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Hands-on 
practical 
learning

2026 – ABOUT US

Classes updated 
every quarter!

The Direct Marketing Association of 
Northern California was formed to educate 
and provide networking opportunities for 
marketing professionals in the San 
Francisco Bay Area and beyond.

We have evolved to offer best-in-class live 
online education worldwide through our 
courses and certification program, taught 
by world-renowned instructors. More than 
2,000 marketing professionals registered 
for workshops in 2025 and took advantage 
of over 40 workshop topics.

All courses are updated every quarter to 
reflect the latest marketing techniques.

All classes are 
online and most 
are available as 
pre-recorded 

classes

24
NEW AI
Classes

2,000
Students

45
Different 
classes

© Copyright 2026 – The Direct Marketing Association of Northern California. All rights reserved. dmanc.org
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2026 DIGITAL MARKETING WORKSHOPS AT DMAnc.org
AI FOR DIGITAL MARKETING
 Human-First AI Editing for Marketers Bootcamp

 AI Claude Bootcamp for Marketers

 How to AI-Generate Marketing Images with 
ChatGPT and Nano Banana Bootcamp

 AI for Creative & Critical Thinking in Content and 
Campaign Development Bootcamp

 Video Production and Scriptwriting Using AI: 
A Masterclass

 AI Essentials for Social Media Bootcamp: Planning, 
Content & Analytics

 Using ChatGPT for Website Optimization

 AI Image and Video Creation for Marketers 
Bootcamp

 Leveraging AI for Your Digital Marketing: 
A Comprehensive Masterclass

 AI in Copywriting Masterclass – 2026

 Marketing Campaign Brainstorming with ChatGPT 
Masterclass

 ChatGPT Bootcamp for Content Marketing 
Professionals

 ChatGPT for Digital Marketers Bootcamp

 Advanced ChatGPT Prompt Writing for Marketers

 How to Build a Custom Brand GPT Bootcamp

© Copyright 2026 – The Direct Marketing 
Association of Northern California. All rights 
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 AI-Powered Blog & Social Posts Bootcamp

 Leadership Bootcamp for AI-Powered Marketing 
Teams

 AI Content Marketing Masterclass 2026

 AI Copilot Bootcamp for Marketers

 Gemini for Digital Marketers

 Advanced ChatGPT for Marketers Masterclass

ORGANIC & PAID SOCIAL MEDIA
 Social Media Marketing Trends-2026

 Facebook & Instagram (Meta) Advertising 
Fundamentals

 Advanced Facebook & Instagram (Meta) 
Advertising Masterclass

 Social Media Marketing 2026 Bootcamp

 Video Production for Social Media Masterclass

 LinkedIn Advertising Masterclass

 B2B Social Playbook: Tactics, Trends & Tools for 
2026 and Beyond

SEARCH ENGINE MARKETING & 
DIGITAL ANALYTICS
 Marketing KPI Reporting with Looker Studio

 Google Analytics 4 for Digital and AI-Driven 
Marketing

 Google Ads Masterclass 2026: RSA, pMax, 
AI and More

 AI SEO & WordPress Content "Live" Repair Shop 
(Content)

 AI SEO & WordPress Content "Live" Repair Shop 
(Technical)

 SEO in the Era of AI Answer Engines – A Roadmap 
for AEO, GEO, and AEM Strategies

 Social Media Audit Bootcamp for 2026

EMAIL MARKETING
 AI-Powered Email Marketing Bootcamp

 Email Marketing Masterclass: Creative, Data-Driven 
& AI-Powered – 2026

CONTENT MARKETING
 Storytelling in Branding and Content Marketing 

Masterclass

 Digital and Advertising Copywriting Masterclass

 Content Marketing Masterclass

 YouTube Channel Strategy and Production 
Masterclass

B2B MARKETING
 Account-Based Marketing Masterclass

 B2B Go-to-Market Strategy Masterclass

 New Age of B2B Marketing Using AI and Agentic 
Workflows in Revenue Orchestration
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DMAnc Certifications
Certified Social Media Marketer (CSMM)
• Earn a Certified Social Media Marketer (CSMM) 

certificate.
• See dmanc.org/dmanc-certified-social-media-marketer-

csmm-requirements/

Certified AI Digital Marketer (CAIDM
• Earn a Certified AI Digital Marketer (CAIDM) certificate.
• See dmanc.org/certified-ai-digital-marketer-cdm-

requirements/

Certified Digital Marketer (CDM)
• Earn a Certified Digital Marketer (CDM) certificate.
• See dmanc.org/certified-digital-marketer-cdm-

requirements/

Note:
• Complete any eight of the course modules within two years.
• Take classes live online or recorded, or a hybrid of both.  
• You decide the courses you want to take. 

https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/dmanc-certified-social-media-marketer-csmm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-ai-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/
https://dmanc.org/certified-digital-marketer-cdm-requirements/


5 of 82

Andreas Ramos
 Director of the Digital Agency at Acxiom.
 Former Head of Global SEO at Cisco.
 Professor in digital marketing at CSTU.
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Agenda

Today’s presentation:

Here is the full presentation for LPO.

• Send your questions to andreas.ramos@cstu.edu

• About me: see andreas.com

• Connect to me at LinkedIn: linkedin.com/in/andreasramos/

mailto:andreas.ramos@cstu.edu
https://www.andreas.com/
https://www.linkedin.com/in/andreasramos/
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Agenda

How to use LinkedIn to find a job or a better job.

 LinkedIn’s score system.

 Use LPO to improve your score.

 Your profile.

 Your connections.

 Your activity.

Note: If you’re using LinkedIn to improve your 
company’s presence in LinkedIn (i.e., not looking for a 
job, see my course LPO for Corporate.



CERTIFICATION WORKSHOP
Why Improve Your 
LinkedIn Profile
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Your LinkedIn profile has a score:
 Your credit score decides how 

much credit you get…
 Your LinkedIn score decides how 

your profile shows up in a search.

