Since your initial product is a social media content suite, you are effectively your own "Patient Zero." Your social media presence isn't just marketing; it is the live demo of your product's capabilities.
If a customer asks, "Why should I use AgileAdapt to manage my content?" and your own pages are empty, the sale dies. Here is how to build a high-authority "Social Baseline" while maintaining 100% personal separation and zero cost.

1. The "Proof of Concept" Strategy
You don't need 10,000 followers, but you do need "The Grid of Truth." This is a set of high-quality, evergreen posts that showcase your tool's output.
· The 9-Post Matrix: On Instagram/Facebook, aim for 9 pinned posts that never change. These should include:
· The Problem: Why "Agile" social media is hard.
· The Solution: A screen-record of your suite in action.
· The Result: A case study (even if it's a mock-up of your own growth).
· The Silent Admin: Use Meta Business Suite (as discussed) to schedule these. Since you are building a content suite, your agent should be the one "feeding" the suite to post to Facebook. This creates a closed loop where the agent manages the tool that manages the social media.

2. Solving the "LinkedIn Gap"
If Sales Navigator is too expensive, use the "Founder-Led SEO" approach. LinkedIn profiles are indexed heavily by Google and AI agents (ChatGPT/Perplexity).
· The Free Profile as a Landing Page: You don't need a subscription to have a "Billboard Profile." Optimize your free profile with a "Sunaiva" banner and an "AgileAdapt" call-to-action.
· The Agent Play: Have your Antigravity agent scrape LinkedIn for relevant B2B conversations via search (which is free) and draft responses for you to "human-verify." You get the visibility without the $100/mo fee.

