
 

 

How Google Hangouts Can Bring Your 
More Customers 

Do you know how your customers and clients find local businesses nowadays? 

Okay, so a small percentage might still use the Yellow Pages, and even more might 
ask their automobile’s GPS device… but it has become the cultural norm for 
people to search for local businesses on their mobile phones.  (According to 
Google statistics, over 85% of its 400 million users do this.) 

And your potential customers search for your business – and your competitors’ – 
while they are actually out and about, on their way to locate whatever object or 
product their hearts are set on finding and buying. 

Another factor you can’t afford to ignore:  The conversion rate (81% of the 85% 
we’ve just been talking about) take direct action on their Google mobile searches. 
People on mobiles are looking to make a choice and purchase – and they do. 

So what does this have to do with Hangouts? 

Hangouts push your business towards the top of Google search results – as 
well as make customers aware of you – boosting your chances of being found. 

1.  What is a Google Hangout? 

A Google Hangout is a group conversation via video chat, supplied by Google.  If 
you’ve ever used Skype video calling, that will give you a good idea – except that 
with a Hangout, you invite more than one person to join in the conversation.  It’s a 
virtual meeting of real people – online. 

This is what a Hangout looks like… 

 



 

 

(That’s right – even President Obama uses Google Hangouts.) 

You can invite up to ten people and if you are using Hangouts on Air, this means 
your Hangout streams, live, while being automatically recorded to YouTube – just as 
President Obama’s Hangout was, in our example. 

The person currently speaking appears in the large window, and the participants 
appear, courtesy of their webcams, in the small boxes, below the main screen.  
Everyone participating in the Hangout can see each other. 

 

Only ten guests may participate – but if you use Hangouts on Air, thousands more 
can watch your Hangout as it’s happening – live.  And it is simultaneously recorded 
to the host’s YouTube Channel.  (That’s yours; or the employee you designate to 
host and hold it.) 

You can also hold a regular Hangout.  It’s not streamed live; and it’s not recorded.  
Again, attendance is limited to ten guests.  You can invite more – but only the first 
ten who accept will be able to participate; the rest are out of luck (which tends to 
make people really interested in your Hangouts accept quickly, the next time, if 
they’ve found themselves excluded). 

Don’t worry about the mechanics of hosting a Google Hangout right now:  (a) It’s 
really easy and (b) we’re about to explain that to you in full but simple detail. 

Section One of this report will deal with specific ways to increase your business 
with Google Hangouts, creating highly targeted, emotionally bonded customers. 

This will allow you to decide if Hangouts are a good mix for you and your customers 
before investing time in set up. 

Section Two will go through the mechanics of how to do it. 



 

 

Section One:  Making Google Hangouts Work for Your Business 

Today’s business no longer has a captive audience.  People don’t come to your 
store for the reasons they used to frequent it.  There is no more customer loyalty 
thanks to mobile devices and computers, which in less than a minute or two allow 
people to: 

• See exactly how many businesses of your type are located within driving 
distance 

• Find: 

o The best deals 

o Similar stores (e.g. shoe stores) selling exactly the brand they want 

o Stores with a discount or coupon offer 

• View your storefront, if you’ve been smart enough to upload photos to 
directories – and to Google Plus Local  

• Take a 360° virtual tour of your business interior, if your store is using 
Google Business Photos 

 



 

 

• Find you almost instantly through Apps, using focused social/mobile 
directories such as FourSquare or Swarm  

 

• Instantly find and read reviews in directories such as FourSquare – or in 
Google Plus Local listings for the business type your potential customer is 
searching for 

 

In other words, Google has gone out of its way to cater to local businesses – and 
customers. 

The sheer multitude of Google promotional options alone (free and paid) ensure that 
Google platform results is what your customer will find immediately, when he or she 



 

 

starts a location-based search for your type of business.  And instant results is what 
today’s consumer is all about.  

Still not convinced?  Just look at this report on Google’s 2013, according to authority 
online newsmagazine, Mashable  (reported in the screenshot below on – you 
guessed it – Google Plus). 

 

Since its launch in in 2011, Google Plus (the Google social network equivalent to 
Facebook) has gone from forty million users to four hundred million.  And it has also 
undergone several facelifts, tweaks and makeovers along the way. 

This shouldn’t worry you:  Each refinement is responsible for the massive increase in 
Google’s web stats, which tells us the makeovers are working.  And Google is 
concentrating not just on the general public, but on small businesses (and that 
includes local, bricks-and-mortar businesses, like yours). 

There are so many Google Plus options for businesses to choose and use. 



 

 

By all means, claim your spot in Google Plus.  Upload photos of your business that 
will help people to: 

• Recognize your building/storefront and feel familiar with it – before they even 
visit 

• Brand your business sign, name, logo, font and colors 

• Give searchers a feel for your business’ personality and tone 

• Create ambience before they’ve ever set foot in the door 

• Let them know what a cool place your store is 

• Let them know what a great selection of products you have 

• Let them know what to expect 

And it is that last point nowadays that seems to be most important to searchers. 

