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About Teach Me Social

Teach Me Social empowers small businesses to take control of their social 
media presence to maintain an authentic voice for their brand. Our unique 
suite of services is aimed at providing knowledge and support to busy 
entrepreneurs who have a need to expand their company's online presence.

Teach Me Social stays on top of trends and changes in today's world of digital 
marketing and delivers relevant content to you in personalized workshops. We 
take the time to understand your unique needs in order to identify and deliver 
relevant services that benefit your business.

Teach Me Social offers a full range of services designed to address all the 
online and digital media needs of both small and growing businesses. We offer 
individual or  group  training sessions to teach and empower business owners. 
For businesses ready to hand over the reigns of their online marketing, we also 
offer comprehensive social media account and community management 
services to help create and maintain effective social media profiles for our 
clients. 

Why not begin with a no-strings consultation which includes an audit of your 
existing social media presence and recommendations?
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Founder & Director, Teach Me Social
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Social Networking



Why Build a Social Network?

 Consumers will be shocked if your business isn’t on

social media, ready to be found.

 Building a network will give you valuable new

insights into your customers.

 Open the doors to new industry connections and

competitor insights you didn’t have before.

"Whether your goal is to gain more followers or create

engagement for your customers, businesses are

discovering that a great social presence can drive

growth."



Now that you know why having a social presence is 
important, the next piece of the puzzle is “who”:

Who do you want to be following?

Who is in your Social Network?



The Rule of Thirds for Your Network

1/3 

Cheerleaders

1/3 
Professional 

Network

1/3

Customers
or clients

“Cheerleaders”: your friends and family 
that connect with you and your business 
online and are always willing to like and 
share the fabulous things you are working 
on. 

Professional Network:  like-minded 
professional who may be in a similar 
industry or role and with whom you can 
share experiences, advice and helpful 
articles. 

Customers: potential clients should only 
consist of 1/3 of your time and attention on 
social media. By building the other two-
thirds evenly, you will be undoubtedly be 
reaching extended networks through 
referrals already.



Do you remember the pop song, ‘Cheerleader’?

Your Cheerleaders are the FIRST group of people you will want 

to reach out to!

Your cheerleaders on social media become the people who like 

all your posts, share your content and really become your 

support group for your business.

Cheerleaders are also great for sourcing referrals - You never 

know who might be a friend of a friend that could use your 

services.

Who are your Cheerleaders?

Cheerleaders can be friends, family, maybe 

past colleagues – you know – the ones who 

“are always right there when you need” them! 



 Reach out to friends and family.

 Ask for follows from your extended networks online.

 Choose a few friends and ask them to like and share your 

content.

 Join local business groups online and in person and ask 

for new connection to follow you on social media.

 Participate in Twitter chats and reach out to like-minded 

networkers. 

Find your Cheerleaders!



Your Professional Network on social media will consist of connections 

who share for each other, read each other blogs and work in the 

same or similar industries. Just like in real-life networking situations, 

these are the colleagues with whom you want to build mutual respect 

and admiration. 

Online, this network can be built by following influencers, like-minded 

professionals, your own business contacts and other accounts that 

are relevant to your industry. Following other industry leaders will help 

keep you in touch with the latest news and even give you ideas for 

content that you can share yourself. 

“Social media is not just an activity; it is an investment of valuable 

time and resources. Surround yourself with people who not just 

support you and stay with you, but inform your thinking about ways 

to WOW your online presence” 

~Sean Gardener

Who is in your Professional Network?



Find your network with hashtags!

Other members of your professional network will also be looking to 

connect with other people in their industry because they want to stay 

on top of any trends in the industry and want to know what their 

competition is doing. 

On Facebook, Twitter and Instagram you can build this group by 

using hashtags (#). 

A hashtag is a searchable, clickable keyword. All industries have 

keywords that they use on social media to connect their content with 

likeminded individuals. Searching for and using these hashtags will 

help you quickly identify who the influencers are in your industry and 

what types of content they are sharing that is having a successful 

engagement rate on social media. 



Grow your network with groups!

Groups on social media are also another big tool to grow your 

professional network. 

