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So how do make sure you keep your best fans engaged?  
Good question. And that’s what this guide is about:

The goal of your Facebook Page should be two-fold:        

   1. How to engage your best fans. 

     2. How to drive actions that will bring you real results. 

In this guide, you’ll find 28 tips for better Facebook marketing.  
From choosing between a profile and a Page (really, there’s no contest)  
to creating simple, straightforward calls to action, we’ve got it all covered. 

So what are you waiting for? 
Turn the page (no pun intended) and get started!

When it comes to Facebook, many people struggle to just get 
“Likes” for their Page. And believe it or not there are actually 
varying degrees of “Like.” There are those that connect with 
your Page but never engage with it. And then there are those 
that like, comment, and share almost all of your content. 

We’re interested that second group. You know, the ones who 
like you, like you. Their interactions with your Page help you 
spread the word about your business or organization. They’re 
the ones who attract new “Likes” to your Page and help you 
make the most of your Facebook marketing.  

http://blogs.constantcontact.com/
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Get Real: How to Set Goals  
for Your Facebook Page  
(or Social Campaign)
At the time of this writing, Coca Cola’s Facebook Page 
has more than 38 million fans. disney’s Page has nearly 
32 million.

I’ll bet you’re painfully aware of gargantuan numbers 
like these, especially if it’s been hard to attract fans to 
your own Page. Remember: While Coke and disney’s 
Pages offer valuable insights about how to market on 
Facebook, their number of fans certainly isn’t typical.

Setting a goal for a social campaign shouldn’t be 
focused on competition with other Facebook Pages. If 
you’re hoping to increase the number of people who 
like your Page, seeking disney-caliber numbers probably 
isn’t feasible. Having a realistic goal will lead you to 
success. Having an unrealistic goal will lead you to panic.

Here are the five questions small businesses and 
organizations should ask while planning a social 
campaign:

1.   How many fans does my Facebook Page  
have already?

2.   Why would someone Like this Page?

3.  How tech-savvy is my audience?

4.  How often do I interact with fans?

5.   How are people going to find the Page  
in the first place?

Leveraging the power of fans 
These are the kinds of questions the marketing team 
at Sugarbush Resort, a ski and snowboard resort 
in Vermont, considered when designing its first social 
campaign at the end of 2011.

Jake Robertson, the resort’s interactive manager, 
explains that the goal was to get about 1,500 new 

http://blogs.constantcontact.com/
https://www.facebook.com/cocacola
http://www.facebook.com/Disney
http://www.constantcontact.com/social-campaigns/index.jsp?pn=mothercupboards
https://www.facebook.com/Sugarbush.VT
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Promoting something specific 
In many ways, of course, Sugarbush Resort has a lot  
of advantages — like a marketing team and thousands  
of fans — that most small businesses and organizations  
don’t have.

Jackie Adamany, the founder of Blue orchid 
handbags, is on the other end of the scale. With 
a Facebook Page that had around 70 fans before 
her campaign, and just two other employees, 
Jackie drafted her campaign with much different 
expectations.

“I had been trying to get new fans, but they weren’t 
that interested in what I had to offer,” Jackie says. Her 
social campaign’s goal was to promote the last Minute 
Market, the final show that Blue orchid Handbags 
attended during 2011. After launching her campaign 
on Facebook and promoting it through an email 
newsletter, she noticed a sudden uptick in fans. “I got 
20 new fans in four days,” she says. Now, the Page has 
115 likes.

More importantly, several people showed up at the 
show and said that they had heard about it from 
the Facebook Page. “I’ve never had that happen to 
me before,” Jackie explains. one fan even bought a 
handbag, making the campaign a definitive success.

While Sugarbush Resort and Blue orchid Handbags 
may be very different, both businesses knew the value 
in setting a goal that was both ambitious and realistic.

Whether you’re after a thousand new fans or just 
a few additional attendees, make sure to take into 
account where your Facebook Page already stands. 
After all, the foundation of any campaign is your social 
media presence.

Facebook fans. An ambitious goal to be sure, but not an 
impossible one — before the campaign, the Sugarbush 
Facebook Page already had more than 7,000 fans and 
often engaged with that audience. Not only that, the 
resort’s email newsletter had almost 50,000 subscribers.

With a social campaign that offered fans a chance to 
win a prize from a total amount of more than $15,000 
if they liked the Page, Jake and the team were right to be 
optimistic. With so many fans and subscribers, Sugarbush 
Resort could leverage the popularity it already had.

Email contacts liked the Page after an email notified  
them about the giveaway, friends shared the prizes  
with Facebook friends, and Sugarbush regularly tweeted  
about the deal. To top it all off, regular Facebook posts  
with videos, photographs, and descriptions of trails  
garnered more likes, so that the friends of fans would  
see some of the activity in their Newsfeeds.

Suffice it to say, Sugarbush blew its goal out of  
the water.

By the end of January, Sugarbush Resort had nearly 
3,000 new fans and almost 2,000 new email 
subscribers. “The results of the campaign were double 
what we expected,” Jake says.

And the giveaway didn’t end until a month later.

http://blogs.constantcontact.com/
http://www.blueorchidhandbags.com/
http://www.blueorchidhandbags.com/
http://www.facebook.com/blueorchidhandbags
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Facebook Page vs. Profile:  
The Heavyweight 
Championship bout
ladies and gentlemen!

In the red corner, your home base on Facebook for you 
as an individual, not as a business — the ever popular 
Facebook Profile.

In the blue corner, the king of “likes,” the master of 
Insights, and basically the profile for your business or 
organization —the Facebook Page.

Which will reign as the undisputed champion of social 
media marketing for your business or organization?

Grab yourself a ringside seat for . . . Facebook Page  
vs. Profile.

let’s get ready to rumble!

How do these opponents match up?
As you take the dive into marketing with Facebook, 
you’re probably wondering which you should be 
using, the Facebook Profile or the Facebook Page. 
or maybe you’ve already created a Profile for your 
business instead of a Page, and you’re wondering if or 
why you should bother to switch.

Well, I have bad news for you if you’re rooting for the 
Facebook Profile to win this battle and use it to handle 
your marketing like a champ.

The Facebook Profile is about to get 
creamed
Sure, the Profile is great for doing things like 
communicating with your family and friends, sharing 
photos, videos, and links with them, and connecting 
with your favorite brands, celebrities, and causes. But 
here’s the catch . . . Facebook set up the Profile to be 
used by you the individual, not you the business  
or organization.

http://blogs.constantcontact.com/
http://blogs.constantcontact.com/category/product-blogs/social-media-marketing/
http://blogs.constantcontact.com/category/product-blogs/social-media-marketing/
http://www.socialquickstarter.com/content/17-profile_page_or_group
http://www.socialquickstarter.com/content/20-set_up_your_profile
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In fact, you could get disqualified
According to Facebook’s Statement of Rights and 
Responsibilities, using a personal Profile for anything 
other than an individual person is a direct violation. And 
Facebook could shut down your Profile without recourse 
if they discover you’ve been violating their terms. How’s 
that for a swift punch to the kidneys?

Float like a butterfly, market like  
a Facebook Page
Quite simply, Facebook Pages are the best way to market 
your business or organization. let’s take a look at three 
reasons why:

1. Pages are public and easily sharable 
This means that when people interact on your Page 
by liking, sharing, or commenting on your content, 
it shows up on their personal Profile (Timeline) 
and in their friends’ newsfeeds —which is great 
news because your Page and your content gets 
in front of both groups of people, those who’ve 
already “Liked” your Page and those who 
haven’t  . . . yet.

2. With Pages you can run promotions and 
display content in a professional way 
You can do this by using tabs and other 
applications, like Social Campaigns. So, whether 
you want to use your Page to feature lots 
of great content or just want to run coupon 
campaigns or contests, you can use your Page 
to do so in ways that Facebook doesn’t allow on 
your personal Profile.

3. You can access insights about the 
activity of your fans 
Facebook insights allow you to see what type 
of content is getting the most engagement 
on your Page. You can also see what types of 
people are liking and interacting with your 
organization. And if you  , you can monitor 
your Page’s growth, as well as see stats on 
conversions and click-throughs.

Ding. Ding. Ding. That’s a knockout!
As you can see, the battle of Facebook Page vs. Profile 
isn’t really much of a fight at all. When it comes to 
marketing your business or organization on Facebook, 
there’s only one true champ, and that’s the Facebook 
Page.

http://blogs.constantcontact.com/
http://www.facebook.com/legal/terms
http://www.facebook.com/legal/terms
http://www.constantcontact.com/social-campaigns/index.jsp?pn=mothercupboards
http://conta.cc/ekJPAr
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Why Facebook Likes Alone  
Are not enough
Sure, Facebook “likes” are important.

But they’re only one piece of the puzzle.

Thanks to Facebook’s algorithm, it’s extremely easy  
to fall off the radar even after someone has “liked”  
your Page.

That means you can’t be satisfied with Page  
“likes” alone.

You’ll need to make sure you’re getting people to  
take action on a regular basis. This way, when you  
have something you really want to promote the  
chances of people actually seeing it are much better.

So how do you move beyond the “like” and get  
people to continually take action? That’s exactly what 
we’ll take a look at here.

Understanding the benefit of fans  
who take action
When fans take action and engage with your Page’s 
updates, they increase the likelihood of future posts 
showing up in those fans’ newsfeeds. These actions  
also solidify loyalty with those fans. And of course,  
these actions make it easier for you to reach that 
person’s Facebook network.

And even the smallest actions, such as liking a status, 
commenting, or clicking a link increase the likelihood of 
the same people taking bigger actions, like sharing or 
taking you up on an offer down the line.

Let’s take a closer look at these  
smaller actions
The most common actions you want people to take are:

	 •		To	“Like”	a	status	 
	 •		To	comment	on	a	status	 
	 •		To	click	a	link	

http://blogs.constantcontact.com/
http://blogs.constantcontact.com/product-blogs/social-media-marketing/shares-or-likes-which-is-more-important/
http://blogs.constantcontact.com/product-blogs/social-media-marketing/social-campaign-call-to-action/
http://blogs.constantcontact.com/product-blogs/social-media-marketing/4-ways-great-offer/


Find great tips every day at blogs.constantcontact.com.   10

28 tips for better Facebook Marketing.
TiP 3

How do you get people to take  
those actions?
It’s simple, really. Just ask — clearly and specifically.

Want someone to “like” something? Say something 
along the lines of . . .“Click like if . . .” With the “if” 
portion being something you know your fans would 
probably like. You could even go further with “Click like if 
you believe that . . .” or “Click like if you want  . . .”

Want to get comments? Ask a question and say 
something along the lines of “Tell me in the comments 
below.” You may want to focus on open-ended 
questions so you start to get a better understanding of 
your fans. For example, “How do you feel about . . .?” or 
“What are your goals related to . . .?”

This way you’ll have a better idea of what type of 
content will engage them and lead them to taking 
action.

Here’s a simple example that asks for both a “like”  
and a comment:

Want someone to click a link? Ask your fans to “Click 
this link . . .” The most important thing here is to give 
a reason for your fans to click. Think along the lines of 
“Check out this blog post because  . . .” and then tell 
them the benefits of reading the post.

That seems too simple
It is that simple. And believe it or not, that’s actually hard  
because we tend to complicate things more than we 
need to. Remember: Clear and specific works best.

