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Introduction
In my MBA program I was  constantly surrounded with case studies and I find them a great 

way to learn. Understanding the decisions and results of those decisions is  one of the greatest 
ways to learn. I constantly say that it is wise to learn from the mistakes of others and make new 
ones than repeat old mistakes.

This  book is  meant to serve as  a collection of case studies  based on my personal experiences 
using social media and the wider web to benefit my business ventures and build brands. The steps 
do not require an MBA or even a college education to follow. Some may even seem like common 
sense, but we know that it is not actually that common.

Most importantly, this  book only serves as a launching point to get you moving down the right 
path. Where you go from there is  completely up to how you decide to apply what you learn and I 
wish you the best.



Chapter 1

What is social media?
By now most people have heard the term social media and usually associate it with websites like 

Facebook and Twitter. They know what the term describes but they tend not to think about what 
it actually means. Different people also define social media slightly differently. My preferred 
definition is any platform that allows conversation and interaction with groups of people. That is 
the essence of  social.

That definition covers blogs, photo-sharing websites, forums, video sharing sites, social 
networks  and information sharing sites (like Twitter). Too often people forget that social media is 
more than just social networks and messaging platforms.

Web 2.0, another term floating around with multiple definitions, mainly refers to the new way 
in which the world wide web facilitates a push strategy. In the past, you built a website, 
promoted it and got people to come to your site, a pull strategy. Today people and companies 
push content out to where people already are. It is  akin to going from a corner shop to a shop 
inside a high-traffic mall. You have to work harder to stand out but you also have more eyeballs 
passing by to reach out to.

Once you accept what social media is, you have to look at the various  ways  that they are 
being used by people for business  and then make a commitment to make an honest effort. There 
is no use in attempting something if you don’t plan to be good at it. It is  much easier to get better 
at something if you like it and make a commitment to improve so make sure that you are 
mentally prepared to work smart and put in the effort.

I was taught 5 P’s in my marketing class; Product, Place, Price, Promotion, People. That was  the 
marketing mix and as an entrepreneur I quickly realized that all those P’s  should lead to a sixth 
and critical P; Profit.

My recommended steps  are built on these P’s to help you create a marketing mix for your 
brands, including your personal brand.



Chapter 2

Step One: Product
Before you can discuss  any other P’s, you must decide what product you will be marketing. 

Most entrepreneurs are looking to market their company and themselves because they believe 
that will both increase awareness of what the company does  and make it easier for them to raise 
money from investors or get publicity that helps the venture.

If you intend to market yourself, make sure that you are comfortable with the spotlight and 
can deal with the negative comments that always come from the naysayers. Entrepreneurs  who 
step into the spotlight must have tough skin like politicians  and be able to ignore negative 
comments.

“You’re never as good or as bad as they say you are but if you believe all the stuff or need the 
stuff, you are going to have an unhappy life”

- Christine Pelosi

You know who you are and the people who matter in your life know who you are. Ignore the 
haters if  you want to be happy.

Once you have decided on the product that you will be using social media to market you can 
begin moving on to the other parts of  the marketing mix as you prepare to go live. In my case I 
decided that RealVibez, the website my brother and I had built, would be the core product and I 
would also promote myself  as a forward-thinking entrepreneur. Merely deciding on what part of  
my reputation I would focus on accentuating was not enough; it would have to be real and I 
would need something to drive me, something that brought out passion.

Find what drives you

For me it was wanting to be a positive role model for young people. When I was 15, I wrote 
down a 15-year plan broken into blocks of  5 years with the end goal of  becoming a positive role 
model for young people. I wanted to inspire others to go after their dreams. That goal was going 
to be my driving force in my use of  social media to build my reputation. You must find your own 
goal that will be your driving force.



Chapter 4

Step Three: Places
“You may not need to be everywhere if  it doesn’t fit your business model”

-  Michael Linton, SVP & CMO, eBay

Do not assume that you have to use every available social media channel. It is often 
dangerous  to spread yourself and your resources too thin, especially when you have not perfected 
other channels. Take some time to identify the places  where your targets spend the most time. 
Are they on Facebook? Twitter? Flickr? Do they read certain blogs regularly?

It is  no different than traditional marketing and trying to understand where you will reach the 
audience that is most likely to be receptive to your message. The main difference is  that you are 
going to be trying to start a conversation not just broadcast a one-way message and hope for 
action. The big difference is  that the digital age suffers  from the tyranny of more, more channels, 
more places, more launching all the time.

If you are looking to connect with reporters  and influential reporters  I highly recommend 
that you sign up for HARO, Help A Reporter Out. Three times  per day emails are sent out with 
reporters and bloggers looking for stories covering a wide range of topics. Thanks to HARO I 
have been able to land guest blogging opportunities, get featured on blogs and even be quoted in 
articles. Best of  all, it’s free!

Some of the places that you have to include are Facebook and LinkedIn, especially for 
building a personal brand. Your profiles  on these social networks rank high in search engines 
when people search for your name and help you to control your reputation. Put our best foot 
forward on each one and do not fluff up your resume or info section. If you were part of a team 
that accomplished something, say you were part of the team. Being a team player is  seen as a 
good thing.

I say Facebook and LinkedIn are important channels  because of the interactions  that can be 
facilitated through groups and questions/answers. How you use the places is just as important as 
the places you choose.

Standing Out

Thanks to Facebook, I was able to get an autographed copy of Guy Kawasaki’s The Art of the 
Start. I joined an entrepreneur group I found after searching for entrepreneur groups  and my goal 



was to become active. I started asking questions  and responding to questions I felt I could answer. 
The group was all about sharing ideas and learning from the mistakes of  each other.

I saw that Guy Kawasaki was an admin for the group and immediately figured that everyone 
who sees that tries to get him to add them as a friend so that they can pitch his Garage Ventures 
for investment or get him to be a mentor. How could I be different?

Instead of sending a friend request with a detailed explanation of why I was trying to add 
him even though we had never met, I decided to make him know that I was not there to harass 
him. I changed my profile picture to the cover of his  book and in the additional info section I said 
it was the best entrepreneur book I ever bought (which was and is still true).

I then sent him a message saying that I loved his book and was promoting on Facebook in a 
unique way. That same day Guy replied and said that he really appreciated it and simply had to 
return the favor by sending an autographed copy. He asked for my address  and I replied with it, 
not believing for a second that I would ever get the book. I also sent a friend request and he 
accepted.

Two weeks later a package arrived and to my astonishment it was a copy of The Art of the 
Start with a personal message to me.

As a budding entrepreneur you could imagine my excitement, not only did I get an author-
signed copy of a book I loved, my social media experiment had worked and I could now share 
this valuable lesson with others. It could be used to help my personal brand.

The key lesson from this story is  that you must choose your places wisely and then choose 
your approach so that you stand out from the pack. You must differentiate yourself from others 
just like how you seek to differentiate your venture from the competition.
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