You can improve your LinkedIn 
score:
 With a higher score, you show up 

when recruiters, managers, and 
companies look for people.
 You can also help your friends, 

family, and college graduates who 
are looking for jobs.

Note: David used LPO to improve 
his profile and within a week, got 
the best job of his life.

Why Improve Your Profile in LinkedIn

Mastering LinkedIn
by Monte Clark and 
Andreas Ramos
August 2019.

https://www.amazon.com/dp/B07VSLKSX1/


CERTIFICATION WORKSHOP Before We Start… 
What’s Your LinkedIn Score?

© Copyright 2025 – The Direct Marketing Association of Northern California. All rights reserved. DMAnc.org
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Find Your LinkedIn Score
Find your LinkedIn Social Selling 
Index (SSI) score.
1. Go linkedin.com/sales/ssi
2. Make a screenshot and save it.
3. Use my LPO slides to improve 

your LinkedIn account.
4. Every few days, as you make 

changes, check again to see 
how your score improves.

The number that matters
 The Industry SSI Rank shows 

your rank in your industry.

 This fellow is in the top 14% 
(86% are below him). 

 The higher (5-10%), the better.

https://www.linkedin.com/sales/ssi
https://www.linkedin.com/sales/ssi
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Four items:

 Your professional brand: A complete 
LinkedIn profile. 25 points.

 Connections: The quality of your connections 
and your acceptance rate. 25 points.

 Engagement: Posts, articles, endorsements, 
and similar. Shares, likes, comments, and 
reshares. Messages sent, the response rate.  
Groups joined and your engagement within 
groups. 25 points.

 Build relationships: People searches for 
people, views of your profile, and activity. 25 
points.

Add these to get the SSI score. For example, 
17.499 + 9.088 + 11 + 25 = 63 points.

Tip: Look at areas with weak scores. Click the (?) 
mark for an explanation. Improve those.

Note: SSI scores are updated daily.

Note: No SSI score for companies. If a group of 
employees have Sales Navigator Team Account, 
they also have a team average score.

How Your SSI Score Is Calculated



CERTIFICATION WORKSHOP

Your Profile in LinkedIn
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The banner affects how 
people view your profile.
• Show what you do.

• Add a heading that states 
what you do for others.

• Personal banners are 1584 
x 396 pixels with a 4:1 
aspect ratio and max 8MB 
in JPG or PNG (better).

• Company page banners 
are 1128 x 191 pixels.

Your Banner
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Use a Professional Profile Photo
People look at your photo to 
see if you match their corporate 
culture (a bank, a startup, surf 
shop, etc.)

 Find a professional portrait 
photographer.

 Tell them that you need 
professional portrait photos.

 This may cost $150-300.

 Ask the photographer what 
you should wear. Bring 
several outfits.

 Turn your shoulders slightly. 
Smile.

Tip: No blurry snapshots, drinks 
in your hand, or sunglasses.
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Paste your selfie photo in your AI and ask:

The Prompt for Your AI: Make a professional, high-
resolution, profile photo for a professional head shot for 
a manager job at an insurance company. Maintain the 
exact facial structure, identity, and key features of the 
person in the input image. The subject is framed from the 
chest up, with ample headroom and negative space above 
their head, ensuring the top of their head is not cropped. 
The person looks directly at the camera, and the subject's 
body is also directly facing the camera. They are styled for 
a professional photo studio shoot, wearing a smart casual 
blazer. The background is a solid '#141414' neutral studio. 
Shot from a high angle with bright and airy soft, diffused 
studio lighting, gently illuminating the face and creating a 
subtle catchlight in the eyes, conveying a sense of clarity. 
Captured on an 85mm f/1.8 lens with a shallow depth of 
field, exquisite focus on the eyes, and beautiful, soft 
bokeh. Observe crisp detail on the fabric texture of the 
blazer, individual strands of hair, and natural, realistic skin 
texture. The atmosphere exudes confidence, 
professionalism, and approachability. Clean and bright 
cinematic color grading with subtle warmth and balanced 
tones, ensuring a polished and contemporary feel.

Tip: Tell the AI the job role : banking, insurance…

Tip: Try different AI: Claude, Gemini, ChatGPT.

Use Your Selfies and AI to Make Your Head Shot Photo



17 of 82

A LinkedIn profile looks like 
LinkedIn.com/in/4631549815545

Add your name to your LinkedIn URL,  
such as 
LinkedIn.com/in/KarenDigitalMarketing. 
This is easier to recognize and type.

To add your name to your URL:
1. Click the Me icon at the top of your 

LinkedIn homepage.
2. Click View Profile.
3. On your profile page, click Edit Public 

Profile & URL on the right.
4. Under Edit URL at the right, click the 

Edit icon next to your public profile 
URL.

Edit Your Profile URL
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You live in Atlanta, but there’s a job in Denver. 

Change your location to that city!

To change your city:
1. Go Click the Me icon at the top of your 

LinkedIn homepage.
2. Click View Profile.
3. On your profile page, click Contact Info. 
4. Click the Pencil to edit and scroll down to 

Address. 
5. Change your address to a real street address 

in residential area near that office (for 
example, 914 E. 16th Ave., Denver, Colorado).

Didn’t get the job? Change it back.

Change Your Location
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 Tell people what you do 
for them, your skill, and 
the location.

 Up to 220 characters.

Examples:
 Big data solutions for 

banks in Atlanta.

 Java development for 
blockchain startups in 
Seattle.

 We get your brand in 
Forbes and Bloomberg to 
build credibility in the US.

Tip: Copy five to ten 
headlines and ask AI to 
write your headline.

The Headline Section
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Add an “Open to” banner to show 
you’re actively looking.
Of one billion profiles, only ~22 million 
are actively looking. LinkedIn uses “Open 
to” to know who is likely to respond.
1. Click the pencil and click Add 

Services.
2. Options include Hiring (you want to 

hire), Finding a job (looking for a job), 
and Volunteering.

