
“Like us”, “Follow us”, “Plus us”….Why??
 

Are your social media market efforts working?  I attended a business event last week and during the 
networking time several business owners remarked about their disappointment in the results that they 
are getting from using certain social media outlets for their business.  If you have tried it, how are your 
results?  That inspired me to make some comments in this column about how businesses use social 
media.  

 

This reminded me of an experience I had on my last trip when I rented a car at an airport.  I had to take 
one of those rental car shuttles from the airport to the rental car lot.  As I sat there looking across the 
aisle at my fellow travelers, trying not to continue watching them, I looked up and saw three large 
signs.  One read “Like us on Facebook”, another read “Follow us on Twitter”, and the other one said 
“Plus us on Google”.  You have probably seen some of these also.  

 

Did you ever think about how those got up there?  It probably went something like this. Somebody in 
the rental car company was given the task of handling social media.  And probably that person’s 
supervisor had decided that in order to evaluate how effect this person was one must have some kind of 
measurement so they established that they would count the number of likes, follows, and plusses.  So, it 
is just natural that seeing this is the way this person is going to be evaluated, he or she created the signs 
and put them so people who were coming to rent a car could see them.  Makes sense, right?

 

But, now you have seen the signs.  What did you do?  Maybe like I did….nothing!  I had no reason to 
try to follow, like or plus them!  

 

The sad thing about this is that this describes what many small businesses do in an effort to market with 
social media and attempt to build an engaged following.  Unfortunately, it doesn’t work.  They are 
asking customers to do something that is important to the business and not what is important for the 
customer.  This brings me back to my column last week.  What does it mean to your customer?  What is 
your customers “pain point”?  Why should they engage you?

 

So what should the company have done?  Here are just some suggestions.  

1. Start with “why.” Under what circumstances would customers ever want to interact with 
messaging from your company? What do they need? What are they interested in?

2. After identifying possible whys, evaluate your resources and see how you can provide a 
solution to one or more of them. This is the process of building a value proposition around that 
why. The message here is, “Provide value. Provide value.”

3. Finally, follow up by attaching the desired actions (in this case, like, plus, and follow) to that 
value proposition.

Use your imagination.  What would I have likely reacted to?  Maybe, “Get one free day of parking! 



Just ‘like’ us on Facebook to receive your coupon.” (Value plus desired action)

By providing value, and arranging the message in such a way that customers who are interested in the 
value do what you are asking them to do, you greatly increase your chances of getting customer buy-in.
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