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Welcome to this month’s edition!

Here we are in September; entering the 
homestretch for 2024. It’s about time to start 
seeing holiday decorations and promotions 
in stores. As a local business owner, it isn’t 
too soon to start planning your holiday 
marketing strategy. 

As you start devloping your strategy, please 
consider using some of today’s leading 
marketing platforms, including Social Media 
and Online Marketing.The articles and 
infographic in this month’s issue cover many 
topics that we believe are important to local 
business owners, including Driving Website 
TrafÏc, Holiday Marketing Planning, and 
many other timely topics. 

As always, you’ll also find new versions 
of our popular Marketing Calendar and 
Infographic. If you like the magazine and 
know other local business owners that could 
benefitt from receiving our magazine each 
month, please do us (and them) a favor by 
forwarding a copy to them. 

If you have any comments about this issue 
or would like us to help you with your 
marketing, please do not hesitate to contact 
us.

Alyssa Engle
Marketing Manager
LMS Solutions, Inc.
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The content on the Local Business Marketing Magazine is made 

available on the terms and condition that the publisher, editors, 

contributors and related parties:

shall have no responsibility for any action or omission by any other 

contributor, consultant, editor or related party;

disclaim any and all liability and responsiblity to any party for any 

loss, damage, or disruption caused by errors or omissions, whether 

such errors or omissions result from negligence, accident, or any 

other cause;

are not responsible in any way for the actions or results taken any 

person, organization or any party on basis of reading information, or 

contributions in this publication, website or related product.

2

How to Use Short-Form 

Video Content on Your 

Social Media Channels

10

14

Fun Facts22

How to Drive Tra�c to 

Your Small Business 

Website

23 Infographic: Top Social 

Media Platforms in 2024

How to Properly Conduct 

a Social Media Audit
18



3

Did you know that we are a full-service ad agency?  

Did you also know that we specialize in helping 

small and medium sized businesses?  We customize 

a program that meets the needs and budgets 

of each of our clients, and we o�er Free Initial 

Consultations.  Give us a call to learn how we’ve 

helped businesses like yours’ grow their revenue:

Local Business Marketing 
Magazine is proudly provided by 

LMS Solutions, Inc.

If you have any questions, or would like to know how we can help you meet and exceed you marketing 
goals, please contact us.

• Online Marketing

• Social Media  

Marketing

• Direct Mail

• Email Marketing

• Graphic Design

• Promotional 

Products

• Website Design

• Web Hosting &  

Management

• Reputation  

Management

• Video Marketing

• Outdoor Marketing

• Corporate Apparel

(484) 893-4055

www.LMSsuccess.com

A Little About Us

LMS Solutions was developed to give businesses 

of all sizes the ability to leverage the same cutting-

edge marketing platforms that the Fortune 500 

organizations use, at extremely a�ordable rates. 

We o�er an extensive catalog of cutting-edge Local 

Online, Mobile, Social, Pay-Per-Click, Video, Web and 

Direct Marketing Media Programs. Whether you’re 

a small business, medium business, or non-pro�t 

organization, our programs can help you �nd greater 

success.

LMS Solutions has been recognized by the 

Philadelphia Business Journal as one of the area’s Top 

Marketing Agencies for the last seven years straight!

LMS Solutions is  a proud member of:

http://www.facebook.com/LMSSolutions
https://plus.google.com/102938910763831922704
http://www.linkedin.com/company/2289122
http://lmssuccess.com
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Plan your marketing messages around these upcoming holidays and proclamations.

Marketing Calendar
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National Service Dog Month 
Hispanic Heritage Month 
Baby Safety Month 
Self Improvement Month 
Blood Cancer Awareness Month 
National Organic Month 
Sucide Prevention Month 

Sept 2 - Labor Day (U.S.) 
Sept 11 - Patriot Day (U.S.) 
Sept 22 - First Day of Fall 

2nd - World Beard Day 
4th - Wildlife Day 
5th - Cheese Pizza Day 
6th - Read a Book Day 
7th - Beer Lovers Day
8th - Grandparents Day 
8th - Physical Therapy Day 
10th - World Suicide Prevention Day 
12th - Video Games Day 

12th - Chocolate Milkshake Day 
13th - International Chocolate Day 
13th - Peanut Day 
14th - Eat a Hoagie Day 
15th - World Engineers Day 
16th - Guacamole Day 
16th - World Barber Day
17th - Apple Dumpling Day 
18th - Equal Pay Day 
18th - Cheeseburger Day
18th - U.S. Air Force Day 
21st - International Day of Peace 
21st - World’s Alzheimer’s Day 
21st - World Gratitude Day
22nd - Ice Cream Cone Day
23rd - Family Day 
25th - Lobster Day 
25th - Daughters Day 
28th - Sons Day 
29th - World Heart Day
29th - Co�ee Day

September

Breast Cancer Awareness Month 
Bullying Prevention Month 
Domestic Violence Awareness Month 
National Pasta Month 

