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With pretty much everyone you know belonging to one social network or another it's quite clear
to see that businesses have an excellent opportunity to connect with and talk to prospective
customers, existing customers and other stakeholders using social media platforms to build
advocacy and brand awareness within their market.

There are a number of pointers that any budding social media marketer should be aware of
before embarking on the journey ahead. One of the problems with social media is that it is
incredibly unforgiving of mistakes and business faux pas that you're marketing team may make.

To help you navigate these new mass media platforms we have pulled together this quick
overview of the main social media platforms that we suggest our clients use. The paper serves
as a quick overview of each platform and allows you to benefit from our experience in
implementing social media campaigns for corporate enterprises. We have also sourced and
consolidated information from the many contributors to numerous blogs, white papers and
journals that are available on this subject.

The information contained within should by no means be taken as a prescription for success;
consider it some general pointers to help you on your way. Generally the information in this
paper should be of use to Chief Marketing Officers wishing to get an overview of the social
media platforms that are best for their business. It is also not an exhaustive list, the number of
social media platforms available to CMQ’s is growing at an exponential rate and there may be
specialist platforms based around niche vertical markets that are particularly relevant to your
industry.

We will try to release these papers for other social media platforms as they gain market share
and become more relevant. In this paper, we have focused on the main six platforms (You
Tube, My Space, Facebook, Twitter, LinkedIn and Slide Share) that are prevalent in the EMEA
and US markets. These platforms are mass media channels that are all easy to use for
marketing managers to start communicating with their target markets. Our summary information
contains an overview of the platform features and functions, how to use it, potential pitfalls to
avoid and the markets that you will be talking to with each platform.

If you need any more information on any of these social media platforms that we may be able to
help you with please feel free to Twitter us www.twitter.com/h2onewmedia.

Yours Sincerely

STEVE VAILE
CEO H20 NEW MEDIA



H20 New Media is the leading provider of white label (custom branded) social media
applications, online communities and social network applications to the corporate enterprise.
Our leading product the “MINT” CMS has over 120 implementations with over 70 large
corporate customers trusting in us to define, build and maintain their social media applications.
H20 Technology platforms assist our clients in increasing their revenue and reducing their costs
through more effective marketing, communications and collaboration with their external and
internal clients.

Our professional services include brand consultancy, requirements analysis, strategy
documentation and execution planning for SMB’s, Large Corporate Companies and
Government Departments. Furthermore, H20 is the only company to have achieved significant
results for clients, time after time, when implementing custom branded and technically complex
social media applications; thanks to our pre-built social media platforms the MINT & SODA
content management systems (CMS).

As a business technology company we provide assistance on every aspect of delivering social
communities and online collaboration platforms for your business including how best to
generate revenue from your technology investments. Importantly we operate a quality assured
business, focused on delivering real value to our clients that includes the capability to consult,
define, deliver and maintain the whole lifecycle of an online community and online media
campaign. With offices in San Francisco, London and Dubai and with development support
offices in the Philippines & UAE H20 employs 50+ staff focused specifically on delivering end to
end solutions for our customers.

H20 provides a full host of complimentary services for developing client's web based
applications and online publications. Our consultancy services portfolio includes social media
development, search engine optimization, design services, online marketing, copy editing and
support.

Our Aquarius project methodology defines each project step required to deliver a completely
customized solution to our clients, it defines key deliverables, responsibilities and roles to each
project milestone as is tracked using our online project management system so that our clients
can instantly view the status of each of their projects.

The H20 management team is full of experienced software executives that have conducted
over 1Bn USD of transactions in building world leading software concerns and have spoken at
leading PR conferences, technology conferences and universities on the subject of social media
and its market adoption.

For more information on H20 New Media please visit our website www.h2onewmedia.com
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Facebook is a social media application that helps people connect and share with their friends.
This is a popular platform on the basis that each user currently has an average of 130 friends
that they are connected to on the platform. Every day, the platforms 300 million active users,
spend in excess of a cumulative six billion minutes browsing updates, profiles and photographs.
On average, over 150 million unique users are active on Facebook every day, making it an
excellent tool for mass communication. Of course the flip side of this is that the demographics of
Facebook dictate there will be users who are not fans of your brand, as well as positive brand
lovers. Groups can be started that are “Anti Brand” very quickly: for example, the user group “I
bet | can still find 1,000,000 people who dislike George Bush!” is currently reporting 972,511
users (8 of whom are my friends). This creates a quandary for brand managers wishing to use
the platform. Of course, negative feedback or criticism gives you an ideal opportunity to engage
one on one with disgruntled anti-sponsors to create advocacy; engagement with 972,511 users
however, is going to be a challenge for any organization.

