
How to Use Social Media to Communicate With Clients and Leads (And How Not To!) 

When it comes to social media, there is definitely a ‘right way’ and a ‘wrong way’ to communicate with 

your clients, customers and leads. Get this right and social media can be a fantastic tool to make sure 

people keep thinking about your business and to strengthen your brand’s authority and visibility. Get it 

wrong though and social media can become something a lot less useful: it becomes an irritant for your 

clients that does nothing other than to fill their home feeds with promotional offers and what essentially 

amounts to spam. 

There’s a fine line to be walked here but getting it right is crucial not only for your sales and profits but 

also for the reputation of your brand… 

On Providing Value 

The key to a successful social media post is to remember the key to any successful business endeavor: 

providing value. 

People don’t sign up to brands because they want to be constantly sold to. Imagine it from their 

perspective; what would you do if a brand you followed on Facebook kept trying to sell you things? In all 

likelihood, you would probably just unsubscribe! 

On the other hand, if that brand was consistently sharing content you were actually interested in, that 

you found interesting or that you found entertaining… you would probably start to look forward to their 

updates! 

The Long Term Strategy 

The other key to remember is that social media is best used as a long term strategy for getting 

customers. In other words, this is a place to build interest in your products, a place to build familiarity 

with your customers and a place to interact with your fans. In the long term, this will ensure that your 

followers are more likely to buy from you when they need a product or service.  

Social media allows you to give your business a face and a personality and it lets people interact with 

you and feel like they know you. In the long term this ‘soft sell’ approach is much more effective than 

ramming offers and special deals down their throats all the time! 

How to Promote Your Products 

Of course you can still occasionally make a post that promotes a specific product or service – you just 

have to do this sparingly and in the right way. 

What’s the right way? One thing to consider is offering genuine deals and special offers that can’t be 

found elsewhere. This way you are still genuinely offering value because you’re helping your followers 

save money. At the same time, they get to feel like VIPs, rewarded for their loyalty. 

You can also offer your products and services more subtly using content marketing. For instance, share 

an article that people might be interested in reading and in that article, subtly point out the benefits of 

your product and include a link to buy it. Again, this more subtle approach will often work better in the 

long run as compared with a blatant advert. 



Take the long road, be subtle and always make sure you offer value. If you remember those three key 

points, your social media accounts will be a hit! 


