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Introduction

Entrepreneurs are busy people. There are a thousand tasks that need to be done each
day in order to get and keep a business running. Many business owners do not have
time to spend hours on the computer keeping up on the latest trends. In my consulting
business, | do that for you. Every day | read books and blogs and listen to podcasts, all
focused on the subject of social networking. | pull out the best practices and strategies
for businesses to use in their marketing efforts. | coach entrepreneurs on how to market
their business using the internet. And now | want to teach these strategies to you.

I've owned three of my own small businesses over the years; a court reporting firm,
hand-dyed wool wholesale business, and now TekkBuzz Internet Marketing. | love the
world of the entrepreneur. | love getting my hands dirty, working for the success of my
own business and the success of my clients’ businesses. I've chosen to work with small
businesses because they are fast moving, energetic, passionate and innovative.
Entrepreneurs are genuinely excited about what they are doing and where they are
going. That enthusiasm is infectious and makes working with entrepreneurs exciting for
me.

My mission is to always keep on top of the latest trends in internet marketing so | can
bring them to you. Internet marketing changes quickly. That’s one of the reasons | love
this field. | love watching, reading, learning how to best move your business forward by
using the Internet. I'll share with you everything you need to know to get into the game
of internet marketing and pump up your profits!

Who should read this book?

If you are an entrepreneur, a solo-preneur, or a small business owner or manager, this
book is for you. Social media is perfect for the entrepreneur. You will be able to see
results from your efforts. While you are working these strategies, you will have fun and
meet lots of interesting people. You will begin to see more traffic coming to your
website. More traffic means more sales if you follow the strategies | outline for you
here. Get ready to jump into the new game of internet marketing!
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How is this book arranged?

This book focuses on four main areas of internet marketing; Facebook, Twitter, LinkedIn
and blogging. We will focus on these four because they the areas where you will receive
the most return for the time you spend with them. | include a section on websites as
well. Most of you have a website already, and | will show you changes you may need to
make with your website to make sure it is working well for you and your business.

I will explain strategy and give you pointers on what you need to think about as you
read about the four most popular networks of social media. | will show you my strategy
and show you how to create your own. When you have finished this book, you will
know which networks are best for you, and you will have a plan for using social media to
pump up your profits.
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CHAPTER 1
Why Should You Use Social Networking?

The internet is a game changer. Marketing is being completely transformed. The days of
traditional advertising are numbered. Every year newspapers and magazines close or
move online. Last year the newspaper industry advertising revenues declined by 16.6%.
Why? Because placing ads in newspapers is no longer as effective as it once was.
Newspapers are closing as more people get their news and current event information
from the internet. Television commercials are slowly becoming less effective as more
and more people spend time on the internet and less time watching television. No
longer can we buy an ad on one channel and reach the number of viewers we once did.

The new way of marketing is not just a different set of rules; it’s an entirely different
game. It is now possible to reach the entire world from your computer for the cost of
internet service. This game changer, the Internet, has created many different avenues
for reaching customers. Facebook, LinkedIn, Twitter, blogging, just to name four, are all
new avenues to engage customers and make those valuable connections that lead to
sales.
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Social networks are places we go to interact with each other. We can now create our

own community around our business and our services or products. No longer do we
shout out sales messages that interrupt our customers as they watch television or read
magazines. Now we are able to speak directly to customers and, most importantly, our
customers are able to speak back to us.

This new way of interacting holds great opportunities for entrepreneurs. Larger
corporations do not dominate this game. Previously, a company with millions to spend
would make the largest impact on customer attention. This is not always true in social
media. Large corporations are hesitant to place themselves in social networks. They
have not figured out yet how to use the social networks to their advantage. But small
businesses are grabbing the ball and running with it in creative ways that bring attention
to their products and services. Your business is perfectly poised to engage customers on
a much more personal level than the big corporations. You are able to make a real
impact on your market while only spending minutes a day. You can forge real
relationships with your customers, getting to know them and they get to know you. You
are in the perfect position to drive traffic to your website and pump up your profits with
social networking.

