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We know that insurance is not a minor responsibility; Each of your clients
is a different world with different needs; For this reason, at Claro Insurance, 
we believe this path is easier when we walk it through in the hands of an 
ally. At Claro, we are by your side so that your business, regardless of its 
size, always has the best options and tools within your reach.
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Social Media
Your social media plan is a document that details all the necessary strategies and activities 
to contribute to your business goals through your social networks. To build this plan, you 
must answer these questions:

What do you want to achieve? 

Who is your  target audience?

What is your  value proposition?

What do you want to communicate?

What media channels are you  going to use?

How can you achieve it? 

It is paramount that all your digital efforts are oriented with the media channels and the 
right message for your target audience;  in this way, you will achieve your business goals 
through these channels. Social networks can help you with: brand visibility, lead genera-
tion, increasing engagement and retaining your customers.



02

03

04

02

4 steps to build a social media plan:
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Define: what do you want to communicate? Then, develop all your digital content with a 
communication goal. It is important to mention that not all your content should have the 
same objective, it is important to mention that not all your content should have the same 
objective. This means that you can generate graphic content that aims to make your 
customers consider you as the best option for their needs and, at the same time, some 
content that allows you to interact with them. 

In this phase, you must define some topics and communication lines that you consider 
important for your clients and target audience, a publication calendar and the platforms 
on which they will be published , as well as the different formats of each one of them. 
You must ask yourself, where is my target audience? What social networks do they use? 
then, I will be able to define where your brand would be.

Rule number one (1), DO NOT execute activities without planning first and thinking 
about the questions above. Define a business objective, audience, message and clear up 
your value proposition.

Carry out your digital activities as planned.

Rule number two (2) MEASURE EVERYTHING! In this way, you will be able to track the 
results of all your activities in detail, evaluate the fulfillment of your strategic goals and  
take corrective actions against the plan during its execution.



Tips to keep in mind: 

Content IS THE KING. Do not worry about having a 
high frequency of publications, if the content won't be  
high quality for your target audience; Focus on 
generating valuable content, maintaining a
minimum frequency of two posts per week.

Make a monthly plan of your contents.

Join and monitor digital trends if you think they might 
work for your target audience.

Identify within your target audience the hours when 
they interact the most with your digital publications. 
Those may be your best posting hours.

Avoid posting on Friday afternoons, Saturdays, and 
Sundays.
 
Keep in mind that your social networks are another 
communication and sales channel; respond to all your 
customers  messages, concerns and requests in the 
shortest time possible.

Create a graphic line of your brand, to generate 
visual harmony and long-term recognition.

Use short # hashtags that help you to generate 
organic reach within your target audience with topics 
that you talk about.
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Email Marketing
Email marketing will help you to communicate in a digital, close and personalized way 
with your clients or potential leads which you will be able to manage through your data-
base. The target of these emails can vary depending on the action you want your contacts 
to take. 

Email marketing  
Benefits:

Direct and personalize contact with your customers.

Customer Loyalty

Brand positioning. 

To promote  and sell your products or services.

A/B Testing will  help you to discover
which messages are most relevant to
your customers.

Analytics and data from all your campaigns.

Save money and resources.
  



Email Marketing Best Practices
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Do you want your email marketing campaigns to be successful? Find here some email 
marketing tips to keep in mind before sending your email campaigns:

Before sending our email, you must 
define what we want to achieve with 
it: let your clients discover  new 
benefits and/or sales discounts? 
breaking news? close a deal? schedule 
an appointment? At the same time, we 
recommend you end your email by 
inviting your clients to carry out an 
action that helps you meet your 
objective (click to accion), such as: 
See your benefits! Schedule an 
appointment! Buy now!

One of the main advantages of email 
marketing is that we you send the 
right message to the right person:

Segment your database by 
interests, preferences, goals, etc.

Use a specific tone of communication 
to your target audience.

Use the preferred language of 
your customers.

Make sure your content is 
valuable, direct, and clear.



Additional tips:   
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60 characters
The email subject is key, be attractive, you only have 60 characters to make your 
customer fall in love with your message.

Personalization
Customize your emails with the name of your clients, making the message familiar
and close.

Formats
Try to use different formats in the body of your email (text, gifs, images) to prevent 
your email from being sent to the SPAM of your customers.

Tool
Use a specialized email marketing tool.
 

Metrics
Review your metrics and set goals for % open rate, % clicks rate, % bounce.

There is no fixed formula for defining the ideal time to send your emails. This time will 
depend 100% on your customers behavior. However, you can identify this behavior by 
carrying out (A/B) testing with some variations of times and days. After this, you will 
be able to identify what is best suited for your audience and is achieving better results.

At the same time, the frequency will depend on the type of content, your customers 
behavior. We recommend that you can define the frequency of your content or mes-
sages with topics to vary your information so that the client does not feel
saturated “always with the same information”.



Immediate delivery.

Personalized and segmented shipments.

High open rates.

The messages do not reach the “spam” 
mailbox.

Direct communication.

Low cost.
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Text Messages (SMS):
Text messaging or SMS (short message service) is a digital channel that will allow you to 
send short and effective messages to your contacts through mobile messaging. You will 
only need to have the cell phone number of your contacts. SMS is an easy to use channel 
and has a great impact on increasing retention, sales and improving your communications 
and brand loyalty.

The benefits of using text messages in 
your digital campaigns



Segment and clear your database, you must validate that you have the correct names 
and cell phone numbers.

Count the number of characters in your message, it should not be more than 160. It is 
important that you keep in mind that links, punctuation marks, etc., will add to the 
characters.

Do not use full links, make a "short link" and reduce the number of characters in your 
message.

As with email campaigns, define a clear and striking call to action, unless it is an infor-
mational message.

Be specific and go straight to the point.

Send personalized messages, keep in mind 10 characters for the name of your clients.

Use SMS specialized platforms and tools, they are easy and a low cost resource.

SMS Best practices:
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Business Cards:
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Prints
Having a marketing campaign that integrates different digital and non-digital channels 
will make your profile/brand more professional and will support you in positioning and 
recognizing your brand. There are different ways to complement your digital marketing 
strategy with printed products. Here are some ideas:

Keep in mind
these tips:

Provide real and updated information.

Less is more, make sure to give only the information and data 
necessary for contactability (name, email, cell phone and 
website).

Here, the most important thing is the information, do not 
saturate your business card with graphic elements 
that can lose the attention of your potential clients.

You can digitize your business card through a 
QR code (in case you do not have the printed 
one at your hand).
Make it digital so you don’t have to 
spend money on it.



Take in mind 
these tips:

Flyers or Brochure:
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Make sure that the graphic/visual style of your 
prints is 100% in line with the visual identity of 
your brand and all the digital pieces.

Classify the information, and give weight and 
relevance to what you want your customers to 
remember.

Try to use simple formats and without complex 
folding, your customers and your pocket will 
thank you.

Always create two versions: print and digital 
version.

Provide relevant, clear and simple information.

Always close the print with your contact 
information.
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Would you like to have all the pieces to apply 
this marketing manual for your business?
Ask your account executive for the graphic material of each of the chapters that 
you would like to have to start with your marketing plan and grow!

WITH CLARO INSURANCE, GREATNESS IS INSURED.
5201 Blue Lagoon Drive Ste. 843 Miami FL 33126
786 837 8447
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