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6 Must-Have

TACTICS
For Your 2022

 MARKETING
STRATEGY

Believe it or not, 2022 is here. Are you ready for the changes ahead? Digital 
marketing continues to grow in leaps and bounds. Having a plan is essential 
for every business today. But the digital world changes so quickly. How can 
your business keep up?

That’s why we’re covering the top 6 must-have tactics for your 2022 market-
ing strategy. These tactics are all simple to implement and result-driven.



At this point, we all know that advertising on social media is valuable. But in 2022, establishing an 
organic social media platform will be a must. An organic presence builds trust and intimacy with 
potential and existing customers in a way that paid advertising can’t. 

Here’s how to establish an organic social media presence:

Time. We could all use more of it! If you aren’t leveraging canned responses and automated mes-
saging, you’re burning hours of your day away. Responding to messages on social media accounts 
or email inquiries is a repetitive necessity for every business. Make the most of your time by pre-
paring awesome canned or automated responses that apply to specific inquiries.

Here’s how to implement automated communication:

#1: LEVERAGE AN ORGANIC 
SOCIAL MEDIA PRESENCE

SAVE TIME WITH 
AUTOMATED MESSAGING#2:

- Share content on your social media platform(s) at least 2-3 times a week
- Focus on value-based content
- Show up on video through Instagram Live, Reels, TikTok, or Twitter to build trust

- Make a list of the repetitive inquires you get on a daily basis
- Craft an awesome response to each of these inquiries
- Check out Meta’s automated response feature to implement these responses for your 
   Facebook and Instagram. Also add these responses to your email’s canned responses.



First-party data will be king in 2022. Digital marketers won’t be able to target customers the way 
they have for years, using third-party data. Instead, you will need to find ways to build lasting re-
lationships with customers who interact with you online and leverage them for market research. 
Your email campaigns and social media content can be the perfect source for this research.

Here’s how to use your subscribers and followers for market research:

Track the links in your con-
tent to follow what custom-

ers are most interested in
Communicate with your sub-
scribers and followers as insid-
ers for your company. Ask for 
feedback, using questions like 

thes:

What seasonal drink are you 
most excited for this winter? 

Vote here!

Which topic should we cover next: current 
marketing trends or tips and tricks to staying 
organized as a small business?

Help us choose our next featured scent! 
Choose from the following: Calming Lavender 
or Sweet Tangerine

LEVERAGE YOUR ONLINE 
FOLLOWING FOR MARKET
RESEARCH

#3:



Did you know that people are 90% more likely to buy from a 
company if their friend recommends it? Word of mouth mar-
keting is essential for a small business. Over 80% of Americans 
say they will look for a referral from friends when making a 
purchase. One of the best ways as a small business to encour-
age this is to build a referral program.

Here’s how to build your small business
referral program:

BUILD A REFERRAL PROGRAM#4:

- Keep it simple, with an attractive and clear call to action (CTA)
- Give customers an incentive to share with a friend
- Make referral links easy to share on social media
- Check out these examples of successful referral programs



Our digital world is crowded with advertisements. What customers are craving more than a shiny 
ad is an exceptional user experience. And small businesses are in the perfect place to stand out as 
unique. In 2022, improve your user experience by walking through a customer’s journey with your 
brand from introduction to making a purchase. A stellar user experience will increase your word of 
mouth referrals, as customers become fans of your business.

Here’s how to stand out as a business by creating unique user experiences:

#5: FOCUS ON USER 
EXPERIENCES

- Outline every step in the relationship with a customer from no knowledge to recommending 
   your business to others, including:
- Becoming aware of your brand
- Considering your services and products, comparing you to other businesses
- Making a purchase
- Post-purchase relationship and customer loyalty
- Becoming a brand fan and advocate
- Ask “How can we improve a user’s experience through each one of these steps?”
- Keep all communications and interactions unique, personal and clear



Here’s one more tactic to help you save time and 
energy. As a small business, it can be challeng-
ing to identify what online platform to use. The 
number of platforms online today (Facebook, 

Twitter, Instagram, TikTok, Youtube, to name 
just a few!) can make digital marketing feel like 
a wild goose chase. Choose 1-3 channels at the 
most to focus on in 2022.

Running a business requires a lot of moving 
parts. It can be extremely tempting to create a 
strategy one time and stick with that strategy for 
years. If this is you, beware: you are quickly be-
coming out of date in an ever-evolving digital 
world. What worked yesterday will not work to-
day or tomorrow.