What is Social Networking and Web 2.0?
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Social media and Web 2.0 are interchangeable terms that are used to describe

interactive environments and communication strategies applied on the Internet.

Web 2.0 is a general term applied to any website that reacts to the input and activity of
its users, such as a blog or your Facebook profile. Any website where the users get to
contribute to content as well as the creators is a Web 2.0 site.

Social networking is best defined as the regular interaction of people for some common
cause. Of course, there is really nothing new about social networking and it’s something
many of us do every day offline. But, as a marketing trend, this concept of networking
online is growing more and more popular and effective. This is because the Internet is
filled with millions of individuals who are looking to meet other Internet users and
develop both business and personal relationships.

There are many portals for social networking on the web. Social networking websites
are a community of Internet users that can range from small and tightly focused groups
to enormous groups of people who all have different backgrounds and interests. | will
show you what | consider the most effective networks to join and how to build your
own community of friends, followers and potential customers.

The social networks | am going to show you are networks that anyone can join and find
people with common interests. | will show you how to get inside of these networks and
create your own network of friends who have interests in line with you and your
business.
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Why is social networking so effective for marketing?

N Sy

The goal of business is to sell products or services and make money. To sell products or
services, you need to alert your target audience of your existence. Customers cannot
buy a product or a service if they do not know about it. Social networking websites will,
not only allow potential customers to meet you, get to know you, and most importantly
trust you. By joining social networks, you will attract people who have an interest in the
information, products or services you want to share with them.

There is nothing new about networking as a means to grow your business. This is exactly
why people join the Chamber of Commerce and similar organizations. But the fact that
the practice is now becoming so popular on the Web is why it’s important that you
make the jump into online social networking so that you can take advantage of this
shift. Because social networks are easy to use and understand, even for those who are
not technically inclined, people are joining social networks in large numbers and will
continue to do so. This trend is not going away, it is gaining momentum. As more and
more people get involved in social networks, the number of people you can market to
through these systems grows. | will show you how to find your audience inside the most
powerful networks.

And here’s what | think is the best part about using social networking for marketing your
business. The networks | will show you are free! The only cost involved in these sites will
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be your internet connection and the time you spend interacting with your communities.
I will show you how to use the networks effectively in a manageable amount of time.
You will not spend hundreds or thousands of dollars like you would with traditional
advertising. To join these networks, you simply register and get started. For a small
business, this is extremely important because you do not have a huge budget for
marketing and advertising. And because small businesses are more successful at making
an impact on social networks, you will have a huge advantage over larger corporations
who are still having a hard time figuring out how they can use the networks effectively.
You can take this free access to buyers and run with it!

Relationships Instead of Interruptions

Before talking about specific strategies, it is important that you understand the new
medium in which you will be engaging. Because the vehicle is so different, our behavior
needs to be different than our old marketing behaviors.

In the old world of interruption marketing, we were required to interrupt and shout.
Television commercials are always louder in order to grab our attention and interrupt
what we are doing. That behavior is no longer necessary and, in fact, will repel your
community. Your community wants real conversation from you. Your community wants
valuable information that only you can give. They do not want to be shouted at. The
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relationship is the focus of your new marketing efforts. This one shift in thinking is what
is necessary to really take advantage of the marketing opportunities that are waiting for

you.

Preparing Your Buyer to Take Action

10
Al

Social media prepares your customers to more readily take action once you have
established a relationship. You may have heard of the concept of the sales funnel. If not,
think of the shape of a funnel. At the wide top of the funnel are people who have just
come in contact with you and your product. They are mildly interested and so they join
your community. They do this by signing up for your email opt-in list or maybe
becoming your friend on Facebook. Each time you engage these interested individuals,
they get to know you a little better. If they continue to be interested in you and your
product, they will move further into the sales funnel, step by step, until they are ready
to buy. Some customers are ready to buy right away. Some need a little more time.

