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CHOOSING A 
SOCIAL MEDIA 
PLATFORM

You might be asking yourself “Why do I need to be on social media 
if my company already has their own profiles?” Your potential clients 
are all over social media, so you should be too! According to a 
Business2Community report, 90 percent of young adults ages 18 
to 29 use social media and state that it is their preferred method of 
communication with businesses. But it’s not just millennials on social 
media. From 2011 to 2014, the number of Facebook users 55 or 
older “exploded,” according to a report from iStrategyLabs, growing 
more than 80 percent. And consumers are now using social media 
to drive their decision making. One study by Accenture found that 48 
percent of consumers “would consider comments on social media 
when making insurance-buying decisions.”

With billions of social media users around the world and hundreds 
of different platforms available, it can be difficult to decide which 
option is best to engage with your clients and attract new potential 
customers. However, Facebook, Twitter, and Instagram still 
remain the big three and all are conducive to setting up individual 
professional accounts. If you’re just starting out on social media, 
it’s best to start with one of these platforms based on the user 
demographics that best match your client profiles. Once you feel 
more comfortable on social media, you can begin to adopt more 
platforms since each have their own unique user demographics and 
usage.
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YOU?



SOCIAL 
MEDIA USER 
DEMOGRAPHICS

Who is using Facebook?
 82% of online adults ages 18-29
 79% of online adults ages 30-49 
 56% of online adults ages 65 and up 
 76% of all female US internet users
 66% of all male US internet users 

Other key stats:
 1 billion daily users
 72% of users make $75,000 or more
 74% have some form of higher education

Who is using Twitter?
 37% of online adults ages 18-29
 25% of online adults ages 30-49 
 15% of all female US internet users
 22% of all male US internet users 

Other key stats:
 80 million monthly users 
 54% of users make $50,000 or more
 30% have some form of higher education

Who is using Instagram?
 53% of online adults ages 18-29
 25% of online adults ages 30-49 
 17% of online adults ages 50 and up 
 49% of all female US internet users
 51% of all male US internet users 

Other key stats:
 400 million monthly users
 52% of users make $50,000 or more
 24% have some form of higher education
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82% of online adults 
ages 18-29 on Facebook

53% of online adults 
ages 18-29 on Instagram

37% of online adults 
ages 18-29 on Twitter
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Earlier this year, LifeHealthPRO declared that “Instagram is the new 
Twitter for insurance agents.” Why? Because it’s the best platform for 
native content. Since active links or other traditional calls to action 
aren’t available on Instagram posts, compared to Facebook and 
Twitter, author Bradley Flowers argues that this helps to “weed out all 
of the non-creative or lazy marketers.”

Additionally, Flowers argues that many insurance agents discount 
Instagram’s benefits because they’re not seeing traction due to 
misuse of hashtags. If you’re creating your own hashtags, he says, you 
won’t see any traffic. Instead, you should be taking a more research-
based approach. Flowers explains: “I take the opposite approach: 
before every Instagram post, I search the internet for the 10 or 20 
most popular or trending hashtags at that very moment and then 
I create a post structured around that hashtag, not the other way 
around.” By using this approach, Flowers says he often received 15 or 
more likes within a minute of posting to Instagram.

A NOTE ON 
INSTAGRAM
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PERSONAL VS 
PROFESSIONAL

One of the biggest things to consider when choosing a social media 
platform is whether you’ll continue using a personal profile, transition 
your personal profile to a professional account, or set up a brand 
new professional account and start from scratch. 

In some cases, it may be preferable to continue using a personal 
account - for instance, you’ve already built up a robust list of friends 
who are clients on Facebook, or you typically only use Twitter to post 
interesting and relevant articles, not personal anecdotes. However, in 
most cases, you’re going to want to either transition your accounts to 
business profiles or set up new professional accounts from scratch. 
Setting up a professional business account will allow you access to 
user demographics so you can understand who is following you, what 
they’re most engaged with, and optimal posting times.
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Now that you’ve got your accounts set up, it’s time to start posting. 
After you’ve been posting for a while, your analytics will help to 
drive what type of content is best to post, but from the get-go, here 
are a few things to keep in mind to see the best results.

1. Do include all of your information. 
At a minimum, all of your social accounts should include your full 
name, your company, your email address, and a link to your agency’s 
website. If you have room, also include other details like what you do 
at the company or how many years of experience you have, and even 
a few personal touches, like a favorite hobby.

2. Do be personable and relatable. 
By its nature, social media is a little more friendly and relaxed 
than most business professionals are used to in other forms 
of communications, like business emails. However, you want to 
come across as friendly and relatable so it’s OK to take a more 
conversational tone.

3. Do draw the line for oversharing. 
That being said, you don’t want to be too friendly and laid-back. At the 
end of the day, you’re still representing yourself and your business 
in a professional manner so you still need to maintain a certain 
level of professionalism. Also, don’t overshare! While cat videos and 
baby photos may be a hit on your personal page, your professional 
accounts may not be the appropriate place to post.

