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Welcome to the 6 Simple Steps to Kick Start Your Social Media Success System™! 
 

Congrats!  I want to let you know that I admire your decision to invest in learning more 
about how to use social media marketing in your business.  You are about to learn step-
by-step strategies to help you build the strong foundation of your online presence.  If you 
simply commit to implementing what it is you learn here, you will be well on your way to 
generating tons more buzz for your business, being seen as the go-to expert in your niche 
and of course--obtaining lots more clients and customers.   
 
The 6 Steps are proven and effective strategies for generating more business and making 
more money through social media and online marketing.  They are the same steps I used 
(and continue to use) to build a profitable business from scratch. 
 
The steps will take time to implement, but none of them are difficult.  If you are willing 
to invest the time and effort that is involved in the beginning, I assure you that the 
payoffs for you will be well worth it.  The best part?  You’ll be able to enjoy results much 
faster than if you tried to figure out everything on your own.   
 
Consider this quote by Jonatan Martensson: "Success will never be a big step in the 
future, success is a small step taken just now. " 
 
You’ve committed to taking the very first step towards success by investing in this 
course—now follow the system I have laid out here for you and start taking action!  
 
Good luck—and feel free to email me at Christine@CommunicateValue.com to let me 
know how you are doing.  I’d love to hear about your successes! 
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The Kick Start List 
 
The Kick Start List is a summary of the minimum tools you will need to grow your 
business online using social media.  We’ll go over these in detail throughout this course, 
but this will get you started.  If you are already doing business online, many of you will 
already have some of these in place.  I wanted to cover them anyway because they are a 
big part of the foundation of marketing online. 
 
1. Blog Platform 
In this course, you will learn why it is so beneficial to have blog in addition to or in place 
of a static website.  A blog platform is what you will use to publish your blog. 
 
2. Web Host 
You will need someone to host your blogsite for you.  A web host simply allows you to 
make your site accessible via the Internet by providing you space on their server. 
 
3. Email List Service 
You will need a place to manage and store the email addresses of potential customers and 
clients.  This service will also allow you to send email newsletters and autoresponders. 
 
4. Payment Processor 
You will need a way to accept payments online. 
 
If you would like to use who I use and recommend, here is my list (you can see the full 
list in the Recommended Resources section at the end of this course): 

• Blog Platform: WordPress at http://WordPress.org 
• Web Host: A Small Orange at http://budurl.com/ASOhost 
• Email List Service: AWeber at http://budurl.com/AWebEmail 
• Payment Processor: PayPal at https://www.paypal.com or 1ShoppingCart at 

http://budurl.com/1ShCart 
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Here is a breakdown of the costs of these tools as of this writing: 
 
 
Domain Name Registration 
GoDaddy 
 

 
$11.99/year 

 
Web Hosting 
A Small Orange 
 

 
$25.00/year to $30.00/month 
(Depending upon how much space you 
need—if you are just starting out the 
“small” plan should be sufficient for 
you) 
 

 
Email List Service 
AWeber 
 

 
$19.00/month or $193.80/year for up to 
500 names 
 

 
Blog Platform 
WordPress 
 

 
Free 

 
Payment Processor 
PayPal 
 
1ShoppingCart 
 

 
Small percentage of every sale 
 
$400.00 to $1200.00/year plus percentage 
of each sale 
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How to Use This System 
 
If you are wondering how to get the most out of this system, I suggest a few things: 
 
1. Read this manual all the way through first.  By all means, take notes as you go 
along.  An initial read-through will give you a sense of the big picture first before you 
begin implementing. 
 
2. Go back to the beginning and start at Step 1.  Work through each of the steps slowly 
and in order—and be sure to utilize the worksheets and exercises I have included.  Taking 
things slowly and step by step will ensure you don’t become too overwhelmed. 
 
3. Take action.  It sounds obvious, but we have all purchased courses or received 
information and ended up not doing anything with it.  Please don’t let that happen with 
this system.  I’ve laid out everything you need to know to have you well on your way to 
social media success—so get focused and get EXCITED!  
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Introduction 
 

To will is to select a goal, determine a course of action that will bring one to that goal, 
and then hold to that action until the goal is reached. The key is action.          

  –Michael Hanson 
 

 
A mentor of mine once said that when it comes to business, “the marketing is just as 
important as the mastery.”  When I first heard that, I didn’t fully grasp what it meant.  I 
realized pretty soon after I started my own business what they were really saying.   
 
You can be the absolute best of the best at what it is you do--but if you are not marketing 
consistently, your talents, skills and abilities won’t be enough to truly sustain you.   
 
Truthfully, there are many small business owners who aren’t comfortable with this idea.  
They’re proud of their skills and abilities and oftentimes have gone into business because 
they feel strongly about helping others.  They believe the majority of their time should be 
spent doing just that. 
 
I understand that view, but if you want to reach as many people as you can with your 
services or products, your marketing needs to be just as much a priority. It doesn’t mean 
the “what” of your business isn’t important, it just means that mastering marketing is as 
crucial as mastering your craft. 
 
I was reading an older post over at Michael Martine’s Remarkablogger blog called “Read 
This if You Hate Marketing.”  In the post (http://remarkablogger.com/2009/02/24/read-
this-if-you-hate-marketing) he talks about how so many people say they cannot stand 
marketing and that it pains them to do it–even though that’s what keeps a business alive.  
Even though the ones complaining are business owners who know that without marketing 
you can’t make money. 
 
He proposes that newer forms of marketing like blogging and social media are different 
because they allow you to be yourself and work on the basis that you are building trust 
and contributing value to potential customers. I happen to agree.  
 
For myself, using social media or my blog to reach out to others feels like the most 
natural thing in the world.  It’s conversation, and it’s a way to find out about others–what 
makes them tick, what keeps them awake at night, what they wish they knew about 
building a business or working online.  It makes sense, after all–it’s social and socializing 
is supposed to be fun.  
 
I believe that if those who are gun shy about promoting themselves and their products or 
services would try connecting in this way they would find it to be a lot less stressful.  
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Results are not going to be immediate most of the time and it is absolutely going to take 
some concentrated effort. (It’s a marathon, not a sprint! ) But each time you reach out 
you are building your business’ foundation. 
 
As Michael points out in his post, you are persuading by establishing trust.  It’s a gentle 
process, not a forceful hard sell.  I think the forceful tactics are what cause those “yucky” 
feelings around marketing.  However, you’re in luck!  These newer forms of relationship 
marketing are the way forward and we are already seeing less of the traditional methods 
that leave so many small business owners cold. 
 
So…ready to get started?  Before we jump in, I first want to introduce the Communicate 
Value Formula: 
 
Target Market Understanding + Value Creation + Relationship Building = Your 
Profitable Social Media Strategy 
 
Let’s break that down. In order to market any business successfully, you need to be clear 
on who your target audience is as well as what it is they want.  Otherwise, you will have 
a hard time not only finding them online, but creating and offering them something that 
they will actually buy.  You want to remember that it doesn’t matter what you think they 
need—it’s all about what it is they are saying they want.  What are their pain points?  
What problem would they give anything for you to solve?  The good news about social 
media is that it’s a terrific listening tool for finding out this information. 
 
Once you have this understanding, you must bring value, and then enhance it with social 
media.  That value can come in the form of your services or products, the helpful links, 
tips or other content you are putting out, or anything else you are offering to your target 
market.   
 
Finally, you can use social media as the vehicle to establish relationships with people 
who will eventually become your captive audience and raving fans. 
 
Why 6 Steps? 
 
The course you are reading right now was born out of the fact that many of you have 
expressed your frustration at understanding how to market yourself and your business 
online. You have been saying things like… 
 
“I know I need to figure out all of this social media stuff, but it’s all piecemeal now and I 
just don’t know where to start!” 
 
“I just wish there was a SYSTEM I could follow that I know will produce the results I 
need!” 
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“I am tired of leaving money on the table because I don’t have a real, cohesive online 
presence!” 
 
“I am so overwhelmed because I don’t know how to use these tools—I just need 
somebody to walk me through step by step…” 
 
Do you ever wonder why some solopreneurs and small business owners seem to 
dominate their market or niche and attract clients and customers almost effortlessly?  
While others struggle to keep their business afloat?   
 
The reason is that they are following a proven business model to market their business.  
This business model has been around for a long time in various forms and is often 
referred to as the “marketing funnel.”  (Others may flip it upside down and refer to it as a 
“pyramid,” but it is essentially the same idea.) This is the foundation that a successful 
online business is built on. 
 
My system will not only teach you all about how to use that proven model, but show you 
how you can supercharge it by adding social media tools and techniques.   
 
Once you begin implementing this supercharged model in your own business, you will 
start to enjoy greater visibility, increased word of mouth, stronger brand recognition and 
be well on your way to achieving expert status in your niche.  All of which leads to more 
clients, customers and sales of course! 
 
“But What About My Business?” 
 
Now, I get the question “will social media work for my business?” a lot. 
 
Before we get into the meat of this system, I should clarify that the term “social media” 
doesn’t just refer to the big sites like Facebook or Twitter.  It applies to anything 
interactive that takes place online—including blogs, message boards, video and more.  
Not every business will benefit from the same exact sites and tools.   
 
Maybe your clients and customers aren’t on Twitter or aren’t reading blogs regularly.  
You’ll need to explore exactly where your market is spending their time.  But I guarantee 
that they’re using the web to search for products and services, or book speakers for 
conferences, or to look for referrals, or….you get the idea. 
 
This course will teach you all about how to build your web presence, create a fan base 
and get your business (no matter what kind of business it is) in front of your target 
audience.  After all, they are already there just looking for YOU!  
 
So, without further ado… 
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Step 1: Understand What Social Media is and the 
Benefits of Using it 
 
So what is social media? There are many definitions floating around, and if you Google 
the term you will see it has been described as a myriad of “fancy” things: primarily 
Internet-based tools for sharing and discussing information among human beings, a 
category of sites that is based on user participation and user-generated content, an 
umbrella term that defines the various activities that integrate technology, social 
interaction, and the construction of words and pictures…and on and on.  In truth it is a bit 
of all of these things…but I like to think of it as a giant conversation without borders.  
 
A (very brief) history of social media 
 
Starting in the 1970s and continuing through the 1990s, we saw the advent of 
technologies such as listservs, chat, email and websites.  This can be thought of as “social 
media version 1.0” and it set the stage for what has evolved over the last ten or so years 
into what we know as “web 2.0” today.   Blogs, podcasts, wikis and other user-generated 
content have really come to the forefront in the past five years. 
 
Why social media now? 
 
There are many different reasons why social media has recently become such a hot topic.  
In terms of marketing, some say one of the reasons for the shift is that consumers have 
grown tired of advertisements speaking at them—that people now respond better to 
permission-based marketing as opposed to interruptive marketing. 
 
I believe part of this is due to the rise of the modern Internet, which has allowed people to 
participate and voice their opinions and views.  Whereas traditional mediums like the 
newspaper or television tend to be based on a “we tell you,” many-to-one model, the 
Internet has lent itself to a more interactive, “we tell each other” environment. 
 
Think about how word of mouth works in your everyday life.  If someone you know and 
trust highly recommends a product or service to you, aren’t you more apt to consider 
purchasing or using that product or service?  It works the same online except you as a 
business owner now get to play a role in the conversation through social media. 
 
What is social media marketing? 
 
In simple terms, I like to describe it as a cocktail party.  Imagine your friend throws a 
cocktail party at her house and you’re invited.  When you arrive she tells you she has 
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someone she’d just love you to meet.  She leads you over to this new person and makes 
the introduction. 
 
At this point, would you begin going on and on about your business, your products, how 
great it all is and tell them they should buy from you right then and there?  Of course not!  
It would be awkward and rude and totally inappropriate.   
 
So what might you do instead?  You would say hello, for starters.   You would 
exchange pleasantries and make small talk--find out a bit about them, where they’re 
from, how they know your mutual friend, and so on.  As the conversation unfolded, 
might what you do for a living come up?  Perhaps.  However, it would occur very 
naturally and easily—not in a forced and pushy way.   
 
Maybe in the course of the conversation how you make a living comes up. Maybe they 
will need your services sometime in the future, maybe not.  But maybe they run into 
someone who mentions they need resume writing help and that happens to be what you 
do for a living.  They remember you and pass on your information.  See where this is 
going?   
 
I give this example to illustrate that 1) situations like this that happen all of the time 
offline can occur online as well; and 2) that natural, non-hyped way of communicating 
what it is you do in your business to people is one of the main keys to social media 
success. 
 
Social media marketing is not advertising or spamming or “hard selling.”  It’s brands and 
businesses having conversations in the online communities where their prospective 
clients and customers hang out. 
 
So, What’s in it For Me? 
 
As a small business owner, it's important to your success to understand social media's 
benefits and why it's worth the time to learn and make a part of your marketing routine. 
 
Connects You with Your Customer Base: The number of people on these sites is pretty 
astounding, and the numbers grow by the day.   Quite simply, it’s where the people are!  
Facebook alone has 500 million active users—do you think your target market might be 
there?   Imagine being able to connect and interact with your customer base to find out 
their wants and needs and their thoughts on what you are offering already.  Instant market 
research! 
 
Branding: There is plenty of opportunity to build and make visible your particular 
brand-while still being human. You don't need to think of this in terms of the big boys 
like Starbucks or Pepsi-type branding. It could even just be colors, a logo, your avatar 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 15 

picture or tagline. If you use the tools regularly, each impression strengthens others' 
awareness of what your products or services are about. Keep your messages and branding 
activities consistent and cohesive and you have a powerful way to promote yourself and 
what it is you offer. 
 
Viral Word of Mouth: Is every friend or follower you have on social sites going to be a 
member of your target market? No, but it doesn't matter. (Really!) If you are providing 
good content, helpful links and regularly contributing something useful to the 
community, the viral nature of social media will help push this content through to the 
people who need to hear it. 

 
Proves You are a Living, Breathing, REAL Person: It sounds kind of funny but it's 
crucial. Humans need to feel they are connecting with others and that their voices are 
being heard. You can't really get away with being a faceless entity doing business on the 
web anymore. Those who are still doing it that way risk alienating those making the 
buying decisions.  People do business with people, and doing business begins with 
relationships. 
 
Low to No Cost: Compared with the cost of others forms of advertising like radio, TV or 
the Yellow Pages, all you really need is an Internet connection! 

 
Expertise and Credibility Building: As you build your online presence with social 
media and continue to provide helpful content and information related to your niche, you 
begin to be seen as a credible expert and authority in your field. As the author Seth Godin 
explains in his book Tribes, people are desperate for leaders, and social media is the 
perfect vehicle. 
 
Speed of Results: While building up the ranking of your website takes time and often 
can't be predicted, the impact of social networks and tools can be instantaneous. 
 
Traffic: When you list your link in your profile or direct people to your latest post or 
article it is just another way to drive traffic to your blog or website. Hiring a search 
engine optimization firm or expert to optimize your site for the search engines works, but 
is often expensive.  Plus, the results are often slow—it is not uncommon to have to wait 
many months before your website begins to rank higher in the search engine results 
pages. 

 
Value Contribution: You have something of value to offer others--that's why you're in 
business. The conversational nature of social media makes it easy to engage others in 
discussions, which naturally reveal what you may be able to help them with.  
 
It's Not Going Away! The names and faces of the latest tools and networks may change 
but the benefits that their interactive nature provides are real and are already working 
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very well for countless small business owners.  I’m pretty sure when email first began 
going mainstream a lot of people dug in their heels with that too, as some are doing with 
social media now.  However, I know you aren’t one of those because you took the step to 
purchase this course!  

 
Determining Where to Spend Your Time 
 
Ok, now that you have a better idea of what social media is and how it can benefit you, 
let’s get into the nitty gritty of where to specifically focus your efforts. 
 
I want to say here that I know that many of you might be feeling overwhelmed at how 
many social media sites there are out there.  Maybe you’re even getting invitations in 
your email to connect with others on sites you’ve never even heard of.  It’s easy to start 
thinking that you need to be everywhere and then freeze up about where to even begin.   

Let me assure you that you do not need to be everywhere!  When it comes to determining 
what tools are right for you, you will naturally find yourself spending more time on the 
sites which interest you the most.  When you are first getting started, it is ok to only focus 
on one social network and get comfortable with that before exploring any others.  In fact, 
if you only end up with a presence on 2 or 3 total, that’s perfectly ok too! 

Here are some questions to consider: 

• What are people doing there? Are they looking for jobs, discussing video games, 
setting up joint ventures? Is that focus important to you? Do you enjoy spending time 
there? 

• Who are the people there? Are they business owners, employees, aspiring 
entrepreneurs? Are they people you can learn from? 

• What is the conversation about? Are you getting value from the conversation? Are the 
discussions applicable to what you do? 

Clarifying Your Social Media Strategy with the POST Method 

It sounds obvious, but before you implement a new marketing strategy in your business, 
you need to know what your objectives are first—i.e., what is it that you are trying to 
accomplish?  Social media is no different.  It’s not enough to want to add it to your 
marketing mix just because “everyone else is doing it.” 
 
Fortunately, Forrester Research came up with a handy little acronym, which my 
colleague Amy Miyamoto and I also included in our Social Media Made Simple webinar 
series1. It’s called the POST Method2, and it’s a really great way to frame your social 
media strategy. Here’s how it breaks down: 
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P: Who are the PEOPLE you would most like to attract via your social media presence 
on sites such as Facebook and Twitter? For example–mentors, raving fans, potential 
clients, colleagues, strategic alliance partners, local connections? Or a combination of 
these? 
 
O: What are your primary OBJECTIVES for your Social Media presence? For example, 
is it to get found by those who are looking for your products or services, finding and 
interacting with current and potential clients and customers, building relationships with 
potential strategic alliance and referral partners, building a community around your 
business, creating awareness of your content and offerings, learning from mentors? 
 
S: What Social Media STRATEGIES do you plan to implement? Will you have a 
Twitter profile, a LinkedIn profile, a Facebook Page, start a blog, join a Facebook Group? 
Which ones have priority over others? 
 
T: What TECHNOLOGIES will you use? For example—Hootsuite, YouTube, Ping.fm, 
Twitpic, Twellow, Bit.ly for link shortening? (More on these specific tools later in the 
course.) The ones you determine to be of highest priority to you will influence the kinds 
of actions you take on the social media sites you have a presence on. 
 
Finally, for bonus points, you could also include “M” as in “how will you MEASURE 
your social media results?” Understandably, businesspeople still want to know the ROI of 
their activities—and although this is not as cut and dry to measure in social media, there 
are still certain metrics that you can look to: your number of newsletter or blog 
subscribers, your website traffic, number of followers and friends, how many purchases 
made, the amount of comments on your blog, etc. (See Step 6 for further discussion on 
measuring your results.) 
 
As we get into the meat of this course, the POST method is a good basic structure for 
starting to define your social media objectives, plan, and priorities. (Be sure to see 
Worksheet #1.) By identifying all the relevant parts of the structure you are creating a 
clearer purpose and vision—as well as implementing goals, strategies, and tools that will 
best enable you to reach the ideal people you are looking to connect with via social 
media. 
 
 
 
 

1Social Media Made Simple Webinar Series, Amy Miyamoto and Christine Gallagher, ©2009  

2Source: Forrester Research/Groundswell: http://blogs.forrester.com/groundswell/2007/12/the-post-
method.html 
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Your Personal & Professional Brand 
 
A good way to create the type of presence online that draws people to you is to clearly 
communicate who you are, what you are about, and why people should take notice.  
 
Worksheet #2 provides you with some questions meant to support you in really honing in 
on what makes your personal and professional brand stand out above the crowd.  Some of 
the questions for you to think about and fill in on the worksheet are: 

• How would you describe the essence of who you are in a single word?  
• What are your top 3 passions related to your work in the world, and top 3 passions 

that are unrelated to your work? 
• What would be three adjectives used to describe your business? 
• Who are or will be your best client/most likely to benefit from your work? 
• What are three words you would like your customers to feel after working with you?  

Ultimately, in social media who you are is as important as what it is that you do. The 
ideal scenario is to have you become the person people seek out. In most cases, people 
often want to know more about who you are than what you do.  The more they learn 
about who you are and the more the relationship grows--the more they will want to know 
about your business and how you may be able to solve whatever problem it is they may 
be having. Even if they do not become a client or customer, they can often become 
strategic alliances or referral sources. 
 
Who Are Your Ideal Connections? 
 
Another important component of creating your social media plan or strategy is knowing 
who you want to meet and who you want to be able to find you.  It may be helpful to 
write down a list of the types of people who would be beneficial to connect with.  
Worksheet #3 gives you some questions you can ask yourself to help you get clear on 
this, including: 

• Who else knows or works with my ideal clients?  
• Current or previous clients? 
• Leaders of organizations? 
• Friends and family? 
• Where do my ideal clients/colleagues/mentors hang out online? 

The 4 Keys to Growing Your Business with Social Media  

I am sure you’ve noticed that more and more, there is becoming a divide between those 
businesses who have Facebook Pages and Twitter accounts and those who do not. As you 
will see in this course, learning to navigate this new social media landscape can be very 
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powerful for your business--and here I wanted to give you some of the top keys to 
harnessing that power. 
 
Key #1: Social media is dramatically changing the rules of how business is done 
around the world--and understanding these rules puts them very much in your 
favor. 
 
This is important because the unwritten rules and etiquette in social media are very 
different from traditional marketing methods used in the past. Without understanding this 
new social media landscape and these unwritten rules that govern it--you leave yourself 
open to the possibility of making costly mistakes that could negatively impact your 
business--or perhaps even worse--cause you to leave tons of growth potential and revenue 
on the table by not participating at all. The strategies of push marketing--telling everyone 
who will listen about your product or service--reflect the old model and it is one that does 
not work in social media. Understanding that it is about people and participation more 
than being "pushy" is of utmost importance. 
 
Key #2: In social media, who you are being is equally as important as the problem 
you solve. 
 
Your audience wants to know your top priority is how you can be of service rather than 
having a "what's in it for me?" mentality.  That is a huge turn off.  Being clear on who 
you authentically are, as well as the problem or challenge you are an expert in solving 
will greatly inform your strategy--and the content you choose to share with your audience 
in your profile, posts and updates. 
 
This all leads back to increasing the balance in your "social capital" bank account--and 
how this can actually translate into real dollars in your business. Those who are rich in 
social capital receive better, more passionate word of mouth referrals, which lead to 
repeat sales, customer loyalty, and ultimately big increases in your bottom line. 
 
Key #3: Understanding how to identify and deliver quality content to your network 
or audience using social media. 
 
Serving your network with quality content is the key rather than constantly pitching them 
with your latest thing. It's surprising to see how some marketers still have not figured out 
that the rules in social media are different, and continue to show up on sites like Twitter 
and Facebook only pushing links to their latest product launch.  Even though they made 
money with their methods in the past, this way of being in the social media space has a 
very negative impact on their reputation in the eyes of their social media connections. 
 
When you focus on solving problems and educating with your content rather than selling, 
you will be seen as a trusted advisor that your audience will be excited to refer others to.  
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This is because they have grown to know, like and trust you and have experienced the 
quality of your expertise through the educational and informative content you share via 
social media.  
 
KEY #4: Understanding how to leverage the powerful tools like Facebook, 
LinkedIn, Twitter and YouTube specifically to explode your message and expand 
your "tribe." 
 
This key is a critical piece of the social media success puzzle. For each site, you first 
need to create a clear social media plan and understand why you are there and what you 
want out of it.  When trying to determine what sites are right for you, ask yourself what 
your end goals are.  What results would make it worthwhile for you?  Once you know 
that, focus on creating a thorough and effective profile, becoming familiar with the 
particular etiquette do's and don'ts, searching for people in your target market to connect 
with and sharing quality content 

So, what does this all come down to for you and your business?  It means it is no longer 
business as usual--you can't market, sell or manage the way you did even three years ago. 
But if you make the decision to commit to yourself and your business to explore and 
leverage the powerful new landscape of social media, you'll soon bypass your 
competitors to lead your niche in marketing, branding and buzz. 

Your Task: 
1. Complete the three exercises on Worksheets 1, 2 and 3 (POST Method, Personal and 
Professional Brand an Ideal Connections List) to help clarify your social media strategy. 
 
 

Step 2: Get a Blog 
 
Think of your blog as your social home base.  You can be out utilizing all of the social 
media tools and platforms in the world, but if you don’t have anywhere to send your 
friends and followers to outside of those platforms, your efforts will be in vain.   
You may already have a website and that’s great.  I do however strongly recommend 
having a blog in addition to or in place of a traditional website. (And if you don’t at least 
have a website, know that it’s the bare minimum of what’s necessary for using the 
Internet to market your business!) 
 
A traditional website is static, meaning it doesn’t change much.  Occasionally you may 
update the information, but for the most part it functions as a pretty “brochure” for your 
business.   That brochure has its place--you should keep that as a spot for prospective 
clients and customers to visit to find out more about you and what you offer.  
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I happen to use my blog as my main site, meaning I don't have a separate, static website. 
That's a personal choice. Many people choose to have both, with the blog being linked to 
from the main site. 
 
It’s worth noting that just a few years ago, having a “web presence” meant sinking time, 
money and effort into a website.  The feeling was that this was enough—“if you build it 
they will come.”  This may have worked once upon a time, but not anymore.  To have an 
edge online you’ll want to have a blog—and here are several important reasons why: 
 
Ease of Use: With a website, in most cases you are at the mercy of a webmaster—
waiting for them to make the updates you want, waiting for them to add new pages or 
content, etc…all the while paying them handsomely to boot.  Most of us are aren’t coders 
and are too busy running our businesses to worry about administering our site. The best 
thing about blogging is how simple and quick it is to publish a post at the push of a 
button.  No super-techy knowledge needed. (If you can send an email, you can publish a 
blog post!)  
 
Visibility: If you are doing even just some of your business using the web then you 
obviously need to have an online presence. Having a blog that you post to regularly is a 
wonderful way to capture and keep the attention of your prospects. When they see that 
you are posting consistently updated content, they are more likely to return to your site. 
 
Search Engine Optimization (SEO): This doesn't mean you need to study up and 
implement a ton of SEO techniques yourself. But blogs by their very nature are dynamic, 
meaning the content is updated often. In Google's eyes, this is a very good thing--it shows 
that their users are getting fresh information. A blog is a great way to get your business to 
rank well in the search engines. 
 
Community Building: By allowing comments on your posts you are promoting 
conversation and encouraging feedback. It can even help you to perform "market 
research" and find out what it is your target market needs from you. This feedback can 
also be helpful for coming up with ideas for future posts. 
 
Positions You as the Expert: Something interesting happens once you begin posting 
useful content regularly and attracting subscribers. You become seen as a thought leader 
in your niche. This leads to more opportunities, more relationships and more business. It's 
a terrific way to communicate the value of what you have to offer to prospective clients 
and customers. 
 
Personality Sharing: Blogging gives you a chance to be seen as a real person and not 
just a business. People want the “back story!”  Be willing to express opinions and let your 
true self shine through. This will go a long way towards humanizing you in the eyes of 
your readers. 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 22 

Detailed Statistics: It's also wonderful to be able to get lots of statistics on how many 
people are coming to your blog, where they are coming from, what links they clicked on, 
etc.  We’ll talk about using Google's free Analytics tool to do this in a bit. 
 
Now I know that many of you are already aware of all these great reasons to start your 
own blog.  But I also know that despite knowing this, you still may be resistant to the 
idea. You believe it takes too much time and effort, you don't think you are a great writer, 
you don't know what to write about, you don't know how to start one… 
 
I understand all of the reasons that may be holding you back—so let’s address some of 
that resistance right now.   
 
