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How social medias can be used to reach a wider customer base.

What is social medias?
Social medias is a platform where people can connect, share information, and interact with others online. On social medias we can share our life's , some of social medias are Facebook, Instagram, Twitter, LinkedIn. Opssss....... we forgot that on these social medias we can find jobs as well as an online marketing.
How can this social medias help us to get a wider costumer base do we think these social medias are that powerful?
Social medias can be a powerful tool  to reach a wider costumer base.  By creating engagement content , interacting with your audience, and utilizing targeted advertising, you can effectively expand your reach. It's essential to maintain consistent brand image across all platforms and to analyse data to understand your audience better .Remember to prioritize online safety practices to protect your business and cotumers while using social media.
Marketing is network-based, which refers to marketing techniques that strengthen connections between consumers and also increase product sales. We should focus on the customer network by forming direct actions such as direct communication with customers. at the same time, we continue with the various pursuit of such marketing. We further highlight the statistics used on the data that have been applied to these methods.

Examples of engaging 
Engaging content could include sharing tips related to device related information, showcasing your professional office set up, giving sneak peeks of your incoming activity, or even creating interactive polls or quizzes .
As we see today, everything is done online. As well as marketing, bookings, viewings and customer acceptance. Apparently, nowadays the use of media to reach business-to-business clients is also a phenomenon. This turns out to be something positive based on the sales process as well as the management.

· The study of business can be expanded by comparing internet marketing techniques. Digital marketing has an effective cost in which it has had a high impact on the business market. But do we know what is important for the consumer?
For a consumer, putting ourselves in their place, it is important to understand the motives, this gives a full understanding of what is the impact after using the thing. In this paper, we see different points of view on some current and future topics. of marketing. This content is based on the latest literature on what is happening and what is important in the world of marketing.{M. Bala, D. Verma (2018). A Critical Review of Digital Marketing. International Journal of Management, IT & Engineering, 8(10), 321–339.}
Let me do an analysis of the market structure. The analysis contains basic pillars about research and marketing. Classic marketing analysis ranges from pricing, campaign management and image description. But let's stop at the main point, which is the placement of the product in the market. We must be sure that this product has rooted analysis of the products that flow in that structure. We must present the method to support the market structure by automatically extracting the product attributes. In this method, we detect errors and omissions using the voice of the consumer, which is reflected in the rate of clicks. The online approach will work automatically because it supports and replaces the judgment by reinforcing the airbutes. But first we must have a plan where we will look at what failed last year and fix it this year. what we want and what we don't want in the market) by seeing these we will automatically have a business management much simpler. customers". We will have a quality advantage where our product will have a successful value. But at the same time we have to make plans with different questions like, what, why, who is going. We look at the increase of interest in the product, we look at whether the right of the customers is recognized in the way of our management, as this should be primary in the field of business. And then we vary with the analysis and description of the product and top image. In these topics that we mentioned here and above we can find. the success of what we call engagement with the growth of consumers.{ Power of Product Features by Mining Consumer Reviews,” in Proceedings of the ACM KDD 2007, San Jose, CA.New York: Association for Computing Machinery.} 
Online marketing
Based on what we described above, analysis and statistics show a high percentage of support for the goal of developing customer relationship management. From this high percentage, we can see how important online marketing is for a business. Some of social networks and some marketing tips.
Facebook\First we create a page, then we try to gain more followers through the details of our product. We can publish different topics about our product based on what customers like. By seeing what they like we can have a cleaner content about our product.
Twitter/Looking at what young people use the most, one of these networks is Twitter. We continue to open the page by creating quotes, as we see that they have more views. statistics. Viewing statistics helps us to see what the customer likes. After we have a full visibility, we tell the clients to give us a review, because there the clients can have more confidence in what they get.
In business, the relationship with customers is also important. The way we respond to clients, the way we present the client's product. So in our social network we have to give the correct answers based on the price, then we have the presentation of the product which means the most attractive pictures and colors for people. And lastly, we have to create friendships with influencers <How can this help us?
This helps us because they influence our product and we can reach more customers. Thesis on social media marketing. By Mr. K. S. Vishnu Nandan (2015) (Sri Krishna Arts and Science College.
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