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			With information easily available on the Internet and social media, it is crucial for your business to look at its current reputation. What are customers saying about you? Are they happy? Do they have criticism or feedback? All it takes is a few negative comments or reviews for other prospective customers or clients to disregard your business. By responding to reviews, comments, and messages, you can ensure your customers feel seen and supported.

What is Reputation Management?

Reputation management involves overseeing how a business is perceived by the public, including reading and responding to online reviews and comments. Having an online presence is a must in today’s day and age. With over 53% of customers turning to search engines, such as

Google, as sources of information for new products, it’s increasingly important to monitor reviews customers may be leaving for your business.

Why Should I Implement Reputation Mangement for My Business?

[image: ]

75% of customers state that they “always” or “regularly” read online reviews, and just 3% of consumers “never” read them. It’s clear how integral online reviews are in a customer’s research journey! With brands becoming more accessible via the Internet and social media, consumers expect these businesses to respond to their online feedback in a timely manner. Replying to reviews, comments, or direct messages will make your customers feel seen and heard. After all, they are the ones keeping you in business by purchasing your products or services!









How Do I Develop a Reputation Management Plan?

First, ask yourself what your business’s current reputation is. Be honest with yourself! Do you have a loyal, happy customer base, or are you experiencing negative feedback? Then, decide what your tone will be when responding to customers. You want to be professional whether you are responding to encouragement or criticism. Make sure you are looking at all facets of your brand’s reputation. This includes reading reviews on Google, Yelp, or other search engines, as well as comments on social media platforms like Facebook and Instagram.

[image: ]Know How to React in a Crisis

While we all hope that we never find ourselves in this situation, it’s wise to have a plan in place should things go sideways. In the event that a particularly unhappy customer leaves an unpleasant review or comment, decide what tactics your business will take to mitigate the situation in a timely, professional  manner. Consider hiring an agency to help you develop this plan.

Protect Your Business

You believe in what you do. Protect your business’s reputation by taking a close look at your current perception and if there are ways to improve it. Develop a plan for how you will handle feedback, both positive and negative. If you’re feeling stuck, don’t hesitate to reach out to a professional agency to help your business shine online! Our team at Triple-Nine Digital can help.
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			In today’s day and age, social media is more prevalent than ever. Almost every business is on at least one social media platform, and the everyday consumer often turns to their favorite apps to find new products or services. It can feel overwhelming and hard for your business to stand out, but we’re here to share our top social media tips and best practices to help your small business flourish online.



Know Your Target Audience 

[image: ]When it comes to growing your social media presence, building an audience is key. The first step is to understand who your target customers are. What is their age range? What need does your product or service solve for them? Asking questions such as these will help you put your content in front of the right people. The Rule of 7 in marketing states that a potential customer must see or hear an advertisement seven times before they decide to take action and try it. Ensuring that your content reaches the right people at least seven times is key when converting customers.

Research the Right Platforms

With a plethora of social media platforms popping up constantly, it’s increasingly important to know which platforms your audience is actively using. Are they primarily on Facebook? Do they use Instagram? What about TikTok? LinkedIn? To avoid spreading yourself thin by trying to post on every single platform, focus your efforts on two, three, or possibly four different apps that your audience is most active on. Pro tip: repurpose your content to be used across multiple platforms, but make sure that it’s optimized for each one! For example, consider taking an Instagram Reel and posting it to YouTube Shorts if your audience is active on both. You could also reshare a LinkedIn post to Instagram with cohesive images. Don’t be afraid to double-dip when it comes to your content!

Keep Up with Trends, but Don’t Overdo It

Trends come and go faster than ever before. It can be overwhelming to try and keep up with each one, but don’t sweat it! Following trends on social media is a fantastic way to expand your reach and expose your content to more users, but it’s not a guaranteed way to build and sustain an audience. Social media users want to see content that provides value; this could mean sharing relevant tips, things they might not know about the industry, or answering common questions. Consider posting one or two pieces of trendy content for every nine or ten pieces of valuable, unique content. This ensures that when new users find your page from something trendy, they will also find a plethora of content that provides value and is unique to your business.