$

Chat — A real time chat feature between friends logged into the system.
Privacy Controls — Allows users to control who views their private data.
Advertising Platform — One of the most effective targeted advertising engines on the net.
Networks — Expansion of Groups, Schools, Workplace.

Profiles — User profiles, contain personal information for each user.
Pages — Company pages used for companies, famous people, products.
User Groups — Groups of users gathering around a particular subject.
Inbox — Direct mail client for contact with other Facebook users.

Friends — Connected friends and associates manager.

Applications — Third party applications plug-in — includes games, gifts etc.
Photos — Photo sharing and automated updates within friends groups.
Notes — Journal / notepad type functionality similar to an in platform blog.
Events — Event invitations and updates notifications.

Posted Items — Videos, Photographs, Updates.

Video — Video uploads and embedded links to popular You Tube style platforms.
Marketplace — Classified ads, products for sale.

Gifts — Electronic gifts.

News Feed — Customized feed on friends’ status updates and activity.
Share — Share content items with friends.

Wall — Post public updates and notes to a profile.

Lexicon — Trending information.

Mobile — Mobile applications and updates available from multiple vendors.
Search — A public search listing.
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Generally everyone. The platforms highest demographic growth compared to number of users is
currently within the seniors sector. The core element with Facebook is the highly effective way
that messages such as groups, causes, fan pages etc can traverse the real life social network.
This results in hundreds of thousands of members being recruited that can be messaged and
updated. However, the use of Facebook can also cross into people’s personal space, for this
reason we highly recommend that you create. It's the place user’s visit to find out about their
friends, post their information, their photographs and read their updates. This can be a very
difficult context for brands. As a CMO you need to understand that you are potentially messing
around and interrupting a user’s experience and need to do it sensibly and sensitively. That
means “active passive” use, we do not suggest that you use the tool, but refrain from “push”
marketing especially when it comes to events.

Facebook does not offer a large amount of unpaid customization. The majority of companies,
without massive budgets, will be limited to a company profile page and some of your own
graphic identity within images, photos, video uploads and your profile image. Companies like
“Coca Cola” have created a brand identity in partnership with Facebook which costs money.
You can take a look at our Facebook page which represents the level of customization to the
structured Facebook page available to most users by searching for “H20 New Media” in
Facebook. (Whilst you do this please join our fan base!)
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There are a number of ways to effectively use Facebook for your company marketing efforts.
Firstly we would suggest creating a company account on the platform and creating your
company profile page, upload the relevant profile image, upload some corporate branded
photographs and any video content that you may have for your brand. Facebook has an
incredible advertising engine that allows you to target advertising by demographic or keyword.
Once you have created your fan page, we suggest purchasing advertising on the platform that
directly links to your profile page.

You can of course directly benefit from the network effect of users photograph tagging if you can
arrange for them to be photographed in a way that directly associates with your brand. We
have completed a campaign for a training company in Dubai that resulted in us video tagging
over 200 people explaining what a great time they had at their training session. 200 people with
an average of 130 connections = 200x130 =26,000 direct positive advertising endorsements. It
is important to ensure you implicitly receive written permission from each person you will tag.

Creating user groups for products and services is also a good way for you to communicate
using Facebook. For example, there are a number of product camera groups on Facebook for
specific camera brands. Ideally sequestering your loyal customer base into creating these
groups for you will often carry more credibility than you creating them yourself.



Ensure that if you have a Facebook profile, it is complete and regularly updated with content
and updates. It is important not to go overboard and bombard people with information, one
update a day is more than enough. Make sure you have a Facebook page link on your
corporate website; it is one of the most effective ways for people that are engaging with your
brand to see that you are available on the medium and follow you within Facebook.

Events are effective within Facebook, but do not overuse them or be tempted to send out
multiple invitations as it's likely to backfire. As soon as you enter a person’s email box you are
psychologically intruding into their personal space so multiple events every day will be viewed
as a pain and is more likely to lead to removal than advocacy.

Don’'t market — hard to understand | know, but Facebook is a personal medium. Imagine if a
person came up to you and your friends whilst you were out and was constantly extolling the
virtues of their company or product without partaking in the conversation: it would be annoying
wouldn't it? It is exactly the same on this medium: keep your updates factual, stay away from
“fantastic”, “amazing”, “leading” or other marketing buzz words unless you are fully prepared for
people to publically point out the fact that your product is anything but.

