
Headline

A headline is more than a job title. Make sure that you 
include whvalue you offer to your customers in a super 
concise way (stick to 12 words or less). The headline is the 
first thing LinkedIn members see, so it should catch the 
attention and immediately make clear that you are the right 
person to talk to. 

Contact information

Make sure to include your work email address and phone 
number, so that prospects have several means of getting in 
touch with you. Displaying these details also helps establish 
legitimacy for your profile.  

Profile Picture

A professional picture where your face is clearly visible gives 
credibility to your profile. LinkedIn is a social network and 
the last thing people want to do is interact with a logo or an 
all team photo. An authentic picture taken by yourself or one 
of your colleagues is what makes your profile seem 
trustworthy in the eyes of your prospects.

Summary

This is the spot where you put the value proposition of your 
company, or the solution you are selling in the spotlight. 
Focus on the impact a deal could have on the business of 
your prospects by describing results. Remember – 
prospects are most interested in what they can get out of 
your solution. How your solution works is something your 
can explain in a meeting or demo. 

It’s best to write your summary in short paragraphs of a 
couple of sentences each. Long blocks of text are harder to 
digest and more likely to be skipped by your profile visitors. 

In your last sentence you include a call to action. The most 
important one is connecting on LinkedIn, but you can also 
add your email address and phone number.

Activity

Posts that you write, like, share or comment on are displayed 
in the activity section of your profile. It’s important to 
regularly create or engage with posts so that your profile 
appears as an active member of the community.

Experience

When you are looking for a new job this section is all about 
you and your personal achievements. If you use your profile 
for Social Selling, you take the focus off yourself and focus 
on how you help your customers. An eye-catching way to 
display your achievements is in the form of statistics. 

Like in the summary section, work in short paragraphs and 
make use of bullet points to display the goals you reached 
together with your customers. 

Education

List down the degrees and courses you’ve taken. For a 
Social Selling profile there is no need to go too much into 
detail in this section.

Skills and Endorsements

Add skills that you possess related to your solution or the 
industry you are targeting. Use words that catch your 
prospect’s attention and list the most important three as 
“top skills”.

Accomplishments

In this section you should add all your relevant certifications, 
languages that you speak, articles that have been published 
and honors and awards you’ve received. All the items that 
you add here help to establish yourself as a thought leader, 
or expert in the industry.

Recommendations

Ask your colleagues and existing customers to write you a 
recommendation. Endorsements and references are 
definitely something prospects will ask for during the 
decision-making cycle. This section allows you to display 
how valuable you are right from the start of your 
relationship.

Interests

The section on the bottom of your profile displays the 
influencers, companies and groups you have showed 
interest in. Try to think of groups your target audience is part 
of or companies they follow. If prospects see interests that 
you have in common, they will be more likely to pay 
attention to what you have to say.

When you are looking for a new job, your LinkedIn profile is all about you and your capabilities. 
However, when you want to use your profile to reach out to potential customers, you want to display 
something else. With Social Selling it’s important that prospects see the value you and your company 
have to offer for them. This template helps you create a trustworthy LinkedIn profile and will make you 
an efficient Social Seller!
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