The time and effort issue: Below, we will look at a few ways to leverage your time and 
still generate quality content for your blog.  It can seem daunting at first, but I encourage 
all small business owners who are doing business online to at least give it a try. Just begin 
and get it going. Aim to post once a week. They don't have to be long posts and they don't 
have to be earth-shatteringly brilliant. Blogging should be something you carve out time 
for just as you would any other marketing activity.  
 
The “I don’t think I can write very well” issue: As with anything, you'll get better at 
writing the more you do it.   Even if you aren’t going to be winning any literary prizes 
anytime soon, so what?  If you’re knowledgeable about your topic (which you ARE) and 
if you’re passionate about what you are trying to convey (which you will be!) then these 
things will come through loud and clear in your writing.  You have a message to bring to 
people that can only be told by you—no one else.  Put aside your anxiety about the 
competition or your abilities and just focus on getting started!  It will get easier, I 
promise.  
 
The “Ack!! I don’t know what to write about!!” issue: Jot down any ideas that come 
to you for posts as you go about your day. I keep a file of topic ideas that I think of and I 
find this helpful to look at if I get stuck for what to write about.  We’ll talk more in this 
section about ways to come up with content for your blog.  For now, just believe that 
there are people out there just waiting to hear your voice! 
 
Finally, if you are letting the fact that you don’t know where to start hold you back, 
I’m going to banish that excuse for you once and for all right now.  
 
The Best Blogging Platform 
 
In terms of a blogging platform, I use and recommend WordPress.  In fact, I believe it is 
the best out there, and many others would agree!  There are actually two versions 
available:  one at WordPress.org and one at WordPress.com.  The main distinctions are 
that with WordPress.com you don’t have to download software, purchase hosting or 
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manage a server.  However, when you sign up for a WordPress.com blog, you will 
receive a URL like “christine.WordPress.com” as opposed to “christine.com” unless you 
map a domain—at an added cost.  You also do not control the database or the software 
with the WordPress.com version.  Because of these distinctions, I always recommend the 
WordPress.org version (also known as the “self-hosted” version). 
 
WordPress is a very powerful platform for several reasons.  It has a huge community of 
developers behind it who are constantly creating new plugins and themes, which give 
WordPress lots of useful functionality.  This community involvement has also led to an 
enormous amount of documentation, which is readily available to users.  Additionally, its 
rapid development cycle means features are cutting edge and security and bug issues are 
quickly taken care of. 
 
Add to that the fact that it’s super simple to use, it’s free and inherently SEO-friendly and 
you’ve got a great way to get your writing out there.  (Just a reminder about why you 
want it “out there” if you are in business--because solid, regular content is king! )  The 
more quality content you create on the web, the more you are seen as an expert in your 
particular niche and the more you improve your search engine rankings.   
 
A Word About Blogger.com 
 
I am often asked about Blogger.com blogs.  Many people start with a blog through 
Blogger and then discover that a self-hosted WordPress blog is a better choice for them.  
The concern, however, is moving all of the content they have already created from one 
platform to another.  Fortunately, WordPress makes this pretty easy by allowing you to 
use the Import feature under WordPress’ Tools menu to transfer your content over.   
 
Downloading and Installing WordPress 
 
To get started with WordPress, you can download it here: 
http://WordPress.org/download.  (If you have a virtual assistant that is familiar with 
WordPress then this would be a perfect task to delegate to them.  If not, I’ve provided the 
link below to the area of WordPress’ site that walks you step-by-step through how to 
perform the install.)  
 
If you already have an existing website, you can add a WordPress blog to it fairly easily.  
You or your website administrator would just create a new subfolder in the root of your 
site and upload and install WordPress there.  You would then add a "Blog" link in your 
main website's navigation so that people can access your blog.  Your blog’s address 
would then be something like christine.com/blog.  You can also have a WordPress theme 
designed based on the look of your existing site. 
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If you are going to be using a WordPress blog as your main site (often referred to as a 
“blogsite”), then the first thing you will need to do before installing WordPress is to 
register and purchase a domain name--I use GoDaddy.com for that.  When choosing a 
domain it is helpful to use keywords in the name but it is not a necessity and won’t make 
or break you in the search engines. A .com extension is always preferred over others such 
as .net or .info, and your name should be a reflection of what the main focus of your blog 
is.  Also, try to stay away from extra-long domain names, or those with hard-to-spell 
words if possible.  

----------------------- 
As I’ve noted, you can certainly use WordPress as a complete website, and many people 
do, including myself.  This is because it functions as a “content management system,” 
allowing you to set a static front page, add new pages easily, use it as a portfolio, gallery 
or e-commerce site and more.  The best part?  If you don’t want to wait for (or pay for!) 
a Webmaster to make changes and adjustments to your site, you don’t have to.  
WordPress makes it easy for anyone to administer his or her own site without needing 
heavy technical knowledge or coding ability.  Woohoo!  

----------------------- 
 
The next consideration if you are going to be using WordPress as a stand-alone site is to 
choose a hosting company to host your site.  I use A Small Orange 
(http://budurl.com/ASOhost) because of their outstanding customer service and the fact 
that they offer an easy, one-click installation of WordPress via an auto-installer called 
Fantastico.  However, there are several other hosts that are recommended by WordPress 
as well, many of which offer the simplicity of one-click installation: 
http://WordPress.org/hosting 
 
If you end up deciding to tackle the install yourself, you can find detailed instructions on 
how to do so here: http://codex.WordPress.org/Installing_WordPress.  (The Codex is also 
a great place to refer to in order to find lots of helpful documentation on how to do just 
about anything related to WordPress.)  I originally did it myself this way when I first 
began using WordPress over three years ago and it does require some tech know-how and 
patience—but it is definitely doable.  However, the easiest way to get going is to just 
choose a host that offers auto-installation. 
 
Getting Started Right 
 
Once you’ve installed Wordpress, it’s time to start tweaking your brand new blog. 
 
Choosing a Theme  
 
A theme with regard to WordPress is a way to alter and customize the design, look and 
presentation of your WordPress site.  You can go with a free theme or pay for a premium 
one.  There are countless free themes available and you are likely to find one that fits the 
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vision you have of the way your site should look.  WordPress has their own free theme 
directory and it’s a great place to start: http://WordPress.org/extend/themes 
 
So, why would anyone ever pay for a theme when there are so many free themes 
available?   A big reason is that you may find yourself wanting to customize your site 
down the road and it can be time-consuming and frustrating to try and “hack” your theme 
in order to do so.  The alternative is to purchase a premium theme, which is usually 
priced in the $30-100 range for a single-use license.   Premium themes often include lots 
of options making it easy to customize, plus available support and documentation if you 
end up with questions or issues. 
 
When I first started using WordPress I created a few sites using free themes but decided 
to go premium when I launched my current site for the very reasons I listed above.  The 
theme I chose is the Thesis theme for its clean, professional look, strong, built-in SEO 
and active and helpful support forum.   The cost for the one-site personal option is $87: 
http://budurl.com/thesisWP 
 
Some examples of popular and well-regarded premium themes include: 
Genesis: http://www.studiopress.com/themes/genesis 
The Station: http://www.woothemes.com/2009/03/the-station 
WordPress Remix: http://wpremix.com 
Essence: http://ithemes.com/purchase/essence-theme-series 
Over Easy: http://www.woothemes.com/2008/10/overeasy 
If none of those strike your fancy you can browse the list here: 
http://www.WordPresspremium.com 
 
It will really come down to what type of business you have, what image you are trying to 
project and how much you are willing to spend.  There is definitely no shortage of 
choices though! 
 
Once you have WordPress installed and you’ve chosen your theme, all you will need to 
do to install that theme is to drop the theme files you’ve downloaded into the “content” 
folder of your WordPress installation.  It will then appear as a choice under 
“Appearance” in your WordPress dashboard. 
 
Even if you have found a free or premium theme that you love, there may still be some 
customized details you would like to have added.  If graphic design isn’t your strong suit, 
there are plenty of talented people out there who can create exactly what it is you need to 
enhance the look of your blog—and make your vision a reality.  I went this route myself, 
having a header and some buttons designed to “dress up” my theme.  See my list of 
recommended resources for the names of people who you can consult for this. 
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----------------------- 

If you are going to be administering your blog yourself, you will need a way to “FTP” or 
upload files to your site.  I use a free FTP program called Filezilla which you can 
download at http://filezilla-project.org/download.php?type=client.  This is how you are 
able to transfer files such as graphics, audio, video, etc. to your blog.  WordPress allows 
you to upload media right from the dashboard via browsing your computer, but I also 
like to use an FTP program sometimes as well. 

----------------------- 
 
RSS 
 
You may have heard of RSS feeds and I wanted to take a moment to address them here 
because they are an integral part of having a blog—and I have noticed people frequently 
have the question about what exactly they are. RSS stands for “Really Simple 
Syndication.”  A blog’s feed allows readers to keep up with the newest content and 
information posted on different sites.  People “subscribe” to the feeds of their choice. 
 
For example, there are 20+ blogs out there that I really enjoy reading on a regular basis.  I 
want to keep up with them because they help keep me up to date with all of the latest 
information in my niche.  However, I don’t want to have to go out to the web and pull up 
each blog individually every day in order to see if they have been updated.  The solution 
to this is to use a “feedreader” to see all of my favorite blogs’ latest content all in one 
place.  Feedreaders allow you to access new content in two main ways: in the actual 
reader itself or by email updates.  One of the most popular feedreaders and the one that I 
use is Google Reader: http://www.google.com/reader. 
 
Why is this important for marketing?  Two reasons: 1—It is a great way to stay current 
and educated on the things going on in your market or niche through blogs, and 2—It 
provides a simple way for people who are interested in you and what you have to offer to 
stay informed.  You want to remain on people’s radars consistently so that even if they 
are not ready to buy from you now, you are able to stay top of mind for them when they 
are ready to.  Just as an email newsletter helps to build and continue a relationship with 
its subscribers, a blog does the same with those who subscribe to its RSS feed. 
 
By its very nature, social media allows content to be shared and spread far and wide 
across the web, resulting in more exposure for you and your business.  Therefore, being 
able to share your blog’s content through multiple channels is crucial.   For example, 
many social media services and platforms such as Facebook require you to provide an 
RSS feed address in order to syndicate your content. 
 
WordPress comes with feeds already built in and it’s pretty simple to find the RSS feed 
of your own blog.  Just type the address of your site into a browser and add /feed right 
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after it.  For example, to get to the feed of my own blog I’d type in 
http://communicatevalue.com/feed.  If you were to type this in yourself, you would notice 
two things: 1—That there is a button at the top of the page allowing people to subscribe, 
and 2—That the web address re-directs to 
http://feeds2.feedburner.com/CommunicateValue.  This is because I use a service called 
Feedburner to manage my feed and give me detailed statistics on my site’s traffic and 
subscribers.  I suggest you “burn” your feed as well to keep track of your subscribers at 
http://feedburner.google.com. 
 
How can people subscribe to your own blog easily?  Many free and premium blog themes 
come with an RSS icon for people to click on and subscribe or you could use some of the 
free icons available online.  One site that provides a nice selection is here: 
http://www.hongkiat.com/blog/free-rss-feed-icons-the-ultimate-list.  Another option is to 
have someone design a button for you to match the look and feel of your site.   
 
Google Analytics 
 
Google’s free analytics tool is a great way to analyze your site’s traffic as well as 
measure the effectiveness of your marketing: http://www.google.com/analytics.  With 
analytics you can see stats like where your visitors came from, how long they spent on 
your site, which pages received the most views, and much more.  WordPress itself has 
plugins you can add to get even more detailed statistics on your blog and I suggest using 
one of those as well.  We will talk more about recommended plugins below.   
It’s a good idea to have both your RSS feed and your analytics squared away before you 
start creating all that GREAT content so you can begin accumulating and analyzing your 
subscribers right away and see what is or isn’t working for you.  
 
Permalinks 
 
If you are new to WordPress or blogging in general, you might be saying “perma-
what??”  As the WordPress codex describes: “Permalinks are the permanent URLs to 
your individual weblog posts, as well as categories and other lists of weblog postings. A 
permalink is what another blogger will use to link to your article (or section), or how you 
might send a link to your story in an e-mail message. The URL to each post should be 
permanent, and never change — hence permalink.” 
 
There are “ugly” permalinks and then there are “pretty” ones.  Using the example from 
the codex, the default permalink to a blog post will often look something like this:  
http://example.com/?p=9 
 
Not too attractive, right?  However, a pretty permalink will look like this: 
http://example.com/category/post-name/  
or  
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http://example.com/year/month/day/post-name 
Setting your permalink structure is one of the first things you should do after you install 
WordPress. This is because the search engines index your blog based on the URLs of 
your posts--and if you begin with one type of permalink but then change it later, you can 
lose your site’s rankings.  
 
In order to configure your permalinks, go to “Settings” in your WordPress dashboard and 
then “Permalinks.” 
 

    
 

 

Looking at the screenshot above, you could choose the second or third option, but I prefer 
the custom structure of /%category%/%postname/   
 
This is the most SEO-friendly option, due to the fact that you are able to place keywords 
in your URL this way. 
 
Basic Plugins 

 
Plugins are one of the reasons WordPress is so popular as a blog platform.  Plugins add 
functionality to your site and allow it to do almost anything you can imagine.  WordPress 
itself was built to be very “lean” and simple—and plugins exist so that each user can 
tailor their site exactly the way that they would like.  They can be installed right from 
within the dashboard of your blog under PluginsAdd New on the left-hand menu, or by 
dropping the files in the plugin folder if you are using FTP. 

 
There are over 12,000 plugins, but here are a few “non-negotiable” ones I feel that every 
WordPress user should add: 

 
Akismet: (http://wordpress.org/extend/plugins/akismet) A filter that catches spam 
comments for your review. 

 

 

Custom 
Permalinks 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Google XML Sitemaps:  (http://wordpress.org/extend/plugins/google-sitemap-
generator) Sitemaps are an XML file that include all of the pages of a website in order for 
the search engines to index and reference them.  It is thought that using them helps search 
engines find your content quicker, therefore allowing your site to enter the rankings 
sooner. 

 
All in One SEO Pack: (http://wordpress.org/extend/plugins/all-in-one-seo-pack) What 
this plugin does is allow you to easily control and edit the Title, Meta description, and 
meta tags for each post you write and your entire blog.  Translation? This plugin helps 
optimize your site so that it ranks higher in the search engine results when someone 
searches for what you offer.  
 
Advanced Plugins 

 
As I mentioned, there are a ton of plugins available out there to enhance your WordPress 
blog.  The few I just went over are what I consider the minimum to have to get started.  
The most important thing to focus on once you have those installed is getting content 
onto your blog and getting traffic to it.  However, for future reference, here are some of 
the other plugins I use and find helpful that you may want to add down the line: 

 
Subscribe to Comments: (http://wordpress.org/extend/plugins/subscribe-to-comments) 
This allows the readers of your blog to be notified by email when new comments are 
posted to an entry.  This is usually used when someone wants to see the follow-up 
comments on a post that they themselves have commented on. 

 
RSS Footer: (http://wordpress.org/extend/plugins/rss-footer) This plugin allows you to 
add a link to your blog at the beginning or the end of the posts in your RSS feed.   I like 
this because when someone is reading my posts in a feed reader, I want them to have an 
easy way to click through to my blog if they wanted to right from their feed reader. 
 
One Click Plugin Updater: (http://wordpress.org/extend/plugins/one-click-plugin-
updater) Plugins occasionally need upgrading, and this plugin is great for saving you time 
so you don’t need to upgrade each one manually.  You can also use this to install new 
plugins or themes easily. 
 
Subscribe Remind: (http://wordpress.org/extend/plugins/subscribe-remind) This plugin 
gives you the ability to show your readers a reminder to subscribe to your RSS feed at the 
end of each blog post.   
 
Robots Meta: (http://wordpress.org/extend/plugins/robots-meta) This plugin does many 
things, but the main reason I use it is because when I offer paid, downloadable products 
on my site I don’t want those pages indexed by the search engines.  This plugin allows 
me to prevent that indexing on a page-by-page basis. 
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What Would Seth Godin Do:  (http://wordpress.org/extend/plugins/what-would-seth-
godin-do) It has a funny name, but this is a pretty clever and useful plugin. I use this so 
that new visitors to my blog see a small box above each post that says "If you’re new 
here, you may want to subscribe to my blog posts or request my free E-course. Thanks for 
visiting!" After 5 visits the message goes away—it’s great for encouraging new readers to 
subscribe. 
 
WordPress Gravatars: (http://wordpress.org/extend/plugins/wp-gravatar) This uses the 
emails of people who comment on your blog to display their Gravatar.   What’s a 
Gravatar?  It’s a small photo that accompanies your comments or posts on blogs around 
the web.  Be sure to sign up for yours free here: http://en.gravatar.com 
 
What About Pictures? 
 
It’s always nice to add a visual element to your blog posts to help break up the text and 
drive home the topic.  Here are a couple of free resources I like to use for my own blog: 
 
Flickr Creative Commons: (http://www.flickr.com/creativecommons) A huge selection 
of photos you can search for by keyword, tag and more—most just require attribution on 
the post you incorporate the photo into. 
 
MorgueFile: (http://www.morguefile.com) Morbid name, great photos. 
 
Free Digital Photos: (http://www.freedigitalphotos.net) Just what the name implies—the 
pics here are good quality and plentiful. 

 
Ads and Affiliate Links 
 
Many people will be more than happy with using their blog as a spot to provide helpful 
content to people, interact with prospects and subscribers, and give people an overview of 
their products or services.  However, it’s worth mentioning that there are ways to 
monetize your blog without being obnoxious.  One of the easiest ways to do it is to 
promote the products or services of companies or colleagues that you’d personally 
recommend.  This is often referred to as affiliate marketing.   
 
For example, in the past I have listed several items on my blog under the 
“Recommended” section that link to products or services I have used myself.  I felt 
comfortable recommending them because of personal experience.  The items were 
embedded with my “affiliate links,” which meant that when someone clicked on them 
and ended up purchasing the item through my link, I made a commission on the sale.  
Although some people do create blogs with the sole purpose of making money through 
these affiliate links, I mention it here as a way to add an additional revenue stream to 
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your business, while still keeping the main focus of your blog on providing relevant 
content to help build your expert status and get found easier in the search engines. 
 
How Often Should I Update My Blog? 
 
There are some hardcore bloggers who will tell you that you should blog every day—or 
even better, multiple times a day!  Yeah, right!  Ideally, 2-3 times per week is best, but 
we are all busy with the various other aspects of our businesses of course.  At a 
minimum, you should aim to post at least once a week to maintain interest in your blog 
and keep your readers updated and engaged.  Otherwise you may start losing people’s 
attention. 
 
Keep in mind that your posts do not have to be novels!  I’ve seen very short posts of 
around 150 words that make a real impact.  As a general rule, 250-500 words can be 
sufficient.  Sometimes you will go shorter, and sometimes longer, but that should give 
you a bit of a guideline. 
 
Creating Your First Post 
 
With all of the talk of plugins and settings, I don’t want the simplicity (yes, really!) of 
WordPress to get lost.  With that in mind, here is what you need to know to create your 
very first blog post: 
 
1) If you are not currently logged into WordPress, type 
http://thenameofyourblog.com/wp-login.php your browser--where the name of your blog 
is your domain name—and enter the username and password you chose when setting up 
WordPress. (I bookmark this page so I can always easily get to it.) 
2) You will be taken to your blog’s dashboard. On the left side under the “Posts” heading, 
click “Add New.” 
3) Enter your post’s title and body, including a picture if desired. 
4) Choose a category from along the right-hand side, adding a new one if necessary. 
5) Enter any descriptive tags related to what the post is about if you are using those. 
6) Enter the title, description and keywords for the All in One SEO plugin. (This section 
will be located below the body of your post.) 
7) In the top right-hand corner, click “Save Draft” if you are not ready to go live, or 
“Publish” if you are done and have proofread and made any changes necessary to your 
post.   
 
That’s it! 
 
Generating Content for Your Blog 
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Sometimes you just get stumped for what to write about—believe me, I’ve been there!  
Maybe you just aren’t feeling particularly inspired or maybe you are just having one of 
those weeks where you’re too crazy busy to really sit down and write. 
 
You should know that there are lots of other ways to come up with content for your blog 
without having to either 1) be completely original or 2) have your post be in the form of 
the written word.  Here are some ways to generate content when you start feeling stuck: 
 
Guest posts:  I’ve both guest posted on others’ blogs as well as had people guest post on 
mine.  Don’t be afraid to approach bloggers in a niche that’s complimentary to yours to 
ask if they would like to write a post for your blog.  You will want to offer to return the 
favor for them in most cases, but it’s a nice way to change things up for your own readers 
by showcasing someone else’s writing style.   
 
Other people’s articles:  There are a lot of great article sites out there with tons of 
excellent content.  Most of them allow you to use the articles on your own site—as long 
as you include the resource box at the end of them which includes the author’s 
information and website link.  You can search by category to find articles suitable for the 
focus of your blog.  Some examples of good article sites include ezinearticles.com, 
goarticles.com and ideamarketers.com 
 
Create a video post:  Video is truly the next (if not current) frontier online and it’s 
absolutely bigger than ever.  Simple video cameras like The Flip 
(http://www.theflip.com) are inexpensive and super easy to use.  Instead of writing a 
post, create a video with a helpful tip or interesting fact.  It can be as short as a minute 
and you don’t need to worry about being perfect and rehearsed.  People love to see you 
being yourself! 
 
Create an audio post: Not ready to be on camera?  There’s nothing wrong with sticking 
to audio.  Some ideas would be to read a top 10 list of tips, interview someone in your 
field or take content you may have written elsewhere and turn it into audio.  These days 
it’s simple to do:  you can use a service like Audio Acrobat 
(http://budurl.com/AudAcrobat) to record yourself over the phone or use Skype and a 
free recording service like Call Graph. 
 
Provide a review or commentary of others’ content:  This is one of my favorite 
methods for coming up with blog post content.  I simply take a look at my favorite blogs 
whose feeds I have pulled into Google Reader and see what catches my eye.  I then write 
a post about it adding my thoughts and linking back to the original post.  You could give 
your opinion on whether you agree or not with the blogger’s point of view, add 
information you think they should have included or answer questions that they may have 
asked.  If you don’t find anything on other blogs, StumbleUpon.com is another source of 
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content ideas.  This site allows users to discover and submit websites, photos and videos 
from around the web.  I often check here if I find myself in need of some inspiration. 
 
So, next time you find yourself at a loss for what to write about, consider some of these 
ideas to keep your blog filled with helpful content.  
 
Advanced Tip: Mini-Blogs 
 
In between longer-form blogs and micro-blogs (also known as the 140 character or less 
status updates you create on a site like Twitter) there have emerged a few mini-blogging 
services.  The two most prominent are Posterous (http://posterous.com) and Tumblr 
(http://www.tumblr.com). 
 
These services might be worth looking into if you like the idea of being able to post 
content (including photos and videos) to a blog from your email (Posterous is great for 
this), auto-post your blog’s content to a myriad of social media sites, set up group blogs 
and more. 
 
I myself still use WordPress as my main blogging tool, but I also enjoy using Posterous.  
With one quick email I can auto-post and update all of my social networking sites 
without having to go to each one separately—great for saving time! 
 
Your Task: 
1. Download and install WordPress, choose a theme and install the suggested plugins. 
2. Come up with a topic for your first post and publish it! 
 
 

Step 3: Build Your Social Media Profiles 
 
As we move into Step 3, let me reassure you again that you don’t need to have a presence 
on every social site under the sun!  I find that one of the biggest sources of stress for my 
clients and students when we first begin working together is the belief that you need to be 
omnipresent.  Fortunately, this is not true—in fact, you could really sabotage your efforts 
if you started focusing on building a presence on every social site and platform!  Talk 
about exhausting! 
 
Let me let you in on a little secret: the most successful people in social media, the ones 
that appear to be everywhere--and connecting all of these “everywheres” seamlessly, to 
boot—are doing so by way of a few specific, focused strategies.  You could call it “social 
leverage,” and I am going to share with you exactly how you can do this too—and no, it 
won’t take up all of your time either!  
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Stay tuned… 

For now, I want to talk about the major sites where I encourage most business owners to 
have a presence.  Keep in mind what I mentioned in Step 1: when it comes to determining 
what tools are right for you, you will naturally find yourself spending more time on the 
sites which interest you the most.  You can also ask yourself the questions I mentioned in 
that section to help you determine whether a particular social site is right for you.   

You may find that some of the areas I go over here are not a good fit for you and your 
business, and that’s ok.  You may also frequent a social network that isn’t included here 
and be surprised that it’s not.  That’s ok too!  Know that if it is working for you, then you 
should continue using it.  What follows are simply the sites and tools that I and my clients 
have had the most success with and what I feel are a good representation of the social 
media landscape for business owners. 

Now, let’s get you started on those profiles…(and don’t forget to check out Worksheet 
#4: Elements of a Magnetic Social Media Profile.) 

 Facebook 
Facebook describes itself as “a social utility that connects people with friends and others 
who work, study and live around them.”  Using Facebook to help you grow your business 
and gain new customers and clients is a hot topic right now.  For those new to Facebook 
or even those who have been using it for a few months, it can all be a bit overwhelming. 

When it comes to marketing using Facebook many small business owners and 
solopreneurs have trouble figuring out where to begin. Somewhere between the request to 
throw snowballs at someone and the invitation to save the whales it becomes easy to 
wonder what you are even doing on there in the first place. 

Facebook by the Numbers 

I understand how it can seem very overwhelming.  However, let’s take a step back and 
talk about the biggest reason why it can be beneficial for your business in the first place: 
Facebook has over 500 million active users as of this writing and it’s on track to only 
grow more.  (On average, one million new users are added per week!) That’s a huge 
audience and a great opportunity to find your target market within it.  (Yes, your target 
market IS there!) 

You also might be surprised to find out Facebook’s demographics—it’s not just for 
college kids anymore.  Currently, the average age on Facebook is 35 and the fastest 
growing demographic is people 35 and up. 
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So, let’s talk about how to put this huge social network to work for you. 

The Primary Goals  

What should you be aiming for when using Facebook for marketing?  I see it as four 
primary things: 

• Getting found by those who are looking for your services or products 
• Finding and interacting with current and potential clients and customers 
• Building a community around your business 
• Creating awareness of your content and offerings 

From here, you can begin formulating a strategy for your own use by asking yourself the 
following questions: 

• What would you like to accomplish? 
• What actions should friends/Page supporters take? 
• What topics will you discuss? 
• What content will you add? 
• How much time will you spend? 

Ready?  Let’s go… 

The Personal Profile 

I often get questions about using Facebook for business as well as personal use.  
Specifically, people want to know if it is a good idea to mix the two. This is completely 
up to you, but I usually recommend at least setting up a personal profile even if you plan 
on using a business (or “Fan Page” as they were previously known—more on those in a 
bit) page the majority of the time.  This is because there are a lot of things you can do 
with a personal profile that fosters relationship building that a Page just can’t do.  (In case 
you were wondering, you do not need to have a personal profile in order to set up a Page 
but I still encourage you to have one. ) 

If you don’t have a Facebook account yet, head over to http://www.facebook.com and set 
one up for free.  Here is what you will need to do: 

• Enter your first name 
• Enter your last name 
• Enter your email 
• Choose a password 
• Enter sex  
• Enter birthdate 
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• Click “Sign up” 
• Check your email and confirm by clicking the link 

So, what are some guidelines for your profile?  First and foremost, make sure you are 
using your real, full name.   It sounds like common sense, but people have been known to 
use nicknames or business names for their personal profile and this is actually a violation 
of Facebook’s terms.  You could be banned from Facebook for this! 

You also want to use a nice, professional headshot of yourself.  Unless you are using your 
personal profile strictly for friends and family, it’s a good idea to skip the pic of you with 
the dog, the kids or the hubby.   People want to see you, preferably alone and close-up. 

