
How to Create Social Media 

Content to get more   

Clients in 30 days!   

www.SRBSolutions.net   



 Using Social Media to get new clients 

 Differences between Informational and promotional 

 Answers to common questions about content  

 Break into Small Groups to construct Posts   

 Prizes for the winning team!    

 

 



             Hate it                Love it 









Over 400 

million 

tweets 

are sent a 

day on 

twitter! 



 33% of Twitter users are 45 and older 

 59% have some college education  

 37% have an income of $50K to $99K!  









 People trust social media sites more than 
branded sites 

 People will search for practices using social 
media 

 According to Nielson survey – 46% of online 
users count on social media when making a 
purchase decision.   

 













• Test Headline  

• Test Image  

• Test Audience  

• Right Message, 

Right Market, 

Right Time , 

Right Device  



Increase traffic to my website, other social 
media, blog, or other sources  
 



Increase the foot traffic to my practice  



Why You are there  
Why Consumers are 
there 



1. They want or need to connect with others. 

2. They need emotional support / validation or 
recognition 

3. They want to have fun or be entertained. 

4. They are bored and want to procrastinate. 

5. They want to organize their personal or 
social life. 

6. They want to connect with family or friends 
they’ve lost touch with. 

 



 Wanting or needing to connect with other 
people 

 Needing emotional support, validation or 
recognition  

 A way to organize their personal or social life  



 Does this make my potential patients feel 
more connected? 

 Emotionally supported or recognized? 

 Does this post give them an opportunity to 
socialize or improve their personal life? 

 Go through the 3 reasons list… 

 





 How old they are? 

 If they’re male or female? 

 What they love to do in their recreational 
time? 

 What their relationship status is? 

 Their disposable income? 

 



 Run a contest 

 Ask a question 

 Post a question 

 Offer to help 

 Inspire them 

 Encourage them 

 Make them feel GOOD. 

 





 Like others comments. 

 Respond to others comments. 

 Share content with others. 

 Private message users. 

 



with your prospects… 



Mari Smith 
Top Social Media Influencer 

Premier Facebook Marketing Expert 





Social Media 

Introduce your self 

Qualified Lead 

Sales 

Qualified 

Lead 

Sales  

Ready 

Give Away 

Introduction 

Offer  

Benefits  

Advocacy  

Advocacy = 

Referrals, 

recommendations 

and testimonials to 

feed your sales 

funnel 









 Increase Traffic to my ______ by 
this _____% within ______days. 

 Grow my email list by 
_______amount of subscribers 
within _____days. 

 Generate ______ amount of 
qualified leads by _____ days. 



Make it simple  

Leave a lasting impression  

Make it visually inviting 

Have fun with it  
 

 





 Creative Commons Public Domain Dedication 
◦ image can be edited in any way you want. You can 

use it for commercial purposes and you do not 
need to give an attribution saying where you got 
the photo. 

 



 Picmonkey 

 Easel.ly 

 Canva  

 Infogr.am 

 Paint  

 Photoshop  

 Youzign 

 www.SocialMisAlignments.com/Resources  

 

http://www.socialmisalignments.com/Resources


Informational/ Educational  
Business /Professional  

Promotional and Personal  
 



 3 posts a day x 7days = 21 posts  

 21 x 20% = 4 posts promotional  

Wanna buy something? or Join my list  

 4 posts are personal  

 3 links to your blog  

 3 inspirational quotes or cartoons 

 7 article or video links  

 Keeps you from being spammy   

  



 Use various types of updates 

 Select a topic or theme for week or month  

 Use 80/20 Rule determine what kind of your 
promotion & what informational content will 
support them 

 Re-Purpose your offline and email content  

 

 



 Ask customer for testimonials  

 Word search on YouTube to find 2 videos on 
your topic (funny or educational)  

 Google search for articles on the topic  
◦  produces 3-4 different articles sites that can be 

used throughout the month – 4 posts for the week  

 Get directly from manufacturer regarding 

 Staff or office bios, photos of massage 
rooms, reception room, etc…   

 

 

 

 

 



www.SocialMisAlignments.com/SMATools  

http://www.socialmisalignments.com/SMATools


 







 Use keywords or phrases your patients are 
searching for  



 a word or unspaced phrase preceded by a 
hash or pound sign (#) and used to identify 
messages on a specific topic 

 allow you to create communities of people 
interested in the same topic by making it 
easier for them to find and share info related 
to it 



 People use the hashtag symbol # before a 
relevant keyword or phrase (no spaces) in to 
categorize updates and help them show more 
easily in the Search (Keywords) 

 Clicking on a hashtagged word in any 
message shows you all other updates marked 
with that keyword 

 



 Twitter, Instagram, Pinterest, Tumblr, Vine, 
Google+, Flickr and Facebook 

 Descriptions on photos 

 Status updates  

 Descriptions  

 Blogs  

 



 a hashtag on a public account, anyone who 
does a search for that hashtag may find your 
update  

 Don't #spam #with #hashtags. Don't over-tag 
a single update.  

