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EPISODE 6: HOW TO GET
MORE CLIENTS WITH LINKEDIN
with Gary Kissel
Marke?ng for Crea?ves Show
at IntNetworkPlus.com
Announcer:
Turn your hobby and freelance work into a proﬁtable business! Make your marke@ng easier
by applying the strategies of experienced entrepreneurs and have more @me to do the work
you love. You are listening to the Marke@ng for Crea@ves show with your host Marina
Barayeva.
Marina Barayeva:
Hi everyone. This is Marina Barayeva. And welcome to another episode of Marke@ng for
Crea@ves show.
In this episode we gonna talk about how to get more clients with LinkedIn.
Would you like to get no@ﬁed when someone in your area interested in your service? That’s
what LinkedIn does when you are selected for their special sec@on for professionals.
But before you get no@ced by LinkedIn and more important by your poten@al clients you
need to make your proﬁle stand out.
We’ll cover what to add to your proﬁle. You will know how to be ac@ve even if you don’t
post anything there. What to do if you specialize in two diﬀerent areas. And many more.
LinkedIn is a plaOorm which many people are s@ll ignoring. And that’s a chance for you take
advantage of it.
Our guest today is a global LinkedIn strategist, author and speaker Gary Kissel. LinkedIn
selected him as a ProFinder in the Marke@ng Consultant category and recommends him as a
highly qualiﬁed contact to those who seek help with their business marke@ng.
As a Realtor, Gary used LinkedIn to ﬁnd, connect and do deals with investors around the
world. And now he helps other professionals to connect to their clients through LinkedIn. He
has authored more than 30 ar@cles on LinkedIn.
Now let’s talk with Gary and dive deep to the LinkedIn marke@ng.
Marina Barayeva:
Hi, Gary! Thank you so much for being here.
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Gary Kissel:
It's a pleasure. I'm a big fan as you know. So, happy to be part of your podcast.
Marina Barayeva:
Awesome! To start oﬀ, can you tell us a li+le bit more about your work with LinkedIn and
how did you become a LinkedIn coach?
Gary Kissel:
It's a good ques@on. When I le^ the corporate world, I wanted to start with real estate
business and this was maybe 8 years ago. I know the @me when LinkedIn was the best
plaOorm for me to use. I was able to connect with the buyers of homes and they call back to
me many @mes.
Once I had been using LinkedIn for a while, successfully I saw that many professionals
weren't using it very well. I always like teaching and coaching and so I thought I be+er jump
in on LinkedIn coaching and helps the people out.
Marina Barayeva:
Do you think everyone is going to use LinkedIn? Is it for every profession? And why should
we use it? We have Facebook, Instagram, Twi+er, all of these plaOorms. Why do we need
one more?
Gary Kissel:
I think most people are in business should be using LinkedIn. I am more working right now
with some clients that are quite ar@s@c. One is a painter here in Ecuador. I also have a
woman that is a sound healer. She's having a seminar with a swimming with dolphins in
Hawaii coming up in November. They're both clients of mine.
I also work with corpora@ons and businesses as well. I think LinkedIn is a very professional
and unique plaOorm and it's growing incredibly, strongly for the last 14 years. There are now
or half a billion people on there. I think that it's a place that people curious about doing
business and it's a marketplace that most people should not avoid.
Marina Barayeva:
What should we write there? How should we ﬁll all the ﬁelds there? There are many
sec@ons and I even don’t know where to use them.
Gary Kissel:
The ﬁrst part to start is with here is your personal proﬁle. You really need to spend some
@me to develop it as full as you can. LinkedIn gives you a lot of diﬀerent sec@ons that you
can use to and enhance your reputa@on demonstrate your abili@es and your skills.
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Most people want to rush to connect to many people as they can. That is the mistake in my
mind because if you do that with people and they look at our proﬁle that's incomplete or
not very persuasive then you've really wasted your @me and loss at a poten@al customer.
So, I encourage people to spend some @me. Develop your proﬁle. Make it look magniﬁcent
and you'd be successful in the long run.
Marina Barayeva:
What do you mean by developing your account, your proﬁle? What should we ﬁll there?
Gary Kissel:
It depends on what skills you have and who you are trying to reach. These are important
ques@ons to answer.
•
•

What does your ideal client look like?
How can you begin with a conversa@on with them?

Once you decided on that, then you want to go through and you want to go ahead and
develop a headline. It's very exci@ng. You are triggering to people to read more about you.
And then you want to develop your informa@on, make informa@on boxes. Your experience,
your educa@on, all of your diﬀerent organiza@on involvements and import as much media as
you have available to do.