The Wall and Info Tab 

The Wall is a big part of Facebook because it is where your status updates appear and 
where friends can comment and leave you messages. Status updates are what appear in 
the News Feed, which are the real-time updates of all of your friends on the Home page.  
(More about how to best use status updates in Step 5.)  

The two most important things about the Info section of your profile are to fill it out 
thoroughly and don’t be afraid to give people a sense of who you are beyond your 
business.  After all, remember the word “social” in the term social media.  People are 
more likely to buy from someone they feel they know and like, and people want to know 
what makes you YOU—not just the business side.  Also, don’t forget to list all of your 
websites, including your other social profile URLs such as those for Twitter and 
LinkedIn. (For an example of an Info section/bio with personality, see Worksheet #5 at 
the end of this course.) 

The Home Page and News Feed 

As mentioned above, the Home page is where your friends’ status updates appear. The 
right side of your Home page also contains any pending requests you need to take care of, 
events and birthdays.  

Above where you see the stream of status updates on your Home page, you will see there 
are two different views to choose from: Top News and the Most Recent.  Top News 
contains stories that Facebook thinks you'll enjoy based on a variety of factors including 
how many friends have liked and commented on them and how likely you are to interact 
with that story.  The Most Recent feed is a real-time feed of all of your friends’ updates 
and the updates of the Pages that you “like.” 

Privacy Settings 
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It’s a good idea to become familiar with your privacy options within Facebook.  Many 
business owners are unaware of how much control they really have over what people can 
access and see through your profile.  The privacy settings can be found by clicking on 
“Account” in the top blue menu bar to the right and then Privacy Settings.  Take some 
time to explore how you can customize the privacy of your Profile, Search, Applications 
and more.  Keep in mind that you want to try and find a balance between achieving some 
great visibility for your business and a comfortable level of sharing and openness.  Only 
you can decide what comfort level is right for you.  

Vanity URLs 

Custom or “vanity” URLs are a more recent feature unveiled by Facebook.  By default, 
the URLs to your profile or Page are long and not so pretty, with lots of random numbers.  
For example, my old personal URL was: 
http://www.facebook.com/profile.php?id=1547904520.  Now it is: 
http://facebook.com/christinegallagher. You want to claim a custom URL to make it 
easier to let people know about your page—plus, you can think about it as staking your 
“Facebook identity.”   You can create a vanity URL for both personal profiles and Pages 
(as long as you have at least 25 people who “like” your Page—the “like” terminology has 
recently replaced “Fan”).  Here’s what you need to know: 

• Where to go to create one: http://facebook.com/username 
• The name used must be a minimum of 5 characters 
• Use your real, full name for your personal profile 
• The name can have numbers and periods 
• You can change your personal URL but you cannot change your Page’s URL once 

it is set  

“Official” Pages 

Two big questions small business owners have for me when it comes to Facebook are: 1) 
is there a way I can separate my personal information from my professional information 
and 2) what is the best way to engage others and bring attention to my business? 

Facebook "Official Pages" are the answer to both. (You may have also heard these 
referred to as “Business Pages” or “Company Pages.”  They were previously known as 
Fan Pages.) An Official Page is simply a public profile that allows you to share 
information about your business, services or products with other Facebook users.  

Benefits of Pages 

Here is what I see as the top three benefits of Pages: 
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1) Driving Traffic: Facebook Pages are public. Most of Facebook requires a login for you 
to access it. However, Pages are not behind a login and thus are visible to the search 
engines. This means people can find your business listed, and it is likely to be ranked 
highly due to the fact that Facebook itself is.  
 
Of course, once people visit your Page, they will also have a way to continue on to your 
main website or blog which you will have listed. 

2) Promoting Discussion: Pages are a great way to communicate with potential clients 
and customers. You now have an opportunity to listen, watch and provide answers when 
needed. People will notice when you take the time to help and add to the discussions. 
Send updates periodically through the update feature and concentrate on building 
relationships and being a part of the conversation. 

3) Spreading Awareness: By utilizing the wall for discussions, providing links, adding 
pictures, importing your blog posts and more, you are making it easy to connect with you. 
This will help turn people into supporters as well as encourage others to visit your Page. 
When others “like” your Page, it will show on their profile as well as in their News Feed. 
When your supporters interact with your Page, these interactions are visible to their 
friends via the News Feed too. This is fantastic for word-of-mouth and for exposing your 
business to an ever-increasing circle of Facebook users. 

Other great benefits? You have the ability to analyze visitor data through Page “Insights,” 
you can have multiple administrators, administer multiple Pages if you have more than 
one business, you can have an unlimited number of supporters (personal profiles are 
capped at 5000 friends), and you can update all of your supporters at one time. 

Creating an Official Page 

To create a Page, visit this link: http://www.facebook.com/pages/create.php. 

On the right under “Official Page” you will need to choose a category for your business 
and then name your Page.  For the name, you’ll want to consider using relevant, 
descriptive keywords in it to increase your chances of ranking higher in a Google search. 
For example, the title of my Page is Christine Gallagher—Social Media and Relationship 
Marketing Specialist.  
 
As another example, a local photographer might not just title her Page “Jennifer Brown 
Photography,” if that is her business name, but she might also add something like 
“Jennifer Brown Photography-Philadelphia wedding portraits” or something similar. You 
do want to try to strike a balance between being descriptive and not being too lengthy 
though because each time you add content to your Page your title will be added to each 
post. 
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After you’ve chosen a name for your Page, simply click “Create Official Page.” 
 

----------------------- 
Facebook also recently introduced the concept of “Community Pages” which you can 
also create from http://www.facebook.com/pages/create.php on the left-hand side of the 
page.  Community Pages are for “unofficial” Pages that are created by Facebook users 
in support of certain causes and topics.  A good explanation of these types of Pages can 
be found in this blog post from Mashable: http://mashable.com/2010/04/01/facebook-
community-pages. You will also notice that Facebook has now made the link between 
Pages and your profile more connected.  Profile information such as your city, 
hometown, interests, etc. can now be linked to Pages.  

----------------------- 

A Word About Your Page Photo 

While it may make sense for some companies and brands to use a logo for their Page’s 
picture, if you are a solopreneur or people know you as the “face” of your company, it’s a 
good idea to use a close-up, professional photo of yourself.  People like feeling they are 
connecting with people.  

Info Section 

Make sure you fill out the Info tab on your Page with all the relevant information about 
your business.  It’s up to you whether you want to include items like your phone number, 
address or hours, but at least be sure to give a little background on your company and 
your website and/or blog URL. 

Edit Page: Your Page Dashboard 

Whenever you need to administer your Page, such as adjusting the settings of 
applications, updating your supporters, viewing insights about how your they interact 
(broken down by wall posts, likes and comments) and more, you click the “Edit Page” 
link under your Page’s photo. 

How to Let People Know About Your Page 

Obviously, you want your Facebook friends to know that you also have a Page, so how 
can you encourage them to go there and hopefully become a supporter?  Here are a few 
simple ways: 

1) Use the "Suggest to Friends" link underneath the photo on your Page. This allows you 
to send your Facebook friends an invitation to support your Page. 
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2) Use the "Share" button on the bottom left under where it says "Create a Page for My 
Business." This allows you to either post your Page info to your personal profile or send a 
message about your Page to others. 

3) Add a Like Box to your site by visiting this link 
http://developers.facebook.com/docs/reference/plugins/like-box. A Like Box allows you 
to embed the most recent activity from your Page right in your blog or website. Facebook 
will generate the code and all you need to do is copy and paste. When someone clicks on 
the Box, they can “like” your Page right from your site. 

4) Use the Info tab on your personal profile to let others know that you also have a Page 
by including the URL to it. (Remember, once you have 25 supporters you are eligible for 
a vanity URL for your Page at http://www.facebook.com/username). 

So, when is it appropriate to ask people to support your Page?  If you have a personal 
Facebook profile and you are connected to a bunch of people that way, you don’t want to 
mass-invite all of those people. You’ll want to consider people like former clients, 
current clients, people you’ve partnered with in your business, vendors you work with or 
have worked with, people who you know have purchased from you before or are on your 
newsletter list, etc.  If you use Twitter, maybe there are people who are always promoting 
you or re-tweeting you there.  The key is, once you have this sort of “base” of fans 
supporting your Page, even if its only a few people, the growth of your Page can start 
taking on a life of its own. 

----------------------- 
I am often asked about the differences between Groups and Official Pages, so to 
summarize: Pages are indexed by the search engines while Groups are not.  Group 
administrators are able to send email to all of the group members through the Facebook 
messaging system whereas Page administrators are only able to send “updates.”  You 
are also able to have a lot more control over who gets to participate in Groups because 
you can adjust the settings so that new members must be approved.  However, Pages 
have applications so that you can personalize them more and share more content, and 
Groups do not.  The bottom line? Groups are better for more personal, smaller scale 
interaction where members can participate in meaningful discussions around a shared 
interest. Official Pages are better for brands, businesses and individuals who want to 
interact with their fans, customers and clients without having them connected to their 
personal account.  I encourage all small business owners to have an Official Page first 
and foremost, and use Groups a secondary method to interact with their target audience. 

----------------------- 

Integrating Twitter 
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If you are a Twitter user, you’ll want to take advantage of integrating it with Facebook to 
reach even more people without any extra effort. 

Selective Tweets (http://apps.facebook.com/selectivetwitter) is an application you can 
add to your personal Facebook profile and/or Page in order to update your Facebook 
status with your tweets.  Once you have this application installed, you simply add #fb to 
the specific tweets you want to make your Facebook status as well. 

If you want to do the reverse and send your Page status updates to Twitter, you can do 
that by using Facebook’s Twitter tool: http://www.facebook.com/twitter.  This is really 
great because you are allowed to use over 140 characters for status updates, so when you 
update Twitter (which has a 140 character limit) with a longer message, it inserts “…” 
along with a link back to your Page so people can finish reading your update.  This means 
more people are driven to your Page from Twitter! 

Applications 

As I am sure you have realized by now, applications are a big part of what gives 
Facebook so much functionality. There are tens of thousands of applications; some are 
more useful than others, and many of them can be used on both personal profiles and 
Pages.  Let’s talk about some of the better ones for business.  (Installing apps can be a bit 
quirky, so be sure to see the step-by-step directions on Worksheet #8 that I’ve included at 
the end of this course.) 

Photos 

Facebook is actually one of the biggest photo-sharing sites on the web.  Photos can be 
one of the most powerful things to share because they are visual, enable instant curiosity 
and engagement, and they often spark comments and interaction.  

To upload photos, go to your profile and click on “Photos” in the list on the left-hand 
side. Then click on “Upload Photos,” fill out the album name and location and choose the 
privacy setting for the album and click “Create album.”  You can then add photos to it 
from your computer or even your phone, caption them, tag them or post them to your 
profile. 

You’ll want to share photos that reflect a mix of personal and business interests. In terms 
of business, one of the best ways to use photos to increase visibility is to upload photos of 
yourself with others at professional events and then tag them (if they are your Facebook 
friend), which lets them know you have posted a picture of them.  To tag a picture you’ve 
uploaded, click on “tag this photo” underneath it and to the right, and then click on the 
face of the person in the photo that you want to tag.  A box will appear allowing you to 
choose a friend’s name. 
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Events 

The Facebook Events application is one of the default apps already available when you 
open a Facebook account.  To access Events, click on “Events” on the left-hand side of 
your Home page.  From there, you can see your friends’ events or create your own.  
Think about listing any local events you have coming up—or virtual ones such as 
teleseminars or webinars.  You can list your event through your personal profile or your 
Page. 
 
To spread the word about it, use the “Share” link at the top of the page for the event you 
created.  You can then send an invite your friends or post the event to your profile. 
 
Want even more buzz for your event? Get creative with your title, upload photos and 
videos and post links and don’t forget to direct people there from Twitter! 
 
Notes 
 
Notes is another default application that can be used to compose any kind of content 
you’d like to share with your friends or Page supporters.  To access Notes go to 
http://www.facebook.com/notes.php.  On that page on the top right you will see a button 
that says “Write a New Note.”  From this page you can tag your friends if you mention 
them in the note, subscribe to your friends’ notes, adjust the privacy settings for the note 
and even attach photos.  The notes you create from within Facebook and those you 
import are published to your Wall and the News Feed. 
 
From the http://www.facebook.com/notes.php page on the left-hand side, there is a link 
that says “Edit Import Settings.”  Once you click on this, you will be taken to a screen 
that allows you to enter your website address so that you can import your blog posts via 
RSS feed as they are published.   Once you confirm the import, your new posts will now 
show up as notes. 

NetworkedBlogs 

This is one of my favorite applications (http://www.facebook.com/networkedblogs). This 
app allows you to feed your latest blog posts right into Facebook automatically, as well as 
encourage others to become “followers” of your blog.  Just as with importing your blog 
with the Notes app, every time you publish a post, it gets published both on your Wall 
and in the News Feed.  This is powerful, viral exposure for your blog posts.  
NetworkedBlogs can be used on both personal profiles and Pages, and also allows people 
to become followers of your blog, comment on your posts, and share your posts on their 
Walls. 

Static FBML 
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FBML stands for “Facebook Markup Language” and this app 
(www.facebook.com/apps/application.php?id=4949752878) is used with Pages.  You can 
use it to add a newsletter opt-in form and also perform other customization such as 
changing the text on your tabs.  On my own Page for example, I created a tab for people 
to sign up for my free e-course. 

 

Can You Be Banned From Facebook? 

It’s true--people sometimes have their profiles shut down by Facebook.  In some 
instances people receive a warning first, but not always.  However, Facebook doesn’t 
always make it clear what exactly they can ban you for, which has caused some 
confusion and frustration among users.  However, here are a few guidelines you can 
follow to help you stay in the clear: 

• Have only one personal account for yourself (multiple Pages are ok) 
• Don’t copy and paste the same verbatim message on multiple peoples’ walls or 

Pages 
• Keep your friend requests to under 15 per day 
• Don’t use a nickname or business name for your personal profile 

Just remember, everything in moderation.  You can take a look at Facebook’s Terms of 
Service here: http://www.facebook.com/terms.php  

Facebook Etiquette 

I personally don’t love to think of anything I do in social media being restricted by 
“rules” or strict guidelines.  However, I do feel that there are ways to use a tool like 
Facebook that make the overall experience more beneficial to everyone. Here are a few 
“don’ts” to keep in mind: 

• Not having a professional photo 
• Being a “pushy” marketer 
• Leaving your website link everywhere—in Groups, on Walls, etc. 
• Focusing on self too much in your interactions and activities 
• Leaving your profile empty of information about you 
• Bothering your friends with silly, frivolous apps 

 
Customized 

tab 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The Big Takeaways 

• First build relationships through interaction and conversation; business focus is 
secondary 

• #1 reason people don’t succeed: no strategy! 
• Showcase best work through the content you share 
• Momentum builds over time—stick with it! 
• Having a Page for your business is key 
• You CAN do this time-effectively! 

Advanced Tip: Social Ads 

Facebook offers paid ads that are highly targeted at 
http://www.facebook.com/advertising.  Ads can be used to direct Facebook users to your 
website, events, Pages, Groups, applications and more.  You can target your audience by 
location, keyword, age, workplace, relationship status, or other criteria and the minimum 
you must spend is $1.00 per day (per click or impression). 

 Twitter 
So, what is Twitter? Twitter users have 140 characters to answer the question, “What’s 
happening?”  It’s officially defined as a social networking and micro-blogging service.  If 
you aren’t on Twitter yet or you are relatively new, your first question might actually be 
“What the heck is micro-blogging?” 

You can think of Twitter updates as mini blog posts written in 140 characters or less. 
(More on what to tweet about in Step 5.) Twitter is a little different from any other form 
of social media, but at its heart it is essentially a communication tool.  When people first 
begin using it, it can seem overwhelming and confusing.  You may wonder, how can I 
really type anything of substance in 140 characters or less—and how can this help my 
business? 

Why Care About Twitter? 

Why should small business owners use Twitter?  As this section of the course goes on, 
we will get into the nitty gritty about all of the ways you can leverage Twitter to get lots 
of great visibility for your business—but here are my top ten biggest reasons to make it a 
part of your online marketing strategy: 

1) Permission-based marketing: The people following you on Twitter have chosen to 
connect with you.  They are telling you they want to hear about what it is you are 
bringing to the table.  This can be a lot more effective than the typical “hard sell.”  
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Twitter helps you build relationships that turn into warm leads! (We all know that 
relationships are the key to success in biz—and life!) 
 
2) Knowledge sharing: People tend to give freely of information on Twitter-- it’s 
essentially a constant stream of ideas, content, links, resources, and tips.  I’ve gotten 
ideas for blog posts and articles as well as great tips to pass along to my clients. 
 
3) Word of mouth: This is can be very powerful. You can start developing a loyal 
following of people who trust you--or what the author Seth Godin refers to as your 
“tribe.” Now, is every friend or follower you have on social sites going to be a member of 
your target market? No, but it doesn't matter. If you are providing good content, helpful 
links and regularly contributing something useful to the community, the viral nature of 
Twitter will help push this content through to the people who need to hear it. It’s like the 
old shampoo commercial: So I told two friends, and they told two friends, and so on, and 
so on…. 
 
4) Networking: If you are following others in your industry or the industry you would 
like to be in, you can rub shoulders so to speak without even leaving your house.  You 
could end up collaborating or joint venturing with someone as a result of connecting on 
Twitter. (Something I’m happy to say that I’ve done several times!) 
 
5) Credibility and expertise building: When you consistently use Twitter to share 
helpful content related to your niche, you will begin to be seen as a go-to expert in your 
field. This leads to more opportunities, more relationships and more business. It's a 
terrific way to communicate the value of what you have to offer to prospective clients 
and customers. 
 
6) Steadily become known and build your brand: If you are following a healthy 
number of people and vice versa, you are in effect able to “touch” them several times a 
day.  From your Twitter page background to the link to your website or blog, you can 
promote your brand through your profile and have people become aware of what it is 
you’re about without being pushy or in their face. Your presence and tweets serve as 
impressions on your potential customers and clients. 
 
7) On-the-spot opportunities: Twitter truly is instant communication—even more so 
than Facebook.  I have heard from several colleagues and clients that they’ve been able to 
jump on speaking gigs, joint venture projects, freelance assignments and more simply by 
taking part in the conversation on Twitter.  I myself have been able to take advantage 
several of these opportunities as well. 
 
8) Market research:  Twitter is a great “listening” tool. Twitter allows you to tap into a 
diverse community of people throughout the world in order to find out what they are 
feeling and experiencing as well as what they need—in real time. This is priceless, 
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because if you know what they need, you can go ahead and create it and then offer it to 
them. 
 
9) Broad Reach: You are able to reach people in many locations that you may have 
never been able to come in contact with previously because of geography. 
 
10) Web traffic: When you list your link in your profile or direct people to your latest 
post or article it is just another way to drive traffic to your blog or website.  Twitter is the 
biggest source of traffic for my own blog and many of my blog and newsletter 
subscribers come from there. 

A Lesson in Lingo 

Twitter has spawned a whole new world of vocabulary--some clever, some silly.  There 
are some basics you should be aware of, as you’ll surely come across them being used 
sooner or later. (Probably sooner!) 

Tweets: Tweets are simply the 140-characters-or-less messages that you update Twitter 
with.  You can think of them as being somewhat similar to the status updates we talked 
about with Facebook. Tweets can be viewed and updated on the Web (at 
http://twitter.com), through desktop applications, and on mobile phones. 

Followers: When you join Twitter you are able to “follow” others, which means their 
updates appear on your home page. To follow someone, you navigate to an account page 
other than your own, and click the Follow button under their profile picture.  They can 
also follow you back once they see you are now following them. 
 
@: The “at” symbol is used to direct a tweet to a specific username or indicates a reply to 
a tweet that person has sent. It could also just indicate someone is mentioning you in a 
tweet.  This type of tweet is public, and shows up on the public timeline.  For example, if 
someone were replying to me, mentioning me or directing a tweet to me they would 
include @ChristineG.  If you are using the Twitter web interface, you would just click the 
reply link underneath the tweet to reply to the person.  To see all of your replies and 
mentions you would navigate to your Twitter Home page and click on @Mentions at the 
top of your Twitter stream. 
 
RT: “Re-tweeting,” or as it is abbreviated “RT,” is simply re-sending a tweet tweeted by 
someone else.  As an example, say you are looking over your twitter stream and you see 
someone has tweeted a quote you just love. You could then click the Re-tweet button 
underneath it to post it along with the original tweeters’ username.  We will discuss a 
little bit later both why you would want to do this and how to do it more easily from 
outside the Twitter web interface. 
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DM: Direct messages or DMs as they are called are private messages people can send to 
each other that don’t appear on the public timeline. You can only direct message 
someone if they are following you.  From the Twitter web interface, you can go to the 
profile of the person who you want to direct message and click on the “message” button. 
When you do this, a box appears where you can type the DM to that person. 

TwitterStream: This simply refers to the “stream” of tweets you see from all of the 
people you follow on your Twitter home page. 

#: This symbol is the hashtag, otherwise known as the pound or number sign. A hashtag 
is a way to group tweets around a particular topic. Basically, hashtags help those who 
seek similar content discover your tweets.  One of the most widely used hashtags is the 
one for “follow Friday” which is a fun way to recommend to your friends new people to 
follow. For example: #followfriday or #FF. 
 
In general, you will see many abbreviations being used in tweets, and the reason for this 
is simply to save space.  Remember you only have 140 characters!  Some common ones 
you may see include using numbers instead of spelling the words out, “yr” instead of 
“your”, and the word “peeps” which is short for people.  It’s good to keep these 
abbreviations in mind when composing your tweets in order to fit what it is you are trying 
to say. 

Profile Basics 

If you haven’t already, head over to https://twitter.com/signup and set up a free account.  
Here is what you will need to do: 
 

• Enter your full name         
• Choose a username (15 character limit; they will let you know if it is available) 
• Choose a password (6 or more characters)  
• Enter your email    
• Click “Create my account” 
• Check your email and confirm by clicking the link 

 
I recommend choosing your full name for your username if it fits and it‘s available. The 
idea behind Twitter (and all social media) is to connect people. If your brand name is 
how you are primarily known then you could use that. With companies like Starbucks, 
for example, that makes sense.  But I usually encourage full names so that others feel 
they are connecting with a real person.  (It’s also worth mentioning here that if you ever 
want to change your username down the road, you can easily do that and you don’t have 
to worry about losing your followers. You can do this under “Settings” and then 
“username.”) 
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For your profile picture, again, if you are well known by a logo then it might make sense 
to use that.  But I usually emphasize to my clients that people want to see YOU—your 
face and your eyes--to really feel that connection and build a relationship with you.  So it 
is usually a good idea to use your own picture.   
 
For your Twitter bio, you don’t get much room, so be sure to include your location and 
website and a succinct description of what it is you do.  You also want to use keywords in 
your bio because this is how people search for new people to follow.  So, think about 
how you would like to be found.  For example, my bio uses the keywords “social media,” 
“marketing,” and “entrepreneur.” (For examples of Twitter bios, see Worksheet #5 at the 
end of this course.) 
 
Once you have set up your account initially, take a look at the “Settings” link at the top 
right of your profile.  Here you can choose your Twitter page’s design, change your 
account details, your password, your picture and more.  Under the “Notices” tab on this 
menu you can set your preferences as to whether you want to be notified by email when 
you receive direct messages or new followers.  I suggest you uncheck these notifications; 
otherwise you will be getting a lot of extra email! 
 
I also think it is important to note here that you don’t want to make your Twitter account 
“private.”  Unlike Facebook, you will get the most out of using Twitter by keeping 
yourself as open as possible to becoming part of the conversation.  Besides, many people 
will not follow people who protect their tweets for that very reason. 
 
Having a customized Twitter background for your profile is also very popular and can be 
great for branding purposes.  There are people who will create these for you, but a free 
option is to use a site like http://www.twitbacks.com or 
http://www.freetwitterdesigner.com. 

Growing Your Followers 

You will want to start growing your followers right away so that you can begin 
expanding your reach.  However, one tip I suggest before you start following other 
people is to update or “tweet” first. It may seem a little like you are talking to yourself to 
do this, especially if you aren’t being followed by anyone else.  But when someone 
comes upon your page and is making a decision whether to follow your or not, they need 
something to go on, some sign of life.  So even if it’s just a few updates you might think 
of as boring, it’s better than having no history there.  For example, you could even say 
“New to Twitter and looking forward to the conversation!”  (By the way, you don’t have 
to take the question Twitter asks of “What’s happening?” literally.   I like how Chris 
Brogan, who writes about social media on his blog http://www.ChrisBrogan.com puts 
it—he says to look at it as asking “What has your attention” as opposed to “what’s 
happening.”) 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 49 

Four Ways to Find People Through Twitter 
 
Twitter itself offers a few ways for you to find people: you can click on “Who to Follow” 
at the top of your Twitter page and search 4 different ways.  The first is by searching for 
people by their Twitter username or by first or last name.   
 
Second, you can find Twitter users through your other contact lists such as Gmail, AOL 
or Yahoo.  This is a quick way to find people because Twitter pairs the email addresses in 
your accounts with existing Twitter accounts.   
 
The third option allows you to invite others by email.  The form automatically sends them 
a short message saying that you’d like to keep up with them on Twitter and to click a link 
below to find out more about Twitter.   
 
Last, Twitter provides a list of “suggested users” categorized by topic for you to follow 
and this includes bigger names that you don’t necessarily know personally such as 
JetBlue Airways, Shaquille O’Neal, the CEO of Twitter, CNN etc.  This is a good option 
if you are brand new, you aren’t sure who to follow, and want to start seeing how others 
use Twitter so you can get a good sense of the flow of it. 
 
See Who They Follow 
 
Another easy way to find people once you are following others is to check out who they 
follow—if anyone looks interesting, start following them.  Or, you could make a list of 
20-25 people in your industry you admire and if they are on Twitter, begin following 
them.  A word of caution though--following too many people too fast--we’re talking by 
the thousands--may cause Twitter to look at you as a spammer and this could result in 
Twitter suspending your account.  So just be aware of that. The actual limit appears to be 
that you can’t follow more than 2,000 people at first.  Once you have around 1,800 
followers you can start following 10% followers more than are currently following you.  
So, at 2,000 followers following you, you can follow a total of 2,200 people on Twitter. 
 
Also, know that it’s common for people to follow you that you don’t know, and that’s 
OK.  It’s your decision whether you want to follow them back or not. It’s a good idea to 
check out their profile page. Spammers are often obvious when you look at their profile 
page--if they’re following tons of people but only a few are following them back, and 
they have very few updates then they’re most likely a spammer and not someone you 
want to try to build a relationship with. 
 
Directories 
 
There are countless tools and websites outside of Twitter that help you manage your 
experience, with new ones popping up everyday.  There’s no way we could visit every 
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single one in this course, but I wanted to focus on a few that I use myself that have been 
very helpful. 
 
Twellow (http://www.twellow.com) is a site you can think of as being the “Yellow 
Pages” of Twitter.  Here you can search for Twitter users by location, category or 
keyword.  For example, coaches and virtual assistants are in my target market and I often 
search for users who include these words in their profiles.  You can follow the people you 
find at the click of a button from Twellow’s site without having to visit Twitter itself, 
which makes it really easy. 
 
WeFollow (http://wefollow.com) is another directory organized by people’s interests that 
you can search by keywords or “tags.” You can send an @ reply to @wefollow using 
hashtags (more on these in a bit) that represent what categories you want to be listed 
under.  WeFollow takes these @replies and organizes people based the hashtags.  For 
example, popular hashtags include #blogger, #music and #entrepreneur. 
 
A lot of people like to use tools like these to search locally and set up “tweetups” which 
are basically local meetups of Twitter users in your area.  These can be great for 
networking. 
 
