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Getting Linked In

By Laura French, Star Tribune Sales and Marketing 

December 15, 2008

According to the Bureau of Labor Statistics, Americans born between 1957 and 1964 held an average of 10.8 jobs between 1978 and 2006. Multiply your own 10.8 jobs by the 10.8 jobs of each of the people you've worked with, and you can see why it's hard to keep in touch. But effective networking is more important than ever. That's why more than 30 million people are now using LinkedIn, a Web-based networking service. 

LinkedIn users start by building a profile. Then they use their own e-mail address books or the LinkedIn search function to find people they know and send an invitation to be linked. Once users are linked to colleagues, they have up-to-date contact information. They can also expand their networks by asking contacts for introductions to their contacts. The basic service is free.

Here To Stay
Matt Lee is an interactive technology consultant who has been using LinkedIn since 2004. He notes that he was skeptical at first. He had already tried a network called Six Degrees, which vanished. On the social networking scene, he says, "Friendster floundered, replaced by MySpace, which was superceded by Facebook.

LinkedIn is here to stay, Lee believes. First and foremost, he notes, LinkedIn provides an "auto-updating Rolodex." Through LinkedIn, he keeps track of vendors, former employees and colleagues. His network has also been able to follow him as he has moved from a Fortune 500 corporation to a smaller creative agency to his own business. 

Lee is now linked to more than 800 contacts. He recently started a business partnership with someone who contacted him through LinkedIn. Lee says he has also been the "middle hop" for a dozen or more connections.

Blockers Needed
Importantly, Lee says he has also been a "blocker," declining requests from people he doesn't know well. That kind of self-policing is required to keep LinkedIn from turning to "gray ooze," he says. He notes that too often, the "questions" posed to LinkedIn groups are self-promotions in disguise. When someone from University of Minnesota alumni group made a genuine request for marketing ideas, however, Lee was happy to help. 

"I have used LinkedIn to make connections that would never have been possible without the tool," he says. "It allows me to connect to every major company in the U.S. and the world." 

To view Matt Lee's profile, go to: www.linkedin.com/in/mattlee.


Laura French is principal of Words Into Action, Inc., and is a freelance writer from Roseville. 
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