
 

Social media can help identify prospects, qualify leads, shorten the sales cycle and provide satisfied 
customers with a platform on which to evangelize your products. According to The Content 
Marketing Institute, 66% of business marketers are now using social media to generate sales leads. 
 
Social media channels allow you to engage with prospects by providing them valuable content that 
pulls them into your sales funnel. Content can be tailored for each level of engagement and for each 
channel. Social media interactions can be highly personalized and updated for each phase of the 
relationship. 
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Providing general content at the top of the funnel and more targeted content towards the bottom 
of the funnel allows businesses to use social media networks to engage prospects at each stage of 
the sales process. On social media networks like YouTube, LinkedIn, Facebook and Twitter, prospects 
may move through the funnel very quickly or become fans of your social persona before they are 
even aware of your company's solutions.  
 
By giving users valuable content at pre-purchase levels of engagement, business leaders can 
establish themselves as thought leaders in their industries and engage users in a dialogue long 
before a purchase decision is made. The more history a company has with prospects, the more likely 
that company will become part of the consideration set when it's time to buy. Once a transaction 
occurs, customers create valuable content that can be shared with others higher up in the sales 
funnel. 
 
For help developing content and sales programs using social media, please contact Croll Social at 
(703) 863-8644. You are also welcome to visit us at CrollSocial.com, follow us on Twitter 
@CrollSocial, 'Like' Croll Social on Facebook and Connect with Chris Croll on LinkedIn. Thank you! 
 

 
 
 
 
 

 
 
 
 

Croll Social helps 
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and government 
agencies successfully 
leverage the power of 
social media to 
engage, entertain and 
educate audiences. 
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