

catering your prospects, your prospects. Do you recommend joining groups, and if 

you join groups. What are some of your suggestions for making good use of those 

for being a good participant in those groups and using them to build connections. 

 

Okay so let's say first that groups used to be better than they are now. Okay, 

they've gotten very spammy. And so, where I used to say, participate and post. I 

am not as gung ho on that, these days, as I am using the group's as a research 

tool, because everyone who is a member of that group definitely fits the category 

of the group, and so it makes sense to join the group to see who's active in the 

group so who is posting, who is commenting, who is liking, and those are most 

likely people who are going to see your invitation to connect. If you reach out to 

them, as opposed to going through, and I think it's very difficult actually to search 

the group if without knowing someone's name you can't search the word 

marketing in a group. Okay, you can only search like I tried searching Savannah, 

to see who was local to me, and I only got women with the name Savannah, in a 

particular group, right, so just know that you can't, the search function, and this is 

for the free version of LinkedIn, by the way, I only have the free version I have 

not needed to pay for it, and same boat. Yeah, I because I don't think you 

shouldn't pay for it unless you have to unless you've exhausted, the opportunities 

that LinkedIn gives you for free and I've never done that, but some people do, 
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especially if it's your main marketing tool, and especially if you want to do a lot of 

outreach and connecting on LinkedIn, then it makes sense. Perhaps this is one of 

your questions to take advantage of the free one month trial period, and I even 

have clients who, like, did that, that wasn't really the one they wanted sent a 

message to LinkedIn saying, I made a mistake, I really want to try Sales 

Navigator and they gave them a free like, Oh no, a discounted six month version 

of Sales Navigator so, you know, you can haggle with LinkedIn is the lesson there. 

Anyway, I think I got a little off track on your questions. We'll come back to the 

groups. So join them, use them for research. Use the connection the fact that 

we're both members of this group of marketers in the cybersecurity world. And 

that's why I want to connect with you, for example. And, you know, again, just do 

it in a really hyper personalized super customized home workI way, and that is the 

way to begin to build your connections or as you're suggesting follow people first 

and comment on their content until you're ready to connect with them, and they 

recognize your name. 

 

Excellent. I love that suggestion because finding those points of contact, the 

overlap the common ground. To me, it just makes it so much more genuine, and it 

helps me get into the mindset, I'm not necessarily making a connection here with 

the notion that this is going to turn into a client. I'm making a connection here 

because this is a person who I've shared interests with, and it might be 

interesting, it might be interesting because the conversation, it might be 

interesting because of shared connections that we can bring together or maybe 

they do turn into a client but but detaching from that specific outcome, and just 

treating it like you know, people are kind of cool, they're interesting, they have 

stories to tell. That's always fun and approaching it that way, and I find makes it 

easier for people to say yes to the connection because they aren't so, like, and 

here comes the pitch. 

 

Exactly. In fact, often people have said to me, in their invitation to connect I 

promise I'm not going to pitch to you if you accept my connection like okay, but so 

you can say that right because that is the expectation is that if they say yes, 

there's a pitch is coming, they call that like the pitch slam or the pitch something, 

and, and that is the norm, it's like almost the norm these days on LinkedIn, and 

another mistake I see people making is that they don't want to be perceived as 

those slimy sales pitchy people, and therefore they don't do anything at all, they 

think, oh, that's the only way to do it, and what we're saying here is no approach 

it in a much more relationship building, detached way, as you're suggesting, 
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Heather, oh here's someone who knows what's going to come out of it, I mean 

that's the point about networking, you just don't know what's going to come out of 

it eventually, but if you go in thinking, why don't they want me, why don't they 

respond to me what's wrong with them, then you're gonna have a problem in 

general in your marketing, basically. 

 

One of the things that I have been trying to do more in terms of shifting my 

mindset is to be more of a connector, I think that's an important role to play when 

you're networking as well as to watch for people. I mentioned I'm married to a 

web designer so you might be wondering why am I accepting connections from 

these web designers on LinkedIn, who are you know then sending me like how 

they can do all this stuff for me. And I'm actually trying to build up my network of 

web designers because my web designer husband is booked solid and a lot of 

people know that I'm married to a web designer, they're like, Do you think maybe 

your husband could help me with my site, I'm like, you know, I could probably get 

you on his waiting list but that's like 18 months deep. Yeah. So I would like to 

have people that I could connect those writers to. And that's another thing that 

you never know how that's gonna turn out. It may be that you know you connect 

the web writer or the web designer to a writer and then the web designer designs 

the writers site but remembers that you made the connection and then comes to 

you with a project. 

