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● Social media includes so many channels that there is almost always at least one that is 
an inexpensive and impactful way to reach your ideal client. 
○ Connect with current customers.
○ Increase brand and offering awareness.
○ Boost sales and leads. 

● Your competitors are on social media so if you are not, their message will be heard and 
your voice will be silenced.

● Your clients and prospects are on social media and may be looking for someone who 
offers exactly what you offer! 

What is Business Social Media?



● Business Pages are NOT the same as a personal pages. You want to have a mix of 
promotional (sales pitch) posts, industry news and information, differentiation posts, and 
occasionally fun posts that are appropriate for your business. 

● Most social media channels only show any single post to a very small percentage of 
your followers. As people like, comment on, retweet, or share your post, the platform’s 
algorithms identify the post as be interesting and they show it to a slightly larger portion 
of your followers. The more engagement you get with each post, the more people will 
see it so it is critical that you create COMPELLING content.  

● Each business has different needs and audiences so your specific mix is going to be 
based on your message and audience but all social platforms provide some analytics 
tools that you can use to see what is the most impactful and is most interesting to your 
audience.

Business v.s. Personal Pages



Business vs Personal Pages



● All business pages must be associated with an individual person’s account.
● Keep the content interesting. 
● Few businesses need to post every day and even fewer multiple times a day unless 

there is a special circumstance or event occurring. 
● Make sure your photos and shared content have appropriate copyright permission. 
● Videos can be very beneficial and the current algorithm prefers video to photos for 

some posts. 
● Create or share content that encourages engagement. 
● Some industries have limits on what can be posted due to Compliance issues so be 

aware of your specific business restrictions.
● Do not shout into the wind. Find ways to get your posts seen!
● Rarely does buying follower actually help.  
● ENGAGE with people who reply! 

Facebook Business Pages



● Facebook also offers Groups that are local, regional or special-interest targeted and 
can be very powerful at spreading your message if used properly.

● Topics include neighborhoods, fan clubs, lifestyles, products and brands, etc.
● Each Group has its own rules about what can be posted, when, how often, etc.
● Facebook Groups can put your message in front of people who were unaware you exist 

or that they need what you have to offer.
● You must follow the rules, or be kicked out.

Facebook Groups



● Only 280 characters to get your message across. Be interesting, clear and concise.
● Twitter is VERY public. Every tweet of yours is there for the whole world to discover, 

see, and comment on. This can be powerful, for good or bad.
● Have a compelling image or video to attract attention as people scroll through. 
● When someone wants to learn about a specific topic on Twitter they can search using 

hashtags (number or pound signs for many of us).
● If you decide to use a hashtag make sure you check it first. Other people may be using 

it for… things you do not want to be associated with!

Twitter



● Instagram posting is very visual and lifestyle-centric.
● Every post is an image or video and graphic appeal and impact are key to success.
● Hashtags are common and accepted.
● Instagram posts are primarily submitted from their mobile app “to encourage 

spontaneity”. This makes it more difficult to plan and schedule campaigns.
● If your offering is visually powerful, you should be on Instagram. Products, foods, travel, 

lifestyle and fashion all do well.
● Instagram posts & comments are globally public, which can be a double edged sword.
● Instagram “influencers” will try to get you to give them money and/or free 

products/services in order to get them to post about you on their Insta.

Instagram



● “LinkedIn is a business-oriented social networking site. It’s a place to share your skills 
and credentials, industry insights, past and current work accomplishments, and 
connection opportunities.” -9Cloud

● Maintain an updated personal page for yourself as well as one for your company.
● Focused on B2B content not B2C.
● Business page is great place for informational and educational posts. 
● Join groups of others in your field and communicate with them. 

○ Imagine some of the groups as a Chamber breakfast meeting!
● Find events to attend but post your events as well. 
● Create and maintain a portfolio.

   

LinkedIn



● Total Number of Monthly Active Users in the U.S. - 100 million (Jan 2021)
● 53% of Tik Tok users are male and 47% are female. 
● Roughly 50% of Tik Tok’s global audience is under the age of 34 with 32.5% aged 

between 10 and 19. 
● TikTok users spend an average of 52 minutes per day on the app.
● Eye-catching, humorous or emotionally compelling stories are generally the most 

successful.  
● Many corporations block Tik Tok on corporate devices so it may not be a good way to 

reach business clients.  

