
Face up to it and get social in 
your library
Every library needs to market and promote their library to ensure 
customers know they exist. Newspaper sales, phone directories, 
and magazines are all losing their impact in society and it is harder 
to get your message across using these media formats. I am not 
suggesting you stop doing this form of interruption marketing, but 
you do need to spread your message a lot further using different 
media.

The first challenge is, do you spread the message? In the good 
old days, you had control of your marketing message, but today 
the reverse is true: the consumer has control of your marketing 
message and that w ill not change. The game has changed forever 
and a lot of libraries are being left behind.

A retail exam ple of this occurred recently. It happened in a 
hardware store in Connecticut, USA at 9.00am. A customer went 
into the store and the cashier processed their query and took the 
sale without looking at the person, and carried on talking over 
the phone to their friend. When the transaction was finished, the 
customer asked "Do I get a thank you for dealing with you?" The 
salesperson looked up and said, "It is on the receipt; what else do 
you want?" I heard about this incident about three hours later in 
Western Australia -  the wonders of the social network.

The customer is now in control and can spread the message 
about your library, for good and bad, around the world in a 
matter of seconds. The key is that you should be a part of the 
communications chain. You cannot own it, but you must be part 
of it.

Read the book
If you are puzzled about what the social media is all about and 
how to use it for your business, then a good place to start is to read 
Raul Cheney's excellent book, The Digital Handshake, 7 proven 
Strategies to grow your business using social network.

When I present at conferences I ask how many people in the 
audience in their leisure time are involved in social networking; 
on average about 75% of people put their hands up. When I ask 
how many organisations are involved in social media networking, 
I am lucky if I get five hands go up. As customers we are talking 
about our experiences with libraries and retailers, but as libraries 
the majority of us are not getting involved in the conversation.

Look at the facts: 22%  of the world's population are online, 200 
million are on Facebook, and 125 million on My Space. That is 
before you consider the 133 million bloggers and 195 million cell 
phones used in the USA. When it comes to social networking, 
around 62% of the population are involved. W hat a marketing 
opportunity.

Research by Edelman Public Relations in 2006 introduced some 
interesting facts for retailers, and the same applies to libraries.

We may think we are trusted with the advice we offer our patrons, 
but the research shows that we are three times more likely to trust 
comments and advice on social media from people we believe are 
just like us. The result is that 67% of buying or borrowing decisions 
are influenced by word of mouth marketing from other people. The 
consumer today is looking for real advice, not marketing messages.

According to research carried out by Home Textile Today and 
reported on the web on February 11, 2010, Facebook is the 
top social media with 50% of shoppers using this website and 
following on average five retailers. Is your library being followed 
on Facebook?

What does this mean for you?
W hat worked in the past w ill not work in the future. You need 
to be doing less with traditional marketing and more with social 
networking channels. But, where do you start? There are numerous 
avenues out there and you could soon get lost and give up.

I am a great believer in keeping it simple.

Facebook is being used by many businesses with great success. 
IKEA, in Malmo, Sweden have their manager promoting furniture 
on Facebook and this is working tremendously well. A chain of 
pubs in the UK are using Facebook to drive their business and 
anyone who goes to their Facebook page can download a coupon 
for a free ice cream as a dessert when they order a meal. It is 
time for libraries to get on board the trend and start marketing 
themselves on social media tools.

Make sure you tag your library name with Google so that if any 
one mentions your library you can see what they are saying and 
respond quickly and join in the conversation. You may be able 
to diffuse a difficult customer service issue or reward a patron for 
promoting your library.

Leading retailers are experimenting with social networking to see 
what works for them and what does not. Leading libraries need 
to do the same. The key to success is for all service providers to 
jump in now -  to leave it could be the most damaging thing you 
do to your organisation in 2010.
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GORMANS REMOVALS 
LIBRARY MOVING PROFESSIONALS

STACK MOVING
Works In Conjunction 

With Your Carpet Layers

RECARPETING
Don’t Pack! Let the Professionals 

Lift It Up and Move It Across the Room 
Keep Your Collection Intact 

The Proven System That Works 
Protective Materials for Floors

For over 45 years, Gormans 
Removals have developed 
and built specialist equipment 
to take the hassle out of 
moving office and library 
equipment.
We adopt a systematic 
approach to all moves. This 
includes detailed planning by 
photo taking and mapping 
to ensure all items moved 
go back to exactly the same 
place.
A major advantage of our 
stack moving system is that 
you can leave 98% of the 
books on the shelves. This 
maintains the catalogue 
order of the books and 
reduces the possibility of 
stock damage.

We work in conjunction with 
builders and carpet layers to 
ensure minimal disruption of 
your library services.
Other library services include 
complete external relocations 
(i.e. building to building) 
using numbered trolleys to 
preserve the individual library 
cataloguing systems.

Brisbane (07) 3881 3300 Rockhampton (07) 49274522

www.gormans.com.au
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