Also, don’t forget to add yourself to these directories. 
 
Observing First 
 
After you have begun following some people, if you are still feeling a little intimidated or 
even unsure of what to say, give yourself permission to observe others.  Yes, you do want 
to interact and not sit on the sidelines forever, but it can help to watch what others do and 
how they are doing it—especially those who seem to be very active and interactive.  This 
can be a great way to pick up on the nuances of the “culture” of Twitter so that you feel a 
little less like the confused “newbie” on the block.  

Time Management and Productivity  

It’s a given--we all want to do more in less time with social media.  The good news is that 
there are lots of ways to automate with Twitter.  Although I don’t encourage automating 
your whole experience (and especially not anything that contains your voice or 
personality), there are some useful productivity-boosters worth checking out. The 
Selective Tweets and Twitter apps we covered in the section on Facebook are two good 
examples, as well as Ping.fm. Want to update your Twitter status as well as Facebook, 
LinkedIn and other sites all at the same time from one place? Ping (http://ping.fm) is 
great for this.  Tools like Ping are one of the top “secret weapons” of the most successful 
social media marketers.  Finally, a way to be in multiple places at one time!    
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So, if you have something to say to your Twitter followers that you would also like to 
share with your Facebook Page supporters and friends and your connections on LinkedIn, 
you can—without going to each site and logging in separately.  Ping has the ability to 
update over 40 different social networks.  This is a major time saver!  Plus, you can even 
create groups, so that if you only want to update LinkedIn and Twitter but not Facebook, 
for example, you can do that.  It’s definitely worth exploring.  HelloTxt 
(http://hellotxt.com) is another service that offers a very similar service. 

Ping also has a toolbar you can install for your browser, making it simple to update your 
social networks with a link to and description of any web page you are on: 
http://ping.fm/toolbar 

Hootsuite: I consider this to be the ultimate Twitter tool—and its ability to automate so 
much of your Twitter experience is truly incredible.  It’s definitely another top “secret 
weapon.” Hootsuite is free and web-based (http://hootsuite.com) and here are some of its 
most useful features: 

• Pre-schedule tweets to go out ahead of time (great for “set it and forget it” 
marketing) 

• View multiple columns to see @ replies, direct messages, keyword tracking and 
more 

• Manage multiple Twitter profiles 
• Have multiple administrators for your Hootsuite account 
• Monitor keywords of your choice 
• Integrates with Ping.fm to update many social networks including Facebook and 

LinkedIn 
• Track statistics of how many people have clicked on the links in your tweets 
• Automatically feed RSS to your Twitter stream 
• Create groups of friends by simply dragging and dropping them into columns 

I also love the “Hootlet” bookmarklet, which you simply drag to your browser toolbar so 
that you can quickly tweet out 
any webpage you are viewing. 

 

 

 

 
  

The Hootlet pop
up window 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Twitter clients: When people first start using Twitter, they usually tweet from the web at 
twitter.com.  This is fine for getting started, but once you’ve gotten accustomed to how 
Twitter works, you’ll want to use a Twitter client instead of doing everything from the 
web. 
 
Installing a free client such as Seesmic Desktop or Tweetdeck allows for more 
functionality than what you can do from the Twitter webpage.  For example, Tweetdeck 
and Seesmic allow you to place people in groups, which make it easier to track them, 
especially once you are following several hundred people.  They also both integrate all of 
your social networking sites (like Facebook, Twitter, and Myspace) into one application.   
 
Tweetdeck and Seesmic also make it easy to re-tweet people with one click. Plus, these 
types of clients run on the Adobe Air platform, so you don’t have to be connected to the 
web to use them.  I find they make tweeting a lot more convenient, and it’s easier to keep 
track of your replies, direct messages and followers.  You can download Seesmic from 
http://seesmic.com/desktop.html or Tweetdeck from http://tweetdeck.com/. 

What About Automating Follow-backs or Direct Messages? 

If you have used Twitter for any amount of time you may have noticed that you 
sometimes receive direct messages from people after you have followed them that appear 
canned, or automated.  Most likely, they are automated—through a service like 
socialoomph.com (formerly known as tweetlater.com).  Many people use services like 
this because they believe sending a welcome message to every follower helps them to 
stand out or to encourage engagement.  Unfortunately, this practice usually ends up doing 
the opposite, as most times people can spot an automated message from a mile a way.  
Talk about being inauthentic!  

On the topic of automation, some people also choose to auto-follow anyone who follows 
them.  Auto-follow is also another service sites like socialoomph.com offer.  I don’t 
recommend doing this either—just as elsewhere on the Internet, Twitter has its fair share 
of spammers.  Automatically following everyone who follows you might appear to save 
you time and boost your numbers at the outset, but you’ll likely end up with a lot of 
people who won’t take the time to engage and get to know you—let alone ever buy from 
you. 

Hashtags 

As we discussed in the section on lingo, the hashtag, or number sign is a way to group 
tweets around a particular topic. Hashtags help bring a bit of “order” to the subjects being 
talked about in the “twitterverse.” 
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To see what hashtags are being used you can look at the right side of your Twitter.com 
homepage under “Trends.”  Here you will find the most popular current topics listed.  
You can also visit http://hashtags.org, which tracks the frequency of Twitter hashtags and 
offers details about it. 
 
I have found the most user-friendly way to follow a discussion around a hashtag to be 
through Tweetchat (http://tweetchat.com).  This site functions much like a chat room, 
allowing you to sign in with your Twitter account and “converse in real-time.”   
 
Besides being informative and fun, hashtags allow you to find and interact with others 
who have similar interests.  For example, some hashtags are used according to 
schedule—such as Tuesday nights 9-11 pm Eastern for “#gno” (Girls Night Out), and 
Monday nights 7-10 pm Central for “#journchat” (conversation between journalists, 
bloggers and PR people).  Many people find they pick up a slew of new followers (as 
well as valuable contacts) after participating in chats such as these. 
 
Just be mindful of not over-using hashtags—while it’s certainly a fun part of what 
Twitter is all about, it’s probably not a good idea to bombard your followers with them 
on a daily basis. 
 
Some other popular hashtags to check out: 
#musicmonday 
#traveltuesday 
#followfriday 
#quote 
#news 
#poll 
#tech 

Search 

Twitter’s real-time search capability is very powerful, and it can be used to find more 
people to follow, search for keywords, do market research, answer questions people are 
asking in your niche, monitor your reputation, keep up with trends in your industry and 
more. 
 
The best place to start is http://search.twitter.com or the advanced search at 
http://search.twitter.com/advanced, where you can search by words, places, dates, 
hashtags, people and more.  I often recommend local or brick and mortar businesses start 
here when they’re looking to get started with Twitter.  It’s a good idea to search for the 
town or location where the business is located and begin listening to the conversation 
going on around it.  Perhaps you can answer questions, offer recommendations and 
coupons or promote events or sales.  Twitter itself actually released a free guide where 
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they highlight several success stories of local small businesses using Twitter.  Check out 
the case studies and see if they spark any of your own ideas: 
http://business.twitter.com/twitter101. 
 
If keeping up on the latest, as-it-happens news is central to your business, some other 
cool sites to check out are Tweetgrid (http://tweetgrid.com) and Monitter 
(http://monitter.com)—both of which allow you to search and monitor multiple keywords 
at once. 
 
With URL shortening to save space so common on Twitter, you might wonder how to 
keep track of when your website is referenced in the form of a shortened URL.  
Backtweets (http://backtweets.com) allows you to still find these instances of your site 
being mentioned so you can still gauge the popularity of your tweets.  I like using this 
because sometimes a link to your site gets re-tweeted and somehow your Twitter name is 
no longer attached to the tweet.  

Alerts 

A hot topic these days, especially among companies, is “reputation management.” You 
may be using or have heard of “Google Alerts,” and if not, I highly recommend you set 
them up at least on your full name and website if you want to be notified anytime either is 
mentioned out on the web: http://www.google.com/alerts.  Sites like Tweetbeep 
(http://tweetbeep.com) and Tweetscan (http://www.tweetscan.com) are like Google 
Alerts for Twitter, and allow you to receive alerts by email whenever a specific phrase or 
word is mentioned on Twitter.  

So, if you’re not interested in spending time doing keyword searches yourself and want 
something more automatic, these tools do the heavy lifting for you. 

Multimedia Applications 

One of the ways you can stand out from the crowd is to use some fun multimedia 
applications that incorporate things like video and audio.  Here are some suggestions: 
 
1) Bubbletweet (http://www.bubbletweet.com): Places a short video that plays in a 
floating Bubble video player to welcome people to your Twitter page. 
2) Twitpic (http://twitpic.com): This website allows you to easily post pictures to Twitter. 

The Big Takeaways 

• Understand why you are on Twitter and what you are trying to achieve 
• Spend a good a good amount of time interacting and engaging with others 
• For every 1 promotional tweet, do 10 non-promotional tweets 
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• Share valuable content—yours and others 
• Take advantage of the many tools and applications that can boost your 

productivity 

 LinkedIn 
Compared to Facebook and Twitter, LinkedIn has more of a “corporate” feel to it and 
isn’t quite as interactive.  I’ve heard it referred to as “button-down” as opposed to 
Facebook being “T-shirt and jeans.”  However, LinkedIn has established itself as a great 
place to create beneficial professional relationships as well as be found by potential 
customers and clients.  Their tagline is “Relationships Matter” and they state that their 
mission is to “Connect the world’s professionals to make them more productive and 
successful.”  The founders believe that “in a global connected economy, your success and 
competitiveness depends upon faster access to insight and resources you can trust.” 
 
Why Care About LinkedIn? 
 
LinkedIn is a very “target-rich” environment.  What this means is that most of the people 
there have disclosed what they do, where they work now, where they’ve worked in the 
past and what types of connections and opportunities they are looking for.  I encourage 
my clients to have a presence there in order to take advantage of being connected to this 
vast professional network.  Once you take a few minutes to search LinkedIn, I'm sure 
you'll find lots of contacts from your current and prior companies or employers, clients, 
vendors, and schools.  All those contacts have the potential to help you grow your 
business or connect you to potential clients or customers.  The bottom line?  Just as 
offline, we can all benefit from networking online with experienced business 
professionals. 
 
If you haven’t already, go to https://www.linkedin.com/reg/join and set up a profile for 
free. Here’s what you will need to do: 
 

• Enter first name 
• Enter last name 
• Enter your email 
• Choose a password (6 or more characters) 

 
LinkedIn by the Numbers 
 
LinkedIn has over 90 million members as of this writing in over 200 countries, and grows 
at a rate of one new member every second.  Executives from all Fortune 500 companies 
have a presence there, and it has been reported that the average income is $110,000 while 
the average age is 41. 
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The Profile 

Although it may appear so at first, your LinkedIn profile is more than just an “electronic 
resume.”  Your profile is a place to express your personal brand and market yourself.  In 
fact, as opposed to a traditional resume, you are not constrained by space and actually get 
quite a bit of room to give your skills and experience in detail.   

The first thing you want to do after you have set up a profile is add your photo.  A close-
up headshot is best.  Underneath your name you will see an area that LinkedIn refers to as 
your “headline.”  This is your chance to grab someone’s attention with a 5-second 
“commercial” for yourself.  It’s a good idea to write this with an idea of how you can add 
value through what it is you do.  Here are two examples.  Does the first or second choice 
make more of an impact? 

Old: “Architect and senior software engineer.”  
New: “I solve complex IT problems as an architect of information and systems” 
 
Old: “Online marketing consultant.” 
New: “Social Media & Online Marketing Trainer, Consultant & Coach--Helping You 
Get More Clients, More Traffic & More Revenue.” 
 
Underneath your headline, industry and regional network is the status update box.  This 
works very similarly to Facebook status updates. Under Settings, you can choose to have 
them be made visible to your connections, your network or everyone.  Like Twitter, 
status updates are limited to 140 characters and can be updated from both your Home 
page and your Edit Profile page.  You are also able to publically comment or reply 
privately to the status updates of others that are visible to you. 
 
As with other social networks, the more thoroughly you fill out your profile, the more 
chances you give others to find and connect with you.  There are sections of your profile 
to fill in a detailed summary of who you are and what you specialize in, as well as 
sections for experience and education.  It’s smart to include any previous positions you 
have held and colleges you have attended.   
 

 

The main menu 
bar at the top of 
your account 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When writing your summary (you can also include a listing of your specialties in this 
section), think of it as a place to give a narrative version of your “elevator speech.”  What 
makes you unique?  How do you, as well as your business, stand out among the crowd?  
Be sure to include keywords related to what you do by thinking about how you would 
want to be found in a search.  For example, in my summary I have used the phrases 
“marketing online,” “social media marketing” and “small business coaching” among 
others. 
 
In the Experience section, you don’t have to write a novel, but be sure to provide some 
good detail.  Many people only list their current position or business in this section, and 
by doing so severely limit their ability to connect with people.  If some of the skills, 
positions or companies you list here are also known by alternate names or abbreviations, 
you’ll want to include those as well. 
 
For the Education section, don’t be shy about including any activities you participated in 
or honors you achieved.  Common abbreviations can also be included here as well—for 
example, use “UVA” as well as its full name of University of Virginia. 
 
Of course, don’t forget to list any websites or blogs in the website section.  A good tip for 
this in order to get a little SEO boost is to change the anchor text of your sites.  To do 
this, simply click on “edit” next to the website you have listed and then choose “other” 
from the drop-down box at the top of the page next to where it says “websites.”  You’ll 
see two boxes—in the first one, type a phrase that includes descriptive keywords as 
opposed to just leaving the generic “my website” or “my blog.”  For example, for my site 
I used the keywords “Free social media tips” instead.  In the second box, you would just 
enter the URL address for the site. 
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The Personal Information section of your profile gives you the option to make public 
your phone number, address, Instant Messenger username, birthday and marital status.  
You can include all, none or some of these things here, it’s really a personal choice.  I 
have decided to show my birthday (minus the year) and that I am married in mine. 
 
The very bottom Contact Settings section of your profile allows you to let people know 
what you would like to be contacted for.  The choices include expertise requests, business 
deals, new ventures, consulting offers, personal reference requests, requests to reconnect, 
career opportunities and job inquiries.  There is also a box for you to add comments on 
your availability, types of projects or opportunities that interest you, and what 
information you’d like to see included in a request.  Again, it’s a personal choice as to 
what to include here. 
 
Finally, below the Websites section of your profile you can include your Twitter name, 
which will link to your Twitter profile, and below that is your Public Profile URL.  
Similar to Facebook’s “vanity URL,” you can also change the URL of your LinkedIn 
profile to something a bit neater and more manageable.  By clicking on “edit” next to this 
section, you can customize your URL after the “www.linkedin.com/in” part.  For 
example, www.linkedin.com/in/janesmith. The URL must contain 5 to 30 alphanumeric 
characters and you cannot use spaces, symbols, or special characters.   
 
Below on that same page under “Public Profile” you will also see options for what others 
get to see on your profile.   The first choice, “None” will keep your profile completely 
private and hidden from the search engines.  Of course, as business owners, most of us 
want to be found so I wouldn’t recommend leaving your profile private.  Instead, choose 
“Full View” and then selectively check off which sections you want to leave public.  In 
order to be found (besides the basics which are by default included with this setting), at a 
minimum I would at least check off your headline, specialties, websites and your current 
and past positions and education. 

 

Changing the 
anchor text 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The LinkedIn “Network” and Degrees of Connection 
 
The word “network” is often thrown around with regards to LinkedIn and I wanted to 
take a moment to explain exactly what it consists of.  You will notice that next to 
people’s names (whether you are connected to them or not) there is a circular symbol 
with a number inside.  These are known as “degrees” and will either say 1st, 2nd or 3rd.  A 
first degree connection is someone you are connected to directly, as in Christine is 
connected to Tom.  A second degree connection is someone you are not directly 
connected to, but your first degree is—for example, Tom is connected to John.  A third 
degree is someone that is connected to someone that your second degree is connected 
to—for example, John is connected to Jennifer.  People in all three degrees make up what 
LinkedIn refers to as your “network.” 
 
Recommendations 
 
Recommendations are another part of your LinkedIn profile that can be listed underneath 
your Education information.  To manage your recommendations, click on “Profile” from 
the top menu bar of your account and then “Recommendations” in the drop-down menu.  
From this page under the “Received Recommendations” tab you can view any 
recommendations you’ve received previously, ask to be endorsed for any of your 
positions or education, or recommend someone else.  Under the second “Sent 
Recommendations” tab, you can view or manage any recommendations you’ve sent to 
others, and on the third “Request Recommendations” tab you can use the form provided 
to ask for recommendations from others. 
 
Recommendations can be valuable because they help you build your reputation and 
brand, find partners and customers, and can help you secure new business opportunities.  
Some of the people you can ask for recommendations include co-workers, former 
managers, business partners, colleagues and customers and clients. 
 
The Home Page 
 
The Home page is the “dashboard” of your account where you see an overview of your 
network’s activities.  The types and number of notifications that show up can be adjusted 
in your Settings.  Some of the items that can be viewed here include a snapshot of your 
LinkedIn Inbox, the status, profile and event updates of those in your network, updates 
from groups you are a member of and more.   
 
Contacts 
 
When you select “Contacts” from your account’s top menu bar, you will be taken to a 
page with four tabs, the first being “My Connections.”  On this tab you can view an 
alphabetical list of who you are already connected to on LinkedIn, along with their 
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contact information and number of connections.  Clicking on “Advanced Options” at the 
top right will allow you to filter them by location and/or industry.  You can also export 
your connections (for example, to Outlook or Yahoo Mail) from this tab by clicking 
“Export Connections” at the bottom of your list of connections. 
 
The second tab is your “Imported Contacts,” or a list of your email contacts if you have 
logged into your address book with LinkedIn previously.  From here you can check off 
the names of those contacts you would like to send invites to.  The third tab is the 
“Profile Organizer” which is for paid accounts only, although they do offer a free trial. 
This allows you to save profiles to a workspace as well as create folders, add notes and 
view message history.  The final tab is “Network Statistics” which shows you stats about 
your network, including how many people you can reach through your connections, the 
top locations in your network and the top industries in your network. 
 
Inbox 
 
Your LinkedIn inbox functions much like a regular email inbox and can be accessed from 
the “Inbox” tab on the top menu bar.  Once in your inbox, you can compose new 
messages, view messages you have sent, see pending messages, archive old messages, 
view your introductions and more.  It’s worth noting here that if you want to control 
whether you receive LinkedIn messages both here and through notifications in your own 
email, you can do so under your main account settings (the link in the top right corner of 
your LinkedIn account). 
 
Company Profiles 
 
Company profiles are a newer LinkedIn feature that allows you to search for companies 
as well as list your own company.  To do so, click on “Companies” on the top main menu 
of your account.  Once you have done this, you can then browse companies by name or 
keyword, browse industries or service providers, see what companies are in your network 
or add your own company by clicking the “Add a company” link on the top right. Only 
current employees or owners are eligible to create a company profile, and you must 
provide your company email address in order to do so.  Company profiles aren’t able to 
interact with other LinkedIn profiles like personal profiles do, but it’s a good idea to add 
your company so that you will be found if someone else is searching for it.  You can also 
now “follow” a company once you visit its profile by clicking on “Follow company” in 
the top right corner.  Doing this keeps you in the loop of any changes, developments, 
opportunities etc. going on with the company. 
 
Events 
 
Under the “More” tab in the top menu bar, you will find “Events” listed.  Once you click 
on this, you will be able to view four different tabs.  The first tab is “Browse Events” and 
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this is where you can view the events your connections and network are attending and see 
your own events.  The second tab is “Find Events” and here you can search events by 
keyword, date, location or type. The third tab, “My Events” just lists events you have 
either indicated that you are organizing, attending, not attending or are interested in.  
Finally, the last tab is “Add an Event” where you can create your own and then invite 
others to it.  I often use this feature to let my LinkedIn contacts know about an upcoming 
teleseminar, course or local event I am holding.  Make sure to include the URL of where 
people can sign up for it, especially if it is a virtual event. 
 
Applications 
 
Also under the More tab you will find the “Get More Applications.”  These applications 
work somewhat similarly to the applications on Facebook, except on LinkedIn there are 
much, much fewer of them.   Some of the ones I like are the WordPress app, which lets 
you sync your WordPress blog posts with your LinkedIn profile and the Tweets app, 
which is a Twitter client you can use right on LinkedIn.  To add an application, click on it 
from this page and then click on the “Add Application” button.  Before adding it you can 
also choose whether to display the app on your profile or the LinkedIn Home page. 
 
Search 
 
The Search box can be found along your top menu bar to the right.  You can choose 
whether to search people, jobs, companies, answers, your inbox or groups from the drop-
down box to the left.  You can also use the “Advanced” link to the right of the search box 
to do a more thorough search using keywords, industry, location and more. 
 
Account and Settings 
 
In the top right corner of your LinkedIn account you will see a link for “Settings.”  This 
will take you to a page where you can upgrade your account to a paid version (giving you 
more communication and search capabilities—I generally find that it is unnecessary for 
small business owners to upgrade), as well as adjust any of the settings of your account, 
including your profile, email notifications, personal information, privacy settings and 
more.  Take some time to explore this page so that you are aware of what your options 
are.  
 
The Big Takeaways 
 

• The more thorough your profile, the more people can find you 
• It’s good to help others expand their networks as well 
• Get familiar with your account settings—you can control your privacy as little or 

as much as you’d like from there 
• Never stop growing your network! 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 62 

 YouTube  
 
Yep, you guessed it—video is a social medium.  There is enough information on video 
marketing to fill an entire course in itself, but I did want to give a bit of info on it here to 
get you started.  There are of course other video sites besides YouTube (Vimeo and 
Viddler are two other good sites that come to mind), but YouTube is still the most well 
known and the site with the widest reach. (It’s the number #3 most-trafficked website on 
the Internet behind Google and Facebook!) 
 
Video is actually the hottest thing on the web right now.  In fact, according to Pew 
Research Center’s Internet & American Life Project’s 2009 survey 
(http://www.pewinternet.org/Reports/2009/13--The-Audience-for-Online-VideoSharing-
Sites-Shoots-Up.aspx?r=1), “the share of online adults who watch videos on video-
sharing sites has nearly doubled since 2006;” and “the audience for online video sharing 
sites like YouTube and Google Video continues to grow swiftly across all demographic 
groups, far outpacing the adoption rates of many other internet activities.” 
 
Incorporating video into your marketing is a good idea because it’s the next best thing to 
communicating face-to-face with potential clients and customers and building up trust.  
It’s also fantastic for driving traffic and can be done for virtually no cost.  
 
Sounds great, but how can you actually use YouTube and video to help boost your online 
presence?  The first step is to actually have a video to upload.  It may seem intimidating 
at first, but it’s actually not too complicated to get started when it comes to creating your 
own video.  
 
Not Ready for Your Close-Up? 
 
I know there can be a lot of anxiety about appearing on camera for many people, so if 
you are not quite ready for that, one idea is to create “screencasts” instead to ease 
yourself into the world of video.  A screencast is a recording of your computer screen’s 
output, usually with audio narration. Two pieces of free screencasting software available 
online are ScreenToaster (http://www.screentoaster.com) and Jing 
(http://www.jingproject.com).  
 
I’ve used both and they are pretty simple to use. So if you are not ready to put yourself in 
front of the camera yet, you can create videos just starring your voice and your computer 
screen with these free services. These are perfect for creating short tutorials for e-learning 
purposes that you can then upload to your blog or YouTube. (More on how exactly to do 
that in a bit.) All you need is a microphone–I use the headset I have for Skype. For 
example, I have a few on my own blog, and they are simply a few minutes long and cover 
topics such as how to add applications to your Facebook profile.   
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What About a Camera? 
 
If you are ready to be the star and you are brand new to uploading video to the web, I 
recommend getting a Flip camcorder (http://www.theflip.com/en-us). A Flip is a 
pocketsize digital video recorder that’s both easy to use and very affordable. (Around 
$150) You simply point, record and then upload the video right to your computer via its 
USB port. If you are just looking to get going with video, this is a great way to do it. 
They even have HD versions of their cameras and the ability to personalize them with 
colors and designs. 
 
Some On-Camera Basics 
 
If you are new to uploading videos of yourself online, or newer to being on camera in 
general, it’s natural to have a bit of fear around the process of creating a video in the 
beginning.  To help alleviate some of this, you might want to do some preparation ahead 
of time (unless you are someone who feels better just winging it).  You want to have the 
concept of your video clearly thought out as well as how you are going to be presenting 
it.  Coming up with a short script of the main points to rehearse a little beforehand can be 
helpful.  However, don’t take yourself too seriously—humor can be nice too.  
 
In terms of location, you want make sure you are in a spot with enough lighting and no 
background noise—although sometimes being outside in a natural setting can be quite 
nice. (There’s a difference between pleasantly chirping birds and a jack-hammering 
construction crew ). Just film a bit of test video to make sure the video is not too dark, 
too noisy or too far away.  (By the way, Flip also sells tripods for their video cameras, 
which can come in quite handy.) 
 
Ideas for What to Kinds of Videos to Create 
 
Your videos don’t have to be long (the maximum length allowed is actually 15 
minutes)—in fact, short, content-rich videos are your best bet. To start out, aim for 90 
seconds to two minutes in length--maybe where you offer a few tips or teach people how 
to do something.  For example, a professional organizer might demonstrate how she 
could quickly organize a drawer or get a messy pantry shelf under control.  A nutritionist 
might show how she creates a quick and healthy snack.  You don’t necessarily need to be 
actively doing something though--a virtual assistant might simply give the top three items 
her clients delegate to her which make running their business a whole lot less stressful.  
You get the idea.  Create your videos with the intention of helping someone out with the 
information or tips you have to share. 
 
Creating a YouTube Account 
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If you don’t already have a YouTube account, you can create one for free at 
http://www.youtube.com.  The first thing you will need to do is choose a username, and 
this in itself is important.  Your username on YouTube is the same thing as your 
“channel” name.  See, on YouTube, instead of having a profile, they call it a channel—
but it’s essentially the same thing that would be called a “profile” on other sites.  If you 
decide to name your channel after your own full name, that’s fine—but you might want 
use keywords instead if your channel is going to be dedicated to one specific topic.  For 
example, if you’re a vegetarian chef who loves to demonstrate vegetarian food recipes on 
your channel, you could name your channel “VeggieChefRecipes” or something along 
those lines. (If you need help with picking keywords, I suggest checking out the free 
research tools available online such as Wordtracker (http://www.wordtracker.com) or the 
Google Adwords (https://adwords.google.com/select/KeywordToolExternal) keyword 
tool.) 
 
Finish creating your account by entering your location, birth date and gender.  You will 
also have the option to receive occasional emails from YouTube and to make your 
channel findable by those who have your email address.  (I suggest you check this option 
off.)  Finally, accept the Terms of Service. 
 
Next, you’ll be asked whether you have a Google account (YouTube is owned by 
Google).  Either enter your Google information or create a new YouTube/Google account 
and you will then be registered with YouTube.  You’ll see your account username and 
email address under “Account Information” and the options to customize your channel, 
upload and share your video or set your account preferences under “Get started using 
YouTube.”  Click on “customize.”   
 
