
WEEK NINE 
MINDFUL MARKETING AN D  S O C I A L  M E D I A   

 
Marketing Tips  
 

1. Be Consistent With Your Content  
 
The most important aspect of creating content is to first know your area 
of expertise (your topic), what you’re passionate about and your 
audience. Having a good grasp on this information, as well as your brand, 
will drive the content that you create, the mediums you use and the 
platforms from which you share your message. As you’ve probably 
noticed, most of the ‘new’ information other people around you are 
sharing isn’t really new….there is just a new, unique spin on the same 
information you’ve already heard before. It is with this new spin that 
your ears perk up or you take a second look and something finally gets 
your attention. Think of how you can put your own twist, personality and 
story into the information that you share so that your perspective 
resonates with the people you desire to serve. 
 
In what mediums do you desire to create and distribute your own content 
based on what truly lights you up, your brand and what your community 
most responds to? 
 

☐  Video  

☐ Podcast 

☐ Radio Show 

☐ Tip of the Day 

☐ Quote of the Day 

☐ Newsletter  
	  
	  
Social Media 
 
Facebook, Twitter, Instagram, Pinterest, Periscope, LinkedIn 
 



If you’re brand new to creating content and sharing it consistently, you 
might want to start with just one of the mediums listed on the previous page. 
If you’ve tried a few of these in the past, you may want to incorporate a 
mixture of them each week.  
 
Next, create a content calendar to support you in staying focused and 
consistent in sharing value, communicating with others and cultivating a 
community of your own.  
 
If you ever feel ‘stuck’ in what topics to create content around create a 
monthly theme, or broad topic, and break it down into a sub-theme for each 
week of the month.  
 
For example, if you’re a Health Coach you might break your monthly 
content down like this:  
 
Content Theme for February: Creating a Healthier Kitchen  
Content Sub-Theme for Week 1: Pantry Cleanse  
Content Sub-Theme for Week 2: Healthy Family Dinner Recipes  
Content Sub-Theme for Week 3: Navigating the Grocery Store  
Content Sub-Theme for Week 4: How to Read a Label Example  
 
One of the easiest ways to develop content AND put your own spin on it is 
to incorporate stories from your own life. You are your brand and you are 
now living the life that you’re ideal clients desire to live. They are going to 
resonate most with your stories. This is something that you get to have a lot 
of fun with and share with others to generate conversation and engagement. 
Creating the content calendar isn’t meant to box you into a system, but 
rather is a supportive tool that acts as a container to hold the space you 
require to consistently build your own community.  
 
Create your own content calendar for the next 30 days and give it a try! 
Incorporate the ideas you have about attracting new people to your 
community through the online platforms where you can find your ideal 
clients.  
 
Start where you are.  If you only want to share content two days a week right 
now that’s fine. If you’re ready to create and share content daily, go for it!  
 



You’ll find that having a calendar will actually save you time, effort and 
energy in spinning your wheels to think up new content or wonder what you 
could be doing, in what way you could be doing it in and where you could 
be doing it. It really takes the pressure off and saves you hours a week. 
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2. Be Active On Social Media and Engage  
 
You’re probably part of a group, or multiple groups, online that have a main 
leader who is extremely interactive in that group. Think about the ways in 
which that leader engaged and interacted with the members of that group 
and what you admired. If it resonates with you, make it a priority to engage 
with your community on social platforms so that you get to know them and 
show that you care which gives them the opportunity to see your personality, 
style and expertise.  
 
 



Community Building Tips:  
1. Focus on groups in your niche  
2. Share content of others that your ideal clients might be interested in  
3. Share your own content  
4. Answer questions  
5. Ask questions  
6. Connect with relevant people  
7. Listen and respond  
8. Make comments  
 
You can cultivate a community atmosphere and build relationships on 
Facebook through:  
 
1. Starting your own free group and promoting it so that more of your ideal 
clients find out about you and join your community. This gives you the 
opportunity to invite them onto your email list.  
 
2. Running your own group program and incorporating a Private Facebook 
Group page as a bonus. This allows the members to get to know one another, 
share their successes, ask questions, gain a bit more access to you and your 
team and it allows you to share updates, information, ask questions, etc.  
 
3. Creating a Private Facebook Group for all of your Private Clients. If you 
haven’t launched a group program yet, you can add an additional bonus to 
your Private Client packages in the form of a Private Facebook Group. This 
allows them to engage with one another and you can pop in from time to 
time and see how they’re doing.  
 
 
Ways to Engage with your Facebook Group:  
 

1. Ask your community to share their own perspective (engagement, 
participation, interaction, relationship building)  

2. Ask for participation and engagement after al call – tagging people 
can encourage a higher level of engagement  

3. Ask your community to take a survey to get their input, feedback and 
opinions  

4. Offer a bonus training, tagging members, congratulating members and 
sharing in their celebrations  

5. Let others get to see a glimpse into your personal life 



3. Share Resources from Others  
 
Remember that the content you share doesn’t all have to come from you. 
The more you know your community you’ll know what other interests they 
have and can share valuable information like an article or blog. 
 