Think of your own buying habits. Sometimes you have thought about a purchase and
know exactly what you want and buy it right upon entering a store. Other times you
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need to make several decisions. Do | need it? Can | afford it? Is this something that is

right for me? The interactions you have with the product and the company selling the
product allows you to build a relationship. You step further into the funnel.

Some people will not move all the way through your funnel. That is okay. In fact, that is
what you want, because those who leave are no longer interested in buying. They
separate themselves from those who are still interested. Those who are still interested,
remain in your funnel. So as you network and interact with your community, you are
now only interacting with members of your community who are interested in you and
what you have to say. Every person in the world is not interested in your niche. The
funnel allows you to sort out those who are interested from those who are not. This
process brings a stream of qualified leads to your community, potential customers who
are interested in you and your product. You now have a community of potential
customers who surround you every day in your online activities. This process of building
relationships and bringing customers further into your funnel makes it easier for your
community to say yes when you ask them to take action.

For a buyer to buy, they need to (1) Know you (2) Like you and (3) Trust you. Social
media makes all three of these not only possible, but easier. Your buyers will meet you
on the networks. You will interact with them so they get to know you. And once they’ve
interacted with you for a while in a non-threatening way, they begin to trust you. Your
only job is to interact with them and be yourself. And here is a secret we will talk about
in more detail later; you don’t even have to make sales pitches. In fact, it’s better if you
only occasionally do so. All that is required of you is to invite people to your community
and get to know them. That’s it!
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CHAPTER 2
Who Are Your Buyers?

~

A4
-
4

Before you spend time working on your marketing strategy, you need to take time to
answer the question: Who are your buyers? You want to define who your buyers are so
you can focus on finding the right people for your community. You will be actively
seeking new members to join your networks. When deciding which networks to use in
your strategy, you must think about the people who are your target audience.
Understanding what they want and need is critical to deciding who to invite to your

community.

For instance, a travel agent may observe her customers are between the ages of 30 to
70 years old. In recruiting community members, she will not focus heavily on teenagers
or people in their early 20’s because these are not her buyers.

There are questions to ask yourself when thinking about your buyers. Make a list of the
answers to the following:

- Who are your major audiences?

- What characteristics do your audience members share?
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- Who can you invite that falls under these categories?

Our travel agent might answer the questions this way:
- My major audience members are between the ages of 30 to 70 with
discretionary income to spend on travel
- My audience members love to travel and are adventurous. They often hold
professional positions at work.
- 1 will invite people who hold professional positions between the ages of 30
and 70.

Now our travel agent can look for groups of people on the networks who fit these
criteria. She will find professional groups on Facebook and LinkedIn where she can begin
to network and invite people to join her network community.

Another way to identify your buyers is to ask your customers about themselves. When
you are on your network and interacting with your community, ask a customer, “Why
did you buy? Did you get what you were looking for?” Their answers will provide
information about characteristics of your buyers. A quilt shop owner might receive a
response such as, “l want to make gifts for my family for Christmas because | can save
money.” Our shop owner now knows one characteristic of some of her customers is
frugality. Here are some other characteristics our owner might discover:

Emotions: Fun-loving
Passionate
Interests: Creative
Frugal
Learning
Demographics: 45 years — 75 years old
Female

Once you've identified characteristics of your customers, you are ready to find people
who fit these descriptions. In later parts of this book, | will tell you how to find these
potential buyers on each of the social networks.
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CHAPTER 3
Facebook

One of the fastest growing social networks online today is Facebook. You can find
friends on Facebook who are from every industry, age group, and demographic group.
Because so many people have joined, this is one of the most effective places to start
your online marketing.

