
 

 

 

 

 

 

 

 

 
 

 
 

 

 

 

 

 

2017 Social Media Plan  

Kylie Cosmetics 

CMPW 705 



Summary 

 
Kylie Cosmetics is the cosmetics company founded by Kylie Jenner, the daughter of former Olympic 
athlete Caitlyn Jenner and TV personality Kris Jenner. The central product is the Kylie Jenner Lip Kit, a set 
of lipstick and lip liner in multiple shades sold exclusively online. 

The unique thing about Kyle Cosmetics is that the focus is not so much on the product, but on Kylie 
herself. All her corporate social media accounts are linked back to her personal accounts and vice versa, 
which advertises not only her products but her lavish, glamorous lifestyle. This is the biggest draw for her 
target audience of teenage girls, who feel connected to Kylie on a personal level and attempt to emulate 
and further engage with her by purchasing Kylie Cosmetics. Kylie perpetuates this by asking for customer 
opinions on social media and urging customers to purchase the Kylie Jenner Official App, which offers 
exclusive content such as beauty tutorials, links to Kylie-inspired clothing, and information on product 
offers and restocks to “bring you closer to her than ever before.” All products are sold exclusively online 
and release dates are announced on the Kylie Cosmetics corporate accounts and Kylie Jenner’s personal 
accounts, which further adds to the brand’s personal element. 

The content on the social media platforms is amazingly consistent. All of them advertise the same 

product with the same pictures at approximately the same time. Exclusives offers are saved for Kylie 

Jenner’s personal Snapchat and the Official Kylie Jenner App. There is also custom material for each 

platform such as short messages on Twitter, unique photographs on Facebook, and links to a model’s 

personal account on Instagram. The platform that has the most important content is Kylie Jenner’s 

personal Snapchat. The company will post on Twitter, Facebook, and Instagram simultaneously telling 

customers to go to her Snapchat when new products are revealed. This in turn often 

directs the customers to the Official Kylie Jenner app, where you can find out the product release dates 

in advance by subscribing for $2.99 a month. Kylie Cosmetics leverages social media incredibly 

effectively to sell their product to their main consumer base (and beyond). 

There are a few platforms the company is not using to their potential. Their Tumblr site has minimal 

reposts, and their one promotional video on YouTube drastically pales in comparison with the plentiful 

content of their competitors MAC Cosmetics and NYX Cosmetics. However, the most neglected platform 

is Facebook. Despite the constant praise and enquires from fans, the company is for the most part 

absent. Although they may feel that their target demographic is being successfully reached through 

Twitter, Instagram, and Snapchat, by devoting as much time and energy to their Facebook fans they 

could gain an entirely new customer base that is currently being ignored. 

https://www.youtube.com/user/MACcosmetics)
https://www.youtube.com/user/nyxcosmetics/featured


 
 
 
 

Business Objectives 
The three new business objectives for Kylie Cosmetics are: 

1. To increase customer service and further engage with fans. 

2. To increase brand awareness and establish thought leadership. 

3. To further support sales. 

Corresponding Strategy 
1. Increase presence and interaction with customers on the company Facebook page 

2. Develop more promotional material for the YouTube channel in conjunction with cosmetic 

experts. 

3. Further promote sales, contests, and holiday themed products across all social media platforms. 
 

Key Audiences 



According to their social media engagement, a large portion of Kylie Cosmetics’ customer base is teenage 

girls. Therefore, the heavily populated company platforms of Instagram and Twitter make perfect sense 

since their primary demographics are between 18 and 29. Because it’s a cosmetics company, visuals are 

incredibly important and these platforms allow attractive, bold pictures of the 

product that immediately grab the customer’s attention, which is especially effective for a young, 

impulsive demographic. Both are also optimal platforms for customer engagement, as posted photos 

can be used to ask customer opinions, show their appreciation when customers purchase certain 

products, and repost photos of customer wearing or receiving their cosmetics. In particular, the 

Twitter account directly addresses customer complaints, gathers customer feedback and opinions, 

and announces product releases and events. 

Another highly successful platform has been Kylie Jenner’s personal Snapchat. Although not an official 

corporate account, it is always used as a launch pad for new products and aligns perfectly with Kylie 

Cosmetics’ intended audience since 60% of its users are under the age of 25. 

However, as was mentioned previously there is an older customer base that is being almost entirely 

overlooked, particularly on Facebook and YouTube where the demographic is between 18-34. Increasing 

engagement on these platforms would reach these customers directly, make them feel valued, and 

ultimately drive sales. 
 

Social Medial Tactics 
To address the above business objectives, the recommended social media tactics and their 

corresponding platforms are as follows: 

Facebook 
Increase customer service and engagement by implementing a weekly poll to gain customer opinions 
on which items they would like to see restocked or on sale. 

Sample 
Craving a discount this January? Pick your poison: 

• The Vixen Lip Kit 

• The Burgundy Palette 

• KOKO K Gloss 

YouTube 
Increase brand awareness and establish thought leadership through promotional videos and makeup 

tutorials led by popular YouTube makeup artists such as Michelle Phan, Pixiwoo, and Kandee Johnson. 

Sample 
Pixiwoo doing a Christmas party makeup tutorial using the Kylie Cosmetics limited edition Holiday 

Collection bundle. Throughout the video, Pixiwoo will subtly market the bundle by discussing the 

features of each of its included products and mentioning any of their personal favourites. Direct-to-buy 

links will be provided in the video description. 

https://www.youtube.com/user/MichellePhan
https://www.youtube.com/user/pixiwoo
https://www.youtube.com/user/kandeejohnson


Twitter 
Support sales through a “Hottest Look of the Week” contest. The contestant with the best look 

using a newly released product will get a coupon for 50% off on up to three products of their 

choice. The same content can also be reposted on Instagram, Snapchat, and Facebook. 

Sample 
Tomorrow is the FINAL DAY for your Hottest Look of the Week submissions using the 

#KingKMetal! Y’all best be plumpin’ those lips   

Evaluation 
The 2017 social media plan will be evaluated by the following quantitative and qualitative 
measurres: 
 

• 50% increase in overall sales. 

• Increased promotion and discussion around Kylie Cosmetics’ items as valuable industry 

products. 

• 25% increase in YouTube subscriptions. 

• Increased customer response time on Facebook. 

• 25% increase in Facebook followers. 

• Increased user generated product promotion. 

Conclusion  
Kylie Cosmetics’ 2017 social media plan will increase its social media presence, gain a new 
customer base, market itself as an industry leader, and ultimately increase profit.  
 

 
 