Make Sure You Have S.M.A.R.T Goals

[image: ]S.M.A.R.T. goals refer to those that are Specific, Measurable, Achievable, Relevant, and Time-Bound. By adhering to these pillars, you are ensuring that your goals will be reached in a timely manner. The landscape of social media changes quickly, and new trends are popping up left and right. However, it’s important to know what your intentions are with social media. Do you want to reach new potential customers? Are you working to build an audience of loyal followers and customers? Are you trying to drive more people to your website? Putting a plan and goals in place will help you keep your focus on what is most important to your business in the future
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			In the dynamic realm of digital marketing, email stands tall as a formidable communication tool, maintaining its relevance and efficacy amidst evolving trends. In this article, we delve into the enduring effectiveness of email marketing, address the pivotal issue of email frequency, and explore various strategies for acquiring email addresses.

Is Email Marketing Still a Viable Investment?

Despite the proliferation of alternative marketing channels, email marketing remains a stalwart performer, consistently delivering impressive returns on investment (ROI). Recent studies underscore its efficacy, with email boasting one of the highest ROI rates among digital marketing avenues. Its capacity to deliver tailored and personalized messages directly to receptive audiences continues to drive its profitability.

Email marketing facilitates the cultivation of relationships with existing clientele, re-engages inactive subscribers, and effectively converts leads into devoted patrons. Success hinges on crafting engaging content, employing segmentation for targeted campaigns, and leveraging analytics to optimize strategies. Furthermore, understanding how your target demographic engages with their emails—whether on mobile devices, computers, or tablets—enhances the effectiveness of your campaigns.

[image: ]Finding the Sweet Spot: Determining Email Frequency

Determining the optimal email frequency necessitates a delicate balance. Bombarding subscribers with excessive emails risks inundating them, potentially leading to unsubscribes or diminished engagement. Conversely, infrequent communication risks your brand fading from their consciousness.

A prudent approach involves maintaining consistency while considering the nature of your business and the preferences of your audience. For many B2C enterprises, weekly or bi-weekly emails are standard, though closely monitoring metrics such as open rates and click-through rates is essential. B2B communicators may opt for a monthly email format, consolidating pertinent information into a single correspondence. Paying heed to subscriber feedback enables adjustments to frequency, ensuring a harmonious balance between maintaining visibility and respecting subscribers’ inbox space.

Strategies for Acquiring Email Addresses

Providing Value through Content

	
	Tailor your content to meet the needs and desires of your audience. Offering high-quality content such as ebooks, whitepapers, or exclusive access to webinars incentivizes email sign-ups, fostering a mutually beneficial relationship.





Optimizing Website Opt-in Forms

	
	Strategically place opt-in forms on your website, ensuring they are easily accessible and visually appealing. Employing tactics such as pop-ups, slide-ins, or static forms in prominent locations enhances visibility and encourages conversions.





Thoughtful Contests and Giveaways 

	
	Exercise caution when deploying contests or giveaways, ensuring alignment with your brand identity. While these initiatives can generate excitement and expand your email list, relevance to your target audience is paramount to avoid attracting disinterested subscribers.





Exclusive Promotions for Subscribers

	
	Foster a sense of exclusivity by offering email subscribers access to special promotions, discounts, or early product/service releases. This incentivizes subscription and cultivates a loyal customer base.





Leveraging Social Media Engagement

	
	Harness the power of social media platforms to promote your email list. Craft compelling calls-to-action (CTAs) and direct users to dedicated landing pages for seamless subscription processes. Additionally, sharing contests or giveaways on social media can attract potential subscribers, provided they align with platform guidelines.





Implementing Referral Programs

	Capitalize on satisfied customers by implementing referral programs that reward existing subscribers for referring new contacts. Word-of-mouth remains a potent tool for organic growth.


