Additional free training resources from
this presentation for Attendees:

Text the two letters: FB to 345345

Text the word: TWITTER to 345345

Certifications:

www.hospitalityfan.com/training

Jim Traister
Jim@hospitalityfan.com
214-909-1487
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MY GOAL

GIVE YOU A SCALABLE PLAN FOR TRANSFORMING
STRANGERS INTO RABID BUYERS AND RAVING SUPER-
FANS...PROFITABLY AND PREDICTABLY



Resources

www.winecolorado.org/events/vinco/

WHAT IS VINCO?

| RESOURCES FROM PAST CONFERENCES

~ 2017 Schedule
— —
— —> 2017 Speaker ReSOUl’C_g_S_

2016 Schedule

2016 Speaker Resources

2015 Schedule
2015 Speaker Resources

2014 Speaker Resources

2013 Schedule

2013 Speaker Resources
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Game Plan

And that my child

Is where babies come from!
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The people who like your Page
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See Who is on Facebook

Facebook Demographics

Among internet users, the % who use Facebook

S 82% of 18-29 Year Olds

Men 66

r Use Facebook
White, Non-Hispanic 70

Black, Non-Hispanic 8 67

Hispanic 1_5\

18-29 82

e

50-64 64

65+ 48

High school grad or less 71

Some college 72

College+ 72

Less than $30,000/yr 73

$30,000-$49,999 72

i e 79% of 30-49 Year Olds
$75,000+ 78

Urban 74 U F b k
w1 40 - Seé racepboo
Rural 67

PEW RESEARCH CENTER

Hospialilyfan



Algorithm

EDGERANK ALGORITHM
ON FACEBOOK

> u.w. d.

0aRes £
UL, - AFFINITY SCORE BETWEEN VIEWING USER AND EDGE
CREATOR

L0k - WEIGHT FOR THES EDGE TYPE (PHOTO, VIDED, LIXE,
TAGS, EVENT, ETC.)

d.—Tmmcmmcoammmwx.ommon&
EDGE WAS CREATED




The New FB Algorithm

“prioritize posts that spark conversations and
meaningful interactions between people” and to

“prioritize posts from friends and family over
public content.”

Mark Zuckerberg — CEO of Facebook



Our Focus

 Automated Email Marketing

* Targeting Emails via Facebook

* Facebook Group



Hospitalityfon

Attention Business Owners:
Increase Your Sales Through Social Media... and
Have More Time for Yourself!

In this Free book vou will discover.

v How to increase your sales by using ther ignt
Ocial media )~.9"~ m

v How to find consumers and ideal clients
within 25 miles of vour business location

v How Lo save time and decrease your

NE costs by UsSing raview sites

market

£ Get Your Free Book Now!

“Within a month HaspitalityFan increased our online Review Response Rate
from 62% to 98%. The:r expert services have provided me with peace of mind
and a significant simount of time savings for our Marketing team.”

James Winning, Director of &5 and Marketing of The Fa it Da

LB 8 & & 1

“They have literally taken everything entively off our plates and grew the

business by 7% in the first year.

Gary Hirsch wier of Mirsch Speciality M

L B 8 & & 4

"The characteristic that | most appreciate about Jirm is his integrity and ability
10 save us time on our social media. He regularly shares an easy two-minute fix
(o my soclal media problem over the phoone vs charging foe a visit”

Kim Keen Y { Oak ry Chat
( Tournament & tEver il

LB 8 & & 4

Get Your Free Book Now!




Hospilaliyfan

Attention Business Owners:
Increase Your Sales Through Social Media... and
Have More Time for Yourself!

In this Free book vou will discover...

How to increase your sales by using the right
social media platform

How to find consumers and ideal clients
within 25 miles of your business location

How to save time and decrease your

marketing costs by using review sites

& Get Your Free Book Now!

“Within a month HospitalityFan increased our online Review Response Rate
from 62% to 98%. Their expert services have provided me with peace of mind

and a significant amount of time savings for our Marketing tearm."
James Winning, Director of Sales and Marketing at The Fairmont Dallas Hotel

http://www.hospitalityfan.com/book/




Social Media

RAISE

ﬂ AARENESS
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Engage




1.2 BILLION

PEOPLE ON MESSENGER




US Time Spent By App Category

Other 8%

— — — —

- —~
(_|Facebook 19% ) 92% APP

Sports 2%
News & Weather 3%
Productivity 4% —j S = === TSl _ — — — — — —

Lifestyle &
Shopping 5%

T e e e == = "

Utilities 9%

Gaming 11% Music, Media

& Entertainment 14%

@ FLURRY



Chatbot

Program that allows communication with prospective
guests and fans.

Similar to email marketing

Humanize the experience and drive engagement
Very inexpensive to build

Track Behavior

Very Personalized

HospitnlityFas



Facebook Messenger Bot

Example

Woabal Werhe Wharagrrrmmt] D Covwent e Agamivy



Chatbot Benefits
Conversion!!!!
Qualified Leads
Segmentation of your leads
Targeted Advertising

Faster Communication



N

(’,.‘-l‘-. ° ;f.ﬁf P \\
- N
(&l A\ | —

AWARE ENGAGE SUBSCRIBE CONVERT

OPPORTUNITIES:

e Getting some
personal information
from your
customer/client.

* Retarget customers

Ay L

ASCEND

ADVOCATE

Join The Crab Station Insider's Club

Got monthly treats, freo rowards and a spoecial birthday present

on us!l Let us know when to send you your present

First Name”

| 2
Last Name~®

\ =
Email”

[ |
Birthday

i pat= |

What is your favorite dish?"

Join the Club!

