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Over the years I’ve used LinkedIn to generate 100s of thousands of

dollars in sales, land spots on podcasts, article mentions, speaking

gigs, and get access to interview industry leaders. Not to mention,

I've met some incredible friends from the platform in real life since I

created my profile in 2012. LinkedIn fundamentally changed my life

and the opportunities available to me.

I N TRODUCT ION :  HOW

L INKED IN  CHANGED MY L I FE

In my younger years, I was the most socially anxious person I knew. 

And after years of being awkward AF, I finally realized networking

was a skill I could learn, and I set out to improve.

But because we're never taught how to network in school, the only

way I learned was by DOING! I made a ton of mistakes, but over

time I realized what works and what doesn't.

I credit my LinkedIn success to my

ability to use the platform to

connect with my ideal customers,

partners, and collaborators.

LinkedIn is the perfect place for you 
to spread your networking wings too.

But it wasn’t always that way.



As recent as April of this year it reported close to 700M members,

so if you think you don’t have an audience waiting for you on

LinkedIn, think again.

 

While many people still think of Linkedin as solely a professional

site to upload their resume, its (not so) hidden power is the ability

to connect you in a meaningful way to your target audience, apply

to jobs, flex your personal brand, and message decision makers…

all in ONE place!

WHY L INKED IN?

LINKEDIN IS A CRUCIAL PART OF ANY PROFESSIONAL'S

TOOLKIT IN TODAY’S LANDSCAPE.

But, LinkedIn is only as powerful as  
the person using it.

And there are nuances to networking on LinkedIn in a way that’s

genuine and doesn’t cause you to reek of desperation.

 

This guide will go through a list of networking mistakes on LinkedIn

to be careful of, as well as exact strategies that have helped me

and many others find success on the platform without coming

across as annoying, selfish, and awkward to others.

https://about.linkedin.com/


6 Networking Mistakes
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B E I N G  O V E R L Y

S A L E S Y



I get multiple sales pitches in my LinkedIn inbox every, single day.

And while the platform is great for sales people and conducting

business, some people miss the mark, badly.

If you walked up to random strangers on the street and the first

thing out of your mouth was a sales pitch for your coaching

services, do you think it would go well?

Probably not. So why do it on LinkedIn?

My biggest frustration is the lack of insincerity and empathy from

salespeople. If you've ever gotten an "automated" sales sequence

from a random person on the platform, you know what I mean.

It’s usually some combination of…

STOP  SELL ING ME  ON THE

F IRST  MESSAGE PLEASE

Half the time I’m not even a good fit for the service, the person has

done 0 research on my company or who I am, and I somehow

ended up in their pool of potential prospects as a mistake.

It's safe to say, I don't have 15 minutes for this person.

"Hey I  hope you ’ re safe and wel l  in  these crazy t imes."
" I  saw you ’ re a [obv ious ly  automated insert ion here]  and I
want  to learn more about  your  bus iness ."
"Here ’s  my XYZ PDF,  my f ree t ra in ing,  my websi te , "  why
don ' t  you take t ime out  of  your  day to look at  a l l  my sh i t
even though I  don ' t  know you and I 'm not  re levant  to your
bus iness .
"Oh and when do you have 15 minutes th is  week to chat?"



OVERLY  SALESY  IN  ACT ION



PER I LS  OF  SALES  AUTOMAT ION

And these sales pitches are often complimented with automation,

meaning the people behind the profiles are sending these

messages to lists of prospects by using a third party tool that does

it for them.

The worst ones come as huge paragraphs of text in the first

message, peppered with "specific" things from my profile. 

Sometimes I’ll accept their request just to see how bad it is. And

usually if I don’t respond, it’s often followed with multiple days of

automated messages which get progressively more annoying,

insensitive, and mindblowingly out of touch.

They never really have full oversight of who they are sending the

messages to, and when you're not in control of who you're sending

"customized" messages to, it's easy for the applications to get it

wrong.

Not to mention, the third party apps people use to automate their

LinkedIn sales sequences are against LinkedIn's member

agreement. Some people have had their accounts suspended or

even been banned for using them.

For those reasons, I highly recommend NOT using automation, and

I'll list alternatives in the 2nd section of this guide.

https://www.linkedin.com/pulse/warning-3rd-party-apps-could-seriously-damage-your-linkedin-cooper/
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A S K I N G  T O

" P I C K  B R A I N S "



As The Remote Job Coach my profession is to get my brain picked.

And by that I mean, I offer guidance, support, and my knowledge

to my clients, and get PAID for it.

