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~ DISCLAIMER ~ 
 

NOTICE: YOU DO NOT HAVE THE RIGHT TO REPRINT OR 
RESELL THIS GUIDE! 
 
YOU ALSO MAY NOT GIVE AWAY, SELL OR SHARE THE 
CONENT HEREIN. 
 
If you obtained this report from anywhere than KR Design, you have a 
pirated copy. Please report this to Info@KristenRDesign.com. 
 
ALL RIGHTS RESERVED. No part of this report may be reproduced or transmitted 
in any form whatsoever, electronic, or mechanical, including photocopying, recording, 
or by any informational storage or retrieval system without express written, dated and 
signed permission from the author. 
 
DISCLAIMER AND/OR LEGAL NOTICES: 
The information presented herein represents the view of the author as of the date of 
publication. Because of the rate with which conditions change, the author reserves the 
right to alter and update their opinion based on the new conditions. 
The report is for informational purposes only. While every attempt has been made to 
verify the information provided in this report, neither the author nor their 
affiliates/partners assume any responsibility for errors, inaccuracies or omissions. Any 
slights of people or organizations are unintentional. If advice concerning legal or related 
matters is needed, the services of a fully qualified professional should be sought. This 
report is not intended for use as a source of legal or accounting advice. You should be 
aware of any laws, which govern business transactions or other business practices in 
your country.  



	  

~ Small LinkedIn Steps to Increase Connections ~ 
 

Tell me if this has happened to you before… 

As you check your e-mail, a LinkedIn invitation pops up. You login to your account to 

view the invitation only to find that the person has no photo and the message is the 

generic: “I’d like to add you to my professional network”. The name looks vaguely 

familiar but you’re not completely sure who this person is. 

This happens more than people care to admit. You don’t want to ignore the person 

completely because you two do have a connection in common but there is no 

information that can convince you otherwise. If you have not gotten your photo on 

LinkedIn yet (maybe you are waiting on that professional head shot) or struggling on 

connecting with others, here are some tips you can do to make it easier on the people 

you’re trying to connect with. 

When connecting with others on LinkedIn, write a personal note 

Please don’t use the generic “I’d like to add you to my network”. People meet people 

every day and if you do not have a photo on LinkedIn, it’s less of a chance that they will 

remember you. In your invitation, recount a piece of the conversation you had with 

him/her or something interesting about yourself that they would remember. 

 

At the end of your personal note, remember to add your first and last name.  This is an 

added bonus for both you and the person you trying to connect with.  

 

In your personal note, be sure to include why you want to connect 

If you and this person are in a LinkedIn group together, explain why would like to 

connect with them (avoid the “I would like to connect with you because were are in 

Group X together”). If you and this person are not in a LinkedIn group together, explain 

what your goal is in meeting this person. Are you hoping this person will introduce you 

to a contact of a company you are trying to business with? Is this a “you have to connect 

with him/her!” from a business associate? Be honest. This helps when setting the 

foundation of the relationship and gives them an idea on how they can help you. 

 

Obviously, it is a great advantage if you have had a previous conversation with the 

person you are trying to connect with. Not only does it help with connecting with the 



	  

person on LinkedIn but it also helps with the name recognition process.   

Name recognition is the first step towards business referrals and their contacts doing 

business with you.  

 

You need to let the relationship develop 

Once you connect with someone on LinkedIn, don’t expect referrals to come in 

overnight. LinkedIn is all about building business relationships. The invitation you send 

to connect to someone is the introduction and plants the seeds to begin a relationship. 

The “Accept Invitation” button gets you in the door. It is up to you to build the 

relationship. This is one of the biggest mistakes people make on LinkedIn that prevent 

them from earning their potential revenue.  

 

Personally, I do not connect with people who don’t have a profile picture on LinkedIn. I 

like the fact that I’m talking to a real person that I can see. However, if there is a 

connection in common, I will send a message to get to know more about you. It takes me 

a couple of messages to decide whether to connect or not. Since I cann0t see you, I have 

to get to know who you are. 

 

Remember that when you connect with someone on LinkedIn, you are giving personal 

access to your Rolodex. This is a privilege to the person who is trying to connect with 

you (and one of the biggest perks of connecting with you on LinkedIn!). Don’t be afraid 

to send a couple of messages to the person who wants to connect with you before 

accepting the invitation.  

