
250 Social 
Media Tips



Want better social media 
marketing results?

If you’re looking for social media 
tactics that work, then you’ll get what 

you want in this post!

Because today you’re going to see 
250 actionable social media strategies 

and techniques.

So let’s get started!
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Auditing your current social media efforts is the best way to 
improve your performance. A social media audit tells you what’s 
working in your social media strategy and what’s not. It is a 
crucial step to produce positive ROI and optimize your efforts. 

Make sure everything is going as planned and if not rethink your 
social media plan once again.

The following strategies will help you during your social media audit.

Social Media 
Audit

C H A P T E R  1
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Collecting your data from all the social media analytics tools you 
use helps you to conduct an in-depth analysis. So be thorough. Dig 
into the data as much as you can to see how you’re performing.

A social media audit template makes it easier for you to evaluate 
your social media marketing efforts. Seeing all your social media 
activities in one place allows you to compare your performance 
in each platform. Keep your data organized for discovering new 
areas of your improvement.

Do you have social accounts that you used a long time ago but 
you’re not using them anymore? Including these inactive profiles, 
check all the social media platforms. Then identify in which 
platforms your audience could be. This process can uncover 
potential platforms and business opportunities.

1. GATHER AS MUCH INFORMATION AS POSSIBLE

2. USE A SOCIAL MEDIA AUDIT TEMPLATE

3. LOCATE ALL YOUR SOCIAL MEDIA PLATFORMS

S O C I A L  M E D I A  A U D I T

CHAPTER 1

As I mentioned before, it is important to understand all the social 
media platforms including the ones you’re not using. Especially 
the new ones that people start using. It may have great potential 
to get a bigger movement, and you can be an early adopter.

4. BE AWARE OF NEW SOCIAL MEDIA PLATFORMS
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After checking your social media accounts, you must optimize 
your social media profiles. Check all the profiles if they have a 
consistent bio, URL, and images. Matching the look helps users 
to recognize your brand across platforms.

5. OPTIMIZE YOUR SOCIAL MEDIA PROFILES

S O C I A L  M E D I A  A U D I T

CHAPTER 1

Source: Twitter – Starbucks
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It is also essential to know your competitors’ strategies for 
social media profiles and contents. Take some time to spy your 
competitors’ work and get some ideas for creating better social 
presences.

Not broad topics but your niche, look for influencers that share 
what you’re talking about. Knowing what they are doing and what 
information they post on social media helps you to improve your 
contents and grow your social networks.

Influencers normally have strategic plans for social media 
marketing. Find what types of posts got big engagements, what 
images they are using, how they try to reach more followers. 
They have many answers that you can take.

When you audit your social posts, you may get ideas of your 
optimal time to post. Sometimes it can be different from the 
best time that your analytics tells you.

6. SPOT AND CHECK YOUR COMPETITOR’S 
PROFILES

7. IDENTIFY THE INFLUENCER OF YOUR NICHE

8. GET IDEAS OF THE INFLUENCER’S BRANDING

9. REVIEW YOUR BEST POSTING TIME

S O C I A L  M E D I A  A U D I T

CHAPTER 1

Source: Freestocks.org on StockSnap
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This is important to see if your social media efforts are consistent 
across all the platforms. Because if your audience has different 
needs, you may have different ways of social engagement.

When you continuously grow engagements, the numbers of your 
followers should increase. If you cannot see a followers growth, 
you may be posting valueless contents for your audience.

It is hard to check but you should know if you have fake followers 
or not. Like the people who are inactive for 90 days and the people 
who don’t interact on your latest 50 posts. If you’re following those 
people, you can unfollow and follow more real users.

Go check your social traffic on Google analytics. The social 
traffic resource will tell you which platforms drive the most. You 
can integrate that social media network with the other ones for 
cross-engaging.

When you create contents, make sure you deliver consistent 
branding posts on social media. Adding your logo or using your 
brand colors on your posts can create a consistent brand image. 
Also, be careful about your tone when you assign different people.

Identifying your top performance posts is very helpful for your 
future content marketing. It tells you what types of posts your 
audience likes, engages and goes to your website for more 
details.

10. COMPARE YOUR AUDIENCE ACROSS 
PLATFORMS

11. ANALYZE YOUR FOLLOWER GROWTH

12. IDENTIFY FAKE FOLLOWERS

13. UNDERSTAND YOUR SOCIAL TRAFFIC

14. MAKE YOUR IMAGES AND MESSAGES 
CONSISTENT

15. DISCOVER YOUR TOP PERFORMANCE POSTS

S O C I A L  M E D I A  A U D I T

CHAPTER 1
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It is essential to understand your growth by percentage when 
you analyze data. It makes it easier for you to compare with 
previous audit times.

Each social media platform has different rules and style. So you 
should add those uncommon metrics in your social media audit 
template. For example, you want to have a # of Retweet for 
Twitter, and # of downloads for YouTube.

My recommendation for the social media audit period is monthly. 
Calculating ROI monthly gives you great insights into your social 
media performance. Since it tells you what’s not working, you 
can develop different strategies before it’s too late. It avoids 
investing in things that have no value for you.

When all the audit finishes, it’s time to decide whether you keep 
an account that you’re not using and/or has no potential growth 
for your business. If you have no plan for that channel, you can 
delete it. But if you have an account with the exact name of 
your business, you may want to keep it (only if people use the 
channel actively).

While doing a social media audit, you may come up with new 
objectives. Which platforms are outperforming others? Social 
media audit is a great opportunity to find out your strengths 
and weaknesses. Depending on these findings, set new goals 
and make plans to perform your best.

16. EVALUATE YOUR GROWTH BY PERCENTAGE 
COMPARED WITH THE PREVIOUS TIME

17. DON’T FORGET ABOUT SPECIFIC PLATFORM 
METRICS

18. CALCULATE YOUR MONTHLY ROI

19. DETERMINE IF YOU SHOULD KEEP OR 
DELETE YOUR ACCOUNT

20. CREATE NEW OBJECTIVES AND GOALS 
FROM THE ANALYSIS

S O C I A L  M E D I A  A U D I T

CHAPTER 1



It is critical to have clear goals and develop strategies for social 
media marketing. A social media marketing plan is a practical 
tool to meet your goals for the long term. Since social media 
is not a quick remedy to produce stable results, you need to 
develop a strategic plan.

Above all, a social media marketing strategy is a core fundamental 
of your game plan. It should be the outline of all the activities 
you plan to succeed.

Here is the list of our top tips for your social media marketing 
strategy. In addition you can check some other Social Media 
Marketing Ideas that will help you succeed in your social 
media strategy.

Social Media 
Plan

C H A P T E R  2
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A SWOT analysis for your social media marketing gives you 
a bigger picture of your game. It uncovers possibilities and 
challenges for your social media marketing.

To transform desired goals into actions, check if your goals 
are achievable. Having big goals is not bad, it isn’t genuine to 
pursue them in social media marketing strategies. Think about 
something you want but you can reach with efforts. It will allow 
you to measure your performance better.

It is important to embrace your business goals in each marketing 
activity. It helps you to prove the quality of your social media 
marketing and support your overall marketing goals.

21. LIST OUT YOUR SWOT FOR YOUR SOCIAL 
MEDIA MARKETING

22. SET REALISTIC AND REACHABLE GOALS

23. ESTABLISH SPECIFIC GOALS THAT ALIGN 
YOUR BUSINESS OBJECTIVES

S O C I A L  M E D I A  P L A N

CHAPTER 2
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When setting your social media marketing goals, you should 
think about how you have already tracked. It encourages you to 
refine the goals and polish the strategies that work.

Social listening is about monitoring the social conversion 
related to you. It is one of the primary processes in social media 
marketing. Design how you conduct social listening to offer 
better customer services and manage your reputation on social 
media.

Social influence is critical for your brand to earn credibility 
and trust. The contents of your social posts will not only share 
information but also create a brand image in the audience’s 
minds. Compose your contents and share posts that can give 
your business credits.

Social networking is another important process. Creating a social 
networking strategy allows you to find your target audience and 
connect with them on social media. To establish solid networks 
on social media is not so easy. Take initiative actions on social 
media like commenting and sharing.

Social selling is the most challenging part of social media. It 
generates new leads and converts your audience effectively. You 
can incorporate it within your promotion strategy.

24. DETERMINE YOUR KEY METRICS FOR YOUR 
GOALS

25. DESIGN YOUR ONLINE CUSTOMER 
SERVICES IN SOCIAL LISTENING

26. BRAINSTORM HOW YOU INFLUENCE ON 
SOCIAL MEDIA

27. SEEK THE BEST WAY TO CONNECT YOUR 
FOLLOWERS AND INFLUENCERS

28. PLAN FOR SOCIAL SELLING TO CONVERT 
PEOPLE

S O C I A L  M E D I A  P L A N

CHAPTER 2
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What are your difficulties with social media? Find solutions that 
cover your weaknesses and develop your strategies. As you 
know, your weakness is your potential strength!

Opportunities in SWOT are external positive possibilities that 
may grow your business. It helps you to gain additional benefits. 
Why not include them in your social media strategies?

As every social network has a different style and winning 
formulas, you need to apply different strategies. They share 
common techniques but creating strategies for each platform 
can pinpoint your targets.

Many businesses fail social media marketing because their posts 
are not customer-focused. Social media is the place where you 
can get connections with customers and your target audience. 
Don’t sell out your business, share value proposition that they 
can enjoy.

Managing social media marketing activities requires so much 
time and work. Invest in social media marketing tools is a wise 
choice. It will allow you to save lots of time, so you will have more 
time for improvements and a right execution.

29. DEVELOP STRATEGIES THAT SUPPORT 
YOUR WEAKNESSES

30. DON’T MISS OPPORTUNITIES IN YOUR 
STRATEGIES

31. CREATE STRATEGIES FOR EACH SOCIAL 
MEDIA PLATFORM

32. CRAFT STRATEGIES THAT ADD VALUE TO 
OR ENTERTAIN YOUR TARGET AUDIENCE

33. INVEST IN SOCIAL MEDIA MARKETING TOOLS

S O C I A L  M E D I A  P L A N

CHAPTER 2
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Right social media tools allow you to perform your best. Well-
research, test and leverage them. You will be able to obtain new 
users, expand your reach, and increase engagements depending 
on the tools.

Do you have enough time and people from planning to analyzing 
your efforts? You can have minimal resources but if you don’t 
have enough, it’s hard to make your social media marketing work. 
For successful execution, you need to provide enough resources.

34. LEVERAGE THE RIGHT SOCIAL MEDIA 
TOOLS IN EACH PHASE

35. GATHER AS MANY RESOURCES AS 
POSSIBLE IN YOUR BUDGET

S O C I A L  M E D I A  P L A N

CHAPTER 2

Source: Neil Patel



Social media profile is the face of your social business. It tells 
your concise information and shows your branding style. A great 
social media profile gives people a reason to connect with you 
and engage with your contents.

