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LNP 247  
How to Effectively Use LinkedIn 

Karen Yankovich 

 
 

Pat: 

Welcome to Legal Nurse Podcasts and this is Pat Iyer. You know in 
our interview format that we have on Mondays I like to bring in 
guests who share their expertise about various aspects of being in 
business and how to utilize those skills as a legal nurse consultant. I 
went to the Mid Atlantic Podcast Conference not long ago and met 
Karen Yankovich who is the President of Uplevel Media, which is a 
social media marketing agency that delivers profitable cutting edge 
digital strategies.  

 Karen is an internationally recognized LinkedIn evangelist and social 
media consultant who is an expert at helping businesses use LinkedIn 
and a range of other social spaces in a profitable way. Her latest 
venture is called "Get Seen/Be Heard" and it provides social media 
and do-it-yourself PR training to thousands of members.  

 Karen is a popular trainer and international speaker. Her social media 
advice and expertise can be found in guest contributions to 
organizations and sites such as DailyWorth.com, Huffington Post, 
Social Media Examiner and Career Talk Radio on SiriusXM.  

 Karen, I appreciate that you've had the chance to block a little bit of 
time out of your schedule to talk with us today.  

Karen: Pat, I'm happy to be here. Thanks for having me.  

Pat: What Karen and I discussed in the focus of our conversation today 
was on LinkedIn and how it is used in a social media way, and how it 
is used by independent business owners or people who are building 
businesses looking for how to tap its power.  

 Tell us Karen, why LinkedIn? What does this platform offer that other 
forms of social media do not? 

Karen: I don't even really look at LinkedIn as social media truthfully. I really 
look at LinkedIn as digital networking. What LinkedIn offers that 
other social spaces don’t is a place for you to shine your personal 
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brand. If you are doing any digital marketing in 2018 and beyond and 
even if you're not you're in the digital space, you're opening yourself 
up to people throwing your name in a Google Search and seeing what 
comes up. What LinkedIn does is gives you the opportunity to tell 
people what you want them to know about you when they do that.  

 Just from a simple first step perspective that's what LinkedIn offers 
that other platforms don’t. It offers you the opportunity to really shine 
a strong, expert and confident personal brand.  

Pat: Let's talk about that in relation to the branding, as well as the 
connection with other people. We know that there are millions and 
millions of people on LinkedIn, as well as on other forms of social 
media like Facebook, Instagram and other types of platforms. How do 
you find and connect with the people on LinkedIn who you are 
interested in doing business with or think will help you in a business 
sense? 

Karen: Remember Pat, that the first thing that you need to do is take control 
of your profile. Anything else we talk about is going to be more 
successful if you have first taking the time to create a strong profile. If 
you reach out to somebody and you have a profile that has dust-
bunnies on it and it looks like it hasn't been updated in 10 years, 
they’re not going to be as inclined to want to get to know you as if 
you had taken the time to create a profile that talks about all of your 
accomplishments, achievements, awards and looks very well taken 
care of.  

 The first thing that everyone needs to do is to do that piece of it. That 
only has to get done once and then you can just kind of tweak it and 
update it as life changes. From that point, what you want to do is think 
about the kinds of people who would be valuable to your business 
over the next six months to a year, not necessarily tomorrow. Of 
course, we can do that. If somebody says to you, "I want an interview 
on Thursday and I'm going to be looking at your LinkedIn profile," 
yes, you're going to go scrambling to try to update it and maybe get 
some recommendations. In an ideal world, you want to have enough 
time to kind of think about what kinds of things are coming up in the 
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next few months that you might be participating in and start to 
connect with those people.  

 Think about this from the perspective of "Pat, you and I met at a 
conference." An ideal way to do this is to say, "Okay I'm going to the 
Mid Atlantic Podcast Conference in a month-in-a-half. Let me start to 
connect with all the other speakers who are going to be there. If I 
connect with them now on LinkedIn, I will already have a little 
background knowledge of them when I get there. Maybe we will even 
know a little about each other so when we meet in person it's a little 
bit of a warmer connection." 

