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Welcome!

Kelly Flint
Regional Development Director
Constant Contact, Inc.

Email: kflint@constantcontact.com
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Email: kflint@constantcontact.com

Events: constantcontact.com/losangeles

Facebook: fb.com/kellyflintcc

Twitter: twitter.com/kellyflint

Linkedin: linkedin.com/in/thekellyflint



Today’s Agenda

� Social Media Marketing 101:  
What it is 
How it works
Why use it

� Best Practices and Strategies:
Which Tools to Use?Which Tools to Use?
Real World Examples
Content
Growing Your Presence
Measuring
Announcing Your Presence

�Overview of Facebook, Twitter, LinkedIn and QR Codes
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What, How, and Why 
Social Media
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Q. Where will the majority of your next 
month’s revenue come from?
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A. Existing customers



Who To Connect With:
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Raving  
Fans

Customers Prospects Suspects Disinterested



Social Media is Word-of-Mouth 
in the Digital Age
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Source: Neilsen Global Trust 
in Advertising Survey, 2007



Social Media: Not Just for
Millennials!
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More Stats
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Social Media Marketing Is…

Building your social network of fans, followers, 
and connections, using

relevant and interesting content  allowing you to

reach and engage more people and 

drive more business.



Best Practices
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Types of Social Tools:
Be Where Your Customers Are!

Social

Networks

Content 

Sharing

Reviews & 

Ratings Sites

Location-Based 

Services

Social 

Bookmarking
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�Look at partners, suppliers and competitors



A social 
networking site 

where users can 
add friends or 

fans, send 
messages, and 
build their own 

A social 
networking site 

for business 
professionals.

A  microblogging 
site that enables 

users to send 
‘tweets,’ or 

messages of 140 
characters or 
less, to their 

Q.  Which Social Network Tools Should I Use?

A.  Be Where Your Customers Are

build their own 
profile.

less, to their 
“followers”.

600 million 100 million 200 million

Copyright © 2010 Constant Contact, Inc.



Real World Examples
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But What About Small Businesses?



Real World Example: Dingo 

330 Likes 

8,934 Email 
subscribers



Dingo

Email 
Campaign to 
8,934 
subscribers



Dingo



Dingo



Dingo



Dingo



Dingo

Results:  6,329 Likes and 14,140 Subscribers

It took them 3 days!



Dingo



Dingo: The Important Results

Monthly Sales Grew 22% 

New Customers Account forNew Customers Account for
45% of that Growth 

85% of new customers have continued 
to buy Dingo products



Glamour Nails & SpaGlamour Nails & Spa



Glamour Nails

Say “I Love Dom” to get 20% of your 
next manicure

Say “I Love Glamour Nails” to get 
20% of your next manicure

Say “I Love Getting My Nails Done” to 
get 20% of your next manicure



Glamour Nails: Results

Your Contacts Want To Engage with You, 
but on their terms

Email

Facebook

Twitter



The Swinery

Email newsletter to 
3,765 subscribers

816 opens (22%)

Viewed additional 
485 times 

Liked by 181 readers

60% increase in 
reach



The Currier Museum of Art: 

#curriersla

Over four months the exhibition was open, they Over four months the exhibition was open, they 
grew…

•Twitter following by 49% 
•‘Likes’ on Facebook Page by 24%
• Added 760+ names to email list



Long Beach Boot Camp
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Long Beach Boot Camp
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Long Beach Boot Camp
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Long Beach Boot Camp
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Feedback from the Owner

Positives:

• Spread the word to a new audience

• Had hundreds of people talking about boot camp! 

• Helped people afford boot camp who were unable to before.
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• Helped people afford boot camp who were unable to before.

• Reignited previous boot campers

• Husands/wives/kids/friends involved with our program.

• Turned over some of the Groupon clients to paying clients



More feedback from Owner

Negatives:

• Taxing on the admin side of things.

• Each phone call took 10-15 longer than a regular paying client.

• Our low Groupon price attracted a client that can't afford our 
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• Our low Groupon price attracted a client that can't afford our 
regular priced program and complaints that our prices are too high. 
We haven't raised our prices in 5 years.

• De-valued our program with such a low cost. We did $29 for 4 
weeks of Boot Camp (reg. $199)

• The amount that we did make upfront to cover costs did just that, 
cover the cost of doing business.



Shannon’s Conclusion

• It was a great way to get out there in front 
on an audience that wouldn't have known 
about us previously. 
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• If I was able to redo our Groupon I would 
have priced our program higher.



