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F irst – Our Big   & Juicy    Promise{ }
Hi, there. It’s Andrea here. 

Well, actually it’s Andrea and Phyllis.

We’re really happy you picked up this report because it’s full of information and ideas 
that will help you easily earn an extra $1000 a month as a social media manager.

Why we wrote this 
There are a lot of crazy people making some crazy promises out there on the Web. They 
tell people they can make a fortune in the social media space and they might as well just 
quit their “real jobs” now and get on with making all of this said cash.

And frankly, we’re tired of hearing it.

We’ve been in this space for a long time – well at least as long as Twitter, Facebook and 
others have been around – and while there is plenty of money to be made, we’re a lot 
more interested in helping you create the kind of business you enjoy and that you can 
sustain over the long-term.

We also know that promising you that you can make $10k a month as a social media 
manager may sound super awesome (and you certainly can make that and a lot more 
as we’ve experienced), but we also know that once you fi gure out how to make that fi rst 
$1000 a month, then it’s just a numbers game and you’ll be able to blow it up as much 
as you want from there.
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It’s just that the first $1000 is always the toughest.
So we’re here to make it less tough.

So, because we wrote this because of a combination of empty promises we keep seeing 
online and us having a strong urge to prove a point about what it really takes to build 
a business and make money as a social media manager, it is going to be light, fun and 
super easy. Really.

So, the promise? 
You will get clear on what you can and want to off er your clients.

You will fi gure out who you want to off er your services to.

You will learn the key to claiming your place around the “experts” table and how to 
leverage that expertise to build a loyal following.

The secret to positioning yourself to your potential clients so that hiring you is the clear 
next step.

As well as some other stuff .

Who are we?
Before we dive into the goods, we’re going to tell you a little bit about how we got into 
the social media game and why it’ll be good for you to listen to us...
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    From Andrea’s mouth{ }
I fi rst started using social media to promote my in-home wine tasting business (talk 

about living the dream!) and I loved both the wine and the social media.  And I quickly 

reaped the benefi ts of using various social media platforms.

Because I was having so much fun and seeing some great results, friends and business 

owners would steal my ear every change they got. I began consulting with them just 

as the supplier of the wines I was using went out of business. It was a frustrating time 

because my wine tweeting was really working and I didn’t want to lose momentum. So, 

I decided to start a blog in the voice of one of my Improv Comedy characters, Grandma 

Mary, Social Media Edutainer.

My client list fi lled up, I started teaching local workshops, and I ran online webinars.  

Soon I was invited to speak all over the world, I became the Social Media Manager 

for Social Media Examiner (one of the top blogs worldwide on social media) and I was 

tapped to co-author the book “Facebook Marketing All-in-One for Dummies”.

I never could have predicted it would come to this from that fi rst nugget I posted on 

Facebook about wines all those years ago. I’m living proof that if you just pay attention 

to what you love doing, you can eventually make a living doing it.
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    From Phyllis’s mouth{ }
For many years I made my living as “Miss Phyllis”, an award-winning children’s enter-

tainer and performer.  (You can understand why Andrea and I teamed up!).

Once I retired from that I satisfi ed my “need for geek” and went online.

I created a leading edge e-commerce site way before it was the cool thing to do.  It 

wasn’t pretty but it was commerce.

I loved researching and learning how social media worked so much that my own experi-

ment in creating an online presence was recognized and in 2010 I was asked to co-write 

“Facebook Marketing All-in-One for Dummies” (along with Amy Porterfi eld and Andrea 

Vahl). In 2011 I wrote “Social Media Marketing eLearning Kit for Dummies.”  I also have 

a regular column in iPhone Life magazine and in other on and offl  ine publications. I love 

working with my clients and speaking to audiences all over the world about how to use 

social media to build a following, increase brand recognition and grow your business.

Okay then. Without further ado, here are the three steps you 
can take to add an extra $1000 to your income each month.
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Some of the different types of services you can offer are:
• Social Media Training:  You can off er either group training or one-on-one training 

to help business owners and marketers get up to speed on how to use social media.  

Decide on how you will package this training – will it be a one-hour session or will 

you off er a bundle?  Will you set up the training and invite people to come or travel to 

your client’s location?

• Social Media Webinars:  This is similar to the training described above except the 

training is done virtually.  If you do webinars, you’ll need to have a way to deliver the 

webinars with a webinar service and take online payments.  You may also want to 

record the webinars for playback or package them up into a product that you sell.