 

He does salutely But also, I mean, partnerships between web designers and 

copywriters are more and more important, because the clients are really bad at 

their own content, their own content marketing, and their marketing content, and 

I have some clients who are web designers and web developers who refuse to take 

on a project, if you don't work with their copywriter, 

 

which is kind of a thing that is interesting. 

 

Is there something weird. 

 

Yeah, it almost looks like maybe your light bulb, blue is weird. That is strange, we 

got a little, That's that's a technical difficulty I haven't come across before. 

 

It's really weird, I don't know what is going on. I think it's, it must be on the 

camera cuz I don't think it's in the room. 
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The room is fine, at least it's fine. 

 

Let me just try something. 

 

Yep, was the camera is that weird or was that was weird, it looked like smoke. I 

was like at least it's gonna have to evacuate this is the first, 

 

I thought the dog would she usually tells me what's going on but she wasn't telling 

me anything here. All right, maybe I spit out the camera, I don't know. 

 

All right, so I'm gonna ask you one more question about LinkedIn, and then I 

actually want to talk a little bit about the challenge that you have 

 

a 21 day challenge. 

 

What are your thoughts about using LinkedIn publishing platform. 

 

So you mean, let's, the thing is, LinkedIn is constantly changing the names of 

everything. I 

 

know I almost call it false and then I was like, I don't think it's called I don't think 

it's 

 

called false anymore. Okay, so I think I understand what you're asking. And what 

I like to say, and this is another reason why you don't need a website is because 

LinkedIn can be your blog. And basically you can publish your content, your 

articles, your samples, even to your LinkedIn profile as your blog as your samples. 

And, yeah, I think, and then you have to spread around you can't assume people 

are going to see it. I mean, they're on your profile, but they may not see it unless 

you feature it unless you post about it and draw traffic to it. But yeah, it's very 

effective for copywriters especially. 

 

Excellent. And I know I know of at least one copywriter coach who says, even if 

you are maintaining your own blog on your website. Two weeks after you publish 

there you should then republish syndicate that article or that blog post to 

LinkedIn, and share it there from LinkedIn, with a, you know, this was originally 

featured on my website with then a link to your website that can increase your 
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website traffic, but it can also get very targeted eyeballs on your, on your blog 

post. Yes, 

 

I agree. 

 

Alright, so you have a 21 day challenge coming up to help anybody who's a little 

bit nervous about LinkedIn get started. Can you tell us a little bit about that. 

 

Yes. So basically the 21 Day Challenge which starts next week is literally 21 days, 

business days so it expands or extends over four weeks. And every day, there is a 

video to watch a worksheet to fill out, and then a Facebook group to post about it, 

and I walk you step by step, baby step by baby step, by the way through the 

process of building your LinkedIn profile and researching prospects and identifying 

what I call practice prospects, so that all the pressure is off, and sometimes those 

practice prospects actually become clients, because you weren't, you know, 

freaking out about anything, and it was just fine. And so basically over the course 

of 21 days use, you set up your LinkedIn profile, and you learn how to have a 

couple of approaches actually to reaching out to people, and hopefully by the end, 

get your first client, That's the goal. That's what we're aiming for. 

 

That is exciting and remember at the beginning everybody has talked about at 

least is so good at making things just accessible and not scary. That's what this 

challenge is all about there's, there's not a day in this that you're going to be like, 

Oh, I don't think I can do that, like everything's gonna be like okay I'm ready for 

this next step. 

 

That's the thing about marketing is that it's not big and scary the way people 

imagine it, it is truly common sense, and I'm just saying. Doesn't this make sense, 

doesn't this make sense okay now what would be the next thing and so I'm, I'm 

actually teaching you to think the way I think so that you don't need me, you can 

just go off and do it on your own. At the end of the 21 days, that's my, you know, 

internal goal, basically, 

 

which is brilliant. So we do have a question. Tatiana says I want to join your 

challenge but I'm still studying the accelerated program. Will your challenge be 

useful for an aspiring copywriter. 
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Absolutely, I mean, you don't have to be ready to go out there in fact it's probably 

better if you do this while you're getting ready, because again that's when the 

pressure is off and you have an opportunity to experiment the whole thing is about 

experimentation and trying different things so as long as you can dedicate 30 

minutes a day because that's what I say it takes, it might take some people a little 

bit more depending on how much time you want to spend on it, but really, it 

shouldn't take more than 30 minutes a day to do each task, each video five 

minutes worksheet, post it, and then comment on other people. So, yeah, no, 

Tatyana, you can do it. 