4. Live Events 
 
Depending on your business model, style and brand, incorporating live 
events into your community building strategy may be a direction you desire 
to go. Is this how you would like to bring people together who are in your 
community?  
 
 
Lead Magnet 
 
A lead magnet what you give people in exchange for them sharing their 
email address with you and permission to send them marketing materials in 
the future.   
 
 
Types of Lead Magnets 
 

• E-book 
• Free Report 
• E-Course 
• Audio Course 
• Single Audio File  
• Video 
• Webinars 
• Handout or Worksheet 

 
I like to create lead magnets that feel really inspired and joyful to me, most 
of mine right now are audio recordings of my teleclasses or worksheets.  
 
In most cases the people who are signing up to receive your free giveaway 
haven’t met you yet and so the content you provide for them becomes their 
first impression of you and has the potential to really give them a clear idea 
of who you are and what you stand for.   



How to Setup a Facebook Ad in Ads Manager 
 
1. First, read through the Facebook Ad Policy: 
 
https://www.facebook.com/help/adpolicy 
  
Revisit these about every 3 months to make sure you are in compliance with 
any updates.  
 
2. Second, make sure your opt-in page has a link to a Privacy Policy and 
Terms of Service. Here are the ones I am using, as examples:   
 
http://www.radicalnourishment.ca/privacy-policy 
 
http://www.radicalnourishment.ca/terms-of-website-use/ 
 
 
3. Go to Ads Manager:  
 
https://www.facebook.com/ads/manage 
 
You can also use the Power Editor, which has more options on it for 
advertisers. Ads Manager is quick and easy to work with so we will start 
with this.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Click Green Create Ad Button 
 

 
 
Choose Your Objective 
 

 
 



There are several options, in general you want to use increase conversions to 
your website, if you are encouraging traffic to go to an opt-in (email sign up 
page).  When you do this Facebook can track your ad to see how often 
people are clicking and this makes your leads more relevant and less costly.  
 
Enter the URL you want to drive traffic to  
 

 
 
Select the Conversion Tracking Pixel You are Going to Use  
 
If you do not have a Conversion Tracking Pixel, or if you don’t know what 
this is – it is a code you get from Facebook that can be installed on your 
website.  Unless you’re familiar with website creation and coding you’ll 
probably want to ask your web developer to install the Pixel on your site for 
you.  They will put the code in a hidden form on your website and whenever 
people click your link in facebook to go to your website, facebook will be 
able to keep track of that and tell you how many people visited your page.  
This will help you to understand which of your posts or ads are performing 
well.  
 



 
 
Enter in your targeting by location.  Cities, states and countries are 
options.  
 

 

 



Fill in Age, Gender, and Language  

 

Fill in your interest targeting  

As you can see, Facebook will start making suggestions based on what you are 
typing in.   



 

Set your budget and schedule  

$10 - $20 is a good test budget.  If I’m promoting a teleclass or training call I 
usually set the end date and time a few hours before the call begins.  If I’m 
doing a general ad to promote traffic to my website or Facebook page I may 
run it for a week or so and check in every day to make sure it is performing 
well (people are clicking on it regularly, I’m getting new people opting in to 
my website…)  



 

Pricing and Bidding  

Optimize for clicks and bid for clicks in the beginning, once you start to get 
opt-ins you can switch to optimizing for website conversions.  When facebook 
gives you a range, bid on the higher end.  They won’t charge you that much 
typically, but you’ll be able to get better ad placement.  

Name Your Ad Set  

I always try to name it something that easily and clearly describes the purpose 
of the ad.   

Select Your Images  

With Ads Manager you can upload 6 pictures and then see which ones people 
are clicking on more.  You can create pictures that will be sized perfectly in a 
free program like the one found on www.canva.com 



Facebook does not allow more than 20% of the image you post to be filled with 
text.  You can upload and check your image by visiting this link: 
http://www.social-contests.com/check-image/  When you are just getting 
started I recommend checking before hand so that Facebook will approve your 
ads.   

 

 

 

 

 

 

 

 



Connect Ad to your Business Facebook Page  

 

Fill in Headline, Text, Call to Action Button and under Advanced options 
Newsfeed Link Description 

Also click on the right hand placements where it says Desktop Newsfeed, 
Mobile Newsfeed, Right Column and Partner Mobile Apps to make sure that 
the ad looks good in all formats – I would recommend unchecking all of them 
except DESKTOP NEWSFEED – this will not show your ad to people when 
they are checking in on Facebook via their mobile phones and it won’t show it 
to them in the right column.   



 

Click Place Order  

 

You can also review your order first if you want.  Once your ad is approved 
you can go in and edit any portion of it that you want to, then it has to go 
through a re-approval process.   

	  


