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Greetings and welcome, my friends! It’s a joy to be here with you. This is Mari Smith coming to you live from sunny San Diego. It is 10:00 in the morning on Tuesday, February 22, 2011. Thank you for being here! I’m very, very excited and honored to share as much as I possibly can with you in the next hour. 

We’re going to cover a significant number of Facebook fan page changes, the big huge upgrades that happened about 10 days ago now. In addition, I have a 7-step formula that I’ve used for awhile. It actually started out as 5 steps, then it was 6, and now it’s 7 – a real solid 7 steps. It kept evolving. You’ll see this brilliant system, and I’m very excited to share it with you.

Stay tuned and don’t go anywhere, because I’ll be drawing names at random to give away a free autographed copy of Facebook Marketing: An Hour a Day, my awesome book with Chris Treadaway, and you will get one free Mari Smith blue light-up pen. We’ll mail that out to you, so that’s going to go to three names drawn randomly during the session today.

Over 6,000 people registered for this call. It’s absolutely unbelievable, unprecedented certainly in my journey in the online world. So many people are going to be watching the recording, so we’re going to draw another three names at random. That’s just for people who are watching the recording, but don’t go anywhere. I want you to hang here with me.

Also, at the end I’m going to share a way how you can spend some time with me individually in a group to even master this further.

Remember we have a hashtag, #fbwebinar. You can go ahead and pop into TweetChat.com if that’s easier. I pushed the chat down out of my view right now because I don’t want it to keep me off-track here. Hopefully you’re able to hear me okay and see me, but mainly see the slides in particular, as well as the audio.

Feel free to tweet up a storm with #fbwebinar. Here we go!

For those of you who are doing any kind of online marketing – of course, everybody here – it’s really, really important to have good social plugins. You’ve got that Share on Twitter button that’s usually called the Tweet Meme. It’s the Tweet Meme plugin, or you can get it right from Twitter. My little arrow is pointing there, and the Facebook Like and Share button, and then there’s a new LinkedIn one. 

These were taken last night. I know those numbers are higher, but I really encourage you, any time you’re doing any kind of a promotion or offer, go ahead and install those plugins. Install those little widgets or buttons, as they’re called. 

That’s just very, very exciting. As of last night we had 331 tweets, 553 Facebook likes, and I think it was over 600 the last time I looked, and 400 shares on LinkedIn.

This slide was taken last night too, my screen shot, when we had 5,000. I’ve had another 1,000 people register overnight. Absolutely amazing! We’re over 6,100. It’s just amazing what you can do.

I know this is a hot topic. I know that I have good knowledge and recognition or positioning in the marketplace. However, everybody has to start somewhere. That’s one of the things I want to really share with you, how I love to teach every nuance. I don’t hold anything back, and I share everything that I possibly can with you.

If you just joined us, if you happened to just stumble across this and somebody tweeted this SlideShare link or whatever, make sure that you register at www.MariSmith.com/fbwebinar and I’ll email you the video replay and the handout and everything.

If this is your first time seeing me and hearing me, I might have a little bit of an accent. I’m Scottish-Canadian. My background for 10 years has been internet marketing and relationships. They blended together in 2007 when I got a chance to test a Facebook app, so I was on a beta team. I very, very quickly madly fell in love with Facebook, and I got written up in Fast Company about eight months after that. They called me the “Pied Piper of Facebook,” and then last year my first book came out, published by Wiley, called Facebook Marketing: An Hour a Day. I call myself a bubbly Scottish-Canadian.

I popped this slide in here because I encourage you to do something similar. I jokingly call it my Hollywood Squares. The point is this. You guys have all heard the saying that it’s not what you know, it’s who you know, which certainly has a lot of truth to it, but also through social media it’s who knows you.

For the longest time I had all these books and I’d go to seminars, and it was people that I knew but they didn’t know me. This grid that you see here, these are all people that I have met personally, I’ve shared the stage with, and I’ve done business with. They’re my clients, and some of them friends.

This is the Dali Lama. I shared the stage with the Dali Lama. He’s not my personal buddy, but Richard Branson and all these just wonderful people like Paula Abdul –just a delight. All these people I’ve met through social media. It’s quite amazing.

The focus of today’s webinar is Facebook. They’re not officially announcing it, but I think Facebook is at 600 million active members. Half of them log on daily and the average session time is 55 minutes. There’s a huge captive audience.

Even as immersed as I am in the world of Facebook, I too get frustrated with the enormous number of changes. Some of the changes just feel like they’re cosmetic, just moving something from here to here, and was that really necessary? So I get kind of frustrated too, but I quickly understand things and we got it together here for you. 

For this particular slide, if you can maximize out your screen you’ll see down toward the bottom right of the slide there’s a little icon that says Full. You can click Full and blow up the whole slide that way. You’ll block over the camera, and that’s okay, and then you can just hit Escape to come back.

What I’ve done with this particular screen shot, I’m just going to walk you through the numbers. Ideally I would love to do desktop sharing and just share my screen with you. The challenge is that it takes up quite a bit more bandwidth and there’s always technical challenges that you run into, so this time, as much as I love desktop sharing, I decided to go with some pretty nice slides. I made these up fresh yesterday.

The #1 arrow is the photo strip across the top. I’m sure most of you know that that’s changed. It’s identical to the personal profile. The big difference though is on the personal profile you can get nice and creative and create a beautiful sequential banner with five images.

Not so with the page, and it beats me why Facebook decided to do this. Who knows, maybe they didn’t want us to have full customization in terms of making a nice banner. 

But what happens is every time someone comes to your page, those five images will rotate, so they actually will be just random. They pull from your latest uploaded photos. You can’t even necessarily just have exactly five unless you delete all your photos, but there’s some really cool tricks you can do with that.

I published a blog post last week on the photo viewer. A lot of people don’t like it. I actually love it. When you click on any photo inside Facebook now it’s called a photo viewer light box, and it pops up literally like a pop-up. What you can do is you can put calls to action right on your image. 

You’ll see the second image in where I have “15 social media power tips. Free report, click here.” You can do something like that and have people click on the image. They click on it and up pops the light box, really like a light box. You can put a little description in there with a link. Make sure you put a link there, or a phone number, or some way that people can reach you.

I always look and say, “Okay, what’s Facebook changing around now, and how can we maximize and tap into these changes?” so that’s the first thing, the photo strip across the top.

The #2 arrow is no tabs, and I must admit I miss my tabs. I love tabs. Facebook says that they changed them because we expect navigation to be down the side. No, I kind of expect there to be tabs across the top, but oh well. You’ll see I have a #2 arrow down the left-hand side – see the bottom left? That is where your tabs are.