Facebook began as a social network for college students. You could only join if you had a
college email address ending in .edu. Once those college students began entering the
workforce, they wanted to keep their communications with friend. Eventually Facebook
changed the rule and opened its doors to everyone. Since that time, the network has
exploded in size making it one of the most useful places to start your online marketing
activities.
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This network is a place for you to share information about yourself with your friends.
You may share as much or as little information as you like. You will invite friends who
also have Facebook accounts. Once you have added a friend to your page, they can see

all of your information if you set your privacy settings up in that way. You can regularly
post a status update that leaves a short message for friends letting them know what you
are up to or telling them anything you like.

Marketing Strengths

Facebook is a great way to brand yourself and your product. You get to control the
information you put out for your community to see. It also allows you to further
relationships you have with customers and potential customers. Facebook is a great
place to start if you are new to social media.

STRATEGY
Your Profile
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When creating a Facebook account, the first thing you will be asked to do is create a

profile. Facebook makes it easy to share information about yourself and your business.
You can include any information you like or you can skip items you would prefer not to
share. For instance, | choose not to answer the question regarding “Relationship
Status”. | simply don’t feel that question is appropriate for my purposes of connecting
with friends in my online community. Other people may have no problem sharing such
information. It is up to each of us to decide what we will share.

Use your real name when signing up for a profile. Would you buy something from a
person you know only as coolguy55? Not likely. Using your real name helps build trust
between you and your buyer. It lets them know you are a real person.

Be sure to include a photo of yourself in your profile. A photo is very important in
establishing a relationship with your community. Let your audience get to know you
through personal information.

Build your Community of Friends

Once you have created a profile, now it is time to invite friends to your community. Start
with your existing customers, friends and family members. Use the search field to
search for your friends. If you find a friend who already has an account, invite them to
your page. Your friend will receive an email invitation. If they confirm you are indeed a
friend, they will have access to your profile and you will have access to theirs. Your goal
is to build a friend list that includes friends, family, existing customers and other people
who may become your customers.

Build Your Friend List

For your Facebook strategy, you will want to continue to build your friend list. One way
to do this is through your face-to-face networking. When you receive business cards
from people at face-to-face networking functions, follow up by inviting them to be your
Facebook friend. Look at the friend lists of all your friends. If you know any of their
friends, you can immediately invite them to your list. Spend a little time every week
building your list. Remember these are people you are gathering for your sales funnel.
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Interact with Friends

It is not enough to collect friends. Now you will need to interact regularly with friends.
Here are some ideas on how to continually stay in touch.

Facebook allows you to send a status update to your friends. When you enter a
sentence or two about what you are doing, all of your friends will see this update. You
should send updates a few times each week to stay active in your community.

Updates can be about anything you like. When marketing your business, | recommend
that the updates should fall into three categories.

e Personal
e Informative
e Business related

Personal messages can be used for one third of your updates. These would be updates
about you, your hobbies or your family. One third should be informational. You can
provide tips on how to use your product, or provide links to articles you’ve recently read
that relate to our industry. The last third of your updates can be related to what you are
working on in your business. These types of updates will remind people what your
business is about without sounding like a sales message. For instance, an interior
designer might mention that she is helping a client choose countertop materials today.
This reminds her community of what line of business she is in and lets them know a little
about her services and day-to-day work activities.

Fan Page

Once you have your Facebook page up and running, you will want to create a Fan Page.
This is a page that is focused entirely on your business and products. You can use your
company logo for the page image rather than a photograph, if you like. Fill the page with
lots of marketing copy about your products and services. Be sure to include your
website URL. Once the page is developed, you can invite all of your friends to become
fans of the Fan page. Many will be happy to join you.

The Fan page provides a place for you to send messages regarding the business to your
fans. This is where you can send notices of sales or upcoming events. With one click, all
of your fans will receive the message. It is acceptable to talk directly about the business
and your services and products from the fan page.
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Because of the huge number of people on Facebook you won’t want to miss this
opportunity to grow your community. Make sure you plan on spending a few minutes
to interact with your community on Facebook several times a week. With this
consistency, you will build trust. This trust will further your relationship with potential
customers and move them closer to becoming your direct customer.
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CHAPTER 4
Linked In
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LinkedIn is a social network that is known for its use by professionals. In its early days, it
was used primarily by the tech industry as a place to post resume’ information and
make contacts while looking for a job or looking for new employees.

