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Welcome To 
The Boat Marketing Insider

Thanks for checking out the 
September 2021 issue of The Boat 
Marketing Insider magazine, your 
online marketing resource guide for 
marine businesses. Each month, we’ll 
be covering topics that resonate with 
marine businesses just like yours. 

Our goal is simple. We want to enable  
you to do big things online, and 
it all starts by breaking down the 
complex-ities of marketing your 
business online. 
 
It doesn’t matter if you’re just starting 
out, or an established business owner 
in your local community, you can 
always benefit from increasing your 
brand’s visibility online.
 
To your Success,

Harry Casimir
CEO, Boat Marketing Pros

THE BOAT MARKETING INSIDER 
IS  BROUGHT TO YOU BY

Boat Marketing Pros is a digital agency 
offering websites and digital marketing to the 
marine industry. We help clients all over the 
US connect with more customers online.  

If you want to build your business, you need 
to market, it’s that simple. But you can lose 
thousands of dollars if you don’t know what 
you are doing. So, we urge you to take action 
with some of the strategies we recommend.

To schedule a free strategy session, visit our 
website at www.boatmarketingpro.com. 

Cheers!



Getting Back to Basics:

facebook
Marketing 101Marketing 101

You’re probably already marketing your business on Facebook. If you’re not, you should be – 
but it’s not just a question of having a Facebook page and using it. You’ve got to use it wisely 
if you want to get great results.

It’s not uncommon for small business owners to dive into Facebook marketing without really 
knowing what they’re doing at first.  I mean come on, at some point you just have to dive 
in, right?  You may even have some decent results but I’m willing to bet they’re not as good 
as they could be.

So… let’s get back to basics. What do you need to know to earn a big return on your Facebook 
investment? Let me break it down for you.



If you don’t already have a Facebook page for 
your business, the first step is creating one. To 
do it, click the plus sign at the top right-hand 
side of your page once you’re logged in. (Note: 
this used to be on the Pages sidebar, which has 

been removed with the latest Facebook update.)

You’ll be prompted to enter information about 
your business including what type of business it 
is (eCommerce, local, B2B).

Use Consistent Branding 

When you create your 
Facebook business page, make 
sure to keep your branding 
consistent. That means using 
the same photo across all 
social media sites. I suggest 
using your company logo as 
your profile picture.

You should also keep your 
language consistent with your 
brand’s tone and personality. 
It’s a must to create a seamless 
cross-channel experience for 
customers when they interact 
with your company on social 
media or your website.

Create Your Page



When you add your profile picture, you 
should also be optimizing your listing. 
You’ll need to include:

> A link to your website
> Your business hours
> Your physical address if you have one
> Your contact information

You may also want to add a call to action 
button that will appear on your page. 

Some of the options include:

> Learn More
> Sign Up
> Shop Now
> Send Message

Decide what action you want visitors to 
your page to take and use that as your call 
to action to get the best results.

OPTIMIZE

Optimize Your Listing 

Use Facebook Groups 
One thing that a lot of business owners forget on social media is 
that the social part is just as important as anything else. People 
follow their favorite brands on Facebook because they want a 
give and take.

You can start by joining Facebook groups and starting a Facebook 
group of your own. Research shows that approximately 
1.4 billion people use Facebook groups. More importantly, 
consumers welcome brands’ participation in groups provided 
they offer real value and aren’t just trying to make sales.



Interact with Your Customers 
The name of the game in Facebook marketing 
is engagement. If your followers aren’t liking and 
sharing your posts, commenting on them, or 
asking questions, your marketing strategy isn’t 
working.

In other words, if someone comments, write 
back! If they ask a question, answer it. If they 
share a post featuring your product or brand, 
reshare it with their permission. The more you 
do to let your followers know that you see and 
hear them, the more loyal they will be.

Integrate Customer Service with Facebook
Speaking of interacting with your customers, 
you should also be integrating your customer 
service with Facebook. It doesn’t matter if you 
prefer to field customer questions or complaints 
on your website or by phone. Customers expect 
the brands they follow to be responsive to their 
requests across all channels.

