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Road Map…

• What does it mean to me?
• How can Face Book Help Me?
• How can LinkedIN help me?
• To tweet or not to tweet?
• How can I become the expert?
• Do sales blogs matter?



What does social media mean
to the ad sales rep?

• You must go to where “they” are.
• You must be present to win
• If you want to win the game, you have

to play the game
• ABC, Always Be Closing…. Always Be

Chatting
• The ultimate networking opportunity



FaceBook For Success
• Get a profile for personal and one for

business.
• Or, make a choice.
• Become fans of all the companies

you sell to and more.
• Start your own FB FP for sales.
• Get active.  Interact and win.



Selling Status Updates



Selling FB tabs



Selling Product
Premiers/Events



The LinkedIN Limbo
• How high of a bar do you set?
• Be realistic, engage at will.
• Join groups.
• Form groups if none exist.
• Do NOT be a poser.
• Soft sell for success.
• GET recommendations
• Build your profile!



The LinkedIN Limbo

• Go live examples….



To Tweet or Not to Tweet?

• Make a promise and keep it
• Nobody cares about your cat
• When you tweet, tweet with purpose
• Keep it simple
• Share articles
• Be original, be you.



Become the expert
• Be seen, be herd, beware.
• Experts are not always the smartest…

YIKES!  Are you for real?
• Read, read, read.
• Noise to quality ratio.  Keep the noise

low.
• Invite people to join your eList



Take Aways…
• Great idea if updated
• Noise to info ratio
• Keep it fresh, keep it simple
• Become an industry resource
• Work it, work it!!
• Go to them and they will come to you
• Get involved and get rewarded
• Do not be a poser
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