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EXECUTIVE SUMMARY
An online presence is not enough in today’s digital world, where users expect to engage 
with their favorite brands. Companies must invest in keeping up with emerging digital trends 
to best reach their target demographics while continuously judging which platforms best 
fit their specific needs. Social media has changed the way people discover and make 
choices about what they consume. Companies need someone who is truly invested in 
their brand to create and continue to develop their personalized voice to reach its goals. 

The goals of this Social Media Handbook are to develop strategies to optimize Keicher digital 
channels to better communicate the company’s brand and to make recommendations 
for ways in which Keicher may better engage with target personas online. These strategies 
are designed to work together, powering brand awareness, international expansion and 
engagement, to ultimately increase sales.
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METHODOLOGY

In order to develop relevant and realistic strategies, I have conducted an audit of Keicher’s 
current social media presence.

With the result in mind, I have prepared a detailed roadmap to ensure future success, 
highlighting how current initiatives can be refined to produce even better results going 
forward. Instead of focusing on an analysis of your competitors’ strengths and weaknesses, 
I focus on Keicher as a market leader, suggesting innovative ways the company can 
differentiate its unique position in the market to attract more customers from its desired 
demographic.



GOALS AND OBJECTIVES
At the moment, the main marketing goal of Keicher is to expand sales of finished plants 
and young plants. In the near future, the company would like to be able to sell the plants 
directly to the consumer, rather than the plants being sold to consumers through the 
middle man. 

In our increasingly digital world, social media has become an essential marketing channel 
for all businesses. Prospective clients visit your social platforms to gather information on 
the product including its quality and the environment in which it is grown, the philosophy 
and character of the company, and finally shipping and packaging procedures. In 
many ways, the character of the business is defined and disseminated through its social 
networks, exerting significant influence on prospective clients. Keicher must ensure that its 
own unique brand is clearly and consistently conveyed across all platforms.

1. Increase brand awareness
2. Develop brand recognition worldwide
3. Widen/specify target audience
4. Confirm Keicher’s credibility and market leadership

Leveraging my understanding of Keicher’s core values, marketing strategy 
and overall marketing goals, I am recommending a social media branding 
strategy that focuses on the following goals:

1. Does Keicher use consistent colors, images and graphics?
2. Does the content shared through social platforms match what 

is found on the website?
3. Does current content reflect Keicher’s core values and goals?

In order to develop content that is consistently on-brand in terms of substance 
and visual appeal, I have examined how effectively Keicher’s social media 
presence reflects and extends the company’s identity. I asked the following 
questions:



CUSTOMER PROFILES

Location:
throughout Lazio and 

Campania
Buying trends:

buys the most product out 
of all customers, resells 
product at higher price

Strategy:
eliminate by increasing 

sales to other customers, 
specifically end 

consumers

Location:
Italy, Europe, worldwide.

Buying Trends:
none yet

Challenges:
Keicher does not yet 

market directly to the end 
consumer, desires to 

create online store for this 
demographic

Strategy:
create online store 
through the website 

and use Facebook and 
Instagram advertising to 

target

Location:
mostly Italy, some 

European countries, 
small amount worldwide

Buying Trends:
finished product and 

young plants
Challenges:

small yearly window for 
buying finished product

Opportunity:
increase targeting to 
those who would buy 

young plants as Keicher 
produces and sells 

year-round
Strategy:

increase brand 
recognition by 

producing consistent 
high-quality content 

across all platforms and 
utilize Facebook ads to 

target directly

Market People End ConsumerOther Growers

Customer profiling is a way to create a portrait of your customers to help you make 
decisions concerning how to reach them. Your customers are broken down into 
groups of customers sharing similar goals and characteristics and each group is 
given a representative with a name and a description.

I have created three customer profiles based on current trends as well as what 
Keicher plans for the future.



A company’s voice is often something that gets overlooked when the marketing plan is 
developed. However, it is one of the most important parts of distinguishing your company 
from your competitors. A company’s voice is a combination of multiple elements, such as 
overall marketing goals and key messages, as well as the personality behind the brand.

A voice is most easily developed by first defining these elements and then summarizing 
the personality of the brand in just a few words. Is Keicher friendly? Warm? Authoritative? 
Professional? By developing the voice, the company is setting the tone for its entire social 
media strategy and creating the way in which it wants to be seen as a brand.

