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introduction

Many whale hunters are true novices to social media. They lack the skills to use social 

media to promote their companies, services, or events; and they lack the skills to 

use social media to research prospects and gain a competitive advantage. This is a 

conversation about the basics.

Are you new to “social media” – online functions like LinkedIn, Twitter, and Facebook? 

Here’s your chance to learn some basics about social media and your sales process.

1. What is “social media” and what’s the point of it to grow my sales?

2.  How can social media help me promote my business or events and reach 

more customers?

3.  Where should I start?

4.  Where can I learn more?

In April 2010, we interviewed social media expert Andrew Bagley about these questions. 

Read his wise and patient advice directed to owners, entrepreneurs and sales 

professionals who want to learn about this topic from the ground up.
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Dr. Barbara Weaver Smith
Founder and CEO, The Whale Hunters,
Trusted business advisor, author, speaker, and nationally-
known expert on the collaborative complex sale.

To learn more, please visit thewhalehunters.com
Follow me on Twitter: www.twitter.com/bweaversmith
Link to me on Linkedin:  
http://www.linkedin.com/in/barbaraweaversmith

Andrew Bagley 
Director of Emerging Media and Client Strategy, Sitewire

Andrew Bagley LinkedIn Profile

Andrew Bagley on Facebook

Andrew Bagley on Twitter

interview

Barbara Weaver Smith: Hello, and welcome to the Whale Hunters Expert Series call. Today 

it’s a very basic introduction to sales and social media. I’m Barbara Weaver Smith, and I’m 

founder of The Whale Hunters. I’m also your host for the Expert Series calls.

And now I’m pleased to introduce Andrew Bagley. Andrew is Director of Emerging Media 

and Client Strategy at Sitewire. They are an interactive marketing agency located in 

Tempe, Arizona.

And they are also a very, very successful whale hunting company, so over the coming 

months we’ll hear from some other members of the Sitewire team about different 

aspects of whale hunting.

So, welcome, Andrew, and thanks so much for joining us today.

Andrew Bagley: Thanks for having me.

Barbara: Well, we’re delighted. Let’s start by asking you to tell us a little bit about 

yourself and your work at Sitewire. I know that, regardless of your title, you are 

responsible for innovation, which is always interesting to entrepreneurs

Andrew: As you said, I’m the Director of Emerging Media and Client Strategy, so my 

primary role is to focus on our tier one clients. So that’s our existing clients, and then 

any time we’ll be prospecting or going after new clients, I get brought in to come up 

with a strategy. So I’m not in charge of making the initial contact, but as soon as we’ve 

identified a good prospect, then the Business Development lead brings me in to come up 

with a strategy that we take to pitch to the clients.
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Barbara: Great.

Andrew: Internally at Sitewire, you 

mentioned innovation. Margie Traylor and 

Bret Giles, the two co founders, have 

created a great atmosphere of innovation 

at Sitewire where they’ve always enabled 

anybody to bubble up ideas to help the 

company. And so, I’m in charge of helping 

facilitate those types of conversations so 

that we continue to be innovative. And as it 

relates to this conversation today, more and 

more, we’re using social media tools internally to enable innovation within our company.

Barbara: I’d like to continue with asking you to give us your definition of the term “social 

media.” I know that the actual applications of the social media arena change rapidly, and 

the term is bandied around a lot, so we need a baseline to start with.

Andrew: I’m actually quite satisfied with using the socially driven definition of social media.

So I’m sure that all of the people on this call are quite aware of Wikipedia. And the 

definition has changed slightly over the years, but the definition they give is that social 

media is media designated “to be disseminated through social interactions, created 

using highly accessible and scalable publishing techniques. Social media uses Internet 

and web based technologies to transform broadcast media monologues one to many into 

social media dialogues many to many. It supports the democratization of knowledge and 

information, transforming people from content consumers into content producers.”

 ...we’re using 

social media tools 

internally to enable 

innovation within our 

company.

So the key points there are 

•	media dissemination

•	scalable publishing

•	web technologies

•	democracy

If I had to put it in my own words, I would say that social media is the democratization of 

publishing and sharing content.

Barbara: That’s really helpful. I think the Wikipedia description is exceptionally good, 

but it’s a little hard to swallow. So, what we’re really saying is that social media gives 

everybody the power to be a publisher, not just a consumer. Is that right?

Andrew: That’s absolutely right.

Barbara: OK, and so as business owners and leaders, if we don’t choose to be 

producers, our consumers will be producing on our behalf, and so that’s part of the 

interaction we’re looking for. 

Barbara: The people who will read this report are business owners, presidents, CEOs, 

consultants and trainers, sales professionals and other executives. We directed this 

report to people who think of themselves as novices at using social media. So do you 

think we can grow our companies and do our jobs better if we understand social media 

and begin to put some tools to work for us?
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From a very different perspective, social media helps us better get our message out 

into our market. And from my experience with social media, if you’re not both giving and 

taking, you’re not really playing the game the way other people are playing it.