3. An #OpenToWork (or similar) badge 
is added to your photo.

When people search, you stand out.

Note: Every few months, LinkedIn asks 
you if you’re still looking. This lets 
LinkedIn see who is active.
Note: Due to this, I’ve spoken at events 
in Shanghai, Karachi, and Saudi Arabia.

“Open To” to Your Profile
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The About Section

The About summary goes under your 
headline:

 Show you love what you do.

 Use three key words, three successes, 
and three accomplishments.

 End with “Call me now!” and your 
contact information.

The Prompt: I want to post a summary 
of my social selling services for sales 
professionals. Rewrite this summary in 
250 words. Use a concise and engaging 
style with a warm, approachable tone to 
show me as a helpful expert. Highlight 
the value and benefits of my services. 
Use bullet points so it’s easy to read. 
End with a clear call-to-action to 
encourage people to contact me. 

Tip: Add your full contact information
so people know where you are.

Enhance Your Social Selling Strategy
As a social selling consultant, I offer strategies to help you 
adapt and thrive in this new environment.

Key Services:

1. Your LinkedIn Profile: Transform your profile into a 
valuable resource to position you as an expert in your field.

2. Strategic Network Expansion: Learn how to get targeted 
introductions from your existing clients.

3. Content Strategy for Engagement: Use a content 
strategy which leads to conversations.

Benefits of Our Collaboration:

With an enhanced LinkedIn presence, you’ll get better leads. 

Ready to elevate your social selling? These strategies can be 
tailored to your needs and goals. Schedule a consultation: 
CallWithJennifer.com.

Jennifer Williams
email jennifer@jenniferwilliams.com
jenniferwilliams.com
Tel. +1.555.123.4567
San Francisco, California US
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See My About Section as an Example

Here is my About page in LinkedIn.

Use my page as a template for your 
About page.

• Show what you do.

• End with a call-to-action (Contact 
Me, Call me”.

• Add your website, email, phone, 
and city.

Tip: Recruiters who don’t pay for 
LinkedIn will not be able to contact 
me. By adding these in the About 
page, any company or recruiter can 
contact me.

Copy my LinkedIn page at 
linkedin.com/in/andreasramos and 
use it to create your page.

https://www.linkedin.com/in/andreasramos
https://www.linkedin.com/in/andreasramos
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The Prompt: Act as the 
senior hiring manager at 
a bank. I’m applying for a 
job as Project Manager. 
The audience is bank 
presidents. Rewrite my 
summary in a concise 
professional style with a 
relatable and authentic 
message. Highlight my 
abilities. Persuade them 
to contact me: [Insert 
your original About 
summary].

Note: AI often makes 
mistakes. Always review 
carefully!

Use AI to Improve Your About Summary
Original Summary

Experienced Program and Project 
Manager comfortable with 
growth and change. Enjoy 
improving processes, providing 
meaningful metrics and 
eliminating frustration. 
Specialties: Building 
organizations, methodologies 
and processes. Broad knowledge 
of application areas including 
Finance, Budgeting, Forecasting, 
Contract Management, Funds 
Management

Rewritten by AI

 As an experienced Program and Project 
Manager, I have a proven track record in driving 
growth and managing change effectively. 

 My expertise in building organizations, 
developing methodologies, and streamlining 
processes allows me to improve efficiency and 
deliver meaningful metrics. My broad 
knowledge of various application areas, 
including finance, budgeting, forecasting, 
contract management, and funds management 
makes me an ideal candidate to help your bank 
navigate the ever-changing landscape. 

 I am confident in my ability to eliminate 
frustration and bring positive results.

 I would welcome the opportunity to discuss 
how my skills and experience can benefit your 
bank. Please do not hesitate to contact me.
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Add up to 40+ languages, 
such as Arabic, English, 
German, French, 
Spanish, and Chinese.
A German will see your 
profile in German.

Tip: Use AI to translate, 
but always ask someone 
to review the translation!

Your Profile in 40+ Languages



25 of 82

The Experience SectionThe Experience Section

Use Experience to show how you move up in 
your career.

 Show a continuous path in expertise, 
responsibility, experience, and skills.

 Use full proper names, such as Ford Motor 
Company.

Tip: You can rearrange the positions. Click the 
pencil. A new icon with up/down arrows 
appears in the upper right corner. Click and you 
can drag positions to reorder.

Tip: Create a “master position” that highlights 
your goals, abilities, and skills. Use the text from 
your About summary. Set to Location Type to 
Hybrid and Start Date to the beginning of your 
career. Rearrange the positions to put this at 
the top. For an example, see my profile 
linkedin.com/in/andreasramos/.

https://www.linkedin.com/in/andreasramos/
https://www.linkedin.com/in/andreasramos/
https://www.linkedin.com/in/andreasramos/
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The Experience Section

List relevant education, 
certificates, and licenses.

Tip: Remove anything 
that isn’t relevant.

Tip: You get a better 
score if you include 
month and year.

The Education Section
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The Experience Section

People vote on your skills to endorse you. 

 Show your top three skills.

 Get at least 25 endorsements for each of 
your top three skills.

 If a skill isn’t relevant, click the pushpin 
icon to remove it.

 If another skill should be at the top, use 
the pushpin to move it.

 If skills overlap ( SEO, search engine 
marketing), delete the ones with fewer 
votes.

 To add more skills, click Industry 
Knowledge: List of additional skills.

Tip: LinkedIn looks at who endorses you. 
Your endorsements should be from people 
who are ahead of you in their career, 
highly-skilled, and highly-connected.

The Skills and Endorsements Section
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The Experience Section

 Get 5-10 recommendations.

 They should be relevant, 
experienced, connected, and 
five to ten years ahead of you. 

 Ask your managers, college 
instructors, staffers, and clients 
for recommendations.

 Ask them to include skills, 
responsibilities, and soft skills.

LinkedIn gives more weight to 
recommendations from people 
in your field. Their score 
improves your score.

