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How small businesses are
adopting online strategies in
the wake of COVID
Introduction

The COVID-19 pandemic has changed the business world as we know it. As we advance

into 2021, many businesses are looking to hit the reset button and return to the old ways of

business. However, they may have to continue to weather the storm until it is safe to do so. This

may prove difficult for many businesses.

Last April, the New York Times reported 92% of small businesses felt a negative impact

due to the pandemic. Ten months later, many businesses still have not recovered. According to a

survey from The Blueprint, 94% of small businesses have reported a negative impact on

businesses since the start of the pandemic. Of that 94%, 48% reported that their negative

impact was “severe”. Many of the businesses that reported a positive impact during the

pandemic are businesses in the IT sector. They may have reported a positive impact because of

the mass shift to telework and virtual school during the pandemic.

Of those businesses hit the hardest, many have been in the restaurant, the retail sector,

and the travel industry. Many of these businesses were forced to execute permanent layoffs,

resulting in 1 in 49 employees being let go. Layoffs were not the only change these businesses

considered, as 59% six-month outlook. Research from McKinsey & Co. also showed grim

findings, as 75% of businesses were pessimistic about their future.

With no end to the pandemic in sight, many businesses are forced to continue to reinvent

themselves with innovative business models and strategies that will advance their business

https://www.nytimes.com/2020/04/23/business/coronavirus-small-businesses-adapt.html
https://www.fool.com/the-blueprint/survey-covid-19-impact-small-businesses/
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through 2021. While change is difficult, the

businesses that adapt are the ones that

seem to be  staying afloat during the

pandemic.

Even though many businesses are

making changes, many consumers may

not know about them. Therefore, changes

in marketing strategy should be made so

that customers know what your business is doing to adapt in order to meet their needs in the

post pandemic world. It is recommended by the Small Business Administration that businesses

making less than $5 million a year in revenue allocate between 7-8% of their revenue to

marketing. However, with revenue down for small businesses across the United States, many do

not have that much capital to put into their marketing. This can lead to ineffective marketing

strategies. However, marketing services, like 150birds, can help a small business meet their

marketing needs and promote their post pandemic related changes at a fraction of the

recommended cost.

Below, we will look at vital lessons learned for businesses, case studies that provide

examples of ways different types of businesses can adapt, and how Ecommerce has become a

driving business force. The future of marketing and how a marketing service, like 150birds, will

take the headache out of your business by managing your marketing.

https://www.sba.gov/taxonomy/term/15051?page=37#:~:text=As%20a%20general%20rule%2C%20small,of%20their%20revenues%20to%20marketing.
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Marketing and Business Lessons Learned

Like many aspects of business, the way

marketing is conducted has changed forever. In

2020 the COVID-19 pandemic taught businesses

many lessons and strategies about how to

market in these times. Many successful

businesses, big and small, learned a great deal

about what marketing worked during these dark

times and how to shift their marketing and

business strategies to meet customer needs and

values. The following five marketing lessons

come via Customer Think and Classy provide advice that all businesses should continue to

follow.

1. Put People First- Those in your business have had to adapt their lives in dramatic ways

over the pandemic and now have to learn how to adapt in the post-pandemic world.

Remember them and tell their stories. Show your employees in your advertisements and

humanize them. This will provide a way to connect with your audience, who have also

faced hardships over the past year. Use real people and real stories. Do not have your

CEO, a local celebrity, etc. in your advertising, instead

show those in the community who are transitioning

from the pandemic to the post-pandemic world.

2. Communication is Key- Proper communication is

essential to a business. The business must make sure

everyone internally is on the same page and

consistently review and update strategic plans when

applicable.

https://customerthink.com/5-lessons-that-covid-19-pandemic-taught-to-business-world/
https://www.classy.org/blog/covid-19-marketing-lessons/
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However, this need for communication applies to marketing as well. Nearly 2/3rds of people say

it is encouraging to hear from businesses about how they continue to adapt. Communication is

a two-way street. Listen to what your customers

are saying and what their anxieties are. By doing

this, you will make your customers feel heard

and more welcomed at your establishment.

3. Use Data and technology to Inform Your

Choices- Data is an important part of the

analytical world we live in. With constant

surveys and social media analytics, it is

easier than ever before to make

data-driven choices for your business.