Your best bet? Assign an employee to monitor 
your Facebook messages and respond to service 
requests as they arise. In addition to expecting to 
get service wherever they request it, Facebook 
users also expect speedy responses. 



Post Useful Content Post Useful Content 
The key to engaging your followers on Facebook The key to engaging your followers on Facebook 
is posting useful content. Here are some is posting useful content. Here are some 
suggestions:suggestions:

- Provide answers to common questions and - Provide answers to common questions and 
concerns.concerns.
- Give options on how to use and/or make the - Give options on how to use and/or make the 
most of your product or service.most of your product or service.
- Use Facebook Live to do a Q & A, introduce - Use Facebook Live to do a Q & A, introduce 

your staff, or offer a behind-the-scenes tour of your staff, or offer a behind-the-scenes tour of 
your business.your business.
- Run Facebook contests and giveaways.- Run Facebook contests and giveaways.

Keep in mind that you should share a mix of Keep in mind that you should share a mix of 
original and curated content. With curated original and curated content. With curated 
content, make sure to offer your own take on it content, make sure to offer your own take on it 
– and only share content that is relevant to your – and only share content that is relevant to your 
brand and followers.brand and followers.

Facebook advertising is quite affordable and if Facebook advertising is quite affordable and if 
you do it right, it can be a great way to attract you do it right, it can be a great way to attract 
more followers, build your list, or increase your more followers, build your list, or increase your 
sales.sales.

Let’s talk about what doing it right means. You’ll Let’s talk about what doing it right means. You’ll 
need to:need to:

- Identify the best target audience for your ads- Identify the best target audience for your ads
- Create a compelling ad with a hero image or - Create a compelling ad with a hero image or 
   a video   a video

- Decide on a goal for your ad- Decide on a goal for your ad
- Test alternatives for headlines, calls to action, etc.- Test alternatives for headlines, calls to action, etc.
- Monitor your results and tweak your ad content  - Monitor your results and tweak your ad content  
  accordingly  accordingly

While you’re testing content, you may want to While you’re testing content, you may want to 
start with a small budget until you’ve optimized start with a small budget until you’ve optimized 
your ad. Then, you can increase your spending your ad. Then, you can increase your spending 
to get the results you want.to get the results you want.

Run Facebook AdsRun Facebook Ads



Use Messenger/Chatbot Marketing 
It can take up your valuable time if you need 
to monitor Facebook messages around the 
clock. The best way to take the stress out of the 
situation is to use a chatbot to send automated 
responses to people who message you.

Building a chatbot for Facebook Messenger is 

easy and affordable. If all you’re looking for is 
a series of automated responses, you can use 
a tool such as Chatfuel or MobileMonkey to 
quickly create a chatbot that meets your needs 
and provides customers with the immediate 
responses they expect.

Take Advantage of 
Retargeting  

It would be great if every potential  customers
who visited your website filled out your lead 

form the first time they interacted with  
your brand. Unfortunately, that’s not 

the way it works!

The solution is to use Facebook’s 
retargeting option to reconnect with people 

who stopped short of completing your opt-
in form, downloading your lead magnet, or making 

a purchase. Retargeting can help you to reconnect with 
those people, educate them about your brand, and get them to 

take the next step. All you need to do is install a Facebook pixel on 
your site. You can read more about it here.

The bottom line is that Facebook marketing is one of the easiest and 
most affordable ways to meet your marketing and growth goals. Use 
the information here to optimize your page, engage with your target 

audience, and take your business to the next level.



d campaigns are still effective, but the truth is they’re not as effective as 
content marketing. Bill Gates proclaimed “Content is king” back in 1996 and 
his words have proven to be remarkably prescient. Web users expect top-

notch content from the companies they follow.

Easier said than done, right? Well… maybe. There are lots of great tactics you 
can use to create the kind of content that your followers want. If you handle 
it properly, the content you post on your website and social media can turn 
casual visitors into leads and leads into customers.

Here are 7 content marketing tactics that you should steal.

