
LEVERAGING 
SOCIAL MEDIA 
FOR SEO AND 
BRAND 
AWARENESS

How to Drive Traffic, 

Engage Audiences, 

and Enhance SEO 

Performance



WHAT WE DO FOR YOU
Hi, after our brief discussion yesterday, I feel that you are very aware that 
in a world where everything is increasingly digital, building your social 
media presence isn't just a nice-to-have—it’s a must for the long-term 
growth of your business. We feel that actively engaging with your 
audience on social platforms, is about doing much more than posting 
pictures. Your business can be creating an ongoing conversation that 
drives traffic to your website, enhances your SEO, and builds lasting 
brand awareness.

We think of social like planting seeds. 

Every post, comment, and share is a small investment in your brand’s 
visibility and trustworthiness. As you are very aware, over time, these 
interactions will compound, helping Google recognize your business as a 
credible and relevant source. We believe from evidence that,  not only 
does social improve your search rankings, but it also strengthens your 
relationship with your audience. Through our pre posting research we 
build your brand with strong keywords, to ensure your customer trusts 
your expertise, and are more likely to become loyal customers.

It is our passion to focus on your social media presence, so that you’re 
not only boosting your SEO today but also setting yourself up for 
consistent growth tomorrow—one meaningful connection at a time.



SOCIAL MEDIA

We feel that social media is no longer just about 
posting pretty pictures or catchy captions; it's a 
strategic tool that, when used effectively, can drive 
brand awareness, engage audiences, and even 
enhance SEO performance. 

Here's why:



CONTENT CREATION 

- WHAT IS IT?

1. Building SEO with Social Media:

 When you post on social media platforms like Instagram, LinkedIn, or Pinterest, 
you're not just creating content for your followers—you’re also building 
pathways that lead back to your website or digital platforms. This drives traffic, 
which Google and other search engines use as a key ranking factor. Engaging 
posts encourage shares, likes, and comments, creating a cycle of user 
interaction that amplifies visibility. Additionally, well-placed keywords and links 
in social posts can indirectly boost SEO, especially when your content gets 
shared or referenced on other websites.

2. Creating Consistent Brand Awareness:

 Brand awareness is the cornerstone of building a loyal customer base, and 
social media helps you maintain consistent touchpoints with your audience. 
Every time you share a post, whether it’s an educational article, a behind-the-
scenes look, or a case study, you're reinforcing your brand's identity. This 
creates recognition, trust, and engagement—all of which are vital for converting 
followers into customers. Over time, the more visible and recognizable your 
brand becomes, the more it is associated with authority in your niche, 
contributing to higher rankings in search engines.



3. Transposing Information into Social 
Posts:
To translate your content effectively into social posts that capture Google’s attention, use 
a few key strategies:

Use of Keywords: Incorporate relevant keywords in your post captions and hashtags. 
While social media isn’t indexed the same way as a blog or web page, these keywords can 
still trigger engagement and help your posts be discoverable on the platform’s own 
search features.

Backlinks: Include links to your website or other relevant content, which can drive traffic 
back to your site and help build backlinks, a crucial SEO factor.

Engaging Calls to Action (CTAs): Encouraging users to engage with your content 
(through likes, shares, comments, or visiting a linked page) can help improve social 
signals—indicators of content quality that search engines pick up on.

When done thoughtfully, social media becomes more than a broadcasting tool—it 
transforms into a driving force behind SEO, brand awareness, and ultimately, business 
growth.

 It makes sense that a person who types words like “buy,” “cheap,” or “review” into a 
search engine is likely up to

 more than just casual browsing, right? He or she intends to make a purchase, and 
these are moments you want to

 capitalize on with your SEO strategy within your social postings.



HOW DO WE USE VALUABLE 

KEYWORDS

We will create a spreadsheet with focused keywords on your buyer 
journey and the stage in which we are targeting.  These keywords 
become part of your social post and through time become a strong 
assistance to the SEO outcomes and your buyer journey. 

Firstly, we would map out your business’ 
customer journey and assign phases based on 
customer awareness, I show you below how we 
break down the stages and keywords 
accordingly:



WHY ARE KEYWORDS 

IMPORTANT?