The way the network is being used has evolved over time. As more and more people
join the network, it becomes more useful to a wider variety of industries. LinkedIn is a
great place to connect to others in your industry who may be able to help you with
information or referrals for services you might need. If your business provides services
to other businesses, this is a great place to build a community of potential customers.
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Strengths

LinkedIn gives you a great place to demonstrate your experience in your field. It allows
you to connect with people in your industry both in your geographical location and from
all over the world. You can join groups that have formed around specific ideas or fields.
For instance, | belong to several groups. Some are groups of general business people in
my city. Others are marketing groups that have members from across the county.

Profile

With LinkedIn, you can create a very full profile with lots of good information about you
and your company. Be sure to take full advantage of all of the profile areas. Many
people put information in just as they would a resume’. Since you are here to promote a
business, you will want to be sure to really highlight what you and your business are
about. In the summary section, use some of your best marketing language to catch your
visitor’s attention. Include your photo so your audience can start getting to know you.
Don’t forget to include your website URL so readers can visit your site to see what you
are all about.

Build your Connections

The strength of LinkedlIn is the ability to, not only gather connections, but also to be able
to see your friends and their networks. You will be able to quickly find people in all
industries with whom you may want to do business.

Once your profile is complete, you can begin to connect to people. Search for friends
and existing customers and ask them to link to you. Once they accept, you will be able
to see their entire profile and their list of connections. Look through their connections
to find other people you know. Invite them to connect with you.

Join Groups

Joining groups is an excellent way to build your community and find potential
customers. When choosing groups to join, look for groups that share some of the
characteristics of your buyers. If your business is a specialty golf store, you’ll want to
join golf groups. You may also want to join professional groups. Professionals often
conduct business during a game of golf. These are your potential customers and you
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want to get to know them. Once you are a part of a group, look for members that you
might like to invite to connect to your LinkedIn profile.

Once you join some groups, look at the discussions tab to find topics group members
are talking about. Comment frequently and even start a discussion of your own. If
members have kept the default settings that come with their profile, they will receive
email notices when someone opens a discussion. This is a way for you to add value to
the group and allow members to see your name and comments while checking their
email. Be sure the discussion is truly adding value, and not a sales pitch for your
product or services.

Interaction with “Answers”

LinkedIn offers a cool feature called Anwers. Ask any question at all and you will have
people answering you with good information, and they do it almost immediately. Many
professionals and experts hang out in the Answers area and try to answer you quickly.
Their answers are good and those providing answers can earn special status for
answering questions.

What makes this a super effective way to interact is the fact you can have your question
sent to all of your connections as well as sent to the main Answer section. | highly
recommend you choose this feature. It will put your name in front of your connections
and remind them you are there. Many will take the opportunity to say hello to you
when they receive a question, even if they do not know the answer. | ask a question
about once a month so | can make myself accessible to my connections.

You can truly ask anything. Some people ask for referrals for goods or service they are
searching for. Some ask questions about topics not generally known in their industry.
Check out the Answers area and read some questions to see what types of questions
people are asking about. If you see a question you know you can answer, by all means
do contribute your expertise.

LinkedIn also has a place to update your status. You can contribute the same mix of
topics as you do on Facebook, that is one third informational, one third business related,
and one-third personal subject matters. This will keep the interest of your audience and
allow them to get to know who you are and what you are about, furthering your
relationship with them.
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CHAPTER 6
Twitter

What is Twitter? W7 ¢ Hom

Twitter is a service for friends, family, and co-workers

to communicate and stay connected through the exchange of
guick, frequent answers to one simple question: What are you
doing?

One of the fastest growing social networks is Twitter. When | first tried Twitter, there
weren’t too many people using it yet and | didn’t see how this network was going to be
of value to me. Now that so many people are using Twitter, there are great ways to
connect and gather useful information.