4. Do limit the self-promotional language. 
It’s a given that you work in sales and you’ve most likely perfected 
the best pitch, coming across sales-y on your social media accounts 
isn’t ideal. If your followers feel like you’re only trying to close a deal 
with them, they’ll get turned off. A good rule of thumb is to follow 
the 80-20 rule, which states that 80 percent of your content should 
be related to community-building or third-party sources, while the 
remaining 20 percent can be brand-related or sales-centric.

TOP 10 SOCIAL 
MEDIA DO’S
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“
At the end of the day, you’re 

still representing yourself 
and your business in a 
professional manner..“

80% of content should 
be community building, 

20% brand-centric

80/20 Rule



5. Do post consistently. 
You don’t need to be posting every day on the hour; however, 
there should be some consistency to your posting schedule. If you 
disappear for a month, followers may lose interest, think you’re no 
longer active, or think you’ve left your job and then unfollow you. Aim 
to post at least once a week when starting out and build up to two to 
three times per week. Posting consistently does have a payoff. In one 
survey, 91 percent of marketers who consistently used social media 
for a year saw a boost in brand awareness. Unfortunately, there’s 
no “perfect time” to post (your analytics will help determine this over 
time), but in general, here’s what Hubspot, a social media automating 
and monitoring tool, recommends:

 Facebook:
  Noon to 1 p.m. Saturday and Sunday
  3 to 4 p.m. Wednesday
  1 to 4 p.m. Thursday and Friday
 Instagram:
  Anytime except 3 to 4 p.m. Monday through Thursday
 Twitter:
  Noon to 3 p.m. Monday through Friday
  5 to 6 p.m. Wednesday
 LinkedIn:
  7:30 to 8:30 a.m., Noon & 5 to 6 p.m. Tues-Thurs
  10 to 11 a.m. Tuesday

6. Do engage with comments. 
One of the main tenets of social media is that it’s all about building 
a community. You can’t be one-sided though when building a 
community. If your followers are liking, engaging and commenting on 
your posts, you need to acknowledge that. You should be responding 
to most, if not all, comments, even if it’s something as simple as 
“Thank you for your feedback.” This will go a long way to building that 
community of loyal customers and followers.

7. Do have a plan for dealing with negative 
feedback. 
Additionally, on the note of comments, it’s inevitable that you’ll 
receive negative feedback at some point. If it’s constructive criticism, 
you should be responding to the comments, but not deleting them. 
You can respond to negative feedback one of two ways: You can 
either create a standard template that recognizes the comment and 
offers to take the conversation off social media (such as a personal 
discussion via email or a phone call); or you can be 100 percent 
transparent and answer directly on your social page in a polite and 

TOP 10 SOCIAL 
MEDIA DO’S 
(CONT’D)
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8. Do post original content. 
If you’re posting the same things day in and day out, you’re going 
to end up with a boring social media page. Again, you do need to 
maintain a certain level of professionalism, but it’s possible to be 
creative as well. In addition to sharing your normal content, share an 
article you read recently that you enjoyed and think your followers 
may like, ask your followers a question and solicit feedback, or share 
a fun photo from your work day encouraging followers to “Caption 
this!” The point is to have a little bit of fun with your posts. Here’s what 
Outbound Engine recommends agents should post:

 Articles: Offer interesting or relevant information.
 Comments: Share notes and inspirational quotes.
 Photos: Post a recent event or trip once per week.
 Expert advice: Be informative, but also spark conversation.
 Humor: Spread industry-related memes or GIFs.
 Holiday Greetings: Be thoughtful and spread cheer.
 Dogs: Share canine posts for a surefire way to get some likes.

9. Do think beyond just text updates. 
As mentioned above, don’t feel like you’re limited to only posting a 
text-based status update. Share photos, videos, GIFs, polls, questions, 
infographics, or anything else (again, as long as it’s appropriate). 
You want to share a robust amount of content on your social pages, 
especially when you’re first starting. Eventually, your analytics may 
show that people prefer photos and links over videos, but the main 
idea is to keep it interesting.

10. Do focus on community building, not just 
numbers. 
If you get 10,000, 100,000, or even 1,000,000 followers - that’s great. 
But don’t feel held back by your follower count. Some of the best 
social pages are the ones with a lower follower count, but have a really 
engaged community. It’s better to create a loyal group of 100 people 
who love your agency and would recommend it to everyone than to 
have 10,000 fair-weather friends who really don’t care. Nurture the 
followers you do have and in time you’ll see the number grow.

TOP 10 SOCIAL 
MEDIA DO’S 
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“
You want to share a robust 
amount of content on your 

social pages, especially 
when you’re first starting.“



No matter how well you build your social media strategy or delve 
into your analytics, you’re bound to make a social media mistake at 
some point in time. But don’t let that hold you back. Social media is 
a powerful tool to connect with current clients, attract new potential 
customers, and build a loyal group of followers. Have fun with it 
while staying professional and you’ll find the recipe for social media 
success.

CONCLUSION
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