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About the Author

“No matter how good their product is, they would 
never have sold one bull, pickup, boot or undergarment 

without marketing.”

Matt Brechwald
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WHAT YOU HAVE IN COMMON WITH WARREN BUFFET: 

Introduction

Congratulations on choosing an entrepreneurial venture for your Supervised Agricultural 
Experience (SAE).  By choosing to create your own venture, to take a risk, to be accountable 
to yourself, you join the ranks of many great Americans such as Henry Ford, Warren Buffett, 
Captain Richard King and Sara Blakely.

These men and women all have something in common—they are/were entrepreneurs just like 
you.  Here are some of their respective accomplishments:

Henry Ford started the Ford Motor Company empire.  Ford pickups and tractors are still 
strongly associated with agriculture today.

Warren Buffett owns a commodity and stock holding company called Berkshire Hathaway.  
Are you wearing boots right now?  If so, odds are that you bought them from Warren Buffett.  
Berkshire Hathaway owns Justin Boots, Justin Work Boots, Tony Lama Boots, Nocona Boots 
and Chippewa Boots.  That is a lot of boots!

Captain Richard King, along with his partner, started the King Ranch in southeast Texas 
at a time when that was a life-threatening venture.  Now the ranch is among the largest in 
the world and certainly the most famous.  The aforementioned Ford Trucks premium luxury 
package is aptly named “King Ranch.”  

Sara Blakely, while not as well-known as the three men listed above, risked her entire 
life’s savings to start an undergarment company for women.  Spanx undergarments are 
phenomenally successful, receiving praise from such icons as Oprah Winfrey.  I bet a woman in 
your life is wearing Spanx right now and is more comfortable in the saddle or on a tractor seat 
as a result of Sara’s risk.

The reason I tell you about these four entrepreneurs is that, in one way or another, they relied 
upon marketing.  No matter how good their product is, they would never have sold one bull, 
pickup, boot or undergarment without marketing.  

Marketing is simply getting the word out about your product and compelling people to 
purchase it.  Think about all the Ford commercials you have seen while watching a football 
game on television.  Think about the last rodeo you attended.  Did you see Justin Boots signs 
and banners hanging off the railings at the arena?  

Introduction: What you have in common with Warren Buffet
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CHAPTER 3
YOU ARE ALREADY TRAINED FOR THIS: 

Using Social Media As A Marketing Tool

You’ve heard it before: everyone is using social media.  Your FFA chapter is probably using 
it to keep people up to date with what they are doing.  Your parents and grandparents are 
probably using it to keep in touch with friends and family while sharing their lives.  AND Your 
Customers Are Using It!  

Consider social media a party.  Most of the people who might hire you for your service are at 
this party.  If you want to let people know that you have a business to help them with their 
problems, wouldn’t you want to be at the party?  You need to be on social media.  It is free, it is 
fun, it is easy and your customers are there.  

Social media is the ultimate form of free marketing and involves venues such as Instagram, 
Facebook, and Twitter.

As a high school student in FFA, you are probably very familiar with each of these services.  
What I want to show you is how to use these services that you likely already use for fun and 
entertainment to sell your product or services.  

When I began my business, I knew that I needed to use social media, but I did not know why 
or how.  I had played around with Facebook and Twitter, but never for business.  So, I opened 
a Twitter account under my business name and tried to figure out exactly what I should be 
“tweeting.”  I created a Facebook page for my business, and I asked my friends and family to 
“like” it.  Then things sat without moving for a long time. I decided to read books about how 
much to tweet, what to say and how to make connections online, but it never really made sense 
to me.  

When I started my podcast, the process began to become clearer to me.  I started creating 
content that was interesting to people.  All of a sudden, people (not promotional businesses) 
wanted to follow me on Twitter.  People started “liking” my Facebook page.  Then I discovered 
“groups” on Facebook that were interested in the same things that I was and I joined them.  