The customization options allow you to “brand” your channel in several ways.  In the top 
right-hand corner, click on your channel’s name and then “Account” from the drop-down 
menu.  On the left side of this Account Settings page, you will be able to setup your 
profile, customize your privacy settings, choose your activity sharing options and more.  
Take some time to explore these settings so you can create a channel that reflects both 
you and your business.  Specifically, you’ll want to focus on the following things: 
 
1) Upload your picture 
2) Use keywords about your business/niche in the “Describe Yourself” section (for 
example: Virtual Assistant, Social Media Consultant, Relationship Coach, Owner of X 
Company, etc.) 
3) List your website (full URL with the http://) 
4) Fill out the Jobs/Career section and include keywords related to your business 
5) Fill out the Interests section with interests that complement what it is you do in your 
business 
 
Uploading Videos 
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To upload a new video, click on the “Upload” link in the top right-hand corner.  After 
doing this, simply click “Upload Video” and you will be able to select a file from your 
computer.  (Or, you could click on “Record from Webcam” if you wanted to create a 
video via the webcam on your computer.) By doing so, you will be “representing that 
this video does not violate YouTube's Terms of Use and that you own all copyrights in 
this video or have authorization to upload it.”   
 
Once you have chosen a video, it should only take a few minutes for it to upload to the 
site.  The page you are on now is an important one because it is where you get to fill in 
the title, description, tags and category for your newly uploaded video.  You want to be 
very detailed here, with a focus on—yep—keywords.   You definitely want to be sure 
you change the video’s title if you had uploaded it with a not very descriptive title, such 
as “video_004” or something like that.  A title with about 4-5 words is fine. The 
description and tags are also important to include.  The description should discuss the 
benefits someone would get by watching the video.  Tags are what help people find your 
video and should describe what it is about.  For example, an instructional video I might 
upload could have the tags “Facebook,” “how-to” and “adjust privacy settings.” 
 
Why is this so important?  Because of something called “Google Universal Search.”  
What this means is that when someone goes to Google to search for a particular topic, not 
only will results for web pages come up, but videos will as well. (Videos in fact get 
preference, because Google owns YouTube!)  The great thing about this is that there are 
much less video results available for any given topic than there are web results.  This 
equates to more exposure for your videos, less competition, and a better chance that your 
video on your specific topic will show up on the first page of Google—a good thing 
indeed. 
 
After you have filled in the title, description and tags, choose your category and set your 
privacy setting to “Public” and click “Save Changes.”  Congrats!  You’ve just 
successfully uploaded your first video! 
 
Annotations 
 
Annotations in YouTube are a cool way to add commentary to specific spots in your 
videos.  For example, you might want to add one that displays your blog URL, or use one 
to give a little more detail to something you mentioned in the video.  To get started with 
annotating, navigate to your channel name in the top right corner of your account and 
then to “My Videos” from the drop-down menu.  You will see a list of your videos, and 
underneath each one will be a drop-down menu with “Annotations” listed.  Click on that 
to begin the process.  If you are unsure how to start, there is a helpful tutorial on creating 
and editing annotations here: 
http://www.google.com/support/youtube/bin/answer.py?answer=92710 
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Adding Video to Your Blog 
 
Directly underneath any video that you upload, you will see buttons that say “Share” and 
“Embed.” When you click on these you will be given the direct URL to your video so 
that you can share it with others, or a snippet of code for you to embed the video right on 
your website or blog.  When using a WordPress blog, be sure to paste the code into the 
HTML editor, not the visual editor or your video will not show up. 
 
The Big Takeaways 
 

• Videos do not need to be long, have fancy locations or lighting or be especially 
clever—provide information of value and you can’t go wrong 

• Keyword-laden title, description and tags for each video you upload are crucial to 
include 

• Always have a call to action in your videos 
• YouTube is another social network, start interacting and connecting! 

 
Your Own Social Network? 
 
A general rule of thumb regarding social media is that you want to spend your time on 
the sites that have reached “critical mass.”  Meaning, go where the people are!  Often 
people want to know if I’ve checked out the latest and greatest social networks, however 
obscure they may be.  At first glance it may seem like the cool place to be is always the 
newest social media site, but if there aren’t many people interacting there, what good 
could that really do for your business?  (The same goes for sites that may have a lot of 
people, but are not members of your target market.  MySpace may still have millions of 
users, but the majority of them aren’t in my market so I don’t spend my time there.) 
 
However, one exception to this that I do want to mention is Ning: http://www.ning.com. 
Ning is an online platform that can be used for people to create their own social 
networks. (Ning networks were previously totally free to create, but the company is now 
moving to an all paid model. However, the base price is pretty inexpensive at around 
$2.95 a month.) Ning may be a nice option for you if you ever want to create your own 
network around a specific interest or niche.  Ning allows you to customize your 
network’s design and features and gives you the option to make it public or private. 
 
If you want to find others’ Ning sites that may be of interest to you, simply Google your 
niche + Ning.  For example,  “relationship coaches + Ning.”   
 
What About Local Businesses?  
 
With so much focus on the online world, it’s easy for people with very locally focused or 
storefront businesses to believe that social media can’t help them.  However, if you have 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 67 

read this far in the course, then you know there are some really good search capabilities 
available on most of the bigger social media sites that can allow you to access local users. 
(Facebook, Twitter, LinkedIn and YouTube all give you the ability to search locally.)  
Think about it—would it be helpful to find a couple hundred social media users who are 
living and working right in your town or zip code?  Also, sites like Facebook and 
LinkedIn each have Groups, some of which revolve around local topics.  If you can’t find 
one for your town, why not create one? 
 
In addition, gatherings of local Twitter users (called “tweetups”) are becoming more and 
more popular—use a site like Meetup (http://www.meetup.com) or Twtvite 
(http://twtvite.com) to find or create tweetups near you.  Think of it as local networking 
for the social media age. 
 
Looking to reach or network with local bloggers?  Placeblogger 
(http://www.placeblogger.com) and outside.in (http://outside.in) are two sites to explore.  
Bloggers you find there are good social media contacts to have—you never know when 
they might be looking to highlight local businesses, and this could be a great way to get 
some exposure. 
 
Finally, your business can benefit by being listed on several social review and Internet 
“yellow pages” type sites.  Check out Yelp (http://www.yelp.com), Google Local 
(www.google.com/local/add), MerchantCircle 
(http://www.merchantcircle.com/corporate) and InsiderPages 
(http://www.insiderpages.com) and don’t be shy about asking former and current 
customers to write up reviews there if they’ve been happy with your services. 
 
A Word About Social Bookmarking 
 
From time to time I am asked about sites like Digg, StumbleUpon, Delicious and other 
social bookmarking/social news sites.  These are free sites you can join if you like to vote 
up/bookmark other people’s content, such as their blog posts, videos, etc.  I suggest 
exploring them if you are interested in finding new and interesting content to share with 
others or to save and refer to later (such as you can do with your Delicious account).   
 
However, I think it is more important to have a way for others to submit and save your 
content, which is why I recommend the Sociable WordPress plugin in Step 2 of this 
course.  Fortunately, many sites such as YouTube make it very easy for people to share 
your content because they already have buttons in place that can be clicked to submit it. 
 
Your Task: 
1. Decide which social media site(s) you will establish a profile on and open your 
account(s) there. 
2. Explore the settings available, add any applications and start connecting! 
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Step 4: Make Your Blog Social Media Friendly 
 
As we discussed in Step 2, having a blog is a great step in the right direction if you are 
looking for ways to dive into social media. Conversations are at the core of what it's 
about, after all. However, there is a lot more that you can do once you've got your blog up 
and running. You can think of your blog as a hub connecting all of your social media 
activities--and you'll want to encourage visitors to interact with you socially in as many 
ways as possible. Here are some ideas for how to best do that.   
 
Social Badges, Buttons and Widgets (Oh My!) 
 
You’ll want to advertise your social presence while you have your blog readers' attention, 
and there are many different ways to do this. There are a lot of social icons and buttons 
available for free on the web, as well as those offered by the social sites themselves. 
These can be added to your site and then linked to your various social media profiles.  
The easiest way to add them to your WordPress blog is to use the “Widgets” capability 
underneath the “Appearance” section in your dashboard.  It is simply a matter of copying 
and pasting the code into your Widget box.  You can have multiple widgets in use at 
once, and they usually appear in the sidebars of your blog. 
 
Here is a list of some really creative and varied icons: 
http://speckyboy.com/2009/01/26/30-amazingly-creative-social-bookmarks-icon-sets 
 
Facebook 
 
As mentioned previously, Facebook offers Like Boxes for those users with Pages. 
http://developers.facebook.com/docs/reference/plugins/like-box. These allow Page 
administrators to embed the most recent activity from their Page right in their website or 
blog.  This allows your blog readers to not only see that you have a Page of your own, but 
also “like” your Page right from your blog. You can also choose whether to include the 
up-to-date stream (what you’ve posted on your Page) and/or the people who “like” your 
Page (displays the number of supporters you have as well as their profile pictures). 
 
If you don't have a Page and want to let people know about your personal Facebook 
profile instead, you can also add a badge to your site provided by Facebook.  All of the 
badges available for Facebook can be found here: http://www.facebook.com/badges 
 
Twitter 
 
A simple Google search shows that there are many different badges out there to 
encourage your readers to follow you on Twitter.   Some of them generate the code for 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 69 

you to link to your account while others require you to link the badges to it.  Here are 
some of the ones I like:  
 
Badges: This site has one of my favorites--the "big bird button" has a sleek design that 
displays your number of followers: http://twittercounter.com/pages/buttons 
 
Icons and buttons: This site lists over 100 great-looking Twitter icons and buttons: 
http://www.hongkiat.com/blog/100-remarkably-beautiful-twitter-icons-and-buttons 
 
Widgets: Twitter has their own selection of widgets available.  For your website or blog, 
you can choose the profile widget, which displays your most recent Twitter updates; or 
you can choose the search widget which lets you display search results on a topic of your 
choosing in real time: http://twitter.com/about/resources 
 
LinkedIn 
 
Buttons:  You many have seen people using buttons to promote their LinkedIn profile.  
Once you have logged in to your profile, you can visit this link to grab the code for your 
site: http://www.linkedin.com/profile?promoteProfile= 
 
RSS Subscription Icons and Buttons 
 
In addition to encouraging social connections, you want to continuously grow your blog 
subscribers by including a way for them to subscribe via RSS feed—as I mentioned in 
Step 2. Most WordPress themes come with an RSS button included, but it can be small 
and you may want to add one that stands out more.   
 
Here is a huge list of beautiful icons and buttons that are free to download and add to 
your site: http://www.bloggingtips.com/2008/11/06/free-rss-icon-list.  You can then link 
the button to your RSS feed URL (for example: 
http://feeds2.feedburner.com/Communicatevalue) 
 
WordPress Social Media Plugins 
 
WordPress and social media are almost as perfect a combination as peanut butter and 
chocolate. Mmmmm.  So it should be no surprise that there are plenty of social media 
plugins for you to explore.  Here are some of the most useful: 
 
Sociable: One of the best social media plugins for WordPress is "Sociable." This adds a 
row of buttons to the bottom of your posts for various social sites and tools such as 
Twitter, Facebook, LinkedIn, Digg, StumbleUpon and more. This way, readers can easily 
submit your content to be bookmarked, voted on and shared: 
http://wordpress.org/extend/plugins/sociable 
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Tweetmeme: The Tweetmeme button allows readers to easily re-tweet your blog posts 
and also shows you how many times a post as been re-tweeted.  This makes it really 
simple for your blog content to reach a lot more people—it even shortens the link for 
you: http://wordpress.org/extend/plugins/tweetmeme 
 
Twitter Tools: This plugin automatically tweets your latest blog posts for you every time 
you publish one.  You can also have it pull in your latest tweets to be shown on your 
sidebar: http://wordpress.org/extend/plugins/twitter-tools 
 
Social Media Page: Social Media Page adds a list of links to your social media profiles 
on a post or page of your choosing.  A widget is also added so that you can show this list 
of links in the sidebar of your blog.  All you need to do is supply your usernames for each 
site: http://wordpress.org/extend/plugins/social-media-page 
 
Smart YouTube: This is a Youtube Plugin that allows you to insert YouTube videos 
easily in your posts and RSS feed: http://wordpress.org/extend/plugins/smart-youtube 
 
Share-Friendly Content 
 
It goes without saying that you want to add content to your blog that provides lots of 
value for your readers. This is what builds your subscriber base and keeps visitors 
coming back.  Some content is naturally more "shareable" than others. 
 
As one example, people just love lists. "Top 10 tips on...." "7 Ways to...." You get the 
idea. Consider adding these types of posts to the mix, because readers are more apt to 
share them. 
 
It's also worth mentioning headlines. Keep in mind what might be attention grabbing 
when you write your blog posts' titles. People will be more likely to not only read further, 
but to share it with others and have those people share it too. 
 
Commenting Tools 
 
Comments help give blogs a community feel and they are also great for learning what’s 
on the minds of your audience (who are also your prospective clients and customers!) 
Usually, when you comment on a blog you need to enter your name, email and website 
address in order to do so.  However, there are a couple of tools available which can help 
encourage more commenting by making it easy for your visitors to do so. These days, 

Sociable plugin 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people expect to be able to interact with you when they visit your site, so it’s smart to 
make it really simple for them. 
 
Disqus 
 
Disqus (http://wordpress.org/extend/plugins/disqus-comment-system) is a service (and 
WordPress plugin) for blog comments and discussions. Disqus makes commenting more 
interactive, connecting websites and commenters across different blog communities.  I 
like that it allows people to comment on your blog using their Twitter, Facebook or 
Yahoo login information. 
 
Facebook Open Graph and the “Like” Button 
 
Previously, Facebook Connect was tool that allowed software, websites, mobile devices 
and more to integrate with Facebook and send information between them.  Facebook 
Connect is now being phased out, because at their recent F8 Conference, Facebook 
announced the launch of something called “The Open Graph.”  In his keynote speech, 
CEO Mark Zuckerberg said that this would allow people to “have instantly social and 
personalized experiences everywhere they go.”  This new platform will allow websites to 
share information with each other easily.  For example, if you connect to a site like Yelp 
via your profile on Facebook, Yelp will then have access to information you’ve made 
available publicly about your favorite bands or cuisine, and will be able to take that into 
consideration when giving you information about concert venues or restaurants. 

Also announced at the conference was the introduction of the universal “Like” button that 
can be added to any website.  For example, you can like (or “recommend”) a CNN.com 
article to share it with your friends on Facebook.  The Like button will then also show 
you which of your Facebook friends have also already liked the same article.  When you 
like something, this activity will show up on your Facebook Wall and in the News Feed.  
Wordpress now has a plugin you can install in order to add the Like button to your own 
blog, and you can get that here: http://wordpress.org/extend/plugins/like 

Advanced Tip: “Open Social” Tools 
 
Google Friend Connect and MyBlogLog are two online services that allow web users to 
connect with their friends on different websites. These free services help foster 
community around blogs and blog authors.  They function much like social networks and 
are great for helping readers and bloggers connect around their shared interests. 
 
MyBlogLog  
 
Yahoo’s MyBlogLog (http://www.mybloglog.com) allows you to make personal 
connections with your readers. You can add friends, join communities and leave 
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comments on other people's profile pages. After you join, each time you visit sites that 
are also a part of MyBlogLog people will see your picture—making it likely for them to 
click on it and read about you and your blog. The more sites you visit that have the 
MyBlogLog widget, the more likely you are to get new visitors as a result of it. Think of 
each blog as a community. Join communities you have an interest in and this will help 
others with similar interests find and join your blog’s community. 
 
Google Friend Connect 
 
Google Friend Connect (www.google.com/friendconnect) is another tool for your blog 
that allows you to add social features and encourages your friends to interact.  As people 
become more and more accustomed to using sites like Facebook, Twitter and YouTube to 
connect with people with similar interests, bloggers can use Google Friend Connect to 
attract and retain visitors.  
 
When you visit a site using Google Friend Connect, you will be able to see and interact 
with friends within the actual site, turning it into an instant mini social media platform.  
 
 
 
 
 
 
 

 
 
 

 
 
 
 
 
Your Task: 
1. Decide which plugins, badges or commenting tools you would like to use and add 
them to your blog. 
 
 

Step 5: Building Relationships with Your Target 
Market 
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Ok, you have at least one or two social media profiles set up and you’re ready to rock--
but what now?  The next step is to start using social media as a way to facilitate 
relationships with people who might potentially become 1) your clients or customers; or 
2) your strategic alliances/joint venture partners.   
 
It’s easy to get caught up in all of the technical details, the tools and the jargon involved 
in social media, but you want to remember that at its heart, it’s really all about people. 
When you use the best tools to more powerfully and strategically connect with people, 
then that is when you are able to reap social media’s powerful benefits. 
 
Let’s take a look at how to build those relationships on each different platform. 
 
Getting People to Your Blog or Website 
 
You've picked the domain, decided on the design and started posting great content that 
showcases your expertise.  The hard work is over, right? 
 
Not exactly--after all, you need people to actually read that useful content that you're 
diligently cranking out. In order to begin building relationships with people online, they 
need to find you first!  So how do you get those eyeballs to your site? There are 
literally hundreds of ways to drive traffic to your blog or website, but here I will highlight 
just a few of the ways to drive traffic and generate interest in what it is you have to offer. 
 
Write Articles: Most of the article directories online are free to submit your articles to. 
They usually allow you to add a resource box at the end, which can include a blurb about 
you and your business and a link back to your site.  Some of the directories I like to use 
include EzineArticles.com, GoArticles.com, IdeaMarketers.com and ArticlesBase.com.  
If you already have a newsletter that you write articles for, be sure to submit those.  
(Another great thing about articles?  You can repurpose them as blog posts too.  This is a 
great way to leverage your writing!) 
 
Comment on Other Blogs: When you comment on other high-traffic blogs in your niche 
you not only get a link back to your own site, you're also boosting your site's visibility in 
front of the blog owner and the others leaving comments.  This can be time-consuming, 
so you might want to schedule dedicated time (perhaps 30 minutes per week) to doing 
this on your calendar.  You can think of it as one form of a marketing activity. 
 
Social Media: Obviously, this topic is the bulk of what we are covering in this course.  
Think about providing links to your latest posts on sites like Facebook, LinkedIn and 
Twitter and inviting your friends and followers to leave their thoughts on the particular 
topic in the comments.  You don't want to do this for every post as it might be viewed as 
being a bit too promotional--but it's perfectly acceptable to occasionally encourage others 
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to click through and read a post you feel particularly proud of.  Also, be sure to include 
your site's URL in all of your profiles. 
 
Hold a Contest: A great way to generate interest in your site is to hold a contest where 
the entries are comments left on your post.  For example, you could give away someone 
else's product in exchange for writing a post about it and then publicize the contest 
through your social networks. 
 
Email Signature: Most of us send numerous emails in any given day-capitalize on this 
by adding a link to your site in your signature line. 
 
Basic SEO: You don't need to be super-knowledgeable about search engine optimization 
to benefit from it.  If you use the WordPress blog platform, install the All in One SEO 
Pack plugin. This post gives some simple and easy to understand tips on SEO in general: 
http://freelancefolder.com/10-top-seo-techniques/ 
 
Post in Forums: Many online forums and message boards will allow you to use a short 
signature line at the end of your posts.  You can include a link to your site here (as well 
as links to the social media sites you are active on).  There are a ton of message boards 
out there on many varied topics, and one resource that is good to use for finding them is 
the site http://boardreader.com.  You can think of it as a search engine for forums. 
 
Blog Directories: A simple Google search will reveal that there are many blog 
directories online where you can list your site for free.  These sites are important because 
they provide a way to get links to your site--which boosts your ranking in the search 
engines.  Here is a nice list of some of the best directories to submit your site to: 
http://www.websitemagazine.com/content/blogs/posts/archive/2009/06/02/thirty-plus-
blog-directories.aspx (If you only submit to one, I would suggest at least submit to 
http://Technorati.com) 
 
Guest Post: Reach out to fellow bloggers in your niche and offer to guest post for them.  
Make sure you find out specifically what kind of topics they are looking for and that your 
audiences both compliment each other.  Offer them a spot guest posting on your blog as 
well. 
 
Link to Other Blogs: It's a good idea to give "link love" to other bloggers by mentioning 
them in posts once in awhile and providing a link to their site.  Think of it as good 
blogging "karma." 
 
Post Valuable Content Regularly: I've saved what is probably the most important 
strategy for last.  Many times, this is what makes the difference between blogs that 
succeed and those that don’t.  The above tips are effective for sure, but in the long run 
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this is what will keep people coming back for more as well as what will draw new readers 
in. 
 
When you begin implementing these methods, you will start getting visitors to your site--
which means you will also most likely be getting comments on your blog posts.  It’s good 
“blog etiquette” to respond to the blog comments you get as regularly as you can. 
 
Facebook 

I will be the first to say that quantity doesn’t always equal quality.  Facebook allows you 
to have a maximum of 5000 friends (this may be raised in the future), and I won’t tell you 
to just keep adding as many people as you can haphazardly.   

Building Your Friends List 

There is something to be said for being able to reach a large number of people in order to 
maximize exposure for your business—the size of your social network can be important, 
even if you don’t know many of those people well.  However, your priority should be to 
focus on finding and connecting with members of your target market first—and there are 
several ways to do this, which we will discuss in a moment. 

Making Your Friend Requests Stand Out 

First, a little bit about “connecting etiquette.”  I am always surprised at how many friend 
requests I receive on social media sites that contain absolutely no context.  In some cases 
there may be mutual friends that we share in common, but beyond that there is often no 
other clue as to why the other person wants to connect with me.   

Many times it will not make or break whether I accept the request, but it is always nice to 
know the reason why someone is reaching out.  Because it is such a simple thing to do, I 
encourage people to take the brief moment it requires to explain a bit about what has 
prompted their request.   

With that in mind, here my top three tips to help you stand out from the pack when 
making friend requests on Facebook: 

1) Always personalize.  Facebook provides a message box for you to add a personal 
touch to your request.  As I mentioned, the majority of requests I receive don’t use it.  At 
the very least, address your request using the person's first name.   

2) Explain why you want to connect.  This is probably the most important part of a 
request.  Online, it's common to associate with people you might not necessarily know 
"in real life."  This is all the more reason to let the other person know why you think it's a 
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good idea to connect.  A simple message saying you noticed you have several mutual 
friends, or you admire their work, or that you are interested in finding out more about 
their industry will suffice.  As long as you are shedding some light on your motives, the 
other person will usually be more than happy to accept.  

3) Follow up after the acceptance.  This tip is for bonus points.  Don't let your 
interaction stop after your request has been accepted.  Take the time to comment on or 
send a message regarding your newly formed connection.  This can go a long way 
towards making you stand out from the rest in the other person's mind.  They are more 
likely to remember someone who expressed appreciation for your newfound relationship-
-instead of simply boosting their number of connections, never to be heard from again.   

Now, what about finding those people to send friend requests to? 

Friends of Friends 

You can search for leaders or “gurus” in your field or niche and friend them with a short 
message about why you want to connect—something like “I really enjoyed your last 
seminar” or “I really got a lot out of your most recent book or product,” things like that.  
Then have a look through their friends, because many of them will likely be in your 
target audience. 

Groups 

Facebook has groups devoted to a myriad of different topics, some more active than 
others.  You can search Groups by keyword and join them, or create your own group for 
your niche.   Many of the people you will come across in these “mini communities” will 
obviously share at least one of your interests—so there will be plenty of opportunities to 
make new connections.  We’ll discuss how to get the most out of Groups shortly. 

Search  

In the past, Facebook’s search function was clunky and not very user-friendly. Now, it 
has the capability to perform a search in real time, which makes it a lot more useful for 
searching on specific keywords. When you type a word or phrase in the Search box on 
the top blue menu bar, Facebook will quickly crawl the last 30 days of the following: 

• Your friends’ status updates, photos, links, videos and notes 
• Your friends’ profiles and the Pages you are “like” 
• People who have left their profiles public (whether you are connected as friends or 

not) and their status updates, photos, links, videos and notes 
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You can also search Groups, Events and Applications.  Think about all the data mining 
possibilities—to find not only new friends, but to see what people are talking about in 
your industry or niche.   

Making Facebook More Manageable 

By the way, as your number of friends increases, there are a few settings you can adjust 
in order to help filter out some of the “noise.”   

Friends Lists 

If you click on “Friends” in the list on the left-hand side of your Home page, you will see 
a button at the top that says “Edit Friends.”  From there, click on the button that says 
“Create a List” and you can create and name lists that include specific friends.  For 
example, I have a list of just my family members, as well as a list of some social media 
people I follow.  One important thing you can do with lists is use them to apply 
customized privacy settings to.  For example, you might go to AccountPrivacy 
SettingsCustomCustomize settings and in the drop down next to “Posts by Me” 
choose “Customize.”  From there you could type the name of a certain list you want to 
exclude from having access to seeing the information you post. 

Filter the News Feed 

Another way to use lists is on your Home page when you click on “Most Recent” on the 
top right.  From the drop-down arrow there you can click on any of the categories that 
appear to filter the News Feed to show only those types of updates—you can filter by 
friend list, Pages, photos, links and more. 

You can also hide certain users’ updates by hovering your mouse to the top right of the 
person’s latest update in the New Feed and clicking the X button that appears.  If you 
decide later that you want to unhide that person’s updates, simply scroll the very bottom 
right of the News Feed and click “Edit Options.” 

Status Updates 

Interacting with people through your Wall is what really helps bring about a sense of 
community.  I recommend updating your status at least once a day as well as interacting 
with your friends on their Wall.  The real power in this is that your updates and 
interactions go into the News Feed, and are seen by all of your friends and Page 
supporters—as well as their friends. 
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A word of caution here: Don’t post the same link or message on many different people’s 
walls, since all of these will show up in your feed and be visible by others (it can come 
off as impersonal, inauthentic, or even spammy depending on the content). Also, try to 
respond to any comments/questions directed at you by others to help strengthen your 
relationship with those people. 

As shown in the screenshot above, you want to vary the types of updates you do.  There 
are ways to “naturally promote” your business without outright selling people. 

Making the Most Out of Facebook Groups 

If you decide to create your own Group (http://www.facebook.com/groups/create.php), 
you will want to focus on keeping it active and working for you.  Here are some tips to do 
that:  

• Give it a name that clearly explains what it is about and entices people to want to 
join.  For example, “Jennifer’s Life Coaching” is a lot less exciting than 
“Coaching to Achieve Your Abundant, Energized, Best Life Now!” 

• Encourage discussion and interaction by inviting members to post links and 
upload photos and videos 

• Update it often with links and resources 
• Facebook gives Groups long, ugly URLs by default.  Consider purchasing a 

memorable, descriptive domain name and then forwarding it to your Facebook 
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Group. This will make it a lot easier to promote your Group elsewhere, such as in 
your email signature. 

• You can talk about your own offerings now and then—but in a subtle way where 
you are still seen as a credible expert offering valuable resources to your members. 

When joining Facebook groups, you’ll want to ask yourself some questions first, as many 
groups have been set up in the past but are not very active. 

• Who are the members? 
• How active is the group? 
• Is the content relevant to your goals? 
• Is there any spammy content from members? 
• How current is the participation? 

Pages: How to Build Community and Strengthen Your Following  

Facebook Pages are great, but they won’t work magic on their own—they need proper 
care and feeding!   Here are some tips: 

Once you have some supporters of your Page, you want to encourage more dialogue and 
interaction between yourself and them and even among each other.  A lot of times people 
think there is some hidden secret to using Pages or some tech-y something or other that 
makes your Page a success.  There are some cool things you can do like that, but it’s not 
what makes the biggest impact.  The biggest impact comes from having conversations 
with people. 
 
One thing that I do on my Page is to just ask questions. Open-ended questions are great 
for getting people to respond and engage.  Often one question can spark other 
conversations too.  You will see people start responding to each other.  Asking people to 
share experiences is another great way to get a dialogue going. A nice thing about doing 
this type of thing is that when people see that they can engage you on your Page, if you 
are giving value and doing good things in your business, people will give you positive 
feedback right on your Page—for all the world to see.  This is sort of “social proof” for 
others who come and see these testimonials.  
 
Offering contests is another way to encourage interaction as well as get more supporters.  
People love participating in something when they know they have a chance of winning, 
of course. You just have to get a little creative but I am sure you can think of something 
to do for your own business. 
 
