: For Social Med

e
= »




Table of Contents

The Greatest Strategy for Social Media Marketing

O3introduction: Why Social Media Marketing?

O/ Part 1: Attracting Target Audience

12 part 2: Engaging Fans and Followers

16Part 3: Selling and Promoting Products and Services

21 Part 4: Retargeting to Increase Conversions

24 Execution Strategy




Introduction

Why Social Media Marketing?

Todaythe ability of your businesdo leveragesocialmediais
essentialto competingin the marketplace Over 2.8 billion
people have accessto the Internet and 74% of all online
adultsuse socialmedia Thisprovidesa unique opportunity
for your brand to connectwith millions of people Most
importantly, you canconnectwith thousandsof peoplewho
arelikelyto beinterestedin what you haveto offer.

People have access to 5

the Internet \\

Thereare many benefits of socialmediamarketing

Most can be categorizedinto branding,awareness,
and the ability to communicatewith consumers
Youhave an opportunity to establishyour brandin

front of relevant people, grow a longterm

audience, and communicate with them on an

ongoingbasis

Of all online adults
Use social media
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Introduction

Why Social Media Marketing?

Thegoalof socialmediamarketingshouldbe to
establishtrust and perceivedusefulnessof the
productsand servicesyou offer. Recentstudies

e . Trust Usefulness
indicate that consumersare more likely to buy Vour brand can establish The perceived usefulness of
whenthey believea product or serviceis useful trust in the marketplace your product/service can be

: . on social media. displayed on social media.
and they trust the brand sellingit. Both canbe

influencedthrough socialmediamarketing

Influencingthe trust and perceivedusefulness
of consumersis an ongoing process However,
the results are rewarding By developing an
influential and effective socialmedia marketing
campaign, you can gain word-of-mouth,
referrals, leads, and sales In order to receive
high volumesof results from socialmedia, you _ _

. view your product or service as
need to have the best strategy You will learn useful, your brand can influence their
our provenstrategyin this eBook purchasing decisions.

Purchasing Decision

If consumers trust your brand and
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Strategy Overview

4 Steps to Social Media Success

]

1) Attract

Attract thousands of relevant people to your brand

Engage them every day with quality content

Promote offers to a highly engaged audience

4) Retarget _ _
Retarget ads at people who viewed your website




Social Statistics

Relevant stats to keep in mind

400%

0% 92% 71%

70% of social
media users are
more likely to
buy from brands
they follow

71% of people
are more likely
to purchase
based on
referrals

92% believe
recommendations
over all forms of
advertising

Social media is

400% cheaper

than traditional
media.

31% of all
website traffic
comes from
social media
websites.
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Part One
Attracting Your Target Audience




Attracting Your Target Audience

Define Your Target Audience

Thefirst componentof your socialmediastrategyshouldbe to attract peoplewho are likely
to buy from your brand In order to attract potential buyers,you will needto understand
and define your target audience Youshouldbe able to identify their interests, preferences,
challengesandneeds

Why Define Your Target Audience?

1. They determine your advertising 2. Theyhelp you create relevant 3. Theyset the tone and style
approach- the fans and followers  content ¢ the content you post on  for your content¢ the tone of
you attract should be relevant to your social media channels should your content should be based
your business. The more you be content yourdefined audience  on the preferences of your
understand the characteristics of  likes to consume. In order to audience. You should know if
your buyers, the more precise you engage your followers with great  your target audience prefers a
can target them on social media.  content, you need to know who formal or informal tone.

YR 6KId GKSBQNB AYGSNBaAaGSR Ayd
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Attracting Your Target Audience
Find Out What Platforms They Use

Onceyou haveidentified your target audience selectthe mostrelevantsocialmediaplatformsto reachthem.
Focuson the social media platforms your target audienceis actively using It does not matter how many
platformsyour brandis on. What mattersis how you userelevantplatformsto attract potential customers

Key Platform Insights That Matter

¢

FacebookEveryone uses Facebook. Over 71% of all
Internet users have an account. 87% of all young
adults (1829) actively use it, as well as 56% of online
adults over 65 years old.

Twitter: Twitter is mainly used by adults from the ages
of 18 to 49 years old. Adults over 60 do not use it (less”
than 10%)).

Instagram:Majority of Instagram users are people
from 13 to 40 years of age. Instagram is very diverse
as it relates to ethnicities.

Pinterest:Pinterest is mostly used by white, non
Hispanic women. 70% of its users are female. African
Americans seldom use Pinterest

LinkedIn:Majority of LinkedIn users are college
graduates and midged adults from 3®4 years of

age. More than half of its users make over $75,000 a
year.




