
9 Ways To Market NYC Cannabis Businesses in 2022 
 

For many New Yorkers, cannabis legalization comes with great news: a new market that opens 

and brings tons of new opportunities, businesses, and jobs. A whole new industry that has been 

existing for years and is now becoming more accepted in society. 

 

It’s an exciting time as well as the right moment to be well informed. As a business owner, the 

very first steps to developing a cannabis business are to study the law, have the right licenses 

and permits you need, study the risks you could encounter, and ensure to comply with all the 

requirements. After that, you’re ready to put your business out in the streets. Here are 9 ways to 

market your business: 

 

1. Create a business plan 

A business plan is the foundation of every company. It provides a set of steps and directions 

designed to lead the actions that will make a business grow. Starting from the first stages with 

product or service description, conducting market surveys to know the target market and 

competitors, to the final stages of building your team and managing finances.  

 

2. Focus on branding 

While creating your business plan, you must also work on your branding. Your business needs 

to speak for itself, and it does by having a well-defined company personality, an attractive logo, 

a catchy tag line, and a specific set of colors and lettering. This will help users identify your 

brand easily, and it’s essential to have it structured properly.  

 

3. Work on your social media  

Social media has a huge impact nowadays. According to a study by Hootsuite and We Are 

Social, “there are 3.725 billion active social media users,” and according to another research by 

LinkedIn, “81% of all small and medium businesses use some kind of social platform.”  

 

Currently, businesses have to be on the social platforms that best suit their brand’s profile and 

niche. Though cannabis businesses still face the challenge that the industry is not completely 

accepted and risk being banned from some online channels, it is still important to develop a 

presence across the different platforms. The good news is that these preconceptions are slowly 

changing.  

 

4. Build a strong social media strategy 

The next step after all your social media accounts are created is to create cannabis-focused 

content and start posting. Make sure you:  

 

● Create a grid with all the content you’ll be publishing: Images, videos, stories, phrases, blog 

posts, etc. It will come in handy to have all your future posts stored in a single place. 

● Establish a consistent schedule for all your posting. 

● Find the right hashtags that support the cannabis industry and save them in a list that you can 

later update with the most popular or relevant for your brand.  



● Engage with your audience to build brand loyalty. Leave and reply to comments, and always 

check the direct messages. 

● Share exclusive or time-limited deals for your cannabis products to push your sales.  

 

It’s important to highlight that, with regulations on sales still being discussed, paid ads may not 

be a good idea for campaigns for cannabis businesses but instead focus on organic reach. 

 

5. Rely on SEO 

Search Engine Optimization is one of the most effective tools to generate traffic towards a 

website. The goal of SEO is to help your website rank higher in the search engines by using 

specific keywords so users will click your link first. Phrases like “cannabis products online” or 

“buy medicinal marijuana” are the keywords people could look up online and that you need to 

add to your content so people will go to you first.  

 

6. Collaborate with other businesses 

Support is essential for businesses, especially in the cannabis industry. Despite being in the 

multi-million dollar industry, cannabis businesses could use the validation of other bigger 

businesses that are not part of the niche but have some elements that can bolster it. On the 

other hand, bigger companies could receive the benefit of refreshing their image or expanding 

to new markets. For example, a small company that produces CBD face cream and a big 

beauty products company could work very well together.  

 

7. Find influencers to promote your brand 

More than just pretty faces and good pictures, influencers play an essential role in this century’s 

marketing. According to Mediakix, “89% [of marketers] say ROI from influencer marketing is 

comparable to or better than other marketing channels.” The power they have over potential 

customers is tremendous, so it’s always a good idea to research who your audience is paying 

attention to and then try to connect with them.  

 

8. Share valuable information to help educate your audience 

Misinformation is one of the biggest battles of the cannabis industry as not many people know 

the positive aspects of medicinal or recreational marijuana. As of right now, focusing on 

educating rather than selling could be more convenient to collaborate on helping New Yorkers 

become more accepting of the new law. And the types of shareable information are extremely 

varied not to be seized. You can talk about topics like:  

 

● Medicinal benefits of marijuana 

● The New York cannabis legislation 

● The effects of the cannabis industry on the New York economy 

● How to homegrown plants 

● And more! 

 

9. Join events 



Exhibitions, conferences, and trade shows are fantastic places to take your business directly to 

customers, investors, or possible allies. Some cannabis events take place all over the United 

States and abroad, and all of them bring tons of opportunities for the businesses of the industry. 

 

Effective Marketing Efforts to Succeed 

 

Every company must put special attention to its marketing efforts, but cannabis businesses also 

have a particular task on their hands: educating about the cannabis industry and helping it 

blossom. With the right and most effective marketing tactics, businesses will attract the right 

customers and even influence buyer behavior by promoting benefits. Make sure you learn how 

to market your cannabis businesses the right way!    

 

 

PITCH DECK 

● According to a study by Hootsuite and We Are Social, “there are 3.725 billion active social 

media users,” and according to another research by LinkedIn, “81% of all small and medium 

businesses use some kind of social platform.”  

● According to Mediakix, “89% [of marketers] say ROI from influencer marketing is comparable 

to or better than other marketing channels.”  

● With regulations on sales still being discussed, paid ads may not be a good idea for 

campaigns for cannabis businesses but instead focus on organic reach. 

● Cannabis businesses could use the validation of other bigger businesses that are not part of 

the niche but have some elements that can bolster it. On the other hand, bigger companies 

could receive the benefits of refreshing their image or expanding to new markets. 

● Focusing on educating rather than selling could be more convenient to collaborate on helping 

New Yorkers become more accepting of the new law. 

 