The Bottom Line

Email marketing, when executed with strategic precision, remains a potent conduit for businesses to connect with their audience, foster engagement, and drive profitability. By striking the right balance in email frequency and employing effective acquisition strategies, businesses can harness the enduring power of email to nurture enduring relationships with their customers in the digital age.
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			Podcasts have traversed a remarkable journey since their inception, evolving into a dynamic and influential medium that captivates audiences worldwide. In this blog, we dive into the origins and history of podcasts, from their humble beginnings to their current status as a global phenomenon. Additionally, we’ll provide valuable insights for those embarking on the exciting journey of starting their own podcast.

Unveiling the Emergence of Podcasts

Although the first podcast technically appeared in 2003 as an RSS feed, it wasn’t officially termed a podcast until August 2004 when Adam Curry and Dave Winer introduced the “Daily Source Code” podcast, a fusion of “iPod” and “broadcast,” resulting in podcast. This breakthrough medium allowed users to download and enjoy audio content on-demand. 

During the formative years, podcasts experienced gradual growth as niche content creators experimented and discovered their unique voices. The medium’s flexibility enabled a diverse range of topics, fostering a sense of community among listeners who shared specific interests.

Charting the Rise of Podcasts

Podcasts have grown in popularity over the years, propelled by several factors. The use of smartphones, advancements in audio quality, and the development of streaming-specific platforms have all contributed to the widespread adoption of podcasts. Today, podcasts span an extensive array of genres, encompassing true crime, education, comedy, politics, business and more!

In recent times, the podcasting landscape has witnessed the entry of celebrities, influencers, and established media outlets, adding further legitimacy to the medium and amplifying its popularity. This influx of content and diverse voices has broadened the appeal of podcasts, solidifying their position as an integral part of modern digital culture. 

6 Tips for Launching Your Own Podcast

[image: ]

	1. Define Your Niche: Before embarking on your podcasting journey, pinpoint your niche or area of expertise. Whether it’s storytelling, interviews, or educational content, a clear focus will help you attract and retain a dedicated audience and it will keep you on track of what to speak about.
	2. Invest in Quality Equipment: Achieving good audio quality is paramount for podcast success. If possible, invest in a reliable microphone, headphones, and recording software to ensure an enjoyable and immersive experience for your listeners. Alternatively, consider renting time at a professional studio’s podcast booth.
	3. Plan Your Content: Outline your podcast episodes in advance. A well-structured plan aids organization, consistency, and the delivery of valuable content to your audience.
	4. Focus on Engagement: Cultivate a sense of community by actively engaging with your audience. Encourage listener feedback, address questions, and consider featuring listener contributions on your podcast.
	5. Promote Your Podcast: Leverage social media, email newsletters, and various marketing channels to promote your podcast. Building an audience is a gradual process, so exercise patience and persistence in your promotional efforts.
	6. Consistency is Key: Establish a consistent release schedule, whether it’s weekly, bi-weekly, or monthly. Predictable releases build anticipation and keep your audience engaged.


The Bottom Line

Podcasts have metamorphosed into a dynamic and influential force in the digital landscape. Whether you’re a dedicated listener reveling in diverse content or an aspiring podcaster poised to share your passion, podcasts continue to shape how we consume and create audio content. Embrace the journey, refine your unique voice, and become part of the ever-growing community of podcast enthusiasts worldwide.
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			In the realm of social media, Facebook continues to be a significant player in connecting people and businesses. One debatable feature is the invitation of Facebook friends to like or follow a business page. While some consider it intrusive, others believe it to be a smart growth strategy. This article explores the reasons why inviting Facebook friends to your business page is not only acceptable but also beneficial for you and your network.

Building a Supportive Community

When you invite your Facebook friends to like your business page, you’re inviting them to join a community focused on your brand or venture. These are people who already know you personally and may be interested in supporting your business endeavors. This support system can be invaluable, especially during your business’s early stages.

If you invite your Facebook friends to follow a business you support, you are showing even more support for that business, hopefully driving more social and web traffic for them. Moreover, if the business is in your community and has a physical location, you can assist in bringing more shoppers to the store, driving more traffic into your town, and benefiting other businesses in town.

Leveraging Existing Relationships

Your Facebook friends are part of your existing network, and they are likely diverse in their interests, professions, and backgrounds. By inviting them to your business page, you’re leveraging these connections to broaden your reach. Some of your friends may be potential clients, collaborators, or advocates who can help spread the word about your products or services.

