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UPFRONT   

 ANALYSIS 
 

When initially speaking with my client about her social media presence, I soon 

realized that her case might be a little different from others. Since she is quite young and 

started her business at an even younger age already, social media is something that she is 

just starting to operate. She recently created her own personal Instagram account about a 

month ago, but this is the only form of social media that she has. With this being said, she 

has not done any advertising or marketing of her brand or products on this account. We 

have both mutually agreed that starting accounts for her brand {em}spiration would be 

something that she could benefit from greatly, so we are going to continue to develop the 

online presence that she wants to create and start all of the accounts from scratch. 

In terms of how we are going to start these accounts, Emma and I want to 

implement and push her business on platforms like Instagram and Facebook. Twitter is 

something that we both feel is a great platform, but maybe isn’t the best for her right now 

when it comes to her primary purchasers and the products that she is promoting. As 

previously stated, Emma primarily sells items such as vintage-inspired fabric keychains, 

quilted Tennessee baseball tees, and terry cloth mixed pattern bibs and burb cloths. Since 

these products will require more visual posts and not as many with text as the primary 

purpose, we feel that it is best to follow through with the two platforms that I mentioned 

earlier. 

When I asked Emma about the primary target market that she is looking to make 

products for, she said that the main demographic that is drawn towards her small business 

is usually women between the ages of 14-40. While there are others who do not fall in 

this category, this is where the main source of her business is acquired from. Since the 

area that she inhabits is a very small town and she sells to those who she goes to church 

with, a lot of her customers are of Christian faith, so she does have products pertaining to 

this category of shoppers. I commend Emma for recognizing the group that is drawn to 

her business and creating products that are really tailored to their likings (i.e. baby bibs 

and burp cloths, religious items) while also creating things that are true to herself and that 

she is proud to sell. 

Emma and I are planning to implement these accounts at the start of October, and 

we are going to watch the interaction that goes on with both of the accounts together. We 

have also decided that I am going to help her kickstart her accounts by assisting with the 

initial posts as she gets adjusted to this newer process. I am going to keep her brand 

identity and values in mind when creating these posts, and I am going to also give her 

access to the Hootsuite for her profiles so that she can monitor what is going to be 

scheduled and the analytics that go along with them both. Right now, she is really 
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working towards promoting her Tennessee-inspired baseball tees, as they generate a lot 

of demand around the fall and winter seasons, and I am sure she is working hard to create 

newer designs to add on to her older ones. We also plan to push those pretty frequently 

along with all of her other products around the same times of the day with every post. 

Since Emma is just starting out with social media for her company {em}spiration 

and has heavily relied on word-of-mouth and the occasional post on family members’ 

social media, our goals are starting off relatively simple. We would obviously love to 

gain recognition on these newer platforms and get advertising for her products higher 

than they already are, but we would also like for this to be an opportunity for others to 

see everything that she has to offer and get to know more about her and the roots in 

which her business stems from.  

 Emma and I both think that it would be beneficial to get conversation flowing 

through her accounts. Since user engagement is something that can be more personal for 

customers or connoisseurs of different companies, I feel that asking questions on each 

platform to get a poll for new products that consumers want to see along with their 

current satisfaction or lack thereof with her items will her guide her into the next 

direction that she is wanting to go with her brand. Doing this while also continuing to 

increase brand awareness through following various accounts from mutual customers and 

pushing her products and values to maintain true to herself will help her to accentuate all 

of the hard work and dedication that she has already put into {em}spiration. I am very 

excited to embark on this journey with her and be able to assist her with her social media 

presence, since she is just now getting a start to the entire process. I genuinely cannot 

wait to see where her accounts are at in the next month, let alone in the next year as she 

continues with her brand and online presence. 

 

I will attach a screen grab here of one of Emma’s promotional posts that her mother 

has posted on her personal Facebook page for reference as to the extent of online 

advertising that has been happening for {em}spiration. 
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BEST PRACTICES 

REPORT 
After working with my client, Emma, and discussing her own business along with 

the tactics that we are using to implement her social media presence, the topic of 

competition has definitely come up a few times. Since her small business {em}spiration 

is still very new and products are primarily made available to those located in the area in 

which she lives, it can sometimes be difficult to consider other businesses trying to 

produce and sell similar products that fall into her niche market. Her specialty and “star” 

product that she seems to sell most are her Tennessee baseball tees (pictured below), and 

these products have become a very “hot ticket” item in the area in which she lives. With 

this being said, other small local boutiques and companies are also selling them, which 

Emma has acknowledged and learned how to adjust accordingly.  

