
 

 

 

CARY COMMUNICATIONS INSIGHTS 

Why Your LinkedIn Profile is Not Getting Views (and How to Fix It) 

By Karen Bluestein 

 

Many professionals with strong backgrounds are effectively invisible on LinkedIn and to the people searching it. If 
your LinkedIn profile feels invisible, it is tempting to assume the problem is the market. Or timing. Or the algorithm. In 
reality, low profile views are almost never about luck or seniority. It’s about clarity and impact. 

If any of this sounds familiar, you are in the right place. 

• You have solid experience, but inbound interest is minimal. 
• Your views spike randomly and then disappear. 
• Recruiters reach out, but for roles you do not want. 

These are not personal failures. They are structural ones. 

Following is what is actually holding profiles back and what the most visible, real-world LinkedIn profiles do 
differently. 

1. Your headline is generic instead of precise 

A strong headline answers three questions quickly: What you do? Where you do it? Why does it matter? 

Your headline is the most important line on your profile. It is heavily indexed by LinkedIn search and scanned instantly 
by humans. High-performing profiles do not waste it.  

Not effective: 

Senior Executive | Strategy | Leadership | Transformation 

This sounds polished but says nothing specific. Thousands of profiles look exactly like this. 

Not effective:  

Experienced Leader Helping Organizations Succeed 

There is no role, no domain, no scale, and no searchable signal. 

What works in real, high-visibility profiles: 

Chief Product Officer | Building SaaS Platforms Used by 10M+ Customers 

VP, Data & AI | Turning Enterprise Data into Revenue-Driving Products 

Finance Executive | Scaling Global Teams Across Capital Markets and FinTech 

These headlines work because they combine role, domain, and impact. They help LinkedIn classify you and help the 
reader immediately understand where you fit. 

2. Your profile reads like a resume, not a positioning statement 

Resumes document history. LinkedIn signals relevance. 

Not effective: 

Responsible for managing teams, overseeing operations, and delivering projects on 

time 

This describes activity, not value. It gives no reason to keep reading. 
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More effective: 

Led cross-functional teams to modernize core systems, improving delivery speed and 

operational efficiency. 

High-performing profiles focus on outcomes, decisions, and impact. They show how someone thinks and what they 
are trusted to handle. 

3. Your keywords do not match how recruiters search 

LinkedIn is a search engine. If your language does not match recruiter behavior, your profile will not surface. 

Not effective: 

Oversaw internal platform initiatives using proprietary tools 

Accurate internally. Invisible externally. 

More effective: 

Led cloud platform modernization initiatives using AWS, data analytics, and API-

based architectures 

Strong profiles translate internal language into market language. They mirror job descriptions without copying them. 

4. Your “About” section fails to do its job 

The About section is not a biography, it is a positioning narrative. 

Not effective: 

Experienced professional with a demonstrated history of working in multiple 

industries. Skilled in leadership, communication, and problem solving. 

This is vague and forgettable. 

More effective: 

Helping organizations navigate complex transformation initiatives where 

technology, people, and execution converge. Expertise in enterprise platforms, 

operating model change, and growth strategy, with a focus on building scalable 

systems. 

Clear. Human. Directional. This tells the reader who you are and why they should care. 

5. Your profile tries to cover everything 

Being well-rounded feels safe. On LinkedIn, it creates confusion. 

Not effective: 

Experience across sales, marketing, operations, finance, and customer service 

This signals generality, not strength. 

More effective: 

Experience leading go-to-market strategy and client growth initiatives at the 

intersection of technology and financial services 

High-visibility profiles narrow the story. Focus makes you easier to match, easier to remember, and easier to 
recommend. 

6. You are not sending relevance signals 

You do not need to post constantly. You do need to look current. 

Not effective: 
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Profile last updated years ago with no engagement. 

This quietly signals stagnation. 

More effective: 

Occasional posts, thoughtful comments, or shared insights tied to your domain. 

Even light activity tells LinkedIn your profile is active and worth surfacing. 

7. Your profile reflects your past instead of your target 

This is one of the biggest visibility blockers. 

Not effective: 

Profile framed entirely around previous roles with no indication of direction. 

This attracts misaligned opportunities or none at all. 

More effective: 

Profile clearly aligned with the role, scope, and industry you are targeting next. 

Strong profiles point forward. Past experience supports the story. It does not compete with it. 

The simple framework most strong profiles follow 

High-performing LinkedIn profiles are built around three things. 

Clarity. Can someone immediately understand what you do. 

Alignment. Does your profile support where you are going next. 

Visibility: Does LinkedIn have enough activity and language to surface you. 

When any one of these breaks down, visibility drops. 

Low LinkedIn views are rarely personal. They are structural. 

When your profile clearly communicates who you are, what you do best, and where you are headed, visibility does not 
need to be forced. It is engineered through clarity and alignment. 

If you want help diagnosing why your LinkedIn profile is underperforming or repositioning it for what comes next, 
Cary Communications works with professionals to turn LinkedIn profiles into clear, credible, high-impact personal 
brand assets. 
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