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Hi, I’m Chantelle Morrison, and I know firsthand what it takes to generate leads,
build a business, and turn online connections into paying clients.

With years of experience in entrepreneurship, sales, and marketing, I’ve built and
managed multiple businesses, growing them from the ground up. I’ve helped
countless entrepreneurs and business owners master the art of lead generation,
leveraging Facebook to attract the right clients without wasting time on strategies
that don’t work.

Through my journey, I’ve learned that getting leads isn’t about chasing people—it’s
about attracting them. I’ve developed proven methods that turn Facebook into a
powerful tool for organic lead generation, allowing business owners to create
consistent income without relying solely on ads or cold outreach.

In this guide, I’m sharing the exact strategies I’ve used to grow engaged audiences,
build trust, and convert leads into clients. Whether you’re just starting or looking to
scale, these tactics will help you get high-quality leads on Facebook and grow your
business with confidence.

Let’s turn your Facebook presence into a lead-generating machine!

1

Chantelle Morrison

Hello there!
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My
Facebook
Journey

Like most people, I originally saw Facebook as just a social platform—a place
to connect with friends, share updates, and scroll through endless content. But
I soon realized it was so much more.

While many people struggle to get traction, I saw an opportunity. I studied
Facebook’s algorithms, tested different strategies, and figured out what
actually works when it comes to attracting leads and turning engagement into
real business results.

Through trial and error, I mastered how to grow my presence organically—
building an audience, generating leads, and converting them into paying
clients, all without spending a cent on ads.

This guide is the result of years of research, experimentation, and hands-on
experience—condensed into a step-by-step system designed to help you
generate leads on Facebook the right way. Whether you're starting from
scratch or refining your strategy, these insights will show you how to attract
the right audience, create content that converts, and build relationships that
lead to business growth.

Now, I’m sharing everything I’ve learned with you.
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Facebook isn’t just a social media platform—it’s one of the most powerful
tools for generating leads and growing a business. With over 3 billion active
users, your ideal clients are already here. The key is knowing how to attract
them, engage them, and turn them into paying customers.

Many entrepreneurs and business owners struggle with Facebook because
they focus on getting followers instead of getting leads. A large audience is
great, but if those people aren’t interested in what you offer, they won’t
become customers. Leads are potential clients who are genuinely interested
in your products or services. They engage with your content, trust your
expertise, and are more likely to buy from you.

So, how do you turn Facebook into a lead-generation machine? 
It’s not about spamming groups, begging for sales, or running random ads.
The secret is building relationships and trust. People buy from those they
know, like, and trust. When you position yourself as an authority, provide
value, and engage with your audience authentically, leads will come to you—
without you having to chase them.

This guide will show you exactly how to do that. Whether you’re using
Facebook organically or combining it with paid strategies, you’ll learn how to
attract the right people, nurture them into leads, and convert them into
customers.

WHAT’S THIS
GUIDE ABOUT?
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If you’re an entrepreneur, coach, or business owner struggling to get consistent
leads on Facebook, this guide is for you.

Tired of posting and getting no engagement?
Frustrated with leads that never convert into paying clients?
Not sure how to attract the right audience without spamming or running
expensive ads?

The truth is, getting leads on Facebook isn’t about luck—it’s about strategy. And
the right strategy can turn your profile, pages, and groups into a powerful lead-
generation system that works for you 24/7.

This guide will teach you how to attract, engage, and convert potential clients
using proven organic and paid strategies. Whether you’re starting from scratch
or looking to refine your approach, you’ll learn exactly what works, step by step.

No more guessing. No more wasted effort. Just a clear, actionable blueprint to
help you generate leads and grow your business.

It’s time to stop chasing leads and start attracting them!

WHY YOU NEED
THIS GUIDE
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Profile & Pages for Leads

Setting Up a Profile or Page That Attracts Your Target Audience 

Your Facebook profile (for personal branding) and business page (for
companies or brands) are both powerful tools for attracting leads. Here’s
how to optimize each one:

Before you can start generating leads on Facebook, you need to make sure
your profile or business page is set up for success. Think of it as your digital
storefront—when potential clients visit, they should immediately know:

Who you are

What you do

How you can help them

What action they should take next

A poorly optimized profile will repel potential leads, while a well-structured one
will attract and convert them. Let’s go step by step to ensure your Facebook
presence works as a lead-generation tool.

OPTIMIZING YOUR
FACEBOOK
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01
This allows you to track insights, grow your audience, and make your
profile more business-oriented.

Turn On ‘Professional Mode’ 

Personal Profile
(Best for Organic Lead Generation & Authority Building)

Facebook’s algorithm favors personal profiles when it comes to organic reach.
Many entrepreneurs use their personal profiles to connect with their audience,
build relationships, and attract leads.

Key Steps to Optimize Your Personal Profile for Leads:

02
A clear, high-quality headshot builds trust instantly. Avoid logos or
blurry images.

Use Your Real Name and a Professional Profile Photo

03
This is prime real estate. Use a banner that tells visitors who you
help and how. (Example: “Helping Coaches & Entrepreneurs
Generate Consistent Leads on Facebook – DM Me to Learn How!”)

Update Your Cover Photo to Reflect Your Offer

04
In one or two lines, make it obvious what you do and who you serve.
(Example: “Helping business owners get more leads & clients using
Facebook | DM me for free tips!”)

Write a Clear, Benefit-Driven Bio

05
Link to your website, lead magnet, or booking page to capture leads.

Add a Lead Magnet or Call-to-Action in Your Links Section

06
Go to your settings and enable “Who Can Follow Me?” → Set to
“Public” to increase your reach.

Turn Followers ‘ON’ and Allow People to Follow You 

If you want to keep your personal life separate, adjust your privacy settings
so business-related posts are public and personal posts are private.

PRO TIP:
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01
Keep it simple and aligned with your niche.

Choose a Page Name That Reflects Your Brand

Business Page 
(Best for Brand Presence & Paid Ads)

A Facebook Business Page is essential if you plan to run ads, build credibility,
and engage with your audience professionally.

Key Steps to Optimize Your Business Page for Leads:

02
Use a high-quality image of yourself (for personal brands) or your
logo (for businesses).

 Set a Clear and Professional Profile & Cover Photo

03
Clearly state who you help and how.
Your About section is one of the first things people see when they
visit your Facebook profile or page. It’s your opportunity to instantly
communicate who you are, what you do, and why your audience
should pay attention. A strong About section helps you attract the
right people and turn visitors into potential leads.

Write a Compelling ‘About’ Section 

04
Facebook allows you to customize your CTA. Use “Send Message,”
“Book Now,” or “Learn More” to direct leads where you want them.

Use the Right Call-to-Action Button 

05
This could be a welcome post, an introduction video, or a freebie that
encourages engagement.

Pin an Engaging Post to the Top of Your Page 

Your pinned post is prime real estate—make it work for you! Instead of just a
basic introduction, use it as a lead magnet. Share a valuable free resource (like a
checklist or mini-guide) and invite people to comment or DM you to get it. This
not only boosts engagement but also helps you start conversations with potential
leads. 

PRO TIP:
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Facebook Verification Badge 
What It Is, How It Helps You, and How to Get It

The Facebook verification badge is a small blue checkmark that appears next
to a profile name or business page name. It’s an indicator that Facebook has
confirmed that the account is authentic, meaning it’s a real person, business,
or organization. Verification is not only a status symbol but also a way to
build trust with your audience by proving that your profile or business is
legitimate and has passed Facebook’s verification process.

This blue badge is especially important for businesses, public figures, and
creators, as it provides credibility and increases visibility. It can appear on
both personal profiles and business pages.

Builds Trust & Credibility
For Individuals: Having the blue checkmark shows that your account is the
real deal and not a fake or impersonated profile. This is crucial for
influencers, celebrities, public figures, and thought leaders looking to
create strong trust with their audience.

For Businesses: A verified badge helps to increase consumer confidence,
making potential customers feel more secure when interacting with your
business. It indicates that your business is legitimate, especially in
industries with a high rate of fraud or impersonation.
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Benefits of Having a Facebook Verified Badge:
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 Increased Visibility and Reach
Verified accounts are often prioritized in search results on Facebook.
Whether people are searching for your name or your business, a verified
profile or page is more likely to appear at the top of the search, making it
easier for new users to find you.

Increased engagement: Pages and Profiles with the blue checkmark tend
to attract more engagement from followers because the verification
provides assurance that the page is trusted. This can lead to more likes,
comments, and shares.

 Direct Access to Facebook Features
Verification grants access to exclusive tools and features, such as
advanced analytics or the ability to run special ads (like political ads) and
access to Facebook’s professional support. Additionally, verified users
may get access to Instagram and Facebook Shops, enhancing business
presence across platforms.

Protection Against Impersonation
Facebook protects verified accounts from impersonation. If someone tries
to copy your profile or create a fake business page, Facebook will flag the
profile as a copycat, which helps protect your brand and reputation.

If an impersonating account arises, having the blue badge can help
Facebook take swift action, as you have demonstrated that you are the
authentic entity behind the page.

 A Stronger Social Proof for Marketing
When potential clients or customers see the verified badge next to your
profile or page, they associate your brand with authenticity and
trustworthiness. This makes your content more likely to be taken seriously
and shared, especially in advertising or partnership opportunities.
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Access to Verified Communities
Being verified opens the door to exclusive Facebook groups or networks
dedicated to verified users, offering opportunities for networking,
collaborations, and insights from like-minded business owners and
creators.

How to Get a Facebook Verified Badge:

Facebook’s verification process is a straightforward but selective one. You
must meet certain criteria and follow specific steps to apply for the blue
checkmark.

Before applying, ensure you meet the following criteria:

Authenticity:
Your account must represent a real person, business, or organization.
Facebook will not verify fan pages or unofficial fan accounts.

Uniqueness:
Your page must be the unique presence for that entity or person. Facebook
typically verifies only one account per entity, with exceptions for language-
specific accounts.

Completeness: 
Your Facebook page must be complete, meaning it has a profile picture,
cover photo, bio, and is active with posts.

