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Issue #4 Merry Christmas and a Happy & Prosperous New Year

Welcome to  social media woman virtual magazine.

The vision and purpose of this magazine is to bring you the most 

up-to-date social media tips, tools, strategies and interviews from leading social 

entrepreneurs in the one spot to learn, understand, implement and  grow a 

successful social network and business online.

* Disclosure: some links included in this magazine are affiliate links whereby if you purchase through this magazine I may be

entitled to a commission. I only recommend products/services that I believe will personally benefit you and your business.
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After 25 years in Corporate communications, I am excited to be 
taking my passion and expertise for visual marketing, plus my new 
love of online marketing and using it to help women around the 
world establish their own identity online.

Social media has opened up a whole new communication medium 
for women.  Through this magazine, I want to help teach you how 
easy it is to get your message to market and build a successful 
business online. I am very grateful to all the experts who 
generously contribute to this magazine, and who are willing to 
share their knowledge freely to help you  better market your 
business, grow and personally succeed in life.

Pam Brossman

Merry Christmas to you and your family.
May 2011 be filled with love, laughter, happiness, 
prosperity and success!

Pam Brossman

http://www.youtube.com/socialmediawoman
http://www.facebook.com/pambrossman
http://www.socialmediawoman.com/
http://www.twitter.com/pambrossman
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Are Your Joining Usé Feb 18-20, Sydney 2011?

Are you a speaker, author, online marketer, coach, trainer or an expert in 

your fieldé if so, then this 3 day hands-on workshop is for you.

I have put together an event just for smart, business savvy women like 

you to learn how to:

V Create and turn your expertise into products, seminars and events 

V Market your products and expertise globally online using video & 

social media

V Brand your expertise and position yourself as the ógo toô expert in 

your niche very, very quickly

Click to Watch Video

Pre-register here

http://sheexperts.com/


Who is Julie Perry and for those who donõt know you, how did you get started online?

I got started online back in late 2004 when I was working as VP of Marketing for a book publishing company 

in Denver, CO, when in an effort to take our book publicity activities online, I purchased ñ33 Days to Online 

Profitsò by Internet marketers Jim Edwards & YanikSilver. Not only did the information in this ebookignite my 

companyôs online book marketing efforts, but it inspired me to write my own ebookand try to sell it online. Jim 

and Yanikpreached ñwrite about what you know,ò so I chose to write a guide on how to become a private 

mega yacht stewardess (something I did from 1998-2001, after graduating college). Early in the writing 

process, Jim emailed his list announcing heôd be speaking at Stu McLarenôs ñIdea Incubatorò event (Feb 

2005); I jumped at the chance to meet him in person. Lo and behold, also speaking at the event were 

Armand Morin and Alex Mandossian, and after hearing them speak, I was inspired to purchase a ticket to 

Armandôs Big Seminar (April 2005). Once I got there and was exposed to Internet marketers like Michel 

Fortin and Paul Colligan, I was hooked! 

And actually, it was at that same Big Seminar event that I met David Hancock of Morgan James Publishing. 

David became intrigued by the concept of my ebook, and after reading what I had of a manuscript to that 

point, he made me an offer to publish it in hard copy formatða much bigger project than Iôd anticipated, but it 

was an incredible opportunity I was thrilled to accept. While writing my book, ñThe Insidersô Guide to 

Becoming a Yacht Stewardess: Confessions from My Years Afloat with the Rich and Famousò (part how-

to/part memoir), I supported myself with Internet copywriting gigs (I studied Michel Fortin religiously) 

orchestrating email marketing campaigns and hosting teleseminarsfor a number of clients. Once my book 

came out in 2006, I delved full force into social media to promote it. Soon I was making a majority of my sales 

as a direct result of a MySpace page I set up (www.myspace.com/yachta), and my obsession with social 

media began! 

How did you get involved in YouTube marketing and what is it that you love so much 

for both your own marketing and your clientõs marketing?

Shortly after my yachting book came out, I was contacted by a couple entrepreneurs who wanted to create 

an online social network similar to MySpace, but one devoted to the recreational boating industry niche. They 

hired me as VP of Marketing for their start-up company, and I helped them develop and launch 

TheBoaters.com online social community from scratch. Now, when I started working with them in February 

2007, our goal was to launch in July, but along the way, we had a few programming glitches that set us back. 

When we realized we would probably not be able launch until September (the end of the boating season for 

most Americans), we came up with the idea to launch a video podcast in the short run; our goal was to use it 

as baitðto build an online audience of boat owners and enthusiasts whom we could eventually invite to join 

our social network when it launched.

Julie Erry
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http://www.myspace.com/yachta
http://mixiv.com/vp/87720/43617/


Inspired by video podcasts such as ñRocketboomò and ñGeekBriefTV,ò we produced video ñnewscasts,ò 

5-7 minutes in length, featuring boating news three times a week. The initial plan was to distribute them 

on our vlog, TheBoaters.TV (now defunct), BUT, because I was responsible for not just writing and 

hosting the shows, but also selling advertising and sponsorships, I began looking for ways we could 

maximize our viewership numbers (after all, I had to write the media kit). To do this, I turned to iTunes and 

online video distribution sites, including YouTube, yes, but also 22 other online video sites (such as 

DailyMotion, Vimeo, Blip, and many others who have since folded). Anywhere I could find to upload our 

episodes, I did it. (I think this is key to new media distribution: your audience wants to consume your 

content on THEIR terms, so you must make your content available far and wide.)

In the end, our video marketing strategy for TheBoatersTV was a success! By the time we launched 

TheBoaters.com social network in September 2007, we not only had thousands of fans of the show who 

immediately registered to build user profiles, but weôd also built a large enough consistent viewership 

across all our channels (the vlog, iTunes, and all the video content sites) that we were able to sell 

sponsorships, advertising, and product placement spots on the show. With regard to YouTube, while it 

wasnôt the only destination for our audience to catch our episodes (many still went direct to the vlog), I 

would say it was the prime spot for new audiences to discover us. For me, thatôs the magic of YouTube. 

So with that type of success, what happened with the show and website?

Well by late December 2007, we were at the height of our success: The Boaters.com had over 60,000 

registered users, ads were starting to sell, and we were on episode 73 of TheBoaters.TV. Too, my hosted 

episodes of the show (episodes 1 -73) had received over 500,000 views on YouTube alone. But then 

tragedy struck:

While taking a pedicab(a bicycle-driven rickshaw) ride on New Yearôs Eve in Fort Lauderdale, the vehicle 

I was in was struck by a carða hit-and-run driver, as a matter of fact. I was ejected from the pedicaband 

flew head-first into a bridge, snapping my clavicle, fracturing my pelvis, and worst of all, fracturing my 

skull. My head injury resulted in the loss of hearing in my right ear and nerve damage to my 7th cranial 

nerve, which paralyzed my face on the right side. Needless to say, there was no more ñon cameraò time in 

my future. In fact, I was unable to work for nine months post-accident, because the back pain I endured 

left me unable to type for more than 20 minutes every few hours (which meant there was no falling back 

on my copywriting skills). With no ability to work to support myself, I was forced to move back to my 

hometown of Indianapolis, Indiana, where I moved in with my parents while I recovered. It was a horribly 

depressing time, and while nine months later, my facial paralysis had yet to show any sign of 

improvement, I was at least able to get back online working.

My luck turned around when a good friend, Internet marketer Brad Fallon (StomperNet), offered me some 

freelance work teaching his team the YouTube strategies Iôd developed while marketing TheBoaters.TV. 

He was so impressed with what I knew that he said, ñJulie, you need to get this information out thereð

you need to create a product that teaches this stuff!ò Brad put me in touch with Paul Colligan, whom I 

already knew from Internet Marketing seminars (note: it pays to go to live events and network!). And so it 

went that in October 2008, Paul and I held a webinar for his New Media Inner Circle group introducing 

them to my YouTube marketing tips. The feedback was so great that we decided to give a couple more, 

record them, and then release the entire event as a DVD tutorial. Thus, ñYouTube Secret Weaponò was 

born (named after the nickname Bradôs team gave me after receiving my YouTube coaching). 

http://mixiv.com/vp/87720/43617/


What have you done with YouTube Secret Weapon since then?

Since that time, Paul and I re-launched YouTube Secret Weapon (YTSW) twice in 2009, have held over 

10 bonus webinars for our customers, and in 2010, we released a 2.0 version made up of over 6 hours 

of updated content, including advanced strategies and case studies based on my work with private 

clientsô successes. All the hard work certainly paid off, and the money we made on YTSW allowed me to 

pay off over $35,000 debt from my accident. (Thatôs right. Because it was a hit-and run, there was no 

one to recover damages from, I was denied disability AND unemployment, and the owner of the pedicab

weôd been riding didnôt even have insurance to cover our accident!). In the end, I definitely look back at 

the whole YTSW experience as one where I was able to make lemonade out of lemons. 

Meanwhile, the rewards keep coming: I was recently included in Success Secrets of the Social Media 

Marketing Superstars by Mitch Meyerson(Entrepreneur Press, August 2010), where I contributed the 

YouTube chapter. I was also thrilled to join two of my original online video heroes, the creator of 

ñRocketboom,ò Andrew Baron, and the co-creator of ñAsk a Ninja,ò Ken Nichols, on a YouTube panel 

discussion at the 2010 BlogWorldevent in Las Vegas. 

What is your current business and is social media a big part of what you do?

Well, about a year ago, I found myself getting a little bored. As much as I loved working one-on-one with 

freelance clients and holding regular update webinars for our YTSW customers, I really missed being out 

of the house, working as part of a larger team, and having a more regular routine. (Left to my own 

devices, I become a workaholic and tend to work 24/7.) I was also finally at a point in my recovery 

process that, after practically hiding from the world for nearly two years, I longed to get back out there 

and start participating again. So I began applying to local ad agencies and PR firms here in Indy.

