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Social Media for Small Business

Tips for Using Your Time Effectively

This book is written for busy small business owners
who have little cash and even less time.

Quickest route to something usable in this
book:


Chapter 2: 10 Minute Tasks

The social media landscape changes very quickly. Some
content in this book may change by the time you read this. To keep
up with changes look for future editions of this book. You may also
follow me on Twitter @marilynmcleod and find the social media book
series Facebook fan page via www.CoachMarilyn.com.

I hope this book helps you become more relaxed about
your schedule, and that you are able to enjoy your social media
experience even more, and be more effective as a result.

Join me online as we learn more together!



Marilyn McLeod

San Diego 2010

* * * * *

Comments from some of Marilyn's clients:

Bless you, Marilyn! You have succeeded in making this
as easy as possible for me. It could have taken me years to come up
with this kind of detailed plan, with so much taken into account!
Truly, this has saved a lot of time and frustration, I'm certain. I
feel so much gratitude and relief for this kind of support from
you...wow.



Barbara Larson

Bainbridge Island, Washington

You helped me get off my you know what and get
something done that was very important to me. I needed a partner I
could trust, who had the skills to help me. Thank you for your
support and encouragement.



Barbara Urschel

Orcas Island, Washington

Using Marilyn's system, I never feel at loose ends. I
no longer feel that I'm spending my valuable time getting
organized, because I stay organized! When my desk and office become
cluttered, I simply start dispersing items to the appropriate spot,
or create a new spot and presto ... I'm ready to work! Thank you,
Marilyn!



Rhonda Barnett, Senior Sales Director

Mary Kay Cosmetics, San Diego, California

I learned not to forget about what I love doing, and
include it as part of my day in order to stay motivated.



Maria Contreras

San Diego, California
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mechanical, photocopying, recording, or otherwise) without the
prior written permission of both the copyright owner and the above
publisher of this book.

 


Smashwords Edition License Notes

 


This ebook is licensed for your personal
enjoyment only. This ebook may not be re-sold or given away to
other people. If you would like to share this book with another
person, please purchase an additional copy for each person you
share it with. If you're reading this book and did not purchase it,
or it was not purchased for your use only, then you should return
to Smashwords.com and purchase your own copy. Thank you for
respecting the author's work.

DISCLAIMER:

This publication is designed to provide
accurate information in regard to the subject matter covered. 
The author is not engaged in providing legal, financial,
investment, accounting or business advice.  Should the reader
need such advice, the reader must seek services from a competent
professional.  The author particularly disclaims any
liability, loss or risk taken by individuals who directly or
indirectly act on the information contained herein.  The
author is an independent consultant and coach, and does not
represent any of the websites or organizations mentioned
herein.
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Introduction

For some reason, time management and organization
have always been natural for me. Because of this I've been able to
translate complex tasks into step by step processes others can
follow and use to shorten their learning curve and optimize use of
their resources.

As a small business you don't have to spend as much
time as large corporations going through committees and boards in
order to get your social media budget funded. You can just schedule
ten minutes or an hour in your calendar and try a few things to see
how they work for you.

The administrative burden social media can place on
the already overflowing plate of a small business owner can seem
onerous how in the world can you add one more thing, even it is
important? This may seem an especially valid question if you
already don't look forward to sitting at your desk to handle email
each day.

Because you're probably more focused on your craft,
on your subject matter, than how to navigate the online world, you
may simply want to hand off this task to someone else. In this book
I provide guidelines in terms of what you can hand off, and what
makes most sense to take care of personally. Hopefully the social
media tools and your ability to manage your time will decrease your
burden in other administrative areas.

If you need more support, check my website for
seminars, teleclasses and coaching opportunities.



Marilyn

www.CoachMarilyn.com
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About the Author

Marilyn McLeod has been working with organization and
time management concepts throughout her career, at times teaching
time management courses and often providing individual coaching for
small business owners.

Her quest for efficiency led her online in 1996 where
she began to provide online resources to her coaching clients.

Soon other small business owners asked her to help
them with their online presence, and today she is translating the
large world of social media into bite-size pieces for people at all
levels of online expertise.

Join her in this book to learn more about how to
organize your schedule and your social media efforts to make best
use of your precious time.



You can find more about Marilyn at her online hub:

www.CoachMarilyn.com
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 CHAPTER 1:

Social Media Simply a Time Drain?






As a small business, you're especially close to the
bottom line so you're always trying to do more with less. I know
you want to get more marketing exposure with fewer ad dollars. I
know you also want more results with less effort because you're
already too busy. The promise of social media is free advertising
to reach an unlimited audience. The cost in dollars is usually free
or very low. The cost comes in as time invested. I'm writing this
book to help you use your limited time in the most effective way to
support your business and personal goals.

This is a very social environment. As a small
business it's easier for you to blend into the social media world
because it's really about individual people. The culture is casual
and personal. it's about being authentic, humble, relevant and
helpful. Large corporations often have a social media presence, but
it's about their brand. They have individuals posting for them,
which is useful and often very effective, but as a small business
or entrepreneur your business is probably closely associated with
you as an individual, so social media is a more natural fit.

What makes social media so effective is it's set up
to be viral. it's communication and integration on steroids. If
your followers or friends or connections like what you've sent them
and think it'll help their network, they'll pass it along, giving
you credit (at least that's the overall culture of the social media
world). You provide valuable content that people want and this
naturally creates awareness for you and your business model.