 Think about those kinds of things like what do you have coming up in 
the next few months and start to build up your network that way. It 
doesn't have to necessarily be a conference that you're speaking at. I 
do a lot of speaking and this almost never happens for me, so if you 
did this you will stand out from the crowd. Connect with the speakers 
at a conference you're going to in a month or two months.  

 Connect with them ahead of time and say, "I'm really looking forward 
to seeing your talk at the Mid Atlantic Podcast Conference. I'm hoping 
we get a chance to meet and have a chat at some point during the 
day." That will make you stand out from the crowd and it gives you an 
open door to get to meet these people, people that will hopefully be 
influential to your business when you actually go to the conference. It 
gives you the ability to kind of put a little fire under your existing 
networking efforts.  

 Does that make sense?  

Pat: It does actually, and I've got a conference that's coming up in a week 
and also in a month. I'm thinking that those are the things that I should 
be doing right now.  

Karen: Yes, absolutely and it doesn’t always have to just be conferences. It 
could be that maybe you are part of a business organization or maybe 
you are part of a Chamber of Commerce. You can kind of take the 
Chamber of Commerce directory or the business organization 
directory and cherry-pick. Go through it and say, "I really want to get 
to know these 25 attorneys." You're going to connect with them, but 
your connection request in that case isn't going to be, "I want to get to 
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know you because you're an attorney." It's going to be, "I'm a new 
member of the Princeton Regional Chamber of Commerce and I'm 
looking forward to getting to know more about the members."  

 You're taking organizations that you are already a part of, a 
networking, business or industry organizations. You're just using that 
as the impetus to make the connection, but really, you're going to go 
through it and cherry-pick to see who's valuable to you.  

 There are other ways that you can do this. You can quite literally just 
use LinkedIn search parameters. It's the same kind of thing, especially 
if your business is somewhat location based. I know that this doesn't 
apply to your audience, but your audience can apply it to what is 
valuable to them.  

 You can do a search of real estate agents within 50 miles of a zip code 
and then you can connect with them, literally be saying, "I love being 
connected to other local business owners or other local business 
professionals." You want to do something to personalize the 
invitation. You can do it in a way that it's still copy and paste because 
you know everybody in that search result is going to have that same 
parameter.  

 Those are how you start to build out your network once you've got 
that profile done. That's a proactive way of building a network chock-
full of people that could be valuable to your business and how cool is 
that.  

Pat: It's very cool. I'm sure there are some best practices related to 
connecting with people, as an example I received an invitation to 
connect with a guy who's a financial planner. He offered me the 
chance to talk with me about how he can help me with planning for 
my retirement.  

 Now I'm already retired and quite honestly, I don't need any help 
planning for it. I didn't respond to him and then he sent me the same 
message about a week later, but a little bit more aggressively. "I 
haven't heard from you and I offered you this opportunity." I 
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responded to him and said, "Thank you very much, but I don't need 
assistance."  

 He then sent me the message the third time even more aggressively. 
"We've connected. We've been connected for three weeks and you 
haven't taken advantage of my invitation." This time I sent him back a 
message that said, "I've already ready responded to you. Please see 
that I contacted you on September 7th. Please do not ask me this 
again." Now I haven't heard from him for about a week, so I'm hoping 
that's taken care of issue.  

 I'm interested in your take on what you say when you connect with a 
new person and the best practices related to trying to establish a 
relationship with that person.  

Karen: What you just described is definitely the "What Not To Do" scenario. 
Frankly, you were a lot kinder than I would have been. I would have 
just blocked him and reported him. I would not even have responded 
because clearly that's just going out to everyone. It's automated. While 
I'm a fan of automating what you can automate, you have to do it in an 
authentic way.  

