
HOW TO 
GROW 

YOUR SOCIAL 
PRESENCE 

(and as a result your 
potential customer base) 

Social media can 
be one of the most 
effective ways of 
growing your 
business and 
brand awareness. 01 

However, as we all know, it can be one 

of the most time and cost consuming 

marketing channels when not managed 

properly. With 49% of the world’s 

population possessing a social media 

account on at least one platform*, the 

scope can be endless, but following 

these strategies can help you to better 

manage and scale your social media 

presence efficiently and effectively. 

HOW TO GROW 
YOUR SOCIAL FOLLOWING 
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* Source: www.statista.com/statistics/278414/number-of-worldwide-social-network-users
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A HOW TO WRITE 
A GROWTH STRATEGY 

The first step to take when looking to increase 
your social presence is to put pen to paper and 
write a growth strategy. 

Sure, you could simply increase your post 
frequency, or try out new content, but that would 
be the social equivalent of firing from the hip. 
You may hit your target, but the chances are 
you’re going to waste a lot of time and effort. 

The solution? A considered approach driven by 
a social media growth strategy. 

Your strategy should consist of three main areas: 
segmentation, targeting and positioning.  

SEGMENTATION 

Who your 
audience are 

Segmentation is all 
about understanding 
the different needs of 
your audience and 
grouping (segmenting) 
accordingly. This will 
help you to identify any 
new demographics you 
may want to attract to 
your business. 

TARGETING 

How to reach 
your audience 

Targeting covers how 
you intend to get your 
business in front of 
your audience. You 
should consider the 
channels that fit in with 
your business and the 
audience you’re trying 
to get in front of. 

POSITIONING 

How you want 
your business 
to be perceived 

The final stage to 
consider is your 
positioning, which 
is how you will 
communicate to your 
audience. You should 
think about your 
messaging, tone of 
voice and the medium 
(i.e. text, video) that 
would work best. 



B PRODUCE 
HIGH-QUALITY CONTENT 

If you’re not posting content that your customers 
want to see, you are giving them little reason to 
follow you. Businesses often look at their follower 
count as a success metric, and it is an important 
metric (although not the be all and end all!). The 
number of followers, likes or connections you 
have can be increased by using the right images 
and the right words – the right updates. 

Start thinking like a customer, what would they like to see from a 
brand like yours, what content would make them click on a link to 
read more, what post would make them look at your profile and 
check out other content you have posted, and ultimately, what 
would make them follow, like or connect with you? 

A sign of great quality content is its shareability. The more people 
who engage with a post, the more likely social media algorithms are 
to recommend your account to others. Producing content that your 
customers, employees, stakeholders, want to share and promote 
on their own channel is an effective way to grow your audience.   

Quality content should: 

• Answer a question e.g. with a blog post answering an FAQ 
• Provide useful insight or opinion e.g. white paper 
• Enhance your brand credibility e.g. testimonial/quote from customer 
• Provide a solution to a problem e.g. how to guide. 

Your posts don’t always have to be content you have written. Don’t 
be afraid to share and comment on content produced by others too. 
For example, pick out something that is relevant to your followers 
from Ecclesiastical’s Barometer Reports, add an opinion or 
comments and share on your profile. 



C USING PAID SOCIAL 
TO GROW YOUR AUDIENCE 

Stepping up your social media success often 
involves allocating ad spend, however limited 
it may be. 

One of the best ways to grow your audience 
and gain more exposure is to invest in paid 
social ads. Budgets don’t need to be huge, 
a modest amount can have huge dividends. 
When done well, paid social ads can promote 
your content, help you reach new people and 
eventually grow your audience. 

 

Targeting methods to grow your following 

LinkedIn 
Brand awareness campaign targeting LinkedIn users 
with specific job titles working in your target industry 
e.g. bursars/governors of schools.

Twitter 
Follower growth campaign targeting followers of 
competitors or similar brokers. 

Facebook/Instagram 
Awareness campaign targeting demographics that 
match your ideal customer e.g. household wealth 
over a certain level or frequent travellers. 

For more information and detailed guides on social advertising 
check out our webinar and downloads in the Social Club Hub at: 
ecclesiastical.com/insights/social-club/advertise-on-social-media 

For more information and insight into 
gaining a business advantage through 
social media, check out our second 
module which covers engagement. 

02 
ENGAGE 

This guidance is provided for information purposes and is general and educational in nature and does not constitute 
legal advice. You are free to choose whether or not to use it and it should not be considered a substitute for seeking 
professional help in specific circumstances. Accordingly, neither Ecclesiastical Insurance Office plc and its 
subsidiaries nor Factor3 Communications Limited and its group companies shall be liable for any losses, 
damages, charges or expenses, whether direct, indirect, or consequential and howsoever arising, that you suffer 
or incur as a result of or in connection with your use or reliance on the information provided in this guidance 
except for those which cannot be excluded by law. Where links are provided to other sites and resources of third 
parties, these links are provided for your information only. Ecclesiastical is not responsible for the contents of those 
sites or resources. You acknowledge that over time the information provided in this guidance may become out 
of date and may not constitute best market practice. 
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