Public Interest: 
Facebook will prioritize public figures, brands, and organizations that are
likely to be searched for or have a significant following. This includes
businesses, celebrities, journalists, etc.
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Tips for Improving Your Chances of Getting Verified:
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Build a strong online presence: 
Facebook will check if your name is recognized, so having a consistent
online presence across social media and the web will help establish your
credibility.

Increase your engagement: 
Active pages with lots of followers and engagement tend to have a higher
chance of getting approved.

Use your real name: 
Ensure that your personal name, or business name, is the same across
your social media profiles. Facebook values consistency.

Steps to Apply for the Facebook Verified Badge:

01 Navigate to your Facebook page or profile and click on the Settings option in
the top-right corner.

Go to Settings:

02 Under the General Settings tab, you’ll find the Verification section. Select Verify
and then click on the “Verify Your Page” button.

Find the Verification Request:

03 You’ll need to provide a government-issued ID (passport, driver’s license, etc.)
to prove your identity.

For personal profiles: 

You may need to provide business documentation such as business licenses,
utility bills, tax forms, or articles of incorporation.
My page is in my personal name, so I could use my ID for verification. 

For business pages:

04 Once you’ve filled out the necessary information and uploaded your documents,
click Submit.

Submit the Application: 

11



The Facebook verification badge provides significant benefits in terms of
credibility, visibility, and protection. It’s a symbol of authenticity and trust that
can elevate your personal profile or business page, helping you stand out in a
crowded marketplace. Getting verified is not an instant process, but with the
right approach, it can open doors to new opportunities and help you establish
a stronger presence on the platform.

I have seen a significant increase in my reach and  my engagement, not only
on my profile, but in my group posts, and posts I have done in other groups. 

It is definitely worth investing in!

05 Facebook typically takes a few days to a few weeks to review your application.
You’ll receive a notification once your account has been verified, or if Facebook
has denied your application.

Wait for Approval:

What Happens If You’re Denied?

If your verification request is denied, you can reapply after 30 days. Before
reapplying, make sure that your profile meets all of Facebook’s eligibility
criteria, and ensure that your page is as complete as possible.

Conclusion
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The Importance of a Clear Bio, Cover
Photo & Pinned Post

When someone lands on your profile or page, they will scan three main
areas first:

01
Example: “Helping service-based businesses generate leads &
close more sales using organic Facebook strategies. DM me for
a free guide!”
Use emojis to make it visually appealing and clear.

Your Bio (Short & Powerful)

How to Optimize Each One:

Your Bio (What you do)

Your Cover Photo (Your main message)

Your Pinned Post (Your most important content)

02
Example: A banner with text: “Need More Clients? Download My
Free Lead Generation Guide! (Link in Bio)”
Keep it clean, professional, and easy to read.

Your Cover Photo (Instantly Grabs Attention)
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03
Introduce yourself, share your story, and highlight how you help
others.
Example: A post with a free lead magnet, testimonial, or personal
success story.

Your Pinned Post (Your Best Content Always Visible)

Update your pinned post every few months to keep it fresh and relevant.

PRO TIP:
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Creating a Call-to-Action (CTA) That
Converts

A strong CTA guides potential leads on what to do next. Without it, people
will scroll past you—even if they’re interested.

Best CTAs for Lead Generation:

A CTA should feel natural, not forced. Give people a reason to take action
(free value, insights, or solutions).

PRO TIP:

“DM me for a free strategy session”

“Click the link in my bio to grab your free guide”

“Comment ‘INFO’ below if you want my lead-generation checklist”

“Join my free Facebook group for exclusive business growth tips”

Where to Place CTAs for Maximum Conversions:

In Your Bio (E.g., “Helping entrepreneurs get leads. DM me for a free guide!”)

In Your Cover Photo (E.g., “Download my FREE guide—link in bio!”)

In Your Pinned Post (E.g., “Want more leads? Grab my free checklist below!”)

In Your Content (End every post with a CTA)
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Adding Lead Magnets & Links to Your Bio

A lead magnet is a free resource that attracts potential clients in exchange
for their contact details. This could be a PDF guide, checklist, webinar, free
training, or a discount.

How to Add Lead Magnets to Your Profile or Page:

“Hey [Name], great question! One thing that’s helped my clients is [quick
tip]. I actually have a free checklist on this—DM me if you’d like a copy!”

EXAMPLE:

Link to Your Lead Magnet in Your Bio – Use a tool like Linktree, Beacons, or a
simple landing page to list multiple links.

Post About Your Lead Magnet Regularly – Every week, remind people about
your freebie.

Use a Call-to-Action in Your Cover Photo – Make it visually clear that people
should download your freebie.

Create a Dedicated Post for Your Lead Magnet & Pin It – That way, it’s always
visible when people visit your profile.

Mention Your Lead Magnet in Facebook Groups & Comments (Strategically) –
If someone asks a question related to your expertise, respond with value and
then offer your free resource.
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Scheduling posts on Facebook 
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Consistency:
Posting consistently is key to staying visible. Scheduling helps maintain a
regular posting schedule, which Facebook’s algorithm favors.

Optimal Timing:
You can post at times when your audience is most active, even if you’re
unavailable.

Strategic Planning:
Scheduling allows you to plan your content thoughtfully, ensuring a mix of
engaging and value-driven posts.

Focus on Engagement: 
By automating the posting process, you can focus more on responding to
comments and engaging with your audience in real-time.

Scheduling posts on Facebook can impact reach and engagement, but it
depends on how you manage it.  

Here’s a breakdown of the positive and negative effects of scheduling posts: 

Positive Effects of Scheduling Posts:

17
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Algorithm Preference:
There’s a belief that manually posting might be favored by the algorithm,
but Facebook has not confirmed this. Scheduling through Facebook’s
native tools (like Meta Business Suite) is less likely to affect reach
negatively than third-party apps.

Timing Mismatch:
Scheduled posts might go live when your audience is less active if not
carefully planned, reducing reach and engagement.

Missed Trends:
Scheduled posts might feel out of touch if something major happens, and
you miss the chance to post timely or relevant content.

Less Personal Feel:
Pre-scheduled content can sometimes feel less authentic, especially if you
don’t engage in real-time after posting.

Potential Downsides of Scheduling Posts:

Use Facebook’s Native Tools: Schedule through Meta Business Suite rather
than third-party apps.

Analyze Audience Activity: Check insights to post when your audience is most
active.

Engage After Posting: Be online to reply to comments and interact with
followers soon after the post goes live.

Mix Real-Time and Scheduled Posts: Include some manual posts to stay
adaptable and relevant.

Test and Optimize: Experiment with different posting times and formats, then
analyze the results to adjust your strategy.

Best Practices to Maximize Reach and Engagement:
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How Facebook Reactions Impact 
Your Engagement

(And How to Improve Your Score)

Did you know that how you interact with posts on Facebook affects what the
platform shows you and how your profile is scored? Reactions like “Love,”
“Wow,” or “Angry” are more powerful than a simple “Like” because they signal
stronger emotional engagement. 

Here’s why it matters and how you can use this knowledge to grow your
presence on Facebook.
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01
Facebook prioritizes posts with diverse reactions and comments
because they indicate valuable and engaging content. A “Like” is
great, but reactions like “Love” or “Wow” carry more weight.

The Algorithm Prefers Meaningful Engagement:

Why Reactions Matter on Facebook:

02
Excessively liking posts without meaningful engagement (like
commenting or sharing) can resemble spammy behavior, which may
lower your profile’s reputation.

Avoid Looking Like Spam:

03
The reactions you use most often tell Facebook what kind of content
you enjoy, influencing what you see on your feed.

Tailoring Your Feed:

19



React Thoughtfully: Use a variety of reactions beyond the “Like” button.
Emotional responses (e.g., “Love” or “Wow”) show deeper engagement.

Comment with Intent: Thoughtful comments have a higher engagement
weight than reactions alone. Aim to start or join meaningful conversations.

Share More Often: Sharing posts signals a stronger connection to the content
and helps increase your engagement score.

Post Content That Invites Interaction: Share posts that spark emotion, ask
open-ended questions, or encourage others to react and comment. (Example:
“This changed the way I think about X—what’s your perspective?”)

Be Active in Groups: Join Facebook groups and actively participate in
discussions. This not only boosts your profile’s visibility but also improves
your overall score.

Avoid Spam-Like Behavior: Don’t rapidly like or react to posts in bulk. Focus
on quality interactions over quantity.

Stay Consistent: Maintain a regular posting schedule. The algorithm values
consistent activity over sporadic bursts of engagement.
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Why Reactions Matter on Facebook:
If you want to boost your visibility and ensure Facebook works in your favor,
try these actionable tips:

Facebook values meaningful interactions. By engaging thoughtfully, reacting
intentionally, and avoiding spammy behavior, you can build a stronger
presence and get more out of the platform.
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Facebook Weekly Challenges:
Why They Matter & How to Do Them Right

Facebook challenges are a great way to boost your engagement, grow your
audience, and strengthen your brand—but only if you approach them
strategically! Here’s how to make the most of them:

Increased Visibility: Facebook rewards active accounts, so participating
consistently helps more people see your content.

Audience Growth: Challenges encourage engagement, which attracts new
followers naturally.

Brand Authority: Posting valuable content regularly builds trust and positions
you as an expert in your field.

Algorithm Boost: Facebook’s algorithm favors consistent activity over
sporadic bursts of content.
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Why Completing Challenges is Important:
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Use Hashtags & Keywords: Helps Facebook categorize your content and
recommend it to the right audience.

Tag & Collaborate: Tag relevant people (without spamming) to increase your
post’s reach.

Quality Over Quantity: One valuable post is better than five rushed ones. Make
your content worth engaging with.

Review Your Insights: See what’s working and adjust your strategy
accordingly.

How to Complete Challenges the Right Way:
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Post on Your Page & Profile: This gives you double the reach and ensures
your audience sees your content.

Spread Out Your Content: Don’t spam everything on Day 1. Scheduling posts
counts, so space them out for better engagement.

Engage With Others: Facebook is a two-way street. Reply to comments, react
to posts, and engage with people outside your own content.

