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LinkedIn In a Box 
 

 

Lee: Hi guys Lee Cole here thank you so much for getting this, this is going to be 
amazing information for you, I'd want to introduce my friend Gloria Gunn, Gloria say 
hello to everybody. 
 

 

Gloria: Hi everybody I'm really excited because this is really near and dear to my 
heart so I was really happy that we're having this talk and that you know you said like 
we should just do this because this is great info. 
 

 

Lee: I know you know you kind of blew my mind yesterday when you were talking to 
me about all this, oh let's don't let the cat out of the bag and spoil everything, but you 
know I got so excited when we were talking about so Gloria can we please just let 
everybody else know how to do this because that this is your, Gloria I basically hate 
that term business in a box because usually it's like 98 percent of the time it's not 
there is something else you have to know or some skill you have to bring to the table 
but this actually is oh I mean it's like if you follow the freaking system which is not 
doesn't have many steps you will actually have a business. 
 

 

Gloria: Yes 

 

Lee: That's what blew my mind when we were talking yesterday and thank you so 
much for letting us bring this information to the public so can we start out by you 
telling giving us a little history of you a little bit about your background? 
 

 

Gloria: Yes 

 

Lee: That's what blew my mind when we were talking yesterday and thank you so 
much for letting us bring this information to the public so can we start out by you 
telling giving us a little history of you a little bit about your background? 

 

 

Gloria: Sure so I been kind of in the offline world, Lee you and I have known each 
other since we were five or six years ago when I first started as a newbie in offline 
world. I did a lot of different things trying to find my way and ultimately ended up 
with LinkedIn and so that kind of leads me you know when there was really nobody 
using LinkedIn a lot except for the you know kind of looking for jobs and stuff like 
that, I thought well there's got to be something to this and so I just and I there was 
no training there for people who wanted to be LinkedIn consultants there is training 
for people who wanted to do profiles for people who are looking for jobs that was the 
closest thing that I could get so I took that training which was it was about four 
hundred dollars back then by the way and I kind of retro fitted it and kind of made it 
my own and started offering profiles and started really becoming very good at 
LinkedIn profiles and LinkedIn services which kind of leads us to where I am today, I 
own a software company with Mike Jones he's the other partner and we provide 
basically LinkedIn social automation software as well as other things and that's a little 
bit about me started with LinkedIn and LinkedIn profiles basically. 
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Lee: Gloria let me add a couple of things to that you know you and I have known you 
yeah I mean it's been like six years now and you and I release some LinkedIn how to 
products about a year and a half two years ago and at that time I was trying to use 
LinkedIn for another business and totally failing and this is what led to the whole 
LinkedIn product thing with you and me was I asked her help because I knew you 
knew how to do that and I remember you straightened me out and with them just like 
a few weeks I mean my LinkedIn my whole LinkedIn experience turned from very 
negative to remarkably positive, just to give people an example and I do, I use 
LinkedIn now but I don't do actually anything except just sort of roll with what I got in 
other words I just go there are few minutes a day now and I don't have to really work 
anything over there just works for me but you know when you and I first started 
talking about LinkedIn I had all 120 or some poultry number of connections and I was 
really frustrated because nothing was happening now I have over four and a half 
thousand connections which the way LinkedIn works as obviously you know gives me 
access to hundreds of thousands of people. 
 

 

Gloria: Yes probably millions. 
 

 

Lee: Yeah I mean LinkedIn is tiered so you have people you're connected with people 
they're connected with people those people are connected with you get down three 
levels there I'm connected to millions but on the second level I’m connected to over a 
million people. 

 

 

Gloria: Yeah 
 

 

Lee: That gives me great power because I can reach out and really get in very subs 
of niches, I was actually doing some training about a year ago and showing somebody 
how with my judges with what I have, I could use search and search I think I 
searched used cars San Diego or something like that suddenly I had hundreds of 
people connected to the used car business in San Diego that I could legitimately 
within LinkedIn’s terms of service and everything that I could legitimately reach out 
to. 
 

 

Gloria: Exactly 
 

 

Lee: And that is amazing because that is a very very very tightly focused net. So 
you've taken LinkedIn to the next level I mean you really are a LinkedIn expert by any 
measure and you actually use, so the business that you and Mike run now you 
actually do two things I think, you use LinkedIn in that business but you also are 
training other people to do what you do which is be a LinkedIn consultant in my 
correct? 
 

 

Gloria: Yes we offer coaching, we have people that are basically using LinkedIn to 
generate leads to provide LinkedIn services irony of ironies it's all within LinkedIn so 
yeah a very very successful at it by the way. 
 



3 | P a g e  

 

 

Lee: So that is one thing that I love about LinkedIn it's a closed system. 

 

Gloria: Yes 

 

Lee: In other words you know what when let me sort of unpack what you just said to 
make sure people actually you know totally understand it when you said your training 
people to be LinkedIn consultants basically you're training people to do you've been 
training a lot of people to do exactly what we're talking about here. 
 

 

Gloria: Yes 

 

Lee: We've been charging them a lot more money than we're charging people to look 
at this. 
 

 

Gloria: Yes Exactly. 
 

 

Lee: Thank you so much for letting my guys know about this but you've been training 
people very successfully to do exactly what we're talking about on this little webinar 
here and when you know when you say LinkedIn is a closed system in other words 
people can within the system of LinkedIn in other words you're sending your laptop 
your computer you're looking at LinkedIn okay you don't have to ever leave LinkedIn 
you just do what Gloria tells you to and you two can build a business as a LinkedIn 
Consultant. 
 

 

Gloria: That's exactly right yes 

 

Lee: It's amazing to me no phone calls, no direct mail, no email you know no cold 
email no Network meetings none of that stuff I mean it's just like within that little you 
know little microcosm of LinkedIn you can build a business doing that. 
 

