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DID YOU KNOW?

According to Google, 40% of Gen Z uses IG and TikTok as search engines. So what does this mean? YOUR
IDEAL AUDIENCE is on your social platforms.

Social Media SEO is SO IMPORTANT. If you don’t ALREADY have your keywords and keyphrases researched
so that you can sprinkle them in your captions and bio - you are behind.

Prepare your platforms for the users that are