Follow for Follow (the Right Way): Instead of begging people to help you grow,
follow others and ask them to follow you back. It’s more natural and effective.

Bonus Tips for Maximum Effectiveness:

Respecting 
privacy

Respecting privacy
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Posting Guidelines:
Does Facebook Know When You Copy and Paste?

Yes!! 

Facebook can detect copy-pasted content, whether it’s posts, comments, or
replies, and this can affect your reach and engagement. Facebook’s
algorithm is designed to prioritize original, unique, and valuable content, and
it can flag repetitive or duplicate content as less engaging or even spammy.

Here’s a breakdown of how copying and pasting impacts your reach and
engagement; and what you can do to maximize your visibility:
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How Copy-Pasting Affects Reach and Engagement:

Duplicate Posts Across Groups:
When you copy and paste the same post into multiple groups instead of
using the “Share” feature, Facebook may recognize this as spammy
behavior.
This can result in reduced visibility or your post being deprioritized by the
algorithm.

Isolated Engagement:
Copy-pasting creates separate posts in each group, so likes, comments,
and shares are not combined. This makes it harder to build momentum
and limits engagement.

23



Comment Copying:
Copy-pasting the same comments across groups or posts may look
robotic or insincere to other users, potentially reducing interaction.

Group Moderation Policies:
Many groups have rules against repetitive posts, and copy-pasting could
lead to your post being flagged, removed, or worse, you being banned from
the group.
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Actionable Tips to Maximize Reach and Engagement

Use the “Share” Button:
Always use the “Share” feature to post content from your page or profile
into groups. This ensures all engagement (likes, comments, and shares)
stays on one thread, boosting credibility and reach.

Tailor Your Posts for Each Group:
Instead of copy-pasting, customize your posts to match the tone, rules,
and interests of each group.

Be Original with Comments:
Rephrase or personalize comments instead of copy-pasting the same
response. This shows genuine engagement and builds trust with group
members.

Engage Creatively in Groups:
Don’t rely solely on posts. Spark conversations through thoughtful comments,
answering questions, or asking for feedback.

Create Exclusive Content:
Offer something unique to certain groups. For example, a tip, resource, or
behind-the-scenes story tailored specifically for that audience.
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Avoid Posting Too Quickly:
Space out your posts across groups to avoid being flagged for spam-like
behavior.

Why Authenticity Matters: 

Facebook’s algorithm loves original, engaging content. Whether you’re
posting or commenting:

By focusing on authenticity and using Facebook’s tools effectively, you can
maximize your reach, increase engagement, and build stronger connections
with your audience, all without risking algorithm penalties!

Make it valuable (offer tips, insights, or solutions).

Make it personal (share your voice, story, or perspective).

Make it dynamic (use images, videos, or polls to draw attention).
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Optimizing your Facebook profile and page is the first step to turning your
social media presence into a lead-generating machine.

Set up your profile/page professionally
Create a CTA that directs visitors to your lead magnet or product.

Make your bio, cover photo & pinned post clear and compelling
Add a professional cover photo that speaks to your brand.

Use strong CTAs that guide potential leads
Create a CTA that directs visitors to your lead magnet orproduct.

Leverage lead magnets to capture contact information

FINAL THOUGHTS
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ACTION STEPS!
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One of the biggest mistakes entrepreneurs make on Facebook is trying to
market to everyone. The reality is, not everyone is your ideal client. If you don’t
know exactly who you’re targeting, you’ll waste time and energy creating
content that doesn’t convert.

In this chapter, we’ll break down:

How to identify your ideal customer

Where to find them on Facebook

How to speak their language to build trust and engagement

The key to generating high-quality leads is understanding your target audience
deeply—their needs, pain points, desires, and where they spend their time on
Facebook. When you know who you’re speaking to, you can craft messages
that resonate, attract the right people, and naturally turn them into leads.

UNDERSTANDING
YOUR AUDIENCE

Chapter 2
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I empower ambitious female
entrepreneurs, especially single moms,

who juggle business and family life.
Having walked this path myself, I connect

with their challenges and provide the
support, tools, and mindset shifts they

need to thrive.
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Identifying Your Ideal Customer

Your ideal customer is the person who:

01
What is their age range?
Where do they live? (Local or global audience?)
What is their job or industry?
What is their income level? (Can they afford your offer?)

Demographics:

Needs what you offer

Can afford to pay for your products or services

Wants to solve their problem NOW

Is actively searching for a solution

If you try to sell to the wrong people—those who don’t see the value in what
you do—you’ll constantly struggle to generate leads.

CREATE YOUR IDEAL CUSTOMER PROFILE (ICP)
Exercise: 

Answer these key questions to define your ideal audience:

02
What are their biggest challenges or pain points?
What are their goals and desires?
What keeps them up at night?
What motivates them to take action?

Psychographics:
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03 What Facebook groups do they hang out in?
What pages or influencers do they follow?
What type of content do they engage with?
Do they prefer videos, posts, or live streams?

Social Media Behavior:

Sarah is a 35-year-old female entrepreneur who runs a coaching business.
She struggles with getting consistent clients and wants to learn how to
generate leads on Facebook. She follows influencers like Amy Porterfield
and Marie Forleo, engages in entrepreneur Facebook groups, and
frequently looks for free resources to grow her business.

Example of an Ideal Customer Profile (ICP):

By having a crystal-clear picture of your ideal customer, you’ll stop wasting
time on the wrong people and start attracting those who are ready to buy.
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I help coaches grow and scale their
businesses because I’ve been through
the trial and error myself. My niche is

ambitious female entrepreneurs—
especially single moms and women

balancing business and family. These
driven, resilient women are passionate
about building their success but need

the right strategies, mindset, and
support. Having walked this path, I

understand their struggles and goals,
making it my mission to empower them

with the tools to thrive.
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Finding Where Your Audience Hangs Out
on Facebook

Facebook Groups
These are goldmines for potential leads. Join groups where your audience is
active and start engaging (without spamming).

Once you know who your audience is, the next step is to find out where they
spend their time on Facebook. You need to be visible where they already are—
so that you can engage, provide value, and naturally attract them to your
profile.

Where to Find Your Target Audience on Facebook:

Facebook Pages
Identify big influencers or competitors in your niche and see who follows them.
Engage in their comments to attract their audience.

Facebook Events & Live Streams
Many people join events related to their interests. Participate in discussions
and introduce yourself.

Facebook Marketplace & Community Pages
If you offer services, local business pages and communities can be great
places to find leads.
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How to Use Facebook Groups to Find
Leads

Joining the right Facebook groups can put you in front of thousands of
potential clients—without spending a cent on ads.

01

Look for questions your ideal clients are asking and respond with valuable
insights. This builds credibility and attracts leads naturally.

PRO TIP:

Niche Groups
Search for groups in your niche using Facebook’s search bar (Example:
“entrepreneurs,” “business networking,” “coaches,” “marketing tips”).

02 Engaged Groups
Join groups with high engagement (Look for groups with at least
1,000+ members and active discussions).

03 Engage first!
Don’t sell right away! Comment on posts, provide value, and build
relationships before making offers.
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Side note: If you are looking for clients for your travel business you are not
going to find them in a business group, post in groups relevant to travelling
and tourism, and you can get more specific by posting in groups where you
offer travelling and tourism. People look where they want to go!

31



Speaking Their Language:
Crafting Posts That Resonate

01
People pay for solutions, not just information. Talk about the
problems they face and how you can help them.
Example: “Struggling to get leads on Facebook? You’re not alone!
Many entrepreneurs waste time posting without seeing results.
Here’s what you need to do instead…”

Use Their Pain Points & Desires in Your Content

How to Write Posts That Attract & Convert Leads

02
Instead of just posting “buy my offer,” share real experiences,
testimonials, and personal insights.
Example: “I used to think Facebook was just for friends & family…
until I discovered how to turn it into a lead-generation machine.
In just 30 days, I went from 0 leads to booking 10+ clients a
month. Here’s what worked for me…”

Tell Stories & Be Relatable

Even if you find the right audience, you won’t generate leads if your message
doesn’t connect with them. You need to speak their language—using the
words, emotions, and phrases they relate to.
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Pay attention to the exact words your audience uses in comments, DMs, and
posts—then mirror that language in your content. When people feel like you
"get" them, they’re far more likely to engage, trust you, and eventually buy
from you. Bonus tip: Use Facebook's search bar to find common phrases and
struggles in niche groups! 

PRO TIP:

04
Every post should have a CTA, even if it’s just asking for
engagement.
Example: “Want my free Facebook lead-generation checklist?
Comment ‘Checklist’ below, and I’ll send it to you!”

Use Call-to-Actions (CTAs) to Guide Your Audience
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03
Get your audience involved by asking relatable, thought-
provoking questions.
Example: “What’s your biggest struggle with getting leads on
Facebook? Drop a comment, and I’ll give you a quick tip!”

Ask Engaging Questions
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Content Types That Work Best for Lead
Generation

Not all content is created equal when it comes to generating leads. To attract,
engage, and convert your audience, you need a mix of strategic content types
that build trust, spark conversations, and drive action. 

Content Types That Work Best for Lead Generation

Value-packed posts
Teach your audience something actionable and useful. These posts position
you as a go-to expert while offering immediate takeaways.
Example: “3 simple ways to get leads on Facebook without running ads—#3 is a
game-changer!”

Storytelling posts
Share real experiences, struggles, and successes to build an emotional
connection and establish trust. Stories help potential leads relate to you and
see themselves in your journey.
Example: “I used to post daily with zero results—until I changed this ONE thing.
Now, I get inbound leads every week. Here’s what I did…”
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Authority-building posts
Showcase your expertise through client results, testimonials, case studies, or
industry insights. These posts prove you can deliver real value.
Example: “Meet Sarah—she went from struggling with lead generation to
booking 5 clients a week using this exact method!”

Engagement posts 
Create fun, interactive, or thought-provoking content that encourages
comments, shares, and reactions. The more engagement, the more reach your
post gets.
Example: “If you could get 100 dream clients today, what would you offer them?
Drop your answer below!”

