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6 MISTAKES TO AVOID USING
SOCIAL MEDIA

S

ocial media has made marketing in today’s business world a much easier proposition
for small businesses. Social media is cheap, effective and easy to use, which is why it
is changing the way businesses market themselves to customers.

These days, every business should have a strong social media presence.
But even businesses that have a strong presence in social media can make mistakes in the
way they use it.
Because the world of social media is so new, there are very few hard and fast rules when it
comes to its application but common sense dictates that there are a number of pitfalls to
avoid and possibilities to accentuate, if you know what you’re doing.
Experience teaches people how to do things, just as education does, but experience also
gives business owners an actual visceral reaction that remains after the words learned have
left. Making mistakes gives business owners the knowledge of what not to do by learning
from their own mistakes.
So how can you avoid failure while employing the proper tools to gain experience?
You can do it by avoiding big mistakes and learning as you go. Here are some of the
biggest mistakes business owners make and how to avoid them.

1. THEY INCLUDE TOO MUCH
PERSONAL INFORMATION

I

t is important to note the difference between a business website and a business page on
a social media site like Facebook or Twitter.

A company website is normally static and shows what a given company does and sells,
while giving some information about the company. Ideally there are squeeze pages,
crawlers and other lead capture generators on the site, as well as places customers can
actually purchase products. On a company website, for the most part, interaction with the
customer is limited to purchases and basic question.
That is a far cry from social media sites.
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A company page on Facebook, Twitter or even location sites like FourSquare and GoWalla
is more of a way to interact with customers and leads. It is also a great way to generate buzz
about your company, offer value and build referrals.
Social media is all of these things because it is a new way of looking at marketing.
Businesses don’t go in search of customers in the world of social media. Businesses create
a message that can be found by potential customers. Today, social media marketing means
businesses make it easy for customers to find them.
That is why businesses that use social media are walking a fine line between business and
personal.
Social media is a great way to connect with old friends, make new ones and show the
world what you did last Saturday night.
But that is personal social media. You personal profile on Facebook or Twitter can have
that kind of information, but your
business page should not.
Small businesses can be especially
vulnerable because the owner is
often somebody who everybody
recognizes.
If you own a small business and you
are constantly posting information
on your company’s Facebook page,
you have to always consider what is
appropriate and inappropriate.

“SOCIAL MEDIA
IS ALL OF THESE
THINGS BECAUSE
IT IS A NEW WAY
OF LOOKING AT
MARKETING.”

You may have strong political
leanings, have had a great weekend with old friends or be the biggest Red Sox fan in the
world, but your customers don’t want to know about that kind of thing.
More importantly, you don’t ever want to say anything that might offend a customer, and
it’s impossible to know what might offend someone else.
A picture of you having a few beers on a Saturday night might be innocuous enough, but
someone might find a reason to be offended and you’ve lost a customer and possibly a
number of referrals.
One rule of thumb business owners can follow when it comes to what is and isn’t
appropriate for their company’s social media is “The Mom Rule”. If you wouldn’t want
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your Mom to see it or hear you talking about it, don’t post it.
If you had a particularly difficult day and one customer was the reason, don’t post about it. If
the contractor that was remodeling your office has been slacking, don’t post about it.
Don’t air your dirty laundry, ever, on your company’s social media sites.
No matter how angry you may get, remember, it is a conscious decision to post something. It
is incredibly easy to NOT post something and if you post the wrong thing it can have serious
ramifications that you may not have considered.
That’s why, in addition to The Mom Rule, always wait a few minutes before posting
something to your social media wall.
It’s like that old rule about writing an angry letter and then waiting a day before mailing, but
for the information age.
Information is sent too quickly at times, and that can be very dangerous for small businesses,
especially if the owner doesn’t constantly filter the message.
Social media is like fire. It can be the most powerful tool your business has ever had if used
correctly, but used improperly, it can burn you.

2. THEIR MESSAGE IS BORING.

W

hile you don’t want to have a social media presence that is all drunken pictures
and stripper poles, you also don’t want to bore potential customers to death.
You want to give customers something interesting so they keep
coming back.

Remember, social media isn’t a one-time visit thing.
You want your customers to follow you, watch what you do and give you feedback. You
want them to be an active part of your social media presence and the only way to do that is
to keep your presence interesting and relevant.
You do want to be personal on your social media, you just want to watch the line when
being personal.
The personal touch is often enough to build your presence. If people think they are talking
to an actual person on the other end of the social media line, they are more inclined to
keep the conversation going.
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The person on the other end has to be someone that customers like and want to interact with
and showing them as a person, enjoying work is a great way to do it.
You might post pictures of your team
having fun, interesting things that
happen during the workday or anything
interactive and interesting that customers
and leads might want to know about.
It’s also important to remember the days
of internet browsing are long in the past
and this is a very important reason to keep
your online presence fun and vibrant.
Today, people use applications, better
known as apps, to navigate the web.