I’m calling them navigation links. Your navigation links are all down there. The good news though is you can click the little More button. Actually I think I’ve got a slide coming up. Click on the More and you can reorder them if you have more than 7.

The #3 arrow is the Admin View. This is excruciatingly important! It’s very, very important to know that the Admin View is only there for admins. What happens is that that’s where you’re going to access any spam that’s been caught. It will say Hidden Posts, and we’ve got that in a slide coming up.

I think probably of all the recent changes, the #4 arrow here is the one that people are most upset over, and that is that your fan page wall posts now no longer show in chronological order. They’re in a weighted system, very similar to the newsfeed, where you have Top Posts. 

Facebook uses a system called Edge Rank, and there’s all these points and weighting systems. Facebook chooses what they see and feel is basically most popular, most engaging, and it’s all to do with the social graph.

I don’t think what a lot of fan page admins are realizing is that the way that you’re seeing your page is not the same as every other fan. In other words, your fan page wall view is different for everyone, and I think that took a while to really land with people. 

It was a brand new change, but people are really anxious to have it back to chronological, wondering why somebody’s post from three days ago is sitting above yours that you just put up three minutes ago. It’s based on your relationship with that person, and how many other friends are interacting, mutual connections, and all kinds of different parameters. 

It’s kind of frustrating, I know. I don’t know if Facebook will be changing it back anytime soon. I think they’re more than likely going to leave it like that. If anything, I’m hoping they’ll give us another filter. You see where my arrow #5 is pointing at. We have on the wall Everyone and just your page. Then maybe we’d have something like Top Posts.

Anyway, I know I’m going a little fast. There’s just so many changes. We have a lot to cover today, and this is somewhat of an overview. For so many of you who know this already, it’s a review. I also wrote a blog post yesterday, an essential guide to all these changes.

Arrow #7 is very exciting news for a lot of people. You can now change your category. You can use your Facebook page now in page mode. You can post on other pages as your page.

Let’s move along and I’ll show you. I’m going to drill deeper into these different changes.

Posting as your page

You just click on Account and then Use Facebook as Page. You can Like other pages, basically, kind of like being a fan of another business, but your business is a fan of them now, not your personal profile. You literally would have to go and re-like. 

Let’s say you Like Starbucks and Coca-Cola or whatever, and now you basically have to go and re-like them as your fan page, unless you had added them to your favorites. If you had already favorited that page as your profile, it would already be under your favorites.

You can post content on other pages. You can comment and like on other pages’ wall content. I don’t know about you, but I really think that most businesses and brands were really hoping that when it came time for them to get a chance to post as their business, that they would actually be able to interact with fans, with their community, not necessarily other pages.

I mean could you imagine if Starbucks decides they’re going to go and hang out on Coca-Cola’s page and go, “Hey, Coca-Cola! We have a special today on frappucinos!”

I don’t know, I’m kind of scratching my head on that one. I don’t really fully see the benefits of other businesses interacting with other businesses. I mean of course I do for B2B, there’s great networking, but ultimately I think that the deeper we can go to engage with our immediate community, aka our fans, that’s more beneficial.

Why post as Page?

Why post to a page? Well, to network with other businesses. 

Here’s some suggestions for best practices. These are the kinds of things that just go to the wayside I think when some new change comes along and you see all these opportunities and go, “Whoa! It’s an opportunity to promote my business up the wazoo!”

Here’s the thing. I recommend you always sign your posts as your name, and sign your fan pages in your own name. Otherwise, if you have a fan page in the name of your business, definitely sign off with your first name. It really adds that personal touch. I actually think it’s a bit of a step backwards to kind of hide behind the name of our business, and that’s what I feel a lot of people do, not realizing that they’re actually taking away from engagement and not encouraging.

The message that you send is like, “Hey, I can promote my business on your page, and you don’t know who I am!” It doesn’t send the right message. Think about how you’re coming across. 

I really recommend that you look to see how you can network on what I call non-competitive pages. I’m not a big believer in competition necessarily. We’re all unique. We all do different things in different ways. Even if we do the same thing, we do it from our own perspective and experience, but at the same time you really want to focus on building relationships. That’s my strength, that’s my passion, relationships.

Think about how you are coming across. If you go and start posting all over and liking and commenting on a fan page that is full of people who would be great target clients for you, but what you do is very, very similar to what that page owner does, it’s just one of those fine lines of how you can add value and really be of help, and not take away from the page owner. 

It’s a fine balance, and you just have to be really thinking it through. Like I said in my bottom bullet there, think about, “What is my deepest intent?” What is your intent? Are you intending to take business away and be self-serving, or are you really, really adding value and helping to build up that page owner and edify them and give them value?

One thing I notice that people are doing that’s a little bit frustrating is if you go around just liking other page comments and posts, then there’s nothing a page owner can do about that. They can’t remove your like, they can’t ban you, they can’t even necessarily do much about it, so I recommend staying away from that. I don’t think it’s a good way to network, unless your page is in the name of your business maybe, but still.

Post as Profile on Page

A big change that people are really excited about too is the ability to choose to post on their fan page as their page or as their profile. You do that under Edit. On the new Edit page there’s a button at the top right, and that’s where you get your dashboard to change your settings.

You’ve got a brand new setting up top that says Your Settings. I like to leave the check box on in the first one, and that means that any time I’m on my fan page, whether I’m in Profile mode or Page mode, I’m always going to post as my page. I don’t need to post as my profile, but a lot of people really want that choice. Just uncheck that button and then you can choose.

The other one I want to draw your attention to is just that little email notification. If you’re suddenly getting flooded with emails, that’s where you turn them off. If you have multiple admins, every additional admin will need to go into a different place to get email notifications or not, and that is under Account Settings, Notifications, scroll down the page, and then there’s even a link there that says Edit Email Settings for Pages, and then it pops up in a box with any pages you’re an admin of.

That one had myself and some friends flummoxed last week. “How come we didn’t get notifications?” but you have to set those on your individual profile.

Wall Post Order

We talked about that, and everybody sees the wall page differently. In the screen shot there there’s 14 hours ago above 1 hour ago, and below that 11 hours ago, so I don’t know about this popularity order. Sometimes I’ve seen on my own page a friend’s post sit there for like 12 hours. There’s tons of activity, and I have to keep going into Admin View. Admin View will immediately give you chronological order.

