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The author and publisher of this Report and the accompanying materials have used their best efforts in preparing this 
Report. The author and publisher make no representation or warranties with respect to the accuracy, applicability, 
fitness, or completeness of the contents of this Report. The information contained in this Report is strictly for 
educational purposes. Therefore, if you wish to apply ideas contained in this Report, you are taking full responsibility 
for your actions. 

EVERY EFFORT HAS BEEN MADE TO ACCURATELY REPRESENT THIS PRODUCT AND IT'S POTENTIAL. 
EVEN THOUGH THIS INDUSTRY IS ONE OF THE FEW WHERE ONE CAN WRITE THEIR OWN CHECK IN 
TERMS OF EARNINGS, THERE IS NO GUARANTEE THAT YOU WILL EARN ANY MONEY USING THE 
TECHNIQUES AND IDEAS IN THESE MATERIALS. EXAMPLES IN THESE MATERIALS ARE NOT TO BE 
INTERPRETED AS A PROMISE OR GUARANTEE OF EARNINGS. EARNING POTENTIAL IS 
ENTIRELYDEPENDENT ON THE PERSON USING OUR PRODUCT, IDEAS AND TECHNIQUES. WE DO NOT 
PURPORT THIS AS A ―GET RICH SCHEME.‖  

ANY CLAIMS MADE OF ACTUAL EARNINGS OR EXAMPLES OF ACTUAL RESULTS CAN BE VERIFIED UPON 
REQUEST. YOUR LEVEL OF SUCCESS IN ATTAINING THE RESULTS CLAIMED IN OUR MATERIALS 
DEPENDS ON THE TIME YOU DEVOTE TO THE PROGRAM, IDEAS AND TECHNIQUES MENTIONED, YOUR 
FINANCES, KNOWLEDGE AND VARIOUS SKILLS. SINCE THESE FACTORS DIFFER ACCORDING TO 
INDIVIDUALS, WE CANNOT GUARANTEE YOUR SUCCESS OR INCOME LEVEL. NOR ARE WE RESPONSIBLE 
FOR ANY OF YOUR ACTIONS.  

MATERIALS IN OUR PRODUCT AND OUR WEBSITE MAY CONTAIN INFORMATION THAT INCLUDES OR IS 
BASED UPON FORWARD-LOOKING STATEMENTS WITHIN THE MEANING OF THE SECURITIES LITIGATION 
REFORM ACT OF 1995. FORWARD-LOOKING STATEMENTS GIVE OUR EXPECTATIONS OR FORECASTS OF 
FUTURE EVENTS. YOU CAN IDENTIFY THESE STATEMENTS BY THE FACT THAT THEY DO NOT RELATE 
STRICTLY TO HISTORICAL OR CURRENT FACTS. THEY USE WORDS SUCH AS ―ANTICIPATE,‖ ―ESTIMATE,‖ 
―EXPECT,‖ ―PROJECT,‖ ―INTEND,‖ ―PLAN,‖ ―BELIEVE,‖ AND OTHER WORDS AND TERMS OF SIMILAR 
MEANING IN CONNECTION WITH A DESCRIPTION OF POTENTIAL EARNINGS OR FINANCIAL 
PERFORMANCE.  

ANY AND ALL FORWARD LOOKING STATEMENTS HERE OR ON ANY OF OUR SALES MATERIAL ARE 
INTENDED TO EXPRESS OUR OPINION OF EARNINGS POTENTIAL. MANY FACTORS WILL BE IMPORTANT IN 
DETERMINING YOUR ACTUAL RESULTS AND NO GUARANTEES ARE MADE THAT YOU WILL ACHIEVE 
RESULTS SIMILAR TO OURS OR ANYBODY ELSES, IN FACT NO GUARANTEES ARE MADE THAT YOU WILL 
ACHIEVE ANY RESULTS FROM OUR IDEAS AND TECHNIQUES IN OUR MATERIAL. 

The author and publisher disclaim any warranties (express or implied), merchantability, or fitness for any particular 
purpose. The author and publisher shall in no event be held liable to any party for any direct, indirect, punitive, 
special, incidental or other consequential damages arising directly or indirectly from any use of this material, which is 
provided ―as is‖, and without warranties. 

