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Social Media as a Threat and Thread 
We all need to monitor what we post on public message boards 

known as social media outlets like Facebook, Twitter, and 
Linkedin.  

People are rapidly looking to these properties for information 
about your company and not all of them are potential customers; 

some of them are simply watching for you to leak personal and 
private company and customer information. "The overall threat 

of terrorism is greatly amplified by today's interconnected world, 
where an incident in one corner of the globe can instantly spark 

a reaction thousands of miles away” (John Brennan, CIA 

Director).  

In retrospect, social media is also being used to thread citizens 

together and is a useful tool to inform the public on what you can 
offer them. You have a chance to share news on the latest 

events you hold as well as inform your agents when a new 
product is available. 

For instance, many agencies hold Kickoff Meetings at the start of 
the new year to remind agents what their goals are as a 

company. Many agencies post real-time photos of these events 
on their Twitter and Facebook pages. Posts can also be used as a 

reminder to register for upcoming events. Social media can be 
used as a marketing tool to inform your audience that you are an 

active part of the insurance community. 

 

SOCIAL BENEFITS: 

 Find out what people are saying about your company 

 People can locate you more easily 

 Conversations between you and your customers will 
flourish 

 You can create a positive brand and image for your 

company 

**Information retrieved from: http://www.slideshare.net/fkhater/social-media-for-insurance-
companies 
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Don’t be afraid to show your company in a positive light, but remember to protect 

private information within a public space. Be prepared for what will be said and make 
sure to address all issues good-and-bad immediately.  

 
How to Start Your Own Social Media Marketing Campaign  

 
Many large companies such as IBM, Adobe, and Dell have already implemented 

large-scale social media marketing campaigns. They have enlisted the help of all of 
their employees from customer service representatives to executives to build 

successful campaigns. When your company has a social media presence, customers 
can voice their opinion and it’s your responsibility to respond quickly and either thank 

them for their compliments or solve their problem. Not all of their feedback will be 
positive, but you can show your customers you are listening to their needs by 

assisting that customer and turn their negative experience into a positive one. 
You might be saying that your company is too small to start a social media 

campaign, but remember that great companies too were once small. You can build 

your insurance empire by reaching out to potential clients, and social media assists 
with that process. Getting Attention is the first step and ensuring you receive the right 

type of attention is the follow-up.  
You might start by identifying which types of social media you want to enlist to 

spread the word about what your company has to offer. For example, let’s choose 
Twitter, Facebook, and Linkedin as your three major social media tools. You can start 

out by creating a basic page in all three that pinpoints your company’s key elements 
such as your office locations, contacts, and types of products you offer. The real 

magic happens when you start connecting with people who offer the same products. 
We no longer have to look at other companies as the competition; rather we can look 

at them as a resource of customers. They might not offer the most competitive 
package at the right price, but maybe you do. Although this can be an argument for 

the other company as well; you must relay to your customers you are there for them. 
As you build a network of connections you will soon discover that people are 

following you. When your list grows, consider adding information about events that 

your company is participating in or helpful links and articles that your contacts might 
enjoy. For example, in the winter it might be helpful to post a link about ways to drive 

safely in the snow. Show ways in which your company volunteered or went above and 
beyond in a difficult situation. For example, Your Company volunteers every year for 

the Race for The Cure and here are some pictures from the event held last July.  
Your network of customers and potential customers can also assist in helping 

you discover topics they are interested in. By paying attention to their posts, 
questions, and concerns, you can start building a relationship that customers can start 

believing and trusting in. The most aggravating situation for a customer is when they 
are looking for an answer, but nobody ever responds. If they don’t get an answer 

within a certain amount of time, they will look elsewhere for a solution. Once your 
build your social media campaign, maintain daily maintenance. This is crucial because 

your network wants to see current information because it shows your company is in-
the-know.  

Responding and Reflecting helps your company to take off its mask and build a 

human relationship with your customers. In the past, most of us would never have 
access to speaking with a high-level executive about a problem with a company. Now, 



these executives have their own social media accounts and you can send them a 

message directly. As you get used to your social media campaign, creating a personal 
account might also be an option.  

Another way to gain feedback from your connections is to feature a survey or a 
poll. You can find out anonymously how people feel about your company and what 

they expect from you. This feedback plays a valuable role in ensuring your company is 
on the right track to creating a positive impression in your customers’ lives. You can 

even post questions on your pages to get the conversation started. For example, you 
might want to ask about past/current claim experience and if coverage is meeting 

their expectations. This type of information might alert you to problems within the 
claim process that need to be addressed or maybe a particular employee who should 

be recognized for their outstanding customer service. 
Another service social media features to business customers is a way to 

promote posts through advertising and also provide tools to help monitor the traffic on 
your page. These tools promote your business to specific customers who may be 

searching for insurance-related information as well as how many of them visited your 

page on a daily basis. Analytics provide useful information as to the direction of your 
social media marketing campaign. If you find that you don’t have a steady flow of 

people visiting your page, this can alert you that you need to advertise and make 
more connections. Analytics provide information about the customer’s particular 

interests, how they found you, and also relay if promoting your posts is the reason 
they are there.  

 Now that you are ready to take your company social, remember three key 
elements: Be current, be attentive, and engage. A social media marketing campaign is 

an on-going job and it needs to be nurtured just like a real relationship. Please feel 
free to email me at wurzsl@sunyit.edu or leave a message on Wordpress or Twitter 

#ethicalins with any questions or concerns you might have on building your social 
empire.  
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