Oct 14th - Columbus Day (U.S.) 
Oct 31st - Halloween 

1st - International Co�ee Day 
1st - Homemade Cookies Day 
2nd - International Day of Non-Violence
4th - Cinnamon Roll Day 
4th - Golf Lovers Day 
4th - Taco Day 
4th - World Smile Day
5th - World Teachers’ Day 
6th - Coaches Day 
7th - Child Health Day
9th - International Beer & Pizza Day 
9th - Stop Bullying Day
10th - World Mental Health Day 
12th - World Arthritis Day 

12th - Pulled Pork Day
13th - Breast Cancer Awareness Day
13th - M&M Day 
14th - Indiginous People’s Day 
15th - Global Handwashing Day 
16th - Global Cat Day
16th - Boss’ Day
16th - Sports Day 
17th - Pasta Day 
18th - Chocolate Cupcake Day 
19th - World Humanitarian Action Day
20th - International Chef Day
21st - Apple Day 
21st - Back to the Future Day  
22nd - Nut Day 
24th - Food Day
26th - Pumpkin Day
27th - American Beer Day
28th - Chocolate Day 
28th - First Responders Day
29th - Internet Day
30th - Candy Corn Day

October
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Beginning to Plan Your Marketing 

for the Holiday Season
The holiday season is the most wonderful time of the year for businesses. It’s a 
period �lled with opportunities to boost sales, engage with customers, and build 
lasting relationships. But like any successful venture, e�ective holiday marketing 
requires careful planning and strategic execution. You wouldn’t throw a festive party 
without a plan, right? The same goes for your holiday marketing. So, how do you 
start planning for the holiday season? Let’s break it down.



Set Clear Objectives

The �rst step in planning 
your holiday marketing is 
setting clear, measurable 
objectives. What do you 
want to achieve during 
the holiday season? Is it 
to increase sales, build 
brand awareness, or 
launch a new product? 
Maybe it’s a combination 
of these goals. Having a 
clear idea of what you 
want to achieve will guide 
your strategy and help 
you measure success. 
Without objectives, your 
marketing e�orts may lack 
focus, leading to missed 
opportunities.

Understand Your 
Audience

Knowing your audience is 
crucial for any marketing 
campaign, and the holiday 
season is no exception. 
Who are your customers? 
What do they need 
during the holidays? 
Understanding your 
audience’s preferences, 
behaviors, and pain points 
will allow you to tailor your 
messaging and o�ers. For 
example, if your customers 
are parents, they might 
be looking for gift ideas 
for their children. If they 
are professionals, perhaps 
they are interested in end-
of-year deals. Get to know 
your audience, and your 

holiday marketing will 
resonate more e�ectively.

Create a Timeline

Timing is everything 
when it comes to holiday 
marketing. Start by 
creating a timeline that 
outlines when each 
campaign will launch, 
from Black Friday to New 
Year’s Eve. Your timeline 
should include key 
dates, such as when to 
send out emails, launch 
social media ads, or run 
promotions. Planning 
your timeline well in 
advance ensures that 
you have enough time 
to create content, design 
graphics, and �ne-tune 
your strategy. Remember, 
the earlier you start, the 
more prepared you’ll be to 
handle the holiday rush.

Leverage Data from 
Previous Years

One of the best ways to 
plan for the upcoming 
holiday season is to 
look at data from 
previous years. What 
worked well last year? 
What didn’t? Analyzing 
past performance 
can provide valuable 
insights into customer 
behavior, successful 
promotions, and areas 
for improvement. Use 
this data to inform your 

strategy and avoid 
repeating past mistakes. 
For instance, if a particular 
email campaign drove 
signi�cant sales, consider 
replicating that approach 
with some tweaks to make 
it even more e�ective this 
year.

Craft Compelling O�ers

The holiday season is 
synonymous with special 
o�ers, discounts, and 
promotions. To stand 
out in a crowded market, 
your o�ers need to be 
compelling and tailored 
to your audience’s needs. 
Think beyond the typical 
discount and consider 
adding value in creative 
ways—exclusive bundles, 
limited-time o�ers, or early 
access to sales for loyal 
customers. Crafting o�ers 
that resonate with your 
audience will not only 
attract new customers 
but also encourage repeat 
business.

Optimize Your Website

Your website is the hub 
of your holiday marketing 
e�orts, so it’s crucial that 
it’s ready for increased 
tra�c. Start by ensuring 
your website is mobile-
friendly, as more and more 
customers are shopping 
on their smartphones. 
Check that your site 



loads quickly, as slow 
load times can lead to 
lost sales. Additionally, 
make sure your checkout 
process is seamless and 
that your product pages 
are optimized with 
clear calls to action. An 
optimized website is like 
a well-decorated store—
inviting, easy to navigate, 
and ready to handle the 
holiday crowds.

Plan Your Content 
Strategy

Content is the backbone 
of any successful 
marketing campaign. 
During the holiday season, 
your content should be 
festive, engaging, and 
aligned with your brand’s 
voice. Plan a mix of 
content types, including 
blog posts, videos, social 
media posts, and emails. 
Consider creating gift 
guides, holiday tips, 
or behind-the-scenes 
content to connect 
with your audience on a 
personal level. Remember, 
your content should 
not only promote your 
products but also provide 
value to your customers. 
After all, the holidays are 
about giving!