Focusing on this data will help you figure out the type of content and messaging your

customer base wants to see during this time. This will allow a business to spend their

precious marketing resources more wisely and in a way that engages their customer

base.

Businesses should also use technology to help make choices and engage the audience. Any

business, regardless of size, can send out a customer

maintenance Google Survey or use social media to have live

events. Finding the correct, innovative, and free to use technology

will allow businesses to do more effective marketing at a lower

cost. Cheaper methods of marketing could allow the business to

engage in more marketing tactics with a smaller budget.

4. Focus On What You Know- Freelancers and single-person

businesses should not try to be more than what they are. If you

have an area of expertise, stick with it, and promote how your expertise can make the

lives of those around you better. Adding value to a customer’s life is more important now

than ever before.

https://www.axios.com/brands-survey-coronavirus-edelman-307deef2-5ffa-4f6a-93dd-2b8fa4080733.html
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Focusing on what you know goes hand in hand with being authentic in your marketing. If you try

to sugarcoat what services your business provides, run cheesy ads, or do not back up your

claims of caring, your customers will know. In many cases, being inauthentic means you may

lose customers during this time. Almost 9/10 customers will not support a business if they feel

the message of the business does not reflect the values of the business. Authenticity matters.

5. It’s Okay To Change Direction and

Strategy - Because of the changing

nature of the pandemic, businesses may

have to quickly adjust their marketing

strategy in order to meet the needs of its

customers. KFC is the most known

example of how a business was forced to

shift their marketing strategy. Before the

pandemic, KFC ran on the strategy that

their food was “finger-lickin' good”. Public

backlash occurred when KFC continued

this theme during the early days of the

pandemic. The company swiftly

responded by listening to the outcry and

swiftly changing their marketing strategy. Their new slogan is “It’s Good”. What is KFC’s

new slogan?

Like KFC, all businesses must know when to change strategy. Many businesses used the

pandemic to test out marketing strategies to see what new methods and ways they can use to

keep their business going. Not all strategies and campaigns will work. It is important to test out

new methods and be ready to change. Changing your direction when your strategy is not

working is always challenging, but it can pay off in the long run.
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The Rise of E-Commerce

One shift that occurred during the pandemic is the shift from in-store,

retail shopping to the rise of E-Commerce. Many E-Commerce

businesses did great business during the pandemic, even though

overall consumer spending fell. This is because many consumers felt

safer buying items online during this pandemic as they had

health-related concerns over going into a physical location. Many

businesses have made changes to shift their operations to an

E-Commerce friendly environment and maintain their customer base.

A survey by UNCTAD shows that most categories of online sales have

risen six to ten percent within the past year. Many respondents said

that they plan to continue their online purchasing habits in the future. This means businesses

that do not have a strong E-Commerce interface may need to establish one. However,

E-Commerce was not just a COVID survival strategy for businesses. Inveon CEO, Yomi Kastro,

claimed “companies that put e-commerce at the heart of their business strategies are prepared

for the post-COVID-19 era”. These changes are here to stay and may affect people differently.

Each generation is responding to the E-Commerce boom in different ways. It is important

to know and understand these differences to market to a target audience effectively. Gen Z and

Millennials grew up in a world where E-Commerce began. For the most part, they are

comfortable with shopping online and they do it regularly. However, COVID-19 has changed their

E-commerce habits. Data shows that these coveted demographics are spending less on

products and experiences than before and are now only shopping online for essential goods.

Nearly half of these generations say that the current conditions and economic effects of the

pandemic are dictating their online purchasing habits. Figuring out new ways to target

economically worried consumers will be needed in modern marketing campaigns.

Unlike younger generations, Baby Boomers and Gen X did not let the pandemic dictate their

online shopping habits to the same degree. Only between a quarter and a third of these

https://unctad.org/news/covid-19-has-changed-online-shopping-forever-survey-shows
https://www.agilitypr.com/pr-news/public-relations/coronavirus-crisis-consumer-impact-new-data-on-purchase-decisions-and-behaviors/
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generations let the pandemic impact their shopping habits. Many have continued shopping

online only for health and safety items.

Additionally, businesses should know who is more likely to shop online. 33% of men say

that the pandemic has impacted how they shop and how much they will spend. By contrast, only

a quarter of women feel the pandemic has impacted how much they will spend. Men are also

more likely than women to forgo in-person shopping experiences and shop online or use

curbside pickup options.

