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Introduction 
 

 

Social media is actually a collection of online programmes 

that have a multitude of uses for the professional business 

builder and it is here to stay.  

Unfortunately, it also happens to be shrouded in myths 

and misleading beliefs that seem specifically designed to 

put potential users off it for life. 

It doesn’t have to be this way though. 

In this guide we’re going to sweep away the myths and replace them with a clear understanding of 

just what you can do with these powerful, easy to use and largely free business tools. We’ll be 

paying special attention to how you can use them to start, build and maintain business 

relationships. 

Common Myths Surrounding Social Media 

 

Social media has got a bit of a bad press with non-marketers (like 

me and perhaps you).  The name doesn’t help: Social (messing 

around with your friends and having fun) and Media (big 

organisations that spend lots of money to broadcast things we 

mostly don’t want to be exposed to).   

 

Not a good start but I think the real problem is that social media is surrounded by too many myths 

so let’s see if we can banish the most misleading ones. 

 
1.  I Don’t Have the Time 

 
Firstly if you organise yourself properly and rid yourself of any belief you 

may hold that the key to success in social media is through high levels 

of activity then you’re already half way there. Of course marketing 

people do the whole “volume” thing and good luck to them but, as we 

shall see later, you don’t have to commit a great deal of time to social 

media to get some great results. 
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Secondly, many traditional sales activities that would normally take weeks or months can be done 

in record time by using the right social media channel. I would argue that in fact you don’t have 

enough spare time NOT to use social media as part of your business development routine. 

Example 

Recently I was browsing a LinkedIn discussion group and came across a new discussion 

posted by the senior partner of a mid-tier law firm. It so happened that we had not long 

before conducted a survey on the question he had posed so I replied with a summarised 

answer and asked if he would like a copy of our survey results. 

Within 5 minutes he replied privately saying he would and giving me his email address. We 

connected on LinkedIn, have held several telephone conversations since and I feel have a 

good foundation for a mutually beneficial relationship going forward. 

How long would it have taken me to get to the same place by using the more traditional 

route of phone calls and emails? 

 

2.  You Have To Be Technical and Young 

I’ll keep this one very brief. These products are designed to be used intuitively - in other words 

without any training. If they are too complicated people won’t use them and they will die a hideous 

electronic death. 

Added to that my mother (pictured here) is 88 and she 

happily uses Facebook to keep in touch with her 

grandchildren; a situation they sometimes forget with 

all too predictably embarrassing results. 

For over 80 of her years she’d never even used a 

computer and yet she managed to pick up the 

necessary knowledge with ease. 

Social media isn’t complicated and you don’t need to be a technical whizz to use it so my advice 

is get over it and make a start. 

So unless you’re as old as my mom or as technically befuddled (she still struggles with the concept 

of a space-bar when typing) you have no excuse. You aren’t too old and you’re technical enough! 
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 3.  It’s Dangerous 

Well it could be I suppose but then so can most things – look at the trouble rogue emails can cause! 

The trick is having a simple set of rules you can follow to keep yourself safe and here they are; the 

only social media policy you’ll ever need and in just 40 words! 

“You’re in the pub with your most valuable client, fiercest competitor, your boss, your team, 

Rupert Murdoch and your mum.  Whatever you can say in front of them, without causing 

harm or offence, is safe to publish on social media.”  

If you’re foolish you will be punished. Make sure you don’t connect to anybody who can harm your 

business and keep to the golden rule outlined above and you’ll be just fine. 

 
4.  It’s All About Marketing 

“To the man that only owns a hammer the whole world is a nail”.  Marketers certainly have 

taken to social media mainly because it’s cheap and easy to do and you can measure “progress” 

by the number of followers, friends and connections you have.  The fact that marketers have taken 

up social media so avidly does give the impression that it’s a marketing tool.  It might well be but 

it’s so much more too than that. As you’ll see later it’s also a fantastic tool for relationship builders! 