There are exceptions, and it doesn’t mean you can’t find mentors

and collaborate with people on LinkedIn without  paying them,

but understand that you need to provide value or develop

familiarity with the person before they are going to feel

compelled to invest their time and energy into you.

My point is, it's selfish to ask someone you don't know and never

interacted with to "pick their brain." This recent post by Taylor

Offer is spot on:

YOU 'RE  ASK ING ME  TO WORK

FOR YOU?

http://theremotejobcoach.com/
https://www.linkedin.com/posts/tayloroffer_time-is-money-you-should-assume-everyone-activity-6708511492779646976-BD0i


And this doesn't only apply to sales or asking to jump on a call. It's

anytime you're requesting attention from anyone. 

Ask yourself:

If someone makes a living helping people with a particular

expertise, then you asking for some of their knowledge for free is

essentially saying you don't value their services enough to actually

pay for them.

Let's say you're a plumber eating at a restaurant and their toilet

overflows. If the manager came up to you and asked you to come

to the back for 15 minutes to "pick your brain" about what to do --

would that be fair?

No.

It's easy to think LinkedIn (and social media/being online) is a

separate world from "reality," but it's not. Treat people with

respect and start to evaluate how you would interact in person,

because that can be a good guage for how to act online too.

 

Am I making this person's life easier or harder?

Have I built familiarity and rapport with this person before

making a request?

How am I creating value for this person so that responding

to me is a no brainer?

ATTENT ION  ISN ' T  FREE
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T A K I N G  I T

P E R S O N A L  W H E N

P E O P L E  D O N ' T

R E S P O N D



The Four Agreements by don Miguel Ruiz is a must read for

everyone.

In the book, Ruiz reveals the source of self-limiting beliefs that rob

us of joy and create needless suffering. It's based on ancient

Toltec wisdom that offers a powerful code of conduct that can

rapidly transform lives to find freedom.

One of the agreements is particularly relevant for this topic. It says:

I T ' S  NOT  ABOUT  YOU

Don’t take anything personally.

I'll admit, this has always been a struggle for me. I used to be

someone who you couldn't cancel plans on, or I'd start re-

evaluating our entire friendship, try to guilt-trip you, and end up

feeling depressed that I pushed you away.

It's really difficult not to take things personally. As humans, we're

hard wired to make the world revolve around us. We create stories

in our heads to try to make sense of why people do the things they

do, and we often judge people on their behavior instead of their

intentions. These stories we create in our heads, not the real story

of what's happening, dictate our perception of reality.

This leads to resentment, frustration, and mental baggage that only

the person telling themselves those stories ends up carrying. It's

crazy how much we enjoy torturing ourselves, right?

https://www.amazon.com/gp/product/1878424319/ref=as_li_tl?ie=UTF8&camp=1789&creative=9325&creativeASIN=1878424319&linkCode=as2&tag=theremotejobc-20&linkId=2589e28830b63737160b1905f0bb3d64


On LinkedIn, when you send a message and don’t get a response,

there are so many reasons that may be happening.

To best stay sane, always default to compassion and

understanding. While you should always be trying to tweak your

messaging to make it better by learning what works and what

doesn't... some people just won't respond no matter what you

send.

You are required to make a choice. To choose to reduce your

attachment to responses you get when you send out messages, or

you can choose to get butt-hurt when it doesn't go your way. To

make it easier, imagine reasons they're unable to respond:

BE  COMPASS IONATE  AND

UNDERSTAND ING

*All perfectly viable situations of course*

And whether someone is busy and they are prioritizing other things,

they missed your message by accident, or if they don’t want to

respond to you, don’t take it personally. It's better for your mental

health.

They ' re  t ry ing to teach thei r  dog bas ic  a lgebra but
the dog is  s t ruggl ing to adapt to on l ine c lasses
They just  s tarted thei r  f i r s t  semester  at  psychic
school  and the "sens ing v ibrat ions"  e lect ive i s
harder  than expected
They ’ve been summoned for  kn ighthood by Harald
the V of  Norway
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A S K I N G  S O M E O N E

Q U E S T I O N S

E A S I L Y  A N S W E R E D

O N  T H E I R  P R O F I L E



LOOK  AT  MY  PROF I LE  F IRST

The next two questions I've received before sound innocent enough.

And for the most part, I understand the intention of these messages

is coming from the right place (some of the time) - to start a

conversation and connect further.

These are the two questions I'm talking about:

What do you do?

Let me know how I can help?

To clarify: these are messages I've received in the first message sent

to me. When someone asks me "let me know how I can help," in the

first message, they've given me no context to what they do and they

haven't made any suggestions about why they're connecting to me.

