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So, you’re a senior executive in your organization – maybe 

even the CEO or owner. You probably have a Linkedin 

profile. You may or may not have a Facebook page.  Maybe 

you’ve even learned how to text recently. 

But Twitter?  GEEZ.  You have NO idea what to make of 

Twitter, or whether or not you should be using it.  And even 

if you did, how would you leverage it to make money, get 

more customers, or make your company more well-known? 

 

You've probably noticed that more and more senior 

executives are talking about Twitter these days. They are 

doing some of the same things we’re going to teach YOU to 

do.  They are being successful in moving lots of product, 

finding and nurturing new prospects, and maintaining 

relationships with clients. 

 

So - if it works for other senior executives, why can't it work 
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for YOU? 

 

But we can just hear you now. “I dread finding time to add 

yet another set of tasks to my day,” you lament.  “I already 

have email, and Linkedin, and texting – and now Twitter?  

Where will I find the time?” 

Well, this eBook will answer all of those questions about 

Twitter – and more.  There are three things you will be 

getting out of this eBook:   

THING #1:  It does not take a huge time investment to get 

value out of Twitter. If you’re willing to commit 30 minutes 

per week to Twitter after the initial setup, you will be 

astounded by the returns.   

 

THING #2:  Twitter is not as complicated to use or 

understand as you think it is right at this moment. We will 

show you how other senior executives are using it, and some 
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best practices for getting up to speed. 

 

THING #3:  We will help you figure out what you should be 

sharing and talking about on Twitter besides what you had 

for lunch – we promise! 

We hope when you finish this book, you will follow US on 
Twitter too!  
 

 
We wish you all the very best of luck and hope you won't 

hesitate to contact either of us if we can help you in any way. 
 
 

 

               

Phyllis Neill, President/CEO    David Sher, Partner 

pneill@buzz12.com     dsher@buzz12.com  
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Many old generation CEO’s of business to business companies 

think of social media in general as an unending stream of 

useless drabble where people who have nothing better to do 

post what they had for lunch. 

Or even if the CEO’s are more sophisticated, they think social 

media is only for companies doing business with consumers. 

But according to a 2011 report from Global Web Index, 

“Social media communications has become the most 

influential channel for business purchases globally.” 

How’s that possible? 

There are three reasons. 

Social Media is how companies are now found. Once upon 

a time there was a book called the Yellow Pages.  If you were 

looking for a company to do business with, you flipped the 

pages until you found a potential vendor. 
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Now if you’re looking for a vendor, you Google their name 

or more likely Google the type of business. 

That means if a company does not have a strong Internet 

presence the company does not exist.  And social media is 

what drives that search. 

Social media is how companies build and control their 

reputation. David Sher, Principal in Buzz12, likes to recount 

of the story of how he recently received an invitation on 

LinkedIn from a sales manager of a large company.  He 

accepted and immediately got a response wanting to learn 

more about our services. 

He called the fellow and he told David his sales team is 

struggling.  He went on for about twenty minutes and David 

listened patiently and made notes.  When he finished, David 

was ready to respond. 
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To David’s chagrin, he quickly cut him off.  But then he said, 

“There’s no need to tell me about you and your company.  

I’ve reviewed your website and listened to your podcast.  I 

even know about your partner because I’ve read her blog.” 

Prospects now qualify you before they make contact.  

They’ve checked you out on the Internet and then if they like 

what they see, they give you a call.  If you haven’t passed 

their Internet due diligence then you’ll never hear from 

them. 

Social media is how companies build relationships. Until 

there was social media, the only ways a salesperson could 

build a relationship with a potential client was to call or e-

mail them, see them at a tradeshow or take them to lunch or 

coffee.  Well, you can’t do that every week or you will be a 

nuisance. 
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But now you can read their blog or follow them on LinkedIn, 

Facebook, or Twitter.  You can keep up with what’s going on 

in their personal life and business.  You can then make 

appropriate comments and show a genuine interest in them. 

Social media has changed the rules of business. If your 

company doesn’t have a serious digital and social media 

strategy then you’re at a disadvantage. 