A

Content Marketing
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TACTICS
Every  Small Business Should Steal



#1: Content Diversification Insert diversification

What kind of content are you creating? If you’re 
only creating blog posts or Instagram stories, 
then you may be missing out on marketing 
opportunities by not diversifying your content.
The bottom line is that there are three types 
of content: written, audio, and video. Using all 
three will help you reach the widest possible 
audience.

A good example is Daniel Moyer Photography in 
Philadelphia. In addition to a compelling website 
with tons of photographs of happy couples, 
Daniel also posts videos on Facebook, has a 
blog on his website, and co-hosts a wedding 
planning podcast called Put a Ring on It. 

#2: Specialized Topics

Blogging is a marketing basic for many small 
businesses. However, if you’re posting only 
broad topic content that’s available elsewhere, 
you might be losing visitors who are in search of 
something unique and compelling.

Keep in mind that a highly specialized topic 
may be more universal than you think. Likewise, 
a focused post can help bring people to your 
website who are in search of a solution for a 
problem they’re experiencing.

SimpleCoat is a company that makes a cleaning 

and sealing product that can be used on 
stone countertops, stainless steel, and more. 
Their recent blog topics include a post about 
the difference between permeability and 
porosity in stone countertops and one about 
how to remove rust stains from stainless steel 
appliances. By going beyond the obvious uses 
of their product or generalized cleaning advice, 
they’ve made it easy for the people who might 
need their product to find their website.

#3: Authorship  

Writing books can help you to build authority. 
Some small business owners write short books 
and guides that they use as lead magnets. Others 
sell their books on their websites or list them 
on Amazon. Either way, a well-written book 
can help you connect with a new audience 
or deepen your connection with your existing 
customers.

Neil Patel is a marketing guru who has built 
multiple successful websites including NeilPatel.
com and CrazyEgg.com. He’s also the author 
of several marketing books that have helped 
to establish him as someone whose marketing 
advice can be trusted.

Keep in mind that the book you write does 
not need to be long, nor do you need to write 
it yourself. You have the option of hiring a 
freelancer if writing isn’t your strong suit.



#4: Podcasting  

You may have noticed that podcasting is 
everywhere. As of October 2020, there are 
over 1.5 million active podcasts and more than 
34 million episodes. It seems like everybody is 
doing it – so why aren’t you?

You don’t need to be a giant company with 
millions of followers to have a successful 
podcast. Addition Financial is a Florida-based 
credit union. Their financial podcast, Making It 
Count, is entering its second season. They cover 
a wide range of financial topics from college 
tuition to retirement planning.

The benefit of having a podcast is that listening 
to people talk feels more personal than reading 
what they have to say. People can listen to 
podcasts while they drive or work out and they 
provide an opportunity to go in-depth about 
topics that matter to your audience.

#5: Humanizing Your Content

The days of impersonal content are gone. The 
rise of social media has allowed consumers to 
have direct content with the brands they follow. 
Every small business should be getting on board 
with content humanization.

A big company that has done a superb job of 
personalizing content is Dove Beauty. While 
content humanization can mean introducing 
people to your employees, Dove has taken it in a 
different direction by putting its customers front 
and center.

By asking followers for their stories and turning 
them into compelling content, they’ve made 
their brand highly memorable and relatable. 
Whether you decide to emulate them or try 
something different, personalizing your brand 
can help you connect with your customers.



#6: Voice Optimization  

Voice optimization is one area where a lot of small businesses are falling behind. Despite the 
fact that half of all searches are now voice searches, only a few local businesses are fully on 
board with the idea of embracing voice technology.

Let’s look at a big company for an example of what’s possible with voice search. Nestle has 
partnered with Amazon to create a tool that allows users to ask Alexa for recipes using Nestle 
products. Alexa will then walk users through the recipe step by step by linking to Nestle’s 
website.



#7: Storytelling   

People love stories. Storytelling is one of the best ways to connect people to your product or 
service, helping them to understand it on an emotional level.

The great thing about stories is that they lend themselves to any format. You can write a story, 
of course, but you can also tell a story in pictures. Footwear brand Minnetonka has dedicated 
an entire page on its website to their customers’ photographs. Each picture tells a story.