Utilize Social Media

Social media is a powerful 
tool for reaching your 

audience during the 
holiday season. With 
platforms like Instagram, 
Facebook, and Twitter, 
you can engage with 
customers in real-time, 
share festive content, and 
promote your holiday 
o�ers. Plan a social media 
calendar that includes a 
mix of organic posts and 
paid ads. Don’t forget to 
leverage the power of 
user-generated content—
encourage your customers 
to share their holiday 
experiences with your 
products and feature them 
on your social channels. 
Social media is like a virtual 
holiday party—make sure 
you’re an engaging host.

Email Marketing: Your 
Secret Weapon

Email marketing 
remains one of the most 
e�ective ways to reach 
your customers during 
the holidays. Start by 
segmenting your email 
list based on customer 
behavior, purchase 
history, and preferences. 

This allows you to send 
personalized, relevant 
content that resonates 
with each segment. 
Plan a series of holiday-
themed emails, including 
announcements of special 
o�ers, countdowns to 
big sales, and last-minute 
gift ideas. A well-timed, 
well-crafted email can be 
the nudge that turns a 
potential customer into a 
loyal one.

Collaborate with 
In�uencers

In�uencer marketing can 
be particularly e�ective 
during the holiday season. 
Partnering with in�uencers 

who align with your 
brand allows you to 
reach new audiences and 
build credibility. Look for 
in�uencers who have a 
genuine connection with 
their followers and can 
authentically promote 
your products. Whether 
it’s through sponsored 
posts, unboxing videos, 

or holiday gift guides, 
in�uencer collaborations 
can add a personal touch 
to your marketing e�orts. 
It’s like having a trusted 
friend recommend your 
products to their circle.

Prepare for Customer 
Support

With increased sales 
7
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comes the potential 
for increased customer 
inquiries. Make sure 
your customer support 
team is prepared to 
handle the holiday rush. 
This includes o�ering 
extended support hours, 
ensuring your team is 
well-trained, and providing 
clear information on your 
website about shipping 
times, return policies, and 
FAQs. Excellent customer 
support can turn a 
stressful holiday shopping 
experience into a positive 
one, leading to satis�ed 
customers who are more 
likely to return in the 
future.

Plan for Post-Holiday 
Marketing

The holiday season doesn’t 
end on December 25th. 
Plan for post-holiday 
marketing to keep the 
momentum going. 
Consider o�ering end-of-
year sales, encouraging 
gift card redemptions, 
or launching New Year 
promotions. Use the 
post-holiday period to 
gather feedback from 
customers, thank them 
for their support, and 
build anticipation for 
the year ahead. Post-
holiday marketing is like 
the encore to a great 
performance—leave your 
audience wanting more.

Monitor 
and 
Adjust 
Your 
Strategy

Even 
with the 
best-laid 
plans, it’s 
important 
to 
remain �exible during the 
holiday season. Monitor 
the performance of your 
campaigns in real-time 
and be prepared to make 
adjustments as needed. 
If a particular promotion 
doesn’t resonate with your 
audience, don’t be afraid 
to pivot and try something 
new. Keeping a close eye 
on your metrics allows you 
to optimize your strategy 
on the �y and maximize 
your results.

Re�ect and Learn

After the holiday season 
winds down, take the 
time to re�ect on your 
marketing e�orts. What 
worked well? What could 
have been improved? 
Gathering insights from 
your holiday campaigns 
will help you re�ne your 
strategy for the future. 
Use this time to celebrate 
your successes, learn from 
any challenges, and start 
planning for the next big 

season. After all, marketing 
is a continuous journey of 
growth and adaptation.

Start Early, Stay 
Organized, and Have 
Fun

The key to successful 
holiday marketing is 
starting early, staying 
organized, and most 
importantly, having 
fun. The holiday season 
is a time of joy and 
celebration, and your 
marketing e�orts should 
re�ect that spirit. By 
setting clear objectives, 
understanding your 
audience, and crafting a 
well-thought-out plan, 
you’ll be well on your way 
to a successful holiday 
season. Remember, 
the holidays are about 
connecting with your 
customers on a deeper 
level—so spread some 
cheer, o�er value, and 
watch your business 
thrive.
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Contact Us Today!

(484) 893-4055

www.LMSsuccess.com

http://lmssuccess.com
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How to Use Short-Form Video Content on Your 
Social Media Channels

In a world where attention 
spans are shorter than 
ever, short-form video 
content has emerged as a 
powerful tool for engaging 
audiences. Whether it’s 
TikTok clips, Instagram 
Reels, or YouTube Shorts, 
these bite-sized videos are 
taking over social media 

and transforming the way 
we consume content. 
But how can businesses 
harness the power of 
short-form video to boost 
their brand and connect 
with their audience? 
Let’s dive into the world 
of short-form video and 
explore how you can use 

it e�ectively on your social 
media channels.

Why Short-Form Video?

First, let’s address the 
obvious question: why 
should you focus on 
short-form video? The 
answer lies in its ability 
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to capture attention 
quickly. In just a few 
seconds, you can convey 
a message, tell a story, or 
showcase a product in a 
way that’s engaging and 
memorable. Short-form 
videos are designed for 
the scroll-happy behavior 
of today’s social media 
users, making them 
perfect for delivering 
content that’s both 
impactful and easily 
digestible. Plus, the 
algorithms on platforms 
like TikTok and Instagram 
often favor short-form 
content, giving you a 
better chance of reaching 
a wider audience.