Would you talk to us, first, about how we can think of using social media to promote our 

services or products or events? Let me give you an example.

At The Whale Hunters we host introductory workshops to meet people face to face, and 

we host virtual events that we need to inform people about so they’ll know what they’re 

doing and when they have an opportunity to learn with us.

So, we need to understand how social media helps us do that. Could you start at a 

general level, and then talk about some specific applications?

Andrew: Certainly. So, when it comes to attending any sort of event, you can think of it like 

this. People who come to these events typically, I would imagine, come because of a personal 

recommendation, and so they have to receive that from somebody. And if you look at the way 

the trend is moving nowadays, people won’t 

invest $10 on a movie ticket without seeking 

some sort of recommendation.

We ask our friends, “Did you go see this 

movie? Did you like it? Is it worth seeing?” 

And if people won’t invest even that small 

amount of money to go do something 

without a personal recommendation, you 

can think of participating in some sort of 

business training or business event. People 

need that personal recommendation.

 ...nowadays, people 

won’t invest $10 on a 

movie ticket without 

seeking some sort of 

recommendation.

Andrew: Absolutely. When you think about 

the number of people who spend time on 

social media related activities now, and how 

our pitch is being diverted from traditional 

media into these social spaces, and even 

some of our one to one interactions are 

changing and moving into more of a digital 

space, it’s not really even an option anymore. 

And I’d compare that to another new 

phenomenon. We’ve all had this experience 

where we go and we look for a restaurant on 

Google, and the only thing that comes up is a Yellow Pages or directory listing and we get 

frustrated because the restaurant doesn’t have a website; there’s nowhere to find their menu.

And it’s getting to be the same way with social media. When somebody searches for 

you, there’s an expectation that when they Google you, they’ll be able to find you or find 

something about you, and if you’re not showing up then you’re really not playing in a key 

space that people are using for research today.

Barbara: That’s really helpful. I think we have two different perspectives that we need to 

understand about social media. 

As businesspeople, one important perspective is how social media can help us to better 

learn about our prospective customers and follow their behavior. It’s what we call ‘whale 

signs’ in the marketplace. 

 ...even some  

of our one to one 

interactions are 

changing and moving 

into more of a digital 

space...
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So, all of a sudden, we’re allowing people 

a little view into our lives as to what is 

going on, what’s interesting in our lives, and 

they’re able to observe from the outside 

perspective. One assumption is that they 

care about the little things that are going on 

in our lives, and when it comes to business 

the same is true.

If we use our social media networks, we 

grow those networks.

We have the ability to reach out to people that previously we wouldn’t have known 

whether or not they would be interested in a report like this or a business proposition.

But using social media we are able to put little bits out there and share little things that are 

going on our life, whether it’s business or personal, and see which people react to those 

things. We might be surprised that certain people react whom we wouldn’t have expected.

Barbara: I think that has been true in our experience

Barbara: So, I know that this stage changes rapidly, but as of today, what do you think 

are the most important social media applications or practices, or methods, for business 

leaders in the business-to-business sales arena to get to know?

Andrew: At Sitewire, we have a methodology or approach that we use with our clients 

and it goes like this:

 If we use our  

social media networks, 

we grow those 

networks.

And that personal recommendation is becoming more important, so, comparing it to that 

movie analogy, you look at Ebert and Roeper--people care more about what their friends 

think about a movie than they do about what the professionals think about a movie.

And so, we have to realize we have a personal influence, and we need to leverage that 

sphere of influence, and social media has enabled that in a massive way.

So, in the past, each of us, without social media, had a couple dozen acquaintances that 

we occasionally met up with, and with the exception of a high school class reunion, there 

was only a handful of people that we met on a day to day basis.

There was a blogger I was reading recently that explained this phenomenon of ambient 

intimacy, and social media has enabled this ambient intimacy. It’s enabled us to maintain 

a level of intimacy that previously was impossible to maintain with the number of people 

that people are able to do that with today.

So an example of that is, how many of you would take your email list of the hundreds of 

people in your contact list, and send them 

an email to let everyone know that your 

first child or grandchild learned to clap her 

hands? That’s not something we would do.

We would feel uncomfortable sending emails 

out to our coworkers and to people whom we 

have met saying, “Oh! Look. My child learned 

to clap her hands”, and yet in social media 

we’re putting out there on a day to day basis 

and that’s what we’re seeing.

 It’s enabled us 

to maintain a level of 

intimacy that previously 

was impossible...
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shouldn’t be because it’s so easy to do. There is something called the “Google Profile”, 

and if you have never heard of Google profile, the easiest way to find about new things on 

Google is just to Google! So, after you read this, go on Google and do a Google search 

for Google profile and it will take you to a step by step guidance. Basically if you have 

ever set up a Google account or Gmail account, it will help you to do the step by step 

process by creating a profile on Google.