Think beyond the “Like”
So don’t just sit back once someone “likes” your Page. 
Be prepared to create content that asks for your fans to 
engage by taking specific actions.

http://blogs.constantcontact.com/
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How to Regularly Post to  
Your Facebook Page  
(Without Annoying the $#!* 
out of Your Fans)
Have you ever been to a party with that guy?

You know the one. Blah, blah, blah. on and on about 
stuff no one cares about.

And all you really want to say is, “Would you just stop 
yapping and go away!”

Eventually, people just start to tune this person out. (or 
at least head to the other side of the room.)

The same kind of thing happens with Facebook Pages.

If you’re continually posting about stuff and your fans 
aren’t engaging with the content, you run the risk of 
getting tuned out.

The kicker is that Facebook takes care of the dirty work 
by removing you from the news feeds of people it thinks 

would rather not be bothered by you — even though 
they’ve “liked” your Page!

So to get the most from your Facebook Page you need 
to walk the very fine line of posting regularly ANd not 
annoying anyone.

So what’s the ideal posting frequency? And how can 
you make sure your Page isn’t treated like that guy?

Avoiding Facebook’s annoyance 
algorithm 
Facebook ranks the things you post along with how 
people respond to them. So, if you post something and 
your fans are “liking” it, commenting on it, and sharing 
it, Facebook says, “Hey, that’s cool stuff, let’s make sure 
people see it.”

By the same token, if you post something and no one 
“likes” it, comments on it, or shares it, Facebook puts 
that in the annoying, loser bucket, and says, “let’s not 
annoy people with that stuff.”

http://blogs.constantcontact.com/
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Eventually, if the annoying stuff outweighs the cool  
stuff, you slowly start to disappear from your fans’ news 
feed altogether.

Now, I’m no math genius, but by my calculations, that 
means you don’t want to post something just to post 
something. But you also don’t want to post nothing,  
as that doesn’t help your situation either.

Making sure every post counts in  
the non-annoying way
I’m sure you’re probably hoping that I give you a 
steadfast rule for the number of times to post per day. 
Well, I am. Kinda. 

You see, the truth is that there are no hard rules, only 
guidelines. This is because the answer varies based on  
who your audience is.

Start with the guidelines below and then make 
adjustments based on what you’re hearing from your 
fans. (Be sure to check your Page Insights to see what 
content people are engaging with.) don’t listen to me or 
anyone else who tries to give you end-all-be-all advice.

Here are the guidelines
At the very least, post once a day.

Ideally, try to post three times a day.

Think breakfast, lunch, and dinner. Post once in the 
morning, once in the afternoon, and once in the 
evening. This way you can make it part of your  
daily routine.

This should give you a nice base from which to  
make adjustments.

Again, just make sure you’re posting the less annoying 
content at these times. (look here for ideas on how to 
keep the conversation going.)

Yes, Facebook actually does find some 
things less annoying than others
luckily, we do know that Facebook weighs certain 
types of content a bit higher than others. Mainly, this is 
because the format of the content is more engaging  
by nature.

So think about using a photo for one of your posts, a 
video for the other, and a link that encourages people  
to comment.

Quilting store Calico House shares photos of its latest 
fabrics that fans regularly “like” and comment on.

In fact, always encourage a  
specific action
Get your fans to like, comment on, or share your 
content. When you do this and people take that action 
your content moves to the cool side of the room. And 
that’s exactly where you want to be. Not on the loser 
side like that guy!

That’s how to post regularly without 
being annoying
Time your posts — three a day should work fine. Gauge 
the response and let that help you decide to post more 
or less. do give engaging updates to your fans regularly. 
don’t bother your fans with content that doesn’t 
engage, or else you run the risk of falling off the radar.

http://blogs.constantcontact.com/


Find great tips every day at blogs.constantcontact.com.   13

28 tips for better Facebook Marketing.
TiP 5

Turn that Frown Upside Down: 
How to Make an Unhappy Fan  
a Happier Customer
Here at Constant Contact, we’re lucky to have many 
people who call themselves fans — both the Facebook 
kind and the offline kind.

But like any business or organization, we sometimes 
have, ahem, “opportunities for improvement.” At those 
times, we’re happy to hear feedback, even if it’s not the 
positive kind.

That’s because when your customers, clients, members, 
or supporters are unhappy, for whatever reason, it’s one 
of the best opportunities to show just how committed 
you are to keeping them happy. And, dealing with 
an unhappy customer successfully can often turn that 
detractor into an advocate.

What are the best ways to deal withnegative feedback 
on your Facebook Page? Here are 5 tips:

1. know what people are saying. You can’t 
respond if you don’t know what’s being said. Free 
tools such as nutshellMail and HootSuite can help 
you stay on top of what people are posting and 
saying on your Page.

2. Respond quickly and publicly. If you see a 
complaint posted on your Facebook Page, don’t 
ignore it — or worse, delete it. Instead, respond 
as quickly as possible with a polite message that 
says “Sorry you’re having a problem,” or “Sorry 
the experience/meal/product/service wasn’t to 
your liking,” and a quick offer to help make things 
better. This shows others you’re listening and that 
you want to improve the situation.

3. Be real and forthcoming with information. 
We’ve all heard stories of businesses or 
organizations who’ve used lame, inauthentic 
excuses to explain why something went wrong. 
Most often, your fans just want the truth. Honesty 
is always the best policy. That’s one reason we at 

http://blogs.constantcontact.com/
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Constant Contact have a Performance Status 
page on our website that we can share to 
keep customers informed.

4. Don’t fight fire with fire. Whether or 
not you agree with the feedback received, 
don’t get defensive or start a debate with 
the person — especially if the feedback 
is irrational or insulting. one of the worst 
things you can do is broadcast a “he said, she 
said” discussion for all to see. Remember: 
Posts on a Facebook Page last longer than 
you may realize. Some things are just 
going to be a personal opinion and you 
can’t change that. Focus on what you can 
change:  the customer experience.

5. Take the conversation offline. If 
you can, offer to get in touch with your 
dissatisfied customer offline, either through 
email, phone, or by asking the customer to 
come in to your place of business to talk with 
you in person. obviously, you don’t want 
to ask the person to broadcast his or her 
personal info on your Facebook Page, but 
it’s better to deal with these kinds of issues 
outside of social media.

one final tip: Just because the situation has been 
dealt with, don’t delete the original comment. No 
one wants negative feedback on their Facebook 
Page, but leaving documentation  
of how you handled it can be very helpful. After all, 
when one  
of your Facebook fans is unhappy, showing that 
you’re listening and committed to rectifying the 
situation can go a long way toward keeping all of 
your customers happy.

http://blogs.constantcontact.com/
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Get Your Customers to Say “I 
Want That!” in Four easy Steps
We all get tons of offers every day, whether it’s in 
person, over email, phone, or social media.

If you’re like me, you probably don’t act on every offer 
you get. Sometimes it’s because you don’t want to 
spend the money. or maybe you don’t have the time. 
or you wouldn’t want an item even if you were being 
paid to take it.

The offer is the centerpiece of every social campaign, 
but it’s sometimes hard to keep your own experiences 
as a consumer in mind when you’re trying to create an 
offer for your business or organization.

So how do you create must-have offers for your 
audience that are also good for you? Just follow these 
4 easy steps:

1. Set Your Goal. before you build an offer, you 
need to know what you want to get out of it. 
An easy way to think about your goals is: “At the 
end of the day, when I’m running around giving 
people high-fives to celebrate a job well done, 
what will I have accomplished?” Keep in mind 
that goals aren’t “one size fits all.” Find one that’s 
right for you.

When iGV, a web development firm, began its 
social campaign, it was simply looking for more 
fans and more engagement. It offered a “new 
Look for the new Year” that included a new 
website, usability testing and analytics, and a free 
email newsletter. The result? The business’ Page 
received 15% more “Likes,” and Karen Leonard, 
vice president of operations, reports that fans are, 
indeed, more engaged.

http://blogs.constantcontact.com/
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http://www.facebook.com/igvinc
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2. Understand Your Audience. This is really 
as simple as understanding who you’re talking 
to you. What would they want or need? What 
types of things have motivated them to act in 
the past? What would it take for them to tell 
their friends about you? You need to know 
what would get your audience excited to help 
you reach your goal.

3. Understand Your Value. What is it about 
your business or organization that people 
can’t get anywhere else? What do you do 
better than everyone, hands down? Take your 
audience and your value, and connect the two 
with an offer. It might be discounted products 
or services, a whitepaper, contest, access to the 
inside scoop on your business, or the promise 
that you’ll make a donation on someone’s 
behalf, that would rally your audience around 
your goal.

4. Ask “Would I want this? ”Imagine you’re the 
customer. Would you take advantage of this offer? 
The answer should be “Yes! Definitely!” If that’s 
not your answer, repeat steps 2 and 3. once the 
offer is something you would go for, wrap it up 
with a clear call to action that shows your audience 
how they can get it. Remember, the action they’re 
taking to get the offer should map right back to 
your goal.

The best offers are the ones that help you reach 
your goals as a small business or organization, while 
also giving customers what they want. Keep these 
tips in mind and your offer will lead you to success.

http://blogs.constantcontact.com/
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Why Isn’t Your Facebook 
Content as Shareable as a 
Super bowl Ad?
In February, you probably watched the Super Bowl.

Every year, diehard and casual football fans alike tend to 
get excited about the commercials, and look forward to 
seeing how advertisers will outdo themselves.

The commercials in 2012 didn’t disappoint, what with 
the reappearance of Ferris Bueller, a sequel to the 
Star Wars–kid spot from last year, CareerBuilder’s 
wacky business trip, a funny vampire-themed 
commercial, and a spot featuring Jerry Seinfeld, to 
name just a few.

of course, you probably saw some of the ads before 
they aired during the big game. That’s because 
marketers released them early, hoping for some extra 
buzz.

And it worked: The more notable ads were all over 
Facebook and Twitter as people watched them and 
then instantly shared with their friends and colleagues. 

Wouldn’t it be nice if the content you 
posted to Facebook was shared just as 
often and enthusiastically as those  
Super bowl commercials are? 
It could be, but chances are good you’re breaking one of 
these 5 cardinal rules of social media content:

1. Your content isn’t helpful. Always remember 
what’s going through someone’s mind when he or 
she sees content: “What’s in it for me?” If you can 
provide tips and information that will help your 
fans (even if it’s as simple as great places to park 
near your event venue, or food preparation tips 
the day before a holiday), then your fans will more 
likely want to share that information with their 
own networks.

2. Your content doesn’t create a connection.  
If all you do is talk about yourself, and how great 
your products or services are, then no one will 
care about that. Instead, share content that will 
get people to form a better connection with your 
business or organization.
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A new York Times study in 2011 showed that 
84% of people say they share content that 
allows them to be supportive of causes. So 
why not show off your business’ charitable 
efforts?

For example, when in a Pickle decided to 
paint its walls pink in honor of breast Cancer 
Awareness Month in october 2011, it shared 
photos of the team doing so. Dozens of people 
liked, commented on, and shared the photos, 
including me.

3. Your content doesn’t entertain. no one 
wants to watch or share boring content. Get 
people to laugh or smile (like the most shared 
Super bowl commercials do) and you’ll see your 
content spread more easily.