Networking is valuable when it's proactive and offers a solution,

makes my life easier, and is relevant or interesting.

In these cases you’re making my life harder. It's not valuable for me

to do mental gymnastics to figure out how you can help me.

It's like you're blatantly ignoring that important, simple step of, I

don’t know…

Looking at my profile! 

You know, the thing that has literally all the professional information

out there that you need to understand what I do and how you can

help me.



I T ' S  YOUR  RESPONS IB I L I TY

Remember, you’re the one messaging me. 

You’re the one interrupting my day. 

You’re the one asking for my attention. 

You have the information you need on my LinkedIn to see what I do

and to make recommendations about you how you can help me. As

the person sending the message, that’s your responsibility.

And as a general rule, don’t ask questions that you can easily find

the answers to online. If I can say LMGTFY to your question, you can

find the answer yourself.

This reminds me of a quote I heard recently (but don't remember

from who):

 

"If you’re going to ask for 15 minutes of my time, prove to me that

you spent 15 minutes trying to earn it."

Oh and by the way… 

Be careful when you ask someone what you can help them with...

you might not get an answer you like (my dog really needs a bath!)

https://lmgtfy.com/
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T H E   " H I "



REALLY . . .  NOTH ING ELSE?

It's crazy I'm even feeling the need to put this in here, but, come on.

Between the versions of "Hi," "Hi, sir," "How are you," that I get, I

don't even know where to start.

Again, this goes back to responsibility of the interaction. 

If you're going to burden me with the effort of carrying a

conversation that I didn't ask to start, you're trippin.

Imagine going to a networking event and saying, "hi" to people,

nothing else... it would be awkward.

And even asking "How are you?" isn't helpful on LinkedIn.

If you're sending that kind of message and wondering why you're not

getting responses, here's why:

You're indicating a low value of my time and yours by being

indirect and vague. On LinkedIn, it pays to be proactive and

direct.

Tell me, immediately, why are you relevant to talk to and what value

are you offering me in a conversation. I can "chit-chat" about "how I

am" with my friends or therapist... 

Remember, I don't know you!
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T R Y I N G  T O

F I N D  A  D A T E



More and more women on LinkedIn are coming forward to report

inappropriate advances from men.

And while this is largely a problem with men hitting on women, I've

personally been solicited by women on the platform. Either way, it's

unacceptable.

So, do the right thing. Take that shit elsewhere.

There are plenty of dating sites out there with the specific purpose

of meeting people who may be interested in romance. And I should

mention, keep the conversation on those platforms. Stalking

someone from their Tinder or Bumble profile and messaging them

on LinkedIn is a huge creep move.

TAKE  I T  BACK  TO T INDER

LinkedIn is NOT a dating platform.

LinkedIn is a professional

platform, and one of the last

"supposedly safe" places to

avoid virtual cat-calling.



3 Step Strategy

T A C T I C S  F O R

S U C C E S S  O N

L I N K E D I N
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STRATEGY

STEP 1
T A R G E T



NETWORK ING TARGET

PERSONAS
 

If you don’t start out with your goals in mind to determine the right

strategy of who to connect with, networking can become an

unpredictable, frustrating, and time consuming process — all the

while bringing you minimal results.

The first thing you need to do is develop something called a:

If you're looking for more clients, then you want to find people in

the niche you serve.

If you're looking for a job, you want to find people already doing

the position you're looking to get.

If you're looking to interview guests for your podcast, then you'd

find people who fit the theme of the show.

This depends on what your goals are:

This list is obviously not exhaustive. There are many potential use

cases for LinkedIn, so take the time to think about what types of

people, if you were connected to them, would help you reach your

goals -- and consider how you can also provide value to them.

TARGET PERSONA



 

LinkedIn is searchable. The keywords someone uses in their profile

(especially in their headline), will cause them to show up in search

results.

Develop a list of keywords that would be in your target persona’s

profile, and depending on if you have premium or not - you can use

the filters section to search a wide variety of criteria. Use these

keywords to develop the profile of the "personas" you're going to be

searching for.

Here is an example of the filters available in LinkedIn Premium

Career search:

F IND  KEYWORDS YOUR

PERSONA USES



Create 3-5 different target personas of people that would be good

for you to connect with. The personas can serve the same goal, or if

you have multiple personas, they can correlate to different goals. 

If you are a project manager with Agile experience who wants to

work remotely for a healthcare startup, this may be your persona,

because you want to connect with someone already working in that

space for an informational interview:

It's ok if you don’t have specific industries in mind, but the more

specific you are, the more targeted you can be in your search. 

