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GroNews
The Latest In Digital Marketing

The Art of 
Creating Engaging 
Video Content for 
Social Media
WHEN IT COMES TO CREATING SOCIAL MEDIA CONTENT, EMPATHY IS KEY. BEFORE HITTING THAT 
RECORD BUTTON TAKE A MOMENT TO UNDERSTAND WHAT YOUR AUDIENCE DESIRES, AND WHAT 
PROBLEMS THEY FACE. WHAT INTERESTS THEM? WHAT ARE THEY LOOKING FOR IN YOUR VIDEOS? HOW 
CAN YOU ADDRESS THEIR NEEDS? BY HAVING AN UNDERSTANDING OF YOUR AUDIENCE’S HOPES AND 
ASPIRATIONS YOU CAN CREATE VIDEOS THAT TRULY RESONATE WITH THEM.

GRABBING ATTENTION FROM THE START – 
CRAFTING AN INTRIGUING INTRODUCTION
We all know how quickly we scroll through our media feeds 
these days. To stand out from the crowd it’s crucial to have 
an attention-grabbing introduction, from the beginning! 
In those seconds strive to captivate your audience with 
something unexpected visually or emotionally mesmerising 
that will make them pause and take notice. Encourage them 
to pause and reflect thinking to themselves “Wow I must see 
more of this!”

KEEP IT SHORT AND SWEET – THE POWER 
OF BEING CONCISE 
Understand your audience’s time availability. Short and 
straight to-the-point videos tend to perform on platforms like 
Instagram and TikTok. Aim for content that can be consumed 
in a minute or less. If your message requires time, consider 
breaking it down into a series so that viewers eagerly 
anticipate the part.
 
STORYTELLING – THE GLUE THAT BRINGS 
US TOGETHER 
Empathise by connecting. What better way to do that than 
through storytelling? Share your message in a way that stirs 
emotions, sparks curiosity or ignites inspiration. Whether 
it’s a success story or a heartwarming behind the scenes 
moment storytelling leaves a lasting impression in the hearts 
of your audience. 

Visual Appeal – A Treat for the Eyes 
Understand your audience’s desire 
for content. Social media is driven 
by visuals that invest in high-quality 
production, vibrant colours and 
captivating visuals. Make sure your 
videos are mobile-friendly since 
most users browse media on their 
smartphones. Clear and sharp visuals 
will keep them engaged. Glued to their 
screens.

Creating the Right Atmosphere 
with Music and Sound
It’s not about visuals but how you 
engage your audience through their 
ears. Select music and sound effects 
that match the mood and message of 
your video. A chosen soundtrack can 
intensify emotions. Enhance the overall 
viewing experience. Remember to 
use music that’s royalty free or obtain 
permissions to avoid any copyright 
issues.
  
Stay Engaged – Listen and Respond
Encourage comments to respond to 
messages promptly and appreciate 
feedback from your audience. Engage 

in conversations. Acknowledge the 
support and love you receive. By 
building a community where people feel 
heard and valued you will strengthen 
their loyalty towards your brand.
Stay curious, analyse how well you’re 
doing and learn from both your 
successes and failures. Embrace trying 
things, explore trends and adapt to the 
changing preferences of your audience. 
Creating captivating video content is a 
journey that keeps evolving.

In conclusion, crafting captivating 
video content for social media requires 
a blend of creativity and empathy. By 
understanding your audience telling 
stories and genuinely connecting with 
them you can greatly enhance your 
social media presence. So let’s get 
started! Put on your thinking caps, 
understand what resonates with your 
audience and create video content that 
will leave a lasting impression on your 
followers.

No time to create high quality social 
media content by yourself or you just 
want someone to do it professionally? 
Get in touch with us to find out how our 
social media experts can help.
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WHY HAVING A DIGITAL PRESENCE IS 
ESSENTIAL FOR BUSINESSES

Can you make a decision without 
looking at reviews and typing 
keywords on your phone? We 
can presume, no! However, 

the same goes the other way around; 
your customers heavily rely on information 
online when deciding which brand or 
product to purchase.

Our world is flooded with digital 
technology. Unfortunately, you risk losing 
revenue if your business is not on the 
digital bandwagon. A digital presence is 
crucial for a brand because of its many 
benefits.

Digital presence includes content you 
control, such as your website and social 
media handles. However, you may not 
have control over online reviews or 
feedback. This applies to both mobile and 
web presences.

But first, we’ll explain what a digital 
presence means and what you should be 
invested in the digital sphere.

WHAT DOES DIGITAL 
PRESENCE MEAN?