Call-to-action posts 
Direct your audience toward the next step, whether it's grabbing a freebie,
signing up for a webinar, or messaging you for more details. Every lead needs
a clear path forward.
Example: “Want my free step-by-step guide to getting Facebook leads?
Comment ‘Guide’ below, and I’ll send it to you!”
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I go into more detail about different
types of content, and provide detailed

examples in Chapter 3. 
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Understanding who your audience is, where they are, and how to speak to
them is what separates struggling entrepreneurs from those who
consistently generate leads on Facebook.

Identify your ideal customer – Know their pain points, desires, and behaviors.

Find them on Facebook – Join the right groups, pages, and communities.
Start researching where your audience hangs out on Facebook—whether in
groups or on specific pages.

Speak their language – Create content that resonates, engages, and converts.
Begin crafting content that speaks directly to their pain pointsand
interests.

Now that you know how to attract the right people, the next step is to turn
engagement into leads.
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FINAL THOUGHTS

ACTION STEPS!
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Facebook Groups are one of the most underrated tools for lead generation.
Unlike business pages, which rely on the algorithm and paid ads, groups
provide direct access to a highly engaged audience that shares common
interests.

If used correctly, Facebook Groups can become a steady stream of leads for
your business—without spending a cent on ads. The key is not to sell
immediately but to build trust, establish authority, and position yourself as a
valuable resource.

In this chapter, we’ll cover:

The power of niche groups and why they work for lead generation

How to position yourself as an authority (without being spammy)

The best way to engage effectively in groups to attract leads

How to post value-driven content that naturally brings leads to you

When and how to promote your offers organically without getting banned

Building & Growing Your Own Facebook Group for Consistent Leads

By the end of this chapter, you’ll know exactly how to leverage Facebook
Groups to attract high-quality leads, build relationships, and turn engagement
into real business opportunities—without feeling salesy or spammy.
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With Facebook Groups

GENERATING
LEADS

Chapter 3
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The Power of Niche Groups

Pre-qualified audiences
People join groups because they have a problem or interest related to the
niche. If you provide value, you’ll stand out.

Facebook Groups are built around specific interests and problems. This makes
them highly targeted, meaning the people inside are already looking for
solutions—which is exactly what you provide.

Why Facebook Groups Are So Powerful for Lead Generation:

High engagement 
Unlike pages, groups foster discussions, making it easier to build relationships
with potential clients.

Free organic reach
Posts in groups get more visibility than posts on a business page because
groups prioritize discussions.

A built-in audience 
Instead of trying to grow your own group immediately, you can tap into existing
active groups with thousands of members.
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How to Position Yourself as an Authority
(Without Being Spammy)

Most entrepreneurs fail in Facebook Groups because they treat them like
billboards instead of networking events. If you go in and start posting about
your offer immediately, you’ll get ignored—or worse, banned.

How to Become a Trusted Authority in Facebook Groups:

01 Show up consistently
Post, comment, and engage at least 3-5 times a week so members
recognize your name.

02 Solve problems for free
Answer questions, provide quick wins, and offer insights to show you
know what you’re talking about.

03 Share success stories
Talk about results you’ve achieved for yourself or others to establish
credibility.

04 Be genuine 
Don’t just post and leave. Engage in conversations, ask questions, and
connect with members.

Instead of saying, “I offer lead generation coaching, DM me for details,” say:
“I used to struggle with getting leads on Facebook. After testing different
strategies, I found one that consistently brings in high-quality leads. Here’s what
worked for me…”

EXAMPLE:
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Engaging Effectively:
Commenting, Sharing Insights, and Starting Discussions

Engagement is what drives visibility and trust inside a Facebook Group. If you
consistently comment on posts, answer questions, and provide insights,
people will naturally check out your profile—which is where they’ll find your
offers.

The Best Ways to Engage in Groups:

01 Comment on posts daily
Answer questions with valuable insights, not just short responses.

02 Be the first to help 
Whenever someone asks for advice related to your niche, respond
quickly with a helpful tip.

03 Start meaningful discussions
Ask thought-provoking questions related to your industry to spark
engagement.

04 Give before you take
Avoid dropping links or promoting yourself right away. Instead, offer
genuine help first.

Instead of: “I can help with this. DM me.”
Try: “Great question! I’ve worked with many entrepreneurs struggling with
this. One thing that really helps is [insert valuable tip]. Let me know if you
want more details!”

Example of a Great Comment:
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Posting Value-Driven Content That
Attracts Inbound Leads

The most effective way to generate leads inside a Facebook Group is by
consistently sharing valuable, engaging content that positions you as an
authority. When your posts educate, inspire, or create conversations, people
naturally start seeing you as a go-to resource—and that’s when inbound leads
start flowing in.

High-Performing Post Types for Facebook Groups:

Storytelling Posts
Share personal experiences, struggles, and wins to create relatability and trust.
Authentic stories make people connect with you on a deeper level.

Educational Posts
Teach something valuable with actionable tips, step-by-step guides, or quick
insights that help solve a problem. This builds credibility and positions you as
an expert.

Engagement Posts
Ask open-ended questions, conduct polls, or spark discussions that encourage
group members to participate. Increased engagement boosts visibility and
builds relationships.
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Mini Case Studies
Share client success stories or your own business transformations to
demonstrate real-life results and show the impact of your expertise.

Behind-the-Scenes Insights 
Give a glimpse into your daily work, lessons learned, or exclusive tips from
your experience. People love to see the ‘real’ side of your business.

Why this works:

Example of a Value-Driven Post:

“When I first started, I thought posting every day would bring me leads… but I
was wrong. Here’s what actually worked: [Insert quick strategy]. Who else has

tried this?”

By consistently posting the right mix of content, you’ll build trust, increase
engagement, and create a community where leads come to you—without
needing to chase them down.

It shares a personal story (relatable)

It provides value (teaches something)

It invites engagement (asks a question)
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When and How to Promote 
Your Offers Organically

Once you’ve built trust and engagement, people will naturally check out your
profile or ask about your services.

How to Promote Without Being Pushy:

01 Use call-to-actions (CTAs) in your posts 
At the end of a value post, add a soft CTA like: “If you want my full
strategy, DM me or comment ‘info’ below.”

02 Offer a free resource
Create a lead magnet (checklist, guide, training) and invite group
members to grab it. Example: “Want my free Facebook Lead Checklist?
Drop a comment, and I’ll send it to you!”

03 Leverage curiosity posts 
Share success stories and hint at your services without directly selling.
Example: “One of my clients used this strategy and booked 5 sales calls
in a week. If you want to know how, let me know!”

04 Participate in promo days
Many groups allow promotional posts on specific days. Use this
opportunity to share your offer strategically.

The key to organic promotion is to provide so much value that your
audience wants to know more. Focus on helping first, and selling will
happen naturally. 

PRO TIP:
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Facebook Groups are an incredible tool for generating leads—if you use them
correctly.

Find niche groups with active, engaged members.
Find and join 5-10 groups where your ideal clients spend time.

Position yourself as an authority by providing value first.

Engage consistently—comment, share insights, and start discussions.
Begin contributing by commenting, sharing insights, andstarting
discussions to position yourself as an authority.

Post valuable content that naturally attracts leads.

Promote organically through CTAs, free resources, and curiosity posts.
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FINAL THOUGHTS

ACTION STEPS!
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Building & Growing Your Own
Facebook Group

YOUR OWN
GROUP 

Chapter 4
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If you want long-term, high-quality leads on autopilot, having your own
Facebook Group is one of the best strategies. Unlike relying on other people’s
groups, where you have limited control, your own group puts you in charge—
allowing you to create a highly engaged community that trusts you and
naturally converts into leads.

Why Having Your Own Facebook Group Is a Game-Changer
Running a Facebook Group is one of the most powerful ways to generate
consistent, high-quality leads. Unlike a page, where visibility depends on the
algorithm, a group fosters community and trust, making sales feel natural
instead of forced.

Growing your group organically takes time, but
it’s absolutely doable. I’ve built mine from the

ground up, and while slow growth can feel
discouraging, consistency is key. Keep following

the process, stay engaged, and trust that
momentum will build. Once it starts flowing,

growth becomes steady and sustainable. Stay
patient, keep showing up, and remember—every
successful community started with just a few

dedicated members.
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A long-term lead source: Once your group is established, leads will
come to you instead of you chasing them.

Zero ad spend: You can grow your business without spending
money on ads.

Instant credibility: As the group owner, you’re automatically seen
as the go-to expert.

A built-in audience: You have direct access to a targeted
community of potential clients who are already interested in your
niche.

Higher organic reach: Facebook prioritizes group discussions,
making it easier to get your content seen.

The Benefits of Owning Your Own Group:
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"Owning your own group isn’t just about
building a community—it’s about

creating a thriving ecosystem where
your ideal clients come to you. Nurture
it, provide value, and watch it become a
goldmine of opportunities, connections,

and business growth."
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01 Choosing the Right Group Name: 
Your group’s name should be clear, searchable, and relevant to your
niche. It should immediately tell people who it’s for and what they’ll gain
from joining.

Examples of Strong Facebook Group Names:
 6-Figure Coaches & Consultants: Marketing & Sales Strategies
 Ecommerce Growth Hub: Scale Your Online Store
 Women Entrepreneurs Network: Build, Scale & Thrive

Pro Tip: Use keywords in your group name to make it easier for people
to find.
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Setting Up Your Group for Success From
Day One

Before launching your group, it’s important to set it up strategically so it
attracts the right people and positions you as a leader.

02 Writing a Compelling Group Description: 
Your group description should clearly explain:

 Who the group is for
 What members will gain
 What kind of content and discussions happen inside

Example: Welcome to [Group Name] – the #1 community for [target
audience] who want to [achieve a goal]. In this group, we share
strategies, insights, and support to help you [benefit]. If you’re ready to
[outcome], you’re in the right place!
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03 Setting Group Rules to Maintain Quality
Clear group rules help keep engagement high and prevent spam.

