
How To Use Social Media To Grow Your
Business
You don’t have to be a rocket scientist to know how big of a deal social media is. Even if you
don’t fully understand social media, you know that it’s a tool that most people are using these
days to connect. Social media is the quickest way that allows people to share content.  Social
media encompasses a wide range of websites and apps. For instance, Twitter, Instagram,
TikTok, Facebook, and LinkedIn are among the leaders in social media use. With over 3 billion
active users per month on social media, why wouldn’t you want to use it to grow your business?

If you have a business and want to know how to use social media to grow your business, this
article is a great place to start. Here are some tips to help you get started in using social media
to grow your business:

Before You Get Started

Before you begin using social media, you want to have a plan. Without a real plan, you have no
idea what you’re trying to achieve or if you’ve even achieved anything. So, create a social media
plan. To do that, you can start with the following:

● Know your audience
● Research to see what the competition is doing on social media
● Set SMART goals in place for social media
● Decide which platforms you’re going to use
● Create a social media calendar

How To Use Social Media To Grow Your Business
Now that you’ve laid the groundwork, it’s time to use social media to grow your business:

Engage Consistently
Let people know you’re out there. Now that your target audience and platforms have been
identified start communicating with your audience. Let them know your business awaits. It’s
nothing worse than having a website or a social media platform just there, and no one from your
shop is communicating. Engagement doesn’t mean just throwing up a link to your product once
in a while, but consistent engagement where you reach out to learn what they need, you
respond to others’ posts, and you provide value— consistently. This also helps to create
followers.



Tell Your Story
People love a good story. Storytelling is a great way to differentiate you from your competition.
People make decisions, even purchasing decisions, based on emotion. Use social media to let
people know why you exist; how you got started. When people see you as someone they can
relate to and connect with, they will be drawn to you and what you do. They will continue to
follow you and visit your sites. They will be tempted to purchase, and eventually, they will
because you have become a brand they resonate with and trust.

Provide Value
When you’re constantly engaging, this provides an opportunity to not only share your story with
followers but to hear from them. Learn about your customer’s pain points. It’s only when you do
this that you get to fully understand what their needs are. As a business, it’s your responsibility
to meet people’s needs. If they don’t see your products or services as being able to do that,
they’ll turn away. Provide your audience with value beyond a link to your product. Share the
value of that product so they’ll fully understand why they need it. From time to time, it’s great to
offer value beyond the goal of trying to sell, just because you care. Educate your customers.
Give them information for free. Consider other ways you can provide value by providing blog
content, videos, or other avenues. You want to not only let them know that you have the product
or service they need, but you want to prove yourself as being knowledgeable in this particular
industry.

Do Giveaways
Draw people into your business by offering freebies from time to time. This not only draws them
into your business but it adds trust and piques their interest. They’ll not only like your product
but will be mindful to visit more to check up on other offers. This is a way to get potential
customers who are now willing to pay for a product.

Invest in Paid Ads
Take advantage of the opportunity to run ads on social media. Some of the platforms you can do
this on are Facebook, Instagram, Twitter, Pinterest, and LinkedIn. Ads will help build awareness
about your brand and generate new leads. Ads can be customized to your target audience to
meet their preferences, online behavior, age, gender, geographic location, and more. This will
help you find the audience you’re looking for and not waste money on people who would not be
interested in your product.

Start an Email Campaign
Email may have been around for years, but it’s still one of the greatest ways to communicate
because most consumers have an active email account. Now that you have an audience, you
need to get their attention in multiple ways, and email is a step in the right direction. With email



campaigns, you can repeatedly retarget a potential customer to turn them into a paying
customer. It’s been proven that 92% of consumers who visit a site for the first time are not there
to purchase anything. They’re there to check it out, but you want them to keep coming back.
Email is a great way to do this.

Use Plenty of Videos
Keep your audience engaged and growing by providing more video content. Remember that
story you shared? Consider coming on camera, live to talk about it. Document your company’s
next product launch. Give them a glimpse of a day in your company. People love videos; it reels
them in, keeps them in, and possibly makes them customers.

Utilize Influencers
Social media influencers utilize multiple social media platforms and are highly looked up to with
thousands of followers. They express their opinions on specific brands or products, and when
this happens, their followers listen. They have the power to affect the purchase of products
based simply on how they feel about them. Partnering with a social media influencer can be a
profitable decision.