Finally the day came when enough people were connected to me on Facebook and Twitter that 
I started to generate leads and business from these services.  Now, when people search for 
information that is similar to my business, they are able to find me.  

GIVING
When you are active on social media, you want to give information away for free.  Remember 

Chapter 3: You are already trained for this
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Notes and Marketing Ideas:
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not to give away trade secrets, secret recipes, and so on, but give little tips and tricks that are 
useful for people.  Demonstrate to your followers that you have a genuine interest in seeing 
them succeed.  Do this by providing them valuable information and asking nothing in exchange 
for it.  

I like to give free expertise about all of my businesses on Facebook and Twitter.  I post every 
episode of my podcast to several groups that are agriculturally related.  I want more people to 
download and listen to the show.  It takes me a lot of work to produce an episode of the show, 
and it is intended to be valuable information.  All of this is free for anyone who wants to listen, 
and I am very active giving this information to others on the Internet.  

You can search for people who are facing a problem that you know how to answer.  When you 
find them, contribute your knowledge.  This person may never be your customer.  However, 
other people start to recognize you as an expert, and they see that you are trying to help others.  
This builds trust and rapport.  

SHARING
In this new, social media marketing world, the days of keeping your business and personal life 
separate are over.  People are discovering that by sharing a little bit of themselves, they brush 
away the mystery of who they are.  They demonstrate to potential customers that they have 
much in common.  Entrepreneurs show that they have families, activities and problems just 
like their potential customers.  

With my business I post pictures of my family.  I tell our “story.”  If I see something that I think 
is interesting, I post it on Facebook and Twitter because someone else will find that interesting, 
too.  This makes me likable and human, which is essential for building rapport.  

You do not want to overshare, however.  There is a line that you do not want to cross.  Let’s say 
that you are going to prom with your significant other, and you want to post a picture about 
that.  This shows that you are engaged in the same activity that so many of your potential 
customers have warm memories of.  It tells your story, and it motivates people to want to 
support you.  

If you and your prom date break up the following week, and you start sharing this part of your 
personal life, you have probably crossed the line.  There is an undefined boundary out there 
that has shifted since your parents were your age.  We now want to know more about the 
personal lives of those we choose to do business with.  However, there is still a boundary.  

As soon as you start posting information that normally has been reserved for the closest of 
friends and family, you can turn potential customers off.  Remember that your potential 
customers have no obligation to buy from you, and there are no rules about how these 
decisions get made.  So, if they feel awkward about you from a post and decide not to buy from 
you, there is nothing you can do about that and the damage is probably not able to be repaired.  

Chapter 3: You are already trained for this
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Use common sense and sound judgment when deciding what to share. You’re building a 
foundation for your credibility and future business.

BE POSITIVE
Your customers do not want to hear about your problems or a negative experience with 
someone else.  Make sure to stay positive and focus on the benefits of your business.  Avoid 
talking about politics or current events that are controversial.  You are guaranteed to make 
somebody mad if you take a stand on issues like that.  Just remember that this is your 
workplace, and you are a professional.  Keep the topics professional and positive, just like you 
would if you were working in a store.  

CREATE A SEPARATE ACCOUNT
You do not want to do business with your personal account.  You might want to post things on 
social media that are not business related.  And, depending on your security settings or how 
Facebook, Instagram, etc. change the rules, your friends and followers might able to post things 
on your page.  So, you definitely want to have a separate, business page where you discuss only 
business and you have control over what of your personal life makes it on there.  

PHOTOS
Ad as many photos to your social media sites as time allows.  Photographs of your newest 
project or you working in the field are compelling for people looking for your service.  If you 
have a particular job that you did, and you can post a photograph of the finished product, that 
is strong evidence for another customer that you will do a great job for them!  If you can post a 
before and after picture, that is even greater evidence!

CASE STUDY: AN FFA CHRISTMAS!