 

  



 

 

Another strategy you can use:  Encouraging people to leave reviews on Google 
Plus.   

 

(Suggest leaving a review right on your menu, business card or receipt.) 

But great as all these Google Plus features are, the biggest advantage is often in 
favor of the searchers – unless you, the business owner, understand them (and how 
they inter-relate).  When you use Google Plus in a strategic manner, the advantages 
can be both for you and your customer. 

So claim your business listing and upload photos  for Google to display.   

 

Then set and forget – and focus on an even more powerful Google tool – Google 
Hangouts for Business 

Why You Should Use Google Hangouts 

Up until this point, many of your competitors will be running neck and neck with you 
on Google Plus.  Here’s where you get proactive and give your business the edge.  
The advantage of getting into Google Hangouts as a business right now is that you’ll 
almost certainly be ahead of an overwhelming majority of your direct competitors.   

Hangouts look and feel live, creating immediate, personal, one-on-one 
interaction and allowing you to deliver above-and-beyond Customer Service – 
and connection. Investing time in reading about and implementing Google Hangouts 
now will leave you at the leading edge of a trend that few local businesses yet 
understand. 



 

 

1. The New Google Hangouts 

Google Hangouts is no longer all about just video conference calls; it now “unifies” 
chats and audio calls too, replacing your other Google chat solutions (Google Talk, 
Google Chat and Google Plus Messenger). 

Google Hangouts is able to synchronize Hangouts across: 

• Computer desktops 

• Mobile devices (Android; iOS) 

• Gmail 

There is even a Google Hangout App!   

What this means is that your customers and clients now have a wider set of options 
for joining in a Hangout – from anywhere, across multiple devices.   

Problems with Hangouts 

People are not always (a) aware that Hangouts exist (b) aware of how to use them.  
This is where you can walk your customer through what you want them to do with 
minimal instructions and maximum fun.   

They don’t need to understand the technology:  They just need to understand what 
to do next.  Those who are techno-savvy will love your approach.  And if your 
incentive to join the Hangout is juicy enough, many of those who are not will (helped 
by your simple directions) join anyway. 

Here’s what you have to do: 

1. Create or tweak your Google 

2. Create a YouTube Channel for your business 

3. Brainstorm an “event” for your business (a combination of online-and-offline 
works best) Ex. If you are a Travel Agent: Talk about the things you can see 
at your destination. 

4. Create a landing page with sign up form for your Event 

5. Promote it 

6. Include a Google Hangout as part of the event – or make your Hangout the 
actual event. 

In Section Two, we’ll talk about the mechanics of how to perform each step.   

Next, you’ll find an actual, real-life case study… 



 

 

Case Study # 1:  Earl’s Kitchen & Bar 

This small chain small chain of steakhouses strives for a trendy, upbeat, pub-like 
atmosphere similar to the Keg.  It is busy, lively and the focus is on fast turnaround 
and presentation. 

It also obviously has a strong marketing plan, and wisely features a Promo menu tab 
so people can quickly check out the latest specials.  In addition, if you click the 
“What’s Happening” link in the bottom right corner or access the Promo page, you 
will get a pop-up showing you the latest promo, event or deal. 

 

Earl’s is not shy about using Google Hangouts, as their published results of a recent 
promo even show (even combining it with a Twitter Party for maximum 
excitement).… 

 



 

 

What They Did Right:   

• Created a YouTube Channel and branded it with their colors, name and 
product photos 

 

• Promoted their upcoming hangout on their YouTube channel 

• Claimed their Google Profile on Google Plus Local and uploaded photographs 
and a description, continuing their branding 

• They published the results of their promo – including highlights such as the 
giveaway of five $100 gift cards to five participants and the best answers to 
the five questions they asked  

• Created a hashtag for the event (#steakredemption) and publicized it 

• Shared the link to a replay of the event  

• Created a totally interactive event – Earl’s even had a celebrity guest chef 
answering questions and giving tips  

• Went on to their next promotion, keeping up momentum 

The projected result:  Made people want to not miss the next Google Hangout and 
Twitter Party. 

  



 

 

What They Did Wrong: 

As proactive as Earl’s was in creating their Steak Redemption Event and Hangout, 
they did make one and possibly two glaring errors… 

• They used the Ow.ly link shortener, when providing the replay URL.  Ow.ly 
links are blocked by many websites, internet service providers and social 
platforms due to security issues 

• They did not check to make sure their URL link actually worked – which 
it doesn’t 

Only one error – but a critical one, if you actually want people to view your Google 
Hangout recording!  In fact, it undoes a good percentage of all your hard work. 

Always remember:  Integrating every aspect of any promotion is crucial.  And 
correctly integrating every aspect is even more so! 