As always, the advice of a competent legal, tax, accounting or other professional should be sought.  

The author and publisher do not warrant the performance, effectiveness or applicability of any sites listed or linked to 
in this Report.  

All links are for information purposes only and are not warranted for content, accuracy or any other implied or explicit 
purpose. 

This Report is © copyrighted by Jack Mize and is protected under the US Copyright Act of 1976 and all other 
applicable international, federal, state and local laws, with ALL rights reserved. No part of this may be copied, or 
changed in any format, sold, or used in any way other than what is outlined within this Report under any 
circumstances without express permission from Jack Mize 
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Introduction 

If you own a business and aren’t using social media, you are just giving away 
sales to your competitors that are using these networks. Why? Social media has 
the power to drive hoards of customers your way, whether your business is local, 
national or global. Wouldn’t you rather grab the sales that you’re just giving away 
at the present moment? Of course you would! 
 
Well, guess what? 
 
This guide is going to make it easy. It takes the unknown out of using social 
media for business and shows you exactly how to do it. 
 
You do not have to pave the path of an innovative, efficient and effective 
marketing tool that will help you to boost business. Plenty of small business 
owners have gone before you – that road is already paved. It is social media 
marketing; it can help you accomplish your goals of attracting repeat business, 
obtaining new business, boosting sales and increasing your income.  

 

 

 

 

 

The reason small business owners state most often for shying away from using 
social media as a marketing tool is that they do not know how to use it. If you are 
one of those business owners that has been standing at the door of social media 
marketing but doesn’t know how to open the door (or refuses to), you are doing 
your business more harm than good.  

The mystery of social media networks and how to use social media marketing to 
boost your business ends today. 

 

 

 

 

 The path leads to  

Social Media Marketing. 
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In this report, you will learn: 
 

 What social media is 

 The role social media plays with consumers in business transactions 

 How to use social media in your business to boost business with 
existing customers and obtain business from new customers 

 The social media networks you should be aware of and the primary 
features each site offers 

 Benefits of using social media as a strategic business marketing tool 

 How ignoring social media as a strategic business marketing tool 
may cost you future business 

 What your next steps are in to integrate social media marketing in 
your marketing mix as part of your strategic marketing plan 
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What is Social Media? 

Before we go deep into the benefits that using social media can have on your 
business, let us first talk about the true definition of what social media is. 

 

 

 

 

 

 

 

 

 

 

 

You, as a business owner, need to think of social media from a business point of 
view. Whether your target audience is consumers or other businesses, social 
media networks are where you can find existing and new business. Plus, not only 
can you reach your target audience through these networks, you can find them in 
large numbers and in one place. 

Further, the social media platform forms a circle of trust, so it adds credibility and 
trustworthiness to your business when: 
 

 One of your existing customers talks about how great your business 
product or service is, or how it solved an issue they were having 

 You share information about your products, services or industry that 
speak to resolving a specific problem your ideal customers are 
having 

 You respond to a complaint or an issue that a customer is talking 
about having with your business 

 You can monitor and quickly respond to the good and the bad 
conversations that are taking place about your business 

 You offer followers and friends on your social media networks 
special offers that nobody else receives 

 Social media: A place online where 

people connect with other people and 

businesses. Social media provides a 

platform for businesses to start and 

participate in conversations with their 

existing and potential customers.  
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The Role Social Media Plays in Society 

For a moment, forget that social media marketing takes place in an online world. 
Think back to the type of old-fashioned, word-of-mouth marketing that has been 
taking place since the beginning of time.   

For example, when you need to buy a 
new vacuum, you probably ask your 
family members, friends and even co-
workers what kind of vacuum they have 
and their experience with the vacuum.  

 

While the information they provide to you 
may not be the only factor you consider in 
making your vacuum purchase, receiving 
a recommendation from someone you 
know may be the deciding factor on which 
vacuum you buy. 

Social media plays the same word-of-
mouth role, however, the reach is much 
broader because you are not only reaching the lady who lives around the corner, 
you are also reaching everyone that is her ―friend‖ or ―follower‖ on her social 
networks. 

To give you an example of the impact this can have, the average Facebook user 
has 144 friends. Assume Client A buys your vacuum and raves about it on her 
Facebook page.  