Oh! A surprise give-away! You know what this means? Some lucky winner is winning a book! I’m going to go and check who that is…give me two seconds, I’m pulling it up. Corine Denekamp! Congratulations! You have won an autographed copy of Facebook Marketing and a blue light-up pen. Congrats Corine, awesome! Stay tuned, we’ve got two more books to give away!

Tabs = Now Navigation Links

The tabs are now navigation links. Remember I said to click Edit to reorder? Plus what’s really exciting is you can actually rename third-party apps. You can’t rename any Facebook app – you can’t change Photos, Events, Info, Wall – but you see where I’ve got Facebook Resources? That’s actually made with TabSite. I really like TabSite. They’re a very nifty platform to use and real easy to use.

You could always change the name of your tabs before – or now whatever it’s called, navigation link –but go in under Edit Page, Apps, and then any third-party apps click on Edit Settings and it’s really cool. That little box pops up with a field where you can choose whatever name you want. You just save it and click Okay, so that’s kind of cool. Really think strategically about dragging and dropping and ordering your different links here.

Another tip for you that’s coming up is about where to put your Welcome page down at the bottom.

Photo Strip

Here’s a little bit more on how to manage that photo strip, the five latest uploaded or tagged photos. You can now tag your fan page and photos. I’m not entirely sure why you would want to, but for more visibility. It does not include your fan photo, the five photos at the top.

Include a call to action right on the link, and here’s the dimensions – 970 pixels wide by 680 high – but leave a bit of a margin. On the second picture in there that I have Social Media Immersion, there’s actually a call to action at the bottom and you can’t quite see it. You need to leave a little bit of a margin.

What happens is the thumbnail size is 97 x 68, so you’re basically making it 10 times bigger. What Facebook does is rather than chopping the image off, they take the full image and make that into a thumbnail, but you need to leave a margin. You need to make sure your call to action is showing.

Managing Spam

Here’s that Admin View. Now, under there you’ll see your hidden posts. Again, some best practices. I blurred out this person’s name, but fortunately he was caught by the spam filter. As you see, when you mouse over and click the X, that shows you what you can do. There’s four different options you can do with a spam post:

· Remove it altogether, and that means the person’s still a fan


· You can remove them and ban the user. If it looks like they’re going to keep coming back and bothering you, then I would just go ahead and quietly say sayonara.


· You can unhide it. Often with Facebook the spam filters are a little too tight and you’ll find a lot of bona fide posts that are not spam sitting here under your spam filters, and nobody can see them but you, so you want to check that regularly. 

Make it a part of your day-to-day Facebook moderating, and check and see what’s been hidden as spam. You might want to make sure you click on Unhide Post and pop it back in.


· If it’s abuse, you can report abuse.

This person here is coming along, he’s posting on my wall saying, “We’re knowledgeable about social media and we’re going to answer all your questions, and look forward to your visit,” and basically promoting himself on my page. 

I forget what country he was in. He’s in a European country and it’s not even a fan page. It’s actually a profile in the name of a business. It’s kind of one of my pet peeves. I’m sure many of you are nodding your heads in agreement that it’s absolutely against the Terms of Use to have a personal profile in the name of a business. Businesses have to be fan pages.

Anyway, just some best practices there, and making sure you keep an eye on that, getting rid of spam, getting rid of people that spam you, and making sure you’re unhiding posts that are for real.

Moderation Blocklist

Then here’s another really cool wonderful addition. I know there were some third-party companies out there working away on all kinds of fan filters. There were many enterprise-level services that offered it already, but now Facebook has integrated it into their platform and you can have your own moderation blocklist.

You’ll see I don’t have much in there. What I do with my moderation blocklist is I watch as people are coming along, and actually that’s somebody’s name. It’s some person’s last name I have there. I wanted to see if I could trigger the system. The person kept liking folks and not commenting.

I’ve since changed my profanity blocklist. I highly recommend that. There’s a couple different levels you can go there. Actually last night a friend of mine emailed me going, “Mari, what level do you have your profanity blocklist at? You might want to increase it a bit. Somebody’s used the F word on their comment,” and sent me a screen shot. 

I was like, “Whoopsadaisy!” I’m blissfully unaware, thinking that, “Oh, nobody’s going to swear on my fan page,” but…reality check. So check your profanity blocklist. Those posts will go ahead and just be deleted. 

Actually, do they delete them or do they show up in your hidden posts? Good question. I’ll have to check on that. I have a feeling they might go to your hidden posts. If it didn’t like the swear words it might get deleted. In any case, the most important thing is they’re not going to go on your wall.

Notifications

When you’ve switched that to Page mode, you get new notifications. Up top left, your little Friend icon, the icon with two little people, that’s now your new Like. The next one over is a little globe, where it says your notifications of activity. That’s now activity in your fan page. You’ll also get emails, as I mentioned earlier.

Take note! Notice there is a black space in between the little two people icon and the globe icon. I think at some point we’re going to see a little email icon in there. Who knows, we’ll have email for our fan pages. I think that’s pretty cool.

Then over on the right, your Home page, [inaudible] will go to your new Newsfeed. This is when you’re in Page mode. You’re in Page mode and the things that you can do is write on other page walls and like other pages, and then you can view a new newsfeed, which is all the posts from pages that you’ve liked either as your profile or your page. I don’t know about you, but I’m not using that that much. It seems superfluous.

When you’re in Page mode, there’s profile that actually goes to your page. You cannot go around and interact with other profiles. There’s certain bugs going on right now if you happen to be logged into Facebook in page mode and you go onto the web and try to use Facebook Connect. You can’t get in there, you have to go back to Profile mode. You’ll find that the Like button doesn’t work and the fan box does not work. It’s just a blank space. 

Facebook is aware of those changes and they will hopefully be working on those bugs ASAP. That’s what happens right now when you’re in page mode. It really kind of turns things upside down.

Featured Pages & Admins

Anytime you like a page with your page, you can go into Edit Page and then use the Dashboard, and there’s this new section in there that says Featured, and you can choose to put pages. It’s a really great tool to use to intentionally literally showcase other businesses and do networking. 

The nice thing is you can have as many as you want. It just shows as Like, it doesn’t show as favorites or featured, as opposed to your profile with featured friends. If you’re on your fan page it just says Like.

Use this strategically, and they rotate. Every refresh will pull up a different five or move around. Just think about who you’re strategically showcasing there. You can actually feature page owners or admins. You can use it for big brands. Big brands have maybe 10 admins, and maybe they want to have their top three admins at any given time with their profile there. It just gives their page a personal touch.

iFrames Replaces Static FBML

Now, bigger changes! This one really has people up in arms, unfortunately, and it’s that static FBML app, which I think a lot of people were just getting used to. “Oh, I figured this thing out! It’s a little bit like HTML and I can put custom pages in there,” and there were a lot of custom page design companies, and Facebook comes on and goes, “Okey dokey, we are now using iFrames.”