KEY MESSAGES

I have developed a few key messages that I believe are in line with the overall 
marketing strategy and current social media activity of Keicher:

1. Keicher is unique and knowledgeable, and a leader in its market.
2. Keicher is a family-run, trustworthy business.
3. Keicher is a local business that customers can interact with.
4. Keicher delivers high quality products.

Keicher has the opportunity to realize the potential of social media in order to increase 
brand awareness and recognition, engagement with customers, and ultimately, sales. 
Further, it will give the company the potential to widen and specify their target demographic 
as their current audience does not yet reflect active customers. 

The current social media strategy has a good base but is inconsistent and needs 
attention. The website is incomplete and does not reflect the voice presented by the 
Facebook page. The Facebook has some positive content and engagement, but is not 
consistently active. By implementing changes in website design, posting more frequently 
and diversifying content on social media, as well as introducing of new social media 
channels, the company will have the potential to achieve their desired goals.

With social media engagement on the rise, now is the time to consider how branding will 
influence sales in 2017 - how changes to Keicher’s social image can effectively engage 
and convert more target personas.

DEVELOP YOUR VOICE



Brand consistency is essential for any successful marketing 
strategy. By delivering a consistent message to clients, 
the company is no longer convincing consumers to buy 
its product, but rather it is communicating an image of the 
brand so synonymous with the product experience that the 
consumer sees the Keicher logo and immediately thinks 
about his or her next purchase without the company having 
to ask explicitly.

Consistency makes a brand more dependable. A brand 
that communicates various differing messages is unlikely to 
appear dependable in the mind of the consumer.

Finally, consumers trust brands they recognize. Purchasing is 
more of an emotional decision than a practical one, and part 
of engaging the right emotions with potential clients is making 
them feel like the brand can be trusted. Brand consistency 
is part of building trust. By giving consumers a dependable 
experience across all channels Keicher is communicating 
that its product is just as dependable.

BRAND CONSISTENCY FACEBOOK

Expanding social reach is all about getting more followers, fans, and likes to increase 
interest. In order to make social media an effective lead generation machine, Keicher first 
needs to generate a following. This can first be achieved by posting frequency. Posting 
more frequently will increase brand awareness and potentially increase engagement with 
customers. Frequent successful posts will also be rewarded by Facebook by attaining 
higher organic reach. In general, it is good practice to post anywhere from 3-5 times per 
week on Facebook.

EXPANDING SOCIAL REACH

1. Links (to the blog or an outside resource)
2. Photo/Video
3. Quotes
4. Tips
5. Fun Facts
6. Questions

There are many different types of posts Keicher can choose from.
Some types of posts include:



Using calls to action within each post help the audience to respond the way Keicher 
wants them to. People respond better when they are being told specifically what to do, so 
when Keicher is creating a call to action, think of what it wants the customer to do. Does it 
want them to engage with the post? Does it want them to like the Facebook page? Does 
it want them to visit the website?

CALL TO ACTION

Here are a couple of examples:

1. When posting a picture of a finished product, Keicher 
should ask its customers, “How big do you think this 
flower is in real life?

2. When posting a picture of a newly planted flower, link to 
the page on the Keicher website that tells the customer 
more about the rooted cuttings. 

BOOSTING
One way Keicher can strengthen the impact of its social media content, and increase 
international engagement online, is by “boosting” shared items on Facebook through 
paid advertising. Boosting creates an advertisement for content like blog posts or photos, 
placing these items directly on prospects’ timelines. Using targeted audiences, one can 
select recipients by country, interest, language, and gender, which would allow Keicher to 
target their international prospective clients with a high level of accuracy.

When Keicher shares a blog post called “How to Care for your Hibiscus” the company 
could boost the publication on Facebook, disseminating the post among a much wider, 
more effectively targeted audience. Promotion like this has a dramatic impact on likes 
and number of views - all of which can be tracked using Facebook analytics. Another 
example of a strong message to boost would be the one of the hashtag campaigns that 
best showcases the beauty and uniqueness of Keicher’s plants. Do not forget the calls to 
action on boosted posts!



QUICK GUIDE TO FACEBOOK ADS
As Keicher is positioning itself to target a new audience, building awareness is a key 
strategy that should be used in order to successfully reach the target consumer. Before 
Keicher can get people to buy its product, the company will need to build awareness. 
Awareness is about introducing the product to the world. Once people are aware of 
the product, the company should want them to seek further information. This is where 
Facebook advertising comes in. 

