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HIT THE GROUND RUNNING 

CRACK THE TWITTER CODE (PART 3)  

Annemarie Cross : Now back to our special series where every week we are 
sharing a way that you can promote yourself and your products on Twitter and 
of course, we’ve got Keith Keller who is one of our global business partner, 
and he’s also known as the Global Twitter Marketing Specialist. 

Keith Keller: This is so great what we are doing here, I’m so proud we’re 
mixing up all our experiences. We’ve been working to get it a long long time 
and we gonna have a really brilliant product here, a really brilliant idea that 
are these 10 parts, haven’t we?  

AMC: We have. They really do build. One builds on another. And so people 
really need to go and listen to the first two episodes of this special series 
because that’s going to give you an overview of Twitter and of course the 
Keith’s things that they need to have in place. And today, what are you talking 
about? 

KK: I want to hit the ground running and give you some staff. We are gonna 
talk about 5 tips for marketing, some basics I worked through them and then I 
come back.  

Be a resource, not a salesperson. That is the lesson in itself. So many 
people do what they want. The idea of riding a strong bio, the idea of adding a 
nice photo, the idea of the 80-20 rule: “it’s not all about you”. Twitter really is 
the Information Network and people love getting information about what’s 
going on. Some of them can be yours of course but that’s also really great to 
build community around the idea of we are all sharing each other goodies as 
well. We all are awesome people, especially people in the coaching sphere 
and in the speaking sphere. We often do these multi speaker events and on 
each other radio shows or even writing forward and sharing the load with 
books. We all know lots and lots of great people yeah.  

 

 



 

Thank you for choosing Global Social Media Coaching 

 

 

 

 

 

 

 

 

AMC: Yeah, absolutely. The tip N°1 that you’re been sharing “Be a resource, 
not a salesperson” I think this is so important because how many people do 
you think are really tarnishing their brand and annoying their followers 
because all they are doing all day when they are on Twitter is “Buy my book, 
buy my product, buy this, buy that”. Share a little bit more about why this is 
just an absolute “NO-NO”. 

KK: it’s absolutely Twitter wanna want. We’re all sharing things. We’re 
consultants, we’re coaches, we’re speakers and we’ve got lots and lots to 
share. Think about the consumer. The consumer doesn’t want to commit and 
buy your stuff straight away, they want to know if you’re really good. And they 
want to know you’re a nice person. We’re like to do business with people that 
we like. So, by being a resource and not a salesperson, you give the client a 
chance to get to know you. “Oh he really does know his stuff, and he also 
share stuff of the Annemarie’s show, he’s got a friend in Boston, he’s got a 
book, he’s speaking next week, he’s on the radio (etc.). So he’s a really 
happening dude. I get that, let’s get his book! Well and if you did the reverse 
“Hello Bill, I know you don’t know me but here is a link to my book!”, why 
would you do buy it? you sound like a used car salesman. 

AMC: you certainly do and of course in an episode, one of this special series, 
you shared with us Keith that Twitter is the Information Network so it’s a great 
way to take it cheap, you know snap it. And your book is something you want 
to promote. But yeah you want to promote but of course you’re not promoting, 
you’re sharing something that’s helpful, it’s information, it’s useful, and of 
course if people are really resonated with that and they’re going to want to 
know more about you. 

The next point we’re going to talk about, the tip is about writing a strong bio. 
I cannot stress how many times I have read someone’s tweets and I’ve 
thought “Oh that’s might be a really good person to come as a guest on “the 
ambitious entrepreneur show”” which is another podcast I do. I clicked on their 
bio and what’s that?  

Absolutely nothing. So talk more about why it’s so important. 
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KK: There are 9000 tweets a second, and 115 million active accounts. If 
someone does come across your page, because they’ve got a radio show, 
they’ve got an event, or they think about they might buy your book, and you 
know you don’t give many things to work with. They are just like with a click 
straight out because this is plenty of choices. So you wanna say “Okay, I 
know what I’m talking about and this is what I do.” Please be humble enough 
to accept that there are people in the world that haven’t heard about you yet. 
So when some people come to my page I give them a very clear example of 
what I do and if I interest them, then we start to chat on a conversation, they 
follow me, I follow come back and we start the process. They’re so many 
people say “Google me, I can’t be bothered writing a bio” and I’m just thinking 
“why would I?”. I’m interesting enough to click on your page and maybe I’ve 
got another 10 or 15 seconds before I’ll go to my others 50 followers that have 
followed me today, it’s not laziness it’s busyness. We’re all super busy. And 
eventually we have 10 behind us but I’m on my own person, I do my own 
twitting, when I offer to help you with your tweets it’s because I want to. And 
there’s only one and me and I only can do it so many times. The idea of the 
bio gives me the chance, if you think me as a client, to understand who you 
are. And most importantly, you’ve got to have a link. You’ve got to have an 
active working link that allows them to go to your website and say “Ah, that’s 
what she does!”. 

AMC: Yeah. The next point, adding a photo, this is so very important too 
because if you have a really great bio and a great image there as “Wow” it’s 
really going to announce you brand. But how many people do you see with 
the, you know, the existing Twitter bubblehead or egghead ? 

