
Think about what your competitors are doing now.
Are they in a panic and shutting down all their marketing
avenues?
If you choose to lie low during the Coronavirus shutdown, you’re
leaving yourself wide open to your competitors’ marketing.
During the last economic downturn, it was the businesses that
kept marketing who came through strongest and with a bigger
share of the local market.
This works both ways - if your competitors’ marketing come to
an abrupt stop, they are no longer at the forefront of customer's
minds.
You now have a fantastic opportunity to plough ahead and come
out on top when the time comes to reopen. 
Let's think: Your clients are online more than ever because of the
social distancing restrictions. Who is grabbing their attention?
You, or your local competitor? In these uncertain times, you need
to minimise the damage to your business and lead the way to
success when you reopen.

marketing
survival
guide.

Utilise your extra time during shutdown



customers.
Your initial reaction may well be to bury your head in the sand, cut your budget
and wait until COVID-19 has dissipated. However, good business sense would
suggest otherwise.

How much is a customer worth to your business?
Let's say your average customer spend per visit is £35.
This customer comes in every 3 weeks over the year.
This equates to roughly 17 visits over a 12 month period.
The total annual revenue from that customer is £595.
If this customer continues with your business for 5 years...
£595 x 5 = total £2,975 [and this is not taking into account any retail purchases,
additional visits, price increases etc]
 
If your business loses just 10 customers to competitors when you reopen, that’s a
minimum of £29,750 revenue walking out of your door.

Your premises may be closed, but that doesn’t mean you can press pause on your
customers over the coming weeks. If you do, you’ll likely pay the price when you
reopen. Maintaining regular, consistent contact with your existing customer base is
key to ensuring they return to your business, and not your competitors when you are
back up and running.
You need to interact with them regularly. Reassure them and remind them why they
chose your business.
Because if you don’t, your competitors will.
Everyone is online more than usual right now.
Everyone has more time on their hands and people are looking to be entertained,
engaged and even educated.
If your customers social media feed is full of regular engaging content from your
competitors, but nothing from your business, before you know it, your customers will
be visiting your competitors’ websites, reading their blogs, and subscribing to their
newsletters.
Would you feel comfortable with your competitors having your clients’ email
addresses?
Radio silence over the next few weeks is not going to keep your customer.
Neither is a last minute marketing effort the week before you reopen after COVID-19.
Your customers may have already decided to try out your competitor.
Your marketing budget, both time and money, may appear to be a quick fix when you
look at cost cutting, but it is a short lived fix that will hit your bottom line when you
reopen.
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offerings.
When a business bounces back quickly from a crisis, it is never down to luck.
Fast recoveries happen because they are prepared.
During the COVID-19 shutdown, you can crack on with all the aspects of your
business that you have never had enough time to do.
Look at using this extra time to improve your client experience so when you reopen
you absolutely knock their socks off.
Everyone is feeling the pinch with their business and personal budgets at the
moment so let's look at actionable ideas that need your time and input rather than
financial – practical ways to improve your business while closed.
 
Survey your customers to identify areas where you can improve.
Interview (remotely of course) your customers about their experience.
Most clients will be flattered to be asked and happy to support you during this
difficult time.
Ask open questions such as:
- What do you like about your product/service/visit?
- What could we do to make your experience even better?
- How do you find our phone/booking/customer service process?
- How did you first find out about us?
- What would you like to hear about on social media during COVID-19?
- How could we improve our website?

Answer honestly, when was the last time you devoted any time to looking at your
customer statistics? You can learn so much about marketing your business from it.
- Who are your top 20% (top fifth) of clients?
- What common characteristics do they have?
- Can you identify any patterns or behaviours?
- Which products or services do this top 20% purchase?

When restrictions are relaxed - visit your premises with fresh eyes and view it from a
customer perspective. Would it benefit from a lick of paint? A shuffle round of
furniture? Take a really good look around and see what improvements you can make.
You may not be able to do anything there and then, but make a to do list.
You’re taking steps in the right direction which will make for a better client
experience when you reopen.
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comms.
What practical steps are you able to take to improve your marketing
communication tools and ensure it’s your business that customers flock back to?
Not your competitors. There are several ways to get out ahead of your competition
after COVID-19.
 
- Uplift your social media platforms
- Sort online reviews/testimonials
- Pump up your SEO [search engine optimisation]
- Revamp local marketing efforts
- Upgrade salon marketing materials, branding and website

social media facelift.

▶ Update your cover photo
▶ Refresh your About page
▶ Change your pinned post
▶ Promote your services
▶ Add a call to action

▶ Assess your Facebook reviews
▶ Polish your content
▶ Upgrade your hashtags
▶ Stand out with a cover video
▶ What’s working?

▶ First impressions are important and this image is what your potential new
customers will see when visiting your page. Facebook recommends cover photos are
820 pixels wide by 312 pixels tall. This will work on both a desktop and a mobile device,
although mobile devices will likely only show the middle section of your image as the
screen is much narrower than the desktop version.
▶ Have you completed every relevant field? Are there working links to your
website and other social profiles? Is your essential information correct and up to date
- location, contact details, opening hours?
▶ There's nothing more likely to make your page appear out of date than a pinned
post promoting an event or competition from long ago. A pinned post need regular
changing to stay current and avoid looking stale. Make a note when you pin a post to
revisit it in a week or so to check on relevance.
▶ Did you know you can list services on your page to show potential customers what
you offer? Many businesses aren't doing this but it’s a great way to promote your
services at a glance. Just go in to your page settings and activate the services tab
then add your services!
▶ Facebook is no different to any other marketing channel; you need to lead clients
towards your end goal (book an appointment, pick up the phone or visit your website
for example) with a call to action (CTA). This CTA simply tells them what you’d like
them to do next. 

