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CAREER DEVELOPMENT

AN ALL-EXPENSE-PAID week in Cancun, Mexi-

co. An extravagant home entertainment system. Professional 

sports team season tickets. And, of course, a gold watch. 

These are all expensive luxuries, but what do they have 

in common? Items such as these are often presented to em-

ployees who have worked for the same organization for 25, 

30 or even 40 years. Many of these people have received their 

annual W-2 from one organization for their entire career. 

Who are these people? Probably your grandparents and 

maybe your parents. But will you be given an exotic trip or 

some other gift of appreciation for working decades at one 

company? How about your children or grandchildren?

My guess is you probably answered, “Yes,” for your grand-

parents and, “Maybe,” for your parents. But I would venture 

to say you replied, “No way,” for your children and grandchil-

dren. Your answer probably depends on your age and your 

stage within your professional career. 

What has changed, and why should you care? 

Younger professionals who are just starting careers will 

likely work for many more organizations than their grandpar-

ents did. Why? Organizations are constantly merging, down-

sizing and reorganizing to remain competitive in our rapidly 

changing economic environment. 

In 50 Words 
Or Less 

-

-
-
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In addition, the advent of the internet has allowed 

easy information flow between people and organizations 

no matter who they are or where they’re located. Thus, 

organizations can aggressively pursue talent, and work-

ers can readily move from employer to employer. Most 

estimates suggest the average person will hold between 

five and 10 jobs in his or her lifetime.1

The days of the company pension and gold watch 

are quickly becoming a distant memory for most of us. 

Therefore, you can no longer ride the coattails of an or-

ganization brand. It is vital that you develop, nurture and 

manage your own personal brand because this is your 

No. 1 asset in the business world. 

Potential customers turn to the internet to gather in-

formation about your organization. So it should be no 

surprise that potential employers do the same and are 

no longer satisfied with simply looking at your résumé. 

Therefore, it is also important for individuals to have a 

strong presence in the virtual world.

 
Where to start?
At first blush, embarking on the task of developing and 

managing a positive personal brand may appear daunt-

ing, but there’s good news. With LinkedIn—the world’s 

largest business networking site—it’s easy to get started 

creating a powerful personal brand and online presence 

you can successfully manage. 

At the same time, LinkedIn can assist you in develop-

ing a robust professional network that can exponentially 

expand your reach. 

The LinkedIn audience 
If you’re going to expend time and effort on LinkedIn, it is 

important to understand some things about its audience. 

It is huge. More than 170 million business profes-

sionals have LinkedIn accounts. Two new people join 

every second of the day. Each week, 1 million new 

members register.

 It is universal. Members are located across the 

globe, with only 40% residing in the United States.

It is endorsed by companies. More than 2 million 

organizations, including every Fortune 500 company, 

have LinkedIn pages.

 It is influential. With regard to income, education 

and job position, LinkedIn members have stronger 

demographics than readers of the Wall Street Journal 

and the New York Times.

You may be thinking, “OK, there are a lot of people on 

LinkedIn, and maybe they’re the right people. But why does 

that make it such a useful tool for managing and growing 

my personal brand?” There are three simple answers: 

1. To expand your brand, you need to enlist the 

help of others. LinkedIn helps you find those people, in-

cluding fellow alumni, previous co-workers and custom-

ers, new friends and business associates. Its database is 

immense, worldwide and includes a significant number 

of high-caliber professionals. 

Ask yourself this question: “If I wanted to go fishing 

and knew which pond had more game fish than any other 

pond, where would I fish?” LinkedIn is a really big pond 

with lots of great fish.

2. People can find you more easily. You begin by 

creating a comprehensive profile of your professional and 

educational background, skills, expertise and other impor-

tant information. You then include endorsements of your 

work and expertise, examples of your products and proj-

ects, and links to your website. This information enables 

other LinkedIn users to easily find and contact you.

3. It’s free and easy to use. After you understand the 

basic principles, LinkedIn can be simple to use. You can 

purchase a premium account and receive more extensive 

features, but most people do well with the free account.

What is a personal brand?
In his New York Times bestselling book, Me 2.0: 4 Steps 

to Building Your Future, Dan Schawbel writes:

  Personal branding describes the process by which 

individuals and entrepreneurs differentiate them-

selves and stand out from the crowd by identifying 

and articulating their unique proposition, whether 

professional or personal, and then leverage it across 

platforms with a consistent message and image to 

achieve a specific goal. In this way, individuals can 

enhance their recognition as experts in their field, 

establish reputation and credibility, advance their 

careers, and build self-confidence.

    If that definition seems confusing, it can be boiled 

down to this: how we market ourselves to others. 

You need to approach your career in terms of dif-

ferentiation (standing out in the crowd) and mar-

ketability (providing something other people want 

or need). Why would someone choose your brand? 

Because you have:
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Let’s review these four important aspects of your per-

sonal brand and see how LinkedIn can help you create 

them simply and effectively.

Robust professional network
LinkedIn’s research indicates that networking—meeting 

new professionals in the interest of helping or working 

with each other—is the No. 1 reason people use LinkedIn. 

In The Start-Up of You, a new book co-authored by the 

founder of LinkedIn, Reid Hoffman writes that network-

ing has been replaced by intelligent network building.3

Your network is comprised of your personal friends, 

past and present co-workers, fellow club members and 

alumni—people you have known for years who help make 

your life interesting, productive and fun. Your network 

has always been important to you, but online tools such 

as LinkedIn make your network even more vital. LinkedIn 

refers to these “go-to” people in your life as connections. 