Digital presence simply means how your 
company or brand appears online. It is 
what people see when they search for 
you, your company, or your products and 
services. A digital presence can include 
content you control, such as the content 
of your website or social media profiles. 
Unfortunately, it also provides content you 
don’t control, like your search results or 
online reviews from customers which can 
be both positive or negative, depending on 
the output.

To walk that line, consider everything 
you can do online to grow your 
business. Your digital presence 
includes:
•  Your blogs and websites
•  Social media sites (LinkedIn. 
  Facebook. Twitter.)
•  Search Results from different search 
 engines.

•  Listings in the Directory and Location
•  Ratings and online reviews
•  Digital ads (social media ads, search 
 ads, Google ads, and so forth)

Your online presence is a global 
communication link you cannot fully 
control, and you must monitor it with keen 
eyes. While the ultimate goal of an online 
presence is to be visible on the internet, it 
is often not enough. As a result, it can be 
dangerous for your business to ignore or 
mismanage your online presence.

WHY SHOULD YOU 
INVEST IN YOUR 
DIGITAL PRESENCE?

How many times have your Google 
searches influenced your purchase 
decisions? How many times have online 
reviews influenced your decision to 
purchase a restaurant? You might choose a 
product because it seemed “more reliable” 
online.

This is how significant an online presence 
can be for a business, but it can also be a 
deal breaker if it isn’t managed correctly. 

The short of it is that customers will trust 
businesses that look professional on the 
internet. When you have a solid digital 
foundation, no matter what kind of business 
you have, whether an online or offline 
business or a large enterprise, the web 
presence will attract customers.

Therefore, your online presence is 
significant for customers and serves many 
other purposes, such as:
•  Make your business or brand more 
 accessible – Even if you don’t sell any 
 products online, having a positive online 
 presence can help your business sell 
 more offline. Customers may abandon 
 you if they don’t find you online.
•  Act as a passive marketing channel for 
 your company – Customers’ reviews and 
 engagements on social media could be 
 a sales enabler. Your online presence 
 can help people know your brand. 
 A website or social media profile can 
 establish a visual identity that people 
 recognise and trust.
•  Increase your business credibility – It 
 can be challenging for startups and small 
 businesses to be recognised early as 
 valid entities. A solid online presence 
 is key to ensuring that people take you 
 seriously.
 

WHY DOES A 
BUSINESS NEED A 
DIGITAL PRESENCE?

We are already in a digitally-advanced 
age. Therefore, it is the perfect time to take 
advantage of digital tools such as social 
media and mobile advertising and promote 
your brand with vigour. A professional 
website and social media pages will help 
you promote your business 24/7.

In addition, your business will flourish 
when you partner with a digital growth 
agency that will create, develop, and 
maintain your digital presence. This 
will allow you to set new standards for 
branding, customers, revenue, and 
customer service.

We can help your business and brand 
reach new heights. Grofuse assists 
enterprises in transforming their brand 
with our unique integrated approach to 
delivering a better digital experience.
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Ninety million are senior-level 
executives, and another 
63,000,000 are professionals 
in decision-making roles. By 

these numbers, LinkedIn is an excellent 
place to grow your company. The 
platform makes it easy to reach decision-
makers and expand your network.

SO HOW TO MAKE LINKEDIN 
WORK FOR YOUR BUSINESS 
GROWTH?
How Can You Work With LinkedIn?
You can use the popular professional 
network in various ways to your 
advantage. This platform can be used to:
•  Expand your reach
•  Find and hire top talent
•  Encourage, educate, nurture and 
 promote your business
• Improve your brand’s reputation
• Generate leads

It is essential to understand that 
LinkedIn is not a social network. Its 
primary function is facilitating client 
and business networking in one central 
location. It is often confused with 
Twitter, Instagram, and Facebook for 
professional networking.

LinkedIn’s wide-ranging recruitment 
and targeting capabilities are crucial 
for targeting active and passive clients, 
especially business growth prospects.

THE PROCESS OF GENERATING 
LEADS
Lead generation encompasses all your 
activities and strategies to attract new 
customers. It is crucial to generate 
leads because, by nurturing potential 
customers, they can become paying 
customers who use your products and 
drive revenue.

LinkedIn’s target audience is typically 
made up of professional decision-
makers who have purchasing power. 
This allows you to speak directly with 
potential customers that could become 
paying customers.

There are many ways to generate new 
leads on LinkedIn, but the following will 
get you up and running for the basics:
•   Create a professional LinkedIn profile.
•   Make sure that your executives are 
 connected to LinkedIn.
•  Post updates and relevant content.
•  Join LinkedIn groups for your 
 customers and clients.
•  Pay for products to make sure your 
 content reaches the right audience.
•   Ensure solid sales and marketing 
 alignment.