●●●
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comms.
▶ You can’t change or delete Facebook reviews [you’re stuck with them] so if your
spring-clean shows a handful of outdated, mediocre reviews you need to jump into
marketing mode. Here are a few easy tips to encourage customers to leave a review:
- Remind clients while they are at your business. Pop strut cards asking for reviews on
reception etc.
- Ask for Facebook reviews in your email newsletters - don’t forget to include the link
to your Page, this sounds obvious but often forgotten.
- Reply to every review and thank them for taking the time and trouble. We all like to
feel appreciated!
- Never offer incentives for Facebook reviews. It is unethical and against Facebook
Terms.
- Get your reviews to work even harder for your business by creating testimonial
graphics with them to post on your page. If there is a great review on your page from
a little while ago, there’s no reason why you can't use it again in a different format.
Add it to your website too!

●●●

▶ Don't post just anything - only post when you have something worthwhile to say
that will engage, educate, entertain or showcase your expertise to potential
customers. Watch your content is consistent with your brand image and always keep
an eye out for spelling errors. Sloppy posts suggest sloppy standards to customers.
▶ Make the most of #hashtags. The hashtag is the most popular means of
categorising content across social media platforms as it's super easy for people to
discover your content. On the flip side, it also allows you to find relevant content
from other people and businesses. You can connect and engage with other social
media users based on common themes or interests.
▶ Consider a cover video.
Guidelines for cover videos: Keep videos to 20-90 seconds. They should be 820 x 312
pixels in size. Cover videos autoplay on mute when users visit your page and they
must click to enable sound. So, make sure your video makes sense and is engaging
without sound. Recommended file format: MP4 or MOV.
▶ Facebook Insights show the types of post that are getting the most engagement in
the form of comments, replies, reviews, shares and likes. Check to see how much
traffic is going back to your website too [you can do this by looking at your Google
Analytics]
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comms.

●●●

▶ 72% of consumers say that positive reviews make them trust a local business more.
This is the reason behind keeping an eye on your online testimonials - make sure you
know what your customers are saying about you, because potential customers
are hearing it.
▶ Do you have a system to encourage customers to review you on Google, Facebook
or other platforms? If not, this quiet time can be used to put one in place. And if you do
have a review system, does it need a revamp?
▶ This is another place where a call to action is essential - don't wait and hope that
your customers will voluntarily leave you a review - ask them. 
▶ Don't forget that it is unethical to offer incentives in exchange for reviews.

▶ With people stuck at home during COVID-19 there are more people than ever online
so make sure your business is easy to find! Here are some things you can do now:

▶ Refresh your website content. Use the quiet time to carefully check each page of
your website, remove outdated content, check that all of your links work and all
information is current. Add client testimonials. Little changes like this will add up to
improve customer experience on your website.
▶ Keep that valuable Google ranking (SEO). Keeping your website up to date with
engaging content helps rank you higher on Google. Search engine optimisation (SEO)
takes constant work otherwise you start to slip below your local competitors on
Google searches.

online reviews.

online presence.

▶ Google Business: change your opening hours if you’re shut or have reduced hours
due to COVID-19. Keep this updated as things change.
▶ Put a clear notice on your homepage confirming your position. Update immediately
if there are any changes. As soon as you know when you're definitely going to reopen,
change the notice and make it clear when customers can start coming back.

▶ Email marketing is often overlooked, but if you aren't utilising it you’re missing out
on a powerful method of communication. Unlike social media, you are in the driving
seat with email marketing. A well written email campaign can reach around 98% of
your customer database, while Facebook posts may only reach 4-10% of your page
audience. It’s the ideal way to keep engaging with your customers during your
shutdown. Don’t stop once you’re back up and running though - it’s one of the most
valuable marketing tools you have.

"Don't be tempted to email out massive discounts to entice your

customers back when you reopen! By all means offer them incentives,

but adding value to full price products or services won't hit your

bottom line too hard"
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comms.
local marketing.

promo upgrade.

▶ We may be practicing social distancing at the moment, but it's necessary to think
longer term when it comes to marketing your small business.
▶ Partnering with relevant local businesses who have a similar target audience to you
is a cheap yet highly effective marketing tool. Use your downtime to reach out to local
business owners, set up an online meeting and map out how you can support each
other with marketing and promotions. So, when you reopen, you’ll have a ready-made,
brand new local audience.

▶ Is it time to upgrade any of your marketing materials? You may not want to spend
right now, but there is no harm in reviewing any printed materials while you have some
extra time. Things like price lists, appointment or loyalty cards, business graphics,
flyers etc. If they're in need of a refresh, mark up the changes now, so when you do
feel you can get new ones designed and printed, they’ll be ready to go.
▶ If you have an email system set up - you can review any standard automated
templates for birthdays, appointment reminders etc. Can you add any personalised
touches so they seem more friendly, or streamline the branding so it's clear they're
from you?

click here to join

our mailing listwww.metamorfosisdesign.co.uk

@metamorfosiswirral

info@metamorfosisdesign.co.uk

The most important thing right now is keeping yourselves

and your families safe, but there's no harm in utlising

your extra time to ensure your business is more likely to

ride this storm. If you need any support or guidance with

working through the steps in this guide, you're welcome

to contact via info@metamorfosisdesign.co.uk - we are

still 'business as usual' for all your design & marketing

needs, with prices that won't break the bank.

contact us.
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