Pertinent Statistics to ponder: 

 The top ways CEO’s and VP’s today share information are 

email (88%), Linkedin (53%), and Twitter (39%). (source) 

 As of June 18th, 2012, there are… 

o …900 million Facebook users.  

o …200 million Twitter users. 

o …160 million Linkedin users. 
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Before you leave this chapter, you will have accomplished the 

following: 

1.  How to actually create your Twitter account. 

2.  What information is critical to fill out, and what isn’t. 

 

This is a tactical chapter. It assumes you don’t yet have a 

Twitter account, and want some step-by-step instructions on 

how to get set up. 

If you already have an account, you might want to just mosey 

on over to Chapter Three. 

 The first thing you need to do is secure an account for 

yourself.  Do that by going to www.twitter.com.  You’ll 

see a section that invites you to join.  It’ll say something 

like “New to Twitter? Sign up.”  All you have to do here 

is enter your email address, your name, and make up a 

password.                     
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As of now, this is what Twitter’s new user signup box looks 

like: 

 

 

Next, you’ll be taken to a screen where you’ll be asked to 

choose your username.  Your username is how you’ll be 

known on Twitter. Some people get “cute” with this – i.e., 

“BigBanana”, “Hotshot”, “TopCEO”, etc. I don’t recommend 

this. However, the challenge is that many regular names are 

already taken, so you might be prepared to get creative. 
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A username can be up to 15 characters long, with no spaces. 

If you type in something that’s not available, don’t worry – 

it’ll tell you right away, and you can try something else.  

It also provides suggested usernames right below the box 

 

Our example person, Stan Seniorexec, was lucky – his first 

and last name was only 14 characters long, so that becomes 

his username. Play around until you find the perfect 

combination for you – then, click “create my account”. 
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 Next, you’ll be taken through a tutorial of how Twitter 

works. It’s pretty good, so I suggest you really review 

what they say before you click “Next”. 

 When it advises you to “build your timeline”, I suggest 

you “skip this step” for now. We’ll do this part later: 

 

Same thing with “see who’s here” – skip it. 
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 Next, it’ll ask you to “find people you know”. You can 

skip this step now if you like – you can always do this 

later. It might be interesting to let it search for people 

who are in one of your email address books however. 

Stan uses Google Mail, so we’re going to click “search 

contacts” next to Gmail, and follow the instructions: 

o First, it’ll ask permission to access your Gmail 

account. You’ll want to select “Grant access”. 

o Next, if it finds anyone in your contacts over in Gmail 

that is also on Twitter, it will display them now, and 

give you a chance to add them to follow.  Stan has 

one person – Phyllis Neill!  He will click “follow”: 
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When you are finished, you can click “skip this step”, 

and it will move you to the next step.  Note: this 

option is only available to these web-based email 

services. So, if you’re like many other business 

executives and you use Outlook, you won’t find that 

option here. 

o Next, it will ask you to upload an image. This is a 

VERY important step that you should not skip. If you 

do skip it for now, please come back later and add 

your photo. This is an important part of being social, 

giving people the ability to see who you are. If you 

already have a Linkedin profile, you could just use 

your Linkedin headshot here if you like. Click 

“upload image” and upload your picture. 

o Next, on the same screen, you’ll be asked to add a 

profile. You have 160 characters to describe yourself, 

and there’s a handy letter counter that will warn you 
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when you’ve run out of letters. I recommend you 

include your professional background, and perhaps 

some life interests. Stan Seniorexec’s profile reads 

like this:  “Senior executive at ACME enterprises. Widget manufacturing enthusiast, 

outdoorsman, U of A grad, father of 2. Roll Tide!” 
o In the meantime, while all this is going on, you will 

receive an email confirmation that you’ve created a 

Twitter account. You must click the link inside that 

email to verify your account.  There will be certain 

things you can’t move forward on until you 

complete this step: 
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By now you have begun to venture deeper into Twitter, to 

test it and see what this social media tool is all about.  Or, 

you're in hopes of finding additional, more creative ways of 

reaching out to customers and prospects.  One of the most 

frequently asked questions Buzz12 gets is “How do other B 

to B (business to business) companies use Twitter, and how 

do they figure out who to follow?” 

