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Why Social Media?

According to Time Magazine’s Business and Money section, “If 

you’re looking for a place to focus your business growth efforts, 

try social media.” For any business marketer, it is a must for 

the marketing strategy. I thought that I would offer just a few 

numbers to illustrate why you need to embrace social media.

First, let’s look at the massive amount of people who are 

currently using the social media platforms. These numbers are 

accurate as of the date of this book’s publishing, March 17, 2014. 

It is no surprise that Facebook is the market leader with more 

than 1.23 billion active users. Google+ boasts an amazing 300 

million active users. Twitter has 243 million active users each 

month. LinkedIn has 277 million active users. Instagram reports 

a user base of 150 million. Finally, Pinterest has 70 million active 

users and is growing very rapidly. For the latest numbers, check 

out our website. We have a special page dedicated to the latest 

social media numbers that is updated every month. You can find 

that page at: www.boxlessmedia.com/numbers.

So people use social media. What about businesses? Facebook 

currently has more than 50 million business pages. Forbes.com 

reports that 94% of all businesses with a marketing department 

use social media as part of their marketing platform. Nearly 60% 

of marketers spend the equivalent of one work day each week 

on social media marketing and maintenance. So now we know 

that businesses are on board with social media.

http://www.boxlessmedia.com/numbers
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Now let’s look at results. According to Forbes.com, 85% of 

all businesses that have a dedicated social media platform 

as part of their marketing strategy have reported an increase 

in their market exposure. 58% of businesses that have used 

social media marketing for more than three years reported an 

increase in sales over that period. 

So people are using social media. Businesses are too and 

they are seeing success. This is why every business owner or 

marketing professional needs to have a social media strategy as 

part  of their overall marketing plan.

Social Media, A Tool

Every profession has a toolbox. Whether that box is a Craftsman™ 

or metaphorical one, it exists. Construction workers have 

hammers and drills. I think dentists have the same. Attorneys 

have contracts and litigation. DJ’s have turntables, microphones, 

MP3 files and more. 

The same is the case for marketers. In every marketer’s toolbox, 

there should exist a social media strategy. Let’s explore social 

media as a tool.

Social Media is a ladder.  When an electrician needs to replace 

a lightbulb, a ladder allows him/her to do so. Social media 

allows a marketer or business professional to reach things that 

were never before possible. A small business in rural Michigan 

can now sell their product around the world from a home office. 

Social media makes this possible. A website may make the sale 
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possible, but social media allows the business owner to reach 

millions. It is a ladder that allows a business owner to reach new 

heights.

Social Media is a socket set. People are like nuts (and bolts). 

There are so many different types and it takes something 

different to move them. There is no single tool that will allow 

you to change each one. It takes a set. Social media is also 

a set consisting of Facebook, Twitter, Instagram, Google+, 

StumbleUpon and SnapChat. There are so many different tools 

that will allow you to move anyone. Social media is a socket set 

that, when the right tool is chosen, will allow you to move anyone.

Social Media is a hammer. Sometimes it takes a few smacks to 

get a project done. Social media allows you to reinforce your 

message very easily. The Pew Research Center’s Internet & 

American Life Project studies how people use social media. 

According to one of their studies released in December 2013, 

73% of online adults use a social networking site. Of those, 

42% have multiple accounts. Their study was restricted to the 

top few sites, I believe that if you include the secondary level 

of social networking sites, such as Yelp, FourSquare, etc., that 

number will rise dramatically. This means that with social media, 

you can reach people several different times. You are allowed 

to present your message several times to the same user. Social 

media is the hammer that allows you to repetitively drive your 

message into the minds of social media users.

A ladder. A socket set. A hammer. No matter how you look at 

it, Social Media is a tool that will allow you to do great things.
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Social Media Strategy

It is now easy to understand the importance of social media 

and the opportunities possible. However, in order for you to 

succeed, you must have a rock solid strategy. Social networks 

are filled with mismanaged and neglected accounts. There 

are very reputable companies with small social followings, 

limited engagements and no results. They all have something 

in common. They lack that rock solid strategy. In the following 

pages, I am going to take you through five steps that will allow 

you to build a strategy that works.

Step 1: Set SMART, Social Goals

As with any marketing campaign, it is critically important to set 

goals. Johann Wolfgang von Goethe was a German poet. He 

wrote, “It is not enough to take steps which may some day lead 

to a goal; each step must be itself a goal and a step likewise.” 

