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Agenda

• Traditional vs Social Media
• Social media examples
• How do you use it for business?

– My opinion
– Forrester’s opinion

• A quick tour of LinkedIn and what 
you can do with it for business
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Traditional Media

• Medium
– Newspapers & magazines

• Delivered by post or kiosk

– TV or Radio

• B2B or B2C
– Uni-directional
– Carefully crafted message
– Controlled content
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According to FredCavazza.net:

social media are places, tools, services allowing individuals to
express themselves (and so to exist) in order to meet, share…

• B2B, B2C2B, C2C
– Bi or multi directional
– Message is indirect or 

inferred
– Little to no control of the 

content

• Medium – all digital
– Internet 1.0

• Company websites

• E-zines

– Internet 2.0
• Blogs, micro-blogs, 

podcasts, wikis, photo 
shares, social networks, 
online videos

Social Media
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Media
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Social Media
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Social Media
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How do you use social media for business?

• It’s the same for businesses or individuals
• The goal is to engage in a ‘conversation’ with your target 

audience
• In the process of that ‘conversation’ to create a “brand”

and an awareness of that brand
• Accepting the truth that you can’ t control ‘conversations’
• Hoping that ‘ indirectly’ you will accomplish your goals –

perhaps more customers, revenue and profitability
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How do you use Social Media for business?
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How do you use Social Media for business?

• POST methodology
– People

– Objectives
– Strategy

– Technology
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How do you use Social Media for business?
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How do you use Social Media for business?
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Coherent Sales Consulting Target demographic
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LinkedIn is a business intelligence and personal productivity tool



© Coherent Consulting, LLC www.coherentsalesconsulting.com

It’s not about “Using LinkedIn”,-

it’s about “Using Your Business Network”
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Some context about LinkedIn

• Founded June 4, 2003; profitable

$10M:2006; $100M forecasted in 2008

The company’s revenue 
- advertising, 
- premium memberships and job listings, 
- and bulk sales to corporations.

• Largest, business oriented, social networking tool

• 28,000,000+ members (Oct ’08)

• 1M+ new members every month

• The average income is $105,000; the average age is 40.

• The concept is basically one of automating the idea that there 
are only “six degrees of separation” among all of us

I joined on May 6, 2004
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Six Degrees?

Source of these graphics: Christopher S. Rollyson, Managing 
Director at CSRA Inc.  www.rollyson.net/consulting
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Run Your Business:
• Find prospective employees 2 ways 
• Check their references 2 services
• Use “Answers” in a variety of ways 
• Using Advanced Search creatively:

– Scope out competition, customers, etc.  
– Find service providers
– Buying or Selling a company?
– Exporting or Importing a product?
– Need a Partner

Sales & Biz Dev:
• Using Market Intelligence
• Getting Referred into the target execs
• Speaking to an exec for the first time?
• “Company Feature” to go deeper

Getting Started

What Can Business Owners/Execs Do In LinkedIn?
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The benefits of Advanced Search 
are only limited by your creativity
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The Advanced Search screen
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Some Searches I did for the TPNG meeting
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Some Searches I did for the TPNG meeting



24

© Coherent Consulting, LLC www.coherentsalesconsulting.com

Some Searches I did for the TPNG meeting
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Some Searches I did for the TPNG meeting
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Ask for a referral to a VP in Aramark

1
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Ask for a referral to a VP in Aramark
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Ask for a referral to a VP in Aramark
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Getting Started on LinkedIn

• Customize your account settings 

• Fill out your profile - completely 

• Build your network

• Integrate it into your daily routine
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There are settings to control (among lot’s of other things):

1. What is seen by someone who’s profile you’ve look at
2. Whether your contacts are shown to others
3. Whether you will entertain communication from any one other than your 1st degree contacts.

And they never, never give out any contact information

LinkedIn is all about privacy
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Build Your Profile
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Best Ways to Build Your Network Quickly
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Invite those who are already in LinkedIn
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Integrate LI into your daily routine – Check your home page
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Choices to make about using LinkedIn

• Who will you connect with?
– Anyone who asks?
– Business colleagues or friends only?
– Met personally?
– Quality vs. Quantity debate

– Remember - you control who you connect to
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More Advice

You will only get out of LinkedIn what you put into it. 

– You should set a goal of x new contacts per week
– You need to be north of 50-100 links to maximize 

your results
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Recap:

• Customize your account settings 
• Fill out your profile - completely 
• Build your network
• Integrate it into your daily routine
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How can I use LinkedIn to shape my digital brand?

7 things you can do to leverage LinkedIn for business and career networking,-

1. Update your network periodically throughout the year,

2. Update your “status widget” regularly,

3. View your ‘network update’ page regularly 

4. Join groups 

5. Send private message 

6. Ask and Answer questions,

7. Make virtual introductions
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Read my blog at www.coherentsalesconsulting.com/blog