Keep individual contact with users light, post updates but don’t annoy people by sending a
constant stream of information. Listen and talk to individuals and engage in conversation but do
not canvass them, it is not likely to be well received. Non technical users can also create simple
Facebook applications using the applications tools on the site. Non intrusive applications are a
good way to get your brand in front of Facebook members.

)*

Don't post an excessive number of updates, 1 or 2 a day is enough.

Do not send users messages canvassing them or asking for feedback or you will intrude.
Don't use marketing buzz words.

Don't use untargeted advertising as it simply doesn’t provide a great return.

Don't tag people in photographs or videos without express permission.

Don't operate your business using your personal account!

)*

Post relevant, timely and factual updates without marketing “speak”.

Link a Facebook badge to your website.

Answer any questions, enquires or complaints you get personally.

Post press release links to your profile.

Advertise your Facebook page using Facebook advertising to boost your exposure.
Update your status when relevant news is at hand.

Create your own branded Facebook applications.

+

Facebook has a very good SEO (Search Engine Optimization) rating, which means your
Facebook profile should feature prominently in search results. Try to use relevant search terms
when naming your Facebook page to climb up search engine rankings.
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YouTube is a popular video hosting and sharing service that was purchased by Google in 2006.
You Tube allows users to upload video files to the service and view videos uploaded by others.
Users can respond to posts with videos of their own as well as being able to comment on and
rate individual videos. The social community element of the platform allows users to subscribe
to other members “You Tube Channels”; they are then automatically updated when new videos
are posted. To use You Tube you simply need to register for a free account. You can upload
your video content in a large number of formats including WMV, AVI, MOV, MPEG, FLV and
many others. Users can set video preferences which allow them to either enable or disable
videos to be embedded in other third party web pages, this is easy to do using the “Embed
Code”. Be aware that embedding too many videos can create slow load times for people
viewing your blog or Web pages.

You Tube is a good platform for mass video distribution to a large world wide audience. In
addition, its search engine optimization is exceptional and enabled through naming video
content with key relevant search terms and by tagging your videos with relevant key words.
You can enjoy good search positioning for your video content in Google Video search. People
are watching hundreds of millions of videos a day on YouTube and uploading hundreds of
thousands of videos daily. In fact, every minute, ten hours of video is uploaded to YouTube,
which provides some idea of the platforms scale and reach.

You Tube doesn't just include user generated content, the company has secured a humber of
premium content partnerships from a wide range of content producers. The site secures more
than 100 million monthly visitors from the USA alone, and polls of the 18-25 demographic now
show that a large proportion of users now view You Tube as a more credible source of
information than broadcast news channels. The user base is broad in age range, 18-55, evenly
divided between males and females, and spanning all geographies. Fifty-one percent of users
view YouTube weekly or more often, and 52 percent of 18-34 year-olds share videos often with
friends and colleagues. With such a large and diverse user base, YouTube is a must for any
serious CMO wishing to engage users on social media channels as they own over 40% of
online video delivery in the consumer market.



Video embedding — Users can insert video into Facebook, MySpace and other accounts.
Public or private videos — Choice of public or private viewing.

Subscriptions — Users are able to keep track of their favorite users' new videos.
Record from Webcam — Directly record by speaking into a web channel.
TestTube — Developers area with good API information.

Advertising — Geo and demographic targeting based advertising platform.
Analytics — Insight tools to show views, reach and demographics.

Annotations — Edit and embed links within video content.

Editing Tools — Change music backgrounds and edit video attributes online.
Push based updates — Send subscribers and friends new updates.

Community — Friends, Comments, Mail, Playlists & Favorites.
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You Tube claims over 40% of the retail video market for content delivery, it's certainly way
ahead of its second closest competitor. Don’'t get fooled into thinking its just the young
demographic that are using the platform either, the highest levels of growth are actually within
the seniors age range as the platform becomes a serious contender to traditional broadcasters.
One thing to be aware of is that it is used by other companies marketing their products and
services; as such your video should be of a high enough quality to both entertain whilst
providing a pleasant user experience. A study in 2008 claimed over 65% of people surveyed in
North America watched online video with over 15% having contributed video content to a
platform. You Tube has popularized the concept of watching short videos on a computer screen
and has likewise familiarized consumers with the idea of watching short video ads. Viral
advertisements are incredibly popular, with the best viral ads receiving coverage on
international terrestrial television channels worldwide.