LinkedIn, and Facebook have groups that you can join, and again, 

these groups are usually industry specific.  These groups work like 

an open forum with participants posting information on trends, 

helpful tips and generally share knowledge and help each other out.



Your clients and customers are going to be your most important network 

and the one you will be engaging with the most.

Together this group has a very powerful voice online and has toppled 

companies for social “faux pas”. 

They want to feel like they are special to you and that they have some 

say in the way in which you conduct business.

Finding customers!



This will be the hardest group to build because this requires them to 
“like” or “follow” your business. Make no mistake though, consumers 
LOVE to interact with brands.

Social Media has been the first time that consumers have had a 
voice in how a brand operates. If people don’t agree with you or 
don’t like what you are doing, you will hear about it, that I can 
promise. 

While this will be the hardest group to build, usually all you have to 
do is just ask them to follow or like you.  

Most businesses also provide an added benefit as to why a 
customer should follow them... PROMOTIONS! What customers 
don’t love a sale or discount? Many brands are offering coupons or 
sales to their social networks only

Building a Community



The other thing you need to remember with this group is that once

you get them to like your page or follow you, you can’t just leave

them hanging. You have to constantly engage with them, answer

their questions, reply to their comments make them feel special,

take stands on issues that you know affect your customers.

It’s all about building a community.

Building a Community



Organic Network Growth



Organic growth comes from strategically offering links and 

invitations to your existing network and asking for them to follow 

you on social media. There are very simple actions you can take to 

grow your network organically. These tips are the most underused 

tactics to grow an online following. 

• Ensure you have updated links to your social networks visible on 

your website!

• Put links in your email signature!

• Invite followers from one social network to follow you on other 

social platforms too!

• Put your links in any e-newsletters you send out! 

In the next pages, we will look at each of these tips in more detail….

Organic Growth Tips



I can’t tell you how many small businesses don’t have a link to their 
Facebook account on their website! It is so important to make it 
easy for people to find you everywhere they communicate with 
brands online. 

Your customers are more likely to “like” or “follow” you if you have 
links on your site so they don’t have to go searching for you. 

This also helps search engines index and ‘crawl’ your website. 
Having links to external sites, especially social sites, help connect 
your message with the rest of your digital footprint. 

Link to Social from your Website



Your email signature is your digital business card and the easiest 

way for your contacts to know where they can find you and how 

they can contact you in the digital world.  

It’s also a great way to entice your contacts to like or follow you 

without being forward or pushy and a great way to build and 

deepen a relationship that maybe started out as an email. 

Key information to include in your signature:

The Importance of an Email Signature

• Name

• Company Name / Logo

• Phone Number

• Email

• Website

• Social Media Links



Most small businesses will start with one social network, build that 

one until they are confident enough to branch out, then start building 

another network on a different platform.  

When you are managing multiple social media platforms, it is 

integral to share your account links and invite your followers from an 

existing network to join you on another platform for additional 

content.

Each social network has its own personality and ‘flavour’ of content, 

so it can be very effective to have a unique presence across multiple 

platforms that speaks to the users in the way that they would expect 

from other members in that network.

Social Media Invitations



Like with your email signature, please put links to all of your social 

networks in your newsletters.  

Many of these people may already be in your network, but there will 

also be those who’s emails you collect at trade shows and 

networking events. 

They won’t be a part of your networks yet and won’t be able to 

unless you have links. 

Email Newsletters



Nothing can be easier for growing your network of customers then to just ask 

them. You will be surprised at how many followers you gain from asking.  

Don’t just ask though, give them a reason why they should like you or follow 

you.  

Provide an incentive, like coupons for Social Media followers only or introduce

weekly specials that will be announced on social media.  

At the end of the day, it is about making customers feel special and important.

Ask for follows!



Paid Network Growth



It is almost impossible to achieve a high organic reach of your

post or to rapidly increase your following, let alone clicks

through to your website, without allotting a budget to social

media PPC (Pay-per-click) advertising.

This could be through dedicated paid ads or promoted posts.