It’s a little more complex. Another layer of complexity. You basically have to create your own app. You’re going to host your own images, videos, etc, but the good news is that it does provide a great deal of flexibility. You can have a 520 wide for the actual page size, and that can be on your own site. It’s full customization of all the different branding of your own site, and that is what you’re going to go ahead and put into the iFrame.

I don’t know about you, but I know just enough code to be dangerous, and it’s not the best use of my time to be programming and coding and doing anything that makes my head hurt. I’m a marketer, I’m a business person, I’m a speaker, trainer, and coach. I’m not a graphic designer and not a coder, so I put right there, just use a service.

I got these images from my friend Tim Ware at www.Hyperarts.com. He’s a really good coding and design ninja. There’s also a lot of great services. You can find a post that I wrote up on Social Media Examiner with 75 different apps, and some of those apps are ones that integrate the iFrame. Most people who were offering custom FBML are now just automatically offering the shift to iFrames.

I popped this little slide in here, a little shout out to Mark. I just really know that as much as people get frustrated and annoyed and ticked off with all the constant changes on Facebook, that he’s an absolutely amazing visionary. He’s the youngest billionaire on the planet, one of the fastest-growing companies ever, and he really thinks about his mission and the mission of the company, to help the world connect and communicate more effectively.

I popped that slide in there essentially as a transition, because that’s mostly what we’re going to cover on the upgrade now. We’re now going to hop over to talk about the 7 Steps Formula! Woo hoo! Roll your sleeves up. I hope you’re taking lots of notes. 

I’m purposely not letting myself to be distracted. I’m not watching tweets, I’m not watching the chat, and we are recording this, because a lot of people will be watching the replay. A lot of people around the world are in different time zones. Anybody who’s gotten up early to be with us, awesome, you rock! Here we go!

7-Step Facebook Success Formula

I mentioned that the #1 reason that businesses fail with their Facebook marketing is that they do not have a strategy. They don’t have a clear idea of, “Why am I even setting up this fan page? What’s the purpose of it?”

Most people set up a fan page on Facebook because it’s out of peer pressure or social pressure or media pressure. “Okay, all right, enough already! I’ll get myself onto Facebook. It seems like there’s a lot of activity there. There’s hundreds and hundreds of millions of people, so maybe I can get some business going.”

Then they find, “Well, okay, I have a really beautiful looking fan page and I’ve got a few fans, but most of it’s my friends, it’s taking up a lot of time, I’m not really seeing results,” and they get jaded and they kind of push it by the wayside and nothing much happens.

That’s just really unfortunate, but my goal here from this point forward is to share as much as I can with you about the systematic approach, and ultimately to really give yourself a reality check. You can’t just throw up a page and immediately money’s going to start coming in. I’m sure nobody here feels that way, but you never know. People might think it’s the Holy Grail. You throw up a Facebook page and it’s all fine from there.

So set a clear objective. In a moment I’m going to go through each of these step-by-step, and I see my numbering is totally off. See? I always make at least one mistake in my slides just to show that I’m human. Thank you, PowerPoint. Clearly that’s supposed to be 1, 2, 3, 4, 5, 6, 7. It’s not 8 steps, it’s 7. I suppose if you called Objective the first one, it could be 8.

We’ll go through each one –

· Objective

· Design strategy

· Content strategy

· Promotion strategy

· Engagement strategy

· Conversion strategy

· Tracking and measuring strategy

· Scalability strategy

Objective

So, what are some examples of clear objectives? Here are some. 

· Let’s say that the primary purpose of your Facebook page is to build your email list. 

There’s ways to do that. One of the ways is for sure you want to have an opt-in box. If you’re trying to build your email list with your fan page, you absolutely must at every conceivable opportunity give your fan base an opportunity to sign up, to opt in.

My friend John Assaraf does a good job of that. He has about three different tabs, now they’re links, of ways you can Ask John, or sign up for a video, or sign up for some different free gifts.

· Driving traffic to your blog

 I’m just in the midst of working with Mike Stelzner with completing out the Blogging Success Summit. I led a session on using Facebook to drive traffic to your blog. It’s a wonderful tool to do that.

I think when it comes to the blog, a lot of people think, “Well gee, I want to really just have all the people commenting and interacting on my own platform and having the community be here.” It’s like you as the business owner are trying to control where your community is. “They’ve got to talk to me on my blog!”

But the thing is, half or more of your community are going, “Well gee, I love hanging out on Facebook,” so you kind of almost have to split your focus and you have to meet the people where they are.

Driving traffic to your blog happens when you build up that engagement and that presence and adding the valuable content, as we’ll go through, on Facebook.

· The third bullet there is selling more products or services. 

I think that should be a very top priority for most people here. You can definitely sell products and services. You can even put in a store. People are really frustrated with this whole change to iFrames, but what you can do is literally embed in an iFrame a whole storefront from your website and have your own buy button. You don’t have to go and have a whole third-party ecommerce Facebook app installed, so that’s really exciting for selling more products and services.

· Increasing event registration – I absolutely highly, highly recommend that.

· Getting media attention and contacts

Interestingly enough, when I was written up in Fast Company they called me the Pied Piper of Facebook in 2008, and the journalist that interviewed me was my Facebook friend, so that was exciting.

· Establish yourself as a leading authority – absolutely!

· Improve customer service

These are just some examples that I threw out there, and you can kind of get yourself thinking about, “Gee, all of the above, Mari! We have all of these and then three more.”

Think about putting them in some kind of hierarchy or priority order. What’s the most important result you want to see from your fan page? And as we go through you’ll see why tracking and measuring is just so crucial.

Oh, oh! Another prize give-away! Lori, who’s won this book? It’s Jason Cherry! Just so you know, it’s not the same book. I have three books! Congratulations, Jason Cherry. I’ll sign this to you and send that off to you.

By the way, prize winners, just send an email to lori@marismith.com with your address. In fact, we can contact you if you forget. We’ve got a note with your name and we have your email, so we’ll be in touch with you to get your address to ship you out your prize! Congratulations, Jason!

#1 – Design Strategy

Now, keeping in mind the reason we put objective first, let’s just say that your top objective for your fan page is to build your email list. You want to have a landing tab for an opportunity for people to sign up. 

Let’s say your primary objective is to get traffic to your blog. You want to really promote your blog in the design aspect, so the design is one of the first things to keep in mind when you’re building your Facebook presence.