I was fortunate enough to land the most outstanding opportunity at BLASTmediaða national PR firm 

with offices in Indianapolis and San Francisco. Hereôs the coolest part: BLAST was looking to add a 

social media element to their PR service offerings. They hired me as Social Media Director, and I was 

tasked with creating and launching their entire social media department from scratch! This was perfect, 

as I was able to work in a full-time, agency position but still be somewhat entrepreneurial. Here we are 

11 months later, and since I was brought on back in January, weôve been contracted by over 17 brands 

to develop and implement their social media campaigns on an ongoing basis. Better yet, the department 

I created has grown to a team of seven, as Iôm hiring my 6th and 7th team members this month. 

I also continue to promote and update YTSW 2.0 with my partner, Paul Colligan. Working with a wide 

variety of major brands at BLASTmediaeach day keeps me ñin the trenchesò so I can stay on top of the 

latest developments and learn what works (and what doesnôt). This helps me to keep the YouTube 

content we teach fresh and up-to-date. (Ah, and with regard to YouTube, my BLASTmediateam has just 

been KILLING ITéTalk about case studies.) 

So yes, I definitely love my job!

BLASTmediaõsYouTube channel: http://www.YouTube.com/BLASTmediaPR--If

YouTube Secret Weapon YouTube channel: http://www.YouTube.com/YTSecretWeapon

Find me on Twitter:http://www.Twitter.com/JuliePerry

LinkedIn:http://www.linkedin.com/in/julieperry

http://mixiv.com/vp/87720/43617/
http://www.youtube.com/BLASTmediaPR
http://www.youtube.com/YTSecretWeapon
http://www.twitter.com/JuliePerry
http://www.linkedin.com/in/julieperry
http://mixiv.com/vp/87720/43617/


Are there 5 tips you can give that will help our readers become more 

successful with their YouTube marketing?

1. Profile names are important.If you are just setting up a channel, my advice is to put as much thought 

into what username you choose when you register your account as you would your own domain name for a 

blog or website. Using keywords in your profile name that describe or relate to your niche is going to serve 

you much better as you further optimize your channel and socialize within and around the YouTube site. (If 

you were into stamp collecting, which would intrigue and tempt you more to click over and check out: A 

comment posted by channel name ñjohnsmithxyz,ò ñjoanjones555,ò or ñVintageStampsò?éMy point 

exactly.)

2. Remember: YOUTUBE IS A SOCIAL NETWORK! Not only does it have the highest amount of consistent 

traffic available to discover and share your videos, it is also a trusted video destination where people can 

SUBSCRIBE to your content, comment publicly on your content, and socialize with others as they watch 

your content. Better yet, itôs been shown that ñcommunity factorsò play a big roll in increasing your YouTube 

rankings (such factors include, but are not limited to, how many subscribers and friends you have, how 

many comments your videos have acquired, and how many playlists youôve created or been added to). So 

start socializing! Send some friend invites, subscriber to some relevant channels in your niche, comment on 

some other channels! The main idea here is to show engagement with other channels and videos, and 

encourage engagement with your own.

3. Keep your YouTube videos short. As in under four minutes short (or even between 2-3) if possible. 

Attention spans are too short these days. (I cringe when I think we were doing 5-7 minute TheBoatersTV 

episodes back in 2007ðthat would never fly nowadays). For effective marketing videos, simply state who 

you are, what youôve got, then give them the call to action and be on your way. Voila. For longer 

presentations, I recommend breaking them into smaller chunks and linking them through playlists and/or 

annotations.

4. Get your website domain into your videos using the YouTube Annotations tool. If you donôt have time 

or money to delve into video editing, your domain can be added to the front, middle, and end of your videos 

using YouTube Annotationsða tool to add interactive commentary onto your videos from within the 

YouTube interface (and yes, without having to use any video editing software of your own). Add 

annotations after your video is uploaded. You control what the annotations say, where they appear on the 

video, and when they appear and disappear. You can even link from an annotation to another YouTube 

video, channel, or search result. Annotations will also show up on YouTube videos embedded elsewhere, 

off of the YouTube site.

5. Apply basic SEO practices to optimize your videos. Outside of the community factors I mentioned in #1 

and the standard title, tag, and video description writing practices, the key to getting more of your videos to 

come up in the Google and YouTube SERPs boils down to creating more inbound links to your YouTube 

videos. Getting these inbound links from outside sources with good page rank (and hopefully via keyword-

rich anchor text) is preferred. Never hurts to embed them in some places, too. It is also recommended that 

you get into the habit of building links that point directly to your channel. I recommend doing this in your 

email signature.

Where do you see video marketing heading in the next 12 -18 months?
Obviously, it is now vital to make sure that any videos you are producing are ALSO distributed via 

YouTube. The new media landscape is all about access, and YouTube puts you out there where your 

prospects and customers can find and consume your content the easiest. Search is also a reason 

everyone from online entrepreneurs to major brands need to make sure they have a strong YouTube 

presence this coming year. Did you know that YouTube is now considered the #2 search engine? And itôs 

not just about people heading directly over to YouTube to search either, as YouTube video results now 

also show up within Googleôs search engine result pages (SERPS).. Finally, YouTube has also been 

testing its new live platform, which integrates live streaming directly into YouTube channels (just like 

uStream). The engagement opportunities for brands willing to experiment with this new platform are huge. 



My Time To SHINEin Vegas
HOW ALI BROWNôS CHANGING BUSINESS ONE WOMAN AT A TIME!

So  how was it? Is the burning question that has been dominating my inbox 

since I arrived back in Sydney after 5 days in Las Vegas?

Well you know what they sayéôWhat Goes On In Vegas, Stays In Vegasô. 

But I cannot keep the secret any longer!

What I thought of SHINE and my Aha momentsé.

All I can say is WOW! 

I have been to many, many events since becoming an entrepreneur 5 years 

ago, but this event outdid any event bar none and I will tell you why:

Ç Ali ós attention to detail to ensure every experience throughout the whole 

3 days was an amazing experience, was exceptional

Ç From the minute we were seated the energy in the room was electrifying 

with excitement, anticipation and passion

Ç The opening to the event was like being at the Olympics. It brought a 

tear to my eye how far we all had come and how much the world had 

changed for women to be accepted as equals in a male dominated 

market place

Ç The guest speakers and their stories were inspirational and enlightening

Ç The Platinum and Millionaire Protégé Club success stories were 

refreshing and empowering

Ç The warmth and camaraderie of the women and men in the room to 

support, learn and help each other grow, was just mind blowing

Ç The people who had been touched by me personally  and who wanted 

to learn more from me, was humbling

Ç The new friendships and joint ventures plus, exciting opportunities were 

just some of the WOWs  each and every day

Ç And did I mention Aliôs amazing generosity, fun and dedication to 

over-deliver every minute of the 3 days we were there?

I went to SHINE as a guest speaker and walked away a different person. 

Aliôs event has the ability to make you really step back and think about your 

WHY and what  your PURPOSEis. Many aha moments happened at this 

event and I cannot thank Ali enough for giving me the opportunity to 

SHINE with the most amazing group of women who just get it!

Make sure you go next year, it really is a life changing experience!

http://www.mcssl.com/app/aftrack.asp?afid=1203151


What have been your highlights in business?

I always knew that I was going to be successful in life ðthat was a given. 

My mother instilled in me from a very early age that I could achieve 

anything I wanted as long as I truly believed I could achieve it. She used 

to say to me, ñPam you will never know unless you have a try so just go 

out there and have a goò. My mother taught me to have a ômillionaire 

attitudeõ and every time I have ever been scared about trying something 

new, giving something a go or taking an opportunity that came my way, I 

would remember what mum said and my fear would leave. 

When I first arrived in Australia I got a job at the bank on night shift. I 

hated it, but it kept a roof over my head. Many times I would ring my Mum 

and say I want to come home and mum would say, ñPam, just give it a 

fair go. Home will always be here. If after six months you really want to 

come home then at least you will know you triedò.

She was right as always, and within three months I had landed one of my 

first dream jobs at the Hilton Hotel where I got a taste for hanging out with 

people who had a ómillionaire attitudeõ including: Sammy Davis Jnr, Neil 

Sedaka, Randy Crawford and a few other celebrities. When I got to hang 

out with them I soon realisedthey were just everyday people like you and 

me and I got to thinking if these people can be successful why canôt I? 

That was when I started getting the hunger for taking charge of my own 

success.

After two and a half years at the hotel I got itchy feet to learn more. I 

spent the next three years as a temporary assistant in every industry 

imaginable trying to find the one that really excited me: everything from, 

advertising, stockmarket, event management, and property. I soon 

figured out that I thrived in the fast-paced industries and landed a role in 

a company called Lend Lease. I stayed with this business for more than 

five years and it taught me more about how to run a successful business 

than any other company I worked for.  Some of the key lessons being:

Â teamwork

Â conflict resolution

Â employee reward and recognition

Â offering tremendous value

Â how to make others shine and build your career very quickly, plus 

integrity, honesty and leadership

Then I made one of the biggest mistakes of my life and for the 

first time in my life I thought ñPam what have you done!ò

Millionaire Attitude

socialmediawoman.com/msmillionaire

For the first time in my life I 

thought, ñPam what have you 

done!ò  

It was the scariest time of my 

life and we almost lost it all!

Find out what happened and 

how I got back on track }}

Pamôs chapter  is now 

available as an ebook& 

mp3 download. Click the 

book image above to get 

your copy today!

