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Social Media Marketing: Ready for B2B Prime Time?

Amy Spencer
The Partner Marketing Group
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A 5 Social Media Myths

A Pros, Cons & Practical Uses
I LinkedIn
I Twitter
I Facebook
I Blogs
I YouTube
A 5 Social Media Pitfalls

A The Right Marketing Mix




5 Social Media Myths

. Soclal Media Sites are Free

2. Social Media Sites are a Great Place to Find
New Customers

3. You Need to be on All the Big Sites
4. Social Networking Sites are for Marketing
5. Social Networking is the Future

Sourcei BusinessWeek article by Gene Marks
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LinkedIn

Their Pitch

Relationships matter. Your
professional network of
trusted contacts gives you an
advantage in your career,
and is one of your most
valuable assets. LinkedIn
exists to help you make
better use of your
professional network and
help the people you trust in
return. Our mission is to
O2yySOiG GKS
professionals to make them
more productive and
successful.

LinkedIn has driven more
traffic to our website and
has helped with referral
leads. Most of our
employees are on LinkedIn
and we have setup a
company profile.
Employees are linked to
some of our customerdt is
great how it notifies you
when someone changes

¢ jobs. That could be a
potential lead for us.
¢ Ann Haucke,

The Resource Group

Pros Cons

For my particular situation,
these sites would simply ad
something more for me to
maintain. They do not add
any immediate value to my
business. With public sector
our prospects are not going
to be broadcasting anything
that would be of value in
closing business

¢ Michael Halbig,

InGen Technologies
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10 Practical Uses for LinkedIn
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10.

Ask your first-level contacts for introductions to their first-level contacts.
Research your prospects before meeting or contacting them.

Keep abreast of what your clients are doing AND when contacts move on.
Do market research and gain knowledge with polls.

Answer questions to show expertise and build credibility.

Ask questions to get a feel for what customers want or think.

Share useful articles and resources that will be of interest to your
contacts.

Write honest and valuable recommendations for your clients.

Request recommendations from happy customers.
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Twitter

Their Pitch

Twitter is a service for
friends, family, and coc
worker to communicate
and stay connected
through the exchange of
quick, frequent answers to
one simple question: What
are you doing?

| use this as another means tc In my opinion this is the most
direct people to our vertical useless form of technology to
$pSo0aAlSd LGQAa comeoutinyearsl see no
way to reach people;, odzaAySaa oIt dz
Jennifer Imes LuPiba, AccuNet informal and way too trendy,
a.k.a. fad.c Todd Bowlshy, ISM
During WPC, | found Twitter t
be a great way to stay in touc Please! Not another partially

with what was going on clothed person who wants to
without being there.The quick follow my Microsoft Dynamics
and immediate marketing updates on Twitter!

communication with others  Fortunately you can BLOCK
participating remotely was those strange people.

great! ¢ Karen Riordan, ¢ Cheryl Strege, The Partner
SSi Consulting Marketing Group
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Link to articles and content posted elsewhere that may be of value to
your followers.

Post key takeaways from industry related conferences and seminars.
Use Twitter to keep in touch with other attendees at Convergence.
Link to Dynamics tips and tricks posted on your site.

Congratulate team members for certifications earned.

Promote upcoming events.

Announce new hires.

Post job opportunities to find qualified talent.

Link to press releases and win wires ¢ yours and your clients.

10. Link to case studies.

2.
3.
4.
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7.
8.
9.




Facebook

Their Pitch

Facebook's mission is to It is an easy way to stay  Facebools a jokel signed
give people the powerto  connected and learn more up forFacebookand

share and make the world  about your partner people from high school
more open and connected. contacts on a personal suddenly appeared and
Millions of people use level. We use this for more wanted to connect with
Facebook everyday to keep of a keepin-touch me. Some connecting witr
up with friends, upload an  relationship building tool friendswas nice, but then
unlimited number of that helps us connectona LJIS2 LXX S L Q@S
photos, share links and personal level to partners tried to be my friend|
videos, and learn more which has directly helped found the time and energy
about the people they us connect with newer to keep up withHFacebook
meet. partners without direct to exceed its value, Mark
connection at eventg; Rockwell, Rockton

Giuseppe lanni, Azox Software
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Blogs

Their Pitch

A blog is a type of website,
usually maintained by an
individual with regular
entries of commentary,
descriptions of events, or
other material such as
graphics or video.