Marina Barayeva:
And your recommenda@on, how can we write or what can we do to make our proﬁle to
stand out? Like our headlines, the informa@on about ourselves.
Gary Kissel:
It requires some thought. I really encourage you to think about what are the keywords that
people would be using to ﬁnd your kind of services.
You can look at other proﬁles, to get ideas about how similar people to you are using their
proﬁle and start to make a list. Then narrow that list down to the ﬁve keywords that you
want to be using. And, then use those same words throughout your proﬁle because the
more you use it, the be+er you'll be seen on the plaOorm.
Marina Barayeva:
What do you mean by the keywords? If I am a photographer or you have a friend, an ar@st
or painter. Would you say ‘photographer’ or ‘painter’? Or what else can we use?
Gary Kissel:
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I think photographer is one that you'd certainly want to use, also what kind of photographer
are you?
Are you a wildlife photographer? Are you a wedding photographer?
You know be speciﬁc about what kind of areas that you have exper@se in and the kind of
areas that you want to a+ract more clients to.
That's kind of a self-evalua@on process but once you become very speciﬁc and you're able to
talk to people about how you oﬀer those services in a very extraordinary way. Then you're
going to be successful, again, on the plaOorm.
Marina Barayeva:
I should men@on all the areas I work with? If I talk about photography it's going to be
‘portrait photographer’, ‘fashion photographer’ or ‘wedding photographer’? Or what about
the painter? Like ‘painter’, ‘ar@st’ and etc.?
Gary Kissel:
You don't want to confuse a person about by oﬀering too many skills. If you keep it down to
four or ﬁve main keywords I think that's going to give you the best results as you speak to
other people. Because if you see somebody that does twenty things and they say they do
them well, you have to be skep@cal, right?
Marina Barayeva:
Yeah. Kind of. What if people work with two areas? Like, one of my friends is an English
teacher and she's also a Jewelry designer. Should she put all this informa@on there? What is
your sugges@on to ﬁll her proﬁle?
Gary Kissel:
I think it's very common for people to have two diﬀerent skills or two diﬀerent businesses
opera@ng at the same @me. You can divide those descrip@ons quite easily on LinkedIn and I
encourage you to do so.
Just be sure that you're at you know, addressing at the skills to your proper clients. And most
of all you're trying to build a rela@onship, regardless of what your skills are. Use words that
are encouraging of a conversa@on, something that's on the mind long term.
Marina Barayeva:
But those are seemed kind of diﬀerent ﬁelds like English and Jewelry or I have another
friend, she is a hairstylist and sits with kids. They’re diﬀerent things. How do you suggest to
combine them together in one proﬁle?
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Gary Kissel:
If they’re extremely diﬀerent then you might want to try to decide on which one is the main
or you want to demonstrate on LinkedIn or maybe you want to adver@se the other one a
diﬀerent plaOorm that has you know maybe is more recep@ve to photos or the ability to
adver@se things to a diﬀerent audience.
But if they are similar then I would not hesitate to put them together on LinkedIn.
Marina Barayeva:
Okay, and what are the common mistakes people make while they are using LinkedIn or
ﬁling their proﬁle?
Gary Kissel:
I see very o^en people when they're describing themselves, in the headline, which is the
main line that people see right below your photo…. They talk more about their @tle or their
posi@on rather than what the service is. Now most people are on LinkedIn to ﬁnd either a
solu@on to a problem or to ﬁnd someone that has a service that they're looking for. So,
providing just a generic @tle is not going to be very beneﬁcial for you.
Marina Barayeva:
I’ve heard that LinkedIn has the ProFinder sec@on and you're there too which is kind of
serious to people who ﬁnd professionals? What do you know about it and how to get there?
Gary Kissel:
ProFinder is a very early new service of LinkedIn and it's actually quite interes@ng, because
people spend a lot of @me and energy trying to generate leads and this is a way that if you
ﬁll out some basic standards of LinkedIn with your proﬁle being complete, LinkedIn would
adver@se for you and recommend you to people that are looking for your services.
So, you're also a ProFinder, so I know you had some experience with it, maybe you can share
a li+le bit about your success there.
Marina Barayeva:
Ok. That was actually cool.
When you helped me a li+le bit with my LinkedIn proﬁle, I was wondering that LinkedIn
would send me a message and they invited me to join their ProFinder’s sec@on. The best
thing about it, that you can check there what's your area the exper@se as I am a
photographer, I do portraits, I do fashion, I do hotshots. But I don’t do pets, I don’t do
events or all of these things.
When someone is looking for par@cular photographer for example a hotshot photographer, I
guess they look somewhere in ProFinder and I just get the email with: Okay, in this area they
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need a photographer, they need the headshot for social media, the need digital, prints and
they leave some notes there. So, I think this is a cool thing. I just wonder how well it works
for other professionals too, not just photographers.