 It makes sense that a person who types words like “buy,” 
“cheap,” or “review” into a search engine is likely up to 
more than just casual browsing, right? He or she intends 
to make a purchase, and these are moments you want to 
capitalize on with your SEO strategy within your social 
postings.

 If you’re targeting broad keywords that are only vaguely 
relevant to what you’re offering rather than specific 
keywords that mark buyer intent, you’re undoubtedly 
missing out on sales. Your planned social posting can 
stop this from happening by using buyer intent keywords 
within your social to ensure you are targeting those 
ready for the purchase.



THE KEY ELEMENTS OF 

CONTENT CREATION
Ideation

Ideation is the first step in content creation where we brainstorm and generating ideas for content that aligns with 

your goals and target audience. We research your competition, what you have been doing and where your industry 

is trending.

Research

Research is a crucial element in content creation, as it involves gathering information and data to support your ideas 

and ensure that your content is accurate and relevant.

Writing

Writing is another key element in content creation, as it involves crafting compelling and engaging content that 

resonates with your target audience and conveys your message effectively. Utilising those buyer intent words in your 

social that ensures you are targeting your social to where the money lies in the buyer journey.

Design

Design is a critical element in content creation, as it involves creating visual elements, such as images, graphics, and 

videos, that complement your content and enhance its impact. We will continue with your brand tone and where 

necessary make suggestions to enhance your social.

Distribution

Distribution is the final key element in content creation, ensuring that your content hits  our target audience through 

the appropriate channels that your customers are on, we like to not just focus on social media, but encourage email 

marketing, and SEO.



RESEARCH

Keyword Research

Keyword research is a valuable technique for understanding what topics and 

phrases your target audience is searching for online. This information can inform 

your content strategy and help you create high-quality content that is relevant to 

your audience.

Competitor Analysis

Conducting competitor analysis can provide valuable insights into what your 

competitors are doing well and where you can differentiate yourself. This 

information can help you create more comprehensive and effective content.

User Surveys

User surveys can provide valuable feedback on your content and help you 

understand what your audience likes and dislikes. This information can help you 

create more engaging and relevant content that resonates with your audience.



Buyers Stage in the Journey:
Based on your current marketing and website communication:

Problem Aware: Potential customers are aware they need help with moving but may not 
be aware of the specific service offerings.

Solution Aware: They also target people actively looking for a removalist company but 
may be undecided between different providers.

Product Aware: Does your company have clear brand positioning and customer 
testimonials, targeting customers who know about [niche] companies and are comparing 
services.

Buying Decision: Your company provides [easy online tools ] (what does your company 
supply) to encourage quick decision-making once the customer is convinced.



WHAT ARE THESE PHASES OF THE CUSTOMER 
JOURNEY:

 Unaware: Customers in this phase do not know they have a problem.

 Problem Aware: Customers recognize they have a problem but don't 
know how to solve it.

 Solution Aware: Customers understand the available solutions but 
don't know which product or service to choose.

 Product Aware: Customers know your product or service exists and 
are weighing it against competitors.

In addition to the initial phases, we like to include: 

 Buying Decision/Action: Customers are ready to purchase and need 
assurance and clarity about the process.

 Implementation/Up-Selling: Post-purchase, customers are guided 
through successful implementation and exposed to additional 
services or features.

 Customer Success: The company ensures ongoing support, leading 
to loyalty and potential upsells.



Example Keywords and Their Corresponding Phases we would use for Optimove:

We can categorize keywords based on their alignment with each phase of the customer journey. 

Here's a sample table for general small business that does this:

Keyword                                                                                  Customer Journey Phase

Best small business accounting software Solution Aware

Small business marketing strategies Solution Aware

Cost of hiring a business consultant Buying Decision

SEO services for small businesses Solution Aware

Social media management tools 

comparison
Product Aware

How to reduce business expenses Problem Aware

Get a free small business logo design quote Buying Decision

Business coaches near me Solution Aware

Small business software reviews Product Aware

Post-launch support for small businesses Implementation/Up-Selling

Marketing automation for small business Problem Aware

Productivity tips for small business owners Customer Success



Explanation on how we use the keywords:

Problem Aware: Keywords like “reduce business expense" or “marketing automation" indicate that the customer 
knows they need help moving but aren't sure what the exact solution is.