These are practical tactics to polish your social media profiles:

Profile 
Optimization

C H A P T E R  3
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The first impression is fundamental because it determines 
whether people follow you, check more posts, and engage with 
you. Let’s focus more attention on details and seek the best way 
to show who you are.

For making a good impression, you can get some inspiration 
from other users. Check what grabs your attention to the social 
profiles through the channel. It can be the graphics, tone, behind 
the scenes, and more. Get some ideas to improve your profiles 
from others.

36. MAKE A GOOD FIRST IMPRESSION

37. IDENTIFY WHAT OTHER PROFILE DOES TO 
CATCH YOUR ATTENTION

P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Source: Twitter – Hootsuite
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On the other hand, you can also check what keeps you away. 
That avoids you giving the same impression to your audience on 
your profile. For example few people like these lengthy sentence 
posts and improper images.

Some social media platforms allow you to add more information 
like your interests and skills. In particular, you can ask people 
to write recommendations about you on LinkedIn. The more 
information you have, the more people can learn about you and 
relate to you.

38. LEARN FROM WHAT OTHERS ARE MISSING

39. FILL OUT EVERYTHING IN YOUR PROFILE IF 
POSSIBLE

P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Source: Facebook – Ahrefs
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Is your username the word people search for you? It is very 
important to have a name that is searchable and recognizable 
for your audience. If you’re using a different username from your 
brand’s name, you’re missing the opportunities to get connected 
with your leads and customers.

By using the same username across platforms, you have more 
chances that people find you. My recommendation is to get a 
username you like in all the social media platforms that works 
for your brand. Even now if you don’t have time and budget for a 
specific social media channel, you can take it for the future use 
if necessary.

Similarly, a profile image also has to be recognizable. As most 
companies use their logo on the social media profile image, you 
should consider what is the most recognizable image for your 
profile. In case people recognize your representable person 
rather than the company logo, then it would be appropriate to 
use the person’s face photo. Make sure the photo is professional.

40. GET A USERNAME SO THAT PEOPLE CAN 
SEARCH FOR YOU

41. TRY TO KEEP THE SAME USERNAME 
ACROSS PLATFORMS

42. ADD A PROFILE IMAGE SO THAT PEOPLE 
RECOGNIZE YOU

P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Source: Twitter – Brian Dean
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Each social media channel has different size requirements for a 
profile image. Using the different size of image dimensions can 
cause less engagements and CTRs. Check this ultimate guide to 
social media image sizes to optimize your images for your social 
media profile. 

Particularly, you should be extra careful with bigger images. The 
cover image and background image can impact whether users 
engage with you. On Facebook, Twitter, LinkedIn, YouTube, and 
Tumblr, you can show these bigger images and provide extra 
branding image. Why not add? Here are the right cover image 
size tutorials.

43. USE THE RIGHT SIZE FOR SOCIAL MEDIA 
PROFILE IMAGES

44. ADD A COVER IMAGE OR BACKGROUND IMAGE

P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Source: Twitter – Sprout Social
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Larger images on social media such as a cover image and a 
background image drive engagements. But if your images are 
distracting to read and see your contents, it will push your 
audience away. Make sure that your bigger image conveys the 
branding message but it doesn’t disturb what users are doing.

It’s obvious that you cannot write everything you’d like to say in 
your social media bio. But you need to offer a reason to follow 
you in the bio. Provide who you are and what you do at least in 
your bio. You may want to use emojis to visually appeal and be 
eye-catching.

45. DON’T MAKE THE LARGER IMAGE 
DISTRACTING

46. GIVE A MEANINGFUL DESCRIPTION IN 
YOUR BIO

P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Most of the search engines use the bio in social media profile for 
the results. To optimize your social media profile for SEO, using 
your keywords and phrases in a bio is a must. It will increase 
the chances your leads and customers can find you from search 
engines!

47. MAKE SURE TO USE KEYWORDS AND 
PHRASES IN YOUR PROFILE

Source: Twitter – Evinex
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In your bio, you can also include your skills and professional 
achievements to build your credibility. People don’t follo 
untrustworthy users. Don’t be one of them! Also, like in LinkedIn, 
you can get endorsements for your skills. That makes you look 
resourceful to other users.

48. BUILD YOUR CREDIBILITY WITH YOUR SKILLS

P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Adding a call-to-action in your bio helps you to draw users to 
your links. Such as your website, landing page, blog, app, and etc. 
You can guide users directly from your bio to a specific URL that 
you provide.

49. ADD CALL-TO-ACTION IN YOUR BIO

Source: Instagram – Brand24
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P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Offering key contact information in your profile makes it easier for 
your audience to take actions. Contact details on your profile make 
it easy for users to find ways to contact you. It will increase your 
chances to get calls, emails, or even users may visit your physical 
address.

50. PROVIDE KEY CONTACT DETAILS

Source: Facebook – Inffinit Hotel
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P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Likewise, most of the platforms allow you to add an URL. Using 
this link on social media is a critical way of leading users to a 
specific web page. It can be your home page, a landing page, 
a blog post, a promotional campaign page… You can even put 
your other social media networking sites. Don’t miss this great 
opportunity that encourages more engagements.

Consistency is key to successfully transport your branding. Not only 
your messages but also the colors of your image gives more clues 
of your brand. Remember to have consistency across your channels.

Although LinkedIn has a more formal and professional style, on 
most social media platforms you can be casual. Have humor 
and build relationships like in real life. But have a good balance 
between showing personality and keeping professional.

51. DON’T FORGET YOUR URLS

52. REMAIN CONSISTENT IN PROFILES 
ACROSS PLATFORMS

53. SHOW PERSONALITY (BUT NOT TOO MUCH)
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P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

As I mentioned before, when you publish your new blog post 
and you want to promote, you can change the main URL to 
the specific URL. Especially in the platforms where you cannot 
attach an URL in the post like Instagram. You can add the CTA like 
“Check it out (link in bio)!” in your post and guide users directly to 
the page (skipping unnecessary navigations).

Offering different social channels gives users more options to 
connect with you. And it increases the chances to engage with 
users. People have some preferences for social networks like you 
do. So let them choose your channel by providing some options 
to stay in touch.

When you add links on social media, you always need to make 
sure that your links work. Double-check if your links work and 
seek the best way to drive people to the link!

54. CHANGE THE MAIN URL IF YOU HAVE 
PROMOTIONS

55. LINK TO YOUR OTHER SOCIAL CHANNELS

56. MAKE SURE THAT YOUR LINKS WORK

Source: Instagram – Evinex
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P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Don’t you show old marketing messages in your profile? Keeping 
your bio information up-to-date is a must. Every time you change 
something about your company’s strategies or anything, update 
your profile information in all the platforms.

You can show all information you have there with the audience. 
But if you have something you don’t want to show to certain 
people, use your privacy settings to hide it. It allows you to 
control who can see your specific contents and comment on 
them. Or even you can manage who can search you and who 
can follow you.

As you know, on social media people can post about you and 
even tag you on images. It means anyone can create your social 
image and you need to take care of it. Especially when you allow 
people to tag you on images, you should know not all of them 
are your favorite. Always check if the photo doesn’t hurt your 
image. If it’s too much work, you can manage these situations 
with tagging settings.

57. UPDATE YOUR PROFILE REGULARLY

58. CHECK YOUR PRIVACY SETTINGS

59. CONSIDER YOUR PHOTO TAGGING SETTINGS
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P R O F I L E  O P T I M I Z A T I O N

CHAPTER 3

Don’t forget to promote your social media on your website. As you 
should promote your website from your social media platforms, 
the same goes for the promotions from your website. More 
followers on social media, more conversion on your website.

60. MAKE SURE THAT YOUR WEBSITE HAS A 
WAY TO FOLLOW YOUR SOCIAL CHANNELS

Source: Evinex

You can encourage your subscribers to connect with you on 
social media for getting instant updates from you. You can add 
your social media links in your email signature or social follow 
links in the newsletter.

Identity theft is on the rise. Whether it’s a personal or a business 
account, you may have a lot of private information in the 
account. To avoid getting your account hijacked, I recommend 
you to change your password at least once a month.

61. PROMOTE YOUR SOCIAL MEDIA PROFILE 
INFORMATION IN YOUR EMAIL MARKETING

62. CHANGE YOUR PASSWORD REGULARLY



When it comes to social media marketing, it is critical to deliver 
your contents to the right targets.

For successfully doing it, first you need to define who is your 
target audience and set strategies that help you to connect with 
them.

Without audience research, you won’t be able to produce 
valuable contents for them and it will minimize your marketing 
performance.

These are my actionable tips for managing your audience:

Target Audience 
Research

C H A P T E R  4
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Developing an audience persona makes it easier for you to 
perform marketing strategies and connect with them in an 
effective way. So, have specific personas and check their 
behavior on social media. Depending on the persona, you can 
tailor your posts and strategies to be able to connect with your 
target audience.

Many times happens you’re going to find the perfect people 
when you spy on your competitor’s social media profile. They 
might be your competitor’s customers but they are the people 
who like to see contents of common topics.

63. DEFINE WHO YOUR TARGET AUDIENCE IS

64. CHECK YOUR COMPETITORS’ FOLLOWERS

T A R G E T  A U D I E N C E  R E S E A R C H

CHAPTER 4

Source: Bruce Mars on StockSnap
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T A R G E T  A U D I E N C E  R E S E A R C H

CHAPTER 4

Like gender, age, and location, key demographics allow you to 
create better contents and connect with them. For example, if 
you know most of your target audience lives in California, you 
can consider when to send real-time contents.

65. FIND THE KEY DEMOGRAPHICS OF YOUR 
TARGET

Source: worldpopulationreview.com
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You know your target audience. Then it’s time to find where 
they spend time on social media. Check the major social media 
platforms including the ones which you don’t use. Facebook, 
Twitter, Instagram, YouTube, LinkedIn, and Pinterest. List out 
where you find your target audience and what they do. It will 
help you to make wise decisions for your target platforms.

When you observe your target audience on social media, check 
when they are spending time there. It tells you when is the 
best time for you to post and interact with them. This is very 
important to increase your engagement and expand your reach.

66. LOOK AT WHICH PLATFORMS YOUR 
TARGET AUDIENCE HANGS OUT

67. KNOW WHEN YOUR TARGET AUDIENCE IS 
ACTIVE

T A R G E T  A U D I E N C E  R E S E A R C H

CHAPTER 4

Source: Tweriod
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You should use the tone and the words that your target audience 
uses to understand each other. So, when you conduct audience 
research you should focus on what words they use for some 
words that you normally use differently. If you use terminology, 
many people who don’t know about these word so much will get 
lost in your talk. Tailor your tone aligning to your target audience 
languages.

You can also check who your target audience is talking to, and 
what tools they are using. From this key behavior, you can see 
their real intention of using social media too. If what you do is 
not suitable for your target audience, you may need to rethink 
your targeting.

69. LEARN THE TONE OF YOUR TARGET 
AUDIENCE

70. IDENTIFY WHO YOUR TARGET AUDIENCE IS 
INTERACTING WITH

T A R G E T  A U D I E N C E  R E S E A R C H

CHAPTER 4

Social listening is one of the most important strategies in social 
media marketing. Get a picture of what problems they have, 
what they have interests for, and what are their goals. Then, all 
you have to do is to create content that meets their needs and 
appeals to them!

