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Transcript:  Jama St John and Tracey Fieber  

Tracey talks about Facebook and the common mistakes people make and what you 

can do to avoid them.  Learn how to be on the cutting edge of Facebook and grow 

your audience. 

 

Jama:  Hello, and welcome to your Strategic Business Building call.  I’m your host 

Jama St John of Strategic Virtual Solutions.  I started my business in 1996 and have 

grown it to a successful, multi-virtual assistant and Infusionsoft consulting and 

training business.  I know the challenges that online business owners face on a 

daily basis and started Strategic Business Building so you can get quick strategies 

from experts who have been there. 

The goal of these calls is to help you get strategies and tips that work.  We’re 

talking about a plan of attack that you can take action on immediately.  

Today we have with us Tracey Fieber.  I’ve known and followed Tracey for several 

years, and I’m so excited to have her on today.  So welcome, and thank you, 

Tracey, for being here. 

Tracey:  Thank you so much, Jama, for having me. 

Jama:  So a little bit about Tracey. For more than two decades, Tracey has 

customized solutions for her clients’ unique business problems.  She and her team 

have transformed supervisors and co-workers and strong leaders, built teams that 

excel at communication and cooperation and automated processes that let her 

clients tend to higher level concerns.  In both the corporate world and in small 

businesses, they have propelled enterprises to their best.  With a background in 

both corporate and entrepreneurial worlds, and a business savvy eye, Tracey and 

her talented team create solutions catered to the needs of each individual client.  No 

matter which process needs to be overhauled or streamlined – whether it’s 

recruitment, team building, hiring or training, they easily remove the lag that 

encumbers a business and thoroughly nurtures its strengths. 
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Today, Tracey is going to talk to us about online marketing and social media.  So 

let’s get started!  Tracey, tell us a little about yourself and how you made inroads 

into your business. 

Tracey:  Absolutely!  Some of the things with online marketing and social media, 

when I started my business, it was actually kind of funny after a while when I 

realized what I had done.  I started with the online marketing and social media to 

grow my business, so I had global clients even before I had local clients, which is 

the reverse of most people.  I had people with whom I had been in business for 

three years, and people locally were seeing me here and there publicly, and they 

were saying, “Tracy, what is it you’re doing, because since you quit working, we 

really haven’t seen much of you.  We don’t see you advertising.  We know that you 

have a business and a company, but what is it that you do?” 

So at that point, I thought, “Okay.  I need to use what I do globally and use it 

locally.” So that is exactly what we started to do.  We started to do social media for 

locals.  We started to do online marketing for locals.  Like I said, my focus was to 

grow the business and to grow it rapidly, and that was by growing globally.  Could I 

have done it in the reverse?  Maybe, maybe not.  But really, it’s finding out what’s 

the best for you and then running with it. 

So for us, our Facebook likes is over 300,000 - maybe 348,000-349-000.  On 

LinkedIn, we have over 13,000 likes or connections on it.  Now, that’s not me going 

to people and saying, “Will you connect?”  Most of it, especially the LinkedIn, is 

them coming to me.  Now, on the Facebook, I’ve had people watch what we’re 

doing.  And some people say, “Well, that person that’s commenting isn’t really your 

ideal client.  My reply to that is, as part of marketing, sometimes you market and in 

order to get to your target market, you have to market larger than the actual target 

market.  And what I mean by that is, we did some analysis on our 300,000+ likes on 

Facebook, and one-third of them are our ideal client – our ideal target market - age 

group, location, etc. 

So think about that:  100,000+ of them are our ideal clients.  Could I have grown it 

to 100,000 in as quick a time frame as I did if I hadn’t done it the way that I did it?  I 

don’t believe that I could have.  Could I have grown it that large eventually?  Sure I 

could have.  But we made some choices.  Some people would say, “Oh, that’s not 

appropriate, and yet other people (my clients) are saying, “I love that  
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you’re posting that!  Things like Bella and Edward - vampire things. So we had 

some controversy going on.  But as we all know, controversy can be a good thing.  

