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Agenda

• Today’s web

• What is Web 2.0?

• What is your web site for?
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• Can community building help increase revenues for your business?

– Collaborating with communities outside your business



What can the web do now…?
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And how do we all feel about it?
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Todays web
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Does Web 2.0 matter?
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Is it here today…

© Trovus Limited, 2008.

All trademarks are acknowledged. All rights reserved.



What makes the difference?
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Web 1.0
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Web 2.0
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Who is using it?
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What is a community
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Some questions about your website
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What is your website for?
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What is your website for?
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What is your website for?
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Roadmap to Rewarding Dialogue
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Snapshot of a community
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What do you do next…?
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Building relationships

Begin to 
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Core elements of connecting outside your 
business
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The Long Tail
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Listening to the Web - Real Estate eg

Keyword Count 24Hrs Competing

"sales Diva training" 12 10 0
"Revenue management strategy in sales" 31 26 8
"sales management headhunters" 9 7 0
"sales force recruiting and training for pfizer" 9 7 0
"voluntary benefit s sales training" 15 12 4
"home based pharmaceutical sales training" 15 12 4
"sales coaching for women" 16 13 7
"medicare advantage sales training" 14 12 7
"profesional sales training" 11 9 6
"consultant marketing sales training" 16 13 539
"interim sales management" 36 30 2,740
"Federal Sales Training" 16 13 760
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"Federal Sales Training" 16 13 760
"retail sales training guide" 19 16 1,820
"women sales training" 12 10 747
"mortgage broker sales training" 15 12 1,380
"newspaper sales training" 12 10 929
"train the trainer sales" 9 7 552
"short sale training" 24 20 4,830
"sales training for women" 26 22 7,030
"sales management assessment" 14 12 2,980
"sales training workshop" 9 7 13,500
"corporate sales training" 10 8 16,500
"sales training workshop" 9 7 13,500
"Automotive Sales Training" 10 8 20,700
"sales training" 160 133 5,420,000
"sales management" 41 34 13,000,000
"Sales Management" 12 10 13,000,000
"Sales Training" 17 14 7,160,000



Understanding the Language
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Hearing the Voice of your Customer
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The process to build an external community
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Will they talk to you?
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Understanding Customer need
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What have we covered

• Today’s web

• What is Web 2.0?

• What is your web site for?
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• Can community building help increase revenues for your business?

– Collaborating with communities outside your business



• “Growing Up Digital” & “Wikinomics”, Don Tapscott

• Naked Conversations – Robert Scoble & Shel Israel

Reading list
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• The Wisdom Of Crowds – James Suroweicki

• Marketing to the Social Web – Larry Weber



Contact Trovus:

0845 450 6864

conversations@trovus.co.uk