 

A professional profile picture can go a long way 

When starting out on LinkedIn, the easiest thing to do is to upload a snapshot taken 

with your cell phone and post it on LinkedIn. If you don’t trust your kids to take the 

photo of you, find a photographer and get a professional head shot. Please don’t hide 

behind a company logo. We want to see you and get to know the real you! That’s what 

social networking is all about! Connecting on LinkedIn is more than just networking, 

you are giving access to your connections and some LinkedIn participants do not take 

this lightly (some connections I have on LinkedIn will not connect with anyone who 

does have a photo on their profile). Adding a profile picture on LinkedIn makes you a 

real person and people like to “see” who they are doing business with. 

 



	  

This is extremely important if you intend to land corporate clients, because your profile 

picture on LinkedIn is a direct reflection on your business and your first impression. 

 

There’s nothing worse on LinkedIn than…  

Your smart phone buzzes that you have an e-mail message from LinkedIn. There is a 

LinkedIn recommendation request in your inbox: “Can you endorse me on LinkedIn?”  

You look at the name of the person who sent the message and you say to yourself (or out 

loud): “Who is that? How do I know this person? Did I buy something from them? Have 

we done business together?” 

That is one of amazing things about LinkedIn. People ask for recommendations from 

people who barely know them. The purpose of a recommendation on LinkedIn is to 

obtain an endorsement from a connection that can present you as worthy of acceptance 

to others (preferably their own LinkedIn connections) to gain referrals and business.  

The first question you have to ask yourself is: Why do I want this recommendation?  

Is the recommendation going to be personal and promote how enthusiastic and friendly 

you are? Or is this recommendation a professional recommendation and describe how 

your product/service can save time and money? There is no right or wrong answer.  

In either case, you want the recommendation to accurately describe you, your 

characteristics, your business, your products and services, and the person’s experience. 

You also want to ensure that the recommendation matches your intent: to portray who 

you are as a person (personal) or sell the benefits of your product/service (professional). 

The best way to ensure that the recommendation matches your intent is to inform the 

person recommending you in the message that you send. Rather than use the generic 

“Can you endorse me on LinkedIn?” write a personalized message with what you would 

like the recommendation to include. Asking questions is a great way to keep the 

recommendation genuine and include your intent.  



	  

~ Twitter Tips That Make a HUGE Difference ~ 

Twitter is my favorite social media network by far. It is fast-paced, short and to the 

point, and interaction with others is second to none. The culture of Twitter is distinctly 

different than Facebook and LinkedIn. Twitter is a great mix of casual and business 

conversation with trending topics and people looking for the latest information.  

 

As a business it is a great place to be! I find Twitter to be one of the easiest social media 

network to establish yourself as an expert. “What makes Twitter so special?” you ask. 

Think about it: millions of people search Twitter for the latest information.  

How powerful would that be if people were searching on Twitter and found you!  

 

Here are a couple of Twitter tips that make a HUGE difference. These small tips tend to 

be overlooked when using Twitter for business. Yet, they are just as important as using 

Twitter itself.  

 

Don’t ignore me! 

Twitter is unforgiving and merciless. One bad move and it takes a while for others to 

forget. This is especially true with @ mentions. If someone mentions you, don’t ignore 

them. Reply to their mention with a compliment, answer their question (if there was a 

question) or a simple thank you, if complimented. Answer the mention in a respectable 

amount of time (i.e. 2 business days at the most).  

 

Nothing irks people more than being ignored. Not only is it bad etiquette, but it can also 

set the precedence for a bad relationship. Ignoring a @ mention is like turning your back 

on someone when they are running down the street, calling your name.  

 

Bottom Line: Reply when someone mentions your Twitter username (@yourname). 

Engage, network, and build lasting relationships. 

 

What Do You Say? 

Say thank you when someone retweets you. You should show appreciation to anyone 

who takes the time to read your content and share it with their followers. Retweeting is 

one of the biggest compliments you can receive on Twitter. Saying “thank you” is a great 

way to reciprocate the Twitter love. 



	  

Bottom Line: Saying “thank you” is much more than showing appreciation. This 

gesture shows personal attention and can create a long-term Twitter follower. 