Because we market, because we’re marketers, we’re business consultants, we’re 

helping people to grow their companies as quickly as they can; sometimes you 

make choices like that – to do that.  I knew going in that not everybody was going to 

love everything that I posted, but I was okay with that.  It was a business decision 

that we made in order to get to where we wanted. 

Jama:  Tracey, can you tell our listeners what types of things that you’re posting?  

Tracey:  Sure, absolutely.  We post a variety of things. One thing we do is a 

maximum of four posts a day on Facebook.  On LinkedIn it’s totally different. Do not 

use this on LinkedIn as a strategy, because it will get you banned or unconnected. If 

you use Facebook strategy for LinkedIn – you cannot cross the two.  There are 

some things that apply to both, but most is very different. LinkedIn is a business 

community; Facebook is personal.  

So when we started, we were posting four posts a day.  Three of them were 

personal or fun sorts of things, and one was business related.  What sort of things 

business related?  It wasn’t always promotional, saying, “But this, buy this!”  or 

“Sign up for this!”  There was always a subtle call to action, if not a call to action, 

but it was mostly education.  And the three that we were posting were things like, 

“What do you think of this, what do you think of this.  Here’s a shape, here’s a 

shape, what do you think is the next shape.  Some of it is brain teasers, some of it 

the trendy things that are on television, some of it is controversial in that – Edward 

and Bella vampire shows.  You know, if you’re not a fan of that, some of the things 

we posted you might have found offensive.  Most times, what I heard from people is 

that they understood that we were doing market testing as we were growing our list , 

and so they were okay with that.  They actually thought more of us because we 

were doing that – because we were brave enough to do that I guess.  Because they 

were saying, “I don’t know if I can do that.” And what is right for us isn’t necessarily 

right for them.  And that is one thing I need to make sure people understand:  just 

because we do ours this way, doesn’t mean that we would have to do that in order 

to grow yours. 

We know how to grow it because of all the research that we have done.  Because of 

all the posting.  And yes, we pay for ads that promoted posts.  We’ve had runaway  
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promoted posts where suddenly it was more dollars than what we had anticipated 

because someone forgot to turn it off after a certain period of time.  So we’ve had all 

those experiences, and that is one nice thing you gain from working with us -- is 

we’ve had it with ourselves, and then with our clients, it’s grown.   

We’ve got one client, he’s in the health industry and he’s got over 13,000 likes.  And 

when we look at his insights on Facebook, his target market is 35-64 and that’s 

exactly who his insights are showing that are on there. And the cities, it’s not from 

third world countries, like some people that buy likes on Fiverr, etc.  It is targeted to 

different cities like Chicago, Illinois, New York, Toronto- so it varies who the target 

highest number is from, but that’s okay.  We can see that it is definitely his target 

market and definitely the demographic that we’re looking for. 

Jama:  Do you do a combination of pictures with your posts, or is it words?  How do 

you do that? 

Tracey:  Yes, we vary it; the reason being that we’ve done all pictures and what 

happens is that first there’s response, and as you keep doing that people become 

bored with it.  We’ve done all text and again, they don’t stay engaged as long and 

then they become bored.  So what we’ve tried is really a variety of pictures and 

words, and sometimes reposting other people’s information. It could be from (for us) 

a Forbes magazine that there was an interesting article that we’ll repost.  So it’s not 

just our information; it’s also other people’s information.  And the reason we do that, 

part of the strategy is we want to be seen as a resource. Even if it’s not our 

information, they still come to us to get that information or to hear our opinion on 

that information.  Does that make sense? 

Jama:  Yes, it does.  So how do you deal with the business pages not showing up 

in the newsfeed - Facebook drives me crazy.  I want to see most recent posts, but it 

keeps changing to top stories.  I don’t want to see top stories; I want to see most 

recent posts.  So what if someone wants to start posting on Facebook--they want to 

get their business page fan page seen; what advice do you have for them.  How can 

they get seen in the newsfeed now?  