Even though he wrote these words nearly 250 years ago, they 

are very meaningful today and critical in the world of social 

media strategy.

Social goals must be specific, measurable, achievable, relevant 

and time-bound.  As you define these goals, be sure to record 

them in a written document. You will need that later.

A goal must first be specific. It must be clear and unambiguous. 

If your goal is to build an online fan base, where will that fan 

base be? Is it on Facebook or Twitter or somewhere else? 



5 Steps to a Rock Solid Social Media Strategy  6 

Should the fan base have qualifying factors? For example, do 

you want that fan base to consist of a specific demographic? 

Vague goals to boost sales or improve communication with 

existing and prospective customers are a good place to start 

but need to be refined before you document them.

Next, a goal must be measurable. Building an online fan base 

is an easily measurable goal. For example, I want to build a 

Facebook following of more than 1,000 people from the United 

States. This goal is now specific and measurable. We can 

see (and measure) our progress toward the goal during the 

campaign.

Next, a goal must be achievable. We can set a goal to build a 

fan base of 35 million Facebook followers (like that of Oreo), 

but if we are a local pizzeria, it is highly improbable and most 

likely unachievable. When setting a goal, I always favor setting 

achievable and realistic goals, attaining them, and then setting 

new goals. It promotes a sense of accomplishment and allows 

you to adjust your goals more often. These adjustments will 

often lead to reaching a better outcome than a single lofty goal. 

For example, let’s take our goal of building a fan base of 1,000 

followers in one year. Start with 250 followers in the first quarter. 

Then, if it was easy to accomplish, maybe increase it to 300 in 

Q2. If that worked, try another 300 or maybe 350 in Q3. As you 

can see, by the end of Q4, you could easily surpass your initial 

goal. And you did that just by setting smart goals.

Next, a goal must be relevant. A relevant social media goal is 



5 Steps to a Rock Solid Social Media Strategy 7

one that advances the overall goals of the organization. It must 

drive the organization forward. Attaining the goal must mean 

there is a benefit. If there is no benefit from attaining the goal, it 

is not relevant and useful to our strategy.

Finally, a goal must be time-bound. I alluded to this in the attainable 

discussion, but a goal must have concrete timelines associated 

with it. For example, I would like to build a US fan base on Facebook 

of 1,000 followers in the next 12 months. Or, I would like to drive 

$10,000 in revenue with an attributable source of social media by 

the end of the second quarter. To create a goal is powerful. But 

when there is no timeframe associated with it, it is useless.

So now that we know what a SMART goal is, how do we choose 

the right goal for our organization? My recommendation is 

to start with a broad, general goal and then refine it until it is 

SMART. Let’s explore some of the possible starting points.

Increase Brand Awareness – Whether you are a big company 

or small, you want your company to be known by potential 

customers. Building brand awareness means increasing the 

number of potential customers who know about your business 

or brand.

Drive Sales – In the end, almost every marketing strategy 

has this goal. Businesses don’t succeed unless they sell their 

product or service. While this may be an obvious goal, stating 

it in your strategic plan is critical. By including it in your set of 

goals, you can ensure that you will later develop measures to 

calculate success.
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Drive Website Traffic - One of the main goals of social media 

is to bring online users to your website. There they will learn 

more about your company and possibly purchase your product 

or service. Remember, whatever you build on many of the 

social platforms is built on borrowed ground. It can change or 

disappear at any moment. This is why it is critical to always refer 

your visitors to real estate that you own, like your website.

Improve Customer Service – Most strategic goals are directly 

related to revenue generation. Recently customers have 

forced companies to bring customer service online and many 

of those companies have happily obliged. Bringing customer 

service online is a way to model an exemplary level of customer 

service. It can also easily backfire, so beware.

Increase Customer Retention – For those companies who 

are fortunate enough to have plenty of customers, keeping 

customers is critical. Social Media can be used very effectively 

to increase brand loyalty and retain existing customers. If a 

customer buys from you once, you want them to buy from you 

always.

Recruit New Talent/Employees – Finally, for many companies, 

recruiting an elite staff for their organization is a top goal for 

their social media endeavors. This is becoming very popular.

