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WebEx Instructions

Instructions: 

1. Call 1-650-479-3207, you will be prompted to enter the meeting number, you will then be 

prompted to enter your attendee number, please wait until the you have heard all of the 
instructions before entering your attendee number.   The meeting number and your 

attendee number can be found on the info tab of the WebEx Event Center screen.

2. All lines are muted upon entry into the call. 

3. Once you have called into the meeting, please make sure you have the phone handset 
symbol next to your name in the WebEx Event Center screen, Participant Panel under 
Attendees. If you do not have the symbol, please hang up and call back (you do not need to 

exit the meeting to do so).  Make sure you enter the correct attendee number when calling in,  

this will allow us to unmute your line should you want to ask a question during the meeting.  If 

you are using VIOP  we will not be able to unmute your line.

4. Event materials are available to download for this meeting.  You can find the materials on 

the Web Event log in screen on the left hand side under “Event Materials”.  Please be sure to 

download the materials for the meeting.

5. If you did not download the materials, you can go back to the meeting invite email you received, 

click on the link to log into the meeting, download the documents and close the screen.

6. If you did not download the materials, you can go back to the meeting invite email you received, 

click on the link to log into the meeting, download the documents and close the screen.
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WebEx Instructions

1. Raise Hand (be sure to click 
again to remove raised hand or 

feedback information)

2. Feedback Tool (use for yes/no 
questions or to provide the 

speaker feedback. 

3. Mute (mute yourself when you 
need to talk to someone in your 

office or put the line on hold)

4. Q&A (Type in the Q&A dialogue 
box [Not Chat] to ask a question. 

Be sure to choose All Panelist)

1 2 3

4

Sarah Gonnella (Host)

Your Name
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News & Calendar of Events

CRMMaximize. Grow. Plan. Evaluate.
Our Forward Velocity webinars are focused 
on topics to move your firm ahead of the 
competition and provide insight on how to 
take action at a rapid speed. Be in action 
with your business and reach full sail! 

Yearly Schedule:

Maximize | January, February, March 
Grow | April, May, June
Plan | July, August, September
Evaluate | October, November, December

All events are virtual webinars held at 

1:30pm ET. 
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News & Calendar of Events

1. 07/11-13/12 | SMPS Build Business Conference

2. 07/19/12 | Kona: Communication & Collaboration Tool

3. 07/26/12 | Top KPIs for Managing Projects

4. 10/15-18/12 | Deltek Insight Conference 
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News & Calendar of Events

Featured Firm
William H. Gordon Associates, Inc. (read the interview) 

http://www.fullsailpartners.com/featured-firms/

Interested in being featured? Email info@fullsailpartners.com and let 

us know about your firm successes with Deltek Vision.

Blog Articles (www.fullsailpartners.com/FSPblog)

• Take the IT Challenge! Can your firm pass? Check out our blog 

article to test your firm. 

• Who Ya Gonna Call? ...for Deltek Vision Support? 

• Mobile App for Deltek Vision Timesheet. Did you know it’s 

available?  
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News & Calendar of Events

Did You Know? 
Need to quickly export information without running a report? Use the 

Grid View option in version 6.0 or higher. This option allows you to 

sort by field, filter information by column, and then export in Excel. A 

real time saver! This feature is available in all info centers and can 

be located on the application navigation menu. 

Connect with Full Sail Partners:

LinkedIn: http://www.linkedin.com/company/full-sail-partners

Twitter: http://twitter.com/#!/reachfullsail
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Tap Into the 
Power of LinkedIn

Presented by Sarah Gonnella
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Who Is Sarah Gonnella?

SMPS 
� Immediate Past President of SMPS 

Atlanta

� Past Communications Chair for SMPS 
Atlanta

� Member of National Technology 
Committee

� @SMPSAtlanta

� @SMPStech

Full Sail Partners
� CRM Consultant for Deltek Vision

� Marketing Director

� Executive Management Team

� @ReachFullSail

� @Deltek

� @DeltekVision
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Learning Objectives

1. Understand real-life applications

2. Building LinkedIn presence

3. Building network

4. Marketing you and your business

5. Measuring results
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Why Use LinkedIn?
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Why Use LinkedIn?