Right off the bat, you have reached 144 additional customers without doing 
anything. You have not spent one penny or exerted any energy. The buyer of the 
vacuum is the only one who put forth any effort by posting her comment on her 
Facebook page. 

Now, the 144 people that news of the vacuum cleaner has reached also have 
their own set of friends. Assume each of the 144 friends also have 144 friends. 
With just one posting on a Facebook page, you can easily get in front of tens of 
thousands of people as the word spreads (approximately 20,736 from the 144 
friends from the original poster and the 144 friends of those 144 people). 
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How Social Media Plays a Role in Business 

To put it simply, social media is one of the myriad of marketing tools you should 
be using to get in front of current clients as a draw to bring in repeat business. 
You should also use social media to get in front of new or prospective clients and 
boost your business. 

When you use social media as part of your business, you are creating a persona 
for the business. You are demonstrating there is a real person (or people) behind 
the business—people who care and want to be there for their clients. 

 
The proof is in the numbers: 
 

 By November 2007, social networking usage (time) surpassed email usage  

 By July 2009, the number of social networking users had surpassed the 
number of email users 
 

 Social networking accounts for 50% of all mobile Internet traffic 

 Over 750 million people have social media accounts 
 

Social Media Networks 
With a dizzying amount of social media networks that exist, and new ones 
popping up every day, it can be a confusing task to choose which ones you 
should be focusing on for your business – especially, if you are a newbie to using 
social media.  

 
Keep it simple by focusing on the primary social media networks, like:   
 

Facebook 

YouTube 

LinkedIn 

FourSquare 

Twitter 

 
Each one of the social media networks has the same purpose, which is to help 
promote and market your business through online communication. Each one also 
has its own unique set of advantages or tools that make it different from the other 
social networks.  
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Facebook 

Facebook is the number one social media website on the Internet. Facebook has 
more than 750 million registered users; these users spend 
one-third of their Internet time on the site, with roughly half 
visiting the site every day. This equates to people spending 
about 500 billion minutes per month on Facebook,  

Facebook allows its users to connect with friends, family 
members, co-workers and other people they know. But, do 
not let this fool you into thinking 

Facebook is just for staying in contact on a personal level. 
 

 The average user is connected to 60 pages, groups and events 

 About 7 out of 10 Internet marketers are using the Facebook ―Like‖ 
button on their business website and business content or plan to 
implement it in the near future 

 Over 700,000 local businesses have active pages 

 The top three reasons people connect with a brand on Facebook is: 
(1) To learn about new products (35%); (2) To receive coupons and 
discount offers (37%); (3) To advise people they know what 
products/services they support (41%) 

 30 billion pieces of content, which include web links, news, blog 
posts and more are shared on Facebook every month 

 

The moral of the story is that large pools of your ideal clients on Facebook, and 
they are using it often, most of them on a daily basis. You can leverage this as a 
way to communicate with your existing customers, as well as reaching entirely 
new audiences. 
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YouTube 

YouTube is a video-sharing social media website. Companies upload how-to, 
advice, tips and tricks videos that pertain to their industries, 
promoting their businesses in the process. The videos do not 
have to be professionally shot and edited. In fact, the majority 
of the videos on YouTube are amateur videos.  

Even as an amateur, you can use computer-editing software to 
easily add a banner along the bottom or top of your video to 
promote your business, or simply mention your business 
contact information in the video. 

 

If you are wondering why you should bother, take a look at the numbers: 

 In one year, the number of advertisers on YouTube increased by 
1000% 

 20 million YouTube videos also get uploaded to Facebook each 
month 

 There are over 2 billion views on YouTube daily 

 Every minute, 24 hours’ worth of video content is uploaded to 
YouTube 

 9 billion video streams are served on YouTube monthly 
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LinkedIn 

LinkedIn has more than 50 million members worldwide, with approximately 1 
million more members joining every month. LinkedIn focuses more on 
professional social networking than either Facebook or YouTube.  

As such, LinkedIn allows each user to upload information about their professional 
background, including their current company and position. 
LinkedIn has sharing tools and groups, similar to Facebook, 
but, again, the focus is strictly business-focused.  