You can upload up your picture, you can upload your file, you can upload your website 

and your blogs and so, when somebody searches on your name at the bottom of the 

Google search results your picture and your name will show up.

So, in my example, Andrew Bagley, there are other Andrew Bagleys online, and I’m trying 

to distinguish myself from them. One way to do that is through a picture.

So, you search for Andrew Bagley, and if you see several Andrew Bagley profiles I am 

helping you distinguish between. That’s something that in 15 minutes you can fill out the 

Google profile and make it so that at least the majority of time if somebody is searching 

on your name they would be able to find you on the first page of the search results.

Barbara: So, you don’t need to do anything with that. You just set that up and then it’s 

there unless you need to make changes in your profile. Is that right?

Andrew: That’s correct, and both of the ideas that I have offered are free and can be 

done in under an hour.

Barbara: Great.

Andrew: Beyond that, there is certainly Facebook and Twitter and starting a blog, but if 

you haven’t started anywhere yet I would start with LinkedIn Google and Google profiles.

We help our clients be found, be liked, and be known

I take that as an example. If you apply that at personal level, a person and the company 

or the person dealing with, it applies. We have to think about the individuals that they 

represent companies. First of all, how are we going to be found? And so, I gave you that 

example earlier about somebody is searching in Google to find a restaurant.

So, think of the same thing: somebody Googles you, and what you need to do to make 

sure that your firm was in Google? I would say, “What are the top things that someone 

needs to think about doing in order to be found in Google?”

And in this priority order would be make sure that you build out your complete long 

profile. If you have ever searched for somebody in Google who has a LinkedIn profile, you 

probably found at the top of the search results their LinkedIn profiles.

So, I would say heavily investing in building out your LinkedIn profile because that’s just 

become a requirement to entry in this age. It’s not hard to do and anybody can go there and 

it’s going to step to make you do the process.

Barbara: I will just add to that we have a 

Whale Hunters group on LinkedIn which is 

growing. So, those of who haven’t joined the 

Whale Hunters group on LinkedIn, please 

do, because we publish all our opportunities 

through that medium.

Andrew: Absolutely. The next opportunity 

and this is a little bit less known and it 

 ...build out  

your complete long 

profile.



13 14

info@thewhalehunters.com info@thewhalehunters.com
www.thewhalehunters.com

© 2010–2013 The Whale Hunters

The Whale hunTers experT series reporTs

Boost Your sales through social Media: a Beginner’s guide
The Whale hunTers experT series reporTs

Boost Your sales through social Media: a Beginner’s guideinterview with andrew Bagley interview with andrew Bagley

www.thewhalehunters.com
© 2010–2013 The Whale Hunters

So, you’re starting with being found. You’re 

showing up with the LinkedIn or Google 

profile, and then you’ve got to be liked and 

be known. In order to move up those other 

facets, you need to be putting out relevant 

content.

Either you need to be having one to one 

interactions with customers or readers, 

or you need to be writing content so that 

people can see how smart you are and 

agree with the way you think so that they 

like you, and then you become known as a brand.

And the blog is a great place to do that in a way just as I talked about” ambient 

intimacy,” where you’re able to keep contact and put your message out to a much larger 

group than you could have previously contacted in the same way.

You can express your unique selling proposition as a business, the way that your company 

is different, the way you act differently, and if you document that in the blog and maybe 

several blogs, then the people can come in and see what your company is all about.

Barbara: Excellent. Thank you. If I’m a person who is not currently using any social 

media or I’m doing it only sporadically, because I really don’t understand how to do it or 

why, what are you suggesting for how to get it started? What is the best application to 

start with as we’re learning?

 You’ve got to be 

found, be known, and 

be liked.

Barbara: Excellent. Would you talk to us a little bit about Blogger because Twitter is little 

more like LinkedIn and Facebook, but Blogger and WordPress, those are different kinds 

of applications?

Andrew: They are, and with a blog you can make it as simple as you want or as advanced 

as you want it. As you become more advanced you’ve got two different major platforms: 

Blogger and WordPress. WordPress is a little bit more advanced and if you don’t have 

any technical knowledge or technical resources, the WordPress might get a little bit more 

intimidating.

Ultimately I think it’s a better platform but for the office that doesn’t have help, they 

might want to stick with Blogger. You can use the Gmail profile that you set up with 

Google profile to set up a Blogger account, and once again it’s quite easy.

Or, WordPress depending on how you set it up, there could be nominal hosting fee of $10 

a month or something small, but if you just set up a basic Blogger blog it is totally free. 

In my line of work we do lot of research 

in optimization—that is the art of being 

noticed by the search engines. There are 

opportunities for you to optimize blogs in 

such a way that if people find you on LinkedIn 

or they find your Google profiles or they find 

your blog, everything all points back to your 

blog where you are expressing your content. 

