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About Tony 
Tony is the go to guy for LinkedIn. He has taken the time to understand the 
algorithms so he can deliver successful results for his clients. 

Creator of the LinkedIn Profile Audit (LIPA), a proven process that generates 
qualified targeted leads, builds new relationships and generates more sales. 

Tony is a sought after speaker and trainer, working with individuals and 
companies alike to help them maximise the huge opportunity that is 
LinkedIn. 

Solid Silver Solutions was set up to 
assist both Micro Businesses and 
teams from SMEs and Corporate 
companies to maximise their return 
on investment when it comes to 
their LinkedIn profiles and 
activities. 
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The aim of this booklet is to guide you through the do's and 
don'ts of LinkedIn so you can avoid the crucial mistakes that 
could have a negative impact. It's also packed with ideas from 
my experience working with hundreds of companies that 
we've picked up along the way. I have been using the 
platform for since 2006 and made it my sole focus in April 
2018 when I launched my business

As of January 2020 LinkedIn has around 706 million 
registered users in over 195 countries around the world of 
which 29 million reside in the UK. LinkedIn estimates that a 
new member joins their site approximately every second, and 
about half of its members are outside the U.S. where the 
platform began back in 2003

I find that many UK firms have been slow to use LinkedIn as a 
business tool, and I still see many individuals making the 
following mistakes and then complaining that they aren't 
getting anything out of Linkedln!!

If you're new to Linkedln, or, like most business people I 
meet, this booklet will help you to avoid the pitfalls and give 
you some quick wins. To build a great network takes time so 
by following the hints in this booklet it will save you time 
doing the wrong things

If you're already familiar with LinkedIn, I am sure that being 
reminded will help and I am sure there will be new 
information as well

TonyKSilver
Owner Solid Silver Solutions
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HISTORY 

2003 The Platform was launched in the USA by 4 gentlemen from 
the HR and recruiting space 

2004 it came over to the United Kingdom 

2008 LinkedIn set up a UK office 

2004-2011 mainly used as an Online CV then big companies 
started using it as a serious business tool and it filtered down to 
the rest 

2016 Microsoft bought LinkedIn and made changes (not all for 
the good) 

2018 Social media marketing companies could no longer help 
clients as they could not deep dive so it stands alone as an 
essential business tool 



WHO USES LINKEDIN AND 
THE STATISTICS 

Total Accounts on LinkedIn = 740 million Accounts 

in the UK = 31 million 

Accounts active monthly = 48% 

Decision-making roles = 63 million 

C suite level that uses LinkedIn for decisions = 84% 

Buyers using to make buying decisions = 72% 

Increase in buyers using 2019 = 57% 

B2B marketers ranking it number 1 Tool = 79% 

Marketers who post content to the platform = 94% 



LIST OF MISTAKES TO AVOID 

1 Not completing your profile. 
2 Not using keywords in your bio. 
3 Saying who you are, not what you do. 
4 Not having a profile photo, or having an 
inappropriate one. 
5 Not personalising connection requests. 
6 Not making contact after accepting a 
connection request.
7 Never posting updates. 
8 Asking for recommendations. 
9 Not putting thought into 
recommendations. 
10 Not posting valuable content 



INDIVIDUAL PROFILES 
NOT COMPLETINGYOUR PROFILE. 

Your profile is the first-place people will visit if they are 
thinking about connecting with you. By leaving your profile 
incomplete, you close yourself off  to potential connections who 
can't gauge enough information about you to want to 
connect with you. Plus, it does show a lack of effort on your 
part. Get your profile as complete as possible, as it gives 
Linkedln more chance to make some tailored 
recommendations of people you might know based on your 
profile information. 

NOT USING KEYWORDS INYOUR BIO. 

Ultimately, adding relevant keywords that relate to the services 
you offer in your Linkedln Profile will increase your ranking 
among other users in the same industry. The more keywords 
you use the better. So, choosing to write a very basic bio with 
no keywords makes you harder to find when people are 
doing keyword  based searches.

SAYING WHO YOU ARE, NOT WHAT YOU DO. 