 

One of the small boutiques that carries these types of shirts along with some of 

the other products that she carries is called “Josie’s Boutique.” Located in the greater 

Knoxville area, Josie’s has become a very well-known boutique in East Tennessee and 

even has its own website in order to accommodate those not in the area who want to 

purchase items that they sell. While this is on a larger scale than my client’s small 

business, it still is considered competition for Emma, as the same items are sold through 

them. 

https://josiesboutique.com/
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There are a lot of things that Josie’s Boutique does right in terms of their social 

media practice. Pictured above is a look into what their social media pages look like 

along with one post from Facebook depicting what most of their posts consist of. Josie’s 

Boutique posts about three times a day with heavy concentration on product promotion 

and special deals, and they also include links to purchase the items that they post about so 

that one do not have to even go in store. The amount of times that they post, the ability 

for consumers to purchase items through links on their profiles, the consistency of their 
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product promotion, and the matching aesthetic across platforms make Josie’s a top 

competitor in this market. 

Another boutique that is smaller than Josie’s Boutique but still is more well 

known than Emma’s small business is a boutique called Spoiled Rotten. More 

specifically, however, is the Tennessee-inspired tee shirt company that is a sister 

company to the boutique and is also sold in the store called Southern Made Tees. Not 

only does this company produce and sell shirts that are similar in manner to Emma’s, but 

the boutique also carries some of the other products that Emma sells, like her burp rags 

and bibs for babies. Spoiled Rotten’s Instagram and Facebook accounts can be seen 

below along with an example of what each post looks like (as seen on the Facebook 

screenshot). Similar to Josie’s, Spoiled Rotten also heavily implements product 

promotion, but they also have a lot of fun and inspirational messages on their accounts. 

Spoiled Rotten also has a lot of good things going for them through their social media 

accounts, including the use of their website to sell products, the quality of the photos that 

they post, and the frequency and user engagement that they attain. Similar to Josie’s 

Boutique, both companies have their own websites (Spoiled Rotten & Southern Made 

Tees) to expand their ability to sell to different parts of the country other than East TN, 

but I feel like these companies are some of Emma’s toughest competition when it comes 

to geographic location. 

 

 

https://shopatspoiledrotten.com/
https://southernmadetees.com/
https://southernmadetees.com/
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In terms of the social media usage from all of the previous companies just 

mentioned, both have significantly greater followings that my client’s account, especially 

since she and I just created them. Their professional-looking pages can be seen below 

showcasing their items and matching their own aesthetics that represent both them and 

their audience well. I take inspiration from these accounts, but want to keep Emma’s 

image and social media reflective of her in order to set her apart. Instead of primarily 

promoting and showing her items, I want her to be active in sharing her own personality 
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and for her customers to understand who she is and the heart that she has for people, 

especially since that is how her company began. I do think that Emma can take a lot of 

the strategies that both companies are doing as mentioned previously, and while it might 

not be able to happen in the span of my working with her in this specific time frame, I 

feel that having her own website to sell her items would be of great benefit. Taking other 

cues from these companies and their accounts as well such as sticking to an aesthetic, 

engaging with customers, posting consistently, and promoting products would also be 

smart for {em}spiration. 

However, I do feel that {em}spiration does have a lot going for it when compared 

to the competition mentioned in many different lights. First off, her unique fabric 

Tennessee tees are cheaper than the other companies listed for that specific type of shirt. 

Additionally, rather than just screen-printed tee shirts, she creates each of the stiches and 

cuts the fabric for each of her shirts, making no two the exact same. I feel that the effort 

that she puts into them along with the professionality and attention that she puts into the 

packaging of each item is what keeps her customers coming back. With every product 

purchased, Emma wraps them or puts them into a bag with a handwritten tag or letter for 

each person. This, to me, makes the consumers feel more appreciated and special, as it 

feels like receiving a gift that someone took the time to work on, rather than buying 

something mass-produce d that someone else might have. This is one of the main pros 

about working with Emma and is a great practice for establishing her business. 
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As Emma and I continue to work around her new social media accounts for 

{em}spiration and recognize the competition that her brand has, I definitely think the 

most important thing that she can do is stay true to herself and what her brand was 

founded on. Her unique items and flare are things that cannot be replicated, and is, in my 

opinion, one of the advantages of being a small business rather than a larger one. She 

spends more time on detail, and by making her accounts reflective of this demeanor by 

posting about herself, her journey throughout operating her business, and inspirational 

messages along with promoting her brand and products, I feel that she will only continue 

to gain more consumers and a following. I am excited to see where {em}spiration will go 

next, and I am so glad to be working with someone who understands the importance of 

really getting to know her consumers and values them in a way that ultimately sets her 

apart from anyone else. 
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RECOMMENDATIONS 
After working with my client and her business, {em}spiration, we have noticed 

and tried out a few different tactics when working on her social media presence. She is 

active on both Facebook and Instagram, per my original recommendation, and the posts 

that we have both come together to produce have been very good in order to get a feel for 

how she wants to be seen on the platforms and what posts resonate best with her 

audience. As of right now, we have been producing one new post per week on each 

platform site, and even though that does not equate to many posts all together, it has 

helped us to derive some data and research that will help us to steer our posts from here 

on out. Looking back at other research has also been very helpful, and each one has 

allowed me to take a step back to reevaluate {em}spiration’s social media presence as we 

both move forward. 