First you need to know what you’re go-

ing to off er.  There are many diff erent 

services that social media managers and 

consultants can off er and it helps to spe-

cialize so that you can become an undis-

puted expert in your fi eld and also create 

systems to make your job easier.

Decide on Y our Servicesstep

#1 
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• Social Media Done-for-You Services:  With this service, you do all the posting, 

maintenance, following, spam removal, etc. for the clients.  Many clients want this 

service desperately because they don’t have the time to do this themselves.  There 

are so many business owners who know the importance of social media but don’t 

want to keep up with all the intricacies of doing it right.  You may also off er things 

like content creation for their weekly blog post or newsletter.

• Social Media Setup Services:  Many business owners don’t know how to setup their 

social sites so that they look good, are optimized with keywords, and attract the right 

people!  You can off er a basic setup or a higher end setup with initial posts, initial 

work on growing their sites, and other special touches.

• Social Media Strategy Outline:  Many businesses want a strategy roadmap for 

what they need to do over the next 6 months or a year.  They want you to outline 

their activity and then just implement it.  This involves researching what their com-

petitors are doing, watching what is working in their industry, and then helping them 

understand what actions they need to take to achieve their goals.  

• Social Media Products:  You may want to off er some easy packaged learning prod-

ucts for people who want to learn social media but can’t aff ord to hire you at the 

moment.  An e-book or an on-demand webinar are perfect for this and a great way to 

supplement your income. It’s important here to focus on one specifi c aspect or strat-

egy so you don’t overwhelm them. Ideally they will check it out, attempt to do it on 

their own, and then end up hiring you to do it for them.
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You may also want to decide on a niche that you want to serve.  If you have 

a particular background or specialty, that makes it easier.  For example, if 

you used to be a Realtor (or you still are) you could specialize in helping Re-

altors and Mortgage Lenders learn how to use social media.  Or maybe you 

just really like jewelry and know a lot about it – you can narrow your niche 

to serving jewelry businesses.  You could also decide to focus just on your 

local market. 

As you can see, there are many diff erent services to off er. Now you just 

have to pick the one or two you’re most interested in off ering.  In Social 

Media Manager School we go in-depth on setting up your perfect product 

and services off erings.
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Now that you’ve decided on your services and your niche, you have to think about how 

to price your services?  Here are some suggestions if you’re just getting started:

• Research the market:  Do some Google searches such as “social media consultant 
rates” or “social media manager pricing” and you’ll come up with some pages where 
people list their prices.  Not all sites list their prices but some do.  I don’t suggest 
just picking their prices though – you need to know how much it costs to deliver your 
services.

• Understand your overhead:  If you’re familiar with freelancing then you know 
that you have to price your services according to your costs.  The great thing about 
a social media manager is that you can have very low overhead and therefore you 
can create a profi table business quite quickly.  But make sure you know how much 
it costs for things like your smart phone, your website, any programs that you might 
pay for each month and so on.  

• Don’t charge less than $35/hour.  If you’re just starting out you may be tempted 
to charge low rates for your one-on-one consulting.  But you need to charge at least 
$35 an hour for a single session so that when you off er packages you can give your 
clients a break if they buy multiple hours at once.  An even better rate is $50 hour.  
As you get more experience, you can charge more.  We charge $200/hour and up for 
our rates (and still have plenty of clients!)

• Off er standard tiers of service.  You may want to off er tiers of service such as 
“Basic, Standard, and Premium” or “Bronze, Silver, and Gold”.  Clients then have the 
option of choosing the level of service they want and you don’t have to do custom 
quoting every time.  There will times when you have to do custom quotes but the less 
work you can do on pricing for every job, the better.  Social media done-for-you can 
have a wide range in price but typically run $350 for a very basic posting package.

Pricing
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Now let’s talk about getting to that magic $1000 number.  

If you charged $50/hour for your consulting, you would just need to spend 

20 hours per month working.  So that’s 5 hours a week and one client a 

day.

But maybe you don’t want to spend all your time consulting. Maybe you 

also want to run a workshop once a month.  Workshops can range in price 

depending on the length, the demand in your local market, and your target 

audience.  But let’s say you started off  basic and charged $50 for a 3 hour 

workshop (a great deal!). You would need just 20 attendees to get to $1000 

(minus some possible room rental).  Or you can target just 10 attendees for 

a $500 sale and supplement the rest of your month with other services.