 

Gloria: Yeah so many people that are that are doing it very very successful; LinkedIn 
has its own kind of subculture its own etiquette 
 

 

Lee: Right 

 

Gloria: : And you know I tell the people that I that I coach and train if all you did was 
just market on LinkedIn and you were you know kind of consistent at it you were 
going to get business I mean that's exactly how I got started, I start from Ground 
Zero and I just went after a niche and then I started marketing to that niche sending 
them messages and LinkedIn booking appointments and then from those 
appointments selling them on you know the profile which is kind of that that 
beginning thing that's you're like many sales letter. 
 

 

Lee: : Right well let's talk about that so now let's break this down to where it's good 
because what we've told people is we're giving them a business in a box in other 
words if they will just do what you say they will be able to do this let's break this 
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down you know a business in a box Gloria I'm sorry I have to use that word so much 
cause honestly I hate that word but it is I mean that's the only way to describe this 
because what we're looking at is a few steps that are totally you know they're 
complete they're totally enclosed if you will just do the steps you don't have to bring 
anything but your hard work to the table. 
 

 

Gloria: That’s right. 

 

Lee: So you know really to make any business work to make any business work or 
you got to have something to sell. 
 

 

Gloria: Yes 

 

Lee: Have a market to sell it to you have a way to reach that market, you have to be 
able to do a sales presentation I mean what you got somebody interested in perhaps 
paying you for your thing you've got to be able to do a sales presentation closed sale 
you have to know what to charge and how to get paid then you have to know how to 
fulfill I mean if it's a service you got to know how to do the service if it's a product 
you know how to get them the product. 
 

 

Gloria: Yes that's it. 

 

Lee: And the thing is if you got all those bases covered then that is sort of like its 
own little business ecosystem you have an entire business and what i just described 
and that was what I heard yesterday when we were skyping and you were telling me 
what what what you're you know what you are teaching people and also what your 
sales people in your business we're doing on think you know because I’ve had that 
model in my head for some time thinking oh my god she's got all those bases 
covered. 
 

 

Gloria: We did it yeah yeah truly we do and you're right if you have all those 
elements the only thing you have to bring to the table is your work ethic. 
 

 

Lee: Exactly but no other than that we're good to go so let's talk about this let's start 
at the beginning of that little list i just said ok so in order to have a complete online 
business and when I mean online business transacted through the internet that you 
know we call it offline marketing but generally it happens to the internet in order to 
have a complete business number one you have to have a product to sell so exactly 
what product are we teaching people to sell. 
 

 

Gloria: You know the easiest thing is profile writing services on the reason why it 
literally you know it takes maybe an hour to develop a really decent profile worth I 
was charging it to figure out an hour to profile it and I was charging 395 and this was 
what three years ago something like that basically so I mean really doesn't it doesn't 
take long and you're and you're making really really good money at it and you fulfill it 
very easy that's one thing that really attracted me to it is the barrier to entry was so 
low that anybody could do it I could do it you know i didn't have to worry about a 
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bunch of backlinks and video editing and all those you know that I'm just not really 
proficient at I needed something easy that I could get done get out the door and then 
you know kind of move on to the next and keep making money keep making. 
 

 

Lee: Let's define this for people so because we may have some people who you know 
LinkedIn kind of got its own tribe right so your facebook person you don't necessarily 
understand LinkedIn let's define first of all what is a profile on linkedin. 
 

 

Gloria: So LinkedIn profile is I I kinda call it your mini sales page and what that is is 
when people look you up on LinkedIn they they get a page and that page contains 
certain information about you all right now most people on LinkedIn actually do the 
profile like a resume which is very boring what we teach is that you do your profile 
that contains information about your experience you know what you're offering or you 
know your area of expertise it can have recommendations references if you will it has 
your interests it has how to contact you it has your website you know if you if you 
have a Twitter profile it has that and there as well and so the idea is to that's the 
information that people are looking up whenever they do a search like if someone 
doesn't search they're going to find a search on me or search on you they're going to 
find your profile it's going to tell them about you will have a picture about you or 
should picture of me and that will kind of give people an idea of what it is you do your 
level of expertise that type of thing and so if you write it like a resume then you're not 
going to really attract a lot of people but if you write it almost like a quasi sales letter 
it's a marketing pieces your personal marketing piece then you're going to get people 
attracted to you I i mean i get people pinging me I don't do anything now I get 
people pinging me you know several times a week and I saw your profile and yeah I'd 
like to talk with you about the services you have to offer you know that type of thing 
and it's all from the profile. 
 

 

Lee: So let me make sure people understood what you just said ok because there 
was a ton just right there are number one the profile is so somebody looks of Lee Cole 
ok I and my profile need some work but again because I changed a few things but 
y'all gonna help me out its all good somebody looks up Lee Cole my profile is really 
held there figuring out who I am how there are not judging in a bad way but judging 
if they want to do business with me if they want to spend time with me so I so for 
instance let's take this out of the network marketing arena and excuse me out of the 
internet marketing arena and let because a lot of your clients for profile writing 
service might be salespeople insurance and it's real estate agents any business owner 
so let's say you use somebody meets an insurance guy at a network meeting because 
those guys go to a lot of networking meetings you know that he gives them their his 
business card only they think would you know don't want to get a quote from this guy 
for insurance from my business or something like that for one thing that people do is 
they look up the other person on LinkedIn right? 
 

 

Gloria: Yes yes they will lookup on linkedin 

 

Lee: So so you're saying when they look and when you so so let's give the guy 
named the insurance agent Bob so so once the my looks bobble on the LinkedIn 
instead about listing we're all Bob's worked as an insurance agent and and all his little 
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you know kudos and his you know that the sales things that nobody cares about 
except for bob you're saying that what you need is sort of a sort of a sales approach 
in other words what bob can do for you. 
 

 

Gloria: That's exactly right a story. 

 

Lee: Exactly I remember when you told me that the story and I have the same exact 
experience that you do as a matter of fact when you and I were talking yesterday we 
flipped over to my LinkedIn account which i looked on I'm going to look at a few days 
ago but I looked at it you know like you know and look at that day and I had like 
forty-five new people trying to connect with me i had 12 people messaging me that's 
all really because of my profile. 
 