Customization options of the You Tube platform are good, with the option to customize layouts
and background splash pages for your ‘You Tube Channel”. This means you can update your
channel look and feel whilst you are logged in. It doesn’t require CSS or design experience as
the themes and colors are pretty self-explanatory, so you can pick a preset theme, start
changing colors, and get an as-it-happens preview as you modify your channel. You can still
upload a custom background image and adjust the coloring for every element of your channel.
Once you're done, just click save to publish the new design to your channel. YouTube
background images are currently limited to just 256 KB, which means if you have a high
resolution image, you're out of luck unless you're able to compress the file size with a photo
editor.
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You Tube is much more open to push marketing than other channels, although of course like
any social media platform excessive push marketing will switch users away from your channel.
If you are going to create promotional videos for your channel you may wish to consider
blending this in with informative or entertaining content as well, as very few people will
subscribe to a channel that is made predominantly of promotional video content. Invite users
with similar interests to you to join your community, utilize the friends feature to invite them to
your channel and consider sending relevant video content to channels with similar themes.
When creating your content, we suggest keeping your video clip less than three minutes, unless
of course it is in a film or documentary format that warrants longer play time. Invite your users
to rate your video content and ensure you respond to all of your video comments in order to
generate dialogue around your content items. Using SEO services such as back linking and
social bookmarks linking to your video URL will also help your videos visibility, ensuring it
receives more views and subsequently improves its position within You Tube rankings.

If you're thinking of making a video to promote your business, think in terms of being the answer
to someone's question. People search primarily for information so creating content that
effectively provides an answer to common questions will come up in the search engine results.
Customer testimonials, opinion pieces and ‘how to’ videos make for well received content items;
these can be branded with branded splash banners at the start and end of a video content item
to re-enforce your brand.

Another good way to engage with other video users is by posting response videos to popular
channels with large numbers of subscribers within the same field. Of course if your video
response is without substance or potentially negative, this could reflect badly on your brand
identity. Make sure that any comments or responses to other videos are respectful, well thought
out and informative or entertaining to users of the channel.

)*

Use copyrighted audio or video in your clip otherwise it is likely to be removed.
Re-hash or copy other people’s ideas.

Upload bad quality audio or video as it will reflect on your brand.

Upload negative or abusive content or content that could be seen to be offensive.
Ignore comments, channel mails or users friend requests.

Spam post on others video posts this could lead to your account being deleted
Argue with people with Video Post Backs



)*

Keep content informative, entertaining and under three minutes.

Use key search terms such as “SLR Camera Review” relevant to your brand.

Create informative and well thought through video responses.

Comment on other videos where possible.

Make friends and follow relevant channels by subscribing.

Invite users to subscribe to your channel.

Send users comments and emails relevant to their content.

Build your friends list and ask for relevant feedback on your video content.

Subscribe to channels that subscribe to you so you understand what they are talking about.

+

Use the linking function between your Facebook and You Tube accounts to link your video
posts automatically to your Facebook profile.

Link your You Tube Channel to your MySpace, Twitter and other relevant social media channels
to ensure that you're content benefits from maximum syndication.
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Linked in is a business focused social community platform that links professionals and ex
colleagues with professional references. Consider Linked In to be a comprehensive rolodex of
contacts where you can see how people that you are doing business with are linked to other
people you may want to do business with. As an enterprise focused and business networking
application, Linked In has one of the most expensive advertising platforms in the industry; quite
rightly as it is the leading business platform. Recently the company claimed over 50 million
users worldwide. LinkedIn says that while 50% of its users US based, 50% are international.

Apparently people with more than twenty connections are thirty-four times more likely to be
approached with a job opportunity than people with less than five. | am not quite sure where this
nugget of information comes from but certainly Linked In recommendations functions can help
endorse members of a company, executive teams and companies themselves. It is a fact that
500 of the Fortune 500 are represented on Linked In which means for business to business
marketing it's certainly a key platform. By ensuring that you translate your business cards into
linked in invitations, you ensure that the likelihood of your profile being visited increases.

