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Generating Leads with Social Media
 A practical guide to improving ROI 

Your next customer is on social
We all know how effective social media is at building 
buzz. But the real value lies in its potential to generate 
sales leads for your business.

Social media is a proven way to create awareness, have 
conversations, and drive engagement. The question 
many marketers ask is: What happens next?

How do you convert this interest—all the likes, shares, 
and retweets—into something more tangible that 
improves your bottom line? How do you turn followers 
and fans into customers?

This guide will show you how to find and connect 
with your next customers on social, and turn those 
relationships into new leads for your business. 

You’ll learn how a lead generation strategy with 
social helps you:

�� Drive traffic to your website

�� Get to know your customers better

�� Increase revenue and reduce costs

�� Find and attract new customers

�� Increase your social media ROI

�� Build more awareness and engagement

38.9% of companies say new business/lead 
generation is the most important reason for 
using social media.
Social Mediopolis 1

What’s in the guide?
1. Lead generation 101 

What is lead generation and why should it matter 
to you?

2. Social media and lead generation 
Why lead generation is a core social media strategy.

3. How to generate leads 
Find and connect with new customers on social.

4. How to nurture leads 
Develop relationships throughout the buying 
journey.

5. How to measure leads 
Track results and transform social ROI.

6. How others do it 
Short stories about big successes.
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1. Lead generation 101

Lead generation is much more than just increasing likes 
and shares. It’s a pivotal stage of the buying journey, 
helping prospects to move from social follower to customer.
What is a lead?
A lead is someone who lets you know that they may be 
interested in buying what you have to sell. They haven’t 
just followed you on Twitter or shared your Facebook 
post; they’ve opened up a direct line of communication 
with you by giving you their contact and other details. 
They’ve said, “OK, I’m interested. Now tell me more.”  
They are now a lead. 

Not a lead: “Nice Facebook post. I’ll share this with my 
network.”

Lead: “Nice Facebook post. I’d like to get to know you 
better so I’ll click through to your website and sign up 
for your email newsletter.”

What is lead generation?
Put simply, lead generation is the process of converting 
people into sales leads. You don’t actually sell them 
something during this process. You direct them to your 
website, gather their information, and nurture them to 
the stage when they are more likely to buy from you. 
Inbound marketing company HubSpot broke the lead 
generation process into four stages:

Content is central to this process. And content, of 
course, fuels social media—making Twitter, Facebook, 
LinkedIn, and other social channels a key component of 
your lead generation strategy.

Who is responsible for lead generation?
This can be a hot topic. Should your marketing team 
nurture leads and nudge them through the sales funnel? 
Or, once someone has shown interest and provided 
their contact details, should the sales team take over? 

Ideally, lead generation should form part of an 
organization-wide, integrated sales and marketing 
strategy—including everyone from marketing to sales to 
customer service. 

Attract

Blog 
Keywords 
Social Publishing

Forms  
Calls-to-Action 
Landing Pages

CRM  
Email 
Workflows

Surveys 
Smart Content 
Social Monitoring

Convert Close Delight

VISITORSSTRANGERS LEADS CUSTOMERS PROMOTERS
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2. Social media and lead generation

Nurturing customers on social helps you increase  
revenue, prove social ROI, and elevate the role of social 
within your company.
Lead generation used to mean cold calling by phone, 
sending out mass mailings, or slapping a phone 
number or coupon on ads. It could be an inefficient and 
scattershot approach for businesses, and an impersonal, 
and often annoying, experience for consumers. 

While many of these tactics are still in play, the growth 
of digital was a game changer for businesses and 
customers alike. Well, social media has changed the 
game again. As consumers have become less receptive 
to traditional marketing and sales tactics, they have 
embraced social media in huge numbers.

Read the full case study

“Social media is a great place for businesses to 
communicate, but at the end of the day, we’re 
a business with a bottom line. We need a ROI 
on resources and time spent to show that we’re 
earning subscribers. If someone’s scrolling 
through a Facebook news feed, we need them  
to see our ad, click through, and  
join eHarmony.” 
Kerianne Mellott, Director of Social Media, eHarmony

https://hootsuite.com/resources/case-study/how-one-small-test-helped-eharmony-track-roi-and-improve-their-match-making-success?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
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Why use social media to generate (and nurture) leads?
Whether you are championing the value of lead generation 
internally, or you are already planning to generate leads 
with social, here are five key benefits to focus on.