4. Your content doesn’t get people 
talking. You don’t always have to have all the 
answers. Why not ask your fans to share their 
thoughts? one of the best ways to get people 

to share your content is to ask questions. 
When you do that and someone posts a reply, 
it’ll show up in that fan’s Timeline that he or 
she commented on your Page or answered 
your question. Remember: It’s called social 
media. The goal is to get people engaging and 
interacting — with you, and with each other.

5. You didn’t ask for a share. It’s often as 
simple as this: Sometimes, people need to be 
told what to do. When you say “Please share 
this,” your fans often will. For example, you 
can post a piece of content (a status message, 
article, or whatever) and tell your fans, “Share 
this if you agree.”

When it comes to getting your content 
shared on social media, you don’t need the 
multimillion-dollar budget of a Super bowl 
advertiser. You just need to provide content 
that people will want to pass along.
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Read This
If you’re reading this because of the headline, then 
thank you — you’ve just provided us with a great 
example of how a strong, specific, clear, and most 
importantly, simple call to action will get readers to, 
well, act.

Whether you want your fans on Facebook to buy 
something, make a donation, join your email list, 
download a white paper, come to an event, or simply 
“like” your Page, you need to keep it simple.

It’s kind of like when you’re talking to child, or to a 
dog. 

How do you create a clear call-to-action? The first thing 
to do is decide what it is you want your fans to do. Buy? 
donate? like? Join? download? Something else? don’t  

ask for too many things at one time. The best way to get 
measurable results is to keep your call to action focused on 
one thing.

Now put yourself in your fans’ shoes.The first time anyone 
comes to your Facebook Page, make it clear that you want 
them to “like” your Page and give a good answer for their 
question, “What’s in it for me?”

After they’ve “liked” your Page, be clear about what 
you want them to do next — whether that’s to share 
your campaign with their social networks, download a 
whitepaper or coupon, join your email list, or give you 
feedback on your wall.

The clearer you are about what you want people to do, the 
better your results will be. It’s really just that simple.

http://blogs.constantcontact.com/
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When to Post to Facebook  
for Maximum Impact
Timing isn’t everything, but it’s important.

So what’s the best time to post on Facebook?

It would be great if I could just say: “10:17 a.m. on 
Tuesdays!”

But it’s not quite that easy.

While there’s no hard and fast rule as to the best time 
to post on Facebook, marketers have uncovered better 
times than others.

A recent study shows that the best day of the week to 
generate the most Facebook shares is Saturday.

At Constant Contact, we tend to get the most 
engagement on our Facebook Page early in the morning 
on weekdays (at the start of the work day), in the early 
evening on weekdays (when people are getting home 
from work), and on Saturdays.

Even though that works for us, it doesn’t necessarily mean 
it will be the best time for your business to get shares on 
Facebook.

Wondering what time’s the best for you? let’s take a look 
at how to figure it out.

Posts with the most
You can figure out the best time to post to Facebook with 
a little research and experimentation.

Social Campaigns and Facebook Insights give you stats 
to help you figure out what’s working for your Page. 
depending on what your goal is, you’ll want to look at 
how many comments, likes, shares, or impressions you get 
on your posts in relation to when you posted it. Experiment 
with different days and times if you can, and see how that 
impacts your results.

After you’ve tracked your Facebook post stats for several 
weeks, you’ll probably find that a trend will start to 
emerge on the days, or times of day, that yield the most 
engagement for you. Pair that with your common sense 
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(it’s a safe bet that posting in the middle of the night 
is not the best time), and you’re well on your way to 
figuring out when your fans are most likely to engage.

Keep in mind that the best times may change in the 
long run, and/or you might not see a ton of variation 
between days or times. However, through this exercise 
you should be able to determine some best practices 
for when to post to your Page.

Timing isn’t everything 
Timing is definitely important, but post frequency and 
engaging content are two other very important factors 
that you should consider when analyzing the best time 
to post on your Page. When it comes to posting, don’t 
post too much that your audience tunes you out, or 
too little so that they never see you in their newsfeed.

When it comes to content, a lot of content could 
get seen, but it’s relevant content that’s going to get 
shared. Be sure to focus on what gets shared, as well 
as when it gets shared. Keep an eye out for trends in 
the type of content that gets the most engagement.

The bottom line? 
The best time to post on Facebook is when your 
audience will see it. And this is going to be unique to 
you and your business.

http://blogs.constantcontact.com/
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The backstage Pass: 3 Ways  
to Get Facebook Fans to 
Subscribe to Your email List
Small businesses and organizations that have 
established themselves on Facebook often find that 
getting a specific message out to their audience can 
be difficult.

After all, Facebook is like a concert: it’s crowded and 
loud, and there are a lot of flashy things to look at.

Regular posting can help keep you connected, but 
you never really have the chance to communicate with 
a customer one-on-one.

That’s where email marketing comes in.

Each email is like a backstage pass to your 
organization. Think big with each newsletter: This is 
the chance for people to really get to know who you 
are, what you do, and to see you demonstrate your 
expertise in the field.

unlike the chaotic “concert” of Facebook, emails are 
where you have the opportunity to really capture 
someone’s attention for an extended period of time.

But how do you get people to sign up for those 
backstage passes in the first place? Here are 3 tips:

1. Have a Spot for Fans to Sign Up First of all: 
If fans want to sign up for your email list, where 
do they go? Remember, Facebook’s already a 
noisy and very distracting concert. Your fans may 
like what they hear, but that’s not going to help 
if they can’t find the VIP room.

the Rock School, a private institution in 
Gainesville, Florida, used Constant Contact’s Join 
My Mailing list app on its Facebook Page to 
encourage sign-ups.

That means that there’s a “Join My List” tab on 
the left column of the Page for anyone who’s 
interested in learning more about the school  
via email.
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And it works: After seeing photos of all the 
great things students are doing at the school 
on Facebook, families get interested enough 
to sign up to learn more.

“We get 40 to 60 leads a month from email 
marketing,” says the school’s vice principal,  
Jim McKenzie.

2. Host a Social Campaign. People won’t 
sign up to get another email in their inboxes if 
they don’t have a good reason. After all, they 
may like the music on Facebook, but would 
they really want backstage passes to meet the 
business outside of the social media stadium?

Jamie Lee berube, the owner of hamilton  
Wee Pigges and Paws in Stoney Creek, 
ontario, decided to offer new email 
subscribers the chance to win something on 
her Facebook Page.

The campaign ran for 10 days and Jamie’s list 
grew by over 100 new email addresses. The 
contest itself was shared through Facebook 
more than 100 times, too. And the 60 new 
fans didn’t hurt, either.

3. Offer Exclusive Content. When it comes 
time to send a newsletter to subscribers, it’s 
important to think about how you’re going to 
make it different from a Facebook Page. With 
all the extra space and opportunity for images 
that an email provides, you can really create a 
focused and intimate experience. Remember: 
When people are reading an email, you have 
their undivided attention.

Cedar Creek Productions used Facebook as a 
platform to promote the award-winning film buck. 
Through a “You’ll Hear It Here First” campaign, 
the studio promised fans that anyone who signed 
up for the email list would hear the latest news 
about interviews, screenings, and more before it 
was posted to social media. This netted the studio 
more than 2,000 new email subscribers.

not every organization may have an award-winning 
film at their fingertips, but the trick is to just think 
about what news and content you can offer fans 
that they can’t get through Facebook

not that Cedar Creek Productions let their 
newsletters  stay hidden away in subscriber  
inboxes, either.

After an email is out, Pam Miles, executive assistant, 
explains that she uses Constant Contact’s Simple 
Share feature to share the newsletter on Facebook, 
Twitter, and other social media channels. Some 
emails are subsequently shared more than 50 times 
by subscribers and fans, and there’s no doubt that 
showcasing those newsletters has gotten more 
people interested in signing up themselves.

emailing on a good note
Facebook and email go together like a great concert and the 
t-shirt you take home to remember the experience.

don’t leave your fans cheering on Facebook — encourage 
them to follow you “backstage” by making it easy for them 
to find you. And, after they’ve signed up for those emails 
and get backstage, it’s up to you to prove to fans it was all 
worth it!
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be Stat Savvy:  
Use Reporting Data to better 
engage Your Facebook Fans
do you have favorite businesses, organizations, or 
brands that you like because they “get” you?

When you scroll through your Facebook newsfeed, 
does their logo alone make you stop your mouse 
because you know you’ll see something that appeals to 
you — a link to a coupon, beautiful photos, or a post 
that taps in to your sense of humor?

A business or organization that “gets” you is a smart 
one because it knows its customers, clients, and 
supporters, and knows what kinds of content will 
engage them the most.

Thankfully, there are ways for small businesses and 
organizations to get to know the loyal fans who “like” 
their Page.

let’s look at two of them.

1. Facebook Insights
The analytics tool built into Facebook Pages is called  
Facebook Insights.

If you’re the administrator of a Facebook Page, you can 
find the Insights on the tab on the right side of the Page.

When you click on Insights, the first thing you’ll notice 
is that your Page has amazing potential to reach more 
people. The total “likes” is the number of people who 
“like” your Page.

Next to that is the friends of fans — an even bigger 
number — that represents how many people could see 
updates in their news feed about your fans’ activity with 
you. A Pew Research Center study recently found that 
the reach of your Page could be as many as 31,170 
people. Your fans have a lot of influence and can turn 
these people into potential customers.

What should I post to get my fans 
engaged and reach their networks?
Facebook Insights will help you figure out what kind of 
content gets your fans talking.

http://blogs.constantcontact.com/
http://www.entrepreneur.com/blog/222752
http://www.entrepreneur.com/blog/222752


Find great tips every day at blogs.constantcontact.com.   25

28 tips for better Facebook Marketing.
TiP11

Clicking on the Insights tab also gives you a chart 
that tracks your posts over time and a list of stats for 
each post.

Take a look at when you posted something, what it 
was (a link to something, a question for your fans, 
a video, photos, an announcement), and the fans’ 
reaction. did people click on and talkabout the video 
you posted? did they share it? If yes, then post more 
video! If not, then maybe they’re not interested in 
the video’s topic.

Clicking on the likes tab under Insights will give 
you instant market research to help you target your 
content. You’ll get a chart telling you the percentage 
of fans in each age group and gender, you’ll see 
which countries and cities your fans are from, and 
you’ll see which languages they speak. You might 
find that the stats themselves are post-worthy.

Arrrrr you in tune with your fans?
The online store ThinkGeek recently posted a 
screenshot of their stats, which revealed that 1,890 
of their fans listed “Pirate” as their official Facebook 
language, and 861 chose leet Speak. As a result, 
ThinkGeek told their fans, “We just wanted to say 
you arrrrr the best.”

Pay attention to the Reach tab, which will show 
the demographics of the fans who actually interact 
with your content. You’ll find out if your posts are 
connecting with the right groups.

2. Try a social campaign
our new Social Campaigns tool will also get your 
fans engaged — and you can measure the results.

Create a campaign for your Facebook Page 
with a compelling offer —a coupon, discount, 
downloadable whitepaper, or event registration, for 
example. You can promote your campaign to your 
current fans on Facebook (ask them to invite their 
friends), Twitter, and linkedIn, and in your emails.

As the results come in, the Social Campaigns stats 
let you track how many people have joined your 
Page, downloaded your offer, shared your offer, 

and clicked on links. It’s another great way to learn more 
about your fans: do they prefer a discount or a coupon? 
Were they interested in the topics in your whitepaper? 
Find out what incentive will make them act, and create 
more offers throughout the year.