Know Your Platform

Not all short-form videos 
are created equally, 
and understanding the 
nuances of each platform 
is key to creating e�ective 
content. For instance, 
TikTok thrives on creativity 
and trends, making it 
the ideal platform for 
playful, spontaneous 
videos. Instagram Reels, 
on the other hand, can 
be more polished and 
brand-focused, often 
highlighting products 
or services in a visually 
appealing way. YouTube 
Shorts is a great place to 
repurpose existing content 
or create quick tutorials 
that add value to your 

audience. By tailoring your 
content to each platform’s 
unique style and audience, 
you can maximize your 
reach and engagement.

Tell a Story in Seconds

One of the challenges of 
short-form videos is telling 
a compelling story in a 
limited amount of time. 
But this constraint can also 
be a creative advantage. 
Think of your video as 
a mini-movie—every 
second counts. Start with a 
hook that grabs attention 
right away, whether it’s a 
surprising fact, a striking 
visual, or a catchy tune. 
Then, quickly establish 
the context or problem, 
and end with a resolution 
or call to action. Whether 
you’re showing how your 
product solves a problem 
or sharing a behind-
the-scenes moment, 

storytelling is the key 
to making your content 
memorable.

Embrace Trends, But 
Stay True to Your Brand

Trends are the lifeblood 
of short-form video 
platforms, driving massive 
engagement and viral 
moments. Jumping on 
a trend can help your 
content get noticed, but 
it’s important to stay true 
to your brand’s identity. 
Choose trends that align 
with your brand’s values 
and messaging and put 
your own unique spin 
on them. This not only 
ensures consistency in 
your brand voice but also 
makes your content more 
authentic. Remember, 
authenticity is what 
resonates most with 
audiences, especially on 
platforms that thrive on 



genuine, relatable content.

Use Captions and Text 
Overlays

Given that many users 
watch videos without 
sound, captions and text 
overlays are essential for 
making your content 
accessible and engaging. 
Use captions to highlight 
key points, emphasize 
your message, or add 
a layer of humor. Text 
overlays can also be used 
to guide viewers through 
your video, making it 
easier to follow along. 
Whether you’re delivering 
a product demo, a quick 
tip, or a teaser for a longer 
video, captions and text 
overlays ensure that your 
message is clear, even 
without sound.

Leverage User-
Generated Content

User-generated content 
(UGC) is a powerful way 
to build trust and engage 
with your audience. Short-
form video platforms are 
perfect for encouraging 
your followers to create 
and share their own 
content featuring your 
brand. This could be 
anything from product 
reviews to creative 
challenges. By featuring 
UGC on your social media 
channels, you not only 

showcase your community 
but also provide authentic 
testimonials that resonate 
with potential customers. 
It’s a win-win: your 
followers get to be part 
of the conversation, and 
you get fresh, authentic 
content that boosts your 
brand’s credibility.

Experiment with 
Di�erent Formats

Short-form video isn’t 
limited to one style or 
format. From tutorials 
and how-tos to behind-
the-scenes footage and 
customer testimonials, the 
possibilities are endless. 
Experiment with di�erent 
types of content to see 
what resonates best 
with your audience. For 
example, a quick product 
demo might perform well 
on Instagram Reels, while 
a day-in-the-life video 
could be a hit on TikTok. By 
mixing up your content, 
you keep your audience 
engaged and curious 
about what you’ll post 
next.

Engage with Your 
Audience

Social media is all about 
interaction, and short-
form video provides an 
excellent opportunity 
to engage with your 
audience. Respond to 

comments, ask questions, 
and encourage viewers 
to share their thoughts. 
Consider creating videos 
that directly address 
audience feedback 
or frequently asked 
questions. This not only 
boosts engagement but 
also shows that you value 
your audience’s input. 
Remember, building a 
community is just as 
important as creating 
great content.

Incorporate Calls to 
Action

Every piece of content 
you create should have 
a purpose, and that’s 
where calls to action 
(CTAs) come in. Whether 
you want viewers to visit 
your website, follow your 
account, or check out a 
new product, a strong 
CTA can guide them in 
the right direction. In 
short-form videos, CTAs 
should be concise and 
clear, often appearing at 
the end of the video or as 
text overlays. For example, 
you might end a product 
demo with “Shop now” or 
a behind-the-scenes video 
with “Follow us for more.”

Analyze and Optimize

Like any other marketing 
strategy, it’s essential to 
track the performance of 

12



your short-form videos. 
Use the analytics tools 
provided by each platform 
to monitor views, likes, 
shares, and comments. Pay 
attention to which videos 
perform best and try to 
identify patterns—are 
certain types of content 
consistently getting 
more engagement? Use 
this data to re�ne your 
strategy, experimenting 
with new ideas while 
building on what works. 
The key to success with 
short-form video is 
continuous learning and 
adaptation.