 

Gloria: Exactly 

 

Lee: : If you do the profile the way you're saying then the whole thing takes care of 
itself so that's number one that's the the product is that profile which is so important 
it's remarkably important because if you screw it up which must be do frankly 
LinkedIn not going to work very efficiently for you on the other hand if you do if your 
if you you know if let's say earth fictitious insurance agent Bob will will have Gloria 
rewrite his profile into a glorious way and suddenly that profile becomes an amazing 
magnet. 
 

 

Gloria: Exactly 

 

Lee: Attract a ton of business to Bob but now at the end of what you said you also 
said that your profile attracts people to you for you to help them with their profiles in 
other words you're not only selling this service you're using your expertise on yourself 
because if it's going to work for Bob to attract insurance business to bob it will work 
for Gloria to attract profile business to Gloria. 
 

 

Gloria: Exactly, Yes 

 

Lee: And folks we're gonna get into how you get the client's don't worry but that was 
just a little taste of what's to come but see that is huge in other words if you do 
things Gloria's way the building this profile business on linkedin pretty much takes 
care of itself it's pretty amazing.  Now you know people might be wondering well 
Gloria are out there of educating all these people to be linked in consultants you know 
you and I and then passes and sold a ton of linked and stuff is the markets saturated 
I mean does everybody just going to step on anybody's toes do we have too many 
links and consultant someone she talked about how big is the need for this still how 
big is the need for this profile rewriting service how interested are people in having 
their profiles rewritten and also are there too many consultants out there is there are 
four are we too late to the party. 
 

 

Gloria: No no there are so many people on LinkedIn it still is growing at a crazy rate 
there's hundreds of millions of people on LinkedIn and what's happening is the more 
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success people find on linkedin the more popular it gets and the more people realize 
that they need to you know the more that people are dialed in understanding that this 
is a very viable marketing tool for them then the more need there is for LinkedIn 
profile writing services I mean there's no there's no shortage of potential clients that 
you can get you can't get to all the clients that there are you know if that's all you and 
I did we would never bump into each other honestly so it's just that it's not a crowded 
space I mean it may look like there are a lot of LinkedIn consultants but there's so 
much business out there it's just insane. 
 

 

Lee: So did y'all hear that she said hundreds of millions, that's the the number of 
people using link down and still because because you know I stayed constantly on 
LinkedIn still and I don't know what percentage of that is but it's a very very high 
percentage of people that really crappy profile. 
 

 

Gloria: Yes 

 

Lee: Frustrated the there where I was when you started straightening me out on 
linkedin they're frustrated and and I here all the time Oh linkedin doesn't work oh you 
know I don't know why people use LinkedIn because you know it's not working for me 
you know it's just basically a glorified business card and all that stuff when in fact it 
does work it's just that it starts with your profile and then people's profiles just 
honestly suck. 
 

 

Gloria: Yes exactly can I share really quickly and I want to and I'll make this available 
you know Mike and I did this webinar and it was probably one of our most popular 
webinars that we did where we went through and we didn't look at the profile and 
then did Mike demonstrated how to you know do some things to get clients literally he 
set a message out and by the time before the webinar was over he got a response 
that he literally got the lead back and I’m going to share that with you guys you can 
see exactly the message that he used you can model that you can see exactly what 
he did but if you know that's that's what happens is that people are hungry for this 
and if you prospect you know and your profile looks looks good you're going to attract 
those people that say you know what is it that you have to offer yeah I want to talk to 
you about. 
 

 

Lee: Absolutely 

 

Gloria: Those are the best type of you know this beats cold calling it beats outbound 
marketing because when they are attracted to you and they come to you you know 
they chose you you know what I'm saying your profile out of all the other profiles on 
LinkedIn they chose you so it's much easier to develop that sales relationships you 
close them a little bit easier. 
 

 

Lee: Well they are eighty percent sold yes the they just need you to just finish the 
sale is that that is the beauty of that attraction marketing lead. 
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Gloria: Exactly 

 

Lee: Let's talk about this in great detail let's unpack this whole thing yes where we're 
going to include that webinar in this and that will be where we are looking at this and 
in my members area the webinar are probably going to be below there? 
 

 

Gloria: Yes 

 

Lee: Yeah along with links to other stuff we mentioned etc but so let's start to break 
this business apart for somebody okay somebody says wow I'm excited Lee I'm 
excited Gloria I want to do this now they got to get clients ok but they did they got to 
get people to talk to about this profile writing service and don't worry guys we got you 
covered on everything uh what would be their first step in in order to reach this huge 
market and start getting clients what would be their first step to do? 
 

 

Gloria: So I'm once you know this is assuming that they've got a good profile and 
their picture and stuff looks good and everything the first thing that you do is you 
could search in LinkedIn for a specific niche and I recommend and that's what i did is 
i did the same niche because it was easier to fulfill I would basically take a profile and 
just kind of redo it so that the time that it took for me to write profiles I wasn't 
starting from scratch each time so you find an a niche a good niche is a somebody 
who would be getting who could get business from LinkedIn so if you think of services 
based industries you think of attorneys you think of accountants you think of 
insurance agents you think of commercial real estate brokers those are some good 
you think of coaches trainers that type of thing the authors probably authors are really 
good you know those are a couple of niches that you can probably go after 
 

 

Lee: Like speakers 

 

Gloria: Yes yes absolutely yeah trainers you know that type of thing and and you can 
do a search right and linkedin and we will show you that in that that accompany 
webinars will show you exactly how to do those searches and then it's a matter of you 
know just reaching out to this people basically I usually would do a little bit of Intel 
just quickly look at their profile and then send them a message in linkedin and the 
message would go something like uh if we were if we were not connected I would 
send a connection request. 
 

 

Lee: Ok 
 

 

Gloria: And then once we got connected then what I would do is I would thank them 
thank you for connecting with me by the way I you know I noticed your message 
could say something like by the way I noticed that there are a lot of people in your 
industry that are using LinkedIn for marketing purposes have you ever considered 
using LinkedIn for marketing and just leave it open-ended and then you send a bunch 
of those out you're going to get people that are going to say huh what do you mean 
how does that work and then you can go ahead and work to I always like to book an 
appointment I always you know teach that you can't you can't collect money through 
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the internet right I need to collect money for the internet but it within LinkedIn 
messaging there's really no mechanism to take payment so the best thing for me to 
do as I always got them what I called offline and i sent an appointment and then 
during that appointment that was my my sales pitch if you would and then on that 
appointment I would close the sale and collect the cash and then you know do their 
profile and then and then get it to them and move on to the next one basically. 
 