You now have some great starting points. Start here. Define a 

few SMART goals that are important to your organization and 

write them down. Then proceed to step two.
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Step 2: Identify your Target

Step two is identifying your target audience. Who are you 

trying to reach? Who is that ideal customer? What are the 

characteristics of the customer with whom you have the best 

symbiotic relationship?

Any business relationship or partnership cannot be successful 

if both parties do not benefit. In biology, they refer to these 

relationships as “symbiotic.” In determining your target 

audience, it is important to define the characteristics of 

that perfect customer. That is the customer with whom you 

will maintain a long-term, mutually-beneficial, symbiotic 

relationship. Here is what you have to look at.

Audience Demographics

Be very specific about your target’s demographics. Are they 

male or female? How old is the perfect customer? Where 

do they work? What kind of title do they have within their 

company? What are some of their core interests?

Geographic Location

Where is your ideal customer located? I was recently listening 

to a podcast with the social media manager for the Boston 

Celtics. What percentage of his advertising is targeted in Boston 

vs. California? I will give you a hint… it’s 100% to 0. Guess which 

way. It may be obvious but define it and don’t be afraid to be too 

specific. 
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Social Media Habits

Are they on Facebook, Twitter, LinkedIn, Google+ or somewhere 

else? What are they searching for online? What kind of content 

are they looking for? What kind of content will make their jobs/

lives easier? Are they podcast listeners or blog followers? 

When they are online, where do they go? These can be difficult 

answers to acquire, but if you can get answers to a few of them, 

you are in great shape. Targeting will be easy.

Many companies that market to businesses feel like they only 

have to conquer LinkedIn. This is a very common mistake. 

Remember, people who work at these businesses are also 

real people who probably have personal Facebook or Twitter 

accounts. You cannot neglect that opportunity.

Interests

What are your target audience members interested in? They 

may be the C-suite of Fortune 500 companies looking for 

information on competitors, but they may also be interested in 

certain charities, aviation, boating or something else. Sometimes 

you can be very successful in reaching a certain business 

audience by aligning yourself with an interest that has very little 

to do with their job function.

Remember, when defining your target audience to be as 

specific as possible. It doesn’t mean that these are the only 

people you will reach, but by getting the most detailed 

information, you can create tactics that will reach the most 

lucrative, prospective clients.
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Step 3: The Matching Game

Step three is the most difficult in this entire process. It is where 

most clients seek the help of a social media strategist. You 

need to evaluate the different platforms, research their users 

and strengths, and then match those platforms with your target 

audience.

This sounds pretty simple but can actually be a very complex 

project. One of my biggest pet peeves is when a company 

decides that they need to be on a specific social network 

“because everyone else is.” That is unacceptable. A company 

really needs to evaluate their target audience and customer 

base and then plot out a plan that will best match audience 

segments with social platforms.

There are hundreds of social media platforms available, but 

realistically, there are only about ten that are worth discussing. 

Each one of these platforms could take several hours for 

you to manage each day. Creating a rock solid social media 

plan requires that you choose the best platform(s) for your 

business, and then create a strategy for engagement on each 

of those platform(s).  Too often, small businesses try to be 

everywhere. This strategy does not work, and you end up with 

undermanaged accounts and a strategy destined for failure.

For most small businesses, I would recommend that you pick 

one or two platforms, dedicate yourself to those platforms, and 

then “rock” them. 
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It is important to research the platforms that you are 

considering. The Boxless Media blog is a great place to begin 

your search. Wherever you get it, find current data about the 

platform and make your decision based on that.

Now that you have the information about the platforms, there 

is a trick to choosing the platform. We call it the ACE method. 

ACE is the acronymn that I put together as a strategy to choose 

a social platform that is right for your organization. In short, does 

the platform reach your target Audience? Can you post the right 

kind of Content? Is it Easy enough for you to use?  With these 

questions in mind, you can make an intelligent choice for your 

social media platforms.

Now with a little more detail...

Audience: Where is your target audience? Before you commit 

to any platform, you have to make sure that where you are 

headed, there are potential customers. One of the best aspects 

of social media is that we have so much data available about 

the users and how they use the platforms. We know the 

number of users on every platform. We can see how often 

they use the sites. We can also learn much about these people 

including their interests. Use that data to drive your decision.