You simply do not have the time to invest to get the results that marketers dream about so don’t 

even bother.  We’ll be using social media much more like a sniper’s rifle rather than a scattergun. 

 
5.  You Can Get Fantastic Results In No Time At All 

Well in theory you can and there are examples of people who have launched something that has 

gone viral and ended up with millions of connections/followers/visitors in a matter of weeks and 

they’ve made a fortune and retired early to Bali. However I wouldn’t rush to the travel agency too 

quickly; somebody wins the lottery every week but statistically it’s not likely to be you. It’s a 

numbers game.  

The ugly truth is that for every massive social media success story there are millions of people who 

fail to achieve anything at all. Call me old fashioned but I really think you shouldn’t build a strategy 

based on something that’s statistically unlikely to happen. We can do better than that. 
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6.  You Can Ignore Social Media 

Perhaps the most dangerous myth of all.  

Years ago you could choose to opt-out of the social media 

revolution making it a sort of personal statement. These days you 

mostly can’t and here’s why. 

Increasingly business people will Google the name of a person they’re thinking of engaging with in 

some way whether as a client or because that person has made an approach to them. Google likes 

social media so at the top will be your LinkedIn profile; your Twitter account and any blog posts 

you’ve written. 

In short, the things you do, say and believe in are there for all to see and if you have nothing, or 

your message is a weak one, then you’re already setting off at a disadvantage especially if your 

competitors are making the most of social media. 

Remember this: the first impression you’re likely to make is almost certainly going to be 

online so make sure it’s what you want it to be. 

 
7.  A few more for good measure…… 

 Twitter is about tweeting: maybe it is for famous people but for the likes of you and me 

most people won’t read our tweets (it’s estimated that over 90% of tweets are ignored) but 

we have other uses for Twitter that don’t involve tweeting as you’ll see later. 

 More contacts equals more business: I suppose from a statistical point of view that’s true 

but in practical terms it isn’t. More of the right contacts will help but only if you do something 

with them. Simply adding followers or contacts is largely a waste of time. 

 Blogs are useless if nobody reads them: not true. Let’s be honest. Most blogs don’t get 

read these days simply because there are too many of them. However, provided you know 

how to use a blog properly it can be a really great relationship building tool. 

 It’s all about volume of traffic: I can see how you might arrive at this belief but I’m afraid it 

holds less water than Lawrence of Arabia’s sandals. Marketers, especially in the B2C or 

B2smallB world are all about volume of traffic – it’s how they reach their markets. In the B2B 

relationship building world this just isn’t true. 
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Common Hurdles to Business Growth  
 

In the B2B world most of us want to build more relationships with the right people, in less time and 

then monetise them. We use a range of tools and techniques to help us do this and social media is 

one of them. 

 

To begin with let’s explore the common hurdles we need to overcome if we’re 

going to do this effectively especially if you operate in a highly competitive 

commercial environment. 

 

As you can see all of these objectives are aimed at more effective relationship building as well as 

more general sales activities. 

1. Find qualified new leads: if you can’t do this you can never truly be in control of how your 

business grows. Also a good idea is to be able to start a relationship when you’ve made 

contact. 

2. Promote and sell: not just our products but our beliefs, values and perhaps most 

importantly, us. This is vital if you share my belief that “people buy from people”. 

3. Differentiate and stand out: if you can’t differentiate yourself from the competition the 

client will stay with their existing suppliers (why change) or make their decision purely on 

price. Yuk!  

4. Capability and credibility: who buys anything from people who they don’t think are capable 

of delivering what they want and to the right standard? This is always a challenge because 

there are so many competitors out there but you have to jump the hurdle or else it’s going 

to be a “no sale” I’m afraid. 

5. Interact and communicate: let me just state the bloomin’ obvious: all relationships are 

established, strengthened and maintained through interactions. In person; on the telephone; 

emails; SMS texts and now social media. If you don’t interact on a personal level you 

probably won’t make the sale. 