TikTok

https://datareportal.com/social-media-users
https://influencermarketinghub.com/tiktok-stats/#:~:text=31.-,32.5%25%20of%20U.S.%20Users%20Aged%2010%2D19,aging%20with%20the%20app%2C%20however.
https://influencermarketinghub.com/tiktok-stats/#:~:text=31.-,32.5%25%20of%20U.S.%20Users%20Aged%2010%2D19,aging%20with%20the%20app%2C%20however.
https://www.businessofapps.com/data/tik-tok-statistics/


● Interactive websites with discussion forums like My Mountain Town or Pinecam 
● Excellent place to have a free account, post messages, offers, answer questions, raise 

awareness of your business and offerings. 
● Budget friendly and impactful way to advertise within your local community. 
● My Mountain Town 7,800 members and average 49,000 page views per month! 

Community Social Forums



● Hyper local audience. Just your immediate neighborhood or town. 
● In 2019 over 63% of households had accounts on NextDoor. However, it is not known 

how many of those are active accounts.
● Unmoderated. 
● Can be good to reach through recommendations. 

○ I am looking for a tree trimmer who services Bailey. None of the places I have 
called from down the hill will come this far. Anyone have ideas? 

NextDoor



● Community based (regional mostly) 
● Discussion, Q&A, Industry “news”

○ What are the best marketing strategies to start a new marketing plan for a new product?
○ When it comes to making decisions, what is the single biggest challenge, question, or frustration that you struggle with? 

Be as detailed and specific as possible.  Thank you.
○ Referral Request: Help to generate leads for your business?

Anyone in need of support to help them generate more leads for their business daily?

Talk to us now.

○ Hi All, I have been an entrepreneur and over the past 50 years have been involved in over a dozen start-ups with 
many partners. I have also been teaching marketing and business courses and have had a consulting business for 
about 40 years. This experience is what colors many of my responses to your questions. I enjoy the posts and learn a 
great deal from them. Most of my thinking is "OLD SCHOOL" so that explains why I learn what is currently happening 
in the new world of marketing. Thanks

Alignable

https://www.alignable.com/forum/what-s-the-best-marketing-strategies-to-start-a-new-marketing-plan-for
https://www.alignable.com/groups/ask-smb-owners-anything/referral-request-help-to-generate-leads-for-your-business


● Pinterest can be good for very visual products.
● The primary use for the platform is for inspiration.
● If you are selling wedding accessories, home decor products, project supplies, 

experiences or vacations, this is a potentially good place for your marketing efforts.
● You will need high-quality photos since that is what the platform is all about.
● You will need compelling images that people want to “pin” as well as share with others.

Pinterest



● Ads are flexible. 
● You, the advertiser determine who they should appear in front of, with varied levels of 

targeting based on your chosen platform.
● Ads can very effectively get your message and awareness in front of people YOU know 

could be your customer, before they even know they are your customer.
● Ads can include text, images, slideshows and even video and can direct prospects to 

your location, your phone number, your website or even a product specific product.
● Tracking and Analytics can allow you to target people who have already shown an 

interest to your offerings, and re-target them to try to close the deal. 
● Use tracking devices like UTM codes in ads so you have definitive data about how 

many people saw the ad and clicked on it. 
● Try different days of the week, times of the month, formats and see what works for 

YOUR target audience. 

Social Media Ads



● Plan your posts so they are consistent with your message and brand.
● If you have a plan, you can deviate but social media does not become a stress point. 
● Post during the times your followers are online and active. 
● Keep in mind: analytics tell you what kind of posts is most impactful with your followers.
● Take time to reply! Social media is not a vacuum! Remember the SOCIAL part!
● Mix it up! 

○ Industry News
○ Special Offers
○ Meet Our Team
○ Fun Fact
○ Differentiators

Social Media Calendar



Social Media:Tips for Engagement
Encourage followers to share, like, comment, retweet etc.

Ask leading questions. 

Encourage photos and videos

Create sets for selfies

Encourage check-ins

Respond to comments promptly



Questions to Consider
Ask Yourself: 

Do I have a social media business accounts?

Am I on the appropriate platforms for my line of work?

Is my About section on each account up to date and accurate?

Are my pages educational and fun or only sales-y?

Do I know the source of every photo, video or meme I post? 

Do I list events and offerings? 

Do I post regularly?  



Social Media: The Plan

● Start with a plan. Random posts are almost worse than no posts at all.
● Determine what you want your message to be. 
● Write a series of posts that express that message. 
● Do not use all sales pitch posts. 

If you get a letter every week in the mail from the same person and you open the 
envelope and every week it is another sales pitch, how long before you no longer open 
the envelope? But if the envelope sometimes includes a sales pitch, sometimes an 
interesting industry-related article and sometimes something to make you smile, will you 
open it? 

● Schedule the posts and then be sure to reply and respond when people interact with your 
posts.

● Do not ignore the SOCIAL part of social media!
● Be creative!



● Happy to answer questions
● Write a question on the back of your business card and I’ll reply
● Feel free to email me afterward

Conclusion


