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Who are you targeting?
It is important to understand who you would like at the other end of your 
social media posts. This should help with the thought 
process for your activity.

Pick the right social channels.
Evaluate the most suitable social networks for your business and your time. 
Not all channels work for everyone so be selective and focus your attentions 
on the most relevant to your target market.

Over 1.5 billion users. 
Highly targeted advertising platform. 
More of a B2C platform.

The 2nd largest 
search engine! 
Short, punchy 
videos can get 
good wins.

Purely for photo sharing. 
Helps to give businesses some 
personality.

Used for both b2c and b2b. A great place to have 
conversations. Offers a good opportunity for content to 
go viral.

Strictly B2B. 
Be an industry thought 
leader.

An image and photo 
based platform.
Great for creative sectors.

Dene your objectives.
Be more specic than just sales. Try and break objectives down. These objec-
tives will then be assigned against your social media posts to establish the 
reasons for your social media activity.

Split your campaign.
Your social media campaign should be split into posts directly 
related to your business and things that are indirectly related e.g. location, 
charity, interests and social activities.
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Pick a great tool!
Social media management tools can help save you loads of time and track 
the performance of your efforts. Give one of the following a try...

Hashtag!?
The # is used to essentially categorise conversations (Twitter) or 
images (Instagram). It is important to utilise hashtags when 
appropriate e.g. commenting on a particular topic. The # helps 
your tweets and images get found by more people interested in 
that topic or theme.

Write a bunch of post ideas.
Reference these against your target audience and your  
objectives. Make sure that there is a point to your posts.

Benchmark performance.
Take a snap shot of where you are before you implement your 
strategy and review performance each month. Analyse what is 
working and what is a waste of time.