Essential Facebook Group Rules: 
No spam or self-promotion (except on promo days)
Be respectful and provide value
Only share relevant content
Engage and contribute to the community

Pro Tip: Well-structured group rules don’t just prevent spam—they
set the tone for a high-quality, engaged community. Pin your rules,
enforce them consistently, and lead by example to attract the right
members! 

04 Optimizing the Group Cover Photo & Welcome Post
Your cover photo should include:

Your group name
A tagline or key benefit
A call-to-action (CTA) encouraging people to engage

Your welcome post should:
Introduce yourself and the purpose of the group
Tell new members what to expect
Encourage them to engage (drop an intro post, answer a question,
etc.)

Example: Welcome to [Group Name]! I’m [Your Name], and I created this
group to help [target audience] achieve [goal]. Drop a comment below
introducing yourself—let’s build something amazing together!
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Growing Your Group With the Right People
Now that your group is set up, the next step is getting high-quality
members who are likely to become leads and clients.

Strategies to Grow Your Group Fast:
Leverage your personal profile

Add a CTA in your bio and pinned post: “Join my free group: [Group
Link]”

Use Facebook Group Invites
Invite ideal people (but avoid adding random friends).

Mention your group in other Facebook Groups
When engaging in other groups, naturally mention your group if it’s
relevant.

Create a lead magnet that leads to your group
Example: “Get my free guide on [topic] – available inside my
Facebook Group!”

Promote your group on other platforms
Share the link in your email signature, website, and Instagram bio.

Pro Tip: Focus on quality over quantity. A smaller, engaged group is
better than a large, inactive one.

05
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06 Keeping Engagement High & Building a Strong Community
A dead group won’t generate leads. The more engagement your group
has, the more Facebook will show your content to members.

How to Keep Your Group Active: 
 Post daily or at least 3-5 times a week
 Mix up post types – Polls, questions, tips, live videos, success
stories
Tag members in posts to encourage participation
Use themed days (e.g., Motivation Monday, Q&A Thursday,
Promo Friday)
Respond to every comment to keep discussions going

Example Post to Boost Engagement: “What’s your biggest challenge
with [your niche]? Drop it below, and I’ll share a tip!”

Why this works:
It invites comments (which boosts group visibility)
It positions you as an expert by offering solutions
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07 Turning Engaged Members Into Paying Clients (Without Being Salesy)
Once your group is active, leads will naturally come your way—if you
position yourself correctly.

How to Convert Group Members Into Clients:

Use call-to-actions in your posts: 
Example: “Want my full strategy? DM me ‘info,’ and I’ll send details!”

Offer a free resource in exchange for emails: 
“Get my free checklist inside the group. Comment ‘guide,’ and I’ll
send it to you!”

Host live Q&A sessions: 
This builds trust and allows you to introduce your offer naturally.

Pin a post with your offer: 
Have a pinned post that explains what you do and how members
can work with you.

Make use of promo days: 
If you allow members to promote, take advantage of these days to
showcase your services too.

Example Soft Sell Post:
“One of my clients used this strategy and got 10 leads in a week. If you
want to learn the full process, let’s chat—drop ‘info’ in the comments!”

This keeps selling subtle yet effective, so people feel excited rather
than pressured.

By following these steps, your Facebook Group will become a powerful asset
for your business, bringing in warm leads daily—without relying on ads!
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Using a Customized Welcome Post to
Drive Leads & Engagement 

One of the most powerful yet underused strategies for generating leads and
building a thriving community is customizing your group’s welcome post and
automating it with Admin Assist. This method allows you to advertise
effortlessly, engage new members instantly, and set the tone for your
community.
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Creates Instant Connection: By tagging new members, you make them feel
acknowledged and part of the community from the start.

Introduces Your Brand and Group’s Purpose: A strong first impression helps
members understand what the group is about and what they can expect.
Encourages Engagement: A well-structured welcome post can prompt new
members to comment, introduce themselves, or take a specific action (like
checking out a pinned post or resource).

Why This Works:

A well-crafted welcome post is one of the most
effective ways to introduce new members to your
group, set the tone, and drive engagement.
Instead of a generic greeting, a custom welcome
post helps members feel seen, valued, and excited
to participate.
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01 Create a Custom Welcome Post
Write a friendly yet strategic welcome message.
Include a CTA directing new members to a freebie, website, or
resource.
Add a custom image with your branding, so it stands out visually.

Pro Tip: Keep it short, and to the point!

How to Set It Up:

02 Use a Clickable Link
If your link is too long shorten it (e.g., with Bitly) to keep it clean.
Place it naturally in the text so it flows, not just dumped at the end.

03 Automate with Admin Assist
Go to Admin Tools > Admin Assist.
Set a rule to automatically tag new members in your welcome post.
(You can tag up to 300 new members at a time) 
This ensures every new member sees it, boosting visibility and
engagement.

Pin your welcome post for extra exposure and edit it periodically to
keep it fresh!
Rotate different welcome post formats to keep things fresh—one week
with an image, another with a video, and another featuring a special
resource. This keeps engagement high and gives you more marketing
opportunities!

PRO TIPS:

By making your welcome post more engaging and strategic, you not only
create a great first impression but also convert passive members into active
participants—and eventually, into leads and customers. 

This simple but powerful automation ensures every new member gets
welcomed, sees your offer, and engages with your group from day one. 
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Understanding the Point System on
Facebook Groups 

and How to Increase Your Reach!

Facebook Groups use a point system to determine how visible your posts are
to members. The more points you accumulate, the more likely your posts will
be seen by a wider audience—leading to better engagement and a stronger
community!
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Engagement is Key: Every time someone likes, comments, or shares your post,
you earn points. The more interaction you get, the higher your post’s visibility.

Quality Posts Matter: Facebook favors meaningful content that sparks
discussions or adds value to the group. Posts that encourage participation or
share useful insights tend to earn more points.

Active Participation: The more you engage with other posts—liking,
commenting, and sharing—you’ll not only increase your points but also build
relationships within the group, leading to even more exposure for your own
posts.

Here’s how the system works:
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Post Regularly: Stay active in the group with valuable posts, updates, and
insights.

Encourage Engagement: Ask thought-provoking questions or share tips that
prompt others to comment or share their experiences.

Engage with Others: Don’t just post: Interact with other members’ posts. This
shows you’re invested in the community.

Use Visuals: Posts with images or videos tend to perform better than text-only
ones.

Consistency is Key: Keep showing up, keep engaging, and watch your points
(and your reach) grow!

How to Increase Your Points:

The more points you have, the more people will see your content, giving you
the chance to connect with even more amazing people in the community! 
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Reaching More Members on 
Your Group

Growing a Facebook group is one thing—getting your posts seen by members
is another. Even in a group with thousands of members, posts can struggle to
reach more than a small percentage. Here’s why that happens and what you
can do to ensure your content gets the visibility it deserves.

Why Your Group Posts Have Low Reach: 
Facebook’s algorithm prioritizes content that generates quick and meaningful
engagement. If a post doesn’t receive early interactions, Facebook assumes
it’s not valuable and limits its exposure.

Key Factors That Affect Post Visibility:
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Low Initial Engagement: Posts that don’t get early likes or comments won’t be
shown to many members.

Inactive Members: Many group members don’t log in regularly, reducing
overall engagement.

High Post Volume: In larger, active groups, posts can get buried quickly.
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01 Create Posts That Spark Conversations
Engagement-driven posts perform best. Here are some ideas:

Share relatable situations and invite opinions (e.g., “What’s one
mindset shift that changed your business?”).
Use interactive formats like “this or that” (e.g., “Would you rather
have unlimited time or unlimited money?”).
Tell a story and ask for feedback or similar experiences.

Pro Tip: The first 30 minutes after posting are critical. Posts that
receive engagement early are shown to more members!
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How to Boost Post Reach in Your Group
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02 Use Facebook-Preferred Formats
Certain post types naturally gain more traction:

Polls: Encourage quick, easy participation (e.g., “What’s your
biggest focus this month: marketing, sales, or networking?”).
Reels & Videos: Facebook prioritizes short, engaging videos.
Bold Visuals: Use eye-catching images, quotes, or memes to stand
out in the feed.

Pro Tip: Tag Active Members (When Relevant!)
Tag @everyone in the posts you want to gain the most traction on.
But, do not do this often! You do not want to annoy your members. 
Tag @highlight and it will notify your members that you have
highlighted a comment or post for them. 

I find that doing the tags in the comment, and not the actual post, works
best. 
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03 Post at the Right Time
Use Facebook Group Insights to determine peak activity times and
schedule posts accordingly for maximum visibility.

04 Encourage Member-Generated Content
Member posts often outperform admin posts because they feel more
personal and authentic. Prompt members to share:

Business wins, lessons, or challenges.
Favorite tools or strategies related to your niche.
Questions they need help with.
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05 Leverage Facebook’s Built-In Features
Announcements – Pin key posts to keep them visible.
Live Videos – Going live increases group engagement and reach.

06 Experiment with Post Length
Short and punchy posts work well for quick engagement, while longer
posts can build deeper conversations. Test both to see what resonates
with your audience.
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Cross Marketing:
How to Use Facebook Group Settings and Strategies

for Inviting Followers to Join Your Group

One of the easiest ways to grow your Facebook group is by using Facebook’s
automatic settings to invite your followers. If you’ve already built up a
following on your personal profile or business page, you can leverage this
feature to ensure that they’re aware of and invited to join your group.
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How to Use Facebook’s Automatic Invite Feature for Your Group:
Facebook has an automatic invite feature that allows you to invite your
followers to join your group without manually sending invites. Here’s how you
can set it up and make the most of this option:

01 Ensure Your Group Is Public:
The first thing you need to do is make sure that your Facebook group is
public. This makes it easier for people to find and join your group, as
well as be invited by Facebook’s system.

02 Link Your Group to Your Facebook Page:
Navigate to your Facebook Page and go to the Settings section.
Under the General tab, find Page Transparency and click on Group
Invites.
If you have an active Facebook group linked to your page, you’ll see
the option to enable the automatic invite feature. This will send an
automatic invitation to your followers to join your group.
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03 Set Up Automatic Invitations:
Once linked, Facebook will begin inviting your page followers
automatically to join your group. The more followers you have on
your page, the larger your reach becomes for inviting new members.

