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Introduction – Dawn Rohrs
Business Owner/Content Creator

• President of Cyclone Septic & Plumbing
• Installer
• Pumper
• Soil Profiler

• That Septic Girl
• Pumpsquatch
• VP of NAWT



• Why it Matters
• Building Your Avatar
• Social Media Platforms & 

Strategy
• SEO Basics
• Press Releases
• Q&A



Why Does It Matter?

• Build brand trust and visibility.

• Connect with the local 
community. 

• 72% of the US population is 
active on at least one social 
media platform

• Americans spend 2 hrs per day 
on social media

• The majority of users are 27-42 
yrs old



Your 
Avatar

Are you marketing to 
the right people?



Build Your Avatar
• Who are your most profitable customers?

• What customers do you enjoy working with?

• What customers do you dread working with?

Keep in mind, your avatar does NOT need to look like your 
current customer base!  You’re building your ideal customer!

Identify your avatar before starting or investing in more 
marketing



Know Who Your Customers Are

• Age
• Gender
• Marital Status
• Service Area
• Income
• Budget
• Pain Points
• Socioeconomics

• Frequency of Service
• Preferred Method of 

Communication
• Decision Making Process
• Opinions on Septics
• Their Preferred Platform



Social Media
Choosing the Right Platform



Where can they find you?

• Website
• Google My Business
• Facebook
• YouTube
• Instagram
• TikTok
• Reddit
• LinkedIn
• X (Twitter)
• Threads
• Pinterest
• Snapchat

97% of people 
looking to buy do an 
online search first!

• Website
• Google My Business
• Facebook
• YouTube
• Instagram
• TikTok
• Reddit
• LinkedIn
• X (Twitter)
• Threads
• Pinterest
• Snapchat



The Trinity
• Personal Brand
• Business Brand
• User Profile



Facebook



• Age
• 18-24 years: 20%
• 25-34 years: 27%
• 35-44 years: 16%
• 45-54 years: 14%
• 55-64 years: 8%
• 65+: 6%

• Gender: 53% male, 47% female
• Income Level : 48% of US adults earning $75,000+ use
• Education Level: 50% of US users have a college degree or higher

The 2nd largest 
search platform, 

owned by the 1st!



Instagram
• Age

• 18-24 years: 29.8%
• 25-34 years: 33.1%
• 35-44 years: 16.1%
• 45-54 years: 8%
• 55-64 years: 3.6%
• 65+: 1.5%

• Gender: 49.1% male, 50.9% female
• Income Level : 42% of US adults 

earning $75,000+ use
• Education Level: 43% of US users 

have a college degree or higher



TikTok
• Age

• 10-19 years: 32.5%
• 20-29 years: 29.5%
• 30-39 years: 16.4%
• 40-49 years: 13.9%
• 50+ years: 7.1%

• Gender: 47% male, 53% female
• Income Level : 37% of US adults earning 

$75,000+ use
• Education Level: 42% of US users have a 

college degree or higher



• Gender: 57% male, 43% female
• Income Level : 50% of US adults 

earning $75,000+ use
• Education Level: 51% of US users 

have a college degree or higher

• Age
• 18-24 years: 21%
• 25-34 years: 60%
• 35-44 years: 17%
• 55+ years: 2%



X (Twitter)

• Age
• 18-24 years: 24%
• 25-34 years: 27%
• 35-44 years: 19%
• 45-54 years: 11%
• 55-64 years: 6%
• 65+: 6%

• Gender: 56% male, 44% female
• Income Level : 41% of US adults earning $75,000+ use
• Education Level: 42% of US users have a college degree or higher



Pinterest
• Age

• 18-24 years: 25%
• 25-34 years: 34%
• 35-44 years: 20%
• 45-54 years: 10%
• 55-64 years: 7%
• 65+ years: 4%

• Gender: 22% male, 78% female
• Income Level : 41% of US adults earning 

$75,000+ use
• Education Level: 50% of US users have a 

college degree or higher



Snapchat

• Age
• 18-24 years: 50%
• 25-34 years: 26%
• 35-44 years: 12%
• 45-54 years: 2%

• Gender: 44.6% male, 54.4% female
• Income Level : 38% of US adults earning 

$75,000+ use
• Education Level: 36% of US users have a 

college degree or higher



Market to Your 
Avatar

• Now that you know who your ideal customer is, you 
can focus on the platform they are most likely to be 
on.



Your customers will vary 
across platforms!
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Your customers will 
vary across platforms!
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Is Your Marketing 
Female Friendly?

• According to Forbes, women make 90% of 
the financial decisions in American 
households.

• Who is doing the online searches?

• Who is calling around for prices?

• Is your website and/or social media 
taking the female perspective into 
account?



Entertain or Educate



Post Types

• Reels/Shorts
• TikTok – 10 min
• Meta – 1.5 min
• YouTube – 3 min

• Carousels – multiple 
images or videos

• Stories
• Images

• Videos > Carousels
• Carousels > Posts
• Posts > Nothing



Why do you want 
to go viral?

• Google uses authority in 
ranking businesses.  The 
more popular your 
business is on social 
media (esp YouTube) the 
higher you may rank!

• Your local reach will 
increase with good
content.



Viral Marketing for 
Service Businesses

• Facebook – 17k
• Instagram – 1.2M
• TikTok – 802k



Content That Converts!

• Educational posts (e.g., "Signs Your Septic 
System Needs Maintenance").

• Customer testimonials and before/after 
photos.

• Seasonal tips and FAQs.
• Behind-the-scenes or day-in-the-life 

videos. 



Making a List & 
Emailing it Twice



Why do you want to go viral?
• Content Creators make 

content
• Influencers influence their 

audience to buy a product

You can (and will be) one or both

Your customers are more 
likely to see a video that gets 

2M views vs 200 views!



