So you want to use
Social Media
to create sales
leads?
6 THINGS YOU MUST DO TO STAND
ANY CHANCE OF SUCCESS
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BEFORE THE INTERNET ...
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In those dark and distant days, we connected with one another face-toface, by letter or by telephone.
Face-to-face was the expectation, but today it’s becoming the exception.
We now inhabit our own virtual world where we talk to our family and
friends. We share news, photos, videos and other aspects of our lives.
Early social websites evolved into Social Media platforms like Facebook.
And then people realised this presented many ways to make money.
The inevitable abuse and scamming followed until we became smarter at
avoiding it.
Then the business world realised that these platforms provided many
opportunities for creating influence and power for their brands. Soon the
channels were flooded with advertising as the marketing people moved in.
This meant that over time they became just an online version of the things
most companies did offline.
“Social Business” and “Social CRM” then evolved and new software
platforms were developed to manage the relationships ever more tightly.
What was originally open and free is now rapidly becoming closed and
expensive.
Although “Social” is everywhere many people still don’t use it effectively
for business.
They may have mastered the mechanics of how digital media channels
work, but unfortunately they don’t have anything significant to say.
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There is a theory that if you connect with a large number of people, you
will create a vibrant network of valuable business contacts.
There is no shortage of social media strategists, marketeers, guru’s and
others who promise instant success in exchange for your attention, email
address and ultimately your cash.
There are some wild promises that in many cases turn out to be nothing
other than scams. I know these are harsh and cynical words, but think
about it for a moment.

SOCIAL MEDIA IS NOT MAGIC ...
It’s just another way of connecting to and interacting with people online.
Sites such as Facebook, LinkedIn, Twitter,
Goolge+ and the rest can be a powerful
way of building momentum in your
business. But only if you use them in
the right way.
This doesn’t mean understanding
how to use the site and post
content. It’s a lot simpler than that
and I’ll get into that in a moment.
But before I do, I want you to
understand one thing.
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SOCIAL MEDIA IS EXACTLY THE SAME
AS “NORMAL” COMMUNICATION.
It’s just that it enables you to communicate personally with many people
simultaneously.

Think about that for just a second.
Personal conversations with many people at the same time.

That’s real
power.
But I see many examples of people abusing that power and getting
absolutely nowhere. And I’m talking about large companies as well as small.
It seems as though the normal rules of etiquette and social convention
have been ignored. Messages are pushy, self-centred, brash, insincere, poorly
written and too good to be true. And many are!
Emails, tweets, blogs and status updates are just boring monologues that
push opinions, brands and products at anyone who will listen.
This is a wasted opportunity because the real power of social media is in
mass sharing ideas and content.
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But because we live in a world of instant gratification, we want quick fixes
for everything. That’s why there are so many people who promise you that
they can help you build a vast network in a week. They talk about sharing
their ‘secrets’ with you. But what they are doing is selling you a book or a
training course. That’s fine if it works, but you have to be very careful and
selective.
Of course you can get a network of names by making amazing offers and
using dubious marketing tricks. But that’s not what I’m talking about if you
want to build a quality network.
This e-book will help you to get better results by using any online channel
in the right way.

THIS MEANS CREATING AND
SHARING MEANINGFUL IDEAS THAT
HAVE REAL VALUE FOR OTHERS.
Your goal is to draw people towards you through the strength of your
ideas and you can do this by following a few simple rules.
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PEOPLE ARE BASICALLY SELFCENTRED AND THEY CARE ABOUT
THEMSELVES FIRST.
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There are exceptions, but this is a generally accepted fact of human nature.
But to truly succeed in business you must reverse this.

You must put other’s interests ahead of your own.
And this is even more important in the Social Media world.
This is because we are naturally sceptical of people who push their own
self interest.
But many businesses get this wrong because they use Social Media channels
to promote themselves far too early.
We follow famous people because we are
interested in what they have to say.
But unless you are famous, you will not
have the same pulling power. This means
you must work hard to build and maintain
a following. And you do this through the
strength and originality of your ideas.
Instead of hustling for business, think about
how you can genuinely help people.
Be interested in others and they will be
interested in you.

9

1. PUT OTHERS

2. SMILE

©John Rees 2012

THE WORLD IS A SERIOUS PLACE AND
THAT’S WHY A SMILE IS SUCH A
POWERFUL THING.
It makes us feel good and we gravitate towards happy,
positive people.
It’s hard to be negative to someone who is
happy as long as their happiness is sincere.
Insincerity smacks of devious self-interest
and it drives people away from us.
When we are face to face with someone,
projecting a smile is easy. But in the online
world this is difficult, even if you use
video, because you are not actively
engaged with someone.
When you communicate through any
online medium you must convey the right
image.
The way you create a happy feeling in Social
Media is through the words you use and the way
you deliver them.
11

©John Rees 2012

This is called ‘tone of voice’ and it’s really important because people form
an opinion of you based on this.
This means using a positive tone with upbeat words rather than dull and
boring negative words. But keep this in balance.