KK: There‘re a couple of variances. If you don’t feel comfortable with your 
head shot, that’s okay, it’s your choice, but I’m guessing if you’re in a public 
area you gonna have some good quality photos. 
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 There’re a lot of stats around this, a lot of states around the idea that if you 
have a good quality photo, this is very welcoming, you will get more followers, 
you will get more engagement. 100% times more than an egg or just a 
generic photo of you and your dog. That’s okay you can have a photo of you 
and your dog, if that’s your brand, you in to dogs, I don’t have dogs, but if 
you’re in to dogs and you want to attract people who really like dogs, that’s 
okay, that’s your brand. But if you are a speaker, who is just written a book 
about business acumen, I’m guessing not many people care that you’ve got a 
dog. They wanna know what they can learn from you and what your book is 
about. So, the idea of a professional image goes a million miles towards 
getting more followers. And remember, Twitter is not Facebook, it’s not a 
place where you share cats and pictures of cakes that you have made in the 
week-end.  

AMC: Tell us a bit more about the idea 80-20 rule okay? 

KK: When we talk about Twitter not being about chicken sandwiches and 
photos at the beach, and especially being about writers and speakers. Most of 
the people that I know, know other awesome people. Birds of a feather flock 
together. If you’re a speaker, you know more speakers; if you’re a writer, you 
know more writers and if you’re a singer you know others singers. I really like 
you to get into a habbit of tweeting for some of your awesome friends as well, 
four to one. If you got a book coming out, that’s great. Four to one you’re 
tweeting about your friend’s book, your friend’s video, your friend’s band or 
your friend’s TV show and mix it up a bit. There is an alternative which is 
actually what I personally do which is, if you want to go deep and down the 
rabbit hole I personally tweet ten to one. This is absolutely maps perfectly 
over a number of areas.: 10 parts content, one part sales. Those 10  parts 
could be yours if you are a prolific writer and you blog every day, and I do 
know people who do this who write a blog every day. Then this is completely 
acceptable to have 10 parts contents, articles you’ve written, and then once in 
every 10 posts you can promote your book “hey, I’m giving away my free e-
book today or I'm speaking tomorrow so why don't you come along”.  
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You’re not bombarding with “buy my book, here is me, I’m speaking tomorrow 
wouldn’t you come?”. Coz we’re getting sick of that, spam me stuff: But most 
of people say: have a look Keith and Annemarie sharing good stuff and there 
is Annemarie’s book, why don’t we get that or Annemarie is speaking 
tomorrow, why don’t we go. 

AMC: Yeah, and I love the way that you’ve said how better are the articles 
and things like that because as people are reading those tweets you’re 
showcasing your knowledge, and they’re more likely then to wanna know 
more because these tweets that you’re sending out and that you’re sharing 
are just so incredibly weight that they want to know more.  

KK: The time that the 10/1 rule works really well when  you are very prolific, if 
you do love writing articles, and you know you’re quite capable of running one 
a day or in a week, then borrow means using the ten to one articles writing 
scenario for yourself. But for people like me who hate writing, and you know I 
don’t get interview on the radio every day, so I like to share other people’s 
stuff because I like to full my field with useful information even if it didn’t come 
from me. For example, I love Twitter but I’m not very good at Google +, I don’t 
know anything about YouTube and I’ve got really good friends in Florida who 
are actually excellent at making YouTube videos so I share hers stuff all the 
time. Because my tribe is interested in that. 

AMC: And that really fits in the “Share, Share, Share”. That’s the fifth point, 
isn’t it? 

KK: Gary Vaynerchuk says it very very well:  

“Give, Give, Give, Then Ask”.  

That is my mind trap, that’s the reason for being for me you know. I just hate, 
in big capital letters, when people spam me. I’m very happy to help, but don’ 
hit me too hard too early. 
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AMC: Yeah like “Hi Keith, great to connect. Can you share this for me?” It’s 
like “hum yeah whatever”. 

KK: So I camp for the promise that everyone is awesome and we all want to 
help each other but give everyone a bit of slack. It’s share share share, then 
ask. I want to give you a really cool example I’m gonna talk in the next 
episode about Tweet Reach, this idea that it’s so much about how many 
followers you have, it’s how many followers you have who is sharing your stuff 
and what’s the collective reach of all your followers. And one particular that 
there’re 3 million people who saw my tweet, I have 31 000 followers. So 100 
times more people saw my tweets because I’ve been over a really long time 
sharing lots and lots of stuff. An one particular guy who has 692 000 followers 
and another guy who has 332 000 followers and this really cool radioman 
answer who has 2 million followers ; just decide “let’s get Keith a hand today, 
you’re speaking tomorrow, let’s give him a bit of a leg up.” And we’re all got 
together. And one particular day, just the stars aligned and 3 million people 
saw my tweets… because, I help them first. I love that, it’s a real vindication of 
my position. 

AMC: Yes, certainly it is. So it’s really important : be a resource, not a sales 
person ; have a strong bio and a good photo ; remember the idea 80-20 
rule and of course “share share share”. Incredible! 

Can’t wait to learn more about Twitter Reach in next week show Thanks once 
again for sharing your brilliance with us Keith. 

KK: No worries, so see you next week! 

 


