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Intro
Marketing can be a daunting scene for businesses,

particularly new smaller businesses that do not have the
resources nor time to create and upload a lot of content.

This is where social media marketing comes in. It does not
require the same budget nor time that traditional

marketing requires. It is incredibly flexible and can be
executed well with one person spending 3 hours a week

with no budget, as well as with a whole team with a seven
figure budget. However, the ever changing nature of social
media makes entry scary and sometimes a bit difficult for
first time business owners. This guide will outline some

basic principles of social media marketing and help you get
started as a company on social media.
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Social Media for Sole traders

When it comes to social media marketing and digital
strategy, pieces which make up  the backbone of the

economy are usually left out of the discussion; the sole
trader. Majority of registered businesses consist just of

one person who is responsible for doing everything
associated with running the business, including the social

media marketing.Many sole trader businesses involve
jobs that are relatively similar to others who do the same
job. Two carpenters provide an almost identical service,
yet one of the carpenters may be getting more clients
than the other. In such instances, the importance of a

personal brand is extremely high. If a client has the
choice between two carpenters, one which they know
from social media and has received good comments

from previous clients, and one which is relatively
unknown. It is clear to most that the client will pick the

more established and well known carpenter. So, how can
a sole trader go about getting to this point where they

are well established and well known?
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Strategies for sole traders

The fantastic aspect of social media is that it is free to use.
Having Instagram, Facebook, Twitter and LinkedIn will cost

no money unless you choose to run ads, which is not
necessary. To build a presence on these networks, one

should aim to add value in any way possible. For example,
a freelancing attorney can have an Instagram page where
they upload short 60 second videos where they explain

certain cases or examples. A carpenter could have a
Facebook page where they post before and after pictures
of their jobs and provide relevant information. A personal
trainer can have a twitter page where they post workout
information and provide free advice. No matter what the
niche is, there is always an audience on social media. The
point here is that if you stand out from the competition by

providing value to your audience, that audience is
significantly more likely to choose you. A common

misconception is that if you give out information for free,
you will be losing customers since they will not have any

incentive to pay for your knowledge. However, due to the
scale of the possible reach of social media, there will

always be customers willing to pay, and you can reach
even more of them if you have a social media presence.
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Take this scenario for example, a woman decides that she
wants to hire a personal trainer to get in shape. The

woman has seen a local personal trainer on social media
and she has provided the woman with some free

knowledge on training and nutrition through her Instagram
page and Facebook group. The woman in question knows

that this personal trainer has the knowledge and most
importantly, she knows who the personal trainer is. It
would not make sense for the woman to start google
searching and going to the local gym to find another

personal trainer, when one has been present all along.
Think about it, what would you do in this scenario? Go with

the person you are aware of, or go through the whole
process of finding someone else?The point here is that as
a sole trader, a presence and a personal brand is essential

in order to strive in the digital age. This applies to every
industry and every business. If you are a sole trader and
you are not active on social media, you are losing growth

opportunities every day that passes. The best time to start
was yesterday, the second best time time is today. If you

have any questions or want any additional
information/advice, feel free to shoot us a message on any
of our platforms, we will be happy to give you some advice.



Instagram is a dynamic platform and is everchanging;
what worked last year may not work as effectively this

year. Instagram is highly saturated with most companies
and individual brands having some type of presence on
the platform. Due to this saturation, we have become
desensitized to some extent and Instagram marketing
does not work as effectively as it ones did. Due to this,

there is an increasing need for every brand to stand out,
here are four tips to help you and your brand out stand

out from the masses.
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Instagram



When you are a business, it is incredibly easy to
make your whole social media feed about you; your
products, your sales and your good deals. However,

unless every follower is actively looking for the
specific product which you are currently posting

about, the odds are that such posts will have very
little value to your followers. It will just be “another

ad” or “another product post” amongst millions.
Instead, aim to bring value to your followers by

sharing information or entertainment. This could be
a short video of you telling your followers something
useful about cooking if you sell pots or sharing a cool

video if you sell chainsaws. This will encourage
followers to interact with your brand and hence it will
increase the brand value and loyalty down the road.
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Provide Value1.



Be very clear with what you are posting and what the
purpose is. If you are posting a video sharing

information, be very clear in the way that you share it
so that it is easy to understand. Make the terms

trade specific so that your audience can understand
and relate easily. Do not use overcomplicated jargon
that will hurt your message. Furthermore, make sure

that the content is clear; text, products, photos
should be clear so that followers do not need to

investigate them to find the message or meaning,
this should come with just a quick glance.

On Instagram, simple calls to action such as “share
this with a friend” or “tag a friend” can do wonders

for your interaction rates. It is human nature and to
some extent we are herd animals – we do as we are
told. This can help you grow your following but also

help you build valuable relationships with your
followers which is more important than anything.
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2. Clarity

3. Engagement



Instagram has some fantastic features such as Instagram
stories, polls and questions. Use these to the fullest, they

are incredible tools that are free to use. They can help
you get valuable insights but also help to encourage

engagement. You can for example make followers vote
on what product to bring in next, let them ask you

questions about specific skills relevant to your industry
or repost a picture someone else has posted of a

delivery from your company. The use for these features
is endless. It will make people more engaged with your
company and add positive reinforcement of your brand

image, which will certainly be of use when those
followers decide between your company and a

competitor.
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4. Use the features
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