We have 4 main suggestions that will help you get started:  

1.   Trade Associations:  In our business, when we get a 

client in the B to B business, the first thing we do is identify 

the top 3-5 trade associations that are affiliated with our 

customer's business.   We then look up that trade 

organization and see if they have an active presence on 

Facebook and Twitter.  Most of the time they do.  By 

following the trade organization on Twitter, you not only 

get the benefit of seeing the most recent industry news that 
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they are most likely tweeting about, but we can also take a 

look at their followers who are most likely your prospects.   

In addition, check back frequently with trade associations, 

especially around the time that they are conducting annual 

national, or monthly regional trade shows.   This will be a 

time of much activity for trade associations on Twitter.  A lot 

of trade organizations are assigning “hashtags” to each of 

their trade show events as a way for different Twitter 

followers to keep up with what is happening at or about the 

trade show. 

2.  Trade Publications:  The theory behind following a trade 

publication on Twitter is similar to the reasons for following 

trade associations.  Prospective customers and current 

customers are likely following that trade publication on 

Twitter as well and so your ability to mine that publication’s 

followers will give you a good pool of prospects. 
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3.  Your own clients and/or mailing lists:  It is likely that 

there are multiple people inside of your client organizations 

that are on Twitter.  But because they are not your primary 

contact, you may not be following them.  There are multiple 

tools in the marketplace that you can use to try and find 

prospects and clients on Twitter by uploading email 

addresses you have and allowing those tools to go out and 

find matches for those email addresses on multiple social 

media sites including Twitter.  However, an easy “trick” you 

have right at your fingertips is Linkedin! You can log into 

your Linkedin account, and look at some of your key 

contacts, to see if they have a Twitter account listed on their 

personal profile.   
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Here’s a screenshot of where their Twitter account would be 

located if they have it listed: 

   

(Hint: now would be a good time for you to add YOUR 

Twitter account to YOUR Linkedin profile so others can find 

you this way too.) 

4. Your own personal interests. Our sample subject, Glen 

SeniorExec is an avid outdoorsman, and he’s into Alabama 

Football. At home, he receives Sports Illustrated and Field & 
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Stream in the mail - both these publications have a Twitter 

account! He found out by just going to the publication’s 

online presence, and looking for the little Twitter icon: 

 

(Field and Stream’s Twitter link was on the right-hand side of 

their website) 

 

(Sports Illustrated Twitter icon was at the bottom of the 

page) 
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With Twitter, we find that the most effective activity begins 

after you reach a certain threshold of people following you, 

and of you following others.  And that threshold could be as 

low as one hundred followers.  Hopefully the 4 suggestions 

above will represent to you a great “jumping off” point of 

where to start looking for your first batch of followers.   

Your job going forward, after you’ve exhausted those 4 

options, is to begin daily paying attention to conversations, 

finding new targeted people to follow out of your existing 

followers, follow Friday recommendations and retweets. 
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How to get others interested in you seems like a vain and 

selfish goal, but for those of us who are trying to grow a 

business, find employment, or earn a promotion, the goal 

seems quite realistic and fair. 

And it's fairly simple to get others interested in you.  Show 

interest in them first. 

People always ask us want to know what to post on their 

Twitter page.  The best answer may be in the beginning to 

post nothing.   

Your time might be better spent reviewing what others post 

and then making comments. 

You can beg others to follow you, or join your cause, but you 

have a much better chance of them following you if you 

show a genuine interest in them. 
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When a stranger comments on one of my posts, I make a 

point to review their profile and I bet others do the same. 

Maya Angelou got it right when she wrote, “I’ve learned that 

people forget what you said; people forget what you do; but 

people always remember how you treat them.” 

That might be worth remembering. 

 

BEING SUCCESSFUL USING TWITTER 
 

There are many different types of content that you will see 

on Twitter.  Most of the time, the content can be boiled 

down to one of these 4 areas (in 140 characters or less of 

course!) 

 Links to interesting articles or content. 

 Statements or comments about what that person is 

doing currently. 
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 Blurbs on things they’ve done to be successful with a 

particular project. 

