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About Rebekah Radice

!
I am a social media strategist committed to helping you STAND OUT
online.
As someone that works within the social media industry, I recognize how
difficult attracting new business can be in the digital era. For many small to
mid-size businesses, this is due to the lack of an online strategy, poorly
executed campaigns and little to no online footprint.
I work to assist business owners with their online marketing plan, helping
them capitalize on the power of an integrated social media campaign in a
specific and strategic way.
I have trained thousands of business professionals on how to use social
media strategically, allowing them to maximize, prioritize and monetize their
online efforts.
Throughout the years, I’ve worked with Fortune 500 organizations as well as
entrepreneurs, helping each one build winning teams, brands and businesses.
I have headed social media campaigns for companies such as Better Homes
and Gardens Real Estate, including a comprehensive marketing plan that
spanned multiple social channels over an extended period of time.
I was voted a Top 100 Social Media and Technology Leader in 2013 and
2014 by Inman News and one of the Top 40 Social Media Professionals of
2013.
I have been actively involved in the marketing industry for over 17 years and
am eager to put my experience, innovative ideas and keen sense of “what
works,” to work for you!
Learn more about me and how we can work together!
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How to Stand Out Online
In an online world of "more of the same," creating
differentiation is a must.
But standing out can be tough.
Digging deep and finding the magic that makes you shine,
and then sharing it in a consistent voice is critical.
So how can you use social media to build your personal
brand and gain a voice in a busy online world?
Tackle it in bite-sized chunks!
Each of the ten steps plus two bonus tips below are meant to
complement one another. Implement one, master it, and
then move on to the next.
Together they will assist you in the virtual domination of
your competition, and position your business or personal
brand as the go-to leader within your industry or niche.

GETTING STARTED

!

To use this document as a starting point, simply download it, save it to a location for easy
referral, and follow each step, implementing one at a time. By the end you will:

•

Have a step-by-step system to build your business or personal brand online

• Understand what it takes to outshine your competition using strategic social media and
marketing tactics
•

Know how to position your business or personal brand for online domination

•

Identify top social media tools to manage, monitor and grow your online presence

!
!
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Chapter 1

How to Deﬁne Your Shine
Whether you like it or not, assumptions are being made right now about your personal brand.
Your product, service, customer experience and online presence are all factors in driving
consumer perception.
But it is so much more than just that. Your personal brand also includes the reputation and
relationships you have built over time.
This includes your conversations, your daily actions, the way you have treated your customers
along the way and, of course, all of the super-duper awesomeness that makes you so wonderfully
and delightfully you.
So how do you translate that into a personal brand that attracts, engages and inspires potential
customers?

STEPS TO UNLOCKING YOUR SHINE

!

Defining and consistently sharing your unique message creates differentiation. It is an identifier,
relaying the special skills, talents and magic that is the brand called “you.”
Whether you are a writer, a marketer or a small business owner, controlling that perception is
vital. Begin to develop your personal brand by asking, and answering a few questions.
Take a moment to fill in the blanks below:
•	


What is my greatest strength/weakness?
_____________________________________________________________
_____________________________________________________________

•	


What unique ability do I bring to the table?
_____________________________________________________________
_____________________________________________________________

•	


What differentiates me from my competition?
_____________________________________________________________
_____________________________________________________________

•	


Am I innovative or traditional in thinking?
_____________________________________________________________
_____________________________________________________________

•	


How do I prefer to communicate?
_____________________________________________________________
_____________________________________________________________

•	


What are the top problems of a potential consumer that I can solve?
_____________________________________________________________
_____________________________________________________________

!
Before you can share the unique qualities that make you wonderfully and magically you, it is
imperative that you identify what differentiates you from your competition.

!

Once you know the answers to the questions above, share them consistently both in your
messaging and branding.
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Chapter 2

Know Your Market
As the use of social marketing for business continues to evolve, having an established social media
presence is crucial.
However, before you dive in, take a step back and analyze what your motivation for using social
media truly is and how that impacts your target market.

DETERMINE YOUR MOTIVATION

!

Take a moment to fill in the blanks below:
1.

What do I hope to accomplish with social media? (list three goals)

__________________________________________________________
2. Who do I want to reach:
•

Past clients?

_____

•

Potential customers?

_____

•

Industry experts?

_____

•

Business peers? _____

•

Existing social media connections? _____

3. Have I identified my specific target market?
Yes ___ No ___
4. Who are they? (Explain in detail the traits and characteristics of your target market)
__________________________________________________________

__________________________________________________________
__________________________________________________________
5.

Where does my target market hang out online?

__________________________________________________________
6. Which social media channels do they use?
__________________, _________________, _________________,
__________________, _________________, _________________,
7. Are they most active online in the morning, afternoon, or evening?
Morning? __________ Afternoon? ___________ Night? ___________

!!
Sample:
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Chapter 3

Build Out a Captivating Proﬁle
Social media profiles are an enormous opportunity to present your story and message in a
real and relatable way.
They also speak directly to the search engines, so do your homework and know how potential
clients are searching for you when online.
Peg Fitzpatrick, social media strategist does an excellent job utilizing every bit of the “about”
space on each of her social media profiles, but especially Google+. Want to rock your social
media profiles and bio? I asked Peg for a few tips to get you started.