On episode #31 of my podcast, I interviewed Katie Bendickson.  She had started a Christmas 
decoration business for her FFA SAE.  She had been creating Christmas decorations out of 
evergreen trees on her family’s property and selling them.  

Katie had a Facebook account but was not really using it for business.  However, her 
grandmother, who was also on Facebook, took some photographs of the decorations that 
she had made for her and posted them on her Facebook account.  Instantly, all of her 
grandmother’s friends saw the pictures, saw that one of their friends had beautiful decorations 
and wanted some for themselves. This caused Katie’s business to grow, and it also inspired her 
to start advertising her products on Facebook.  

There is a concept in business called “social proof.”  What this means is that you can brag about 
your product or service all day, but potential customers are going to be skeptical about what 
you say because you are promoting your own stuff.  This is kind of like when you meet a person 
who says that they know more about fitting and showing cattle than any other FFA student in 
any high school anywhere.  They may talk a big game, but you want to see some blue ribbons to 
back up what they are saying.  

Chapter 3: You are already trained for this
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Social proof is nothing more than a detached, third party saying there is value in the 
product or service you are selling.  It is essentially word of mouth marketing, but 
done on a social media platform.  Everybody on social media talks about how good 
their product or service is.  When you get other people to say the same thing, you get 
credibility or social proof.

When Katie’s grandmother posted those 
pictures, it did a ton of good for her business.  
It gave examples of what she was selling, and 
people did not have to speculate whether 
or not they looked good.  They could see 
the products right there.  As people began 
to talk about the products on Facebook, it 
demonstrated to potential customers that 
people other than her grandmother liked 
them.  Katie then received social proof from 
the Facebook post.  

Remember that building trust and developing 
rapport with potential customers are parts of 
the sales process.  This is something that can 
be done on social media quite well.  The secret 
here is that you are not asking for anything.  
You are giving and sharing.  

ACTION ITEMS: 
1. Find three “groups” on Facebook that your potential customers belong to 
and join them!
2. Identify three pieces of information that you could provide members 
of your “groups” for free.  This information should be helpful to them in 
solving the problem that they will eventually hire you to fix.
3. Share your tips on solving these problems with your groups.
4. Identify three parts of your personal life that you could share with your 
groups.  Remember not to “over-share.”  So, identify something that will be 
interesting to your customers but does not expose “too” much about you.  

Considering using:
• Awards you have won in FFA.
• Projects you have coming up at school.
• Achievements at school, work or in your own business.  

Chapter 3: You are already trained for this
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YOU ARE READY TO DOMINATE THE MARKETPLACE: 

Conclusion 

You should take a moment to celebrate your success.  That’s right, your success.  You are part 
of the FFA, one of the most successful programs in the public education system in the United 
States.  You have taken the risk of choosing to not only challenge yourself in the FFA, but 
to choose entrepreneurship.  You are a risk taker, and you are already a success.  The most 
successful people in our world’s history have all taken risks.  Without risk, you accomplish 
nothing. So, pat yourself on the back for a moment, and then get back to work.  

You now have the tools to build a business.  Not just a business for your SAE, but a business 
that you could grow and develop after high school.  The best part is that all of the tools given 
to you here cost nothing.  Now you know how to incorporate the most essential part of any 
successful business—marketing—without incurring any further expense.  

You have many free ways to reach your potential customers and tell them your story.  Whether 
you develop raving fans and get them to talk about you, or you create media releases and get 
newspapers to talk about you, you will get them talking.  

The sky is the limit for you, and I am excited to learn all about what you do and accomplish 
in business or otherwise.  You are part of an excellent organization, and you are being given 
the tools needed to succeed.  I wish you all of the luck in the world, and you will learn that you 
create your own luck through hard work.  Part of that hard work is researching, reading and 
learning.  Congratulations for taking the time to educate yourself on these seven free marketing 
methods!

Conclusion: You are ready to dominate the marketplace
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