Not only does writing your official job title in the Professional 
headline field not work, it also has less impact on the people 
viewing your profile. Linkedln allows you to use 120 spaces 
(more on a Mac!!) for your headline, so use them. 

NOT HAVING A PROFILE PHOTO, OR HAVING AN 
INAPPROPRIATE ONE. 

People buy from people so they want to see what you look 
like, because psychologically it will make them feel more 
connected to you. Having no profile picture  or a poor one gets 
rid of that instant human connection and distances you from 
them, as does using a logo. Your profile picture should be 
current, and you should look at least somewhat approachable. 
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NOT PERSONALISING CONNECTION REQUESTS. 
When you invite someone to connect with you, don't just use 
the default invitation that Linkedln provides. Instead, write a 
customised invitation. Make it personal to the person you are 
connecting with and the context in which you are asking for 
a connection.

NOT MAKING CONTACT AFTER ACCEPTING A CONNECTION 
REQUEST. 

When other people invite you to connect and you accept, there 
is an option to send a message. Take up this option! It's a great 
way of reinforcing what it is that you do. Keep it short and 
sweet, and whatever you do, don't come across "salesy," or 
your message will get ignored. Here's what I ask when I get 
an unpersonalised connection request from someone I don't 
know  :- Hi, happy to be connected here on LinkedIn. Two 
questions if I may? 

l. I'm always curious to find out how people found me on
Linkedln. Do you recall?
2. Was there something specific I can help with?

Regards

NEVER POSTING UPDATES. 

Whenever you post on Linkedln, that message is broadcast 
into the activity stream of all your connections. What a great 
way to get information in front of them.
 What are the chances of them seeing your updates? Well 
that's hard to gauge, but let's assume just 10% of people  see  
something  once  per week and you have 500 connections, 
that's 50 people who have heard from you that week. It's one 
of the reasons for focusing on quantity of connections as well as 
quality. 
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ASKING FOR RECOMMENDATIONS. 
It is fine to ask and in my experience is if you have 
personalised the request people are only to happy to 
oblige. Tell them in the template what it is for, such as 
a workshop and then you get targeted 
recommendations rather than a generic they are a great 
person 

NOT PUTTING ANY THOUGHT INTO 
RECOMMENDATIONS 
When you make a recommendation give it some real 
thought. Don't rush; really think about the other 
person. Why are you recommending them?  What 
really is it that makes you think you should 
recommend them and then put some effort in. Treat 

them as you would like to be treated. 

NOT POSTING VALUABLE CONTENT. 
Post things that you think will be of interest to your 
connections. Remember, you are trying to raise your 
profile by demonstrating expertise.
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GOOD v BAD 

HEADSHOTS

 v 

 v 

BANNERS

 V 



HEADLINES

V 

MESSAGES
“I came across your profile in a search and think that there 
could be some synergy between us. I would very much like to 
connect with you to discover more and to see if we could help 
each other” 

V 

“I’d like to add you to my network on Linkedin” 

All the good ones are friendly informative and engaging 
where the bad ones have used standard LinkedIn defaults 
or show little effort 
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SPECIAL OFFER
GET £50 OFF OUR PROFILE 

AUDIT ONLY £327

The Profile Audit is our speciality, developed and finessed over the 
past few years to help you optimise and stand out.

The Audit Report is at the centre of a lot of the products and services 
that we deliver and has multiple uses dependant on the requirements 
of the client.

LinkedIn being mainly a personal profile platform the Audit looks at 
the clients current profile content and shows them how to move to a 
profile that is highly engaging, this is why we say that we like to supply 
HELP (High Engagement LinkedIn Profiles)

see www.SolidSilverSolutions.com for details



10 see www.SolidSilverSolutions.com for details

A half day workshop that will teach attendees all they need to 
know to;

Create an engaging profile

Use their profile to generate leads

Build relationships

Search effectively

LOOKING FOR A 
LINKEDIN TRAINER?



Tony K Silver 
The LinkedIn Profiler 

M: 07817 827422 
E:  Tony@solidsilversolutions.com 
W: www.Solidsilversolutions.com 
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