User-generated content can be a great way to make your social media followers feel important 
and included. While big brands such as Dove do it all the time, you don’t need to have millions 
of followers to make this strategy work for you.

You can use the 7 content marketing tactics here to take your marketing to the next level. It’s 
not enough to create content. You need compelling content that serves a purpose and drive 
engagement with your followers if you want your business to thrive.



he 2021 holiday shopping season promises to be unlike any other. Thanks 
to the COVID-19 pandemic, unemployment rates are high, and consumers 

may be reluctant to do their shopping in person.

But don’t worry! Not all the news is bad. In fact, most experts are predicting a 
robust holiday shopping season that might not look like previous seasons. 

Here are some promotional ideas to help you bolster your holiday sales.
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Make Online Shopping Easy 

The first thing you’ll need to do – and need is 
the right word – is to make online shopping an 
option for your customers. Even if you don’t 
have an eCommerce store already, you need 
one now. A lot of small businesses have already 
pivoted to include online purchases. Forecasts 
anticipate 34% growth in online sales this year.

If you already have an online store, you may 
want to consider creating a special tag or tab 
for holiday specials. That way, visitors to your 

store will have an easy way to find what they’re 
looking for. 

At the same time, you’ll also need to think 
about how you’ll fulfill orders quickly, safely, 
and accurately. Some companies are offering 
curbside pickup while others are shipping direct 
to their customers. Either way, it’s important to 
be intentional about online shopping to ensure 
your customers have a good experience.

Send Email (or Text) Coupons and Promotional Codes 

Email is still one of the best ways to communicate 
with your customers. Running a holiday 
promotion is a good way to encourage sales and 
email marketing is both affordable and effective.

With many people worried about their finances, 
saving money is going to be a priority for a lot 

of shoppers. You can make it easy for them to 
choose your products as gifts by giving them a 
way to save.

If you have a text list, you can send promo 
codes via text as well. A lot of consumers do 
their shopping on mobile devices, too!



Create Promotions with Your 
Customers’ Needs in Mind

What gifts to your customers want to give this 
year? That’s a question that should be top-of-
mind for every retailer. A lot of us are spending 
more time at home than ever before and we’re 
looking for ways to make being at home a 
comfortable and enjoyable experience.

If you know your customers well, it shouldn’t 
be hard to figure out a way to offer gifts they’ll 

want to buy and receive. Anything that focuses 
of self-care is likely to do well.

You may want to consider bundling products 
that work together. Bundling allows you to offer 
your customers a lower price than they’d pay for 
individual products without significantly cutting 
into your profits.

Partner with Other Local Businesses 

With many local businesses hurting thanks to 
the pandemic, consumers are eager to support 
their communities. Why not make it easy for 
them to do so?

Think about other businesses in your area whose 
products or philosophies align with yours. Then, 
reach out to the owner and work together to 
come up with a package or promotion that will 
benefit you both.



Give Back to a Local Cause

Another thing that is likely to 
drive holiday giving this year 
is charity. People who are 
unemployed or underemployed 
may be struggling to feed 
their families and meet other 
basic needs. You can give 
back to your community and 
incentivize shoppers to buy 

from you at the same time.

There are countless ways to 
do it. One option is to create 
a promotion letting your 
followers know that you’ll 
be donating a percentage of 
your holiday proceeds to one 
or more local charities. Good 

options are local food banks 
or community healthcare 
organizations. With the winter 
months approaching, you 
could also independently 
buy warm clothing and other 
staples for people who do not 
have homes.

Create a Pop-Up Shop

Shopping indoors may be 
risky for some of your usual 
customers and it’s your job to 
find ways to make them feel 
safe when buying from you in 
person. Instead of asking people 
to come to your store, why 
not consider talking to a local 

supermarket about opening a 
pop-up store outside?

Pop-up stores offer convenient 
shopping where people can 
be both outdoors, where the 
risk of COVID-19 transmission 
is lower than it is inside, and 

masked. You might not be able 
to recreate the full experience 
of shopping in your store, but 
you can bring the holidays to 
your customers in a way that 
doesn’t jeopardize their health.