Collaborate with 
In�uencers

In�uencers play a 
signi�cant role in 
the short-form video 
landscape. Collaborating 
with in�uencers who align 
with your brand can help 
you reach new audiences 
and add credibility to 
your content. Whether 
it’s a product review, 
a challenge, or a co-
created piece of content, 
in�uencer partnerships 
can amplify your message 
and increase your reach. 
Choose in�uencers who 
share your brand values 
and have an engaged 
following—authenticity 
is more important than 
follower count.

Optimize for SEO

While short-form videos 
are designed to be quick 
and engaging, don’t 
forget the importance of 
optimization. Use relevant 
keywords in your video 
titles, descriptions, and 
hashtags to make your 
content discoverable. On 
platforms like YouTube 
Shorts, optimizing for SEO 
can help your videos rank 
higher in search results, 
attracting more viewers. 
Additionally, including 
links in your descriptions 
or comments can drive 
tra�c to your website 
or other social media 
channels.

Stay Consistent

Consistency is key when 
it comes to building 
a presence on social 
media. Create a content 
calendar to plan and 
schedule your short-form 
videos, ensuring that 
you’re posting regularly. 
Consistent posting not 
only keeps your audience 
engaged but also signals 
to the platform algorithms 
that you’re an active and 
reliable content creator. 
This can help boost your 
visibility and reach over 
time.

Repurpose Content

One of the great things 

about short-form video 
is its versatility. Don’t 
hesitate to repurpose 
content across di�erent 
platforms. For example, 
a TikTok video can be 
shared as an Instagram 
Reel or a YouTube Short 
with minimal adjustments. 
Repurposing content 
allows you to reach 
di�erent audiences 
without having to 
constantly create new 
material. Just be sure 
to tailor each piece to 
the platform’s unique 
features and audience 
expectations.

Embrace the Power of 
Short-Form Video

Short-form video content 
is more than just a trend—
it’s a powerful tool for 
engaging your audience 
and growing your brand. 
By understanding the 
nuances of each platform, 
telling compelling stories, 
and staying true to your 
brand, you can create 
content that resonates 
and drives results. 

Whether you’re new 
to short-form video or 
looking to re�ne your 
strategy, the key is to 
experiment, learn, and 
adapt. Embrace the power 
of short-form video and 
watch your social media 
presence soar.
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In today’s digital age, 
having a small business 
website is crucial, but 
merely having a website 
isn’t enough. The real 
challenge lies in driving 
tra�c to it. Without visitors, 
your website is like a 
billboard in the desert—
beautifully designed, but 
seen by no one. So, how 
do you bring customers 
to your virtual doorstep? 
Let’s explore some e�ective 

strategies that can help 
you not only attract visitors 
but also convert them into 
loyal customers.

Understanding Your 
Audience

The �rst step in driving 
tra�c to your website 
is understanding your 
target audience. Who are 
they? What do they need? 
Where do they hang out 

online? By answering 
these questions, you can 
tailor your content and 
marketing e�orts to attract 
the right people. For 
instance, if your audience 
spends most of their time 
on social media, focusing 
on social media marketing 
would be a wise choice. 
Similarly, if they prefer 
reading blogs, creating 
valuable content on your 
blog can be an e�ective 

How to Drive Tra�c to Your 

Small Business Website



way to draw them in.

Optimize for Search 
Engines (SEO)

Search Engine 
Optimization (SEO) is the 
foundation of driving 
organic tra�c to your 
website. SEO involves 
optimizing your website’s 
content and structure 
to rank higher in search 
engine results. Start by 
researching the keywords 
your potential customers 
are searching for. Tools like 
Google Keyword Planner 
or Ahrefs can help you 
identify these keywords. 
Once you have a list, 
incorporate them naturally 
into your content, meta 
descriptions, and headers. 
Remember, SEO isn’t just 
about keywords; it’s also 
about creating a user-
friendly experience. A fast-
loading website with easy 
navigation and mobile 
responsiveness will not 
only please your visitors 
but also search engines.

Leverage Social Media 
Platforms

Social media is a powerful 
tool for driving tra�c to 
your website. Platforms 
like Facebook, Instagram, 
Twitter, and LinkedIn are 
where your customers 
are spending their time. 
Create engaging content 

that resonates with your 
audience and encourages 
them to visit your website. 
Share blog posts, product 
updates, and special o�ers 
with clear calls to action. 
Remember, consistency 
is key. Regular posting 
and interaction with your 
followers will keep your 
brand top of mind and 
drive more tra�c to your 
site.

Invest in Paid Advertising

While organic tra�c is 
great, sometimes you need 
a little boost, and that’s 
where paid advertising 
comes in. Platforms like 
Google Ads and Facebook 
Ads allow you to target 
speci�c demographics, 
ensuring that your ads 
are seen by the people 
most likely to visit your 
website. Paid ads can drive 
signi�cant tra�c in a short 
amount of time, especially 
if you run limited-time 
promotions or special 
o�ers. Just make sure to 
monitor your campaigns 
and adjust your strategy 
based on the performance 
data.

Create High-Quality 
Content

Content is king when it 
comes to driving tra�c. 
High-quality, valuable 
content not only attracts 

visitors but also keeps 
them on your site longer 
and encourages them 
to return. Blog posts, 
videos, infographics, 
and eBooks are all great 
ways to provide value 
to your audience. When 
creating content, focus on 
solving your audience’s 
problems or answering 
their questions. This not 
only builds trust but also 
positions your brand as an 
authority in your industry.