“THE PERSON ON THE
OTHER END HAS TO
BE SOMEONE THAT
CUSTOMERS LIKE AND
WANT TO INTERACT
WITH AND SHOWING
THEM AS A PERSON,
ENJOYING WORK IS A
GREAT WAY TO DO IT.”

There’s a dedicated app for Facebook on
your smartphone and one for Twitter as well. There are apps for news feeds, weather, sports
and anything else you can think of. That is why you have to make your social media presence
an exciting stop for potential customers as well as existing customers.
At the same time, you don’t want to cross the line into bad taste and poor customer service.
That is why you should have multiple people check on your social media sites. With different
eyes checking up, you shouldn’t have a problem with offensive or inappropriate content.

3. THEIR ISN’T ENOUGH FRESH
CONTENT.

I

n the world of social media, content is king.

Do you know why ESPN comes up at the top anytime you search for anything related
to sports? The thousands of pages of content on the site certainly have to do
with it.
There are many different criteria that go into Search Engine Optimization, but content on
a given website is one of the most important.
If you have hundreds of pages of content about your plumbing business, but your
competition only has two or three, your site is sure to rate better with search engines.
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Also, sites that consistently have fresh content do better in searches. Fresh content keeps your
site up to date and lets customers know that there is somebody paying attention to the site and
the business in general.
This is especially useful for companies that
sell products exclusively over the internet.
Have you ever wanted to buy a product,
but the website looked like it hadn’t been
updated in weeks or months? What was
your impression of that business? Did you
buy from them?
With more content, your site also has more
information. You should answer questions
that customers might have in your content,
as well as telling customers about exciting
new things coming up.
The content doesn’t have to be literary in
nature, but it does have to be up to date,
useful and interesting for the reader. And
never stop updating it.

“FRESH CONTENT
KEEPS YOUR SITE
UP TO DATE AND
LETS CUSTOMERS
KNOW THAT THERE IS
SOMEBODY PAYING
ATTENTION TO THE SITE
AND THE BUSINESS IN
GENERAL.”

4. THEY SPAM THEIR CUSTOMERS.

W

hether it’s in the virtual world or the real world, nobody likes a pushy salesman.

There are words for salesman that don’t take no for answer in the real world. In
the virtual world, it can be known as Spam.
Spam filters have made the world safer for internet browsers, but filters don’t mean spam
doesn’t exist.
It’s everywhere and with the plethora of mailing lists and squeeze pages, it has never been
easier to get constantly spammed. For example, put your name on the wrong list and you’re
getting Viagra ads in your inbox five times a day.
That is why it is vitally important that businesses treat their customer list like gold and don’t
start spamming.
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Obviously, the customer already feels a level of trust with any business they’ve given their contact
information to, so why would businesses disregard that trust by paying customers back with
useless emails?
Since they already buy from you, it isn’t necessary
to bombard them with information. Personal notes,
thank you cards and special offers are all great to
send to customers. Customers should be happy to
get those things, but generic spam can have the
opposite effect.
Personal notes, thank you cards and special offers
are all great to send to customers.

“PERSONAL NOTES,
THANK YOU CARDS
AND SPECIAL OFFERS
ARE ALL GREAT TO
SEND TO CUSTOMERS.”

Spamming can cause customers and leads to get
upset and not buy from you based on principle.
If your emails are jamming up their inbox with the same offers hour after hour, day after day,
they are far more likely to be turned off then turned on.
Instead of spamming, find other ways to reach customers and leads, but be sure to not come off
as pushy. Friendly and professional always works in these situations.

5. THEY LACK A CONSISTENT
MESSAGE AND IMAGE.

W

hat is the image your business portrays to the world? Is it consistent or scattered?
When you check your social media sites, are you portraying the same image
throughout or is your image all over the place?

In many ways, business success is based on success in marketing and one of the cardinal rules
of marketing is to portray a consistent image in all marketing materials.
For instance, websites that have different logos but are featuring the same company are not
only confusing but unprofessional as well.
Articles that convey one message but are at odds with other articles on your site can cause
confusion and lose customers.
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Remember, one of the basic rules of the new
social media age is that businesses want to
make themselves as easy to find as possible for
customers.
That includes having a crystal clear image and
message that tells customers who they are buying
from.
If your image is convoluted and confusing, it will
certainly have a negative impact on your bottom
line.

“IN MANY WAYS,
BUSINESS SUCCESS IS
BASED ON SUCCESS
IN MARKETING AND
ONE OF THE CARDINAL
RULES OF MARKETING
IS TO PORTRAY A
CONSISTENT IMAGE
IN ALL MARKETING
MATERIALS.”