Many of the networks offer inexpensive advertising options

which can be helpful when used strategically and provide great

insight into what your customers are looking for form you.

Beta-test your paid social ads.

Use Advanced targeting features.

Rotate ads frequently.

A/B test your social ads.

Understand how ads are sold.

Design with mobile in mind.

Paid Ads on Social Media



The key to success on social media is to figure out what grabs the 

attention of your audience and causes them to interact with you. 

Some of your messages will incite your followers to take action 

while others will go unnoticed.

Most platforms have a native insights tool that allows you to quickly 

see what kind of content your audience is clicking on, commenting 

on and sharing. Before spending money on ads, take a close look 

at your social analytics to understand what content has been 

working.

Paid Ads – Beta Testing

Once you understand why content your audience 

engages with, creating great social media ads with a 

concise message and a clear call-to-action is the 

next step. 



Where social media ads really have an advantage over traditional media like 

television, newspaper and magazines is the ability to specifically target a group 

of individuals with a specific interest, location age, etc.

Social networks have spent many years gathering data and studying the habits 

of their members and the benefit to businesses is invaluable! 

Social media ads can be targeted to be shown to a very specific demographic 

that would be most likely to take action on your ad. Small businesses can take 

advantage of the demographic data available through each social network to 

show their ad to an interested audience. 

Paid Ads – Targeting

Take time to specify unique qualities that your target 

market might identify with. For example shopping habits, 

viewing habits, residential location, family characteristics, 

etc. 



Another great advantage of social ads is that you can change 

them often. It is important to frequently change the look and 

message in your ads, as your target audience could become 

apathetic or desensitized to a single ad if it is too present in 

their social media newsfeed.

Boosting existing posts that have already shown to resonate 

with your audience is a great way to keep your brand visible in 

people’s newsfeed while changing up the content of your paid 

efforts. 

Paid Ads – Rotation

Tip: Start a new campaign by creating multiple 

versions of a single ad with different images 

then turn them off and on in rotation so that over 

a given period of time, a single ad isn’t run 

consecutively.  



The beauty of social ads is instant feedback. The minute you send out a 

sponsored post or promoted tweet you will begin to see how effective it 

is by the amount of shares, likes and clicks on it. 

It’s beneficial to you to send out multiple ads with different messaging to 

smaller groups and see what the results are.

This will allow you to spend the smallest amount of money possible to 

see what performs best.

Paid Ads – A/B Testing 

Select the best performing ad or landing page, then 

increase your budget for that ad to get it in front of the 

largest possible audience.  



There are two primary ways that social networks are selling ads. It’s

important to recognize the difference as it will change how you design

your ads and allocate your budget.

Pay per Impression: you are charged when your ad shows up in a

user's newsfeed. This is useful when you want to get your message in

front of as many people as possible.

Pay per Click: you are charged only when a user actually clicks on

your ad. This is effective when you want to drive traffic to your website

or external landing page from social media.

Paid Ads – Ad Selling



Social Media is consumed primarily on mobile devices like smartphones 

and tablets. This in turn implies that most social ads are seen on a 

mobile device.  

Since your ads on mobile devices will be viewed overwhelmingly on 

small screens, keep your messaging short and sweet and use an eye-

catching and engaging image. Keep in mind that the sizes of images 

show differently on mobile devices!

The link that your audience clicks through to should also be optimized 

for mobile, meaning that the website should automatically be resized to 

fit optimally on different devices. 

Paid Ads – Mobile Design

Twitter

86% Mobile Use

Facebook

68% Mobile Use

The majority of social 

media is consumed on 

mobile devices like 
smartphones and tablets. 



Get Started with a Strategy



 What is your purpose for being on social media?

 Who is your target audience?

 How will you start building your network?

 Which hashtags will you use? 

 What groups should you join?

 How frequently will you recycle or create new 

content?

 How will you manage your accounts?

 How much is your budget for paid ads?

Before using Social Media for your business and spending money on 

ads, it is important to define a strategy as to how you will use the 

platforms to engage with your followers and different groups. These 

questions will help you to define your strategy as you go along.

Social Media Strategy
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