Make your life easier: establish a routine check-

up on your marketing strategies. It is easy and 
simple to make small improvements as the 
world evolves. It is challenging and confusing 
to backtrack through months or years of online 
developments to completely revamp your mar-
keting strategy. Introduce these simple tactics at 
your marketing strategy meeting for 2022. Take 
your marketing strategies one step at a time, 
and come out on top.

#6:
STAY ON TARGET WITH 
EXCEPTIONAL CONTENT ON 
FEWER CHANNELS

WHY NOT STICK WITH 2021  MARKETING TACTICS?

Here’s how to choose the right platform(s) for your business:

- Start with your business today. Ask:

- What channels are we currently on?

- Which channels have we found success with?

- What type of content (video, picture, text) 

   works the best for our brand?

- Then review a list of social media and online 

   platforms. Ask:

- What type of content (video, picture, text) does 

   this platform focus on?

- How much time does it take to make content 

   for this channel?

- What channels are our competitors successful 

  on?



SEO comes down to more than just keywords about your products and services. Location is a huge 
part of creating an SEO strategy. How can someone find your new cafe if Google doesn’t know 
where you’re located? Or if you run an e-commerce store selling hand crafted jewelry, how will 
Google know you ship worldwide?  

In a way, SEO is communicating with Google. It’s telling Google, “Hey, we sell coffee in downtown 
New Orleans.” So they can send people who search for coffee in New Orleans to your store. Or 
telling them, “We sell hand crafted jewelry, and we ship it worldwide.” Now Google knows they can 
send anyone searching for hand crafted jewelry to you. 

This all comes down to knowing whether a local or national SEO strategy is best for you.

VS

WHICH IS RIGHT FOR MY BUSINESS?

Local National SEO

https://www.digitalmarketer.com/blog/local-and-national-seo/


Similarities between Local & National SEO
Local and national SEO do have some similari-
ties. They both use keywords to make your busi-
ness show up higher in Google’s search results. 
They both optimize your web content, blogs, 

and other copy. Their key difference is this: lo-
cation. Does your business have a local location 
or national exposure? The answer to this will de-
termine which is the best option for you.

LOCAL SEO
Local SEO is telling Google you have a location 
people should go to. If you have a floral shop in 
Dallas, you may be using keywords surround-
ing weddings or proms to draw customers. But 
will someone find you when they ask Google to 
show them floral shops in Dallas? 

This is the purpose of local SEO. You’ll need to 
optimize your keywords to focus on the name 
of the city your store is in. Or focus on the side 
of town you are in. Below are a few examples 
of searches a consumer might type into Google 
where a local SEO strategy should be used.



NATIONAL SEO

Local SEO Search Examples

- Cafe near me
- Best mattress store in Albany
- Seafood restaurant in Miami

Local SEO is best for you if you have a brick-
and-mortar location. You want Google to know 

where your gourmet chocolate cheesecake 
shop is located so they can share this with the 
person searching for cheesecake 2 miles away. 
In this case, having Google my business set up 
is a must. Other best practices for local SEO in-
clude adding your location to the copy of your 
website and every piece of content you post.

By setting your website up for National Audi-
ence, you’re telling Google that just targeting 
local traffic isn’t your focus, or you don’t have 
a “brick-and-mortar” location you want cus-
tomers showing up to.  For instance, if you sell 
custom LED T-Shirts out of a warehouse but it 
doesn’t have a storefront for customers Goo-
gle can index your website to users across the 
nation or entire world depending on how you 
choose to optimize your website. 

This strategy is much different than local SEO. 
You are not reaching just people with 10 miles 
of your shop; you can reach anyone in 
the world searching for what you offer. 
That’s exciting but remember you’re 
also competing with every other 
business in the world offering 
similar services and products. 
Your strategy will be to find 
ways to stand out. Below are 
some examples of searches 
where a national SEO strate-
gy should be used.

National SEO Search 
Examples

- Affordable prom dresses
- Alpaca wool blankets
- Shirt stays for men

National SEO is best for you if you sell 
products or services that are either com-

pletely online or can be shipped to consumers. 
You want Google to know your homemade 
jewelry can be shipped around the world. Na-
tional SEO strategies often have more moving 
parts than local SEO, since you have more com-
petition and are not restricted by location.

If you’re using national SEO, you need to know 
who you are and who your target audience is, 
utilize long-tail keywords, and create valuable 
content to come out above the competition.



What Strategy is BEST FOR YOU?