Is this going to take a lot of my time?
With social media marketing, you get out of it what 
you put into it. Schedule an hour or two once a month 
to sit down and take a look at your Facebook Insights. 
Then create a calendar of Facebook posts and 
social campaigns for the next month that balance the 
information you need to share and the content your  
fans want.

Making the numbers work for you
one of our customers, the Northbridge Companies, 
an assisted living community in Burlington, Mass., uses 
their Facebook Insights and Social Campaigns stats to 
shape their content.

The majority of their fans are the residents’ adult children, 
who are interested in photos of their parents, events, 
information about the community, and industry news. 
They have a communication schedule: one type of 
content is posted on assigned days of the week. They run 
social campaigns that change based on the time of year, 
news, and events.

The Northbridge Companies keep track of what gets 
the most attention — event photos and sports-related 
content — so they know what messages will be shared 
with extended networks and will help to grow their  
fan base.

The bottom line
The key to making Facebook marketing work for you 
is providing great content that engages your fans. 
Facebook Insights are a great way to tap into that 
information, and Social Campaigns can take you  
even further.

This information will help you make the connection 
with your fans, align with their needs, and successfully 
promote your business or organization.
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Involve Your Fans in the 
Facebook Content Game
If you use your small business or organization’s 
Facebook Page just as a megaphone to share news, 
discounts, and other such content, then this blog 
post is for you.

Your Facebook Page is a place to have two-
way conversations with your customers, clients, 
members, and supporters. If you’re already doing 
this, then you understand that your Facebook 
Page is as much about your customers as it is your 
business or organization.

You shouldn’t keep your fans on  
the sidelines.
let your Facebook Page reflect your desire to 
have an interactive relationship with your fans. 
Encourage user-generated content and get your 
fans in the game!

Why should I? 
By encouraging your fans to join in on the conversation on 
Facebook, they become more involved with your business 
and more loyal.

Fifty-six percent of Facebook users say they are more 
likely to recommend a brand after becoming a fan. 
And that’s just if they “like” a Page.

That number will only go up if they interact with the brand 
after liking the Page.

In that case, when it comes time to make purchases or a 
recommendation, your business or organization will be 
at the top of their mind. Not to mention, their interaction 
with your Facebook Page will show up in their friends’ 
newsfeed, sharing your business or organization with 
additional Facebook friends, and helping your business or 
organization’s Facebook edgerank.

Asking fans to submit their own pictures or to respond to a 
poll will drive page views, engagement, and referrals.
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okay, but how? 
Ask!

Not just on Facebook, but also via email and in 
person.

You can run a video contest and promote that 
to your Facebook fans — but also link to it in 
your email campaigns and even have a QR code 
promoting the contest in your store. It can be as 
simple as posting a Facebook Question or asking 
people to fill in the blank.

If you want to take it further, ask for photo 
submissions or reviews, and consider providing an 
incentive to reward their participation.

And, whether it’s a simple question or a time-
consuming submission, you must always respond! 
The easiest way to kill user-generated content is 
by ignoring your fans’ contributions. Show your 
fans you value them by thanking them and even 
promoting their efforts.

Don’t get carried away
Every Facebook Page should absolutely encourage and 
highlight content created by their fans, but if that is all 
you are doing, then you’re doing it wrong.

don’t solely rely on your fans to create content. Your 
job is to create most of the content. Make sure user-
generated content is complementing the value that your 
business or organization is already providing.

Give it a shot!
drive more traffic to your Facebook Page and more 
loyalty from your customers by encouraging them 
to post, share, and submit content. However and 
wherever you ask, remember to respond and keep that 
engagement alive.

Remember, your fans like to cheer you on, but they like to 
play even more.
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Rich Media’s Guide to  
Getting the Most 
engagement on Facebook
This is a guest entry by Rich Media. Rich Media has 
been engaging on Facebook since as long as he can 
remember. Use these tips if you want to consistently 
get the most engagement on Facebook.

Hey, how’s it going?

I hear you may be struggling to engage with your 
Facebook fans. Awww, man. I hate to hear that. But 
don’t worry, I’m going to help you out.

listen, it’s great when people “like” your Facebook 
updates, but if you really want to knock it out of the 
park, you need people to do more. That means you 
want them to comment, and most of all you want 
them to share. let’s face it: Sharing is the holy grail of 
Facebook marketing.

So how do you get more “likes,” comments, and 
shares?

Basically, you want to be posting things that have the best 
chance of getting some engagement from your fans.

I’m going to give you three super easy ways to make sure 
your posts are engaging, and therefore getting seen by 
more of your fans and more of their friends.

Sound good? of course it does. 

Do this stuff to get the most 
engagement on Facebook

1. Use more photos. Facebook posts with photos 
are the most likely to engage users. There’s even a 
Facebook engagement study that proves it.

If you think about it, this shouldn’t really come as a 
surprise. Photos, obviously, grab attention visually, 
and people must click them to get a closer look. So 
use an intriguing photo to get people’s attention. 
be sure to give it a caption, too. I’ve seen people 
using the caption space to write more without 
having to link off Facebook.
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2. Use video. Video is engaging because you 
can see and hear people, giving you a better 
sense of who they are. Like photos, people 
must click on something to get a closer look 
at a video. They also take up more real estate 
in a newsfeed, making them easier to notice. 
Perhaps that’s why video posts have the 
second-highest engagement rate.

3. Have some fun. Post a multiple-choice 
question, ask open-ended questions, and ask 
people to fill in the blank. When you do this, 
you’re giving people permission to engage 
with you. They know you want their opinions. 
not everyone will participate, but you’ll 
encourage those who are already predisposed 
to do so. Just be sure to ask your fans explicitly 
for a comment.

now let me give you the most 
important tip of all!
Ready? Know your audience. When you combine what 
your audience really cares passionately about with the tips I 
gave you above, you’re going to be rockin’ and rollin’. And 
that’s no joke.

By now you’re probably wondering, “Rich Media, does this 
stuff really work?”

of course it does! do you think I’d be wasting your time?  
That’s not my style.

Just check out these results
The American distilling Institute got 130 plus new “likes” 
for their Facebook Page by offering an exclusive video to 
their fans. That’s pretty sweet!

Let’s make sure you’ve got this straight
use photos, videos, and have some fun engaging with  
your fans about what they really care about. That’s a 
recipe for success.

Party on, friends!
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Show Your Fans Some Love: 
Say “Thank You” with Your 
Facebook Page
Valentine’s day is the day people typically show each 
other that they’re loved, and that’s not limited to our 
personal relationships. It’s also a day to show customers, 
clients, members, supporters, and Facebook fans some 
extra love.

No, that doesn’t mean you should buy flowers, balloons, 
and chocolates for everyone you interact with. Instead, 
use the two most important words in your marketing 
vocabulary: “Thank you.”

lots of businesses thank their customers with reward 
programs: loyal customers receive enticing deals, free 
goodies, or even cold, hard cash back. If you’re a small 
business, it may not be possible to offer these programs 
regularly.

That’s why there’s nothing like an old-fashioned, 
straightforward “thank you” to make your customers feel 
appreciated, and your Facebook Page is the place to do it. It 
doesn’t even have to be Valentine’s day.

Why Facebook?
your Facebook fans are some of your best customers. 
The customers who become fans or “like” the content on 
your Page are interested in what you have to offer — and 
they’re likely your best customers and most engaged fans. 
These people already like you, and they love hearing that 
you appreciate them. Thanking them on social media is a 
simple way to reach them.

it’s a personal conversation. Your Facebook Page has a 
unique tone that sets it apart from other interactions you 
have with your customers. You can be a little more laid 
back on your Page, because social media in general is about 
casual interactions and connections. It’s a little less hard-sell, 
a little more personal. A “thank you” in this kind of space 
has a personal tone that may not be present in your other 
interactions, and people respond better to that.
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it’s easy for fans to share your message with their 
networks. Facebook is a terrific platform for sharing 
videos and images. This is the kind of content your 
fans like to share with their own networks — especially 
when it’s a feel-good message like a “thank you” from 
a brand they love. You’ll develop your relationship with 
your current customers, clients, and supporters, and 
attract new ones.

When is the right time? Any time. 
(Just as long as it’s not 3 a.m.)
You don’t have to wait for February 14 to show your 
fans some love. Thank them when they put in the 
time to give you feedback. Thank them when they 
recommend your business or organization to a friend. 
And be sure to just thank them every so often for 
trusting you with their business. Customer appreciation 
should be part of conversations on your Page every day.

Thank your customers and clients when they tell you 
they love your products and services, or the work 
that your organization does, and even when they’re 
a little critical. People respond positively when they 
feel acknowledged, and after all, knowing what your 
customers don’t love is just as valuable as knowing what 
they do.

How do you do it?
You can write a “thank you” message, or you can get 
creative. For example  . . .

Create an image/take a picture. Just like videos, images 
are easy to upload onto your Page, and they give you the 
opportunity to get a little creative with your thanks. Add 
helium, an underwater equipment company, recently 
created a Facebook campaign to let their customers know 
how much they appreciated their business. Add Helium 
branded their campaign and tied it into Valentine’s day, 
making it timely. Plus, they added a great offer to sweeten  
the message a little more.  

Make a video. Videos are easy to upload onto Facebook, 
and nowadays, your smartphone or digital camera lets 
you create high quality video worthy of being seen by your 
audience. Plus, it’s a fun way to get your message across. 
Constant Contact has gone this route: Check out the 
thank you video we made for our customers last year.

loved customers are loyal customers Thanking your 
customers, clients, and supporters is one of the best ways 
to show a little love, and help foster the kind of loyalty that 
keeps them coming back — and with your Facebook Page, 
it’s easy to reach them.
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Domo Arigato:  
no More Mr. Roboto
Hey there! How’s it going?

I hope that simple opening gave you a hint that you’re 
reading a blog post written by a real person, and not a 
robotic salesperson who is making yet another pitch for 
you to buy his product or service.

But if not . . .  last time I checked, I was a real-live 
human person. And the last time you checked, I’ll bet 
you were too.

So why do so many people have such a hard time 
communicating like one on Facebook?

There’s a reason why it’s called a social media site: It’s 
because people can connect with other people there, 
and can interact with each other. When you use the site 
just to sell fans on your products and services, no one 
wants to listen, and you miss a valuable opportunity 

to engage customers, clients, members, supporters, and 
prospects, and to build your business or organization in  
the process.

Remember: Marketing is no longer about Business to Business, 
or Business to Consumer. It’s about Person to Person.

These days, people want to buy from, work, and collaborate 
with people they know, like, and trust. They don’t want to 
support businesses and organizations they know nothing about.

one of the best ways to make stronger connections with  
your fans is to act like an actual person on Facebook. Here are 6 
ways to do that.

1. Write like you speak. Drop all the marketing- and 
sales-speak. one great result of social media is that it 
has allowed businesses and organizations to speak in a 
more casual voice with their fans. This means you can 
be funny and loose in the ways you get your messages 
across. Write to your fans like they’re people, not 
customers, clients, or donors, because that’s exactly 
what they are.
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2. Be present. Instead of just posting content, 
make sure you’re also responding to comments 
and are responsive to the replies of your fans. 
The more you actually engage, the more your 
fans will know there’s a real person behind your 
Facebook Page.

3. Share your passion. You don’t just own a 
business or work for an organization. you’re 
passionate about what you do and the cause 
you support. So don’t miss an opportunity to 
express that.