6. Research and learn: the better informed you are the more successful you’ll be. It’s 

important to find out about people, companies, topics, markets, breaking news and so on. 

Years ago this was a real bind but with the internet it got a whole lot easier.  

7. Add real stakeholder value: these days it isn’t enough to just do a good job – you need to 

add extra value to everybody who has a stake in your success. 
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Now, here’s the skinny – social media can help you do all of the above in double quick time, 

for no cost and from anywhere on the planet that you can get Internet access. Welcome to 

the wild and whacky world of social media. 

Let me just make one thing clear. I’m not saying that you should stop overcoming these hurdles in 

the real world and only use social media. Whatever you do you should do more of it in fact: visit 

people; speak on the telephone; write to them; send them birthday cards – more, more, more! Social 

media is a supplement to the relationship building activities you already do, not a replacement! 

Now let’s look at the four main social media tools you’ll need to become familiar with. 

 
Our Chosen Four 

 

 

As of 3rd quarter of 2015 LinkedIn has 400 million members 

(up from 350 million in March 2015). It’s probably the most 

powerful business tool around at the moment.  

It started in 2002 as a sort of an online CV but these days 

it’s so much more than that; in fact it performs four key 

functions: - 

1. These days the first impression you make is likely to be online and is almost certainly 

going to be on LinkedIn so you’d better make sure it presents you in the best possible 

light. You can include blogs, video clips and documents that people can download, 

PowerPoint presentations, book reviews, publications and events with more applications 

being added all the time. For no cost you can create a first impression that puts your 

relationships on the best possible footing from the outset.   

2. As a way of identifying and then making contact with useful people. LinkedIn is supreme 

at this. Find and connect with past colleagues, prospects, established clients, suppliers or 

just interesting people. Added to that there are a number of ways you can do this not just 

by searching. LinkedIn knows you want this and have designed the product to deliver it! 

3. Keeping people informed of what you’re up to.  By updating your status regularly you 

can keep all of your contacts abreast of developments in your world. Think nobody cares? 

Think again – your key stakeholders like to know and if they don’t then do some more 

interesting stuff! 

4. Encouraging interactions: relationships are built and maintained through interacting. You 

can add LinkedIn to more traditional methods such as speaking to people on the telephone, 
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visiting them and writing to them. You can make status updates, interact through the groups, 

comment on other people’s stuff and publish blogs that will encourage others to interact 

with you. Truly an outstanding facility if you use it. 

Key things you should do right now: - 

 Make your profile stand out: people will look at it if you become more active. Please 

watch the videos we’ve provided to help you do this. 

 Link to all of your colleagues within your firm: if you do this you create a huge firm-

wide network that you, and everybody else, can tap into. 

 Link to all your prospects, clients and any intermediaries who you trust: now you’ve 

got an even bigger network of people to feed off (and they you, of course). 

 Make a habit of connecting with people you meet: meet a useful person – 

automatically invite them to connect with you on LinkedIn! 

If you want my advice I’d make LinkedIn the heart of your business development activities – it won’t 

let you down if you do!! 

 

We recommend you use Wordpress for this but any 

blogging software will do really. LinkedIn also has its own 

blogging feature which is incredibly easy to use. 

The important thing to remember is that blogs give you a 

platform to share what you think, know and believe. It 

gives you a voice! 

The word blog comes from the fusion of the words “web” and “log” and was intended as a sort of 

an online diary when it was first created pretty much in the Star Trek “Captains log star date 2314” 

style but it has since developed into something much more interesting and powerful. 

A blog post is your take on a subject that you feel your stakeholders (clients, prospects, staff, 

suppliers and friends) would find useful or interesting. Examples include: an explanation of a subject 

you know well; an opinion; how-to guides; summary of an event you’ve attended; research and new 

ideas or thought leadership.   
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Blogs are easy to write and publish (very much like using Word really) and as you’ll see later can be 

used in a variety of ways. Think of a blog as your own newspaper and you as the editor. You need 

to understand what your target readers are interested in and then deliver it to them. 

