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WAIKATO BUSINESS INSIGHT

Each month, we ask the experts for advice to help Waikato businesses.

WAYNE
ATTWELL
Business owners are more anxious than ever for better
results from their advertising and are actively seeking new
answers. We regularly get calls from companies that have
heard about social media tools (Blogging, Twitter, FaceBook, LinkedIn etc), but have no idea how to use them to
generate sales enquiries.
The primary goal of social media is to build an online
community of like-minded followers who will spread the
word about your brand. Attracting a large following has
limited value unless you can drive them to take action.
You can channel them to your website, but if the page
content doesn’t capture their interest and there is no compelling call-to-action, your hard won traffic will result in
zero sales enquiries.
Social network marketing is a new discipline and requires a fresh marketing approach. You have to view your
entire marketing programme, both online and offline, as an
ecosystem. Each element has a specific role and contributes
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to the overall performance. If one element fails, so does the
marketing programme.
Social media is hard work and requires consistent effort
and energy. To make this effort pay off, start with a clear
strategy of how social media fits into your overall marketing strategy and set realistic expectations.
Be patient and give your social networking efforts at
least six to twelve months to develop credibility and gain
a meaningful following. Don’t be disheartened if it doesn’t
happen overnight - this is not a direct response medium.
Social media marketing is here to stay and will become
a mainstream marketing medium. Companies that are the
early pioneers and learn how to effectively harness social
media will be the winners in their markets.
Start by talking to others who are operating in the social
media space, subscribe to blogs, follow the thought leaders
in the area of online marketing and dip your toes in the
water. Don’t let your competitor beat you to it.
Wayne Attwell is a senior brand strategist at Bold
Horizon. Read his Brand Marketing Blog http://www.boldhorizon.co.nz/brand-marketing-blog. Follow him on Twitter
http://twitter.com/wayneattwell