I used Gary Vaynerchuk’s fan page here as an example. I love his landing page. You know what, he’s one of those lucky people that managed to get a short user name, because everybody else has to have six characters or more after Facebook.com, but Gary Vaynerchuk’s Facebook URL is just facebook.com/gary. 

Vin Diesel with his 9 million fans or whatever he has these days, 19 million, is facebook.com/vin, just three characters. Actually, Guy Kawasaki is facebook.com/guy. 

But anyway, take a look at Gary’s. I put two screen shots. I put my arrow there, because where you seen the green arrow, that goes underneath. It’s a very long skinny landing page that Gary has, but it’s beautifully done. It shows like his story, how he got started, his wine and his TV and some fun, fun stuff. I really love it. It really represents his personality and his persona.  So that’s the first thing, is the design. 

It’s interesting. Let’s just do a quick sidebar here. You’re going to see some studies that say as much as 90% -- I can hear you all gasping – I’ve seen 88%, I’ve seen as high as 90% in some studies – as many as 90% of people who first come to your fan page and click the Like button and are connected to your fan page, as many as 90% never return to the fan page. What they do is they see and interact with your content in their newsfeed. That’s why my next strategy is content. 

I’m putting it as a little bit of a sidebar basically to say don’t get so hung up and so caught up in having the most beautiful brilliantly-designed fan page with all kinds of bells and buttons and fancy, fancy things that take awhile to load, and you’re neglecting promoting it and getting fans and converting them into paying customers.

Yes, design is important, but don’t get too hung up on it. The cool thing is that you can always have many, many changes over time. You can keep improving and growing and adding new things. That’s what I do to mine. I’m overdue, in fact. I’m overdue for an update to my Welcome page, and I’m going to be doing that shortly.

For those first-time visitors, the landing tab is proven to convert people to fans by 47% versus sending them just to the wall, where only 23% will convert. For first-time visitors deciding whether to join your fan page or not, it’s really important to give them a sense of who you are, what you do, who you serve, and how you serve them. These screen shots are from the old design with the tabs. 

#2 – Content Strategy

On to your content strategy. You’ve got a decent-looking page, not absolutely fancy-fancy, but a good-looking page. You’ve got your objective. Now for your content strategy I like to do 50/50, which is a blend of your own content, and really that content has to be value-added. You’re adding value. It’s not all promotional. Stay away from just post after post after post of promoting and marketing.

In this world of social media, Facebook users are on your site primarily for personal and social reasons. You have to come into their ambient awareness or peripheral awareness. They start seeing you, they see you, they see you, they find value, they find you’re engaging, then they want to know more about you, then they want to do business with you. But if you’re blasting them with like neon signs – “Come and do business with us!” – it just is not the right approach, in my opinion.

Do a nice blend of your content and what I call OPC – Other People’s Content. You can get that content from blogs, Twitter lists, Facebook lists, ezine subscriptions, Alltop.com, and places like that.

Anytime you’re sharing a link from anybody else’s blog or tweets, that’s OPC. That’s other people’s content. You want to have it related to your industry and not necessarily competing with them.

I popped this little slide in here, #30, really in a way to have you stop and think about what are other people doing. What do you see going by in your awareness that you kind of find doesn’t quite resonate with you? What can you do therefore that’s different? How can you stand out?

My friend David Tyreman wrote the book World Famous about branding. He talks about how “the more similar we are, the more invisible we become.” You want to think of ways that you can really stand out in a very authentic, genuine, and heartfelt way – your own unique style. Every one of us is unique.

#3 – Promotion Strategy

Now you can promote! You’ve got a decent-looking fan page, you’ve got some good content coming through there, now you want to stand up on the mountaintop – but in a way that isn’t kind of overdone.

What most people do is they want to go straight to that Suggest a Friend button, which unfortunately has been taken away. Facebook took away that option underneath the photo and it no longer exists on all fan pages, except admins see it on their own. Down below your photo you’ll see Suggest a Friend. I’ve been told by many folks it’s actually not working very well since the upgrade. They’re finding it doesn’t seem to function. You need to send out an invite.

This bullet here says, “Think outside of Facebook.” Everybody’s like, “I’m trying to get all my friends and turn them into fans!” and I’m like, “Well, your friends are already connected to you. Over time they’re going to eventually migrate over to your page.”

My suggestion is to look all over elsewhere, including Facebook but not only Facebook. Some ideas are on Twitter, LinkedIn, your blog, your ezine, offline, speaking, radio, TV, print media, the back of your business cards – and really create what I call Radical Strategic Visibility. You’re seen everywhere. You’re seen in all the right places.

If you’re a restaurant, put “Join us on Facebook” on your menus. If you have any kind of physical location, take advantage of Facebook Places and Deals, and really look to see where you can meet people where they’re at. Where is your target market? Are they coming in physically, or how do they see you? Are they found more on Twitter or more on LinkedIn? 

How can you get in front of them and meet them where they’re at and bring them back to your community on Facebook, but also be having your own blog community? That’s very, very important. You don’t just use Facebook, that’s for sure.

Also there’s a very popular post I wrote for the Social Media Examiner called 21 Creative Ways to Build Your Fan Base at http://bit.ly/21waysfb.  

Any time people say to me, “Oh Mari, the Suggest a Friend link isn’t working!” I say, “You know what, go and check out this post. There’s 20 other ways to build your fan base other than suggesting a friend.”

Another promotion strategy for sure is using social plugins. I mentioned that in the beginning of the presentation. Any time you get an opportunity to put social plugins in, it’s that social proof. You can see the little avatar – how many people like this, how many people have tweeted in, how many LinkedIn shares. They’re all proof. There must be something happening here. This is popular. They go, “Oh, this is really cool! I want to share it with my friends!” and they click the button and off it goes.

There’s just so much to learn here. By the way, at the end I’m going to share a way with you, as I mentioned earlier, about how you can spend some time with me – 2-1/2 days that we can spend immersed in all this. 

One of the things I really pride myself on as a specialist in social media, and Facebook in particular, is that I love to train. I don’t just like going, “Okay, here’s something. Go off and do it yourself. Here’s another thing. Go off and do it yourself.” I love to walk people through and actually roll up your sleeves and implement it so that you can really, really have support. 

You never know when there’s just something like the Like button doesn’t quite work or something, or something in there just doesn’t function properly. We give as much support that can be on the technical side, but certainly on the marketing side.

#4 – Engagement Strategy

Now you’ve got a nice-looking page, a clear objective, you’ve got content coming in, the fans are starting to come in, and now you’re going to really want to have an engagement strategy.

