
Particularly useful if you are not high on the 

online search engine rankings, social media 

can drive traic to your website that you would 
otherwise not have received. This is because 
the more mentions and likes your company gets 

on social media, the more it will be deemed 
popular, credible and trustworthy and so worthy 
of a higher ranking. This is more likely to come 
to fruition when you have a solid Search Engine 
Optimisation (SEO) strategy too.

Without a social media presence, you are faced 

with your website attracting the same people 
every month or lucking out with someone’s 
random online search. An active and prominent 
LinkedIn, Twitter or Facebook proile creates 
more links back to your website, gets your 
business’s products or content in front of more 
people, and creates more potential sales leads 

for you to chase up.

Drive more people to your website

Research has shown that 

the more ‘likes’ you get 

on Facebook and more 

followers you have on 

Twitter, the more traic 
you’re likely to get to your 

website
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Top tips on reaping the rewards 

and avoiding the pitfalls of social 

media

Social media is no passing fad, it’s here to stay. But it’s not all cat videos and conspiracy theories: 
with 38 million active social media accounts in the UK and 2.3 billion worldwide, there are a lot 
potential customers to reach with one tweet, message or blog.

If you need convincing, we have produced a handy guide to introduce you to the business beneits of 
social media.

Did you know that you can now get 

likes on your BBF member profile too?

Check out our member directory 

https://bbf.uk.com/member-directory
https://bbf.uk.com/


Improve customer interaction

The pros and cons of social media are 
encapsulated by the immediacy in which 
a complaint about your business can 
go public. If a customer is unhappy with 
one of your products or an experience 

they had with you, the default position 
is fast becoming a 140 character 
complaint on Twitter or a long protest on 
Facebook. This means that customer 
service is no longer one to one, it’s 
one to all. This should be seen as an 
opportunity though, not a disaster.

A swift and public apology or 
explanation, coupled with a satisfactory 
solution, not only leaves a positive 

impression on the disgruntled customer, 

it also looks good to the watching public 
and will help you improve your service 
for the future.

This works both ways: positive 
feedback from a customer will go 
public in the same way. If you get good 
feedback, thank the happy customer 
and recommend other products. This 
personal touch creates a trusting bond 
between business and customer.

Social media is good not just for 
complaints, it can be useful for general 
enquiries and pre-sale support, and 

for gathering information on who likes 
your products and content. Social 
media management tools can help you 

gather information across all your social 

networks in real time.

Find out more about social media 
management tools online.

Get more (and better) leads

Every time you interact with someone through a 
social media proile, it is a sales opportunity. Just like 
when dealing with customers face to face, you may 
have to play the long game, but if someone views 
a video of yours, responds to a post, ‘likes’ your 
proile or shares your content, it is a sign that they are 
interested in what you have to ofer. This should lead 
to a visit to your website, which could lead to a sale. 

Research suggests that businesses who sell with 
social media as a part of their strategy see an 

increase in sales revenue higher than those who 
don’t, while people who shop via social media tend to 
have more money to spend than those who don’t.

Simply, social media is another method to connect you with your customers. And that’s never 

a bad thing. Just make sure you keep an eye on all your social media accounts to ensure no 

questions go unanswered.
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Book on our free member workshop! 

Using Video to Generate Online Sales and 
Leads

BBF Hub, Saunderton

https://bbf.uk.com/
https://bbf.uk.com/event/using-video-to-generate-online-sales-and-leads


Low inancial risk
Social media marketing is often cheaper than traditional methods, even if you are paying for advertising 
through Twitter or Facebook. It’s also not incredibly time-consuming to get started on social media, though the 
more you want to get out of it, the more time you’ll need to spend on your proiles.

In this way, social media allows small businesses to compete with larger ones, levelling a inancial playing ield 
that is often dominated by those with the largest marketing budgets.

Keep up with 

(and beat) your 

competition

Chances are your competitors are already on social 

media, which means they are already interacting with 
more customers and getting more promotion. And 
although it’s never too late to start, why wait another 
day before introducing your business to the wider 
world?

For a more advanced approach, there are also 
tools that allow you to gain information on your 
competitors. You can monitor mentions of other 
businesses and their products to see what they 
are doing right or wrong, so you can adapt your 
approach accordingly.

Get your content 

out to the world…

One of the key features of a successful social 

media presence is content. Content is vital to 
a good SEO strategy and social media is the 
best way to get this out to the most people.

Firstly, you should be trying to create as much 
content as possible. To promote your business 
as far and wide as possible you need to be 
tweeting or messaging as often as possible, 
once a day at least. Share your expert 
knowledge with followers or friends, or write 
blogs on thought-provoking topics that can 
inspire debates within the business community.

If you have written a blog or have a collection 
of articles on your website, tell the world about 
them on Facebook, Twitter and LinkedIn, link 
to the articles and create a call to action for 

people to respond with their views. Include 
photos and videos in your articles for wider 
reach and a more prominent spot on search 

engine rankings.

…and get that content to 

the right audience

There are tools available that help you target 
your content to certain countries or speciic 
groups based on demographics that you want 
to reach. This is known as geo-targeting and 
can help you pinpoint your message to the 

right people.

Need help?
There are plenty of businesses in
Buckinghamshire who can help you manage 
some or all of your social media activity.

Visit our member directory to ind them.

Check out our videos from the 
Buckinghamshire Digital Summit 
featuring top tips to maximise 
social media

https://bbf.uk.com/
https://www.youtube.com/watch?v=UMNeiMKJUe8&list=PLKOSJ4itV6bQ4FOWP-BIYjQRNUVSNaK_P
https://bbf.uk.com/member-directory


How to get started
Choose which social media sites you want to be on. Think about where your customers are most likely to be 
and remember that it is much better to be active and informative on a few social media sites than mediocre on 
many.

Some quick tips for becoming a pro at social media:  

• Use social media for customer feedback and support
• Share valuable, educational content with your target audience
• Ask your audience questions, don’t dictate to them
• Draw up a social media policy laying out guidelines for use
• Keep just a few social media accounts, don’t overburden yourself
• Stay safe online with initiatives like the government’s Cyber Streetwise campaign

bbf.uk.com 01494 568937

@bbfuk info@bbf.uk.com

like us on 

facebook

join our network 

on linkedin

Buckinghamshire Business First, 
The Saunderton Estate,  
Wycombe Road, Saunderton, 
Buckinghamshire HP14 4BF  
Sat Nav Postcode: HP14 4HU

Check out our videos from the Buckinghamshire
Digital Summit featuring top tips to maximise social 
media 

Visit our member directory to ind a local business who can support your social media strategy

https://bbf.uk.com/
https://www.youtube.com/watch?v=UMNeiMKJUe8&list=PLKOSJ4itV6bQ4FOWP-BIYjQRNUVSNaK_P
https://bbf.uk.com/
https://twitter.com/bbfuk
mailto:info@bbf.uk.com
https://www.facebook.com/BuckinghamshireBusinessFirst/
https://www.linkedin.com/company/buckinghamshire-business-first
https://www.google.co.uk/maps/place/Buckinghamshire+Business+First/@51.6747961,-0.8232603,17z/data=!3m1!4b1!4m5!3m4!1s0x48768b31fd07352f:0x7805e5fa58663e8d!8m2!3d51.6747961!4d-0.8210716
https://bbf.uk.com/member-directory

