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DISCLAIMER AND/OR LEGAL NOTICES: 
 
The information presented herein represents the view of the author as of the 
date of publication.  
 
Because of the rate at which conditions change, the author reserves the right 
to alter and update his opinion based on new conditions. 
 
The report is for informational purpose only. 
 
While every attempt has been made to verify the information provided in this 
report, neither the author nor his affiliates assume any responsibility for errors, 
inaccuracies or omissions.  
 
Any slights of people and organizations are unintentional. 
 
If advice concerning legal or related matters is concerned, the services of a 
fully qualified professional should be sought. 
 
This report is not intended for use as a legal or accounting advice. 
 
You should be aware of any laws which govern business transactions or other 
business practices in your country and state. 
 
Any reference to any person or business whether living or dead is purely 
coincidental. 

 
All Rights Reserved 
 
No part of this report may be modified without express written, dated and 

signed permission from the author. As long as the content remains intact 

however, you may distribute the content to individuals who can benefit from 

the content. You may not however distribute the document through channels 

where it could be associated with illegal, racist, pornographic, or similarly 

unethical content. 
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Social Media Done Right 
 

 

Dear fellow business owner! 

You know the problem: 

You would like to use Facebook to sell your product(s) or service(s), you 

put out regular (or not so regular) content, and … 

… they don’t come. 

Or they come, and even ‘Like’ your page and content, but they don’t 

buy. 

In the next few pages, you’ll discover the key reasons WHY so many people fail to sell with social media, 

and what you need to do instead. 

Incidentally, this information applies to pretty much ANYONE who wishes to sell using social media: 

Small businesses that sell physical products or services, coaches, trainers & consultants who sell their 

services, book authors and professional speakers who wish to reach a wider audience, and so on. 

Social media isn’t limited in the sense of what you sell, but requires a fresh outlook in the sense “how” 

you sell. 

If you find this guide useful, you may share it directly with friends and colleagues who would benefit 

from it. (however, in finest “social media” style: there’s no pressure, go through the content first, and 

only if you find it useful, then share it!) 

If you decide to share it, you may want to send your colleague to this link: 

http://www.onlinerule.com/social-media-done-right 

as they’ll find additional content there that’s not in this short guide. 

If you have any specific questions and/or want to get into contact with me, you can email me directly at 

replytoveit@googlemail.com, or you use the contact form at www.onlinerule.com/contact 

So, without much further ado, let’s dive in! 

All the best in your future “social media” endeavours  

Dr Veit U.B. Schenk 

http://www.onlinerule.com/social-media-done-right
mailto:replytoveit@googlemail.com
http://www.onlinerule.com/contact
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How To Use This Guide? 

I have split the content into different modules, so when you start implementing what you’ve learned, it’s 

easier for you to go back to individual parts. 

However, to begin with, I highly recommend you go through the individual modules in the order 

presented. 

Why? 

Because each module builds on the previous. 

If you were to skip the case-studies at the beginning, you’d probably get confused by my references to 

the “fitness recipes” example in later modules. 

 

Why Do Most Companies Get Social 
Media Wrong? 

Let’s start with a handful of case-studies, that illustrate why and how most companies and individuals 

get social media wrong. 

In these first 4 case-studies, you’ll find examples where people have tens of thousands, sometimes 

hundreds of thousands of “Likes”, yet don’t make any money (and one example that makes a LOT of 

money, using what appears to be the same approach as the others … but only on the surface) 

Here are the 4 case-studies: 

http://youtu.be/VXZdpOWUZ3k 

Here is an additional case-study which is representative of many smaller businesses that have a small 

range of products or services. 

It illustrates what THE #1 currency is on social media and how most companies fail to use that currency: 

http://youtu.be/FO9KADL19U0 

Now that you’ve seen real world examples of what works and what doesn’t, let’s have a look at the best 

way to channel that user-engagement in the right direction. Incidentally, the ratio of what doesn’t to 

what does is probably pretty accurate: most businesses see Social Media as ‘just another 

selling/marketing channel’, and as we’ll find out later, that’s not quite accurate, Social media is more like 

a whole new marketing philosophy. 

http://youtu.be/VXZdpOWUZ3k
http://youtu.be/FO9KADL19U0
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The “Real Connection” 

As you saw in the case-studies, the fundamental ‘secret’ to ‘doing’ social media is user engagement. 

However, user engagement alone isn’t enough, because (as the case-studies show), user-engagement 

needs to be “channeled”, so you can leverage it for your selling activities. 

The wrong kind of user-engagement is usually the result of doing pure ‘content curation’ where the 

content stands on its own, but isn’t connected to YOU or your brand. 

So, in this next video you’ll find the one fundamental ‘trick’ of channeling user-engagement in the right 

direction (namely towards building trust and emotional bonding) 

http://youtu.be/9KzQnsb3gFg 

 

Now that you’ve seen why it’s so important to build that trust and emotional connection, the question 

is:  

HOW do you build trust and emotional connection in practice? 

And that’s what you’ll discover in the next section: 

 

Positioning: 

It turns out that when you leverage the fundamental principles of social media (namely the content that 

spreads ‘virally’ all by itself), then it is rather straightforward to build trust and emotional connection. 

And this is all about ‘positioning’. 

So, in this next video segment, you’ll find out how to position yourself as a trustworthy source of 

information people want to be connected with. 