Make Safety a Priority 

Some consumers may still prefer 
to shop in person. If you can’t 
create a pop-up shop, you may 
want to consider some content 
marketing that highlights 
what you’re doing to make in-
store shopping safe for your 
customers.

You could create a short time-
lapse video showing how you’ve 
expanded your regular cleanings 
to protect both employees and 
shoppers and then, share it on 
social media. Customers want 
to feel safe and you can make 
them feel that way.



One of the trends that a lot of retailers are 
embracing is early shopping. If this were a 
normal year, we would expect about a third of 
all holiday spending to happen between Black 
Friday and Cyber Monday. But this isn’t an 

ordinary year.
For that reason, companies like Target are 
expanding their usual Black Friday deals by 
rolling them out throughout November. You can 
do the same to encourage early shopping.

Promote Early 

Empathize with Your Customers

2021 has been a difficult year in a lot of ways. 
Ultimately, consumers want to connect with the 
businesses they support. You can help them do 

that by showing that you care about them and 
their concerns during the holiday season.

Some options include using a compassionate tone 
in your content, offering promotions that cater 
to shoppers’ needs, and training your staff to be 
empathetic when customers arrive at your store.

The bottom line is that experts anticipate the 2021 
holiday season will be about as busy as 2019 but 
with some key differences. As a local business owner, 
you can use the promotional ideas here to connect 
with your customers and have a successful holiday 
shopping season.



As 2021 winds down in the next couple 
months there are still a lot of questions that 
we can’t answer. 

How soon until there’s a vaccine to Covid-19?  

When will the pandemic end? 

When will we return to business as usual?

For small business owners, that last question 
looms large. With COVID cases spiking across 

the country and the probability that we’ll be 
back to only essential businesses opening 
their doors to the public, it’s crucial to take a 
long view of the marketing landscape.

Because there are so many unanswered 
questions, the marketing trends for 2022 
have a slightly different focus than might be 
the case in a typical  year. Here’s what’s on 
the horizon.

WHAT WILLWHAT WILL

DIGITAL MARKETINGDIGITAL MARKETING
LOOK LIKE IN LOOK LIKE IN 2022?2022?



MARKETING AUTOMATION  MARKETING AUTOMATION  

Marketing automation has been a trend in digital 
marketing for years now and that’s not going to 
change. 51% of companies were already using 
marketing automation as of the end of 2019 
with a slight edge to B2C companies. However, 
58% of all B2B companies said they planned to 
add automation.

Automation can include everything from 
simple fixes such as email autoresponders to 
complex solutions such as chatbots and digital 
assistants. Chatbot technology is within reach 
thanks to free chatbot builder tools like Chatfuel 
and MobileMonkey. You don’t need to pay a 
programmer to build an effective bot.

INTERACTIVE CONTENTINTERACTIVE CONTENT

There’s no doubt that there’s still room for static 
content, meaning content that your followers 
read, watch, or listen to on their own. That said, 
one of the biggest content trends for 2021 is the 
rise of interactive content as a way of engaging 
customers and providing value at the same time.
Interactive content can take many formats, 
including:

> Calculators
> Quizzes
> Questionnaires
> Games
> Polls
> Interactive Videos

The reason for the rise is two-fold. First, 
interactive content is fun for your followers 
and can make them feel more engaged with 
your company and brand. Second, the data 
you collect – whether it’s in the form of quiz 
responses or information entered in a calculator 
– will help you learn about your audience. You 
can use the information you collect to fine-tune 
your marketing and increase new customer 
acquisition and customer retention.

LIST SEGMENTATION  LIST SEGMENTATION  

Another key element of customer retention is list 
segmentation. With marketing budgets shrinking, 
it is far more cost effective to segment your list 
than it is to send the same emails to everyone 
expecting to get a high conversion rate.

Segmentation can be done using any factors 
you choose, including:

> Previous purchases
> Product preferences
> Location
> Industry

You have the option of segmenting your list 
based on the data you’ve collected from your 
subscribers or asking them to self-segment 
by sending out a survey or email where they 
can opt into and out of your content. Either 
way, the result is better targeting and a higher 
return on your investment.