Solution Aware: Keywords like “best accounting software" or “marketing strategies" show customers are actively 
looking for solutions but may not know which service to choose.

Product Aware: Keywords like “affordable websites" or “{business’} reviews" demonstrate that the customer is 
comparing products and considering their options.

Buying Decision: Keywords such as “Logo quotes" are used when the customer is ready to make a decision and 
needs a final nudge.

Implementation/Up-Selling: Terms like “Post-launch support" are relevant post-purchase, offering additional 
services to enhance customer success.

By assigning keywords to these phases, Your business can tailor their messaging to guide customers through 
the decision-making process, from recognizing their problem to feeling successful post-move.



COMPETITION IN YOUR INDUSTRY:

 We analyze your competition and their social media strategies on 

an ongoing basis to identify what is working for them. This crucial 

step helps us craft your social content calendar to ensure that we 

capitalize on every potential opportunity as it arises.

 In your industry, competition in Australia is intense, with many small 

to medium-sized companies vying for local, interstate, and even 

international attention. The services offered range from budget-

friendly options to premium, full-service solutions, including packing, 

storage, and post-move assistance.

 We meticulously break down this competitive landscape to 

pinpoint your position in the market, identifying key players and 

opportunities for growth. By digging deep into your niche, we 

uncover actionable insights to help you stand out and thrive in this 

competitive environment.



1. DIRECT COMPETITORS:
These are companies offering similar services to your business, focusing on your 
niche products within major cities like:  list the areas of competition.

2. Indirect Competitors:

These are companies or platforms that may not directly 
compete in terms of physical moving services but offer 
alternative solutions that can cut into the traditional 
removalist market.

3. Industry Challenges & Opportunities

The key challenges in many industries often relate to 

balancing customer service, competitive pricing, 

and operational efficiency. Companies face 

pressure to maintain competitive rates while 

delivering high-quality services, especially when 

handling specialized tasks or offering additional 

services such as packaging, storage, or cleaning. 

Ensuring that these standards are met without 

sacrificing efficiency is a common hurdle.



Trends and Opportunities for Social Posting:

Eco-Friendly Options: Consumers are becoming increasingly aware of environmental 
impact. Many companies are now offering sustainable options, such as eco-friendly 
packaging and carbon-offset services. This trend presents opportunities for 
differentiation and aligns with the growing demand for eco-conscious business practices 
across social platforms.

Tech Integration: The use of digital platforms and mobile apps to streamline processes, 
such as booking and tracking, is another emerging trend. Companies that effectively 
integrate these technologies are gaining a competitive edge, and showcasing this 
innovation can enhance customer satisfaction and loyalty.

Personalized Services: High-end businesses that offer tailored, premium services are 
building strong customer loyalty. Personalized experiences, especially those meeting 
specific customer needs, are helping these companies stand out in their markets.



4. MARKET POSITIONING & KEY DIFFERENTIATORS:

 Your companies competitive advantage appears to lie in its [customer-first approach]. Your 
attention to detail, clear pricing, and the care you take with customer [product], you as a trusted 
name in the [defined market]. You appear to target both budget-conscious consumers looking for 
[product] and premium customers needing [product], making you versatile.

 These are all strong points to focus on when using customer psychology to build awareness and 
ensure you maintain their interest throughout the buyer journey.

 Defining your current market position and your key differentiators is important to be able to target 
your potential market.  Know your industry and your buyer persona to minimise your $$ spend 
targeting the wrong platform.



THEIR COMPETITORS OFTEN DIFFERENTIATE 
BY:

 Pricing Models: Understand their pricing and how 
they portray their products to the market.

 Service Specialization: Do you offer a difference?  
List your specialised services or differentiated 
product and use it in your social.



5. COMPARISON OF PHASES FOR 

SOLUTION AWARENESS AND 

BUYING DECISION:

 To better understand how your company fits within the customer journey:

 Problem Aware: Customers might search for “wide niche" or “longtail keyword" when they realize they need help with an 
upcoming [problem] but are not yet solution-aware. Competitors like [look at your competition] are also in this space, 
targeting broad audiences.

