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Praise for Ultimate Guide to Instagram for Business












Not only is Kim Walsh Phillips the first social media marketer I ever heard that even mentions ROI, but that is her main focus. She is also the first marketer I ever recommend to all of my Shark Tank investments. She has my full endorsement.


—KEVIN “MR. WONDERFUL” O’LEARY, SHARK TANK







If you want to figure out how your business can win with Instagram, grab a copy of Ultimate Guide to Instagram for Business.


—MICHAEL A. STELZNER, CEO AND FOUNDER OF SOCIAL MEDIA EXAMINER, AUTHOR OF LAUNCH AND WRITING WHITE PAPERS, HOST OF THE SOCIAL MEDIA MARKETING PODCAST







If you have been curious about using Instagram for your business, this is the definitive guide you’ve been looking for. Instagram doesn’t come with a user manual, so most businesses are left resorting to trial and error, which can be a massive waste of time and frustrating to boot. Do yourself a favor and pick up a copy of this guidebook, which will give you the why and the how to turn Instagram into a powerful spigot spouting out more clients, sales, and revenue.


This book doesn’t stop at teaching you how to share pretty pictures on your phone using Instagram. Instead, Kim dives deep into the step by step of how to grow your following (even if you’re starting from nothing), how to nurture that following, what to avoid, and how to turn that community into a valuable source of business. And best of all, Kim uses an easy-to-follow format sprinkled with valuable case studies and interviews with today’s top Instagram experts. I highly recommend this book.


—JOHN CORCORAN, FORMER CLINTON WHITE HOUSE AIDE AND WRITER, FOUNDER OF SMART BUSINESS REVOLUTION, AND COFOUNDER OF RISE25 LLC







In a sea of social media charlatans, Kim is the only person I trust to get dollar-measurable results.


—DAN S. KENNEDY, DIRECT-RESPONSE MARKETING LEGEND AND AUTHOR OF THE NO B.S. BOOK SERIES







This book is incredible! I’m not a big social media guy, but now I see that we were completely misunderstanding Instagram (and all social media, for that matter). After reading the Ultimate Guide to Instagram for Business, I’m now clear on how to use the platform to find customers and build relationships that make money by using direct marketing to grow my business, something I honestly didn’t think we’d ever use. Thank you so much for a huge boost in understanding, your attention to detail, and caring about creating real results. Killer read. Well worth it!


—MICAH MITCHELL, FOUNDER OF MEMBERIUM







Ultimate Guide to Instagram for Business is a completely approachable and beginner-friendly how-to, from sign-up to creating your own Instagram stories. Kim Walsh Phillips writes, as always, with both warmth and authority, and her guides are the next best thing to having an expert sitting behind you, walking you through the whole process with humor and confidence.


—LESLIE GRAY STREETER, AUTHOR, THE BLACK WIDOW AND COLUMNIST FOR BALTIMORE BANNER







From the opening quote to the food references that made me hungry, Kim Walsh Phillips connects with you from the moment you start reading her book. She can draw empathy and empowerment within the confines of the same sentence, making you feel like you are a part of her life and rooting for her all the while realizing that she is rooting for you. Change is never easy, but I believe taking the journey with Kim will help readers tackle the unpredictable world of social media in a way that will not only make them hungry for jam but starving for the next steps toward success.


—JASON PLOTKIN, PHOTOGRAPHER FOR USA TODAY NETWORK







“Because of Kim’s guidance on Instagram, I’ve been able to grow my following with a right-fit audience that is waiting to hear from me. I am thankful for her coaching and can’t wait for others to access her strategies in this book.”


—JUSTIN GUARINI, TELEVISION AND BROADWAY PERFORMER







 “Thank you Kim for everything you’ve done to help me grow my reach and build my brand on social media. I cannot recommend this book more.”


—RICH SCHEFREN, STRATEGIC PROFITS







“We leverage Instagram every day to grow our business. Thank you Kim for everything you do for our market.”


—RUSSELL BRUNSON, FOUNDER OF CLICK FUNNELS AND AUTHOR OF DOTCOM SECRETS









“I follow Kim’s teachings on social media because they align with my values of income and impact … growing a business while making a difference in the lives of others. Kim uses social media to generously share great value with her tribe as well as to extend invitations to work more closely with her. It’s a beautiful balance!”