 Recommend using no more than 2 hashtags 
per update and description  

 Use hashtags only that relevant to the topic 



 Hashtags.org  

 Trendsmap.com 

 Hashtagify.me 

 Social media site  

 Twitter Trends  

 



 Kenneth Cole back in 2011 during the 
protests in Egypt, Kenneth Cole decided to 
make light of the situation with this tweet… 

 



Facebook  Twitter  

 @ symbol was used more 
frequently on Facebook 
before they modified the 
tagging feature.  

 If you are friends or 
connected to the person 
when you start to type their 
name a list of people should 
pop up and you can “tag” or 
select them without using 
the @ symbol.   
 

 Where it is used in your 
tweet will determine how it 
will be used 

 At the beginning 
@thepersonshandle, this 
signifies a direct message to 
them.   

 Used in the middle or end 
of the tweet, it tags the 
person to notify them that 
you want them to read, or 
recommends that person, 
product, or event shared.   







Use the Graph search on Facebook  
Join or Start a groups on LinkedIN 
Follow them on Twitter & their Boards on 

Pinterest  
List the favorites on your YouTube Channel 

 
 



 Find community page (noncompetitive) 

 Leaders with high engagement and credibility 

 Like as your page not as personal profile  

 Post as your page  

 Share from their page on yours  

 Peers, colleagues, national organizations, and 
publications  

 
  

 





Here is an 
example of using a 
community event 
to share as 
content   



We all know the  
Massagenerd!   
He has plenty of 
educational and 
informational 
videos you share 
as content to 
help educate 
your clients.   



 Which of your fans have the most influence? 
◦ Who has the most mutual friends 

◦ Where do they work 

 Pay attention to how many other pages 
besides yours they have liked  
◦ Good indication of how much time is spent on there 



 Look for the interests that the majority of 
your fans have liked  

 Look for the interests that you also like  



 Provides a list of pages where your fans are 
“hanging” out 

 Find local community as well as national 
pages 

 Builds credibility, builds trust, creates a 
common bond  



Type:  Interests liked by 

people who like “Your 

Page”   











 Choose 5 to watch, like, follow and share 
from each week on your page  

 Choose 3 local and 2 national  

 Select pages that relate to your page without 
competing  

 Build a mutual support channel with the 
owner of that page  

 98% of the fans on these pages will be NEW 
potential fans for you 

 



 Content is ranking in some of the largest 
search engines  

 Consumers are using Social platforms as 
search engines to find information  



 are what consumers who are most likely to 
purchase your product entering into the 
search engines when they are searching for 
solutions to problems that your product 
solves 

 A business owner always wants to use 
keywords that are converting keywords for 
their ideal target market whether or not they 
use paid traffic or use them organically (non-
paid traffic). 



 Social Media pages are ranking in some of the largest 
search engines  

 Consumers are using Social platforms as search 
engines to find information  









 Make it specific to a “buyer”  

 Avoid general terms or broad subjects  

 Natural Organic Ingredients, natural body 
wonder, made with organic ingredients, all 
natural products 

 Massage Therapy, Deep Tissue,chiropractic 
care 

 Chronic back pain, low back pain 

 



 Flat Screen TV  

 Differences between brands  

 Samsung 62” LED Flat Screen TV  

 Reviews of Samsung 62” LED Flat Screen TV  

 

 



 Massage Therapist (City name or geo-
targeted location)  

 Chiropractor (City name or geo-targeted 
location)  

 Massage Therapy Education (City name or 
geo-targeted location)  

 The Best Massage Therapist El Cajon  

 

 



Review your insights weekly 
 













 Facebook – Informational & Promotional 
content – Visual communication and 
storytelling  

 Twitter – Express brand personality – real 
time communication  

 LinkedIn – share expertise and gain 
knowledge – leverage your strengths by 
answering questions  

 



 Pinterest – share products or highlight 
services – you become a resource  

 Google+ - Increase SEO organically, direct 
engagement with audiences  

 YouTube – put a face to your brand, increase 
SEO efforts, easily sharable  



 No more than 120 characters on Twitter  

 Unlimited on Facebook be strategic  

 LinkedIn 500 characters  

 Pinterest use rich pins 

 YouTube add custom thumbnails  

 

 



 Avoid posting during daily routine times 
otherwise your reach will be limited (e.g. 9am 
school drop off, evening meal at 6pm). 

 Most interaction happens at the top of the 
hour  

 Use services that can automate your social 
media posts  

 The more social activity your post gets, the 
more viral it can go 

 

 



How often do I need to post an update?  

What to do about negative comments? 

Can I use the same content multiple times?  

Won’t people get tired of me sharing ALL the 
time?      



Twitter: @SRB Solutions 

Facebook:  
www.facebook.com/SRBSolutions 

www.SRBSolutions.net 

888-476-9773 

  

 

 

http://www.facebook.com/SRBSolutions
http://www.srbsolutions.net/