 Solution Aware: When customers compare specific solutions, terms like “longtail keyword" bring your company into 
direct competition with high-quality players.

 Buying Decision: Customers ready to make a decision often look for “more defined keywords." Your company competes 
by offering [list your benefits].

 Up-Selling/Customer Success: Offering additional services like [list services and define their solution] gives your 
company a chance to upsell. Competitors offering [list] packages also excel in this phase.

 By understanding the competitive landscape and aligning services with customer needs at each stage, your company 
can further differentiate its offerings and target both price-sensitive and service-oriented customers effectively.



DISTRIBUTION

Social Media

Social media is a powerful tool for content distribution. We'll discuss how to use social media 
to promote your content and engage with your audience.

Email Marketing

Email marketing is an effective way to reach your target audience directly. We'll discuss 
how to create effective email campaigns that drive traffic to your content.

Search Engine Optimization

Search engine optimization (SEO) is critical for getting your content found online. We'll 
discuss best practices for optimizing your content for search engines.

Measuring Effectiveness

Measuring the effectiveness of your content is essential for understanding what works and 
what doesn't. We'll discuss key metrics to track and how to use those metrics to improve 
your content.



BEST PRACTICES FOR CREATING 

ENGAGING CONTENT

Target Audience

Focusing on your audience's needs and interests is a crucial aspect of creating 
engaging content. This requires researching your audience's demographics, 
preferences, and pain points, and tailoring your content to their interests and 
needs.

Storytelling and Emotion

Using storytelling and emotion to create engaging content can help you 
connect with your audience on a deeper level. This involves weaving a narrative 
that evokes emotions such as joy, sadness, fear, or excitement, and resonates 
with your audience's experiences and values.

Fresh and Relevant

Keeping your content fresh and relevant is essential to maintaining your 
audience's interest and engagement. This means staying up-to-date with the 
latest industry trends, news, and developments, and being open to 
experimenting with new formats, styles, and platforms.



FOCUS ON YOUR 

AUDIENCE

Identifying Audience Needs and 
Interests

Effective content is tailored to your 
target audience. By conducting user 
surveys and social media analytics, you 
can identify your audience's needs and 
interests to create content that 
resonates with them.

Creating Buyer Personas

Buyer personas are fictional 
representations of your ideal customers. 
By creating detailed buyer personas, 
you can better understand your 
audience's motivations and pain points 
and create content that addresses their 
specific needs.



USING ANECDOTES

 Anecdotes are short stories that 

illustrate a point.

 By using anecdotes, you can 

create a personal connection with 

your audience.

 Make your content more relatable 

and engaging.



EVOKING EMPATHY 

AND EMOTION

 Emotion is a powerful tool for engaging 

your audience.

 By evoking empathy and emotion, you 

can create a personal connection with 

your audience.

 This makes your content more 

memorable and impactful.



KEEP YOUR 
CONTENT FRESH 
AND RELEVANT

Evergreen Content

Creating evergreen content is a technique for 
keeping your content relevant over time. It means 
focusing on topics and ideas that are timeless 
and not tied to a specific time or trend.

Current Events and Trends

Responding to current events and trends is also a 
way to keep your content fresh and relevant. It 
means being aware of what's happening in your 
industry or community and creating content that 
addresses those topics.



EVERGREEN 

CONTENT

 Creating evergreen content is a 

technique for keeping your 

content relevant over time.

 It means focusing on topics and 

ideas that are timeless and not 

tied to a specific time or trend.



TRENDING TOPICS IN 

CONTENT CREATION

 Stay on top of current events and 
trends in your industry

 Tailor content to address the latest 
developments in your field

 Use data and analytics to identify 
emerging trends and respond 
quickly



READY TO TAKE YOUR 
SOCIAL MEDIA PRESENCE 
TO THE NEXT LEVEL?

Let’s work together to turn your 
existing strong efforts and future posts 
into powerful tools that drive traffic, 
boost your SEO, and grow your 
brand. 

I will help you maintain a social 
media plan that continues to 

engage your audience and fuel 
long-term success. 

Let’s create social that ensures your 
organic media continues to work 
effectively for you!
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