We can only guess at other factors, such as how thoroughly did they test their 
results.   Checking results involves installing (and correctly using) Google Analytics 
and other tracking software. 

 

And seeing how many new subscribers you gain from people who attend (or sign up 
for) your Hangout 

You can do that for your business by making sure you have: 

a) A landing page for people to arrive on, when they press any of your links to 
learn more about the Hangout 

b) A web sign up form, so that people attending your Hangout can become 
subscribers – and be notified of the next Hangout 

Remember:  The most important part of any campaign is your measurement and 
results.   

Let’s look at another local business… 



 

 

Case Study #2:  The Biggest Loser, Malibu Resort 

Again, this local business is actually one of a chain – in this case, the promotion 
focuses on the Malibu resort its goal seems to be to inspire Hangout viewers to go 
for the burn at one of these resorts in person.  And yes, it’s connected to “The 
Biggest Loser” TV show.  

Although it offers an “at home” program, The Biggest Loser combines actual resort 
locations with its online and television community, so they are covering all bases. 

 

They also have a landing page for their Google Hangouts. 

 

This chain does so much “right”, let’s jump right in and check them out… 



 

 

What They Did Right:   

• Embedded their actual recorded Hangout right on their web page 

• Had an actual staff member introduce the guest expert, nutritionist Cheryl 
Forberg, giving impressive and user-centered credentials 

 

• The Hangout itself has a clear and specific purpose beyond sign up and 
information – it focuses on their big bonus; their own “Unique Selling 
Point” – the sense of community and “round the clock” support.  It also 
showed a short video of their resorts, linking it with “The Biggest Loser” TV 
show  

• Got interactivity going by asking viewers and guests to participate by raising 
their hands in answer to various questions 

 



 

 

• Ended the Hangout with a clear, specific call-to-action 

• Cross-promoted their Google Hangout in advance on social networks 

 

• Shared promotion of the Hangout on social networks with “Public” setting 

 

• Focus on specific problems their target viewer might have 

o Blood pressure, with medications necessary 

o High demand jobs 

o Diabetes, Type II 

  



 

 

• Not stopping at the “usual” social networks; targeting specific social networks 
their viewers show high activity within, such as Tumblr 

 

• Promised to post detailed answers and resources after the Hangout – then 
Moderator/host told audience where to find these 

The slew of Google results attested to the thoroughness of their pre- and post-
promotion. 

 

Finally… 



 

 

• “The Biggest Loser” includes social sharing icons prominently on their website 

 

What They Did Wrong: 

It’s hard to find anything they did wrong:  Although the Hangout used in this example 
featured a mix of promotion, advertisement, Hangout participants, guest expert, 
caller questions and more, all of it was focused towards reaching the exact target 
client – significantly overweight people with health and lifestyle challenges.  So while 
elements like the advertising could have been irritating, its message was so targeted 
it would have been interesting to the right viewer. 

The only fault? 

• Did not claim or personalize a dedicated Facebook Page for the Malibu resort 

• Did not at least upload a Profile Photo  

 

 

This would have maintained interaction among Facebook users. 

But in all fairness, after the focused, thorough coverage of their online potential 
marketplace, one has to ask “is one really necessary?”  It is obvious that there was 
professional-level study done of their target market’s social networking habits, so 
perhaps they don’t find a lot of clientele from Facebook. 



 

 

What Else These Two Businesses Could Have Done 

There is one more action these businesses could have taken.  They could have 
educated their viewers on how to attend – and get the most from – a Google 
Hangout. 

The sound quality of some of the responses on the hangout for “The Biggest Loser” 
in particular was particularly poor:  Simply telling people to use a headset with a 
microphone instead of relying on their computer or webcam’s native sound system 
would have sharpened and clarified the sound considerably, if participants had been 
able to use headset microphones. 

That’s just one example.  You’ll find more suggestions in Section Two.  

What These Case Studies Mean for Your Business 

Okay, so you’re not the franchise owner of a “big chain”.  You have maybe two 
stores, tops.   

Pay attention to these next two points carefully… 

• There is no reason why you cannot promote your small business or store 
using Google Hangouts as successfully as “The Biggest Loser” resorts 

• If we had to use “bigger chain” case studies after searching Google Hangout 
results, this means your competitors are not yet taking advantage of Google 
Hangouts to create: 

o A community 

o Customer or client engagement 

o Customer or client trust 

o Customer or client loyalty 

Run great Hangouts – and do so regularly and consistently – and you can “program” 
customers and clients to bypass even your best and biggest competitors.  They will 
automatically turn to you (and perhaps access past Hangouts) for answers they 
need. 

In Section Two, we’re going to share what you need to do and how to do it.   

Hangouts are immediate, live, and above all, real. 

If you think you might like to take advantage of Hangouts for your business, read the 
next report, Planning Your Google Hangout 

 


