
COVID-19 MARKETING GUIDE

Marketing can be tricky during this time. People

are unsure, nervous, and sensitive. Shifting your

social media marketing strategy to adapt to the

current climate is a wise decision that will prove

both valuable and profitable to you once the dust

settles. 

 

Studies have found that the Coronavirus has

already sparked a huge increase in social media

use. People are turning to social media for news

and updates on the virus. They also have

increased downtime and are curing their boredom

by scrolling on their phones. Over the next few

weeks, we expect this increase to continue to

rise. This is the perfect time to engage with your

audience and increase your net profit as a result.

We have created this guide to help you to

maximize your success.

How to Stay Cool in a

Sea of Panic

How to Adjust Your Social Media Marketing Strategy

HOW TO SHOW THAT

YOU CARE 

BEST PRACTICES FOR

FLASH SALES AND

OFFERS

WHAT TO DO ON

FACEBOOK LIVE

HOW TO KEEP IT

PERSONAL

I N  T H I S  G U I D E

OFFERING VIRTUAL

CONSULTATIONS



Keep yourself up-to-date on the latest

recommendations from WHO and the CDC as well

as mandates from your local government. 

Share with your patients the steps you are taking

to follow these guidelines. 

Waive cancellation fees.

Implement a low contact scheduling protocol.   Limit

the number of patients in your office and reduce

the wait time in the lobby.

Limit your hours or services and offer less time

intensive treatments like injectables or chemical

peels. Many people will be working from home and

have more capacity for downtime. 

Donate time, money, or supplies to your local

community or charity.

It is best to hold off on any promotional posts until

people have had a chance to settle into the

situation and calm down. Consider posting

motivational posts that evoke a sense of unity and

solidarity, immunity boosting tips, news updates on

your local area, or updates on what you or your

practice is doing to help your community.

Show people that you are taking this seriously and

that you are taking steps to reduce the spread of the

virus to keep patients and your community safe:
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If you are stuck home, share photos of things you

are doing to pass the time or acts of self care. It is

much easier for your audience to connect, relate,

and respond to posts of this nature. This helps to

build trust in your brand. 

Keep an active eye on how the public is continuing

to react to the ongoing situation and adjust your

content accordingly. Take a look at your social

media feeds to see how your customers, employees,

and community are talking about the crisis.

People love to see the humans behind the business.

Share photos and updates of what you and your staff

are doing in the office:

 

2. Make It Personal

Show You Care1.



DIY home beauty care (DIY face mask, layering of

skin care products, steaming, etc.).

Take a poll and ask your audience what treatment or

product they want to learn about. Go live with an

informative overview of the treatment or product

that wins. 

Tips on how to introduce retinol into your beauty

routine, or use it heavily to mimic an at-home peel

(this is a great time for it due to the increased

downtime).

Home workout routine

Self-care tips

With an increase of social media use, this is the perfect

time to start doing some Facebook live videos. This is

an incredible way to both increase your engagement

and your perceived value to your audience. This will

also keep your brand top of mind when people are

ready to purchase. If you are not comfortable doing a

live video, consider recording the video beforehand

and uploading to your page. Here are some great ideas

for a Facebook live video: 

 

4. Go Live

Some of your followers and patients

may want to take advantage of your

services or offers, but may feel

uncomfortable with coming into the

office. They may also have more

free time than usual to be able to

complete a consultation with you. A

virtual consultation is a great way

to attain deposits for future

appointments once the social

distancing is over. Use a video

chatting service like Zoom or

GoToMeeting to offer a virtual

consultation.

P H O T O  B Y  M A R T I N  R .  S M I T H

3. Offer Virtual

Consultations



Consider offering a sale on treatments that are lower

cost to your patient, but give them a quick result,

like injectables. Feeling good about themselves may

go a long way during times like these and people

may be less than hasty to splurge on larger

purchases right now. 

Consider donating a percentage of the profits from

the flash sale to your community or a COVID-19 relief

effort. People may be more likely to purchase, and it

will help the tone of the sale to remain tasteful.

People will be looking for the silver lining of sales and

offers that pop up as a result of the situation. After a

few days of social distancing, many of your followers

will look to cure their boredom with online shopping.

Consider offering a flash sale. If your office is closed,

you can have them make a deposit over the phone and

book an appointment later on. 

5. Flash Sales and Offers

Stories offer features like polls

and Q&A that can dramatically

increase your engagement from

followers.

Stories are optimized for the

short attention span of today's

culture.

Try adding some text, stickers, or

even music to give your story

some personality.

Keep your stories under 10 per

day. Too many stories can cause

users to tune out. 

Don't forget to post some of your

messages and updates to your IG &

FB stories. 
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MOTIVATING MESSAGE EXAMPLE
When this is over, may we never again take

for granted a handshake with a stranger,   

 full shelves at the store, a crowded theater,

Friday night out, a routine checkup, the

school rush each morning, coffee with a

friend, the stadium roaring, each 

deep breath, Life itself. When this ends, may

we find that we have become more like the

people we wanted to be, we were called to

be, we hoped to be, and may we stay that way

- better for each other because of the worst.    

- Laura Kelly Fanucci

Tip: Use Stories 



Example Statement 
To show your patients you're taking steps to keep them safe.

This is a difficult time for all of us. We want you to know that we are doing

everything we can to keep our patients and staff healthy and safe. Our

number one priority is family, patients, and community. We have

implemented strict COVID-19 protocols in line with the WHO and CDC

recommendations. 

 

Our office will be reducing our hours to 9:00am-1:00pm. We will be limiting

our services to X, Y, and Z.

 

 We will make every attempt to stay open to serve our clients and patients,

although not at the expense of anyone’s health. If you feel ill, please take

care of yourself and call us to cancel or reschedule your appointment.   

 

We are reinforcing our existing training on effective hand washing and

personal hygiene, disinfecting surfaces multiple times daily, and ensuring our

employees are healthy for work, or staying home if sick. Cancellation fees

will be waived during this time. If you have any questions or concerns, please

call us.
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