So, earlier I talked about your need to be 

found, you need to be liked, and you need to 

be known. But first, learn how to be found.

 As you become 

more advanced you’ve 

got two different major 

platforms: Blogger and 

WordPress.
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to you, so that when you post your own blog 

quotes they will likely come in and comment 

on yours and read the things that you post.

It’s very reciprocal in nature, and you need 

to make sure that you’re reaching out 

and helping others so that when you put 

something out, they’ll reach out and help 

you as well. 

Barbara: I think that is such a key point. It 

is reciprocal and you can’t just be a taker. 

You have to be a giver. It’s been my experience that if you give thoughts and ideas and 

encouragement and recognition to other people, that it comes back greatly multiplied to you.

Andrew: Yes. Every time you post something through social media, you should ask, “Why 

should anybody care?” They’re going to care for one of two reasons. One, because what 

you’re posting is great content, and you’re providing a valuable service out to the market 

and giving great free advice, so they should care. Or, because you’ve shown that you care 

about them. By you showing that you care about them, they’re going to reciprocate it.

So, if you haven’t built those relationships, those relationships of trust and being 

reciprocal, and you’re not putting out content that anybody would care about, then you’re 

not going to have success at social media.

Barbara: OK, that’s good to keep in mind. Let’s switch our perspective now to using 

social media as what I’m going to call a research methodology. So much information 

today is in the public domain that we can learn a lot more about our prospective 

 ...where would  

we start, to use social 

media as part of our 

scouting?

Andrew: So, I mentioned LinkedIn, but I would also add that list to Facebook. The best 

advice that I can give is to somebody who is new to this practice is you have to dive in 

and get your feet wet. The first thing to understand is, don’t day one go write out a blog 

post and tweeting on Twitter, and writing up on LinkedIn and Facebook. First, sign up 

for these sites, one at a time, and be an observer for a couple of days. As a spectator, 

you can see who the other people are, and you can start to find your friends and make 

friends. Go and make those connections but then sit back and watch.

What are other people saying, what are they doing, what are they saying that annoys you 

and what are they saying that really you react well to? When you like and learn as an 

observer, what works well for you?

One of the biggest mistakes people make is they go and immediately try to be the sales 

person and push their message hard to all of their friends in a very pushy manner and 

that doesn’t work.

So, what you need to do is say, OK, you’re a person too; what do you appreciate that people 

do for you? When they give you advice that is helpful to you, when they reach out to you and 

comment on the things that you say, and you give validation, then as an observer you will learn.

There is a code of conduct and respect within social media that you will learn if you 

reach out slowly.

After you have been a spectator and you observed what works for you and what doesn’t 

work, then the next thing I would say is to start making some light interactions.

When somebody says something or posts on their blog, go and write and tell them how 

much you liked their blog, what specifically you liked about it, and that will endear them 
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That’s interesting information as you’re courting a new client to have information that you 

can use to point out commonalities and build a relationship with them. A lot of that is 

out on social media.

I would say, find out if they’re on Twitter and follow them. Listen to the things they are saying 

because you’ll get a good idea of what’s important to them and what are the key areas that 

they are struggling with, and that will definitely help you as you move into the pitch case.

And then go to their website. Most people, in the About Us section, are going to have 

bios. So look at their bios. For public companies, look up their 10-K and their earnings 

calls. This is all public information available on the Internet. 

All of those things are available on the Web that you can use in the prospecting phase to find 

out what’s important and what are the struggles that their company is dealing with right now.

And if you are familiar with Google Alerts, it’s another free Google tool. Do a Google 

search for “Google Alerts.” It will take you to a site where you can set up these alerts for 

certain names or keywords. Google scours the Web and anytime anything is said about a 

particular keyword, it sends you a report in your email of all of the things that are said.

So, I would go and set up a Google Alert for a particular company on your whale chart. 

If you were going after Nike, then I would set up a Google Alert for Nike, and/or for a 

particular business area within Nike. Nike running shoes.

So, anytime any news got published about Nike running shoes, it would automatically get 

sent to you, and then you would have some key insights into what’s going on within that 

business.

customers’ company, or their customers, or their leadership team and whether they pay 

their bills on time.

In the whale hunting process, we call that “scouting.” So, what could we learn, and where 

would we start, to use social media as part of our scouting?

Andrew: Social media is a great tool for scouting. If the person that you’re scouting has 

a social media presence, and most of them will, especially as you’re dealing with bigger 

companies, you have a valuable resource. So, the first thing I would say is, Google them. 

Hopefully, they’ve set up a Google profile or they’ve got a LinkedIn profile. If you don’t find 

it right within Google, then go directly to LinkedIn and search for their name.

So, within LinkedIn, you’re going to find out all sorts of information. They possibly have 

their resume posted, previous and past work experience, projects that they’re currently 

working on. If they’re using the Twitter style option within LinkedIn, you can see what 

they’re doing right now.

The other interesting thing, which... I mean, 

you can often find their Facebook profile. 

