Social Media Differentiation
(Part 8 of an 8-part series on Types of Differentiation)

Last year, I published a 7-part series in The Don Hutson Report on
the 7 Types of Differentiation. I have since added an 8th type, which
I will cover here. If you haven’t read the earlier ones I suggest you
go back into the archives and review them.
Social Media Differentiation is the eighth type of differentiation in our model. What grade
(A, B, C, D, or F) would you give yourself on your skill and engagement of Social Media? I’m
reluctant to share my answers, but I’m working on getting better! It’s simply too important
to have it on the back burner. I have brought in my subject matter expert to assist me in
putting forth the case.
If all other things are equal when you are being compared to a competitor, your social
media skills and the programs you have used to stay in touch with your customers in a
meaningful manner are more important than ever! And, they can even be the dealmaker...or breaker.
Let’s take a micro and a macro look at social media strategies and how you can more
effectively penetrate your market. First, the big picture… Have you recently developed a
“profile of your perfect customer”? Please do so for putting your best foot forward in
prospecting for new business via social media.
This would include typical age range, level of education, and other attributes of those who
have benefitted the most from your products or services in the past. The more detail the
better. As you develop your perfect customer profile, you will be able to formulate
decisions on how to best use social media to make contact with them and stay in touch
inoffensively.

A closer look at each prospect individually will help even more. During a conversation with
them, simply ask “Which social media programs do you regularly use?” Then, communicate
with them via their preferred format.
As you compete in a tough marketplace, being “top of mind” among your prospects and
clients is key. To improve your digital footprint and promote engagement, here are five
“Do’s and Don’ts”:
1. Don’t assume you need to be on all social media channels. Do your homework
and determine where your expertise and specialty will be most relevant.
2. Don’t just post for the sake of being “on” social media. What is your purpose for
sharing your expertise? Are you looking to stay connected to them for ongoing
sales opportunities? If so, then regular posts by you can help position you as their
“celebrity authority”. When you have an end objective in mind, you are better
positioned to develop a comprehensive editorial and marketing calendar. Using
this as your guide for publication dates, you can offer rich content that is aligned
and focused on clear outcomes that can generate more sales and customer
retention for you and your business.
3. Define what your ultimate goal is from the investment of your time. What are
the outcomes you are seeking? Are you looking to present your product or
service to companies? Then target companies. If you are looking to get a
consulting job, then posting 3 of 5 strategies may be the ticket to prompt the next
step in getting potential clients to contact you for more information.
4. Consider “purposeful posting”. Launch your editorial and marketing calendar
with a goal to study and monitor where you get the most responses. Note what
content was used and on what channels your postings promoted the most
meaningful engagement required to build a community of fans with your ultimate
goal in mind.
5. Post with a value-added link to encourage the next step for engagement. If you
are posting several tips or initiatives, offer a link to a free, more detailed
downloadable report from your website, or a video link that drives traffic to your
website or YouTube channel. When you set up the link with a “lead capture”
feature, you can monitor and measure the response.
Be aware that building a community requires attention, measurement and monitoring. It’s
not a quick fix, but it can, with consistent effort, change the significance of your following,
and thus your career success.

Social media can be a strong differentiator in a competitive market when the information
you share is targeted, relevant and timely. Helping your readers advance their skill sets and
improve their bottom lines will help you to become and remain their “go to resource” for
strong relationships that result in profitability.

Special thanks to Terri Murphy, CIO of U.S. Learning, and
Communications Strategist & Social Media Expert (she
also doubles as my wife!). Terri has built an impressive
tribe of Advocates in her speaking, training and coaching
practice. Her effective use of Social Media has been a
major contributor to her success.

Please take two minutes and
watch this short video on our
newest deliverable at U.S.
Learning – the Don Hutson
“Dynacast”.
(Click on the image at left.)

Note: I suggest that you follow this link to The Don Hutson Report Library to review
the previous issues. https://donhutson.com/dhreport-library/

Here’s our latest approach to
sales Promotion; The Don
Hutson QuikLook Media Kit. If
you are a Corporate or
Association Meeting Planner,
you will want to review Don
Hutson’s Flipbook Press Kit and
consider him for your upcoming
events.
Just click on the image below.

The U.S. Learning Online
Learning QuikLook allows
you to review our four toplevel programs on Sales,
Negotiations, Sales
Management and Leadership
with sub-topics and video
excerpts for educating you to
be your best! Just click on the
image below.
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Don Hutson is a #1 NY Times and Wall Street Journal
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