Attracting Your Target Audience

Attraction Process

Youare now readyto attract potential customersto your brand Thegoalof attraction is to
acquireas many relevantfans and followers as possible Usingyour defined audienceand
socialmediaplatformsto reachyourtarget audience do the following:

Design your social media channelthedesign of your

social media channels will be the basis of how consum Advertise
perceive your brand. You will have more success with 02
acquiring followers if consumers perceive your branding

as trustworthy, informative, and relevant

: Grow
Advertisedirectly to your preferred customerThe fastes . Organically
way to attract people to your brand is through social 03
media advertising. You can leverage data to ldagget ;
ads to relevant people to acquire new fans and followe

Organicallyattract people to your brandTake advantage
of the organic methods to attract people to your brand.
These methods include using relevant hashtags, follo
hundreds of people and interacting with people.




Attracting Your Target Audience
Attraction Tips

What are good examples of well-designed social media channels?

Takea look at your favorite Fortune 500 Company Lookat large companiessuchas CocaCola, Skittles,and Publix
socialmediaaccounts Note how the makeupof their socialmediachannelsare consistentwith their branding

How much does a new follower cost through paid advertising?

Youpay per fan or follower you acquire The cost of acquiringfollowers through paid advertisingis dependentupon
how relevantyour adis to the audienceseeingit. Themore relevantyour ad s, the lower your costper follower. Many
smallbusinessedind it more costefficientto hire an agencyor specialistthat specializesn socialmediaadvertising
ThecostcomparisormayvaryextensivelySeethe chartbelow.

Experience New Fans Total Cost Cost Per Fan (FB)
New Advertisers 1000 $1,250.00 $1.25
Ad Specialist 1000 $250.00 $0.25

What do we mean by following people?

Followingpeopleon Twitter and Instagramis like sendinga friend requeston Facebook Thetargeted user seesthat
you followed them, looks at your page,and makesa consciousdecisionon whether they want to follow your brand
back Forexample,for every 1,000 peopleyou follow, you may gain 150 followers back Themore peopleyou follow,
the more peopleyou canexpectto follow youback

¢
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Y Engaglng Your Fans and Followers
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Engaging Your Fans and Followers

The Goal of Engaging and Consistent Content

You should aim to post to all relevant social media platforms at least once per-daynés per week. When it
comes to content, quality is more important than quantity. Every piece of content you post should add value
your readers. When your company is actively engaging users on social media, you will notice the following

Brand LoyaltyCurrent and prospective customers will begin to gain a sense of loyalty to your brand.

Word-of-Mouth: Because your content is relevant to your audience, they are more likely to share your
content with your brand.

Relationship CapitalAs you feed your audience great content, they will continue to come back
for more. Your audience will have a stronger connection with you.

Marketing Attribution: Statistically, the more times someone interact with your
brand (touch points), the more likely they are to choose your brand over others.

‘ N InfluencedDecisionsStrong engagement patterns indicate that people like, trust, and value your
/ content. When people are highly engaged with your content, you are more likely to influence their

purchasing decisions.
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Attracting Your Target Audience

Scenario T How Consumers View Engaging Content

| like that post! @
They are cool J @

A lot of people
think this product
is good.

Engaging
Content

They have 10,000

They're
followers! testimonials are
good.
The_y mustt bte| I might share this
important!

with my friend.




Engaging Your Fans and Followers

Types of Content

The power of social media engagementwill allow your brand to build a strong relationship with your fans and
followers By postingregularly,your brand canestablishitself asan industry-expert, remaintop-of-mind, and educate
potential customerson an ongoingbasis Asa result, you will seean increaseword-of-mouth, referrals,and qualified
leads Hereare somedifferent typesof contentyou shouldpost

1.

RelevantContent:Informative, entertaining, or educational content.
Examples include tips, news, and blogs. The main goal is to spark
engagement (likes, comments, shares, etc.) with your audience. High
levels of engagement indicate that people favor your content, and your
brand. More than 50% of your content should be relevant content.

Brand ContentA smaller percentage of your content should be about )
your brand. Whilet is important to focus on engagement, you still need a

strong mix about your brand. However, this content does not have to be .
promotlonal You can share testlmonlals product reV|ews or case studies. ¢

. 2dz Oy Ff&a2 akKlINB 82dz2NJ 6N} YRQA auz.iE

your company

Contestsand GiveawaysRunning contests and giveaways is an easy way
to generate tons of engagement. Everyone loves free stuff. Examples
include VISA card;ghirt, or product giveaway3.hekey to successful
giveaways is to offer something that people really want in exchange for an
action (like, share, contact information, etc.)
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Selling to Your Target Audience
4 Easy Steps

It is now time to sell your products and services Becauseyou have attracted a relevant following and
developeda relationshipwith your audience,they are more likely to be interestedin your productsand
serviceslIn fact, they are 2x more likely to convertthan someonewho is not familiarwith your brand

Create an Incentive
Offer a limited special offer, discount, or coupon to spark interest in your products or services.
Make it exclusive to your social media followers to make them feel like valued connections.

Focus On The Benefit

Highlightthe benefit(s) of the product or service you are offering. Be specific to how it will
help your customers overcome the challenges or needs they have.