68. LISTEN TO WHAT YOUR TARGET AUDIENCE 
IS TALKING ABOUT



Competitor research is key when developing your marketing 
strategy. Because your competitors are most probably targeting 
the same audience, their strategies might work for you.

Check how they are doing and their top performing posts. That 
gives you a lot of ideas for not only your social media strategies 
but also your content creation.

The following are my proven tactics for competitor research on 
social media:

Competitors 
Research

C H A P T E R  5
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You and your competitor are in the same industry or share niche 
topics. So that analyzing their top performing posts gives ideas 
for your content marketing. Check what types of contents they 
are and if it’s promotional or not.

From their posts that had a big impact, see what kind of headlines 
they are using. Check some points like their length, keywords, 
numbers, and types of headlines.

71. PAY ATTENTION TO YOUR COMPETITOR’S 
TOP PERFORMING POSTS

72. CHECK WHAT KIND OF HEADLINES YOUR 
COMPETITOR IS USING

C O M P E T I T O R S  R E S E A R C H

CHAPTER 5

Source: Twitter – Social Media Today
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Not only taking notes of their hashtags but also what types of 
hashtags they use. Are they the most shared hashtags, your 
niche keywords, the related keywords, or their original hashtags? 
Check the hashtag popularity, the potential reach, and etc.

74. SPY ON YOUR COMPETITOR’S HASHTAG 
STRATEGIES

C O M P E T I T O R S  R E S E A R C H

CHAPTER 5

Source: Social Insider

When you locate their social channels, you may see which ones 
they focus on across social networks. If you don’t get their 
strategies on platforms, then analyze which ones get more 
engagements.

73. LOCATE WHICH ONES ARE YOUR 
COMPETITOR’S CORE SOCIAL CHANNELS
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The frequency of social updates can increase the chances of 
more engagements. Rather than the posting time of a day pay 
attention to how often your competitor posts their new updates 
on each platform. If you update seldom and they post often, the 
reason why you don’t get engaged may be the frequency.

77. DISCOVER HOW OFTEN YOUR COMPETITOR 
UPDATES ON EACH PLATFORM

C O M P E T I T O R S  R E S E A R C H

CHAPTER 5

Observe when is their average posting time. If they are posting 
at a different time from yours, then they might target a different 
audience, or simply they don’t use the optimal time. Also, check 
how many engagements they got. If it looks good, try to post 
at their posting schedule and see the results. You may have a 
wrong audience targeting.

76. CHECK WHEN THEY ARE POSTING

You shouldn’t care about the number of followers so much 
on social media, but keep in mind that more followers, more 
chances to get your contents seen. Spy on how much is their 
follower growth within a certain period. It’s worth learning their 
strategies if the growth rate is higher than yours.

75. UNCOVER YOUR COMPETITOR’S 
STRATEGIES FOR FOLLOWER GROWTH
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C O M P E T I T O R S  R E S E A R C H

CHAPTER 5

Your competitor’s weaknesses are a big chance to improve and 
grow your business. It’s not only identifying your strengths but 
also giving you some lessons. Beating their weak points helps you 
to take advantage and maximize the differentiation from them.

79. ANALYZE YOUR COMPETITOR’S WEAKNESSES

Knowing what are your competitor’s strengths gives you many 
ideas about the competition. You can have two strategies for 
strengths. One is to create a better product or service to defeat 
them. Another is to admit you cannot win the game and invest 
in other strategies.

78. UNDERSTAND YOUR COMPETITOR’S 
STRENGTHS

Source: Neil Patel
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C O M P E T I T O R S  R E S E A R C H
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To stay ahead of the competition, you need to step up 
where your competitive advantages are. It can be branding 
differentiation, pricing, advanced technology, and more. Based 
on the competitors’ strengths and weaknesses, find out what 
you can outperform.

Don’t take the competitor that you’ve already defeated for your 
competitor. To have an upward revision, you should choose a 
successful competitor that you haven’t won the competition 
with yet. So, you’ll find more areas to improve your business and 
aim for higher success.

Social media customer service improves your customer support 
on social media. Check how fast your competitor responds and 
how they automate tasks using chatbots, and more. That gives 
lots of hints to improve yours.

80. DEFINE YOUR COMPETITIVE ADVANTAGES

81. MAKE SURE TO PICK THE SUCCESSFUL 
ONES FOR COMPETITOR RESEARCH

82. SPOT HOW YOUR COMPETITOR OFFERS 
SOCIAL CUSTOMER SERVICE



Every social media platform has its own style and focus points. 
As you know not all social media platforms are suitable for your 
business. 

Understanding which platforms impact your business helps you 
to improve your strategies efficiently. 

Here are some tips you can use when you identify your 
target platforms:

Social Media 
Platforms

C H A P T E R  6
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Each social media has different ways of self-expression and 
has different functions to connect with users. Before choosing 
your target platforms you need to fully understand the benefits 
of each social network. The details of each major social media 
platform will help you to make the most of your efforts and grow 
your business.

83. UNDERSTAND THE ADVANTAGES OF EACH 
SOCIAL MEDIA PLATFORM

S O C I A L  M E D I A  P L A T F O R M S

CHAPTER 6

In audience research, you may find in which platforms your target 
audience is. But if you’re still looking for, there are many ways 
to locate them. From searching for the users using your niche 
hashtags to profile search on each platform. And of course, you 
can ask your customers about their use of social media.

84. SPOT WHERE YOUR TARGET AUDIENCE IS 
AND CONNECT WITH THEM
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How many social media play forms can you handle? This “handle” 
means not just posting there, but also being actively interacting 
with users. Narrowing down your activity areas may limit the 
possibilities of your success, but it’s better than doing it with 
half done.

Once you choose your target platforms, all you need to do is 
testing. Do trial and error to find the best place to make your 
marketing strategies work.

It’s hard to keep motivation up if you don’t like something. For 
example, if you don’t like to create a certain type of contents 
such as a video, you can discard the option of YouTube. Choose 
platforms that you can be a star content provider, and you and 
your audience will be able to enjoy together.

86. LIMIT THE NUMBER OF SOCIAL MEDIA 
PLATFORMS THAT YOU CAN HANDLE

87. TEST IF YOUR CONTENTS WORK FOR THE 
SOCIAL MEDIA PLATFORMS YOU CHOSE

88. DON’T MAKE YOURSELF DO IT FOR JUST 
WORK – ENJOY!

S O C I A L  M E D I A  P L A T F O R M S

CHAPTER 6

It’s meaningless to work on a social channel that your target 
audience is not spending time. Even when you find them on 
specific social networks, check how active they are. To determine 
your target channel, this process is vital.

85. UNDERSTAND HOW ACTIVE YOUR TARGET 
AUDIENCE IS ON EACH CHANNEL



A social media marketing calendar is a powerful management 
tool that your team needs for achieving your goals in a specific 
period of time. It includes detailed information in every process 
from planning to social measurement.

You can use it to check your actions as well as a communication 
tool. If you’re new to the marketing calendar, here’s how to create 
and use your marketing calendar.

The following are my proven strategies for a social media 
marketing calendar.

Social Media 
Calendar

C H A P T E R  7
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Making your social media marketing calendar a core of your 
team’s activities avoids delay and procrastination. Moreover, it 
allows you to get everyone of your team on the same page.

If you don’t add clear updates, your team members might 
misunderstand and this may cause repeating the same tasks. Make 
sure your texts are easy to understand but explain what you have 
done well. Attaching files can help you to prevent these problems.

The use of the right marketing calendar for you improves the 
team’s productivity. If your calendar is not enough to plan well 
and share with your team, then you need to customize it as you 
need. Make sure all the information that should be shared with 
the team is in the calendar.

89. MAKE YOUR CALENDAR AS THE HUB OF 
YOUR TEAM’S ACTIVITIES

90. BE CLEAR AND AS SPECIFIC AS POSSIBLE 
IN YOUR INPUTS

91. CHOOSE THE RIGHT SOCIAL MEDIA 
MARKETING CALENDAR

S O C I A L  M E D I A  C A L E N D A R

CHAPTER 7

Content Marketing Calendar by Evinex
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Even all your team members check your calendar everyday, it’s 
good to assign someone who oversees it. The person should 
contact people when your plan isn’t carried out as planned and 
fire the team up.

The ideal calendar is an editorial calendar. Whenever you need 
some changes, you should always be able to add rows and 
columns to make it more detailed. The printable calendar is 
useful for meetings and reports though.

If your team is small, it is easy to see who’s in charge of a certain 
task. But it is clearer if your team can check who’s assigned to a 
task in the calendar. So everyone knows who to contact to and 
where to get help.

92. HAVE SOMEONE TO MANAGE YOUR 
CALENDAR

93. MAKE IT AS CUSTOMIZABLE AS POSSIBLE

94. DEFINE WHO’S RESPONSIBLE FOR A 
CERTAIN TASK

S O C I A L  M E D I A  C A L E N D A R

CHAPTER 7
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Especially social media, why not connect and engage with your 
audience in a fun way? The marketing calendar can include fun 
national holidays like National Deskfast Day. It helps you to share 
amusing moments with your audience.

When you start working on a task, you should put your status 
like “in progress.” If not, your team doesn’t know if you’re working 
on it or not. Also, it can prevent project delay from misreading 
and miscommunication.

Depending on the social media platforms, you may need more 
columns and rows in your calendar. Customize as much as you 
like to deliver your best contents.

95. CONSIDER FUN NATIONAL HOLIDAYS TO 
ENGAGE WITH THE AUDIENCE

96. UPDATE THE STATUS EVERY TIME YOU 
PROGRESS YOUR TASKS

97. ADD ALL THE FILTERS TO DELIVER YOUR 
POST EFFECTIVELY

S O C I A L  M E D I A  C A L E N D A R

CHAPTER 7
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It is effective to include all the metrics you use for your social 
media marketing strategies in your calendar. So it’s easy to track 
and see what types of your contents perform well and which 
platform is engaging more.

Whether it’s monthly or quarterly, you should define your 
evaluation periods. With enough time to get results, evaluate 
your performance and make a report. This will help you to 
improve your efforts and invest in the right contents.

Be well-prepared in advance for your contents. Then you will 
have enough time to improve them and perform your best.

98. INCLUDE ALL METRICS FOR YOUR 
STRATEGIES TO TRACK

99. SET UP YOUR EVALUATION PERIODS

100. PLAN WITH ENOUGH TIME TO POLISH 
YOUR CONTENTS

S O C I A L  M E D I A  C A L E N D A R

CHAPTER 7
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As I mentioned previously, planning in advance is vital but your 
contents should be timely. Like you cannot post sunny day’s 
activities on a rainy day. You should be always flexible and accept 
last minute changes.

You should keep in mind your milestones. It can be 20k 
followers acquisition or 10 years anniversary of online business. 
Showing your company or brand information creates a better 
understanding and closer relationships.