Sample from my Ms Millionaire chapteré

http://www.socialmediawoman.com/msmillionaire
http://www.socialmediawoman.com/msmillionaire
http://www.socialmediawoman.com/msmillionaire
http://www.socialmediawoman.com/msmillionaire
http://www.mcssl.com/app/aftrack.asp?afid=1203151
socialmediawoman.com/msmillionaire
socialmediawoman.com/msmillionaire
socialmediawoman.com/msmillionaire
http://www.socialmediawoman.com/msmillionaire


1. Is the content on your website, social platforms and marketing material yours?

How much of it is ñborrowedò from someone else? Be honest with yourself. Think of the ñideasò you 

built your messages on. Are they yours? Are the photos your ideas? Or did you look at a competitor or 

partner site and do a search on a photo stock site for the words that described what you saw in their 

photos?

2. How did you select your colors? 

Did you select them because they are your favoritecolors? Are they the same as others in your 

market? If yes, is there a reason they need to be? Do the colorsresonate with your audience? Just 

because your favoritecolorsare pink, yellow and light blue doesnôt mean those are the colorsthat will 

best describe your unique value or resonate with your audience.

3. Do the family living room test.

If you invited your competitor over for a walk-thru and a sit down dinner on your website how would 

they feel? If they would feel like they were at home, in familiar surroundings then you are not 

differentiated my friends. Sorry.

4. Do you have any messages or language in your marketing vocabulary that are unique?

Is there anything you are saying that has not already been said one million times before? Do 

something different. Your audience wants to be inspired and going with the flow isnôt going to help you 

survive in the inspiration age.

5. Are your campaigns and product offerings proactive or a follow of others serving your same 

market? Are you launching and updating products and marketing materials based on your own go to 

market and product calendar or based on your competitors? The advice here is obvious. If itôs not your 

own go back to the drawing board.

6. Generic searches for photos on Google does not equal differentiation. 

Not only is grabbing photos from a Google search uncool, it can also land you with copyright 

infringement. Just because you find it on Google doesnôt mean you should copy and paste to your own 

blog. I about spit out my morning diet coke when I heard a local designer announce Google image 

searches was how she helped clients find cheap photos as she presented at a networking meeting a 

few weeks ago. #fail

Brand Differentiation Test

Pam Moore CEO Pam Marketing Nut
I am a socialmedia and marketingspeaker,coach,trainer and
consultant. I am also the CEO& Founder,FRUiTZOOM, Inc., an
experientialdigital marketing,brand,and socialmediaagency. I
help businessleadersfind their passionand useit to inspireand
connect with target audiencesto nurture authentic customer
relationships with relevant communications and innovative,
integrated marketing tactics that fuel business growth and
sustainability.

Get Full Article Here

www.pammarketingnut.com

http://www.socialmediatoday.com/pammoore/205378/social-media-22-tips-differentiate-your-brand-presence


3 Simple Ways to Repurpose Your Blogé

http://www.buildabetterblog.com/

As you may know, I preach about how you need to leverage your content as many ways possible 

and take advantage of different media and content sharing platforms so you can reach more 

people with your important message. Blog content is the easiest content to repurpose, yet I think 

most bloggers don't take the time to do it. [Read about 3 Simple Ways to Repurpose Your Blog 

Content.] Audio is a super quick way to reformat your content.

Earlier this year I interviewed my colleague Ellen Britt about how she was using audioto massively 

increase her visibility. Her tool of choice is Audioboo.fm. I used it for awhile too, but the app for 

Android phones was too buggy so they discontinued it.

ÂEnter Cinchcast.com. I noticed quite a few people "broadcasting" Cinchcastsand a couple of months ago 

checked it out. Similar to Audioboo, it's an online service for recording and broadcasting audio content. You 

can record your content via an app on your smartphone, your landline or via a micon your computer.

Â I signed up with the intent of broadcasting reports of my European vacation but quickly ditched that idea 

when I discovered how much it cost to transfer data! Then I used it to make a few audio reports from a half 

marathon I ran a few weeks ago.

Â In the meantime I noticed Kathleen Gage broadcasting daily tipsabout book marketing. Kathleen doesn't 

do anything half way and is broadcasting a cinchcastevery day now. It only takes a couple of minutes and 

you can add a description, link and an image to your post. Plus, you can set up your cinchcastto 

automatically syndicate to your Facebook profile (no pages yet - you have to manually post) and your 

Twitter stream.

ÂUse Your ExisitingContent 

Â Look at your blog posts.If you have posts that are 200-300 words, that's perfect for an audio tip. I did 

one with a post about 8 Business Blogging Do's and Don'ts(cinchcast).

ÂWhat about other sources of content? Review your teleseminarsand webinars.I am starting a series of 

audio tips based on a presentation I do on how to dominate your niche by boosting your online visibility.

Â Transcripts are also a wonderful source of tips you can quickly record. And what about the articles you 

submit to article directories? Get the idea?

ÂWhen I posted this idea on my Facebook page, Stephanie Calahan, a productivity coach, picked up on it 

right away and now has a great series of productivity tipsyou can subscribe to. Check out Stephanie's 

cinchcastto get inspired!

ÂWhat kind of tips and content can you record?What kind of info does your audience want? Give it to 

them in bite-size chunks along with a call to action and you could see a significant increase in traffic, leads 

and business.

http://www.buildabetterblog.com/
http://www.buildabetterblog.com/3-simple-ways-to-repurpose-your-blog-posts-for-more-exposure.html
http://www.buildabetterblog.com/3-simple-ways-to-repurpose-your-blog-posts-for-more-exposure.html
http://www.biztipsblog.com/2010/04/online-visibility-tip-audioboo-puts-ellen-britt-front-and-center.html
http://audioboo.fm/
http://cinchcast.com/
http://www.cinchcast.com/kathleengage
http://www.buildabetterblog.com/2010/10/8-business-blogging-do.html
http://www.cinchcast.com/denisewakeman/business-blogging-tips/105950
http://facebook.com/BlogSquad
http://www.cinchcast.com/stephcalahan


Do you want to attract more clients, increase your profits and make more sales in 2011 with the power of 

Facebook LIKE Page?

Would you like to learn 3 key strategies, successful brands are using to engage with their fans on Facebook 

and converting them into loyal customers and raving advocates?

I will share with you valuable insights that will help you take your business to newer heights in 2011, thanks to 

the fresh approach Facebook offers business owners to represent their brand and do business with their users.

Currently 20 million Facebook users join LIKE pages every day.  This is a clear indication, that there is no better 

time than today to get your brand out in front of Facebook's500 million plus user base, with an average 

member spending up to 55 minutes daily on Facebook.

#1: Let Users Land on a Custom Tab to LIKE You 

Facebook LIKE pages have two types of tabs:  Native and custom tabs.  Native tabs are like your Wall  Info, 

Photo, Video, and Events.  However what will make your LIKE page stand apart from the rest of the crowd, are 

the custom tabs unique to your business.

For example, you can create a SPECIAL tab. You can customise your LIKE page with a call to action message 

and make your fans land on the customised  LIKE page.  You can get really creative here and sign people up 

for your newsletter, a free give away or an invitation to your event.

#2: Create A Branded and Unique Page Image 

When creating a LIKE page ensure that you maintain the integrity of your business's brand. It is easy to get 

carried away with your creativity and create a beautiful looking LIKE page that has no synergy to your brand.

The LIKE page is your prime Real Estate, so ensure that the page carries the brand message across. Visitors 

to the page will make their impressions of the page within the first few seconds of their visit and this will 

determine whether or not they will spend time on your page and return to it over and over again.

Customize your page to make it unique to other LIKE pages, make it appealing and interesting for your visitor, 

make the visitor feel glad that they visited the page, give them something of value, provide a compelling call to 

action and make this the landing page for your LIKE pages.   

. 

ABOUT THE AUTHOR, Dainaz S Illavais a social media strategist, consultant, speaker and author. Her international 

cross-cultural marketing expertise with solid B2B relationship building ignites her passion to educate and empower 

entrepreneurs both locally and globally, to develop and expand their business and brand using social media for profits and 

philanthropy.

4 Key Elements for Creating An Effective LIKE Page On

FACEBOOK
BY DAINAZ S ILLAVA



#3: Capture Conversation and Engage With Your Fans

Facebook is the biggest two way communication platform in human history.  The days of one way media, and 

communication between a brand and its message to its audience is soon fading away.  Today your customer 

is smart and is well informed.  They want to know the people behind the brand and their values and want to 

communicate back.

Example how Ali Brown engages with her fans by asking them questions.

Just as it is vital to keep track of conversations on your LIKE page, it is also important to initialize 

conversations.  Many successful brands, spark conversations by asking questions relevant to their topic.

Facebook is a massive platform to exchange content.  3.5 billion pieces of content is shared on Facebook 

every week.  Fans want to connect and engage with the brand before they make their buying decision.   

Example:  How Starbucks has built a strong community on Facebook of 17 million plus fans on Facebook. 

I am sharing below some key ingredients for attracting and engaging your fans.

ÂMake your page compelling  and magnetic to attract and retain your fans.

ÂBuild an interesting story around your brand

ÂCreate an óarchetypalô charismatic character 

ÂShare your key strengths and core business desires

ÂWork on your winning style

ÂMake your post cross generational 

Â Integrate Facebook 3rd party applications to increase Fan engagement

Remember, that just a little bit of extra effort in engaging with your fans, and going that extra mile will always 

keep your fans  coming back to your page and to become your brand advocates.  

#4: Update Your LIKE Page Wall Regularly 

The biggest challenge brands and business have right now is how many times to update.  There is no fixed 

formula or one size fit all solution.  However keep the ratio of overwhelm/underwhelm in balance and you will 

be on right track. 