LinkedIn is similar to a real live networking event at a hotel 
meeting or ballroom, but instead it is done with an online 
networking site. Many professionals use LinkedIn to find 
businesses to outsource to or professionals for a temporary 
project. The advantage here is that users can see highlights 

from your company’s professional past, connect directly to members of your staff 
and see recommendations. 

 

Need another reason? 
 

 LinkedIn has more than 365,000 company profiles 

 More than 12 million small-business professionals are members of 
LinkedIn 
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FourSquare 

FourSquare is one of the most innovative social media tools because it targets 
the mobile society—people that are always on the 
go, always on their cell phones—but still want to 
share with other people where they are and what 
they are doing.  

 

As an added bonus, users of FourSquare get 
special discounts, coupons and deals when they use mobile devices to ―check-in‖ 
to a business location. 
 

In other words, if you have a brick-and-mortar store, you would use FourSquare 
to encourage customers to help you spread word-of-mouth advertising by 
offering those who check-in at one of your locations a special deal, coupon or 
offer.  
 

For example, an iPhone user walks into your clothing store and hits the check-in 
button on FourSquare. Immediately, the customer receives a coupon on his or 
her smartphone to save 20% off any purchase they make from your store that 
day. FourSquare can also tell customers what sales and specials you have going 
on in the store as well.  
 

Another innovative part of FourSquare is that it can lure new customers into your 
store if they are near your store. Assume your clothing store is in a retail 
shopping strip mall. FourSquare uses geo-targeting to locate the user of the cell 
phone to identify where the cell phone user is and sends them alerts of all of the 
stores that are offering specials or deals.  
 

Even if the person was there to visit another store, knowing they will receive a 
20% off coupon for shopping in your clothing store may draw them in to look 
around and entice them to make a purchase.    

 

Approximately 3 million people are checking-in on FourSquare.  
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FourSquare primarily offers four types of programs: 
 

1. Check-in Specials: These are special offers that are received when the 
user checks-in at your business location. 

 

2. Mayor Specials: A mayor is someone that reaches a status for sharing 
and recruiting others to use FourSquare to check-in at location. As a 
loyalty reward program, mayors receive special deals that regular 
members do not. 

 

3. Frequency-based Specials: Frequent shoppers are rewarded with special 
discounts. This is similar to any loyalty program, similar to the old punch 
card system, except it is a loyalty reward program that takes place online 
and on mobile devices. 

 

4. Wildcard Specials: These are just random specials that run on 
FourSquare as members check-in to specific location. 
  

FourSquare is an especially effective tool for location-based businesses, but 
Internet-only businesses have also been able to put the tools available online to 
good use for word-of-mouth advertising, rewarding loyal customers, drawing in 
new customers and staying in touch with existing customers. 
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Twitter 

Twitter claims to have 190 million users and that more than 100 million Tweets 
flying around the ―Twitter-sphere‖ on a daily basis.  

 

The most interesting thing about Twitter is that it limits what 
you have to say or share, which is known as a ―Tweet‖, to 140 
characters – not 140 letters, 140 total characters, including 
spaces and punctuation.  

In other words, it keeps to the ―KISS‖ rule, Keep it Short and 
Simple. 

 

For businesses, Twitter is an effective way to share quick snippets of information, 
like a promotion, appointment cancellation or quick tip.  

 

Almost all business Tweets should include a link, where your Twitter followers 
can go to obtain additional information on the Tweet. To save on characters, 
most social media experts suggest that Twitter users use a URL shortening tool, 
which shortens the length of the URL shared.  

 

This way, you won’t eat up too many of your 140 characters.  
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Benefits of Adding Social Media in Your Marketing Mix 

Integrating social media into your marketing mix is just one additional tool that 
allows you to turn existing customers into repeat ones, but it is a powerful one.  

Check out some of the benefits you get from including social media marketing: 

1. Social media extends your reach to attract new customers  

2. It allows you to extend your sales force without increasing your marketing 
budget 

3. Social media marketing gives you an opportunity to effectively react to 
conversations about your business 

4. And, to get your marketing messages out there 

5. You can use social media to build up referrals as a way to boost Business, 
whether your company is business to business (B2B) or business to 
consumer (B2C) focused. 