 

I’m taking a guess on what you mean 

You’re on Twitter and you see this tweet that looks pretty interesting. You click on the 

link and the content is awesome! You just have to retweet this great content to your 

followers! You press the “Retweet” link on Twitter only to find out that your tweet is 

over 140 characters and you have to shorten the message. Ugh! 

 

Not leaving enough space to have others retweet your message is one of the biggest ways 

to get your content misunderstood by potential customers. By not leaving some room for 

the retweet text (RT@yourname: message), the person who wants to rewteet you has to 

improvise to get the message out to their followers. This can cause shortening in parts of 

the tweet that you do not want to be left out or re-worded. Even worse, because it is too 

much work to make it fit into the 140 character requirement, they give up and your 

message does not get the viral effect you hoped for.  

 

Bottom Line: Leave 10-15 characters at the end of your tweet so others can retweet it 

without removing or re-wording your information. 

 

Don’t let these small mistakes keep people from searching for your information on 

Twitter. When people are looking for the latest information you want to ensure that the 

person providing the information is you. These small tips can make a HUGE difference 

in how you get followers, interaction, relationships, and most of all, sales. Who knows? 

Maybe Twitter might be your favorite place to hang out too!  



	  

~ It’s All About Relationships ~ 

 

Social media is not a band-aid for your business. It is not a save-all for your marketing 

efforts. For social media to be most effective, it needs to be integrated with your 

marketing campaigns. Is your Facebook page link listed on your business cards? Do you 

include your Twitter link on your e-mail signature? Incorporate social media in all of 

your marketing and you’ll see better results. 

 

If social media is not a super-hero that has come to save my business, then what is it? 

Social media is a marketing method meant to build relationships. The businesses that 

use social media to interact and engage with their customers are the ones who have the 

most long-term success.  

 

Observe and you will see 

Many businesses fail to listen or observe on the different social media networks. Most 

sign-up with their accounts and jump right in selling their message, without doing their 

research on what approach works best.  If you’re new to social media, take notes and 

watch some leaders in your industry. See what they’re saying, how they respond, and 

most importantly, what social media networks are they on. Take the time to sit back, 

observe, and learn the most effective practices. 

 

Not only will you learn what the most successful are doing but you will also see what 

NOT to do. This will help you avoid the biggest makes that are made with social media.  

 

Not Knowing the Culture 

Each social media network has a different culture. You’ll find that LinkedIn is serious 

about business while Facebook tends to be more social.  Knowing the culture of the 

social media network you are on is essential for success. 

 

Think of it this way: If you were going on vacation to another country, would you just fly 

there, step off the plane, and blend in? Of course not! If you were going on vacation, you 

would do some research. Where are the best restaurants? Is the spa really that great in 

the capital or is the one on the outskirts of the capital better? Do they speak my 

language in that country or am I going to have to learn the native language?  

What currencies does that country accept?  

 



	  

Social media is no different. Think of each social media network as a different country 

and think of the culture that exists in each one. Know the culture of the social media 

network and format your content for that audience and culture. 

You Don’t Have to Yell 

Businesses recognize that social media is great way to reach their customers. Social 

media has opened up a new world of communication between company and consumer. 

What businesses have not realized is how to use this new communication to their 

advantage. Businesses cannot shout out advertisements at their customers and potential 

clients. You have to give information to receive. 

One of my business colleagues makes a great point about networking that can easily 

apply to social media marketing. When you give with open hands, your hands are open 

to receive. If you hold on to what you have, your hand is a closed fist. With a closed fist, 

you cannot give or receive. This applies to social media: you have to give information, 

not advertisements, to receive attention from your customers. 

 

Too many times, companies shout their branding messages on social media networks 

and expect their customers to buy their product or service. Companies need to share 

information and engage with their customers to build a relationship. Building a 

relationship with your clients helps establish trust, and this is key. Customers buy from 

brands they can trust. This leads to brand loyalty and repeat customers. Repeat 

customers are the best customers. Not only are they happy customers, they tend to refer 

others to the product or service that they love using. 

 

Social media is a great tool to reach your customers but use it wisely. Informing your 

customers with relevant, timely information can go a long way to build a long and 

lasting relationship filled with referrals. Shouting at your clients on social media with 

advertisements just turns them away. 