Creating a company page for your organization will allow your employees to join the company
profile, enabling company information to be visible to their network. Be aware though
companies with a large amount of exiting employees, or large number of ex-employees in
relation to their current employee ratio could be considered unstable. Linked In allows you to
make your profile information available for search engines to index. Since Linked In profiles
receive a fairly high page rank in Google, this is a good way to influence what people see when
they search for you or your company name. Linked In's newest product, Linked In Answers,
allows users to broadcast their business-related questions to their networks and the larger
Linked In network. This is an ideal way to engage with other people who relevant to and
interested in your market sector. Linked in groups are also effective when it comes to building
advocacy and getting feedback into your company.

$

Groups & Networks — Create groups and networks to build advocacy.
Contacts — Manage and follow your contacts.

Company Pages — Create company profile pages for employees.

3" Party Applications — A wide range of business focused applications.
Mail — Internal email system.

Reading Lists — Individual reading lists.

Professional recommendations — refer and recommend people within your network.
Events — Post and attend events.

Answers — Ask and answer questions relevant to your industry.

Jobs — Post jobs and your CV.

Company Buzz — Monitor buzz from key social media channels.
Updates — Updates on your networks status.
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There is no mistaking that Linked In is a business focused platform and as such it's a good tool
to reach specific people; it is not so good at mass market marketing. If you want to reach
millions of people, then this may not be your best avenue. However, if you want to connect with
specific people or influence groups Linked In can definitely be a very useful tool. From a high
level, you can see who your friends know and take advantage of introductions and connections.
You can also find out “Who you need to know” and of course influence to reach your specific
market goals. It's a good tool to increase the visibility of your business and brand in professional
circles and is of particular use to sales teams that wish to understand who they need to be
working with within their market space. It is also a good way to generate traffic to assist your
SEO, as a platform with a high page rank a company page can effectively serve as a secondary
web point of presence for your company.

Customization options are at their best poor and at their worst diabolical; there is very little
customization apart from the normal profile. The logo customization on the company page is
limited to 100x60 pixels which isn’t sufficient to carry much branding. Linked In is not built for
mass marketing, rather for disseminating factual information between professionals.

( #

There are a number of risks that you should keep in mind if you are considering using it as a
marketing platform, not least, the issue of information security. Your staff is instantly at risk from
being hired out of your company by competitors. There is also significant market intelligence
available at the touch of a button which includes your employees, your staff turnover, and your
internal corporate structure.

Most importantly you should keep in mind that everything on this platform happens under your
professional identity, not only are you easily identifiable, but everything you say and do on
Linked In is recorded publicly and indefinitely. Spamming users at random is certainly not an
option, users that spam others with non personal sales introductions instantly shed credibility
and subsequently this affects the brand you represent negatively.

When you first sign up with Linked In, it may seem barren. If you only have 50 contacts, that in
effect may provide you access to tens of thousands of contacts through that network. The
Likelihood however, of the specialist person that you are actually interested in networking with
could be quite small. It takes patience to build your Linked In network. We suggest a good way
to network with the people that you want to meet online is to start meeting similar people offline
and then add them to your Linked In network. The base premise is that the people that you
already deal with will have worked with people in the past in similar roles that you can
subsequently get introduced to. This is why asking for referrals from customers that you have
dealt with is critically important for sales and marketing teams, as it increases your personal
credibility if members actually think highly enough of you to recommend you publically. You
benefit from credibility by association and recommendation. At the same time hundreds of
recommendations in a short period of time will expose you for being a shameless self marketer
and could have the opposite effect.



The answers application provides a good opportunity for you to show your expert domain
knowledge especially relevant to consultancy companies or knowledge based companies such
as training and education. Ensure that you understand and have validated your answer before
posting as of course a wrong or uninformed answer may negatively impact both your personal
and corporate brand.

)*

Spam people with product or service offerings.

Answer questions without checking your answer is right.

Bulk ask everyone you ever meet for recommendations.

Post non professional non business updates.

Post hundreds of updates to your profile each day.

Lie or “Big Up” company achievements.

Don’'t add company information to your personal fields you may be suspended.

)*

Create relevant and managed groups for professionals relevant to your brand.

Invite people into your network with personal introductions.

Ensure that your business card collections result in Linked In invitations.

Update your status with relevant professional updates.

Only use the “First Name” and “Last Name” section of your LinkedIn profile for just that.
Create an informative company page and monitor your company buzz.

Implement a company policy to deal with recruitment advances.

Answer questions where you have informative and correct information.

+

Consider using Linked In as an extension to your sales and marketing efforts with new
customers. Keep in mind that existing customers that are connected to you on Linked In are
also visible to your potential competitors.