1. 150 million users (Largest 
professional social network 
online today)

2. LinkedIn welcomes 65 million 
unique users each month

3. The average member is a 
college-educated male between 
25 and 54 years old. 

4. Over 40% of members are 
manager level and above

5. More than 25% are senior 
executives. 

If you are a business 

professional and you do 

not have a powerful 

presence on LinkedIn, 

you are undoubtedly 

missing valuable 

opportunities to connect 

and grow your  business.



© Copyright 2012 Full Sail Partners, Ltd. – All Rights Reserved

Why Use LinkedIn?

How Many Competitors Are On LinkedIn?

1. 9,200+ Architecture & Planning 

2. 5,200+ Civil Engineering 

3. 5,000+ Mechanical Engineering 

4. 6,500+ Environmental

5. 20,000+ Construction 

6. 17,000+ Management Consulting

7. 21,000+ Law Practices

8. 23,000+ Financial Services
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Why Use LinkedIn?

How Many Potential Clients Are On LinkedIn?

1. Airlines/Aviation 

2. Automotive

3. Education

4. Food & Beverage

5. Government 

6. Hospital & Health Care

7. Management Consulting

8. Non-Profit Organizations

9. Commercial Real Estate

FAA, Boeing, Delta

Bosch, Ford, GM, TRW

Georgia Tech, Emory, Gwinnett College, 

UGA

Coke, Pepsi, Starbucks, Mars

City of Atlanta, Gwinnett

Children’s, Northside, Tanner

Deloitte, Booz & Co, 

Habitat for Humanity, United Way

CBRE, Cushman & Wakefield, Jones 

Lang LaSalle



© Copyright 2012 Full Sail Partners, Ltd. – All Rights Reserved

Do you know what the #1 
tool is for recruiting?

That’s right! 95% of people use 

LinkedIn now as a recruiting tool.
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Why Use LinkedIn?

Real Life Applications

1. Market Research

2. Warm Calling

3. Search Engine Optimization

4. Career Management

5. Job Search

6. Recruiting

7. Network with Potential 
Clients

8. Public Relations 
Announcements

9. Build a Group Related to 
Your Business

10.Demonstrate Expertise

11.Conference Follow-up

12.Directory of Resources

13.Keeping in Touch 

14.Stay Current
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Why Use LinkedIn?

How are professionals using LinkedIn? 

1. Top level executives

› industry networking (22%)

› promoting their businesses (20%)

2. Middle management professionals

› keep in touch with other people (24%) 

› industry networking (20%)

3. Entry level employees

› job searches (24%) 

› co-worker networking (23%)

Credit: Forbes.com
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Have You Built Your 
LinkedIn Presence?
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Build Your LinkedIn Presence

1. Is your profile 100% complete?

2. Did you optimize your page for SEO?

3. Have you maximized your network? 

4. Have you engaged in the right groups? 

5. Are you using shortcuts to manage your time?

6. Do you engage your profile visitors to learn more? 
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Build Your LinkedIn Presence

Build Your Profile

1. Build a professional persona - Fill it 
out completely (100%)

2. Upload a professional headshot 
picture to build trust

3. List what you are working on

4. Include your Twitter handle

5. Be visible (change settings to 
everyone can view profile)

6. Give and ask for recommendations 
(need 3)

7. Reorder your profile - Most 
important details show first

LinkedIn suggests that 

having a completed 

profile provides you with 

a 40% greater chance for 

networking success, 

and they make it easy 

for you to understand 

how to achieve that 

100% completion
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Build Your LinkedIn Presence

Click on Home Tab

To edit sections:

Click on Profile ���� Edit Profile
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Build Your LinkedIn Presence
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Build Your LinkedIn Presence
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Build Your LinkedIn Presence

Build Your Profile

1. Optimize Page for SEO | Think like a search engine. 

� Title | Creative headline to brand yourself in 120 characters

� Company Website Address | Chose “Other” and think about 
how people would search for your company. Three are available.

� Unique URL | You can use your name or think about how 
people search for you? For example, 
linkedin.com/in/noisepollutionconsultant

� Summary | Your personal elevation pitch. Write in third 
person.

� Specialties | What you do you and your firm specialize in? 

