
 

 

 

Use the following steps to stay up to date with your company, customers, prospects and 

competitors with Twitter. 

1. Go to Twitter.com and create a new twitter account. Save your unique password and user ID 

where you will be able to find it later. 

2. Remove the predetermined accounts that you don’t want. 

When you register for a new Twitter account they automatically subscribe you to follow 

popular Twitter accounts such as celebrities or heavily followed organizations. You 

will want to unfollow these accounts to remove clutter from your Twitter feed. To 

unfollow an account just move your mouse over the “following” button and it will 

become “unfollow”. Click it and just like that you are no longer following that account. 

3. Find your company on Twitter. Follow it. If your company is not on Twitter find respected 

industry leaders and follow them. You can always follow this process for your competition as 

well. 

4. Look through the accounts your company follows. 

5. Follow helpful accounts. 

6. Look at who those account follow. Find and follow helpful accounts. 

7. Go back to your company and look at its followers. Follow worthwhile accounts. 

8. Do the same for any new accounts you find. Look at who they follow and follow them. 

9. Find and follow your competitors. Add their followers. 

10. Search for your products using the search features on Twitter and Google advanced search 

page for twitter.com under site search. Be sure to search for “#” hashtags as well. Be sure to 

search for competitors and their products as well. 

11. Repeat this process for each of your products. 

12. Use Twitter lists to organize your feeds depending upon Customers, Products, Competition 

and your Company etc. 

13. Follow @salesconcepts for useful tips and insights on selling! 

https://twitter.com/
https://www.google.com/advanced_search
https://www.google.com/advanced_search
https://support.twitter.com/articles/49309
https://support.twitter.com/articles/76460
https://twitter.com/salesconcepts