•  Make connections with clients and 
 customers.
•  Keep a constant presence on the 
 platform.

HOW TO CREATE YOUR PROFILE?
LinkedIn will always place your company 
profile as the heart of your online brand. 
Having a solid profile on LinkedIn is 
crucial, as people use it to search for 
your company and learn more about 
your products.

You have one chance at making a first 
impression. Your company profile is the 
first place that most people will visit when 
they click on your page.

These are some suggestions for 
creating a great company profile:
•  Complete your profile 100%. 
 Do not leave any blanks!
•  This might seem obvious, but there 
 should be no grammar or spelling 
 mistakes!

MAKING LINKEDIN WORK FOR 
YOUR BUSINESS GROWTH
LINKEDIN IS ONE OF THE MOST POPULAR SOCIAL MEDIA NETWORKS FOR PROFESSIONALS. IT’S THE 
MOST POWERFUL PLATFORM FOR CAREER DEVELOPMENT, WITH TWO USERS JOINING EACH SECOND. 
THAT’S 62 MILLION PEOPLE PER YEAR. RECENT DATA SHOWS THAT LINKEDIN NOW HAS MORE THAN 
740 MILLION USERS.

CONTINUED ON NEXT PAGE
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MAKING LINKEDIN WORK FOR 
YOUR BUSINESS GROWTH

•  Take a look at the proFIles of your 
 competition. What can you do for your 
 business to stand out from the rest?
•  Are you a recipient of any industry 
 awards? You can list them all!
•  Do you also have well-known clients? 
 If they have given permission, mention 
 them in your profile.
•  Include a link to the company 
 website in your profile. People will be 
 more interested in learning about your 
 company if they like the information on 
 your profile.
•  Make sure to make the most of the 
 banner space available. You can use 
 this space wisely if you have campaign 
 messaging that you wish to promote 
 here. Consider the banner as your 
 online storefront. Make it work for 
 yourself.

USING LINKEDIN AS PART OF 
YOUR SALES STRATEGY
LinkedIn is a powerful tool that can 
be a part of a sales strategy. It is a 
social media platform designed for 

professionals to network and connect. 
LinkedIn can be used as a salesperson 
to find, connect with, and engage 
potential customers, ultimately leading to 
sales.

Here are some tips on how to use 
LinkedIn as part of your sales strategy:
•  Optimise your profile: Your LinkedIn 
 profile is your digital business card. 
 It is essential to have a complete and 
 professional profile that showcases 
 your skills, experience, and 
 achievements. This will help potential  
 customers understand who you are 
 and what you can offer.

•  Connect with potential customers: 
 LinkedIn is an excellent tool for finding 
 potential customers. You can use 
 the search function to find people who 
 fit your target market and connect with 
 them. Personalise your message and 
 explain why you want to connect when 
 sending connection requests.

•  Engage with your network: 
 Once you have connected with 
 potential customers, engaging with 
 them is essential. This can be done 
 by sharing relevant content, 
 commenting on their posts, and 
 sending personalised messages.

 Join relevant groups: LinkedIn has 
 many groups focused on specific 
 industries or topics. Joining these 
 groups can help you connect with 
 potential customers interested in your 
 product or service.

Using LinkedIn as part of your sales 
strategy can be a powerful way to 
find, connect, and engage potential 
customers. Optimising your profile, 
connecting with potential customers, 
engaging with your network, joining 
relevant groups, and using Sales 
Navigator can increase your chances of 
successful sales.

LINKEDIN TOOLS TO HELP YOU SOURCE POTENTIAL CUSTOMERS

•  Sales Navigator: Sales Navigator is 
 a premium LinkedIn tool that can help 
 you find potential customers, engage 
 with them, and keep track of your 
 sales activities. It can be a valuable 
 asset for any salesperson serious 
 about using LinkedIn as part of their 
 sales strategy.

•   Aeroleads: Aeroleads provides email 
 IDs and phone numbers for prospects, 
 giving your sales team an edge over 
 their competitors. You can automate 
 your processes with customised 
 messages tailored to the lead type. 
 This is a time-saver that can help you 
 get more sales leads. Aeroleads can 
 also be used with the most popular 
 CRM systems.

•  Dux-Soup: Another excellent tool 
 for lead generation that automates 
 building a prospect list. Dux–Soup 
 allows prospects to view their profiles,  
 find email addresses and track 
 activity. You can also send 
 personalised messages to each 
 prospect.

•  LeadFeeder: LeadFeeder is a popular 
 LinkedIn marketing tool. It allows users 
 to see which companies and users 
 have visited their site and a list of 
 individual interests. This lets you target 
 leads interested in your services and 
 improves your sales team’s conversion 
 rate.