Strengths

Twitter is fast and easy to use. The search feature allows you to find, not only people,
but you can also search by subject and find your target audience members. Twitter can
also be used to drive traffic to your blog or website.
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STRATEGY
Profile

The Twitter profile is the easiest to create. Be sure to include your website URL and a
photo of yourself to create a more personal experience for your followers.

Build Your Community

With one click, you can become a flower of anyone you choose. They receive an email
informing them you are following them. Many will come to your profile and follow you
in return. Search for friends and customers by name using the search feature. Once you
are following a friend, check out their follow list to see who else is following them.

When building your follow list, be sure to include others in your industry. Many people
share links to great information they have found on the web. People in your industry will
be interested in the same things you are and will pass on useful information that you
can use.

Tweets

In Twitter, you receive only 140 characters to compose your message. This means all
messages are short and to the point, making it easy to follow a large number of people.
You will want to send Tweets several times a day. Again, send the same types of entries
as you do in Facebook and LinkedIn.

There are many great ways to use Twitter. One is to use it to drive traffic to your blog or
website. When you put information on your website about a new product or service, be
sure to include tweets about the product or service. Include a link to the page on your
website which discusses the new item. When you publish a new blog post, write a
Tweet telling your followers what the subject is and include a link. The more followers
you have, the more likely that some will be interested enough to click the link and check
out your new information.




Pump Up Your Profits

Interact

On Twitter, there are a couple ways to talk directly to others. One is to respond to
followers in your Tweets by using the @ sign. If you use the @sign followed by a user’s
name, this is a signal to the person you’ve named that you are talking to them. For
instance, if someone sends a Tweet that begins with @DeborahTekkbuzz, | know that
the message is intended for me. You can also send direct messages to your Twitter
followers. These are seen only by the person you send it to. These two types of
interactions are great for building relationships and carrying on a conversation.

Twitter users often retweet information they see from other users. By retweeting
someone’s information, you are allowing their content to be seen by all of your
followers. Allowing more people to see one Tweet is valuable for your follower.
Followers are excited when you retweet their content. Retweeting is a good way to
interact and help others.

To get an idea of how to Tweet, spend some time reading many tweets. You will start to
see different styles of messages and will begin to find a style that works for you.
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CHAPTER 7
Blogs

b Pad

Inform. Influence. Inspire.

=e

@) WORDPRESS

One of my favorite types of social media is the blog. A blog is a place to write about your
field or industry and share valuable information. | write a blog filled with tips on how to
use social media to market your business. My goal is to share useful information in small
doses that will not overwhelm my reader.

Strengths

Blogs are a fast way to establish your expertise in your field. By writing frequently about
your topic, you begin to develop a body of information surrounding your topic. If you
continue to submit blog posts, this body of work continues to grow, making your blog
site a valuable place to find good information.

Blogs are also very good at bringing traffic to your site by raising your placement on
search engines. Search engines like blogs because you are creating fresh new content on
a continual basis. Again, the large body of work that you will accumulate is looked upon
favorably by search engines.

Strategy

If you like to write or at least don’t mind writing, this medium is for you! Blog posts
should be kept short. Readers are looking for fast information in smaller pieces. | only
write a couple paragraphs in most of my posts. You will fall into an easy rhythm of
creating short posts for your readers, the more that you write.
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Wordpress, in my opinion, is the best online blog tool. It is free and, if you download it
to your domain, there are all kinds of SEO plugins that you can use to boost your page
rank by bringing visitors to your blog.

STRATEGY
Linking

You will want to write posts about subjects that surround your product. Occasionally
you will want to write posts that mention your product directly. When you do, you
should create a link to the page where your product is sold. This will send interested
readers directly to the place where they can learn more about the products and
purchase it.

Email List

You opt-in form should be near the top of your blog page. You want to encourage your
readers to join your list. Your email list is one of your most valuable sales tools. Don’t
miss the chance to add interested readers to your sales funnel. Once you collect email
addresses, you can now send notices about new products aor special sales to your
members.