Upfront Analysis: 

Per the upfront analysis that I completed at the start of this course, all of the brand 

personality and values that I listed along with how I wanted to remain true to her have 

been consistent across the board in terms of her posts. We originally planned to post 

about every other day, as stated in the Upfront Analysis, but after contemplation and the 

realization that Emma’s small business might not be large enough to create enough 

content for that frequent of posts at this time, we settled on about once a week and plan to 

increase as the holiday season approaches. We have also learned since the Upfront 

Analysis that it is much easier to attain Instagram followers over Facebook likes, 

especially since the target audience that Emma is focusing on is in a younger generation 

that heavily uses Instagram. We have already reached our goal of 100 followers on that, 

but are still short of our goal on Facebook, falling at 63 likes as of November 4, 2018.  

Recommendations Based on Upfront Analysis: 

After looking at the goals that we set in the Upfront Analysis and looking forward 

based on the statistics that her accounts are right now, I would recommend that we really 

focus on Instagram while still making sure to include Facebook in some light. There has 

only been one sale made through Facebook advertisement, while there have been about 

four through Instagram, so our belief that users would work best through these sites was 

correct, per our initial response on the Upfront Analysis Report. Moving forward, I would 

also recommend we set another goal for Instagram by increasing follower count to 150 

before the end of November and try to gain more followers and promotion by holding a 

small contest asking those who follow her page to advertise for her on their pages in 

order to win a product. This will not only boost morale for Emma’s page, but it will also 

show her followers that she wants to do special things like this for them. 

Best Practices Report: 

 In my Best Practices report, I evaluated Emma’s presence on that of similar (but 

larger) boutiques around the Powell, TN area called Spoiled Rotten and Josie’s Boutique. 
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Based on the information found in this report, the two other boutiques post multiple times 

a week on all platforms (Instagram, Twitter, website, and Facebook), while Emma only 

posts about once a week on Instagram and Facebook. Since she is just starting out, 

however, and is not a company that is as well-known as the ones that I discussed, I spoke 

about a few things that she could take inspiration from but maybe not quite replicate right 

now. For instance, both of the boutiques that I mentioned in the report were discussed as 

having multiple posts a week, giveaways, a matching aesthetic, and are active in 

advertising specific items in a way that also allows the consumers to ask questions about 

them or respond to questions that the companies ask. These are all things that my client 

can also do, but to an extent that would match where her company is at as of right now. 

Recommendations Based on Best Practices Report: 

 After looking at all of the research made in the Best Practices Report, I 

recommend that Emma take inspiration from the boutiques that I mentioned but put her 

own spin on them to relate to her specific target audience. Having Emma continue to post 

about once or twice a week would be good for her to start off, and as previously stated, 

have special things going on for her consumers that would help to get her name out there 

more. By creating polls and getting to know her audience more and communicating with 

them, she could also get a better grasp into demographic/psychographic information 

while also getting a feel for what her audience responds to best in terms of posts and 

products. 

Moving Forward: 

 As Emma and I continue on with establishing herself and her brand on social 

media, I feel that we should take all of the information thus far into account. By 

understanding what our initial goals were in the Upfront Analysis to inspiration and pros 

and cons from other businesses similar to {em}spiration that we saw in the Best Practices 

Report, I feel that this is valuable information that can definitely be used to better 

Emma’s social media presence. Her small business is something that is already growing 

and will continue to grow even more in time. Emma already does a great job being 

personable with her customers by making connections with them, so expanding her 

communication further and taking their opinions into account in addition to her own style 

will elevate her social media. I am excited to see where it will go next, and I hope to be 

able to reach our new goals and uncover new things that work best with her audience and 

her brand as a whole. 
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OPERATIONS 

PLAN 
 

*SEPERATE EXCEL DOCUMENT ATTACHED* 
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CITATIONS 
https://southernmadetees.com/ 

https://josiesboutique.com/ 

https://shopatspoiledrotten.com/ 

*SOUHTERN MADE TEES, JOSIE’S BOUTIQUE, AND SPOILED ROTTEN 

INSTAGRAM AND FACEBOOK ACCOUNTS’ LINKS NOT PROVIDED, BUT 

ARE ALSO RESOURCES USED IN THIS ANALYSIS* 
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