—SABRINA TRUSCOTT, THE SATORI METHOD







“Kim’s focus on ROI when it comes to social media makes her strategies an asset to businesses looking to scale.”


—MIKE MICHALOWICZ, AUTHOR OF PROFIT FIRST
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INTRODUCTIONWhy Instagram for Business? How to Make It Work for Yours








One of my favorite quotes is:




“The opposite to courage is not cowardice … The opposite to courage … is automaton conformity. After all, even a dead fish can go with the flow.”


—Rollo May, Man’s Search for Himself





An experiment that aired on National Geographic’s TV show Brain Games in 2015 demonstrated the power of conformity. In a room of people where only one person was the subject of the experiment and everyone else was just playing along, a beep sounded repeatedly. Every 30 seconds the beep would go off, and people would stand up and then sit back down.


After only three beeps, the subject of the experiment stood up as well.


Even worse, when everyone else left the room, the subject kept standing with each beep, influencing newcomers to do the same. When asked why she followed along, she responded, “Because everyone else was doing it.”


This is the problem with how most people use social media—following trends they see others doing with the hope that this might be the thing that produces results … one following the next, with none succeeding.


According to a recent study by HubSpot, businesses claim that social media is effective for driving in quality leads, yet the number one source of traffic is still direct visits, meaning that people are not going directly from social media to their sites. So how do they know that it’s working? They don’t.


This is why we need to break away from the majority if we want to get an ROI from Instagram. And no, you do not have to dance on social media to grow your business. Let me say it again for the sharply dressed crew with the nice shoes in the back row …


You do not need to dance on social media to grow your business.


In fact, you probably shouldn’t, unless you are a dance school franchise owner or launching your next dance craze video for Beachbody. In that case, dance on, my friend. Dance on. Otherwise, there are better strategies, and you will discover all of them in this book.


So here’s the thing: If you aren’t getting what you want out of Instagram right now for your business, you have to (take a deep breath here) change something. You know what they say about doing the same thing over and over again and expecting different results. I know—change is uncertain by its very nature. Change can feel scary. Change can feel hard. But staying the same as everyone else is easy. It requires no risk and no effort.


Yet I don’t wear high heels every day because they are comfortable. I have never been one to take the easy way out. I’m guessing you aren’t either, which is why you are reading a book about Instagram to improve your Instagram ROI for your business instead of scrolling your feed for ineffective ideas to copy.


Why Instagram? Why should you use this for your business? Before you keep going through these pages of ROI yumminess, ask yourself if you should. Be discerning with how you spend each minute of each day, as you will never get this time back.


So should you keep going with this book and Instagram marketing in general?


First, let’s look at the facts:


Businesses are using the platform. The following statistics are taken from a January 2022 article on Hootsuite (blog.hootsuite.com/instagram-statistics):




	More than 1 billion people use Instagram every month, and roughly 90 percent of Instagram users follow at least one business.


	The number of people that have used Instagram to discover new brands is 50 percent. And two in three say it enables meaningful interactions with brands.


	The number of users are more interested in a brand after seeing it in an Instagram story is 58 percent.


	As of 2023, Instagram stories’ ads are forecasted to bring in almost $20 billion in global net ad revenue.


	The number of Instagram users say they’ve gone ahead and actually visited a website to make a purchase of a product or service after seeing it in stories is 50 percent.





This book was created to give you the tools you need to leverage all the buying power Instagram brings to the table and serve it to you on a silver platter. And I didn’t stop there, as most social media books do. Inside these pages, you will also find strategies for moving your Instagram audience seamlessly from follower to high-value customer for life. This was a prerequisite for my agreement to write this book in the first place.


You see, I am not just a social media educator or theorist. I am someone who grew her direct-response marketing agency from struggling to exit and then launched a successful coaching business, Powerful Professionals. When I was asked to write the first edition of this book, I only had 332 IG followers. I read, researched, and tested everything I could find about Instagram marketing and monetization. That first book was a compilation of what worked, what failed miserably, and what were the best strategies that allowed me to grow my account quickly and effectively—not just with followers, but with buyers. I now have more than 18,000 followers and more than seven figures of revenue generated from the platform.