From content creation to monitoring, keeping tracking of your 
marketing calendar leads you to success. You can find issues at 
an early stage and work on them immediately. Also, even you 
have evaluation period, you may see the areas of improvements 
during the monitoring.

101. BE FLEXIBLE FOR LAST MINUTE CHANGES

102. ADD YOUR (ESTIMATED) MILESTONES TO 
ACHIEVE

103. ALWAYS KEEP TRACKING YOUR 
MARKETING CALENDAR

S O C I A L  M E D I A  C A L E N D A R

CHAPTER 7

Social Media Calendar by Evinex
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Social media marketing calendar helps you to see a bigger picture 
of your activities. When adding your key dates on the calendar, 
try to have a nice balance between key dates and the others.

If you use marketing calendar software, it might contain 
communication methods in it. But if not, leverage a team 
communication tool that is comfortable to use for your team 
and allows you to upload most of the files in the system.

It is crucial to set priorities and share them with your team. 
You know what projects have a bigger impact and which ones 
don’t. Depending on these factors you should set priorities to 
complete, just in case.

104. HAVE A GOOD BALANCE BETWEEN BUSY 
AND NO-PLAN DAYS

105. USE A GOOD COLLABORATION TOOL FOR 
TEAM COMMUNICATION

106. SET PRIORITIES FOR YOUR PROJECTS

S O C I A L  M E D I A  C A L E N D A R

CHAPTER 7

Source: Slack App



Following social media etiquette and being active on social media 
is essential. But what makes people want to keep engaging with 
you would be up to your contents.

If your content adds value to your audience, you can get more 
shares and engagements. The shareable contents catch users’ 
attention and grow your followers. To have a bigger impact on 
your post, you need to learn how to draw users’ attention and 
retain your followers.

I’m going to share some tactics that work:

Content 
Optimization

C H A P T E R  8
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Nobody wants to share low-quality and used contents. If you 
want your contents to be shareable on social media, creating 
unique and high-quality and unique contents is a must. Also 
now that Google places high-quality contents to the top of their 
SERPs, you don’t get traffic if you are not writing high-quality 
contents.

Similarly, a long-form content tends to be more comprehensive 
and informative contents. It improves more engagement 
(more shares) and keeps users on your website longer. Besides, 
containing lots of information has more possibilities to get 
organic keywords and backlinks. That will help you to rank 
contents higher on search engines as well.

A content audit is an analysis of all the contents on a website. 
It tells you what contents you already have and identifies what 
contents you should provide to your target audience. You can 
expand your content ideas for the future and see which contents 
need upgrades.

107. CREATE UNIQUE AND HIGH-QUALITY 
CONTENTS

108. CRAFT LONG-FORM CONTENTS

109. CONDUCT A CONTENT AUDIT

C O N T E N T  O P T I M I Z A T I O N
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Source: Georgia De Lotz on Unsplash
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One of the most shareable topics is educational content that 
answers the audience’s interests and curiosities. It helps you to 
attract and convert them, and retain the current followers. For 
example, a tutorial like a how-to post.

Readability is critical to get your contents shareable. Making 
your contents easy for your audience to read and understand 
increases engagement. You can add subheadings and bullet point 
listings for scannability. Keep in mind to optimize for mobile. If 
you have long paragraphs, shorten the sentences and split them 
into several paragraphs.

The topics your target audience cares about increases the 
possibility they share on social media. They will enjoy the 
contents you provide answer to their pains and supportive 
contents for their interests.

110. SHARE EDUCATIONAL CONTENTS

111. IMPROVE YOUR READABILITY

112. KEEP YOUR TARGET AUDIENCE’S 
INTERESTS AND PROBLEMS IN MIND

C O N T E N T  O P T I M I Z A T I O N

CHAPTER 8

Source: Hemingway App
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Actionable information is helpful for users to solve problems and 
take action. It addresses their needs and provides value. You can 
grab attention of your target audience by showing how to face 
their pains with detailed directions. Remember to match your 
contents to your target audience, or you won’t get any shares.

As you know, visual content performs better than texts only. It 
plays a very important role in the transmission of information, 
especially for long and professional articles. Some information is 
hard to describe without using images and videos. Using these 
visuals helps you to increase the level of understanding of your 
audience as well. Use tools that create images for social media 
wisely and catch your audience’s eyes.

People love to share infographics since they are eye-catching, 
informative, and persuasive. Infographic contains so much 
information but makes it easier to digest in one image. Thus, 
infographics is one of the best match to be shared on social 
media where you have a limit to deliver your messages.

It’s getting obvious that video contents enhance more 
engagement than any other visual contents. Video improves 
your conversion rates and user experience. More importantly, 
videos encourage social share. Make sure to use a compelling 
storytelling and match your target audience’s needs.

113. GIVE ACTIONABLE INFORMATION

114. MAKE IT VISUAL AND COMPELLING

115. CREATE INFORMATIVE INFOGRAPHICS

116. PROMOTE WITH VIDEO CONTENTS

C O N T E N T  O P T I M I Z A T I O N

CHAPTER 8
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When you craft contents, think about the hashtags that support 
your contents to maximize your performance. Hashtag narrows 
down the audience by topics and makes it easier for your 
target audience to find your contents. I’m going to share some 
actionable tips in the next section.

118. MAXIMIZE YOUR PERFORMANCE WITH 
HASHTAGS

C O N T E N T  O P T I M I Z A T I O N

CHAPTER 8

Source: Tagboard

Getting feedback on social media is easier than receiving it face-
to-face. From social listening to social reviews, you can collect 
valuable feedback on social media. Like it or not, you may receive 
both positive and negative reviews and comments. These voices 
are valuable for your content creation as well as your overall 
marketing strategies. Listen to those feedback carefully and 
learn from them for providing better services.

117. PAY SPECIAL ATTENTION TO FEEDBACK
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To boost social shares, you need to optimize your content 
with keywords to get it more consumable. Besides, each social 
network has its own search features that allow users to search 
by keywords. Thus, leveraging your keywords improves your 
online visibility and impacts your marketing results.

When you create contents, you cannot ignore the trend forecast 
for the main keyword of your content. Use Google Trends to 
predict if your content will have enough search volume. If you 
don’t, you may use tons of time for content creation and gain 
nothing in return.

121. DON’T FORGET TO OPTIMIZE WITH 
KEYWORDS

122. DON’T FORGET TRENDS

On social media, there’s not too much to say except that 
headlines determine the success of your post. As people on 
social media start scanning from headlines, you cannot even 
grab a user’s attention without catchy content titles. Take some 
time to craft click-worthy headlines.

120. WRITE CLICK-WORTHY HEADLINES

Tracking and analyzing your marketing performance is essential. 
But the most important thing is to put the data and analysis 
into action. Use the data from your content marketing to create 
better content and engage better with your audience.

119. TAKE ADVANTAGE OF YOUR DATA AND 
ANALYSIS
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Likewise, content repurposing is one of the creative techniques 
to keep driving traffic to content. It gives another chance to get 
featured on your site and boost social shares to your contents. 
There are many ways to repurpose your existing contents. For 
example, you can use content syndication networks to get your 
content in front of a larger audience of other sites.

124. REPURPOSE YOUR EXISTING CONTENTS

C O N T E N T  O P T I M I Z A T I O N

CHAPTER 8

Don’t you have old contents that still have backlinks but the 
information got outdated? These contents are great sources to 
give them fresh air and recycle. Content recycling adds value to 
the content and boost your SEO efforts. You can add the latest 
information and infographics. That gives you additional social shares.

123. RECYCLE YOUR OLD CONTENTS

Source: Evinex
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Employee advocacy is a promotion of a brand through its 
employees. Involving your employees as advocates helps you 
to provide valuable insights for users and expand your brand 
reach. So in content creation, people can have more personal 
explanations of your products and services. Just keep in mind 
to prepare your guideline for the program, or you cannot control 
their contents and reviews.

126. CONSIDER EMPLOYEE ADVOCACY

 Source: Evinex

Social sharing is an easy and quick way of spreading posts on 
social media. Making it easier for users to share your contents 
is critical. Your audience can share your contents from social 
networks but it is easier for them to do it from the content page. 
Set up your social share buttons on your website. Don’t miss the 
opportunity to get viral by other users.

125. MAKE SOCIAL SHARING EASIER FOR USERS
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Adding the right CTA on social media post encourages users to 
take actions and increases the click-through rates. From leading 
users to a blog post to downloading a file, you must insert a CTA 
sentence to get results. Make sure to provide a clear benefits of 
the CTA for users.

The key to successful contents is to trigger emotional responses 
from your audience. The top three most shared contents evoke 
emotions; awe, fun, and amusement. You can incorporate with 
storytelling, colors, and social proof to produce those emotions.

127. INSERT A CALL-TO-ACTION SENTENCE

128. EVOKE USERS’ EMOTIONS



A hashtag is like a link that draws users to the posts which use 
the same hashtag. It improves your social visibility, and drives 
social conversation and engagement.

But as you know, it doesn’t work as you think if you use wrong 
hashtags. For example, if you use very niche keywords, then few 
people will find you.

These are my winning formulas that you can take:

Hashtags
C H A P T E R  9
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Each platform has a preferable number of hashtags to use 
in a post. For example, a post with 1-2 hashtags gets more 
engagement on Twitter, while 9-11 hashtags on Instagram are 
optimal. Keep in mind the best number of hashtags for all social 
networks not to have a negative impact on users.

Using specific and niche hashtags helps you to deliver your 
content to the people who have real interests in the keywords. It 
means more qualified leads and allows for the pinpoint targeting. 
Like #localseotips is a more specific hashtag than #seo.

But what if your niche target is too hard to reach your target 
audience? You can mix with a bit more generic but relevant 
hashtags so that your target audience can find your post and 
know your niche.

129. UNDERSTAND THE OPTIMAL NUMBER OF 
THE HASHTAG ON EACH PLATFORM

130. NARROW DOWN AUDIENCE BY SPECIFIC 
OR NICHE HASHTAGS

131. MIX GENERIC HASHTAGS WITH SPECIFIC 
ONES

H A S H T A G S

CHAPTER 9

Source: TrackMaven
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When you do a hashtag campaign, you may want to create 
your own branded hashtags. If a hashtag is not common and 
complicated, the user has to type by himself and typo can 
happen. To prevent that, you should make your hashtags short 
and memorable.

Trending hashtags are popular hashtags in current time and 
often work as a craze for a short period. Using these hashtags will 
help you to reach new leads and increase the opportunities to 
connect more with the audience than you could do. Check your 
chance to boost your reach and join whenever it’s appropriate 
for your business to join.

132. MAKE YOUR HASHTAGS SHORT AND 
MEMORABLE

133. CHECK HASHTAG TRENDS AND JOIN

H A S H T A G S
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Source: Instagram
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Check what hashtags your competitors are using and how 
well they are performing. If they are getting lots of traffic from 
hashtags, you may want to try their strategies for hashtags in 
your social media marketing.