 Quotes from famous people. 

Here are multiple ways to be successful with the networking 

opportunities Twitter has to offer: 

 You should follow the "Golden Rule of Social Media" on 

Twitter as well, which is "give value FIRST, then ask for 

stuff".  Your best bet for success is to spend 70% of your 

time giving value, and only 30% of your time “selling” 

your business products and services. 

 Connections - you will invariably run across people on 

Twitter who are looking for the types of people YOU 

know.  Hook them up wherever possible.  

 Information/links - your Twitter pals will be looking for 

information on specific tools, etc.  Share with them links 

you've run across that you found helpful.  Also, you are 

out there looking for a business development 
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opportunities, and you will invariably run across 

opportunities that you don't want, or that don’t fit your 

company.  Pass those opportunities along to your fellow 

Twitterers.   

 Expertise – as a Senior Executive of a company, you 

obviously haven’t gotten to where you are today 

without having some significant thought leadership in a 

variety of arenas. Share your thoughts and opinions on 

that subject and provide advice to folks looking for it.   

 "Love" - giving attention, commentary, agreement, and 

support - giving "love" on Twitter can really endear you 

to others.  

 Set up your own personal plan for how you will utilize 

Twitter, and follow that plan each day.  My suggestion 

would be to spend 10 minutes per day on Twitter in the 

beginning, with one day set aside as "prep" for what 

you will "tweet" each day.  Remember the 70/30 rule 
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mentioned above?  You should then plan to spend 

around 7 minutes on adding value, and only 3 minutes 

directly asking for what you want.   

 Once a week, build up a list of articles to links that you 

not only find interesting, but are aligned with your area 

of expertise.  You will now have an arsenal of links you 

can post throughout the week without having to spend 

time each day looking for them. 

 Each day, in the 7 minutes you will spend "adding 

value," spend your time doing the following:  post a link 

to interesting/relevant article or two, re-tweet other 

people's tweets that you found interesting, comment on 

other people's tweets, search for interesting, relevant 

people to follow, and send out a personal direct message 

to each new person that decides to follow you.  

 Each day, in the 3-5 minutes you will spend asking for 

what YOU need, spend your time doing the following:   
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o Ask for what you want - examples could be "let me 

know if you know of anyone looking for help with 

their payroll needs." 

o Broadcast what you need - "I am looking for people 

who need a new document management system. 

Can you think of anyone you can send my way?” 

 Be consistent and WORK YOUR PLAN.  The more you show 

up and contribute, the more visible you'll be.  Commit to 

the minimum of 10 minutes a day for a few weeks, and see 

what kinds of results you get.  

 

There are an increasing number of decision-makers on 

Twitter, so it's definitely “the” place to be. Just remember 

the rule of thumb on Twitter is the rule of thumb for all 

good social media etiquette these days, which is: bring 

value to your fellow Twitterers FIRST - then, ask for help. 

How do you bring value? Post an interesting quote or link, 

re-tweet someone else's interesting quote or link, pass 
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along valuable information you've just learned, etc. It'll 

take you less than 5 minutes to sign in and start tweeting. 



 

 

IN CONCLUSION 

Well, we’ve come to the end of our book on Twitter for Executives.  I hope by 
now you’ve marked up the book with thoughts and notes in each section, dog-
eared sections you want to come back to, and highlighted areas of particular 
interest.   

I hope too that what you’ve found is that when you “get going” on many of 
the principles in this book, other amazing ideas and schools of thought occur 
to you as a result of this updated thought process. 

We hope you will drop us a line at pneill@buzz12.com and let us know of your 
successes.  Likewise, we hope you’ll drop me a line on other areas you’d like 
me to cover in future editions of this book. 

 

 

And one final piece of advice:  in order to make your Twitter usage really 
adhere, it’s got to stay in the fire for awhile!   You won’t necessarily get your 
rhythm or see the total value of Twitter overnight.  But with a little time, 
patience, and continued participation in business development activities, you’ll 
definitely become “Twitterized”. 

And w sure hope you have fun doing it! 

 

 

 

 


