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MARKEI'ING MAGIC

For the wnrkshups we saught out some of the regmn s leading experts, As was the format wnth

Iearnlngs from this session.

Maxmising the power of referrals

etworking and social media
N are among some of the most

effective marketing and sales
techniques for SMEs., When done
correctly and effectively, it could
be more rewarding and a bang for
the buck than direct marketing that
may cost small businesses an arm
and a leg.

This wiorkshop at the SME Advisor Stars
of Business Sumemit tried to gererate mare
understancing arownd this topic through some
ol the best experts in the field.

Phil Bedferd, wha ts known a5 the “The
Rebel Metworker”, and the Managing
Diractor of The Reterral Institute Middle
East, talked about our misperception
and mizunderstanding of the concept of
nefwarking for business: "The challenge with
the most people networking is that they're
not networking; they are actually cold calling
face to face. The ewners of 3 busiress would
sirnphy-ask their staff to go to a networking
event and put a target for them on the
rurnber of business cands they should come
back with! Then he asks them to send tham
emails ard try to seil tham®

Unfartunately that's how we wene ai
brought up to do our networking, cur idea of
netwarking is 10 scoon business cards and try to
sell it ta evervbody in the room. ILis right that
e reeed torsell our busness cards to as many
people as possible, but we can make a world of
differsnce just by changing our approach.

"The first thing we nesd to dowhean we
try toonetwork and meet people, & to try and

become visiple, they reed 1o know that we
exist; they need to know roughly what we do
and they need to balieve that we do 3 good
job. Once that has besn aocomplished, wea
start developing trust which develops credibility
and builds a ralatiorship which may lead to
profitability® Phil explains.

M we think about it, if we've just met
sormeane and all he’s trying to do s sell us

“If you try to help someone’s
business by referring him to
someone instead of trying to close

a single deal with him, you will
develop a long term relationship
where he or she will be willing to
do the same for you.”

samething, then we will start finding an excuse
to get away from him, and thal what is called
Wrong networking.

Statistics showw that if there are about & 100
people in a raom, the changes of finding people
who are interested in buying our product or
sarice is o higher than 256, this means, if we
try to sell toevery person we meet in the room,
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there & a chance that you might actually annoy
the small percentage of potential dients.

What we need to dois to start developing
ralationships by simply changing the dyramics
of our netwarking approach. Phil explains
“When you network with people and before
you actually start trying salling something, try
1 ask them what they dao, why they are there
and then try to suggest how you can help
them. And ahaays keep asking yourself if you're
actually selling too much, or if you're actually
irving 1o help other people with their bisiness
while developing relationships?~

If you try to help someone’s business by
refeming him to someone instead of trying to
close @ sngle deal with him, you will develap a
kg terrm relationsnip whete ha or she will be
willing to do the same for you,

Lizing simple math, on average, each
persen knows about a 1000 paople, so
instead of attempting to sall my product to
that one persan, | am developing & long term
relationship that will grant me access to the
peopie he knows, and instead of selling him
ane product, | will have the opportunity to sall
1o &t beast 20 people if we assumned that only
2% would be intereszed to buy my product.

Branding as part of the marketing magic mix

any people wrongfully
assume that the brand is
defined by a sexy, cool

or catchy logo that will attract
customer's attention. However,

a brand is not just a logo, colour

or shape; it's not the beautiful
packaging or the catchy TV ad. All of
that is marketing. The brand is much



more than that, as Mark Regers,
Founding Partner, mojo Group
Z=fines: "The brand is the reputation
of your product or service that sits in
the mind of your client or customer.”
izt are the things SMES need to look at
g up a brand?

Mark explans: "When we ook fur a brand
"o = chent, we decanstruct it and ook into
“wes things. The first thing we look at iz

“The third thing we look at is the
soul. It's the thing inside the brand
that connects with the consumer
amd that is the hardest part to get
right when you're marketing. It is
usually very difficult to find and
wery difficult to define but at the
same time a very important part
of your brand.”

& =1 When you want to sall yaur brand,
SEEvEr LI, they'll be anart in what you do
ma you have to figure out what that art is"
The second thing we leok at is'the business
2l of 1t so when we a talking to markating
2=opis then the focus is on the marketing and
af=n we are talking o commercial people we
=k z0out the commercial aspacts of the brand
=nd Bow to drive proditability and so on™.
“Thie third thing we look at = the soul. It
e ting inside the brand that eannects with
e consumer and that is the hardest part to
2=t ngfit when you're marketing. It is usually
e=ry difficult to find and very difficult to define
Dut =1 the same tifme & very important part of
vourr brand”,

Iz brand is what defines your product in
e customers’ minds. As a customer, you wall
oz able ezsily. predicted what kind of product
you shauld be expecting from 2 certain brand in
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term of look, quality, senvice and funclionality,
and that is what brandina is about.

And that is why it is absolutely oritical to
urify your business with your brand, And as
a comaany, if you haven't unified your vision
and if your brand voice & not consistent with it
thern you will fail.

Wark explains; "Everybody within your
business needs to know the stary and they
need to speak with a single voics, you need
to agree wha you are and what your value
i5 10 corsumers, and 1o do that you need to
do three things: One, you need 1o get the
organisation behind you, twe you need to
sirmplity your message and you need to create
& message with words or with pictuse or
bath so that everyoody, from your employees
o your customers, understands what your
brand oromise is, Three, you need ta amplife
tha message, despite parhags not having the
budgets that larger compznies possess, but
vwhich czn be achieved to some extent with the
halp ot zocial media,

Sodal media done right I

reating a profile an any social
' media Website is not enough

and besides trying to find
people who would be interested in
connecting with you, you need to he
able to find people who are looking
for your type of services or products,

Alan explained: "The main point is to
drive peaple to your profile using keywords
tnat will help them find yeu using the
search enging, so try to repeat in your
prafile the wards that will make your
profile appear an the top of tha search
resuit — people simply won't be searching
for your name and so you nead 16 draw
them closer to your praduct or service by
an alternative means, "

Additiunally, you can rearrangs the
boxes within your Linkedin profile by
putting the impartant things on tap, sa.if
you are looking for a job, placs your CY at
the top but if you're providing a service put
this description instead and so an.

Yourcan add to the links anything that
you would lke to promote, such as word
documents, some powerpoint slides or
prasentations, PDF files ar images by simply
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choosing the "gelmore polications”
option fram the top bar reny

But when it cormes ta Twitter, it's all about
being active and visible, and to do that, many
pecple think it is veny fime corsuming and
many campanies do canseder hiring soredre:
just to keep thair Twitter account busy!

“The main point is to drive people
1o your profile using keywords

that will help them find you using
the search engine, so try to repeat

in your profile the words that will
make your profile appear on the
top of the search resolt.”

“Twitter does not need 1o be hand wors;
I'was abls to create over six thousand tweets
arvie my Twitter account was created last
October and thals about 50 tweets a day. Thers
15 N way |oan be able to do that and have a
full ime joi at the same time, sowhat | dais
that 'schedule and plan. ™

He explains: “ There are many applications
Tnat you canvuse within Tedtter to schedule
your twessts. Some of them will highlight the
times when your followers are highly active and
schedule your tweets accordingly. S0 prapare
iy tweats and schacule them for the week and
the program will do the job of sending them
during the times when my tollawers are highly
Fcthe”,

"You can also cateqorse vour followers by
lists Ty miake sure you are tweeting the right
message 1o the right peaple i the targeted
COuUntry. Mowever, [his should e measurad,
and you can use other applicatons that will
calculate the nurnber of clicks on a particular
tweet and therefore frack down what warks
and what doesn't. "
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