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Welcome to the BusinessOwnerSpace.com Social Media Conference – Growing Your Business with Social Media for Businesses Event! We hope you find the speakers, representatives and workshops to be both informative and helpful in finding business solutions for social media use in your advertising.
We designed this “toolbox” with the idea that you would add information from the social media representatives at our conference to use in your future marketing campaign. Once you have completed the conference and taken advantage of our workshops, here are a few suggestions and some additional information and resources you should consider as you invest your time and energy into building a social media marketing strategy or improving your existing strategy.
What is social media? It’s a suite of online services that facilitates two-way communication and content sharing and can be a productive component of your overall marketing strategy. While social media requires only a minimal cash outlay, it can be time intensive, so a thoughtful campaign that selects a few services that will work for you is better than a big campaign using multiple services that you don’t have the time and energy to keep updated.

We recommend that at a minimum, you complete the following steps as soon as possible;

1. Create a web page or update and improve the one you already have. There are many websites that give you the tools you need to build your own, or you can hire someone to do it for you.

2. Get your business listed with a geo locator company such as YELP, Yahoo, or Google. 

3. Submit your website to the top three search engines, Google, Yahoo! and Bing. They account for most of the web searches, with Google as the leading search engine. You only need to submit your URL once, but if you update your site significantly, you may want to resubmit it. www.google.com/addurl, http://siteexplorer.search.yahoo.com/submit, and www.bing.com/docs/submit.aspx
4. Learn how to use keywords and search terms to get your company to the top of the list on search engine returns. Most folks are going to pick a business that’s listed on the first page of a search, so it’s important to include words in your website that will coincide with customer search phrases. There are a number of sites that have free search tools to help you select lucrative words. Here are a few of them; www.digitalpoint.com/tools.keywords, www.google.com/insights/search, and https://addons.mozilla.org/en-US/firefox/addon/4788 
As you think about using social media, it’s important to consider both the pros and cons of social media as well as who your customers are and which social media services are most likely to reach them. A thoughtful and informed marketing strategy will be worth your time and effort. Educate yourself as much as possible by completing research on the internet, at your local bookstore or library, or speak to a business owner who is already successfully using social media to facilitate their business. At www.toolboxcreative.com/social-media, you’ll find a free and comprehensive example of how to use social media to your advantage. It’s not a “one size fits all” endeavor though, so create a strategy that establishes goals, sets quantifiable objectives, identifies target markets, estimates costs and time commitments and measures the return on your investment. If it seems a little overwhelming, take the time to observe how other businesses are using social media. You can do this by exploring their websites, “friending” their Facebook accounts, signing up to receive Twitters, reading their blogs and becoming a “customer,” to name a few possibilities. You can also launch your own pilot project with a specific beginning and end date. When it’s completed, you’ll have some tangible information to work with as you move forward. 
If you are limited on time but big on enthusiasm to use social media in your marketing campaign, you may want to outsource your social media maintenance to a service that specializes in social media, or delegate it to an ambitious employee. Remember, if you decide to delegate or outsource your work, be sure to develop a comprehensive policy that thoroughly covers what is and what isn’t acceptable (to protect your reputation as well as confidential information).
Once you’ve engaged in you social media campaign, it makes sense to measure the return on your investment and your time. Companies like ITunes and Twitter have site specific analytic tools that you can use periodically to check your metrics. Google Analytics is linked to your Google account, and can be used to evaluate your activity on LinkedIn as well as other websites that you have designated. Another way to measure is by observation - the degree of your customer’s engagement, the nature of their dialogue, and the quality of relationships with your target market. Part of the challenge of creating a measurement strategy is deciding what to measure, the amount of traffic to your website, the leads you develop, and sales and revenues, are a few examples. There are free sites that can help you measure your statistics, www.google.com/analytics, http://getclicky.com, and http://web.analytics.yhoo.com to name a few. The type of website you have will dictate which analytic measurement sites are available to you.  
Here are a few more social media benefits that come with a marketing approach that provides for feedback and two way conversations in real time with your clients:
1. Promptly detect and correct customer problems or complaints

2. Obtain customer feedback and input on new product designs or changes

3. Provide tech support to many people at one time; if one person has a question, chances are that others do too

4. Improve service delivery, for example, take to-go orders on Twitter

5. Locate qualified new vendors, service providers, and employees by using professional networks such as LinkedIn

6. Collect critical market intelligence on your industry and competitors by watching content on appropriate social media

7. Use new geo location services to drive local traffic during slow times and to acquire new customers
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