Utilize Email Marketing

Email marketing remains 
one of the most e�ective 
ways to drive tra�c to 
your website. By building a 
mailing list, you can keep in 
touch with your customers 
and encourage them to 
visit your website regularly. 
Send out newsletters with 
updates, promotions, and 
links to your latest blog 
posts. Personalize your 
emails to make them more 
relevant to each recipient, 
which can signi�cantly 
increase your click-through 
rates. Remember, the 
key to successful email 
marketing is providing 
value—don’t just sell, o�er 
something your audience 
will appreciate.

Collaborate with 
In�uencers and Bloggers

In�uencer marketing is a 
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growing trend, and for a 
good reason—it works. 
Partnering with in�uencers 
or bloggers who have a 
following that aligns with 
your target audience can 
drive signi�cant tra�c to 
your website. Whether it’s 
through sponsored posts, 
reviews, or social media 
shoutouts, in�uencer 
marketing can expose 
your brand to a broader 
audience. Just make sure to 
choose in�uencers who are 
a good �t for your brand 
and have an engaged 
following.

Engage in Online 
Communities

Online communities 
like forums, social media 
groups, and Q&A sites like 
Quora are great places to 
engage with your audience 
and drive tra�c to your 
website. By providing 
helpful answers, sharing 
your expertise, and subtly 
promoting your website, 
you can attract visitors who 
are genuinely interested 
in what you have to o�er. 
Just be careful not to be 
too promotional—focus 
on providing value, and the 
tra�c will follow.

O�er Freebies and 
Promotions

Who doesn’t love a good 
freebie? O�ering free 

resources, discounts, or 
promotions can be an 
excellent way to attract 
visitors to your website. 
Free eBooks, templates, 
or exclusive discounts 
can entice people to visit 
your site and explore what 
you have to o�er. Just 
make sure that your o�ers 
are valuable enough to 
pique their interest and 
encourage them to take 
the desired action.

Analyze and Adapt

Driving tra�c to your 
website isn’t a one-time 
e�ort; it’s an ongoing 
process that requires 
constant analysis and 
adaptation. Use tools 
like Google Analytics to 
track your website tra�c, 
see where your visitors 
are coming from, and 
understand how they’re 
interacting with your site. 
Are they bouncing o� your 
homepage? Are certain 
pages more popular than 
others? Use this data to 
tweak your strategies and 
optimize your website for 
better performance.

Harness the Power of 
Local SEO

If you run a brick-and-
mortar business, local SEO 
is essential. Optimizing 
your website for local 
search can drive more 

tra�c from people in 
your area. Make sure 
your business is listed on 
Google My Business, and 
encourage customers to 
leave reviews. Use local 
keywords in your content, 
and create location-speci�c 
pages if you serve multiple 
areas. This not only helps 
you rank higher in local 
search results but also 
drives more targeted tra�c 
to your site.

Participate in Guest 
Blogging

Guest blogging is an 
excellent way to reach new 
audiences and drive tra�c 
back to your website. By 
writing articles for other 
blogs in your industry, 
you can showcase your 
expertise and include a link 
back to your site. Choose 
reputable blogs with a 
strong following, and make 
sure your guest posts are 
high-quality and relevant 
to their audience. This not 
only drives tra�c but also 
builds backlinks, which are 
crucial for SEO.

Use Retargeting Ads

Retargeting ads are a 
powerful way to bring back 
visitors who have already 
shown interest in your 
website. These ads follow 
users around the web, 
reminding them of your 
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brand and encouraging 
them to return to your 
site. Retargeting ads can 
be particularly e�ective 
for driving conversions, as 
they target people who are 
already familiar with your 
business. Platforms like 
Google Ads and Facebook 
Ads o�er retargeting 
options that are easy to set 
up and manage.

Maximize the Power of 
Video Marketing

Video content is one of the 
most engaging forms of 
content online. Whether it’s 
tutorials, product demos, or 
behind-the-scenes looks, 

video can capture your 
audience’s attention and 
drive them to your website. 
Platforms like YouTube, 
Instagram, and TikTok are 
perfect for sharing video 
content and directing 
viewers to your site. Make 
sure your videos are 
high-quality and include 
clear calls to action that 
encourage viewers to visit 
your website.

Consistency is Key

Driving tra�c to your small 
business website requires a 
combination of strategies 
and a commitment to 
consistency. From SEO and 

content creation to social 
media and paid advertising, 
each tactic plays a role 
in attracting visitors and 
keeping them engaged. 
Remember, there’s no 
magic bullet—what works 
for one business might not 
work for another. The key 
is to experiment, analyze, 
and adapt your strategies 
until you �nd what works 
best for your audience. 
With persistence and a 
focus on providing value, 
you’ll see your website 
tra�c grow, bringing more 
customers to your business 
and driving your success 
forward.
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How to Properly Conduct a 
Social Media Audit



In the fast-paced world 
of digital marketing, 
staying on top of your 
social media game is 
more important than 
ever. But how do you 
know if your e�orts are 
paying o�? How do you 
measure the e�ectiveness 
of your social media 
strategy? The answer lies 
in a social media audit—a 
comprehensive review 
of your social media 
presence that helps 
you understand what’s 
working, what’s not, and 
where you can improve. 
Think of it as a health 
check-up for your social 
media channels. Ready to 
dive in? Let’s break down 
the process step by step.

