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Facebook For Your Business: A 
Quick Guide
Your business needs Facebook - even if you don't think so. 

If you do not have a Facebook page for your business you need to get one NOW!  

The Basics 

Facebook was founded in February 2004 by Mark Zuckerberg and four fellow Harvard 
University students. The site was initially a platform just for the students of Harvard. It quickly 
expanded to other college students in the Boston area and then to colleges across Canada 
and the United States. Facebook was then launched to high school students in 2005. Today 
anyone over the age of 13 can register for a Facebook page. 

Users of Facebook create a profile to communicate and share with friends, family and 
acquaintances through either public or private messages. Users can also like ‘pages’ which 
are created by businesses. Businesses use their ‘page’ as a way to connect with the large 
population base that uses Facebook. As of June 2017 there were 2 billion monthly active 
Facebook users worldwide. Your business ‘page’ is important to your business’s online 
presence because as many people, or even more, may search for your golf course on 
Facebook as do on Google. Crazy right?
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1. Facebook has over 1.3 billion active daily users - It doesn’t matter what 
you sell your customers are there. (More than 14 million Canadians log 
in daily). 

2. People share with their friends. And good customers are very loyal. 

3. Facebook has the best demographics of any social site and very 
detailed and targeted user drill downs. 

4. Your competitors are doing it. 

5. It’s FREE.



Create your Facebook Page 

1. You must have a personal Facebook profile to create a Business Page. Don’t know why 
this is - it just is. Maybe it keeps too many fake people from setting up fake Pages.


2. Upload a high res company logo for your profile image that fits good at size 170 x 170. 
You may have to make some adjustments to your logo to make it fit in a square. We see 
many businesses that have horizontal logos use an image that represents their company 
instead of the logo to make this work.


3. Choose a high quality cover image that is either a good representation of your business 
or an intriguing message and displays well at 828 x 312. If you cannot make your logo 
work as your profile image then overlay it on top of your cover image so that your brand 
is easily identifiable.You cannot use the cover photo as an advertisement and photos 
with too much text will be removed by Facebook. 


	 (Note: It is a good idea to set a reminder to change your cover image monthly. If this 	
	 is too often for you then do it seasonally as you snap new pics of your 	 	 	
	 property during the year.)


4. Complete your About profile in full. Include your location and a few interesting details 
about your business and your hours of operation. Do not forget to include your website 
address. This is essential to get potential customers from your Facebook page to your 
website.


5. Secure your customized Facebook URL as soon as you have 25 fans. You can only 
change your Facebook Page username/URL one time. Take your time and choose wisely. 


	 (Tips - Try to use keywords that your customers would use to search for you. Put 	
	 some capitals in to separate words and make it more readable. If possible (this is 	
	 getting harder and harder as unique names get used up) secure the same username 	
	 for all of your social platforms.)


6. Add a database sign up option to your Page to grow your email list.


7. Post great content.


Facebook Q & A


1. How Often Should I Post? 

The answer to this is of course subjective but Facebook is moving faster (not quite as 		
fast as Instagram and Twitter but faster than a few years ago). We used to suggest twice 	
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per day (every 12 hours) but with the speed that Facebook moves we are now suggesting 
you should post about every 6-8 hours. 


2. What are the Best Times of Day to Post? 

There is no right or wrong answer to this question because your fans will have different user 
patterns than other business’ fans. Our “testing” of Facebook (mainly for golf course clients) 
suggests the following:

    

 Best: Mid-day Monday to mid-day Friday, Saturday morning and Sunday early evening 	
	 	 have had the best results for us.

  Worst: Monday morning, Friday afternoon/evening, Saturday afternoon/evening and 		
	 Sunday morning/mid-day have had the worst results for us.


3. What if I Don’t Have Anything to Say? 

The internet is an amazing tool that can help you to find content 
for your Facebook posts. Google topics like “golf jokes”, “golf 
cartoons”, “Friday funnies” ‘Fitness Friday” etc. and you will find 
more than enough content to keep your page relevant when you 
cannot come up with engaging content of your own about your 
facility, staff, location, products or services. And don’t forget - 
you are using these platforms to generate revenue, so don’t 
forget to sell stuff.


Facts are important but a good story is compelling. This is called 
content marketing. It’s story telling in a new era. Every business 
needs to tell their own story and be truly genuine about it. 

	 

4. What Type of Posts Get the Best Engagement?  

Everyone’s Facebook page is going to be different, but we find 
that photos with one or two sentences of text get the highest 
engagement. Absolutely use photos when you are selling 
something - a product, event or service. Posts with hyperlinks to 
“more information” get the 2nd highest engagement for us.


SEO Notes: 
Google searches and catalogues social media sites, and 
Facebook ranks high on the list. If you keep your Facebook page 
active using the post info above and create an engaged 
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Some ideas for generating 
your own content include: 

• Staff Profiles 

• Product Profiles 

• Daily Menu Specials or 
Weekly Restaurant 
Fresh Sheets  

• Picture of the Day/
Week 

• Upcoming Events 

• Participation Posts - 
Ask fans to comment 
on a picture or to 
caption it 

• Facebook Polls - There 
is a built in tool for 
this 

• Don’t forget to sell! 
Every 3rd or 4th post 
should be one that has 
a revenue generating 
 call-to-action. 

• Tell Your Story



community of readers your business Facebook page will help increase your brand’s search 
rankings on Google. 


Facebook is also a Search Engine for many people so use the same keywords that you use 
on your website as often as possible.