Algorithms

• Meta shows a post to 10% of your followers.
• TikTok shows your post to 200-300 random people.
• YouTube will test 4-5 “groups” of ~100 people.

If your videos aren’t doing well, it’s not the algorithm!  Take a look at 
your content to see why it’s not landing with the test users.

Algorithms do change regularly but the key to success is still the 
same – engagement!



Followers ≠ Success

• This septic company has 
>30,000 followers and 
averages less than 10 likes per 
post

• Low engagement means <300 
people are seeing their posts



Engagement

• What did they do to create this 
much engagement?



TikTok Instagram Facebook



Not All Ads Are 
Equal

• Social Media & Print – Name 
Recognition

• Google & YouTube – Subject 
Authority & Point-of-sale



Taking the Leap on Social 
Media

This Photo by Unknown Author is licensed under CC BY-SA-NC

https://plainbibleteaching.com/2010/03/05/a-leap-of-faith/
https://creativecommons.org/licenses/by-nc-sa/3.0/


I Don’t Know 
What To Post!

• Any question you’ve ever received is 
a video

• Remember, you’re trying to convince 
Google you’re the expert

• There are no trade secrets

• Don’t overthink it

JUST POST!



Start Slow

• Building a business account is different than an influencer account.
• You don’t need 20M followers overnight
• Plan your sales funnel

• Stay in your niche!
• Don’t jump on a trend unless it will attract the right followers.

• If you feel overwhelmed, pick one platform to start
• Be consistent

• Post the same day & time
• One day/week is fine – 3-5 is ideal

• Interact with your followers – show them you care about them



Scheduling Tools

• Meta (limited to Facebook & Instagram only)
• Hootsuite
• Metricool
• Publer
• Buffer

• Many, many others



Posting Checklist

What’s your hook?
• You only have 3-5 sec to get their attention!

 Use your titles, captions & hashtags to tell the algorithm 
what your video is about.
 Tag your location
Make a CTA – follow me, subscribe, call…
 Are you inviting engagement
 Do NOT share videos with watermarks



Warning

Viral videos aren’t for the faint of heart!!!

• You will get negative comments! Don’t 
be dumb.
• Don’t say anything that can reflect 

negatively on your business
• Keep politics out of it

• Instagram/Facebook users are 
meaner than TikTok users



Questions?





What is SEO?

The process of 
improving your website 
so it shows up higher in 
search engine results. 

It helps your business 
get found online by the 
right customers.



What is SEO?

The process of improving 
your website name so it 
shows up higher in 
search engine results. 

It helps you and your 
business get found 
online by the right 
customers.



Who are you, again?

• Search your name
• Search your business name
• Keep adding descriptors until you 

find yourself – start broad!
• Your name/business name 
• Your name/business name your state
• Your name/business name septic
• Your name/business name your town









You’re Being Judged



• A single page website can cost 
as little as $300

• Designing your own website is 
simple (but I don’t recommend 
it for most people)

• You can have a custom email 
without a website



SEO Fundamentals

• Google Business Profile
• Consistent NAPs 

• Should be the same across every platform

• Customer Reviews
• Ranking is the result of the content you create 

by everything you do online

(Name, Address, Phone number)



Google Business Profile

• Reviews Matter! 
• How many?
• How recent?

• Pictures Matter
• Profiles with more pictures rank higher

• Location Matters
• Service area companies rank lower



Keywords

• You want words that customers 
search for (“septic pumping near 
me”)

• Optimize titles, meta 
descriptions and headers

• City pages
• Blog posts
• FAQ
• Videos



• Don’t “keyword stuff”
• Avoid stock images
• Use keywords naturally



Final Warning

• Be very careful of ‘marketing companies’
• Make sure you own your website!  That means:

• You own the domain
• You own the content

• Make sure they understand your business and your market



Questions?



ublic Relations

Press                  eleases

P
R



Why should I toot my own horn?

• The more places you show up, the 
more important you are (according 
to Google).

• It’s free advertising.
• It’s easy.



“If I was down to 
the last dollar of 
my marketing 
budget, I’d spend 
it on PR”
-Bill Gates



Credibility • PR is a third-party
endorsement that 
builds your brand 
credibility and 
reputation – moving 
you higher in the 
search results!

• 4.3 Trillion people 
search Google 
every day and 
most don’t search 
past page ONE



People buy from 
companies they 
TRUST!
• PR builds your trust 

with Google and
customers
• Reviews
• 3rd party 

references

This Photo by Unknown Author is licensed under CC BY

https://www.flickr.com/photos/59632563@N04/6239670686
https://creativecommons.org/licenses/by/3.0/




• Logo & Contact Info
• Title
• Problems & Statistics
• Solution
• Closer
• Your Bio
• Relevant Photos



Make 
Editors

YOU

State the problem
Use statistics and facts
Give solutions
Don’t advertise









Who Are You, Again?

• Have 3 bio’s available
• 1 sentence
• 3-4 sentence
• 3-4 paragraph

• Introduce yourself
• List your credentials
• List achievements
• Closing statement





Be Prepared

• Is your website ready

• Is your social media ready

• Assign a spokesperson

• Have a newsroom on your 
website



Press Room 
Essentials

• Logos

• Bios

• Headshots

• Past Press Releases

• List of Awards

• Charitable Causes

• Calendar of Events





Build 
relationships 
with media 
personalities

• Local News
• Local Radio
• National Media
• Industry Publications
• Association Publications
• Bloggers
• Podcasters
• Influencers



Brag a little (or a lot)

When you appear in the media
• Post about it on social media
• Add it to your newsroom



Questions?



- Dawn 
Rohrs