People obviously have more of a business 

image on LinkedIn, and then some people 

that are on Facebook or even MySpace, are 

going to put more of their personal image 

up. And that can be interesting as well. I 

know that I’ve helped prospect clients, and 

found a MySpace page, and found out that 

some executive at Sears, on the weekend, 

is in a band. He’s in this rock band.

 ...Listen to  

the things they are 

saying...
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This will give you insights into the company’s culture and their ethics, but also, it will give 

you insights into some of the challenges that they might be having as it relates to their 

consumers that your business might be able to help them solve.

Barbara: That will keep us busy, Andrew. That’s really helpful... A lot of good, specific 

information about how to learn more about our customers or those companies that we 

would like to have as customers. How do you think, Andrew, that small business leaders 

should be making decisions about investing in a social media strategy? I mean, it sounds 

like it takes a lot of time. There’s some risk involved. How would we make a good decision 

about what to do and how to do it?

Andrew: Just as a benchmark metric, I am currently in San Francisco right now, attending 

the ad:tech San Francisco conference, which is a large advertising agency; the largest 

advertising agency conference in the country. One of the stats they presented yesterday 

was that currently, businesses are spending about 5% of their marketing dollars on 

social media. And these are big businesses that are spending millions and hundreds of 

millions of dollars in marketing, and they 

are dedicating 5% of that.

Now, as a small business where you  

have potentially less money to spend  

on TV and these big media buys, I would 

think that social media would be an  

even bigger percentage of your overall 

marketing expenditure.

 ...one of the 

first and easiest 

things you can do is 

hire employees that 

understand social 

media.

But you could also do the same thing with an individual. I could set a Google Alert for 

Margie Traylor. Anytime anything in the news happened with Margie Traylor, I could get an 

email and so I would know what’s going on with her and that would give me some tools 

to use when I reach out to her.

Andrew: You can go to another website: Spoke.com. This is another website that tries 

to aggregate information about a particular person’s bio. Often it will even have contact 

information, which is great. You can get somebody’s email address and phone number 

so that you can contact the right person to get your message in front of. 

Barbara: Great.

Andrew: I mentioned going to their website, getting their bios, 10 K, earnings calls, 

Google Alert, Google profiles. Also go to the Better Business Bureau. Find out about this 

company. And you can find out how they treat their customers and maybe some of the 

challenges that they’re having from a customer service perspective, or that they appear 

to be a great company with great ethics that you want to work with.

Another URL to write down and go check out is called GetSatisfaction.com. Notice that 

Nike is using this as a plug in on their own website, where they are giving their customers 

an opportunity to generate ideas, but to also complain or to promote their company.

So, if you search for a company on GetSatisfaction.com, you can find out what other 

people are saying about their experience with them. And it’s primarily going to be from a 

customer perspective, but you may find other people that have worked with them as well.

Then, the last one, which is really emergent as a powerhouse, especially in the last year 

or two, is Yelp.com. So, go to Yelp, search for the company, and see what other people are 

saying about the company. This one is really helpful for all kinds of consumer services.
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Talk to your PR people and make sure that they are using social media. If they need 

education, get them the education that they need. There are many workshops and 

conferences you can attend to get ‘how to’ information related to social media.

Most importantly, if you are the leader of your company, get involved and others will 

follow. We’ve seen this with some big companies, with Levi for example.

You’ve got Bill Marriot the President of Marriot Hotel chain, and he’s certainly I would say 

into his 70’s. He’s been a great example of somebody that has a very public blog; who 

gets out there and blogs and talks about what is going on.

So, we are seeing this in a lot of corporations where from the very top, they are 

embracing social media and showing a commitment to social media, because it takes 

time to blog. When you have got the CEO of your company putting out a blog on a regular 

basis, that shows the company that “This is important to get our message out.”

Barbara: That is really helpful. I want to back up a little bit, to spend a little more 

time talking about LinkedIn and Facebook, and perhaps a couple minutes on Twitter. 

We talked about getting involved with those tools, and creating our own profile. We 

talked about using them to find information, but we didn’t talk about having a company 

presence in addition to individuals on LinkedIn, or Facebook, or Twitter.

I know on Twitter a lot of companies have a Twitter account that belongs to the company. 

Obviously, somebody manages that, but then different individuals will have their own 

accounts. I know that is true on the other sites. So, could you talk a little bit about that, 

just so people will know what the options are?

So, one of the first and easiest things you 

can do is hire employees that understand 

social media. So, as you are looking to hire 

new people, do the same thing that you 

would do when prospecting a new client and 

Google them.

Find out; are they on LinkedIn? Are they on 

Twitter? Are they on Facebook? How savvy 

are they with social media? During the 

interview process, talk to them about social 

media and the role that they imagine social 

media playing in their job, and how it might help them, and see if they have got ideas on 

how to use social media.