That’s exactly what Mark Armantrout and Paul 
Fehribach do on the Facebook Page for their 
Chicago restaurant, Big Jones. “We decided 
soon after opening that we wanted to be able 
to tell our story, in our own words, without a 
filter,” Mark explains. To that end, the Page 
includes photos with fun captions, contests 
where fans guess the ingredients in various 
dishes, and links to blog posts where Mark and 
Paul share their passion for southern cooking at 
greater length. 

4. Show, don’t tell. Photos and videos are the 
perhaps best way to show that actual people 
are involved with your business or organization. 
What’s a typical day like for you? Take a photo 
at some point and show people what you’re up 
to. Document your next team outing, or what 
you did to celebrate a holiday. Share a video of 
you saying how much you love your customers, 
or sharing your expertise or tips for using your 
products. because photos and videos let people 
actually see and hear you, your fans can make a 
more personal connection with you.

5. Involve your team. Who are the people 
you work with, who your customers, clients, 
and supporters may come into contact with? 
Introduce your fans to your waitstaff, service 
associates, consultants, masseurs and masseuses, 
volunteers, dog walkers, etc. by posting photos, 
quotes, and more. better yet, why not share 
video footage of your team to highlight your 
weird or wacky culture?

6. Let your customers play a role.

Your fans love you. Let their very human and 
personable voice come through, either by sharing 
their tips for using your products, picking their 
favorite service that you offer, sharing why they 
support you, or by introducing themselves to 
their fellow fans. Let your customers rave about 
your business, product, or service, then share the 
video on your Page — it will make you seem more 
human in the process.

What it comes down to is that you shouldn’t think 
about Facebook as a marketing tool, but rather, as 
just as an extension of yourself. Acting, speaking, and 
sharing the same way you do offline will allow you 
to come across as a more authentic, human person, 
and as a result, your fans will come to feel a greater 
connection with you and your business or organization.
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4 Signs of Complicated 
Facebook Marketing Syndrome
Facebook is simple to use.

Think about it. For personal use, you just log on, update 
your status, maybe write something on a friend’s wall or 
upload a photo, and log off. Mission accomplished.

But a lot of times, people start marketing on Facebook 
and a change sweeps over them. They worry endlessly 
about each post. They think for hours about creative 
things to put onto Facebook, but then think that those 
posts aren’t good enough.

A chill creeps into the air. like the common cold, it can 
spread through an entire business or organization. 
And suddenly, everyone is suffering from Complicated 
Facebook Marketing Syndrome (CFMS).

If you, or someone you know, may be feeling anxious or 
confused about social media marketing, chances are good 
that it could be a case of CFMS.

Here are the 4 most common symptoms:
1. You have a group meeting and a story-
board for everything that goes onto a 
Facebook Page.  Remember, a Facebook post 
isn’t exactly a Super Bowl ad. It costs nothing but 
a minute of your time to share something on your 
Page.

Did something new come into the store? Maybe 
a headline about your industry caught your eye. 
Write a sentence about it and post it. being casual 
and a little spontaneous can stop CFMS in its tracks.

2. You post something and immediately think  
the post should be better. Maybe you asked 
a question on Facebook and no one answered. 
Maybe you’re worried that a post isn’t staying 
on the brand’s message. either way, questioning 
everything you put on your business or 
organization’s Page is a definitive warning sign  
of CFMS.
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before breaking into a cold sweat, remember 
that the average Facebook post lives for less 
than a day in a fan’s newsfeed. not only that, 
fans like seeing personality on Facebook, and 
every post helps establish that, yes, there’s a 
human behind the business or organization’s 
messages.

3. You tell yourself that you ‘Don’t know 
what to post.’  What do you care about? 
Chances are good that a lot of your fans will 
care about that, too. As long as it’s something 
you’re passionate about, news stories, YouTube 
videos, photos, or a thought that pops into 
your head are all fair game.

4. You think Facebook conversations are 
different than real-life conversations. 
During really severe cases of CFMS, people 
insist on posting like robots. Talking to fans 
on Facebook is just like talking with customers 
and colleagues in real life. Consequently, CFMS 
can really set in if you’re trying to act like some 
inhuman brand 100% of the time, instead of 
yourself.

The good news: There’s a very easy cure.  
It’s called “keeping it simple.”
A traditional remedy for many day-to-day stressors, 
keeping it simple has been practiced for centuries. To try 
it yourself:

1)  Log onto Facebook.

2)   Respond to fans.

3)    Share something that caught your eye during 
the day.

4) Log off.

It’s just that simple.

So don’t crawl under the sheets and let CFMS win the  
battle. By keeping it simple, you can help guarantee that 
you’ll never again suffer from Complicated Facebook 
Marketing Syndrome.
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Why You Should Share 
Instead of Sell on Facebook
Remember telemarketers?

You would spend an hour preparing dinner, sit down, 
relax with the family, and then ring ring! There’d be a 
phone call, someone would mispronounce your name, 
and then try to sell you something.

More often than not, you would rightfully grow 
indignant that this salesperson was invading your 
personal space, and you’d hang up.

The golden age of the telemarketer may be gone, but 
more and more businesses and organizations think it’s 
perfectly fine to pitch people when they’re on Facebook, 
on their own time.

And the results are similar.

You can make fans “hang up” with  
too many pitches
Facebook is a social world, not a sales floor. People aren’t in  
the mood to hear flashy claims about products and services 
when they’re looking at their friend’s wedding, baby, and 
vacation photos.

Yet people do use Facebook to learn new information.

Fans will respect businesses and organizations that join or  
start conversations about broader topics in the field, but 
they’ll turn away if they suspect that a business is being 
social just to make a sale.

An exacttarget survey found that the top two reasons 
people stop being fans of Pages is that the brand is either 
posting too frequently or filling a person’s newsfeed with 
marketing pitches.

Make too many pitches instead of sharing helpful or 
entertaining content and fans could unlike your Page . . .  
the equivalent of a hang-up in the social media world.
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This can seem like a paradox — if Facebook fans just 
want to interact instead of buy, how are you supposed 
to market yourself on Facebook?

Marketing by Sharing
Fans expect your Page to be a resource. By  
positioning yourself as an expert in the field, your 
business or organization will be the first to come to 
mind when customers and supporters do want to 
make a purchase, try out your service, or contribute  
to your cause.

Here are examples of three businesses and 
organizations that are marketing themselves by sharing 
great content.

1. Sharing an experience. Restaurant, retail, 
and recreation businesses can share how 
great their products are without trying to sell 
them. Photos are an easy way to show off just 
how special your business is. Just take a look 
at this post from the Villa Gourmet, which 
adds something to a current hot topic while 
promoting the store:

“Deals have become meaningless to me, 
because everyone is always offering them,” 
owner Linda McIntyre says. “I just wanted to 
sell a product by giving people a reason to 
have it.”

2. Sharing expertise. b2bs have a great 
opportunity to share some of their expertise 
via Facebook. For example, John Hickey of the 
Growth Center, launched a social campaign on 
the business’ Facebook Page that offered fans 
a free sample of his book of successful tips:

In two weeks, his fan count grew by 15% and a  
few people went on to buy the book, too.

You may not have a book on-hand, but any 
business or organization can offer a free download 
that flaunts their expertise in the field. A guide 
isn’t just a preview of what to expect from other 
Facebook posts, it’s also a guarantee that the 
service you provide is top-notch.

3. Sharing a cause. nonprofits have a great 
advantage when it comes to selling by sharing: 
They have a cause that people are already 
interested in. It’s just a matter of presenting it the 
right way.

In fact, you can become the go-to place for fans 
just by helping them stay in touch with the latest 
developments and resources. This is what the 
Adoption Resources of Wisconsin often does 
through Facebook posts.

Remember that Facebook is still a 
personal sphere 
The biggest confusion that businesses and organizations 
have is that they still act as if Facebook is a traditional 
marketing space.

Facebook is more like that time at the table after work.  
New conversation topics are welcome, whether they’re in 
the form of photos, headlines, or videos.

Every time you write about a great deal, ask yourself 
whether the post is engaging enough to be interesting,  
or if your fans will just hang up on it.

http://blogs.constantcontact.com/
http://www.thevillagourmet.com/
http://www.growthcenter.net/
http://www.growthcenter.net/
http://www.constantcontact.com/social-campaigns/index.jsp?pn=mothercupboards
http://www.facebook.com/pages/The-Growth-Center-LLC/234740883252104
http://www.wiadopt.org/
http://www.wiadopt.org/


Find great tips every day at blogs.constantcontact.com.   38

28 tips for better Facebook Marketing.
TiP18

What Can Ghostbusters  
Teach You About Promoting  
a Social Campaign?
do you remember the movie Ghostbusters?

We certainly do.

one of the film’s most famous scenes was when 
Egon explained that you never cross the streams. 
Why? Because as he explains, “It would be bad.... 
Try to imagine all life as you know it stopping 
instantaneously, and every molecule in your body 
exploding at the speed of light.” (Whoa.)

of course, as Egon and his fellow Ghostbusters 
learned, crossing the streams isn’t actually bad — 
especially when it comes to defeating a giant Stay 
Puft Marshmallow Man.

What does this have to do with marketing? Well, we’ve 
learned that when you’re busting ghosts isn’t the only 
time it’s okay to cross the streams. It’s also a good idea 

to do so when you’re promoting a social campaign. In fact, 
involving your other social and marketing channels is just a 
smart marketing strategy.

After all, if you only promote your Facebook offer oN 
Facebook, then you’re limiting the audience that will see it. 
Promote your offer anywhere your audience is, and let them 
help you get the word out.

Promoting your offer everywhere
There’s no single guaranteed method to promote your 
campaign, so it’s important to tell your audience about your 
offer wherever you can. Here are six suggestions:

1.  Include your campaign in your email 
newsletter.  You should include an 
announcement and link to your campaign in 
your regular newsletter. 

2.  Tweet about it. Include a link to your Facebook 
Page so people who follow you on Twitter can 
check it out and connect with you in both places. 
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2.  Write a blog post. A blog is the perfect 
platform to let your audience know about 
your special offer. 

4.  Promote it in your place of business,  
or at live events. Put up a sign about your 
exclusive Facebook offer, and encourage 
people to check it out. If you’re attending 
a trade show or networking event, talk up 
your offer and tell people how they can 
learn more. 

5.  Engage with your audience on  
social media. Keep them excited about 
your offer by posting great content 
regularly that relates back to your offer. 

6.  Share it on your personal Profile. Your 
friends may be interested in your offer or 
maybe they know someone who might be. 

Learning where people are  
coming from
If you’re going to cross-promote, it’s important to 
understand what networks are driving the most 
people to visit your Facebook Page, “like” it, and share 
your offer with their own networks. When you know 
this information, you’ll know where to devote more of 
your promotional energy in the future.

Be sure to watch your reporting metrics so you can 
see who is connecting with you, and where they’re 
coming from. You can also determine if your offer is 
as compelling as you had hoped it would be.

one important caveat
While it’s alright to promote your offer on other social 
channels, it’s important to remember that you don’t 
want to post the exact same thing to every social 
network. That’s a very common social media pet 
peeve. When your fans and followers see the same 
content on Facebook and Twitter, for example, they 
feel like there’s less of a reason to connect with you in 
both places.

If you promote your offer on different channels 
with different words and messaging, that will get 
the job done without annoying anyone. use a tool 
like Simple Share to customize what you post on 
multiple social networks.