If you off er done-for-you services at the most basic level, that’s only 3 cli-

ents you need to make the $1000/month!  

As you can see, once you decide on your services, you can quickly calculate 

what it will take for you to get to your magic number.  Then all you have to 

do is make a plan to get there.

How to Get to $1000k{ }
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This is a lot easier than it sounds. I’m not saying that you should run 

around calling yourself an expert if you’re not, but in reality, when you start 

out, you only have to be an expert in the eyes of the people who are going 

to hire you. There are a lot of people and business owners who know NOTH-

ING about building a presence on social media. Cut your teeth with them, 

gain some experience and expertise and then grow from there.  

Establishing yourself as an expert just means that you have to show that 

you know your stuff  and that you can deliver what you promise.  Also think 

about a hook that you can use to brand yourself.  Phyllis and I both are en-

tertainers at heart and have branded ourselves that way online so that we 

can amp up the fun while people learn!

Establish Y ourself as an Expert

step#2 
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• Write helpful blog posts or articles.  You can blog either on your own blog (we 
highly recommend this to help with your expert status) or by guest blogging on other 
blogs (another great way to reach a big audience and get going if you don’t already 
have a blog yourself.)

• Help other business owners and get testimonials.  Sometimes when you’re just 
starting out, you may need to assist a few people for free in exchange for testimoni-
als or referrals.  This can also be good practice for you to see if you like the business 
before diving in fully.

• Speak at local events or do a free workshop.  Many groups such as networking 
groups, chambers, or Meetup (www.meetup.com) groups look for speakers for their 
monthly or weekly meetings.  Do some online searching to see if you can connect 
with some groups that might need a speaker.

• Help others in online groups.  There are many Facebook and LinkedIn groups as 
well as forums that have people asking questions about how to do things on social 
media.  If you can be helpful and answer questions, you become known as an expert.  
Always make sure you are helping in a genuine and non-pushy way.

It doesn’t take much to become known as an expert – you just have to be deliberate 
about it and consistently provide great content to the people who are looking for it.  In 
Social Media Manager School, we give you some awesome tools to get started (such as a 
series of blog post ideas and resources for searching places to guest post and speak).

Here are some things you can do to start establishing 
yourself as an expert in social media:



www.socialmediamanagerschool.com

The key piece of client acquisition is in putting eff ort into the follow up. You need to 
reach out to people via an e-mail message or better yet, a phone call.  If they’ve attend-
ed one of your talks, send them an e-mail asking if they had any follow up questions of 
if you can help them in any way. 

Spread the word on your own social sites about your new venture.  Many of your Face-
book friends, Twitter friends, or LinkedIn connections may need help or know of a busi-
ness owner who does.

Networking events can be another great way to connect with business owners.  Many 
networking events are free or very low cost and the great thing about networking events 
is that everyone wants to introduce themselves to the social media expert!  (Trust us – 
we know!) There are so many businesses that need your help.

F ill Y our Funnel 
with Clients

step

#3 This is the real McCoy. This is where you 

reap the benefi ts of everything you’ve 

done from steps 1 and 2 so you can 

start bringing in consistent revenue from 

clients who can’t wait to work with you.
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You might also consider connecting with your local chamber.  Many cham-

bers allow you to come and visit a number of times before joining so you 

can see what types of businesses are active in the chamber.  Usually af-

ter just a few meetings you will know if the chamber is a good fi t for you.  

Don’t forget to check Meetup.com for local networking events too.

We also know some plucky social media managers that have targeted local 

businesses that don’t have a social media presence (or have one that is in 

shambles) and made a “house call” to the local business to introduce them-

selves and off er their services.   If you’re feeling bold or you’re really good 

at selling yourself, this could be a great route for you. If you aren’t feeling 

quite that bold, you can set up a free training, print up fl yers, and call on 

them specifi cally to invite them because you noticed they could use a leg up 

with their social media presence.
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There are many ways to get the word out about your new venture and fi ll 

your funnel with new clients.  Being a social media manager can be an ex-

tremely fun and rewarding job.  It’s always changing, you can work with a 

great variety of clients who appreciate your work (because they don’t have 

to do it), and you can do it on your own schedule.

If this sounds great to you, stay tuned because we have 

some more tips in store for you! 

To Your Success!{ }
Andrea Vahl and Phyllis Khare