Through these pages, you aren’t just going to hear what worked for me. You will also discover interviews with the top minds in business, Instagram marketing, and traffic monetization. You’ll see example after example that you can swipe and deploy for your own marketing efforts.


Keep reading, and together we’ll laugh, cry, and make fun of some of the crazy tactics that people think work on Instagram.


More important, read this book to arm yourself with the strategies you need to realize real ROI through account growth and traffic monetization on the platform.


Let’s get down to our nondancing business.




The Letter That Changed Everything


And it was why I said yes to writing this book. For you.


Maybe you can relate to this.


In the beginning, I thought it should be easier. I saw people around me enjoying their success, taking time off, donating large sums to charity—and I felt lost.


I was working all the time, to fill our agency with clients, service those clients once we got them, and manage a team to help keep things going. And even though I was constantly working, I was completely broke. There are a lot more fun ways to be broke than working nonstop. My answer for trying to make ends meet was to work harder. What could I do more of? What one thing could I push a little bit further that would finally make things easier?


I was at home with my infant daughter, barely two weeks old and (finally!) sleeping and not crying. The easiest-going kid now, she was a colicky baby then and cried unless she was sleeping or nursing. So here she was sleeping soundly, looking like a cherub, and I started to cry.


I had just read a letter from my bank telling me they weren’t going to cover my overdrafts any longer. This was how I had been making sure we had enough money for payroll. I couldn’t qualify for a line of credit, so I used my overdraft to make ends meet. Before I had my daughter, when our overdraft got too high, I would go out and attend more networking events, follow up with more prospects, and do everything I could to hustle up another project. I would end up taking anything offered to us, never being paid what we were worth, just to get enough money in the moment. Always in crisis. Always in fear.


But this time I couldn’t follow my “kill yourself until you make it happen” business model. My daughter was barely born and needed me. But my employees needed me, too. And they had trusted me when they came to work for me. Alas, that, coupled with the crazy-town hormones one has after giving birth, produced ugly, gut-wrenching tears.


I am a woman of faith, and I did what I could in that moment—I prayed. I prayed that God would show me a way out. That I could take care of my daughter and take care of my staff. I prayed that I wouldn’t have to work as much so I could be more present for my sweet child. I prayed that things could just get a little easier. I was so tired of being tired and living in constant fear of everything falling apart.


It was at this time that my good friend Jon Toy provided the answer to my prayers. He gave me a book that changed everything. It was called No B.S. Direct Marketing: The Ultimate No Holds Barred Kick Butt Take No Prisoners Direct Marketing for Non-Direct Marketing Businesses (Entrepreneur Press) by Dan Kennedy. This book showed me that not only can marketing equal results, but it can also equal fast results. Marketing could be my salesperson. Marketing could go out and hustle for my next job while I stayed home and took care of my daughter.


The only problem was that Dan Kennedy—the guy who wrote the book that changed everything—hated social media and digital marketing. And that was what I was doing for my clients.


But that wasn’t going to stop me. I was on a mission to change my path so I could reach a different destination.


I started implementing right away (more on the “how” later in this book). And for the love of my then-sad-now-fabulous shoe collection and freedom to be a present parent, something incredible happened. It was a Saturday morning, and I remember it as clearly as if it was yesterday. I received a message on LinkedIn, as shown in Figure I.1 on page xv.


I couldn’t believe it. Someone I didn’t know had contacted me directly. I hadn’t met him at a networking event, sat in on a committee meeting with him, or chased him down after a networking group. I didn’t have to compete in an RFP (request for proposal) process to land the job. For the first time ever, my marketing had gone out and hustled for me, and it had brought me a client.


My marketing was WORKING!


I am proud to say that I did land that client. It was for a few hours of consulting, at a rate about 100 times higher than what I’d been paid for projects before. My social media marketing had successfully repositioned me as an expert. This attracted a higher quality of client and meant that I didn’t have to compete on projects any longer because those that came to me were ready to hire my firm specifically, not shop around. My perfect prospect now came to me, asking to work with me and expecting to pay top dollar for the privilege.
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FIGURE I.1 The letter that changed everything.










