
14 TOP TIPS    
TO CREATE AN OUTSTANDING 

 





PROFILE



As part  of  YorWealth's  support  for  Our Partners we have developed a
ser ies of  handy guides to help you navigate and make the most out of
your socia l  media presence.
We are pleased to be working with Rachel  Moore from Rachel  Moore
Social  Media who has a wealth of  experience and supported us on our
"onl ine journey.”

Welcome



Introduction To LinkedIn
LinkedIn was once thought of  as mainly a recruit ing vehic le
but over the years i t  has grown into much more.   Yes i t  is  
st i l l  used by recruiters for  many reasons but i t  is  a lso a br i l l iant 
way to connect with people and generate new leads,  especial ly  for
B2B type businesses.   

There are mult iple strategies avai lable to achieve this  but they al l  begin with
posit ioning yourself  as the 'expert  in your f ie ld ' ,  as  this  is  one of the most
important steps you can take.

When I  tra in businesses how to use LinkedIn I  use a 4 Step Process as shown on
the next page.   Step 1 of  that process is  'Expert  Posit ioning'  which involves
creat ing an outstanding personal  prof i le  and that is  what this  guide is  going to
concentrate on.

I  hope you get value from the content contained within this  guide.

Rachel x





Make sure that you have switched your prof i le  a lerts  to OFF
If  you don't  your connections wi l l  be notif ied that you are making changes
to your prof i le .
Go to 'Sett ings & Privacy' ,  c l ick 'Vis ibi l i ty '  in  the left  hand menu bar and
scrol l  down to the sect ion 'Share prof i le  updates with your network'  and
switch this  to off ,  you can switch i t  back when you have f inished if  you wish
to.   

Before You Begin



The LinkedIn SSI  score essentia l ly  tel ls  you how successful  you  are at
developing your brand,  connecting with the r ight people,  engaging with
insights and establ ishing relat ionships.
These four points combined give you an overal l  measure of  how effect ively
you are using the platform.
Check your SSI  before you start  increasing your presence on LinkedIn so
you can judge how effect ive you are being as you move forward and the
areas you need to improve upon.
To check your SSI  score ensure you are logged into your LinkedIn account
and then vis it  https://www.l inkedin.com/sales/ssi  

LinkedIn's  Social  Sel l ing Index

https://www.linkedin.com/sales/ssi


Example SSI Score



When someone lands on your prof i le  does your 'Banner image'  tel l  them
exact ly what i t  is  your business does at  f i rst  g lance?
Include your website and phone number so they immediately know how to
contact you.
You can use images to explain what you do or you can have a pla in brand
colour with logo etc but ensure i t  explains c lear ly what you do.

Main Profi le  Banner Image



LinkedIn request a professional  head and shoulder shot.
Pla in backgrounds work best -  no speed boats ,  sunglasses or g lasses of  wine.  
Eyes front facing with a nice smi le .
Good qual i ty image with good l ight ing.
Make sure your face is  large enough to be able to tel l  what you look l ike.
This  is  real ly  important when people are searching as our brains are drawn to
images.
If  people can c lear ly see your face i t  wi l l  g ive you an advantage over those
who have non-recognisable images as you can see from the example below.

Profi le  Image



LinkedIn's  T&Cs state you should use your 'Real  name'  only.
So no quirky extra strapl ines in your t i t le .
Include keywords and a benefit  statement -  Who and how do you help?
Stay away from Director at ,  Founder at  and job t i t le  i f  possible unless your
job t i t le  is  an important keyword -  most users aren't  interested in your job
tit le  they want to know 'What you can do for  them'.   
They can read what your job t i t le  is  in the 'Experience'  sect ion.
For example stay away from generic  job t i t les l ike Salesperson or Manager
but i f ,  l ike me,  your t i t le  is  the main keyword 'Socia l  Media
Trainer/Consultant '  etc then that 's  f ine to use because that is  a  phrase that
total ly  descr ibes what I  do and also provides a great c lue as to how I  can
help users .
The f irst  8-10 words are the most important words in your headl ine -  see
example overleaf .

Headline



The 'Headl ine'  does 3 things:
The keywords help LinkedIn f ind your prof i le  when someone searches for
what you offer  -  you are leaving a breadcrumb trai l  for  L inkedIn to fol low
back to your prof i le .
The headl ine shows in the 'Newsfeed and Groups'  under your name each
time you create a post ,  meaning it 's  a  free mini  advert  for  your business
which is  why the f i rst  8-10 words are so important.
I t  a lso accompanies a l l  your connection  invites  along with your prof i le

Headline Continued

         image and personal ised message.



Profile Headline Example

Newsfeed/Group Post Example

What I Do

Who & How I Help



Ensure your 'Contact detai ls '  are a lways up-to-date and complete.
There is  a  unique 'Prof i le  URL'  that l inks direct ly back to your prof i le .
This  often has a str ing of  numbers and letters fol lowing your name -  delete
al l  the numbers and letters fol lowing your name so you have a c lean URL.
You can add this  to business cards and l i terature to direct  people direct ly
back to your prof i le .  
I f  you are unable to get your exact name don't  use your company name -
you may decide at  some point in the future to change job or change your
company name.
Try not to use numbers a lthough you may have to compromise i f  you have a
super popular  name l ike mine.  I f  necessary use one or a maximum of two
numbers,  no more -  keep it  as c lean and neat as possible.  See my example
overleaf  which isn't  perfect as I  ended up using 'sm'  on the end of my name
representing socia l  media and I  would real ly  advise against  that even though
I used it  on mine when I  set  my prof i le  up way back when!