Post Industry events and invite fans for

Webinars

Workshops

Meetups

Seminars

Share relevant information

Make product announcements

Share success stories of your business 

Ask questions to engage

Offer discounts and direct your fans to your 

website to generate additional sales

Create Unique Offers

Gifts 

FREE Ebooks

Articles 

Video Links

Tutorials

Link Your LIKE Page to other Social 

networks & bookmarking sites for wider 

brand awareness eg.

Twitter

Stumbled Upon

Digg

Delicious



How to Build Your Facebook Fan Base by Creating Signature Experiences 

Itôs obvious that Facebook pages are quickly becoming an essential part of most businessesô marketing 

strategies. But how can you find ways to differentiate yourself from the competition?

In this article, Iôll take a look at how brands are standing apart from the crowd on Facebook. 

And how you can employ some low-cost techniques to grow your fans.

Oreoknows a thing or two about standing out. Their fun  ñWorldôs Fan of the Weekò 

campaign encourages fans to post photos for a chance to claim the coveted fan 

of the week spot. Oreoôs Facebook page has almost 8 million fans, so they must 

be doing something right!

Spotlighting fans is one way Oreo creates a fun experience on their Facebook page.

Old Spice was able to grab the attention of Facebook users with their ñOld Spice Guyò videos. These videos 

showed a topless guy responding to fansô silly and often hilarious questions and were quickly a viral sensation. 

When the 2-day campaign ended, the Old Spice YouTube Channel had almost 8 million views and 616,000 

fans on Facebook. The Old Spice videos were made almost as quickly as fans posted their questions for 

Old Spice Guy on social sites like Facebook and Twitter.

But what about the small to mid-sized companies?Many 

wonder if they will be forever lost in the Facebook abyss.

Hereôs the great news:  You still have a chance!  You donôt have 

to be a major brand to gain exposure and build relationships with 

your clients on Facebook.  

The way to stand out from the masses is to create 

òFacebook Experiences.ó These are experiences you 

execute on your Facebook page that are unique to your 

brand and also of great value to your fans.  No matter how big 

or small, these experiences can be extremely powerful.

For example, on the Social Media Examiner Facebook page we created 

ñExpert Fridays.ò  Every other Friday we feature a social media expert and 

they answer our fansô questions, directly to our wall, for one full hour.  

Anyone can post their questions and the expert will answer as many of 

them as he/she can in that one designated hour.  It has proven to be a 

huge hit. 

Hereôs an example of a Q&A post from ñExpert Fridayò with Jesse 

Stay Notice how even the fans helped answer questions!

Itôs also a win-win for everyone involved.  At Social Media Examiner we're 

able to add immense value for our fans, the expert gains exposure to a new 

audience and our fans can reach out and get support on the areas that 

interest them the most.

http://www.facebook.com/oreo
http://www.facebook.com/OldSpice]
http://www.facebook.com/OldSpice]
http://www.youtube.com/watch?v=WFt78fd70Xw
http://www.facebook.com/smexaminer
http://staynalive.com/
http://staynalive.com/
http://amyporterfield.com/


But what about the small to mid-sized companies?

Many wonder if they will be forever lost in the Facebook abyss.

Hereôs the great news:  You still have a chance!  You donôt have to be a major brand to gain exposure and 

build relationships with your clients on Facebook.  

The way to stand out from the masses is to create òFacebook Experiences.ó These are experiences 

you execute on your Facebook page that are unique to your brand and also of great value to your 

fans.  No matter how big or small, these experiences can be extremely powerful.

For example, on the Social Media Examiner Facebook [link to: http://www.facebook.com/smexaminer] page 

we created ñExpert Fridays.ò  Every other Friday we feature a social media expert and they answer our fansô 

questions, directly to our wall, for one full hour.  Anyone can post their questions and the expert will answer 

as many of them as he/she can in that one designated hour.  It has proven to be a huge hit. 

Hereôs an example of a Q&A post from ñExpert Fridayò with Jesse Stay [link to http://staynalive.com].  Notice 

how even the fans helped answer questions!

Itôs also a win-win for everyone involved.  At Social Media Examiner we're able to add immense value for our 

fans, the expert gains exposure to a new audience and our fans can reach out and get support on the areas 

that interest them the most.

How to Create Your Own Facebook Experience

If you like the concept of an experience and want to create something unique to your brand and your 

mission, hereôs 4 steps to get you started in the right direction:

Decide on the overall vibe you want to create with your experience.  

Do you want to add value?  Perhaps you're looking to entertain?  Is your outcome to educate?  Create 

excitement among your fans?  Determine the kind of experience that will resonate with your fans.

Get clear on what your company does best. 

Whatôs your company known for?  What do you do best? What do your clients tell you when they are singing 

your praises?  Use this insight to fuel your ideas for unique experiences.  

Hereõs a tip: When youôre brainstorming, think of experiences you can duplicate (meaning do them multiple 

times).  

An experience you can execute consistently is key to building momentum with your Facebook community.

Once you create your list of ideas, choose the experience your audience will embrace the most (and your 

team will enjoy delivering!).  

AmyPorterfield.com

http://amyporterfield.com/


Map out your execution plan. 

Much like an editorial guide for your Facebook page, you will want to document the process of your 

experience.  

Before we began ñExpert Fridaysò at Social Media Examiner, we followed this step.  We talked about ways to 

find the ideal expert, the best day to announce the weekly expert, how we would post the questions and 

answers, and all the other specifics involved.  Once we talked this all out, we documented it.At anytime we 

can refer back to our process for guidance or tweak it as we make the experience better each time.  Itôs a 

work in progress.

Commit to it.

For some, this is the toughest step!  Once you decide on your signature experience, it's crucial that you 

deliver.  If you say you're going to do it once a week, do it.  If you donôt follow through, you could lose trust 

with your fans and thatôs something you donôt want to mess with!

How to Optimize Your Facebook Experience

Once you create your experience, begin to think about how you might repurpose the content or information 

that comes from it.  If there's audio involved, perhaps you can create a podcast.  Or if your experience 

involves video, think about using that video in an opt-in strategy for anyone who might have missed it that 

week.  This could be a great way to build up your list.

This blog post is one example of how you can repurpose your experience.  You can also take the tips and 

post them in new ways weeks later for those that might have missed any.  This not only allows you to 

continually post great content, but it spotlights the experts in new ways beyond just their one hour Q&A 

session.  Repurposing the content or elements of your experience creates multiple touch points 

throughout your marketing strategy.

Signature experiences, and other ñout of the boxò ideas, are key to keeping your Facebook community 

engaged and enthusiastic about your brand.  The key is to find something that you can duplicate and build 

on over time. 

Amy Porterfield is a social media strategy consultant. Her passion is helping entrepreneurs create raving 

fans using social media and online marketing.  She is currently co-authoring "Facebook Marketing All-In-One 

for Dummies." www.amyporterfield.com

How to Build Your Facebook Fan Base  conté

http://amyporterfield.com/


Business Ownership is Just Like a Marriage
ARE YOU STILL ON YOUR HONEY MOON OR READY FOR DIVORCE?

Have you ever wondered where the energy and enthusiasm you had when you started your business disappeared to? 

Has the excitement and enthusiasm that compelled you to start your business seemed to fade over time? 

Our relationship with our business is much like our personal relationships, it goes through various stages, and just like 

in our personal relationships we sometimes need to look to other professionals to help us move to the next level. 

Sometimes there are some tough lessons to be learnt but if we want to create a successful, sustainable business for 

ourselves that is realistic, replicable and will return us all the benefits of being business owners, then our willingness to

learn and grow is vital.

Letõs have a look at a few of these stages:

THE COURTSHIP:When everything seems perfect and youôre dreaming of living happily ever after. It becomes an obsession 

and you think, eat, live and breathe your business. 

This is when you should be getting  good advice from other experts around accounting and legal advice, researching the 

market and really doing your due diligence.  This óconsidering the businessô stage is when you need your eyes wide open.

REALITY STRIKES:This is where the romance seems to end and you are confronted with the day to day reality of running a 

business  ïwho will bring in customers, deal with difficult staff,  handle your marketing and promotion, manage your website 

and accounting? 

This is make or break time -do you have what it takes to follow through, learn the things you donôt already know?   This is the

time when many business owners need to make a choice ïare they going to walk away or ask for help and get on with it?

COMMITMENT:Are you ready to take the plunge, knuckle down and do the hard work to make this relationship work? Each 

day you need to ask yourself ówhat do I need to do today to grow my business?ô  If you have a plan in place, follow it, test and

measure everything you do and adjust along the way.  Commitment can mean doing things that are uncomfortable.  Ask 

yourself are you interested in or committed to business success

Ken Blanchard says "There is a difference between interest and commitment. When you're interested in doing something, 

you do it only when it is convenient. When you're committed to something you accept no excuses, only results." 

Momentum ðSustainable Business Mojo:Knowing your business style is an important start in maintaining and growing 

your success over the long haul. If you find your mojofading:ask questions, get advice , reignite your commitment by learning 

and implementing new skills. Or perhaps you are at the end of that business cycle and it might be time to sell.   

The reality is itôs never too late to get the help you need, or to outsource the things you are unable to manage yourself, orto 

begin to learn the skills required to grow a profitable satisfying business. The only question is ïwill you do what it takes to

have all that you want in you business?

Lenore Miller is a Business Mindset Specialist, Speaker, and  Author of Ignite Your 

Business Mojo- Get the Spark into Your Business, a compilation featuring 14 of 

Australiaôs most successful entrepreneurs who offer real business strategies, tools and 

techniques theyôve used to grow and sustain their business mojo.

http://www.lenoremiller.com/idevaffiliate/idevaffiliate.php?id=118
http://www.lenoremiller.com/idevaffiliate/idevaffiliate.php?id=118


Lisa Tremolada is leading the way in the Real Estate market using the power of social media marketing 

focusing on video marketing to dominate her market. Partnered with her husband Eddie, Lisa is the 

Licensee of MaddisonsReal Estate in the tightly held prestigious suburb of  Mosman in Sydney.As one 

of the directors and licensee,Lisa is always looking for ways to  better market their company and to 

work on the business.She believes in heavily marketing their company for many reasons.