5. Can I Use a Timer to Pre-set My Facebook Posts? 

You bet! Facebook pages have a feature that personal FB pages do not, which is the ability 
to schedule your posts. Set your posts up in advance a week at a time, but leave time to add 
posts as last minute items come up and to provide responses to questions or comments. 
Don’t forget if you are using timers and a “World Event” happens to delete your timed posts. 
Social Media has taught us that being in “sales mode” during a major event will do more 
harm to your brand than help it.


6. Can I Advertise on Facebook? 

At first we were very wary of Facebook ad campaigns as a way to get eyes on content. But 
over the last three years we have used the boost post and page promotion paid tools in 
Facebook with significant results. We are still not fans of the fact that Facebook is basically 
forcing us to pay for eyeballs with its ever changing algorithm to determine who sees what 
content – but at least we can say it works.


7. What is a Boost Post? 

Boosted posts show up higher in news feeds so there is more chance the audience will see 
them. Boosted posts will appear as sponsored. Boosted posts can be targeted to a very 
specific audience. You can target Fans of your page only or Fans and Friends of Fans of your 
page. You can even target people who have liked another specific Facebook page or by city, 
age, gender or all of the above at the same time. For as little as $5 a day you can ensure that 
your posts are seen by your most desired audience. 


A Clear Call to Action: 
While it does not make sense to pay to boost all of your posts on Facebook there is an 
advantage to getting more eyeballs on the posts that have a clear call to action. If you are 
sharing interesting information, tips, opinions, thoughts or other ramblings these are probably 
not the right posts to boost. But when you are posting content with a link directly to your 
website and/or to a specific call to action, $5 or $10 will be well spent.Test the boost post 
function on Facebook for a few posts that you have a clear and measurable call to action on 
and see how it works for you.
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8. How do I  Get More Page Likes? 

While it is optimal to grow your Page Likes 
through great content, engagement and sharing, 
Facebook provides the opportunity to supplement 
organic methods by paying for a ‘Page Likes’ campaign. The step by step process to create 
an ad for Page Likes on Facebook is very simple. The two key factors are the small amount 
of text that you write and the parameters you set for targeting users.


The ad copy should be concise and explain why someone should like your page in a clear 
way – what do you provide to your readers? The parameters you set such as age, location 
and interests should target the demographic and location of your current and potential 
customers very specifically – i.e. If your business is mainly supported by locals select your 
city and all surrounding cities that bring you customers. If your business relies on the 
destination market choose those locations. Lastly make sure you are targeting potential 
customers for your product. You can do this by setting specific interests – i.e. sports, food, 
wine or by choosing other pages the user has liked i.e. Food & Wine Magazine. You can 
spend as little as $5 to give a Facebook ad a try and see how it works. You can choose to 
run an ad for as little as one day. Do some tests a see what works for you.


9. What is the value of a Facebook Page Like? 

There have been studies, articles, blogs, podcasts, talks and more about the value of a 
Facebook Page Like and of course the opinions vary widely. It also depends on what you are 
counting as value. Value for some may be actual dollars spent by clicking from Facebook to 
a sales portal or booking engine. Value can also come as earned media exposure (as 
opposed to paid media). What really matters is what you do with your Fans after they have 
given you that all important Like. Each Page Like is worth nothing if you do nothing with it. If 
you do not provide content to engage and keep your fans, they will leave. If you do provide 
great content they will share it with their friends and help you get more Page Likes that you 
did not have to pay for. And if you do not occasionally offer your Fans something to book or 
buy you won’t know if they will actually take action and what revenues you can generate.


10. What is the value of any social platform? 

Social media takes time. Just building a few pages and finding a few users to follow will not 
bring you to the ‘promised land’ or grow your business. You must be consistent and spend 
time in the space online. You must be honest. You must offer advice and share information, 
not just jump in and try to sell your followers and fans something. Don’t be the high-school 
kid on the first date trying to get to third base. You must build a relationship with your 
followers, then they will trust your recommendations and follow you calls-to-action. Be 
patient.
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The value of any social media platform is in how you use it. If you build it - they won’t come. 
You need to give them a reason to come and then you need to use your platforms to 
generate revenue. Or else what is the point?


We hope that you have picked up a few insights to help you get started or to focus your social 

media efforts. You can reach out to us anytime on any of our social platforms. We also use email 

and even phone so give us a ring if you want to chat about INTERNET MARKETING. 

You have to be open to trying new things all the time! Not everything will work (and that is another 

book) but some things will work some of the time and soon you will find something that works like a 

hole-in-one.  

So keeping swinging, keep posting and keep selling.

ABOUT CK GOLF

 
CK Golf was born in 2008 because we wanted to help golf course owners and operators make 
more money. We could see that the industry was struggling and thought that our golf course 
operator experiences, best practices, proven strategies and passion could make a difference to 
some operations. Over the last 9 years we have worked with private, semi-private, public, 9 
hole and 18 hole golf courses owned by single owners, boards and municipalities. We have 
provided golf course internet marketing services, strategic planning, sales training, event 
management and more. Our approach is unique.


We are not consultants, we are business partners with the golf courses we work with. We 
do not stand on the outside of your business and tell you what you should do. We become an 
extension of your team, help you reach your goals and improve your financial position. We have 
built a reputation through our hands on involvement during every phase of work for our clients 
as well as through our continued golf course industry involvement.


QUESTIONS OR JUST WANT TO CHAT?


Call us at 604-506-2226 or email info@ckgolf.ca.
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