In addition to competitors, you should also consider the hashtags 
which the influencers of your industry use. Normally they have 
good hashtag strategies to reach a larger audience and you may 
get some solutions for your problems on social media.

When you research your hashtags, check the related hashtags. 
If you want to use #marketing, you can check #digitalmarketing, 
#marketingtips, and more related hashtags. Depending on your 
hashtag’s performance, you can test these related hashtags and 
find which ones work for you.

It often happens that using singular or plural versions of the 
hashtag has a different performance such as popularities. 
There are 1.1M posts with #marketingstrategy compared with 
#marketingstrategies which has 76.4K posts. Research which one 
your target people use and add the version to your hashtag list.

134. FIND OUT YOUR COMPETITOR’S HASHTAGS

135. LIST OUT YOUR INFLUENCER’S HASHTAGS

136. KEEP THE RELATED HASHTAGS IN MIND

137. CONSIDER SINGULAR AND PLURAL 
VERSIONS OF HASHTAGS

H A S H T A G S

CHAPTER 9
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When you analyze your top social media performance, check 
what hashtags you used. Maybe you have common hashtags 
in your top performed posts. Take notes of all the hashtags in 
these posts and get an overview of the hashtag performance 
from your hashtag analytics tools. Sometimes comparing them 
with the one you wanted to get more engagements may help 
you to find what the problems were.

If your image and hashtags don’t match, people feel you’re 
spammy and you may lose trust. The best hashtag strategy is 
to never use irrelevant hashtags. For example, when you have 
several products and services and you post about one of them. 
Be careful not to use a set of your hashtags that are relating to 
your business, but not to the post.

138. ANALYZE YOUR TOP PERFORMANCE 
POST’S HASHTAGS

139. MATCH YOUR IMAGE AND HASHTAGS

H A S H T A G S

CHAPTER 9

Source: Instagram – Evinex
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Location hashtags allow you to connect and interact with the 
locals. Not just using broad hashtags, consider to combine your 
location to your hashtags. For example, if you want to post about 
food, you can add #lafoodie and #eaterla, instead of only using 
#foodie. This is the same technique as using specific hashtags 
to narrow down your audience.

142. ADD LOCATION HASHTAGS

H A S H T A G S

CHAPTER 9

It is vital to measure the performance of your hashtags. Even 
you want to use a specific hashtag in your post, if nobody 
searches and uses your hashtag, your entire marketing efforts 
don’t get paid off. Always check if your hashtags impact on the 
performance of your posts.

141. MEASURE THE PERFORMANCE OF 
HASHTAGS

As some people don’t include a set of hashtags in the caption, 
you can hide hashtags and add them in the comments. When 
people start commenting on your post, the caption will disappear 
and people can concentrate more on what you say in caption.

140. HIDE HASHTAGS
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Source: Hashtagify

143. AVOID PUTTING HASHTAGS NEAR YOUR 
MAIN KEYWORDS

Some people mix hashtags in their plain text caption. But if you 
put hashtags near your main keywords, people may get confused 
about what is the core of your message. Moreover, it is hard to 
click a hashtag correctly. Consider how easy your hashtag can 
click in your caption if you want to emphasize.

144. USE HASHTAG ANALYTICS TOOLS TO FIND 
THE BEST HASHTAGS FOR YOU

Hashtag analytics tools make it easier for you to find the best 
hashtags and optimize your social media marketing. You can get 
in-depth insights into your hashtags and based on the analysis 
you can develop better hashtag strategies. If you’re new to 
hashtag analytics, here are great hashtag analytics tools that 
work.
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There are many reasons why you shouldn’t use the same 
hashtags repetitively. First, you will always get more or less the 
same results if the image is nice enough. If you want to spread 
your social posts, you should always test what’s working and try 
to find your best hashtags. Second, you may get shadowbanned 
by using repetitive hashtags.

145. DON’T USE THE SAME HASHTAGS 
REPETITIVELY



Scheduling social media posts saves lots of time and energy 
for you. It also helps you to see a bigger map of your posting 
strategy and it makes it easier to modify if necessary.

Understanding the best time for your post to get a bigger reach 
is one of the key strategies. Applying this kind of a little trick 
polishes your social media performance.

The following are some tricks for when you schedule and post:

Scheduling and 
Publishing

C H A P T E R  1 0
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Researching when is your peak traffic time each day is key to 
successful social posting. Use your analytics tools and track 
your post-performance to define your best time to post. It will 
boost your reach and have high social ROIs. Be aware that traffic 
time varies everyday.

The 80/20 rule on social media is one of the social sharing 
techniques. 80% of your social media posts should be helpful 
to your audience, such as informative and educational contents. 
And the rest 20% can be promotional. Remember people don’t 
like pushy sales and limit your promotions to minimize negative 
feelings for your business.

146. POST AT PEAK TRAFFIC TIMES

147. APPLY THE 80/20 RULE

S C H E D U L I N G  A N D  P U B L I S H I N G
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Source: Austin Distel on Unsplash

Consistent publishing is key to impact your traffic and SEO. Whether 
several times per day or a few times per week, you need to set 
your publishing frequency for each platform. Each social media 
platforms has a preferable frequency so be careful how often you 
post. Once you’ve defined your frequency, stick to the schedule.

148. ESTABLISH YOUR PUBLISHING 
FREQUENCY FOR EACH PLATFORM
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Not everyone follows you on all of your social networks, but some 
people connect with you through several channels. Don’t publish 
the same contents across platforms at the same time. These people 
will get to see the same posts everywhere and it makes them tired 
of seeing your posts. This increases the possibilities of choosing 
one platform and unfollowing you on the rest of the platforms.

To respond quickly and interact with users, schedule alerts for 
your new posts for your key members along with your social 
scheduling. Make sure to set roles to people, like who responds 
to users on comments and messages. It helps you to avoid 
double-responses and manage feedback better and faster.

Not everyone sees every single post you’ve written and 
remembers. Resharing your evergreen contents increases the 
chances for your audience who hasn’t seen the posts to see 
them. Since evergreen contents are relevant and valuable to 
your audience over a long period, you can count on them when 
you schedule.

149. AVOID POSTING THE SAME CONTENTS 
ACROSS PLATFORMS

150. SCHEDULE AN ALERT TO TELL KEY 
MEMBERS WHEN TO PUBLISH

151. RESHARE YOUR EVERGREEN CONTENTS

S C H E D U L I N G  A N D  P U B L I S H I N G
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Source: Evinex
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When you post on social media, keep the 5-3-2 rule in mind. 
It is a ratio to follow when you do social sharing. In every ten 
posts, you should share 5 posts from curation, 3 posts from 
your creation, and 2 posts from your humanized contents. Focus 
on your audience needs and don’t post too much about your 
business contents.

152. CONSIDER THE 5-3-2 RULE

S C H E D U L I N G  A N D  P U B L I S H I N G
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S C H E D U L I N G  A N D  P U B L I S H I N G
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Source: BuzzSumo

On Twitter sharing others’ posts that are valuable to your 
audience in your feed is another way of creating relationships 
and building your credibility. When you want to post something 
users will share, I recommend you to use Buzzsumo to find 
the most shared contents across the social networks. You can 
filter the content types, dates, and social channel to see more 
interesting posts to share your feed.

On the other hand, you can also list out or bookmark your favorite 
site that you normally share their contents. It will save your time 
to search for the curated contents. If you don’t have any, check 
your industry’s influencers.

153. FIND OTHER’S SHAREABLE POSTS

154. LIST OUT YOUR FAVORITE WEBSITE TO SHARE
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Social media scheduling tools help you to schedule your social 
posts in advance and track your performance through the 
tool. These tools help you to post real-time contents, manage 
your social media activities, create in-depth reports, and more. 
Leverage social media scheduling tools to save time and put 
those hours to maximize your entire marketing efforts.

156. LEVERAGE SOCIAL MEDIA SCHEDULING TOOLS

S C H E D U L I N G  A N D  P U B L I S H I N G

CHAPTER 10

Source: Later

As I mentioned before, a social media marketing calendar assists 
you to stick to the plan and publish consistently. You can use 
it for social media management, and a content calendar for 
content creation and track each content’s performance. It helps 
you to perform your best.

155. USE A SOCIAL MEDIA MARKETING CALENDAR



Encouraging social media engagement is extremely important 
for brands. It increases marketing communication with the 
audience and the interaction boosts your brand awareness and 
the reach.

However, to improve social media engagement you need to 
have a well-researched and crafted strategy. Without giving any 
initiatives to your audience in your social media posts, people 
don’t have any reasons to interact with you.

Here are my proven social media engagement strategies:

Engagement 
Optimization

C H A P T E R  1 1
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Personalization is one of the most effective strategies on social 
media to improve engagement. With personalized comments, 
you can create an emotional connection with your audience. 
Thus, they will feel more comfortable during the interaction.
Responding to all the comments differently will show users that 
you care about them and you’re responsive.

When a post includes a question, it is easier for users to engage 
with you. Even when your post is interesting for your audience 
but it doesn’t have a question, people may end up with a quick 
interaction such as like or send one emoji at best. Though, you 
should try to add a question or something that calls your audience 
to take action! Vice versa, you can also join social conversation 
by answering questions of other users and commenting on the 
posts that are relevant to your industry and business. This can 
create an additional chance to enhance engagement.

Emoji is an eye-catching and powerful form in text-based content 
marketing. It helps to express your emotions and thoughts better 
and increases social media engagement. Don’t overuse emojis, 
but use them with caution. The improper use of emojis can hurt 
your brand image and destroy authority. Make sure that your 
emojis make sense in the content.

One of the most effective tools that drive user engagement on 
social media is video content. Video allows you to break things 
down to explain them in detail and it makes it easier for your 
audience to understand the topic. Especially nowadays the 
consumption of video content on social media is on the rise. You 
can take advantage of the ongoing trend and enjoy the ride!

157. COMMUNICATE WITH USERS BY 
PERSONALIZED INTERACTIONS

158. ASK QUESTIONS AND JOIN THE SOCIAL 
CONVERSATION TO ANSWER

159. TAKE ADVANTAGE OF EMOJIS

160. GO FOR VIDEO CONTENT AND LIVE VIDEO

E N G A G E M E N T  O P T I M I Z A T I O N

CHAPTER 11
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Another surefire way for social media engagement is to outreach 
your target users and interact with their posts. Whether it’s “like” 
or “comment,” if you take initial action, it will get easier for them to 
raise awareness and engage with you. Of course, it will take a long 
time if you’re waiting for others to come along and motivate them 
to take action. Or the time will never come to you. So, take the 
lead in social conversation and engage with your target audience.

Social media polls are a quick and simple way to get your 
audience’s opinions and feedback. It allows you to collect user 
data, and boost engagement by encouraging users to join in your 
conversation. Make it interactive and relevant to your audience, 
so that they are more comfortable to answer.

Just like polls in the previous tip, you should make use of 
interactive survey features on social media. These features 
can collect user information and feedback without making 
them feel troublesome but in a fun way. For example, you can 
use a question sticker and a reaction slide bar on Instagram to 
get to know your audience. People can answer easily through 
the interactive survey features and it doesn’t require many like 
general surveys so that you don’t bother them at all.

