
October Webinar




Your Vende Social Team
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Christy	Warwick	
•  Social	Media	

Concierge	

Ray	Larson	
•  Social	Media	

Coach	

Mar8n	Wind	
•  Account	Director	



AGENDA	
1.  Program	update	
2.  October	Content	
3.  October	Promo	
4.  Training:		

•  Tac8cal	Wheel	



TIMELINE

May	
ü  Develop	Strategy	
ü  Start	building	microsite	
ü  Start	development	of	the	smart	phone	app	
ü  Recruit	Pilot	Program	par8cipants	
June		
ü  Ini8al	Training	
ü  Set	up	social	media	presence		
ü  Launch	microsite	and	landing	pages	
ü  Deploy	web-interface	for	connec8ng	social	accounts	
ü  Develop	ini8al	content	for	social	posts	and	blog	
ü  Customer	surveys	



TIMELINE


July	-	August	
ü  Start	publishing	social	content	within	Distributor’s	social	

presence.	
ü  Monthly	web	conference		
ü  Track	results	
ü  Get	feed	back	from	Pilot	Distributors	
ü  Make	adjustments	
October	
ü  Launch	GA	offering	at	The	Exchange	event	
ü  Launch	smart	phone	App	



PILOT PROGRAM RESULTS

Goals:

•  Produce social media content that connects and engages with 

Safeguard customers and prospects

•  Grow awareness of products and services

•  Make it simple and easy for the Consultant

•  Make it cost effective 

•  Drive traffic and produce leads


 



PILOT PROGRAM RESULTS

Results (August):

•  Highlighted promo products, design and print services, loyalty, and 

more!

•  Posts have been seen by over 169K people in social media.

•  Drove over 2,800 visitors from social to Consultant pages


Avg. 311 per Consultant 

•  First promotion generated 28 leads! 

Avg. 3.1 per Consultant 

•  6 Newsletter sign ups


•  New Customers and Active Deals!!




MONITORING IN 
SOCIAL




SEPTEMBER	PROMO	
1.  Facebook	Like	building	

•  Grow	your	awareness	
•  Audience	building	
•  Turbo	charge	future	promos	



OCTOBER	PROMO	
1.  Power	of	Print	Guide	

•  Facebook	Ads	
•  Offer	Page	
•  Corp.	will	send	the	book	
•  You	will	follow	up	



TRAINING	
•  Monthly	Webinar	
•  One-on-One	Coaching	
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Ray	Larson	
Your	Social	
Media	Coach	

February	2016	Coaching	Call	

July	2016	Coaching	Call	
Here	is	the	recap	of	the	February	2016	Coaching	Call.	
On	this	month’s	call	we	discussed	the	difference	
between	Facebook	Ads,	and	Facebook	Promoted	vs	
Boosted	Posts	(setup,	and	targe8ng).	We	also	reviewed	
the	sales	funnel.	



WEEKLY	POSTING	PLAN	
1.  Original	blog	ar8cle	from	Content	Strategy	
2.  Archived	blog	ar8cle	from	blog	
3.  Curated	ar8cle	or	video	(summarized	in	blog)	

•  Safeguard	resources/videos	
•  From	around	the	web	(Deluxe,	Inc.,	Mashable,	YouTube,	

etc.)	

4.  Featured	product/service	
5.  Flex	post	(examples):	

•  Inspira8onal	Quote	
•  Recognize	a	holiday	
•  Timely	event		



TO	GET	THE	MOST	OUT	OF	THE	PROGRAM	

Best: We Post + You Engage + You post 



Better: We Post + You Engage



Good: We Post and you do nothing	



OCTOBER	OVERVIEW	
Post	Breakdown(90	posts)	
1.  30	Facebook	Posts	
2.  30	Tweets	
3.  30	LinkedIn	Updates	
4.  4	Blog	Posts	



HOW DOES IT WORK




THE	TACTICAL	WHEEL	

•  A	set	of	universal	ac8ons	you	will	take,	
regardless	of	social	media	plaeorm.	

•  The	best	way	to	learn	and	understand	
social	media	marke8ng	and	how	it’s	
going	to	benefit	your	business.	

•  A	method	that	ensures	the	
implementa8on	of	social	media	best	
prac8ces.	



THE	TACTICAL	WHEEL	

The	different	stages	of	the	Tac8cal	Wheel	can	be	
implemented	across	all	social	media	plaeorms.	
Just	like	driving	a	car.	All	cars	have	the	same	
pedals	and	the	same	signals.	When	you	learn	
how	to	drive	one	car,	you	can	pregy	much	drive	
them	all.	