[image: ]Increasing Visibility

Facebook’s algorithms are designed to showcase content based on user interactions. When your friends engage with your business page by liking, commenting, or sharing, it signals to Facebook that your content is relevant and engaging. This, in turn, increases the visibility of your page, reaching a wider audience beyond your immediate circle. Spreading the word about your business on social media is cost-free. A like, share, comment, and overall engagement can help promote your business, services, and products for free! So, ensure that you thank your Facebook friends for their support.

Humanizing Your Brand

People connect with people, not just products or services. By inviting your friends to your business page, you’re adding a human touch to your brand. Sharing behind-the-scenes glimpses, personal stories, or updates on your journey can make your business more relatable and foster a deeper connection with your audience.

Reaching Critical Mass

In the world of social media, achieving critical mass is essential for organic growth. Inviting your Facebook friends is a strategic step to kickstart this process. As more people engage with your content, the likelihood of attracting new followers who are genuinely interested in what you offer increases. When more followers start to like posts, Facebook will begin to show more of the business’s posts to others as it considers it to be an intriguing post.

The Bottom Line

In the grand scheme of social media etiquette, inviting your Facebook friends to your business page is not only acceptable but also a smart move for building a strong foundation for your online presence. It’s about leveraging existing relationships, creating a supportive community, and humanizing your brand. So go ahead, click that invite button and watch your business thrive with the backing of friends who genuinely want to see your business or a business you support succeed. After all, in today’s connected world of Facebook, success is often a shared journey.
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			In the dynamic world of business, the collaboration between a brand and its marketing agency is akin to a finely tuned orchestra, where each instrument plays a crucial role in creating a harmonious melody of success. This symbiotic relationship is not just about creating catchy campaigns or eye-catching visuals; it’s about a shared journey toward achieving mutual goals, brand growth, and market dominance. It is important to have faith and trust in your agency and look at them as a partner. Here are some ways that you can welcome your agency more seamlessly into your business so you can both be successful.

The Foundation of Trust

At the heart of this partnership lies trust. Brands entrust their identity, reputation, and market presence to the marketing agency, expecting a deep understanding of their vision and values. In return, marketing agencies leverage their expertise, creativity, and strategic insights to elevate the brand to new heights. This trust forms the bedrock of a successful collaboration, fostering an environment where both parties can openly communicate, innovate, and navigate challenges together.

Seamless Communication

Effective communication is the cornerstone of any fruitful relationship. Brands must articulate their objectives, expectations, and unique selling propositions clearly, providing the marketing agency with the necessary insights to craft compelling campaigns. Conversely, marketing agencies should maintain transparent communication channels, updating brands on progress, challenges, and strategic adjustments. This continuous dialogue ensures that the marketing efforts align with the brand’s evolving needs and market dynamics.

Shared Goals and Objectives

For the brand-agency partnership to thrive, both entities must be aligned in their goals and objectives. Whether it’s boosting brand awareness, increasing sales, or entering new markets, a shared vision provides a roadmap for strategic planning and execution. When brand and agency work collaboratively toward common objectives, the synergy becomes palpable, driving the success of marketing initiatives.

[image: ]Creativity Unleashed

Marketing agencies bring a wealth of creative talent to the table, helping brands break through the clutter and connect with their target audience. From innovative campaigns to engaging content, agencies have the ability to breathe life into a brand’s narrative. The freedom for creativity is nurtured by the brand’s willingness to embrace fresh ideas and take calculated risks, fostering an environment where groundbreaking concepts can flourish.

Adaptability in the Face of Challenges

In the ever-evolving landscape of business and marketing, challenges are inevitable. From changes in consumer behavior to unexpected market shifts, the brand-agency partnership must demonstrate resilience and adaptability. An agile approach to problem-solving, continuous monitoring of campaign performance, and the flexibility to adjust strategies are crucial elements that define a successful collaboration.