Driving Traffic

Once you begin establishing your presence on Facebook, LinkedIn, Twitter or you blog,
your next step will be to let all of your friends and customers know how to find you. |
highly recommend that you add links to your network on to your email signature. Every
time someone reads an email from you, they will have the opportunity to check out
your pages and to enter your sales funnel.
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CHAPTER 8
Design Your Strategy

Now that you have a good overview of some of the most useful tools in social media, it
is time to design your strategy and put it down on paper or a text document on your
computer. A strategy will allow you to follow an organized path as you build your
communities. Following a plan and setting goals gives you a way to track your progress
For instance, if you set a goal to increase your community by 5 people each week, you
can easily measure whether you are on track each week. If you are not, then you know
you need to spend more time building your list of friends.

Decide which tools will work for you

| recommend that you spend a little time with each of the four tools I've outlined for
you before deciding which you would like to use. Sign up for accounts on Twitter,
LinkedIn and Facebook so you can move around and read what other people are writing,
view how others are using the network. Blogs are even easier to view. You simply search
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in Google for blogs pertaining to your interests. Read what people are writing. See the
different styles they are using.

My Strategy
To give you an idea of what your strategy should look like, | am including the list of tasks

| work on throughout the week to keep consistent and make my marketing plan work
for me.

Blog Website

My website is my blog. In my blog | give useful information to my readers about strategy
and specific actions they can take in their online marketing efforts

When you arrive you see my latest blog post. In the sidebar is my email opt-in list. | want
it to be one of the first things you see since | want you to sign up for my email list.

In the sidebar | also post information about my next speaking engagements, my most
recent Facebook entries, and links to Twitter and LinkedIn.

| include my photo in the sidebar. Since | am a solopreneur, my photo often works as a
logo for developing my brand.

Time: | spend 30 minutes three times a week writing and publishing posts.

Facebook

| update my profile at least three times a week. | include updates about my personal life
and about what’s happening in my business.

| have a fan page for my business, TekkBuzz. | include links to my website from there. |
place information in the sidebar about what my company does. | post updates about
upcoming events | am involved in and any new services | am offering.

| invited all of my Facebook friends to also be members of my fan page.

Time: | spend at least 10 minutes a day adding updates and commenting on my friend’s
updates.
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LinkedIn

| post updates once a week.

| have joined several groups and | check the discussion boards three or four times a
week. Whenever possible, add comments to the discussions so that | can continue to
interact to members.

Whenever I’'m part of a discussion, | invite the other people who participated in the
discussion to be my connection. Since we usually have a lot in common, they usually
agree and add me to their list.

| post a question in “Answers” once a month. | read Answers several times a week to see
if | can answer any of the current questions other users are asking.

Time: | spend 10 minutes three times a week on LinkedIn.

Twitter

| review the tweets of the people | follow at least once a day. | reply using the @ sign
when | have something to add to a conversation. | spend 10 minutes a day on Twitter
reading, responding and tweeting.

| tweet four or five times a week. | tweet about my personal interests, what I’'m working
on with work, and good articles I'm reading on other blogs that relate to social
networking.

| periodically search for particular industries, such as bakers or travel agents, and follow
several. This way | keep up on what’s happening in their world as well as my own. |

target groups that are similar to my buyers. Many have followed me as a result.

Time: | spend 10 minutes a day on Twitter reading, responding and tweeting.
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Now it’s Your Turn

As you’ve read this e-book, | hope you’ve found good information you can use now to
get started creating your own online marketing strategy. With a little planning, you can
create a plan that is easy for you to fit into your busy schedule, and one that will
produce results by driving traffic to your website. Social networking will make your
sales efforts easier by creating relationships with potential customers who have
expressed an interest in you and your product. You will create your own community of
potential buyers who will be moving through your sales funnel toward buying your
products and services. And when they do, you will see how social networking can Pump
Up Your Profits!