	  

~ Consistency is Key ~ 

 

In social media, there so many keys to success: great content, the timing of your content, 

how much is too much or too little…and so on. The biggest one is consistency. You have 

to be consistent with your posts, tweets, and updates. What good is great information if 

it’s not ready and available? 

 
Too many businesses want to be a social media success overnight. They hear these great 

stories about other brands being prosperous and want to join in. They become 

frustrated with their efforts and compare themselves to other companies that are doing 

well on social media. They give up easily and stop posting. Social media takes time and 

patience but most of all you have to be consistent. Don’t give up; you’ll get there. 

 
Don’t be hard to follow 

If you do not post consistently on social media, your audience doesn’t know when 

information will be available and when it’s not there. If you don’t feed your audience 

when it wants information, they’ll leave hungry, and go elsewhere for the information 

that they’re seeking. Be consistent to maintain and grow your following. 

 

Streams of activity 

 If you’re not consistent when you post on social media, you tend to create random 

bursts of activity on social media applications such as TweetDeck and HootSuite. 

There’s nothing worse than monitoring your social media and a blast of tweets/updates 

springs up, blocking other people and information. 

 

Make a calendar 

Schedule in the times that you want to update on the social media networks and fill in 

the calendar with what you posted at that time. Also, sign-up for apps like HootSuite to 

schedule your posts in advance as not to miss social media updates. 



	  

~ To Schedule or Not To Schedule ~ 

I read a great post from someone I follow on Twitter about scheduling tweets on 

Twitter. There was a great point made: “…personally feel that it goes against the spirit 

of Twitter and the real-time human interaction we seek there.” 

I agree. However, for those of us who are constantly on the go and do not have the time 

to be at our computers for more than twenty minutes a sitting period, what should we 

do? Should we not tweet or post updates because they are not in real-time? Not at all! I 

do believe there are two solutions to this issue: find mobile applications and schedule 

with interaction. 

 
My Blackberry is my best tool for efficiency. I can answer e-mails, texts, and can be 

reached in almost every medium. The best part is the social media applications. 

Granted, it is not up to par with the iPhone but there are some good applications for it 

(The LinkedIn application is my favorite). While I’m waiting for a client or have a couple 

of minutes before a meeting, I catch up with my followers, fans, and connections. I get to 

comment on updates and reply to tweets in real-time and be genuine. I can still be in the 

loop thanks to my Blackberry and the applications that are available. 

Honestly, I schedule my tweets on Twitter and my updates on LinkedIn and Facebook. 

I’m in and out of meetings all day or supervising my company. I wish I had the time to 

sit for a couple of hours to interact with followers, connections, and fans. I accomplish 

my interaction with scheduled time throughout the day. I spend an hour in the morning 

and one hour before the workday ends, replying to messages and replies. I may not 

respond in real-time but in enough time to be relevant. 

The key to social media is being social and as authentic as possible. Scheduling social 

media updates is not wrong. The secret to scheduling messages is to make the time to be 

social. You should not use social media as a robotic marketing messaging service (i.e. 

scheduling your messages and only looking at your account to schedule more messages). 

Scheduling social media updates are acceptable but should not be a replacement for 

interaction and engagement. 



	  

~ Insider Advantage on How To Use Social Media ~ 

Business owners think that there is some deep dark secret to uncover the mystery of 

social media success. Using social media for your business is actually intuitive (sorry, 

there is no social media fairy!).  The tasks a business owner performs on a daily, weekly, 

or even monthly basis can be transferred online via social media and yes, it does help 

grow your business. Here are 10 creative, different ways to use social media. 

1. Industry News 

This is one of my favorite uses for social media. Webinars, articles, and blog posts on 

your industry are on social media every day! Social media can make it easy for you to 

keep up on the latest industry news.  

 

2. Finding Content Ideas  

Social media is a great way to get content ideas for blogs, videos, and other social media 

updates. There is A LOT of the information available on social media. Chances are if 

there is a post/video on the topic, then there is a need for more knowledge on that topic. 

 

3. Mentors 

Thanks to social media, I have found quite a few mentors online. Learning from a 

mentor is one of the keys to success for your business. It can also help generate new 

marketing ideas to try for your business.  

 

4. Competitors 

Social media also makes it easy to keep track of what your competitors are doing. You 

should have some type of idea of your competitors’ activity on social media.  