The pandemic related shift to E-Commerce has been felt across the globe. According to

Digital Commerce 360, Mexico experienced a 54% spike in online sales in 2020. Walmart tripled

its online US sales in Mexico and Home Depot increased 70% in new web sales from first-time

customers. Russia  expanded its online sales capabilities to account for a 45% jump in online

purchasing last year thanks to improved online grocery sales and fast-tracking deliveries. Brazil

also experienced a 66% increase in online sales. Companies in Brazil used technology like

Whatsapp to engage with customers and tell them about promotions, increasing customer

sales.

With E-commerce having a major impact around the globe, many industries have

started fully embracing it. Nearly all grocery stores have a way to purchase goods online. They

also offer delivery options and personal shoppers to save consumers time and keep them safe.

Many retail stores are also offering curbside pickup for items ordered online. This allowed

consumers to get the products they need while feeling safe at the same time.

Subscription-based services have also been a new way to connect with consumers.

According to Zuora, 71% of adults have bought some form of subscription service. In addition,

74% believe subscription models are here to stay and will be the way we buy goods in the future.

In 2020, subscription service revenue grew five times faster than retail revenue. They are also

growing in every area of business and will need to be marketed when new ones are launched so

that willing consumers can subscribe.

All in all, COVID-19 has switched the way business is conducted generationally and

around the globe. E-Commerce has risen and the changes that enhance E-commerce sales are

here to stay.

https://www.bigcommerce.com/blog/covid-19-ecommerce/#covid-19-mens-and-womens-shopping-behaviors-vary
https://www.digitalcommerce360.com/article/coronavirus-impact-online-retail/
https://www.zuora.com/press-release/new-international-survey-reports-on-the-end-of-ownership-and-the-rise-of-subscriptions/
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The Future of Marketing

The future of marketing is occurring today. The COVID-19 pandemic is shifting the

market in new directions and is capitalizing off of trends that gained popularity pre-pandemic.

These shifts are designed to make the future of marketing cheaper for the organization and

capitalize on the global connectivity of the internet and social media.

The first change in the future lies in the pivot from marketing agencies and in-house

marketing to the use of freelancers. Even though marketing is essential to all businesses, having

an in house consultant can break the budget of many small businesses. Marketing agencies can

also prove to be expensive. To compensate, many small businesses are turning to freelancers to

meet their marketing needs. However, while freelancers are a cheaper option, the quality of

freelance work can vary wildly. When hiring freelancers to do marketing work, you always need

to make sure they are properly vetted and dependable. A marketing service like 150birds makes

this part easy, providing a network of vetted freelancers to meet your business needs. This way,

you do not have to sacrifice on results to market your company at an affordable price.

The buying habits of consumers are changing with the rise of Gen Z. Gen Z’s buying habits are

different than previous generations and need to be considered carefully as they begin to

overtake the market. Even though Gen Z is still shaping into their form as consumers, marketers

have started to learn about their

habits and how to relate with them.

As a whole, Gen Z changes taste

quickly and consumes new content

all the time. This means that if a

company wants to advertise based

on a trend, they need to achieve their

advertising quickly or risk falling

behind. Gen Z also cares about more

social issues more than any other

https://consultyasser.com/digital-marketing-trends-2020-futrue/
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generation and  they want companies to support these causes as well. With this considered,

Gen Z wants a degree of authenticity in the marketing that they consume. They can tell when a

company is just capitalizing on a cause instead of supporting it. Cheesy and inauthentic

advertisements will not work to capture the attention of this generation. With this said, online

advertisements are important, as well as having an absurdist sense of humor, which Gen Z

enjoys.

Digital advertising has become essential in today’s marketing world, especially with

many consumers confined to a computer screen all day. Digital marketing provides many

benefits to small businesses that are looking for more useful ways to market.

The main appeal of digital marketing for small businesses is the cost. Usually, digital

marketing ends up being more cost-effective than other forms of marketing, meaning that there

is a potential to have a huge ROI- especially now that more people are stuck at home! This lower

cost can also translate into higher reach. Instead of paying for advertisements that are

area-specific, like billboards or expensive TV ads, a business can use digital advertising to reach

more of their audience at a fraction of the cost. You can also see and measure the results of your

advertising to know if they are effective instead of just guessing.