Gary Kissel:
Well again it can work for anyone. It takes the @me to build their proﬁle and they're in a
compe@@ve ﬁeld so it gives you… if LinkedIn is endorsing you I don't know what be+er
endorsement you can have. Because LinkedIn itself is promo@ng you. So, I highly encourage
you to try to become a recognized as a ProFinder in LinkedIn.
Marina Barayeva:
We ﬁlled our proﬁle. How can we ﬁnd more clients there? What other opportuni@es can we
get?
Gary Kissel:
Clients are all over the place on LinkedIn like I said there's a half a billion people there but
you just don't want any client, you want clients that ﬁt your descrip@on of an ideal client.
I encourage people to write down ﬁve characteris@cs of the client that they seek. Then write
down maybe ﬁve skills that the individual that has a proﬁle has, in order to service that
client. This way you're becoming more targeted in your search and your communica@on is
going to be a lot more eﬀec@ve.
I was in real estate so I was targe@ng out people that would buy real estate. I was quite
successful because I was very speciﬁc about the way that I wrote my proﬁle.
When I became a coach, I changed my proﬁle and then I a+racted a diﬀerent client. And I
con@nued to consult people like I men@oned with the two people have had just recently this
past week or so. You know a li+le bit of planning will go a long way of making your proﬁle
really stand out and be eﬀec@ve for you.
Marina Barayeva:
How does it aﬀect your proﬁle that you had one the specializa@on and then you change it to
another one? You were in real estate and then you changed it to coaching.
Gary Kissel:
I started by changing my headline. Then I started by changing the descrip@on about my
services. And then I just added my new experience to my old experience.
I was able to change the focus of the proﬁle pre+y easily. You could only have one proﬁle at
LinkedIn so you want to adapt it as you know improve your own skills and abili@es as you
reach out for new and bigger clients.
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Marina Barayeva:
So, you kind of kept some of your previous informa@on and just updated the main sec@ons
like summary and some working skills, right?
Gary Kissel:
Sure. As you learn new things and you want to add them. We were talking before we start
recording about the fact that you became a ProFinder, so that's something that could be
added in as part of your experience on your own proﬁle. It enhances your reputa@on.
Marina Barayeva:
Cool. Do you have any @ps on how to be+er organize the work on LinkedIn? Any tools or
tricks?
Gary Kissel:
I think, you want to become visible. Once you have your proﬁle established then you want to
become more visible. Couple of @ps and sugges@ons are to post between say Sunday night
and Friday morning that seems to be the @me when the most a+en@on is paid.
You also, I think, want to take advantage of a feature of LinkedIn, that's the ability to write
an ar@cle. Once you have wri+en several ar@cles then you become seen as more of an
expert in your ﬁeld.
So, as you men@oned I have some thirty ar@cles and @ps about LinkedIn, so I encourage that
your listeners to go to my LinkedIn proﬁle and look at some of the ar@cles that you’ll ﬁnd a
lot of @ps about ranging everything from ranging from your picture to a pos@ng, to
becoming more of an inﬂuencer and crea@ng more business for yourself.
Marina Barayeva:
But not everyone wants to write ar@cles. What else can we do besides of that? Some
people not really into that.
Gary Kissel:
That’s a good point. But most people make a one-minute video and describe their services.
If you can do that you can add that to your proﬁle.
Or if you can get a tes@monial from a client even in wri+en form or on a video you can post
that. This way you can be seen as being aﬀec@ve with your skills. There's nothing be+er than
a client recommenda@on to help promote your business.
Marina Barayeva:
What else should we share on LinkedIn?
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Gary Kissel:
That it's a very dynamic plaOorm. They recently bought a company that has over four
thousand videos.
You can enhance your own skills by watching some of these videos and then your proﬁle can
reﬂect the fact that you take it these classes on LinkedIn. Some of them are our credit driven
as well.
You can really improve yourself by taking advantage of that but I encourage people to visit
the plaOorm frequently and to like and comment on another people's post. This way, you
can also be seen in the greater, reader you will have a greater ability to be seen just by
simply not crea@ng your own post but liking others.
Marina Barayeva:
How will we be seen? For example, if I create a post, people see my content but if I like
someone's post, what’s the point of this?
Or I ‘liked’, I know, it's interes@ng for me and how other people will know about it?
Gary Kissel:
Because they'll see that you liked. It'll show up on your home page is aﬀected to Marina
liked it this post by so and so and if she commented, your comment will show up as well.
It’s another way just to engaged conversa@on with other people and a+ract a+en@on to
yourself.