04 Engage & Monitor:
You’ll receive notifications whenever someone accepts the
invitation. Monitor the response, engage with new members, and
keep your group active by posting relevant content.

Pro Tip: 
You can, and should, regularly invite friends and followers to join your group,
even once this setting is activated. Because this setting only automates
invitations for new friends and followers. 

Inviting Friends & Followers to Join Your Group Manually
While automatic invitations can reach many people, there are still personal
strategies that you can use to encourage engagement and invite people who
are most likely to find value in your group.

01 Inviting Friends to Your Group:
To manually invite your Facebook friends to your group:

Go to your group and click on the “Invite” button located below the
cover photo or in the Members section.

A pop-up will appear with a list of your Facebook friends. From here,
you can select who to invite by clicking on their name, or you can
use the search bar to find specific people.

You can also invite people directly from posts in the News Feed or from
comments. If you engage with friends on posts or comment on their
content, you can casually mention your group by tagging it in the
conversation (rather than posting the group link directly).
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02 Inviting Followers from Your Business Page or Profile:
If you have a business page or personal profile with followers, you can
also invite them to join your Facebook group. Here’s how:

For Business Pages: On your business page, you can invite people
who engage with your posts to your group. Facebook allows you to
send group invites directly to people who have liked, commented, or
shared your page content.

For Personal Profiles: Similarly, on your personal profile, you can
manually send invites to people who are active on your posts. Since
your personal network is a key audience, invite them directly to join
the group or simply engage with them via posts to keep your group
in their minds.
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Engaging with Other Posts & Groups to Encourage Group Growth
Cross-promotion is one of the most powerful tools you can use to grow your
Facebook group. Here’s how you can do it:

01 Commenting in Other Groups:
Engage in other Facebook groups related to your niche or target
audience. When you add value in these groups, it’s an opportunity to
subtly invite others to join your own group. Here’s how:

Be helpful and authentic: Instead of spamming people with a link to
your group, offer value in your comments. Share insightful answers
or advice based on your experience.

Tag Your Group: In your comments, tag your group (using the group
name or @mention) rather than posting the link. Many groups have
rules against posting links directly, so tagging your group is a safer
option.

Engage without spamming: When you see opportunities to naturally
talk about the benefits of your group, mention it in the context of
offering helpful resources that may help others. For example, “If
you’re looking for more insights on this, I actually have a community
where we discuss this in detail—feel free to check it out!”
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02 Commenting on Popular Posts in Your Niche:
Look for popular posts or trending conversations in your niche. When
you comment on these posts, don’t just engage—make sure to drop a
hint about your group. For instance, “This is such a great discussion! In
my group, we also talk about strategies for [topic]. Feel free to join if
you’re interested!” 
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03 Engage on Your Personal Profile:
On your personal Facebook profile, share posts related to the themes of
your group and encourage people to join the conversation by tagging
your group (instead of sharing links). Ask for feedback, spark
conversations, and subtly encourage those interested to follow or join
your group for more in-depth discussions.
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Inviting Followers to Like Your Page
Cross-marketing doesn’t stop at your group—it’s just as important to invite
your friends and followers to follow your business page. Here’s how to
effectively invite people to follow your page:

01 Invite People from Your Profile:
From Your Personal Profile: On your personal Facebook profile, you
can invite your friends to follow your business page by simply going
to your Page, clicking on the three dots (more options) below your
cover photo, and selecting Invite Friends.

Engage Regularly: Whenever you post something on your personal
profile, include a call-to-action that encourages followers to visit
your business page for more content.

02 Invite People from Your Group:
Once people have joined your group, encourage them to follow your
page by posting a call to action. A message like “If you enjoy the
content here, make sure to follow us on our page for even more
insights!” is a gentle way of cross-promoting without being too pushy.

03 Invite Followers from Your Posts and Comments:
Whether it’s in a post or comment, don’t forget to tell your followers to
follow your page. Rather than simply saying, “Follow my page,” make it
part of the conversation: “If you’re enjoying this discussion and want to
stay updated with more tips, follow our page for more resources!”
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Conclusion: Cross-Marketing is Key
The key to successful cross-marketing is consistency and value. You want to
connect your Facebook group, personal profile, and business page in a way
that makes sense to your audience while also being mindful of Facebook’s
rules about link sharing. By inviting friends, followers, and engaging across
multiple platforms—whether in your group, on your business page, or through
your personal profile—you create a synergy that amplifies the reach of all your
efforts.

By cross-marketing as much as possible, you’re not just growing your group or
page; you’re building a community that thrives because people trust and enjoy
the value you’re offering.

My Cross Marketing Circle: 
Everyone who interacts with my profile gets invited to follow my profile, once
they follow my profile they get invited to my group, and to follow my page. 

Everyone who interacts in my group gets invited to follow my profile and my
page. 

Everyone who interacts on my page gets invited to join my group. 

This way I am getting exposure, and engagement, on all my platforms. 
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By following these strategies, you’ll turn Facebook Groups into a lead-
generation machine, bringing in high-quality leads without paid ads.

Owning a Facebook Group is one of the best ways to build a community,
establish yourself as an expert, and generate leads on autopilot.

Building an engaged group isn’t just about numbers—it’s about fostering real
conversations. By focusing on engagement strategies and optimizing your
posts, you’ll see an increase in reach, interaction, and overall group activity.

Set up your group strategically with the right name, description, and rules.

Grow your group with ideal members (not just anyone).
Keep engagement high by posting valuable content consistently.

Convert members into clients organically without sounding salesy.
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FINAL THOUGHTS

ACTION STEPS!
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Content is the lifeblood of lead generation on Facebook. 

Without the right content strategy, you’re just another account in the feed. But
when you post strategic, intentional content, you attract the right people—
those who see your value, trust you, and eventually become paying clients.

In this chapter, we’ll break down:

The 3 types of content that generate high-quality leads

How to use storytelling to connect with your audience

The power of social proof and testimonials to build credibility

By mastering the art of value-driven content, you can turn your Facebook
presence into a lead-generating machine—attracting, nurturing, and converting
your audience without relying on ads.

Let’s dive in!

For lead generation

CONTENT
STRATEGY

Chapter 5
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The 3 Types of Content That Generate
Leads

Not all content is created equal. If your goal is to attract leads, your content
must be strategically designed to position you as an expert, build relationships,
and create opportunities for conversion.

01 Value-Based Content: Educate & Position Yourself as the Expert
People follow those who give them value. The more valuable your
content, the more trust you build—and trust is what leads to sales.

What is value-based content?
Educational posts (how-to guides, industry insights, expert tips)
Myth-busting posts (debunking common misconceptions in your
industry)
Step-by-step strategies (actionable advice your audience can use
immediately)

Example Post:
“Struggling to get leads on Facebook? Here’s my 3-step process to
attract ideal clients organically… (break it down step-by-step).”

Why this works:
It positions you as an expert.
It shows your audience you understand their problems and can
help.
It creates engagement—people will ask questions, comment, and
even message you.
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02 Engagement Content: Build Connection & Trust
People buy from those they know, like, and trust. The best way to build
connection and relatability is through engaging content that makes your
audience feel seen.

What is engagement content?
Personal stories (your journey, struggles, wins, lessons)
Behind-the-scenes posts (showing your work, process, or personal
life)
Relatable experiences (things your audience can see themselves in)
Interactive content (polls, “fill in the blank” posts, open-ended
questions)

Example Storytelling Post:
“5 years ago, I was struggling to get clients. I spent hours posting but
got ZERO responses. It felt hopeless. Then, I discovered a simple
strategy that changed everything… (share your breakthrough and key
lesson).”

Why this works:
It makes people relate to your journey.
It humanizes your brand—people connect with stories.
It makes your success feel attainable to your audience.

Example Interactive Post:
“What’s your biggest challenge with [your niche]? Drop it in the
comments, and I’ll share my best tip!”

Why this works:
It encourages engagement, boosting visibility.
It helps you understand your audience’s struggles.
It opens the door for DM conversations (which can lead to sales).

(C)  THE ULTIMATE GUIDE TO GETTING LEADS ON FACEBOOK   |   CHANTELLE MORRISON 70



03 Call-to-Action (CTA) Content: Convert Followers Into Leads
If you don’t tell people how to take the next step, they won’t. Call-to-
action content is what turns your audience into actual leads by directing
them to your offers, freebies, or services.

What is CTA content?
Lead magnet posts (free guides, checklists, templates in exchange
for emails)
DM-based CTAs (ask people to comment or message you for more
info)
Offer posts (promoting your services, coaching, or products)
Testimonial posts (sharing client results to encourage sign-ups)

Example CTA Post (Soft Sell):
“I just put together a FREE guide on how to generate leads on
Facebook. Want it? Comment ‘guide,’ and I’ll send it over!”

Why this works:
It feels natural, not pushy.
It encourages direct interaction (moving people into your inbox).
It allows you to build your email list for future marketing.

Example CTA Post (Offer):
“If you’re ready to get [specific result] without [common struggle], let’s
chat. I’m opening up 3 spots this week for [service/program]. Drop ‘info’
below, and I’ll send you the details!”

Why this works:
It creates urgency and exclusivity.
It filters interested people without sounding salesy.
It keeps the conversation in DMs, where conversion rates are
higher.
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Example Storytelling Post:
“I remember sitting at my desk, staring at my screen, feeling like I’d never figure
out how to get leads. I had tried everything—posting daily, joining groups, even
running ads—but NOTHING worked. Then, I learned one key strategy that
changed everything. Want to know what it was? Drop ‘strategy’ below!”

Why this works:
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Using Storytelling to Make People 
Relate to You

Storytelling is the secret weapon of high-converting content. Why? Because
facts tell, but stories sell.

How to Use Storytelling in Your Content:

Show your transformation: Share where you started vs. where you are now.

Talk about failures: People connect more with struggles than with perfection.

Make it emotional: The more emotion in your story, the stronger the
connection.

End with a lesson or CTA: Give them an insight or a way to take action.

It hooks the reader emotionally.

It creates curiosity (encouraging comments).