 LinkedIn has recently gone through a lot of updates. The user 
interface has completely changed. One of the really good things about 
this update is that now when you go to connect with somebody under 
all circumstances, at least from what I can see, you get the option that 
says "It's always best practice if you customize this. Would you like to 
customize this invitation?" Prior to this you would sometimes hit a 
button to connect and the next thing you know they have already 
gotten the invitation and you didn't get the opportunity to customize it.  

 On certain pages in certain ways when the sun, the moon and the stars 
were connected properly you just never knew when that was going to 
happen. Now in all cases from what I can see that doesn't happen 
anymore. When you click the button that you want to connect to 
someone it gives you the opportunity and a button pops up that says, 
"Would you like to customize this?" I say yes in all cases you should 
do that.  

 Just give them something. It doesn't have to be anything elaborate. 
You don't have to dig through their profile and see that you both went 
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to the same college or you were both connected to the same yoga 
studio or whatever. You can literally say, "We're both local business 
professionals" or something that gives you a credibility to want to 
connect with them.  

 I don't want you to spend hours and hours on this, so that's why I like 
to kind of batch it. If you're in an organization, go through the 
organization. You can then copy and paste that same message to all of 
the connection requests. I personalize the first name, but you can copy 
and paste that to all the people in the organization. That gives you the 
basis for the connection.  

 From that point forward what your connection did was he went 
straight for the sale. As far as I'm concerned the way I do it, the way I 
teach it and the way my clients have the most success is when I make 
it all about my connection requests as long as I can.  

 Let's say you do that 20 times a week, so you send out 20 invitations a 
week and then maybe once or twice a month you can look at your 
connections who have connected back with you. Not everybody 
connects back right away and that's nothing that you should take 
personally. Sometimes it just takes a while for people to go through 
their connection requests.  

 You go through the people who have connected with you, and that's 
when you may want to look at their profile. You may want to just take 
a pop over at their profile and see that you both went to the same 
school, see that you both live in the same town or whatever it is that 
you can offer as a connection request. Maybe it's just that you're really 
interested and intrigued by what they're doing. They wrote a book that 
you read or they wrote a book that you want to read.  

At that point now you want to just write a message that says, "Hey Joe 
thanks so much for connecting with me. I'm really looking forward to 
getting to know you better. It's so cool that you just came out with 
your first book. I'm going to look for it and check it out because I'm 
really interested in the topic of… (The next line here is the most 
important line) I'm always open to collaboration conversations." 

 We all like to collaborate, but we don't like to get sold to. If your 
financial planner friend had said to you, "Hey Pat, I'm always open to 
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collaboration conversations," you might have gotten on the phone 
with him. He might have had an opportunity at that point to tell you 
something about a product that might intrigue you and maybe not or 
maybe at the very least you can say, "You know what Joe I'm really 
good, but I think you may want to meet my friend Susie." 

 If you approach it as a collaboration conversation than jamming your 
products down people's throats, you're much more likely to develop 
actual relationships and that's what I mean about digital networking. 
You wouldn't walk into a networking event, walk around to people 
and stick your hand out and say, "Hi I'm Karen Yankovich and you 
need to buy my LinkedIn products," I wouldn't do that in person and I 
cannot do that on LinkedIn as well.  

Pat: That's a great way of expressing it and it shares the difference between 
forming a relationship and going for the sale as you said.  

Karen: Yes, absolutely.  

Pat: I know that legal nurse consultants are curious about using LinkedIn 
to identify attorneys who are within their specific geographic area and 
do searches for attorneys then extend the invitation to connect. Do you 
have any tips on the wording of that type of invitation under that 
circumstance? 

Karen: I think you want to be careful. I think attorneys are often really 
cautious about LinkedIn. They have some legal parameters about 
things like they can't get recommendations and endorsements. They 
can, but under certain circumstances. I think you want to approach 
that also very cautiously. I think the approach doesn't change all that 
much. I think you need to be cautious.  