I had spent years struggling in a tiny apartment with no cable (this was before Netflix, back when that meant you had only one channel, and it was fuzzy), no health insurance, and no vacations to a complete, 180-degree turnaround.


In one year of using direct-response marketing with social media, we grew our email list from 1,555 to more than 21,000 people. In that same year, we increased our income 327 percent. We were able to grow our agency to the point of sale and start a new business from scratch to multiple seven figures in less than one year … using the strategies you will find in this book.


I’ve now been able to work with some of the top companies in the world, like Harley-Davidson Motor Co., Sandler Training, Hilton Hotels & Resorts, Chem-Dry, Kevin O’Leary and his Shark Tank investments, Bravo TV, and more.


The most rewarding part is the difference it is making in others’ lives. I get messages from our coaching clients all the time on how applying these principles to their businesses has made their lives better.


Since I’ve pivoted from broke to booming, I’ve still cried many times, but they’ve been tears of joy as I’ve been at an event and someone I didn’t know has come up to me to tell me the difference this has made in their lives. Parents who were able to stop working around the clock can now be there more for their kids. Professionals who were able to build bigger audiences can finally get paid what they are worth. It is an honor now to get to work with amazing business owners who finally can scale their businesses.


Deep down we all want to know that what we are doing has meaning. We want to know that what we do matters.


Knowing that what I do actually impacts lives is the greatest gift of all. That and finally having the peace and prosperity I craved for such a long time. Before, I would automatically wake up every night at 3 a.m. (because that is the time my bank turned over the night’s numbers) and see how negative my bank account was. It was then that I would know what crisis I would have to fix next. I truly didn’t have a single peaceful night’s sleep for more than 10 years.


Flash to the present where I am writing this very book on another vacation with my family and can disconnect without fear that it is all going to fall apart. I now spend virtually no time on fruitless networking or chasing down leads. I can spend my time doing things that matter to me vs. things I have to do. I can volunteer for my church and my kids’ schools. I can play. And develop. And rest.


When I was struggling, I remember seeing others’ success and wishing I could have their “breakthrough”: that one day someone would discover me and what I was doing, and magically everything would turn around. It was like I was hoping for a “Breakthrough Fairy” to come along and make it all better.


It took that breakdown in the kitchen with my daughter finally sleeping to realize that no fairy was going to solve this. I had to do something different if things were going to become different. I had to be the one to make that change. And it wasn’t going to be one big moment that would change everything. It would be the little steps I would take each day that would make the big differences later on. Little things, just like you picking up this book and deciding to read it so that you can improve your results.


Are you ready for a change in your path? Are you ready to attract more raving followers and turn them into buyers for life?


Follow along in this book and then make sure to check out Instaguidebook.com for more resources, such as a 30-day content template, sales strategies, and more!


But most important, put what you learn into action.


This book will take you through the steps to discover who your perfect prospect is, how to communicate effectively to them, and then how to turn followers into buyers for life. Instagram can be a moneymaking machine for businesses of all types. But it’s not just about engagement—it’s about the right kind of engagement. Along the way, you will read case studies of other entrepreneurs and businesses that have successfully used Instagram to produce results.


I will share examples from my own business and those of my clients and colleagues who are effectively using Instagram to grow their businesses. You’ll meet Corinne Crabtree, who runs a paid tribe of 13,000 women in losing weight—and the mental weight they carry around, and Justin Benton, who made Instagram work for him in spite of being in a “not allowed” category, and Jennifer Allwood, who sells millions of dollars of coaching through her Instagram DMs, and Lorraine Dallmeier, who built a profitable brand with her company, and Sara McCord, who is strategy first on the cutting edge of leveraging your brand, and Carine Aucagos, who built a remote-delivered interior design business from her island home, and Kelly LeMay, who is our company’s super ninja behind the millions we’ve brought in via Instagram. From sales funnels to follower contests to product launches, you’ll learn killer techniques to turn nearly any Instagram audience into a network of loyal customers.


One thing I caution you against is reading their examples and thinking “My business is different. This won’t work for me.” Instead, think “How can I apply this to my business?” That is how you can make lasting change in your current situation and create the future you once only hoped was possible.


Are you ready?


Today is the first day of the rest of your journey. Think of any failures from the past as plot twists getting you ready for this next chapter. Your story is being written every day, and you have control over the next page.