1. Gather intelligence
Social media lets you listen to—and interact with—
people to build a much clearer picture of their needs 
and wants. People share a lot of personal data on social 
media, which makes it easier to target and track highly 
qualified leads. And all of the data gathered by these 
social networks becomes a great asset for you to use to 
reach your ideal audience. 

2. Drive website traffic
Because so many of your customers are on social, it’s a 
great way to drive more traffic to your website, where you 
can convert them into leads by capturing their information. 
This means adding more calls to action to your social 
channels and offering your followers content, campaigns, 
and contests that will entice them to click through.

3. Increase revenue
According to Forrester Research, 82 percent of CMOs 
say their business drivers are most directly aligned 
with revenue targets.2  If social can generate more high 
quality leads for your business, the whole organization 
benefits. And by tracking leads from the initial contact 
to the final sale, you can continually refine your strategy 
and maximize your social ROI.

4. Build trust
Social media is a two-way communication channel that 
lets you build an ongoing relationship with prospective 
customers. It’s more immediate and personal than your 
website, and more trustworthy and authentic than other 
marketing. Part of the lead generation process involves 
nurturing potential customers to the point where they 
want to buy from you. Building trust is a vital part of 
doing this successfully.

5. Target accurately
Social media lets you target potential customers and give 
them the right content throughout the buyer journey 
by engaging with them directly. For example, someone 
posting about buying a house could be a trigger for an 
insurance company to target them with a social ad.

How Hootsuite helps
Get the right skills
Hootsuite Academy helps you develop essential 
social media skills to drive better business results 
and see more value faster. We’ve developed 
a range of free courses and easy-to-access 
certificates to suit various organizational needs 
and levels of social knowledge. 

We can also help you equip your entire team, 
department, or organization with the social 
media skills they need— delivered on-site, 
through live personalized workshops, or through 
self-guided online training.

Take a free course

https://hootsuite.com/education?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
https://hootsuite.com/education?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
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3. How to generate leads

Your customers are out there. Social media can help  
you find and engage with them, capturing their info to 
keep in touch.
Social has evolved into one of the most powerful lead 
generation tools available to you. This means there are a lot 
of tactics you can use to draw prospective customers into 
your sales funnel and convert them into high-quality leads. 

Here are a few proven ways to generate leads with 
social, and some tools that can save you time and 
budget, and make lead generation with social much 
easier to manage.

Content marketing
You already know the value of great content to attract 
new followers and engage with existing ones. Content 
also underpins all of your lead generation efforts, 
including social ads, contests, and campaigns.

Knowing what content to use when requires an 
understanding of a typical sales funnel.

The top of the funnel is the place to attract potential 
leads—complete strangers or people who may be aware 
of you—with the offer of high quality, relevant “gated” 
content. Gated content means someone has to give you 
their email address and possibly other details before they 
can access it. Content at the top of the funnel includes:

�� Ebooks

�� White papers

�� Reports

�� Guides

�� Webinars

�� Email newsletters

The nature of this content makes it a popular and 
effective tactic among B2B companies in particular. 
Someone who is willing to hand over personal contact 
details is likely to be more serious about doing business 
with you than someone who isn’t. 

Not all content needs to be gated. You could also offer 
an email newsletter that requires a simple opt-in. Once 
you have their address you can learn more about leads 
through the lead nurturing stage.

Social media plays an important role in two  
main areas:
1. Content creation: By listening to your social 

channels you can uncover ideas for new content. For 
example, people might discuss pain points they are 
experiencing that you can address through a guide.

2. Content promotion: You can use social media to 
promote your content and encourage sharing. For 
example, you can quote interesting stats or findings 
to pique interest among your followers. You can also 
recruit your employees to amplify your content by 
sharing it. And you can use social ads. The aim is to 
drive people to a landing page that captures their 
information. 

It’s important to fulfill your end of the deal and give 
people something valuable to them in return for their 
information. The quality of the content also impacts 
their perception of your company.
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Social ads
The targeting capabilities of paid social ads make 
them an important lead generation tactic that can 
complement your organic social media efforts. How 
important? In 2016, Facebook earned $26.9 billion 
from social advertisers3—which could include your 
competitors.

Paid ads on Twitter, LinkedIn, Facebook, and other social 
media advertising platforms can complement your 
organic social by enabling you to hone in on your core 
audience.

Channel selection is crucial. Each platform offers 
different targeting features. Choose the channel you 
think represents the best chance of reaching potential 
high quality leads.

�� Twitter ads: Target niche audiences based on 
their interests, who they follow, or whether you’re 
advertising to them through other channels.

