
   

  

Internet & Social Media Success Checklist  

 Step 1: Update or Create a (FREE) Business Listing. Yes, I said FREE. Potential clients 
are searching for, “pool stores near me” Make sure they are finding your business. 

 

                                  “A beginner’s guide to social media success in 2019” 

 

 Google Business Page: Claim or sign in to your business page at www.Google.com/mybusiness. 

Customers are searching for pool stores near them. Make sure they are finding your updated listing 

online. You must have a Gmail email to list your business. Add your Gmail Email on your phone so if 

google sends you any business info you will see it right away. Verification is normally done by US POST 

office mail with a postcard that has a verification code that you must enter in your business listing page. 

Google is by far the number one search choice. This is why it is number one on the list.   

   Google Posts: You’ve probably never heard of Google Posts. You must have a Google 

Business Listing to use Google Posts. Please complete Step 1 prior to inquiring about Google 

Posts. This feature allows you to share new information like blog posts, upcoming events, or 

specials that will show up when someone googles your business. CLICK HERE to read a detailed 

explanation of Google Posts. 

 Bing: Claim or sign in to your Bing business page at https://www.bingplaces.com/ Please remember to 

utilize the info you used in your Google business Listing--name, address and phone. Bing is verified by 

phone so it must be done at the business. They will call you to give you a code over the phone.  Bing is 

important because Microsoft owns Bing and that is the default search engine on their computers, tablets 

& phones.  Some customers do not know the difference between a Google search and a Bing search.    

 Apple Maps: https://www.mapsconnect.apple.com/ This relates to a mobile search on an iPhone--half 

of all phones are now iPhones. You will have to create an Apple ID and then go back into the URL above 

to create your listing. The verification process is the same as Bing--a phone call--so you must be at the 

business. 

   Yelp: The best way to manage your business on Yelp is by claiming your Yelp Business Page and creating 

a business login. It’s a great, free way to engage the Yelp community. Once you claim your Yelp Business 

Page you will be able to respond to reviews with a direct message or a public comment, Track the User 

Views and Customer Leads Yelp is generating for your business, add photos and a link to your website 

and update important information such as your business hours and phone number. Click Here to Claim 

your YELP Business Page.  

 Step 2: Create, Update or Improve your (FREE) Business Pages on Social Media 

 Facebook - Make sure you have a business page, not a personal page, that you use for your business.  

 Instagram – Linking your Facebook & Twitter in settings will allow you to post on all three at once.  

 Twitter – You can have both a personal Twitter & a Business Twitter Account.  

 LinkedIn – You can have both a personal LinkedIn & a Business LinkedIn. 

http://www.google.com/mybusiness
https://www.sumydesigns.com/google-posts-cool-feature-probably-dont-know/
https://www.bingplaces.com/
https://www.mapsconnect.apple.com/
https://biz.yelp.com/?utm_campaign=claim_business&utm_content=claim_button&utm_medium=biz_yelp&utm_source=marketing_pages
http://www.danoff.org/leftinfront/?tag=the-open-clip-art-gallery-image
http://www.danoff.org/leftinfront/?tag=the-open-clip-art-gallery-image
http://www.danoff.org/leftinfront/?tag=the-open-clip-art-gallery-image
https://creativecommons.org/licenses/by/3.0/
https://creativecommons.org/licenses/by/3.0/
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 Step 3: Post on Social Media - Daily!  Customers & potential clients want to see what 
you are working on. Customers dream while looking online. Give them something to 
dream about. One day they will choose you to make that dream come true. If they see 
your competitor posting pictures of beautiful pools, spas, grills, pergolas, etc., then 
they will most likely get the first call.  

 Facebook: Post a minimum of 3 times per week. Post high-quality content and pictures.  Do not use 

pictures found on google. Post in your own words with your own photos. Post pictures of current jobs. 

Post before & after pictures of repairs and installations. Post liner replacements, hot tub installs, repairs 

& maintenance pictures. Post what other pool owners would like to see, buy, or wished they had in their 

backyards. Post pictures of products you sell in your retail store or products you offer as a service 

professional.  Yes, even service guys have access to fencing, grills, hot tubs, outdoor kitchens, & firepits. 