The social media group and community you should care about 
are not only your authoritative ones. By joining relevant groups 
and communities of your industry and business, you can open 
up possibilities for more engagement. Besides, you can find 
people who have a similar view or concern in those groups and 
communities. So, by engaging and building relationships with 
them, you can drive them into your content and create better 
engagement.

161. REACH OUT TO YOUR TARGET USERS AND 
TALK TO THEM DIRECTLY

162. USE POLLS FOR A QUICK ENGAGEMENT

163. LEVERAGE INTERACTIVE SURVEY FEATURES

164. JOIN SOME RELEVANT GROUPS AND 
COMMUNITIES

E N G A G E M E N T  O P T I M I Z A T I O N

CHAPTER 11
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Using original images brings you more shares and engagements. 
One of the successful branding images is “behind the scene.” It 
shows your company’s personality and culture. This is a great 
way to connect with your audience and build trust. You can 
share your team-building scene, the progress of your work, and 
funny moments in the company.

You should think about quality over quantity as regards your 
followers. However, it is true that the more followers you have, 
the more engagement that can happen. Try to grow your follower 
base considering the quality of your followers. By defining your 
market segment and targeting, you can find your target personas 
and connect to potential customers. Who knows, they could be 
your future customers!

It is true that people trust more user-generated contents than 
the ones from brands. And UGC gets higher engagement rates on 
social media. Thus, sharing UGC helps you to get more support 
from users and create a strong connection with them.

One of the most important metrics on social media would 
be about engagement. You can measure the social media 
engagement by the user interactions such as likes, favorites, 
and shares. If you have high engagement, it means that your 
contents on social media are working well.

165. FOCUS ON ORIGINAL VISUALS IN YOUR POST

166. GROW YOUR FOLLOWER BASE

167. SHARE USER-GENERATED CONTENT (UGC)

168. AUDIT YOUR AUDIENCE’S SOCIAL MEDIA 
ENGAGEMENT

E N G A G E M E N T  O P T I M I Z A T I O N

CHAPTER 11
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E N G A G E M E N T  O P T I M I Z A T I O N

CHAPTER 11

Dig into their social media marketing strategies. To drive more 
engagement, there are many ways. Such as interacting with 
users at real-time, creating video contents, and more. These 
findings can help you.

169. FIND OUT HOW YOUR COMPETITORS 
IMPROVE ENGAGEMENTS



Promotion is one of the most important processes in social 
media marketing. It helps your content to go viral and improves 
the reach. Don’t forget engagement is the key to success in 
social media marketing.

There is much social promotion you can use from cross-promote 
to social media contest. You should choose the promotion type 
depending on your platforms. Keep your goals in mind to correct 
the course in each phase.

Here’s a list of promotion tips on social media:

Business 
Promotion

C H A P T E R  1 2
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Cross-promotion is a marketing technique that leverages other 
channels to promote a product or service. It expands your reach 
and increases the chances of conversions. By including other 
social media platforms.

Social proof is one of the most beneficial marketing techniques 
to build credibility and trust. Like when you are online shopping 
and see that your friends like a brand, you’re more likely to trust 
their products. Social reviews and testimonials are very effective 
to use when you need conversions.

170. CROSS-PROMOTE ACROSS THE PLATFORMS

171. PROVIDE SOCIAL PROOF

B U S I N E S S  P R O M O T I O N

CHAPTER 12

Source: Evinex
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It’s efficient to showcase your products or services using a video. 
It’s eye-catching enough to grab people’s attention. It shows you 
an overview of your offers and normally converts better than 
texts or other contents. Remember to make your first three 
seconds interesting.

Social media outreach is a marketing approach to outreach and 
connect with your target audience through social media. It aims 
a brand to build one-to-one relationships with them. You can 
follow and interact, then send messages through comments 
and DMs.

If you have your own social media community, promoting your 
marketing messages in the community is one of the best ways 
to get people to hear your story. Since your community is where 
people who are interested in your business, it has a higher level 
of understanding and converts well.

172. CREATE VIDEOS TO SHOWCASE YOUR 
PRODUCTS/SERVICES

173. DO SOCIAL MEDIA OUTREACH

174. PROMOTE IN YOUR SOCIAL MEDIA COMMUNITY

B U S I N E S S  P R O M O T I O N

CHAPTER 12
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How many times do you promote your content in a day? Did you 
get enough results? If not, don’t be afraid to promote it multiple 
times. You can publish it from different channels at a different 
time. Make sure to change the featured image on social media and 
captions if you want to post it from the same channel once again.

Tagging your products in your post helps you to provide a better 
user experience. It gives people its information quickly and 
shortens the conversion process. By using product tags, people 
don’t need to look for the products from search engines or 
websites, they can check directly from its product page.

Employees are your best brand ambassadors. As I mentioned 
about employee advocacy in content creation, you should 
involve your employees in promotion as well. It helps you to 
get a bigger reach and have more chances to engage. In my 
experience, employee’s posts have a higher conversion rate. 
Why not encourage your employees to promote the company’s 
contents?

175. DON’T BE AFRAID TO GIVE SPOTLIGHTS TO 
CONTENT MULTIPLE TIMES

176. ADD TAGS OF YOUR PRODUCTS INTO 
YOUR POST

177. GET YOUR EMPLOYEE INVOLVED

B U S I N E S S  P R O M O T I O N

CHAPTER 12
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B U S I N E S S  P R O M O T I O N

CHAPTER 12

Have you ever used Reddit or other republishing community? 
Sometimes promoting your contents on social media is not 
enough to increase your traffic. A content share community 
can help you to share your contents to a larger audience and 
increase social shares from the site.

178. CONSIDER CONTENT SHARE COMMUNITY

Source: Reddit
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Sweepstakes is another popular way to attract followers to have 
a chance to win a prize. Offer something desirable like your latest 
or most popular products. Usually, the entry for sweepstakes 
is free, but it requires some information like names and email 
addresses in return. You can increase your social exposure and 
build your contacts list fast.

182. PLAN SWEEPSTAKES

B U S I N E S S  P R O M O T I O N

CHAPTER 12

A popular social media marketing promotion is giveaways. You 
give something away for free to increase brand awareness and 
chances to sell your full-services. It can be a great opportunity 
to let people know about your products and services. When they 
like yours, they may be your life-time customers.

181. CONDUCT A GIVEAWAY

A social media contest is one of the most cost-effective 
and powerful social promotions. It increases your exposure 
efficiently, foster interactivity with users in a fun way, and grows 
your business fan base.

180. RUN A SOCIAL MEDIA CONTEST

A great way to boost sales on social media is to offer special 
deals like promo codes and coupons. Create a specific condition 
for the deals to increase both the social media fan base and the 
sales. Such as, ask people to follow you or comment on your 
post to get your social media deals. It’s easy to imagine this for 
product providers. If you sell services, you can give a limited-
time free trial of your specific service, for example.

179. OFFER DEALS OR PROMOTION CODES ON 
YOUR TARGET CHANNELS
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B U S I N E S S  P R O M O T I O N

CHAPTER 12

A landing page is an independent page that specifically talks 
about a specific purpose. It makes it easier for you to track your 
performance and provide a better UX. When you run a promotion 
campaign, you cannot explain all in social media contents. Create 
a compelling landing page and convert users.

184. CREATE A LANDING PAGE FOR PROMOTION

Referral promotion is designed for a company to gain more 
referrals. Normally you ask users to refer to their friends and you 
give something valuable to them in return. It brings qualified 
leads in a short period. There are many referral programs and 
offers you can consider.

183. USE REFERRAL PROMOTION

Source: EasyPromos
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B U S I N E S S  P R O M O T I O N

CHAPTER 12

When you ask users to fill out your forms for your social 
promotions, make sure that the form is short and low-barrier 
for everyone. You may have many questions, but weigh up the 
options of building your email list or getting answers. If you’re 
planning to create yours, you may want to learn web forms 
usability for a better UX.

186. KEEP YOUR ENTRY FORM SHORT AND 
LOW-BARRIER

If you run your promotion for a long period, people will lose 
interest and forget about it. Make your promotion time within 
one month at most. Also, if the promotion doesn’t create a 
sense of urgency, people may miss out the opportunity. So be 
strategic for the period.

185. DON’T RUN YOUR PROMOTION LONGER

Source: EasyPromos
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You can create social media advertising to build your audience 
and target specific users. It also helps you to increase lead 
generation and sales. What you can do varies depending on what 
platform you choose, so carefully select your target channel and 
develop your strategies.

191. CREATE SOCIAL MEDIA ADVERTISEMENTS

B U S I N E S S  P R O M O T I O N

CHAPTER 12

This is a common mistake of cross-posting on social media. If 
you don’t utilize it correctly, people who follow you on several 
channels will receive all the same messages and that makes 
them feel annoyed. To avoid this situation, you can play with 
wording and hashtags depending on the character limits on 
each network.

190. DON’T CROSS-POST THE SAME 
CONTENTS ACROSS CHANNELS

In particular, when you conduct a social promotion you require 
users’ emails, so you should send opt-in emails to show your 
appreciation. Don’t forget that you will collect user data and 
social engagements thanks to all the participants. Even when 
the promotion didn’t go well.

189. EMAIL TO ALL THE PARTICIPANTS 
INCLUDING NON-WINNING ONES

It is smart to mention the eligibility for your promotion. For 
example, you can state like “The participant must be a legal US 
resident and 18 years old or older at the time of entry.” Don’t 
break the law and do a white hat promotion.

188. DON’T FORGET TO MENTION THE ELIGIBILITY

Each social network sets different rules and policies on how you 
can run social promotions. You need to fully understand these 
requirements. Especially when you plan to cross-promote on 
social channels, make sure to list them out not to break the rules.

187. FOLLOW THE SOCIAL PROMOTION RULES



An effective way of creating a fan base and loyal customers is to 
build a social media community.

It is where your members can find what they want to know, ask 
questions and get answers. And they can communicate with 
you and other members who have similar interests.
The benefits of a social media community sound very nice, but 
it’s hard to make it work as you plan.

I put together the following social media community tips to 
create your own successful social media community.
Let’s get started!

Social Media 
Community

C H A P T E R  1 3
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The people who join your community want to interact and engage 
with you, so you have to be accessible for them and actively 
communicate with them. You can share your new contents, ask 
questions, join in conversations, etc. Lead your community with 
passion and stimulate interaction with them.

A social media community is a great place to build brand trust. 
Trust is vital to create positive relationships in marketing. You 
should engage with the members of your community and create 
your reputation, to develop deeper relationships. It helps you to 
retain your members and improve engagements.

192. BE AS ACTIVE AS YOU CAN IN YOUR COMMUNITY

193. FOCUS ON BUILDING TRUST BY YOUR 
ENGAGEMENT

S O C I A L  M E D I A  C O M M U N I T Y

CHAPTER 13

Source: CMX on Facebook
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Bringing your target audience to your website would be one 
of the most important marketing goals. Share your blog posts 
and marketing campaigns on a regular basis. Your community 
members are more likely to take actions and convert compared 
with other social media audience.