 

Excellent. So I have shared the link to this challenge. You can find all the details 

there, what you'll be doing, how to get signed up, what the goals are even though 

I think we've kind of covered those pretty good here what the time commitment 

is, which is super easy for this one. So I hope that you will check out that link. I 

have personally talked to multiple writers who have been through. At least this 

challenge before and said that this really did take their business from, I'm not sure 

how I'm going to do this too, I've totally got this landing clients, building an 

income taking on projects and really growing a career, it's so like I said just 

accessible and easy and at least said common sense. I do hope that you guys will 

check it out. It's a great challenge. I love that the way that you do this, and on 

that note, thank you for covering those mistakes and what people should be doing 

instead to make good use of their LinkedIn profile. Do you have any parting words 

of advice for our viewers today. 

 

I just want to emphasize this idea that marketing is common sense, and part of 

the reason that the challenge works is because I forced you to focus on the actions 

that need to be done, and too many people are just up in their head, imagining 

what's going to go wrong or what they're going to ask me or what I'm not going to 

know, but this takes the focus it gears your attention outward. And that's an N 

tells you exactly what to do, and that to me is the key. So, I mean if you can do 

that on your own, great, but if you can't let me help you. 

 

Excellent, Well at least thank you so much for taking a little bit of time to be with 

us this morning and to go through that. I was gonna say I think we may have a 

question, we do have a question. At least please could you show how to get to the 

feed on LinkedIn, as my page looks different somehow. All right, well 

 

I'll try again. So let me share my screen. 
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And in the mean time Cheryl says that you are awesome that you always remind 

us to take those meaningful baby steps that move us forward. 

 

Thank you, Cheryl. All right, so I'm gonna go to my profile and actually, while 

we're here. Where did my profile go there it is. I just want to show you one cool 

little thing right here, this little audio icon. If you click on it you hear my elevator 

pitch, it's a 10 second, it's kind of a new thing, I don't think I I mean I didn't 

invent it, but, but most people don't seem to know about it, and LinkedIn created 

it for people who have weird names like me, if people don't know how to 

pronounce your name, they give you that opportunity that's what it's for, is 

pronunciation but I saw that and I was like, why don't we just use it for marketing. 

So, so if you click on there, you can create your own but this is another thing you 

can only do on the mobile version, you can't do this on the desktop. Anyway, just 

one more plug for my profile so please connect with me. Alright so if you're on 

your own profile like I am here, you just click on the logo. To get to the feed. And 

this is the feed. So I'm not sure 

 

what and I do want to say you never know when you're working with a tech 

company, if you are part of a test pool for an adaptation that they may be making 

to the feed. So sometimes I like Facebook had a really big rollout of some changes 

to the way everything looked, and I know some people that I was connected with 

were seeing the new changes, well, where most people were still on the old 

version and it took some time for the new version to roll out to everyone. So yeah, 

sometimes you do end up seeing something like this and be like, that's not what 

mine looks like right yeah maybe that you're part of a test group right now that 

does happen. That's sure, that's for sure. Yeah, so 

 

who knows. 

 

All right, Danielle says she has loved this chat. Thank you very much. Good. And 

then, oh, a question for somebody who has done a challenge, a 21 day challenge 

in the past but wasn't able to complete it. If they contact member services, are 

they able to join this next one, 

 

I think so. 
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Okay, sure, yeah. So reach out to Member Services duty and let them know your 

situation, and it's very, very likely that they will say, yep, we'll get you access to 

that page and get you go and ever thank you, Elise and Heather your presentation 

and information were excellent, and you have many great suggestions, and she's 

looking forward to joining your challenge 

 

awesome yes it's gonna be a good one. 

 

All righty. I think that is all we have you guys have been a great audience thank 

you for the great questions and the excellent feedback really appreciate that. It is 

Monday so my challenge to everybody is to just go out and have the very best 

week possible. That goes for you to at least thank you so much for being with us 

today. 

 

Thank you Heather for the invitation, it's always good to see you and I hope to see 

you at boot camp. 

 

Yes, definitely. Bye everybody. Have a great day. Thanks Hello thanks Elise. Thank 

you, 

 

friend. 

 

Thank you again, at least that was awesome. You're welcome. All right, talk to you 

guys soon. Bye. 


