
Relationship Marketing with Social Media 
 
Relationship marketing is pretty much what it says on the tin!  Marketing by building relationships!  It’s definitely not easy to win new business, the phone doesn’t ring 
without us making an effort to get it ringing.  And that’s why relationship marketing techniques are such a great way to stand out from the crowd and really wow the people 
you’re looking to turn in to customers.  And the best thing is, most of these techniques are completely free! 
 
The key thing to remember is that you build relationships with PEOPLE!  Not businesses!  So focus on the personal, rather than the corporate, touch! 
 

 

1. Be Yourself 
So many businesses hide behind business names and business logos on social media, which instantly stalls any opportunity to 
create a relationship, as there is no person approach.  If you don’t have your name visible anywhere, it is akin to answering your 
business phone without telling the person who’s speaking.  Eventually, the other person is going to ask your name.  We like to 
know who we’re speaking to!  So, instead of putting your business name on the ‘full name’ section of Twitter, use your own name 
or the name of the person managing the Twitter account!  
Similarly, we relate a lot better to faces than we do to logos.  Our brains are programmed to remember and relate to faces over 
graphics.  People are much more likely to remember your face, and the relationship will have started before you’ve even met face-
to-face as they’ll have a feeling of knowing you.  This can’t be achieved if you hide behind a logo.  Remember, this is about doing 
things different to everyone else!   

  

 

2. Create your Prospect List 
No matter what form of marketing you do, social media or not, it’s really important to have a prospect list of people you are looking to target.  I don’t mean ‘any businesses 
in Manchester’ kind of item.  I mean specifics like ‘the MD of XYZ Ltd.’ and even better if you have their name!  This will most likely change over time and should certainly be 
reviewed regularly.  Then go and connect with them on social media!  Sounds easy doesn’t it!  Go and ‘like’ their Facebook page, connect with them on LinkedIn and follow 
them on Twitter!  Just make sure with the LinkedIn connection that you also send a personalised message explaining to them how you’ve been following with interest what 
their business is doing, you’d love to connect, etc, etc! 
 



 

3. Create a Twitter List 
You need to create a list on Twitter of those prospects (calling it ‘prospects’ would be a good start!).  Make sure it’s private though so they don’t realise they are prospects!  
When you go to that list, you’ll then only see the tweets of those prospects, which makes it much easier to engage with them!  Which leads me on nicely…. 
 
 
 
 

 

 

 

 

 

 

 

  

 

5. Say Thanks 
Sounds so simple, but a nice way to get on people’s good side is to thank them!  So, if someone has retweeted you or shared your content, then thank them!  Even better, 
throw a question in too.  Ask them how their day’s going, or have a quick look over their tweets and see if you can relate back to them, e.g. ‘thanks for the RT Dave! Looking 
forward to your holiday?’ 
 

 

 

4. Engage! 
Engaging on social media means replying to, sharing the content of, or mentioning that person!  Use that Twitter 
list you’ve just created and spend 5-10 minutes every day replying to what the prospects on your list are saying.  
Don’t be tempted to sell to them at this point.  You’re just building the relationship remember!   
 
On LinkedIn, have a look on their profile for the groups they’re a member of and go and join those groups.  If they 
contribute to them – great!  That’s another opportunity for you to reply and make yourself known.  If they don’t, 
they probably still get the digest emails so, if the group is relevant to you and has your target market in, start 
raising discussions.  Your name will then keep popping up in their inbox, plus you’ll be building more relationships 
with your target market at the same time!  
 
And, if you want people to start engaging with what you’re saying, then ask them outright!  Turn your update into 
a question and you’ll see your engagement rate dramatically increase as you’re asking people to respond! 



 

6. Use Their Name 
When replying to people, put their name in there.  It shows that you’ve paid attention to who they are, and it’s much more personable – we all like to hear our own name!   
 

 

7. Pay Attention 
Consciously pay attention to what your prospects are saying, particularly if you are likely to meet them face-to-face.  It’s 
great to refer back to what they’ve said in Twitter updates or on LinkedIn groups.  They will be impressed as it shows 
you’ve taken an interest in them.  Plus, it’s a great ice-breaker to bring up something non-business related on Twitter, 
e.g. “bet you’re made up after your team won at the weekend!” 

 

 

8. Go Where They Go 
If you’ve been trying to get in front of a prospect for a while, see if they give any clues as to where they’re off to.  I’m definitely NOT suggesting you stalk them!  But, if 
they are going to be a business networking event, see if you can book on to the same one!  Then approach them there and tell them you saw they were coming on 
Twitter and thought you’d book on yourself so you could meet each other face-to-face.  If you’ve been doing the engagement, they should be quite open to talking to 
you anyway! 

 

9. Take Note of Special Occasions 
If it’s someone’s birthday, they’ll generally announce it on Twitter.  What the majority of people would do is simply wish them happy birthday on Twitter and get lost in the 
noise of all the other birthday wishes.  Be the person who goes that extra mile.  Send them a card in the post!  You may be able to get their address from their website, or 
you could ask them for it through direct message on Twitter.  Just tell them you have a birthday card for them!  The same is true of celebrations, get well soon and so on! 
 

 



10. Look Out for Real WOW Opportunities 
These are the moments where you can really stand out to your prospects.  It’s not something you’d do for everyone, but just 
those people you really want on your customers list rather than your prospect list!  Scrutinise their tweets for ways you can 
impress them.  So, for example, a marketer in the States sent a case of Diet Coke to the office of a prospect when that 
prospect tweeted ‘Diet Coke emergency here today!’.  It didn’t take much effort or money, but it had a massive impact 
because no one else did it!  And of course, he got the meeting!  Look beyond the tweet to see how you could create a magic 
moment for that prospect so that when you ask for the meeting, they can’t say no!  Just make sure you explain in the note 
you send to accompany your surprise that you did it as a result of seeing their tweet! 

 

 

This stuff isn’t easy to do, but the majority of it is free and little cost.  So, you could either sit there waiting for the phone to never ring, or start building some serious 

relationships! 
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