In this preliminary stage of building brand awareness, Keicher should select the advertising 
objective that sends people to its website for more information. 

With Facebook Ads, Keicher is able to target the desired audience. Targeting is one of 
the most important benefits of advertising online because it gives companies the ability 
to show their content to specific types of people. People on Facebook share their true 
interests, identities, life events, buying habits, and more. By targeting people based on 
location, age, language, interests, behaviors, and connections, Keicher can deliver its 
content to the people who will be the most likely to respond.

INSTALLING A FACEBOOK PIXEL
A strategy that Keicher might find to be helpful while still in the stage of defining the desired 
target audience would be to install a pixel on their Facebook ad sets. The Facebook 
pixel is a piece of code added to your website (as an invisible 1x1 pixel image) that the 
consumer will not see. The Facebook pixel allows the company to track who has been to 
a specific page on its website or completed a certain action on its website. It then allows 
the company to advertise to these individual people on Facebook through Facebook 
Ads. By creating a Facebook pixel and adding it to the pages of the Keicher website 
where conversions happen, like the checkout page, it will see who converts as a result of 
the Facebook Ads.

Companies may be asking: “How many of these new purchases are a result of my ad?” 
For objectives like website conversion, they can use the Facebook pixel to see how many 
of these purchases were made after someone clicked their ad. 



The primary Keicher website page is aesthetically pleasing in that it has a colorful, full-
page image background. Additionally, the option to view the website in two different 
languages helps to identify the company as an international brand. By designing each 
page to be consistently appealing, the Keicher website will be positioned to attract more 
customers.

WEBSITE

The homepage could improve with attention to Search Engine Optimization (SEO). SEO 
is a methodology of strategies used to increase the amount of visitors to a website by 
obtaining a high-ranking placement in the search results page of a search engine such 
as Google, Yahoo and other search engines. For example, using strategic words on the 
website homepage will increase placement in search results containing those words:

Our family-run business, located in Agro Pontino, Latina, Italy, specializes in the 
production of young and potted plants. The company was founded in 1985 by Dieter 

Keicher and continues to be managed by him with the contribution of his two sons, 
Axel and Daniel Keicher. We have proudly colored gardens and homes with beautiful 

flowers in our more than twenty years of experience with the near-exclusive production of 
Hibiscus Rosa Sinensis.

SEARCH ENGINE OPTIMIZATION

Other SEO recommendations would be to include information about why growing hibiscus 
in the Latina area is optimal as well as the fact that the company ships internationally. SEO 
is important for each page on the website, as each individual page is another opportunity 
for search engine results.

The individual pages are currently unfinished. The Product Pages would benefit from text 
explaining what the product is, how it is produced, and eventually information on how to 
purchase the product directly from Keicher’s online store. 

The current website is predominantly white. Add color to attract and engage customers, as 
well as to reflect the colors of the product. Each page on the website should be consistent 
in color and design. Choose colors that reflect earthy tones and hibiscus colors – green, 
yellow, red and orange. Choose a more neutral color for the background, and use the 
supporting colors for images and accents.



One way Keicher can enhance its branding on social media is by using personalized 
images to forge emotional connections with target clients. Images are a very important 
part of websites in today’s visual culture. 

It is important to showcase Keicher as a place where quality products are grown by a 
knowledgeable and caring family-run company, and the company’s social platforms 
are the ideal place to create that feeling of quality and reliability which in turn helps inspire 
sales.

To help the prospective customer decide whether to buy from Keicher, the company 
must ensure that content - both visual and text – display quality and reliability. Ideas for 
generating branded content include:

BUILD THE BRAND WITH IMAGES

The call to action (CTA) is an appeal to users, inviting their response. In digital marketing, 
the call to action is usually a button with text. Conversion is simply getting someone to 
respond to some kind of a call to action. A successful CTA results in a conversion. Most 
of the time, it involves a click or tap on a button.
There are many various types of CTAs. Keicher can use a CTA whenever it wants the user 
to do something or respond in some way. A CTA can be used to spur users to take any 
step: download a PDF, fill out a form, buy a product, or even just click through to another 
page.

CALL TO ACTION

• Images that show the growth 
process by farmers

• Images of the Keicher land
• Images of packaging
• Images at each stage in the 

plant’s growth

For CTA buttons to work, two things need to happen. The customer needs to find them 
without any effort, and they must instantly know what to do. Ideally, a company should 
include a CTA on each page of the website.