“Google+ provides you with the most real estate of any social media proﬁle. Be creative
and let people know who you are with some smart text, then add links to your blog and
other places that you write, followed by links to all your other social media proﬁle.”
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As you can see, Peg follows her own advice. Her
bio is full of details that not only make her
relatable, accessible, and authentic, but also tell a
story to search engines and humans alike.
A few additional ways to Optimize Your Profile:
• Drop the pretense and have a little fun.
• Write your summary in an authentic way that
allows people to understand what you do, what
you have to offer and what you are passionate
about.
• Conversations happen when you share
interesting facts and tidbits that pull back the
veil on who you truly are.
• A professional profile image – Your profile

image should be considered a key element to your personal brand. For this reason, it is
extremely important that you create consistency from one network to the next by using the
same high-quality professional headshot.
• Use relevant keywords in a conversational and organic way. Understand what terms people
are searching for when researching your business, niche, product, or service. Work those in
to your profile in a way that is conversational and easily scannable. Google is eager to help
tell your story, give them the ability to assist!
• Share details that answer the “what’s in it for me question” and a link so the next step is
effortless.
• Get local – As you craft your summary, remember to add your industry specific keywords
as well as your location based keywords including city and state.
• Don’t forget your call to action! Never leave the next step or follow-up action to chance. Do
you want people to click-through to your website, your latest product or your book? Tell
them! Shweebo, a packaging and shipping service prominently displays their call to action
at the top of their website. Anyone landing on their home page is prompted to take the next
step.

Chapter 4

Deﬁne Your Look and Feel
Your look and feel is the visual definition of your online brand. From your website to your
social networks, your online presence should express a consistent theme.
This includes your logo, website, blog, and any images shared on social media. In fact, images
are an enormous opportunity to connect fans to your brand.
Whether it is a picture promoting your latest blog post or a custom image around your most
recent product, stay true to the look and feel that best represents your company.

BRANDING QUESTIONS

!

1. 12
" What is your company’s purpose and mission?
2. What makes your company stand out among the competition?
3. What words do people use to describe your company?
4. What is your company story?
5. Who are your customers?
6. What does your client persona look like?
7. Who is your competition?
8. Will your logo be artistic and freeform or crisp, clear and straightforward?
9. What colors will establish your brand feel?
10. How will you consistently share your brand look and feel from your website and blog to
your social channels and offline marketing?

Chapter 5

Create a Unique Experience
Take a moment and think about the last experience you had with a business or brand. What
stands out in your mind and how did it make you feel?
Creating a memorable experience allows customers to emotionally connect with your business.
It's a personal connection that taps into the five senses we discussed above.
Why is this important? Because…
"People buy emotionally and then justify with logic." - Buck Rodgers, Vice President of IBM
While there is always a lot of talk about exceeding client expectations, creating a memorable
experience is so much more than that.
It requires that you have a deep understanding of who your clients are, how you can best serve
them, and how you will provide what they need, when they need it.

Disney has always done an excellent job in connecting their brand story to avid followers.

!
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Chapter 6

Share Your Story
In our often chaotic and hectic online world, slowing down and taking the time to take people
on your journey is critical. A great way to give potential customers a more intimate look into
your business is to use video.
Share who you are, what you are all about it, and who you can help. Offer tips, advice,
updates and relevant content in a short, easy to consume format.
Not only does Google love video making it great for SEO purposes, but embedding YouTube
videos into you website increases views and personalizes the user experience.

!

UNIQUE IDEAS TO SPREAD YOUR MESSAGE

!

1. Walk your clients through the benefits of your service or product. Turn your article into a video or pdf
and then offer that download as an opt-in incentive on your website and market through your social
channels.

!
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2. Take frequently asked questions and offer an instructional guide.
3. Turn your product into a step-by-step instructional video. This allows clients to connect with you
online and connect with you in a very authentic way.

!

4. Offer Weekly Tips or Tricks via video postcards. A free online tool I have used many times is Movavi.
It's easy to use and the price is right!

!
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5. Share slides from a recent presentation on Slideshare and then turn that presentation into a blog post.
6. Share thoughts, takeaways and your most important clips from conferences, seminars, and educational
trainings through specialized boards on Pinterest.
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Chapter 7

Embrace Social Media
As the use of social marketing for business continues to evolve, having an established social media
presence that connects with potential customers is a crucial element to building your business or
personal brand.
However, before you dive in, take a step back and analyze what your motivation for using social
media truly is.

WAYS TO SHARE YOUR CONTENT ON SOCIAL MEDIA

!

