Amex Social Hong Kong:

0.09 - 0.14 The first thing that any company should consider | {T{r]/\ Fl=ssK Bt 2 e B B 15 a5 H >
when it looks at social media B EAER

0.15-0.20 as an advertising or publicity platform is to be ISR — i B E R RS SR TR
very clear on the outcome they want. HHAiE -

0.21 -0.26 It can be either to actually raise sales, profile RGBS B R T EE s = ~ BN ]
themselves, brand themselves or whatever it is FISHRES T 4E » =B E MBS

0.27 - 0.31 because only when you are clear can you actually |[K& HEEBPTE/ERER » FREEILHEERT
determine the necessary steps to take. AR o

0.33 -0.37 So, if you ask me, and I talk to all my clients, the |[X|[}t; » ZIRARRIFE EFEM - FRETEEE
first question I always ask them is be clear on the |ZZZkHF » A MHE Y EE — (M REIG 2 E
outcome. AR IR

0.38 - 0.40 Do you want to drive sales? Do you want to R A HEEPE EIE 2 R E R 2
brand yourselves?

0.41 - 0.42 Or do you want to raise awareness for yourselves? | 8 & Z B R /N HJP S ¢

0.43 - 0.48 They all have different approaches and, of course, |3ZEZI| F it HAVFEEIRH NG L 0 B8 0 &
they are all linked,but they all have a different S LR o (HE S AN E TR »
kind of slant to it.

0.54 - 0.56 If you are in Hong Kong and you're looking at WSEANTRAE T - BBt 2 s -
social media,

0.57 - 1.04 one of the challenges you face is that there are IEIRE RGPk — it B R E R E /R
actually two major platforms that operate in KREBEPREEE -

Hong Kong.

1.05 - 1.06 One is Weibo and the other one is Facebook. H—25E > B—EEmE -

1.07 - 1.16 Based on statistics, Facebook currently has a RIFMETER > EHINREXEES60% » Bl
penetration rate of about fifty-six per cent which |tEFH & AHPFE =HAEtt+EEER7
is about 3.7 million users, vis a vis seven million
population,

1.17 - 1.23 whereas Weibo has a user base of about two mstEH PR OB E S - SFEALK
million or about twenty-nine per cent of Hong | #929% -

Kongers.

1.24-1.28 So, if you actually want to use a social media R > A0SR B AE A s i A B T
campaign in Hong Kong, HEEE TS -

1.29 - 1.32 you need to actually capitalise and work on two | {/RiitFEZFI AR &S i A EII S5
different platforms,

1.33-1.35 so that would be one of the major challenges you |3& /B2 /R aIEGHY B AKBREL 2 — °
face.

1.39 - 1.42 Weibo is a cross between Twitter and Facebook | f{EiAHE fATwitter FIflE & MR S »

1.43 - 1.50 in the sense that you can post something and FLEHEIME » R e DAERE _FeERE s = »
then basically you need not have a very good fan | i H A FAFEIIRM AR SRES (T A
base; anybody can actually see it. Ha] UEZIIRAIUE o

1.51 - 1.55 What would actually work well on Weibo is P T EEry i o HaE ER R
similar to what would work well on Facebook - | #H[F]—

1.56 - 1.59 contents that that give you social currency. BFR HERE S IR 2R A & 2 -

2.00 - 2.06 Things that people feel that- if I post this - my MNMRE B2 S — WS FEREE A
friends or people who don’t know me will see me | 25 — FHY AT B IR EE A EaES 5H
in a better light. I st gy, -

2.07 - 2.10 Things that are timely, I guess currently what’s HONEEA S > BSHIEE HEIR T
trending at the moment. F—LL B pg o




2.11 -2.15 Things that have emotive responses. And things N FEL S ER— = - DI
that are practical. HAE S EN—L g -

2.16 - 2.25 These are the four or five different kinds of contents | 45 PUf&E s\, 71 fi A~ [A)fEfE B FE B A &
or categories of contents that normally will go viral |3@H GEAENT 2 BEde FHES TR aE A (EHE -
on social media.

2.30 -2.32 Once you've determined the startwith your — HARMeE LM fE F BB E O S
platform, SELE >

2.33-2.36 the first step is actually to determine what is your | 25— 5t /& HE & H IR IS ETK -
unique selling proposition.

2.37 -2.44 Many customers or many clients out there start out | {d#%% F1R & kA% —BlA E Ear
by saying look, you know, I have the best service,I | » IREE @ BoEfigeie &R
have the tastiest chilli crab, 75 FRBEH SR ER I BRAE

2.45 - 2.52 but when you start... if you don’t start up with (B IR B MG EERg - - WISRARFER G
a unique selling proposition, you get lost out YR IBE SRR » PR S T 5L R
there when you start branding and positioning B B BN » IRt 5 ke o
yourselves.

2.53 -3.00 Ultimately people come and purchase your product | 755 A\ "2 i S 7 L Eks RS HE - #&
or they use your services because you can offer TEN B REESTHE LB R AN Gy —LE By -
them something different from somebody else.

3.01 -3.03 So, I would say that after determining your R » BREGRIRMEC U EER 518
platform,

3.04 - 3.09 the next step actually is to determine what is your | & FibEMEE H RSB ER
unique selling proposition and then build your oK RIZBEREEE IR S B 2/t
social media message around this proposition. A IHREEEH -

3.16 - 3.22 When talking about social media, one of the SRRt A IRy S AR E Y
most common matrices that businesses use is the | f&A B EELF | Y8
number of Likes,

3.23-3.28 the number of visitor hits to your website, but to SR B A D ER LR R o [HEAF
me this is not the most important. EFRK » 5 R B AN 2 -

3.29-3.33 What is more important is the actual engagement | B 1| 85 SR FEMRIR 5 [ R
of the respective customers you have.

3.34 - 3.40 There have been some studies done in the US that | EEHEITHY—EotH 5255 B3R HH » LERPT
say that seven per cent of all your Facebook fans BlaEEREET » H1%0:EE & Ri&r
eventually buy from you. i E R EE AL RS

3.41 - 3.45 Yes, this is important because if you don’t actually |3&—&RFEH EHE » KRB IRAEL
engage them, they don’t share with their friends, M FERR G Bl - (e er Bl e g = »

3.46 - 3.50 they don’t communicate with you and there’s no B AN ER AT » B R L 218
opportunity for you to actually sell your product to |45 18 7 L & fS A -
them.

3.56 - 4.02 Another common mistake among small and R N S — (i R s8R - HEEAD
medium enterprises whenever they go on social M8 _Entac il » gtis S e HESS
media is to constantly sell their product. HOWES, °

4.03 - 4.07 Like, for example, I had a client recently who BpAcER  IEOMA —S%E P &l
actually engaged us to do a social media campaign | FEHEEHFF M B AR A FBd it 22 iiie =
for them. 5 o

4.08 - 4.16 They are actually a Korean skincare company — M —F S N E ) ——IEH R
and they were very concerned and they wanted to |y H O, » S EENEBE € A
constantly sell their product,

4.17 - 4.19 meaning that every post was to sell and talk about | gt iEEt » MY EHENG T-EAESE R
their product. SEmE O EN -

4.20 - 4.25 What we did was we told them: look nobody likes a | FAR A 3R MM AETHESS ZE St

social media page to be constantly sold to;

A E - IR AE =0




