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Be Informed.
Be Innovative.
Add Value.
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People are pretty polarized about the social media craze.
It’s an Internet tug-of-war between the believers and the
non-believers. And one by one, the believers (the users)
are dragging the non-believers (the non-users) across
the line.

Which one are you?

The big six - Facebook, YouTube, LinkedIn, Twitter, Ning,
and Flickr pretty much dominate the market. If you're
going to play in the social media world, those five are
the sandbox. Everyone else that’s not in the big six goes
into their branding meetings wishing their name was
LinkedIn.

Social media, or social networking, has taken the
world by storm. Actually tsunami. It’s a tidal wave of
people, photos, videos and tweets that equal massive
connections.

REALITY: Millions of businesses have social media logos
on the front page of their website. How many businesses
have your logo up there, and who wants to connect to
your people? OUCH!

There are major business implications and opportunities
that are afforded through this new online phenomena.
Here are 6.5 of them:

1. Facebook - you have found your old
high school or college friends - or better,
they found you. That’s your “social” page.
The business question is, “Do you have a
fan page?” A fan page is the way to give
value and attract new friends and customers.

REALITY BYTES: Facebook was just valued at 9.5 billion.
A couple of 24 year olds that have changed the Internet
forever in less than six years.

2. Twitter - newest of the social media,
it’s gibberish to some, money to others, <

and mystery to most. | tweet one value
message every day. | tweett my own
thoughts and words. And | recommend
you do the same.
'\\3. YouTube - if it’s a video world, why are
Yﬂll Tuhe you without your HD Flip? As you know
from MTV, video killed the radio star. |
have a dedicated YouTube channel that |
post sales tips and random rants about attitude, trust,
loyalty and other business value points. How are you
taking advantage of YouTube? Where

are your customer video testimonials
when you really need them?

4. Linkedin - all business, all Liﬂkﬂdm

opportunity, all connections. But it’s a

giant leads club until someone figures

out what their value proposition is, and

how to deliver it. The key right now is

to build a base of connections and consistently deliver
value messages to attract more.

5. Flickr - photos to post and photos to
find. In a 10 year space of time, one-
hour photo shops have gone from
boom to bust. Digital images and photo
printers have killed the radio star. Look
at photos of others to learn about them,
post pictures of family so they can
learn about you. Attach them to emails.

Use them in presentation slides. Post them on Facebook.

It's fun and a great way to build understanding and

relationships
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6. Ning - is the internal social network
that allows companies to communicate
among each other about projects or
business or both. A golden opportunity
to produce more at optimum
communication levels.

Ning

6.5is YOU - The largest element in social media or social



networking is you. What you do, what you post, what
you tweet, what you shoot, what you record, and the
work (dedication) to make your personal message and
your personal brand attractive.

There are key words to consider as you try to build your
social media world. Connections, attract, video, value,
consistent, fan, relevance, write, allocate, monetize.

But there’s a secret. How you position and promote
yourself in the NON-social media world is critical to
your success in the social media world. Your writing,
your website, your blog, your ezine, your personal
brand in your marketplace, your perceived value in
the marketplace, and your reputation, are elements
of attraction that affect your social media status - and
surely your success.

And then there are the charlatans and those trying to
take unfair advantage of others. Like anything else in
business there will always be a small percentage of
idiots and zealots doing the wrong thing - ignore them,

don’t let the actions of a few spoil your outlook to
advance and grow.

Source: Jeffrey Gitomer, www.gitomer.com
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2130 Hartley Ave
Coquitlam, BC
Price: $5,500,000
Doug O’Neill
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Retail Space - 2,160 sf
#103 20238 Fraser Hwy.
Langley, BC

Price: $695,000

Ted Weibelzahl
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What Goes Around...

Here is a topic | have been
wanting to get around to for a
while. Has this ever happened
to you?

You are working closely with someone who needs

you. Maybe you are on the client side of a relationship
or helping someone as a mentor. At some point, for
whatever reason, the table turns, but when you call or
try to make contact, it is as if the person you helped has
forgotten the whole thing. They have “traded up,” so to
speak, and have somehow come to the conclusion that
they should only be spending time with people who can
immediately benefit them.

While some folks like this are just ingrates and what
goes around will eventually come around, the reason

| am writing this is that | think some of them, and
probably all of us at some point, are just not aware we
are offending people in this manner. We are all busy
trying to succeed, to get ahead, and as we increase the
number of our relationships and, perhaps, meet ever
more influential people, it can be hard to stay in touch
with everybody. Hard ... but not that hard.

The Mr. Shmooze philosophy is based upon developing
deep and lasting relationships, and around the concept
that everyone is important. That means returning

calls, offering encouragement, particularly during

these challenging times, helping somebody find a job,
giving some direction to a young person coming out

of college and so on. It means remembering every
person we interact with is the face of a huge network
whose opinion of us will be driven be that person. And
it is good business. | certainly value and respect my
relationships with the powerful and influential people

in my life, but | get all sorts of leads and new contacts,
every day, from people in all walks of life.

As for the people who misuse and discard relationships,
what can | say? Nothing. And as a salesperson, | hope
that is not what people are saying about me.

Source: Richard Abraham, Mr. Shmooze




Congratulations on
Your Successful
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Ken Kiers
SOLD

20495 Fraser Hwy
Langley, BC

Retail Property
Price: $575,000

Closed
January 15, 2010

Angie & Don MacDonald
LEASED

7-5965 205A St
Langley, BC

Industrial Space - 2,600 sf

Closed
January 11, 2010

Terry Harding & Jackson Tang
SOLD

544 Austin Ave
Burnaby, BC

48 Suites Apartment Building.
One third are two bedrooms. Replumbed and has new windows.
Over 5% cap rate with low rent.
Price: $5,175,000
Sold Firm
January 15, 2010