 You want your profile to speak for you. You wanted to have taken the 
time to create a profile that establishes you as an expert in that field so 
when you make that connection with the attorneys they're going to be 
interested in getting to know you. You've positioned yourself as a 
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Rock Star, so of course they are going to want to accept a connection 
request and get to know you better.  

 I don't think it changes much. I think what might change maybe is the 
absolute front end and you want to make sure your profile does a lot 
of the speaking for you.  

“We interrupt this show for a word from our sponsor.” Do you remember this 
wording? Before we continue, I will share a resource that directly helps LNCs 
make sense of social media. I wrote a book specifically to address the power of 
social media in helping LNCs attract clients. You’ll use it to discover how to use 
common social media platforms so you can decide where to invest your time.  

Social Media for Legal Professionals is an 
essential book for legal nurse consultants. 

What We Cover 
Chapter 1: Introduction to Social Media 
Chapter 2: Relationship Marketing 
Chapter 3: Facebook 
Chapter 4: Marketing with Twitter 
Chapter 5: LinkedIn 
Chapter 6: Websites and Blogs 
Chapter 7: Branding 
Chapter 8: Video Marketing for Legal 
Professionals 

Get this book at a 25% discount by using the 
coupon code of Listened in the shopping cart. Use this link for 
ordering: http://lnc.tips/socialbook 
 

Pat: Let's talk about the tips for making your profile shine. What would 
you suggest that legal nurse consultants concentrate on? 

Karen: I think that you need to make it clear that kinds of expertise you have. 
I have a general knowledge of what your audience does, so if your 
expertise is accidents, cancer patients or whatever you want to make 
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that really clear. The more specific you can be about what your 
expertise is the more people are going to want to get to know you.  

 Take your financial consultant for an example, Pat. If your financial 
consultant's profile had said, "I am a financial expert who helps 
women over 50 create a retirement that allows them to comfortably 
travel the world" or something like that you're going to be much more 
interested in talking to that person as opposed to, "I'm a financial 
consultant." 

 Think about that. If there is an area of expertise that you specialize in, 
definitely put that on your profile. If there's a geographic area that you 
work in, put that on your profile. You want people to look at your 
profile and say, "I need to speak to her" or "I need to speak to him." 
It’s okay if people look at it and go "Well, that's not really who I'm 
looking for" because no one needs it on your end as well. It doesn't 
mean that you can't help some of those other people because 
sometimes when you develop relationships with people who have 
found you because of your niche and area of expertise they may bring 
you other types of business as well.  

 I think it's important to be clear and specific about your niche. I know 
that may seem that's it's defeating the purpose, but it's actually not. 
The narrower you can be on your niche like your podcast Pat has a 
very narrow niche and that is what helps you become really successful 
with this. Don't be afraid to do that on your profile as well.  

 Make sure that you're extremely confident. You don't want to say, 
"I'm pretty good at this." Lawyers don't have time to figure out if 
you're good at this or not. You have to tell them there is nobody better 
than me. You have to be really confident when you approach that with 
your profile. In your summary you've got 2,000 characters where you 
can go into detail a little bit. You can say, "I'm so passionate about 
getting to the bottom of these situations."  

 I don't really know what you do so it's hard for me to go any further, 
but you can dive a little deeper and maybe go into a little story about 
something you've done. You obviously need to make sure that you can 
legally talk about it, but talk about some of the successes you've had. 
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This is what makes it not a resume; the clearer and the more 
professional you sound while also sounding like you're approachable.  

 You don't need to be third person to sound professional. It doesn't 
have to say, "Pat has worked on 25,000 cases." That doesn't make you 
sound professional. It just makes you sound aloof. What sounds 
professional is that you're using proper English, proper grammar, you 
know how to space things out and you've got spaces between your 
thoughts instead of one big giant rambling paragraph. Make it in first 
person so they feel like you're approachable and can connect with 
them, and that you would be a good person to be on their team. 