Tracey:  Well, it’s all about the engagement. You have to get your engagement up 

in order for things to be seen in your newsfeed.  Now, we’re actually looking at 

getting some programming done where we’ll be able to take what we post on our 

website, on Facebook, and then that will show up.  There’s different things that you  
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can do, kind  of behind the scenes, but that’s more complex.  How do you or most of 

the clients get that seen? It’s really about getting the comments and likes and 

engagement up, so that more of it is seen, Jama.  Because there’s a theory out 

there that it’s about 10%.  Some of the conversations that we’ve had with their 

support. About 10% of the people that are on your list see your posts.  So when it’s 

smaller numbers, it’s a higher number that’s seen.  So if you have 100 people on 

your Facebook fan page, then it might be fifty of them that get to see it, because 

there is not a lot of other competition.  But as you grow, they start to limit how much 

is actually seen.  So even though you post you think, you know, for us 300,000+ see 

it; that’s not true.  It’s about 10% they show it to.  So 10% of 300,000, that’s still 

30,000 and that’s not bad, right?  But of that 30,000, are they all our ideal cl ient? 

That’s always the question.  Now, the more we get our engagement up, the higher 

the increase of that percentage, so we’re always looking for return on investment 

(ROI), and we want to make sure the effort that you’re putting in, or even the dollars 

that you’re putting in, that you’re getting out at least enough to cover it, which is to 

break even, or gaining some profit from it. So you always want to make sure you’re 

getting your engagement up which then will get it into the newsfeed of more and 

more people. 

Jama:  So, a good way to get the engagement up is to post posts that are 

engaging? 

Tracey:  Yes, absolutely.  Things like links to videos, because people want to be 

entertained on Facebook.  Think about Candy Crush and all of the – you know, 

Farmville – all of the games that are out there.  People want to be entertained.  So 

can you somehow make it entertaining?  It might be a picture of a puppy and a little 

kid if you find that in line with what you believe and who you are.   

So you also always want to make sure that the post reflects whichever business 

page it is. What I mean by that is, our client who is in the health industry, he’s a 

truck driver.  And so maybe the children and puppy dogs isn’t his thing.  But it might 

be that for him, it’s health.  It’s more about eating properly, making sure that he’s 

not bloated, it’s car shows and car races and things like that.  So the things that are 

posted on his page are very different from what is posted on our page.  And that is 

just the result of who he is and the people that are attracted to him. 
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So think about this, Jama.  You and I could have the same business.  We could 

both be in exactly the same business, and yes we would have what some people 

deem competition.  My belief is that there really is no competition, because the 

people that are going to be attracted to you and your personality and the way that 

you run business, are going to be different than the people that are attracted to me.  

And I believe there is an abundance of people.  So if I believe that there is only a 

limited number of people – then absolutely, that’s competition, right?  But because I 

believe there’s an abundance of people and clients, I don’t believe there’s really 

competition, and if somebody chooses you over me, I’m okay w ith that because 

then I’m going to find my next right client. 

Jama:  Right.  What would you say to people that are listening and they’re going, 

“But I’m already so overwhelmed with everything else.  I don’t have time to figure 

out four posts a day to post”?  How can they implement social media without 

spending a lot of time doing it? 

Tracey:  Well, it’s all about the planning.  Yes, you can hire someone outside to do 

that.  For example, we have our posts set up for the whole month.  So we’ve looked 

ahead and said, “What is it that we’re doing; what’s coming up?”  And we’ve started 

to create some of the posts ahead of time.  Do we have all of the posts created 

ahead of time?  Absolutely not, because they have to have some element of 

responsiveness on Facebook.  But some of the educational parts of it?  We can 

have those set up ahead of time, so they’re in there as scheduled and they will be 

posted.  And that then generates the comments and the likes.  

I also always encourage people to set a time limit that you are doing social media, 

because we all know how you can get into one or the other of the social media, and 

before you know it an hour or two or three has gone by.  So set a time limit, and 

what I suggest is a half an hour a day.  And there’s going to be t imes when you go 

in and spend an hour, for example, when you are scheduling posts, then you’ll want 

to spend more time up front at the beginning of the month, knowing that you don’t 

have to spend that time throughout the rest of the month.  So take that hour, hour 

and a half to get that all set up, and then drop back down to your half an hour per 

day so that you can just stay on top of things.  And sometimes it’s only ten minutes 

that you need.  But always be making sure you’re watching the comments and the  

notifications, so that you can be responsive so that they know somebody is actually 

on the other side of that Facebook page. 