Define exactly what your company will use Linked In for and how it will be used in your
marketing efforts. Do not deviate from the script unless of course it is not working, or is resulting
in negative feedback, in which case review your policy.



“H#H#H

The golden rule in MySpace: Keep it real. As a potential marketer on MySpace you need to
understand the community you are talking to and how to use the platform, because even the
most simple and easily made mistakes can result in the need to hire a professional to come and
fix the whole sorry mess for you. We know this because on two occasions we have had to
advise major brands on how to rebuild their community relationships on MySpace after
particularly zealous marketing efforts. Understand who uses MySpace, it is not the business
set, or the average Joe next door. MySpace tends to attract the trendy set of artists, musicians
and celebrities that are exactly the type of people that major FMCG brands wish to associate
with. MySpace is a hangout for the hip and trendy set, and not just teens. MySpace can best be
described as a cultural sharing portal. Whilst it may not match the core functionality of other
platforms such as Facebook, when it comes to Music, TV, Art and Popular Culture, MySpace is
an incredibly powerful platform which is exactly why brands such as Red Bull and Aquafina
have engaged with the community. Latest monthly figures from Quantcast show that MySpace
has a 54% female user base, with over 70% of the users being aged between 13 and 35.
MySpace has more than 110 million monthly active users which include 1 in 4 Americans with
an estimated growth rate of 300,000 new accounts every day.

Obviously for brands that are looking to catch their target markets attention early on, this
platform is incredibly attractive for marketing. The flip side of this, as anyone will tell you, is that
13-17 year old children of today are incredibly marketing aware and an unplanned or
unconsidered campaign using this medium has probably the highest risk of negative feedback
of all the social media channels.

$

Streaming MP3 Music — Upload audio files for steaming to my space users.
Video Uploads — Upload your video files for view on the platform.

Friends List — Connect with friends and share comments.

Status Updates — Update your friend’s networks with your status.

Friend Space — Keep track of your friends.

Bulletins — Post updates and news.

Mail — Send mail between My Space users.

Third Party Apps — Various plug in apps based around music, video and friends.
Page Customization — Excellent brand customization features.
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Certainly the largest MySpace users within my network tend to be musicians, film producers and
artists. It's a quick and effective way of building a well optimized web presence that gets you
“out there” in front of your peers. Likewise those people interested in music and film flock to the
site to dig out unsigned artists and new trends.

Certainly MySpace has a younger demographic, but you will also see big name bands on
MySpace thrust forward by their record companies to ensure they have the important presence
on such an influential platform. Musicians use the platform to promote their music of course; in
fact many of today’s leading artists were discovered on MYSpace. Many of the MySpace users
are active group bloggers, for example if you search for Photography groups; the first three
groups have a collective of over 150,000 members. Obviously if you were in the camera
business this would be an excellent starting point to send blog invites and friend invites to.
MySpace has incredible search features that allow you to target key influence groups based on
gender, age, keyword, and other demographics. Doing the basics of getting involved by
commenting on forums, posting relevant non marketing speak content and discussion points
helps you to start dialogue about your products and services and get valuable feedback.

The customization capability on MY Space is fantastic, not only can a novice deliver professional
results using templates and wizards, but experts can code CSS directly into the page resulting
in an impressive identity for your brand. If you are going to create a My Space business profile,
we strongly suggest employing a professional web designer that can use CSS to create a very
powerful brand identity within just a few hours of work.
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The most effective way to build you're MySpace profile is to start to comment and write on
bulletins, groups, and personal pages that share common interests in your general domain. Do
not under any circumstances try to pretend you are something you are not. If you are a brand
manager for a company make sure that people understand you are a brand manager and that
you would appreciate feedback and comments; generally people will be only too happy to give
you genuine and articulate feedback. Trying to be “Down with the crew” if you are sat behind
your desk in a grey suit doesn’t really work; be honest, explain your role, be courteous and most
importantly respond to and engage with the friends you make on the MySpace platform. When
you have a relationship established with those members within your key influence group, its
then possible for you to create word of mouth by asking people to repost links to your posts and
asking for direct feedback. Comment on peoples blogs and get engaged with group
discussions, be impartial but knowledgeable about your products and services if you end up
discussing them online. The group that you are marketing to will respect facts and opinion over
and above marketing jargon or the company line; that includes being prepared and thanking
people for feedback that may be negative as well as positive.



)*

Don't require capchas on forms or blog posts it places a barrier between you and dialogue.
Answer questions without checking your answer is right.