In Ghostbusters, the guys learned that crossing the 
streams was a tactic that would save the world. Your 
social campaign may not have the same goal, but 
mixing up your social network promotion can make 
your efforts just as successful.
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Keep It Positive:  
Don’t badmouth the 
Competition on Facebook
We’ve all heard the adage, “If you don’t have anything 
nice to say about somebody, then don’t say anything 
at all.”

This was sound advice in the world before Facebook, 
and it’s possibly even better advice in a world where 
there’s a digital trail of all the things you say and do.

Sure, I know it can be tempting. You’ve got a captive 
audience of your fans. You’ve got an eye on the 
competition. You may want to share the things you 
don’t love about your competitors. You may start to 
think, “What’s the harm of a little comment that will 
help my fans — and the world — see what I see?”

The long and short of it is this: No one likes a meanie.

And it’s a better experience for you and your fans if 
you keep the conversation positive, focused on the 
great things your business or organization is doing, and 
the things that give value to your fans.

There’s a big difference between 
badmouthing and having an opinion.
Just because you shouldn’t badmouth your competition 
on Facebook, it’s still great for you to have opinions. 
Badmouthing repels fans, but having opinions might 
attract them.

If you have a comment that could be construed as 
negative, keep it constructive. And try to stay away from 
direct digs at your competitors. Besides, there are tons of 
better ways to engage your fans — just ask our friend, 
Rich Media.

build good relationships with your 
industry on Facebook
We all know that linkedin is a great place to 
network with others in your industry and promote your 
business. But just because linkedIn was tailor-made 
for professional networking, it doesn’t mean you can’t 
network with other businesses or organizations, or area 
experts, as your Facebook Page.
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look to build strategic alliances with your industry 
peers, pros, and patrons on Facebook. It depends 
on your industry, but you may find you want to “like” 
their Page as your Page, comment on or share a story 
they post, or like something they say.

The goal is not to promote your competitors, but to 
engage others in your industry. As you engage with 
them, you may find that they’ll start liking and sharing 
your content, giving you an audience with their fans.

Good industry relationships are good  
for your fans
When you share stories or posts from people in your 
industry, or even complimentary products or services, 
you’re acting as a better resource for your fans.

If a fan is interested in you, it’s likely that they’ll be 
interested in getting deeper content about your 
industry. Rather than seeing others in your industry 
as no more than competition, see them as sources of 
good content.

of course, you’ll want to use judgment when sharing 
content from a competitor. For example, sharing 
information on a big sale a competitor has coming up 
might not be the best call, but sharing a whitepaper 
from a competitor could be a win.
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How to Survive a Social 
Media Apocalypse
You wake suddenly from a deep slumber.

Your heart pounds against the wall of your chest.  
Beads of sweat run down your face.

Thank goodness it was just a dream.

or was it? Something just doesn’t feel right.

You rush to the computer.

You try to reach  

  Facebook. Nothing.

  Twitter. Nothing.

  Pinterest. Nothing.

  Google+. Still. Nothing.

Panic sets in. You weren’t prepared for this.

All that time you’ve spent building up your fan and  
follower counts, and now there’s nothing to show 
for it. Everyone is gone.

Welcome to the social media apocalypse. Will you and  
your business or organization be able to survive?

Why a social media apocalypse is so 
devastating for the ill prepared
Think about this for a moment: To date, you’ve done  
everything right — you’ve built up your fan and follower  
counts, you’ve created engaging content, and you have  
yourself a passionate community.

But that’s where it ends. You’ve done nothing to move your 
biggest fans and followers to a turf that’s your own and 
not rented from the likes of Facebook, Twitter, or any other 
social networking site of the day.

How will you survive if the social 
networks go away?
Perhaps it’s unlikely that a giant like Facebook shuts down.  
But what happens when they make a change that limits 
your ability to reach your connections?

It happens all the time.
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Take, for example, Facebook’s edgeRank algorithm. 
At any given moment, only a small percentage of your 
fans actually see the updates that come from your 
Page. You’re playing on Facebook’s terms.

Wouldn’t you rather be in control of  
your own marketing survival?
If you’re like me, you don’t have a lot of time to waste. 
But that’s exactly what people do when they treat 
social networking sites like Facebook as the destination 
for their marketing rather than a gateway to their own 
organization’s fallout shelter, if you will.

How to prepare for a social  
media apocalypse
In order to prepare yourself for the apocalypse, you’ll 
need to think in a more holistic manner. Much like 
someone stockpiling supplies, you need to focus on 
using all your online marketing resources to bring fans 
and followers to your turf.

Continue as you normally would by engaging your 
fans and followers on these different social networks, 
but on occasion, offer something special in exchange 
for someone joining your email list. This could be a 
sweepstakes, a coupon, or a perhaps a special report.

You’re creating a survival cycle
use social networks to bring people to your email list so 
you can take full ownership of your connections. use your 
email list to encourage people to connect on your social 
networks so you stay top of mind and reach their friends 
through social interaction.

This leads to the cycle repeating itself, growing your social 
networks and your email list at the same time.

Look to strengthen the relationships  
that help you survive
don’t just limit yourself to online interaction. It’s a great 
place to start conversations, but the best place to continue 
them is offline. Face-to-face events allow you to deepen 
ties with your audience.

What do these relationships mean to  
your survival?
You’ll find that those who take that next step to connect 
with you on your turf become your best customers and 
biggest supporters.

And when all your marketing resources are working 
together — online and offline — to move people beyond 
the social network to the next level of connection you’ll 
always have control over how and when you connect with 
your audience.

You’ll find yourself able to survive, while others cower in 
the face of a social media apocalypse.
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Does Your Content Stand out 
in the Facebook Gumbo?
How much time do you spend on Facebook, whether 
for personal or professional reasons?

According to Facebook, 483 million of its 845 
million users worldwide log on daily. And 
according to a study we conducted in 2011 with 
Chadwick Martin Bailey, more than half of 
Americans spend at least one hour a week on 
Facebook.

That means there’s a lot of stuff to see: photos of 
kids and wacky coworkers, music videos, blog posts 
and other articles, questions about what new apps to 
download or what to eat for dinner, grumblings about 
a tough day at work, song lyrics, or something else 
your friends, family members, or peers decided was  
worth posting.

How many of those things get you to stop scrolling 
and respond with a “like,” comment, or share?

(or cringe — let’s be honest, some of the stuff people post 
on Facebook is just creepy.)

on any given day, at any given time, Facebook is one giant 
gumbo with a mix of ingredients going into the experience 
that is different for each user. Some of the pieces of content 
are “chunkier” than others, and they get you to “chew” 
longer. others blend right in to the broth.

The goal for you, as a business or organization, should be 
to mix in to that stew and get your fans to stop, take 
notice, and engage.

Getting fans to interact is key
The best way to do it is with the same kind of content 
that’s getting other Facebook users to engage. We call 
it “rich media,” but you can just call it multimedia — 
photos and videos, for example. Studies (such as one by 
digital marketing agency Web liquid) show that this 
kind of content leads to the highest engagement.
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Also, asking questions will get your fans to stop and 
share their thoughts. Not everyone will comment, but 
chances are good that your fans will be curious about 
what others have to say.

but it’s not just about engaging
of course, while engagement is nice, what you really 
want on Facebook is for your fans to take action.

According to a related study by Momentus Media, 
brands that include simple, clear calls to action — 
such as asking fans to “like” or “comment” on a post 
— saw higher interaction rates.

And that’s what it comes down to, isn’t it? It’s not 
just about getting fans to engage or interact. It’s 
about getting them to take action and do something, 
whether that’s “liking” a post or sharing content, or 
downloading a whitepaper, making a donation, or 
taking advantage of a special offer.

Maintaining a good balance
Speaking of taking action, it’s not a bad thing to 
pepper in some promotional messages with your 
helpful, fun, engaging content. Just remember to 
maintain a healthy balance of the two, lest you come 
off like a pushy salesperson. Social media is a channel 
where you can engage customers, build relationships, 
and indeed, generate sales. But if you’re always selling, 
then that is a turnoff.

Defining what’s “good” content
It’s not hard to see what kind of content on Facebook 
is good: If you can get your fans to stop and take 
notice, and then do something with what you’ve 
posted, then you’ve posted something good.

The more you can get fans to engage, the more likely 
they will be to take action too.
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Facebook Success in  
15 Minutes a Day
I know, I know. You just don’t have enough time to 
dedicate to marketing on Facebook.

But what if I told you could be successful in as little as  
15 minutes a day?

Crazy? Not at all.

Allow me to show you how to stay focused and turn 
your Facebook marketing into part of your daily routine 
with a minimal amount of time.

Why Facebook seems like a time suck
Marketing with Facebook seems like and becomes a 
time suck when it’s not being done with a clear goal 
in mind. When you’re just poking around doing a 
whole lot of nothing, it’s easy to get sucked into an 
unproductive rabbit hole.

Climb out of the rabbit hole by  
choosing a goal
What is it that you’re trying to accomplish? Are you trying 
to get the word out about an event? Are you trying to get 
more people into your store? Maybe you’re looking to bring 
in new volunteers?

once you make a choice, it becomes much simpler to build 
a plan around what you should be doing on your Facebook 
Page. Think of it as building a social campaign around 
the goal in order to achieve it.

The social campaign keeps you focused
For example, like many of us here at Constant Contact, 
I spend my “free” time working with a nonprofit I’m 
passionate about. For me, it’s the Astoria Performing 
Arts Center. This theater is about to celebrate the 
accomplishments of a local honoree with its 2012 Gala 
coming up in March.
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our goal at the APAC is to use Facebook to get the  
word out about the Gala and keep it top of mind 
 with our fans. If you were us, your use of Facebook 
could look something like the following.

The 15 minutes per day Facebook plan
•  Update the Page status. Post something 

relevant about the event your fans would 
find interesting or fun. For example, trivia 
about the honoree or location, new additions 
to raffle prizes, or what’s on the drink and 
dinner menu. (1 minute) 

•  Add new emails, blog posts, videos, photos, 
etc. to the wall. This could be stuff you create 
or things you curate from other sources. For 
example, interviews with the staff, photos of 
the venue, new or existing video clips of the 
honoree, etc. (4 minutes) 

•  Review and respond to comments as 
necessary. not every comment requires a 
response, but if someone asks a question  
it’s a good idea to answer it. (4 minutes) 

•  Review your Page’s news feed and spend 
a few minutes sharing relevant posts and 
commenting on posts and updates from  
the Pages you follow. (4 minutes) 

•  Share link to a Facebook exclusive to reward 
current fans and acquire new fans. Run a 
sweepstakes on your Page’s welcome 
 tab where fans can enter to win two tickets  
to the event. (2 minutes) 

Here are some tools to help you make  
the most of your time
Ideally, you’d most likely want to do this stuff in one 
15-minute block. But posting everything at once to your 
Facebook Page may not create the most impact.

I would suggest scheduling updates in advance with a 
tool like hootSuite. This way you can space them out 
throughout the day.

NutshellMail allows you to monitor engagement on 
Facebook and other social sites. Set it up and get an 
email digest at the same time every day so checking in 
becomes part of your routine.

And Social Campaigns can help you easily set up and 
promote special offers on Facebook for new and  
existing fans.

Here’s what you can do now
Spend 15 minutes coming up with a goal for your 
Facebook marketing, then create a list of things you can 
share on Facebook to support that goal.

once you have that in place you’ll find it easier to get in 
and out of Facebook in a clear and focused manner that 
helps you start to see real results.