Part of that ‘positioning’ exercise is something called ‘pre-framing’ which we’ll explore (with very 

specific step-by-step instructions) in this video. 

The beauty of this preframing-positioning exercise is that you can use it in ALL your marketing, not just 

social media. 

http://youtu.be/5zvGk0J0H4w 

http://youtu.be/9KzQnsb3gFg
http://youtu.be/5zvGk0J0H4w
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Ok, now that you’re ready to position yourself as a trustworthy source of high quality information, the 

one question that remains is this: 

How can I sell my products or services using social media? 

And for that, we’ll briefly (re)visit the concept we encountered at the beginning: 

Social media is not just a new marketing channel, but a whole new marketing philosophy! 

 

The Wrong End Of The Stick 

You see, most people who attempt to sell through social media channels end up antagonizing their 

prospects, rather than engage them, and the examples from the beginning illustrate this nicely. 

That is because most people look at it from the wrong perspective, or more specifically, at the wrong 

end of the selling (or buying) cycle. 

So, in this last video segment, let’s explore what the right end of the selling/buying stick is and how you 

can use that to sell (more) through social media: 

http://youtu.be/VRnssZitrPM 

The book I mention in the video is “Likeable Social Media” By Dave Kerpen, which I have summarized 

here: 

http://www.onlinerule.com/marketing-quickstart-guides/ 

 

Also, do make sure to subscribe to the mailing list if you’d like to get access 

to the “Iceberg & Rejection Marketing” Training. 

http://www.onlinerule.com/social-media-done-right 

 

 

 

 

 

http://youtu.be/VRnssZitrPM
http://www.onlinerule.com/marketing-quickstart-guides/
http://www.onlinerule.com/social-media-done-right
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WrapUp 

In this short “quickstart” guide to selling on social media, you have discovered: 

 What the #1 ‘social currency’ is and why it is so important (both from a user, as well as 

algorithmic point of view) 

 Why it is essential to create/curate content that ALWAYS connects back to You and/or your 

brand 

 How to use positioning and pre-framing (in all forms of marketing) to leverage the strengths of 

the platform on which you’re advertising (on social media: celebrity and expert status), and 

 How to treat Social media as a new marketing philosophy, rather than just another marketing 

channel that’s to be treated like any other marketing channel. 

 

What To Do Next 

There are 3 things left to do (apart from obviously implement what you’ve learned): 

Share The Love 
If you found this guide useful, feel free to share! Who would most benefit from the information in this 

guide? If you need some re-assurance that this will reflect only in the best way possible on you and that 

you’re making a great recommendation, check out some of the testimonials here: 

Check Out The “Marketing Quickstart Guide” 
http://www.onlinerule.com/marketing-quickstart-guides/. This is my monthly “Marketing Quickstart 

Guide”. Each month I take one particular subject and create a quickstart guide for busy business owners 

who want to get up to scratch on that particular topic fast. It comes highly rated, and I think you might 

enjoy it too. 

Take Your Business To The Next Level 
 

 A little bit of outside perspective breaks you “out of the box” and accelerates your growth. 

 
We provide an array of marketing consultation and can provide fresh insight to solving your marketing & 
business growth problems.  

http://www.onlinerule.com/marketing-quickstart-guides/
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We have developed a “Fast-Track Strategic Business Review” which we conduct over the telephone with 
you. Here is what we accomplish together in this fast-paced, no holds barred session: 
 

 Where To Start With Online Marketing: the main difficulty is figuring out which bits of ‘online 
marketing’ are the right ones to use for your particular situation.  
 
With our experience having sold a wide range of products and services to thousands of 
customers in various markets ourselves, and having consulted with numerous companies in a 
wide variety of markets, we can help you pinpoint WHERE exactly to start and what path to 
take. 

 How To Build An Online Centric Sales-funnel: there are countless examples of people who 
eventually manage to sell one thing online.  
 
However, the real ‘trick’ to leveraging the power of online marketing is to create semi,- or fully 
automated sales-funnels that guide prospects from initial front-end purchases further along 
(and ‘up’ to higher price-points) the sales-funnel. 

 How To Combine Online Lead-Generation With Offline Sales: no amount of “leads” generated 
automatically online is of any use if you can’t then convert these leads in a ‘real’ sales-
conversation.  
 
Having trained countless small business owners in the art of ‘consultative selling’, we can help 
you not only attract, but also convert the right type of client. 

 
 
The Fast-Track Strategic Business Review is conducted by the principal of our company, Dr. Veit U.B. 
Schenk.  
 
Please be assured that this consultation will not be a thinly disguised sales presentation; it will consist 
of the best intelligence Dr. Schenk can supply in our time together on the phone.  
 
For this we have a “Fast Track Open Line”, which is every Tuesday between 10am and noon EST. 
There are exactly eight 15-min slots, and they are assigned first come, first serve. 
 
There is no charge for this call, but please be advised that the call must be strictly limited to 15 minutes. 
 
This consultation normally costs $163.00 but on Open Line days *only* it is free.  
 
Here’s what to do:  
 
Go to www.onlinerule.com/fast-track-review and submit your application. 
 
This consult will typically take place within 1-2 weeks of your application.  
 
We will advise you regarding available time slots with 2 working days.  
 
You will also receive a pre-consultation questionnaire that will prepare both you and us to get maximum 
value in the shortest amount of time. 

http://www.onlinerule.com/fast-track-review