1. To make the phone ring from numerous sources.I never rely on just one or two ways.

2. To market our owners properties in the best possible way to attract the best possible price

3. To claim and position ourselves as the leader in our area

4. To have additional points of difference

5. To save our owners thousands of dollars in wasted advertising campaigns they donôt need.( We donôt 

need ownerôs money to market a home ïWe market our company & your home free of charge!)

Lisa says... 

Some of the many ways Lisa is using video and social media marketing in her business:

Â Video testimonials on our website- We show these everywhere.On all social media sites, we also 

show these to clients when we are at their property.

Â A selection of videos to show our prospective sellers on the ipadduring presentations. Highlighting 

our methods, property videos and as mentioned testimonials. 

Â We have an absolutely fantastic series of videos lined up that people will be able to opt in for when 

they visit our website.. this should be finished by Mid to late January.(keep an eye on 

www.maddisons.com.au)

Â A series of videos that weare in the process of putting onto dvdsfor clients as an introduction to our 

company when they are considering selling.

Â We use social media for many reasons, one small reason is to distribute our videos..We put most 

of our videos on Youtube, Tubemogul, Realty Tube plus others. We also heavily use facebook, 

twitter, linkedinand we have our own blog.(After all it is the information age!)Social media 

assists withour internet presence.We are ranking high on Youtubeand Google.Its amazing how 

many people visit social media sites.Our Maddisonsfacebookpage shows huge numbers of visits 

per week. On our facebookpage, we put lots of tips on how to sell your home for the best price.

Â Flat screen tvin our reception area showing our videos.

Â Gifts to clients- We can produce a video for a special event eg. If itôs one of ourclients birthdays 

(personalised animotosof their property) 

http://www.maddisons.com.au/


Lisa is always thinking of new ways to use video and 

social media in her business. 

Does she love real estate marketing?You bet!   

Is she leading the way in marketing Real Estate 

online in Australia? Without a doubt!  

Learn more about Lisa Tremolada and her marketing 

seminars planned for 2011 at maddisons.com.au

Â We do videos highlighting suburbs in our area, special places our area has to offer egbalmoral

beach..as well as the history of the area. This really positions us as an expert in the area.We 

take the time to know the history and we are teaching people something they donôt know about 

where they live at the same time. 

Â We have 2 TV channels.We have one channel at www.maddisonsrealestate.tv

and one at Youtube. The Youtubechannel is for our 

for sale properties we showcase and on our own real estate 

channel we have video interviews, tips for buyers 

and sellers and also our weekly video update,

this is called our MADDISONS Mosman Minute.

Â Seasonal videosegChristmas video, Easter video, 

Melbourne cup.. You can produce a video on anything topical. 

Â Seller and Buyer tips- Tips when buying and tips when selling

Â Frequently asked questions about our business

Â Staff Profiles

Â Charlie videosò ïA personalised video asking for a certain style of property on behalf of a buyer.

Â Video Signatures on emails

Â Asking clients for video testimonials

Â Follow ups on appraisals

Â Company profile

Â Videos to show case properties for sale on our website, realestate.com, domain.com 

Â Show case properties that we have sold

Â Gifts for buyers and sellers once their house has soldwith their details on the video ïa special 

memento

Â Our MaddisonsMosman Minute- Weekly market update

Â Company Videos

Â Hiring videos to place on job sites

Tips.. I also put our video testimonials and company video on our office ipodand have them 

playing when customers ring and they are put on hold- Instead of music on hold, you have 

something about your company and your happy customers. 

How Lisa Uses Video To Dominate The Real Estate Market

http://www.maddisons.com.au/
http://www.maddisonsrealestate.tv/


Social Media Ettiquette Donõts

Many service-based business owners are leveraging the power of social media in their marketing and brand 

communication strategies ïwhich is wonderful to see.

Unfortunately though, there are some unscrupulous (or perhaps óuneducatedô) users, who are not following 

social media óetiquette ó and are therefore destroying their reputation and any chance of building solid 

relationships with their network. 

When it comes to social media, whether you are a novice or a pro, here are 10 DO NOTôs and 5 principles 

you should adopt to ensure you use these technologies appropriately in your online interactions. 

When connecting with me on Social Media ïDONôT:

OPost inappropriate photos and/or comments on my Facebook wall or Twitter feeds.

OBlatantly promote your products and services on my wall.

OSend me an email about your upcoming workshop/event after having only just connected with me. We 

havenôt had the opportunity to get to know one another yet. 

OOnly post/write information about YOU and YOUR products and services. Just because I am connected 

to you, doesnôt mean I have given you an open invitation to broadcast your promotions.

OTag me in a video/photograph/other post that has no relevance to me because youôre only trying to get 

my attention. Guess what? You did, but for the wrong reason. Iôve just unfriended and/or blocked you.

OInclude my Twitter handle in a post to get my attention about your product or affiliate link. Again, youôve 

got my attention but I wonôt be following you OR clicking through the link. Anyway, youôve probably just 

had your Twitter account banned for spamming.

OAsk me to tell me more about myself and the work Iôm doing. This shows me you havenôt bothered to read 

my profile, wall posts or feeds.

OTYPE YOUR MESSAGES USING ONLY CAPITALS, otherwise Iôll think youôre SCREAMING AT ME.

OSend me an invitation to connect using the standard request provided by the technology platform. This 

indicates that you have not taken the time to read my profile. [Note: Iõve been guilty of this myself so 

itõs a great reminder for me too, NOT to do this].

OUse disrespectful language; bullying tactics; or name calling when commenting on my wall. If you 

disagree with something that either I or one of my followers has said, thatôs fine ïI respect your opinion. 

Please respect my opinion and that of my followers

Are you developing (or destroying) your online reputation and relationships? 

Annemarie Cross is a Branding Specialist & Business Coach helping ambitious women business owners to 

get noticed, hired and paid what they're worth! Want to learn powerful ways that you can build your brand, 

your credibility and your income, INSTANTLY? Visit http://bit.ly/chargeyourworth

annemariecross.com

http://bit.ly/chargeyourworth


Social Media Ettiquette Dos

When connecting with me on Social Media ïDO: 

VBe a relationship builder and show me that you care.

VShow a genuine interest in what people are doing and saying and take the time to build relationships just 

as you would with any face-to-face interaction. People are more likely to recommend you, share your 

information with their network, or do business with you if they know, like and trust you. 

VBe respectful of othersô opinions even if you donôt agree with them.

VSocial media allows you to connect with thousands of people you would never have had the opportunity 

to meet if you were just relying on face-to-face networking. And, many of them will probably have different 

values and opinions than you. 

VDonôt force your thoughts or beliefs onto others in a disrespectful manner ïafter all, your opinion is just 

that ïyours. Instead be willing to be respectful of them despite the differences.

VBe on-brand and mindful of the online footprint youôre creating.

VEverything you do and say reflects on you and your brand. Be sure that your posts, comments and 

interactions are of a professional manner and that you arenôt creating digital dirt that could cause a 

prospect to ónotô hire you. 

VIf you think something could be misconstrued or if you wouldnôt want a prospective client to read it ïdonôt 

post it! Theyôll surely find it, which may be the reason they hire your competitor rather than you.

VBe a ógiverô and not only a ótakerô

VSocial networking is not all about taking and receiving but rather itôs about sharing resources and passing 

on information that you know would be of interest people. 

V The more helpful and supportive you are in your interactions the more likely others will be willing to extend 

the hand of friendship and support when you need it.  

VBe honest in all your business dealings.

The technologies we have at our fingertips allow us to do business with people on the other side of the world 

without ever having to meet them.  Unfortunately, some people misuse these technologies by 

misrepresenting themselves and misleading people into parting with their hard-earned dollar. 

Ensure that you manage all your business dealings with the highest of integrity, service and honour, and that 

your customers are happy to recommend you to their extended network. 

Remember, when using social media, the information you share and your interactions should not be óall 

about youô. Avoid blatant broadcasting and promotion of your products and services to your followers. 

Rather itôs about ónetworkingô, sharing valued-added resources, showing an interest in others, providing 

support and assistance, and about establishing and nurturing a strong network of likeminded people.

annemariecross.com



Emergings  will inspire and empower:

Î Anyone who has set out on a path of self-discovery

Î Anyone who wants to live their life on purpose

Î Anyone who wants to make a difference

Î Anyone whose emotions are challenged by facing the challenge of change 

Î Anyone for who "more of the same" will not work 

Whether you are moved by words or visual imagery, you will find something in this book to delight and inspire you and 

anyone you choose to share the book with as a gift.Many people have praisedthe book: E.DeeConrad author of A 

New Dawn Awaits said:  ñEmergings contains such a basic and fundamental truth! It really condenses so many of the 

core teachings of Buddhism into a poem!ò

Now that, after all this time, I have launched my book on the world, I am able through the awesome power of Social 

Media to promote it in a way that was unthinkable only a few years ago. The key ways I am using social media to 

promote my book are:

Â Blogging, both on my main blog and on the dedicated Emergingsbook site

Â Guest posting on other inspirational blogs

Â Commenting on blogs within my niche

Â Blog Talk Radio interview

Â You Tube- with me talking about the book and reading pages from the book plus I have a trailer of the book. 

Making fun engaging videos that inspire others.