 Instagram & Twitter: Post 3-5 times per day. Keep it simple, straight & to the point. Utilize hash tags to 

expand your reach. Create a hashtag specifically for your store. Mine was #crystalclear or #goswimm.  

You could also use your business name like #ABCpoolsandmore.  

 LinkedIn: Post a maximum of 3-5 times per week.  Make sure what you are sharing is relevant to your 

business &/or industry. Aim for more formal content around your business. You can create a page for 

your business or a personal LinkedIn page. 

 

As you are creating social media pages, for you personally or for your business, try to keep the 

usernames the same. It makes it that much easier for people to find you online. For example, you 

can find me on any social media platform @timwgraham. Facebook, Twitter, LinkedIn, Instagram... 

They are all the same.   

 

Keep in mind, your goal with any social media platform is to create engagement. Don’t just post 

and leave. Respond to customer questions and comments promptly. Look for posts to respond 

to. Search within your area for people that are posting about pools, spas, or other services you  

provide and respond to those posts. Get your name out there and people will see that you are a 

trusted advisor that can help with their pool and spa needs. 

 

Also, once your business listings are set up you will want to begin asking your clients to leave 

reviews on your Google, Facebook, Yelp, LinkedIn, etc. Always strive for positive reviews.  
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 Step 4: Learn all about Hashtags: More exposure means more business. 

 

Hash tagging gives your posts more exposure. When you add a hashtag to a post, that post is grouped with  

all the other posts that have been hash tagged with the same words. For example, if you create a post and 

use… #poolbuilder, that post will be grouped with all the other posts across the world that used  

#poolbuilder. Think of it as a large community filing system…. when people are browsing that particular  

hashtag,they will see your post(s). 

 

Some Popular Hashtags among pool builders, installers & retailers on Instagram as of 12/17/18 are: 

#pool = 25,957,567 posts using this hashtag, #poolparty – 5,795,609 posts, #poolbuilder – 25,041 posts,  

#poolstore – 3,185, #poolcontruction – 14,319 posts, #crystalclearpool – 385 posts. 

 

To hashtag, simply use the # symbol and type words or phrases that relate to your post. You can’t use spaces 

and, on most social media sites, you can’t use special characters. When it comes to using hashtags, it’s more 

beneficial to use popular and trending hashtags than it is to use unique ones.  You can see on the above list 

which hashtags are trending. 

 

 Facebook: Stick to a maximum of 3-4 hashtags per post. Hashtags aren’t as popular on 

Facebook, so you don’t want to flood your posts with them. 

Twitter: Hashtags are extremely popular on Twitter. Users use hashtags to search for 
articles, information &/or trending stories. Because of the 140-character limit on Twitter, 
keep your hashtags concise. Focus on those that are popular and trending in your business or 
industry. To find popular and trending hashtags, just start a search and suggested ones will 
pop up.  

Instagram: Hashtags are heavily used, searched & followed on Instagram. Hashtags are 
a way for people to discover new accounts to follow. I recommend using 10-12 hashtags that 
relate to your post. Instead of putting them in the description of your post, put them in the 
comment section so people aren’t flooded with your hashtags when reading the description 
of your post. It is also important to use popular hashtags; to find them, conduct your own 
search and see how many photos have already been tagged with that hashtag. Suggested 
hashtags with the current number of posts with that hashtag will pop up when you begin 
typing.  

LinkedIn: Hashtags are new to LinkedIn. We recommend using two or three hashtags 
that describe your post. Hashtags on LinkedIn are clickable and searchable. People rely on 
searching for hashtags to find content or similar content on posts they like. You can also tag a 
person or business on LinkedIn using the @ symbol. 
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 Step 5: Learn all about Tagging: More exposure means more business. 

 

TAGGING refers to using the username of a person or business in your post. When you tag a person or 

business in a post, you are identifying them and essentially “linking” them in your post. Your viewers will be 

able to click on and link directly to that person or business page. 

 

To tag, simply type the @ symbol then the start of the person’s or business’s profile name. The name should 

pop up as an option. If it does not pop up, make sure you type the complete username correctly after the @ 

symbol. Sometimes you can use a space in between the person or business name.  