No more rabbit holes for you.
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Lighten Up! Have Some Fun 
with Your Facebook Fans
one of the questions I get asked most frequently is 
what kind of content to post on Facebook to get the 
most engagement.

What you post needs to be relevant to your business 
or organization, but that doesn’t mean you have to be 
so on-topic that it hurts (or worse, that your content 
feels repetitive, boring, or otherwise blah).

B2Bs especially can feel lost when it comes to social 
content. If you’re one of those challenged businesses, 
remember that you are still connecting with people 
who make the decisions to engage or not, or to buy 
or not.

As has been oft quoted, being a B2B on Facebook 
can sometimes feel like the guy wearing socks with 
sandals. or even worse, the guy wearing the man-
pris. If that hits close to home, first replace the man-
pris with actual pants. Second, read on for content 
ideas.

The competition is on!
on Facebook, you’re competing against everything else in 
your fans’ newsfeeds; you’re competing for their time  
and attention.

People generally don’t log in to Facebook thinking, “Gee, 
I’d really love it if I saw some dry, uninspiring marketing 
messages in my newsfeed today!” They log in to Facebook 
to see what their friends and favorite Pages are up to. But 
people will “like” and interact with Pages when the content 
they see is useful, inspiring, funny, engaging, and — above 
all — relevant.

engaging to get seen
It’s important to remember, however, that visibility and 
engagement go hand-in-hand. The more your fans engage 
with your content (like, comment on, click, or share), the 
more likely it is that those fans will see posts from your Page 
in the future.

Why? Because Facebook’s default newsfeed setting is 
to display “Top Stories” first in the newsfeed. What is 
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considered a Top Story is the result of an algorithm 
Facebook uses to figure out what an individual 
user thinks is important. The main contributors to 
this algorithm are engagement actions — liking, 
commenting, sharing, and clicking.

When measuring engagement, Facebook takes into 
account two sides of the same engagement coin: a) 
whether a Page gets lots of engagement in general 
(total likes, shares, etc.), and b) if an individual 
frequently engages with a Page (or not).

It’s entirely possible that an individual user may not see  
posts from a Page that generally gets great 
engagement if that user never engages with that Page’s 
posts. Which is why it’s really important to [shameless 
plug] share, like, or comment on    when you see them 
in your newsfeed.

Just sayin’. :-)

Ideas for upping your engagement
If your goal is to get as many eyes on your content 
as possible, then you really have to up the amount of 
engagement you’re getting from your posts overall.

Just remember: Every post doesn’t have to achieve 
every objective. You can have some posts that are 
focused purely on getting engagement (more fun, 
if you will) to ensure that some of your other, more 
“serious” posts get seen. 

one of the biggest mistakes businesses and 
organizations make is to post statements — “This is our 
latest blog post” — and then wonder why all they’re 
hearing are crickets.

The truth is that people need to be told what to do 
— no one commented because you didn’t ask for their 
feedback! Even when you’re posting a link to a blog post or 
video, don’t miss the opportunity to get more engagement 
by posing a call to action in the status update. A simple 
prompt like “What do You think about this?” or “do you 
agree?” is all it takes.

A big secret revealed!
I’m about to tell you the biggest secret there is when it 
comes to getting more engagement from your fans —  
it’s not about you. No seriously, it’s not about you at all — 
it’s about your fans. So stop talking about your business 
or organization, and ask your fans their thoughts, their 
opinions, and their preferences.

If you’re struggling with engagement right now, start  
with topics that are more generally popular — posts  
related to news or current events will typically get high  
levels of engagement.

And of course using a little humor, photos, or videos  
will increase your chances of getting more engagement  
and visibility.

What it all comes down to
The more you can amuse and entertain your fans, and get 
them to interact with you, the more they’ll keep looking for 
your content and continue to engage. That’ll increase your 
exposure, and hopefully will lead to more business too.
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How to Design for 
Facebook Like a Pro
Having a good-looking Facebook Page or social 
campaign isn’t always as easy as, well, it looks.

The good news is you don’t have to be a professional 
designer to have a professional looking Facebook Page. 
You just need a few tips from the pros.

We recently sat down with Constant Contact web 
designers Chip Chaunamom, Chris Chiusano, Trey 
Simmons, and Alyssa Venuto for some insight on 
how small businesses can design polished, attractive 
Facebook Pages and social campaigns.

What are some basic design tips 
everyone should know when it comes 
to Facebook?
Chris: Keep your surroundings in mind. A lot of people 
might not think about what their logo looks like on a 
Facebook Page. It’s best to try a few different treatments 
to see which logo looks best with your Facebook Page as a 
whole.

Chip: Right. And thinking about surroundings also applies 
to the size of your logo. If your logo is kind of long, 
Facebook will cut it off.

Alyssa: An easy thing to do is to measure the dimensions 
for logos on Facebook. We’ve found that using 180 x 240 
pixels as a default works well for us.

http://blogs.constantcontact.com/
http://www.constantcontact.com/social-campaigns/index.jsp?pn=mothercupboards
http://www.constantcontact.com/social-campaigns/index.jsp?pn=mothercupboards


Find great tips every day at blogs.constantcontact.com.   51

28 tips for better Facebook Marketing.
TiP24

Are there any common design 
mistakes that you see businesses and 
organizations making on Facebook?
Alyssa: It’s important to use restraint with colors and 
font types. Just because you can use different fonts 
and colors, that doesn’t mean you should.

Chip: A mistake a lot of people make is to take 
pictures right from Google. That’s a big no-no. They’re 
likely owned by someone else and not available for 
your use. If you need photos for your business or 
organization to use on Facebook, it’s worth it to spend 
some money on a site like iStockphoto.com. Many 
individual photos are less than $10, so it’s an affordable 
option for businesses or organizations of any size.

Alyssa: A good photo is 1,000 times better than a 
bad one. A blurry, pixilated, or badly lit photograph can 
bring down even the most beautiful of designs. 

trey: And you’re only as good as your worst image.

Would you recommend any free  
design tools?
Alyssa: When it comes to finding colors to match your 
brand, Color Cop lets you use an eye-dropper tool so 
you can find and match colors across different design 
items — like logos, emails, and websites.

trey: There are a bunch of free Photoshop alternatives, 
such as Aviary, Pixlr, or Photobucket, that can help 
you make your graphics and banners look smooth 
and professional. Many of these programs are intuitive 
and easy-to-use. A little time spent on polishing your 
graphics can make a big difference.

Thanks, Chip, Chris, Trey, and Alyssa!
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Why Your Personality Is 
the Secret to a “Like”-
able brand
let’s imagine you walked into a party with people 
you’ve never met.

How would people you’re meeting for the first time 
feel about you?

What feeling would you leave them with? How 
would they describe your personality?

Personality plays a big part in your “brand,” and 
your Facebook Page is a great place to let that 
personality shine.

Before we talk about why that is, we should 
probably define what a brand is.

What is a brand?
let’s ask Marty Neumeier, author of The Brand Gap.

Marty states, “A brand is a person’s gut feeling about a 
product, service, or organization.”

And these feelings are often based on personality.

Notice how important that is. It’s our personalities that 
elicit a gut reaction from people. our personalities 
permeate through everything we do. Personality becomes 
the basis for every interaction we have with our audience. 
And this is particularly evident on a social networking site 
like Facebook.

Why is your personality so important?
It’s important because once you decide what it is you’re 
going to do for your audience, your personality is what 
sets you apart from everyone else. It’s what makes you 
different. It’s what people connect with.
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Suppose you have an online magazine. What makes 
it different from other magazines? Why should I read 
articles on your site? Is there something about the 
personality of your content that I can’t find anyplace 
else?

This is why people remain loyal to  
a particular brand
It has nothing to do with price. or even the content 
itself (assuming that it’s good).

Instead, it has to do with the fact that people 
can’t go anywhere else to find it. They can’t get 
it somewhere else because it’s delivered in a way 
that’s unique to the personality of your business or 
organization.

You become the only source for that particular 
feeling. But it’s not just a generalized feeling. It’s 
focused at a particular type of person.

Here’s an example of what I mean:
If I mention Harley-davidson, I’m betting there’s a 
very particular image of the people who ride these 
motorcycles in your mind. I’m also betting that  
you’ve got a very particular gut reaction to 
these people as well.

That is a brand.

And people decide what your brand is
You may have a particular idea of what you’d like your 
brand to be. But it’s only a brand once enough people 
arrive at the same gut feeling about your company.

don’t worry. You can help influence this reaction.

How do you influence this reaction? You do it by 
emphasizing particular personality traits. But they should 
be traits that exist naturally. Be yourself. don’t try to sound 
like someone else.

Speak to your biggest fans. Find out how they describe 
you. Then highlight those traits. Build your Facebook Page 
around those things people are connecting with. That’s 
when you just might become the life of the party. And 
people will have a clear view of your brand.

Summary:
•  Your brand is determined by the gut reaction  

of your audience 

•  You can influence this reaction by emphasizing 
personality traits 

• Ask your fans for input 

• Be yourself 

next step:
Ask some fans how they would describe you or your 
business or organization. If you don’t have fans yet, ask 
your closest friends. There’s a reason why they’re your 
friends. Then be sure to let the real you shine. If you’re 
not, people will be able to tell.
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Listen Up! Your Facebook Fans  
Have Great Content Ideas
When people talk about social media, they tend to 
throw around words like “amplify” and “broadcast.”

This makes sense; one of the major benefits of 
Facebook, Twitter, linkedIn, etc., is how simple they 
make communicating your message to large groups.

But a better way to consider social media is as a 
conversation.

And like you probably learned in Kindergarten, good 
conversations start with listening.

I post content to my social networks 
all the time! That’s enough, right?
You may think of social media as a handy megaphone 
that, when used properly, ensures that everyone in your 
audience can hear what you’re trying to say.

But like Spiderman said, with great power comes great 
responsibility: If you wield your power carelessly — i.e., by  
talking at your audience, instead of with them — you’ll lose  
their attention. luckily, we can boil down what you need to  
do into two major points:

a)  Share content and messages that are relevant  
to your audience

b) Have conversations, not monologues

After all, everyone’s seen the guy or gal with the 
megaphone yammer on, enjoying the sound of their voice 
while their message goes unheard. Showing your fans and 
followers you’re listening helps them feel acknowledged 
and valued; in turn, they become more engaged, loyal 
customers.

Plus, by taking note of the topics your fans are posting on 
your wall or tweeting to you, you can adjust your content to 
serve their interests and keep them coming back.
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How do you show fans you’re 
listening?

•   Respond to comments and questions. When 
a fan posts on your wall, be sure to respond. 
even if the post isn’t asking a specific 
question or otherwise requires an answer, 
your fans and followers appreciate your 
effort to answer and acknowledge them. no 
need to write a long response — a simple 
“thank you” for sharing their point of view 
does the job. 

•   Take the conversation further. When you 
can, following your fans’ comments with 
questions that extend the conversation 
shows you value their opinion. 

•   Use photos and videos. Responding with 
your own comments is the straightforward 
approach, but don’t hesitate to get creative. 
Why not use rich media (i.e., photos and 
videos) to let fans see you, and let them 
know you hear what they’re saying? If a fan 
had a suggestion for your storefront, take a 
picture of you putting their idea to work. or, 
collect questions from fans on your Facebook 
Page or on Twitter and answer them in a 
video that you can post to your networks. 

