
 

This ‘report back’ first appeared in the October 2019 issue of Eureka!NEWS. 

It is repeated here as an article as we believe the subject matter, while an overview, is 

an important and complicated one and the article below gives a good general  

understanding on some aspects of using Social Media to promote your product  

or service or run your inventor’s business. 

 

Report back – September Eureka!MEET – Marketing with Social Media 
 

Spray and Pray might have worked in the past by default but now it would be a waste of 

resources to imagine it would today. In this online-consumer age, digital marketing can make 

or break the growth and survival of a business, so it seems savvy to know enough so that you will 

be its master and not its slave. In 

many ways, and for obvious 

reasons, it has surpassed and 

replaced traditional channels 

of advertising and marketing even though many are still catching up. Sales – B2B (business to 

business) and B2C (business to consumer) just don’t work the same way they use to.  
 

Because consumers now turn to the internet for any questions they have, it is easy to understand 

why a thoughtful digital marketing campaign, a targeted customer base and the sensible 

active use of social media can get you where you want to be from where you are now.  
 

The subject of Digital Marketing is an overwhelming one – or it could have been, but Jandre de 

Beer, Founder and Managing Director of Version 8 Media brought it right 

down to the here and now … as he said, ‘it’s nice to know what they’re 

doing in Europe or China or the USA, but what are they doing here in 

South Africa? In Gauteng? In your space?’ That’s what it was all about 

and that’s what made this presentation so useful – everyone there got 

questions answered and could see what actions they needed to take to 

get going, keep going or improve. The talk was knowledgeable, 

interesting, and peppered with sound, focused, hands-on and practical 

advice. Lucky us. And lucky too were the five delegates who won the 

draw and got one free hour’s consultation with Jandre’s team and Version Eight. Thank you 

Jandre for this generous gift. 
 

With the plethora of information available, a person could become confused, but in any 

entrepreneurial endeavour it makes sense to put in the time and effort to building up your 

‘business’ using any or all of the social media out there. Your task is to choose one or two that 

suit your commercial goals. LinkedIn? Facebook? Twitter? WhatsApp? Plus? Make an effort to 

understand how each works, what each does in general and how each can work for you in 

particular. The links below were chosen randomly– we hope they are more helpful than not! 
 

The social media landscape is dynamic – it morphs all the time – so get an idea of who uses 

what, for how long and when.  

 

 

Stop reading a moment, pause, and think.  

How long do you spend online daily? 
 



The Internet rules okay! The figures in the 2019 infographic below may surprise you – but then 

with little effort you realise that it’s 

true … social media is just one part 

of this usage but so is general 

search engine activity, and 

entertainment plus. Two facts 

stand out, more people are using 

the internet every year, and the 

average South African spends 

some 8½ hours online. You need to 

make sure that some of that 

quality time will be spent in your 

space and on your product. 
 

The costs of online advertising are 

rising by the day and pre-planning 

and preparation will save you a lot 

of wasted time, effort, money and 

heartache. 
 

Learn about and understand the elements that will make up a social media marketing 

campaign … the main ones (including jargon and acronyms) will do to start, for as you go along 

it all falls into place - and you realise how little you know! 
 

HTTPS: Hypertext Transfer Protocol Secure (HTTPS) is a variant of the standard web transfer 

protocol (HTTP) that we all know. Https enables encrypted communication, it adds a layer of 

security for the data in transit through secure protocol connections, and you will notice that 

most sites have moved over to HTTPS. This is something important to think about especially if your 

website is to have a payment function for an on-line shop, (PayPal for instance), or you gather 

personal customer data. 
 

SEO stands for Search Engine Optimization, which is the practice of increasing the quantity and 

quality of traffic to your website through organic search engine results. To get those results you 

need to make your ‘site’ is more attractive to search engines so that you ‘rank high’ when it 

comes to using relevant and key words and phrases. And, in turn, the key words and phrases 

you will use are based on those you think your market will use to find you. Your business success 

will come when you build trust and credibility for Google and for the visitor because user 

experience and SEO together ‘can’t be beat’. 
 

Algorithms: An algorithm can be defined as a set of rules or calculations used to measure site 

use, identify patterns, solve problems and deliver content and focused results to the visitor.  