�� Facebook ads: Target people based on their distinct 
interests; for example, people who love aviation, 
snack foods, or documentaries.

�� LinkedIn ads: Target people based on their job title 
or business experience.

Two more factors that will determine your success are 
an effective landing page and a strong call to action. 
Your landing page should be optimized to focus on 
driving a visitor to perform one desired action, such as 
downloading an ebook.

Of course, the content of your ad directly affects the 
response. Different channels require different creative 
and content approaches. 

For example, Facebook launched a solution called lead 
ads. It makes it easier for you to give people a quick and 
secure way to sign up to receive information from you, 
such as newsletters, content, and offers.

Campaigns and contests
Cutting through the noise on social to get your message 
heard—and your content shared—is many marketers’ 
biggest challenge. Social campaigns and contests are 
one of the best ways to engage with your audience and 
generate leads through social. After all, everyone loves a 
freebie, or the chance to win a prize.

Types of campaigns and contests include:

�� Sweepstakes or random prize draws: One of the 
easiest ways to generate leads for your business; in 
exchange for their contact information, entrants get 
a chance to win a prize.

�� Sign-up forms on landing pages: A proven way to 
capture the information of people by offering your 
followers the chance to hear about promotions and 
sales before anyone else.

�� Photo and other user-generated content 
contests: Inviting people to create content as part 
of a contest is a great way to use social media to 
generate engagement and drive traffic.

Contests, when done well, can attract a lot of interest. 
And people love to share good deals or opportunities 
to win things with their networks. Often, you can set up 
contests in such a way that people must perform an 
action on social media to qualify or earn extra entries. 
Actions include tweeting about the contest, following 
you on Instagram, or using a campaign hashtag in 
tweets. 

Of course, the downside of this is that many leads you 
gather through contests might not be serious potential 
buyers. That’s where lead nurturing kicks in. It helps you 
identify and engage with the people in your database 
most likely to buy from you.
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How Hootsuite helps
Maximize your ad spend
Create, manage, and optimize your social ad campaigns 
with Hootsuite and AdEspresso. Easily test different 
creative, content, and audience targeting options to 
ensure your ads resonate with your audience. Get 
higher conversions through granular control over 
placement, timing, and custom audiences. 

Extend your reach
Use Hootsuite Amplify to reach a larger, more engaged 
audience by making it easy for your employees to safely 
share approved content with their friends and followers. 
Your employees add credibility to your content, 
improving engagement and generating more reshares.

Generate more leads
Use Hootsuite Campaigns to generate new leads 
quickly and easily with a wide range of beautiful social 
media campaigns including sweepstakes and photo 
contests. Add customizable form fields to collect the 
information you need to get more high quality leads into 
your sales funnel. 

 Key success drivers 

�� Combine paid, organic, and earned social 
media campaigns

�� Create the right content for the right people

�� Generate engagement and leads with 
contests and campaigns

�� Choose the right social channels

https://hootsuite.com/products/ads?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
https://hootsuite.com/products/amplify?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
https://hootsuite.com/products/campaigns?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
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4. How to nurture leads

Getting people into your database is just the start. You 
then need to nurture relationships with them until it’s 
time to close the sale.
On average, 50 percent of leads are not yet ready to 
buy.4  Some buyer journeys are longer than others and 
require more nurturing until your lead is ready to buy. 
They may have downloaded your ebook, signed up for 
your webinar, or subscribed to your email newsletter, 
but you still have work to do to convince them to buy.

Returning to the sales funnel we mentioned earlier, lead 
nurturing takes place in the middle of the funnel. While 
top-of-funnel lead generation is mostly marketing’s 
domain, lead nurturing is often a team effort involving 
marketing and sales.

The aim is to identify the highest quality leads and 
find the right time to ask for the sale. Nurturing leads 
involves:

�� Maintaining brand awareness

�� Generating trust and brand affinity

�� Educating leads about your products or services

�� Engaging on a deeper level than it takes to  
generate leads

Content marketing
Nurture content is different from top-of-funnel content 
in that it can include a greater variety of content types. It 
doesn’t need to be gated, unless it’s a webinar or other 
event that requires registration.

This content falls into three categories: original, curated, 
and user-generated. Types of content include:

�� Blog posts

�� Webinars

�� Social media posts  
and shares

�� Emails

�� Social media polls

�� User-generated  
content contests

Nurture content can live on the company website 
and be promoted through social media. Curated and 
user-generated content can live on your social media 
channels and be cross-promoted through your website 
and email. 
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Social listening
One way social media can help you nurture leads is by 
giving you the ability to listen to what your customers 
are saying about you, your competitors, your products, 
and other relevant topics. For example, someone 
announcing they’re looking for a new family car would 
be of interest to a local car dealer.