 

Lee: Okay look let's put pen right there okay well let me ask you questions and then 
that was incredible did y'all hear how and that really is how Gloria does it. 
 

 

Gloria: It is 

 

Lee: Gloria I’m sitting here you now have two 17 year olds and one of them started in 
e-commerce business and the other one is so very very interested in writing as a 
matter of fact she's got some fiction books I'm sitting here thinking wow I can make 
my daughter until we are going to do those 
 

 

Gloria: Yes 

 

Lee: 17 year old girl almost 18 that could be a profile writer 

 

Gloria: Yes she could 

 

Lee: As a matter of fact I might do that just to see what the heck happens 

 

Gloria: Yeah 

 

Lee: That would be pretty that would be pretty amazing i mean this really is that all 
simple to do so now. 
 

 

Gloria: Yes because you're only when we talk about profile a lot of people there oh 
my gosh you know these profiles are long and this and that they're not that long 
they're only like I think the summary is maxing like 1500 characters or something like 
it. 

 

Lee: Right yeah it can't be that long 

 

Gloria: It's only a couple of paragraphs long and when I did the profiles I only did 
their headline their sub headline their summary and then about two or three of their 
work experience so I would go back five or seventy and that's pretty much it and how 
to contact them and that's for you. 
 

 

Lee: Now Gloria you are going to give these guys a template for those? 

 

Gloria: Yes 
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Lee: Let's hold off on describing exactly what you need we'll get to that in a second 
but guys don't don't worry about right all this stuff down we got you covered with 
downloads and templates and all this, now in terms of reaching market number one 
okay so they're getting a profile template from you and this is a proven temple and I 
mean this thing is just quote unquote bad you know what it actually works 
 

 

Gloria: It’s a recipe 

 

Lee: I have used you see me change my linkedin profile from this to that and the 
other thing according to the different businesses that i use LinkedIn for guess what it 
works every single freaking time that's amazing now so the first thing I think people 
need to do correct me if I'm wrong is use your template and then get their profile 
straighten out? 
 

 

Gloria: Yes yes and that's good practice because once you do that you then you have 
the confidence I've done it now I can go out and do it. 
 

 

Lee: Exactly yeah and then we start with so you think people ought to actually kind of 
pic a niche in other words they and then the reason if i understood you right the 
reason that you do that is because you get good at writing profiles for accountants 
you get good at writing profiles for commercial real estate agents and so why reinvent 
the wheel every now and then they're only like 40 million accounts are linked in the 
first place. 
 

 

Gloria: Exactly 

 

Lee: Never going to run out of accounts. 

 

Gloria: Right 

 

Lee: And also from a sales point of view you can let let's say you've got an 
accountant in des moines in iowa who want you to do that so who wants to talk to 
you about do this and you've done this for an account in San Diego California you 
could be on point to that profile that you did for the account in San Diego California 
inside that thing I’m not going to do your profile like that. 
 

 

Gloria: That's exactly what I did. 

 

Lee: Also kind of substantiate you as not only the profile expert but the account 
profile expert. 
 

 

Gloria: Exactly yes 

 

Lee: : This is like easy peasy you you get a sale or two under your belt the first sales 
aren’t that hard guys I mean I have literally watch Gloria I I've watched glory teach 
people how to do this is amazing, you get a one or two sales under your belt then 
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suddenly it gets easier after that because now you got some to refer to besides your 
own profile but don't worry about you know people kind of get into the you know 
chicken and egg issue sometimes about getting started in other words I can't get 
started because I've never done it before and that kind of thing don't worry about this 
this will all fall into place if you do what Gloria tells you to do but so number one get 
your profile straighten out using Gloria's template number two pick an niche and you 
kids it's kinda like you can't screw that up ok I mean you you literally cannot screw 
that I’m just pick a service-based niche in other words not somebody who's selling 
boats although that might be some I selling luxury boats might be a great might be a 
great one actually but generally you teach people to pick a services based niches 
attorneys, how many attorneys are there in the world ok so you're never going to run 
out of attorneys talented so insurance agents commercial real estate agents and then 
you've got all the trainer speakers coaches authors there there's God knows how 
many of those people so pick an niche and then what you do is you go in LinkedIn 
search and and I think your webinar is going to show the recorded webinar you have 
actually shows Mike doing this right? 
 

 

Gloria: Yes 

 

Lee: So you go on linkedin search so folks don't worry about well I don't like it I don't 
know where LinkedIn searches that's cool look at the other webinar you're going to 
see nuts and bolts there so Mike goes into linkedin search you type in just follow what 
Mike does you type in you know attorneys Atlanta or whatever and you start finding 
people to connect to so now you got two steps number one is not a connection 
request and i know a lot of people are going to wonder about linkedin's terms of 
service can you do this is it going to get my linkedin account shut down so let's dispel 
that fear right now ok so is it is a kosher to do those? 
 

 

Gloria: It's perfectly kosher to do this linkedin you know they do suggestions to you if 
you ever get into LinkedIn that you'll have a bunch of profiles that will pop up and say 
these are people you may know do you want to connect with them so even linkedin 
suggest that you connect with people and you know if you connect with people and 
just you know I always teach in connecting with people that you make it very you're 
not trying to sell something you don't want to be like a rabid dog you're just hey I'm 
connecting I'm expanding my network maybe someday we'll be able to help each 
other out not a big deal. 

 

Lee: It's fundamentally that is why LinkedIn is in there in the first place. 

 

Gloria: Exactly. 

 

Lee: It is for people to legitimately build their networks it's like a virtual network 
meeting. 
 

 

Gloria: That's exactly right yeah. 