6. THEY DIDN’T TEST AND MEASURE.

T

esting and measuring is the most important aspect of marketing, no matter the
campaign or the business. If you don’t test and measure, you’ll never know what really
works and what doesn’t.

You’ll always be guessing and guessing in the rigid, real information world of business is a
recipe for disaster.
Like any marketing campaign, any work that you do in social media to grow your customer
base should be tested and measured. Many businesses just assume because they are using social
media, it must be effective, but they couldn’t be more wrong.
The one difference between traditional marketing and social media marketing is social media
marketing shouldn’t cost you a lot of money, so it is far easier to have an effective campaign.
At the same time, you don’t want to waste time on campaigns that aren’t as affective as others
and the only way to know what works best is by testing and measuring.
Keep every lead you get from your social marketing campaign separate from your other leads.
For instance, if you have both a website and a company Facebook page, measure which brings
in more customers and focus your energies on that method.
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If you have multiple pages and sites, figure
out why some do better than others.
Maybe the message is different or maybe
one has a better offer or better copy.
Whatever the answer is, without testing
and measuring you’ll never know, which is
why it is always so important.

“KEEP EVERY LEAD
YOU GET FROM
YOUR SOCIAL
MARKETING
CAMPAIGN
SEPARATE.”

WRAPPING IT UP

S

ocial media is a terrific resource for business to use in building their customer base, so
long as it is used correctly. By following these six simple rules, any business should be
able to grow their social media presence.
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1.

We Guarantee to get results, and that you’ll be able to “Find our Fee” in your business
within 17-weeks of ActionCOACH coaching your company … or your coaching is FREE.
Our coaching programs have been tested and proven all over the world, so when you hire an
ActionCOACH,, you WILL get results. Whether it is in terms of more time, a better team or
more money … if you are making a good-faith effort and doing the required work assigned
to you; you attend all coaching sessions and agreed-upon events and workshops and you
complete all of your committed decisions and homework assignments on agreed-upon dates
… and you are STILL not satisfied or seeing results by the 17th week, we will coach you
FREE until you do … no questions asked!

2.

We Guarantee to tell the truth about you and your business … no matter how
uncomfortable it may be, or how hard it is to share with you the realities of your
business and the changes you need to make.
When you hire an ActionCOACH,, you will have the “unreasonable friend” and personal business
mentor you and your business need to succeed. You will be held accountable for everything you say
you will do, and your business will get the push it needs so you can get the results you really want in
your business.

3.

We Guarantee you a “business re-education” about how your business really works and how to successfully grow
your company … as well as how to apply your new education and knowledge to any business situation.
Your ActionCOACH will guide you with proven systems and strategies designed to give you a “business re-education” that will allow you to
profit in terms of more time, better team and more money. Not only will you be able to unlock the true growth potential of your company,
you’ll be in the “driver’s seat” of your own business, equipped with a “map” and a “license” to take it and drive it wherever you want to go,
with ActionCOACH by your side.

4.

We Guarantee complete confidentiality …
Our working relationship will involve a level of trust and understanding about the proprietary nature of our coaching strategies and
the proprietary aspects of the numbers and nature of your business. Because of this, we guarantee a confidential business relationship with
you during the course of our work together.

5.

We Guarantee a personalized approach to your business …
You and your business are unique. Because you are relying on our experience in working with businesses of all kinds, you can be
assured you will have a clear understanding of the nature of any program we recommend, and that your expectations will be properly
managed as to anticipated outcomes and results.

6.

We Guarantee a proven system and methodology that is designed to multiply profits in your business, with complete
access to our proprietary system of coaching strategies, systems, programs and services …
Not only will you be shown a number of systemized ways to successfully build your business, you will also have complete and exclusive
access to more than 3,500 strategies and tactics that make up our entire proprietary business coaching system.

7.

We Guarantee to show you how ActionCOACH defines business success, and how to build a commercial, profitable
enterprise that works without you.
Even if you are an owner who loves business and who loves working “in” your business every day, ActionCOACH will show you how to
build a company you can work “on” whether you show up every day or not. Regardless of your ultimate goals, you will learn the strategies,
systems and advantages of the ActionCOACH definition of a successful business.

AMERICAS
5781 S. Fort Apache Rd
Las Vegas, Nevada 89148, USA
Ph: +1 702 795 3188
usa@actioncoach.com

ASIA PACIFIC
1/44 Borthwick Avenue
Murrarrie QLD 4172
Ph: +61 7 3900 5500
australia@actioncoach.com

LATIN AMERICA
Ricardo Margain 201-19
Plaza Santa Engracia
Colonia Santa Engracia Garza Garcia
Nuevo Leon 66267 Mexico
Ph: +52 818 335 8194
mex@actioncoach.com
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Mexico . Netherlands Antilles . Nicaragua . Nigeria . New Zealand . Northern Ireland . Puerto Rico . Philippines . Portugal . Scotland . Singapore . South Africa
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