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How could these connections help 
you to gain insight from colleagues 
about upcoming industry trends? 
And what you could gain from con-
necting with such a diverse network? 
This is the amazing reality of social 
media.

ReadWriteWeb is a blog that pro-
vides Web technology news, reviews 
and analysis and has an RSS and 
email subscriber following of about 
275,000. When the blog’s founder 
Richard MacManus made his 2009 
Web Predictions, it came as no 
surprise that much of them involved 
social networking. Some of McManus’ 
predictions included iTunes adding 
social networking features, Facebook 
signing up to OpenSocial, the intro-
duction of applications that have 
plug-ins for Twitter and Facebook, 

and media outlets experimenting 
with different types of online adver-
tising (with their own social networks 
perhaps?).

“Isn’t it amazing that just one person 
with an idea can convince a group 
of 50,000 people to join in?” writes 
David Meerman Scott, in his book 
“World Wide Rave: Creating Triggers 
that Get Millions of People to Spread 
Your Ideas and Share Your Stories”. 
Scott advises that to catch the wave 
of the rave, you simply need to create 
something of value for your custom-
ers and followers, and then find a 
massive way to share that something 
– of course, that way is through social 
media.

Imagine tapping into 
more than 35 million 
professionals in over 200 
countries and territories 
worldwide for possible 
sales leads.
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“For all its awesome 
scope, Google indexes 
less than 20 percent of 
the Web…. To really find 
people, you need to dig 
into members-only net-
works.”
—Paul Gillin, Secrets of Social Media Marketing

“Isn’t it amazing that just one person with an idea can  
convince a group of 50,000 people to join in?”

—David Meerman Scott, author of “World Wide Rave: Creating Triggers that  
Get Millions of People to Spread Your Ideas and Share Your Stories”

Social networking sites like Twitter, MySpace, Facebook, LinkedIn, and Plaxo 
offer an ever-growing number of top-notch professional and business con-
nections that you would otherwise never be able to access. At this writing, 
LinkedIn alone boasts 35 million professionals registered on its network, 
which is focused on business and professional connections. So more and 
more Value Added Resellers (VARs) are logging on to find, be introduced 
to, and connect with like-minded people to support their business goals. 
You’ve no doubt heard of these social networking sites, and you’ve perhaps 
even created an account on one or more. But have you truly experienced 
the value of being involved in this viral network? 

FEAr oF “FrIEndInG”?
The world of social networking can appear daunting, especially to manag-
ers and business owners who have heard of Facebook and blogs, but have 
never actually joined in and don’t really know how they work – or more 
importantly, their value within the marketing mix.  
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You’re not alone. The concept of online 
networking can seem like a frivolous waste 
of time, and, in truth, it can be. But not if you 
approach social media marketing like any 
other business opportunity: with a prepared 
strategy. Look at the possibilities and outline 
the ways in which you can leverage the pow-
er of these networks and the connections:

How do you want to position yourself •	
in these online communities?

What do you want to communicate •	
about yourself and your business?

What do you seek to gain from the •	
members of the networks: generate 
leads and referrals, build customer re-
lationships, gain notoriety as a thought 
leader?

It’s all possible, if you do it right.

When you become involved in social net-
working, start by differentiating yourself 
from your competition so that people make 
a point to visit your website, your blogs and 
your social network pages — be the desti-
nation, not the detour. If you don’t provide 
that real value time after time, no one will 
want to follow you.

When you become 
involved in social 
networking, be the 
destination, not the 
detour.
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So let’s take a look at some of the ways to gain the 
maximum advantage from social networking:

1 Think about the type of “tribe” you want to lead. 
In his insightful book, “Tribes,” author and mar-
keting guru Seth Godin talks about creating and 

leading a group of followers — a.k.a. “Tribe” —  and why 
this approach is important to your success. Anyone can 
be a leader, he suggests, and building your own Tribe 
is one way to do it. Using social media, you can cre-
ate your Tribe – “a group of people connected to one 
another, connected to a leader, and connected to an 
idea.” You are the leader. What is your idea? With whom 
can you connect about this idea? Who would share your 
passion for it? These are some of the things you should 
consider when creating your “social media plan” and 
then begin to build your profiles based on these ideas.

2 Put on your sales hat and start selling you! 
The first step on any social networking site is 
to create an intriguing and informative profile 

about yourself and/or your business. Approach this 
task like building an online resume, only you’re creat-

ing it within an already developed template. Incorporate the 
unique idea that your Tribe will follow. Start with four or five 
words that sell what you have to offer – let people know not 
only what you’ve done in your career, but also where you’re 
headed. One word of caution – don’t just cut and paste your 
resume into the profile field. It’s great to include that, but you 
must go beyond the standard resume. Remember, this is a 
community. Would you walk into a party and start handing 
out your resume? I hope not. This is the thinking that should 
drive your strategy on these networks. Make your profile 
unique. Differentiate yourself from every other VAR out there. 