Keeping up with the algorithms of the individual platform you are using (LinkedIn or Facebook 

etc) is crucial for social media marketers because they influence who gets to see your material 

and when. Further, they are revised and updated all the time so keep tabs so you don’t lose 

potential customers because ‘you didn’t know’. If you colour outside these lines you will come 

second. 
 

Content Marketing is strategic marketing that attracts and retains a clearly defined audience 

and involves the creation and sharing of online material (such as videos, photographs, 

infographics, blogs, tweets, free e-book downloads and more). Content marketing does not 

explicitly promote your brand but it should stimulate interest in it. Sell the sizzle not the steak – an 

old maxim that works as well today as it did then. Know that you don’t sell the ‘item’, you sell 

what it does. This is what makes all those consumable pieces of information work for you, and  

 



 

 

because it allows you to connect with and 

‘educate’ your leads and customers, it encourages 

and improves conversions. Content marketing 

builds customer loyalty.  

 

Post regularly and you will drive profitable customer 

action by building trust and relationships … and if 

you get it right, those algorithms will take notice. 
 

So with this information under your belt, now what? 

BEFORE you start, think hard about what you are 

actually providing and who is going to be 

interested - draw bubble maps to help you. Think 

you’re selling the car? You’re not. You’re selling A 

to B, convenience, Mom’s Taxi, status and so much 

more.  

 

What product do you sell or what service do you 

offer? What is your business about? Is your business 

B2B? B2C? A bit of both? Who is your market? What 

appeals to them? What do they want? 
 

Nobody can say for certain which of the social media you should choose. Each platform is very 

different and serves different purposes. You need to inform yourself on all so that you use the 

best one for you in order to expand and grow your business – remember your consumers are 

‘connected’ and your business buyers are ‘social’. 
 

LinkedIn seems the most the important social network to reach 

business buyers and connect with professionals in general. It’s 

therefore one of the major platforms in B2B social media (and 

increasingly in content marketing). Go here for some excellent 

info: https://linkedinpedia.com 

 

Facebook has an enormous audience and may suit your B2B 

efforts 40% of the time, but 60% plus suits B2C because all their 

users are consumers. If you’re B2B, you could have a 

Facebook page and use it as a secondary network. If your B2C 

social media marketing goal is to raise brand awareness, build 

a community, provide customer service, or promote online 

selling, Facebook can be a great choice for your campaign.  
https://www.business.qld.gov.au/running-business/marketing-
sales/marketing-promotion/online-marketing/facebook/benefits 

 

Instagram: Do you think the more people know about your 

business, the better chance it has of being successful? If so, 

Instagram will help you to target a larger audience. It also 

enables you to share photos and videos with other social 

https://linkedinpedia.com/
https://www.business.qld.gov.au/running-business/marketing-sales/marketing-promotion/online-marketing/facebook/benefits
https://www.business.qld.gov.au/running-business/marketing-sales/marketing-promotion/online-marketing/facebook/benefits


media websites. Having an active Instagram presence can help your brand increase its 

exposure, generate new leads and encourage sales growth, all of which could make it an 

important part of your sales and marketing funnel. 
https://blog.hootsuite.com/how-to-use-instagram-for-business/ 

 

Twitter is a great marketing tool. Don't forget, tweets are indexed by Google and therefore, it's 

also useful in terms of search engine optimization. Twitter marketing allows you to reach your 

followers from around the world and alleviate the distance barrier. 
https://blog.statusbrew.com/why-use-twitter-for-business/ 

 

WhatsApp and WhatsApp Business: This is ‘essentially SMS grown up’ says a friend of mine – but 

now there is WhatsApp Business which allows businesses to talk to their customers directly with 

better insights and precise marketing. You can interact with customers easily with the tools 

available to automate, sort and respond quickly. It helps provide customer support and delivers 

important notifications.  
https://www.profitbooks.net/how-to-use-whatsapp-for-business 
 

 

You are a supplier and you must understand your consumer!  

Choose ONE or maybe two platforms only so that you can work them and service them properly 

 

So, what’s the best use of your time right now? 
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