BUSINESS IDEAS

Be Well “Liked” On Social Media
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Connect with Dingo

[ Become a Fan on Facebook
() subscribe to the Dingo Blog
Follow Dingo on Twitter

(&) Follow bingo on YouTube
Sign Up for the Newsletter

Read Stories About
9 Other Dingo Dogs

LearnMore

THE BIG TASTE

DOGS LOVE,»

Dingo Wants Your Opinion!

Share & read reviews about Dingo
from other dog owners.

IesEasy as 123 1Y

Dingo Dog Photos

Share Your Snapshots

Check out these photos of Dingo
Lover Dogs! Upload the photo of
your Dingo Lover!

View Photos!

Login| ¥ cart
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9 out of 10 dogs prefer
Dingo Meat & Rawhide Chews J

Ask and Answer

Ask Dingo!

Submit questions, get advice,
share answers about Dingo.
- Learn More

Special Offers and Promotions

Get the Dingo Newsletter

[ Get special promotions and
I coupons, win free product, and
get helpfulinfo for your dog.

Sign Up Now!
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More than 8,000 subscribers signed up for an e-mail list and sales
rose 22 percent when one company offered a coupon to customers

who “liked” it on Facebook.

(NAPS)—Face it, the more
your business is visited on Face-
book and other social media, the
better off your bottom line is
likely to be.

For small businesses and orga-
nizations that wonder how to
grow both their number of Face-
book fans and their e-mail list, a
pet food manufacturer that’s pas-
sionate about making dog food
and treats that are healthy and
fun can be a great example.

The company, Dingo, offered
customers a coupon if they both
liked the Dingo Facebook page
and joined the company’s mailing
list. To make it easy for fans to
sign up without having to leave
Facebook, Dingo added Constant
Contact’s Join My Mailing List
application to its Facebook page.

The company took it a step fur-
ther by making the deal contin-
gent on its Facebook page getting
5,000 “likes.” By adding the goal,
the dog food company encouraged
coupon seekers to tell their friends
and share the deal with their own
social connections. Once the 5,000
number was reached, the coupon

would be e-mailed to customers.

The program worked fantasti-
cally. The Facebook Page went
from a mere 330 “Likes” to well
over 5,000 in just three days, with
roughly half of that number
attributed to new customers.

People are visiting the Face-
book Page for more than the one
coupon. The company offers other
coupons and deals on both Face-
book and in e-mails, a tactic that
keeps fans checking in and mak-
ing purchases regularly.

Other steps Constant Contact
recommends for social media
include:

¢ In all your e-mails, add links
to each of your social media profiles.

* On Twitter, promote your list
by teasing your pending campaign
and adding a link to your e-mail
sign-up form.

e Link to an archived copy of
your newsletter.

For more information on how
you may be able to better lever-
age social media and e-mail mar-
keting in your business, visit
www.constantcontact.com/social
media or call (866) 876-8464.