A nice plug for Brian Solis here. I love this photo of him. It’s a phenomenal book! I have it on my bookshelf right here, Engage, a big fat book, and it’s really like a college course in social media and new media. Brian is a raving fan of engaging.

I love how Social Media Examiner on their fan page has have a real solid strategy where every post gets a comment, regardless of what it’s about. Obviously spam gets stripped out right away. They remove @ tags right away, but generally speaking every single post gets a comment or reply. That’s a strategy.

Just be thinking about that. Depending on the size of your company, you might want to have somebody dedicated to being a community manager, someone who’s going to help really manage engagement.

#5 – Conversion Strategy

Now everybody’s sitting around, they’re excited, they’re happy, all these fans are loving you and you’re loving them, you’re just feeling good – but show me the money, right? How do you get all these raving fans who love you – you’ve given them free content – how do you turn them into paying customers?

There’s many, many things to do to keep in mind. You’re absolutely, like I said earlier, building lots of value, building what I call social equity. I’m going to call it social capital. Basically it’s adding that value, adding that value, and that’s how the law of reciprocity works.

You as a human being can add so much value to the world, to the community, the people around you, and if you’re helping Tom over here, it might be Mary who comes and does business with you. It’s not necessarily going to be a direct exchange of the person you’re helping to the one who turns into the client. You’re just adding to the collective and it comes back to you.

Space out your offers. Mike Stelzner is brilliant at this. He has his whole year planned out and knows exactly when he’s going to do promotions, and they’re spaced out so that when he’s not promoting it’s just solid value and content. Really brilliant. He has a book coming out, by the way, in May. Stay tuned for that. It’s going to be an awesome book that shares exactly how he built his multi-million dollar empire.

Clear calls to action are so important. If you don’t tell people what to do, where to click, where to call, what site to go to, exactly step-by-step of how to take advantage of your offers, they’re not going to know. Make it really, really easy for people to buy from you.

#6 – Track and Measure Strategy

Next up is tracking and monitoring. If you don’t know where your numbers are, if you don’t know where you started and where you’re going and how you’re getting there, it’s really difficult to know if social media’s paying off or not. I really recommend that you go ahead and do that.

Facebook has their Insights. Chris and I in our book here, there’s a whole section on how to make sense of Insights. Quite frankly it’s overkill. It’s too much. You don’t need every nuance of data.

What Chris and I recommend that you do is you set up your own dashboard in Excel, a simple Excel spreadsheet. In fact, Facebook allows you to export the data through Excel. You can update it automatically or you can create your own dashboard.

Something that I use, a work in progress right now, but I’m going to be sharing it as soon as it’s complete – I have actually blended an editorial calendar with a tracking and measuring system. So I plan in advance what I’m going to say when on my fan page and my blog and my Twitter, and then I’m pulling in the links and I’m showing what was the engagement. I want to see the level of engagement – the comments and the likes – and the increase in the likes is another thing to measure.

Then also in the back end of the Insights you want to be tracking – it’s not a nice number to track, but you have to know it – the number of unlikes, the people that have actually left your fan base. They have chosen to not be a fan any longer, and the number of what we call unsubscribes.

Unsubscribes are people that are still a fan, but in their newsfeed they’ve chosen to hide your posts. Remember, the vast majority of people that join your page for the first time don’t come back there. They just see you in their News Feed.

It’s crucial to really find that sweet spot of the right amount of content that’s relevant, that isn’t too frequent, it isn’t too pushy, and you really just have to experiment with that.

Some tips, though:

· Posting before noon in your time zone tends to work better, but maybe you have an audience that’s late-nighters, so you might want to go ahead and do some evening posts and check that out

· Photos do really well with the ranking weighting system

· Ask questions, but not just questions. It’s so funny. I’ll hear an expert say, “Ask questions,” and all of a sudden every single one is question, question, and question, and there’s not a variety of media

· Put videos, links, photos, status updates, questions

· Space it out. It’s far better to say fewer things that are quality, than to say vast volumes of things just to fill up space, and then you’re wondering why you don’t get much engagement.

Back to that spreadsheet. If you’re seeing that you said something, you put an update in there and all of a sudden you correlate it to a spike in people’s hiding you, maybe you posted too often.

That happened to me not that long ago, maybe a couple months. I had a little bit of spike in unlikes, and I looked. Sometimes I’ll get really bold. Sometimes I decide to share a little bit more of my personal life or some of my spiritual beliefs, and it just doesn’t always fit right with people and that’s okay. 

I just figure it’s okay, but it’s also feedback. It’s that important feedback mechanism where you go, “Oh, okay. Well, maybe I won’t do that quite as often on my fan page. We’ll stick to the profile for some of those things.”

Oh! One more prize to give away! Who gets the third book? The third book goes to Kristina Stiffler! Awesome! Congratulations, Kristina. The book is for you, along with a Mari Smith blue light-up pen – you can light up the world!

Facebook Marketing: An Hour a Day is in all bookstores and on Amazon. I’ll share with you a way of how you can get a signed copy of the book in a moment. Let’s go on to Strategy #7.

#7 – Scalability Strategy

Remember earlier I said that I initially had five strategies, and then it was six, and then I had to add on a seventh one? Remember, we have 600 million people, and soon enough we’re going to see a billion people on Facebook. Insane! The first company I think that’s had a billion members.

At some point as you’re growing your business you’re going to say, “Oh my gosh, I need help! I need someone to help me moderate. I’ve got all these people on here asking questions. I need help!” You’re going to need some help to moderate.

Now, if you’re a personality-based brand like I am, it’s very, very tricky to delegate your voice. I’m right at that point myself, looking at the best ways of how I can get some support that doesn’t take away from my page. It’s hard to articulate even, because it’s a whole new “problem,” a challenge in the business world. 

How do you manage a buzzing, thriving, engaged community when there’s only so many hours in the day and you’re the business owner, you’re the manager, you’re the marketer, and you’re the one that’s out there doing a lot of different things? Even with having assistants, only you have your knowledge and your style, coming from your own place of being, your own ways of wanting to give advice, so think about that. Think ahead. 

Let’s say that you have 5,000 fans on your fan page. Fast forward a year from now and let’s say something happened and you just went crazy and you study all my trainings and we work together, and all of a sudden next year you have 100,000 fans. What would you need to scale? What resources will you need to apply to your page in order to scale? 

You might need to hire a community manager. When there’s an opportunity to really impart some knowledge and some support on a grander scale, it’s hard to model. There’s one-to-one. One-to-one is where it’s you as a consultant or a coach and it’s an individual client. Then there’s one-to-many. 