Â Using Pixelpipeto distribute videos to a wider audience

Â Animoto- making catchy videos with the images, and highlighting the emotions

Â Twitter and LinkedIn to share my blog posts, my videos and start promoting the upcoming launch

Â Sharing inspirational quotes, remember it is important to add value on all platforms

Â ITwitterto put out my 2000 character submission to be on Oprah in Australia, with the bookôs title as the hash tag

Â Engaging my facebookcommunity to share my message with the their friends,fansand the world 

Â Joining in the conversation on my friends Facebook pages

Â Using my Facebook Page to promote the book and the package

Â Running a contest on Facebook and my blog

Â Creating a launch event on Facebook and then using live video.

Â Social Media mediareleases via Pitch Engine

Â KivaGroup (Change Warrior) linked to upcoming promotion

Â Currently also experimenting with Amplify

Â Interviewing other authors and change warriors for my new TV channel

50% discount on The Emergings Experience- this includes The Emergings Experience: ebook, ePUB, Video of poem, 

eJournal, meditation movie and MP3  link is http://theemergingsbook.com/teesmw

Inspirational  Change  Expert, Author  &  Coach

25 years ago I wrote and illustrated  my book Emergings, a meditation on the emotions of 

change when I was navigating a major change in my career: I had a choice to make and I 

chose the path less traveled. I left a safe secure teaching job to become a full time artist 

and in the process I created a successful business. This was a bold step: I had been told at 

the age of twelve I could not draw! Now, all these years later & after many requests by 

others I have self-published Emergings. It is now available in hardback at Blurband in 

paperback at Amazon. December will see the launch of The Emergings Experience the 

online package.

Emergings is ideal for anyone seeking to understand and master the emotional challenge, 

often very profound, which always accompanies any attempt to break from old ways and 

launch ourselves on a new path. 

SuzieCheel.com

SPECIAL OFFER 

http://suziecheel.com/
http://theemergingsbook.com/teesmw
http://www.theemergingsbook.com/praise-for-the-book/
http://theemergingsbook.com/
http://theemergingsbook.com/
http://suziecheel.tv/
http://theemergingsbook.com/teesmw
http://budurl.com/emergings
http://bit.ly/a5ApLo


How to do what you love from anywhere using social media

I love Social Media. I really do. Itôs allowed me to create a business that I can run from anywhere in the world. 

Let me introduce myself. Iôm Natalie Sisson and I am a suitcase entrepreneur. That means I actually live out of a 

suitcase, travel the world and run my business from anywhere. I left New Zealand in 2006 to live in London, 

England for 2.5 years and then Vancouver, Canada for the last 2 years. Iôm currently in the US and shortly will 

embark on a new adventure ïto Buenos Aires, Argentina.

So how can I manage to do this and run a business?  Primarily through using online tools, social media and 

more recently outsourcing. Plus I have developed a healthy mindset for being able to work in odd locations like 

trains, planes, boats, cars and remote village squares. My business model started out as just my blog 

WomanzWorld.com in late 2009 and quickly turned into my passion in helping women entrepreneurs to create 

freedom in business and adventure in life.

Build a community

I built up a name for myself by marketing my content through Facebook and Twitter and then integrating across 

to use LinkedIn effectively and finally into videos published on my YouTube channel.

Along the way Iôve taught myself how to survive and thrive in the world of online marketing and learned many 

technical and marketing tricks as a result. Iôm proud to say

V I can customize my WordPresstheme, add pluginsand widgets plus set up my email client to merge 

seamlessly.

VIôve produced my first ever and wildly popular free eBook ïThe Entrepreneurôs Social Media Workout

V Tripled my newsletter subscriber base in 3 months and built a thriving community of women entrepreneurs 

through my blog.

VGrown a healthy Twitter following in just over a year on two accounts with over 8,000 quality followers who 

are smart, sassy and engaged

VExperienced amazing organic growth for my Facebook page to attract over 1600 fans.

VWith close to 1,000 wonderful connections on LinkedIn Iôm an active contributor to group discussions and 

find it a fantastic place to drive traffic back to my blog.

VMy YouTube channel is starting to work effectively for me and my videos have received great feedback

VWith some wise words from Pam ïñyou should start a TV channel as the travelling entrepreneurò Iôm looking 

forward to shooting more on location videos from around the world.

All of the above has led me to some amazing opportunities including being a featured contributor to Forbes, 

Entrepreneurial Magazine, a guest blogger to Young Entrepreneur, Under 30 CEO and now part of the Nike 

Women Make yourself movement.

Natalie Sissonis a Kiwi Entrepreneur and suitcase entrepreneur passionate about building a business that you can 

take with your anywhere in the world.She is a Social Media personal trainer and specializes in using online tools, 

social media and outsourcing to streamline your business and give you more freedom and adventure.

https://www.e-junkie.com/ecom/gb.php?cl=90748&c=ib&aff=66304
http://linkedin.ca/in/nataliesisson


Turning community into collateral

In September this year after spending close to 4-5 months of pure community building I started making 

money from all my efforts online and offline.

I ran 3 sellout Social Media Bootcampworkshops and loved every minute of helping business owners to see 

the potential and power in social media for their business. 

I helped them avoid overwhelm and focus on the top 5 tools for business ïFacebook, Twitter, LinkedIn, 

YouTube and WordPressand not only showed them the benefits of these sites but then got them set up on 

each of them with a customized profile, channel or blog.

I then took this great content and all the feedback Iôd received and turned into it an online product people 

could buy to really become a Social Media Goddess or God and kick their business butt into shape.

This alone was another great lesson learned in launching an online product that included both pdfworkouts 

and video presentations plus 2 months of ongoing email coaching.

Profiting from my passion 

By all intensive purposes itôs been a challenging yet rewarding road to actually making money online 

through my blog.

I have several revenue streams and more in the making. Primarily I now make money through:

$ Affiliate advertising and recommending products I use

$ Products and programs I produce and sell to my wonderful tribe

$ Client work specifically on social media strategy and integration

$ Joint ventures with talented people

Iôm so excited about 2011, not only for moving to a new city and country but also for all the adventures I 

have lined up to expand my business, grow my readership, build my tribe and help more women 

entrepreneurs to be their best possible self.

The best lessons in life

This has been a rollercoaster ride for me and I am grateful for every minute. Iôve learned some key 

takeaways this year that I wish to pass on:

VNever give up and when momentum comes your way make sure you do everything to ride it

VAlways follow your passion and acknowledge there will be tough days but these are part of the rich 

and rewarding journey

VBe open to change and learning especially in the online world

VDonôt be afraid to push the boundaries, be unique and innovate

VMost of all have fun and donôt take yourself seriously but do take your legacy work seriously.

Natalie blogs at WomanzWorld.comand can be found on @womanzworldand @nataliesisson

Email Natalie on Natalie@womanzworld.comif youôre interested in her Social Media Bootcamp.

http://womanzworld.com/
ttp://www.twitter.com/womanzworld
http://www.twitter.com/natalieisson
mailto:Natalie@womanzworld.com
https://www.e-junkie.com/ecom/gb.php?cl=90748&c=ib&aff=66304
https://www.e-junkie.com/ecom/gb.php?cl=90748&c=ib&aff=66304
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LinkedIn is one of the most powerful resources online in order to market yourself. I would 

even argue that it is the number one social networking site in the world to help you market 

yourself.

Marketing Yourself On LinkedIn

Since there are a number of goal and objectives individuals have in marketing themselves, 

Iôm going to explain a wide variety of ways everyone can use LinkedIn.It doesnôt matter if 

you are looking to become known as an influential person in your industry or niche, if you 

want to sell more products, get more leads, drive traffic to your website, find a killer job, get 

more clients, build your brand, sell tickets to an event, receive funding, venture capital, or 

sponsorship dollars, there here are seven steps you should take advantage of while 

marketing yourself on LinkedIn.1. Give
This is important to do on any social networking site, not just LinkedIn, but itôs particularly 

important to do on LinkedIn when so many people are focused on wanting to receive 

something for themselves or their business.

The best way to give to others would be to make recommendations. I see a lot of people 

asking for recommendations from people all the time, when they havenôt written any for 

others first. The more you recommend others without asking for one in return, it will give 

them a refreshing feeling about you and theyôll want to be helpful in return.

Making introductions is also a great way to give. If you are trying to make a name for 

yourself then connecting two people together who you think could help each other build 

their business and achieve their goals will give you two people willing to help you in return, 

as opposed to one.

2. Complete It 100%
Your profile. It needs to be completed 100% in order to properly market yourself.

Most people do background checks on others whenever we want to buy something from 

them, bring them in to speak, or do anything with them. We Google people to do our 

research.

LinkedIn is usually one of the top five search results that pops up for anyoneôs name.First 

impressions leave lasting perceptions about people, and you donôt want someone to come 

to your profile and realize that you make spelling mistakes, you donôt have a picture, no 

one has recommended you, there is no personal story in your summary, and so on. You 

need to make sure you complete it 100% and have your profile make you look like a rock 

star. Doing so will ensure your maximizing your marketing opportunities.

Yourself
on Linkedin
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http://www.lewishowes.com/linkedin/increase-highly-targeted-leads-on-linkedin/
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3. Connect With Everyone
It pains me to see when people only have less than 100 connections and they think that having 

a ñsmall trusted networkò is the way to go.Thatôs a joke, and those with that mindset are going 

to be asking themselves why their message isnôt spreading to the world and why they havenôt 

achieved their marketing goals.

Connect with everyone on LinkedIn.

You never know where an opportunity, or big breakthrough can come from. If you only share 

ideas with those you know and donôt branch out to connect with new people, then you will only 

know about a limited amount of opportunities, and the same people that you talk to on a daily 

basis will be helping you connect with the same limited network. Itôs a never ending circle of 

limitations, and itôs time you break through that mindset if you havenôt already.