The Recommendations Section
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The Experience Section

Add your interests in people, 
activities, and things. 

 Influencers: Add leaders in 
your field.

 Companies: Add relevant 
companies and organization 
in your field.

 Groups: Add relevant 
associations and 
professional societies or 
your field.

How this matters:

 LinkedIn uses this to 
suggest connections.

 LinkedIn uses this to select 
postings for your News 
Feed.

The Interests Section



30 of 82

The Experience Section

List your accomplishments and volunteer activity:

 People who look at your profile may also be 
active in one of your items, so you’ll have 
something in common, such as the Red Cross, 
church, scouting, city activities, and so on.

 Languages, such as French.

 Courses, honors, awards, projects, 
organizations, test scores, patents.

 Publications: Articles or books that you’ve 
published.

 Your blog’s URL.

 Awards and recognitions.

 Mountains you’ve climbed, marathons you ran, 
and so on.

Click Add Profile Section to add these sections.

Additional Sections
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There are more 
sections to add to 
your profile. To add 
sections, scroll to 
the bottom of your 
profile. At the top of 
your browser, a 
new set of options 
will drop down with 
More, Add Profile 
Section, and Open 
To. Click on “Add 
Profile Section”.

More Sections for Your Profile (Slide 1 of 2)
Core Items
[  ] Photo: A photo relevant to the job 

title and level.
[  ] Headline: Show what you offer.
[  ] About: (Your summary) What you 

offer. Show enthusiasm.
[  ] Education: Universities, advanced 

courses.
[  ] Position: (Your resume). Positions, 

jobs, and similar professional 
activities.

[  ] Services: List of services you provide, 
such as speaking.

[  ] Career Break: Describe your career 
break for study, new members of the 
family, caring for others, or a pause 
to recover your sanity 

[  ] Skills: List your skills.

Recommended
[  ] Featured: Posts, articles, newsletters, 

links to webpages, images, videos, 
presentation, document, and similar.

[  ] Licenses and certifications
[  ] Projects: Projects and speaking 

events.
[  ] Courses: Show your commitment to 

continuous learning and self-
improvement with courses you’ve 
taken and conferences you attended. 

[  ] Recommendations: Ask for 
recommendations that include your 
skills, achievements, and soft skills.
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Additional
[  ] Volunteering: Church, community.

[  ] Publications: articles, ebooks, 
books

[  ] Patents

[  ] Honors and Awards

[  ] Test scores

[  ] Languages: You can pass a five-
minute professional conversation.

[  ] Organizations: Professional 
organizations.

[  ] Causes

Yet More
[  ] Profinder: If you want to offer 

services as a contractor, use 
Marketplace for Contractors.

[  ] Sales Navigator: Find top 
connections in your field. Sales 
Nav is $80/month. If you can 
afford it, use this. 

Note: People look at your profile. 
They may also be active in one of 
your items, such as marathons, 
tennis, birding, church, scouting, city 
community, and so on. You’ll have 
something in common to talk about. 

More Sections for Your Profile (Slide 2)



CERTIFICATION WORKSHOP
Connecting to Others 
in LinkedIn
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LinkedIn started as a 
personal networking 
site.

 Recruiters 
discovered they 
could use LinkedIn 
to find candidates.

 LinkedIn is the  
professional 
networking site for 
over one billion 
people.

LinkedIn Is Connections
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See When You Joined LinkedIn
To see when you joined LinkedIn:

1. Log into your LinkedIn account.

2. Click your picture in the top right corner.

3. In the dropdown menu, select Settings 
& Privacy.

4. Click Data Privacy (at left) and click 
Manage Your Data and Activity (top 
right).

5. Scroll to the bottom. Click the number 
furthest to the right.

6. You'll see the date you joined LinkedIn. 
LinkedIn started on May 5th, 2003. I 
joined June 5th, 2003.

7. To see your member number, go to your 
profile page, view source code, and 
search for “member” (without quotes). 
For example, li:member:6701 means I 
was #6,701 at LinkedIn.
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 LinkedIn says you 
should accept only 
connections whom 
you know.

 However, more 
connections get more 
points.

 When you reach 1,000 
connections, LinkedIn 
will begin to 
recommend you to 
others.

Note: You can have up 
to 30,000 connections.

Tip: Connect with top 
people in other fields.

To Connect or Not Connect?
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Use Advanced Search to 
find people:

 Five to ten years ahead 
of you in your career.

 Alumni of college or 
previous companies.

 Shared interests (hiking, 
church, chess, etc.).

Tip: You can also buy 
connections. Use LinkedIn 
Follower Ads. You pay only 
if someone follows you.

Tip: Add people who are in 
your email address book. 
Go LinkedIn | My 
Network | Add More 
Contacts

Add Connections



38 of 82

Write a personal message when you ask for a 
connection.

 Read the person’s profile.

 Write something that shows you read their profile.

A few examples:
 Hello, Laura, I was looking at your profile and see 

you completed the LinkedIn Marketing Technology 
course. I was considering it. Is it worthwhile? Thanks, 
Bob.

 Hello, John, I saw your post about blockchain 
economics. I work in blockchain. Let’s connect. 
Thanks, Jenny.

Close the message by asking the person to connect 
with you.

Note: LinkedIn looks at the success rate of connection 
requests. If someone sends 10 messages and gets 7 
responses (70%), that indicates quality.

Tip: Use AI to write your message.

Write an Introduction Message
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Use LinkedIn Sales Navigator
to find connections.

Navigator has:
 Advanced filters.

 Search for connections.

 Monitor connections’ activity.

 Manage connections.

Around $80 per month 
(personal, teams, etc.).

Tip: Free for 30 days . That’s 
enough time to find good 
connections.

Use LinkedIn Sales Navigator to Find Connections
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Two different ways to find 
Sales Navigator at 
LinkedIn:
1. Click the checkerboard

icon.
2. Click Find Leads.
3. Click Sales Solutions.

