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Samir  Balwani is a social media marketer  who helps businesses create effect ive web st rategies. You can follow him on Twit ter  and get  his newslet ter . 

One of the biggest  m isconcept ions with online market ing is that  social media is only for  large brands. Truthfully, a small business that  invests it s t ime 
wisely can improve customer (or  client )  loyalty and t radit ional word of mouth market ing efforts. 

Social media is useful for  almost  every type of business. Cafes, retail stores, and even professional services can build their  online reputat ion and increase 
t rust . By taking advantage of social media, businesses can make themselves more accessible, more personable, and maintain long term connect ions. For 
a small business looking to increase referrals, social media can be a powerful tool. 

Here are five ways small businesses can capitalize on this new form of market ing. 

 

Why use social media? 
 

The best  way to illustrate why small businesses are using social media is with a story. Think back to the days of the wild west . In those days, towns had 
one general store, and the store owner knew everyone. People t rusted him and knew what  they were get t ing. Enter  the industr ial age, and efficiency 
t rumped personalizat ion. People didnÕt m ind where they bought  from, as long as goods were cheap. 

Now, that  mentalit y has changed. Consumers are once again revert ing to a need for personalizat ion from businesses large and small. The need has been 
rekindled by the I nternet and our  abilit y  to f ind anything we want , as well as a m ist rust  of adver t ising ( think used cars salesmen). 

WeÕve reached a point  where the consumer wants to know the store ownerÕs name and that  he can be t rusted. Small businesses must  look beyond their 
want  to grow into corporat ions, and instead focus on their  core customers. Thanks to social media, weÕre able to foster  these relat ionships easily and 
quickly. 

 

 

Big Win 1: Local Social Net w orks 
 

For local businesses with a storefront , sites like Yelp  can make a real impact . Yelp allows businesses to create list ings with all the necessary 
informat ion for  a consumer to f ind you, while other customers can review and comment  on your  business. Many of these sites will let  business owners 
ÒclaimÓ their  list ings and add informat ion, such as phone numbers, store hours, menus, etc. 

 



Consumers use local social networks to f ind businesses, but  also to get  social proof when making a decision. They use comments and reviews to go with 
the ÒbestÓ list ing. Because of the demographic these sites target  (people ready to make a decision)  small businesses can see a great  return from local 
social networks. 

 

Big Win 2: Blog or  Social Hub 
 

When most  businesses begin a social media campaign, they tend to focus on Facebook , Twit ter , and other  social sites. They usually forget  to 
incorporate their  own site and t ie their  social profiles together . Our second big win, is the creat ion of a blog or  social hub. Why push your  consumers to 
connect  with you on other  sites, but  not  give them a reason to v isit  yours? 

Building and wr it ing a blog may be t ime consuming, but  it  creates a way to connect  with users on your  own website. Addit ionally, creat ing useful content  
such as how-tos or  indust ry insights can keep customers engaged. 

 
For  business owners that donÕt  have the resources to update their  blog regular ly or  canÕt  think of what  theyÕd wr ite, I  suggest  building a ÒConnectÓ page. 
A connect  page, or  social hub, offers readers a way to f ind your businessÕ most  act ive profiles and j oin you on those social sites. The page could also 
include a shor t  bio or  how you use each social site. 

Giv ing consumers a reason to v isit  your  site is extremely important . A blog or  social hub can pull consumers to your  site and into the sales funnel. 

 

Big Win 3: Tw it t er  
 

Everyone is talk ing about  Twit ter . So why is it  a big win? Simple:  it  connects you with your  consumers in real- t ime via the web, desktop applicat ions, and 
even mobile. Finding a way to offer  value while humanizing the business can lead to a st ronger following and increased word of mouth market ing. 

A great  example is CoffeeGroundz, a small coffee shop in Houston, Texas. The author  of their  Twit ter  account  is char ismat ic and his commitment  to 
customer service has drawn a lot  of at tent ion to his business. By being engaging and interact ing with the community @CoffeeGroundz has been able 
todouble their  clientele. 

 
With Twit ter , business owners are able to cater  to their  consumerÕs needs instantaneously. In a wor ld where everything needs to be done yesterday, a 
quick response can create a lifelong customer. 



 

Big Win 4: Facebook Fan Page 
 

Another  major  social site to target  is Facebook. Creat ing a Fan Page is simple, but  t ruly ut ilizing it  to it s fullest potent ial takes some guidance. 

 
A Fan Page allows a business to v isualize and build a community, sim ilar  to Twit ter . However, unlike Twit ter , you can add and customize a great  deal 
more. 

At  the very least  a business should update their  Fan Page ÒstatusÓ to keep consumers informed and engaged. A more advanced technique would be to 

add things like coupons or  Google  maps direct ions to the storefront . These kind of resources give consumers a reason to v isit  the Page and interact 
with the brand. 
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