Haute Dogs
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Create a Community of Like-Minded 
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The Tools:  
Facebook, LinkedIn 
and Twitter
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Creating a Presence on Facebook
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Profile or Page for Business
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OR



Want more details?

www.socialquickstarter.com
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Free!



Page

Logo Logo 
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Creating a Presence on LinkedIn
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81% of Business to Business marketers are using LinkedIn
B to B Magazine

33% of Non-profits and 52% of Associations using LinkedIn 
Nonprofit Social Network Survey Report, 2009



Basic Anatomy of a LinkedIn “People” Profile
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“Company” Profile



Participate in Group Discussions

Copyright © 2010 Constant Contact, Inc.



Creating a Presence on Twitter

Copyright © 2010 Constant Contact, Inc.



Retweet, Reply, React
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DM, RT, @, and Hashtags, Oh My!
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For a complete glossary of Social Media Terms go to:

conta.cc/socialmediaglossary



Today’s Hashtag #SBW20111
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QR Codes
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Bit.ly – Shorten Web Links and Track

Copyright © 2010 Constant Contact, Inc.



QR Codes – How to Make One:

1. Grab the link you want to turn into QR Code.

2. Shorten the link with bit.ly

3. Add .qrcode to the end of the resulting bit.ly link
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3. Add .qrcode to the end of the resulting bit.ly link

http://conta.cc/JoinKellysEmail

http://conta.cc/JoinKellysEmail.qrcode



QR Codes – You can do this!
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Content is King
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Content Ideas

�Share information, tips, and practical advice

�Use questions asked by your customers

�Join in a conversation

�Hold contests for photos or videos

�Announce events

�Partner with a nonprofit to do any/all of the above
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Share Web Links in Your Posts

�Polls and surveys

�Event homepages and 

registration pages

�Archived email marketing 

newsletters

�Blogs (yours and others’)

�Websites (yours, and others 

in your area of expertise)

�Relevant videos, photos, 

podcasts
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Social Media Don’ts 

�Don’t pitch. 

�Don’t overtly self-promote.

�Don’t offer incentives to 
get reviews or sharing.get reviews or sharing.

�Avoid personal 
information, politics, 
sports, religion, etc.  
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Build Your Social NetworkBuild Your Social Network
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Grow Where You Connect!

1 2 3 4

Voicemail,  
Phone

Business Cards, 
Printed Collateral

5
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2:001:591:581:571:561:551:541:531:521:511:501:491:481:471:461:451:441:431:421:411:401:391:381:371:361:351:341:331:321:311:301:291:281:271:261:251:241:231:221:211:201:191:181:171:161:151:141:131:121:111:101:091:081:071:061:051:041:031:021:011:000:590:580:570:560:550:540:530:520:510:500:490:480:470:460:450:440:430:420:410:400:390:380:370:360:350:340:330:320:310:300:290:280:270:260:250:240:230:220:210:200:190:180:170:160:150:140:130:120:110:100:090:080:070:060:050:040:030:020:01End

Networking – ASK FOR PERMISSION

2:001:591:581:571:561:551:541:531:521:511:501:491:481:471:461:451:441:431:421:411:401:391:381:371:361:351:341:331:321:311:301:291:281:271:261:251:241:231:221:211:201:191:181:171:161:151:141:131:121:111:101:091:081:071:061:051:041:031:021:011:000:590:580:570:560:550:540:530:520:510:500:490:480:470:460:450:440:430:420:410:400:390:380:370:360:350:340:330:320:310:300:290:280:270:260:250:240:230:220:210:200:190:180:170:160:150:140:130:120:110:100:090:080:070:060:050:040:030:020:01End
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Grow Where You Connect!

1 2 3 4

Voicemail,  
Phone

5

Your 
Website, Blog

Email 
Signature

Place of Business
Door, Counter

Business Cards, 
Printed Collateral
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Managing Your Time
Monitor What’s Happening
Measure Your Activity
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Time:  How Much?

Advice from Gail Goodman, CEO of Constant Contact:

“Keep your time spent in check;

doing social media right

does not mean doing it a lot.”does not mean doing it a lot.”

• 15 minutes a day, 3 times per week is more than most 
small businesses.

