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Part 2: social media
The company of my choice is PayPal Holdings, Inc., an American company operating a global online payments system that supports online money transfers.
Facebook
PayPal Twitter
I noticed that the company has several twitter accounts. It has a twitter account where customers can ask questions and get answers. This account is called PayPal support, @AskPayPal. In this account, clients with various problems can chat with the support team who provide solutions for the queries raised. Responses could be given within 30-45 minutes. PayPal also has another account called PayPal News, where it posts the recent updates that its clients should know. 
Facebook 
PayPal’s account on Facebook is usually used for answering questions raised by clients. It also helps them solve any concerns by the clients. Also, it uses this platform for advertising for its services, urging customers to use its services. It has links which browsers can follow for them to sign up for the company. PayPal's accounts on Facebook include PayPal customer service, PayPal support, and PayPal customer service.
PayPal YouTube Channel
I observed that PayPal uses YouTube channel to explain some of its services using clips and videos. For example, one video read "what is PayPal"? “How does it work”? Another clip read, "How to set up a PayPal account.” Another one read “how you can send, receive and transfer money to bank using PayPal" yet another clip read "How to send or withdraw money from PayPal." All these videos help customers to access and use PayPal services.
PayPal Blog (PayPal Stories)
On the PayPal blog, I observed how PayPal used images with explanations about its current services and operations. Some of the posts I found include PayPal “Reports Second Quarter 2019 Results”, “PayPal Announces Investment in Tink," "Why PayPal plans to be part of the Libra Association." 
Part 3
1. Small and medium-sized businesses entrepreneurs and companies typically aspire to make a name for themselves in their markets. This is achieved by building a brand (image). Some of the tactics that firms need to exploit the power of social media include: first firms can use social media as a method of showcasing their expertise. This can be achieved by answering the other's questions. Firms have a Q and A (Question and Answer) in their social media platforms where they answer questions raised by their clients. Secondly, firms can use social media platforms to find the follower's views, opinions, and experiences, which helps the firm to improve its products. Social media allows firms to know what the customers are demanding. Thirdly, firms use social media to follow their brand on the web. It helps you search and research what people are talking about concerning your brand.
2. A loyal brand community helps to create trust of a small business. Dependable brands provide consistent and quality service. They are sincere and reliable. For example, firms which are loyal to their clients, such as backing up their products and provide after-sales service usually attract more customers.
3. Departments/entities 
i. Financial
ii. Customer
iii. Organizational capacity 
PayPal Company can use the scorecard to know the level of satisfaction of its clients. PayPal will use information from the scorecard to make better decisions for the company. The company can identify factors hindering business performance and help the firm achieve its goals.

4. One characteristic of Millenials is that they are tech-savvy. Millennials have grown up with technology and rely on it to perform their job. They are armed with laptops, smartphones, and computers. They are social media addicts and cannot imagine a world without the internet. The second characteristic of Millenials is that they are family-centric- they are willing to trade high pay for fewer billable hours. They prioritize family overwork. Thirdly Millenials are achievement-oriented; they have high expectations of their employers and tend to seek new challenges at work. 
Companies should use online advertisement so that they are successful in the Y-generation. Since Millennial are tech-savvy, the internet can be beneficial in marketing its products. If a company wants to be successful in this generation, they must use social media to sell their products. This is because Millennials spend a lot of time on the internet and social media such as Facebook, Twitter, YouTube, and Instagram. 
5. Straight rebuy means reordering the previous order from the supplier without making any modification to the previous order. Modified rebuy is more complicated in that the company changes the previous order. The adjustment can be in terms of quality, terms of payment, price, and terms of the order. The new purchase is when the buyer purchases a product for the first time from a supplier.
An example of a straight rebuy is when a furniture shop owner orders 20 pieces of oak wood every month from a wood supplier at $500 per piece. An example of a modified rebuy is when the owner asks the wood supplier to give ten pieces of oak wood and 15 pieces of maple wood. In case the furniture shop is buying the product for the first time from the wood supplier this becomes new-task purchase.
6. Pros 
i. Behavioral targeting allows to know customers very well anticipate the needs and wants of current clients.
ii. It increases productivity marketing research 
iii. Consumers can easily find the products they need, making them more likely to become a repeat customer of a business.
Cons 
i. It is an expensive type of marketing
ii. It does not work for all products 
Example: an example of a company that uses behavioral target is Jumia, which sends emails to the targeted customers. Other companies that use this technology include Google, Amazon, and Facebook.
7. Asking questions: trainers can have a Question and Answer session with the customers so that they can establish where the problem is. In this way, customers will air their problems, and the company can improve its products. 
Rating: trainers can ask the customers to rate their products/services on a scale of ten. In this way, the products/services that receive low rating means the customers are not satisfied, and the company can take the initiative of improving them. Through the evaluation, the trainers will be able to know where the problem is.
8. The compensation structure to use by having rigorous advertisement so that the product becomes known to many customers.
9. He can send messages with images of the Snappy razors to attract the customers. Secondly, he can post videos and clips of people using the Snappy razors. Also, he can send the feedbacks of customers who have already used Snappy razors and their experience. For example, the Snappy razor can use market penetration strategy whereby I will sell the Snappy razors at a low initial price to get a foothold into the market. 
10. 
One of the ways is by defining a competitor's social media marketing strengths and weakness. This can be done by checking the frequency of your competitor's share posts, the kinds of posts (images, videos, text), and the time of the day. You can also use the following criteria-looking at the overall number of your top competitors, which can give you more insights into the competitor's strategy. 
Secondly, analyze the competitor's content marketing strategy such as content type (blogs, eBooks, website copy and forums), publication frequency, relevance, quality, and audience.
Thirdly, you can analyze the competitor's email marketing strategy by signing up on your competitor's website for their newsletter or email lists so that you can receive communications from them. Inspect their plan by considering the frequency of emails, content, and mobile optimization.
The fourth strategy that marketers can find relevant online information on competitors' strengths and weaknesses is by analyzing the competitor's industry reports. For example, companies are registered by the US Securities Exchange Commission or the equivalent of the country. Information from the industry files can reveal a lot of information about your competitors, such as new products and building expansions. 
Lastly, marketers can use to analyze the competitor's website and SEO strategy to gain know their competitor's strengths and weaknesses. This can be done by visiting the competitor’s website or use tools that are supplied by Google or relate to AdWords campaigns. You can also use SpyFu (helps you gain insight into keywords and AdWords that competitors are buying) Google Alerts, and Google Trends.
Examples 
For the first strategy, I look for the number of followers a company has on social media like Twitter and Facebook. If they have many followers, it means they are popular.
For the third strategy, I have signed up to my competitor's emails. I, therefore, know how frequent they send the emails and the content contained.
For the last strategy, I use SpyFu, which helps me to gain insights keywords and AdWords that competitors are buying.