Start with Your 
Objectives

Before you begin your 
social media audit, it’s 
crucial to revisit your 
business goals. What are 
you trying to achieve 
through social media? 
Are you looking to 
increase brand awareness, 
drive website tra�c, 
generate leads, or build 
a community? Clearly 
de�ning your objectives 
will help you evaluate your 
social media performance 
with the right metrics in 
mind. Without this clarity, 
your audit might just be 
an exercise in collecting 

data without purpose. 
Remember, every like, 
share, and comment 
should tie back to your 
broader business goals.

Gather Your Data

The next step is to gather 
all the necessary data 
from your social media 
accounts. This includes 
basic information like your 
pro�le details, follower 
count, and engagement 
metrics, but also deeper 
insights such as audience 
demographics and 
content performance. 
Tools like Google Analytics, 
Facebook Insights, and 
Twitter Analytics can 
provide valuable data 
points. Don’t forget to 
track the platforms where 
you have an inactive or 
unoptimized presence—
sometimes, the most 
signi�cant opportunities 
lie in the accounts you’re 
not paying enough 
attention to.

Evaluate Your Pro�les

Once you have all your 
data, it’s time to evaluate 
the health of your social 
media pro�les. Start by 
ensuring that your pro�le 
information is consistent 
across all platforms. This 
includes your bio, pro�le 
picture, cover photo, 
and contact information. 

Consistency builds brand 
recognition and trust. Are 
your pro�les optimized 
for search? Are you using 
the right keywords in your 
bio and posts? A well-
optimized pro�le is like a 
well-tuned instrument—it 
plays a crucial role in how 
your audience perceives 
you.

Analyze Your Audience

Understanding your 
audience is key to social 
media success. During 
your audit, take a close 
look at who your followers 
are. Are they aligned with 
your target market? Are 
they engaging with your 
content? Analyze the 
demographics of your 
audience, such as age, 
location, and interests, to 
ensure you’re attracting 
the right people. If you 
notice a mismatch, it 
might be time to adjust 
your content strategy. 
Remember, a small, 
engaged audience is far 
more valuable than a 
large, disengaged one.

Review Your Content 
Performance

Content is the lifeblood 
of social media, and 
reviewing its performance 
is a critical part of your 
audit. Which types of 
content are getting the 
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most engagement? Are 
videos outperforming 
images? Are infographics 
driving more shares 
than blog posts? By 
identifying your top-
performing content, you 
can focus your e�orts 
on what resonates most 
with your audience. On 
the �ip side, take note 
of underperforming 
content—it can reveal 
what doesn’t work and 
provide insights on what 
to avoid in the future.

Assess Engagement 
Metrics

Engagement is a key 
indicator of how well your 
social media strategy is 
working. During your 
audit, closely examine your 
engagement metrics—
likes, comments, shares, 
retweets, and mentions. 
Are you seeing a steady 
increase, or have things 
plateaued? Engagement 
metrics help you gauge 
the e�ectiveness of your 
content and identify 
what drives interaction 
with your audience. Low 
engagement could signal 
that your content isn’t 
hitting the mark, or that 
your posting frequency 
needs adjustment.

Examine Your Posting 
Frequency

How often are you 

posting on each platform? 
Posting too frequently can 
overwhelm your audience, 
while posting too 
infrequently can lead to 
disengagement. Your audit 
should include an analysis 
of your posting frequency 
across all platforms. Are 
you consistent with your 
posts? Do you follow 
a content calendar? 
Consistency in posting 
is crucial to maintaining 
an active and engaged 
audience. Adjust your 
frequency based on the 
platform—what works for 
Twitter might not work for 
LinkedIn.

Identify Top-Performing 
Channels

Not all social media 
platforms are created 
equal, and not all of them 
will perform the same 
for your brand. During 
your audit, identify which 
platforms are driving the 
most tra�c, engagement, 
and conversions. Are you 
getting more traction 
on Instagram than on 
Facebook? Is LinkedIn 

generating more leads 
than Twitter? Focus your 
e�orts on the platforms 
that deliver the best 
results. It’s better to excel 
on a few platforms than 
to spread yourself too thin 
across many.

Evaluate Your 
Competitors

A social media audit 
isn’t just about looking 
inward—it’s also about 
understanding how you 
stack up against the 
competition. Take a look 
at your competitors’ social 
media presence. What are 
they doing well? Where 
are they falling short? Are 
there any gaps in their 
strategy that you can 
capitalize on? By analyzing 
your competitors, you can 
gain valuable insights and 
identify opportunities to 
di�erentiate your brand. 
Remember, the goal isn’t 
to copy but to learn and 
adapt.