Celebrating Success Together

Success, when achieved, is a cause for celebration. Whether it’s surpassing sales targets, gaining widespread recognition, or creating a viral campaign, both the brand and the marketing agency share in the triumph. This shared success not only strengthens the partnership but also becomes a testament to the collective efforts invested in achieving common goals.

The Bottom Line

The relationship between a brand and its marketing agency is a dynamic and multifaceted alliance that extends beyond mere business transactions. It’s a collaboration where creativity, trust, communication, shared goals, adaptability, and success are interwoven, creating a narrative of growth and prosperity. When both parties invest in nurturing this relationship, the result is not just a successful marketing campaign but a lasting partnership that propels the brand toward sustained success in the competitive business landscape.
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			As we bid farewell to 2023, it’s crucial to reflect on the transformative journey that marketing has taken and anticipate the exciting changes that lie ahead in 2024. The past year has witnessed significant shifts, and as a marketer, it’s imperative to leverage these changes for the benefit of your business. Of course we can only predict what may come in the future, but just like with all things in marketing, we are here to watch it all unfold and learn as we go! As you read through what has happened in marketing this year, reflect upon it and if it affected your business. Even if you didn’t do it in 2023 doesn’t mean you can’t give it a try in 2024!

	
 Rise of Personalization




In 2023, marketing saw a paradigm shift toward hyper-personalization. From email to social media and even in ads on your Hulu and Netflix, customers now expect tailored experiences, and successful businesses embraced this by leveraging AI-driven algorithms to understand consumer behavior. Moving forward, refining personalization strategies will continue to be key in capturing audience attention. 

	
 Emergence of Immersive Technologies




It is almost like Cher’s closet from Clueless came to fruition this year! Augmented Reality (AR) and Virtual Reality (VR) became more prevalent tools in marketing campaigns in 2023. From virtual try-ons to interactive product demonstrations, businesses found innovative ways to engage customers. Even tele-medicine leaned into this and grew immensely! Looking ahead, integrating these immersive technologies into your marketing playbook could be a game-changer and a new way to do business. 

	
 Sustainable Marketing Practices




Consumers are increasingly conscious of environmental and social issues. Humans are becoming even more aware of what is going on with our Earth, what we can do to better protect it and ourselves with the products that we eat and use on a daily basis and to just be overall decent people. Brands that embraced sustainable marketing practices that reflect these issues in 2023 witnessed positive responses. In 2024, incorporating eco-friendly practices and communicating your commitment to social responsibility will not only resonate with your audience but also contribute to long-term brand loyalty.

	
 Video Continues to Reign [image: ]




Once again, video reigned supreme in the marketing world. The love affair with video content deepened in 2023, with short-form videos gaining immense popularity. Platforms like TikTok, YouTube Shorts and Instagram Reels became powerful marketing tools. In the coming year, investing in high-quality, engaging video content will remain pivotal for maintaining a strong online presence.

	
 Influencer Marketing Evolution




In 2023, influencer marketing evolved beyond celebrity endorsements. Micro and nano-influencers gained prominence due to their authentic connections with niche audiences. Collaborating with influencers who align with your brand values will continue to be a successful strategy in 2024.

	
 AI-Driven Analytics




Data-driven decision-making reached new heights in 2023, thanks to AI-driven analytics and their tools. Predictive analytics and machine learning algorithms helped marketers anticipate trends and optimize campaigns. Businesses should further invest in refining their analytical capabilities to stay ahead in 2024.

	
 Community Building




The power of community-driven marketing became evident in 2023. Building a loyal community around your brand fosters trust and encourages word-of-mouth marketing. Businesses should focus on nurturing relationships with customers, turning them into brand advocates in 2024. 

The Bottom Line

The marketing landscape has undergone remarkable changes in 2023, and the trends suggest that 2024 will be equally dynamic. As a business owner, embracing these shifts and staying agile in your marketing strategies will position your brand for success in the ever-evolving digital landscape.

Here’s to a prosperous and innovative year ahead!

            
            


			
		


		        



		

			
			
			
			

				Posted in Tips, Videos
			

			
			
			


			


			
		

	





				


					
	
    
      
       
       


		

			Finding the Sweet Spot: How Often Should Your Business Post on Facebook?

