
It’s all in How You Use the Tool

Some participants in a SCORE discussion group last week were wondering now that Facebook has 
gone public, what impact will it have for small businesses that have chosen to use it in their marketing? 
Will it be more effective for the small business?

At the risk of sounding flip, I suggested that it will probably have no impact because what matters is 
how one uses the tool. We know all about how to pin our posts on Facebook and kind of know how to 
run a social campaign to boost sales, but as small businesses get familiar with using it and finding out 
what works and what doesn’t work for them, they begin discovering unique ways of drawing people in 
to their experience.

I was reminded of this a few weeks ago when I read a Constant Contact blog that related the experience 
of one of our Minnesota SCORE clients. It described how Jason Alvey and the rest of the Four Firkins 
crew were creatively marketing on Facebook. It really fits this topic.

Alvey, the founder of The Four Firkins in Minneapolis, has worked hard with the rest of his team to 
make sure the beer store’s Facebook Page stays on the map. They do all of the traditional Facebook 
marketing strategies … and then some.

The staff posts photos and videos. They interact with fans on a daily basis and announce new beer 
shipments – sometimes exclusively through Facebook.

The Four Firkins team also does several things to grow their Facebook Page that are a little less 
common. Here are five strategies any small business or organization can take away from a glimpse at 
the Four Firkins Facebook Page:

Personally sign your name to each post

Every time a fan posts something on the Four Firkins Facebook Page, they’re almost always guaranteed 
a personalized response.

“If a fan takes the time to post on your page, businesses should respond,” Jason explains. “We make 
sure to sign each one, too, so people know who’s behind the computer. That builds a connection and 
puts a face and a personality to each post.”

Model your own products

Have a product or a service that’s unique and useful? Why not show it off yourself? Facebook is all 
about getting personal. After all, no one loves your products more than you. The Four Firkins has 
pictures of events, tastings, kegs, and anything else that shows off the beer at its finest. 

Feature your customers in your photos

As a page administrator, you can’t tag people in photograph, but they can tag themselves. But, If a 
customer is in at The Four Firkins for an event and photos are being taken, there’s a good chance the 
pictures will end up on the store’s Facebook Page. From there, fans will often tag themselves.

“Tagging in photos really helps spread the word, because people will tag themselves and their 
Facebook friends will see the picture, so then they get curious and look at our Facebook Page,” Jason 
says.



Use a call to action for guerilla marketing

One night, Jason decided to go to the pub after work. He decided to post about the trip on Facebook. 
Better yet, he offered fans a deal:

“I said that if people wore their Four Firkins t-shirts, we would buy them a pint,” he says. Around 
twenty people came in, all of them wearing their shirts. That’s a bit of guerilla marketing, right there. 
This was a classic win-win: the fans got to socialize with Jason, other pub patrons saw The Four 
Firkins t-shirts, and everyone got to have a drink together.

Today, Jason doesn’t think it would be as easy. With over 5,000 Facebook fans on The Four Firkins 
Page nowadays, he admits that it “could be a very expensive night!”
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