 

Just a few examples of tags used in the pool business which are business product pages: 

 

@lathampoolproducts, @TaraLiners, @PrimoCeramicGrills, @HotTubs.com, @SwimmingPool.Com 

 

There are 1000’s.  I suggest following the businesses & hashtags you buy & use most frequently in your  

business.  If you are posting about the Latham In-Ground Pool you just built, I would tag @Latham Pool  

Products. If you are posting about the Primo Grill you just delivered, I would tag @PrimoCeramicGrills.   

This allows your viewers to link directly to those Manufacturers Facebook or Instagram pages. Always  

confirm you are directing your customers to the official page for the manufacturer you are tagging.  For  

example, Primo Grills has several pages either created by consumers, another country, or the official  

manufacture page. You want to be tagging only the official manufacturer page.  

 

No matter what social media platform your business is on, it is important to hashtag and tag  

when necessary. Doing so involves simple steps that allow your posts and profile to gain more  

exposure. I regularly consult with my dealers about their social media goals and try to help  

them properly write, hashtag, and tag posts to grow their social media presence. I am happy  

to offer a free Social media review of your business.  I will offer suggestions on how to  

improve each of your social media posts. Feel free to text me a screen shot of your posts.  I  

will offer some advice on how you could create more engagement.  You can edit your posts  

and add the information if you find it useful.  
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 Step 6: Update Manufacturer Websites & Dealer Locators 

 

Manufacturers & Distributors offer websites where you can list your business as an authorized 
dealer. Look up these sites to be sure your business contact info is correct. Confirm your 
name, address, phone number, business hours, website, social media sites, and business 
description are all correct.  Make sure your business pops up correctly on the dealer locator 
map. 

 

Tag those manufacturers when posting online about their products if they have a Facebook, 
Instagram, Twitter or LinkedIn page. 

 

If you are cannot find your business listed as an authorized dealer, please contact me.  I will 
get your business listed on that website.  

 

Below is a small group of websites you may use in your business. Maybe you will recognize a 
site for products you have on your sales floor or that you use in your service business. Confirm 
your business is listed on all the sites that apply. 

  

www.swimmingpool.com www.hottubs.com www.swimaboveground.com 

www.optimumswimpools.com   www.maytronicsus.com  www.imaginepools.com  

www.bullbbq.com  www.louisiana-grills.com  www.primogrill.com 

www.nptpool.com  www.kingtechnology.com www.taraliners.com 

www.ncbrands.com www.poolspacare.com www.glipoolproducts.com  

www.spapureusa.com  www.regalchemicals.com  www.leisuretimespa.com  

www.poolstylechemicals.com  www.poolseason.com  www.ezchlorchemicals.com 

www.glbpool.com www.apiwater.com www.proteampoolcare.com  

 Step 7: Don’t ever do this 

1. Never share a post from one of your competitors on your business social media page. That will only 

direct your followers to visit your competition.  

2. Never tag, hashtag or share anything that would link to one of your competitors or even another 

business in a different area. Only post your original content on your social media sites and only link 

to your own business website. 

3. Do not disregard the importance of having your business online. Good or Bad it is where your 

potential clients are shopping and it is where you need to engage them.  Unfortunately, businesses 

can no longer just depend on a store front & an open sign to bring in business.  You must be 

proactive and engage your audience on social media to get them in on the phone or in the door. You 

will find with an effective website & social media strategy you’ll have more leads coming to you than 

you will know what to do with. This was my experience as a pool dealer after building my website 

and social media strategy in 2013. Directly proceeding the building of my business website and 

weekly posts, customer contacts began coming in daily for pools and spas. Solid leads that led to 

sales. I promise, it works.  

http://www.swimmingpool.com/
http://www.hottubs.com/
http://www.swimaboveground.com/
http://www.optimumswimpools.com/
http://www.maytronicsus.com/
http://www.imaginepools.com/
http://www.bullbbq.com/
http://www.louisiana-grills.com/
http://www.primogrill.com/
http://www.nptpool.com/
http://www.kingtechnology.com/
http://www.taraliners.com/
http://www.ncbrands.com/
http://www.poolspacare.com/
http://www.glipoolproducts.com/
http://www.spapureusa.com/
http://www.regalchemicals.com/
http://www.leisuretimespa.com/
http://www.poolstylechemicals.com/
http://www.poolseason.com/
http://www.ezchlorchemicals.com/
http://www.glbpool.com/
http://www.apiwater.com/
http://www.proteampoolcare.com/
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 Step 8: Monitor your progress  

 

If you want to take full advantage of your marketing efforts, you must monitor your progress. 

