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Dell Swarm



Success
Swarm

% Buyers purchase 1st time visit

32% 56%
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% Buyers purchase 1st time visit



Sales vsMentions

Sales Up

Social Down



òChurp, Churpó

Valuable Communities

Like minded hunters

Socialites Buyers

WOM

SCALE



Direct are Buyers

òDirectó traffic

19%
More likely to be a Buyer

5%
Less likely to be a 
Repeat Visitor



Group Buying sales pitch

ñI am more likely to buy 
something because my 
friend likes itò.





376 friends

The Ancients

ü Family

ü School

üUniversity

The Colleagues

ü Places of Work

üClients

üConferences

The Club

ü SPC

üOther clubs



Social Graph

Extended 

Social Graph

ü Parties

ü Restaurants

ü Events

Extended 

Interest Graph

Interest Graph

ü Books

ü Music

ü Movies

Politics

Society

You



Younger Older

Divergent interests with peers



POPULARAMONGYOURFRIENDSONFACEBOOK

Viva La Vida
byColdplay

Lord of the Rings
DVD

NIV ThinlineBible
Zondervan

Michael
MichaelJackson

http://www.amazon.com/Viva-Vida-Coldplay/dp/B000RPTQ1C/ref=sr_1_1?s=music&ie=UTF8&qid=1307521779&sr=1-1
http://www.amazon.com/gp/product/images/0310435773/ref=dp_image_0?ie=UTF8&n=283155&s=books
http://www.amazon.com/gp/product/images/B00192IV9U/ref=dp_image_0?ie=UTF8&n=5174&s=music


RECOMMENDATIONSBASEDONYOURFAVORITEMUSICONFACEBOOK

Cross 
~ Justice

4x4=12 
~ Deadmau5

Crystal Castles
~ Crystal Castles 

Oracular Spectacular 
~ MGMT 



CUSTOMERSWHOBOUGHTTHISITEMALSOBOUGHT

Fat Boy Slim Moby Massive Attack Chemical Brothers

http://www.amazon.com/gp/product/images/B000SXBNG4/ref=dp_image_0?ie=UTF8&n=163856011&s=dmusic
http://www.amazon.com/gp/product/images/B001XK4XAE/ref=dp_image_0?ie=UTF8&n=163856011&s=dmusic
http://www.amazon.com/gp/product/images/B000T00PE2/ref=dp_image_0?ie=UTF8&n=163856011&s=dmusic
http://www.amazon.com/gp/product/images/B000SX89IO/ref=dp_image_0?ie=UTF8&n=163856011&s=dmusic


Tool Service





You

Interest Graph

Extended 

Interest Graph
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CSMB Online & Social Media 

We 
revolutionized
the industry 
once, and
ucƋjj bm
it again

One of the first
to launch online 

discussion forums 

First company to
hit $1M a day in
online revenue

One of the first 
companies to launch 

online support 

First to sell complex 
configurable items



CSMB Online & Social Media 

Dell Online Today
Online:

Dell.com + Premier + Global Portal + B2B + 
Channel Portal + eSupport + Community

An online order
is placed

every 2 seconds

$10B
online revenue

34 languages 
supported

Googled 1M 
times per day

58K
Channel partners
online

150M 
online resolutions
via eSupport per day

170M visits
to community properties

190k
Premier pages

725K B2B
transactions per year

166 countries 13B
n_ec tgcuq gl DWƋ.7

1B
visits per year to 

Dell.com



CSMB Online & Social Media 

BcjjƋq Qmag_j 
Media and 
Community 
Journey
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CSMB Online & Social Media 
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Consumer

Early Adopter
SMB
LE

Public

1995 2006 2007 2008 2009 2010

Social Relationships
Users find each

other online

Social Functionality
Users interact in
new ways online

Social Colonization
Social not limited
ǘƻ άǎƻŎƛŀƭ ǎƛǘŜǎέ

Industry
Evolution1

Strong brands, but nearly 
90% YoYtraffic decline

2K ideas in first 2 
weeks

Moved to segment-
specific blogs

1.3M Followers on Twitter 
today; $6.5M revenue

Premier, Health 
Storms launched

млYҌ ΨŀŎŎŜǇǘŜŘ ǎƻƭǳǘƛƻƴǎΩ

Shown to improve 
conversion by as much as 

176%

Recent implemented ideas 
include backlit keyboards, 

Linux OS

7 core blogs, 100+ 
contributors, 4-5 posts/week

Decreased ability to respond 
due to resourcing

1 CƻǊǊŜǎǘŜǊΣ άCǳǘǳǊŜ ƻŦ {ƻŎƛŀƭ ²Ŝōέ * Data as of October 2009

Social

Network Platforms

Global

Offsite Properties

IdeaStorm

Blogs

Forums

Blogosphere 

Outreach

Ratings & Reviews

BcjjƋq Qmag_j Kcbg_ Fcpgr_ec



CSMB Online & Social Media 

BcjjƋq Qmag_j 
Media 
Marketing & 
Commercial
Strategy
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CSMB Online & Social Media27

4 Steps To Social Media Leadership

Dell.com
Dell Swarm

Best Practice: Best Practice: Best Practice: Best Practice:

1 2 3 4
Online Video 
& Viral 
Marketing:
New Product 
Launch
& Key Brand 
Campaigns

Social 
Commerce: 
Including 
Dell.com 
Improvements 
& Dell Swarm 
Group Buying

Social Media Training for all Employees

Build Fans & 
Followers
Through 
Social 
Networks

Content & 
Listening:
SNS
Blogs & 
Twitter



CSMB Online & Social Media

Social 
Commerce 
& Group 
Buying
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CSMB Online & Social Media

Social Commerce Models

29

ÅGroup Buy

ÅBig discounts (50%+)

ÅAll about coupon 
redemption.

ÅDrives foot traffic 
and site visits.

ÅAuction

Å Inherently social

ÅRating & Review 
driven

ÅCommunity rules

ÅFacebook e- commerce 
(F- Commerce)

ÅPulls personal data from 
your Facebook profile

ÅKnows your birthday

ÅSuggests gifts based on 
personal data



CSMB Online & Social Media

Group Buying For Small & Big Business

30

The Good

ÅDrives foot traffic and site visits.

The Bad

ÅOne- off nature of Groupons .

Å�O�4�U�S�J�Q���N�J�O�J�O�H�P���P�G���T�N�B�M�M���C�V�T�J�O�F�T�T��

And For Big Business?

ÅMargin, customer engagement and 
longevity are all concerns.