What are you passionate about?•	

What are your core values?•	

What makes your business different from your competitors?•	

Why should customers choose to work with you?•	

Social network sites elevate resume writing to the creative “self 
sell” it should be. You are sharing more than just your profes-
sional experience – you’re selling the whole package.
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3 Provide helpful details. People do business with 
people, not companies, so include a photo of 
yourself. Remember, a picture paints a thousand 

words so you’ll want to look professional but approach-
able in your photo. Lounging on your friend’s boat with 
an umbrella drink in your hand probably isn’t the best 
way to tell your story from a professional perspective. 
But being in a suit might not be either. Find a photo that 
you’re comfortable with and that speaks words about 
who you are as a professional. Let people know how 
you want to be contacted. Do you prefer email? Maybe 
communicating through the social networking site for 
awhile works fine, but do you want to communicate 
more directly? Or do you want people to call you out of 
the blue? Be specific about what’s acceptable (and what 
isn’t) for networking with you. The more honest you 
are about what you’re hoping to accomplish, the better 
your chances of connecting with like-minded people.

4 Reinforce your “Tribe” idea in your entries. If 
you’re posting to your social networking sites 
on a regular basis (which you should), make 

sure you’re always offering ideas, insights and tips that sup-
port the main idea that your Tribe is following. Remember, 
followers will be coming back to you regularly for new in-
sight. If you don’t offer that, they’ll find another tribe.

5 Start building your network. This could be “friends,” 
“connections” or other terminology, depending on 
the social network. But the bottom line is, one con-

nection usually leads to another as you build out your net-
work farther and farther into this vast community. One good 
way to judge whether or not you want to make a connec-
tion with someone is to decide whether or not you would 
take a phone call from that person during your busy day. If 
you would take the call, then invite that person into your 
fold. If you wouldn’t, think twice about the invitation.

According to a MarketingProfs survey, eight out 
of ten small business users are going to use Twit-
ter more and more as a marketing tool. In fact, 
they say that Twitter is the second most important 
social networking tool, right behind blogging.
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6 Maximize the connections you make. Pose ques-
tions and answer others. Informed sources will 
chime in with their information. You become a 

resource for others. Recommend customers, vendors, 
and colleagues whom you know and ask them to do 
the same. Aren’t you more likely to do business with a 
vendor that is recommended to you by a trusted friend 
or business partner? The same rules apply here, too.

7 Use free plug-ins and buttons to make follow-
ing your updates easy. Buttons like AddThis, the 
number one bookmarking and sharing service 

on the Internet, help followers stay connected with you 
easily. Provide ways to join RSS feeds so that your posts 
are automatically sent to your connections’ email inbox (if 
they choose). In order to maximize your connections (as 
suggested in #6), you must provide ways to make it easy 
to keep those contacts informed as much as possible.

91% of people adit they are influ-• 
enced by online consumer reviews.

A consumer is three times more • 
likely to trust a peer review than an 
advertisement.

1 word-of-mouth conversation has • 
the impact of 200 television ads.

—SmallBizBee.com 
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Of course, when you make yourself public, there are possible dangers and pitfalls to watch out for as well. People can spam 
and say negative things about you or your business. But that works both ways, so never, ever leave negative feedback in 
public domain. You also might find “leads” on your doorstep that you don’t want or won’t fit within the network that you’re 
building. And lastly, don’t oversell and build yourself up too much.

The bottom line is that you have an amazing opportunity to develop connections and build quality leads and relationships 
in these communities. Keeping yourself unique will help to maximize these resources. Using social networks will allow you 
to not only grow your business financially, but it will also enrich your business experience as you learn new and innovative 
ways to approach business from your peers.
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ABouT THE AuTHor
A dedicated marketing professional, Michelle Kabele has been helping technology companies develop award-winning 
channel partner programs and marketing strategies for over 11 years. Her innovative channel marketing concepts have 
been adopted and implemented by many leading technology companies, including Zebra Technologies, 3Com Corporation, 
and U.S. Robotics.

Moreover, Michelle has worked extensively with channel partners throughout North America and thoroughly understands 
the realities and practicalities they face in planning and executing effective promotional, marketing, and sales campaigns. 

Michelle has an MBA from the J.L. Kellogg Graduate School of Management (Evanston, Ill.) and an undergraduate degree 
from Northwestern University (Evanston, Ill.).

For more great ways to build your business, check out all of Michelle Kabele’s books:

Great Marketing Is Free!•	

All the Web’s A Stage•	

50 Smart, Easy and Effective Ideas to Boost Your Business Today•	

Just Say Yes! The Power of Creative Thinking Way Outside the Tired, Old Box•	

The Pocket Guide to Marketing Speak: Stop Mouthing the Words and Start Using Them•	