Sales Navigator is for 
salespeople and business 
development, but 
everyone can use it.

To Find Sales Navigator at LinkedIn
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Sales Navigator lets you 
search all first, second, 
and third-degree 
contacts in one billion 
profiles. 

Search by:

 Location

 Industry

 Company size

 Job function

 Seniority

And more…

LinkedIn Sales Navigator: Advanced Filters
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Click the tabs at the top 
to filter:
 Changed job in the 

last 30 days.

 Mentioned in the 
news in the last 30 
days.

 Posted on LinkedIn in 
the last 30 days.

 Share experiences.

 And more.

Tip: Look for people 
who are active in their 
careers.

Use Sales Navigator to Search All LinkedIn Members
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 See a detailed summary for 
each connection.

 Add as a connection.

 Write to the person via InMail, 
which is email within LinkedIn.

 When the person posts to 
LinkedIn, you’re notified so 
you can comment on the 
postings.

This helps you to develop your 
connections.

Note: Based on your 
preferences and behavior, 
LinkedIn Sales Navigator will 
recommend additional relevant 
people.

Use Sales Navigator to Manage Your Connections
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What about the Paid Accounts at LinkedIn?
Note: Fees may 
be different in 
other 
countries.

Tip: Try the 
free versions 
for 30 days and 
cancel. No 
penalty.

Name Description Fee (Monthly, in the US)

LinkedIn Basic Basic profile Free

LinkedIn Learnings LinkedIn courses Starts at $19.99 per month

LinkedIn Premium Career To get a job or 
promote yourself. 

$39.99 per month
(30-day free trial) 

LinkedIn Premium Business To find staff or promote 
your business. With AI.

$69.99 per month
(30-day free trial)

LinkedIn Sales Navigator Core Find leads for business 
development. 

$79.99 per month
(30-day free trial)

LinkedIn Sales Navigator Advanced Access to LinkedIn’s sales 
toolkit. 

$149.99 per month

LinkedIn Sales Navigator Advanced 
Plus

For enterprise sales teams 
with CRM integration. 

Negotiable

LinkedIn Recruiter Lite Recruiter tool for individuals 
and small teams. 

$140 per month

LinkedIn Recruiter For professional recruiting. $835 per month
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LinkedIn Premium Business

LinkedIn Premium 
Career is free for the 
first 30 days. 

After that, it’s $80 per 
month.

Tip: Try it for 30 days 
and see if it works for 
you.

 Advanced search for people, jobs, 
posts, schools, companies, 
products, services, groups, events, 
courses).

 Insights into 350,000+ companies.

 See jobs where you’re a top 
candidate.

 See how you compare to other 
applicants.

 Apply to five of these jobs.

 Add “Top Choice” so the company 
knows it is your top choice.

 See who’s viewed your profile.

 Semi-private or private mode to 
stay secret while browsing at other 
profiles.

 Use InMail to contact anyone.

 LinkedIn AI helps you to write 
messages and improve your 
profile.

 Allow people outside your network 
to contact you.

 LinkedIn suggests keywords and 
skills for your resume.

 Add skills with LinkedIn Learning.

 Add a custom button to your 
profile.



CERTIFICATION WORKSHOP

Your Activity in LinkedIn
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Your LinkedIn score 
also includes your 
activity on LinkedIn.

 People want to 
connect with others 
who are also active.

 There’s no point in 
connecting to a 
profile that hasn’t 
been opened in 
several years.

In this section, we’ll 
see how LinkedIn 
tracks your activity.

LinkedIn Looks at Your Activity
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Your postings get a score:

 Postings with high 
scores are shown to 
more people.

 The more comments 
your post gets, the 
higher your score.

 Comments by people 
with high scores will 
improve your score.

 Add comments to 
postings by others.

Note: You can’t just 
upload your profile, hide 
under your bed, and wait 
for the phone to ring. 

Show Activity by Posting to LinkedIn
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When You’re Active

When you’re active, views of your profile go up.

 When you’re inactive, profile views drop.

 Bob was not very active from April to May. 

 On May 14th, he took my class. He became 
active on LinkedIn. Profile views went up.

 On August 1st, he went on vacation. He was no 
longer active. His profile views dropped.
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Tip: Add the LinkedIn App to your Phone
 Put the LinkedIn app 

on your phone’s first 
screen.

 You’ll see notifications 
when there are posts.

 Your score improves 
when you check every 
day.

The LinkedIn app is free 
at the Apple and Android 
app stores.



51 of 82

Start by asking AI for ideas:

The Prompt: My audience 
is cross-country skiers. 
Write ten frequently asked 
questions about ski boots. 

The AI will list ten questions 
about cross-country ski 
boots.

Pick the best replies. Ask 
the AI to write 250-word 
article.

Use AI to Write Posts that Get Engagement
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The Prompt: My audience is 
cross-country skiers. Write a 125-
word post for LinkedIn on 
whether to upgrade my ski cross-
country ski boots. The post 
should provoke high 
engagement: comments, 
reactions, or shares. It should be 
controversial, thought-provoking, 
challenge common beliefs, and 
slightly polarizing. The post 
should ask people to share their 
stories.

Tip: Review carefully. Look for 
errors. Rewrite where needed.

Note: Keep it short. Not more 
than 150.

Ask the AI to Write the Article

Hot Take: Your Cross-Country Ski Boots Are Holding 
You Back! Prove Me Wrong.

We all have that one piece of gear we refuse to upgrade—
but what if it’s your boots?

Stiff boots ≠ better performance (Fight me on this.)
Expensive models? Sometimes just fancy marketing.
That ‘broken-in’ feeling? Maybe just… broken.

I’ve seen skiers drop minutes off their time just by 
switching boots. Or maybe I’m totally wrong?

So, debate time:
Do you swear by your current boots? Tell us why!
Have you upgraded and seen a game-changing 

difference? Spill the details.
Or… do you think boots don’t matter nearly as 

much as skis/bindings?