Look how Honda showed it  
was listening
Honda made a big push recently to acknowledge and 
delight customers with its ‘We’re Fans of You Too” 
week on Facebook.

It took stock of cool things fans had done to show they 
loved the brand — carving the Honda logo into their 
lawn or even their hair — and took the same action 
with their fan’s name. So one lucky fan got his name 
carved into the lawn at headquarters. Another 
fan got their name buzzed into a honda employee’s 
haircut. 

All of this was photographed and posted on Honda’s 
Facebook Page. It was a fun, unexpected way to let fans 
know they noticed and appreciated their fans’ efforts to 
show their loyalty to Honda.

Here’s how it recently worked for us
one of our Facebook fans recently posted on our wall, 
asking for a Pinterest button in our email Marketing 
product. (Pinterest is a fast-growing social 
network with more than 13 million users, where you 
can create “pinboards” of images you’ve found around 
the web.)

As it turns out, we’re currently working to add a 
Pinterest button to the social icons offered in Email 
Marketing. But in the meantime, our social media 
manager wrote a blog post not long after so our 
customers could learn more about the site.

All of these efforts got a great response. once we  
knew what are customers were looking for, it was easy 
to provide them with content they were interested in — 
in this case, Pinterest.

Tools to help you juggle your 
conversation
once you’ve  got an active, engaged community, you 
might be worried that while you’re taking care of 
business, you may be missing some crucial feedback on 
your social networks.

use tools like Nutshell Mail and hootSuite to help 
you juggle your conversations and insure you won’t miss 
a thing.

The bottom line? 
Showing your customers you hear what they’re saying 
on your social media networks lets them feel valued and 
acknowledged — and you get the benefit of feedback 
and insight from the people who know your business 
best: your customers.
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How Are You Responding 
to Feedback from Your 
Facebook Fans?
To respond  . . .  or not to respond?

With apologies to William Shakespeare, if you have a 
Facebook Page, then that is the question.

But it’s really not a question. You should respond to 
feedback shared on Facebook. After all, if someone  
were to call you up or walk into your place of business 
to tell you how much she likes your product or service, 
you’d reply, right?

So why should you treat Facebook comments any 
differently?

In short, because you can.

Facebook gives you the opportunity to respond 
differently to some kinds of feedback than you do to 
others.

let’s take a look at when you want to respond and  
when it’s less important:

When to respond
1. When people are happy. If someone posts 
to your wall how much he or she loves you, your 
business or organization, or your products and 
services, then by all means reply with a “thank 
you” message. In fact, make it a rule to always 
acknowledge positive feedback. better yet, ask 
a follow-up question (Which salesperson did you 
speak with? What about the experience was so 
good?) so the person comes back and tells you 
more good things.

2. When people are unhappy. If someone 
is dissatisfied with an experience, make sure 
you acknowledge as quickly as possible that the 
comment has been seen, address the problem 
and show that you want to deal with it, and then 
give that person a way to follow-up with you off 
of Facebook. Perhaps you create a separate email 
address where this kind of dialogue can take place 
(either your name in a different format, or a more 
generic comments @ email address).
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When it’s less important
1. When you ask a question and receive 
multiple responses. If you choose to engage 
your fans by asking their thoughts on a topic,  
there is no need to reply to each individual 
comment. That said, you should acknowledge 
them all and thank people for answering. A 
group “thanks for your thoughts/feedback” in 
the comments stream should suffice. If you’re 
asking for constructive feedback, you should 
add that you’ll consider what you’ve been told, 
and that people should stay tuned for the next 
steps you’ll be taking. This will show people 
you appreciate them participating, and will 
encourage them to do so again in the future.

2. When you get spam comments. It’s not 
unheard of for spammers to post messages 
on Facebook Pages. How will you know if a 
comment is spam? one or some of these will be 
true: The message will be overly promotional, 
it’ll be made by a person whose picture is a 
bit racy, or it’ll include excessive punctuation 
(lots of exclamation points is a big giveaway). 
In these cases, there’s no need to say thanks. 
In fact, you may even want to delete these 
comments. If you don’t feel comfortable 
deleting something, then move it to the Hidden 
part of the wall; select the Hide Post option 
from the drop-down menu you get when you 
click on the options cog on the post.

Good rules of thumb
1. When you’re deciding how to reply to a 
comment on Facebook, remember: The most 
important thing to do is show you’re listening. 
Some people just want to be heard, and by 
acknowledging comments, you do that quickly 
and easily.

2. While the majority of comments you’ll receive 
will likely be positive, some will be negative. 
And while you should never dismiss these 

people, know that some will complain just to 
complain. It’s important to have a thick skin in 
these cases, and not let it affect you too much.

3. one piece of negative feedback is nothing to  
get upset about. And if you get multiple ones, 
then you can recognize a trend. That’s a great 
opportunity to make some changes that will  
surely please your fans.

4. Most importantly, when you respond, 
make sure you do so in a warm, human 
voice, not a stiff, robotic one. People are 
often more comfortable venting and sharing 
negative feedback when they feel like they’re 
communicating with a faceless, anonymous 
brand. The more you can show you’re an actual 
person and that you want to help, the more your 
fans will feel like they’re speaking with you, not 
to you, and they’ll give you the benefit of the 
doubt or err on the side of the positive.

one more thing
You can’t decide how to respond if you don’t know 
what’s being said. use a free tool like NutshellMail or 
HootSuite to stay on top of what people are posting and 
saying on your Page.

one thing that’s worked for us is to schedule “Facebook 
office Hours,” where people can come with their 
questions or feedback, and they’ll know you’re there 
paying attention and ready to respond. In this case, you 
can create an actual dialogue with your fans and can 
focus the activity on a specific amount of time. (Just be 
sure to promote this time so people can plan accordingly.)

The bottom line?
Just like when the phone rings, you get an email, or 
when you see someone in person, you can’t ignore when 
someone is speaking with you. on Facebook, though, 
you have options for how you respond. Make sure you’re 
listening and demonstrating that you’re open to feedback  
of all kinds.
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25 Things That Make You 
Look Dumb on Facebook
No one wants to look dumb.

Especially when it comes to Facebook, where there’s 
the potential for thousands of people to see it.

And when you’re first getting started, it’s easy to make 
some rookie mistakes. Many of these mistakes happen 
simply because newbies don’t know any better.

So in an effort to help you avoid any embarrassing 
moments, I asked our resident experts here at 
Constant Contact what they thought were some 
of the things that can make a business look dumb on 
Facebook.

Are you doing any of these things?
1.  Talking at your customers, not with 

your customers. Pushing out a bunch of 
blah blah blah press releases or links to stuff 
you do on your website is not engagement. 

2.  Not responding to comments or 
questions. It’s not a good first impression for 
a potential new fan to see that your business 
or organization doesn’t address concerns and 
doesn’t interact with customers. 

3.  Not monitoring the Page. When someone 
visits your Page, are they going to find it full 
of links from Facebook spammers inviting your 
fans to college night at the local bar or to click 
to win a free iPad? 

4.  Using hashtags on Facebook. Umm, 
hashtags are for Twitter. If you’re just cross-
posting from Twitter, that also signals that you 
don’t care enough about your Facebook fans to 
create updates just for them. 

5.  Writing long posts that get cut off. It’s okay 
to write longer status updates on Facebook 
(you have a limit of 60,000 characters), but you 
still need to keep them clear and concise. 
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6.  Liking your own post. Really? That’s 
almost a cry for help. Maybe that’s why no 
one else is liking it. 

7.  Not having a custom URL for your 
Facebook Page. What’s the first rule of 
Facebook Pages? Get yourself a custom URL. 

8.  Posting one thing right after another. 
Your fans may love you, but long post after 
post after post in the newsfeed can be a bit 
much. be sure to space out your updates so 
there’s a better chance people engage with 
them rather than pass them by. 

9.   Talking smack about your competition. 
There’s no need to bad mouth your 
competition. Keep it to yourself unless you 
really want to look dumb. 

10.  Responding negatively to a negative 
comment. The outcome from a negative 
comment truly depends on how you react 
to it. being negative in return isn’t the best 
idea. Say thank you for the feedback and 
respond professionally to resolve the issue. 
you may just turn that unhappy customer 
into a happy one. 

11.  Not filling out necessary information, 
location, description, etc. Facebook 
gives you the opportunity to add detailed 
information about your business or 
organization. be sure to fill it out fully. 

12.  Not using Facebook Insights. If you’re 
not paying attention and evolving based 
on the information you learn from your 
Page’s insights you may find yourself with 
a poorly performing Page. And you know 
how that looks. 

13.  Only promoting yourself. It’s called 
social networking for a reason. If you’re 
not engaging and showing personality, 
why bother? 

14.  Spelling errors. As small as they might  
be, spelling errors can really hurt your  
Page’s credibility. A typo is okay, but lots  
of typos are not. (Watch for some  
common misspellings, like There/Their/
They’re/Your/You’re.) 

15.  USING TOO MANY CAPS OR 
EXCLAMATION POINTS!!!!!!!!!!!!!!!!!! 
Shhhh. Stop yelling. Use capital letters  
and exclamation points sparingly for 
maximum impact. 

16.  Responding with the same answer  
from multiple admins. It’s good to respond 
to people’s posts, but if multiple people 
are running your Page, be sure they’re 
communicating internally so they’re not 
posting the same response multiple times. 

17.  Not having any posts or comments 
from customers. When all the posts and 
comments on a Page’s wall are between 
friends and family of the business owner and 
not customers, that’s not really a good sign. 
be sure to get your customers engaged. 

18.  Not getting any feedback on questions. 
Posting questions to your fans is a great  
idea, but when you see a business doing it 
every day and no one is answering  . . .  that 
looks bad. 

19.  Having a blurry avatar. If people can’t 
make out your Page’s avatar, what good is 
it? or if you have an avatar that looks silly as 
the minimized version, that’s not much help 
either.  be sure to you the appropriate sizes  
to look your best. 

20.  Relying on user-generated content. All 
content created by your fans is gravy. Don’t 
demand that people get involved. or expect 
it to make your Facebook Page a success. 
You still need to create your own engaging 
content. 
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21.  Trying to make every post for everyone. 
not every post needs to be for everyone. It’s 
okay to post something that only a segment 
of your fans may find engaging. It’s better 
than watering something down to make it 
appropriate for everyone. 

22.  Leaving the shared link in your status. 
once you paste a link in your status the link 
preview pops up. once that’s there you can 
erase the original link from your status and 
write what you want. 

23.  Not customizing the headline and 
abstract when you share a link. In the 
link preview you can actually click on the 
headline and abstract to customize the  
text for your audience.

24.  Leaving a random image in the link 
preview. If applicable, there are little arrows 
below the image that allow you to choose what 
image displays when you share a blog post or 
article. This is especially important if Facebook 
pulls something random like a Twitter badge or 
sign-up  form image.

25.  Leaving up a post with a typo. If you notice 
a typo in your update immediately after you 
post it, you can delete it and re-post a corrected 
version before people start liking, commenting 
on, and sharing it. 

Don’t look dumb
Be aware of those things that may make you look dumb on 
Facebook. Have you been doing any of the things on this 
list? Well, now that you know it may be a good time to stop.

Want more “likes,” more shares, and more business?
Try our Social Campaigns tool — FREE! 
Just go to ConstantContact.com/Social
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