 

Your marketing efforts are only as good as your ability to measure them. The last thing you want to do is 

spend a ton of time & resources developing a strategy, creating content and promoting it to your followers…  

only to then not know how it’s performing. Part of assessing that performance is making sure you’re  

looking at the right metrics.  

 Step 9: Social Media Trends to Pay Attention to in 2019  

 

After you have completed the first six steps, you’ve been posting for a few weeks, and you’ve had 

some engagement with customers on your social media or website, consider taking the next step towards 

massive growth. 

 

Social Media trends will further your reach to more potential clients. You will soon be engaging your  

Customers online. You will be increasing your brand awareness and moving your business forward. Research  

shows that roughly 26% of adults are constantly online browsing social media. It is also proven that Social 

Media Trends directly affect whether a business will sail or sink. 

 

Step 10 will have the most impact on your business in 2019. 

 Step 10: VIDEO IS SOARING TO THE TOP 

 

Video gives you the ability to engage your customers on a personal level. Video ranks highest in building 

consumer confidence. A recent study found that 57% of consumers say videos led them to make a purchase  

because they felt more assured & confident in what they were buying. Another 

recent survey showed businesses that used video on their social media sites saw a 76% increase in traffic &  

sales.  That’s huge! 

 

Live Video is having an even greater impact. 82% of consumers prefer brands using live video over any 

other medium. Live video allows your customers to engage in real time. If you are not using Facebook live 

videos as part of your social media strategy, you are missing out on guaranteed revenue.   

 

Consumers are opting out of reading long text posts about a business’s new features. They’d rather watch a  

video or livestream about the things they are interested in. Think about your own social media habits. Put  

yourself in your consumers shoes. Social media and video will continue to grow with or without us. We 

might as well learn more about it and make attempts to meet our customers where they are. 

 

What do you need to make a video? Your Phone. You can broadcast your message to everyone instantly. 

Try going live 15 minutes a day. In the grand scheme of things, fifteen minutes is such a tiny part of our day.  

Talk about what you are working on. Talk about a product you sell in your shop or the product you just  

delivered. For instance, how about taking video of a robotic pool cleaner, you just delivered?  Set a sale price 

on that item for the day or that afternoon. Make an offer to your viewers and you’re done. Ask yourself, what 

must I demonstrate in order for my viewers to want to do business with me? 
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 Do you need help with any of the previous steps?  

                                          
 

www.sumydesigns.com: Amy Masson is a good friend of mine. She lives in West Lafayette and owns the 
best website, blog, & social media business. Amy has helped many of the dealers I work with either create 

or redesign their pool business web sites. She even has a page on her website dedicated to pool 
businesses. And… Amy is someone you can trust. Too many times businesses are taken advantage of by 
so called website experts. If this has happened to you or if you are looking for someone to design your first 

website, look no further than Amy Masson of Sumy Designs.  Another plus working with Amy, she has a 
pool & spa in her backyard. Amy and her husband have been pool & spa owners for over 10 years.  

 

____________________________________________________________________________________ 

 
I have a lifetime of experience in the pool & spa industry. I spent my childhood watching and working with  

my parents building pools from 1972 – 2008.  I started my own pool service business working out of a 
truck from 1999 – 2011.  Then, I opened a retail store in 2012 and a warehouse in 2013. In December of 
2016, I finally decided to take a different direction. I sold my business & went to work In Business 
Development for PoolCorp in February 2017. It is now my job to help other pool dealers succeed in this 
business. Using the knowledge, I have attained over the course of my career, I do my best to help see my 
customers through the entire buying/selling cycle. When you make a purchase with me, I will follow it 
through to the end. I want to ensure that you are successful with the products that I present. It does not 
benefit me in the least to show up at your door all year long, just to see my products collecting dust on 
your sales floor. It is important to me that we all achieve the goals we set for ourselves. The graphic below 
explains what Business Development is all about. This Internet & Social Media Success Checklist can and 
will grow your business this year if you only follow the steps. Let’s create a strategy for growth – Together. 

 

 

 

 

http://www.sumydesigns.com/