This is one of the things that businesses have struggled with, where they’ve created 

filters and blocked certain websites, and prevented their employees from using social 

media. We have to really change the way that we think.

No, you don’t want your employees wasting hours and hours a day chatting with their 

friends when they should be working. But we have to change our perspective in that 

social media is a tool for doing business, and we can’t prevent our employees from 

getting on social media, because we need them to be experts at social media.

So, I would say hire people that get it, and talk to your HR and PR people, make sure 

that your HR people understand that you are encouraging them to hire people that 

understand social media.

 Talk to your  

PR people and make 

sure that they are using 

social media.
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But then you have to decide what is your company’s tone and voice, and personality as 

well, and obviously there is an individual kind of that, and I have seen it done in  

two different ways.

Some companies use their public or their company profile on Twitter or Facebook as a way 

to push out public affairs, general news and updates about what is going on within their 

business, notifications about upcoming events. That’s a totally appropriate way to do it.

Other’s have infused a little bit more of a personality, and adopted the personality of 

whoever as the key writer that is writing all of the posts that are going out on Facebook 

and Twitter, and both are okay and appropriate.

You just need to make sure that whoever is responsible for tweeting on Twitter on behalf of 

your company, does have a voice and a tone that you feel best represents your company.

So, on Twitter, it is a Twitter profile. I would encourage companies to probably setup one 

for their business and one for their individual, and employees would do the same.

With Facebook it is a little bit different. One of the reasons that Facebook has been so 

successful is that they have done a good job making sure that it is authentic, meaning 

you are who you say you are.

There are people, and you can be friends with people, and then there are companies, 

and you become fans of companies.

The interaction is a little bit different, because Facebook is saying a company isn’t 

an individual. It is an institution, and you can become fans of it. They can push out 

information to you, but it is different than a friend.

Andrew: Certainly. It is done different ways 

for different people, and I will give you an 

example. Guy Kawasaki is one of the most 

famous people on Twitter. He’s got well over 

100, 000 followers, and Guy Kawasaki is a 

person and a brand. He is his own brand. 

He is a best-selling author and speaker. 

So, he can be a brand and a person at the 

same time. Most of us have to separate 

those two. We are individuals that have 

opinions, and a lot of our opinions have to 

do with the company’s we work with. A lot of 

times what we are doing on social media is  

representing our companies, but then our companies are their own individuals as well.

So, if that scenario represents you; for example, if you are a realtor, there might be some 

argument that your name is your brand, and maybe you’ll need one profile.

But if you are a broker who is also a realtor, then maybe your brokerage needs to have its 

own presence and then you as an individual need to have a presence as well. They differ, 

and both of them have to have a personality.

So, within your social presence, you have to be real. You have to be who you are. You 

have to speak in a tone, in a voice, that is real to who you are, and that makes you 

interesting as a person.

 You have to  

speak in a tone, in a 

voice, that is real to 

who you are...
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Andrew: Certainly. So, if you are an 

advertising agency, we have got a sister 

company called “Agencyside,” whose goal in 

life is to help train and educate people on 

these things. If you are not an advertising 

agency, and you are a beginner and you 

want to get started, there is website 

called “SocialMediaToday.com” with great 

beginner’s topics.

It will have a lot of very basic, five steps to 

get started, the 10 things you need to know, 

very step by step manageable list that you can use to help you get started, and start 

engaging in social media.

Then if there is a particular topic that you are struggling with, do a Google search for it. 

Look for who is best in class for your space. I’ll go back to the real estate example.

Try to find others who are using Twitter. What are they doing well? What can you learn 

from them? Another thing to do is go to YouTube. Do a search on YouTube on how to set 

up a Facebook fan page or how to set up a LinkedIn profile.

If these tools--all pretty easy to use--seem too intimidating for you at all, go to YouTube, 

do a search for the social media platform you want to explore, and you will find somebody 

that’s created a video that takes you step by step all the way though the process.

There are other websites, such as e-how.com guides, that offer fewer videos but more step by 

step guides telling you every step along the way how to get through this stuff as beginners.

 It will have a lot  

of very basic, five steps 

to get started, the 10 

things you need  

to know,...

They set it up so that there are some distinctions between a personal profile and then a 

business profile, but I would definitely encourage you to explore both options.

If there is any reason why people would want to be a fan of your business, or at least the 

employees, or if it is a communication method that you can use to stay in contact with your 

clients or perspective clients, then absolutely setup a Facebook fan page for your company.

Barbara: Great. There is one that I like very much on Twitter. I just think it is a great 

example. The Twitter profile is called “RCA Bob.” Bob is a real guy, who works for RCA, 

but he is the voice of that account. So, it allows it RCA to have a personality, but still lets 

you know that it is a corporate account.

Andrew: Yes, Barbara, that is a great point. I presented two opportunities--as an 

individual and as a company-- and there is really a third, and that is the one that you just 

brought up, which is an authorized representative of the company. RCA Bob, and I have 

not seen his tweets, might not be talking about this daughter learning to clap her hands 

or rollover, or whatever. That might be on his personal Twitter profile.

