
	  
	  

 

 
 
 
 
 
 

Social Media 101 
 
 
Why Social Media? 
We live in a media saturated world where millions of organizations are all vying for your Clients’ 
attention. In order to cut through the noise, it’s imperative that you meet people where they are by getting 
messages in front of existing and potential Clients. Social media is the medium to do just that, and is a 
space to share your Beautycounter story, raise awareness about safe beauty, and drive sales. People turn 
to social media to communicate, seek information, and shop for products. 
 
Social Media Networks 
The social networks that we’d like for you to use with your Beautycounter business include: Facebook, 
Instagram, Twitter and Pinterest. Not a social media expert? Focus on Facebook and Instagram. 
 
Who are you trying to engage? 
As you’re getting started, think about who you’re trying to reach. Of the people in your existing and 
extended networks, who is most likely to have an interest in Beautycounter? Once you have determined a 
likely clientele, write them down and think about how they can be targeted. These people will make up a 
profile for your target audience. The next step is to determine the characteristics of your audience: What 
do they look like? What do they value? Every post should reinforce your understanding of your audience, 
and the Beautycounter message.  
 

• Facebook: best used for building community with current, and potential Clients 
• Instagram: visual display of your business and Beautycounter lifestyle 
• Twitter: a real time platform to share information and mobilize your audience to take action 
• Pinterest: catalog and categorization of your products 

 
Calls to Action 
Every post should have a call to action (CTA) such as “Try this,” “Follow on Facebook,” or “RSVP 
today.” This is a simple message that prompts your Clients to take action. What’s important here is to 
think through the value proposition – answering the question “What’s in it for me?” for your Clients. 
When you approach social content from the perspective of the audience, your engagement will increase. 
Posts should be simple and direct, with just one CTA per post. 
 
Social Media for Business 
Social media is a powerful tool for building your personal business. Use your social accounts to talk 
about your business, grow your audience, and increase loyalty. Think of your social profile as a 
storefront; it’s a space to find and engage with Clients and give them a glimpse of Beautycounter. Social 
media is a portal to share brand preferences that influence purchase behavior. For existing clients, use this 
tool to make product recommendations and field any inquiries about the brand. 
 
Social Media Etiquette 
The way you communicate on social media is just as important as what you say face-to-face. You are a 
Beautycounter Consultant, and your content should be just as polished as the brand at large. We 
encourage you to share information from Gregg’s and the Beautycounter account, but make sure that you 
are citing your sources. Your audience should understand what information is a reflection of your 
expertise and what comes from other organizations. Take time to think about your audience and make 
sure your message will resonate. In the times when it does not, handle any negative interactions with 
grace and professionalism.   

COUNTER INTELLIGENCE



	  
	  

 

 
Some additional best practices to keep in mind: 

• Don’t use all caps 
• Use proper grammar and spell check 
• Watch abbreviations 

 
Beautycounter Brand Guidelines  
For a more in-depth understanding on our brand and guidelines, please listen to this call, located Behind 
the Counter, with CEO and Founder, Gregg Renfrew, and Head of Sales, Gina Murphy: The 
Beautycounter Brand. 

https://behindthecounter.beautycounter.com/FileUploads/DocumentLibrary/Images/GreggandGina.915.mp3
https://behindthecounter.beautycounter.com/FileUploads/DocumentLibrary/Images/GreggandGina.915.mp3