Post hundreds of updates to your profile each day.

Lie or “Big Up” company achievements.

Don't have a song on your profile — unless you are a band, there is no accounting for taste.
Try to be cool and hip if you know you are not.

Send impersonal invites for friends.

Throw out the company marketing line, position and ask for honest feedback.

Post spam marketing messages on blogs.

Add too many friends in one day — 200 is enough.

Don't entertain robot or automated software as they don't achieve lasting results.
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Complete your full profile.

Post your video content.

Actively use your blog.

Ensure that your company web link and details are clearly marked on your profile.
Be honest and thank everyone for feedback.

Use the search function to network with people interested in your sector.
Customize your website to look cool as well as “on brand”.

Post pictures and images to your gallery.

Comment on others blog posts honestly and with credibility.

Take the time to search through and identify who you most want to talk to.
Thank and engage with people that comment on your blog posts.

+

Value quality of engagement over and above quantity and ensure that you engage with your
target influence group. Don’t measure your success by the number of friends you have,
measure by the number of meaningful conversations you can strike up with key influencers.

Look at engagement with groups as a good initial way to engage with the community, but just
like a personal conversation don't come in and stamp your brand all over it. Listen, comment
and enjoy the feedback you are getting from real people.
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Twitter is an explosive phenomenon; everyone is jumping on the bandwagon and with users
doubling every few months. It is one of the key social media platforms that we suggest every
social media marketer uses on a day to day basis with almost religious zeal. Effective uses of
Twitter can double the amount of relevant traffic to your website properties, driving high quality
prospects that are interested in what you have to say. Twitter is also a simple and easy to use
platform. You can be up and running within five minutes and start to create meaningful
networking relationships within hours. The ultimate goal for your Twitter account is to recruit
followers; we suggest using the search functions within Twitter or third party products such as
www.wefollow.com to identify exactly who it is that you want to connect with. You can do this by
using key words, for example, a camera manufacturer may wish to engage with photographers;
a simple find people search with Twitter provides hundreds of photographers instantly. Now you
can engage in conversation and start to understand what people really think of your products
and services in real time.

Twitter is a free service that allows you to send and read messages known as tweets. Tweets
are text based posts or messages, with a maximum of 140 characters, displayed on the author's
profile page and delivered to the author's subscribers who are known as followers. The more
relevant and engaged followers you have in your targeted niche, combined with the number of
relevant and meaningful conversations you have directly impacts the effectiveness your
communications and influence. There are common pitfalls however; firstly as soon as you
communicate something it is in the public domain, there is no chance of retraction. Secondly
there is a vast array of tools available on the market for automating twitter recruitment; we do
not suggest you use these unless you are a giant FMCG simply looking for communications
volume. In which case, you should consider setting up one generic Twitter account for your
volume communications and one for your dialogue communications which bring direct value to
your business.

$

Recruit followers.

Follow people you are interested in.

Instantly communicate via 140 character text updates.
Direct message users using the @ command.
Receive direct messages.

Customize your Twitter page.

Receive via SMS and Mobile.

Send via SMS and Mobile.

Follow trending patterns.
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Twitter is popular with consumers, brands, marketers in fact anyone that wants to keep up with
their contacts instantly. Consider Twitter as a SMS text broadcast service, instantly
broadcasting something as mundane as the fact that you are making toast or as important as a
key customer win or new product launch. Twitter numbers are hard to calculate due to third
party product integrations such as Tweet Deck and Facebook, which also have the capability to
update your Twitter status. The last reported figures that | have seen were around the 20
million user mark; however, | suspect the real figure could be well over the 50 million mark.

One of the downsides with Twitter is the amount of nonsensical spam marketing that you
receive thanks to Robot automation tools that will think nothing about sending you a tweet for
products that have absolutely no relevance to you or your market. In summary, many people
use it, but it's the instant benefit that it brings to marketing communications that have ensured
that Twitter is now a stalwart of every up to date PR agency and marketing communications
department that need to communicate quickly.