DON’T USE UNBELIEVABLY
SENSATIONALIST WORDS FOR
EFFECT.
Remember that you must be able to prove any claims you may make, so
always be truthful.
You should always avoid any negative comment or negative sentiment in
your written words.
There are many examples of people who have tweeted
inadvisable, knee-jerk comments they have later
regretted.
Of course an apology can be issued and comments
retracted, but these things can spread like wildfire
and it’s difficult to repair the damage.

Be upbeat and positive and you
will attract people to you.
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Social Media enables you to have personal conversations with many
different people at the same time.
That’s why you must always send messages and connection requests to
people and use their name.
Our name is really important. It’s personal to us and if it’s not used
correctly it can cause offence and get the intended relationship off to a
shaky start.
Never, ever send a message through any medium with the dreaded
“dear friend” because there is just no excuse other than laziness.
Don’t be too personal and never use a nick name or call
Victoria - Vicky or Charles - Charlie unless you’ve been
introduced to them, or they’ve introduced themselves in
that way. If they have an unusual name always check the
spelling.

“HI THERE CHARLIE BOY ...”
If in doubt, check to see how they refer to themselves
on their website, blog or other platform. Or better still,
ask someone who knows them what they like to be
called.
Being too formal is as bad as being too informal and once
you’ve set the scene it’s difficult to go back.
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Making it personal sets the tone of the relationship you’d like to build. Start
in the right way and build from there.

As well as getting their name right, alway personalise
your invitation.
Tell them why you want to connect and how they will benefit if they do.
For example, never use the standard LinkedIn invitation because this shows
you can’t be bothered to think about their needs.
I know most people still accept the invitation, but that’s because;
(a) They can’t be bothered to reject it
(b) They don’t want to be rude
(c) It’s quick and easy to just hit the ‘accept’ button.

REMEMBER, IT’S NOT THE QUANTITY
OF CONNECTIONS THAT MATTERS IT’S THE QUALITY.
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THE ABILITY TO LISTEN IS A REAL
COMPETITIVE ADVANTAGE.
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This is because people are so busy promoting themselves, they just don’t
listen to what others are saying.
When you listen you can convert connections into relationships. But only if
you are meaningful to them and provide value.
Use Social Media to understand and confirm issues, needs and desires and
then talk about your unique perspective on them.

THIS IS WHEN YOU START TO BUILD
THE RELATIONSHIP.
By listening it shows that you’re interested in what the other person has to
say, rather than selfishly pushing your own agenda.
You can answer and ask questions by participating in groups on platforms
like LinkedIn.
Make your comments relevant and not just a loaded question that’s related
to your self-interest. Most people are smart enough to see through that
and the response will be poor.

Use Social Media to listen and you may be surprised
at what you learn.
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5. SIT IN THEIR SEAT
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TO BE RELEVANT YOU MUST DISCUSS
WHAT MATTERS TO THEM.
And you can’t do this unless you put yourself in their place.
The problem is that much of Social Media marketing today is concerned
only with adding another follower or adding another LinkedIn connection.
Many use Social Media as a monologue, which is like throwing mud against
a wall and hoping some of it sticks.
The goal is to build a relationship based on trust and you only do this by
demonstrating relevance and value. And remember, your products are only
relevant if they solve a problem or a desire.

So rather than trying to develop thousands of
‘friends’, develop smaller and stronger
groups that matter.
Whether you create a message, make an invitation or
post an update, ask yourself how you would react if you
were the recipient.
Before you make contact, think about what’s in it for
them and ask yourself why they should respond.
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LEAVE PEOPLE BETTER OFF FROM
THE EXPERIENCE OF CONNECTING
WITH YOU.
Try to enrich their lives in some way or give them something they didn’t
have before they met you.
Make an impact on their world and they will
remember you and possibly want to reciprocate.
Change your attitude and move away
from being manipulative to being
meaningful.
Think about adding value rather than trying
to continually extract it.
Be genuinely interested, kind, considerate and
compassionate and you will win through.
Be totally self-centred, greedy and pushy and
people will ignore you.
Of course there are no guarantees that this works
every time. It won’t.
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SOMETIMES PEOPLE WILL TAKE
FROM YOU AND NOT RECIPROCATE,
BUT THAT’S LIFE.
But it’s worth sticking to your task and thinking about how you can make a
difference, rather than how you can just make money.
If you do the first, the second will usually follow.
Many people use Social Media to sell hard from the start. That may work in
some cases, but you can stand out by not doing those things.
You can draw people towards you by making a difference to their lives.
You can attract enquiries and get referrals because
people like you and trust you.

AND THAT’S HOW TO
GET BETTER RESULTS
WITH SOCIAL MEDIA.
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