You can even look at profiles of people that fit and find the  “People

Also Viewed” column on the right hand side of their profile to find

similar people.

PROJECT  MANAGER  EXAMPLE



TARGETED  COMMUNIT IES

 
Find communities where your target persona is already present. This

is also easily searchable on LinkedIn in the groups filter.

Use the keywords to combine

multiple criteria of your

target persona. The more

specific you can get, the

better.

In the previous project management example, it would be great to

find places where the members were not only project managers, but

also "remote" already. "The Virtual Project Manager Network" seems

perfect.

Remember to get creative with your keywords. For instance,

"remote" can mean the same as "work from home" or "virtual" - so

don't give up if you don't find something right away. Manipulate the

search with synonyms. Don't disqualify your profession - in a simple

search I even found a remote paramedics group with over 5,000

people!

https://www.linkedin.com/groups/4523302/
https://www.linkedin.com/groups/2248626/


 It's not enough to just be "in" the group. Take some time to see the

content that's been posted, who the moderators/admins are, and

the most active memebers.

You can also access all the member profiles on the right side, and

look through the list their headlines to add people. 

Connect with the admins and moderators to thank them for

providing a valuable community. Always "Add a Note"anytime you

send a connection request. Very few people do, so you'll stand out

and give yourself a better chance of getting accepted.

Go into the community list and add people who fit your target

persona as close as possible. You can open up a note or document

with a templated message, and you can copy it and customize it to

each person. Here's an example:

GETT ING CONNECTED

Hey [name], I found your profile in [group] and wanted to connect

with like-minded people. [Something that caught your eye about

their profile]. Let's connect!



Here's an example of that in practice, using a message I sent to a

guy in the Remote Workers on LinkedIn group, moderated by my

friend Mandy Fransz.

These details make a huge difference when they’re not automated,

and it’s how you actually start conversations on the platform. People

remember good first impressions. Go the extra step to actually care

about the impact you make and other people will notice.

GETT ING CONNECTED

https://www.linkedin.com/groups/13657237/
https://www.linkedin.com/in/mandyfransz/


People on LinkedIn who you want to engage with (their activity

feed, not their profile home page)

Companies you want to follow and engage with

Groups you want to engage with

As you search with keywords and in these communities, you'll

undoubtedly find people who fit your target persona who also

create content on LinkedIn frequently.

My next recommendation is to prepare yourself to "engage"

frequently with the companies, groups, and people. Curate the

online ecosystem for you to interact with those who fit within your

target personas.

Create a bookmarks folder on your browser so the following are

easily accessible:

CREAT ING BOOKMARKS

This will help us with he 2nd step of the strategy: Engage.



STRATEGY

STEP 2
E N G A G E



 

One of the plights of social media is

the mindless and uninspired scrolling

we get sucked into from time to time.

It can be a powerful medium for you

to spread your influence and connect

with others, or it can be a pathway to

mindless consumption like Joey

Chestnut at a hot dog factory.

I N TENT IONAL  ENGAGEMENT

I came up with a strategy that I call the 5x5x5 Method to help you

engage on LinkedIn everyday in an easy and sustainable way.

The 5x5x5 Method is comprised of 3 actions that you can take

each day to drastically improve your network and compound

results. 

Here's what it stands for:

5 Thoughtful  Comments
5 Targeted Connections

5 Unfol lows

Let's jump into why each one of these is important and how to

execute them daily.



 

5 Thoughtful Comments Each Day

One of the lowest barriers to entry to build your brand on LinkedIn is

to leave comments with substance. 

I’ve had clients who reached out to work with me because they saw

a comment I left. When you leave a comment, your headline is

viewable, and if you you’re one of the first on a popular post, other

people will see it, like it, and notice you.

The target personas you saved in your bookmarks

Target companies you're following

Searching hashtags to follow (pictured above)

In the communities you joined

Your LinkedIn feed (sort by recent)

Where should you find posts to comment on? 

COMMENTS  ARE  YOUR  BRAND



MANAGING YOUR

CONNECT IONS

 5 Targeted Connections Each Day

Remember to add a note regardless of how or where you found

them. Give them a reason to accept your request and understand

why you want to connect. Don’t be salesy! Compliment them if you

can on something interesting about their profile, and let the

conversation happen organically. 

To keep yourself accountable to the 5x5x5 Method, set

up a block at the same time daily, starting with 20-30

minutes a day to execute.

