
Creating Connections 

in the Age of 

Social Distancing 
Presented by Natalie Shuman

Global Women Fresh & Apeel Sciences



1. Track Trends

2. Adjust the Message 

3. Get Back to Basics 

4. Collaborate 

5. Innovate

6. Create Headspace 

6 Tips for the 

COVID Marketer 

LOOK FOR ME!!



Redefining 

Industries that have quickly pivoted to online 
models, new products and partnerships. 

Surviving 
Industries who have seen sales plummet due 
to COVID restrictions and customer mindsets.

Food Service, Events, Travel, Live 

Entertainment.

Thriving 
Industries deemed essential and/or provides value in 
the era of COVID.  Grocery, virtual services, home 
office/sports equipment, supplements. 

Today’s State of Business
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Let’s Get Started…



Surveys 

Interviews, Ethnography, 

Focus Groups

Social Listening

Professional & Industry 

Associations

Government Resources

News & Articles 

Tip #1 | Track the Trends 

Primary Research Secondary Research

Hubspot Global Marketing and Sales Benchmark Data

Produce Marketing Association – COVID Resources 

Emarketer.com

What’s happening to business today is not usual,

so it cannot be business as usual. 

FREE!

https://blog.hubspot.com/timeline/covid-19-benchmark-data?_ga=2.145101555.611096443.1587571214-1582690004.1559596502
https://blog.hubspot.com/timeline/covid-19-benchmark-data?_ga=2.145101555.611096443.1587571214-1582690004.1559596502
https://www.pma.com/topics/emergency-management
https://www.emarketer.com/
https://www.emarketer.com/


Tip #2 | Adjust The Message
Don’t Fall into the “COVID-washing” Trap

Weathering the Storm: Brand Management in the COVID-19 Era. Morning Consult. 

READ MORE

https://go.morningconsult.com/rs/850-TAA-511/images/200415_Brand-Management-in-COVID-19-Era-MC-2020.pdf?mod=article_inline


Tip #2 | Adjust The Message
Don’t Fall into the “COVID-washing” Trap



Tip #2 | Adjust The Message

Today, marketing messages need to have

tone depth, not be tone deaf. 

ADVERTISING

FOCUS ON 
THE WHAT

SELLING

EMPATHY

FOCUS ON 
THE WHY

HELPING



Tip #3 | Get Back to Basics 

Get to 

Know Your 

Customers 

Better

Become More 

Strategic 

Maintain & 

Build Your 

Your Network

How well do you know your 

customers’ needs, attitudes and 

criteria for selecting to do business 

with you? 

Who are the decision makers, 

influencers, potential blockers 

Consider developing customer 

personas

How much of your marketing is 

reactive vs. proactive? 

How many months or years have 

you planned out? 

Consider building out your 1 / 2 / 3-5 

year marketing vision

Consider building a content 

marketing plan & content calendar

Use thought leadership and helpful 

content to nurture current customers 

and  attract new contacts

Consider discounts or samples to 

acquire new customers

Test google search ads to acquire 

new customers

Invest in process improvements to 

increase customer service  

Shift from an external to an internal focus, planning to 

win when the economy reemerges



1 2 3 4 5

Email Marketing
Videos, Blogs, 
Podcasts

Social Media Direct Mail Referrals & Testimonials

Communicate directly 

to your customers 

through email, a highly 

effective and trackable 

marketing method 

Catchy Subject Line

Personalization 

Great Imagery 

Call to Action 

Create audio, video or 

written content that 

provides value and shows 

thought leadership

Industry POV

Educational or 

Instructional

Behind the Scenes

Develop a social media 

presence for your business, 

especially on LinkedIn. 

4-1-1 Content Approach 

Attention Grabbing Visuals

Hash Tags

Social Impact / CSR 

Direct mail is a traditional 

marketing tactic that is still 

impactful. It’s interactive, 

memorable and targeted. 

Get Creative 

Run Tests

Have a CTA

Create a contest 

Ask your most loyal customers 

to provide testimonials for use 

in sales materials, website and 

social media

Create a VIP program

Offer an incentive

Make it easy, provide a script

Tip #3 | Get Back to Basics 

No to Low-Cost Marketing Tactics for Small Businesses

Try Hubspot and Mailchimp’s free plans for small businesses

FREE!

https://www.hubspot.com/pricing/crm
https://mailchimp.com/pricing/


Tip #4 | Collaborate

++
+



Tip #5 | Innovate
How might you experiment to create new experiences? 



Tip #6 | Create Headspace
“Stillness is where creativity and solutions to problems 

are found.” – Eckhart Tolle

FREE! FREE! FREE! FREE!

https://blog.calm.com/take-a-deep-breath
https://blog.calm.com/take-a-deep-breath
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