You can also spotlight your supporters and make it about them sometimes—people will 
love you for this.  For example, tell them to share their own Page URLs or their Twitter 
name or website address.   
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Another really important part of having a successful Page is to be sure you are sharing 
good content on a regular basis. By offering regular content on your Page, you will 
naturally encourage interaction because you are giving people something to respond to.  

Make sure you do link to your own website or blog sometimes, because that’s why 
people are there on your Page—they want to support your business and find out more 
about it or hear the latest news about it. 

It’s also smart to make your Page a place where people know they can get exclusive 
offers from you.  The idea is to make people feel special for supporting your business by 
giving them access to things like coupons or special offers that only they receive, just for 
being a supporter of your Page.  I’ve seen this done for everything from a local pizza 
parlor to big names like Baja Fresh, to hair salons, online stores…I myself have given my 
supporters access to audio recordings I’ve done in the past without them having to 
register for it.  Even just small things like that can show people that you’re thankful for 
them supporting you and your business. 

Status Tagging 

Similar to Twitter, Facebook has also now integrated “@ mentions” into status updates.  
When you type the @ symbol and start typing someone’s name immediately following, a 
drop-down menu appears of all of your friends’ names that match.  When you click on 
and choose the appropriate name, their name becomes a live link in the status update on 
your Wall—as well as the Wall of the person you “tagged.”  This is a nice little way to 
get on other people’s radars.  Perhaps that Facebook friend/potential strategic alliance 
you’ve always wanted to build more of a relationship with?  

Facebook’s Version of the Re-Tweet 

Facebook’s version of Twitter’s re-tweet also arrived recently. To use it, go to a friend’s 
posted item in your News Feed, click “Share,” and you’ll see “via [your friend’s name].” 
Once shared, the item will appear on your profile, with a link that points to your friend’s 
profile. Your friends will also see the item in their News Feeds. Currently, this only 
works for posted links – you can’t “via” someone else’s photo or status update—but 
nevertheless, this is another great little “viral” tool. 

Facebook in 15 Minutes A Day 

Yes, it can be done—if you know where to focus!  So how do you get maximum results 
in minimum time? First and foremost, alter your notification settings under “Account 
Settings” and “Notifications.”  Turn most of the notifications off.  You want to come to 
Facebook for a set amount of time and if you are getting notifications in your email about 
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every time someone interacts with your profile you will get way too distracted because 
it’s tempting to log on and look.   (By the way, you also want to ignore or block 
frivolous applications that people want you to add—and it’s perfectly acceptable to do 
this.) 
 
Here are some specific actions you can focus on a few times a week to get maximum 
results in minimum time: 
 
1) Update your status 
2) Handle any pending requests or inbox messages 
3) Wish your friends’ Happy Birthday on their Wall (great visibility strategy!) 
4) Scan the News Feed and “like” or comment on others’ status updates 
5) Add 5-10 new friends 
6) Interact in Groups (yours or others’) 
7) Interact with people on the Wall of your profile or Page 

Twitter 

I am often asked about how to use Twitter effectively to build relationships without 
spending a ton of time. The fact is, Twitter works if you work it. While there are ways to 
automate some of your Twitter activity, your best bet is to participate strategically while 
you are there in order to get the maximum benefit in minimum time. 

The very first thing I advise people is to understand why you are using Twitter. What is 
your strategy and what is your end goal? Are you trying to get more blog readers? Build 
your newsletter list? Find joint venture partners? Tweeting randomly and aimlessly isn't 
going to be very effective (plus it’s really easy to lose track of your valuable time this 
way). 

Second, you'll want to spend a good amount of time interacting. There is nothing wrong 
with letting others know what's going on with you or your business. Just be sure to 
intersperse your tweets with some two-way conversation. This builds community and 
keeps things balanced and interesting. You don't want to be a "hit-and-run tweeter" who 
swoops in, tweets and leaves! 

Third, I tell people to follow the "10/1 rule"--10 non-promotional tweets to every 1 
promotional one. You don't have to hit people over the head. I saw a good example of 
this recently where a pet accessories seller regularly tweeted a "bizarre animal fact of the 
day." It's a way of promoting indirectly while still providing your community with value 
and interesting (and memorable!) tidbits of info. 

Generating Valuable Tweets 
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Many people new to Twitter end up getting stuck on what to tweet about.  They know 
people don’t want to hear about what they had for breakfast, so what is it that interests 
people and helps to build relationships?  Here are four helpful ideas for you: 

1) Share links.  We all come across interesting blog posts and articles on the web that 
others would probably appreciate as well.  Tweet links to this content with a little bit of 
explanation regarding what people will find at the link.  This content could be totally 
unrelated to your niche or business, but be sure to share industry-related information 
some of the time—this helps reinforce to your target market that you provide useful 
tweets around your area of expertise. 
 
Occasionally, it is ok to link to your own website or blog—just remember the 10 to 1 rule 
comes into play here. 
 
2) Ask and answer questions.  When looking through your Twitter stream or doing a 
search on specific keywords, you will often find people asking questions related to your 
expertise.  If it is something you can answer, definitely do so.  This does two things: 
makes you appear helpful in the other person’s eyes, and also drives home your 
credibility and expertise. 
 
Asking your own questions is also great, as this helps trigger conversations and helps you 
to engage with others. 

3) Share tips.  This is useful because as we touched on above with the “bizarre animal 
facts” tweets, tips related to your niche indirectly help to promote your knowledge and 
your business. 

4) Re-tweet others’ content.  Re-tweets provide value to your followers, build trust if you 
are sharing valuable resources and information and help build a relationship with the 
original poster. 

Finding and Spreading Content 

As I am sure is clear by now, much of social media revolves around content.  Twitter is 
no different, and luckily there are several ways to easily access and spread content.  Here 
are a few tools I recommend: 

TwitThis: This tool (http://twitthis.com) allows you to share and promote on Twitter in a 
couple of different ways.  Because of the importance of shortening links to save space, 
you can copy a longer link you find and paste it right into the URL box right on the 
TwitThis homepage, which will automatically shorten and tweet it for you.   
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Or, click on “Tools” on the top right menu of the TwitThis homepage and grab the code 
to place a button on your blog or website.  Also on that page, you can add the bookmark 
they provide to your browser toolbar to easily tweet a message about any webpage you 
are viewing. 

Stuff to Tweet: This is a fun site (http://stufftotweet.com) which lists the top stories from 
various sites around the web such as YouTube, Digg, Twitter, CNN and more.  When 
you’re stumped for what to share on Twitter, this site will give you lots of ideas all in one 
place. 

Twitterfeed: This is a simple way to “feed your blog to Twitter” as the site itself says 
(http://twitterfeed.com). You supply your RSS feed and Twitterfeed will automatically 
tweet out your new blog posts as soon as they are published.  You can do this not only 
with your own site, but also with any site that has an RSS feed.  For (a totally random) 
example, is your target market a bunch of yoga enthusiasts?  There’s a feed for that.   
Yoga Journal has its own blogs, each with its own feed.   

Think about how this fresh content could be useful to your followers—and it gets posted 
without any extra effort on your part, even while you sleep! 

Bit.ly: This link-shortening service (http://bit.ly) bills itself as a place to “shorten, share 
and track your links.”  Similar to TwitThis, bit.ly allows you to shorten and tweet links 
right from their home page, as well as supply a browser “bookmarklet.” Additionally, 
when you sign up for a free account, you’re able to track how many people clicked on 
your links—which is nice way to gauge the popularity of the content you are sharing. 

Finally, don’t forget about the plugins we mentioned for WordPress in Step 2.  Having 
Sociable and Tweetmeme buttons on your own site help encourage and make it easy for 
others to spread your content.  Plus, many popular sites you probably visit already use 
these buttons as well. 

How Do I Get More People to Follow Me? 

It’s actually not difficult to build up a good-sized following (of non-spammers) on 
Twitter.  But here are some reasons why you may be popular with spammy types—and 
not many others: 

1. You protect your updates 
2. Your twitter stream doesn’t show any RTs or @ replies 
3. You follow a lot more people than follow you 
4. Conversely, a lot more people follow you than you follow (This is common with 
celebrities…yes, obviously a lot of people are still choosing to follow, but the imbalance 
does discourage some folks.) 
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5. You have no or very few updates 
6. You promote too much 
7. Every tweet contains a link but you’re not showing any of your personality 

For myself, when I am checking out someone’s Twitter page and deciding whether to 
follow them, these are some of the things that I notice. 

Now, if you are still wondering how to get more people to follow you, you can 
concentrate on those main things we’ve discussed: first, post interesting links and 
information that is likely to get re-tweeted—this exposes you to the people that follow 
your followers whom you aren’t connected to yet.  Re-tweet others, put your Twitter 
username in your email signature, list your Twitter account as a website on your 
Facebook profile, list yourself on sites like Twellow and WeFollow, and use keywords 
that best describe your business and interests because lots of people search by keyword 
when they are looking for new people to follow. 
 
Twitter Lists 
 
Lists are one of the newer features that have been added by Twitter. They are also one of 
the best ways to leverage strategic connections with your followers. Lists are important 
because they allow you to closely track and respond to specific, strategic people—which 
starts to become imperative once you are following more than a couple hundred 
“tweeps.”  
 
I like using lists to leverage my time and energy in order to make influential connections 
across different groups.  For example, I created my own list of entrepreneurs that I 
admire so I could see all of their tweets in one place if I want to—and filter out the noise 
of the others I am following.  I also follow a couple of lists created by other people 
because they contain people I am interested in keeping up with. I recommend you make 
similar lists that target colleagues, potential clients, influential people in your niche, and 
perhaps key industries that are in alignment with your own.  
 
How to Create, Edit and Add People to Twitter Lists 
 
To create a new Twitter list, go to your Twitter home page and on the left-hand side 
under the “Lists” drop-down menu click “create a list.”  Give it a name, short description 
and privacy setting and then click the “Save list” button.  You will then be able to search 
for a username, first or last name, or business or brand to add to your list. If at a later time 
you want to add someone new to one of your lists, visit their profile page and click on the 
list button below their picture and to the right.  You can then check off which list to add 
them to. 
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To edit a list you’ve created, go to your Twitter home page and go to the left-hand side 
and click on an existing list’s name.  Click the “view list page” link at the top of the 
Twitter stream.  On the left-hand side you will be able to edit or delete it. 
 
You have the option to make your Twitter lists public or private—and it may make sense 
for you to create certain lists that are only visible to you.  However, it is good to be 
included in others’ public lists –this can lead to greater visibility, credibility, and 
influence for you depending upon what kind of list you are on. Another benefit of you 
creating your own public lists is that it can be seen as being very helpful to others.  If 
someone else thinks one of your lists is high quality and begins following it, you’ve just 
saved them the time involved in creating it themselves.  So as you identify quality people 
in your industry, add them to a list--and others interested in the same topic may choose to 
follow the list you have put together. 

Twitter in 15 Minutes a Day 

Here are some specific actions you can focus on a few times a week to get maximum 
results in minimum time with Twitter: 
 
1) Respond to any direct messages or @ replies 
2) Share a helpful link 
3) Re-tweet someone 
4) Follow 5-10 new, targeted people 
5) Interact—join or create conversation 
 
LinkedIn 
 
Adding Connections 
 
Your visibility on LinkedIn is determined by your connections. For those of us in 
business, it is to our benefit to be connected to more people rather than less.  It’s 
important to note that you will not see any real results with LinkedIn until you have at 
least 20 connections—and it is often said that 50 is the tipping point. One of the most 
searched for people on LinkedIn (according to LinkedIn themselves), Guy Kawasaki, has 
noted on his blog that "people with more than twenty connections are thirty-four times 
more likely to be approached with a job opportunity than people with less than five.”  
The same could be said for business opportunities as well, so let’s talk about how to 
begin building your network.   
 
In the top right corner of your account you will see a green link that says “Add 
Connections.”  Once on this page you will find a few ways to start connecting on the first 
“Add Connections” tab.  You can see who among the people you already know are on 
LinkedIn by allowing LinkedIn to search your email address book if you use web-based 
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email such as hotmail.com, gmail.com, yahoo.com or aol.com.  Once your contacts have 
been pulled up, a small blue LinkedIn icon will be next to anyone in the list who already 
has an account on LinkedIn.  Below this area you will also see a link for importing your 
email contacts if you use Outlook or another desktop application such as Apple Mail.  To 
the right, if you want to invite people via their email address, you can do so by typing 
them in the box provided. 
 
If you click on the second “Colleagues” tab, LinkedIn will search for the LinkedIn 
accounts of people who have listed the same current or past positions as you on their 
profiles.  The third “Classmates” tab will perform a similar search for current or past 
classmates of the schools you have listed on your profile. 
 
Requesting Connections Through Profiles 
 
If you have done a search for someone on LinkedIn and found they have an account (or 
perhaps saw them come up in the “People you may know list” on your Home page), you 
can request to connect with them by clicking the “Add [their name] to your network” link 
to the right of their profile once you have visited it.  Once you click this link, you will be 
asked how you know the person—colleague, classmate, friend, etc.  You can also include 
a personal note which is optional, but I highly recommend doing so.  Something short 
that tells them why you would like to connect is fine—as long as you don’t keep the 
canned LinkedIn response that is the default.  
 
Introductions 
 
Introductions are used when you’d like to have one of your first degree connections 
connect you to one of their first or second degree connections (i.e., one of your second or 
third degree connections).  One of the settings in your profile you can choose to leave on 
is the “Browse Connections” setting.  Allowing people to browse your connections lets 
them see who you are connected to, along with their limited profiles.  If you browse one 
of your connection’s connections (by clicking on the “Connections” link on their profile) 
and see someone you’d like to be introduced to by your contact in common, you can do 
so by going to that person’s profile and clicking on “Get introduced through a 
connection” on the right-hand side.  Once you fill out and send the introduction with your 
name, email and message in the form provided, your connection will then decide whether 
to forward it on to the desired connections (if in your 2nd degree) or to a shared 
connection (if in your 3rd degree).  Basic (free) accounts get five introductions. 
 
LinkedIn Groups 
 
LinkedIn is known for having a large number of groups, many of which are very active.  
From the Groups tab on the top menu bar of your account, you can see the groups you are 
a member of, browse groups or create your own group.  
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Searching for Groups to Join 
 
In the drop-down menu of the Groups tab, you can click on “Groups Directory” in order 
to search for groups to join.  From the Directory page, you can search by keyword, 
category and language on the left-hand side.  Groups are great for connecting with people 
who share similar expertise, educational backgrounds, interests, professions and more—
so think about the types of people you want to connect with when deciding which terms 
to search on. 
 
For example, when I type “massage therapy” into the search box, it returns 117 results in 
order of number of group members.  Some of the groups returned include “Associated 
Bodywork & Massage Professionals (ABMP),” “American Massage Therapy Association 
(AMTA)” and “Massage Instructors” to name a few.  When you click on the name of a 
group in the results, you will be taken to a page with the group description, the date it was 
created, the owner and manager of the group, whether it is a public group as well as a list 
of any of the members of the group who are also in your network.  You can then join the 
group from this page. 
 
LinkedIn limits your membership to 50 groups and generally, the more you join the 
better, but keep in mind that you only really benefit if you actively use them on a regular 
basis.  So what can you do to get the most out of Groups?  Your best bet is to use Groups 
to: 

• Start and engage in discussions 
• Submit news items 
• Demonstrate your expertise (the discussions you participate in show up on the 

other group members’ home pages) 
• Research people in your field 

Creating Your Own Group 
 
To create your own group, click on “Create a Group” from the Groups drop-down menu 
in the top menu bar.  You will be required to name the group, choose the group type, 
enter a summary, a description, your email address, choose whether it will be open or 
require your approval to let new members join, and agree to the terms of service.  You 
can also upload a logo for the group or enter a geographic location of where the group is 
based if you choose.  If your group is locally focused, entering a zip or postal code here 
will allow others searching to by location to find you. 
 
Once you click the “Create Group” button, you can then send invitations to your 
LinkedIn connections, invite people via email (including batch inviting people by 
uploading a file containing a list of emails) or pre-approve people who will automatically 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 88 

become confirmed members when they request (or accept an invitation) to join your 
group. 
 
Once you create a group and invite some members, you can manage your group by 
clicking on the Groups tab in your top account menu and then clicking on the group name 
from the drop-down list.  You will then see an overview of your group, which will look 
similar to the screenshot below: 
 

 
As you can see, you can start and view discussions, add a news article, manage your 
group (including requests to join and sending an announcement to all of the members) 
and more.  Here are some ways you can take advantage of your own group: 

• Create a group to attract members of your target market.  For example, I might 
create a group entitled “Social Media Help for Small Business Owners;” a virtual 
assistant might create one called “Virtual Assistance Resources for 
Entrepreneurs.” 

• Perform research about what your market wants and needs help with by regularly 
asking them questions (for example, “what is currently your biggest challenge in 
your business when it comes to X?”) 

• Send an announcement letting members know about any events you have coming 
up with a link to the sign-up page 
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• Encourage members to connect with you on other social media sites, visit your 
blog or website and sign up for your newsletter list 

LinkedIn Answers 
 
Answers is a unique feature of LinkedIn where members can either ask or answer their 
most pressing questions related to their industry, target market or current needs.  Answers 
can be accessed by clicking on the “More” tab on the top account menu bar.  Once on this 
page, you will be able to view the newest questions from your network and the week’s 
top experts (when you see a green star on someone’s profile, that person has proven their 
expertise by answering questions—and every time the questioner picks your answer best, 
you gain a point of expertise. The more expertise points, the higher you appear on lists of 
experts.) 
 
As a business owner, you have the opportunity to demonstrate your knowledge, increase 
your visibility, find new people to connect to and engage in conversation around similar 
issues through Answers.  To easily browse all of the questions that fall under particular 
topics, use the list under “Browse” on the right side of this page.   
 
A really convenient feature of Answers is the ability to subscribe to an RSS feed of all 
the new questions that come in under a specific topic.  To subscribe to a feed, click on a 
topic in the list under “Browse” on the right side of the page and then click on the link 
underneath where it says “Subscribe to new questions in” toward the bottom.  This way, 
you don’t even have to be on LinkedIn to stay on top of the latest questions that come in 
related to your field.  Simply scan your RSS feed reader to see if there is anything new 
you can answer. 
 
The second tab on this page near the top is “Advanced Answers Search.”  From here you 
can search by keyword as well as category.  From the third tab, “My Q&A,” you can 
view any of the questions you have asked or answered in the past. 
 
If you are using LinkedIn in your business, Answers can be a great way to begin being 
seen as an expert in your niche.  
 
LinkedIn in 15 Minutes a Day 
 
Here are some specific actions you can focus on a few times a week to get maximum 
results in minimum time: 
 
1) Update your status 
2) Check your inbox for any pending items 
3) Check any Groups you belong to see if there is activity to comment on 
4) Check LinkedIn Answers to see if you can answer anything related to your niche 
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5) Search for 3-5 new people to connect with and invite them 
 
YouTube 
 
YouTube is a social network—users can favorite videos, comment on them, like/dislike 
them, subscribe to others’ channels and friend them.  To begin building relationships with 
YouTube, you will want to encourage people to comment on your videos as well as 
subscribe to your channel. You also want to actively add new friends and subscribe to 
their channels.  Once you have begun building a list of friends, start interacting with their 
videos. A great way to get traffic to your YouTube videos is to post video responses on 
others’ videos. What this does is place your video in their comments so that everyone 
who watches it will see your video below. You can do this with your friends’ videos, but 
you will also want to try this with popular videos on a related topic that have a lot of 
traffic and views. 
 
You also want to invite your YouTube connections to continue building the relationship 
outside of the site by getting them to visit your blog or website. 
 
Create a Call to Action 
 
You don’t want to come across as sales-y in your videos of course, but you do want to let 
people know where they can find out more about you and what you have to offer.  It is 
perfectly acceptable to give a link to your blog or website, along with a few words about 
how your site might be helpful to them once they visit.  There are a few ways to do this--
you could: 
 
1) Simply say the link at the beginning or end of the video (or both); 
2) Use a video editing program such as Windows Movie Maker or iMovie to add your 
URL to the beginning and end of the clip, for example with white text on a black screen; 
3) Use YouTube’s Annotation feature to add in your URL  
 
You could also invite people to visit your Facebook Page or follow you on Twitter as 
well.  When you include a call to action, you are inviting the person watching the video 
to further their interaction with you outside of YouTube, which leads to a strengthening 
of the relationship.  Without it, you might be losing a potential prospect when they click 
away from your video and move on to someone else’s. 
 
Of course, you also want to include a link to your site in your profile as well as in the 
description section of any videos you upload.  (It is best to place the link including the 
http:// at the very beginning of the description so people can find and click on it easily.) 
 
Provide Valuable Content 
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Perhaps the most important part of video marketing is making sure you are providing 
your audience with solid, valuable content.  This is what builds trust between yourself 
and your viewer, and helps encourage them to want to find out more about you.  Don’t 
make videos whose focus is solely to advertise or promote something.  Strive to teach 
someone something new or provide information that can truly help enhance their life or 
business and you will be more likely to convert that person into a client or customer 
down the line.   
 
YouTube in 15 Minutes a Day 
 
Here are some specific actions you can focus on a few times a week to get maximum 
results in minimum time: 
 
1) Encourage others (such as your blog readers or your social media connections) to 
subscribe and comment on your channel’s videos (be sure to provide a response to any 
subsequent comments that require it) 
2) Browse the YouTube site to find 3-5 other users in your target market to friend 
3) Subscribe to 2-3 new channels that are related to your niche (high-traffic, very active 
channels are best) 
4) Comment, rate or favorite a few videos from other users and invite them to check out 
your channel 
 
Automating and Delegating in Social Media: The Antithesis of Relationship-
Building? 
 
I don’t think I would be anywhere near as productive as I am in social media today 
without having tools, systems and processes to monitor and organize my expanding 
network. They really have been the secret to my success, and of my clients’ success. 
 
Automation is all about leveraging your time and energy, but often you will hear people 
say that this goes against the whole idea of social media being about building and 
nurturing relationships. However, there are ways to automate some of your social media 
efforts—without detracting from cultivating your authentic voice and personality when it 
comes to your online presence. 
 
What is Acceptable? 
 
Identifying valuable resources, like blog posts, websites or quotes that you believe would 
be helpful or valuable to your Twitter followers and pre-scheduling the sharing of this 
content would be one example. The nature of tweets like these is that they are essentially 
one-way communication and don’t depend on you being available when they are posted 
in order to field some kind of “real time” response. Therefore, this kind of content is ideal 
for pre-scheduling in advance. A tool like Hootsuite is great for easily setting these kinds 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 92 

of updates up. 
 
The most common way to delegate in social media is via a virtual assistant, but it’s 
important to note that it’s not recommended that you delegate anything that contains your 
personality or voice. A specific example of an ideal task to delegate would be having 
someone track and monitor your reputation and brand via search.twitter.com or the search 
feature on Facebook. 
 
When thinking about delegation, stick to housekeeping, administrative or organizational 
tasks not related to the conversation—for example, approving Facebook friend requests 
using an established criterion or using criteria to find more people to follow on Twitter. 
Other tasks would be to do the initial research on ideal people on Facebook to send friend 
requests to, pre-scheduling tweets as mentioned earlier, creating events in Facebook, 
researching quality blogs, sites and links that contain good content for you to share via 
tweets and Facebook updates, managing your Facebook inbox, adding new business-
related applications to your Facebook Page and more. 
 
One of the biggest mistakes that people make—especially those who are new to social 
media—is that they start to get stuck in a cycle of automating, broadcasting and 
automating—over and over. It’s very difficult to generate positive results this way. 
However, automating and delegating appropriate activities while still taking the time to 
engage in regular conversation can be the perfect blend—so that you can leverage your 
time and still maximize your success. 
 
“But it Takes Too Much Time to Build Relationships…” 
 
That quote sounds kind of silly, don’t you think?  We all know and accept that building 
relationships offline takes time and effort.  However, when small business owners decide 
not to bother with social media because they see it as being too time-consuming, then that 
is exactly what they are saying. (In fact, the two biggest myths I see that seem to 
discourage people from believing they can succeed with social media are that it takes too 
much time and it is too overwhelming.) 
 
The truth is, social media does take time, just like traditional networking does.  The key 
is to select which sites you’ll actively participate in and make it a part of your weekly or 
even daily habit.  Just as with other forms of marketing, consistency is what leads to 
results. 
 
To use myself as an example, I have bookmarked in my web browser all the links to the 
social networking sites I use. Every morning, I pull them up and accept friend requests, 
answer questions, start conversations, etc. on each one. This takes less than 15 minutes 
and has become a part of my regular marketing routine.  As your list of friends, followers 
and contacts grows, you might find it difficult to keep up with all of the updates, links 
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and information coming your way. However, don’t despair. You are certainly not 
expected to take in and process every single bit of information that enters your radar! 
 
Linking it All Together 
 
Have you ever noticed how certain people in social media seem to be everywhere?  Their 
blog posts are feeding here and there, their tweets are going three different places, their 
Facebook status is also updating their LinkedIn, they seem to know everyone 
online…you may think they are just constantly plugged into social media, but in 
actuality, they simply have system in place to tie everything together. 
 
If this intrigues you, you will definitely want to see Worksheet #7 at the end of this 
course.  This will give you a checklist of all the different ways you can use social media 
to acquire the “be in more than one place at one time” superpower.  
 
Your Task: 
1. Keep adding content to your blog, comment on other blogs in your niche, and 
encourage people to read and comment on your posts as well as subscribe to your blog. 
2. Continuously expand your network, interact with others, and drive traffic between your 
site and the social networks. 
 
 

Step 6: Show Me the Money: Turning Friends and 
Followers into Clients and Customers 
 
With social media fever running at an all-time high, it's easy for people to lose sight of 
the fact that these tools are only one part of an overall online marketing strategy. 
 
When Marketing Online, Social Media is Only One Piece of the Puzzle 
 
While Tweeting, Facebooking and the like are fantastic methods, they are not the only 
game in town.  To achieve the best results, you will want to have a varied mix of 
marketing tools in play all at once. 
 
Online, much of your job centers on driving traffic to your website or blog so that 
prospective clients or customers can find out more. One of the best ways to increase the 
chances that someone will eventually buy from you is to build an email list.  Essentially, 
you want to have a way to capture a person’s email address and name so that you may 
keep in touch with them, build trust, and make offers in the future.  It's a good idea to 
entice people to provide their information by offering something in exchange, such as a 
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free report or email course.  Then, keep yourself on their radar by sending them a weekly 
or bi-weekly email newsletter. 
 
Social media is an awesome way to drive traffic and build your list, but it is only one 
way.  We’ll talk about some other techniques you can use shortly, but the idea is to be a 
“well-rounded” marketer.  Using sites like Twitter, Facebook, LinkedIn and YouTube 
along with the other strategies we are going to discuss will maximize your results—and 
more traffic, more subscribers, more clients, more sales and more money will certainly 
follow. 
 
Marketing 101 
 
Before we get into the real nitty gritty of how to make your online presence profitable, I 
wanted review a few marketing basics to help you set yourself up to achieve as much 
success as possible. 
 
“So, What Do You Do?” 
 
When small business owners meet someone new and give a brief introduction of who 
they are and what they do in their business, it is often referred to as a 20 or 30 second 
“commercial.” Notice, it is not a 3 second commercial.  It’s not enough to say “I’m a 
nutritionist.”  That’s pretty boring, right?  Compare that to this: “I create tailored nutrition 
and supplement regimens for women so that they can feel healthier, look younger and 
enjoy a life filled with energy and strength.”  Quite a difference!  Also notice the 
emphasis on benefits and results—this is key when you are explaining your business to 
others. 
 