 

Lee: So folks for you not to be able to reach out to someone new on linkedin would 
make about as much sense as for you to go to be and I’m meeting and some I slap 
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your hand because you walked up someone shook their hand and said hey hi my 
name's whatever but you're not. 
 

 

Gloria: Exactly. 

 

Lee: It takes the purpose so it's totally kosher to do those do it the way Mike shows 
and then so so the message that you send them can we write that message down and 
include that as a download as a sample message. 
 

 

Gloria: Sure sure 

 

Lee: Awesome so guys you will somewhere below you you will have a link to that will 
make that very clear in the members area for you so once you're connected then you 
messaged them this kind of laid-back innocuous little message what happens when 
people receive that message Gloria tell me the steps psychologically that someone is 
going through? 
 

 

Gloria: Yes so when somebody receives a message like that you know i got messages 
connection messages that that's basically I offer this type of service and that type of 
service let's connect and that usually sends off read that you know just like trigger 
something in your brain is how they're going to try to sell me something there 
pitching me and it's soon to pitch right I mean you kind of have an introduction and 
know a little bit about the person at least on linkedin you do this is a hardcore cold 
calling or anything is different mentalities you have to keep that in mind of your  
environment your Linkedin environment is it's all about people are unlinked into a do 
more business or expand their career base expanded business or expand their career 
or expand their network and so you kind of have to make sure that when you're doing 
that when you're expanding your network and you're connecting with people that 
you're not trying to sell them right away that it's very much a, a nonchalant laid-back 
thing you know hey I’m looking to connect with with like minded people you know 
who knows maybe someday we'll be able to work together I’ll be able to give you 
some type of a referral or you know introduce you to somebody something like that 
and whenever that happens then the person on the receiving end things like oh this 
person doesn't want something from me as a matter of fact that they're looking like 
you know this might be someone that it could be mutually beneficial at some point we 
you know this relationship could benefit both of us and so that's when they're most 
likely to connect with you. 
 

 

Lee: Very cool now here is where your own profile becomes your silence salesperson 
right? 
 

 

Gloria: That's right. 

 

Lee: Because you know when I when people want to connect with me uh a lot of 
times I'll connect with them unless it's some crazy-looking spam account or something 
which happens very very rarely on LinkedIn by the way but you want people want to 
connect with me a lot of times I just flipped over who is this person I mean I'm going 
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to connect with them but I’m curious who is this person. 
 

 

Gloria: Exactly 
 

 

Lee: you know you said so they're the profile becomes your silence salesperson but 
but but you weren't like totally in their face when you sent the message you know and 
we've always see this God knows this like five paragraph messages. 
 

 

Gloria: Exactly 

 

Lee: I mean that that is a hey guys if you're doing that just stop. 

 

Gloria: It doesn't work. 

 

Lee: All it does is just make you look like the total fool, so you you've got your little 
laid-back message the person receiving the message they get a little notification up at 
the top right hand side of their LinkedIn account they get more of those little red 
numbers and then they click on that was trying to you know reach out to me blah 
blah and you know understand people are on linkedin in order to build their networks 
they're there they're not just sitting there doing nothing that's why they are in there 
first place so they look at that one who is that who is Gloria will click on Gloria's profile 
and then they read all about Gloria but see the beauty of what you and in this exactly 
how you taught me does the beauty of what you taught me was my profile can speak 
for me and that keeps this you know that this sort of a passive sales thing where 
where my message is not aggressive ok it said so I don't come off as aggressive or 
self-serving they go to my profile they see exactly who I am and what I do on 
LinkedIn so of my profile were the profile of a profile writer ok what we're teaching 
people to do here then they would go there and say oh ok well Lee rights profiles 
that's very cool but they will you know but but they're not that they're not taken back 
by the way you're approaching them you know when you taught me this and do you 
remember that week when I got so excited about LinkedIn. 
 

 

Gloria: Yes I still remember the skypes back and forth at yeah. 

 

Lee: I mean this was insane I was skyping you like every two hours you know you 
know this happened but you know the answer to make connections I have now 
somebody said this and blah blah blah and I tell you something and to this day I still 
get because I follow what you say religiously is it works and I consistently get people 
telling me wow Lee your approach on linkedin is so different from everybody else 
really appreciate that is so professional. 
 

 

Gloria: It makes a difference it really does its the difference between success and it 
really is. 
 

 

Lee: Oh night and day night day I'm a personal I can personally attest to that cuz I 
was just following all over myself who personally attest to that now so you make 
these connection request to send people this innocuous message you've got your 
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profile string doubt you have focused on a niche just it makes life easier down the 
road and now somebody messages you back and you know hey I'm kind of interested 
in what you're doing blah blah blah you you know there's generally I’m guessing a 
little messaging back and forth but then you want to as you say get them offline get 
them on the phone or or what what do you get them on exactly where do you take 
them how do you talk to them and how do you do a presentation to them about your 
profile writing services and how do you close the sale? 
 

 

Gloria: Yes so normally depending on the type of messaging that went back and 
forth if I kind of felt like I needed to prequalify them a little bit more the first thing 
that I would do is book an appointment so yeah let's talk and see you know see what 
your what you have in mind and how I might be able to help you and try to book an 
appointment like a phone call it quick you know just a quick chat and that chat is 
designed to turn them into a really a warm lead build that relationship further you 
know and also a couple things that I like to do on that call is do a little bit of pre-
qualifying to see what the need is and see you know basically have the means to pay 
for my services right because it doesn't make sense to go through a whole sales 
presentation if they're dead broke they don't have any money to pay for my services. 
 

 

Lee: Let's put a pin right there cause uh I know that people want to know how to do 
that how would you pre-qualify someone? 
 

 

Gloria: So I always teach you know what you want to do is you're looking for I'm 
pain you're looking for motivation and you're looking for budget P M and B if you will 
and so how how bad does it hurt like are you losing do you see where do you think 
you're losing business because of what, do you think that there there's business and 
you could be getting that maybe someone else that has a really good linkedin profile 
that's in your niche your location is getting that business you want to see. 
 

 

Lee: So you're talking to them about the fact that LinkedIn isn't working for them 

 

Gloria: Yes exactly 

 

Lee: And they can work for them. 