Pat: I've also heard advice and I'm interested in your thoughts on this in 
terms of how frequently you look at your profile and update it. You 
made a mention earlier of something that hadn't looked like it had 
been updated in 10 years. Do you recommend any frequency of going 
into your profile and examining it and making changes?  

Karen: It's always good to take a look at what you're doing. You might even 
want to put it on your calendar if you really don't want to stress out 
about it. Once a quarter just read through your profile and see if 
anything has changed. Things do change in our lives and our business 
where we had one focus now and we may have drifted into another 
focus. Maybe we took on a podcast and maybe we're now blogging.  

 Your links and profiles are a dynamic entity. It's not a static entity. 
You can add live posts to it on a regular basis. You can add videos 
and images. If there's any media that is related to you or what you do, 
you can add that. Kind of think of it as a living document and I say 
add to it as often as you can. You for example Pat can add your 
episodes to it. You can LinkedIn long form posts for each of your new 
episodes and then all of your episodes in addition to being able to be 
found on your blog, on iTunes or wherever can also be found on 
LinkedIn. It's just another place for people to be able to access the 
content that you worked so hard at.  

 As far as I'm concerned, it should be a living document. You should 
be updating it regularly, but if you're not, put something on your 
calendar so you look at it once a quarter. Just make sure that when 
you read through it, that it still speaks the way you want to be talked 
about. I do LinkedIn profile reviews all the time. Often when I'm 
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doing training and I've got my LinkedIn profile up I'm like "I need to 
change this" because things just change so quickly in our world.  

Pat: It's a good practice to look at your profiles on other platforms as well 
like on Facebook and Twitter. Just block some time off and go 
through your universe.  

 "Is that website still valid?" 

 "Is that information still valid?" 

 "What do I need to change?" 

Karen: Google yourself. Throw your name in a Google or a Bing search to 
see what comes up and read through it all because other people are. 
Before someone hires you, they're throwing your name in a Google 
search. Do the same thing and make sure that what they're finding is 
what you want them to find, and what you want them to know about 
you. 

Pat: I know that some of the legal nurse consultants who are listening use 
LinkedIn to get more information about an attorney that they are 
wanting to work with or are currently working with. How can the 
legal nurse consultant use LinkedIn to prepare for that meeting? 

Karen: Well if they're using LinkedIn to prepare for that meeting in the first 
place that's awesome and that's amazing because you're going to get 
some information about them. I'm going to share with you guys a 
little-known resource that you can use in conjunction with LinkedIn 
and I think it's like $20 a month, so it's inexpensive.  

 It's called "Crystal Knows". Crystal Knows is a plugin and it basically 
has crawlers that goes out across the Internet and close in information 
that's DISC profiling or personality profiling. It actually pulls that. 
What it will do in connection with the LinkedIn profile, is it will tell 
you how to approach that person. It will say, "Be short, brief and 
professional" or "Go into story." It will literally tell you how 
specifically to reach out to the person you're looking to reach out to or 
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if you're having a meeting with them. It even gives you template 
emails that you can just kind of modify to send out.  

 I can go on-and-on and be chatty and friendly, but some people don't 
want that. If I know that in advance, I'm going to have much more 
success in getting the result I want out of that conversation if I have 
that information ahead of time. Crystal Knows as a plugin to LinkedIn 
is an amazing combination.  

Pat: Can you spell that again for us? 

Karen: It's "Crystal Knows". I love it so much that I've actually reached out to 
the founders of it. It really feels like it was two guys in their basement 
who came up with it, but it's such an amazing tool. It even has a 
plugin for Gmail. If you're emailing someone, it will have a little 
squiggly underneath something if you spelled it wrong with another 
way to phrase something that might resonate with that person even 
more closely. It's pretty cool.  