Here are some examples:

• buy buttons
• information-gathering forms
• read more
• social media share buttons
• help/online chat



Consider a blog section as an addition to the Keicher website. The blog can be used 
as a means to increase SEO as well as a place where the company can create content 
that helps potential customers connect and engage with them – eventually leading to an 
increase in sales.  

A blog gives companies the opportunity to create content that is relevant to their customers. 
Keicher can use this as a powerful marketing tool that drives people from its other networks 
back to the website. Additionally, every time Keicher writes a blog, it is creating one more 
indexed page on the website, which means one more opportunity to show up in search 
engines. By using keywords, topics and categories Keicher wants the business to be 
found with, you will be targeting to the correct audience.  
Blogging also helps create brand awareness through social media. When a company 
blogs, it is creating content that can not only be shared on social networks but that other 
people can share on their social networks as well. This, ultimately, exposes a business to 
new audiences and potential customers.
Blogging also helps to establish authority and knowledgeability in the sector. Keicher is 
in a near-exclusive market, and blogging original, well-written content can be used to 
present the company as an industry leader. Especially in the specialized and unique 
industry of hibiscus, Keicher has the opportunity to distinguish itself from its competitors. 
Further, the more Keicher shows that it is well-versed in its field, the more likely it is that the 
consumer will trust the company to supply what they need.

BLOG
By producing content directly on the website, clients are able to get to know the business 
or product from the comfort of the Keicher online home base and also have a reason to 
continue returning to the website. Keicher will build trust by being a reliable, consistent 
source of information. Consumers like to be informed about the products they are buying, 
and appreciate when it comes directly from the source.

Blog Content Ideas

How to Care for Hibiscus 
Tips for Transporting Hibiscus
Deadheading Hibiscus Flowers
Tips for Fertilizing
Tips for Pruning
Winter Care for Hibiscus



Google+ is an important marketing tool for small businesses. It is not like other engagement-
centric social media platforms, but rather an extension of Google services. The same 
strategies being used for Facebook will not work on Google+. 

Most users of Google+ view content rather than engage with it, but while it doesn’t do 
much for engagement, Google+ is huge for SEO. Google has full control over what 
appears at the top of search results. Therefore, it is no surprise that the first thing users will 
see when searching a specific company is their Google+ profile, and what is posted on 
the profile is automatically indexed by Google to appear in search results. By optimizing 
content and posting frequently, Keicher will have a greater opportunity to be discovered 
on Google.

Keicher can create a verified business listing that’s connected to a Google+ profile, and 
can simply recycle content that is used on other platforms. By doing this, users who 
search for the company will have the first impression that Keicher produces great content, 
and the platform will act as a bridge to the company’s other social networks.

Further, Google+ profiles are able to access Google Adwords, which is a platform 
that makes it easy to set up Google ads for the comapny. AdWords works by allowing 
advertisers to bid on keywords that are relevant to their business so that their ads are 
shown to users when these keywords are entered. Advertisers bid on keywords, rather 
than “buying” them outright, because AdWords functions in the same way as an auction 
to ensure that not only advertisers with the largest budgets can succeed.

GOOGLE+
With 500 million users and over 95 million posts per day, Instagram is one of the essential 
platforms for social media marketing. In fact, Instagram has recently released tools for 
its Instagram for Business platform. As of 2016, Instagram introduced the platform with a 
built-in analytics tool which allows companies to see who their followers are and which 
posts resonate best with their audience. 

Instagram is a platform where the company can show its human side. By showing off 
Keicher’s product, the place where it is grown and cared for, and the people who care 
for it, is is offering an invaluable window into the brand’s culture that produces brand 
recognition, consumer trust, and market leadership. 

INSTAGRAM

SETTING UP THE ACCOUNT

It is important to get started with Instagram in 
the right way. Initial steps include writing the 
profile bio, experimenting with the best times 
to post, and which hashtags to use. 

Name: KeicherHibiscus

Bio:
Family-run business located in 
Latina, Italy, sepcializing in the 
production of Hibiscus Rosa Sinesis
Ships worldwide
[link to website]

Profile Picture:
Company logo



Good practice would be to post at least four times per week on Instagram. As for the 
best time window for engagement, that will have to be determined by testing it out as 
the company goes along. Try posting at the same time each day for one week, and 
then change the posting time to see if it makes a difference. Generally, the best times for 
posting are early in the morning (7-9am), lunchtime (1-2pm), and late afternoon before 
dinnertime (5-6pm). It is important to consider multiple audiences if Keicher is attempting 
to reach customers across the world. Find a time that will reach the largest number of 
potential Keicher customers no matter where they are.