� Skills & Expertise | Think website meta tags

� Prior Work | Should you really include every job? Will this get me 
to where I want to go? Current and 2 past are required.
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Build Your LinkedIn Presence
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Build Your LinkedIn Network

Quality vs. Quantity of Connections

1. Can you confidently reach out to all of your contacts?

2. Build a strong core group (former and current colleagues; 
clients, etc.)

• LIONs = LinkedIn Open Networkers. Willing to connect to anybody, 
for any reason. Quick way to expand, but decreases effectiveness of 
LinkedIn

• Upload contacts from Outlook, Gmail, or other address books. “Add 
Connections” tab. Log in to email to see who has a profile. Available 
in “Imported Contacts”. People on LinkedIn have a small blue icon 
with the letters “in”. Select contacts. 

• Also can export from database and paste csv.

• Customize all personal invitations.
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Build Your LinkedIn Network
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Build Your LinkedIn Network
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Build Your LinkedIn Network
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Build Your LinkedIn Network

Helpful Searching Options

1. People

2. Updates

3. Companies

4. Groups
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Build Your LinkedIn Network

Group Connections

1. Great resource, but understand their value

� Associations 

� Industry groups

� Alumni groups from your alma maters (bonus if they’re specific to 

your field)

� See what potential clients, contacts, competition, partners are 

joining

� Above all, seek recognized, moderated groups. Members have 

been pre-screened. Content is more valuable.
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Build Your LinkedIn Network



© Copyright 2012 Full Sail Partners, Ltd. – All Rights Reserved

Build Your LinkedIn Network
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Marketing You & Your Company

Standout

1. Applications

� Slideshare

� Reading List by Amazon

� My Travel and Events

� Wordpress or Blog Link

� Polls

� Events

2. Updates

� Home

� Groups

� Individuals
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Marketing You & Your Company
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Marketing You & Your Company

Click on Home Tab
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Marketing You & Your Company

Market Research

1. 1st Connections

� Tag Connections to better manage targeted messages

� Connect when traveling

� Review new connections they have made

� Keep up with changes

2. Lead Introduction Methods

� Post value messages in groups they are a part

� 2nd connection perfect for a warm lead

� Always customize message
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Marketing You & Your Company
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Marketing You & Your Company
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Marketing You & Your Company
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Marketing You & Your Company

Home Tab Update Search



© Copyright 2012 Full Sail Partners, Ltd. – All Rights Reserved

Measuring Results

1. Network Statistics

2. Who’s Viewed Your Profile

3. Company Statistics

4. Tracking Tools

� Bit.ly

� Hubspot

� Google Analytics
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Measuring Results
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Measuring Results
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Measuring Results
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Measuring Results
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Marketing Metrics
Presented by Full Sail Partners
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1. Do you have potential work to support staff? 
2. Do you know how successful you are at winning projects?
3. Do you know the proposal cost vs. revenue generated?

How can you improve your business if 
you don’t know what is working and 

more important, what isn’t?

Marketing Metrics
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Sales Forecasting

Marketing Metrics
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Hit Rate by Percentage

Marketing Metrics
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Hit Rate by Revenue

Marketing Metrics
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Hit Rate – Total Actual Costs for Promo Hours

Marketing Metrics
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Client Satisfaction
1. Would it be helpful to know if business is increasing or 

decreasing for a client or contact?
2. Do you have a client nurturing and a client maintenance plan?
3. Do you treat all of your “best” clients the same as new clients?

It costs 7 times more to obtain a new 
client then to maintain existing clients.

Marketing Metrics
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Ways to Gauge Client Satisfaction
1. Survey (corporate vs. project)
2. Debrief (corporate vs. project)
3. Understand their expectations

What other metrics 
provide you insight?

Marketing Metrics
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Client Relationship Evaluation

Client Classification
Established

Client has more than 3 projects or more 

than $250,000 over the past 12 months.

Nurturing

Client has provided 1-2 projects or less 

than $250,000 in the past 12 months.

Prospective

Developing relationship. No past projects.

Marketing Metrics
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Join the Social Media Conversation

LinkedIn: http://www.linkedin.com/company/full-sail-partners

Twitter: http://twitter.com/#!/reachfullsail
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For more information contact:

Sarah Gonnella
Director of Marketing

888.552.5535 x102
info@fullsailpartners.com

Hearing what you have to say, whether criticism or praise, 
helps us provide you better information and service. 

Please fill out the survey and provide your feedback. 


