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Introduction
In the digital age, social media and digital marketing have become crucial tools for businesses aiming to expand their customer base. This report aims to explore the advantages and disadvantages of social media tools for businesses, supported by relevant literature.
Social Media Marketing
Conceptually, social media marketing activities can be categorised into firm-created content (FCC) and user-generated content (UGC). FCC in social media are initiated by the marketers, such as the banner advertisements on social networking sites; brand fan pages in the social networking sites like Facebook; videos related to product configurations, design etc., posted on company-sponsored channels in YouTube; and other similar company-sponsored communications in social media. These types of communications have been widely acknowledged across all demographic levels (Kaplan and Haenlein, 2010).
Social Media Marketing is the process of using social media platforms to attract attention and engage with a target. Due to the wide range of social media users, SMM has become an essential component of marketing strategies for many companies. 
Among the advantages of SMM are the ability to attract new customers and increase sales, create effective communication with your audience, boost customer loyalty, as well as gain valuable insights into your customers and their needs. defines Social CRM as philosophy and a business strategy, supported by a technology platform, business rules, processes and social characteristics, designed to engage the customer in a collaborative conversation in order to provide mutually beneficial value in a trusted & transparent business environment. (Baumö et all, 2016)
However, effective use of SMM requires time and effort. It is important to understand how to properly use social media, how to grab customers' attention and create engaging content, as well as how to analyse results and adjust your strategy. Social media is one of the most effective marketing strategies in the modern world. 



Building Brand Awareness
Social media is essential for increasing brand awareness. According to a study by Chaffey (2021), 74% of consumers use social networks to inform their purchase decisions. Regular engagement on these platforms can increase visibility, making brands more recognizable in competitive markets.
[bookmark: _Toc175077725]How to reach a customer by social media
Successful digital marketing is about using digital channels to reach your audience and generate leads. There is only one goal for a business and that is conversion. (MCGruer, pp.23)
Companies can use social media to advertise their products and services, attract customers to make purchases, and increase conversion rates. It is important to choose the platforms that are most suitable for your business. For example, Instagram can be effective for companies selling visual products like clothing.
Advertising videos can be very effective for capturing attention and increasing sales. It is important to create short and engaging videos to attract customer interest and improve conversion rates. 
Collaboration with influencers on social media can help attract new customers and increase sales. Influencer marketing in nowadays is a growing trend where brands collaborate with influencers to promote their products. A study by Freberg et al. (2011) indicates that consumers are likely to trust recommendations from individuals they follow on social media over traditional advertising. 
Digital media allows businesses to perform targeted advertising, reaching specific demographics. The ability to tailor advertisements to user preferences based on data analytics enhances the effectiveness of marketing campaigns (Smith, 2020). Despite social media’s popularity, however, some companies are still hesitant to invest heavily in social media, because the value of social media investment remains to be proved. (Lee, 2018).



Here is list of the common mistakes to avoid in social media advertising:

1. Incorrectly Defined Target Audiences: Failure to identify and understand your target audience can lead to wasted advertising efforts and resources.

2. Excessive Advertising: Overloading your audience with too many ads can result in ad fatigue and a negative perception of your brand.

3. Incorrect Use of Hashtags: Using irrelevant or excessively broad hashtags can make your content less discoverable and limit engagement.

4. Improper Ad Format Selection: Choosing the wrong ad format for your goals or audience can hinder the effectiveness of your campaign.

5. Insufficient Competitor Research: Not analysing competitors can result in missed opportunities and strategies that could enhance your campaign's effectiveness.

6. Lack of Audience Engagement: Failing to interact with your audience can make them feel undervalued and reduce brand loyalty.

7. Incorrect Platform Choice: Utilizing the wrong platforms for your target audience can limit your reach and effectiveness.
Conclusion 
In conclusion, effective marketing strategies are crucial for businesses aiming to attract new customers and retain their competitive edge in an evolving marketplace. Social and digital media present vast opportunities for businesses to reach a wider customer base. From building brand awareness to engaging with customers through targeted content, the potential for growth is substantial. Also is important to understand the significance of audience engagement and choosing the right platforms for their campaigns, businesses can create impactful marketing strategies that foster customer loyalty and drive sales. Finally, a careful and informed approach to marketing can help companies navigate the complexities of today's digital landscape and achieve sustainable growth.
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