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Module 4 
Engaging on Twitter 

Guidelines 
 Ask questions as we go – in the questions 

box  
 1hour 30minutes of content – Powerpoint + 

online 
 30 minutes of questions 
 Audio – use headphones/earphones 
 Each session recorded 
 Recordings available a couple of hours after 

module delivery 
 Online access via login 

 
 

Module Content 
Module 1 Understanding Twitter & Your Business 

 
Module 2 Your Twitter Profile & What to Say 

 
Module 3 Creating Twitter Campaigns & Finding Your Target 

Market 
 

Module 4 Engaging on Twitter 
 

Module 5 Running Twitter Searches & Managing Your Time 
 

Module 6 Creating Your Twitter Strategy 
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Last time 

Twitter campaigns 
Don’t forget to send campaign review 
Think through the ‘business maths’ 

Cost per acquisition 
Time cost per acquisition 
What does success look like? 
Different for each business, product and 
service 

Trial 

Today 
Engaging with your target market to 
build effective business relationships 

Using retweets, replies and mentions to 
maximum effect 

Turning those you engage with in to 
paying customers 

Using lists to go straight to the people 
you need to speak to 

Following the lists of others to get to the 
right people 

Social Media 

 

Social Media 
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Engagement 
 Build trust 
 Get people to ‘know’ you 
 Increase followers 
 Build relationships 
Take face-to-face 
 Get your tweets noticed 
 Get people talking about you 
 Get the sale 

Pay Attention! 

Broadcast Interaction 

Pay Attention! 
 Pay attention to what others are saying 
 ‘Listen’  
Take action – retweet, mention or reply 
 Spend time every day paying attention 
 Pay attention to the ‘right’ people 

 Your target market 
 Joint ventures 
Referrers 
 Industry experts 
 People of influence 
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Retweets 
 RT 
 Share someone else’s tweet with all your 

followers 
 Still claimed as their update 
 Gets more spread for them 
 Gratitude for retweeting 
 Read links before retweeting 
 Make sure it is of value or of interest to your 

target market 
 Or that it helps the person you are retweeting 

 
 
 
 

Direct Messages 
 DM 
 Private messages on Twitter 
Must be following that user 
 Anything sensitive/private 
 Not seen by any other user 
 Not searchable  
 Don’t send automatic DMs!!! 

 
 
 
 

Mentions 
Mention someone’s username within a tweet 
 E.g. “Just listening to @_SamFlynn’s Total 

Twitter Success session!” 
 Seen by all your followers 
 Not seen by the followers of the user you 

are mentioning 
 Good for referrals, testimonials, meetings, 

gratitude, crediting source, etc. 
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Replies 
 Replying to something someone else has said 
 Or tweeting them, putting their username at 

the start of the message 
 Only seen by people who follow both users in 

the conversation 
 Builds conversation 
 Paying attention to what others are saying 
 If want it to be seen by all your followers, 

add a . before the reply! 
 
 
 
 
 

Replies 
 Your opportunity to get yourself known to 

people 
 Can show your expertise 
 Can build a need for what you sell 
 Find out more about them to use in future 

conversations 
 
 
 
 
 
 

A few simple things… 

 Use their name if given 
 Say thank you! 
 If someone retweets you – thank them and 

ask them a question 
Mention something they’ve tweeted about / 

something from their profile 
 Express genuine care 
 Share a little about yourself 
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Wow!!! 
 Celebrations: 

 Birthdays 
 Business awards 
 Celebrations 
 Illness 

 Information requests 
WOW moments! 

 
 
 
 
 
 

Use Lists 
The problem – the more people you follow, 

the harder to keep track 
The solution – Twitter lists!!! 
 Create lists for different categories of your 

Twitter followers 
 Only see the tweets of those in the list 
 You can’t send a tweet to a list 

 
 
 
 
 
 
 

Use Lists 
 Your own organisation 
 You don’t need to follow someone to add 

them to a list 
 Private vs. public 
 Add 20 lists 
 500 max members per list 
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Your Lists 
 Personal to you – how you want to get 

organised 
 Potential customers: 

 Split by industry 
 Split by location 
 Split by specific categories 

 Current customers 
 Industry experts 
 Employees 
 Useful info 
 Referrers 
 Friends, celebs, personal, etc 

 
 
 
 
 
 
 

Your Customers 
Much easier to sell to current customers 

than new 
 Not their job to remember to do business 

with you 
 Interact with them 
 How can you help them? 
 Remind them you’re there! 

 
 
 
 
 
 
 
 

Your Potential 
Customers 

 People you want to convert in to paying 
customers 

 Interact with them 
 Help them out 
 Show your expertise 
 Don’t push them to a sell 
 Spend time every day on this list 
 Become ‘top of mind’ 
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Keep interacting! 
 Don’t try and spread yourself really thin 
 Keep interacting with those who are building 

conversations 
 Create a ‘talk to me’ list 
 Spend time every day talking to people 

you’ve previously engaged with 
 People who’ve retweeted you, mentioned you, 

replied to you, etc. 
 End of every week, update the list 

 
 
 
 
 
 
 
 
 Convert to sale 

 Engage with them for a few weeks 
 Get to know them 
Take it face-to-face 
 Give them a freebie 
 Lead them to your offers 
 ONLY AFTER YOU HAVE ENGAGED!!!!!! 
 Remember, engagement means there will be 

more trust AND they’ll be paying more 
attention to your updates 
 
 
 
 
 
 
 
 
 
 
 

Others’ lists 
 Check the public lists others have added you 

to 
 Subscribe to other people’s lists 
 Follow list members 
 Let others do the hard work for you! 
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Interact with you 
 Ask lots of questions 
 Give great pieces of valuable information 
 Share tips and advice 
Talk about things people are already talking 

about 
 Do way more than just sell 
 Be an engager!! 

 
 
 
 
 
 
 
 
 
 
 Your actions 

 Spend 10 minutes every day replying to 
others’ posts 

 Create 5 Twitter lists 
 Subscribe to 2 lists of other users 

 
 
 
 
 
 
 
 
 
 
 

Your Questions… 
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Next Time… 
Weds 24th Oct 11am 

 
 How to run searches to find people with a need 

for what you sell 
 Converting people found through searches in to 

paying customers 
 Running searches to find referrals and 

testimonials 
 Running searches to manage your reputation 
 Managing your time on Twitter 
 Using other tools to help with time management 

 
 

 
 

 
 