• Stay consistent and active
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Save Time: Repurpose Content

Website/Blog
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Email 
Newsletter

Facebook
Twitter

LinkedIn



Save Time: 5 Tips for Reusing Content

1. After sending an email newsletter, post a link to it on 
your social media site(s).

2. Turn comments and questions into newsletter content 
(just ask for permission before doing so).

3. Repost comments and questions from one social media 
site on another.

3. Repost comments and questions from one social media 
site on another.

4. Find an interesting article elsewhere? Share a link to it 
on your social media page, or in your newsletter. Make 
it even more compelling by sharing your quick thoughts 
on why you find it interesting.

5. Break your newsletter articles into separate tweets (i.e., 
separate out the “stories” into 140-character snippets).
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Monitor: Positive Feedback

1.Comment back.

2.Answer questions.

3.Share testimonials.

4.Possibly reward.

5.No incentives!
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Source: Yelp aggregate rankings of businesses, 
September 2009



Monitor: Negativity into Great Experience

1.Respond quickly to customer and 
audience that you are handling it.

2.Privately reach out to the 
customer.

3.Telephone is preferred, if not 
private email.

4.Always seek to satisfy and delight, 
not defend.
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Monitor: Tool



Monitor: Updates Delivered to Your Inbox



Monitor: NutshellMail.com is Free



Monitor: Choose Days/Time to Receive



Measure:  First Set A Baseline
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Other Things You Could Measure:

• Website Visits

• Sales

• Phone Calls

• Fans, Followers, Connections

• Email Open Rate, Click Thru

• Survey results



Measure: Facebook Insights
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Facebook Insights - Interactions
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Measure: Facebook Insights - Activity
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Measure: FB Insights Demographics
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Put It All Together
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Email Announcement
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Website
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Blog
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Link Social Tools to Each Other
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Join My List on Facebook
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Twitter: Join My Email Newsletter
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Follow buttons in email
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Email ���� Social: easy and effective
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Cool Tools
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Measuring Tools – Your Comfort

� Google Alerts

� HootSuite

� TweetDeck

� NutshellMail� NutshellMail
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Google Alerts
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kelly@kellyannsbrownies.com



Hootsuite
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Tweetdeck
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NutshellMail
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Jing - awesome FREE tool!
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Jing captures anything on you see on your computer screen, 
as an image or short video, and lets you share it instantly. 



Bit.ly – Shorten Web Links and Track
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Get Even More Social:
Free Webinars, Guides, Examples…
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Take the Next Step

Free Trial:

Email Marketing
2

60-Days

Sign up for a free, 60-
day trial of Constant 

Social Media 

Webinar

Free!

1

Register for the free 
webinar: “The Power 

Use 

NutShellMail
3

Free!

Sign up for 
NutShellMail by 
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day trial of Constant 
Contact Email 
Marketing

No risk, no credit card 
required. Get coaching and 
support, grow our email lists, 
access to over 400+ 
templates, and measure and 
track results

constantcontact.com/
email-marketing

webinar: “The Power 
of Social Media, 
SEO, and Email”. 

Learn more about how 
Social Media Marketing  
can help small business 
and non profits optimize 
marketing efforts.

constantcontact.com/
learning-center

NutShellMail by 
Constant Contact to 
manage and monitor 
your social media 
activities in real time, 
on your time… right 
from your inbox.  

NutshellMail.com/
register



Someone was kind and nominated me, 
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Someone was kind and nominated me, 
please vote for me:

http://bit.ly/kellyflint



Stuart Atkins, MBA, MA
Atkins Marketing Solutions
(714) 904-4453
www.atkinsmarketingsolutions.com

Jared Smith & John Walker
Talent Evolution

Local Constant Contact Partners
(Recommended by Kelly Flint, Constant Contact’s Regional Director for Los Angeles)

Victoria Byrne
Creative Marketing Services
(949) 916-7970
www.creativemktgservices.com

Liz Harsch
Tailor-Made Advertising
(310) 791-6300(760) 716-8537

www.talentevolution.com

Merri Jill Finstrom & 
Dave Finstrom
HUTdogs
(626) 462-0983
www.hutdogs.com

(310) 791-6300
www.adteamla.com

Katie Covell & Tricia Brumit
Sunnyland Pictures
(310) 721-7869
www.sunnylandpictures.com

Please tell them that Kelly sent you!!!



Thank you!

Kelly Flint
Regional Development Director
Constant Contact, Inc.

Email: kflint@constantcontact.com
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Email: kflint@constantcontact.com

Events: constantcontact.com/losangeles

Facebook: fb.com/kellyflintcc

Twitter: twitter.com/kellyflint

Linkedin: linkedin.com/in/thekellyflint