It’s going to be a good one. Are you in? Post on Instagram and use the hashtags #IAmIn #UltimateGuidetoInstagram, and I will give you a shout-out. Plus, you can win one of hundreds of prizes.


Let’s get started.






#UltimateGuidetoInstagram Postables


Note: Throughout the book, you will find synopses of key points and resources you can use. Share these postables on Instagram and your other social media networks. Be sure to use the hashtag #UltimateGuidetoInstagram. We will be monitoring this hashtag and will jump in to reply, continue the conversation, and give out prizes. Go ahead and post one from the list on the next page now.










#UltimateGuidetoInstagram Postables




	■Deep down we all want to know that what we are doing has meaning. We want to know that what we do matters. #UltimateGuidetoInstagram #Kim WalshPhillips


	■Today is the first day of the rest of your journey. Think of any failures from the past as plot twists getting you ready for this next chapter. #Ultimate GuidetoInstagram #KimWalshPhillips


	■Your story is being written every day. You have control over the next chapter. And it’s going to be a good one. #UltimateGuidetoInstagram #KimWalsh Phillips


	■When successful business owners hear a good idea, they don’t think “My business is different. This won’t work for me.” Instead, they think “How can I apply this to my business?” #UltimateGuidetoInstagram #KimWalshPhillips


	■I’m in! #UltimateGuidetoInstagram #KimWalshPhillips










Be sure to go to Instaguidebook.comfor more detailed instructions on how to use Instagram.






















CHAPTER 1Questions, Questions: Understanding the Why of Instagram






The history of Instagram reminds me of the saying:




If you want to make God laugh, tell him about your plans.





While the birth of Instagram was just 13 years ago, the idea for the photo app occurred years before, and it happened because of a different project.




Where Did Instagram Come from Anyway?


Kevin Systrom and Mike Krieger are the official cofounders of Instagram. Systrom grew up in an upper-middle-class family in Massachusetts. According to rumors, he used to believe that getting rich quick through startups was something that happened to the other guy. (There was nothing quick about his story.)


Systrom left the East Coast to attend Stanford University. After graduating, he wound up working for tech giants like Twitter and Google. Eventually, he started working in the marketing department of NextStop, which is a New York City subway directions app. At this time, Systrom decided to embark on a new project: an app called Burbn that combined features of the online game Mafia Wars and Foursquare’s check-in service. During production, Burbn turned into Instagram (gramlike.com/the-history-of-instagram).


Thank goodness they changed the name.


After many iterations, the app was released in the fall of 2010. It went from a few users, which mainly included friends of Systrom and Krieger along with several early testers, to the number-one free photo app in only a few hours. By that December, more than 1 million users had downloaded the app to their Apple devices.


Over the next two years, Instagram continued to grow, and the founders started to add features like hashtags, high-resolution photo support, one-click rotate, and new filters. In August 2011, the 150 millionth photograph was uploaded to the app. A month later, Instagram had more than 10 million users, and at this time, the company secured $7 million in Series A funding (thenextweb.com/magazine/2013/06/21/instagram-a-brief-history/#gref). This deal valued Instagram at around $25 million. (They are valued at more than $100 billion now—score!)




The Facebook Adoption


Because Instagram was initially set up as an iOS app, the program was available only through Apple until April 2012, when the company finally released a version for Android devices. Soon after, Facebook jumped in and bought the company for $1 billion in cash and stock. The final purchase amount was less, though, because the social site’s value took a hit on the stock market.


The deal received approval in August 2012, but by December, the new owners ran into trouble by changing their terms of service, giving Instagram the right to sell users’ pictures to third parties without compensating or even notifying them. Understandably, users weren’t too happy about this, and a consumer backlash began. People even vowed that they would never use Instagram again. Given the platform’s current success, I suspect a number of them have now recanted.


However, the backlash was enough to cause the company to retract those TOS sections regarding the sharing of photos with third parties. But the company’s reputation took a hit. This is just another example of the delicate balance between public, private, and social media networking.







Growing with Facebook


After Facebook purchased Instagram, the company introduced popular features like photo tagging and a “Photos of You” option. It also extended photo tagging to include brands, which gained the attention of companies that were looking to expand their social media presence and jump into organic advertising.