(No judgment—just passionate ski nerds here. Let’s argue 
respectfully!) 
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LinkedIn Articles also has a 
blogging platform:
 If you have enough points, 

LinkedIn gives you access 
to LinkedIn Articles.
 LinkedIn Articles allows 

long postings (up to ten 
pages).
 Write articles to show your 

knowledge and skills.

SEO Tip: LinkedIn articles are 
indexed by Google because 
they are vetted by LinkedIn.

Tip: Carefully review anything 
by AI before you post.

Post Your Articles at LinkedIn
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LinkedIn measures the engagement of a 
post. The general formula for engagement:

How Does LinkedIn Measure Engagement?

When your post gets engagement :
 Your post is shown to relevant people.
 Your post is shown to additional 

relevant people not in your network.
 It’s possible to get hundreds of 

thousands of views for free.

Your Profile Score 
x Quality of Your Followers 

x Quality of Your Post
x Amount of Dwell

X Return visits
X Replay of video

x Amount of Engagement
x Day of Week 
x Time of Day 
x Acceleration 

------------------------
= Distribution of Your Post
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1. You post to LinkedIn.
2. The Universal Filter looks for spam 

keywords (get rich quick, etc.).
3. Members engage with your posting 

(views, likes, forwards, comments, etc.). 
They may also flag postings as spam.

4. LinkedIn gives your posting a score.
5. If you get a good score, your posting will 

be shown to your followers. More 
engagement gets more points, which 
gets more distribution. When no more 
decoration, your post disappears.

6. If a posting is spammy, it’s reviewed by 
filters, LinkedIn’s 5,000 reviewers, or 
LinkedIn’s AI. The positing may be 
blocked. The user may be blocked.

Insight: Good postings are boosted. Poor 
postings are blocked.

How Postings Are Scored at LinkedIn

User Is Banned.

1. You post to LinkedIn.

2. Automated review by 
the Universal Filter.

3. Monitor the number 
of views, comments, forwards.

4. Add score for quality of post 
and your profile

5. If high score, show to more 
people. If low score, remove 

the post.

6. Bad post? 
Flags, block?

Review the 
user’s past 

posts.

Post is blocked. 
Add a new filter. 

Review by AI or 
team.
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How Twitter scored 
tweets:

 High scores for 
positive engagement.

 Penalty score for bad 
tweets.

LinkedIn uses a similar 
scoring system.

Example of Engagement Scoring at Twitter
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Find the day and hour your 
visitors are on the web. Post at 
that time to get the most views 
and engagement.

 Ask your web master for 
access to  Google Analytics 
4.0 (GA4) and use the search 
box to ask:

 “What's the top day of the 
week by users in the last six 
months?”

 “What's the top hour by 
users in the last six months?”

Note: If you don’t have a 
website… In general, 
professional users are most 
active on Monday and Tuesday 
between 10 am and noon.

When to Post: The Day and the Hour



CERTIFICATION WORKSHOP

Looking for Work
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Don’t just work at any company that will hire 
you. Use LinkedIn to research companies.
 Take a long weekend and ask yourself, what 

would you really want to do so much that you’d 
do it for free.

 Use LinkedIn Sales Navigator to find people 
who are doing that. Connect with them and 
ask about their companies and jobs.

 Find out if the company matches your work 
style. Look at a company’s management style 
(top-down, bureaucratic, autonomous, etc.), 
work style (overtime, 9-5, flexible, WFH), social 
values, and more.

 Review the company’s LinkedIn page to learn 
about their culture and work environment. 

 Look at posts by current and former 
employees. Ask them about their experience.

 Look at company reviews in Glassdoor.com, 
Indeed.com, Vault.com, FairyGodBoss.com, 
and more.

LinkedIn from the Applicant’s Point of View
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There are several tools to find jobs 
in LinkedIn.

 Click on Jobs at the top of 
LinkedIn. Click Preferences and 
set your options.

 Search for a job title and set Job 
Alerts to be notified of new 
openings.

 When you see an opening, use 
Qualifications, How You 
Match, or Skills Match Insights
to see how you match the job 
requirements by education, 
skills, experience, job title, and 
more. 

 Some jobs have a 1-Click Apply 
or Easy Apply button. This lets 
you apply with a click.

 See jobs by categories. Click the 
Jobs tab, scroll down to the 
Discover Jobs the Smart Way. 
Click the right arrow to the end 
of the set and select Show All. 
At the top of LinkedIn, 39 
categories show up. Click one to 
see jobs. Click Set Alert to be 
notified.

 Use Open to Work so LinkedIn 
and recruiters know you’re 
actively looking.

Tip: If you pay for Premium, you 
can see your rank against other 
applicants.

Tip: Set alerts to notify you both 
by email and notification on your 
cell phone. You won’t miss 
opportunities.

Looking for Jobs in LinkedIn
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Career Explorer finds jobs that 
match your skills and experience 
against 36,000 skills in 6,000 job titles.
1. linkedin.github.io/career-explorer/
2. Set your city and title.
3. Skills for... shows additional fields.
4. Mouse over the green pyramid to 

see your best matches. Click the 
top one.

5. Skills to Build shows videos and 
courses to build those skills.

6. Use Find Jobs to see a list of 
openings.

7. Use Find Connections to find 
connections!

Note: Career Explorer is yet another 
secret at LinkedIn.

Find Additional Jobs with Career Explorer

https://linkedin.github.io/career-explorer/
https://linkedin.github.io/career-explorer/
https://linkedin.github.io/career-explorer/
https://linkedin.github.io/career-explorer/
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Soft Skills for Your Profile (Slide 1 of 2)
Recruiters and managers also look for 
soft skills. Add these soft-skill words to 
your About summary, Experience
section, and so on wherever it’s 
relevant.