SOCIAL MEDIA IN 15 MINUTES/WEEK 



THE	KEY	IS	THE	
TACTICAL	WHEEL	



• Website or landing page

• Lead Capture

• Blog

• LinkedIn Page/Company Page

• Twitter

• Facebook

• A Way to Find and Publish 

Content


PREREQUISITES:


VENDE	HAS	TAKEN	CARE	
OF	THIS	FOR	YOU!	



LISTEN FOR LIFE EVENTS


Pro	Tip:	Have	great	
ar8cles	to	share	for	

these	events.	
	

1. New job 

2. Work anniversary

3. Tools:


LinkedIn  
Google Advanced Search 






LISTEN FOR EVENTS




LISTEN FOR CONTENT

1. Business/Financial information   

2. Humorous items

3. Tools:

• Google Alerts 
• Safeguard Blog 



BUILDING COMMUNTIY


Pro	Tip:	Throw	away	that	stack	
of	business	cards	&	use	social	

media	as	your	way	of	
connec8on.	

	

1.  Follow community pages, organizations on 
Facebook


2.  Attend Networking Events & Meetups

•  Eventbrite & Meetup 

3.  Upload Contacts into LinkedIn & Facebook

4.  Connect with everyone you meet in the biz 

world on LinkedIn

5.  Check LinkedIn each day for who has viewed 

your profile and send a connection request

6.  Join LinkedIn groups and invite group 

members to connect




BROADCASTING


Pro	Tip:	Have	a	3	drip	email	
ready	to	go	for	everyone	that	

accepts	your	connec8on	
request	on	LinkedIn	

	
	

1. Talk	to	your	audience	
2. Deliver	value	
3. Promote	&	drive	people	to	your	content	
4. Post	one	item	per	day	per	channel	
5. Promote	events	
6. Like,	Share,	Comment	on	one	post	per	
channel	each	day	

7. What	to	share:	
•  Ar8cles	
•  Comments	
•  Quotes,	Pictures	
•  Knowledge	&	Advice	



Pro	Tip:	Have	a	3	drip	email	
ready	to	go	for	everyone	that	

accepts	your	connec8on	
request	on	LinkedIn	

	
	



BROADCASTING –RECIPE FOR SUCCESS

•  20-30% Creating engagement - VENDE

•  20-30% Curated - VENDE

•  20-30% Drive traffic - VENDE


•  10-20% In other’s environments -YOU


•  10-20% Promotional (call-to-action) - BOTH


Pro	Tip:	Ar8cles,	Comments,	
Quotes,	Pictures,	Knowledge,	

Advice.		
	
	



BROADCASTING –SPRAY AND PRAY!


Pro	Tip:	Ar8cles,	Comments,	
Quotes,	Pictures,	Knowledge,	

Advice.		
	
	



 
Evaluation Example 



 
Awareness Example 



 
Decision Example 



BROADCASTING – BOOSTING


You can’t broadcast 
and expect customers 
to come to you; you 
have to boost it, too.  Vende Spends upto $120/MO boosting Your Posts 



CONTENT – WE DO 1 & 2

1. When customers and prospects start 

to read what you write, they develop 
a relationship with you


2. Write 2-4 articles per month and 
publish on LinkedIn (or blog)


3. Send articles to your LinkedIn 
Connections and groups


 
YOU DO THIS ONE! 



TURN BEST-IN-CLASS 
CONTENT INTO 
TRAFFIC MAGNETS




CONVERT: WE DO 2 & 3


1. Host events and promote them in 
social. 


2. Monthly offers and promotions.

3. Audit your online/social presence and 

make sure your contact info is easy 
to find


Pro	Tip:	Make	videos	of	your	event	
content	and	post	on	YouTube	to	

share	with	folks	who	couldn’t	agend.	
	
	



 
Boosting Offer Posts Is Key 



 
Call-To-Action Goes to Lead Form 



THE APP IS HERE!

 
Download GoSafeguard from App Store 

 
You’ll Be Prompted to Connect Your Accounts 

 
All Done!  



YOU ARE IN TOTAL CONTROL

 Posts Show Up Like a Text 

 View Entire Post Right In Your Phone 

 
Edit, Deny, or Send   



YOU ARE IN TOTAL CONTROL



WHERE TO FIND A PLAYBACK & LINK TO RESOURCES

	



NEXT STEPS

1.  Plan	on	agending	next	month’s	webinar	

•  Monday	9/25	@	2PM	CT	
2.  Schedule	a	coaching	call	with	Ray.	
3.  Upload	your	contacts	into	LinkedIn	and	Facebook!	
4.  Remember	to	accomplish	your	LinkedIn	chores	
5.  As	always,	let	us	know	how	we	can	help	you	grow	your	

business	
	





THANK YOU
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Christy	Warwick	
cwyag@vendesocial.com	

Ray	Larson	
rlarson@vendesocial.com	

Mar8n	Wind	
mwind@vendesocial.com	