This is a perfect example of one-to-many. I’m giving you lots of ideas here, me and you – and we have a phenomenal turnout, by the way. I’m seeing 1,800 people on SlideShare. I wonder if SlideShare is pretty impressed with our turnout today. It’s awesome, guys. Beautiful. [SIDENOTE: We had 2,000 attendees on SlideShare’s Zipcast at the peak – the entire SlideShare executive team and cofounders were in the room with us, and were tweeting things like “where did this self-organized mega webinar come from?!” and they reached out to me afterwards to connect and get feedback, etc. Zipcast is not even a week old and I basically “stress-tested” their system. ( Exciting!!]
Anyway, think ahead about how can you scale. In fact, I really encourage all the coaches, consultants, and individual business owners here today, think about how you can take your knowledge and convert it into one-to-many. Do group trainings. Offer classes, teleclasses, webinars, create products, and put your knowledge into information products. That’s a great way to leverage yourself and leverage your income.

Speaking of leverage, my friend Paul Dunay here, who’s also a fellow Facebook author with a wonderful book – I love what he says here. I’m quoting. “In the future, those individuals with the most Twitter followers, Facebook friends and fans, LinkedIn recommendations etc will get the big bucks.”

Now, it kind of pains me a little bit to even have to share that necessarily, but it’s absolutely the truth. It’s where we’re headed. I’ll tell you, I had a pretty major client come to me recently and say that she had a book that she wanted to write. She’s very, very well known in many circles, and she had not yet built her social footprint. She wasn’t really doing much on Facebook, Twitter, or anywhere.

She went to a major publisher with a book proposal, and they basically took a look at her social footprint, her social profile online, and they wouldn’t take her book proposal. They wouldn’t give her a deal. They said, “We know you’re a known name, but come back when you have a social footprint. Come back when you have a sizeable following and community in the social world.”

I found that fascinating. I think that’s exactly where we’re heading. I think more and more publishers and what-not will be doing that, that you basically have to bring your own audience.

Common Challenges

Here’s the thing, now. Many of you can relate to this – so many different challenges. There’s a way here that I can support you. Anyone here who would really like to work with me, no matter where you are in the world, I can help you virtually with the technology today.

· Time

If you’re thinking to yourself, “Oh my gosh, I just don’t feel I have time, Mari. My head is spinning. I’m taking pages of notes and I’m so exhausted. I don’t know where to start.”

· “It seems like it’s a full-time job and I have to learn it all.”

· Privacy

As many of you know, Facebook privacy has just been a mass concern. It still is. Facebook has the best, most granular kind of settings. The biggest challenge was so many of them are left on by default. So much of it is like, “Where the heck do you find these different nuances of things? If I turn that on and this off, what does that mean?” There’s a lot of privacy settings to know.

· Protecting your content in this day and age of just throwing stuff out there – what can happen to it? 

Now what’s interesting with SlideShare’s Zipcast is you can take anybody’s slides and make a presentation with them. Of course they still own the copyright. It was quite fascinating when I was reading the FAQs on this new platform. So you really want to protect your content. 

· Knowing what you should delegate.

· Facebook ads

· Best practices.

We are making this up as we go along. I think really that whole golden rule of doing unto others as you want done unto yourself – best practices.

· Knowing what to trust

· How to measure results. We talk a lot about ROI, tracking and measuring and monitoring

· Really the bottom line is, “How do I make money using social media?”

What I’d like to do is invite you to come and join me in sunny San Diego for 2-1/2 days. It’s a complete two-day immersion. For those of you who it’s completely out of the question, you’re not going to get on an airplane and come to San Diego, stay tuned because, like I say, we’re going to come to you. We’re going to broadcast in private – not a public setting like this. 

You’re going to see my desktop, you’ll see the audience, and you’ll see the video. We’re actually going to broadcast the entire Immersion Program right through your computer!! I call it my Social Media Mastery Immersion. 

You can go to www.weekendwithmari.com to find out more about that. It’s a two-day training.

I’ve been leading this for three years now in various different formats, and what I’ve found is we have so many different levels of knowledge, so the half-day is actually a pre-day. It’s a Beginners Boot Camp. You bring your computer, you roll up your sleeves, and we actually help you to get your various accounts set up or fine tuned, etc. Let me give you a sense of what you can expect.

What You Can Expect

In our 2-1/2-day immersion –

· A complete end-to-end social media strategy + tactics, tips, tricks, shortcuts and tools

· A complete system for success

· Real results while you’re still in class. This is like I said earlier. I don’t like to just present to people and say, “Okay, now take this stuff and now you’re on your own.” I love to help people get real results.

· Best practices, the unspoken protocol I talked about

· How to hire, delegate, and scale

· How to get big, go viral, and be the leader in your field

· Become a world-class brand

· Plus ongoing support

You can attend live or virtual. My picture’s gone over the little code there. If you go to www.weekendwithmari.com, this is not on the site anywhere, but we have very, very limited tickets. We actually only have 50. The room that I booked only holds 50, and we have actually already sold out 32, so we have 18 left.

If you want to come and spend 2-1/2 days with me in beautiful San Diego, take advantage of either the single ticket or the double ticket, and go ahead and save $500. Put in the code 500discount.

If you’re sitting there and you’re going, “Mari, I’d love to come to San Diego. It’s not going to work for me. How can I get hold of this training from the comfort of my own home office?” I have an amazing, amazing deal for you – you can attend virtually!! You can even save $100 off the price I’ve got on the website. It says $497, but you can have it for $397. Enter the code 100discount. Right now we have 200 seats available, and 30 of them are filled, so we’ve got a reasonable number, but they’re going to go very, very fast.

The cool thing is you also get one year of ongoing support. There’s an option for those of you who are virtual, if you want to take advantage of the one-year ongoing support. We’re not just going to go, “Okay, you have 2-1/2 days and then you’re on your own.” I’m going to keep working with you every month. We’ll meet by webinar. If you can’t make those dates, they’re recorded. You’ll get the recordings, and they’re all in modules. They’re in 75-minute modules. 

The Beginners Boot Camp for the virtual I have on a different day. I have it the week before, so I can just dedicate my time to you and I won’t be moving around on stage in the live seminar room, as I will be on the two days. So you get your own separate Beginners Boot Camp.

Go to www.weekendwithmari.com. Your decision right now is, “Will I attend live or virtual? That’s all I need to decide.”