Leadership and Management 
 Leadership, strategic planning, 

project management, change 
management, stakeholder 
management, delegation, decision-
making, risk management, goal-
setting, coaching, mentoring, 
advising…

Organizational Skills 
 Time management, organizational 

skills, attention to detail, multitasking, 
prioritization, meets deadlines…

Collaboration and Team Skills 
 Team cohesion, cross-functional 

collaboration, networking, consensus 
building, advocacy for team members 
or projects, work-life balance…

Interpersonal Skills 
 Communication, teamwork, 

networking, collaboration, 
interpersonal skills, emotional 
intelligence, empathy, conflict 
resolution, de-escalation, negotiation, 
client relationship building…

Problem-Solving and Innovation 
 Problem-solving, critical thinking, 

analytical skills, strategy, innovative 
thinking, clever solutions, creativity, 
entrepreneurial, research…
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Soft Skills for Your Profile (Slide 2)
Expertise and Knowledge 
 Subject matter expert (SME), domain 

expertise, business acumen, financial 
literacy, digital literacy, office technical 
support, and the “office Wikipedia”…

Personal Qualities 
 Adaptability, flexibility, resilience, 

initiative, self-motivation, reliability, 
punctuality, integrity, perseverance, 
accountability, efficiency, 
resourcefulness…

Teaching and Knowledge Sharing 
 Teaching, mentoring, office hours, 

advisor, presentations, public speaking, 
storytelling, facilitation skills…

Continuous Improvement 
 Continuous learning, growth mindset, 

continuous improvement mindset, 
feedback reception and 
implementation...

Communication Skills 
 Written communication, active listening, 

constructive criticism…

Social responsibility 
 Sustainability, ethical impact, workplace 

equity, global citizenship, health, well-
being, inclusion…
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• Help you to understand your value 
and set realistic expectations.

• They know current salary trends in 
your field so you can get better 
salary and compensation, including 
bonuses, equity (stock), and 
benefits.

• They teach you negotiation 
strategies and tactics.

• They boost your confidence by 
preparing you with negotiation 
practice for various scenarios, 
questions, and responses.

• A higher salary will improve your 
salary in future jobs.

Tip: Search in LinkedIn for salary 
negotiation consultants. Look for 
consultants with ten years or more in 
your field. They are often retired with 
director-level experience in hiring.

Salary Negotiation Consultants
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See what you can get in salary, 
signing bonus, quarterly bonus, 
stock, and perks.

Find salary data at:
 Glassdoor.com
 SalaryExpert.com
 Salary.com
 Indeed.com
 Levels.FYI
 Payscale.com
 US Bureau of Labor Statistics 

(BLS)

Caution: Salary guides show 
mid-range numbers. Work with 
a salary negotiation consultant 
to get better numbers.

Use Salary Comparison Data to See What You Can Get

https://glassdoor.com/
https://glassdoor.com/
https://salaryexpert.com/
https://salaryexpert.com/
https://salary.com/
https://salary.com/
https://indeed.com/
https://indeed.com/
https://www.levels.fyi/
https://www.levels.fyi/
https://payscale.com/
https://payscale.com/
https://www.bls.gov/audience/jobseekers.htm
https://www.bls.gov/audience/jobseekers.htm
https://www.bls.gov/audience/jobseekers.htm
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LinkedIn is mostly for people 
with traditional education in 
long-term career paths. 

What about people who 
don’t fit?

 People who start new 
companies.

 Independent contractors.

 Freelance writers.

 Creatives.

 Artists.

 Blue-collar jobs.

 Stay-at-home workers.

Let’s look at ways for non-
careerists to use LinkedIn.

Star-Shaped Pegs in Round Holes?
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LPO for Shifting Careers
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You want to switch to 
a new career, pivot in 
your career, or 
reinvent yourself.

How can you get 
LinkedIn to focus on 
your new career, not 
the past fifteen years 
in the past career, 
such as switching from 
law office staff to 
environmental 
compliance? 

Edit your profile to 
highlight your 
transferable skills. 
Show how what you 
did in the past will be 
useful for your future.

What to Show in LinkedIn when Shifting Careers
 Update your Headline to show your 

new goal and your past. For 
example, "Aspiring Environmental 
Compliance Officer | Legal 
Researcher Background".

 In your Summary, clearly state your 
intention to transition from legal 
research into environmental 
compliance. Describe your 
background. Highlight relevant 
transferable skills to your future job.

 In Experience, add a new job item 
at the top entitled Project 
Management Experience or 
Relevant Experience which 
summarizes your projects, 
certifications, or volunteer work 
related to your new career.

 Rewrite your job descriptions to 
emphasize skills and 
accomplishments relevant to your 
new career.

 Ask your connections to endorse 
you for your new skills. Ask them to 
include relevant soft skills.

 Get recommendations from people 
who describe your ability towards 
your new career.

 Use Open to Work so LinkedIn and 
recruiters know you’re actively 
looking.

 Use likes, comments, and share 
content that show your interest and 
knowledge in your new field 

 Join discussion groups or networking 
events, take online courses, or get 
certification in your new field.
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LPO for Contractors
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You can post your skills and services in LinkedIn to 
be hired for short-term projects. You can make 
money while waiting for a job, as a side income, or 
as a full-time provider of services.

 Open LinkedIn, select For Business, scroll down 
and select Services Marketplace, scroll down 
and at Are You a Provider?, click Get Started.

 To add your services, click Edit Page and then 
Add Services. You can find just about everything 
for law, accounting, tech, real estate, insurance, 
and more.

 You can offer up to nine services.

 Write an About to describe what you do, your 
qualifications, and your experience. You can also 
set your location (or work remotely) and your 
fees.

 At Media, you can add documents, photos, web 
sites, and presentations. The more you add, the 
better.

 Use Profinder to see what others offer.

LinkedIn for Contractors
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LPO for Career Breaks
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 Use LinkedIn’s Career Break. At the 
top right, click your photo (Me) and 
select View Profile (in blue). Scroll 
down. At the top of your screen, a 
dropdown menu appears. Click Add 
Profile Section and select Add Career 
Break.

