
S U C C EED  W ITH 
S O C IAL MED IA: 
Simple Tips to Grow Your Business



• What Type of Business 
Facebook Page Do You Need

• Building Your Audience 
• Tips for Placing Facebook 

ads
• Best Practices



What Type of Business Page Are You?





INVITE From Your Business Page
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INVITE from  Con t e n t  Aud ie nce  'Re ac t s ' t o



Narro w Yo ur Aud ie n ce  & Maxim ize  Yo ur Ad  Sp e n d
Here are some of the ways you 
can  t a rge t  your ad s  on  Face b ook:

• Cust o m  aud ie n ce s
• Lo ca t io n
• Ge n d e r
• In t e re s t s
• Be h avio rs  
• Co n n e ct io n s



What Do You Want Your 
Audience To Do?

Call To Act ion



Hig h  Qu a lit y 
Cre a t ive

If you can't create it, 
Find it. Copy it. Use it.

Ma k e  it  
Ac t io n a b le

What do you want 
your audience to do?

Ke e p  it  
Sim p le

People's attention 
spans are short. If you 

don't engage them, 
they will keep 

scrolling.

Try Canva to create your graphics!

http://www.canva.com/
http://www.canva.com/


• Easy To Make
• Better Visibility than a Post
• Understand the Audience's Needs
• Constant Reminders in News Feeds
• Searchable to People that Don't Follow You
• Easy to Share, Invite and Engage Others

Events



Questions before 
m oving on?



BUSINESS
P R O F ILE

• Claim Your Business
• Maintain & Control Your  

Information
• Ask for Reviews & Engage 

with Customers 
• Highlight Your Business
• Gain Insights

https://support.google.com/business/answer/2911778?hl=en&co=GENIE.Platform%3DDesktop
https://support.google.com/business/answer/3474122?hl=en


Ho w To  Kn o w If Yo ur Busin e ss  Is  Cla im e d ?





Restaurants



Controlling
Yo u r  In fo



Helps you 
op t im ize  your 

Bus ine ss  
Pro file  t o  

show up  in  
t he  cove t e d  

3-Pack.

Go o g le  My Bu s in e s s  



Askin g fo r Re vie ws
• Ask in  p e rson

⚬ Have a QR code at the 
checkout customers can scan

• Ask in marketing materials 
⚬ Receipts, emails, coupons, 

texts, etc.

If you’re looking for ways to phrase 
your request, you might say:

• “Ple ase  sup p ort  us  wit h  your 
re vie ws and  p ho t os  on  Google .”

• “Thanks  fo r b e ing a  va lue d  
cus t om e r! We ’d  love  t o  he ar ab out  
your e xp e rie nce . Ple ase  le ave  us  a  
re vie w on  Google .”

• “Re vie ws a re  re a lly im p ort an t  t o  
us . We ’d  love  t o  he ar ab out  your 
e xp e rie nce .”



Get a FREE MARKETING 
KIT



• Re sp on d  in  a  t im e ly m a n n e r. Customers will appreciate a prompt response.
• Stay professional and courteous. Never lash out and avoid taking the review personally.
• Understand your customer’s experience with your business before responding. If someone 

mentions a problem with a product or service, investigate to see what may have gone wrong. 
Be honest about mistakes made and steps you’ve taken (or will take) to remedy the situation.

• Apologize when appropriate but don’t take responsibility for things that weren’t your fault. 
Show compassion and empathy for the customer.

• Offer to talk it over. If this is the first you’re hearing of the complaint, invite the customer to 
email or call so that you can try to sort out the matter with them. 

• Show that you’re authentic and genuine. Sign off with your name or initials to show you’re 
taking the matter seriously and that a real person is listening.

• Take it 'offline' when necessary. Encourage the reviewer to contact the business directly so 
that if action must be taken to resolve an issue it can take place accordingly.

Responding 
to Negative

Reviews
REVIEWS



Insights



THANK 
YO U

La u ra  Qu a le y
Laura.qualey@cedausa.com

651-329-5116
Community & Business 
Development Specialist

Questions?

mailto:Laura.qualey@cedausa.com
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