 

Gloria: Yes 

 

Lee: And how do you bring up budget I mean what happened how does that work 
because people are kind of weird about talking about money about asking other 
people about money so how do you bring that into the conversation 
 

 

Gloria: Yeah so once we determine that there was pain and that they were motivated 
they're like you I really want to get my linkedin profile working for me I’d like being on 
linkedin and you know having a really good profile then i would say something very 
very um you know just transition you can see normally and our profile writing services 
are about and I charged 395 - 495 and I would say that is their profile writing services 
start at about 395 does that sound like something that that works with you is that 
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something that that's doable for you you know something like that. 
 

 

Lee: You politely do not beat around the bush she just throw the number out there 
and say hey is that going to work. 
 

 

Gloria: Yeah 

 

Lee: So no who shot John no no slickness no neuro linguistic programming or any 
crap like that just hey here's how much it owes and and see if he flinch. 
 

 

Gloria: Yeah exactly that's what I would do and I do that because you know when I 
was doing this really actively I didn't have a lot of time to screw around you know 
what I needed to make money I needed to make money fast and so I needed to 
make a lot of it so i did that's exactly what I did it you know this is what I really can't 
afford it or you know struggling myself you know that you're never going to sell them 
anyway 
 

 

Lee: Frankly those people you don't know god bless him but you don't want to sell 
them. 
 

 

Gloria: Yeah exactly you know and so that you want to and if you pick a really good 
niche like I did a you know I did commercial brokers I did attorneys they pretty much 
do you know they have if they if they don't have three hundred ninety five dollars I 
mean there's a bigger problem than their LinkedIn profile 
 

 

Lee: Yes and if they don't understand the value of it frankly you don't want to be 
working with them too. 
 

 

Gloria: Exactly yeah 

 

Lee: And also from their point of view they're not going to appreciate what you're 
doing if you charge them ninety seven dollars worth its going to be cheap. 
 

 

Gloria: Exactly and they'll probably think like it's the difference you know between 
there's some that's why they have bottom of the barrel resume writers and then I 
executive resume writing services are like nine hundred dollars or something like that 
where you could get something for 90 bucks ninety-seven dollars I it's that type of 
difference you want to position yourself you know in that not a sort of the upper 
upper end but you know mid range where they’re going to get a high quality profile 
and and so I wouldn't beat around the bushes so I would just you know kind of 
suddenly transition to that and say you know what sounds like you could use profile 
that a profile really help you I checked out your profile and check out other people in 
your state niche in their profile is just doing a quick scan and I can tell you people in 
what you do as a CPA they're getting business from LinkedIn I can tell from looking at 
their profiles if they if they weren’t and why were they have a premium account why 
would they have a really nice profile all that stuff if they had no value and LinkedIn 
you know. 
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Lee: Let's open a little parentheses you mentioned premium account which is I think 
about 70 bucks a month does someone have to have a premium account in order to 
be successful being a profile writer? 
 

 

Gloria: No no no 
 

 

Lee: Ok I just want to make I knew that was the answer but I want to make sure 
people actually heard them. 
 

 

Gloria: Yeah 

 

Lee: So now so you charge 395 - 495 and you just tell them what it is and if they 
can't do that fine honestly you don't need to be working with them anyway, when do 
you get paid and how do you get paid? 
 

 

Gloria: Well first so let's just say for example someone says you know yeah that that 
sounds fine what what do we do now or something like that if they have time then I 
would switch over to do a quick demo or I would you know just closed a sale I'd say 
this is what we're going to do I closed a sale and I would collect the money by usually 
I would do it paypal okay go ahead and I’ll just send you a link for the profile writing 
services and and then as soon as they paid or at that time I was set up to take credit 
cards over the phone I would do that is either send them paypal link or take a credit 
card over the phone. 
 

 

Lee: So you could do a bunch of things you you I mean if you're really a little tech 
savvy you could have a website with the with a little page and a Buy button through 
paypal and you can invoice them through paypal? 
 

 

Gloria: Yeah 

 

Lee: So you're just go into paypal and send them an invoice and just you know they 
then you know just say just sent you a link to an invoice I’ll pick that once we get you 
know what once that gets paid well we'll get on it will get on the stick and do this now 
so that's how you get paid let's talk about the actual doing of the service the actual 
fulfillment now we're going to talk about doing this manually but part of what sparked 
our conversation yesterday was you told me a surprise 
 

 

Gloria: Yes yes you know we have a it's a piece of software we call a linkedin profile 
writer and it really came about and as a result of you know our profile writing I mean 
that's kind of where I got the start and so we created or Mike created this really great 
wizard literally writes the profiles for you. 
 

 

Lee: I mean actually works 

 

Gloria: It works it works crazy good 
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Lee: And it works so well that you can't tell the difference between a manually 
created profile and profile using a software now folks you do not have to have the 
software not a software pitch I think the software is amazing and interesting you do 
not have to have that you've got you can download Gloria's profile template. 
 

 

Gloria: Yes 

 

Lee: Got the ability to write a profile manually but as you get into this you might want 
to pick up software because frankly software is going to save you a ton of time so 
really and and you know what we'll we'll have some more information in the members 
area about software you you can go look at them and stuff like that if you want so 
really at this point you've got a sale you got you invoice them you got paid uh if 
anybody has any issues with how to invoice and paypal you've never done that before 
just you know just you just you tube that and they're like 40 million YouTube videos 
about it you stuff like that huh so now you've got a fulfills so you get Gloria's template 
and you're going to get information from your client so I’m guessing Gloria you call 
them up or email them or what to get the information? 
 

 

Gloria: Yes so normally what I would do is I would you know get a link to their 
website to see if there's an about us page. 
 

 

Lee: That's a great tip 

 

Gloria: Yeah yeah and then i would and see if they had a resume or or some type of 
you know write up about them and I would use that and then if I needed more 
information i would ask them specific questions you know the one of the big things is 
what do you want to focus on a specialty who was your client you know who is your 
ideal client because that's where the headline and sub headline and stuff that's kind of 
how you want to gear that uh you know their experience. 
 