The best way to start connecting with everyone is to import your entire contact list and ask 

them all to connect with you, start adding your personal LinkedIn link to your email signature, 

on other social networking sites, on your business cards, and anywhere else you think would 

help inspire others to connect with you. Once you start receiving 10-20 inbound invitations to 

connect on a daily basis, then you know your doing a good job marketing yourself.

4. Make It Personal
In general, people love human interaction. We donôt want to connect with a business, we want 

to have relationships with others who we know, like, and trust.

Every time you send an invitation to connect with someone, make it personal. Take out 

anything generic and make it as personal as possible.

Your profile should also include a personal element. Instead of making it look like a boring 

resume with a bunch of bullet point achievements, share your personal voice. Tell people who 

you are, who you help, and how you help them throughout your headline, summary and the 

rest of your profile. Adding this will make others want to connect with you instead of put them 

to sleep with your boring resume.

5. Start Your Own Community
I like to make things easy, donôt you?Wouldnôt it be fun if you could lead a community of the 

exact people you wanted to market yourself to? That would be pretty sweet, huh?

Thatôs what I did a while back when I wanted to market myself and my sports business 

blog. To achieve accelerated marketing success I started the ñSports Industry Networkò group 

on LinkedIn. When people join the group they see my name as the creator of the group, and 

my website as the primary website.

There is a built in discussion forum, job opportunity section, and you can send a message to all 

of the members of the group once a week. My group currently has over 30,000 of the top 

sports professionals from every major sports company in the world. Itôs the largest sports 

related group on LinkedIn and on any other major social networking site. This gives me a 

platform to market myself and share valuable content with the network. Creating a LinkedIn 

group may be one of the best ways to get your message out there and the most powerful way 

to leverage LinkedIn for a number of reasons.

http://www.lewishowes.com/featured-articles/6-reasons-to-connect-with-everyone-on-linkedin/
http://www.sportsnetworker.com/
http://www.sportsnetworker.com/
http://www.lewishowes.com/linkedin/top-10-reasons-to-start-a-linkedin-group/
http://www.lewishowes.com/linkedin/top-10-reasons-to-start-a-linkedin-group/


6. Create A Call To Action
People need to be lead in the right direction. You canôt just expect people to come to your 

LinkedIn profile, learn about some of things you do and how you help people without telling 

them what to do next. If you donôt create a call to action, then you are guaranteed to get 

less than what you desire.

You can create a call to action by customizing your website links. LinkedIn lets you post 

three links, and instead of having them say ñmy blogò, make it say ñContact Me Hereò or ñ 

Download My Free Reportò.The more direct you can be the better.

Also, in your summary, after you tell people who you are, who you help, and how you can 

help them, tell them how they can and should get in touch with you or what they should do 

next. If you want more leads and sales then tell people to email you, or call your personal 

number. Whatever you desire, just tell them to contact you or do something in a way that 

best meets your needs.

7. Use Advanced Applications
The advanced applications are designed to help you market yourself better. You an 

author? If so, there is an Amazon app that you can put on your profile and showcase a 

picture of your own book. When people click on the book, itôs takes them to Amazon where 

they can buy it.

Simple as that.

Do you have a blog? If so, the wordpress or blog app allows you to showcase your most 

recent article on your profile to help you drive traffic back to your site. There are other 

applications to help you showcase your creative design work, your slide show 

presentations, white papers, Tweets, and you can even have a video of yourself auto play 

when someone lands on your profile using the slideshare or google document application.

If you are looking to promote an event, then use the events application to help you spread 

your event in a viral way throughout the entire LinkedIn community. There are a number of 

applications you can use to help you market yourself, just start trying them out and see 

what fits your needs best.

LinkedIn Marketing Tips

Iôm only scratching the surface here with these seven points on how to market yourself on 

LinkedIn. Once you start to maximize each point, you will start to realize how powerful 

LinkedIn really is and how big your personal brand will take off once you use it 

aggressively. It was the launchpad for me to build a large network and get my message 

out there to the world, and if you follow my steps the right way it could be yours as well.

How else do you personal use LinkedIn to market yourself? Iôd love to hear your tips in the 

comments section below. Also, are we connected on LinkedIn yet?

If not, feel free to send me a personal invitation here.

Yourself
on Linkedin

Marketing

Click to get complete article

http://www.lewishowes.com/wp-content/uploads/2010/11/LinkedIn-Applications.jpg
http://www.lewishowes.com/wp-content/uploads/2010/11/LinkedIn-Applications.jpg
http://www.lewishowes.com/wp-content/uploads/2010/11/LinkedIn-Applications.jpg
http://www.lewishowes.com/wp-content/uploads/2010/11/LinkedIn-Applications.jpg
http://www.lewishowes.com/wp-content/uploads/2010/11/LinkedIn-Applications.jpg
http://linkedin.com/in/lewishowes
http://www.lewishowes.com/linkedin/marketing-yourself-on-linkedin/


7 Tips To Connecting Beyond The Lens & Engaging Your Target Market

STEVE BROSSMAN VIDEO MARKETING SPEAKER, TRAINER & CONSULTANT

Steveõs Tongue-In-Cheek Video Connection Tips

1. Connect with yourself. People say they are scared of getting in front of the camera which is crazy 

because the camera canôt physically hurt you unless the camera person throws it at you. Most people 

are scared of looking at themselves. What you have to do is video yourself and watch it over and 

over again and realise this is what everyone else already sees. òOnce you get comfortable 

watching yourself you will be comfortable in front of the camera.ò 

2. Know the exact purpose for the video. Without knowing the exact target market and purpose you 

cannot truly connect with your viewers. A general /generic video will not allow you to create any 

passion and enthusiasm in your presentation and therefore you will not engage your viewers. 

òPicture yourself standing in a room delivering the same message to the same peopleó

3. Aim to build a relationship with the viewers.  Just like meeting someone for the first time face to 

face or a follow up meeting you should aim to build or enhance a relationship. You should speak to 

the viewer as if they are the only person that is watching this video. òPicture yourself having coffee 

with the people/person  you are talking toò

4. Treat the camera lens as a telescope to the viewers world. You can tell when someone is looking 

AT the lens and talking to the camera  vs looking through and talking to you. òLook through the 

lens and past the front of the camera to the back of it and picture your viewers there.ò

What a warped sense of humouréhere are his real tips!

http://www.videomarketingcampus.com/


7 Tips To Connecting Beyond The Lens & Engaging Your Target Market

STEVE BROSSMAN VIDEO MARKETING SPEAKER, TRAINER & CONSULTANT

Steveõs Tips conté

5. òThe purpose of a video is to connect with your viewers and take them on an emotional 

journey where at the end in their mind they make a logical decision that they must do 

business with youó So you need to mix the right amount of emotion and fact and take them along 

the journey.  SO Feel your prospects donõt just know them. Visualise your prospect 

experiencing the pain or frustration they currently have because they arenôt doing business with 

you or donôt have your product....... then visualise the relief, joy and elation that they experience 

because of you, your product or service. Now you need to experience those feelings with them 

as you take them on the journey in the video.

6. Have Fun and Be Yourself. While it is good to watch others and model successful people. It is still 

you that people need to get to know like and trust and if you are trying to be someone else then 

they will see you faking it and you will lose their trust. N:B If you are doing this right you are 

presenting something that you love and are passionate about so let it show and others will 

want to join you. 

7. Be Committed and Be Present. Have you ever seen a video where the person looks to be just 

going through the motions as if it is the last thing they have to do before finishing for the day?How 

do you feel when you watch that? Disengaged!

You need to be 100%committed that what you are telling the viewers will change their life 
even if it is just solving a small problem... 
Plus, you need to present as if there is nowhere else in the world you would rather be than 
shooting a video just for them..

Add Value, Be Present, Engage and they will CONNECT with YOU.
Steve Brossman!.

http://www.videomarketingcampus.com/


Hereôs What Else Youôll Get When You Use OptimizePress
Squeeze Page Building SystemïCreate high impact squeeze page designs from a range of 10 templates, all tested 

and proven to convert - so you get more people on your mailing list fast!

Sales Letter & Offer Page Building System - Easily create sales letters, offer pages, bonus pages and more,with 

our unique point and click system. Now you can have pages that look like a pro-designer has created them, for a 

fraction of the price!

Launch Builder System - Use our unique launch page development system to create pre-launch and launch pages 

that boost response, with advanced features like integrated facebookcomments, twitter sharing and more! Add your 

videos, headlines and call to action buttons with one-click! These pages will get your market buzzing about your product 

launch fast (this means more money for you when you go live!)

Add video to your pages with one clickïjust paste in your video URL (from Amazon S3 or similar) or use video from 

Youtube, Vimeo, Viddleror any other video hosting site. Using video is proven to boost responseand conversions!

UniqueiPad& iPhoneVideo compatibility - OptimizePresshas been developed with a unique system to ensure your 

videos will also work on iPadsand iPhones, which are fast becoming popular browsing platforms. Simply enter the URL 

of your video encoded in the correct format, and OptimizePresswill do the rest!

ShortcodesSales Letter Elements - Easily add extra headlines, subheadlines, bullet blocks, content boxes, order 

boxes and more to your sales letters  no more messy HTML and CSS!

Cross Browser Compatible - All our designs are coded with the latest HTML and CSS standards, and have been 

tested on all the latest browsers (and some older ones too!). This means more people will be able to access your pages 

and see them as you desired!

Built in SEO features ðWe know SEO is important to you, so weôve integrated some of the most popular SEO features 

such as setting the title tags, descriptions, keywords and more for each of your pages individually, without the need for 

plugins(of course you can use your favourite pluginstoo if you wish!)

And So Much More 

Check it out here and see for yourself how cool it is!