1. Discuss highlights and share insights from recent industry events you have attended. It's a
great opportunity to give consumers a behind-the-scenes look at your business.
2. Promote your videos by syndicating to 25 video sites at once through TubeMogul and then
track your results through their detailed analytics dashboard.
3. Create weekly webinars related to questions on your blog or social networks.
4. Revive past content by reposting videos, articles and trainings to Google Plus, Facebook,
Twitter, YouTube, and Pinterest.
5. Explain what a current event or topic means to your audience by offering your unique
perspective.
6. Take common myths and offer facts surrounding those misunderstood topics.
7. Promote company news including changes, events, updates, promotions, and new hires to
allow the community to feel connected to your business.
9. Share pictures as often as possible. You want your audience to become interested and engaged
in who you are and what matters most to you.
10. Ask hypothetical questions or tell a story to draw consumers into the conversation.

Chapter 8

Create a Credible Website
A website can help establish credibility and should be the hub or center of your online presence.
With it you can showcase your individual talents and provide insight into who you are, what you
are passionate about, and what niche or group you and your business serve.
Allow your website to complement all that you are doing both offline and online. Add it to your
marketing, newsletter, email and any other location where you are eager for consumers to find
and connect with you.
Your website is establishing your reputation. Do not miss the opportunity to create thought
leadership through your content, design and branding.

WEBSITE AND BLOG TO-DO CHECKLIST
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• The most simple sites attract the correct and ideal client. Build a home page that compels via emotion
words (e.g. amazing, powerful, easy, how-to)
• A “Contact Us” form
• Add your social networks in a prominent location
• Testimonials
• Blog
• About page - your “About” page is clicked on more than any other page, so make it compelling and
personal. Share details about who you are and why potential clients would want to work with you
• Research specific keywords to fine tune what your target market is talking about and searching for on a
daily basis
• Create a clear call to action to obtain data
• Offer your free report, webinar or video to build your subscriber list
• Use video to better connect with your audience
• Display your contact information that includes your phone number and any other pertinent method of
communication

!

Chapter 9

Merge Ofﬂine with Online
While business seems to be more Internet-based than ever, you never want to neglect your offline
efforts. Merging your offline and online is a perfect way to take an established reputation and
introduce it to your new online audience.
Take your brochures, email marketing, flyers and direct mail campaigns and repurpose the
content across your social media channels.
You can also take much of that content and turn it in to blog posts. Did you answer a question or
solve a problem in your latest email? Expand upon that and post it to your blog.
Don’t forget to include links to your online profiles within your traditional marketing to crosspromote your online networks.
You want to make sure that no matter where your audience spends time, they can find you!

TRANSITIONING YOUR BRAND ONLINE
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Transitioning your established offline presence to an online powerhouse takes a bit of
finesse. While this step may not feel like the sexiest of the bunch, it is imperative that you
take the time to properly define your brand for your new online audience.
As Dharmesh Shah, Founder/CTO of HubSpot says,

"The goal of positioning is to create an immediate and direct connection in the minds of
consumers; that’s what branding is all about. Individuals need to think about positioning,
too.”
A personal brand that embodies your beliefs, expertise, unique abilities and personality will
create differentiation in a sea of online noise.
Conveying that message effectively opens the door to attraction marketing and your ability to
draw the right consumer to your product or business.
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Bonus Chapter 10

Bonus 1: Invest Online
Whether it is time spent creating content or an investment into a new marketing tool, investing in
your personal brand provides growth opportunities.
Spending money on the development of your brand can also build credibility, boost visibility and
create a higher overall perceived value.
For example, spending money on your look and feel - a logo, custom website and branded social
media channels - tells your story and sends a consistent message to potential clients.

HOW TO AMPLIFY YOUR MESSAGE ON A SHOESTRING BUDGET
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The key to a powerful online presence two-fold: provide valuable content and be interactive and
engaged. In order to encourage the “know, like and trust” factor, always share your proprietary
content in various ways. Here are a few ideas:
•

Provide links, images, and posts that incite conversation
and inspire action

•

Ask irresistible questions people are dying to answer

•

Share a video tip from your latest blog post and share
across all of your social networks

•

Draw on your fans and followers emotion

•

Ask your fans and followers to share your content

•

Include a powerful call-to-action such as: "Want to see
more tips like this?"

•

When promoting your latest blog post, don’t just dump
the link. Ask a question, share a story, or quote that
draws your fans or followers in.

•

Encourage your followers to share their opinions and
feedback.

•

Share other people’s content, not just your own.
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Bonus Chapter 11

Bonus 2: Set Measurable Goals
Setting periodic goals for your personal brand is a good way to analyze your achievements and
adjust your strategy as necessary. Set daily, weekly and monthly goals that support your dream.
What is it that you want to achieve? Once you decide what you are working towards, put it in
writing.
For example:
Are you looking to sell more product? Determine how many people you will need to get in front of
to meet your goal.
Then analyze what your conversion rate is and what the cost is to market to each individual. This
will help you begin to formulate the cost of your time and resources.
The best way to move towards your
goals is to take a reasonable approach.
Break your long-term goals into
manageable bite-size sub-goals. Once
they are chunked-down, you will feel far
more eager to tackle them.
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Every action you take and each task
your check off your goal to-do list will
empower you to keep pressing forward.

!

Follow the SMART goal setting model,
but make it even SMARTER!
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Download the worksheet from
SparkPeople to get started. Remember:
your goals should be specific,
measurable, attainable, realistic, timely,
ethical and recorded.