Social listening lets you monitor social conversations, 
including ones involving people you have identified as 
leads. It lets you:

�� Answer potential customer concerns in real time

�� Join conversations about your products and services

�� Provide the right content at the right time to the  
right people

�� Get to know your prospects better to inform how 
you nurture leads

Social listening lets you target keywords and phrases 
you want to monitor. For example:

�� Your own brand’s name

�� Your competitors

�� Industry buzzwords

�� Brand slogans

�� Your CEO or public representative’s names

�� Campaign names or keywords

Social listening can get overwhelming if you’re not using 
the right tools. Fortunately, there are a number of tools 
available to help you streamline and automate the 
process while you work on other things.

Engagement
When a man named John Lewis kept receiving tweets 
meant for the UK retail store of the same name, the 
store responded by sending him a gift package to make 
up for the confusion. That’s an example of the “surprise 
and delight” marketing tactic that is tailor-made for 
social media. 

Social listening uncovers opportunities like this to 
engage with leads and prospects and build affinity 
for your brand. And the more informal world of 
social media is perfect for the type of direct, personal 
engagement that builds stronger relationships.

There are many ways to respond and engage on 
social—from the grand, headline-grabbing John Lewis-
type gesture to a simple reply to a Tweet or like of an 
Instagram image. The important thing is that the target 
of your attention notices you made the effort. 

How Hootsuite helps
Target and automate your listening
Use Hootsuite Insights to monitor and analyze 
your social mentions in real time so you can take 
action on them quickly. You can also tap into the 
conversations happening on news sites, blogs, 
forums, and other public places online. Hootsuite 
Insights accesses real-time data from over 100 
million sources in 50+ languages across 25+ 
social networks and other platforms. You can 
boost your social listening capabilities with our 
best-of-breed partners and applications including 
Brandwatch and TalkWalker.

Engage faster with your team
Once you’ve found someone you want to engage 
with, you can reply quickly and easily through 
Hootsuite. Anyone on your team can quickly 
respond to messages, mentions, and comments 
through a single dashboard.

 Key success drivers 

�� Monitor conversations on social

�� Nurture leads across channels and platforms

�� Be authentic to generate trust

�� Deliver relevant content at the right time

https://hootsuite.com/products/insights?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
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5. How to measure leads

Constant tracking, measuring, and analyzing let you refine 
your lead generation efforts—and measure your social 
media ROI.
As the visibility of social media within organizations grows 
each year, so do social media budgets and resources. 
This increases the need to measure and report on the 
impact that social is having on the business.

Tactics like social listening, contests, and content 
marketing can generate huge amounts of data. This data 
is highly valuable to your company, and can help you to:

�� Prove the positive impact on the organization

�� Benchmark your social results against your 
competitors

�� Gain leadership buy-in for social strategies  
and budgets

Measuring and tracking social ROI accurately also lets 
you focus on what’s working—and improve what isn’t 
delivering enough value.

For example, you can:

�� See what content works and what doesn’t

�� Maximize your social ads budget

�� Focus on the tactics that are proven to work

�� Uncover insights that let you better engage  
with leads
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Here are a few important things you should keep top 
of mind when formulating your lead measurement 
strategy:

Set goals
Goal setting gives you a target to aim for. Your lead 
generation goals should align with and contribute to 
meeting other organizational goals, as well as being 
specific, attainable, and measurable. Examples of goals 
include:

�� Generate 150 leads through organic social media in 
the first quarter

�� Increase ebook downloads by 20 percent by the 
second quarter

�� Increase demo requests by 15 percent by the end of 
the year

Track the right metrics
When you have the ability to track so many things, it’s 
important to dig down to what really matters in the 
context of your goals. Tracking also lets you run tests to 
find what works and further optimize your tactics.

Examples of metrics include:

�� Downloads

�� Email sign-ups

�� Ad clickthroughs

�� Landing page views

�� Landing page bounce rates

Store customer insights
Social media generates an enormous amount of 
customer insights. It’s the closest thing to having a 
personal conversation with a customer.

It’s important to ensure you store these insights by 
integrating your social media communications with your 
Salesforce, Microsoft Dynamics, or other CRM system, if 
you use one.