Marina Barayeva:
So, even my followers didn't see that post and I commented someone’s post it’s just
appearing on my home feed?
Gary Kissel:
The people that you built up as connec@ons will see your response to the post that you'd like
to comment on.
That brings up another @p. People should just try to have at least 500 followers. In this way,
you're seeing to be a more professional LinkedIn user. People that have less than 500 shows
exactly how many people you've connected to but if you have connected with the least 500,
all the way up to thirty thousand it will show 500+ connec@ons.
You want to reach that level to be seen as more of a serious LinkedIn user to other users.
Marina Barayeva:
So, we need to ﬁnd ﬁve hundred people, connect to them and people think that we are
super professional.
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Gary Kissel:
Yes, as just a subconscious way of being seen as a li+le more signiﬁcant on the plaOorm.
Marina Barayeva:
I see. Awesome.
Now a li+le tricky ques@on to you. LinkedIn seems more popular in North America, but what
about those people who live in other countries?
Let’s say you’re in Ecuador. I’m in China and there are some people in Europe, and we are
not the big corpora@ons. We are just single person professional or a small business owner.
How LinkedIn can help us to market out business there?
Gary Kissel:
Not many people know that LinkedIn is s@ll in the early stages of its growth.
For example, we're now have a half a billion people. That's what, it’s taking fourteen years
from LinkedIn to get to that level. But LinkedIn's long-term mission is to reach some three
billion people on the planet. So, you see it's s@ll able to grow some six @mes beyond what its
current size is.
This is a reason why we should get involved now and begin to use the plaOorm as this
growth con@nues and their businesses can grow along with LinkedIn as its exposure
becomes greater and greater.
Marina Barayeva:
Wow. Everyone should go to LinkedIn. There is a lot of informa@on. If you would put that
into the strategy, what are the three steps our listeners could begin with to start a+rac@ng
more clients with LinkedIn, and which one they can do already today? Maybe not right a^er
they ﬁnish the podcast, but probably in the evening.
Gary Kissel:
The ﬁrst step is to complete your proﬁle, so people can begin doing that right away. You can
take a li+le short period of @me or a week or a month to complete that project. Because if
you'll no@ce some proﬁles are very lengthy and they contain many many diﬀerent
organiza@ons and aspects of their credibility.
In terms of educa@on, for example, I list not only my formal educa@on but also the seminars
that I go to. So, I imagine that you've gone to many many seminars over the years and if you
list all of those that will take you a li+le bit of @me to do so. But it does enhance your
reputa@on that you a+ended so many diﬀerent training classes. That would be the ﬁrst step.
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Then this is the second step is to become more visible. Join some groups and post regularly
maybe two to three @mes a week.
Then lastly incorporate some video or some ar@cles into your proﬁle and more media.
Because more media will help your proﬁle stand out it’s a lot more interes@ng to read, a lot
more dynamic to look at and that can be done over a longer period of @me.
Marina Barayeva:
Amazing. Thank you so much Gary. Now why wouldn’t you tell everybody where they can
ﬁnd one more about you? How they can connect to you and know all of those things you are
working on now?
Gary Kissel:
Sure. I’m happy to. The best place is my LinkedIn proﬁle. It’s GaryKissel K-I-S-S-E-L. I also
have a website www.GarryKissel.com. If you go there, I have an oﬀer for a complimentary
gi^ for you. The value of that gi^ is one hundred forty-seven dollars. I'm not going to tell you
what it is, you have to go there to ﬁnd out. But those are two ways to connect with me.
Marina Barayeva:
Fantas@c. Thank you so much for joining us today and sharing your insights Gary. Wish you
to have a great day.
Gary Kissel:
I've enjoyed it and I wish all of your listeners a great success as a they build themselves their
proﬁles out on LinkedIn.
Marina Barayeva:
Thank you. Bye bye.
Gary Kissel:
Bye bye. Thank you so much.
Marina Barayeva:
That’s all for today on Marke@ng for Crea@ves show. For the show notes and the full
transcript please go to intnetworkplus.com.
And If you ﬁnd that this content brings value to you and you'd like to hear more of it, please
support us by leaving us a review and subscribe to the podcast as well. Thank you so much.
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Announcer:
Thank you so much for joining us today. If you are new to the show be sure to subscribe. And
for more marke@ng @ps go to the IntNetworkPlus.com where you’ll ﬁnd the answers on the
ho+est topics about how to grow your business. You were listening to “Marke@ng for
Crea@ves” show. See you next @me.
Resources from this interview:
• Learn more about Gary Kissel on www.GarryKissel.com
• Follow Gary Kissel on Twi+er and LinkedIn
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