Pat: Kare,n that reminds me of George Orwell's book 1984 because 
someone's out there collecting information on us based on our social 
media posts and our blog posts coming up with a profile of us. It's a 
little bit creepy.  

Karen: You're right and I still feel that way, but the reality is that other people 
are using it. It's there and it's available. There's still no camera in your 
living room, so the only thing they're going to find out is what you put 
out there. It's there and other people are using it.  

Pat: There is a camera right there on my laptop.  

Karen: That's true and I know there are a lot of people who keep a piece of 
tape over that little camera. That's another conversation for another 
day. I will say this and that's that information is out there. It's 
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available to us and we might as well take advantage of it the way 
everybody else is.  

Pat: That's fascinating, Karen. It's given me something else to think about 
this morning. Is there anything else about using LinkedIn for business 
purposes that you would like to cover this morning? 

Karen: I think that the most important thing is that you are interested in the 
person who you want to connect with. Let them find themselves 
interested in you instead of shoving that down their throats. My goal 
on LinkedIn is ultimately to get people on the phone. I have all this 
social media presence. I love Twitter and I have a lot of followers. I 
love social media, but for my business to get a new client or to grow 
my business I look to LinkedIn and I look to get people on the phone.  

 That age-old business practice has not changed. To get those 
collaboration conversations and to actually get on the phone with 
people, that's where you can grow your business. You may have a 
conversation in October of 2017 that doesn't result into business until 
October of 2018, but the sooner you start having those conversations 
the sooner you have that lead funnel or that sales funnel of people that 
know who you are.  

 Take advantage of that no matter what your business is. Start 
presenting yourself professionally and confidently. Start reaching out 
to people to build your network of people that could be valuable and 
get on the phone with them to see where it goes.  

Pat: Tell our listeners how they can learn more about you and what you 
offer? 

Karen: I'm @KarenYankovich across all social media. I would love for you 
to connect with me on LinkedIn and let me know that you heard me 
on this show. I also have a free mini training course that's called 
www.linkeduprevolution.com. It's a 21-day quick, short actionable 
videos that take you step-by-step through the processes we talked 
about here today with screen share videos with click here, do this and 
do that. It has a Facebook group to support you if you run into a 
problem with creating a headline for example. I would love to invite 
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your listeners to join me in that. It's completely free and it's kind of 
the "What the heck do I do on LinkedIn" course. 

Pat: Where can they access that course again?  

Karen: It's www.linkeduprevolution.com.  

Pat: You have been listening to Karen Yankovich talking with us about 
LinkedIn. Karen, I appreciate you spending time with our guests and 
bringing in these unique insights that you have as part of being deeply 
in the weeds of LinkedIn.  

Karen: My pleasure Pat. It was fun to be here with you.  

Pat: For our listeners, thanks for being here. We will have another show next 
week. Please send in your comments to me. If there are topics that you would like 
me to cover in Legal Nurse Business, you can reach me through 
PatIyer@LegalNurseBusiness.com.  
 
Be sure to get a copy of my book, Social Media for Legal Professionals. Get this 
book at a 25% discount by using the coupon code of Listened in the shopping cart. 
Use this link for ordering: http://lnc.tips/socialbook 
 
I’ve got a phenomenal resource for you just waiting on LegalNurseBusiness.com. 
My online training and books are designed to help LNCs discover ways to 
strengthen their skills and businesses. Check them out at legalnursebusiness.com. 
 
Many of us are lifelong learners who enjoy the chance to keep expanding our 
knowledge. Just like the book of the month clubs, LNCEU.com gives you two 
online trainings every month. We have a yearly payment plan that saves you over 
$50 compared to paying monthly, and each program is hugely discounted. Look at 
the options at LNCEU.com. 
 
The LNCAcademy.com is the coaching program I offer to a select number of 
LNCs. You get my personal attention and mentorship so that you can excel and 
build a strong foundation for your LNC practice. Get all the details at 
LNCAcademy.com. 