 5 Unfollows Each Day

Your social media feeds are a direct reflection of you and who

you’ve chosen to connect with or follow in the past. Since we've

been conditioned to do this unintentionally, our feeds often look like

dumpster fires. While it may seem unintuitive, you want to clean

your feed by unfollowing irrelevant people. When you unfollow

someone on LinkedIn, you'll remain connected to them, but you'll no

longer receive updates in your feed when they post.



STRATEGY

STEP 3
B U I L D



CREAT ING YOUR  FUTURE

 
Build a platform of influence for yourself,

 a personal brand, and assets of value

around your expertise.

Because the value you have is proportionate to the opportunities

that will be available to you in life. And in a world where

everyone looks everyone up online, you have be aware of what

people find when they search you.

As you build your influence it will take time to develop your

voice, what you feel comfortable posting, and what your

audience finds value in. Just remember it’s a big experiment,

you’ll make mistakes, but by doing this consistently, you’ll attract

the right people and more opportunities will start to appear.

Before creating your own original content you can start small by

commenting like we did in the engage step. 

Then, you should ask yourself, how can I become a conduit for

ideas, information, or introductions for other people.

We are all creative in our own ways, some of us write, some of us

make videos, some of us like to take pictures… whatever your

medium is, try to find ways to not only display your expertise, but

put the spotlight on others. Becuase, the more you shine a light

on other people, the more the light reflects back to you.

Why is this such an essential part of the process?



When I first entered the world of entrepreneurship in 2017, I started a

weekly video series called One Minute Weekly where I interviewed

inspirational founders across the world. 

I started it when LinkedIn announced "native" video on the platform,

letting users upload directly in August of 2017. 

Because it was a new feature at the time, the LinkedIn algorithm

pushed out my videos, earning 100s of thousands of organic views. It

was the first time I'd ever encountered that much exposure to

anything I'd produced, and it was exciting.

My first video was still awful. 

My guest was great, but I didn't have a microphone, we shot at a

football field and they turned on music in the background, and my

editing was beyond amateurish.

You have to be bad before you're good. And because I had the

courage to continue, I ended up interviewing 65 founders on 3

continents over the next 2 years for that show.

BU I LD ING MY PLATFORM

https://www.youtube.com/playlist?list=PL4p5B1HD2SNWYIrVN-6YXCsfzu_A3alKi
https://www.youtube.com/playlist?list=PL4p5B1HD2SNWYIrVN-6YXCsfzu_A3alKi


I went on to develop 2 other video series, Nomad Hacks, and

Remote Job Coach Live to highlight people in the remote work world

and speak directly to that audience.

While each series was different and served potentially different

target personas, they all had something in common.

BU I LD ING MY PLATFORM

They got me closer to the people doing what I wanted to do, or

helped me became the conduit for information, ideas, and

introductions to my audience. I presented concepts and people they

otherwise may not have known. I was able to hone my interview

skills, develop my voice, and have fun.

I got access to my guests' audience, intros to other influential

professionals they knew, and ultimately, because I chose to shine my

light on others - I was rewarded with new knowledge, clients,

partners, and lifelong friends in the process.

https://www.youtube.com/playlist?list=PL4p5B1HD2SNUzKEtUlwhkD4viEg3nMM4B
https://www.youtube.com/playlist?list=PL4p5B1HD2SNWDRXoLWEKKbaNdvTWYObMR
https://www.youtube.com/playlist?list=PL4p5B1HD2SNWDRXoLWEKKbaNdvTWYObMR
https://www.youtube.com/playlist?list=PL4p5B1HD2SNUzKEtUlwhkD4viEg3nMM4B


 

You want to find more clients? Network better.

You want to find a new job? Network better.

You want to find a significant other? Network better (on the

right platforms).

So consider your target persona, what type of content you can

create, and who within your target ecosystems you can shine your

light on and provide your platform for. When your creative outlet

also becomes a platform for others, it’s a win-win.

Networking solves every problem in your life:

Your ability to leverage the technology that makes connecting with

others easier is crucial to your success in the digital age. LinkedIn, at

the time of this writing, is the most powerful professional tool for

your networking strategy. 

By using the techniques in this guide, and avoiding the mistakes

mentioned, you'll supercharge your results, and start actually having

fun networking.

I'd love to hear feedback from you! Did this guide help you and did

you learn something new?

Shoot me a message on LinkedIn and let me know. If you really

thought is was an amazing, please leave me a recommendation!

Also subscribe on Youtube for more videos on networking, finding

remote work, and self-development in a virtual world.

CONCLUS ION

http://linkedin.com/in/jordanscarroll
https://www.youtube.com/user/jctitan?sub_confirmation=1