Click to Watch Video

I love it  
James!

http://nanacast.com/vp/97647/66048/
http://nanacast.com/vp/97647/66048/
http://nanacast.com/vp/97647/66048/
http://nanacast.com/vp/97647/66048/
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Â Leads will discover your business through Geo-Social Networks.

Â Location based Social Networks like Foursquare, Gowalla, BrightKite, Loopt, and others have been growing 

in popularity over the last couple of years. With Facebook Places coming online and the massive growth of 

mobile web use, in 2011 "Where" and "Who" will be as important for driving for people to your business as 

"What".

ÂSince we learned that Google reveals our website and our business to potential customers every day, 

based on the terms they search for. The "What", the keywords we put on our webpagesand in our Social 

Media updates became fuel for our business.

ÂWith Social Media, people could now discover your Facebook Page and your business through their friends 

who had "Liked" your page, that's "Who".

In 2011 with more and more Facebook Users and people using other location based Social Networks are 

"checking in" as they go about their week, more businesses will discovered based on "Where" friends and 

others are "checking in".

Ahead of the Curve Tip.

Claim your business on Facebook Places or have some one do it for you. If you're not a bricks and mortar 

business check in at your Post Office Box.

Introduc ing Shopp ing 3.0.

While services like Wotif, Amazon, iTunes and eBay have made online shopping common place. Other pioneers 

like Woot, Blippy, GroupOn(USA & Europe), Jump On It (Australia) have been making shopping social. In 2011 

this is going to get way more mainstream.

The announcements Facebook has made in the last quarter of 2010 (Places, Deals, One Touch Mobile Signup, 

Email, amongst other), the trials Google Places are running and the focus Twitter is bringing to Twitter Places, 

all point to one thing; ads, offers and commerce in 2011 is going to be very social and very location based.

Imagine you're on a date with your significant other, trying to decide which restaurant to eat. Suddenly your 

mobile phone beeps and tells you your best friend has created a romantic music playlist for the Italian 

Restaurant, on the Marina, 500 metresfrom where you're standing. While you contemplating going to the 

restaurant, an image of your favouritecelebrity flashes on your screen with a 5 star rating for the same 

restaurant. Then to top if off the restaurant let's you know it's 20% and free glass of champers if for any 

Facebook Friends who are seated before 8pm.

The technology to do this basically already exists, however in the first half of 2011 it will get better and leading 

up to the 2011 Xmas Spend it will be massive.

Ahead of the Curve Tip.

If you're not onboard yet, join a Location based network like Foursquare or Gowallaand a Social Shopping like 

Looptor Jump On It. Get familiar with what is coming.

Social Media Consultant ςDeano Powers

http://byronnewmedia.com/
http://byronnewmedia.com/


The return Rise of RSS.

RSS or Really Simple Syndication powers so much of the web we see today. When you subscribe to a 

YoutubeChannel, that's RSS. When your blog is auto posted to Twitter or Facebook that's RSS. When you 

subscribe to a calendar, that is also 99% of the time going to be facilitated in the background by RSS.

Most of Social Media Users benefit daily if not hourly from the existence of RSS without understanding the 

benefits and opportunities it presents.

RSS is an agreed protocol, a channel for making data open and portable i.e. I don't need to visit your blog to 

read your latest blog posts, I can use RSS to deliver your blog posts to my Google Reader, iGooglePage or 

Microsoft Outlook.

So while Google and Facebook fight it out to control your data, and thereby your attention and resulting ad 

revenues. RSS (although it can be monetized) it is not subject to controlling interests.

In 2011 as concerns about privacy ebb and flow, the ability to slice, dice and move news, content and 

connections using RSS will come to the fore.

Ahead of the Curve Tip.

If you haven't already created a Google Reader Account and subscribe to some authority feeds in your niche. 

If you already do that try using Google Reader on your phone or iPadto make use of non productive time.

Brand  and  Design will bec ome c ruc ia l for a ttention and  c onversion.

Most of you reading this magazine will have multiple places that you can be found online. Many of those 

presences will reflect the default design setting that the platform provides.All the Facebook pages look the 

same, Youtubechannels have a similar layout, Twitter backgrounds are generally unremarkable (mine 

included).While this is wonderful for discoverability for your brand it's a sea of vanilla.

In 2010 every savvy business has a twitter feed, every smart operator has videos on Youtube, lot's of leaders 

have started sharing their insights on blogs, in facebookor linkedingroups, in iTunes.

So now we all have a presence and we all have a voice, in 2011 to cut through, to be noticed, trusted and 

purchased, a focused brand identity and creative remarkable design will be a necessity.

Ahead of the Curve Tip.

When setting out your goals for 2011, spend some time reflecting on your brand. Answer AlinaWheeler's Big 4 

Brand Questions; Who are you?Who needs to know?How will they find out?Why should they care?

Oh and maybe allocate some budget for some design, photography and or video.

Filtering  Content will bec ome as important as c rea ting  c ontent.

With so many people participating in Social Media and creating and sharing online content, information 

overwhelm will continue to grow. While many people keep up with developments in their industry or niche by 

spending more time on the computer online, 2011 will be crunch time.

Workflows and strategies for filtering valuable content will shift from "nice to have" to critical in the next 12 

months.

Those leaders who access the best information, news and developments with least time acquiring it will 

become the "go to" people in 2011.

Ahead of the Curve Tip.

Go on an information diet, find 4 - 6 authority bloggers/content creators in your niche and try getting all your 

information from them for one week. For one week avoid all other news sources and use just your trusted 

group. Get used to trusting filters as much as sources. Also try out Read It Later, Evernoteor Instapaperfor 

creating a virtual magazine rack of important articles to read for your niche.

www.byronnewmedia.com

http://byronnewmedia.com/
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1. The name is social marketing: The operative and crucial word in the term is 
άǎƻŎƛŀƭέΦ aŀƴȅ ƳŀǊƪŜǘŜǊǎ ƳŀƪŜ ǘƘŜ ŎƭŀǎǎƛŎ ƳƛǎǘŀƪŜ ƻŦ ƧǳƳǇƛƴƎ ǊƛƎƘǘ ƛƴ ǿƛǘƘ ǘƘŜƛǊ 
ŀŘǾŜǊǘƛǎƛƴƎ ƳŜǎǎŀƎŜǎΦ ¢Ƙƛǎ ƻƴƭȅ ƘŜƭǇǎ ǘƻ ǘǳǊƴ ǇŜƻǇƭŜ ƻŦŦ ŀƴŘ ƛƎƴƻǊŜ ȅƻǳΦ LǘΩǎ 
imperative to realize that the first step to social marketing is to create a loyal list of 
followers and this can only be achieved through communication and socializing. 
Once you have a bunch of people who are happy to listen to every word that you 
say, it will be easy to market to them.

2. You can use these sites to market:That being said, yes, social media has amazing 
potential for marketing given its wide reach. People from all over the world are on 
social media sites. So you will be astonished at how soon you can market your 
products and services through the use of this medium. 

3. You will be visible:Social marketing can give you a lot of online visibility; however, 
not everybody will be a fan. While some people will like you, there will be at least a 
few who may not feel the same way. So, you should be willing to take the good as 
well as the bad reviews in stride. The important thing is to be consistent in your 
messaging and philosophies, in order to create a loyal following.

4. Traffic is generated:Social marketing can be used to divert a lot of traffic to your 
site, so you need to ensure that you have at least one or more sites where you can 
send people to get more information about you or your business. For this purpose, 
think of social media sites as a conduit to your main website or sales page.

5. You have essentially built a list: Your Facebook and Twitter followers are a list and 
you can market to them just the way you would with a regular opt-in list. However, 
be prepared to take good care of the members in your list. This means you must 
provide a consistent flow of quality content that helps your friends and followers.

6. Can help you to make money:5ƻƴΩǘ ƭŜǘ ŀƴȅōƻŘȅ ǘŜƭƭ ȅƻǳ ǘƘŀǘ ȅƻǳ Ŏŀƴƴƻǘ ƳŀƪŜ 
money through social marketing. The medium has unimaginable potential; 
however, you will need a very clear strategy to take advantage of social marketing. 
YŜŜǇ ǘƘƛǎ ǊǳƭŜ ƛƴ ƳƛƴŘ ŀƴŘ ȅƻǳΩƭƭ ōŜ hYΥ ƎƛǾŜ ƳƻǊŜ ǘƘŀƴ ȅƻǳ ŀǎƪ ŦƻǊΦ

7. Do not spend all your time on social media sites:The only draw back of social 
marketing is that it can get addictive as well as tremendously time consuming. Try 
to automate as many tasks as you can and use a strict timetable for your 
marketing efforts to limit the amount of time you spend on social media sites. 
{ŎƘŜŘǳƭƛƴƎ ȅƻǳǊ ǎƻŎƛŀƭ ƳŜŘƛŀ ǘƛƳŜ ŜŀŎƘ Řŀȅ ǿƛƭƭ ŜƴǎǳǊŜ ǘƘŀǘ ȅƻǳΩƭƭ Ƴŀƛƴǘŀƛƴ ŀ 
consistent campaign while monitoring the total time you spend on your 
networking sites. 
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Social media marketing is an equal opportunity playing field, where even a small business owner can 

quickly create a mammoth fan following even if his immediate competition is a large company with deep 

pockets. However, social media sites are often two-edged swords; when used correctly, they can yield 

stupendous results faster than you ever thought possible. On the other hand, when fooled around with, they 

can damage your reputation at an overwhelming rate. So, here are 7 things that you must know before you 

jump on the social marketing bandwagon.

The 7 Things You Must Know Before Jumping Into Social Media Marketing
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Merry Christmas

Pam  Brossman
Have a social day!


