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What is the future of social media?
It is not often what you hear most about…

Video? Influencers? Mobile? Voice?
Privacy 

and 

security?

Virtual 

Reality?

The most 

important 

is not on 

this list…

Stories?



Future trends to 
watch…

or disregard
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Video is here. 

Voice is the 

future. 

Think podcasts, 

Siri, Alexa…

Voice search –

could it 

overtake text 

search?

Video is 

important, but 

leave the 

Facebook vs 

YouTube battle 

to them

Truth is you 

need a mix of 

video, traffic, 

engagement… 

and 

increasingly 

consider voice
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Influencers?

Be cautious
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Mobile? 

100% yes
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Privacy? 

Make that 

private chat
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Stories?

BIG yes
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The MOST important by far
… this is the future

And then run ads on your value adding content… not just your sales content

Add value first

Earn the right to 

sell… later



Content is dead 
. . .

Without ads
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Facebook Organic Reach vs Share of Ad 
Revenue
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Create Ads that showcase your content…

Your goal for Phase 1 is to engage and build a digital relationship – we want a click, 

like or comment – but no more. 

Entertain, educate, humour… just DON’T sell. 

…but ask for nothing

Spending 

money on 

something 

that asks 

for 

nothing

We call 

this Phase 

1. 

We only 

aim to 

engage
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Social Media Funnel
Keeping it simple

Phase 1

EEE Phase 2

Become a 

Lead

Phase 3

Become a 

Sale
Please don’t sell to me 

before I even know who 

you are or what you do.  

Teach me something or 

make me laugh.

Or just say hi and tell me 

why you want to connect.

EEE = Entertain, Educate, 

Engage. Download a guide, join a 

mailing list, message us on 

Facebook, come to an 

event, meet for a coffee. 

Just don’t sell to me... yet!

Now I like you and 

know you and trust 

you. If you sell to 

me, I may well 

respond. I almost 

certainly wont be 

offended.



Engagement Content



Traffic Content



Video Content
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Earning the right to sell
Converting Cold to Warm to Lead to Sale

Phase 1

Cold 

Only

Phase 2

Retarget 

Warm 

Audiences

Phase 3

Sell to Your 

Ultra WarmsTarget new audiences 

based on location, 

interests, titles and 

demographics.

Exclude your warm 

audiences – clients, web 

traffic, engaged on SM, 

etc.
Ask them to take one 

more step, before you 

sell to them i.e. mailing 

list, guide, seminar, free 

class, etc. 
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Summary

Never “sell” to cold prospects.

Engage first. 

Earn the right to sell.  This is the future of “social” 

media

Getting value from social media now and in the future

Be careful 

of 

hindsight 

logic

Decide 

where your 

clients are

Target with 

value 

adding 

content.Use

ads to reach 

audiences

Once 

warm, ask 

them to 

become a 

lead

Sell to 

your 

warmest 

prospects 

only



Likeable Lab 

Thanks!