I’d love to work with you, and I have five Fast Action Bonuses for the first five people to register – the first two people that get a live ticket, and the first three people that get a virtual ticket. I’m going to give away five Social Profile Critiques. You’re going to send me all that you have online right now – your blog, your website, Twitter, Facebook, LinkedIn – and I’m going to give you a complete critique. 

For those of you watching this video, I’m actually going to give away another three more of these Social Profile Critiques, so don’t worry that you missed out.

With that, go ahead and go to www.weekendwithmari.com. We are at the top of the hour. If you need to go, I certainly understand. Please check out www.weekendwithmari.com. If it works for you to come live to San Diego, I actually have many alumni come back. You’re allowed to come back for free. Many people come back and enjoy that over the years.

The thing I wanted to say about the dates is that if you can’t make it in April, go ahead and take advantage, because I will not be keeping this offer up. Take advantage of it right now, because then you can go ahead and get the recordings, you can participate as much as you can, and then you can come to the next one. We hold these usually about twice a year.

So what kind of questions might we have in the room? I hope this was of value for you. I just have a couple more minutes. I’ll go ahead and take some questions.

What if you manage multiple pages? How do you determine which Page mode you’re in?

That’s a good question. This is a question about when you are in Page mode on the fan page. Basically, when you go up to the top and put Account and then Use Facebook as Page, what happens is that it pops up and it gives you a list of all the pages that you’re an admin for, and you just switch. You click whichever one. You can only ever be in one page Page mode. When you’re in Page mode, you’re not representing all the pages. That’s only a single page. That was a great question.

How can you tell who unlikes or hides your posts?

That would be good to know, wouldn’t it! It would be interesting to know. I don’t know if I really would want to know the exact person. Unfortunately you can’t. There is absolutely no way. Facebook is not going to give you that information. You cannot tell who has unjoined, unliked, hidden, or unsubscribed to your fan page. You’re only going to see a number.

Do you need to know code to use the new iFrames?

You do need to know a bit of code to use the new iFrames. Like I said, I know enough code to be dangerous. I’m not going to be doing much personally myself with iFrames. I’m going to leave that to someone who that’s their passion, coding.

On some of my pages I’m unable to post links as an admin. Status updates work and everything else seems to work. I was able to post links on Friday, but not since.

That’s interesting. I haven’t heard that problem, but I will tell you that whenever Facebook makes major updates like this – I’m sure many of you have experienced this – that will happen. The whole platform becomes very unstable with a lot of bugs. Earlier we were saying about the light box and the Like button. Unfortunately, things just get a little wobbly. 

Hang in there, refresh, try different browsers, clear your cookies, come back at different times – there’s different things you can do with that.

By the way, I’m not sure if SlideShare keeps all the chat for me or not. I was curious if we have a transcript of all the questions. That would be really useful. 

In any case, we got a lot of questions. I’ll do my best to answer them. I’ll do just a couple more. Any other questions, please feel free to come to my fan page at www.facebook.com/marismith. Come and ask questions on my Facebook wall.

Again, I invite you to www.weekendwithmari.com. If it’s a fit for you, please come and join me. I would love to support you.

A couple other things I didn’t mention. We do have a hosted Tweetup on the Thursday night, then free lunch. You get a free lunch, for those of you coming live to San Diego. We have a special surprise guest speaker for you – awesome! Many of you know this person. You’ll be excited to meet him!

It’s going to be exciting and I look forward to seeing you there. Anybody who’d like to come and join me, you’re more than welcome. We’ll do a few more questions.

If you’re an admin of a page, can you make comments as yourself or only as an admin?

Absolutely. As an admin of a page you can choose to go ahead and post as yourself or as the page. Like I said, there’s a lot of people very, very excited about that – posting as yourself or as the page.

Remember where I said that’s on Edit Page, and then there’s a new setting that says Your Settings, and there’s a button you can check. I would uncheck that, because what it’s saying is that it always posts as your page, so you uncheck that and then you have the option to post as your profile or your page.

Can you tag a person who’s not your fan through their email address?

No, you can only tag people who are your friends or fan pages that you’ve liked. Those are @ tags, photo tags – friends or your own fan page.

People will tag me in a post, and when I click to go to the post I’m told I don’t have permission or the page is no longer available.

That’s strange. Actually, I’m finding it a little bit of a challenge to go back and forth and switching between Page mode and Profile mode. If you’re in Page mode and you go try to comment on someone’s profile, more than likely you can’t get on that one. I know the @ tags were definitely a little wonky.

Thank you for joining us. You guys rock! I hope this was of value. It was my pleasure to be here. It was really truly a joy and a delight to be with you. I wish that I could have had one eye on the chat and focus. I can multi-task. I’m a good multi-tasker, but not when I’m presenting. I have to really be focused.

I hope that it was enjoyable for you, and you did some good networking in the chat room. I’m watching the chat go by right now. I’m sure you have a lot more questions. I’d love to spend more time with you, but I need to wrap up here.

Like I say, if it’s a fit for you, www.weekendwithmari.com. I’d love to see you there. I look forward to giving away those five critiques.

Remember the codes:

· 500discount for live

· 100discount for virtual

Awesome! I hope you enjoyed this classroom too. Isn’t this amazing? I do actually have the platinum level. I bought the platinum level of SlideShare. I didn’t necessarily have to, but we were playing around with it to do some skinning and some customization. 

It’s kind of fun to see all the different participants here. I hope you met some new people and did some great networking! Try Zipcast for yourself. You can use the free version. If you use the paid version you can have private webcasts and you can do password protecting.

I’m going to help you. Those of you who want to come and do the Social Media Immersion at www.weekendwithmari.com, I’ll teach you everything that I do, from the “lift up the hood, no stone unturned.” I’ll share everything that I’ve learned and how you can really become a master in your own industry, become the #1 go-to expert in whatever your niche is, and really get more clients, speaking engagements, and media attention than you can possibly handle.

By the way, my speaking schedule is booked up all the way through October. I am going to Norway in April, then Scotland. I’m booked up speaking in September, sharing the stage with Rudy Giuliani. 

This weekend I’m going to San Jose and I’m getting a tour of the Facebook offices! I’m very, very excited about that! I have to sign a Non-Disclosure Agreement before I even walk into the Facebook offices, so stay tuned. I’m hoping to at least get a tweet or a check-in, or maybe we’ll even meet Mark Zuckerberg and I’ll just shake his hand and say thank you. That’ll be fun!

As much as I can help you, it’s truly my pleasure. Enjoy the rest of the day. It’s a delight being with you. Mwah! Sayonara. Namaste.
34
© 2011 Mari Smith International, Inc. All rights reserved.