Use a High-Resolution Image or Video
Usea highquality image or video to attach with your promotional message. Make sure that
the imageyouuseiswdlSAA Iy SR YR NBFTt SOGABS 2F 6KI

Advertise and Promote it To Your Fans
Advertiseyour special offer to your fans, followers, and their friends on all relevant social
media channels your brand is invested in. You need to reach your entire audience.

§ LYFE
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Selling to Your Target Audience

Advertising Formats

Advertisingis essential to converting your fans and followers into buying customers. It will allow you to reac
your followers on multiple occasions at various times during the day. Promote your product or service offet
to your audience. It may also be a good idea to promote your ads to people who are not connected to youl
social media channels. You will notice that your fans and followers will convert faster.

Recommended Ad Formats

Facebook 0
BoostedPosts, Video Views, Websit#icks/Conversions 40 O A)

Twitter
Promotedtweets and Website Cards

LinkedIn

Sponsoredstories Paid advertising on social
media is 400% cheaper than

Pinterest traditional media

PromotedPins ‘=
A ¢ LYFE
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Selling to Your Target Audience

Advertising Metrics

After launching your advertising campaign, measure the results and improve your campaign. This is an
ongoing process. You will need to analyze the performance, identify areas for improvement, and improve
your campaign to lower your costs.

If you are tracking leads or sales, you will need to setup conversion goals in Google Analytics or conversic
tracking. This will allow you to measure how many conversions (leads, sales, etc.) your campaigns are
generating and at what costs.

Key Performance Indicators of Advertising Campaign

Cost per Thousand Impressions (CPM):
How much are you paying to reach every 1,000 people?

Costper Click (CPC):
Howmuch are you paying per cli€kQ

Cost per Acquisition (CPA
Howmuch are you paying per conversion?

A e




Conversion Rates

Selling to an Engaged Audience

Theconversion rate of your advertising campaign may vary depending upon various
FILOU2NED® LG O2dZ R OFNEB ol &aSR 2y @2dz2NJ T
Price). It could also be lower or higher because of the structure of your website or
landing page. Your industry and sales cycle could impact the conversion rate as well.
Regardless of what may influence your conversion rate, there is one form of advertisin
that is guaranteed to increase it. The next step will complete your social media
strategy

L F
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Part Four

Retargeting: Guaranteed to
Increase Conversions




Retargeting

Retargeting Facts

Before we define what and how you can use retargeting, take a look at a few facts.

C Less than 5% of website traffic converts on first visit.

C 67% of visits who visit a store again ends up making a purchase.

C 3 outof 5 U.S. online buyers say they notice ads for products after searching
for it.

C 20% of marketers have a dedicated budget for retargeting.

C Retargeting can boost ad response up to 400%.

C 25% of online consumers enjoy retargeting ads because they remind them of
what they were looking for.

C Website visitors who are retargeted are 70% more likely to convert.

O ¢ LYFE




Retargeting
What is Retargeting?

Retargeting is a form of advertising that allows you to target people who recently visited your website. It
Ad [ OFEAfTlFofS OKNRdAdAK D223fSQa 5AaLXle bSGg2N] =
advertisements on higlraffic websites in the format of vertical and horizontal banners, as well as image
placements. You are also able to leverage retargeting on Facebook and Twitter. This allows your brand to

reconnect with highly interested customers and reengage them.

Advertise 'People Retarget
view your Website

Website ) o
website Visitors

Step 01 Step 02 Step 03
You work extremely hard to drive People visit your website and The next time they visit their
relevant traffic to your website leave without converting into your favorite website, they see an
through social media. desired action. advertisement from your brand.

LYFE
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Strategy

Attract a relevant
audience

Engage them daily
with content

Promote and sell
your products
Retarget recent
website visitors

Execution Strategy

How are you going to get this done?

In order to execute this strategy to the highest efficiency, it will take a larg
time commitment. This strategy will require a minimum of 50 to 75 hours
month. In addition, it will take time to become very skilled at producing

high quality content and creating cesfficient advertisements. Because of
this, many growing companies find it in their best interest to outsource th
component of their marketing to an agency like LYFE Marketing. We pro
affordable social media marketing services that range from $500.00 to

$1,500.00 a month.

Advertising Specialists

Content Creators

¢

Strategic Partners

LYFE




Conclusion

About LYFE Marketing

LYFBVarketingis a socialmediamarketingagencybasedin

the city of Atlanta, GA Our founding team are graduates
from GeorgiaState Universityand started this companyin

2011 Sincethen, LYFEhas worked with brands on the

shelveson Walmart,largepolitical campaignsmillion-dollar

real estate projects, and various health and wellness
companies

The End

Thank you for reading.
You now have the
ultimate social media
strategy to grow your
business. If you have
any questions please
contact us!

O

Emall

Info@lyfemarketing.com

Phone

Our servicesallow businessedo savetime, generate
results,and focuson the more important facetsof their
business, while knowing that their social media
marketingpresences optimizedfor successWe create,
manage, and execute high-level social media, search
engine,andwebsitecampaigns

¥y

Website

www.lyfemarketing.com

404-596-7925.
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