FREQUENCY AND TIME OF DAY

Product-Centric
Employee-Centric
Motivational Posts
Working/In The Field Posts
Videos/Boomerangs/Time-Lapse
Customer Reposts

CONTENT

#hibiscuslovers
#tropicalhibiscus
#hibiscus
#houseplants
#hibiscusrosasinensis
#fancyhibiscus
#greenthumb
#houseplants
#flowerstagram
#gardening
#floweroftheday

Use high-quality photos in order to best showcase 
the vibrant colors and impressive sizes of Keicher’s 
hibiscuses.

Hashtags are a great way to grow a following. Appropriate hashtags that are relevant to 
the company’s goals, content, and brand will help aggregate the images and will also 
associate them with trending topics. For example, brand the photos with the hashtag 
#KeicherHibiscus. Other hashtags Keicher may find useful are:

HASHTAGS



Previously, Instagram feeds displayed followers’ content in chronological order - 
whoever posted something most recently was at the top of your feed. But as of 
2016, Instagram designed an algorithm that now shows users’ the content they 
think users most likely want to see based on their past engagement. 

For marketers, followers who engage with the brand most are more likely to see 
these posts first, and those followers who do not engage have to scroll farther before 
they see the brand’s content. Try using eye-catching posts that work better for the 
desired audience audience if you see a downturn in engagement.

Do not forget to promote your Instagram on other social networks as well as in 
Keicher’s print marketing!

SOMETHING TO KEEP IN MIND

When a company is just starting out on Instagram, advertising can help build and 
audience where there is none. Once the Instagram account has been created, link it to 
the Keicher Facebook to get started with Instagram ads. Keicher can add the profile either 
to its Business Manager or through the business’s Page settings. Creating Instagram ads 
is just like creating Facebook ads. The only difference is to make sure to select Instagram 
in the Ad Preview section.

Budgeting
By setting a budget, Keicher is telling Facebook how much it is willing to spend on showing 
its ads to people in the desired target audience. A Daily Budget is the average amount it 
is willing to spend each day. The Lifetime Budget is the amount it is willing to spend over 
the duration of the ad set.

Facebook Ads has undergone some changes as of late, and unfortunately it has become 
more expensive to market this way. Many companies choose to advertise on Facebook, 
and often times audiences overlap to a great extent. Ads cost more when they target 
customers who receive a larger quantity of advertisements, and are less expensive for 
demographics that are less advertised to. It used to be good practice to start with €1 per 
day, but as of now I would recommend starting higher around €2,50 or more. If you like 
the results you are getting, consider spending more per ad set.

INSTAGRAM ADVERTISING



A content calendar is a shareable resource that can be used to plan all content marketing 
activity across the company’s various platforms. The benefit of using a calendar format 
rather than a long list is that the company is able to visualize how its content is distributed 
throughout the year. This allows Keicher to plan content around key events in the industry 
or important dates, see where it has gaps in content production, as well as to make sure it 
has content ready beforehand. The further ahead Keicher plans its content calendar, the 
better placed it will be to produce consistent, quality content.

Based on the industry in which Keicher is positioned, I would recommend a weekly content 
calendar. Here is an example of what that calendar might look like:

Keicher Social Media Content Calendar

January  2017
1 New Year's Day 2 3 4 5 6 7

8 9 10 11 12 13 14

15 16 ML King Day 17 18 19 20 21

22 23 24 25 26 27 28 Chinese New Year

29 30 31

Notes

2017 Calendar 2018 Calendar

Calendar Templates by Vertex42.com
http://www.vertex42.com/calendars/

© 2013 Vertex42 LLC. Free to print.

Facebook Ad: Get Your Valentines Day 
Flowers from Keicher

Facebook Ad: Get Your Valentines Day 
Flowers from Keicher

Facebook Ad: Get Your Valentines Day 
Flowers from Keicher

Instagram Post: Photo of Flower

Share Blog on Google+

Share Blog on Google+
Facebook Ad: Get Your Valentines Day 

Flowers from Keicher
Facebook Ad: Get Your Valentines Day 

Flowers from Keicher
Facebook Ad: Get Your Valentines Day 

Flowers from Keicher
Facebook Ad: Get Your Valentines Day 

Flowers from Keicher
Facebook Ad: Get Your Valentines Day 

Flowers from Keicher
Share Blog on Facebook

Share Blog on Facebook

Blog: Tips for Fertilizing Instagram Post: Photo of Flower Instagram Post: Video/Boomerang Facebook/Instagram Post: Flower Friday
Blog Post: Do you know why the 

hibiscus is called the Chinese Shoe 
Flower?

