
What Social Media 
Platform is right for you?



Individuals aged between 25 to 34 years old make up the largest group of Facebook 
users in the UK.  Those aged younger at 13 to 17 make up the smallest group with 
only 4.6 percent of users within that age group.  Facebook works well as a B2C 
platform.  

The general trend is that younger audiences prefer other social media mediums, 
such as Snap chat and Instagram.   

Although it is not the preferred platform for B2B Marketing it can be used to good 
effect in promoting internal communications and values.  Further Facebook has the 
application Facebook Workplace which allows business to create a private intranet 
where internal news and other communications can be made. 
 
Facebook has a reasonably priced (pay per click or per impression) advertising 
model.  Where you can target individual by their geographic location, type of 
employment, industry and other preferences.  

With a modest income you can experiment with these advertisements.  Although 
there are other platforms which may perform better with paid for advertisements.

To summarise

Use Facebook to share news and communications 
with employees.

Consider using Facebook Workplace for internal 
communications only.

Trial Facebook Advertisements if your 
budget allows you to experiment with more 
than one platform.



Twitter has been running since March 2006, making it 14 years old.
It is the original social media platform for, and  was once commonly known as the 
best social media platform for the b2b market. 

In the UK there is potentially over 16 million people that can be reached with 52% 
aged between 25 - 49 years old.

On twitter it is an easy way to find companies you may wish to deal with or 
individuals.  The most common way is to search key words through hash tags used.

You can also post and add hashtags or keywords to your own posts which may relate 
to your target audience.  However, as twitter has grown into a social media giant 
so has its content.  It has been considered that a tweet (a post) has a shelf life of 
only 18 minutes, as more and more post are created in a user’s news feed fills with 
fresher content.

However, there are more ways than one to use twitter to your advantage.  You 
can discover what’s happening right now in your industry and listen or join the 
conversations within the community.

You can grow brand awareness by regularly communicating with 

followers and attract new ones through organic and 
predominantly paid for advertisements known as 
Twitter Ads.

Twitter is designed to be an open platform and 
as such allows you to interact with people 
outside of your personal network to raise 
your profile.



If you don’t know yet, where have you been?  LinkedIn is the current hot spot for 
business to business.   Starting in 2002 as a platform for sharing your C.V. and 
posting jobs it soon became an online community in which people within similar 
industries, talents, goals etc.  you name it began to network.

Although growing at fast pace you can still get good gains from LinkedIn organically 
without having to spend money on paid for ads (which are pricey compared to 
typical networks like Facebook and snap chat).

If your new to Linked spend time daily working on your network, from requesting to 
connect, commenting on your network posts and creating your own.  Importantly 
add people you already known through existing channels.  Invite them using your 
email imports or by asking them to connect to you through other common channels 
like email signatures etc.  

Why is it important to add people you already know?  One reason is Linkedin works 
like what some may coin the 6 degrees of separation.  Adding people, you know 
unlocks their connections to you, for you to be able to connect to them too.  

LinkedIn’s goal is to build true community’s where people add a true value to their 
network, so don’t go trigger happy on here as you may face some restrictions 
imposed.  

Why do we like LinkedIn?  In summary, B2B is about 
the LTV (long term value) of your customers, unlike 
B2C we want customers coming back again and 
again.  LinkedIn allows you to be part of your 
customers digital network and keep yourself 
top of mind.

If you don’t have much resource and want 
to focus on one B2B network.  LinkedIn a no 
brainer.



Established in 2010 Instagram became a major hit on its focus of photo sharing with 
a multitude of filters for enhancing your images, since then it has been purchased by 
Facebook and now allows users to share videos and stories which can be a selection 
of photos and videos which you can add text, emoticons and other graphics too.
Instagram is most popular with millennials defined as people aged between the ages 
of 23 and 39 years old and slightly more popular with women.  

Using hashtags and @ to tag to key words, people or companies, sharing consistently 
and content of interest can gain a mixed international following relatively easy.  
However, it is predominantly a B2C platform.  

From a B2B perspective you can use the platform to edit photos to create vivid 
images of even the most mundane objects, give it a go.  Search for Forklift, spoon 
anything, and you’ll find quickly there will be some pretty vivid or eye-catching 
photos.

Being Part of Facebook means Instagram has some good options for paid for 
advertising.  It is known to do well on B2C FMCGs.

In Summary Instagram is very current in the B2C area and can make professional 
photos out of snap shots.  Our recommendation is you use it to build credibility 
through your other marketing channels.  As Gen Y 
grows older so will it’s audience as Gen Z (younger) 
audiences find new to market platforms such as Snap 
Chat and Tiktok more favourable.



We haven’t gone through newer platforms such as Snap chat (Millennia’s/ Gen Y) 
and Tiktok (Gen Z).  

Briefly, Snap chat has the potential for event marketing more recently ads which 
encourage the use of pictures, gifs and other animations.  Tik tok is great for user 
generated videos.  Our understanding of weighting in the B2B market is yet to be 
seen.  Pinterest is more popular with females to men.

Currently there’s a clear leader in B2B social media marketing and that’s LinkedIn.  
However, it’s important to stay aware of other social media platforms as they 
become the new trend.  

Each is under regular development, with their own etiquette and changing dynamics 
of how they are used.  There are far too many to be on so it’s better to be selective.  
That way you can dedicate time to engage with your audience and reflect the values 
of your business.  

Things to consider what generation is predominantly using the platform.  When do 
they use it and how is it used are important in deciding what is best suited to your 
brand.

Summary

If you want to keep your social media presence 
professional and up to date with timely posts that 
keep your brand top of mind with your customers.  
Bringing them back to you again and Wagain.  

Email us now on info@
b2bmarketingservices.co.uk


