Karen Saunders

Relationship Marketing -

for the 21st Century Quick! Answer this question: What do you think of

when you hear the term “relationship marketing”?

I

f the only things that came
to mind were your local business
networking group, local chamber of commerce, or community
service club, you might not
be aware of new strategies in 21stcentury relationship marketing.
There’s nothing wrong with any
of these organizations, but if your relationship marketing efforts begin and
end with them, you’re not only operating under the old rules of relationship
marketing, you’re stuck in the 20th
century. 21st-century relationship marketing makes active use of Web 2.0.

Web 2.0 and Social Media

Only a few years ago, social media
was something most people thought
of as a tool for teenagers and college

students. That has changed. Facebook
now has more than 80 million active
users, and the fastest growing demographic among Facebook users is the
over-25 age group.
If that didn’t make you sit up and
take note, it should have. Your customers and potential ones probably have a
computer with high-speed Internet access. And if they aren’t already using
social media of some kind, just give it
a few months. They will be.
Think you’re immune? How did
you access this article? There’s a good
chance you came to it online. The communication mogul of the 21st century
is the World Wide Web, and the tools
that make it work have advanced so
much in such a short time that the
buzz is now about Web 2.0.

What is Web 2.0? No, you don’t
need to throw out your year-old computer or buy new software. Web 2.0
really relates to the growing trend to
make the Web more interactive, collaborative, innovative – and more social.
If you favor relationship marketing over the hard sell, then this is good
news for you. The growth of interactive
social vehicles on the Web supports
anyone who prefers their marketing to
be personal. Blogs, wikis, business-oriented media sites, and social networking sites allow relationship-oriented
businesspeople to potentially touch
exponentially more people than any
community networking event could.
Why? Because not only do they have
the power of the World Wide Web and
its spiderweb of connections behind
them, but they’re structured to make
viral contact more than a mere concept.
Okay, if you’re new to this world
of social/business media networking,
how can you get started? Here are
three options to get you into the Web
2.0 world fast.

Blogging

If you have a product, service, or
interest that you’re passionate about,
there may be no easier way to connect
with potential customers, colleagues,
and others who need what you have or
know than through blogging.
If the idea of creating a blog
makes your palms sweat, fear not. Not
only are blogs easier than ever to set
up (even a complete amateur can
create one in a few minutes these
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days), but you may not need to create
your own – at least not immediately.

always, always make sure your blog
and website are linked.

Comment on Existing Blogs. Do an

Facebook and Its Relatives

Internet search of key words relating
to your interest. Let’s say you’re an
audiologist. Do a search using words
like “blogs about hearing loss” and go
exploring. Read what’s being posted.
Submit comments. If this feels a bit
foreign to you, think of it exactly as
you would if you were at a face-to-face
networking event chatting with folks.
It really is an online way of doing
just that. The difference is that you’ll
potentially be touching many more
people, including potential customers.
Be a frequent visitor to sites that are
related to your professional expertise,
and you may find yourself becoming
the go-to person for those in need of
that expertise.

Create Your Own Blog. Consider starting your own blog, too. It has never
been easier to create a blog. Both
Wordpress (www.wordpress.com) and
Blogger (www.blogger.com) offer free
blogging that’s so easy to set up, you
can do it in less time than it takes to
eat lunch. By creating your own blog,
you’re able to introduce the subjects
you want to address – the concerns of
your clients and potential clients. If
you’re an audiologist, that might include information on advances in the
area of implanted auditory prostheses,
tools for gauging hearing loss among
baby boomers, hearing screening protocols for newborns and school-aged
children . . . or virtually any other area
of the field.
Consider treating your blog as an
interactive newsletter. That is, write a
blog post and e-mail your list (clients,
colleagues, friends, and others) that
a new item has been posted. Tell them
the subject of the post, give them a
hyperlink to it, encourage them to
leave a comment, and suggest that
they let others know about your blog.
Respond to comments when you get
them, and keep the discussion going.
What else can you do with your
blog? Use it as a way to collect
customer feedback. Do an informal
survey. Add a link to an RSS feed service. Include an event calendar. The
possibilities are endless. Keep your
focus on fostering and nurturing
relationships that will further your
business in an organic way – and

Facebook is just one of the many
social networking sites on the Internet. Other well-known ones include
Ning, MySpace, and LinkedIn. Some
sites, like Facebook and MySpace,
have a broad focus. Others, like the
business-focused LinkedIn, are specific in focus. What they all have to
offer is the opportunity to touch more
people than you could ever touch on
your own, no matter how many networking groups you belong to.
Some sites, like Facebook, let you
add a customized page that you can
use to promote a business. Facebook,
Ning, LinkedIn, and other sites also
let you create groups (such as groups
focused on the field of audiology). By
joining these groups, you connect with
a virtual network of colleagues. You
also become more visible to potential
clients who need your services.

And You Don’t Have to Drive
to an Event

Not only does Web 2.0 impact the
possibilities for relationship marketing
in the 21st century, but it lets you do
it from your office or home instead of
attending meetings and events. Time
is precious, fuel is expensive, and the
options for networking are many. By
spending just a bit of that precious
time and only enough juice to power
your Internet connection, you can
market your business, deepen your
relationships with clients and colleagues, and reach potential customers
who might never find you otherwise.
Of course, like all relationship marketing, it takes good will, time, and a
great product or service to win customers. But your customers are out there –
and they’re probably online right now. N
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