
Business.govt.nz

 

Facebook for business: Tips for
your page
Many small businesses find a Facebook page is the cheapest way to get a digital
presence. It’s free, easy to set up and you can instantly connect with your customers
— even those without a Facebook account.

It pays to stay up to date with new features and best practice. Here’s how to get the
most out of your page.

Facebook offers huge opportunities for the country’s small businesses. Most New
Zealand Facebook users find brands and products on the site and more than half
engage with brands to learn more about them, according to a 2015 Nielsen survey.

Some businesses use their Facebook page as a stepping stone to getting their own
website. For others, the social media site more than meets their needs.

What you can do

Facebook offers key features that are ideal for small businesses. Like most business
websites, you can tell customers who you are, what you do and how to get in touch.

You can also set up clickable buttons to let customers:

book appointments
buy your products or services
join your loyalty programme
talk to you via Facebook’s Messenger app
post feedback and reviews.

A new feature currently only available on Facebook’s mobile app is Marketplace,
which you can use to buy and sell products. It’s not aimed specifically at small
businesses, but you can still use it to:

advertise jobs
research what consumers are buying in your area. 

Watch out for a desktop computer version that may be more suited to your business.

Getting an online presence (/getting-started/building-a-brand/getting-an-online-
presence/)

Avoid generic stock photos — use good quality images of what
you do and sell, and of your team.
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Add colour
Content you’ve created yourself is a proven winner with customers, especially videos.
They’re a great way to show customers who you are, what you do and how you do it.

Keep videos short and sweet. They don’t have to be Oscar-worthy short movies. Many
smartphones and tablets have apps that make editing a video a quick and painless
exercise.

Adding new ones regularly helps build your audience. 

Marketing and sales (/how-to-grow/boosting-sales/marketing-and-sales/)

Case study

Social media to lure customers

Wholefoods business The Kitchen has embraced Facebook as a tool to spread the
word and engage its growing customer base. It opened a café in Nelson’s CBD mid-
2016, where it runs workshops and cooking classes.

“Having a Facebook page was simply the easiest way for us to build anticipation
before opening and share locally to raise brand awareness,” says general manager
Grant Maxwell. “We solely relied on this and word of mouth — and it worked great!”

The Kitchen plans to grow, and Facebook is a key part of those plans.

“We now use Facebook as a tool for local engagement primarily, running promotions
and letting people know what’s going on at The Kitchen,” says Maxwell.

They don’t take bookings through Facebook, but customers can use their page to join
a loyalty programme and post reviews.

Also popular are photos of what’s on the menu and playful videos shot on-site. “We’ll
be adding much more video as this is what is engaging for customers,” says Maxwell.

Get the details right
There are no complicated systems to work out before you put something on your
page. Write it and click — your words are online for all to see.

That can be great if you want to make a quick change, eg update your Christmas
hours or showcase a special offer.

But it pays to double-check the details. One wrong digit on your contact number and
your phone could stop ringing. Get someone with an eye for detail to look over
important information on your page.
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Common mistakes
Missed messages: If you encourage customers to engage with you on your
Facebook page, make sure someone keeps an eye on it. This could be you, or a
trusted staff member. People love talking directly to businesses, but expect almost
instant replies to their questions. If you delay, you could end up losing customers.

Losing it: Customer complaints come through loud and clear on social media. If you
overreact, you risk your reaction becoming the day’s big story. Be clear, concise and
polite in your replies. If the customer is wrong, social media is not the place to point
that out.

How to handle customer complaints on social media (/news/how-to-handle-customer-
feedback-on-social-media/)

How helpful was this article?

 1 Star
 2 Star
 3 Star
 4 Star
 5 Star

Additional comments 

Submit

Related content

More  More

Ways to protect your name, brand and ideas

(/getting-started/building-a-brand/choosing-a-business-name/#e887)
(/getting-started/building-a-brand/choosing-a-business-name/#e887)
Find out more
(/getting-started/building-a-brand/choosing-a-business-name/#e887)

Test if you’re ready to grow
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(/how-to-grow/growth-and-innovation/test-if-you-are-ready-to-grow/#e137)

Are you and your business ripe to expand? Take our self-assessment test and find
out.

(/how-to-grow/growth-and-innovation/test-if-you-are-ready-to-grow/#e137)
Get started
(/how-to-grow/growth-and-innovation/test-if-you-are-ready-to-grow/#e137)

Research your market

(/getting-started/taking-the-first-steps/how-to-research-your-market-and-competitors/)

Knowing about your market and rivals is crucial, whether you’re starting, growing or
well established.

(/getting-started/taking-the-first-steps/how-to-research-your-market-and-competitors/)
Here's how
(/getting-started/taking-the-first-steps/how-to-research-your-market-and-competitors/)

Send us your ideas

(/join-us/send-us-your-ideas/#e3749)

What do you think should be on this site? Let us know, and then you and other users
can vote for your favourites.

(/join-us/send-us-your-ideas/#e3749)
Get in touch
(/join-us/send-us-your-ideas/#e3749)
(https://wpb.business.govt.nz/)

Use our DIY tool to create policies that best suit your staff and business.

(https://wpb.business.govt.nz/)
Get started
(https://wpb.business.govt.nz/)
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