- SOCIAL MEDIA

HOW TO USE SOCIAL MEDIA MARKETING TO GROW YOUR SMALL BUSINESS

So you run your own small business. You have a moderate marketing budget set aside for advertising
and growing your business. You have probably tried all forms of marketing, from ads in the phone book
to trade shows. By now you have probably found some things that work well and some things that don’t
work so well. You have probably also heard of a bunch of things you haven’t tried yet. It is very likely
that social media is one of them.

Social media refers to the class of websites that are maintained by user-generated content. These are
typically websites that do nothing more than provide a platform for some kind of interaction between
users. Contrary to popular belief, there is a lot more to social media than just Facebook, YouTube and
Twitter. There are literally thousands of website that fall under the category of social media. However,
when talking about social media marketing, we can significantly trim them down to only a few that will
actually help grow our business.

I will walk you through the three-step guide to leveraging social media to help grow your business.
These three steps for a successful social media marketing campaign are:

1. lIdentify the appropriate social media outlets for your business
2. Become an active participant in the appropriate social media communities for your business
3. Publish fresh, valuable content to drive traffic to your website

There are plenty of internet marketing agencies out there who would love to convince you that there is
more to social media than these three steps. Don’t be fooled. I'll explain how following these three
simple steps will not only help you achieve a successful social media marketing campaign, but they
won’t eat up all of your time in the process. The biggest reason people don’t try and run their own social
media marketing campaigns is that they think there simply is not enough time to do so. This mentality is
simply incorrect, and I'll show you why.
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Step One: Identify the appropriate social media outlets for your business

BOOKMARKING
BLOGGING

As this diagram illustrates, there are many types of social media websites. They range from social
networking to blogging and from video sharing to bookmarking. With so many options, it is tough to
figure out where you need to go. Here is a brief description of each type of social media outlet.

SOCIAL
NETWORKING

e Social Networking- communities where users create profiles and interact by sharing
information, links, photos and more (Facebook)

e Bookmarking- sites where users create profiles and save links to websites which they can share
with other users (StumbleUpon)

e Social News- platforms that allow users to vote on user-submitted news stories (Digg)

e Blogging- Short for weblog, or keeping an online journal in a sense; blogs can be about anything
(Blogger)

e Message Boards- forums where users register to post questions and answers to each other
(Yahoo Answers)

e Micro Blogging- Systems that allow only short, more frequent updates than blogs (Twitter)

e Photo Sharing- users upload photos that can be tagged and shared with others (Flickr)

e Video Sharing- users upload videos and share them with others (YouTube)

This sums up the types of social media websites you can use for your marketing plan. If you sell art,
social networking and photo sharing would be great. If you do B2B sales, then a blog is for you. The first
step to running a successful social media marketing campaign is to identify the type of social media that
will be most appropriate for your type of small business.
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Step Two: Become an active participant in the appropriate social media communities

for your business

After you have identified the type of social media you want to leverage, you must find websites to
create profiles and accounts. Registering with any of these websites is easy and fast. Make sure you use
your real name and information. You want to look as far away from being a spammer as possible. Let’s
use an example to further explain this step.

Suppose | am the owner of a small business that sells golf balls. | have decided that video sharing,
blogging and message boards are the types of social media | want to utilize. | would register accounts
with YouTube, Blogger and Yahoo Answers. At this point, most people would start publishing their
content without any regard for who might or might not be reading it. In order to get people to care
about your content, you have to care about theirs.

Once registered on YouTube, watch a bunch of golf videos. Comment on the videos. Subscribe to the
users who post these videos. Create relationships. That way when you post a video, you have a bit of a
following on YouTube that will actually watch it and might care. If you start a blog about golfing, then
read some other golf blogs out there. Comment on them, subscribe to them, create relationships. Then
when you make a blog post, people will actually read it and might care. Go on to Yahoo Answers and
start asking golf questions. Become friends with those who answer. Answer other questions about golf
you come across. The more you establish yourself as an authority on a certain topic, the more people
are willing to trust you.

This second step cannot be stressed enough. You cannot and should not post any content at all until you
have established yourself as an active member of the social media community you have joined. Now,
this means you cannot create 100 profiles overnight and expect to adequately maintain them all. Just
create 4 or 5 max, then spend an hour or two each day participating in the community. You'll see that in
a matter of months you have a small following of friends on these social media outlets.
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Step Three: Publish fresh, valuable content to drive traffic to your site

The final step to leveraging social media is getting traffic to your site and hopefully converting those
visitors into customers. The purpose of all the content you publish via social media should be to point
people straight to your blog or home page. What you do with them once they get there is a different
conversation for a different day. Again, it is important to remember that you cannot reach this point
adequately if you have not been actively participating in your social media communities. No one cares if
you post a video on YouTube if no one knows who you are on YouTube.

The key here is to publish valuable content. Something useful that people tend to like are lists. Again, if |
sell golf balls, a top 10 best golf balls list would be a great thing to publish. A video featuring a golf trick
with a ball | sell would be great. Just letting people know you have a website that sells golf balls is simply
not enough. No one will care. You have to give them compelling content that will make them want to
see your website.

This process is simple. Once you’re published great content and gotten visitors to your site, simply
repeat the process. Become an active member of other social media communities. Publish more
content. Get more visitors and traffic. Continue to be active where you already are and continue to
publish content there as well. You'll see that after only one year you can develop quite a reputation for
yourself. People you’'ve never met will find you or seek you out simply because of your contributions to
some kind of social community.

| hope you have found this brief guide to social media to be helpful. | can’t go into detail on how to be
successful with every social media outlet available unfortunately. You will just have to register an
account, build up your profile and see for yourself. If you would like an internet marketing agency to
create and maintain your social media marketing campaign for you, just click here to check out my

company.
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