While digital advertisement comes with many benefits, it all hinges on if the content

being produced in the ad is memorable. Subpar content will not get your business any attention.

The content should relate to the business in some way, but also be personalized to the target

audience so that it is properly integrated into the overall strategy. This can be challenging since

what a business owner thinks is catchy and fun may not be the right choice for an

advertisement. Careful research into your audience is required and it might be effective to have

an outside consultant to help properly develop your marketing needs.

In addition to digital advertising, using social media is important. Younger generations

have used social media for most of their lives, making influencer marketing a more effective way

to reach these demographics. It is also more cost-effective, with data showing that the average

cost for an influencer was only $273 a post. Companies surveyed by Mediakix have positive

things to say about influencer marketing, 89% say it is comparable or better than other available

https://wpforms.com/digital-marketing-statistics/
https://sproutsocial.com/insights/influencer-marketing/
https://mediakix.com/blog/influencer-marketing-effectiveness/#gs.8tczun
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marketing options. In addition, they claimed to have an average of 11x ROI and reach the

demographics that they are looking for.

While it is important to keep up with these latest developments, the most important step

to marketing is the research. Doing research on your audience and on your competitors has

been an essential part of marketing since its inception and have become even more important

in the analytic world. It should come as no surprise that research has only increased in

importance over time. In today’s market, you should make no decisions without first building up a

solid foundation of reason based off of thorough research. The wrong move in our current

climate will not just result in no conversions to your brand, it could result in people leaving your

brand. This is not something that will be a problem for you or your brand though if you do your

homework. Finding and using the correct data for your audience will help set you up for long

term success.
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Business Types

Three major types of businesses have faced the most impact from the COVID-19 pandemic:

restaurants, single person businesses, and local businesses. To properly weather the pandemic,

many have had to switch up what types of services they offer or change their business model

completely. Businesses that have been able to survive have often made quick pivots to keep

sales coming. However, these pivots required some level of marketing so that the customer base

of the businesses were informed about the changes and thus felt safer being a patron of these

businesses.

Restaurants

Restaurants very well may be the business type most impacted by the COVID-19

pandemic. Many states have put restrictions on restaurants, such as a reduction in capacity and

feared surviving a temporary shutdown.

While change is difficult, many restaurants have found ways to adapt to the times,

bringing in business. Many restaurants shifted towards contactless pickup methods and

expanded curbside delivery options for the safety of their customers. Where applicable,
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restaurants have shifted dine-in options to outdoor seating areas. Some have even put up

covered tents in their parking lots to accommodate customers who want to eat out.

With people who have stayed home there has been an increase in online orders. To properly

adapt, restaurants must update their website to have easily accessible menus and ways to

order. These websites need to be mobile-friendly, as many people will order food from their

phone or tablet. Restaurants should also have a presence on services like Uber Eats and

DoorDash. Some restaurants may also want to consider using a Cloud Kitchen model of

business. Cloud Kitchens allowed restaurants to survive the pandemic with a better, streamlined

business model for the pandemic. They cost a fraction of what it costs to run a restaurant and, if

marketed correctly, can end up being more profitable.

An example of a restaurant that has successfully made a change during the pandemic is

Bullard. Known as a fine-dining spot, Bullard was not able to serve the food they wanted in their

restaurant via take out methods. To find a new way of business, the owner of Bullard puts out

weekly menus on a service called Tock. These menus are different than the ones usually served

in the restaurant, consisting of more takeout friendly options. The smaller menus also help to

keep costs down.

https://www.150birds.com/post/launch-your-cloud-kitchen-with-150birds
https://www.ringcentral.com/us/en/blog/small-business-adapting-covid-19/#A%20Top%20Chef%20alumni%20pivots%20fine%20dining%20into%20takeout%20and%20doing%20good
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Single Person Business

Like restaurants, single person businesses, like a doctor, contractor, or lawyer, had

trouble attracting business. Finances are tight for many people and they may not be interested

in utilizing some of these services, especially if they feel it is unsafe to do so. Many people did not

want to go into a building, so it is important tofind new methods to attract business.