Contact Detai ls





When amending the 'Prof i le  URL'  i t  wi l l  take you to the 'Publ ic  Prof i le
Sett ing'  -  check that this  is  set  to 'Publ ic ' .
This  means your prof i le  wi l l  be vis ible through the search engines to the
general  publ ic  not just  to members searching inside of  L inkedIn

Public  Profi le  Sett ing





Unless you are looking for a job then this  sect ion is  NOT about you,  i t 's
about those you are trying to attract .
What can YOU do for them? 
Who do YOU help?
How can YOU help THEM?
How are YOU different from others?
Remember to include:

Bul let  points .
White space.
Line spaces.
Headings.
Short  sentences make it  easy to read/skim,  especial ly  on a mobi le .
A test imonial/cases tudy with name and business.
Cal l  to act ions -  phone number,  website,  emai l .

About Section



You can include a l i tt le  bit  about you/your business but this  is  not the
emphasis  of  this  sect ion.  
Pepper your keywords throughout -  this  wi l l  help LinkedIn understand what

About Section Continued

     your prof i le  is  about and thus offer  your prof i le  up to those searching for
     what you have to offer .



You can use this  to highl ight posts/art ic les/newsletters you have written,
attach images or l ink out to websites.
This  adds colour and interest  to your prof i le .
You can add the 'Feature Sect ion'  by c l icking 'Add Prof i le  Sect ion'  i f  i t
doesn't  show on your prof i le  by default .

Feature Section

  



Although you don't  need to show every job you have had,  L inkedIn wants to
see at  least  3 posit ions.
It 's  better to have several  posit ions showing as this  bui lds trust  rather than
gaps in dates unless you off ic ia l ly  took t ime off .  I f  you have an 18 month
gap they may wonder what happened,  where did you go (pr ison maybe!! )
I f  you took t ime out ,  include and explain that so the prof i le  makes sense.
It 's  a lso acceptable to have overlapping dates.
Complete your current posit ion to i t 's  ful lest .
Include your keywords in each of these sect ion -  this  wi l l  help LinkedIn
understand what your prof i le  is  about.
Don't  just  put where you worked and the dates you worked there,  add a
sentence or two showcasing what you did at  that company.  How did you
make a difference?
This is  your CV sect ion inside of  L inkedIn where you can talk about YOU!
Add your contact detai ls  at  the base,  make it  easy for users to contact you
if  they wish to.
As with the about sect ion,  use short  sentences,  white space and 

Experience Section

     bul lets  points etc.



I f  you don't  complete this  sect ion or any of the other sect ions I
mention,  your prof i le  wi l l  remain incomplete in the eyes of  L inkedIn.
Add schools ,  col leges or universit ies you have attended and any other
education or tra ining you have received s ince.

Education Section



Add in a l l  the 'Ski l ls '  you have here.
These act  as keywords too,  these help LinkedIn work out what your
business/prof i le  is  about.
You can add up to 30 ski l ls .
Only the f i rst  3 show before you have to c l ick 'Show al l  ski l ls ' .
You can re-order the ski l ls  by c l icking the 3 dots inside the edit  penci l  and
then drag and drop into place.
Make sure you show the most important 3 at  the top.  
People wi l l  endorse your ski l ls .
'Endorsements '  are not as valuable as 'Recommendations' ,  L inkedIn puts
more weight behind a recommendation than an endorsement but they are
st i l l  good to have.

Ski l ls  & Endorsements Section



Only give 'Recommendations'  to those you respect and admire or have
worked with
Asking for recommendations is  an accepted strategy -  don't  be afraid to ask
for one.
LinkedIn looks at  how many recommendations you have and the more you
have the higher up the search you wi l l  c l imb.  
L inkedIn l ikes to see a steady f low of recommendations being given and
received.

Recommendations Section



There are many 'Addit ional  sect ions'  that you can add to your prof i le  to
personal ise i t  even further.
These can be found under the 'Add prof i le  sect ion'  as shown below.
Sect ions such as:

Volunteering
Licences and Cert if icat ions
Languages

If  these are appl icable to you add and complete them accordingly.  

Addit ional  Sections



Once you have information in each of the required sect ions you wi l l  reach
the 'Al l  Star '  status which basical ly  means you have t icked al l  the boxes in
the eyes of  L inkedIn.
However,  sett ing up your LinkedIn prof i le  in the correct way,  as outl ined in
this  document,  wi l l  g ive you further advantages over those who only add in
the basic or  incorrect information and st i l l  reach 'Al l  Star '  status so i t 's
worth invest ing a l i tt le  t ime to complete your prof i le  in the way I  have
outl ined in this  guide.
Reaching 'Al l  Star '  status wi l l  help you rank higher in the LinkedIn search
than those of a lower status such as 'Advanced' .

In Conclusion



I  hope this  guide has been useful  to you and if  you require any
further assistance please feel  free to contact us.

Contact Detai ls




Rachel  Moore Social  Media
www.rachelmooresocialmedia.com
07904 007 660 |  01423 529 708

rachel@rachelmooresocialmedia.com



Multi  Award Winning
Social  Media Trainer & Consultant 2022

Rachel x

YorWealth Ltd -  Financial  Planners
www.yorwealth.co.uk

01904 623888







http://www.rachelmooresocialmedia.com/
https://www.yorwealth.co.uk/
https://www.google.com/search?gs_ssp=eJzj4tVP1zc0zDM0L88rSik3YLRSNagwsTC3NDY0N0w1TLRISjM2tzKoSDU0NjVKM0u0MEhMNLFMNPbirMwvKk9NzCnJAABS2hL0&q=yorwealth&rlz=1C1ASRM_enGB648GB648&oq=Yorw&aqs=chrome.1.69i57j46i39i175i199j46i175i199i512j0i512l2j69i60j69i61l2.3673j0j7&sourceid=chrome&ie=UTF-8#