 

Lee: So figure out their specialty if they have one for who they want to attract. 

 

Gloria: Yes 

 

Lee: Because that's going to help you focus the profile go to their about page if 
they've got a website which it probably to go to their about page look at their resume 
get that information or that into your template so we're talking about going to 
manually folks ok pour pour that into your template will and voila you have a profile 
right? 
 

 

Gloria: That's exactly right 
 

 

Lee: Yeah guys you do not have to be stemming way in order to write profiles you 
can be a normal everyday person who knows to start a sentence with a capital letter 
put a period at the end. 
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Gloria: Yes because if you think about the profile this is even though its business to 
business networking it's still social media so it's very personal so it's written like you 
know it's never written in third person its always written as if you're here you're 
reaching out and saying you know hi thanks for visiting my profile you're talking about 
me my profile 
 

 

Lee: So the insurance agents is talking about themselves? 

 

Gloria: Yes exactly slow so you're writing almost like how how you would talk and 
basically. 
 

 

Lee: In the count of Des Moines Iowa was saying hi thanks for you know let you 
know looking at my profile I work you know I've been an account for years I mainly 
work with the mid to larger sized business says I'm proficient an audit tax stuff we 
know what whatever right you know that kind of it's kind of like you met a guy at a 
party and you see what do you do for a living or why I going to need an accountant 
you know tell me a little more right at that point where the person tells you a little 
more it getting you that's what the problem is. 
 

 

Gloria: Exactly 

 

Lee: Awesome now once you get the profile written up our how do you get it to 
them? I mean do you just email them the profile and say here it is do you get you get 
the log in to their LinkedIn account put it up yourself tell me the details about how 
that works? 
 

 

Gloria: Yes the template i designed it to be copy and paste and it's it goes just 
exactly how the profile is set up so you do your headline there's a little section for the 
headline sub headline so it's very easy if they wanted to do it i would always give my 
clients a choice and say so what we can do if you want is on this is the easiest for you 
is temporarily change your password and go ahead and give me that password to 
your LinkedIn account I’ll log in and I’ll go ahead and copy and paste and put your 
profile in if you're not comfortable with that then what we can do is I can give you the 
template and then you can just go ahead and do it yourself it's simply copy and paste. 
 

 

Lee: So your template is not only a template but it's set up to match exactly what 
you're putting into LinkedIn it's got a headline section of sub headline sections so 
once you write this down then you copy the headline into the headline of LinkedIn 
and copy the subhead into the subhead of LinkedIn you copy the body into the body 
on linkedin. 
 

 

Gloria: Exactly 

 

Lee: That template is just genius I have seen it and love it now so guys are we would 
love to make this more difficult but we can't we we actually tried just joking but but 
we we can't this really is this easy this is literally again we promised you a business in 
a box this is literally a business in a box now couple more things Gloria thank you so 
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much for your time but a couple more things reasonably speaking I am not talking 
about sales letter high crap pines got reasonably speaking a well-meaning person 
who's going to get in this who's going to do what you tell them to who yes is going to 
stumble a little bit make some mistakes back up a little bit just like a normal human 
being like we all are a reasonable person like my daughter I gave this to my daughter 
and like a couple months how much could you reasonably work your way up to just as 
a linkedin profile writer just doing that one thing not talking about up selling these 
people to anything else not talking about adding anything on just writing profiles give 
me a ballpark or how much of a reasonable person could make per month doing this. 
 

 

Gloria: Yes so if you did this consistently and didn't give up and look for something 
else but you could easily do if you did one to two profiles a day which should be very 
doable very very doable very consistent and you're you're talking you know you figure 
395 times say 395 just once a day so so four hundred dollars a day times five days as 
two grand right and then two grand times for weeks that's eight grand a month that's 
not a bad living. 
 

 

Lee: Ninety six thousand dollars a year. 

 

Gloria: Yeah not a bad living for something that you know you would probably it 
would take you probably all about including the time that your messaging people and 
talking to people and prospecting and stuff you were talking I honestly believe it's 
going to be maybe 20 to 25 hours a week you know assuming you're organized and 
you kind of you know your your focus and say okay every day I'm gonna send X 
number of messages. 
 

 

Lee: 20 to 25 hours a week that's the prospect that that's the whole thing. 
 

 

Gloria: That's everything 

 

Lee: That's the prospecting for business so you need to do a very consistent way and 
again folks you're going to look at the next video you can see Mike actually do this so 
you just do what he's doing. 
 

 

Gloria: Yes yes 

 

Lee: So 20 25 hours a week you're prospecting and then this includes you know the 
sales presentation this includes filling out the template this includes putting on 
linkedin thing 20 25 hours a week you're making ninety six thousand dollars a year, I 
mean realistically you're not going to make that tomorrow okay I'm just gonna take 
you a little bit of time to sort of get the engine going to to understand but not that 
long I mean how I think this is kind of a I'm kind of backing you up into a corner here 
so so you know you can answer this or not but if you took a well-meaning person who 
thought while okay this is cool Lee really wasn't misleading me when he said this is a 
business in a box it actually is take a well-meaning person who who legitimately is 
going to put in the time 20 25 hours a week about how long would it take for them to 
get up to the kind of money you're talking about me a rough figure? 
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Gloria: So when I did it within two weeks I was easy knocking out three 3 week 

 

Lee: Sweet so in in two weeks you were making three a week would be 1,200 bucks 
a week 
 

 

Gloria: Yeah 

 

Lee: So that is already times four you wouldn't believe I used to teach math because 
I can't do multiplication my head forty eight hundred dollars a month and that's not 
shabby 
 

 

Gloria: No 
 

 

Lee: That's right there around your average American family income right there. 

 

Gloria: Yeah exactly 

 

Lee: So sweet so in a couple weeks you're working up to about five thousand dollars 
month and and then it just builds from there? 
 