People want to be heard. If you respond to them with
interest and appreciation, it shows them they've been heard, and
they'll want to give back to you.

Social media doesn't replace how you're already
promoting, unless what you're doing now isn't getting you anywhere
and you decide to try social media instead. Keep up your marketing
efforts that are working, and use online marketing and social media
to support your marketing message.

Social media gives the customer control. it's about
attracting your ideal audience to you. It allows you to inform them
and it allows you to get insights from them. it's a two-way
conversation. You can even eavesdrop on many conversations that are
public. Find people that match what you're looking for and begin
interacting with them. Join in their conversations when you have
something to offer.

Because your social media efforts allow you to keep
your name and information in front of more people each time you
post a new message and possibly long after, social media can help
you retain people in your network. You can energize a certain
number of them to take action. You can find new people to add to
your network. Your contributions and presence can enhance your
reputation as a reliable authority in your niche and help establish
your brand based on your expertise.

If you're using it to socialize rather than promote
your product, how do you make money with social media? Think about
how you make money offline. How do you gain new customers? You
probably cultivate new relationships, find a way to help those
people, build trust and rapport, and finally, if there's a match
and you're there when they need what you offer, you may have a new
client.

You can reverse the client chase! As you present
yourself and make connections and friends online, you show them how
to find your online home base so they can get to know you better.
You can then lead them to your offerings and give them a clear way
to respond and ask for what you offer. If you hear back any
comments that sound critical, open your heart, be authentically
curious, and reflect on the need behind their comment. They've just
given you their consulting services for free. Look for the nugget
behind the style of their message for how you might tweak what you
do to become even more unique and valuable in your field (see
Chapter 6 Universal Needs Chart).

Social media certainly can be a time drain,
especially if you allow yourself to spend endless hours in
conversation. You could have a team of people working full time
implementing the possibilities I list in this book and still not
use everything to it's fullest extent, so don't worry about getting
it all done. Just do what you can. Make strategic choices about how
you spend your precious time, and be conscious of your actual time
spent day to day.

In an article in Business Week (March 10, 2009),
David Allen discusses Time Management in the Age of Social Media.
He recommends targeting your social media very closely to attain
your goals, rather than indiscriminately hook into multiple sources
of poorly defined static. To use social media effectively, just be
sure that you aren't putting more effort in than the result you're
getting.

We've evolved to a very complicated Internet-scape
where it's easy to get lost and overwhelmed, yet at the same time
it's difficult to hide. Since our personal lives to some extent
have gone public, we might as well have a voice in how were
perceived.

The game is changing. What happens when artists start
selling their downloads directly from their own pages instead of
using the big labels? Why share the revenue when they can go
directly to their customers?

There are direct ways to monetize your online
presence, but even if you don't have a call to action on your blog
or website that leads to an order form, your online efforts can
still contribute to income. As your network grows and people know
what you stand for and become familiar with your message, you may
receive invitations to speak at conferences and contribute to
articles and books, and may be quoted in the media, all of which
will help you grow your list. If you're clear about what you do and
what you want, eventually you'll find yourself attracting prospects
and buyers. The larger and more finely tuned your network, the
better results you'll receive when you send out a post to your
network.

Are you having a tough time trying to quantify or
forecast what the benefits will be of investing in social media?
it's true; it's not immediately measurable. The cost of building
your business using social media is your time. Decide how much time
you'll put in, or how much money you'll spend on someone to help
you (see Chapter 5 Automating and Delegating). Evaluate the traffic
that comes into your hub and look at sales. If you're not getting
enough results after a week or so, adjust what you're doing to
improve the outcome.

How do you know what's real and what's not when you
read something online? Think of how you discern truth in other
areas of your life, when you read something in the paper, hear a
story on television, or listen to a neighbor passing along a story
about someone else. Is it true or not? If you try to have the best
people in your network, and you hear the same thing from more than
one person who all have a track record of seeing the truth, maybe
there's something to it.

Each social media site has it's own culture and it's
own rules. Become acquainted with both, and follow their lead as
you introduce yourself on their site and interact with their
members. Keep your standards high when you post on these sites.
Come from a place of sincerely wanting to help other members. Think
before you post. Post when you have something of value to
contribute.

If you're just leaving a party where you've had too
much to drink and you feel compelled to send a tweet, don't If
you're angry or upset about something, wait until you've calmed
down and can be clear about what you really want. Then make a clear
request that will help you get what you want. Tweets and posts
last. Think of how you want to be seen in the future before you hit
the send button. Is this something memorable and of value? Is it
something you'll be proud of in the future?

How to Protect Yourself from Overwhelm

Whenever you get that feeling that it's just
too much, stop whatever you're doing and allow a deep breath. Whew!
The world sure is full of wonderful options and possibilities,
isn't it?! My friend Marshall Goldsmith talks about drowning in a
sea of opportunity. It happens to all of us.

 


Sometimes this feeling of overwhelm is an
indication were moving into a territory we don't immediately see as
aligned with our goals, and it's our inner voice trying to get our
attention that we've gone off track. Or maybe we've been working
for six hours straight, our blood sugar is getting low and we need
some good protein and nutrition or just a glass of water! Our
brains work much better when were hydrated.

 



Visit: http://www.smashwords.com/books/view/10316
to purchase this book to continue reading. Show the author you
appreciate their work!
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