			

			


			
			

Published December 8, 2023
				
			


			

		





		
		

 [image: ]

			One of the most frequently asked questions we receive is how often should my business be posting on social media, specifically Facebook? While each business varies, we do have some tips to help figure out how to find the sweet spot when it comes to posting on social media.

Understanding Your Audience

Utilize Facebook’s built-in analytics tool, Facebook Insights to figure out who your audience currently is on Facebook. It provides valuable data on your page’s performance, audience demographics, and engagement metrics. Check the “Audience” tab in Insights to explore information such as age, gender, location, and interests of your followers. Once you have a better understanding of who is on your Facebook, you can start to market toward those people or try to bring in others who aren’t necessarily on your page yet.

Quality Over Quantity

Determining the value of a post on social media, such as Facebook, can be subjective and may depend on the specific goals and audience of the business. A valuable post should be relevant to your target audience. Consider their interests, needs, and preferences when creating content. You should also align the post with your brand identity and the expectations of your followers. Looking at engagement metrics such as likes, comments, and shares can help to give you an idea of what posts perform better than others. Higher engagement usually indicates that the content is resonating with your audience. Clicks are also a form of engagement and can help drive traffic to your website. If the post is part of a marketing campaign with specific goals, track conversion rates. Monitor how many users take the desired action, such as making a purchase or signing up for a newsletter.

Consistency Matters

[image: ]Determining the optimal times to post on Facebook for your specific audience involves a combination of data analysis, experimentation, and understanding your audience’s behavior. Utilize Facebook Insights to understand when your audience is most active. Go to your Facebook Page, click on “Insights,” and navigate to the “Posts” section. Look for the “When Your Fans Are Online” graph, which shows the days and times when your followers are typically active. It is important to consider the habits and lifestyles of your target audience. For example, if your audience consists of working professionals, posting during lunch breaks or after work hours might be effective. Remember that the optimal posting times may evolve over time, so regularly reassess and adapt your strategy based on the latest data and trends. Combine quantitative data with qualitative insights to gain a comprehensive understanding of when your audience is most receptive to your content.

So How Often Should A Business Post?

Posting twice a week on Facebook can be a good starting strategy for many businesses, but the effectiveness depends on various factors that we just discussed. The social media landscape is dynamic, and what works for one business might not work exactly the same way for another. As you gain insights into your audience’s behavior and preferences, you can adjust your posting frequency accordingly. Regularly reassess your social media strategy based on data and feedback to ensure it aligns with your business goals.
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			A content calendar serves as the heartbeat of your digital presence, providing a structured plan for the creation, publication, and distribution of your content on social media. Think of it as a dynamic blueprint that guides your brand’s storytelling efforts across various online channels. Creating a content calendar is crucial for a successful content marketing strategy and it is important for everyone to work together when creating this calendar. While a content calendar provides structure, it’s not rigid. It’s designed to be adaptable. We can respond to real-time events, industry trends, and audience feedback. This flexibility ensures that your brand remains relevant and responsive in a dynamic digital landscape.

Here are five tips to help you put together a content calendar for 2024 with your marketing team:

	
1. Align with Business Goals and Events [image: ]




Start by understanding the overarching goals of your marketing agency and your business goals for the year 2024. Identify key business milestones, product launches, and events that are planned internally that need to be shared with your marketing team. Create thematic content around major initiatives, ensuring that your content supports and enhances the overall marketing objectives.

The marketing team should also consider which social media channels are best for each goal and event. LinkedIn is different from Facebook and maybe a video needs to be created for Instagram and YouTube versus just images. Discussing the rollouts of these goals and events can help both teams plan for great coverage.

	
[image: ]2. Consider Seasonality, Trends and Business Specific Dates




Take into account the seasonality of your industry and the target audience’s behavior throughout the year. Certain times may be more opportune for specific types of content or promotions.

Additionally, keep an eye on industry trends and incorporate them into your content calendar. This will help your content stay relevant and engage with your audience’s current interests.

Followers love to engage with your content when they see the people running the show. Share employee birthdays, promotions, good news, business anniversaries, and so on. These posts are just as important as anything else.

