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REAL SOCIAL MEDIA MARKETING 

WWhheenn  tthhee  HHYYPPEE  IIssnn’’tt  WWoorrkkiinngg  
So, your company has been on Facebook, Twitter, 

YouTube and LinkedIn for a while and you haven’t 

seen many results other than a number of people 

following your page and liking your comments. You 

frequently share your products and services online, 

but people aren’t lining up to buy from you.  

Several companies have been led to believe that 

putting their company on the social media track will 

instantly increase sales. Internet gurus promote 

expensive online programs that are complicated and 

time consuming to learn. They promise you that if 

you buy their product, you will receive extraordinary 

results.  

There is no pie-in-the-sky magical formula that is going to make you millions of dollars if you 

simply put your company on social media. You still need an informative plan and 

sales/marketing knowhow to make social media work for you. 

CCrreeaattiinngg  aann  EEffffeeccttiivvee  SSoocciiaall  MMeeddiiaa  CCaammppaaiiggnn  
You need to employ many of the same tactics that traditional marketers do when they want 

people to buy their products. You have to gain a trusted following before people are likely to 

buy from you. Social media is simply another way to reach people; it is really not that different 

from traditional marketing.  

Much like traditional marketing; you may need to reach hundreds or thousands of people 

online before someone buys anything from you. It’s easy to make a fan page, but just because 

someone “likes” your page or your postings, that does not mean they are going to instantly buy 

from you. In social media marketing, you need to engage your prospects. You still need to know 

how to make strangers feel special and enroll them into your programs using some charm, 

knowhow, and finesse. 

You need to decide if you are going to monetize your social media campaign. In other words, 

are you going to socialize and do some marketing or do you want to make money? If you want 

to increase revenues, you need to determine your bottom line.  
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LLooccaattee  YYoouurr  TTaarrggeett  MMaarrkkeett  
Like with any other marketing program, you need to zero in on the 

audience who is most likely to buy from you. Who is the audience you 

want to engage with?  

How do you find them and get their attention? You also need to know 

the preferred technology of your target in order to know where to 

place your first point of contact. Are your targets watching their 

televisions, visiting you on their computers, or are they out and about on their mobile phones?  

What are their concerns? What excites them and what causes them pain? You need to know 

what stimulates action for this group of people. Know how your target market works 

emotionally so you know how sell them your product or service. You also want to know their 

jargon so you can speak their language.  

PPaarrttnneerr  wwiitthh  TThhoouugghhtt  LLeeaaddeerrss  
Who are the thought leaders in your industry? You want to get to know them because 

partnerships with companies who have a huge following is beneficial to your business.  

You want to create a list of the leaders and companies who have influence with your market. 

These people can become excellent partners who can help evangelize your product. You want 

to develop good reasons why these companies would want to work with you. What incentives 

can you give them? How do your company’s values align with yours? How can they benefit from 

doing business with you? Many good companies want to help other companies succeed. How 

can you help them in return? 

CCuullttiivvaattee  TTrruussttwwoorrtthhiinneessss  
How do you obtain trust from your audience? You have to prove to 

your potential customers that they can trust you before they are 

likely to buy from you. Some online marketers are well-known 

household names, so they have the added benefit of trust in the 

public eye. If you are a small company or a one man store, you may 

need to create more credibility, via partnerships or face-to-face 

conversations before people are going to trust you.  

How do you get them to trust you? You tell them the truth. You stay consistent. You have 

reliable references. You have trusted partners. You deliver and excellent product or service. You 

have excellent customer service when they do buy from you. You follow through and do what 

you say you are going to do. 
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IInntteeggrraattee  OOnnlliinnee  PPrreesseennccee  wwiitthh  TTrraaddiittiioonnaall  MMaarrkkeettiinngg  
The best online marketing results are integrated with storefront and traditional marketing 

efforts. For example, if you are working on getting your company noticed online, you will want 

to share your social media information with your customers and ask them to connect with you 

online. Tell them you will be sharing news, offers and events online and they need to follow you 

so they can take advantage of your specials. You also want to put your social media information 

on any of your traditional advertisements and your website so prospects can find you online. 

Your traditional advertisements will direct your potential customers to the internet where they 

can find out more about you. Integrating your information through all venues and continually 

posting information creates credibility and shows you are a strong company committed to your 

customer’s satisfaction.  

PPrrooppeerr  PPllaannnniinngg  IIss  CCrriittiiccaall  
Social media campaigns can do a lot to help a company expand their online presence. If you 

write interesting and relevant online content, people will follow you.  

If you want to actually SELL online, you need to carefully plan your strategy. Otherwise, you will 

be wasting time and money chasing something you won’t ever profit from. Just because you 

put your company online does not mean people will be lining up to buy from you. You may still 

need to take your customers off line and get them excited by actually talking to them!  

WWhhaatt  AArree  YYoouurr  KKeeyy  OObbjjeeccttiivveess??  
You need to determine what it is you are trying to do through social media. Are 

you trying to create a brand identity, build an audience or do you want to sell 

your product or service? There are a number of objectives you can accomplish 

through social media, but you need to know why you are there. 

GGeenneerraattiinngg  BBrraanndd  AAwwaarreenneessss  
Sharing the features of your brand across many different social media siteswill create a strong 

presence online. You can generate articles about your products / services and create 

testimonials and case studies from people who have bought from your company. The more 

your company is seen across different platforms, the more people will see you as an established 

resource. 

If you want to deliver knowledge or background about your company or educate them more 

about you do, send them to your website, create a video, or send them to a upcoming webinar. 

Address their concerns and give them knowledge. The more they know about your company, 

the more they will feel comfortable about you and know they can trust you.  
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Brand awareness is an important marketing initiative, but its not going to get people to 

automatically buy from you. To get a return on your marketing efforts, you need to create a call 

to action so people will buy from you. You need to figure out a way to get them to buy.  

PPrroommoottiinngg  aa  PPrroodduucctt  oorr  EEvveenntt  
Promotion buzz is where you attempt to get other people to talk about your productonline. 

Usually the best buzz happens with a funny video or outrageous story. We have all heard the 

term, “gone viral”. 

You can also partner withcomplementary companies and recommend each other to your lists. 

Partnerships give you extra credibility and shows you work well with others such that they 

would recommend you to their customers.  

Again, your promotional efforts need to have a call to buy your product attached or your efforts 

will be wasted.  

SSeellll  YYoouurr  WWaarreess  OOnnlliinnee  
Selling product and services online may not be successful based on 

the marketing activities you have done thus far. Companies are 

often disappointed when they market over social media and do not 

get results. Often though, the company has not given the prospect 

any way of buying online. 

When you sell a product online you ALWAYS want have pictures and descriptions next to a 

shopping cart where the prospect can buy your product immediately and without any hassle. 

You will capture their email and phone number so you can follow up with them. If you give 

them your email and phone number so they can call you, they will not often follow through that 

way.   

What you need to realize is that social media takes much of the personal touch out of the sales 

and marketing mix. People can create an image online, yet it is very impersonal because most 

of our non-verbal communication is lost. A prospect will still need face-to-face or on the phone 

sales service in order to make a buying decision. Most companies who sell their wares online, 

have service agents that customers can call for this very reason. Smart companies will have 

sales agents follow up with an inquiry you make online. A verbal connection will often make a 

sales connection.  

Because so many people utilize social media nowadays, it can be a great asset to any company 

in any sales campaign. Any company, however, needs to realize that the tone on social media is 

to share and exchange information. If a company really wants to make a sale, they may need to 

take the prospect offline so they can complete the sale.  
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