Getting really descriptive is also helpful when you are doing business online, because of 
the importance of using keywords in order to be found in searches--as we’ve mentioned 
several times in this course. 
 
You Can’t Serve Everyone 
 
It’s important to know that before you even start implementing any marketing strategies, 
you'll want to be crystal clear about whom it is you are trying to reach.  Here are some of 
the questions you should be able to answer: What is your niche?  Who is your target 
market and what is it that they want?  What is your message to them?  Many times people 
are afraid to narrow down their target market for fear that this will limit their business.  
You don’t know how many times I have heard “my target market is small business 
owners” or “my niche is really anyone who needs what I offer.”   
 
The truth is, you can’t be everything to everyone, and it is actually easier to market and 
attract prospects when you focus on a particular group of people.  It is also easier for 
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others to refer people to you when they see you as someone who works with a specific 
group.  To further illustrate, here are a couple of examples: 

• Instead of “I’m a financial planner,” “I’m a financial planner who specializes in 
families with special needs children.” 

• Instead of “I’m a marketing consultant,” “I’m an online marketing consultant who 
specializes in social media strategies for coaches.” 

This is a point of "stuckness" for many clients and it does take a bit work to discover if 
you aren’t clear on it yet.  But once you have that specific niche narrowed down, reaching 
them becomes a whole lot easier.  
 
A Proven Business Model 
 
As I mentioned in the beginning of this course, the people who are the most successful 
online are those who have built their business on the foundation of a marketing and 
product “funnel” (or flipped over, a pyramid).  In this section of the course, we are going 
to focus on developing that funnel for you so that your online presence can make you 
money!  (We are in business to make a profit, right? ) 
 
Picture what a funnel looks like in your mind—it’s wide at the top and narrows toward 
the bottom.  Your prospects online are going to be entering your funnel at the widest 
point and for the lowest cost—for free actually--which we will discuss shortly.  At this 
point they are just beginning to get to know you through social media and your blog or 
website.  As they get to know and trust you more, they will move down the funnel from 
your least-expensive all the way to your most-expensive for-fee services or products. 
(Think of it as “from free to fee.” ) By offering different price points, you are lowering 
the “risk” for your prospects by giving them the option to invest in you for free or for a 
minimal cost as they first get to know you. 
 
Be sure to check out Worksheet #9 for a visual representation of the funnel and its 
various levels and price points. 
 
For now, let’s start by exploring how you can easily get people to begin entering your 
funnel. 
 
Capturing Your Website or Blog Visitors (AKA Building Your List) 
 
People don’t often buy from people right off of sites like Facebook and Twitter.  But as 
we’ve mentioned, social media is amazing for building that familiarity and credibility and 
for driving people to your site so they can get to know even more about what it is that 
you do. 
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By now, you know that being active on social media sites is a great way to drive traffic to 
your website or blog—and that a blog in itself can be a great “traffic magnet.” But what 
happens once people have arrived at your site? 
 
You need to have a way to capture those prospects before they click away forever. 
Having good content for them to enjoy once they land there is only one part of the 
equation. You want to offer them a way to provide their email address so that you have 
permission to keep in touch and build an ongoing relationship with them. In sales-speak, 
these are often referred to as your “warm leads.”  This is also called “building a list” and 
you want to be continually doing that. 
 
Once you've captured their information, you then have a way to present any future 
events, offerings or opportunities to them. But first you've got to hook them in! Here are 
the keys to accomplishing that: 
 
1) Have a sign-up form for them to input at least their first name and primary email 
address.  
 
If you are using an email marketing service such as AWeber, Constant Contact or any 
other which provides autoresponders, you can easily create what is known as an "opt-in 
box" form and copy the code directly onto your website. (This is the form we discussed 
in Step 3 when we talked about adding it to your Facebook.) I personally use AWeber, 
and they provide instructions for creating the form as well as the HTML code. (If you are 
not comfortable with working with HTML code, this is something that most web 
administrators or tech-savvy virtual assistants can do for you.) 
 
2) Place the sign-up box in a prominent place.  
 
Studies have shown that one of the most effective places to put the box is in the upper 
right-hand corner of the page "above the fold." This simply means that you don't want to 
make the person have to scroll down to see your form. When they visit your site you want 
their eyes to be drawn immediately to it. A good idea is to have the box stand alone 
without any distracting images or text around it. 
 
3) Make it very clear what visitors need to do. 
 
In this case, simpler is better. The less choices people are given, the more likely they are 
to sign up. Describe what it is they get for giving you their information, have a place for 
their name and email address, a blurb on your privacy policy and a submit button. 
 
4) Give an incentive for signing up with you.  
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These days, people are bombarded with information and offers online. You need to have 
a compelling reason for people to hand over their information. In exchange for doing so, 
give them some type of freebie--a special report, an e-course, an audio file or something 
else that will appeal to them. Include some enticing copy that speaks to the benefits they 
will get for signing up with you.  Keep in mind that this offering does not have to be 
incredibly comprehensive. You can still put together something of value without it taking 
you more than a couple of hours to create. 
 
Remember, people buy from those they know, like and trust--often referred to as the 
"KLT factor" for short. This is something that needs to be established over time, and the 
way to begin the process is to capture website visitors' contact information so you can 
begin building a relationship with them. (To see a simple flowchart of what this process 
looks like, see Worksheet #10 at the end of this course.) 
 
With so many people requesting your email address on the Internet, it's not enough 
anymore to simply offer a newsletter in exchange for the information--and it's certainly 
not enough to ask for the information without providing anything in return. 
 
Give Them Just a “Taste” 
 
Enter the "free taste." It's not likely a person new to your website is going to buy on the 
first visit, especially a product or service with a higher price point. (In fact, it is often said 
that a person needs to see your message 7 to 12 times before they decide to buy from 
you.) What they are really looking for is a risk-free introduction to what your business is 
all about, and whether it can help solve their most pressing problems. This free offering 
can take on many forms, but here are some of the most common: 
 
An e-Course: This works best when you use an autoresponder service such as Constant 
Contact or AWeber. You can write up 5 to 10 lessons and have them go out over a period 
of a week or two. (Resist the urge to send something like this out manually—it is too hard 
to keep up with.) The lessons do not have to be long, they just need to convey your 
expertise on a topic your target market is eager to learn about. 
 
A free report: Again, no need to go super in-depth with this--one idea is to write up a list 
of recommended resources in your niche. You could also compile a list of "top ten tips" 
or create a checklist for how to do something. Simply turn it into a PDF download when 
you're done. 
 
An audio file: If you'd rather speak than write, you can record an audio for others to 
download. Many people would rather listen than read, so this can be an enticing option 
for your website visitors. 
 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 98 

Along with this complimentary offering, people will still receive your newsletter or e-
zine if you have one. You simply tell them that for signing up they will get a subscription 
to it along with their free gift. A newsletter is what will continue to build and strengthen 
your relationship with your subscribers over time. If you write a blog, it can work the 
same way--provide consistent, good content for the people who subscribe to your RSS 
feed. This way, when you make those paid offers down the road, they will be much more 
likely to take you up on it. 
 
The bottom line is that valuable content + familiarity breeds more sales. 
 
 
 
 
 

 
 
 
 
 
 

 
Also, be sure to offer the ability to sign up for your free taste on every page of your site. 
Because you never know from which page people will enter your website or blog, be sure 
to place your form not only on the home page, but each page that makes up your site. 
 
Now, when you drive all of that social media traffic that's hungry for more of what you 
offer, you have a way to continually keep in contact with them. They've decided to come 
and check you out, so don't leave them without a clear next step. 
 
In Step 5 we talked about several different ways to drive traffic to your blog or website, 
and these are the same methods that will help you build your list as well.  For a more 
comprehensive list of methods, see Worksheet #13. 
 
Surveying Your List 
 
Another great benefit of having a list of warm prospects who have essentially “raised 
their hand” to say they are interested in knowing more about what it is you offer is that 
you can ask them what else they want.  For example, as part of the autoresponder that 
people get when they sign up for my free e-course, I ask each subscriber what their 
biggest challenge is with using social media and online marketing to grow their business.  
I send this out first thing, even before they get part 1 of the 5-part e-course I send. I get a 
lot of responses this way and this is great information for me to have.   
 

 

Optin form with 
free taste 
offering 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 99 

Another way to get this information is to send a link to a short survey that you put 
together using a free site such as SurveyMonkey (http://www.surveymonkey.com).  I ask 
one multiple-choice question in mine, so people are able to take the survey very quickly 
and easily.  I send this after they have received the last part of my e-course.  Here is what 
that email says so that you can get a feel for it: 
 
Hi! 
  
Was the e-course was helpful to you? I'd love to 
get your feedback on it!  Just hit reply and let me know what you 
thought. 
 
Also, to better serve you, I'd be grateful if you took a minute to answer 
a one-question survey about what topic you are most interested in 
learning about RIGHT now.  This way, I can tailor future offerings 
to your exact needs. 
  
Here is the link: 
http://budurl.com/QuickSurvey 
  
Thanks so much! 
  
Remember, you can always get a lot more up-to-the-minute tips and 
help at my blog: http://communicatevalue.com 
  
~Christine  
 
Continually asking your list what they want is an easy way to perform “market research” 
so that you can go and create the kinds of products and resources they are telling you they 
want!  How easy is that? As my mentor says, “it’s not what you want to sell that matters. 
It’s what your niche wants to buy that matters.”  
 
You’ll also notice in that message that I asked for feedback on my free taste.  When you 
receive positive feedback, you’ll want to ask the people who have given it for permission 
to use it as a testimonial.  That way, you can post it on your site (perhaps in a dedicated 
section or it’s own page or tab) for others to see.  This is just another way to entice people 
to sign up for your list. 
 
Keeping in Touch with Your List 
 
Remember what we said earlier about someone needing to see your message several 
times before they buy?  This is because keeping in touch with your subscribers on a 
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regular basis serves two main purposes: 1) to remind them of you and your offerings and 
to stay on their radar; and 2) to build their trust in you. 
 
Sending an E-zine 
 
One of the most effective ways to further the relationship is through an electronic 
newsletter, or “e-zine.” You would use the same service you use for your autoresponder 
to send it out as a broadcast. An e-zine can be as simple as a plain text email with a 
couple of helpful tips for your readers—to a HTML version with pictures, an article, 
listings of your upcoming events and more. 
 
An e-zine is something that can be easily forwarded so that word spreads about you, and 
it is sure to help establish you as an expert in your niche. How often you send it depends 
on how often you can commit to doing so, but I recommend at a minimum twice a month 
and ideally once a week.  I send mine weekly through AWeber, and often queue it to go 
out ahead of time.  This is especially nice if I am going to be away or something, as it can 
be written ahead of time and sent out on a day I choose. I love when things are “set it and 
forget it!” 
 
A few other tips for your e-zine:  you want to try to try and create a feeling of “intimacy” 
between yourself and your readers by sharing a bit about what is going on with you 
outside of your business.  Often people do this in a section at the beginning of their e-zine 
under a heading such as “A Note From” or something similar.  This helps strengthen the 
relationship with your subscribers by giving them a glimpse into who you are.  For 
example, in mine I will often share a bit about a recent trip I took, anecdotes about my 
pets, the plans my husband and I have for the weekend, etc. 
 
Another important part of your e-zine is your subject line.  Obviously you want as many 
people to open your e-zine as possible—and these days there are many things in our 
inbox that are clamoring for our attention. 
 
Finally, a common question around publishing an e-zine is often “what day is best to send 
it out?”  There is no set answer to this, except to say that I have heard several different 
opinions on the matter.  Tuesday through Thursday is often said to be the best time—
however I know others who send theirs out on Sunday and have a very good open rate as 
well.  You may want to play around and test a couple of different days and see what your 
results are.  No matter what day you choose, know that an open rate of 30% and above is 
considered good.  Your email marketing service will be able to supply those stats. 
 
At What Pace Should You Grow Your List? 
 
A good rule of thumb if you are building your list for the first time is to aim for roughly 
500 subscribers by the 6-month mark.  A great goal to have after you have been actively 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 101 

growing your list for a year is 1000 subscribers.  In general, as your list gets larger, your 
sales will become more and more consistent.  The 1000 mark is a common tipping point 
for many people (including myself) in terms of steady income—and beyond that, the sky 
is truly the limit! 
 
Your Marketing “Pie” 
 
The key to success with marketing is consistency, but I know that it sometimes feels 
overwhelming to know which methods to implement, how often and when.  I want to 
share a simple tool that I learned from my own mentor, and it is called the marketing pie.   
 
First, think about all of the different ways you could reach your target market. Then, 
create the pie itself by simply taking a piece of paper, drawing a circle on it with 4 lines 
inside that slice it in to 8 sections, and label each section with a different marketing tactic.  
Come up with a schedule to follow for each tactic, and begin implementing each slice one 
at a time. Start with two or three going simultaneously—but you will eventually want 
them all in place at once.  This is how you can begin enjoying having a steady stream of 
clients and customers all the time. 
 
See Worksheet #11 for a visual example of a marketing pie. 
 
Implementing Multiple Streams of Income 
 
When it comes to one on one clients, I often see solo professionals either exhausted from 
working with them all the time--or frustrated and not making the money they want 
because they are focused on selling services or products at the highest price point they 
offer. 
 
If this sounds familiar, you may adore your clients and love helping them, but are feeling 
burnt out or stuck because one-on-one sessions are all you are offering.  
 
So what's the solution? 
 
Leveraging your time and talent by diversifying the ways you earn income in your 
business.  One of the greatest things about running all or part of your business online is 
how easy it is to do this.  Let's be honest, it's no fun when a few of your clients all quit in 
the same month and you're left scrambling to replace that income. 
 
Similarly, if you are finding prospects saying they can't afford what you offer, you still 
don't want to lose them completely.  They've shown interest in you already--wouldn't it 
be great to still be able to help them at a price they are willing to pay? 
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As we’ve mentioned, some marketers refer to this as the "funnel" system of marketing 
and it is really quite clever.  Because not only does it allow you to still be able to make a 
sale, if you've provided them value at that lower price point, they are more likely to come 
back and buy from you repeatedly--and at higher prices. 
 
So what do these multiple streams look like and why are they considered leveraged? It is 
all about reaching more people without spending more of your time.   Here are some 
specific examples: 
 
Information Products: These are pretty simple to create.  For example, an e-book is 
simply a Word document that has been saved as a PDF. This type of offering is usually 
the lowest priced item in the funnel (often between $17 and $47 depending on how 
comprehensive they are), and the best thing about it is that you write it once but sell it 
over and over. This is definitely a smart use of your time. 
 
Teleseminars: All you really need is a phone for this.  There are plenty of free conference 
call services that also record the calls for you.  I use FreeConferencePro.com to host the 
call and then use AudioAcrobat (http://budurl.com/AudAcrobat) for recording. 
AudioAcrobat allows you to record, publish and download audio (and video too) and 
costs about $20.00 a month. They also offer a free one-month trial. Once you have a 
recording, you can also sell that as a product afterward as a CD or MP3 or offer it as a 
bonus with another offering.  Another popular thing to do with calls is to have them 
transcribed to sell along with the recording, which can be done pretty inexpensively. 
Teleseminars can be done as a one-off call or a series of calls.   
 
Group coaching/training or e-coaching:  We all have valuable knowledge we could teach 
and share with others.  Believe that others would be very willing to pay to learn what it is 
you know!  A great way to accomplish this is to train or teach a group of people all at the 
same time.  This can be done by phone, interactively by webinar, or even by email. 
 
Membership sites:  Sometimes referred to as continuity programs, these are private sites 
that people pay a fee, usually monthly, to be a part of.  It's a way to provide useful, 
exclusive content to paying members and it's a win-win: they get valuable tips, lessons 
and strategies from an expert and you get paid consistently and by multiple members. 
 
Affiliate marketing:  Have you used products you've loved and would be happy to rave to 
others about?  Consider becoming an affiliate if a program for that product is offered.  
Essentially, because you are helping to spread the word for the creator of that product, 
they are giving you a percentage of the sales they make.  Pretty easy! 
 
Next time you are stressed over a lack of clients or simply burnt out from one on one 
appointments, commit to getting going on at least one of these streams.  If you still need 
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convincing, think about all the time it will help you free up to be with friends and family. 
 
 
Sales Pages: The Key to More Conversions 
 
Truly successful online marketers understand that when you are selling a product or 
service on the web, it’s not enough to put up a price, a blurb and maybe a picture to go 
with what it is you are selling, you need to have what is known as a “sales page” for each 
individual product or service you have for sale.  
 
Writing Copy 
 
Copywriting is a great skill to learn in order to make your sales pages really effective.  
Your words matter and they can have a tremendous effect on a person who is considering 
purchasing from you.  There are plenty of resources available to learn about this, and you 
don't have to become a master of it. (One person I can suggest if you want to learn more 
is Lorrie Morgan-Ferrero of Red Hot Copy at http://www.red-hot-copy.com. She’s got 
some really great resources, some of which are completely free.  Lisa Manyon at 
http://www.LisaManyon.com is another great choice.) 
 
Knowing and using a few key copywriting techniques1 can go a long way.  Here are the 
most important main components of a sales page that sizzles: 
 
Headline: This is the first thing your readers will see, so you want to make an impact.  
Think about how you can bring up the pain they might be feeling around the specific 
problem(s) you can help them with.  A good template is to write it with two parts in 
mind: “How to_______ so that_______.”  Emphasize benefits. 
 
Challenges: Talk about the challenges they may be facing and let them know that you 
understand and have even experienced and overcome the same thing in the past. 
 
About You:  Talk about your knowledge and experience.  What makes you qualified?  
It’s also great to include a picture, audio or video of yourself to build trust even more. 
 
Sub-headlines: Use mini-headlines to break up your copy, make it more readable and 
make any benefits you talk about stand out. 
 
Benefits: List the benefits of what you are selling—why should they buy?  How will what 
you are offering improve their life or business in some way? 
 
Testimonials: Use testimonials that include the person’s full name, website URL and 
photo.  If the product is new, you can use testimonials you have received about other 
offerings.  Audio and video testimonials are also great to add if you have them. 
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Price: Talk about why you have priced something the way you did and explain the value 
of what you are selling compared to other offerings.  For example, comparing the cost of 
a group coaching program to your one-on-one fees. 
 
Bonuses: Offering some high-value bonuses of your own or from a colleague whose 
niche is complimentary to yours can provide extra enticement. 
 
Guarantee: Especially with higher-priced offerings, a guarantee helps eliminate risk for 
your buyers.  Most of the time people will not take you up on it, but it can provide an 
extra nudge for those who may be on the fence about their purchase. 
 
Scarcity: Offer your product or service with a limited time offer. For example, you might 
price it at a discount for those people who take action within a certain time frame, such as 
48 or 72 hours.  Make sure you really do raise the price when you say you will. 
 
Call to Action: Make it really clear what your prospect has to do next.  Offer the purchase 
link in several spots on the page, spell out exactly what they need to do to make the 
purchase and make the link or button to purchase very prominent. 
 
PS: People always read the PS!  Include one or two at the end of the page to further 
encourage them to take action. 
 
Contact Info: List your email address or phone number so that people can contact you if 
they have a question. 
 
Single Action: Don’t distract prospects with other buttons, links or navigation menus to 
click on.  Make the sales page the only focus so they do not click away from it. 
 
By the way, for lower-cost items (under $50) your sales page does not have to be super 
long.  In fact some people are trending away from that now.  As long as you include some 
of the elements above, 3-5 pages should be fine. 
 
Having a Launch Strategy 
 
You should be sure you are using some form of a launch strategy when you are ready to 
begin selling a new service or product.  Unfortunately, "if you build it they will come"  
 
1 21 Easy and Essential Steps to Online Success System™ ©2009, Alicia Forest 
http://ClientAbundance.com 
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does not apply to online businesses.  You need to create an increasing buzz and sense of 
excitement about your upcoming offer in order to increase the chances that people will 
buy.  This is known as the "pre-launch," and it can make a huge difference in the number 
of sales that you make.  
 
It actually starts with the strong foundation of having a list you have been building a 
relationship over time with—a list who you have been continuously asking about what it 
is they most need help with.  Other strategies for a successful launch include: 
 
Objections: Through surveys to your list, comments on your blog or your interactions 
through social media, you will often uncover potential objections to your offering.  This 
is actually a good thing to know, because you can then make sure you answer each of the 
objections for your prospect on your sales page. 
 
Testimonials: If you have offered the product/program before and have testimonials, by 
all means gather them for the launch.  If it is the first time you are offering it, consider 
giving it to colleagues for free in exchange for (an honest) testimonial prior to the launch. 
 
Time limit: As we mentioned above, creating a sense of urgency around the release of a 
new offering can really help. This is one of my favorite techniques to use and it always 
results in more sales. 
 
Limited quantity: With physical products, if you are only producing a certain number of 
them, be sure to make this known.  You could keep people informed periodically as the 
number available decreases via your website or by emailing your list. 
 
Finally, make it an event! The idea is to build up as much buzz, excitement and 
anticipation as you can.  For a checklist of the specific strategies I personally use when I 
am trying to get the word out about something new (free or paid), see Worksheet #12. 
 
Accepting Payments 
 
If you are going to be selling products or services over the Internet, you are going to need 
a way to process payments.  PayPal is a good option if you are just getting started, as the 
fees are low and it is relatively easy to use.  These days, most people are familiar with 
PayPal and have used it for making purchases before. 
 
However, if you are regularly bringing in more than $500.00 a month in sales, you might 
want to consider something that is a bit more sophisticated and that has more bells and 
whistles.  I use and recommend 1ShoppingCart (http://budurl.com/1ShCart). A service 
like this requires that you apply for and use a merchant account to process credit card 
transactions as well.  The merchant account I use and recommend is through 
PracticePaySolutions: http://budurl.com/PracticePay 
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Joint Ventures 
 
When small business owners talk about having success with online marketing or social 
media, it usually has to do with getting more clients or customers on their own.  While 
that is a wonderful result of course, there is another way the top success stories online are 
growing their businesses--joint ventures. 
 
This is a powerful but overlooked method I’ve used successfully online (many times) 
that’s brought me a substantial amount of income.  
 
With more and more business owners jumping into social media especially, it's good to 
keep in mind that all those people you're connecting with out there are not just potential 
prospects, but possible strategic partners as well. 
 
Joint ventures are sometimes known as strategic alliances and generally involve two 
people entering into a partnership in order to leverage what both parties bring to the table. 
 
A joint venture can be where you promote the other person's services or products to your 
target market, and your partner promotes your services or products to their target market 
in order to share the resulting profits. 
 
It can also be where you partner with another business owner to jointly provide a product 
or service that both of your target audiences have an interest in--even if those audiences 
initially look like two totally different groups. 
 
Why joint venture? First, you are obviously able to provide your market with a valuable 
product or service that enhances their life in some way.  However, the best joint ventures 
benefit not only your target market, but also your own business.  Because you are being 
exposed to an entirely new community, you'll often gain more website traffic, list 
subscribers, friends, followers and even new clients and customers. 
 
It's also a great way to boost the credibility and authority of both parties.  When a 
community sees someone they perceive as an expert recommend you by way of your 
partnership, you often immediately gain credibility in their eyes as well.  
 
Similarly, when you are in effect "endorsed" by a reputable and respected joint venture 
partner, this raises the level of trust vested in you and your own capabilities and integrity. 
Finally, it's a simple example of "two heads are better than one."  You both bring your 
own strengths to the partnership--whether that's knowledge, ability or sheer numbers of 
list subscribers, followers and friends. 
 
Here are a few ideas for how to structure a joint venture: 
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You could partner on a workshop, teleseminar or webinar on a topic that would be of 
interest to both of your audiences.  The great thing about this is that as long as you record 
it, you've got an instant information product for each of you to sell on your respective 
websites. 
 
Another popular method is to recommend each other's newsletters or freebie offers.  This 
is very much a "set it and forget it" strategy.  For example, when a new subscriber signs 
up on your site, they are re-directed to a thank you page that also includes a 
recommended resource--your partner's free offering or e-zine. 
 
Lastly, you could pool your expertise and resources together and create a product.  This 
could be created once but sold over and over--the very definition of leveraged income!  
You could either both sell it separately or have one of you sell it and split the profits. 
To get started collaborating, begin by building relationships with others in complimentary 
niches or with target markets that might need what you offer, and you'll be well on your 
way to a creating a win-win situation. 
 
Simple Ways to Measure Your Social Media (and Online Marketing) Efforts 
 
After implementing all these different pieces we’ve gone over in your business, you’ll 
want to make sure they are paying off. Business owners are used to tracking their results 
when it comes to marketing, whether online or offline.  There are certain methods for 
calculating your return on investment, which are usually rather straightforward. 
 
Along comes social media marketing and suddenly measuring your ROI is not so cut and 
dry.  I am often asked how you can tell whether the time you've spent on social media 
activities is really making a difference.  Here are some easy (and free) ways to help 
determine whether your social media efforts are sizzling--or fizzling. 
 
Profile engagement: In other words, are people in your target market commenting on 
your Facebook Wall, inviting you to join groups on LinkedIn, replying to you on Twitter, 
and so on? 
 
Blog comments:  This will tell you not only that your content is fresh, interesting and 
worthy of reading--but that readers are willing to stick around and take the time to engage 
you. 
 
Blog subscribers:  If readers like what they see and want to be kept informed of each time 
you post, you can be sure you've struck a chord with them--and increased the possibility 
that they will respond positively to offers you make in the future. 
 
E-zine subscribers: If the visitors being driven to your site by social media are being 
converted into newsletter subscribers, you know that you have appealed to them enough 
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to further the relationship with you.  Getting their permission to communicate with them 
on a regular basis will only strengthen the "KLT" (know, like and trust) factor. 
 
Website metrics: A free tool like Google Analytics makes it easy to see your unique 
visitors, time spent on the site, page views per visitor, frequency of visits, conversions 
and more. 
 
Social bookmarking/social news: Are your blog posts being bookmarked or voted up on 
sites like Delicious, Digg and StumbleUpon? 
 
Followers and friends: I will be the first person to say that quantity doesn't always equal 
quality--but it is one indication of whether you're being seen, heard and offering 
something of value. 
 
Links from other blogs: Are other relevant sites linking to yours?  This means you are 
providing valuable content as well as posting with consistency. 
 
Products/services sold: The ultimate goal, of course.  All of the indicators above help 
give you a clearer picture of whether it's likely this goal will be reached.   
 
So, it comes down to: Are you findable?  Are you being seen as an expert?  Do people 
want to find out more about what it is you do? 
 
You may not be able to equate your interactions to dollars now, but you are planting 
seeds which can have big payoffs later on.  
 
Hiring Help 
 
Finally, many small business owners—especially solopreneurs—end up wearing all the 
hats in their business when it comes to the day-to-day nuts and bolts of running things.  
Sometimes they end up in this situation because they believe they can’t afford to bring on 
extra help; sometimes it’s due to feeling that no one else could take care of things as well 
as they can.   
 
Whatever the reason, sometimes you need to step back and really assess whether it is in 
the best interest of your business as a whole to continue to try and juggle everything 
alone.  In terms of affordability, there are many reasonably priced virtual assistants out 
there who can take a lot of the administrative tasks off your plate so that you can focus on 
the activities that make you the most money instead. If a virtual assistant charges $40.00 
an hour and that frees up time for you to work with clients where you can make triple that 
amount in an hour, wouldn’t it be worth it? 
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Even some social media activities can be delegated to an assistant, as we mentioned 
earlier—as long as those activities don’t require your personality or voice. (For some 
examples of tasks involved in marketing and running your business where hiring help can 
really make a difference, see Worksheet #14 at the end of this course.) 
 
If you are ready to hire help and are thinking of bringing on a virtual assistant, the Virtual 
Assistance Chamber of Commerce is a great place to start: 
http://www.virtualassistantnetworking.com/.  Also, see my Recommended Resources 
section at the end of this course for more info. 
 