The first way this model of business can attract consumers is by having a COVID-19 safe

marketing plan. It is important to highlight the precautions taken to keep customers safe. Having

safe, clean areas to do business is one thing, but many service providers have come up with

unique strategies to keep customers coming in.

One example of this is showing customers new ways to get the same service. Many

doctors are using telehealth innovations to see and treat patients. Lawyers are also meeting

with clients via online video chat services. Even real estate brokers and chefs have found new

ways to change their business strategy.

Alex Belew is a chef in Tennessee who was negatively impacted by COVID-19. Knowing it

would be tricky to cook for customers traditionally, Alex pivoted to virtual cooking classes. He
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now teaches how to cook on Facebook Live and has set up donation links so that those who

watch his classes can give back for what they learned.

Many real estate agents have started doing virtual house tours for prospective buyers.

They reach the buyer on a video chat app and take them on a tour of the house for sale. The

agents get to give the same tour they normally would and the buyer gets to see the house in a

COVID friendly way.

Local Business

Many local businesses, such as retail shops and gyms, have also suffered during the COVID-19

pandemic and have needed to make changes in the way they do business. These local

businesses implemented curbside pickup options and personal in-store shoppers with features

to order online. However, some local businesses have taken further steps to help increase sales

and connect with the community.

Out of all the businesses in this category, gyms and yoga studios may have been hit the

hardest. Some of these businesses came up with novel ways to help their clients stay fit and

active while stuck at home. These gyms have started teaching classes online and have created
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custom at-home workout regimens for their clients to use. A prime example is 21st Yoga Studio,

which live-streams classes twice a day.

Other stores, such as Bikes Unlimited have brought innovation to the bike sales/rental

model. The owners have done their part to make customers aware of the cleaning and safety

precautions that they are taking on their bike rentals. In addition, bikes unlimited has also started

to rent and sell bikes over video calls so that all consumers can still have socially distant fun!

In addition, some businesses have entirely shifted their line of work. Fashion and lifestyle

brand Ugmonk knew that the pandemic would force them to change their business model.

Instead of keeping their focus on style-based clothing products, they shifted to a line of at-home

essentials and told their customers about this change. Their change was received well and

Ugmonk’s customer base supported them.

The key to any of these businesses shifting is to keep in contact with their customers.

Find a way to get them on an email list or on social media and keep them up to date with what

the business is doing to help their community during this pandemic. Doing so will not only help

you market any changes, but also build up consumers’ trust in your company.

150birds and Your Marketing Needs

150birds can provide the perfect marketing solution to your ever-changing business

needs. Our 150birds team is an extension of your internal team. Our members collaborate using

scheduled meetings while utilizing our platform’s collaboration software. We provide services

such as content management, strategy audits, branding, social media, and a variety of other

marketing services you will need to make your business a success.

150birds follows a simple process to make sure your marketing plan accounts for your

business needs. When you sign up for a free demo, our consultant will work with you to figure out

what is best for your company.

Our team will craft a custom marketing plan for you or you can purchase one of our

standalone service packages. Use our platform to track your project’s progress, collaborate with

https://www.deseret.com/utah/2020/3/22/21187486/local-businesses-get-creative-generous-as-they-adapt-to-coronavirus-realities
https://www.bikesunlimited.com/
https://ugmonk.com/
https://www.150birds.com/
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your team, make new project requests, receive unlimited strategic guidance, and explore new

ways to grow your business.

As soon as you get started, you will meet your account manager. They will work with you

to understand your needs and make sure your goals are being translated into your marketing

plan. During the onboarding, you will work together to define the ideal strategy and marketing

plan for your business.

After we finalize your marketing plan, we recruit the appropriate specialists to create

your optimal team. A meet and greet is then set up with your team, and you get to kick things off.

You can view each team members' profile and see what they will be working on. Our all in one

system will allow you the transparency to keep up to date with what your team is doing, without

the hassle of using multiple channels. With the 150birds platform you can chat with your team at

any time, no matter where in the world you are.

We provide a transparent service, you will know what work is being done for you with no

hidden fees. You can start using the 150birds platform for free and pay as you scale up your

marketing needs. Our process also allows you to be in constant communication with your team

to communicate in a streamlined process.
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With 150birds, you’ll run your business and we’ll run your marketing. Head over to our

website and book a demo today!
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