Content: What type of content will you be sharing? Platforms 

have been created and optimized to share certain types of 

content. Think about the type of content that you plan on 

sharing. Look at which platforms are best for those content 

types and factor this into your decision.
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Ease-Of-Implementation: Finally, how easy is it to use the 

platform? SnapChat has some amazing potential for advertisers, 

but it can be very complicated to implement. On the contrary, 

it is very easy for anyone to create a Facebook page and post 

content. While we all aspire to be the most ambitious people 

possible, we don’t want to bite off more than we can chew. If 

you try a platform that is too much for your ability level, you will 

most likely neglect it or not achieve the results you are seeking. 

Stick to your comfort level because regular posting has to be 

easy. It has to be as fluid to you (or your social media manager) 

as making a simple phone call.

With these three factors in mind, explore the different social 

media platforms. Before you commit to one, jump aboard that 

platform and live it for a few weeks. Is it something that you 

love? Is it someplace you see potential? Is it somewhere you 

see your customers? If so, commit and continue on the next 

step in social media planning.

Step 4: Engage with Great Content

Step four is about two words... content and engagement. First, 

comes content. Too many companies want to post a website or 

create a Facebook page and “set it and forget it.” This strategy 

may work with rotisserie chicken, but it doesn’t work online. 

The sites that people visit are the ones that provide valuable 

content and offer it to the masses. Know that search engines 

recommend sites that provide regular content first. So it is 

critical for you to create and publish great content often.



5 Steps to a Rock Solid Social Media Strategy  14 

How do you create great content? Content comes in so many 

different forms: blogs, instructional videos, spec sheets, FAQs, 

infographics, photography, illustrations, podcasts, video blogs, 

etc. The list could go on for pages. It does not matter which 

forms you use, just be sure they fit your business and are 

practical for you to produce. I may decide that videos are a 

great option, but if I don’t have the equipment and software or 

the knowledge to edit them, it may not be a good fit.

Here are some tips to create great content.

In any content, you only have ten seconds to grab a reader’s 

attention. Be cognizant of that and make sure that when you 

write your title and introductory paragraph, you hook the reader. 

That way, they will continue on with the rest of your content. Or, 

just be sure they get the message in the first ten seconds.

Visitors come to a site with a specific goal in mind. Usually, that 

goal is to find a certain bit of information. Be sure to provide that 

information. Spend some time in their shoes (or at their mouse/

keyboard), and make sure that you are providing what they are 

looking for. If they don’t get it from you, they are going to get it 

from your competitor.

Build a relationship with your readers. There are certain sites 

that I read every day. I read Forbes Twitter feed every day 

because they provide great, pertinent information for me. I 

often retweet articles from them. Become that Forbes for your 

customers. I know that I have readers who read and repost my 

content on a regular bases. Those readers will become fans 
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and followers. One day, those fans and followers will become 

customers.

Write a great title and/or use an introductory graphic. I 

always spend a great deal of time thinking about titles and intro 

graphics. By doing that, you can spark interest and clicks. Titles 

are what Google, other search engines, and customers see first. 

They are what determine whether someone is going to read 

the rest of your content. Be sure to spend a good amount of 

time writing a creative enough title to capture the attention of 

potential readers, web searchers and search engines.

Write for humans, but remember that computers are reading 

too. While I have a collection of amazing friends, some of 

my best friends online are computers. Computers (and their 

programmed robots) are some of your first readers and 

probably your most loyal evangelists. They are the ones that 

spread the word most about your content. Understand that 

many of your readers want info fast. Write intelligently, but 

succinctly, so that busy visitors can get what they need quickly.

Organize your writing and use proper grammar. Get someone 

to re-read your posts to make sure there are no typos. Try 

writing in a word processing program that automatically 

grammar checks (or copy and paste it before you post to 

double-check grammar). Nothing is worse than reading a 

website with spelling and grammar mistakes. When you come 

across a document or post with errors, your mind typically 

switches to a mindset in search of mistakes, and readers divert 

their attention from content to structure. This won’t help you.
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Don’t be afraid to use graphics and infographics to illustrate 

important points. I post infographics all the time because they 

share information in different ways and I know people are very 

visual beings.

I think that one of the most important steps to any social media 

plan is the generation of great content. The aforementioned tips 

will get you started in the right direction. Learn them, love them, 

and go forth and create great content.

Now, it’s time for engagement. An engagement is an interaction 

between a brand and a customer/prospect/etc. online. 