Making your brand voice and contents consistent is a must. It is 
a wise move to prepare FAQ documents that you use when you 
get common questions from users. You can provide consistent 
messages and these documents can save a lot of your time and 
energy. Keep growing your FAQ documents and provide a better 
user experience.

Success stories are very practical and usually actionable tips for 
the audience who had the same issues and struggles. Your stories 
can inspire and motivate your audience. So your community 
members should have more interests than others and they can 
benefit from your stories.

195. DRIVE YOUR COMMUNITY MEMBERS TO 
YOUR WEBSITE REGULARLY

196. CREATE FAQ DOCUMENTS FOR 
CONSISTENCY

197. SHARE YOUR SUCCESS STORIES

S O C I A L  M E D I A  C O M M U N I T Y

CHAPTER 13

In your community, people may ask for help in the post. Be 
helpful and solve problems with a smile. Your actions can build 
your reputation and gain credibility. Also, you can encourage 
your community to help each other. But you don’t need to offer 
your full-consulting for free.

194. SOLVE PROBLEMS YOUR COMMUNITY 
MEMBERS HAVE
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Social reviews are essential to attract users’ eyes and improve 
CTR and conversions. They are your social proofs and have the 
power of influencing users’ purchasing behavior. The people who 
are in your community are most likely to leave positive reviews. 
Ask them to write and grow your business.

Every post and every interaction is valuable to you and you can 
learn from them. Don’t forget that people take their time and post 
them in your community. Even when posts are so difficult for your 
business to answer, you should leave a comment with integrity.

199. ASK YOUR MEMBERS TO LEAVE A REVIEW

200. DON’T IGNORE ANY POST IN YOUR COMMUNITY

S O C I A L  M E D I A  C O M M U N I T Y

CHAPTER 13

Source: Evinex on Facebook

Improving user loyalty in your community is significant because 
their positive interactions support your business efficiently. 
Check the top engaging users in your community, and reward 
them through your loyalty programs. It will help you make happy 
members and retain them in your community for a long term.

198. DEFINE YOUR TOP ENGAGING MEMBERS



Providing customer service on social media is fundamental to 
online business. It increases the level of customer satisfaction 
and decreases the cost for your entire customer service.

But depending on your customer service, your brand image and 
reputation can vary. Make sure you take care of your customers 
as if you meet them in person.

Here are some social media customer service tactics that can 
help you to improve yours.

Customer 
Service

C H A P T E R  1 4
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Speed matters on social media interaction. If you’re not timely 
responding, users don’t wait for you so long and they don’t 
come back to you. Most importantly, you’re giving a bad user 
experience and that creates a bad brand image of your business. 
Social media runs 24 hours a day, so it is hard to always monitor 
but you should be active at least during your working hours.

Feedback does not always make your day. For the positive 
feedbacks you can reply and answer happily, while dealing with 
negative feedback is never easy. But it is possible that by handling 
complaints with sincere responses you can turn unhappy 
customers into your biggest fans. Be sure to give prompt replies 
and fix issues with the best care you can give.

Social listening is critical. Marketers tend to promote their 
products/services more than listen to what customers talk 
about them on social media. But obviously, it is indispensable to 
get deeper customer insights and provide valuable information 
to them. As necessary you can conduct surveys, observations, 
and focus groups.

201. RESPOND AS QUICKLY AS POSSIBLE

202. DEAL WITH NEGATIVE FEEDBACK CAREFULLY

203. CONDUCT SOCIAL LISTENING

C U S T O M E R  S E R V I C E

CHAPTER 14
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Your business exists thanks to your customers. Especially to the 
people who continually purchase from you, who do business 
with you, and who are your great brand advocates. Show your 
gratitude to customers once in a while by making follow-up calls 
or sending thank-you emails. It can create a better perception 
of your business and increase loyalty. Don’t forget that your 
customers are choosing you over your competitors.

Tracking social mention is extremely important. It allows you 
not only to start conversations with potentials or customers but 
also to manage your reputation. Set alerts when there is a social 
mention about you and don’t miss great opportunities for new 
future relationships.

204. SHOW YOUR GRATITUDE TO YOUR 
CUSTOMERS

205. KEEP AN EYE ON SOCIAL MENTIONS 
ABOUT YOU

C U S T O M E R  S E R V I C E

CHAPTER 14

Source: Tweetdeck
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A personal relationship helps you to get to know customers 
better and establish stronger connections with the users. Once 
you have good personal relationships, you can approach them 
effectively and build trust. Stay in touch with your customers 
by sending them emails on a regular basis. If you’ve done it 
properly, they could be your best advocates and cost-effective 
salespeople.

207. PERSONALIZE YOUR RELATIONSHIP

C U S T O M E R  S E R V I C E

CHAPTER 14

People do not expect you to reply when they are not mentioning 
and tagging you, or posting to your feed. Catching the social 
conversation which is not about you but related to your business 
can be a great chance to let users know you. Don’t be a pushy 
seller, or that’ll make you look spammy bots.

206. PAY ATTENTION TO THE CONVERSATION 
THAT IS RELATED TO YOUR BUSINESS
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C U S T O M E R  S E R V I C E
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It’s important to have outstanding communication skills to 
handle and manage a social media account. Listen to social 
conversation carefully, ask questions as needed, and respond 
to any comments and posts. If you have poor communication 
skills, it may cause misunderstanding in your audience’s mind. 
Polish your listening and writing skills for social media success.

209. POLISH YOUR COMMUNICATION SKILLS

Collecting and analyzing customer data gives you valuable 
customer insights for your business. Since you can have one-to-one 
marketing on social media, you can get a deeper customer insights 
and develop a better customer value. Analyze your data well and 
plan how you can manage your customer relationships effectively.

208. COLLECT AND ANALYZE CUSTOMER DATA

Source: Google Analytics
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Being open and transparent is key to success for any business. 
If you’re honest and share real information, your audience will 
trust you. It will lead more engagements and more conversions. 
So when you make mistakes, instead of hiding the bad side, you 
need to admit them and handle them with integrity.

212. BE OPEN AND TRANSPARENT

Communicating with customers in a fun way is one of the best 
approaches to social media. Gamification is a concept that adopts 
the know-how of games to other fields. For example, what you 
can do on social media is to run a gamification campaign. You 
can give users reward points when they engage or do something 
with you, and make them collect to exchange with a reward from 
you. It can be your free downloads, discounts, or something they 
would like to get.

211. USE GAMIFICATION

Most social media platforms allow users to have more open and 
casual communication to interact with other users. But when 
you have closer relationships with users, you need to be careful 
so as not to invade their privacy. Some people don’t want to 
show their names or any personal information on social media. 
So if you want to have a private conversation, you should send 
DMs instead of continuing where there are other people’s eyes 
to protect users’ privacy.

210. CONSIDER USERS’ PRIVACY
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C U S T O M E R  S E R V I C E
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Customer loyalty is one of the biggest challenges for marketers. 
It helps you to build a better brand image and reputation, and 
gain repeat business. As you know, you cannot improve what you 
cannot measure. Monitor and track your customer loyalty data. 
It will help you to capture customer value and provide better 
marketing services.

214. MEASURE CUSTOMER LOYALTY

A customer loyalty program is a rewarding program for the 
customers who continually purchase from a brand. It motivates 
the customers to stay with you and helps the business to grow 
by providing incentives. Provide surprises and do something 
unexpected. That will make a big difference from your 
competitors. Make customers feel special!

213. BUILD A CUSTOMER LOYALTY PROGRAM



Influencer marketing impacts effectively your branding and 
public exposure. Collaborating with social influencers is one of 
the most powerful ways to create brand awareness and boost 
sales.

Users’ trust in influencers helps you to maximize your marketing 
efforts and achieve your goals. But if you do it without enough 
research and strategy, you could end up just wasting your time 
and what is more important, damaging your reputation.

You can use the following influencer marketing tips to succeed.

Influencer 
Marketing

C H A P T E R  1 5
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Influencer marketing can drive traffic and improve your SEO. But 
you should have more specific goals to do influencer marketing. 
For example, increasing website traffic to XXX per month, and 
building brand awareness by social mentions. To judge if your 
influencer marketing works or not, you should set specific goals 
and key KPIs.

To find the perfect influencers for your business, you should 
check how well your brand and his style match. Make sure if he 
has similar tones, and acceptable aesthetic (visual contents). 
This is essential not to lose your brand identity by supporting 
and sharing his posts.

215. DEFINE YOUR GOALS AND KEY KPIS CLEARLY

216. REACH OUT THE RIGHT INFLUENCERS 
THAT FIT WITH YOUR BRAND

I N F L U E N C E R  M A R K E T I N G

CHAPTER 15
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You should keep in mind that there are many fake influencers 
who don’t have powers to impact their followers at all and try to 
get sponsored fees. Normally they are buying followers to look 
nice or have lots of bot accounts. But this is easy to figure out 
by researching their background and auditing their social media 
accounts. Be cautious when you’re picking up real influencers 
and don’t trust them based on follower counts.

218. DON’T LET FAKE INFLUENCERS THROW YOU

I N F L U E N C E R  M A R K E T I N G

CHAPTER 15

It is wise to deep-research about your potential influencers 
before you pick up some. Among many factors to check, look at 
their audience. Do you have people in common in your audience? 
For example, analyze the demographics of his audience. If your 
target audience is in U.S. and his audience is in Spain, your 
audience might not be active when the influencer posts.

217. CHECK INFLUENCER’S AUDIENCE 
DEMOGRAPHICS

Source: HypeAuditor
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I N F L U E N C E R  M A R K E T I N G
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To achieve your influencer marketing goals, you need to prepare 
a clear guideline. It contains what you want your influencers to 
include in their posts, like your branded hashtags and tag your 
brand in posts. Negotiate and revise it until you have a win-win 
situation to build happy partnerships.

220. PREPARE A CLEAR GUIDELINE FOR THE 
PARTNERSHIPS

Source: Headway on Unsplash

Before reaching out to influencers for partnership, show your 
interests and engage with them for warming up. You can like and 
share their social media posts, mention in your posts, comment 
on their blog posts, subscribe to their newsletters, etc. Your 
influencers may notice your engagement and you can develop 
better relationships.

219. WARM UP BY ENGAGING WITH YOUR 
INFLUENCERS’ POSTS

Influencer marketing is not a cheap solution. If you’re new, I advise 
you to look into your potential influencers and start testing with 
smaller ones. You can learn how it works and what you could get 
with them. Usually, the influencers with a big number of followers 
are at a high price for sponsoring. So if your budget allows, you 
can test some before reaching out the ideal ones.

221. TEST SMALLER INFLUENCERS
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An effective way of generating high ROIs on influencer marketing 
is to target a small audience segment. Since influencer marketing 
is not a cheap solution, you should prioritize your results – ROIs. 
By narrowing down your target audience, you can pinpoint the 
audience segment cost-effectively. If you don’t get results as 
expected, you can expand the segment little by little. That way 
you will know who you need to target exactly.