 

Extend Your Sales Force 

Think of each of social media accounts for your business as a group of sales 
representatives.  

 

Each ―friend,‖ ―follower‖ or person who wants to ―connect‖ with you on these 
social networks is effectively a part of your sales force. They will likely be a 
mixture of current and past customers, as well as prospective customers that 
have an interest in the product or service you are selling, or the information you 
share on these networks. 

  

The social media profiles you create for your business are like sales platforms for 
your sales representatives to help you sell. When you build each platform, the 
users of the social media networks then start to form word-of-mouth advertising 
in an online format. Customers can share their experience with your business, 
prospects can ask questions and everyone can interact with each other. 
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Be Proactively Reactive 

Building platforms for conversations to take place about your business, products 
and services also allows you to monitor and be a part of the conversations that 
are already taking place.  

 

By monitoring what people are saying, you have an opportunity to join in on the 
conversation to help convert prospects to customers. You also have the 
opportunity to discover potential issues before or as they arise, so that you can 
proactively react to these issues.  

 

Be a Part of Customer Conversations 

Social media networks weave you into the conversation, even if you do not say 
anything on the social media networks. Listening to what customers and 
prospects want and need allows you to learn precisely who your customers are, 
whether you are meeting their needs and wants, and what changes you may be 
able to make to help you better meet and hopefully exceed their needs, wants 
and expectations.   

 

For example, by monitoring conversations, you may be able to improve a product 
or service based on something someone on your social media network says. 
New products and services can even been created because of suggestions, 
feedback and comments made by customers as well. You may even be able to 
fill a need or niche that is not currently being fulfilled by your business or your 
competitors. 

 

Consumers will and do tell businesses what they want and need – social media 
helps you listen.  

 

When you fill these needs and wants with a product, service, or improvement, 
your sales will increase, your profits will increase and your income will increase.  

 

Spread Your Marketing Messages 

Social media marketing is one more tool that you can add to your marketing 
toolbox, along with whatever billboards, newspaper and magazine ads, business 
cards, website, brochure and all the myriad of other marketing tools you already 
use to spread the word about your business.  
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However, in contrast to many of the other marketing tools, using social media 
networking is more cost effective because it typically only costs your time or the 
time of the employee in your company responsible for handling the marketing of 
the business.  

 

Social media provides another avenue to spread your marketing messages and 
reach your ideal customers and your target market. 

 

 

 

 

 

 

 

 

Build Referral Source Relationships 

There are numerous ways that social media can directly land you new business, 
but there are also ways that using social media effectively can indirectly land you 
new business – namely referrals. Specifically, you can use social media to land 
new business and build relationships with potential referral sources, be it with 
consumers or companies. 

 

For instance, a great referral source can be found in other companies that are in 
related, but not competing, businesses to yours. This allows you to help each 
other sell products and services on social media networks and through other 
avenues. 
 

The benefits of using social media as a marketing and promotion tool for your 
business are revealed in the facts and figures as well: 

 92% of shoppers have more confidence in information they find online than 
the information they receive from a company source 

 90% of online consumers trust recommendations from people they know 

 70% of online consumers trust unknown users 

 27% of online consumers trust experts 

 Social Media Marketing is the marketing 

tool that is allowing businesses in all 

industries and of all sizes to accomplish 

these goals. 
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 14% of online consumers trust advertising 

 8% of online consumers trust celebrities 

 51% of consumers use the Internet to find information and read what other 
people are saying before they make an online or offline purchase 

 45% of consumers say that the reviews of products and services on social 
media networks of people they follow have an influence on their 
purchasing decision 

 By adding customer and shopper reviews to a business website, you can 
boost your conversion rate by over 20% 

 63% of consumers consistently read reviews before they make a purchase 

 Social influence is 90% of every purchase (be it online or offline) 
 

Why Ignoring Social Media Can Lose You Business 

Social media networking and using social media to boost business is in full 
swing. Marketing experts do not see social media as a marketing trend, but 
instead see it advancing and continuing into the future. So, the long and the short 
of it is that if you are not using social media as part of marketing and promoting 
your business, then you are missing out on reaching millions of potential 
customers – and that isn’t likely to change.  