You can use blogs to achieve many things not least of which are: - 

 They give you a platform to demonstrate your credibility and capabilities. You don’t have to 

“sell” to do this just share what you know and what you’ve been doing. That’s enough. 

 As a place to demonstrate how different your approach, ideas, knowledge, experience and 

skills are. Sharing your business war stories are brilliant for this. 

 To add value to your stakeholders. I’ve actually written a blog post on a subject that came 

up during a conversation with a prospect then emailed it over to her. So long as you write 

stuff people want you can’t go wrong. 

 Create an opportunity for people to interact with you, which as we know, is the foundation 

of relationship building. They read; they comment; you respond.  Promote your blog post 

though LinkedIn and Twitter and create even more chances to interact. 

 To get access to a person who wouldn’t normally see or speak to you. I have interviewed a 

number of high-profile people that I would never have been able to meet without the blog 

as a way of establishing contact. This is a very powerful sales use for blogs. 

However, before you decide as to whether blogging is for you here are some actions you can 

do right now:  

 Log onto Wordpress and reserve the name of your blog. You may decide never to use it but 

at least you have it if you want it. If you are unsure how to do this ask your IT department or 

support company for help. 

 Become a lurker. That is follow other people’s blogs to see what they are saying and how 

they are using it. I suggest you click on the following and subscribe to have their blogs 

emailed directly to you:  

o Your’s truly - http://www.mikeamesonline.com/blog/  

o Seth Godin - http://sethgodin.typepad.com/ 

o Social media guru - http://www.socialmediaexaminer.com/ 

o Tim Ferriss - http://www.fourhourworkweek.com/blog/ 

o Diana Adams - http://www.bitrebels.com/ 

 Write some guest posts for somebody else’s blog. This will get you into the habit and give 

you the opportunity to test out what you can do with a post when you’ve written it. 
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Once you’ve established a blog yourself or written a number of guest posts you can apply to publish 

a blog on LinkedIn. This has all sorts of benefits and I strongly recommend you do it. 

 

Twitter is a Micro-blogging site which allows you to post 

and read messages of up to 140 characters. It’s the baby 

of the bunch having been launched in 2006 but as of today 

is rapidly approaching 650,000,000 users.  Staggering 

really.  

People use Twitter in lots of ways. 

Some pretty much log their every waking thought and action whilst others just use it to promote 

their blogs or speaking engagements whilst a third group use it to learn about new things. In fact it 

is estimated that in excess of 90% of all Twitter users don’t actually write any tweets! 

As we mentioned earlier Twitter isn’t about Tweeting (well not for us mere mortals). By all means 

tweet and interact with your stakeholders but for us Twitter has different purposes: - 

 Intelligence: follow what your prospects and clients are saying about their world. Never 

before have we had a way of accessing just the right data when we need it. I like to scan 

through my client’s Tweet streams as I’m waiting in their reception areas and before I make 

that next sales call. 

 Information: follow the right people and you can get news as it breaks (Osama Bin Laden’s 

death was on Twitter before most world leaders knew about it) and you can follow links to 

blogs on subjects you find useful. Nearly half of all non-subscribed visitors to my blog 

originate from Twitter.  

 Relationships: you can follow people by just clicking on their Twitter picture and then are 

free to reply to any of their tweets, include their Twitter account name in your tweets (both 

of which will cause them to be informed that you’ve done it) and if they follow you then you 

can send a direct message to them (DM). It’s much easier to access people and start a 

conversation in Twitter than any other social media tool including LinkedIn. 



                                                                      The Flair Business Growth Consultancy          

 

 
www.flair.co.uk 
 

Page 10 
Be In Control of How Your Business Grows 

01564 627 050

© 2005 - 2016 Flair Business Growth Consultancy Ltd 

Example 

I published a tweet that said “Beware of tenders: they are designed to lower costs not 

improve quality. Are you a commodity supplier?” It was a popular tweet which was re-

tweeted by several people and eventually found its way to a lawyer in a south east based 

firm. 