Engagements could be one-directional like the posting of 

content on a website, or bi-directional that involves some 

interactivity by both parties (a discussion). Typically, the most 

impactful engagements are bi-directional, but that is not always 

possible. 

An engagement process should have two components. First, 

you should have the content creation engagements. This is the 

content that you create on your website, blog, YouTube channel, 

etc. The best advice that I can offer to you is to take into 

consideration the owner of the real estate that you are building 

on. For example, if you are using Facebook to hold all of your 

content, at some point, they could change their policies and 

jeopardize your content. It is always best to build on property 

that you own, like your website. I believe the ideal strategy is 

to house your best content on your website, and then use the 

social networks to bring traffic to your website. This also allows 

you to take your content and surround it with promotional 
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material. Your logo will always be present. The domain to 

access the information is always yours; your social sharing 

widgets are always nearby and most importantly, contact 

information is always close.

Here are some tactics to use social media to attract people to 

your website. 

Post on Facebook – Facebook is the mother of social media 

platforms. It has the biggest pool of potential followers. You 

can also promote your posts using highly targeted advertising 

campaigns. Facebook also recognizes hashtags, but I am not 

sure that people are searching with them yet. In your post, 

be sure to use a picture or video, text and a link back to your 

site. This will ensure that your post gets the best visibility in 

Facebook’s Newsfeed Post Ranking Algorithm.

Post on Twitter – I have found that because of the high level 

of interactivity, the number of followers on Twitter for many 

businesses far exceeds the number of followers on Facebook. I 

strongly encourage you to post links to your content on Twitter 

several times a day with different hash tags. It will bring more 

people into the conversation and ultimately to your content.

Post on Google+ – We all know that Google loves people who 

love Google. If you post on Google+, you will find yourself rising 

in the ranks of search enginge results pages. Google+ also 

supports hash tags.
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Post on your other key social media platforms. Earlier in 

the social media planning process, you have identified the 

platforms that would best reach your potential customers. Make 

sure that you post regularly to any of these platforms as well.

From an engagement level, we have just posted great content 

and shared it aggressively. That’s only the first step. Now we 

must do what social media was designed for and engage in the 

conversation - the second component of social engagement.

This is where social listening comes into play. Social listening 

is the monitoring and watching of specific keywords on social 

media platforms. Look at what people are talking about and 

engage with them. If you are a social media person, monitor 

keywords around social media and then get involved. Answer 

questions, offer advice, and on occasion, refer people back to 

information on your content-rich website. You will find that the 

people who are in the center of conversations are the ones that 

the people go to when they need help. 

Social listening is a critical step. Let me offer some very valuable 

advice here. Schedule time to do this. Busy people often forget 

to do this or it gets prioritized to the bottom of the list. Don’t do 

that. Mark a half hour on your calendar every day. It is worth it. 
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Step 5: Measure & Evaluate

At last, the final step of building a rock solid social media plan... 

Measure & Evaluate. I could write pages and pages about this 

step, but I am going to make it simple. 

Take the goals that you have defined in the beginning of this 

process and see what happened. Did you make them? Did you 

change them mid-way? Were they the right goals? If you didn’t 

make them, it’s completely okay. Adjust, revise and start again.  

It is what social media strategists do every day. 

It is so rare that a strategy is perfect and nothing would be 

changed if done again. The trick is to repeat what worked and 

change what didn’t. This is no radical strategy. It’s just one that 

works. 

One of the beautiful things about social media is that reactions 

and results are very easily measured. There are pleny of tools to 

help you do that. One day, I would like to write a book to explore 

each one of these tools. For now, the best thing to do is to stick 

with the basics. Measure your results against your goals. If you 

do that, you will create a rock solid social media strategy.
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For more information...

One of the many great things about social media is that there 

is an abundance of great information out there for you. One of 

those is my website, www.boxlessmedia.com. Sorry for the 

plug, but there is a lot of great information written for people 

who are not social media professionals. The information is 

written for the business person who wants to succeed online.

Another thing to remember is that if you need help along the 

way, there are people to help you. Know that many social media 

strategists do what I spoke about in this book, so jump on 

Twitter and ask a question. Someone will help. I will.

Jason Baumann

Founder & Chief Social Strategist

Boxless Media Social

Twitter: @boxlessmedia

Facebook: facebook.com/BoxlessMedia

Google+: plus.google.com/+Boxlessmedia
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