But RCA Bob might be an authorized customer service representative looking for people 

that are having issues with RCA, and reaching out to them as an authorized representative 

to help them with any issues that they are having as it relates to his company.

Barbara: Exactly, and he’s giving away TV’s, and so he has a big following. 

Could you point us to some more resources, where people can learn really from the 

ground up, how to use some of these online tools?
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personal you should get? I don’t want it to be cheesy, obviously, it’s not quite as personal 

as Facebook but what is your take on how to write a LinkedIn profile that’s appropriate?

Andrew: Well, I guess you have to think about it. Everything in social media starts with: 

What’s your objective? So, what’s your objective of LinkedIn now? If you’re using it to 

find a new job and your past work experience is going to help you find a new job, then 

definitely list that. If you’re using it as a prospecting tool, then you need to make sure 

you’re telling a good story. So, I would list past work experiences that help you tell that 

story that you are capable and competent to be doing what you’re doing. Or that shows 

your past work experience as a leader.

I’ve seen a lot of cheesy resumes where people fill up half the page with a full body shot 

of themselves. Obviously that’s not appropriate.

Kristen: Right.

Andrew: But with all social media you have to decide, how am I making this interesting? 

Because there’s a lot of boring resumes, and you definitely want to stand out and use a 

little bit of personality. Because all of us 

want to be entertained and I don’t mean that 

to say, try to be funny in your resume but 

show that you’re a real individual that has 

leadership skills, that has work experience 

but that you’re also an interesting individual 

that would be somebody that others would 

want to work with.

Kristen: Excellent! Thank you.

 What does the 

photography that you’re 

using in your profile say 

about you?

Marketingprofs.com is another great 

resource that puts out monthly webinars 

around pretty specific topics, including many 

social media topics, but it’s slightly more 

advanced. So, I would say for beginners, 

to use social media today, go to e how and 

search YouTube for how to guides to get you 

started.

Barbara: That’s great. I just want to reinforce 

the YouTube search. I have an iPod Nano that 

will take video but you can’t stand it up like a 

flip cam, and I was trying to figure out if it wors with a tripod? So, I just Googled “Can I use 

a tripod with my iPod Nano?” and I found three videos--all done by kids, like eight and nine 

year olds, explaining how you could make your own tripod for your iPod. It’s crazy.

Andrew, you’ve given our guests so much to think about. I really appreciate your being so 

prepared and having such good suggestions for us. So, I want to open the line now for 

any of you to ask Andrew a question or for more detail about any of the many things that 

he’s shared with us so far this morning.

Barbara: Hi, Kirsten!

Kirsten: Quick question for Andrew. On LinkedIn, Andrew, I’m torn with whether or not you 

should personalize your profile or should it be more resume like? There are some people 

that go back in their experience, like a resume. And there are some people that that 

just list their most current position. What is your take on that and just in terms of how 

 Everything in 

social media starts 

with: What’s your 

objective?
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or upload a couple that LinkedIn won’t accept. So, I’ve had to resort to photographs 

I wouldn’t have normally chosen. They’re not my business head shots, specifically 

because I can’t get tool to take it. Is there a way of working around that problem?

Andrew: Jan, the reason LinkedIn won’t accept your picture is because, and this is quite 

annoying and frustrating, they have file size limits. So, your picture has to be in a certain 

dimension and certain file size which I believe is 200 x 200 pixels; it might be 100 x 

100 pixels. And so if you have a nice photograph that someone’s taken of you and you’re 

trying to upload it and the problem is the picture is too big, it’s not that the picture itself 

is unacceptable, it’s that the file size is too big.

So, what you need to do is, depending on your file, you might be able to crop it a little 

bit. But probably you need to resize the picture. You can use Photoshop or iPhoto or 

Microsoft Office Picture Manager to export the picture as a smaller size—changing 

it from a high resolution to a low resolution, which is fine because the image on the 

website is much smaller than a print picture would be. 

So, I would say you can try to use some free photo software or reach out to somebody 

you know that has Photoshop and say “Would you take this image for me and shrink the 

resolution to 200 x 200 pixels?” And then have them send it back to you and then it will 

upload fine.

Barbara: What else would like to know, or tell us what you’re doing online where you have 

some good experiences? 

Jan: Well, I am very new at this and I am very bad at it. I don’t know how to link my 

LinkedIn to my Facebook, to my Twitter. How do you get them to go back and forth 

and talk to each other so you don’t have to enter your information, whatever it is, your 

Andrew: You have to think about your personal branding. And so, you’re becoming a 

brand and so, one of the things that I pay a lot of attention to is the photography. What 

does the photography that you’re using in your profile say about you? And that’s an area 

where people can really miss the mark and date [?] themselves. They can look very 

unprofessional based on the picture they choose.