To become even more social, the company made it easier for users to share posts and videos through links and embed codes. This function lets you show content on Instagram in its original state by just copying and pasting an embed link with a website or an article. This was a clever move by the company because it lets users share their content in other places while potentially reeling in new traffic.


The Facebook purchase also brought us natural-looking ads within Instagram. The social media giant claimed it wanted to use natural ads because Instagram users weren’t used to seeing advertisements on the app. Facebook started slow with just a handful of high-quality photos presented by a few brands. This marketing approach proved to be successful because about 5 percent of the app’s users liked the ads. By incorporating marketing, Instagram gave businesses a new advertising platform to help them reach new consumers. The “warm” look of an effective Instagram ad from this time period continues to work today, not only on Instagram, but on Facebook as well.


By the end of 2013, Instagram added a private chat feature. With it, the app’s users can send private videos and photos to each other. Prior to the chat feature, the only way for people to communicate through Instagram was publicly, through comments and likes. Today, users can send private content to as many as 32 people at a time. They’re able to write captions for the images they are sharing, and after releasing a picture, they can have a conversation. With Facebook at the helm, the updates were strategic moves designed to increase the engagement levels of Instagram users and expand the site’s traffic.







The Future of Instagram for Commerce


Social and mobile commerce are embracing Instagram in a big way. Not only is organic advertising a welcome form of marketing on the app, but it also highly engages users, placing Instagram in a unique position to support social and mobile commerce.


Because mobile marketing is now available for many businesses (as 83.32 percent of people have a mobile device, with over 6.64 billion people), most companies are determining the best way to use it in their marketing strategies, and for retailers, Instagram has made it easier.


Instagram was one of the first platforms to supply call-to-action tools for advertisers, in the form of “Install Now” or “Shop Now” links. When it comes to commerce, Instagram offers intimacy and immediacy for both consumers and companies. These options are engaging more users.


Millennials are especially influenced by these kinds of call-to-action tools because they see their friends and other influencers install or buy those items (while my age group, aka those over 40, is more influenced by the ability to find our reading glasses—but I digress). This, more than branded content, gives companies more credibility with Millennials. These tools are transitioning Instagram from a marketing platform into a conduit for ecommerce, which decreases the number of clicks a consumer needs to purchase an item. It also makes mobile sales tracking easier for companies.


Ah, the refreshing melody of “making it easier to purchase.” Beautiful.







Turning Business Profiles into Instagram Shops


Users can visit a shop from a business’s Instagram profile or through their feed and stories. In the shop, they can browse and buy products directly from an Instagram profile. Instagram added its Professional Dashboard to help businesses discover insights and trends based on account performance and expanded the tracking data in analytics from 30 to 60 days. Small businesses can now directly link product pages, which will definitely drive more web visitors and sales.


Businesses that have been waiting to enter the mobile advertising market are starting out on Instagram because the infrastructure is already there. For Instagram to remain a favorite advertising spot for commerce, the company will need to embrace business trends and needs consistently without annoying its customer base. No one wants another spama-palooza like Myspace. I do miss the constant requests for buying coins from Russia in my inbox, though—not!







Instagram’s Future with Everyday Users


Kevin Systrom said in an interview with Time magazine, “We believe you can see the world happening in real time through Instagram, and I think that’s true whether it’s Taylor Swift’s 1989 tour, which trends on Instagram all the time, or an important moment like a protest overseas, or a march like ‘Je suis Charlie’ in Paris. We want to make all of those, no matter how serious, no matter how playful, discoverable and accessible on Instagram.” He went on to say, “At the end of the day, there’s no better way to consume what’s happening in the world other than images and video. And I think Instagram is at the natural nexus of both of those” (time.com/4059656/this-is-what-the-future-of-instagram-looks-like/).


As you know, our world changes quickly, so while we may continue to embrace Instagram for years, it could also vanish in an instant. Only time will truly show us the future of Instagram. My hope is that with this book, Instagram will help your business achieve ROI in the here and now.


Let’s start with the “what” of Instagram and then in the chapters to follow, the “how,” in order to achieve maximum ROI for your time, money, and energy spent in the app.
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