FOCUS ON CUSTOMER RETENTIONFOCUS ON CUSTOMER RETENTION

I’ve talked a lot before about how much less 
it costs to retain customers than to win new 
customers. In 2021, it’s going to make a lot 
of sense to put your marketing budget into 
customer retention. Holding steady in a global 
crisis qualifies as a win.

Social media and email are the best tools you 
have available to drive customer retention. By 
encouraging existing customers to follow you 
on Facebook or subscribe to your list, you’re 
gaining the ability to stay in touch with them. 
You can offer special deals, keep them informed, 
and remind them of why they chose your 
product or service in the first place.

PRODUCT AND SERVICE PRODUCT AND SERVICE 
AVAILABILITY AS A PRIORITYAVAILABILITY AS A PRIORITY

We’ve all experienced issues with product 
availability as well as with delayed deliveries due 
to the pandemic. The key to customer retention 
is ensuring that your customers have access to 
your products and services. And, if they don’t, 
letting them know why.

If you have the financial wherewithal, then it 
may make sense to increase your inventory and 
beef up your fulfilment to make sure that you 
can ship products out quickly. For companies 
providing services, you may need to think about 
alternative or extended hours, curbside pickup, 
and other adaptations to meet your customers 
existing needs. At the same time, you’ll need 
to communicate clearly about delays and 
shortages to minimize the risk that customers 
will abandon you for a competitor.



AUTOMATED BIDDING FOR AUTOMATED BIDDING FOR 
GOOGLE ADS GOOGLE ADS   

In-house automation isn’t the only way to 
streamline your marketing in 2021. While 
automated bidding for Google Ads isn’t new – it 
was first introduced four years ago – it has been 
greatly improved in the past year. 

The benefits of automated bidding are clear. By 
taking advantage of automation and letting it 
handle bidding adjustments, you can dedicate 
your valuable time to improving your PPC ads 
and increasing your marketing ROI.

OPTIMIZING FOR VOICE SEARCH OPTIMIZING FOR VOICE SEARCH 

Voice search optimization isn’t an option 
anymore – it’s a must. 40% of all internet users 

in the United States have used voice search 
and those numbers are only going up. If you’re 
ignoring voice search in your optimization 
efforts, you’re making a mistake.

You can optimize for voice search by making 
the content on your website conversational and 
accessible. Keep in mind that conversational 
still needs to apply to your audience. If you 
own a B2B tech company, your audience’s 
conversation may include jargon. 

Instead of focusing on short keywords, try 
building your content around common 
questions and responses. Using questions in 
your blog headings and other content – and 
having a robust FAQ on your website – will 
make it easy for potential customers to find you 
using voice search.



NON-LINEAR BUYING JOURNEYS  NON-LINEAR BUYING JOURNEYS  

The rise of digital has undoubtedly shaken up 
traditional marketing. When you consider the 
many ways that a potential customer can learn 
about a company or product, it’s hardly surprising 
that you can’t count on a linear buying journey 
to be the result.

How to respond? The trend is toward an omni-
channel marketing strategy that includes:

> Website content
> Social media
> Advertising

> Mobile apps
> Chatbots

Your goal should be to provide any customer or 
potential customer with a seamless experience 
across channels. Customers should get the 
same tone and information on Facebook that 
they do from a chatbot on your website, your 
mobile app, or your landing page.

Overall, agility is going to be the name of the 
game in digital marketing in 2021. We can’t know 
yet what the new year will hold, but businesses 
that remain flexible and adaptable have the best 
chance of continued growth and success.



Ready for MORE 
CUSTOMERS?

Connect with us today for your complimentary strategy session, and 
tell us about your goals.  You’ll get a professional appraisal of your 
current website and we’ll tell you how you could be doing better.

NO STRINGS ATTACHED.
These sessions book up fast – sometimes weeks in advance 

so don’t wait, connect with us today to schedule your 
complimentary strategy session today.

WWW.BOATMARKETINGPROS.COM | CALL US @ (888) 928-4587