Share Blog on Facebook

Share Blog on Google+ Facebook Post: Photo of Flower

Blog Post: Tips for Transporting Hibiscus Instagram Post: Photo of Flower Instagram Post: Customer Repost Facebook/Instagram Post: Flower Friday

Share Blog on Facebook

Share Blog on Google+ Facebook Post: Motivational Quote

Blog Post: How to Care for Hibiscus in 
Winter

Instagram Post: Photo of Flower Instagram Post: Motivational Facebook/Instagram Post: Flower Friday

Instagram Post: Happy New Year's!
Facebook Post: Share photo of Working in 

the Field in Winter

Saturday

Facebook Post: Happy New Year's!
Instagram Post: Employee-Centric or In 

the Field in Winter
Facebook/Instagram Post: Flower Friday

Sunday Monday Tuesday Wednesday Thursday Friday

S M T W T F S
1 2 3

4 5 6 7 8 9 10
11 12 13 14 15 16 17
18 19 20 21 22 23 24
25 26 27 28 29 30 31

December '16
S M T W T F S

1 2 3 4
5 6 7 8 9 10 11
12 13 14 15 16 17 18
19 20 21 22 23 24 25
26 27 28

February '17
S M T W T F S

1 2 3 4
5 6 7 8 9 10 11
12 13 14 15 16 17 18
19 20 21 22 23 24 25
26 27 28 29 30 31

March '17

CONTENT STRATEGY
I have set out four social media marketing goals for Keicher and have detailed strategies 
through which these goals can be achieved.

1. Develop brand recognition worldwide – create brand consistency across all platforms 
in terms of key messages, content, images and language. 
2. Widen target audience – create target audiences to which Keicher develops advertising 
campaigns both on Facebook and Instagram.
3. Increase brand awareness – Post consistently and frequently.
4. Confirm Keicher credibility and market leadership – create a blog in order to demonstrate 
Keicher as a knowledgeable and reliable market leader.

Once these strategies are initiated, it is important to utilize analytical tools in order to 
determine the success of the strategy.

MEASURING SUCCESS



Facebook Insights is a powerful tool for businesses. By using Facebook Insights Keicher 
will be able to determine the best time of day to post, the best day of the week to post and 
what type of content is most popular. It is important to note that the Facebook Insights tool 
is constantly updated to reflect the page’s developments and any patterns that may form, 
so Keicher will need to keep checking back to keep in the loop.

The main Insights dashboard shows the total number of likes (and whether this number 
has increased or decreased), recent post reach (the number of unique people who have 
seen the posts over the last week), engagement (if people are interacting with the content), 
and pages to watch (where can add competitor pages to track their performance). 

Something to keep in mind: When Keicher sees its reach going up or down, take a look 
at the content to see why it received more engagement with one post over another. When 
Facebook is talking about ‘impressions,’ they count one person seeing a piece of content 
five times as five impressions.

Another graph Keicher will want to pay attention to is the Posts analytics. This graph 
shows how many of the company’s fans are online at any given time during the day. The 
Keicher Posts graph shows its largest number of fans being online at 9pm, but a good 
number of them are online also at 9am, and 2pm. Use this graph to determine the best 
times to post.

Once Keicher begins posting consistent and frequent high-quality content, success can 
be measured by all of the metrics mentioned above. 

FACEBOOK ANALYTICS

Keicher is a leader in its field, and its social media 
should match this success. The company needs 
someone dedicated to each of the social network 
presences in order to update them frequently and 
effectively to present itself as a knowledgeable and 
reliable company. By following the strategies and 
recommendations included in this handbook, with 
special attention to SEO management, Keicher will 
evolve from a sustainable company with a stable 
business model to an innovative market leader 
recognized worldwide. If strategies are followed and 
adjusted accordingly as analytics provide insight into 
the success of the practice, Keicher will eventually 
see increases in brand awareness, international 
engagement and, ultimately, sales.

CONCLUSION



Content and design by
Gillian McMurray

2016