 

5. Customer Service 

Companies of all sizes use social media for customer service issues. Not only can you 

reach an unhappy customer quickly to stop the spread of negative influence but you can 

also reward happy, loyal clients as well! 

 

6. Connecting 

Thank you social media for making it easier to connect with our clients! We know more 

about our clients on a personal level and can celebrate the happy events that occur in 

their lives. 



	  

7.  Keeping In Touch 

When our clients move away, they can still be our clients or send referrals. Social media 

makes it easier to keep in touch with our clients. They may seem miles away but in 

“social media time” it’s only minutes! 

 

8. Education/Learning 

If you are active online, you will find many things that will educate you about your 

business and your field. In fact, that’s how I found several blog challenges! I clicked the 

link on Twitter, signed up, and have learned many techniques on blogging. 

 

9. Q&A Sessions  

Being in marketing, I receive many questions from business owners. Social media is a 

great avenue to answer questions. Many times, my customers ask these questions on 

Facebook and I post the answer right back on my Facebook page. This allows my other 

customers to see the response and others who might have had the same question. Think 

about your customers: do you get questions regarding your products and services?  

This method can build your online presence and brand awareness at the same time! 

 

10. Communication 

Social Media makes it convenient to communicate with clients, not just local clients but 

clients around the globe. You might find that many of your clients will respond via social 

media faster than a text message or voicemail! 

 

~ Conclusion ~ 

And there you have it! A great comprehensive social media guide where the small things 

do matter! I find with social media, that the small things do matter and make a big 

difference. The small details that no one seems to care about are key and can lead to big 

success. I hope you enjoyed KR Design’s Small Social Media Steps for Big Success! 

Feedback is always appreciated. If you would like to let us know your thoughts about 

this social media guide, please click here.  

http://www.surveymonkey.com/s/P9DR98B


	  

~ About Kristen Robinson ~ 
 

 
Kristen Robinson founded KR Design in 2010 and what a 
journey it has been! Starting out as a marketing consultant, 
her customers quickly dictated their greatest challenge: 
social media. Kristen has guided 30+ business owners 
through the treacherous waters of social media, affirming 
that social media can be effective and efficient for today’s 
companies. 
 
Kristen’s background includes working with a range of 
companies including ESPN X Games, House of Blues, and 
women’s professional football teams. Her experience gives 
her a unique perspective on social media. 
 

 
Her accomplishments include being a 2-time Hall of Famer in 2011 in track and field for both 
her college and the city of Mesa, Arizona. Kristen was also awarded the National Association 
of Professional Women (NAPW) Executive Woman of the Year in 2012.  
 
Kristen has a Bachelor of Arts in Economics for Business and Management. Her certifications 
include Graphic Design, Web Design, Search Engine Marketing, and Mobile Marketing. 
 
 
Areas of Expertise 
 

  Implementing Social Media Marketing for Businesses 
  Creative Marketing Techniques  
  Increasing Efficiency By Using Web-Based Business Applications 
  Website Design and Graphic Design 
  Networking/Word-of-Mouth Marketing That Make A Difference 
	  



~ Special Offer! ~ 
 

Social Media Strategy Session: $125.00 Just $100! 
 
During this one hour session, you get to pick Kristen’s brain about how you can stay ahead of 
your competition and gain more confidence with your social media presence.  
 
Here’s the thing... I’m not going to play nice. This is the real deal of digging in and giving you 
exactly what you need to get on the fast track of social media success. 
 
 Here’s what you need to know about the Social Media Strategy Sessions: 
• You will need to do some work beforehand.  
• You will have my undivided attention during this time. 
• These sessions last one hour and are online. 
 
With these sessions, you’ll get: 
• Kristen’s next steps and recommendations for your  
   business 
• Recording of what we discussed during our session 
• A follow-up from Kristen one week after the session  
• Mental relief of knowing what to do next with your  
   social media marketing 
 
Join me for an hour to address any social media questions you may have. These sessions are for 
those who want increased sales in their business, higher quality customers, and new marketing 
strategies for their business. 
 
 

 Schedule your Smoothie with Kristen Session  
by clicking here 

Hurry! Offer expires on 9/30/2013 
 

https://www.paypal.com/cgi-bin/webscr?cmd=_s-xclick&hosted_button_id=TX9YSKXJKZ8V6