PROMOTE



ARTICLES WEBINARS MEDIA  ABOUT US LOGIN
#1 in FTC Compliance Training

Legal Protection For Your Online Business

The Internet's Most Advanced ‘Next Generation' Online
Compliance & SaaS Document Generation Platform, Plus
Easy-To-Understand Rules of The Road And Strategies!

What Do These Online Business Owners Have In Common
(Other Than Getting Nailed By The FTC)?

1. They All Had Website Documents on Their Sites
2. They Didn't Understand The Risk They Faced
3. They Didn't Have Easy-To-Understand Strategies To Manage Their Risk




The Steps to use your email:

1.
2.
3.

4.

Create an email list

Save your list in CSV or TXT Format
Go to the Ads Manager

Click Create Audience

Click Custom Audience

Click Customer File

Click Add Customers

Click Upload File

Click Next

10. Click Upload File

11. Click Done

Join The Crab Station Insider's Club

Got monthly treats, freo rowards and a spoecial birthday presor

on us! Let us know when to send you your present

First Name~®
Last Name~™
Emalil”
Birthday

What is your favorite dish?*

Join the Club!



Training
www.hospitalityfan.com/training

EMAIL MARKETING
METHOD IN A NUTSHELL

FEvery emall your business sonds will fall into ane of these three categorios:

1L Transactional Emall - Emalls sent containing Information about a transsction or R E LEVA NT R o LES

WOCuss such as shipping fotifcations, purchase recelpts and support tickets.

o
Accarding ta Expadian, the averaage rovenue par transactional emall is 2x - 5x Email marketing should be studied by membars of
higher than standard bulk mmall. Most marketers are undecutilizing this type of the following departments
wmail

2. Relational Emall = Any amall that Tollows throuah On & promise made 1o Evary marketing professional

scriber welcame amalls and newsletters should understand how the
emall marketing channel can be
lovernged to move prospects
Hhrouah the customes Joo ney

A subscriber Ineluding new su

containing valuable content.
3. Promotional Emall - Emalls sent 1o generate leads o sales iIncluding sale

BANOUNERMENTS, Woebinar OF @vent announcaments and new product relesses ‘ -

Fach of these amall categories has an obvious primary gosl MARKETING &
QPERATIONS
« Transactional emall provides custamer service.
= Relational email reases engagement and ourturing o
= Promotional email is responsible for generating sales One af the most effective
Rut each category of amall actually accomplishes much maoars than It primary ways to craate salns ready
canversations is via small

addition to these obvious primary benefits, amall also provides brand
an Increase in the retention of your existing

Purpos Ll
owaraness, lead generatl
CUKTOMBrs

Any team member that is
producing contant (bloas,
podcants, videos, press
roloaxon, ote) must understand
how that content can be
distributod via smail

PHAMSAC TIOMAL

WELATIOMAL

PROMOTIONA|

CONTENTY &

EDITORIAL
Deliverability Rate - The | Open Rate - The poroent ClHek-Throuah Rate (CTR)Y - The [¥] scribe Rate - Complaint Rate
o™ ont Of messages Of messages openod by pPercent of amall Imassages clickoed The percent of emalis The parcamt of
delivered to the reciplent’s the reciplont miative to the rolative o the numbiors that lead ta o winalls markod as
INHoX relative ta the mnu number of smails sent sent unsubiscribe relative Spam relative to the
of amalls sent the nuimber of emalls apened ta the number af number of emalls

armnmalls sent sent.

Customer Jouwrney = The | Braadcast Emall - Teiggered Emall -« An smail sent as | Promotional Calendar < 1he ol
Hevelapment of a relationshipn AN email sent out 1o o rosult of & speciflic action taken 10 and 90 day calendar Staryboarding - The

L ANhat takes all amail subiscribers Ly & Custo OF & prospect. For « Process of plane ")

NV from awareness | OF & seament of your | example, a specific offer might be | emall campaians that will the structure, Himing
HURLR LU amall subscriber Hst sent automatically to someons INEeNtionally move & Drospect and content of an

that s out o lead farm through the customer journey,  amall campalun

with & pross

them an s pa
| OF your business, o
| brand to rabid fan.

CERTIFICATION OVERVIEW

Emall marketing consistently generates the highest 201 of any marketing activity, but sedly most businesses sme doing
" wrnnu Cor lgnanng it completely). In this mastery caurss, you'll lsarm the three types of amall campnigns snd how
and WHEN (1o use thom Vull 1l also lvarn how 1o architact the parfect gromotional calendar, and how to use uululnnluu
emaifl lnnrkn(lna 1o literally "sell while you sieep.” Ry the time you finish, you'll be able to effectively maoanetize any
A el Hst whille shnultaneowsly INncreasing nl\u«ul'lnnn' WIth your subscribrers

AR TN * How to create the PERIFECT promotional calendar for your business... (Do this right and you'll see revenue AND
s anueuement hockey stick straluht uni)

= How to use proven tricks to get MORE opens and MORE clicks from sven your maoxt angaged and loyal subscribers

* Which goals and metrics you should be tracking on a day to day basis to measure your Emall Marketing succoss,
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BEFORE & AFTER GRID

BEFORE \ijﬁ%

HAVE:

FEEL:
AVERAGE DAY:
STATUS:

GOOD VS. EVIL:

CUSTOMER SEGMENTS

PRODUCTS/SERVICES

AFTER

HAVE:

FEEL:

AVERAGE DAY:

STATUS:

GOOD VS. EVIL:

1. ?}f nd \T'
\! ? AR

FDIGITALMARKETER
- CERTIFIED PARTNER







Additional free training resources from
this presentation for Attendees:

Text the two letters: FB to 345345

Text the word: TWITTER to 345345

Certifications:

www.hospitalityfan.com/training

Jim Traister
Jim@hospitalityfan.com
214-909-1487
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