
Your LinkedIn
profile is doing
you dirty
A no-nonsense guide
to fixing it.



I look at a lot of LinkedIn profiles. It's basically an occupational
hazard. And the number of people in professional services who are
leaving serious money on the table because their profile is a mess is
genuinely wild. 

I'm a copywriter, not a LinkedIn influencer. But in the last 90 days,
my profile got 1,342 views, showed up over 79,000 times, and my
post impressions were up 46%. That's not luck. That's a profile that's
actually doing its job. 

And your potential clients are checking your profile before they ever
reach out. Before they email you, before they book a call, they've
already made a decision based on what they found. It needs to do
some work. 

This guide walks you through every section of your LinkedIn profile
and tells you exactly what needs to be there. No fluff, no vague
advice about "building your personal brand." Just what to fix and
why. 

Before we start

1,342
profile views in 90 days

79,000+
profile appearances

167,000
post impressions

What’s inside

Your headshot

Your headline

Your featured section

Recommendations

Your header image

Your about section

Your experience section
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Your headshot
People want to know who they're dealing with before they talk to
you. A blurry, low-res, or clearly-taken-in-2009 photo sends
exactly the wrong signal. 

I'm not asking you to be in a suit or have a perfectly polished
corporate headshot. I'm just asking that it looks like you, that it's
clear and well-lit, and that it feels like someone a client would feel
comfortable handing their finances to. 

Invest in a proper headshot if you don't have one. A professional
photoshoot isn't that expensive, and the return on a great photo is
hard to overstate. If you can get something on-brand with your
colours and visual identity, even better. 

No photoshoot budget?
If a full photoshoot isn't in the budget right now, a well-lit photo taken near a
window on a plain background is infinitely better than a blurry candid or a
cropped group shot. Natural light does a lot of heavy lifting. 
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Your header image
That big banner at the top of your profile? Most people leave it as
the default blue gradient and never think about it again. Don't.

Your header image is prime real estate. It's one of the first things
someone sees when they land on your profile, and it's where you
can immediately communicate what you do, who you help, and
why someone should keep reading. I've seen profiles where the
headshot is great and the header is just... nothing. It's such a missed
opportunity.

Create a branded header that clearly states what you do or who you
serve. Keep it simple: your name, your value proposition, your
branding.

Size guide
Ideal LinkedIn banner size is 1584 x 396 pixels. Keep text large enough to read on
mobile — roughly 40% of your audience will be viewing on their phone.
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Your headline
Most people write their job title here and call it done. That's a
wasted opportunity.

Your headline is searchable. It's what LinkedIn uses when people
are looking for someone like you. "Financial Adviser at [Firm]" tells
people your job. It doesn't tell them why they should care, or
whether you're the right person for them.

Write your headline around who you help and what you help them
do. Think: who you help, plus what problem you solve or outcome
you deliver. Use keywords your ideal clients would actually search
for.
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Your about section
This is where I see the most damage.

The About section is not a biography. No one needs to know that
you've been passionate about finance since you were a kid, or that
you "pride yourself on building long-term relationships." Everyone
says that. It means nothing. I've read hundreds of these and they all
blur into the same beige paragraph.

Your About section should talk to the person reading it and make
them feel like you genuinely understand their situation. What's
keeping them up at night? What are they trying to achieve? How
do you help them get there?
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Your featured section
Genuinely one of the most underused parts of LinkedIn, and one
of the highest-value.

The Featured section sits right under your About and it's where you
can pin links, posts, or documents for people to click through to.
Most people either leave it empty or fill it with random posts from
three years ago that have nothing to do with what they currently
do. Neither is great.

At a minimum, you should have a link to your website, a way for
people to get in touch, and something that shows what working
with you actually looks like.
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What to pin
Pick 3-5 things that move someone from 'interested' to 'reaching out.' Make sure
the thumbnail images look good — they matter more than people think.



Your experience section
Yes, people look at this. No, it's not just a formality.

Your experience section is where people go to work out whether to
trust you. But it doesn't need to read like a duty statement from an
old job description. I'd rather see two sentences about what you
actually achieved in a role than a bullet list of responsibilities that
tells me nothing about you.

For each relevant role, focus on outcomes rather than tasks. And
keep it up to date — a profile where someone's 'current' role is three
jobs signals you’re not active, so people won’t reach out.
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Recommendations
Social proof matters. A lot.

Recommendations from real clients and colleagues are one of the
most powerful trust signals on your profile. They show that actual
humans have worked with you and thought it was worth saying
something nice about publicly.

Ask for them. Seriously, the main reason most people don't have
recommendations is just that they haven't asked. The best
recommendations are specific: a real situation, a real outcome, and
what made working with you different from the next person.
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How to ask
When you ask for a recommendation, give the person a few dot points to work
from. It makes it easier for them and means you're more likely to get something
specific and useful. 



Your LinkedIn profile has one job: make the right person feel
confident enough to reach out. Every section (your photo, your
headline, your About, your Featured) should be working toward
that.

If someone lands on your profile and can't tell within 30 seconds
who you help and why you're credible, you've got some work to do.

The good news is that most of these fixes aren't complicated. They
just require someone to actually sit down and do them — which, in
my experience, is exactly why most people's profiles still look the
way they do.

The short version

Need a hand with the copy?
That's kind of my thing. Get in touch and we'll figure out what you need.
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