It leads naturally into a conversation or offer.
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Example of one of my storytelling posts: 
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Example Social Proof Post:
“[Client Name] went from struggling to get leads to booking 5 new clients in just
2 weeks using my method! So proud of them! If you want to see the same results,
drop ‘info’ below.”

Why this works:
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How to Use Testimonials & Social Proof
Effectively

Social proof is one of the most powerful ways to generate leads. When people
see others getting results, they feel more confident in working with you.

Ways to Use Social Proof in Your Content:

Share screenshots of client messages or wins

Post video testimonials (even short clips work!)

Turn testimonials into a story (explain where the client started vs. where they
are now)

Showcase numbers and data (if applicable, e.g., “I helped my client grow from
5 to 50 leads per week”)

It builds credibility and trust.

It creates FOMO (people want the same success).

It encourages DMs, which lead to sales.
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Example of one of my testimonial posts: 
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Content is what drives lead generation on Facebook. 

By consistently posting a mix of value-based, engagement, and CTA content,
you create an ecosystem where leads come to you naturally.

Educate with value – Show your audience you’re the expert.
Plan to post consistently, focusing on providing value firstbefore
promoting your services.

Engage with storytelling – Build connection and trust.
Create a content calendar with a mix of value, engagement, andCTA posts.

Convert with CTAs – Guide people toward working with you.

When you combine value, connection, and clear calls to action, you create a
lead generation system that works for you—attracting the right people and
turning them into loyal clients.
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FINAL THOUGHTS

ACTION STEPS!
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In the world of Facebook lead generation, Direct Messages (DMs) can be your
most powerful tool for converting leads into clients—but only if used correctly. 

When done right, DMs give you the chance to build a personal connection,
answer questions, and ultimately close the sale without feeling “salesy.”

In this chapter, we’ll break down:

How to start conversations naturally and organically

The 3-step message formula: Engage, Qualify, Offer

Common mistakes to avoid in DMs that could drive leads away

How to close the deal without sounding pushy or sales-driven

Ready to turn your DMs into a lead-converting machine?

Let’s dive in!

For lead conversion

LEVERAGING
FACEBOOK DM'S

Chapter 6
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How to Start Conversations Naturally

Starting conversations in a way that feels authentic is essential for building
rapport and trust. The key here is to connect before you pitch. If you come
across as pushy right away, you’ll lose the chance to engage in meaningful
conversations.

Ways to Start Conversations Without Being Pushy:

01 Engage on posts first 
Comment on their posts and engage with their content before sliding
into DMs. This creates familiarity.

02 Send personalized messages
Instead of a generic “Hey, I noticed you’re interested in [topic],” try
something like, “Hey [Name], I saw your post about [specific detail]. I
totally agree with you on [topic].” This shows genuine interest and
doesn’t feel like a canned message.

03 Ask open-ended questions
Rather than jumping straight into a sales pitch, ask something like,
“How has [related topic] been going for you lately?”

04 Share value upfront
If someone’s engaging with your content, take that as an opportunity to
offer them something valuable. For example, “I’ve just put together a
free guide on [topic]. Would you like me to send it to you?”
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Never pitch a sale in your first message—focus on building a real
connection first. A natural, value-driven conversation makes people far
more likely to be open to your offer when the time is right.

PRO TIP:

Why this works:

It starts with a genuine connection, not a sales conversation.

It feels organic, making the other person more open to chatting.

It avoids coming off as a “cold message,” which most people ignore.

Authentic conversations build trust—focus on connection first, and sales will
follow naturally.
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Outreach Strategies: 
Choosing the Right Approach

When it comes to outreach, the way you introduce your offer can vary
significantly depending on your goals and business model. This section will
cover two approaches to outreach:
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This approach is typically used for higher volume and quick-to-convert offers.
It focuses on getting your message out to as many potential clients as
possible and quickly moving them through the decision-making process. If
your business model revolves around a lower-priced offer or a product with a
clear value proposition, this is an effective method.

Who It Works For: 
Product-based businesses or services that solve a specific pain
point quickly.
Online courses or one-time purchases.
Businesses that need to reach a larger audience in a short time.
If you’re targeting cold leads who don’t need much relationship-
building.

Method 1: Mass Outreach (Get to the Point Fast)
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The Script:
Subject Line/First Sentence: Keep it clear and attention-grabbing.

Example: “Are you ready to [achieve desired result] in
[timeframe]?”
Example: “I’ve got a quick solution for [specific pain point].”

Main Message: Be direct and get to the point immediately.
Example: “I’m reaching out because we’ve helped businesses
like yours [solve specific problem]. I’d love to offer you a
[product/service] that will help you [achieve specific result]. Are
you open to learning more?”

Call-to-Action (CTA): Make it easy for them to take action.
Example: “Let me know if you’re interested, and I’ll send over
more details.”
Example: “Click here to book a time for a quick chat to see if
this is the right fit for you.”

Benefits:
Scalable: You can reach a lot of people in a short period of time.
Efficient: This method is direct and to the point.
Fast Decision-Making: Helps prospects decide quickly if your offer
is right for them.

Challenges:
It can feel impersonal and cold to prospects, especially if they’re
unfamiliar with your brand.
There’s a higher chance of rejection due to the lack of
customization.
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Method 1 (Mass Outreach) is ideal if:

You have a standardized offer that’s easy to explain and can quickly attract
leads.

Your sales cycle is short, and you’re targeting cold leads who need a quick
solution.

You want to scale your outreach to a large number of people with minimal
effort.
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This method focuses on quality over quantity, taking time to build rapport and
trust before introducing your offer. It’s more personalized and is effective for
high-ticket offers or relationship-based services where trust and understanding
are essential.

Who It Works For: 
Coaching or consulting services.
High-ticket offers where customers need time to make an informed
decision.
Businesses with a longer sales cycle that require trust-building.
Niche markets where a personalized approach is necessary to
stand out.

Method 2: Fewer but Deeper Conversations (Build Rapport First)
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The Script:
Subject Line/First Sentence: Begin with something engaging and
non-salesy.

Example: “I saw that you’re working on [specific project], and I’d
love to share some insights.”
Example: “How are you handling [specific challenge]? I have a
few thoughts.”

Main Message: Start with an open-ended question to understand
their needs, then share value-based insights before introducing
your offer.

Example: “I’ve been working with businesses like yours to
[solve specific problem]. I’d love to hear more about what
you’re currently facing—what’s your biggest challenge right
now when it comes to [relevant area]?”
Example: “I’ve helped others in your industry [mention success
story or result]. Based on what you’ve shared, I think there’s a
real opportunity here. Let’s talk about how we can tailor a
solution for you.”
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Call-to-Action (CTA): Once you’ve built some rapport, invite them
to a more personalized conversation.

Example: “If you’re interested, I’d be happy to hop on a quick
15-minute strategy call to discuss how we can move things
forward.”
Example: “Let’s schedule a chat to dive deeper into your current
situation and see how we can help you achieve your goals.”
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Benefits:
More personal and relationship-driven, which works well for
higher-ticket offers or complex services.
Trust-building: Prospects feel heard, understood, and valued
before you offer a solution.
Stronger Conversion: For warmer leads, this approach is more
likely to convert because you’re addressing their unique
challenges.

Challenges:
Time-consuming: Requires more effort, as you’re not reaching as
many people.
Slower results: Takes longer to get a response because you’re
focusing on fewer leads.
Requires more effort to personalize outreach and engage in
deeper conversations.
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Method 2 (Fewer but Deeper Conversations) works better if:

You’re selling higher-ticket services or offers that require a consultative sales
process.

Your business relies on relationship-building and providing tailored solutions.

You want to nurture long-term relationships with your clients and are willing to
invest time in each prospect.

(C)  THE ULTIMATE GUIDE TO GETTING LEADS ON FACEBOOK   |   CHANTELLE MORRISON

Ultimately, it’s possible to combine both methods depending on your situation.
For example, you could use mass outreach to attract a wide audience and then
follow up with deeper, personalized conversations to nurture the most
promising leads.
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The 3-Step Message Formula: 
Engage, Qualify, Offer

Once the conversation is flowing, it’s time to lead the chat towards a
conversion. This doesn’t mean rushing into a sales pitch—it’s about qualifying
the lead, providing value, and offering them a clear next step. 

Here’s how to do it:

01 Engage
This is the first stage, where your goal is to build rapport. Start by
acknowledging something they said or asking them more questions
about their pain points, goals, or challenges.

Example:
“I saw your post in [group] about [topic]. It sounds like you’re dealing
with [problem]. I totally understand how frustrating that can be. How
have you been managing it so far?”

Why this works:
It shows you care about their problem and are not just there to sell
something.
It gives you insights into their needs, helping you tailor your
approach.

Pro Tip: Commenting “I sent you a DM” is NOT engagement!!
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02 Qualify
In this step, you assess whether the person is a potential customer.
This is where you ask questions to understand whether they’re the right
fit for your product or service.

Example:
“That sounds like something we can definitely help with. Just out of
curiosity, have you tried [solution] before? Or is this something new for
you?”

Why this works:
It helps you determine if they’re a qualified lead.
It lets you tailor your offer to their specific needs.

Pro Tip: Before you DM them make sure you understand what they do, I
cannot tell you how many people have DM'd me and said “How is your
travel business going” or “I can get you more leads to your shopify
store”, but I am not involved in any of those industries! 
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03 Offer
Once you’ve built a relationship and identified that this person could
benefit from what you offer, it’s time to present your product or service.
However, the key here is to make the offer in a way that feels like a
natural solution, not a hard sell.

Example:
“Based on what you’ve shared, I think our [service/product] would be a
great fit for helping you with [problem]. It’s helped other people in a
similar situation, and I’d love to show you how it works. Would you be
open to hearing more about it?”

Why this works:
It feels like a natural next step, not a pitch.
It gives them the option to opt-in, rather than feeling pressured.
It opens the door for a sales conversation without forcing it.

Pro Tip: Listen to what they actually say, and not what you hear! Be sure
to offer them help that they feel they need, not what you think they
need! 
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What NOT to Do in DMs: Common
Mistakes That Push Leads Away

While DMs are a fantastic lead-conversion tool, there are several mistakes that
can push potential leads away. 

