
Turning Social Media Likes 
into Customers

TOP REASONS PEOPLE CLICK ON POSTS AND/OR 
FOLLOW BRANDS ON SOCIAL MEDIA 
To help get attention include the following elements as 
part of your content calendar: 

•	 Discounts 
•	 Giveaways
•	 Coupons   
•	 Novel Information 
•	 Tips & Advice 

Source: Insightrix Research, Saskatoon

Audit your social media content to make sure you’re 
providing enough of the above items. These can be 
packaged as offers that encourage followers to take an 
action. This can be signing up with an email address 
or some form of further engagement to deepen your 
relationship and increase contact frequency. The more 
they engage with your content the more they will see 
your posts, and the more likely they will consider making 
a purchase.

BALANCE BRANDING AND PERFORMANCE 
MARKETING  
Too often social media is used primarily for branding and 
lacks meaningful offers to encourage performance. Your 
social media needs to have specific goals and metrics. 

Most social media and 
website traffic is research 
related so you need to 
provide helpful information 
these visitors are typically 
seeking.   
  
In addition, most social 

media followers already have an affinity or connections to 
the brand so you should be rewarding them with exclusive 
offers and incentives to build loyalty. 

USE DIFFERENT SOCIAL PLATFORMS FOR 
BRANDING AND PERFORMANCE PURPOSES 
Visual platforms such as YouTube and Instagram are great 
at building general awareness for your brand whereas 
Facebook and Google Search are better for generating 
inquiries/sales. 

You need proven strategies to transform your 
social media efforts into tangible results. Learn 
how to guide your followers through every stage 

of the customer journey with actionable tactics 
to maximize engagement, website traffic, and 
conversions.
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CREATE OFFERS FOR EACH STAGE OF THE BUYING 
CYCLE (CUSTOMER CONVERSION PATHS)

Use offers for each stage of the buying cycle to develop 
conversion paths. Not all the examples above may be 
applicable to your business, but conversion paths have 
a few common attributes: An incentive (offer), a call-to-
action, and a landing page. 

META ADVERTISING BEST PRACTICES TO CONVERT 
FOLLOWERS INTO CUSTOMERS 
Leverage your best performing social media posts by 
boosting them and/or turning them into paid advertising 
campaigns. The key thing is to identify posts with a 10 per 
cent engagement.

Meta uses a 10 per cent 
post engagement as a 
threshold in its algorithm 
for determining which posts 
get the most visibility in the 
news feed.
  

Click “See Insights and Ads” on posts to calculate which have 
a 10 per cent engagement rate. 
  
Boost these posts or use them for inspiration to create an 
ad campaign. 

USE META ADS MANAGER TO TARGET EXISTING 
FOLLOWERS WITH AN OFFER  
•	 Create an “Ads Manager” account (allows more 

functionality than boosted posts). 
•	 Use the objective “Traffic” or “Leads” when creating a 

campaign. 
•	 Create a “Custom Audience” that uses your Facebook/

Instagram page followers as the audience source. Ads 
only target followers so use a small budget ($500/
mth). 

•	 Create ads using “Dynamic Creative” or “Lead Forms”. 

•	 Specify your offer and have a clear call-to-action to 
encourage action. 

•	 If sending users to a landing page, ensure the page 
has a form for email capture. 

•	 Optional: Install the Facebook Pixel on your website 
to help with future retargeting. 

 
DEVELOP LANDING PAGES TO SEND SOCIAL 
FOLLOWERS TO WHERE YOU CAN CONVERT THEM 
If you don’t have website development know-how, 
consider using unbounce to create landing pages. It’s a 
drag-and-drop landing page builder that doesn’t require 
coding.

USE EMAIL TO NURTURE CONTACTS AND DEEPEN 
YOUR RELATIONSHIP 
Turning your fans/followers into email contacts is a critical 
step in the conversion path. The easiest way to do this is 
by offering a discount/coupon that they’ll exchange an 
email address for (make it easy - don’t ask for more info 
than a name and email address).   

Use paid ads or boosted posts with a coupon targeting 
existing followers that sends them to a simple sign-up 
page. Once you have the email address you can send 
them the coupon.  

To make the most of email addresses, invest in using 
email marketing software for future communications. 
Email software allows you to schedule and automate 
emails while also ensuring you’re compliant with anti-
spam legislation. Some email marketing software 
providers to consider are ConstantContact, MailChimp or 
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CyberImpact (Canadian).  

Email has an 80 per cent hance of being seen compared 
to the one per cent chance a social media post has. 
Building email lists of followers and customers is the best 
channel for conversions, period. 

Takeaways: 

•	 Craft offers that resonate at every stage of the 
customer journey. 

•	 Boost follower engagement with creative rewards 
and incentives. 

•	 Identify high-impact posts for boosting or targeted 
paid campaigns.

•	 Design landing pages that convert clicks into action. 
•	 Grow your email list by turning followers into 

subscribers. 