There is not much to customize on your Twitter account, a good background image laid out with
your branding is about all you can achive and all that is needed to have an effective branded
presence on Twitter. Check our Twitter account, (Please follow us if you want more info!)
www.twitter.com/h2onewmedia
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The most critical thing to keep in mind when using Twitter is that you are effectively
communicating to a mass media channel and what you say is subject to both interpretation as
well as libel law. Comments such as “This product is rubbish, ours is better” may land your
company in front of a courtroom bench quicker than you think. Likewise personal comments, or
the equivalent to “flame mails” on Twitter have a huge capability of landing you and your
company in hot water. Ensure that your communications are factual and unbiased where
possible; as with all social media channels steer away from marketing fluff. Engage with users
on a one to one basis and ensure you always respond personally to direct messages in a timely
and friendly manner. If you must use automated tools because you are focused on numbers
rather than engagement, then we suggest firstly changing your focus to engagement, and
secondly, if that does not work, to use a tool like tweet adder that will at least provide some
focus in your automated recruitment efforts.
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Use Twitter to push ads or brand messaging to your subscriber base they wont like it.

Use Twitter to tell your everyday tasks make sure your tweets entertain or inform.

Be boring; if you haven’t got entertaining or informative info don't tweet.

Don't tweet anything about clients, co-workers, friends, competitors you don’t want them to see.
Don’t use automated recruitment software.

Don't post every two minutes.
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Evaluate and follow your competitors.

Use the search function to identify people to engage.

Use tools such as tweet deck to reduce your tasks.

Follow members with similar interests.

Start up conversations with the people you are following.

Make sure you have quick links to your Twitter page from your website.
Make sure you have a Twitter Bio and it links to your website.
Spell check your Bio text.

Add a background image.

Use analysis tools such as we follow.

Link Twitter to your corporate Facebook and You Tube accounts.
Ensure you answer all direct messages personally.

Measure the traffic to your website from Twitter.

Ensure you allocate enough resource to complete the work.

Ask questions and solicit feedback.

Be transparent.

+

Its more effective for your company to engage 500 followers effectively than 1% of 50,0000
people where your message will become diluted.

Check business partner's web pages for their Twitter links to evaluate who is following a
competitors tweets and follow them whilst striking up a conversation.
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SlideShare is a very good tool for effective Search Engine Optimization because the platform is
very well optimized for search engines and at the same time can provide your presentation
slides to browsers over the web. It is an ideal tool for disseminating public domain information
that you wish to share with prospective customers. SlideShare is an online presentation sharing
tool, simply add your own presentations in PowerPoint, Open Office or pdf format and share
these documents publicly or privately. By searching in Google for “Dubai Social Media
Company” you will see that our H20 SlideShare entry is positioned as number 2 in Google.

SlideShare allows you to provide audio with a synchronization tool to match up your audio with
the correct slide but it doesn’t allow you to embed the audio which is one of the negative points
of the software. Similarly, as with other Web 2.0 applications, you can tag your presentation
with keywords relevant to your business for improved SEO positioning.

$

Upload Slides — in a wide range of common formats.

Embed in web pages — using a simple embed code.

Community functions — favorite, comment and email.

Commenting on slides — Comments, forwards and social media links with Linked In.
Groups — Create groups, and share info between groups.

Events — Create presentation events.

My Slide Space — Keep track of your presentations and third party presentations.
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Slideshare is a business tool; generally it is used to share presentations over the web. It's a
good marketing tool due to its SEO friendliness. Numbers of users are not published but the
community is very active with the number of users estimated to be in the high hundreds of
thousands.

Customization is limited to the slides, there is no real capability for page customization for
corporate accounts.



( #

Share public domain presentation materials quickly and rapidly, embed presentations into your
website for users to access instantly. Ensure you give your presentations names and tags
relevant to their subject matter for easy search engine access. Integration between SlideShare
and Linked In allows you to provide slide information on your Linked In company profile.
Integrations with other media platforms are expected to be announced soon.
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Post other peoples presentations or content.
Use text heavy presentation slides.
Don't post information that's proprietary or confidential.
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Use audio where possible.

Ensure your web address and contact details are on your slides.

Provide a front page explaining the slide presentation briefly with a clear title.
Ensure you tag your slide with relevant keywords.

Name your presentation using relevant search terms in the title.

Ensure you complete your SlideShare profile in full with a back link to your website.
Get permissions to use third party logos.

+

Try to release as much of your slide ware as possible using the SlideShare platform, it's a truly
excellent tool for SEO and will help you quickly gain dominance within your sector for key
search terms.

Follow the normal rules for clear presentations; keep them simple and easy to understand.
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H20 would like to thank you for downloading this information. If it has been useful to you please
consider tweeting a recommendation for it with the download address, posting an update to
Facebook or Linked In or adding it to your social media bookmarks. If we can be of any further
assistance to your social media marketing efforts please do not hesitate to contact us.
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