 
He contacted me and we arranged a phone call to discuss tenders. I have now submitted 

a proposal to carry out a discovery day on the firm’s business development capability. 

Once again it is probably worth being a lurker for a while before you decide whether you want 

to tweet or not. Here are some things you should do right now: - 

 Reserve your Twitter account name. You may not use it straight away but you have it ready 

for when you do and it means you can begin to follow other people. 

 Compose a 140 character introduction for yourself. To do this answer these three questions: 

what do you do; who do you do it for and why are you different. Simples! 

 Follow a few Tweeps and see how you do. Here are some to be getting on with: - 

o Mine – @mike_ames_flair 
o Forbes - @forbes 
o Entrepreneur - @entmagazine 
o Inc. - @inc 
o Quote Soup - @quote_soup 

o Mashable - @mashable 
o BBC - @bbcbreaking 
o Huffington Post - @HuffingtonPost 
o Motivational Quotes - @davidroads
o Uber Facts - @uberFacts 

Be warned it does take some time to build up a collection of tweeps (people who tweet) that suits 

you. My advice is follow, assess and reject the ones you don’t give you what you are looking for. 

You might argue that YouTube isn’t a social media 

site at all, which may be true but these days you 

can’t ignore video and having the capability to create 

and post videos is a crucial component of the 

modern business developer. 

Added to that it’s probably not what you think! 

Many people equate business videos to BBC-quality corporate films which are professionally 

produced and cost and arm and a leg to make. Well, having these is no bad thing but these days 

they have less impact on the people watching them. 
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Compare those videos with the YouTube stable, probably shot on a smartphone and woefully 

under-lit. The latter are strangely easier to equate to and have an everyman appeal that their 

corporate cousins can’t seem to achieve. Now consider shooting these “YouTube quality” videos 

with better camera and sound equipment and in more professional lighting and then editing them 

to make them even easier to watch. Well, that’s what we’re aiming at here. 

When you can do this you’re simply communicating all the things you normally would in written 

form in a format that many people prefer, especially generation Y. 

You have a person in front of you and they’re telling you what they do perhaps interspersed with 

some B-roll film (when they show you other things but keep talking over the film as it plays) to 

illustrate a point. This so much more compelling than the written word. 

As you can imagine video makes it easier to promote your values, your personality and you as a 

person as well as your offering. Also, since few people have embraced video at all you’re going to 

stand out just because you have let alone with your message. 

Obviously it’s so much easier to demonstrate your offering especially if it’s an intangible service 

because you can see people doing it on camera. Imagine how much credibility you’ll gain when up 

flashes one of your clients saying how great you are at what you do. The opportunities are endless! 

Finally, if you want to add value by sharing your knowledge, expertise or insights what better format 

than video. 

We strongly suggest you begin to embrace video. The sooner you start to experiment with it the 

sooner you’ll be standing out from your competitors and really getting your message across to your 

audience. Hey, it’s like owning your own TV station – how cool is that! 

Summary 

Social Media is here to stay. I think I may have started with that sentence and I am going to finish 

with it too.  

There are a plethora of easy-to-use and mostly free tools out there that can help you locate and 

contact new people; learn new things; keep in contact with your stakeholders; promote yourself 

and your skills and add value to hordes of people at once.  



                                                                      The Flair Business Growth Consultancy          

 

 
www.flair.co.uk 
 

Page 12 
Be In Control of How Your Business Grows 

01564 627 050

© 2005 - 2016 Flair Business Growth Consultancy Ltd 

Having said that I’d probably just stick to LinkedIn, Twitter, blogging and YouTube – that’s where 

you can make most gains for your investment of time. This is only meant to be an introduction. We 

have more detailed guides for each product and a range of videos that will help you go to the next 

level. 

So social media will give you an edge over people that don’t use it and quite often that’s all 

you need to win the deal or keep the client. 
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