 

Other drawbacks to ignoring social media include: 

1. Loss of Sales: There is no argument; if you are not using social media 
marketing as part of your business marketing strategy, then you are losing 
out on additional sales that you could be making, with both existing 
customers and new customers.  

 

2. Reaching New Audiences: Whether you are running a local business or 
an Internet business, using social media broadens your business reach. 
Social media permits you to reach and convert potential customers—
customers that you may never have had the opportunity to get in front of 
with any other marketing tool in your marketing toolbox.  

 

3. Staying Front of Mind with Existing Customers: It is likely that at least a 
portion of the customers on your social media networks are your existing 
customers. As you are able to convert more prospects into customers, the 
amount of customers on your social media networks will grow too. This 
turns your social media networks into a communication tool that allows you 
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to communicate and have conversations with your prospects and 
customers—for free, minus your time investment. 

 

4. Being a Cutting-Edge Business: When your customers adopt new 
technology and ways of doing business and you do not, you are no longer 
seen as a cutting-edge business. Not keeping up with your customers, the 
way they are doing business and the way they want to do business may 
leave you in the dust. This is not to say that you should jump on every 
marketing trend that comes your way, but remember that social media 
marketing is not a trend; it is a new way of communicating with customers. 
You have to adapt to survive.   

 

5. Loss of Status: By not adopting social media as part of your marketing 
strategy, it may also cause you to lose your business status in your 
industry. Customers may forget about you if you are not where they are 
when they are looking for information on or shopping for the products and 
services you are selling. Moreover, one of your competitors could use 
social media marketing to get to these customers by connecting with them 
where they are—namely, social media networks— and you can quickly 
spiral out of the top tier position in your industry. 
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Conclusion 

Whether you are small business owner running a local brick-and-mortar business 
or an online business owner, driving traffic to your business provides you with the 
opportunity to convert those visitors into paying customers. As a smart small 
business owner, you are always on the lookout for effective ways to stay front of 
mind with your current customers and reach new potential customers.  

 

Moreover, if you are one of those business owners that have been standing at 
the door of social media marketing, now you have the knowledge you need to 
understand why you should be using social media in your business. Not only do 
you have more knowledge about what social media is and some of the social 
media networks your business should be using, you have the proof in numbers 
as to why you should be using social media marketing. Now, it is time to start 
using this effective business marketing tool to your advantage.  

 

However, this is just the first step. Putting together a social media marketing plan 
requires a very professional and strategic approach. Just as you would write a 
business plan as a guide to start and operate a new business and include a 
marketing plan as part of your strategy, before you run off and try to launch social 
media marketing campaigns, it is important that you have a social media 
strategic marketing plan in place.  

This helps you to have a written guide in place to follow and a system to track the 
results of your marketing efforts. You may need to enlist professional help to 
ensure that you implement your social media strategic marketing plan in the most 
effective and productive way possible. 

 

Get your social media strategy in place, so you can start reaping the benefits. For 
more information and to put your social media strategy in place today, visit 
www.JackMize.com.  
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About Jack 

Jack Mize is a Local Internet Marketing expert and small 
business consultant who helps businesses get more 
customers by making them findable when local consumers 
are looking for their products and services. 

 

Jack’s focus on the online behavior of consumers when they are looking to buy 
locally led him to develop his method of opening ―Lead Valves‖.  This strategy 
allows local businesses to be found in multiple places instead of focusing on just 
a web site. 

 

By identifying problems that local consumers need to solve locally and creating 
―Lead Valves‖ that provide the solution, Jack has developed a system that is 
laser focused on the quality of the conversion rather than the quantity of internet 
traffic. 

 

Creating "Lead Valves" with marketing principles  will make it easy for Local 
Customers choose you over your competitors. This can be far more cost effective 
than simply spending your online budget on search engine rankings. 

 

In 2009 Jack began teaching his Lead Valve strategy to Local Internet Marketing 
consultants and small business owners around the world.  He has been credited 
with saving businesses and changing lives. 

To learn more about Jack Mize and receive up to date information on what’s 
working in Local Internet Marketing by one of the leading experts, visit 
www.JackMize.com 

http://www.jackmize.com/

