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People want things for a variety of reasons. As a business, it is imperative you have full grasp of 
what is at the epicentre of your customer’s needs. This needs to be taken into full consideration 
when marketing to them or interacting with them. The customer experience and platforms in 
which someone is interactive with or digesting your brand is just as important. Messaging, 
offers, promotions, and sales need to be tailored as per the context of the user, platform, and 
timeframe. If someone is consuming micro-content on a main social platform, the context 
surrounding them and making a purchasing decision is going to be drastically different than 
any traditional efforts.

1. Understand the Context Surrounding Your Consumer’s Purchasing Decisions.

What are you the best at? Why are you the best at it? How can you use this singular message to 
garner attention through social and digital ads? Using content, which story tells your brand and 
creates a narrative behind your core value, allowing a story to unfold? The deeper a consumer or 
user wants to dive into understanding the background of your company or products and services 
the more they will become engaged. However, taken at face value, it should be very obvious and 
clear the value you are trying to bring to customers.

2. What is Your Core Value Proposition? Simplify and Amplify It. 

What is something that none of your consumers know about your brand? What is interesting 
about the way your business has come to be and grown? What are things only your most valued 
customers know about you, and get to experience? Make this clear and make this public. Turn 
these stories into photos, videos, and writing pieces as your social strategy. Every small business 
competes for the same small demographic of consumers. Stand out by showing your value 
through depth and transparency.

3. Storytelling Through Social Does Not Mean Amplifying Your Marketing Messages.



Through social tools, Facebook page comments/reviews, Twitter searches, and Instagram comments 
listen to your audience. What are people saying about your category? What are people praising 
about your products, and what are things people are saying are in desperate need of change? 
Through social media you have a direct connection and communication line with the most 
important aspect of your business, your customers. Listen to them, respond and communicate with 
them, allow them to feel heard, and make the appropriate changes based on their feedback.

4. Your Customers Want to Give You Advice, so Listen. 

Want to learn more ways your business can have a 
competitive edge?

• Receive a complete one-on-one analysis of your business account

• Appointments can be booked online at times of convenience for you

• Get answers to questions specific to your business

• Learn how the latest technologies can help modernize the way you work

Book an appointment at a Rogers Small Business Centre today:
www.rogers.com/businesscentres

Schedule a free in-store appointment to speak with one of our 
Small Business Specialists. 


