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History of the Facebook Algorithm
In “the good old days” of Facebook, your business page received lots of likes, shares and sales just as a result of posting.  
Prior to April 2014, your posts got in front of at least 20% of your fan base.

April 2014:  Facebook updated the algorithm and your 

organic reach (reach without boosting posts) dropped from about 20% to about 2%.

January 2015:  Facebook enacted a new rule for business pages.  
This rule state that if a business page posts something overly promotional in nature, 
you’ll see even less organic reach.  Why?  Facebook conducted a survey in which their users
said they want to see less promotional content and more from friends and pages they care about. 

What is “overly promotional content”?  Your posts might get classified as ‘overly promotional’, and thus reach is reduced, if:
• They are posts that are created for the sole purpose of pushing people to buy a product usually determined by 

including a link out to external websites, or 
• If you include calls to action like “click here”, “shop now”, “call us”, etc., or
• If you promote contests and giveaways pushing people to enter to win (doesn’t apply to ads, organic posts only)

June 29, 2016:  Facebook announces another algorithm update and changes the newsfeed.  

Facebook is now prioritizing posts from family and friends and as a result, is reducing reach for business pages, community 
pages, and groups.  (Note:  A study by BuzzSumo reports Pages have been feeling the pain as early as January 2016.)
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Declining organic reach, increasing FB stock price; Oct ‘13 – Feb ’14
Source: convinceandconvert.com

http://buzzsumo.com/blog/facebook-share-data-every-publisher-needs-know/


What can you do about it?
1) Maximize Your Organic Reach:

In Facebook’s own words:

“The goal of News Feed is to show people the stories that are most relevant to them.”

Now more than ever, Facebook is about highlighting the content that is relevant for every user.  This 
means that Pages can still maintain their organic reach, provided they understand and deliver on 
what their audience wants.  

It is becoming more important for Pages to post informative and relevant content for its 
audience, in a way that it will maintain engagement and ensure posts are still visible on 
News Feeds.  

Shareable content – what we also call ‘viral’ – will still 
be important.  Creative, unique and authentic content is 
the only way to maintain the organic reach.  This may require 
more extensive analysis of the Page and each post’s 
performance.  

Facebook is positioning themselves to be 
a major player in the video space.  Native videos are 
being given preference by Facebook.  Make sure you 
are utilizing this content format.

The chart shows very significant growth in the average shares per video post. 
Average shares have more than doubled since Aug ‘15.

Source:  http://buzzsumo.com/blog/facebook-share-data-every-publisher-needs-know/



2) Pay More Money to Facebook:
If you go to your Facebook page, it’s very likely that the first post you see is from one of your friends.  And it’s likely that the 
second post you see is a ‘sponsored post’ or ad.  The goal is to get this coveted 2nd spot at the top of the feed and get seen 
nearly on-demand when users are visiting their pages and refreshing feeds.  

Get there by paying to get your content seen by following this 5 step strategy:
1. Identify & find your audience:

Get clear on who your customers are and use Facebook’s targeting tools to dial-in on a well-qualified, relevant audience.  The more dialed-
in your audience is, the less you will need to spend to get in front of prospective customers.  You can spend as little as $1 a day with 
Facebook and it doesn’t have to even be every day.  Leverage interests, behavioral targeting, demographic targeting, look a like audiences, 
and custom audiences to build a target audience.

2. Grab attention to break through the noise:

Offer something of value.  A how-to video, a PDF cheat sheet, a giveaway, or a discount of 20% or more tend to be value propositions that 
perform well.  Then, make your offer pop with compelling creative.  Use emotion, motion (guide the eye to your Call to Action and value 
prop), and color to make an ad that stands out. Colors that contrast against Facebook’s blue-and-white background tend to do well –
orange, purple, green and red are some of the top performing colors.

3. Build the relationship:

Collect information from the consumer when you link out to your website with your offer.  Use an email capture form to collect the bare 
minimum – first name, email address.

4. Nurture the relationship:

Rely heavily on your email marketing tools to drive the action from your Facebook prospects.  Implement an automated series of emails to 
guide the consumer to the path to purchase.  On average, it takes 5 days from the time your prospective consumer sees your ad till they 
start spending with your business.

5. Close the sale

Landing pages that echo your ad creative and offer will perform higher than landing your consumers on home pages.  Use video, use social 
proof like testimonials or PR mentions, and use language that you used in your ad and targeting to drive high levels of conversions.

What can you do about it?



3) Reduce your dependency on social media to grow your brand, traffic and revenue. 
Search Engine Optimization (SEO) is the act of leveraging Google’s free listings to get your business in front of ready-to-purchase clients. 
Ensure your website is optimized to rank better than your competitors in Google and other search engines.

Why SEO?

Over 65% of consumer research begins with a search engine. 

Your consumers are looking for you and listening to what other say about you.  Control your presence 
with 4 key strategies:

• Optimize your website for premium keywords, relevant content, and a supreme user experience

• If you’re a local business, claim your listing on Google My Business

• Own your presence on reviews sites – Yelp, Travel Advisor, Google Reviews, etc.  Claim your listings, upload photos, 
input accurate information

• Leverage partners and other websites to dominate the first page of Google and push your competitors down. Create 
social media profiles (they get ranked highly in Google Search), make sure you have a listing on directory and 
membership sites like your local Chamber of Commerce, and get local media to talk about you.  All those 3rd party 
sites will help you own the first page of Google.  If you’re there, your competitors can’t be!

What can you do about it?
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