 For Type, select why there is a gap 
from the list on the left (career 
transition, caregiving, full-time 
parenting, etc.)

 Add the start and end dates of your 
gap. 

 At Description, write what you did 
during your break and how it applies to 
your work.

 Edit your Headline to show that you’re 
looking to start again. 

 Edit your About summary to explain 
your break in a positive way. 

 In Experience, create a new job where 
you describe what you did as a job. 
New moms can post “New Baby (Sept. 
2020-August 2022)” as a job title and 
describe responsibilities, organizational 
tasks, and achievements 

 In Skills, add new hard and soft skills.

 Get Endorsements from colleagues, 
managers, or clients who know what 
you were doing during your break.

 Get Recommendations from people 
who can vouch for your interest in 
working.

 Use Open to Work so LinkedIn and 
recruiters know you’re actively looking.

 Post about industry trends or share 
articles to show you’ve active.

 Connect with others who’ve taken 
similar breaks and ask about their 
experiences.

How to Show Career Breaks in LinkedIn
There are many justified 
reasons for a career gap:

 New baby.
 Caregiving
 Bereavement.
 Gap year.
 Layoff.
 Health and well-being.
 Personal goal pursuit.
 Career transition.
 Professional development.
 Travel.
 Volunteer work.
 Relocation.
 Return from retirement.
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LPO for Students
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Students and LinkedIn
Students need to connections and 
recommendations.

 Get a professional headshot. Write a 
Headline and Summary that shows your 
skills, courses, projects, internships, and 
extracurricular activities. Describe your long-
term goals. 

 Use Open to Work so recruiters know you’re 
active.

 Ask for connections with alumni and 
professionals in your field who are five-to-ten 
years ahead of you. Ask for informational 
interviews or mentorship.

 Join relevant student organizations, 
community service, volunteer work or 
professional associations. Be active in these 
groups to build connections and show 
initiative.

 Get endorsements and recommendations 
from your professors, managers, uncles, aunts, 
and family friends.

 Take LinkedIn Learning courses to build skills.



CERTIFICATION WORKSHOP

What Do Others See?
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I clicked Open To and 
added that I’m hiring.

LinkedIn added a #Hiring 
badge to my profile photo.

Others see that I’m hiring.

Tip: Be sure others can 
see you. Check your 
settings to make your 
profile visible. Go to Me | 
Settings & Privacy | 
Visibility and check all 
settings. 

Tip: Look at your profile in 
someone else’s LinkedIn 
account.

What Others See on Your LinkedIn Page
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For my job ad:

 27 people applied.

 9 candidates are 
shown.

 18 filtered out.

66% don’t show up.

LinkedIn uses the SSI 
score and their ATS AI 
to show the best 
candidates. 

Note: LinkedIn writes: 
“By default, we filter 
out applicants who 
are “Not a Fit.”

LinkedIn Shows the Best Candidates and Hides the Rest
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Be careful. If you’re at a 
company and you search 
for jobs, your company 
may notice.
Manage Activity
 Don’t post seeking a 

position, looking for 
opportunities, or similar.

 Don't post updates 
about your job search. 

Delete Connections
 Change your Profile 

Viewing to Private 
mode so people can’t 
see that you viewed their 
profile.

 Find connections at your 
current company. Go to 
their profile and remove 
yourself. 

Adjust Settings
 Turn off update 

notifications. Go to your 
profile settings and 
select Notify Your 
Network | No.

At Visibility | Settings & 
Privacy:
 Turn off the option to 

show your connections.
 Set Who Can See 

Members You Follow to 
Only Visible to Me.

 Select Private Mode for 
viewing profiles. Set your 
activity feed to Only You 
or limit it to connections.

 Set your activity feed to 
Only You or your 
connections.

 Go to Jobs | Application 
Settings | Share your 
resume data with all 
recruiters. Turn this on 
to share your resume 
with recruiters.

 If you use 
#OpenToWork, set it to 
Recruiters Only. Your 
company’s recruiters 
won’t see it.

 If you use LinkedIn 
Premium Career, it may 
signal that you are 
looking for a job.

Note: Turn these on again 
when you have a new job.

Hide Your Job Search from Your Company
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Two Weeks Later, Check Your LinkedIn SSI Score Again

Old Score

Six Weeks Later!

Find your LinkedIn Social 
Selling Index (SSI) score.
1. Find your old SSI score.
2. Go linkedin.com/sales/ssi

The number that matters
 Industry SSI Rank shows 

your rank in your industry 
(banking, insurance, etc.).  
They are competing for 
the same job as you.

 Jenny was at 29% Industry 
Score (71% were below 
her). 

 She improved her LinkedIn 
profile and went up to 10% 
(so 90% are below her). 

 The smaller (5-10%), the 
better.

https://www.linkedin.com/sales/ssi
https://www.linkedin.com/sales/ssi
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The LinkedIn Help Desk at
linkedin.com/help/

Tip: Use the Feedback
button to make 
suggestions.

Get Help at LinkedIn

https://www.linkedin.com/help/
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Agenda

How to use LinkedIn to find a job or a better job.

 LinkedIn has a score system.

 Use LPO to improve your score.

 Improve your profile.

 Improve your connections.

 Increase your activity.
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Contact Me
• You can send additional questions to 

me at andreas.ramos@cstu.edu
• Andreas Ramos
• Palo Alto, California, USA.
• Website: andreas.com
• WhatsApp: +1.650.483.5040
• Email: andreas@andreas.com
• Blue Sky: @andreas.com
• Twitter: @andreas_ramos
• LinkedIn: LinkedIn.com/andreasramos

mailto:andreas.ramos@cstu.edu
http://andreas.com/
mailto:andreas@andreas.com?subject=Contact%2Bandreas.com
https://bsky.app/profile/andreas.com
https://twitter.com/andreas_ramos
http://linkedin.com/in/andreasramos
http://linkedin.com/in/andreasramos
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