How you build a robust professional network on 

LinkedIn depends on your personal strategy. But bear in 

mind that the dictionary definition of “robust” does not 

mention anything about quantity. Instead, it uses words 

and phrases such as “strong and healthy,” and “rich and 

full-bodied.” 

In general, I suggest you build the largest network 

you can assemble on LinkedIn, but with the caveat of 

including only those individuals you already know and 

trust, plus those you have strategically decided to in-

clude. Strive to develop a rich and diverse network that 

includes people you can count on for help, as well as a 

diverse cross section of people in various industries, dis-

ciplines and geographic regions.

Invite people to join your network by using the fol-

lowing LinkedIn tools: 

Imported contacts—Upload your contact database, 

and LinkedIn can find connections for you.

People you may know—LinkedIn suggests new con-

nections based on your current relationships, schools 

you’ve attended and experiences you’ve listed in your 

profile.

Outlook social connector—This add-on allows you 

to perform certain LinkedIn functions, including find-

ing new connections, while using Microsoft Outlook.

Alumni—Search your classmates by region, compa-

ny and job function.

Advanced people searching—By using LinkedIn’s 

wide array of search criteria, such as keywords, com-

pany, school and industry, you can identify potential 

new connections. 

Colleagues—Find past co-workers who are LinkedIn 

members and may be interested in connecting with you.

Join and be active in LinkedIn groups. It is a great way 

to meet new people, and you can directly contact anyone 

in these groups. Join discussions to show your expertise 

and raise your visibility. Look for these types of groups:

-

litical organizations and hobbies).

Endorsements from colleagues 
Letters of recommendation have always been an impor-

tant way to display and share other people’s opinions 

about you, the quality of your work and your expertise. 

These endorsements can quickly advance your personal 

brand because the recommendations you receive on 

LinkedIn can be seen by LinkedIn members worldwide.

Recommendations are outside corroboration of the ex-

pertise you have detailed in your profile, and they are es-

pecially important because everything else in your profile 

has been written by you. For maximum benefit, include 

several detailed recommendations for each job and edu-

cational experience outlined on your LinkedIn profile. 

If you have hard copies of recommendation letters 

written by people who have not joined LinkedIn, you can 

include those letters by using LinkedIn’s Box.net files ap-

plication. 

Keep in mind that Schawbel doesn’t simply refer to 

endorsements, but also adds the words “from respected 

LinkedIn can assist you in developing a  
robust professional network that can  
exponentially extend your reach.
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colleagues.” Seek recommendations from the best names 

in the business if possible. Endorsements from well-known 

people at respected companies encourage the reader of 

your profile to say, “Wow—if this person took care of that 

company, he sure should be able to take care of me.” 

 

Previous accomplishments 
Outline your accomplishments and catalog your results 

by strategically including narratives and lists in your 

LinkedIn profile. But don’t simply upload your résumé. 

Your LinkedIn profile is meant to be so much more. I 

typically refer to it as your résumé on steroids. 

To enhance and protect your brand, be certain the 

information is accurate, complete and interesting. To 

determine what information to include or omit on your 

profile, ask yourself these two questions:

1. Will it add to my credibility and help tell my profes-

sional story?

2. Will it help more people find me after they search on 

LinkedIn?

If the answer to either of these questions is yes, I sug-

gest you include that information. To see how your brand 

stacks up against other respected people in your industry, 

check their profiles. This may bring to light information 

you forgot to include in your profile. In addition, after 

you’ve reviewed those profiles, ask yourself, “If I were 

comparing them to me, would I pick me?” If not, get busy 

and include additional accomplishments and results. 

Your profile is being read by people who represent 

many different potential opportunities. Because you 

don’t know what aspect of your profile may ring true with 

LinkedIn readers, you want to include a broad variety of 

information in your profile. Here are some suggestions:

-

periences, charitable experiences, and honors and 

awards sections of your profile to share stories about 

specific accomplishments, as well as details on the ac-

tual results you have achieved. 

Box.

net Files and SlideShare) to include articles, white 

papers or presentations you’ve authored or in which 

you’ve been referenced.

A diversified and unique skill set 
A skill is the ability to perform something well because 

of your knowledge, practice and aptitude.

People often tell me they don’t feel their skill set is par-

ticularly unique. My encouragement to them—and you—is 

that no one has what you have, and the combination of 

your unique and diverse skills might be just what someone 

is looking for in a vendor, supplier or employee. 

If you need assistance to identify your special skills, 

ask some of your closest connections what it is they 

think makes you unique in the marketplace. Then return 

the favor and share with them how you view their ex-

pertise. 

Because LinkedIn is—in its simplest terms—a search 

engine, it looks for keywords. Therefore, to be found by 

the people who might be looking for someone with your 

background and expertise, it is important to include the 

most important words in your profile. Describe your skills 

with industry-specific terms—such as project manage-

ment professional, International Organization for Stan-

dardization (ISO) 9001 assessor and lean facilitator—to 

improve your chances of being found.

Other ways to display your unique skill set include:

“skills,” where you can include up to 50 skills. Linke-

dIn has suggested these skills are given additional 

search weighting.

publications, certifications, courses, languages, proj-

ects, patents and test scores.

Developing a comprehensive and compelling Linke-

dIn profile, as well as consistently improving and ex-

panding your network, may not get you a gold watch, but 

it can undoubtedly lead to something much more valu-

able—a powerful personal brand that can open doors 

and provide a lifetime of success.  QP
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