These insights help you build up a more complete 
picture of your leads. You, or your sales team, can 
then use this information to have more authentic and 
relevant conversations with your prospective customers. 

How Hootsuite helps
Prove the ROI of social
Use Hootsuite Impact to clearly prove business 
ROI from organic and paid social media. Impact 
helps you understand the results generated by 
social media and know the exact actions you 
need to take to optimize your social strategy.

Store social insights
Hootsuite lets you add social interactions and 
insights to your CRM with a number of best-of-
breed CRM partnerships, including Salesforce, 
Microsoft Dynamics, SugarCRM, and Nimble.

 Key success drivers 

�� Set realistic, measurable goals

�� Track the right metrics

�� Integrate social media insights into your CRM

�� Act on your analytics reports

https://hootsuite.com/products/impact?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
http://apps.hootsuite.com/crm
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6. How others do it

See how these brands have harnessed the potential of lead 
generation with social media and Hootsuite.

How Marketo shortened the lead 
generation cycle
Marketo uses Hootsuite to identify and connect 
with potential customers on social media. They take 
advantage of Twitter’s targeting capabilities to reach 
potential buyers. In the same way that content is 
mapped, they map tweets to the appropriate audience. 
This means that Marketo’s sales team can shorten the 
lead generation cycle.

For example, Marketo recently released an ebook on 
email marketing strategy. On Twitter, they wanted to 
get tweets about this new asset in front of the right 
audience. After doing research to find email marketing 
experts on Twitter, Marketo’s marketing team targeted 
the experts and their followers because it’s highly likely 
that they had an interest in email marketing. Those 
targeted tweets directed hand-picked audiences to a 
landing page where they could download the ebook.

Read the full case study

How eHarmony improved their match-
making success
eHarmony uses an organic and paid social media strategy 
to find new customers. They use Hootsuite to schedule 
content to be published across all channels. If the content 
is related to a specific market, eHarmony adds targeting 
capabilities such as demographic, location, and interest 
within Hootsuite to reach the most relevant audience. 
To prove that social media drives more subscriptions, 
eHarmony launched several small tests. 

From these tests, the company found that one of their 
best performing types of content is success stories 
shared by customers on social. By leveraging these 
types of insights and engaging better with leads on 
social, eHarmony improved their response time and 
established a clear way to track subscriptions from 
social media. 

Today, they have an 84 percent response rate within 
two hours of a customer reaching out. Compared 
to many of their competitors who don’t respond or 
moderate social, this approachability sets them apart in 
a saturated market. As a result, they’ve seen 10 percent 
greater increase in follower growth over competitors.

Read the full case study

https://hootsuite.com/resources/case-study/how-marketo-uses-social-media-to-improve-campaigns?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
https://hootsuite.com/resources/case-study/how-one-small-test-helped-eharmony-track-roi-and-improve-their-match-making-success?utm_campaign=hs_corp-generate_leads_via_social-glo-en&utm_source=generating_leads_with_social_media&utm_medium=guide
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How Roots Canada maximized their 
Instagram investment
Roots Canada partnered with travel and tourism boards 
to create an integrated holiday Instagram campaign. To 
collect email addresses, they ran a contest in coordination 
with the influencer campaign. Followers could sign up to 
win a trip to the Rockies. 

Roots Canada chose Instagram because their feed 
integrates with their ecommerce site, which took a 
significant investment. They wanted to see a return on 
that investment. The campaign generated over 150,000 
new leads.

Listen to the interview
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Request a demo today by visiting  
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Trusted by over 800 of the Fortune 1000

Hootsuite is the most widely used platform for 
managing social media, loved by over 15 million people 
around the globe and trusted by more than 800 of 
the Fortune 1000. Hootsuite Enterprise empowers 
organizations to execute business strategies for the 
social media era and scale social media activities across 
multiple teams, departments, and regions. Our versatile 
platform supports a thriving ecosystem of social 
networks complemented by 250+ business applications 
and integrations, allowing organizations to extend social 
media into existing systems and programs. 

Along with our channel and agency partners, we 
help organizations build deeper relationships with 
customers, stay connected to the needs of the market, 
grow revenue, and draw meaningful insights from social 
media data. Innovating since day one, we continue to 
help organizations pioneer the social media landscape 
and accelerate their success through product training, 
group training, and tailored organizational training, as 
well as security and compliance services. 

Request a custom demo today by visiting  
enterprise.hootsuite.com

About Hootsuite Enterprise
    Partner with Hootsuite to accelerate your social transformation    
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