 

Gloria: Yes yes because you should have a lot of your pipeline you should have 
people that you need to follow up with and stuff like that as well so it was yeah it 
honestly I it came at the right time for me because i really needed it I needed 
something that I could fulfill that was you know I in like SEO and stuff like that SEO is 
changing we have the penguin and the panda and it was driving me crazy to keep up 
with all that. 
 

 

Lee: I went through all that 

 

Gloria: And I'm like constantly drinking out of a fire hose and stuff and trying to keep 
up with it and so this came at the time that I really needed it too and it was like 
something i could really fulfill and give a value you know so it’s fantastic big fan of 
LinkedIn business in a box doing you know building a business off LinkedIn. 
 

 

Lee: I mean it's amazing so Gloria let's sort of recap here and I want people to 
understand that we really did deliver the goods on a business in a box so what we've 
covered I mean again think about what you need in order to have a business like this 
you need a product to sell you need a market to sell it to you in a way to reach that 
market you need to a way to do a sales presentation close sale you need to be able to 
fill the service we have covered every one of those things Gloria has covered in great 
detail and also you've got some ancillary material below here covered in great detail 
exactly that what are you selling a profile writing service how do you reach the market 
through LinkedIn right I mean it's so self-contained uh you know who are you're 
reaching well you pick your niche of choice right attorneys accountants you know 
what whatever you pick your niche of choice you get good at that how do you do the 
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sales presentation closed Gloria covered that part what do you charge 395 - 495 how 
do you get paid send in the paypal invoice how do you fulfill use Gloria's template a 
gut go to their website look at their about page you know look look at their resume if 
they've got it ask him a couple questions fill in the blanks on the template get their 
LinkedIn log in or if they don't want to give you that just send them the template and 
so you do it BAM! 
 

 

Gloria: That’s it 

 

Lee: I mean let's talk about the beauty of this i just described essentially what is a 
hundred-thousand-dollar year business and how long did it take me to say that 45 
seconds we should have timed it a freaking business in a box and you've got 
everything on this page to do that you want details about how to do the messaging 
look at the video below and watch Mike what the template the link is below you want 
how do you message people we got a sample message below don't break it it actually 
does work now Gloria we have delivered on the promise right we're now done but I 
want you to talk a little bit more so guys you do not have to listen to this next part ok 
I’m sure you will if you've gotten this far I want too you don’t have listened this next 
part but I want you to talk just a minute about the software 
 

 

Gloria: Ok yes so LinkedIn profile writer is a it literally is a profile writing software 
and it is designed and when Mike developed it he analyzed and when we put in our 
database about 5,000 the data base for the profile writer 5,000 of the the top 
LinkedIn you know kind of gurus out there different niches that the best of the best 
profiles headlines ok it's in the database and then we have the profiles of about you 
know the top five thousand people and the beauty of this is as you input the 
information it takes the database information in the database plus the information 
that you input it and then it sends it into a really nice profile using those the database 
of of those really 5,000 high-profile very very top quality literally the best of the best 
profiles the beauty of this is that you can actually re-spin the profile with the same 
information so if you wanted to say I tell you what for 395 I'm going to give you a 
choice of 3 profiles and it's literally just hitting the button create you enter the 
information once and then you hit generate profile and then you hit generate profile a 
second time a whole different profile spits out you hit a third time then you can you 
can get another profile so you could do that and say you know what I’ll give you three 
different profiles you can choose from you can pick you know one out of three or I'll 
give you two and depending on you know you for split testing purposes or something 
like that so you can add that much more value. 
 

 

Lee: This isn't saying see when you said software always thinking well that's gold this 
offer is basically an automated template I type in the headline i type in something like 
that the software is so much more than that. 
 

 

Gloria: It is 

 

Lee: It contains the best practices 
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Gloria: That's exactly what it does yeah and we we have a form that you complete 
and you asked questions like you know one of the questions is what are the the three 
biggest things that you deliver you know like this is what I'll be asking the client will I 
deliver commercial insurance i deliver fire insurance and auto insurance well that's the 
type of information you input in and then it spits it out it kind of mixes it with the 
databases information and then it makes it sound really cool you know it makes it 
sound very sexy. 
 

 

Lee: Incredible, Gloria I have this cardinal rule i never tell other people what to do 
even though I'm a salesperson ok I never tell other people what to do in a sale 
situation I just present them with the information they figure out what to do but folks 
after having hearing that after hearing that I think you need to think long and hard 
about the software honestly that's coming is insane. 
 

 

Gloria: Yeah and I'm you know because right now I will give it a coupon for 
everybody right now it's I think it's at ninety seven dollars but and but I'd be happy to 
give a coupon to make it you know like at the entry level price look in addition to the 
software have all the forms in there I have a complete marketing plan in there I’ve 
got about 18 modules of it of training information role plays Information where I role 
play like I take somebody and I'm actually taking them through how to get 
information to put into the profile and then I literally like it's it's everything you 
absolutely need to use the profile writer you know kind of taking it to the next level 
basically . 
 

 

Lee: Right as if the software weren't cool enough this is not just a software this is an 
extra level of incredible linkedin training from a bona fide be linked to an expert so 
this is awesome and so will have the link in the coupon and all that stuff below for you 
Gloria thank you so much I have deeply enjoyed this conversation I'm really excited 
about bringing this to people i think that people who are struggling with you know 
getting a real income with this kind of stuff this is it may not be the only answer is 
certainly not the only answer out there but in terms of ease of doing this is the easiest 
thing that I have ever heard of this is awesome. 
 

 

Gloria: Extremely easy and I tell you what nothing just makes me happier but I'm 
just to kind of give you an example when you know a couple years ago when we 
started out with that that initial linkedin think that you and I were doing someone 
reached out to me and someone from your list and he's like I really love this linkedin 
stuff and and lo and behold two years later he is quote unquote a linkedin expert and 
he has LinkedIn clients and there are so many like that so it you know I mean he's 
not be the only example and so nothing just makes me happy and say wow you've 
been able to transform your business into something that you enjoy and that's viable 
and long-term and stuff like that. 
 

 

Lee: This is really really incredible awesome Gloria thank you so much for your time 
 

 

Gloria: You bet all right talk to you later alright bye bye 

 