Your Task 
1. Sign up with an email list service such as AWeber and add and opt-in box to your site. 
2. Create your free taste and continue driving people to it and building your list. 
3. Get clear on what will make up your marketing pie and make marketing a regular part 
of your schedule. 
4. Begin thinking about what streams of income you will implement. 
5. Come up with a list of colleagues in complimentary niches whom you could approach 
to joint venture with. 
6. Decide if you will need to hire help. 
7. Keep learning—and have fun!  
 
What’s Next? 
 
Going forward, there are a few areas you will want to focus on in terms of marketing 
your business via the Internet and social media: 
 
1. Continue pointing people to your free taste and building your list.   
2. Encourage people to connect with you on social sites and leave comments on your 
blog. 
3. Continue building relationships with people in your niche who may be good joint 
venture or referral partners. 
4. Consider speaking or holding your own live events. 
5. Never stop learning.   Social media and technology in general can move pretty fast.  I 
update this course regularly because of how quickly this world evolves. (See my 
Recommended Resources at the end of this course for blogs I recommend to stay on top 
of the ever-changing world of social media.) But even beyond that, it goes without saying 
that whatever your niche or industry is, you will want to try and stay ahead of the curve.  
Keep striving to be that go-to expert in your field. 
 
We’ve reached the end of the course, and it’s been SO much fun walking through the 6 
steps with you. I really hope you have gotten a lot out of it and continue to implement 
and TAKE ACTION.   I’d love to hear all about your results, so feel free to email me at 
Christine@CommunicateValue.com. 
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You can also keep in the loop with all that I am up to through my e-zine, which you can 
sign up for at http://CommunicateValue.com/subscribe. 
 
Here’s to your success! 
 
~Christine 
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Worksheet # 1 
 
Clarifying Your Social Media Strategy1 with the POST Method2 
 

1.  Who are the PEOPLE you would most like to attract via your social media 
presence?   (Ex. Mentors, colleagues, strategic alliance partners, raving fans, 
potential clients, local connections, etc.) 

 
 
 
 
 
 
 

2.  What is your primary OBJECTIVE/S for your Social Media presence?  (Ex.  
Get found by those who are looking for your services or products, finding and 
interacting with current and potential clients and customers, building a community 
around your business, create awareness of your content and offerings, building 
relationships with potential strategic alliance and referral partners, learn from 
mentors, etc.) 
 
 
 
 
 
 

 
3.  What Social Media STRATEGIES do you plan to implement?  (Ex. Twitter 

profile, Facebook personal profile, Facebook Page, Facebook Groups, etc.)  
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4.  What TECHNOLOGIES will you use?  (Ex. Hootsuite.com, Twellow, Ping.fm, 
Twitpic, YouTube videos, Bit.ly, etc.) 
 

 
 
 
 
 
 

5.  How will you MEASURE your results? (Ex. # of followers, website traffic, link 
tracking, number of newsletter/blog subscribers, blog comments, free taste sign-
ups, speaking invitations, product/service purchases, etc.) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

1Social Media Made Simple Webinar Series, Amy Miyamoto and Christine Gallagher, ©2009  

2Source: Forrester Research/Groundswell: http://blogs.forrester.com/groundswell/2007/12/the-post-
method.html 
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Worksheet #2 
 
Clarifying YOU in your Personal & Professional Brand1 

 
How would you describe the ESSENCE of who you are in a SINGLE WORD?  
 
 
 
 
 
 
 
What are your top 3 passions related to your work in the world, and top 3 passions that 
are unrelated to your work? 
 
 
 
 
 
 
 
What would be three adjectives used to describe your business? 
 
 
 
 
 
 
 
Who are or will be your best client/most likely to benefit from your work? 
 
 
 
 
 
 
 
What are three words you would like your customers to feel after working with you?  
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What is the vision for your business?  What impact do you want your business to have on 
the world?  
 
 
 
 
 
 
What are 3 areas of your charitable philanthropic passion?  How might you link your 
work to these philanthropic efforts? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

1Social Media Made Simple Webinar Series, Amy Miyamoto and Christine Gallagher, ©2009  
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Worksheet #3  
 
Ideal Connections List1 (Who do I want to meet? Who do I want to meet me?) 
 
Who else knows or works with my ideal clients?  
 
 
 
 
 
 
Current or previous clients 
 
 
 
 
 
 
Leaders of organizations 
 
 
 
 
 
 
Friends and family 
 
 
 
 
 
 
Where do my ideal clients/colleagues/mentors hang out online? 
 
 
 
 
 
 
When is the best time to connect with my ideal clients/colleagues? 
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Why should my ideal clients choose to work with me? (My life experience, expertise, 
credibility) 
 
 
 
 
 
 
Why do I want to work with this group of people? 
 
 
 
 
 
 
What other people/groups might be aligned with the qualities and characteristics of my 
ideal tribe? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

1Social Media Made Simple Webinar Series, Amy Miyamoto and Christine Gallagher, ©2009  
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Worksheet #4 
 
Elements of a Magnetic Social Media Profile (Maximizing the KLTE: Know-Like-
Trust-Expertise Factor) 1 
 
Name: (Real Name--tagline can be included underneath if appropriate. Be consistent 
across platforms to as much as possible.) 
 
 
 
 
 
Network: (Local or industry where appropriate.) 
 
 
 
 
 
Purpose for connecting on the platform: (For business--usually networking and 
friendship which makes it clear you are there for business.) 
 
 
 
 
 
Contact info: (This gives you credibility and legitimacy-- on Facebook and others you 
can choose how much you share.  It’s important to include your website URL or at least a 
link to another social networking platform.) 
 
 
 
 
 
Email:  (A professional yet personal email – one which appears that you check it 
personally.  Ex. Christine@CommunicateValue.com.)  
 
 
 
 
 
Phone #: (Include business phone if appropriate.) 
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Mailing address:  (PO boxes are preferred to home or business addresses.  This is a 
personal choice.) 
 
 
 
 
 
Birthday: (Most networks ask for your birth date during the sign up process yet you can 
determine how much if any you want to display.  This is usually required to qualify that 
users are over 14 yrs old – in order to participate.  Most people include month and day.) 
 
 
 
 
 
Photo: (Strong head shot that looks good in a thumbnail, ideally neutral background, 
head and shoulders is best--any smaller makes you less recognizable.) 
 
 
 
 
 
Activities: (Great place to include your personal passions that capture your unique 
personality; succinct or bullets is easiest to view quickly.) 
 
 
 
 
 
Interests: (Great place to include your personal hobbies or other passions; succinct or 
bullets is easiest to view quickly.) 
 
 
 
 
 
Favorite TV shows, movies, books: (Opportunity to convey more of your unique 
personality – if some categories don’t apply you can just skip them and choose not to 
display.) 
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Favorite quotes: (Another good way to convey what inspires you.) 
 
 
 
 
 
About me: (Full sentences—let essence of who you are shine through.) 
 
 
 
 
 
Who I would like to meet: (It is good to describe qualities or characteristics of people 
in your target market.) 
 
 
 
 
 
Professional overview: (Let credibility and expertise come through here—this provides 
options and reasons to connect.  Both past and current work history can be useful, as 
well as the fact that you are an entrepreneur.) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

1Social Media Made Simple Webinar Series, Amy Miyamoto and Christine Gallagher, ©2009  
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Worksheet #5  
 
2 Types of Social Media Bios1  
 
1. Short: for Twitter (160 Characters)  
 
Examples: 
 
Mari Smith: Social Media Speaker & Trainer. Dubbed Pied Piper of the Online World by 
FastCompany. Bubbly Scottish-Canadian! President, International Social Media Assn. 
 
Amy Miyamoto: Mom to twin girls, passionate social media devotee, I show dynamic 
women in business how to powerfully LIVE, LEVERAGE, and LEAD by Design!☺ 
 
Nancy Marmolejo: Hi achieving, mega creative, soul driven social media devotee. 
Founder of Viva Visibility. Fueled by spicy food. 
 
Christine Gallagher: Teaching small biz owners how to use relationship marketing & 
social media to attract more biz. Adores animals. Jersey Girl Entrepreneur. Info Junkie.  
 
 
2. Long: for Facebook and other platforms.  (Approx 140 words) 
 
Example:   
 
Mary Pay Kavanagh’s Facebook bio: 
 
I am a mom with four girls. I have a wonderful husband who puts up with all the estrogen 
in our home, as well as the entrepreneurial blood/spirit of me (and even some of our 
girls).  
 
I have a lovely golden retriever, Max--the other man of the house. 
 
I love to travel, love to work with my clients, and love the Web 2.0--social media. 
 
Let's connect if you consider yourself like-minded and believe in SHARED 
ABUNDANCE!  
 
I especially like to connect with people who are successfully running their businesses 
while also maintaining a family and a life! If that's you, let's CONNECT! 

1Social Media Made Simple Webinar Series, Amy Miyamoto and Christine Gallagher, ©2009  
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Worksheet #6 
 
Sample social media strategy 
 
 
 
 
 

 
 
 
 
 

 
 
 
 
 
 
 

 
 
 
 
 
In this example, you can see that the blog functions as a social “home base” of sorts, 
central to the other social media activity outside of it.  In this case, you could imagine 
that a small business owner starts by posting a new blog post, which she has 
automatically sent to Twitter as a link, which then drives traffic back to her blog.  She 
also has it automatically feeding to her Facebook Page and LinkedIn, which both in turn 
also drive traffic back to her blog. 
 
Another way this back and forth traffic might be set into motion is through the social 
media buttons and badges she has posted on her site which direct her blog visitors to her 
presence on other social media sites; as well as the opposite way through the URLs she 
has included in her social profiles or any links she is sharing there to her blog. 
 
For her next blog post, she might post a YouTube video which sends visitors to her 
YouTube channel.  While there on her channel, they might watch another of her videos 
which contains a call to action to sign up for the free taste on her blog; or, people 

Twitter 

Blog 

Facebook  
Page 

YouTube LinkedIn 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browsing YouTube or searching Google might come across her videos and then be 
directed to her blog from there. 
 
The scenario in this example is accomplishing two main things: it is sending people to 
her blog so that they may find out more about her products and/or services and sign up 
for her free taste so that they enter the funnel; it is also sending blog visitors to the other 
sites which she has a presence on so that the relationship can be strengthened that way. 
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Worksheet #7 
 
Ways to leverage your time by “linking” your social media sites together 
 
To send your blog posts to Twitter: 
Twitter Tools plugin for Wordpress at http://wordpress.org/extend/plugins/twitter-tools 
Import your blog’s RSS feed into Hootsuite at http://hootsuite.com 
 
To display your latest tweets on your blog: 
Twitter Tools plugin for WordPress 
Twitter’s own widget at http://twitter.com/about/resources/widgets 
 
To send your blog posts to Facebook (personal and/or Page): 
Facebook’s Notes application 
Facebook’s NetworkedBlogs application at http://www.facebook.com/networkedblogs 
 
To send your blog posts to LinkedIn: 
LinkedIn’s own BlogLink application or WordPress application 
 
To send your LinkedIn status updates to Twitter: 
LinkedIn’s own Tweets application 
 
To send your tweets to Facebook selectively: 
Facebook’s Selective Tweets application at http://apps.facebook.com/selectivetwitter 
 
To send your Facebook Page status updates to Twitter: 
Facebook’s own Facebook to Twitter application at http://Facebook.com/Twitter 
 
To share YouTube videos to Facebook:  
YouTube’s own Share button beneath each video 
 
To share YouTube videos to Twitter: 
YouTube’s own Share button beneath each video 
 
To share YouTube videos on your blog: 
The video’s URL or the embed code shown underneath each video 
 
To update Facebook, LinkedIn, Twitter and more at the same time: 
http://Hootsuite.com, http://Ping.fm, or http://Hellotxt.com 
 
To see all of your activity from around the web in one place: http://FriendFeed.com 
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Worksheet #8 
 
Step-by-Step Instructions to Add Facebook Applications  
 
Facebook Twitter application (send your Page updates to Twitter) 
 
Go to http://facebook.com/twitter and click on the green button that says “Link a page to 
Twitter.”  A list of any Pages you currently administer will appear.  Choose the Page you 
want to link by clicking the “Link to Twitter button” to the right of it.  You will then be 
taken to Twitter’s authorization page and if you are already logged into Twitter, you will 
see the message “an application would like to connect to your account—allow Facebook 
access?”  (If you are not currently logged in, Twitter will ask for your Twitter username 
and password.) Choose Allow.  You will then be redirected back to Facebook where you 
will see the message “Linked to Twitter--you're now sharing your Page updates on 
Twitter as (your Twitter name).  Below this message you will have the choice to pick 
which kinds of updates you send to Twitter such as status updates, photos, links, notes 
and events. Click the “Save changes” button.  Now, anytime you update your status on 
your Page, that update will appear as a tweet on Twitter.  If your update exceeds 140 
characters, the update will be truncated with a “…” and a link back to your Facebook 
Page. 
 
Facebook Selective Tweets application (update your personal Facebook or Page 
status from Twitter but only with the tweets you want) 
 
Go to http://apps.facebook.com/selectivetwitter.  On the left side under the tab that says 
“Your Profile” enter your Twitter name and click Save if you would like to use this app 
with your personal Facebook profile.  If you would like to use it with your Page, click on 
the second tab that says “Your Fan Pages.”  Next to your Page, enter your Twitter name 
in the box to the right and click on the “Grant Permission” link.  You will then see the 
message: “In order to allow Selective Tweets to update the status for your page(s), you 
need to grant it permission to do so.”  If you also have granted permission to the 
application to update your personal profile, you will also see the message “Unfortunately, 
due to a problem with Facebook you cannot do this while the app has permission to 
update your personal profile. To let you configure your page(s), we have temporarily 
cancelled the permission for the app to update your personal profile. Please follow the 
next two screens that prompt you for permission: 
    * first grant permission to your chosen page 
    * the second time grant permission to your personal profile again.” 
You will then be able to send any of the tweets that you add #fb to to Facebook. 
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NetworkedBlogs (Import your blog to your personal profile and/or Page) 
 
To add NetworkedBlogs: Search for the app in the Search box in the top blue menu 
barClick on Wall tabClick Go to ApplicationAllow AccessClick profileClick 
Add Your BlogEnter blog info including URLAnswer Yes that you are the 
authorVerify Ownership (Ask friends or use widget)Click Feed SettingsAllow 
Offline AccessAllow PublishingChoose Automatic PublishingSaveTest Publish 
 
Static FBML (Place an opt-in form on your Page) 
 
To add Static FBML to your Facebook Page: Search for the app in the Search box in the 
top blue menu bar Click Add to My PageGo to your PageClick Edit Page under 
pictureClick pencil icon to right of where app is listedClick EditTitle your box 
and add your HTML codeHit SaveReturn to your PageClick Edit Page again 
under picture Click pencil icon again to right of where app is listedChoose 
Application SettingsMake sure that under the Profile tab next to “Box” it says “Added” 
in the box that pops upHit OKView your PageClick on the Boxes tab at 
topMake sure your form looks okClick on pencil iconChoose “Move to Wall 
tab” Box will appear on the left hand side of your Wall (click and drag to move up or 
down) 
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Worksheet #9 
 
The Marketing and Product Funnel 
 
 
 
 

 
 
 
 

 
 
 

 

Your free offer in exchange for their email address and name 
(free report, free e‐course, free tip sheet, free checklist, etc.) 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Worksheet #10 
 
Building Your List Flowchart  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 

 

A. Blog or website 
with opt-in form 
where visitor enters 
name and email 
address and hits 
Submit button 
__________________ 

B. 1. Thank You page 
is generated 
2. They are added to 
your list 
3. They are sent 
Confirmation email 

C. The first message 
they receive is your 
autoresponder with 
your free taste 
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Worksheet #11 
 
Sample Marketing Pie 

 
 

 
 

 
 

 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 

 

Writing and 
submitting 
articles 

Speaking 

Facebook 

Free 
Teleseminar 

Twitter E‐zine 

YouTube 
channel 

Blogging 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Worksheet #12  
 
Examples of (mostly free!) ways to publicize a product launch event or teleseminar 
 
 
1. Update your personal Facebook status 
 
2. Send a message to Facebook friends you think would be interested 
 
3. Create an Event on your Facebook personal profile 
 
4. Update your Facebook Page status 
 
5. Send an update to your Facebook Page supporters 
 
6. Create an Event on your Facebook Page 
 
7. Update your LinkedIn status 
 
8. Create a LinkedIn Event and send invite to your contacts 
 
9. Tweet 
 
10. Write a blog post about it 
 
11. Post about it in forums/on message boards (check the policy for promoting) 
 
12. List it on a site like PlanetTeleclass.com (teleseminars; small fee) 
 
13. Send a solo mailing to your list 
 
14. Write about it in your e-zine 
 
15. Use an affiliate program to let others promote it for you in exchange for commission 
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Worksheet #13 
 
Driving traffic/list-building methods 
 
 
1. List your website with free taste in your email signature (include an enticing blurb 
about the benefits one will receive from signing up for your free taste) 
 
 Here’s an example of my own email signature:  
 

Christine Gallagher, MLS, MSIS 
Social Media and Relationship Marketing Mentor and Coach  

 
Ready to Leverage Social Media to Grow Your Biz--Without Getting 
Overwhelmed? 
Claim your F.R.E.E. E-Course Here: http://CommunicateValue.com/subscribe 

 
2. Post comments on high-traffic blogs 
 
3. Add a “forward to a friend” blurb in your e-zine to encourage readers to share it with 
others 
 

Here’s an example of the blurb I have in my own e-zine: 
 
We grow by "word-of-email." I'd be grateful if you would share this issue with 
friends and invite them to subscribe. As always I never share or give away 
anyone's email address, period. People can unsubscribe at any time. 

 
4. Place your URL in your Twitter profile 
 
5. Place your URL in your YouTube profile and in every individual video’s description 
and in the video itself 
 
6. Place your URL in your LinkedIn profile 
 
7. Place your URL in your Facebook profile and on Facebook Page 
 
8. Use Static FBML app on Facebook Page to create opt-in form  
 
9. Include blurb about your free taste along with the URL on the back of your business 
cards 
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10. Include opt-in form in top right corner (or 9 o’clock position) on every page of your 
website and/or blog 
 
11. Check with colleagues in complimentary niches to see if they might be looking for 
ads for their e-zine.  Some people include “I Recommend” type sections in theirs. 
 
12. Use a sign-up sheet at live events to collect emails and let people know that if they 
sign up you will be sending them your regular e-zine. 
 
13. There are many podcasts as well as Internet radio shows out there.  Do some 
investigating by Googling your target market + radio show or your target market + 
podcast.  Offer to be interviewed and ask the host if you can mention the URL to your 
free taste during the interview. 
 
14. Post in forums that allow you to add a signature line to each post you write that points 
to your free taste 
 
15. List your e-zine in an e-zine directory such as http://new-list.com/  
 
16. List your blog in blog directories (list of some of the best directories is here: 
http://www.websitemagazine.com/content/blogs/posts/archive/2009/06/02/thirty-plus-
blog-directories.aspx) 
 
17. Use keywords throughout the copy on your website.  Use a site 
http://freekeywords.wordtracker.com/ or 
https://adwords.google.com/select/KeywordToolExternal or to find popular keywords 
that are relevant to your niche (but not too competitive) 
 
18. Write and submit articles to sites like Ezinearticles.com, Articlesbase.com, 
Ideamarketers.com, Goarticles.com etc.  Most sites allow you to include a resource box at 
the bottom of your articles with a blurb and your URL. 
 
19. Hold a contest on your blog where anyone who leaves a comment gets an entry into 
the contest.  Promote it on social media sites encouraging people to enter.  The prize 
could be a 30-minute consult with you, a free copy of one of your paid products, a gift 
certificate, etc. 
 
20. Join or run your own giveaway.  The way this works is that you and several 
colleagues could all offer one of your usually paid products for free—so that when people 
sign up for the giveaway (which is run by one of you), they would receive all of your free 
gifts for signing up—with them having to join your list in order to get the freebie.  I was 
part of a giveaway like this recently and it resulted in hundreds of new sign-ups for my 
list very quickly. 
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21. Blog regularly  
 
22. Use the All in One SEO pack plugin for WordPress 
 
23. Feed your latest blog posts into Twitter, Facebook and LinkedIn automatically 
 
24. Offer to guest post on another high-traffic blog 
 
25. Anytime you hold a free teleseminar, have people who sign up also get a 
complimentary subscription to your e-zine (which adds them to your list).  This is one of 
the fastest ways I built my own list. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



6 Simple Steps to Kick Start Your Social Media Success System™ 

© 2011 Christine Gallagher and http://CommunicateValue.com 133 

Worksheet #14 
 
Examples of tasks to delegate to an assistant 

1. Website/blog maintenance 

2. Bookkeeping 

3. Proofing written material 

4. Responding to inquiries 

5. Researching quality content for you to share via social media 

6. Finding ideal people to send friend requests to 

7. Uploading videos  

8. Shipping products 

9. Creating events on LinkedIn and Facebook 

10. Managing your inbox 

11. Handling registration for events 

12. Pre-scheduling certain social media updates 

13. Creating graphics 

14. Submitting your articles to article sites 
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Recommended Resources 
 
Please Note:  
 
1. Although I am recommending these resources, I can’t accept responsibility for any 
purchases made, business conducted or relationships initiated with anyone listed here. 
 
2.While I am an affiliate of some of the resources that follow, please know that most of 
the recommendations are for products and services I have personally used and feel good 
about recommending to you. For the few that I haven’t used myself, they come highly 
recommended by colleagues I trust. 
 
3. Also, because URLs sometimes change without notice…if you come across a link here 
that is no longer accurate, I’d appreciate if you’d just send me an email at 
Christine@CommunicateValue.com to let me know. Thank you! 
 
Affiliate Marketing: 
1ShoppingCart: http://budurl.com/1ShCart 
ClickBank: http://www.clickbank.com 
 
Article Sites: 
http://ArticlesBase.com 
http://EzineArticles.com 
http://GoArticles.com 
http://IdeaMarketers.com 
 
Article Submission Service: 
http://www.submityourarticle.com 
 
Audio and recordings for teleseminars, websites, interviews, etc: 
Audio Acrobat: http://budurl.com/AudAcrobat 
 
Audio Editing: 
Audacity: http://audacity.sourceforge.net 
 
Autoresponders: 
Aweber: http://budurl.com/AWebEmail 
1ShoppingCart: http://budurl.com/1ShCart 
 
Blog Feedreader: 
Google Reader: http://www.google.com/reader 
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Blog Feed Management: 
Feedburner: http://feedburner.google.com 
 
Blog Graphics: 
Flickr Creative Commons: http://www.flickr.com/creativecommons 
Free Digital Photos: http://www.freedigitalphotos.net 
Morgue File: http://www.morguefile.com 
 
Blog Platform: 
http://Wordpress.org 
 
Blogs About Social Media: 
Mashable: http://mashable.com 
Chris Brogan: http://www.chrisbrogan.com 
Communicate Value (that’s me! ): http://CommunicateValue.com 
 
Business Cards: 
Vista Print: http://budurl.com/VistaPrintBizCards 
 
Conference Lines for Teleseminars: 
FreeConferencePro.com: http://www.freeconferencepro.com 
FreeConferenceCall.com: http://www.freeconferencecall.com 
FreeConference.com: http://www.freeconference.com 
NoCostConference.com: http://www.nocostconference.com 
 
Copywriting: 
Lorrie Morgan-Ferrero of Red Hot Copy: http://www.red-hot-copy.com 
Lisa Manyon of Write On Creative: http://www.lisamanyon.com 
 
Domain Name Registration: 
GoDaddy: http://budurl.com/DomainswithGoDaddy 
 
Editorial Support: 
Elance: http://www.Elance.com 
 
E-zine Publishing Tools: 
Aweber: http://budurl.com/AWebEmail 
1ShoppingCart: http://budurl.com/1ShCart 
 
Facebook Pages—How to Use for Marketing: 
http://budurl.com/FanPageWebinar 
 
File Transfer (FTP): 
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FileZilla: http://filezilla-project.org/download.php?type=client 
 
Keyword Tools: 
Google Keyword Tool: https://adwords.google.com/select/KeywordToolExternal 
Wordtracker Keyword Tool: http://www.wordtracker.com 
 
Logos and Graphics: 
Michelle Schaeffer of Creo Communico LLC: http://creocommunico.com 
Killer Covers: http://cgall714.vdavidson.hop.clickbank.net 
 
Merchant Accounts: 
1ShoppingCart: http://budurl.com/1ShCart 
Practice Pay Solutions: http://budurl.com/PracticePay 
 
Payment Processors: 
PayPal: https://www.paypal.com 
1ShoppingCart: http://budurl.com/1ShCart 
 
Product Creation and Fulfillment: 
Vervante: http://www.vervante.com 
 
Shopping Carts: 
1ShoppingCart: http://budurl.com/1ShCart 
 
Survey Tools: 
SurveyMonkey: http://www.surveymonkey.com 
Zoomerang: http://www.zoomerang.com 
 
Teleseminar Recording: 
Audio Acrobat: http://budurl.com/AudAcrobat 
 
Traffic Analyzing: 
Google Analytics: http://www.google.com/analytics 
 
Twitter—How to Use for Marketing: 
http://budurl.com/WebinarTwitter 
 
Virtual Assistance: 
Virtual Assistance Chamber of Commerce: http://www.virtualassistantnetworking.com 
Donna Toothaker of 1st VA: http://1stva.com 
Laura Lee Sparks of The Simple Solution VA: http://www.thesimplesolutionva.com 
Mia Chambers of Acumen Works Virtual Assistance: http://acumenva.com 
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Rebecca Buscemi of The Savvy Women’s Business Solution: http://www.tsw-
businesssolution.com 
 
Web Host: 
A Small Orange: http://budurl.com/ASOhost 
 
Website Design: 
Peggy Murrah: http://www.onepagewebdesign.com 
Adam Haroun: http://www.advanceenterprisegroup.com 
 
WordPress Themes (Free): 
http://WordPress.org/extend/themes 
 
WordPress Themes (Premium): 
Thesis from DIY Themes: http://budurl.com/ThesisTheme 
http://www.WordPresspremium.com 
 
Writing Services: 
Linda Dessau: http://www.genuinecoaching.com 
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About Christine 
 
Christine Gallagher is a relationship marketing specialist and 
social media business coach.  She graduated Cum Laude from 
Temple University in 2000 with a Bachelors in Communications 
and Mass Media and received a double Masters in Information 
Systems and Information Science from Drexel University in 
2003. 
 
Through her consulting, coaching and training business, 
Christine helps entrepreneurs and small business owners 
maximize their business profits using an integrated social media 

and online marketing strategy with a particular focus on blogging, Facebook, LinkedIn, 
Twitter and YouTube.  Christine also has a strong background in the world of Internet 
technology and is passionate about showing solopreneurs how to create powerful 
relationships using social media as well as teaching them how to stop trading dollars for 
hours by using online information marketing techniques. Christine was recently featured 
as a social media marketing expert in the book Get Scrappy: A Small Business Owner's 
Guide to Marketing On Less, as well as profiled as one of 16 Brilliant Business Minds on 
Twitter by The Huffington Post.  Her blog, CommunicateValue.com was also just chosen 
as one of the top 50 small business blogs by Konector.com 
 
After applying Christine’s proven online marketing methods, her clients typically 
experience a significant increase in traffic, subscribers, clients, affiliates and lucrative 
joint venture opportunities.  Christine is an in-demand speaker both locally and virtually 
and regularly delivers social media and online marketing presentations and in-depth 
training.  Christine lives in Southern New Jersey with her husband Sean and their 2 crazy 
cats. 
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