Now that you’ve seen an overview of both, how do you know which SEO strategy is for you? It’s 
important to ask yourself questions about location. Do you have a physical location you want peo-
ple to come shop at? Or can anyone in the country or world buy from you online?

Choose a local SEO strategy if…

- You have a brick-and-mortar
   location
- You have multiple physical 
   locations (you will need to 
   optimize each location)
- People shop with you in person 
   at your store

Choose a national SEO strategy if…

- You sell digital services or 
   products
- You don’t have a physical 
   location people can shop at
- You’re an e-commerce store



IMPLEMENTING Your SEO Strategy
A successful SEO strategy takes time. You won’t 
see results the morning after you update your 
website’s keywords. Remember, Google is an 
algorithm, and algorithms take time to update, 
learn and adapt. 

This makes getting your strategy right the first 
time even more important. You don’t want to 
get a few months down the road only to real-

ize you chose the wrong strategy. You’ll have 
to spend time and money to adjust again and 
spend more time waiting for the results.

Once you know which strategy is right for you, 
stick with it. You need to tell Google where you 
are located or that you lack a location. But what-
ever content you’re creating also needs to have 
these locational keywords included.

Get HELP with Your SEO Strategy
Showing up in searches is more than just your 
product keywords. It’s about location. Your local 
or national SEO strategy communicates your lo-
cation with Google. Stand out to local customers 
by letting Google know you’re right around the 
corner. Or expand your reach by telling Google 

you can ship to that person across the country 
who is shopping online right now.

Want to know more about how SEO services 
can help your business generate more leads? 
Connect with us today!



CONTINUE THE CONVERSATION:

5 WAYS TO USE

EXISTING CUSTOMERS
TO GENERATE MORE REVENUE

Every business wants to grow their incoming revenue. There are plenty of tips out 
there to teach you how to build a following, gain new customers and reach more 
people. But finding new leads and converting them to new sales can be time con-
suming and expensive. And more sales might be closer than you think. 

Your existing customers are a great place to find sales. Instead of focusing all of your 
energy exclusively on finding new clients, remember you have a pool of people who 
already know you and your products. This is an extremely valuable group for you as 
a business to tap into.

Here are 5 ways you can generate more revenue from your existing customer base.

https://www.jeffbullas.com/revenue-from-existing-customers/


1 ASK FOR REFERRALS

Word of mouth is a powerful marketing tool. 
Trust is one of the most important things a cus-
tomer needs to make a purchase. And hearing 
a friend recommend your products or services 
can give them the trust they need to buy from 
you. 

But how can you get past buyers to recommend 
you? Part of this comes from building a genuine, 
customer-focused brand, where a customer’s 
experience is so positive, they naturally become 
a brand ambassador without any incentives. 
We’ll talk about building this brand image in an-

other point. For now, let’s look at some exam-
ples of how you can incentivize past buyers to 
refer their friends.

Ideas to incentivize referrals

- Offer a discount: “Refer a friend and you’ll both 
get $10 off your next purchase!”

- Incentivize social media sharing: “Share this on 
your social media and tag us to get 10% off your 
next purchase!”

- Ask for referrals after they make a purchase: 
“Who do you know who could benefit from this 
product? Pass this on to them!” Include an easy 
to share link.



Another way to leverage existing customers 
is to get them to buy just a little bit more with 
every purchase. There are two ways to do this: 
upselling and cross-selling. Upselling is when 
you convince a customer to buy a better quality 
product than they were originally going to.

For example, say you have 3 product levels: ba-
sic, standard, and premium. A customer is inter-
ested in buying your standard product. Your goal 
should be to convince them how many more 
benefits they would gain by spending just a little 
bit more to buy the premium product.

Examples of upselling

- A customer is interested in buying some of 
your roasted coffee, you show them how much 
better the big bag or the premium roast is

- A customer is interested in buying one of your 
handcrafted necklaces, you talk up a more pre-
mium necklace with authentic gemstones

-A customer is interested in buying your land lo-
tion, you show them the larger size or convince 
them to buy the more expensive hand cream

Cross-selling also asks a customer to spend a 
little more than they originally intended. But in-
stead of asking them to buy a better version of 
the same product, you show them an accessory 
or additional product they should also buy.

Examples of cross-selling

- A customer is buying some of your roasted 
coffee, you sell them the vision of drinking that 
fresh coffee in one of your new mugs

-A customer is buying your handcrafted neck-
lace, you offer them the earrings as a matching 
set

- A customer is buying your hand lotion, you 
show them the same scent comes as a perfume 
or body wash

Upselling and cross-selling can be a great way 
to make just a little bit more from every custom-
er that makes a purchase.