Kirsten: Right.

Andrew: So, think about an image that represents you as a professional individual that 

you want people to see you as.

Kirsten: And following up on your comment, Andrew. One of the things that I always 

remind myself of, and I’m new to LinkedIn and Facebook but I am plunging in with both 

feet, is that if you wouldn’t put it on a billboard, don’t put it online.

Andrew: That’s true.

Kirsten: So, basically your friends and your prospects can find you this way too. So, I’m 

keenly aware of the fact that your online presence is your professional presence as well.

Andrew: Yeah, there’s no hiding anymore! And I think that sometimes people forget 

they’ve befriended their business partners and clients on Facebook and then they talk 

about a weekend of getting drunk. That doesn’t put the right image across.

Kristen: Right, right! I’m always keenly aware of the fact that social media is, for me, a 

business prospecting tool and that I need to maintain that professional distance.

Jan: Andrew, I have a question about the photograph. I have tried to download a couple, 
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But there are other tools that you can download. I will suggest one, which is called 

“TweetDeck” and called “HootSuite” that I think will manage multiple accounts for you.

TweetDeck is an application. It’s a free application that you can download onto your 

desktop, and then with at desktop widget, you can check Facebook and Twitter, and when 

you post to something, it will post to both.

Barbara: I want to reinforce, Jan, that was a really good question. A lot of us think about 

that all of the time. That’s not an easy step. I use TweetDeck, and I think if I weren’t 

using that tool, I would probably not be using Twitter, because the TweetDeck application 

just organizes everything so much better. 

Francie: I am in the search mode right now, but I am a sales and marketing professional 

in the cable television industry for the past 30 years, and trying to reinvent myself using 

those skills, and that is my interest in social media as it relates to sales. Andrew, do 

find having just been at that conference too, that there are one or two, or the top three 

particular social media sites, or tools that a number of businesses are using to both get 

the word out on their company as well as to solicit new business, if you had to rank them 

in what is being used or important, or is it all across the board?

Andrew: There are a lot of tools, especially as you get into vertical industries. The 

industry-specific tools don’t have the same reach as a LinkedIn or Facebook, but it 

may be more impactful for you to search out and see if there is social network for 

people in the cable television industry or whatever industry where you are trying to 

establish credibility. For example, one of our clients sells accounting software. So, they 

have created a social network just for people who are interested in all of the different 

accounting software.

posting or whatever that you want people to know about, in each one of them? How can 

you get them to talk to each other? 

Andrew: Yes. Again, I will tell you a lot about LinkedIn. I have been using it the last 

couple of days, because I have been at the conference. LinkedIn has a short message 

service similar to Twitter, where you can put out little tidbits about what you are doing. 

When you do that, there is a little checkbox, and if you check the checkbox, it will also 

send it to your Twitter profile.

So, within your profile, you are going to have to login and give it your Twitter credentials, 

so that it knows how to linkup with your Twitter account.

Once again, I don’t have the Internet available in front of me to take you through that 

step by step process, but I would say, go to YouTube and search for “How to link my 

Twitter to LinkedIn, “ and you will probably find a video that tells you how to do it step by 

step, it is not hard to do.

Then if you are putting out a business related tweet that will be related to both 

audiences, and I would use LinkedIn instead of Twitter, and then check the box, and it 

will automatically go to your LinkedIn profile piece and your Twitter profile piece. 

I don’t post all of the same posts in each one, because I have a different following. 

I have a slightly different following on LinkedIn then I do on Twitter, and then I have a 

very different following on Facebook, because I use Facebook primarily for my personal 

interactions, and so I wouldn’t post the same business- related things to my Facebook, 

just because of the audience who’s there. Now, if I had a Facebook fan page for Sitewire 

that I was managing, then that would be a different story.
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The Whale Hunters is a strategic sales coaching company that helps small businesses 

grow fast by making bigger sales to bigger customers.

The Whale Hunters Expert Series serves entrepreneurs and sales professionals by 

providing in depth interviews with business leaders with deep practical experience in 

their fields. Topics cover a wide range of business development topics, emphasizing 

today’s collaborative processes for winning complex sales.

That is a vertical social network, where someone could establish themselves as a 

celebrity, and really create credentials around themselves within that community, and 

that will be more valuable for them to be a big fish in a small pond, than to be a small 

fish in a big pond of YouTube.

The four that you basically need to understand and get involved in are LinkedIn, 

Facebook, YouTube, and Twitter. Then for businesses beyond that, especially retail 

businesses, need to start thinking about Yelp. Those are the main ones. There are 

certainly others that are emerging and becoming important.

Right now when you look at where the eyeballs are--one of the things I heard in a keynote 

yesterday was where the fish are--right now the fish are in Facebook and LinkedIn. So, 

that would be the place to start.

Barbara: Great. Thanks, Andrew. I want to thank you again for being with us today, and 

for all your help. 
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