	
3. Diversify Content Types[image: ]




Plan a mix of content types to keep your audience engaged. This can include blog posts, videos, infographics, webinars, podcasts, and more. Experiment with different content formats and distribution channels to see what resonates best with your audience. This diversity not only keeps your strategy fresh but also accommodates different preferences and consumption habits. And don’t forget to re-use the content that you have, just in a different way. Blog posts are a great example of a large chunk of information that can be disseminated multiple times in multiple ways. 

	
[image: ]4. Establish a Consistent Posting Schedule




Consistency is key in content marketing. Establish a regular posting schedule that aligns with your audience’s behavior. This could be daily, weekly, or bi-weekly, depending on your resources and the nature of your content.

Your marketing team can use scheduling tools to plan and automate posts, but remain flexible to capitalize on real-time opportunities or address emerging trends. Sharing these planned posts with your team can help you to see what is coming up in the schedule and if anything needs updated, moved or pushed in a different direction.

	
5. Integrate User-Generated Content and Feedback[image: ]




Encourage user-generated content (UGC) to foster community engagement. Plan campaigns or activities that involve your audience in creating content, whether it’s through contests, challenges, or sharing their experiences. Monitor audience feedback and adjust your content strategy accordingly. This could involve addressing common questions, concerns, or interests expressed by your audience. Actively engage with your community to build a more dynamic and responsive content plan.

The Bottom Line

Remember to regularly evaluate the performance of your content and adjust your strategy as needed. Analytics and feedback should inform your ongoing content calendar refinement throughout the year. Through analytics and performance metrics, we can track how your content is resonating with your audience, what they like the most and don’t really seem to care for. This data-driven approach allows us to iterate and refine our strategy, ensuring continuous improvement.

            
            


			
		


		        



		

			
			
			
			

				Posted in Uncategorized
			

			
			
			


			


			
		

	





				


					
	
    
      
       
       


		

			Why Posting on Social Media During the Holidays is Good Business

			

			


			
			

Published November 17, 2023
				
			


			

		





		
		

 [image: ]

			Q3 Sprout Pulse survey data reveals that 89% of marketers will have kicked off their holiday marketing campaigns on social media by the end of November. With such a high number of businesses vying for customer attention, competition during the holiday season will be intense.

Just because November and December are big holiday months doesn’t mean you should slow down on your social media postings. In fact, here is why you should increase your posts!

Online Shopping Increases

Unless you live in the land of never buying anything online, you know that social media is a hotspot to find the best deals around. As people are scrolling their socials for those bargains, they are likely to see your posts. Holiday eCommerce sales are projected to increase by 10.3 percent to 12.8 percent compared to last year, according to Deloitte. This is a significant increase even after adjusting for inflation.

[image: ]People Take Time Off

Holidays are the perfect time to kick back and relax, with the average US employee scoring 7.6 days of paid leave each year. And when we’ve got free time, our social media feeds get flooded with likes, comments, and shares. So why not sprinkle some holiday cheer by adding some festive hashtags to your posts? Not only will it help your content stand out, but it’s also the ultimate hack to skyrocket your social media game.

Gratitude Tends to Rise

With Thanksgiving and Christmas in the mix, people love to share, give and connect with others. This can all happen with your social media posts! Think of some social media posts that you have seen over the holidays that have resonated with you that you have shared online. They touch a heartstring, are relatable and have meaning. Try to create a post, story or better yet, reel, that will stick with your audience long after the holiday season.

The Holidays are Fun

The holiday season is a great time to have some fun with your audience and stand out from the competition. Polls, contests/giveaways, charities, holiday tips that relate to your business, discounts and sales and so much more can be shared on social media to help drive up engagement. Just stay aligned with your business and audience and have as much fun as your boss allows with your social posts.

The Bottom Line

The holidays can be a hectic but crucial time for businesses. It’s the perfect chance to enhance brand recognition, connect with new audiences, captivate customers, introduce new products and get rid of old inventory, and add a more personal touch to your brand. Don’t miss out on the countless opportunities that the holiday season brings!
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