2 UPSELL AND 
CROSS-SELL



People love companies who see them as peo-
ple, not just dollar signs. Customers who feel val-
ued leave great reviews, return for more, and tell 
their friends they should check you out too. Be 
customer-focused and the revenue will follow.

How to be customer-focused

- Make your website and communication 
   channels a stellar user experience
- Listen to a customer’s needs and wants
- Be empathetic in customer service
- Go above and beyond to help

3 BE CUSTOMER-
FOCUSED

Most companies want to focus on their services 
and products only. Why yours is the best, how 
you can help people, why they should buy. But 
people are multifaceted and they like to see a 
business that is too. 

Consider the following

- What values do you have as a company out-
side of selling products? (liveable wages, green 
living, donating profits to charity)

- If your company was a person, how would 

you describe them? (fun and quirky, cool and 
relaxed, professional and official)

- How can you engage or communicate more 
with your customers? (direct messaging, run-
ning polls on social media, asking for engage-
ment “comment which scent you’re most excit-
ed about!”)

Your existing customers may know you make 
organic soaps and lotions. But as they interact 
with you or see your brand after purchasing, 
they want to know more about who you are. 
Show them you are worth buying from again, 
because you are interesting and have bigger 
goals than just sales. You are worth supporting 
because of your company values and what you 
stand for as a business.

4 BE A WELL-ROUNDED 
BRAND ONLINE



Remember one of the most important things a 
customer needs to make a purchase? Trust. An-
other way to build trust is by proving to custom-
ers you are the expert in your field. You want 
them to see you as their trusted resource for 
all questions. If you sell cleaning products, you 
want them to look you up the next time they 
have an impossible stain. You can build this rep-
utation by providing value in the content you 
share. 

Here are a few ways you can build yourself 
up as an expert

- Bring value and education to the content you 
share (blogs, social media posts, your website 
copy, etc.)

- Compare yourself with a competitor or “other 
industry brands” and show how you are better 
(think of Bounty paper towel commercials shar-
ing a side-by-side video of themselves and oth-
er paper towel brands cleaning up a spill)

- Get your name out there (the more people see 
you, the more they will consider you competent 
in what you do, compared to a brand they’ve 
never heard of)

As existing customers use your products and 
see your name everywhere, they will think twice 
before checking out your competitors. They will 
begin to see you as the expert in your field and 
stick with your products.

5 PROVE YOU ARE 
AN EXPERT



CONTINUE THE CONVERSATION

Business is about building relationships. With existing customers, you don’t 
have to spend time and money introducing yourself. They’ve already started 
the conversation with their purchase. Continue the conversation by showing 
them what else you offer, who you are as a company, or entice them to tell 
their friends about you.

Do you need help building revenue from existing customers? We’re here to 
help. Contact us today to talk more about your marketing strategy.



HOW TO CREATE A

LEAD MAGNET 
WORTH OPTING IN FOR

ncreasing your sales begins with fresh leads. Lead magnets are the perfect 
marketing tool to attract these leads. But what makes a lead magnet so en-
ticing that it’s irresistible? Here’s how to create an enticing lead magnet that 

your target audience can’t say no too! 

I



What is a Lead Magnet?
Most people reading this will already be in the 
know… But lead magnets offer consumers 
something of value in exchange for completing 
a specific action, typically giving you their con-
tact info like an email address or other means of 
communication like a phone number. 

The purpose is to get people who are curious 
about your business to say “Hey, I’m open to 
having a conversation with you.” Once you have 
their email or other information, you can con-
tinue the conversation and send them through 
your sales funnel.

What is not a Lead Magnet?
    Promotional Videos or content that 
    focuses on your products or services
    Client case studies
    Press releases

These are all valuable marketing tools. They all 
lead visitors to know more about you and per-
suade them to buy. But they are not lead mag-
nets. 

They should be on display for everyone to see. If 
you’re having a hard time distinguishing wheth-
er the marketing material you have should be 
used as a lead magnet or not, ask:

- Is this material valuable to a potential custom-
er in a way that is unique? In other words, does 
it share more about my industry that can’t be 
found easily anywhere else and build my repu-
tation as an industry expert?

- Does it address a pain point or interest of my 
target audience?

If you answered yes, then you have yourself a 
valuable lead magnet. If you answered no, con-
sider offering that material right on your website 
instead of behind a form.