After ensuring your influencer doesn’t deliver wrong images of 
your brand, you should let him be creative as he does when he’s 
not with sponsors. His audience likes his style and stays with 
him. There should be some reasons to remain. So don’t try to 
force him to do your way, or his followers won’t engage with your 
sponsored posts.

It is critical to always track your performance with influencer 
marketing. See how you increase traffic and achieve your 
goals with him. If it’s working well, you can think about future 
collaborations and develop long-term relationships with him. 
What is important is when it’s not working for you. Investigate 
what problems you have and promptly deal with them. It might 
be your landing page that has some conversion issues, or it might 
be your influencer who can be fake.

222. TARGET A SMALL AUDIENCE SEGMENT

223. ALLOW INFLUENCERS TO BE CREATIVE

224. TRACK YOUR INFLUENCER MARKETING 
PERFORMANCE

I N F L U E N C E R  M A R K E T I N G
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When you work together, you can ask your influencers to give you 
some feedback about your brand. They can give you valuable 
insights, what you need to improve for future performance. And 
if they give you positive feedback, don’t forget to ask them for 
the permissions to put it on your social reviews. It will push up 
your brand image.

Spending on your budget, you can have influencer marketing 
partnerships more than one person. They must be relevant to 
your business but you could approach to influencers in different 
industries. As long as they deliver your marketing messages 
correctly, you can have a variety of your selections.

Building a long-term relationship should be one of the biggest 
goals in marketing. The same goes for influencer marketing and 
it turns beneficial. For you, not only boosts brand awareness and 
engagement during the post impacts but also it will help you to 
improve your conversions. By seeing the influencer incorporating 
with you for the long term, their bigger audience will create a 
trust for your brand.

225. ASK YOUR INFLUENCER FOR FEEDBACK 
ABOUT YOUR BRAND

226. COLLABORATE WITH MULTIPLE INFLUENCERS

227. BUILD LONG-TERM RELATIONSHIPS
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Social media advertising is one of the most efficient advertising 
channels to display your ads. You can implement highly-targeted 
advertising campaigns on social media and control visibility.

Like other advertising, many people struggle to generate qualified 
leads and conversions with a good campaign ROI.

Here are the top social media advertising tips you can take.

Social Media 
Advertising
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It is critical to set the purposes of your advertising. Define what 
you want to achieve from your ads. Then you can see what 
additionally you got compared without social media advertising. 
If your goals should be measurable, you’re just pay-to-playing 
with the ads.

Social media advertising allows you to target a specific audience 
segment through their demographics, interests and user 
behavior. It helps you to generate higher engagement and ROIs. 
But targeting a small audience segment is not an easy work. You 
might need to find your target audience that works for you with 
so many testings. It takes time but it’s worth to keep looking for.

Narrowing down your audience is important for social media 
success. But if you set up your ads with a high frequency, the 
highly-targeted audience will end up seeing your ads too many 
times and that makes them feel spammy. Worse, they may ask the 
platforms to hide your ads and it will affect your relevancy score 
and the reach. Don’t overwhelm and set less than 2.5 frequency.

A magnetic headline simply generates the CTRs. If your headline 
is compelling enough, people don’t click to learn more about 
what’s inside. Especially on social media, headline is significantly 
important. People scan headlines and engage with the good 
ones. Remember to add the benefit that make people click with 
your keyword.

228. DEFINE THE PURPOSE OF YOUR 
ADVERTISING

229. KEEP LOOKING FOR A TARGET AUDIENCE 
THAT WORKS

230. BE CAREFUL WITH YOUR FREQUENCY

231. MAKE SURE TO USE A MAGNETIC HEADLINE

S O C I A L  M E D I A  A D V E R T I S I N G
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One of the best ways to make people convert is to use a sense 
of urgency, especially in advertising. You can set a deadline to 
your offer and make it with a limited-time. Or tell them you have 
a limited amount of offers (Fear of missing out). The key is to get 
your audience rush out to take quick actions.

Most of the strategies for social media contents are applied to 
social media advertising. You must insert an image into your ads 
to attract users and increase engagement. This includes using the 
right image dimensions. If you forget optimizing your image, people 
will see the wrong cropped image on your ads. That’s horrible!

Do you know Facebook’s 20% rule? As Facebook doesn’t 
accept users to advertise an image with over 20 % text overlay, 
be careful with the amount of text on the image you use for 
advertising. This rule applies for only Facebook and LinkedIn, but 
it helps you to provide consistent images to the audience on the 
other platforms as well.

232. CREATE A SENSE OF URGENCY

233. ADD AN ATTRACTIVE IMAGE IN THE ADS

234. DON’T INCLUDE TOO MANY TEXTS ON 
THE IMAGE

S O C I A L  M E D I A  A D V E R T I S I N G
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Social media advertising doesn’t need to be only your ad’s copy, 
an image, and a link. You can use a short video, carousel ads, 
collection ads, etc. These creative ads have higher engagement 
as Facebook carousel ads generate 10x more CTRs than other 
forms. Design your ads with what you can do on your selected 
platforms and what you want to show to the audience.

To develop successful ads, you must tell what you want users 
to do clearly. This is where you can add call-to-action messages. 
Call-to-action is a powerful way of guiding people to do what 
you want them to do. Use a clear CTA to drive users to take 
your desired actions. For example, “Get a FREE Quote NOW,” 
“Download Here,” and “Read More.”

As nearly 80% of interactions on social media come from mobile 
devices, your advertising will get seen mostly from mobiles. It 
means when you create your ads, you should design them for 
them as well as desktop. Don’t forget to check how your ads are 
displayed with different mobile devices before it’s too late.

A/B test allows you to test multiple versions of your campaign 
and compare the performance. Before implementing your ads, 
you can see which combinations perform better and apply the 
best to your real ads. It improves the CTR and conversion rates. 
Make sure you split your testing for a headline, copy, CTA, and 
images at least to produce A/B tests’ results correctly.

235. SEEK CREATIVE WAYS FOR YOUR ADS

236. TELL WHAT TO DO CLEARLY IN CALL-TO-
ACTION MESSAGES

237. DESIGN YOUR ADVERTISING FOR MOBILE

238. CONDUCT A/B TESTS

S O C I A L  M E D I A  A D V E R T I S I N G
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Many people fail to convert users through advertising because 
what they expect through your ad’s copy doesn’t match what 
they see in the link page. You must improve your ads copy not to 
make users feel disappoint on the web page you send them. It 
will increase your conversion rates from the ads.

Don’t forget to improve your landing page. Even your ads are 
relevant to the page, if you don’t deliver what your ads promised 
in the landing page, people leave the page without taking any 
actions. The goals of your ads should be not just driving people 
to your page, but generating engagement and converting them. 
Be transparent whatever you do!

240. INCREASE THE RELEVANCY OF 
ADVERTISING COPY AND THE LINK PAGE

241. DELIVER USERS WHAT YOU PROMISED IN 
THE LANDING PAGE
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Some advertisements take users to their home page, not a 
landing page or a service page. To increase more conversions, you 
should lead them to a specific page so that they can convert on 
that page without having to browse more pages. Since a home 
page has many options for people to do, you cannot draw them 
to take your desired actions. Then your advertising doesn’t work.

239. LEAD PEOPLE TO A SPECIFIC PAGE
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Social media remarketing helps you to remind the target audience 
who visited your website but didn’t make purchases, about your 
products/services once again. Since they already had interests 
in your business the last time, you may be able to convert them. 
Make sure you improve the landing page frequently. And don’t 
show your ads to converted people.

243. CONSIDER SOCIAL MEDIA REMARKETING
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Source: Stephen Dawson on Unsplash

Social media advertising is an effective way to reach your 
target audience and convert them. Tracking the performance of 
your ads with key metrics in mind helps you to produce better 
results. What you should measure on social media advertising 
could be conversions, traffic, click-through-rate (CTR), cost-per-
acquisition (CPA), and cost-to-acquire-a-lead (CAL).

242. MEASURE THE PERFORMANCE OF YOUR 
ADS FREQUENTLY



This is the most important process in social media marketing. 
Tracking and analyzing your social media performance helps you 
to improve your social media marketing strategies and make 
wiser decisions for your future activities.

Without measuring your efforts, you cannot improve your 
performance. You will stay where you are and you won’t notice 
whether you’re wasting your budget or not.

The following tips for tracking your social media performance 
will help you to get the most out of your social media activities.

Performance 
Tracking and 
Analytics
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Once in a while you should evaluate your social media 
performance achieves your goals. If you set measurable and 
realistic goals as I suggested in social media strategies, it is not 
so difficult to see your achievement. Keep what you’re doing well 
and improve what you’re not. For the data, you didn’t perform 
well, analyze why you couldn’t and how you want to approach 
for the next time.

Social media is a place where you can understand your audience 
better and build relationships. So measuring social ROI helps you 
to understand what you perform well with a certain cost and 
identify what to improve. Use social media marketing tools that 
dig deeper data and measure your key metrics.

244. CHECK WHETHER YOU MEET YOUR 
SOCIAL MEDIA MARKETING GOALS

245. MEASURE SOCIAL ROI
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Driving traffic to your website from social media is essential. 
Track not only your monthly traffic but also the traffic per post. 
From that data, you can see what headlines are working, what 
content people consume from you, which platforms drive more 
traffic, and more.

246. TRACK YOUR TRAFFIC GROWTH
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Source: Google Analytics

Social media is one of the best place to increase your brand 
awareness. To calculate your brand awareness’ ROIs and growth, 
check social engagement metrics like search volume, followers, 
and reach. Then, you should focus on social mentions – how 
many times you get for a certain period, what and where people 
talk about you, etc.

247. PAY ATTENTION TO YOUR BRAND 
AWARENESS GROWTH
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If you don’t calculate the right social media metrics, you cannot 
grasp what’s really going on your social media marketing. One of 
the most common mistakes for social ROI is to use wrong metrics 
to prove your progress. Make sure that you’re tracking the right 
metrics for your goals. If you’re not sure about the metrics, here 
are some social media metrics you should be tracking.

Based on tracking and analyzing your social media performance, 
you’ll see what to do next. The insights will help you to come up 
with your new strategies and make smarter decisions for your 
new cycle.

249. ENSURE YOU’RE TRACKING RIGHT METRICS

250. COME UP WITH NEW STRATEGIES BASED 
ON THE ANALYSIS
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Source: Hootsuite

The biggest challenge on social media marketing is to improve 
social media conversions. You should track how many the users 
who come from your social media posts converted on a landing 
page. List out what factors of your social media posts impact 
high conversions and analyze deliberately. Don’t confuse with 
CTR of your social media posts.

248. ANALYZE IF YOUR STRATEGIES IMPACTED 
CONVERSIONS



In conclusion

You’ve got the 250 social 
media tactics!

I hope you enjoyed this post 
and found it useful.

Okay, it’s your time to put 
those strategies into action!

Which of the social media 
techniques in this post are you 

going to apply?
Did I forget your favorite social 

media strategy?
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