Check Your Brand Voice 
and Messaging

Consistency in brand 
voice and messaging is 
vital to building a strong, 
recognizable brand. 
During your audit, assess 
whether your tone of voice 
aligns with your brand 
identity and resonates 
with your audience. Are 
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your messages consistent 
across all platforms? 
Inconsistent messaging 
can confuse your audience 
and dilute your brand’s 
impact. Ensure that your 
brand’s voice is clear, 
consistent, and re�ective 
of your brand values.

Review Your Hashtag 
Strategy

Hashtags are powerful 
tools for increasing the 
visibility of your content, 
especially on platforms 
like Instagram and Twitter. 
During your audit, review 
the hashtags you’re using. 
Are they relevant to your 
content and audience? 
Are they helping you 
reach new users? Analyze 
which hashtags are driving 
the most engagement 
and re�ne your strategy 
accordingly. Also, consider 
creating branded hashtags 
to encourage user-
generated content and 
build a community around 
your brand.

Analyze Your Paid Social 
Media E�orts

If you’re running paid 
social media campaigns, 
your audit should include 
a thorough review of 
their performance. Are 
your ads reaching the 
right audience? Are they 
generating a good return 

on investment (ROI)? 
Review the performance 
metrics of your ads, such 
as click-through rates, 
conversion rates, and cost 
per click. Identify what’s 
working and what’s not, 
and adjust your strategy 
to optimize your ad spend. 
Paid campaigns should 
complement your organic 
e�orts, not replace them.

Examine Customer 
Service Response Time

Social media has become 
a primary channel for 
customer service. During 
your audit, assess how 
quickly and e�ectively 
you’re responding to 
customer inquiries and 
complaints. Are you 
meeting your response 
time goals? Are customers 
satis�ed with the 
resolution of their issues? 
Quick, helpful responses 
can turn a negative 
experience into a positive 
one and build loyalty 
among your customers. 
If your response times 
are lagging, consider 
dedicating more resources 
to social media customer 
service.

Evaluate Your Use of 
Analytics Tools

To conduct a proper social 
media audit, you need 
the right tools. Review 

the analytics tools you’re 
using—are they providing 
the insights you need? Are 
there any gaps in the data? 
Tools like Hootsuite, Sprout 
Social, and Bu�er o�er 
comprehensive analytics 
that can help you track 
performance, monitor 
trends, and optimize 
your strategy. Make sure 
you’re leveraging the full 
capabilities of these tools 
to get the most out of 
your audit.

Continuous 
Improvement is Key

Conducting a social 
media audit isn’t a 
one-time task—it’s an 
ongoing process that 
helps you stay on top of 
your social media game. 
By regularly reviewing 
your performance, you 
can identify areas for 
improvement and adjust 
your strategy to achieve 
better results. 

Remember, the digital 
landscape is constantly 
changing, and what works 
today might not work 
tomorrow. Stay adaptable, 
keep learning, and 
continue to re�ne your 
approach. With a well-
conducted audit, you’ll be 
well on your way to social 
media success.
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September was originally the seventh month of the ancient Roman calendar, which is 
re�ected in its name, derived from the Latin word “septem,” meaning seven. Historically, 
September marks the beginning of autumn in the Northern Hemisphere, a time of harvest 
and preparation for the colder months ahead.

• September 2, 1969: The �rst communication on ARPANET, the precursor to the internet, 
was sent between two computers, paving the way for modern-day online connectivity.

• September 4, 1998: Google was founded by Larry Page and Sergey Brin, revolutionizing 
the way we access and search for information online.

• September 9, 1956: Elvis Presley made his �rst appearance on “The Ed Sullivan Show,” 
introducing rock ‘n’ roll to a wider American audience and becoming an iconic cultural 
�gure.

• September 19, 1982: Scott Fahlman, a computer scientist, invented the �rst emoticon, :-), 
sparking the use of symbols to express emotions in digital communication.

• September 28, 1928: Sir Alexander Fleming discovered penicillin, which would become 
one of the world’s �rst antibiotics and revolutionize medicine.

https://lmssuccess.com(484) 893-4055



1. Facebook

Top Social Media Platforms of 2024

4. YouTube3.  Ti k Tok

2. Instagram

• 2.96 billion monthly active users

• 71% of users engage with local 
business pages weekly

• Over 10 million active advertisers, 
with small businesses making up 
the majority

• 62% of users discover new 
products or services through 
Facebook

• Videos get 59% more engagement 
than other post types

• 2.35 billion monthly active users

• 500 million daily active Stories 
users

• 65% of top-performing 
Instagram posts feature 
products

• Reels increase engagement 
by 22% compared to standard 
posts

• 70% of shoppers turn to 
Instagram for product discovery

• 1.6 billion monthly active users

• Average user spends 95 minutes 
per day on the platform

• 50% of top-performing TikTok ads 
use a trending song

• 73% of users feel a deeper 
connection to brands they engage 
with on TikTok

• User-generated content leads to 
32% higher engagement than 
branded content

• 2.7 billion monthly active users

• 70% of viewers bought from a 
brand after seeing it on YouTube

• Ads with a 6-second format see a 
15% higher completion rate than 
longer formats

• Product tutorials and unboxings 
drive 55% more engagement

• YouTube Shorts are gaining 
traction, with 15 billion daily views
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