Why Use a Lead Magnet
As a business, you always want to be digging up 
new leads. There are many ways to do this. Es-
sentially, a lead magnet gives you a list of people 
to work as warm leads. These are people who 
have their defenses down more than people 
who have never heard of you.

When someone opts in for your lead magnet, 
they’ll receive your offer, and you receive their 
information. You can now nurture these leads, 
typically through email or SMS marketing. 

Move these leads through your sales funnel by 
continuing the conversation and selling them 
your products and services.



7 Irresistible 
Lead Magnet Examples

Now that we’ve covered the basic elements of a lead magnet that will get your audience salivating, 
let’s look at some examples. Here are seven awesome lead magnets your website visitors will be 
happy they opted in for.

1. Free e-book
We’ve talked about how well e-books can convert in the past because they are a 
great way to provide value to those who opt-in. An e-book can be as small as 2,000 
words. The most successful free e-books are those that are rich in useful content 
that resonates with your audience and the perfect format to give pro tips for a spe-
cific topic. It could be a guide or “how to” on a topic that relates to your industry and 
audience.

Example: The Chiropractic Guide to Naturally Fighting Inflammation.

2. Templates
Proposals, email communications, and product launch plans are all examples of 
the template lead magnet. Templates share information by providing a skeleton for 
people to build upon. They can be as simple as a worksheet with questions to fill out, 
or as complex as a stellar sales email to be customized. This can be helpful for peo-
ple needing to make a business plan or learning how to craft fantastic communi-
cations. Templates are enticing because they offer to do the work for the customer.

Example: Tax Preparation Template for Small Businesses



3. Discount Codes
Who doesn’t love free coupons and discounts? Imagine seeing a banner on a web-
site offering 15% off. Wouldn’t you click on it? Discount code lead magnets are dually 
beneficial: you get the customer’s contact information, and you have a chance to 
make revenue right away as they have to make a purchase to redeem their reward. 

Example: Get 15% off your order with this coupon emailed to your inbox!

4. Exclusive Deals
Similar to discount codes, deals can be offered to “exclusive members” of your 
email or SMS list. This plays into a longer game with your email and SMS marketing 
strategies, as you’ll need to create content with deals for your members. This also 
serves as a way to build relationships with customers. Make them feel valuable as 
members by keeping them updated with the inside scoop.

Example: Become a free member to get exclusive deals!

5. Free Trials
Do you have an online tool or offer a monthly service? Give potential customers a 
free trial! Let them enjoy all the benefits for free for a limited time. Show them all of 
the awesome features of your service or tool. Pack so much value into your free trial 
they won’t be able to stop themselves from continuing their subscription after the 
trial.

Example: Enjoy the premium version free for 30 days!



6. Consultations
Consultations are perfect for customers who know what they need,but aren’t quite 
sure where to invest their money. In a consultation, you can review a customer’s 
situation and tell them how you can help. As a lead magnet this can be extreme-
ly valuable to you because the consultation tells you exactly what the customer 
needs. Your post-consultation messages should target their specific problem and 
how you can help. A consultation is great for many businesses including handy-
men, software companies, fashion experts, marketing experts, and more!

Example: Don’t know where to start? Let us help. Get your free consultation today!

7. Free Shipping Offers
Ready for another discount idea? This example is for companies who ship products 
to customers. Offering free shipping is another attractive freebie to offer within a 
lead magnet. Similar to discount codes, this offer is great because you get their 
information and likely revenue from the purchase they make redeeming their free 
delivery. It’s a win-win.

Example: Enter your email to receive a coupon for free delivery!



Get More Leads

Every business can benefit from a lead magnet strategy — or two! 
Whether you’re offering a free consultation, trial of your services, or an 
information-packed ebook, you’re providing value to a customer. In ex-
change, the customer happily hands over their email or phone num-
ber. You can use this contact information to target them with market-
ing strategies in the future. And you’re building customer relationships 
along the way. Lead magnets are truly a win-win.



Overwhelmed With Your
ONLINE MARKETING?

With all the different ways to market your business online it’s hard to know
where to focus your time and budget on. Are you reaching your audience
effectively or flushing money and time down the drain?

THAT CAN BE SCARY TO THINK ABOUT.

But it doesn’t have to be. Schedule a complimentary strategy session and we’ll 
show you exactly how to reach your audience online and generate more leads 
and sales

Telephone Number: (631) 259-7714
ApplePieBusinessConsulting.com

 JUST RESULTS
No gimmicks,

https://applepiebusinessconsulting.com/free-marketing-audit-checklist/