 

 

Copyright 2014 Strategic Virtual Solutions   All Rights Reserved 

 

Jama:  Awesome!  So can you give our listeners your Facebook address? 

Tracey:  www.facebook.com/traceyfieber - kind of like Justin Bieber but with an F in 

front. 

Jama:  So we’ve got a minute or two left.  What would be the one strategy that you 

want our listeners to take away from this call? 

Tracey:  Well, social media is always changing, Jama, and so I would want them to 

realize that, “You know what?  You don’t have to be the expert.”  Yes, you should be 

on there, but don’t be afraid to hire it out.  You know really, for the price that you 

pay – you want to be looking at ROI – return on investment.  And when you’re 

paying a price, you should be getting return on investment.  If you’re not, you need 

to find another supplier or do things differently.  So when you’re doing your social 

media – you know a lot of people think marketing is you just throw money away and 

not really know what’s working and what’s not.  That’s not the way we look at it.  We 

always look at it – how did this person come to us, what is it that’s working, and 

even what happened first, second, third, fourth to then make it so that fifth thing that 

we did brought the client in.  Do you see what I’m saying?  It’s not just that fifth 

thing.  And that’s where a lot of people, when they’re looking at their ROI (their 

return on investment), they’re just looking at that last thing – you know, what was it 

that made them come in?  Well, without those other four things before it, they 

wouldn’t know, like and trust you in order to come in and be a client.  Always be 

looking at the whole path of what was it that brought this client in. And you’ll start to 

see some trends and consistency and you’ll see where you can shorten your sales 

process and other areas where you can streamline things. 

Jama:  Awesome.  Thank you so much! 

Tracey: You’re welcome. 

Jama:  And you have a free gift for our listeners? The ebook:  The Online Marketing 

Edge.  Do you want to give us a little blurb about what that is? 

Tracey:  Sure, and you know, what we do a lot of times, Jama, is we hold monthly 

webinars, and this is a tip for your people who are listening to this: when you hold 

monthly webinars, don’t be afraid to get it transcribed and create a graphic for it.  

That way you’ve got it ready as a downloadable product.  And we use that as free  

http://www.facebook.com/traceyfieber
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gifts sometimes, or we also put it as a product for $47 on our website.  So we have 

a membership site you can get it in there.  Different ways that we can use it so 

we’re always looking at how can we repurpose this information.  And that’s actually 

what we did with the online marketing edge is we had a webinar and we had such 

great response to it that we put it into an ebook.  So that can be found at 

www.traceyfieber.com/free-gift.   

Jama:  Thank you so much!  And thank you for being here; great information.  I 

know I’ve seen your posts on Facebook, but I haven’t seen them recently so I’m 

going to hop over there and see what you’ve been up to. 

Tracey:  Absolutely!  And even LinkedIn.  We didn’t talk about LinkedIn much, but 

for business, if you’re business to business, it’s a great place . We’re making some 

really great connections and high level connections that you wouldn’t be able to get 

otherwise.  We have one company – they’ve been trying to get a hold of someone, a 

specific company higher up and they’ve tried and they’ve always stopped at the 

gatekeeper, right?  They couldn’t get past the gatekeeper, and yet on LinkedIn, I 

suggested they send a connection request and they did and the person accepted 

and then they started this short conversation, and the next thing you know they’ve 

got business and now they are becoming the exclusive (and this is all within a short 

period of time of a couple of months) - they’re the exclusive provider of that service 

for that company.  That’s how quickly it can happen. And even big dollars, right?  

Jama:  Well thank you!  Our listeners can get a transcript and the link to Tracey’s 

gift at www.strategicbusinessbuilding.com/traceyfieber.  And thank you again! 

Tracey:  You’re welcome.  It was my pleasure.  Thanks for having me, Jama. 
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Contact Us: 

 

Strategic Business Building Website: 

http://strategicbusinessbuilding.com/ 

Strategic Virtual Solutions Website: 

http://strategicvirtualsolutions.net/ 

Phone: 

404-477-4267 

Email: 

info@strategicvirtualsolutions.net 
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