
Content creation can be a tough gig, and if you require a large amount 
of weekly content, outsourcing can be a great solution. Still unsure? The 

proof is in the pudding — in 2020, 86% of B2B organisations 
outsourced their content creation, whilst 30% outsourced their content 

distribution.

If you need help with your social media strategy, or are looking to 
outsource your social media  content creation and scheduling, 

get in touch with us. 

When asked what type of content they like to engage with, 
68% of consumers preferred images, 50% preferred videos 
and 30% enjoyed text-based posts. Keeping these figures, 
and your industry in mind, experiment with a range of 
content and see what your audience responds to best. 

First and foremost, ask yourself: What do I want out of my company’s social 
media presence? Is it to increase brand awareness, change perceptions and 
grow trust, generate sales or leads, increase community engagement, grow an 
audience (followers, likes), or increase web traffic? Or something else entirely?  
Ideally, your goal should be aligned to your overall business strategy. 
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YOUR 
SOCIAL MEDIA 

What are your business goals for social media?

What platform is best for your business?

OF SOCIAL 
MEDIA POSTS 
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Post a 
customer 
review of 

your product 
or service

Highlight 
your 

businesses 
USP/key 
values

Post a video: 
create your 

own or share 
a relevant 

video

Share an 
article 

relevant to 
your 

industry 

Create a 
themed 

weekly series 
of posts

Promote 
your product 

or service 

Share a 
meet the 

owner post

Share your 
other social 
profiles to 
connect on

Post a 
behind the 

scenes photo 
or story 

Introduce 
your 

employees/
meet the 

team

Ask your 
followers a 
question — 

how can you 
help them?

Post a quick 
tip of the 

day 

Poll your 
followers

Promote 
your product 

or service 

Share your 
own, or an 

industry 
relevant 

blog

Post a case 
study

Post a 
freebie for 

your 
followers to 
download 

Repurpose 
old content 
(it’s okay!)

Share a 
memory from 

when you 
started your 

business 

Post a 
how-to or 
tutorial 

Share a 
statistic 

relevant to 
your 

industry 

Post a call to 
action to 
sign up to 
your email 

list 

Share an 
announce-

ment

Post or make 
a meme 

relevant to 
your 

industry

Promote any 
discounts or 
offers that 
you offer 

Post a client 
or business 

spotlight 

 Celebrate 
holidays or 

current 
events 

Share a 
quote your 

business 
resonates 

with

Share an 
overview or 
highlights of 
the month

4

Answer 
a FAQ

 On average, internet users spend

144 minutes per day
 on social media and messaging apps, 
an increase of more than half an hour 

since 2015.

Content Pillars

The Figures

So, why use social media for your business?

Globally, over 3.6 billion people use social 
media and the number is only projected to 
increase to 4.41 billion in 2025.

          Facebook boasts approximately 2.7 
          billion monthly active users, making it the 
          most popular social network worldwide.

          Instagram has 1 billion monthly active 
          users.

          The world’s largest professional 
          networking site, LinkedIn has more than 
          722 million users.

Social media has been on the rise over the last 
decade, but 2020 saw a significant shift in 
consumer behaviour online. The Sprout Social 
Index reported that 50% of consumers increased 
their social media usage in the last six months.

After following a brand on social media, 
consumers continue to engage with the brand in 
various ways. 91 per cent visit the brand’s 
website or app, 89 per cent will buy from the 
brand and 85 per cent will recommend the 
brand to a family or friend. 

What type of content should I post?

Get in touch with us

If your business does not currently have a social media presence, you could be missing out 
on a large demographic of potential new customers, and a way to connect to your existing 

ones. Here are the top five advantages to utilising social media in your business: 

sproutsocial.com/insights/social-media-statistics/

Have you ever struggled to create a social media post? Content pillars are a great way to help plan out your 
social media content. Content pillars are 3 to 5 topics your brand will consistently discuss, amplify, and create 
content for on social media. One example of generic content pillars is seen below:

When planning out your content pillars and associated content formats, remember that your visitors will be at 
different stages of the buyer journey. And, most will not be ready to make a purchase decision. Aim to place 
more emphasis on the pillars that will add value to your customer and encourage them to move to the next step. 

1) Build Brand Awareness:

2) Connect with Customers: 

Being active on social media helps you stand 
out and keeps your name on peoples’ minds 
throughout the day. After enough exposure, 
you’re bound to get more interested people 
checking out your brand’s content.

3) Boost Your SEO

4) Grow Your Mailing List: 

5) Drive More Revenue: 

Each of the advantages listed above leads 
to one thing: leading customers down your 
sales funnel and generating more profit for 
your business.

It’s a rookie mistake to think that your business 
just needs to “close the sale.” Instead, social 
media opens the lines of communications 
between you and your customer base. This 
reduces your churn rate and leads to repeat 
customers in the future.

By promoting your content on social media, 
you can get more likes, views, shares, and 
engagement with your content. Then, you’ll 
drive more traffic to your site which boosts 
page views. These are all positive signs to 
search engines like Google, and these factors 
help improve your SEO.

Once people get to your website from your 
social media content, you’ll have more 
opportunities to turn traffic into leads. Over 
time, you can use this traffic to grow your 
email list and generate even more revenue 
from your email campaigns.

Gender: 56% male, 44% female
Largest Age Group: 25-34
Advantages: The influx of 

boomers to Facebook makes it a 
prime place to run ads, particularly 

among older demographics with 
more money to spend. 

Gender: 57% female, 43% male
Largest Age Group: 25-34
Advantages: Facebook and 

Instagram share the same ad 
platform which presents many 

cross-promotional opportunities 
for businesses.

Gender: 51% male, 49% female
Largest Age Group: 46-55

Advantages: A higher-educated, 
higher-earning B2B demographic 

makes LinkedIn a potential 
goldmine for ads. A great platform 

for lead gen.

Gender: 68% male, 32% female
Largest Age Group: 30-49
Advantages: A larger male 

demographic, 42% of Twitter users 
are degree-holders which highlight 

the platform’s demographics for 
higher-earners (dependent on 

industry).

Gender: 78% female, 22% male
Largest Age Group: 30-49

Advantages: Predominantly 
female and a rising younger 

demographic makes it perfect for 
businesses advertising to women. 

Product focused platform.

Gender: 59% female, 41% male
Largest Age Group: 18-24

Advantages: Great for advertising 
to a younger demographic, a 

dedicated user base, and a great 
platform for influencer marketing.

Gender: 68% male, 32% female
Largest Age Group: 25-44

Advantages: Perfect place for 
video advertising, especially to a 
younger demographic. Skewed 

towards a more male 
demographic.

Gender: 58% female, 41% male
Largest Age Group: 13-34

Advantages: Highly engaged user 
base, great for video advertising 

and a place for trend 
spotting/building.

Keep in mind that this data is 
generalised across millions of users, 
and serves as a great starting point 
for brands looking to prioritise their 
social media. 

If you’re looking to expand your 
reach, we recommend looking into 
the demographic data from your 
own social presence to see how it 
compares to the averages above.