If you would like to learn more 
about Grofuse or avail of our 
LinkedIn company page service, 
contact us today.

https://grofuse.com/contact/
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client IN FOCUS: 

Heating Parts Warehouse Drives 20% 
Increase in Sales with Grofuse

Heating Parts Warehouse, 
one of the leading 
stockists of plumbing 
and heating parts in 

Ireland and the UK, has established 
itself as a trusted provider of high-
quality products to tradespeople, 
plumbing supplies merchants, and 
homeowners.

CLIENT GOALS

With their commitment to exceptional 
customer service and a wide range 
of products available through their 
online store, Heating Parts Warehouse 
sought to accelerate their growth and 
enhance their online presence. They 
partnered with Grofuse, leveraging 
a comprehensive suite of services 
including digital marketing, SEO, 
design, and rebranding to achieve their 
business objectives. They needed an 
experienced partner to develop and 

execute a strategic plan that would 
amplify their brand visibility, attract more 
qualified leads, and ultimately result in a 
substantial increase in sales.

WHAT WE DID

•  Collaborating closely with Heating 
 Parts Warehouse, we developed a 
 comprehensive strategy to address 
 their challenges and achieve their 
 growth goals. The following solutions 
 were implemented:
•  Grofuse designed and executed 
 targeted digital marketing campaigns 
 across various channels, including 
 social media platforms and search 
 engines. These campaigns were 
 tailored to reach Heating Parts 
 Warehouse’s target audience and 
 drive qualified traffic to their online 
 store.
•  Our team conducted extensive 
 keyword research and implemented 

 on-page and technical optimisations 
 to improve Heating Parts 
 Warehouse’s organic search 
 visibility. By enhancing their search 
 engine rankings, they attracted a 
 higher volume of relevant traffic 
 to their website.
•  We worked closely with Heating 
 Parts Warehouse to refresh their 
 brand image through a 
 comprehensive redesign and  
 rebranding process. The website’s 
 design was revamped to improve 
 aesthetics, user experience, and 
 align with the company’s values and 
 goals.
•  The team implemented conversion 
 optimisation strategies to enhance 
 the user experience and drive 
 sales. This involved improving 
 website navigation, simplifying the 
 checkout process, and optimising 
 product pages to maximise  
 conversions.

THE RESULT 

Through the collaborative efforts between Heating Parts 
Warehouse and Grofuse, significant improvements in key 
metrics were achieved, driving substantial growth and 
exceeding expectations.

The combined efforts of digital marketing campaigns, SEO 
optimisation, and conversion enhancements resulted in a 
20% increase in sales for Heating Parts Warehouse. This 
growth demonstrated the effectiveness of the strategies 
implemented by Grofuse in driving revenue and expanding 
their customer base. The social media advertising 
campaigns delivered great results, with an increase of 
1920.3% return on ad spend (ROAS). This indicated the 
efficiency and effectiveness of their targeted advertising 
efforts, resulting in a highly profitable social media presence.

Our SEO optimisation efforts led to a significant 38.60% 
increase in organic traffic for Heating Parts Warehouse. 
By improving search engine rankings and visibility, they 

attracted a larger audience of qualified leads actively 
searching for plumbing and heating parts.

Heating Parts Warehouse continues to attract new 
customers, enhance their brand visibility, and drive revenue 
growth. As a trusted partner, Grofuse remains committed 
to supporting them in their ongoing growth objectives, 
leveraging innovative strategies and digital solutions to 
maintain their competitive edge and maximise their online 
presence.
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HOW CAN BUSINESSES 
OPTIMISE THEIR DIGITAL 
MARKETING ASSETS FOR 
BETTER PERFORMANCE?

Optimising digital marketing assets involves 
several key strategies. Firstly, ensure that the 
content is relevant to your target audience. 
Use compelling visuals and clear, concise 

messaging to capture attention. Additionally, optimise 
assets for search engines by incorporating relevant 

keywords. Regularly analyse performance metrics 
to understand what works and refine your strategy 
accordingly. Testing different variations of assets through 
A/B testing can also provide valuable insights. Lastly, stay 
updated with industry trends and adapt your assets to 
meet evolving consumer preferences.



w w w. g ro f u s e . c o m

Contact Grofuse for a free consultation today: 
NI/GB +44 2871 228820 or ROI +353 1 247 5294. 

Alternatively, email: hello@grofuse.com

DO YOU NEED EXPERT 
ASSISTANCE WITH 

YOUR DIGITAL 
MARKETING STRATEGY? 


