
Marketing and Social Media 



Tonight’s Agenda 

Introduction:  

-Who We Are 

- Our Relationship with SCORE 

 

Getting Started  

 - Marketing/Branding 

 - Website  

 - Social Media, Blogs, Online-Reviews 

 - Business Plan 



Who We Are 

Services we offer: 
• Web Design 
• Photography/Visual 
• Brand Strategy 
• Social Media and Social Media Training 
• Content/Writing/Email Marketing 
• Direct Mail 
• Digital Advertising 
• Video/Aerial 
 
 

We represent clients in: 
• Manufacturing 
• Engineering and Architectural firms 
• Retail 
• Professional Business (Law and CPA firms) 
• Insurance 
• Contracting and Construction 
• Restaurant 
• Real Estate/Mortgages 
• Banking 
• Start-ups and established businesses 



What is Marketing 

What do you think of when you think of Marketing? 

Business Cards 

Print Ads 

Radio Ads 

Website 

Billboards 

Brochures SEO/SEM 

Pay Per Click 

Geo-Fencing Social Media 

Blogging Video (Web or TV) 



The Marketing Pie 

Web Design 

Brochures 

Reputation 

Business Cards 

Social Media 

Blogs 

Video 
Photography 

Graphic Design 

Branding 

Direct Mail 

Radio Ads 

TV Ads 

Digital  

Logo 

Everyone’s recipe for 

“Pie” is different. 

 

Based on budget and 

marketing goals different 

“ingredients” can be 

used. 

 

… and some slices are 

larger than others. 



Yes, Marketing is MADE of These Things 



But Marketing is: 

A STRATEGY that a business or organization implements 

to promote and SELL products or services,  

including BRANDING. 



Getting Started: 

The first “Ingredient” is: 

Logo (letterhead, biz cards, etc) 

Website 

Social Media Presence 

SEO/Blog 



Consider the BRAND 

What is Branding? 

Color, Font, Logo Design, and VISUALS 

Message 

Experience – both online and physical location 

Reviews and Rep 



How Do Marketing and Branding Relate to Social Media? 

STRATEGY. 



Step1: Choosing the Right Channel 



Step 2: Identify Your Audience 

To identify who your audience is -You want to be as specific as possible, since it will make your decision 

easier on which channel(s) to use.  

 

Write down the answers to the following questions: 

 

• Who is your typical customer? 

• How old are they? 

• Are they male or female? 

• What is their income and education level? 

• What are they interested in outside of your product and service? 

  

Use the answers to these questions (and any other pertinent questions that may relate to the business 

or industry you’re in) in order to help build out a profile of your audience. 

  

 

 



Step 2: Identify Your Audience 

You will want to get as specific as possible with this part.  

   - If you identified your target market as parents it would be ok.  

    

 

 

BETTER YET would be if you identify your ideal customer as a parent that lives in  

Monroeville, Murrysville or Plum, between 25 and 40 years of age, earns over 

$70,000, primarily uses Facebook and has an interest in outdoor activities 

 you will have much more success. 

 

 

 

~ Even the best marketers will fail if they are marketing to the wrong audience.  
 

 



Step 3: Decide What To Post 

  
• Curated Content vs. Created Content – 
   Tip: Start with 80 / 20 rule and work your way back.  
   HOWEVER – ALWAYS give credit!  

 
Here are a few examples of content you could create: 
 • Images 
 • Videos 
 • Blog Posts 
 • Company News 
 • Infographics 
 • eBooks 
 • Interviews 
 
The list of content ideas goes on and on, but Content is what fuels  
social media, so it is crucial that you consider creating high quality,  
engaging content as a top priority. 
 
We strongly recommend that you create a content calendar that  
outlines how often you will post to each network, which topics you  
will share and when you will share them. 



Viewing “Insights” 

  

“Insights” is a tool that you can use  

on Facebook to view stats on your posts.  



Step 4: Being Consistent 

 
• Create and post/respond from a business page.   

 
• The more consistent your posts are the higher your reach. 

 
• We recommend daily posts at least (Facebook) but larger corporations 
    consistently several times per day. 

 
• Don’t over post, but don’t infrequently post either. Too much will  
    seem like a nuisance. Too little and customers will forget about your  
    brand. 

 
• Consistently post GREAT images, videos, articles, blogs, or graphics! 

 
• Algorithms SUCK, but INSIGHTS don’t! 

 
  



Algorithms 

 
 
 

• Algorithms determine whether your posts are seen or not  
 

• Based on crazy mathematical equations and operations  
(EdgeRank) 
 

• They determine whether users are interested in your posts  
    based on previous interactions and their history (relevancy.)  

 
• Constantly changing and evolving 

 
• Shares, likes, and reactions of your posts matter! 

 
• Videos, images, Animated GIF’s and “Live” work better 

 
  



Algorithms 

• Contrary to Facebook’s Latest Family and Friends First - 
Facebook Is Still a Business Platform 

- All this talk of prioritizing friends and family over brands might make you    
  think, “Well, I guess Facebook has transformed into a quasi-philanthropic  
  platform whose mission is to connect people with loved ones.” 

 

• THINK AGAIN!  
• Facebook still has bills to pay and shareholders to please. Which means it 

still has industry-leading business tools that they are more than happy 
for you to use. 



Stats To Share 

• Curated Content (Shared Articles/Info) 

• Images and Photography 

• Video 

 

 

Shared articles performed, on average,  

• at 115% less reach than posts with images.  

• Videos that we shared reached a 17% higher audience 

than photo posts, and  

• 132% higher than shared articles.  

 

Moral of the story…POST PHOTOS AND VIDEOS 



The Business Plan. 
  

Yes, It Can Be Fun AND It Is Necessary!  

Unless commitment is made, there are only promises and hopes; but no plans  
― Peter F. Drucker 

5 Reasons to Have a Business Plan 

https://www.score.org/blog/5-reasons-your-startup-needs-business-plan


Business Plan Goals 
  

• 1 Year 

 

• 5 Year 

 

• 10 Year 

 

• And so on 

What do you want from your business??? 



  

Thank You! 
 
 

Time for questions 