Most definitely through Most partners believe that
www.erpsoftwareblog.com blogs are a good for

We plan to place blogs on business, but not all

our website as well and lin surveyed have begun one
to the ERP software blog yet. Where partners enjoy
site. Very effective for SEC reading blogs and many
and it has raised our have started their own
rankings. Google alerts ha blog, the consistent theme
returned #1 rankings for is that you need to make
Microsoft Dynamics GP fo sure you keep content

a couple of our blogs. fresh for your viewers. It all
Judy Van Der Linden, comes down to how much
InterDyn ¢ Artis time you have to devote.



http://en.wikipedia.org/wiki/Website
http://www.erpsoftwareblog.com/

/ Ways to Leverage YouTube

1. ' LJX 2F R NBO2NRAYy3Ia 2F LINBa
demonstrate authority (AND save server space!)

2. Create short videos of valuable tips and tricks to show off
your expertise.

3. Puttogether a creative video explaining your value
proposition. (Check out Y I R A & MaedXa
Playbook/Sales Hero Music Videw

Conduct an interview with an expert.
Introduce your staff to add authenticity.
Record and post a video case study.
Link to your YouTube from LinkedIn, Twitter or Facebook.
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http://www.youtube.com/watch?v=7SFM08DINe8
http://www.youtube.com/watch?v=7SFM08DINe8

5 Social Media Pitfalls

o1 &

. Relentless self-promotion and failure to deliver

value.

Lack of clear, written objectives. L ¥ e 2 dz |
have clear goals and objectives, it will be a time
sinkhole.

Forgetting that your web site is the foundation.
If your site Is outdated or does not give right
iImpression, fix it first.

Focusing on too many things.
Lack of resources to sustain execution.
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A Summary from a survey of 100 B2B marketers
published by Circle Research 9/17/2009:

I 39% of B2B budgets are now allocated to new media
A 15% to web development
A 12% to email
A 10% to online ads
A 2% to social media

I 70% of B2B marketers plan to increase spend on social
YSRAI Ay O0KS YySEGO MH Y2
know enough about this area.
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Prlvate Customer

Build customer community

Counter negative publicity "f’ & "0

Customer conversation & 3 & &
Expose employee talent -] & 9 9 &
Generate website traffic & &

Humanize the company 9 & & & 9
Market research & & & &
Media relations @ & -] ]
Generate new product ideas & o o o o
Product promotion & & 9 & &
Product support/customer svc & & E- &

Product/Service feedback 9 @ 9

Recruit brand advocates . & o o &
Generate sales leads 9 9 @ 3 &

Source--Secrets of Social Media Marketing by Paul Gillin
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Summary

A Start thinking about it. Explore your options.
A Augment what works.

A Take a phased approach.

I Assign people across your company to engage broadly as users to gain
the learning curve

i Focust. SO2YS | daLI26SNI dzaSNJ 2NHI y A
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such as trade associations, the Chamber of Commerce, SBA

and Rotary Clubs.




Microsoft Resources

A Microsoft Dynamics Marketing Guide for Partners, Leveraging Social
Media, Page 115

A Tools available on the Microsoft Partner Network > Sales & Marketing >
Ready-To-Go Marketing > Pointers
T Social Media How-to Articles and Guides Kit
I Social Media Dear Experts Kit
T Social Media Case Studies Kit
A Webcast on 9/23/09, 9am PST - Social Media 101: Defining and

Understanding How to Connect with Your Clients and Colleagues Using the
Latest Technologies (Presenter: Stuart Crawford)

A Online course offered by Search Engine Marketing Professionals
Organization (SEMPO) Institute at a discount to partners: Effective Search
Marketing: Social Media Marketing



https://mbs.microsoft.com/partnersource/communities/marketing/resources/marketingcreativeresources/resourceguidev2
https://mbs.microsoft.com/partnersource/communities/marketing/resources/marketingcreativeresources/resourceguidev2
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/rtgpointers
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/rtgpointers
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/rtgpointers
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/rtgpointers
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/rtgpointers
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/rtgpointers
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40113364
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40113364
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40113364
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40113365
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40113368
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40115846
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40115846
https://partner.microsoft.com/US/salesmarketingsection/smcampaigns/40115846
https://partner.microsoft.com/global/40115917
https://partner.microsoft.com/global/40115917

Suggested Reading

A Secrets of Social Media Marketing
by Paul Gillin

A Social Media Marketing: An Hour a Day
by Dave Evans

A C 2 NNBGrauridelk Winning in a World
Transformed by Social Technologies
by Charlene Li and Josh Bernoff
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http://www.thepartnermarketinggroup.com/
http://www.thepartnermarketinggroup.com/
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