Here are a few of the most common pitfalls—and how to avoid them.

01 Being Too Salesy Too Soon
If your first message is a sales pitch, you’ll turn people off immediately.
Start by building rapport, not pitching your offer right away.

Solution:
Always open with a genuine question or comment about their content
or their needs.

02 Sending Generic Messages
Messages that feel automated or copy-pasted lack the personal touch
needed to build trust. People can spot a salesy message from a mile
away.

Solution:
Personalize your messages based on their activity or interests. It’s
more time-consuming, but it pays off in the long run.
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03 Ignoring Their Needs
If you don’t listen to your lead’s concerns and needs, you’ll come across
as pushy and out of touch. Every lead is unique, so don’t try to force
them into a one-size-fits-all solution.

Solution:
Ask thoughtful questions, actively listen, and offer solutions tailored to
their specific problem.

04 Not Following Up
A lot of leads get lost because people don’t follow up when a
conversation stalls. If someone shows interest but doesn’t commit right
away, don’t let them slip through the cracks.

Solution:
Politely follow up and offer additional value. For example, “Just
checking in to see if you had any more questions about
[service/product]. Let me know if you need anything!”
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Closing the Deal Without Sounding Salesy

The key to closing in DMs is to make it feel like a natural next step rather than
a high-pressure sales tactic. 

Here’s how to do it effectively:

01 Make the offer relevant 
Base your offer on the conversation and the pain points they’ve shared
with you.

02 Be transparent
Let them know exactly how your solution works and what they can
expect.

03 Use urgency 
Urgency is about creating pressure based on time—not availability. It’s
about making people feel like they need to act quickly because there’s a
time-sensitive element.

Example: “The price for this course increases tomorrow—sign up today
to lock in this rate!” or “Offer ends tonight at midnight—act fast!” 
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Why this works:

It feels like a collaborative decision, not a hard sell.

It gives the lead agency in making the decision, which makes them more
comfortable.

It closes the deal in a way that feels natural and respectful.
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05 Offer payment options 
Let them know the different ways they can get started with your offer,
whether it’s a payment plan, a discount, or a free trial.

06 Give them a choice
When it’s time to close, offer two options, such as, “Would you prefer to
get started now, or would next week work better for you?” This puts the
decision in their hands, rather than you pressuring them.

04 Use Scarcity 
Scarcity is about limiting the availability of something, creating the
impression that it might run out soon. This trigger taps into the fear of
missing out (FOMO), motivating potential customers to act quickly
before the opportunity is gone. 

Example: “Only 5 spots left for our VIP coaching program!” or “Only 3
units left at this price!”
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DMs can be a goldmine for lead conversion when used effectively. 

By following the 3-step message formula (Engage, Qualify, Offer), you can
start conversations that build relationships and result in conversions.

Avoid common mistakes like being too salesy, and instead focus on
providing value, listening, and offering solutions that genuinely help your

leads.
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FINAL THOUGHTS

Reach out to new leads or engage with people who comment on your posts.
Use the 3-step message formula to buildrelationships and offer your
services without being salesy.

ACTION STEPS!
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Generating leads is just the beginning. The real magic happens when you
convert those leads into paying clients. This process is often the most
challenging but also the most rewarding. 

The key to turning leads into clients lies in your ability to nurture relationships,
build trust, and offer genuine value without being pushy.

In this chapter, we’ll explore:

The follow-up process that turns prospects into clients

How to nurture leads without being pushy or overbearing

Let’s dive in and learn how to transform your leads into loyal clients!
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That PAY!

TURNING LEADS
INTO CLIENTS

Chapter 7
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Understanding Lead Types

Before crafting your email sequences, it’s crucial to recognize the three main
types of leads and tailor your messages accordingly.

01 Cold Leads:
These leads have just joined your list but haven’t engaged yet. They
may have downloaded a freebie, joined your Facebook group, or signed
up from an ad.

Goal: Warm them up, introduce yourself, and build trust.
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02 Warm Leads:
These leads open your emails, click links, and engage with content, but
haven’t made a purchase yet.

Goal: Keep nurturing them, providing value, and subtly introducing
offers.

03 Hot Leads:
These leads are engaged leads, who show clear buying intent (clicking
sales page links, replying to emails, asking questions about pricing,
etc.).

Goal: Encourage them to take action by reducing friction and
addressing objections.
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The Follow-Up Process That Works

Once you’ve captured a lead, following up is crucial to turning that lead into a
paying client. Many businesses lose out on potential sales simply because
they don’t follow up consistently or effectively. So, how do you turn your leads
into clients through follow-ups?

Best Practices for Following Up with Leads:

01 Timely Follow-Ups:
Don’t let your leads go cold. A prompt follow-up within 24 to 48 hours
after they express interest is essential. People are more likely to act
when the opportunity is still fresh in their minds.

02 Personalized Approach:
Avoid generic, one-size-fits-all messages. Personalize your follow-ups
to make your leads feel valued. Use their name, refer to previous
interactions, and mention something specific about their interest. A
personalized message increases the likelihood of a response and
conversion.

03 Multi-Channel Follow-Up:
Don’t limit yourself to just one method of follow-up. Use a combination
of Facebook messages, email, and phone calls (if appropriate). The
more touchpoints you have with a lead, the more likely they are to
convert.
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01 Day 1:
Initial thank you message and introduction.

Set Up a Follow-Up Sequence:

Creating an automated follow-up sequence (via email or Facebook messages)
can save time and ensure no lead falls through the cracks. Use a series of
messages that provide value and gradually lead the prospect toward making a
purchase.

Example Follow-Up Sequence:

02 Day 3: 
Offer additional value (tip, resource, or insight).

03 Day 5:
Address common objections and showcase testimonials or social
proof.

04 Day 7:
Special offer or CTA to close the deal.

Why this works: 

Timely and personalized follow-ups increase response rates and move
prospects closer to conversion.

A multi-channel follow-up strategy helps you stay top-of-mind and engage
leads on their preferred platform.
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How to Nurture Leads Without Being
Pushy

Nurturing your leads effectively is essential for long-term success. However,
the fine line between nurturing and being too aggressive is crucial to avoid. If
you come across as overly sales-driven, your leads will likely disengage.
Instead, focus on providing value and building a relationship that naturally
leads to a sale.

Strategies to Nurture Leads Effectively:

01 Provide Value:
Share useful resources, tips, insights, and helpful content that is aligned
with your leads’ interests and challenges. The more value you provide
upfront, the more likely they are to trust you and eventually purchase
from you.

02 Be Patient:
Lead nurturing isn’t about closing the deal immediately. Take the time
to build trust and rapport. It may take several touchpoints and
consistent value before a lead is ready to make a purchase decision.

03 Offer Solutions, Not Just Products:
Instead of focusing on selling, focus on solving a specific pain point or
challenge your lead is facing. Offer advice or insights that position you
as a knowledgeable resource, rather than just a salesperson.
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04 Use Content to Build Trust:
Utilize blog posts, videos, podcasts, and other content forms to
demonstrate your expertise and establish authority. This will help
potential clients trust that you have the experience and knowledge to
meet their needs.

05 Respect Boundaries:
Always be respectful of your lead’s time and boundaries. If someone
isn’t responding, don’t bombard them with multiple follow-ups. Instead,
send one or two thoughtful follow-up messages and give them space to
reach out on their own terms.

Why this works: 

Providing value builds trust and credibility, which is essential for conversions.

Being patient and not pushy allows you to develop a genuine relationship with
your leads.

Offering solutions first makes it easier to position your product as the logical
next step in solving a lead’s problem.
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By following these actionable steps and utilizing the right tools, you’re on
your way to building a powerful lead-generation machine using Facebook.
The key is consistency—implementing what you’ve learned, tracking your

results, and refining your approach over time.

The more you engage with your leads, the more trust you’ll build, and the
easier it will be to convert them into paying clients. Remember, this process

isn’t about overnight success, but about building long-term relationships that
lead to sustainable business growth.
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FINAL THOUGHTS

Now, go ahead and start implementing the strategies you’ve learned—your
future clients are just a conversation away!

I am not going to go into the sales process in this guide, that's a guide for
another day! But, we do cover this in the Coachpreneur Academy, if you have

not join the Academy yet, you can sign up here!

Create a follow-up sequence (via email and Facebook messages) to stay
connected with your leads and keep them warm.

Automate where possible using email marketing tools.

ACTION STEPS!
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In this chapter, we explore how to leverage automation to streamline and
enhance your lead generation efforts, particularly on Facebook. We’ll cover
tools and strategies that can help you automatically capture and nurture leads,
ultimately driving long-term conversions and maximizing customer value.

Here is what we will cover in this chapter: 
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AUTOMATIONS
FOR LEADS

Chapter 8

Automation Apps for Lead Generation on Facebook

The Power of Email Lists and Facebook Groups for Long-Term Conversions

Understanding Lead Types

Email Sequences for Different Types of Leads

Facebook lead automations are a powerful investment for entrepreneurs
because they streamline the process of collecting leads and nurturing them
with minimal effort. By integrating email collection and automated email
sequences, you not only save time (and as we all know, time is money), but
also ensure consistent follow-ups without the manual workload. This allows
you to focus your energy on high-priority tasks like sales, building
relationships, and scaling your business, while your automated system works
in the background to keep your leads engaged and ready to convert. It’s a
smart, cost-effective solution that drives efficiency and growth.

By the end of this chapter, you’ll have a clear understanding of how to
automate lead generation and nurture them through email sequences,
ensuring long-term relationships and increased sales.
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Automation Apps for Lead Generation on
Facebook

One of the easiest ways to grow your email list is by collecting emails when
people request to join your Facebook group. Instead of manually copying
emails, you can automate the process so emails go directly into your email
marketing system.

Here’s how to set up email capture from Facebook group questions and
connect it to an email autoresponder.

01 Add an Email Capture Question to Your Group Membership Questions:
When setting up membership questions for your Facebook group,
include one that asks for their email.

Example:
“Would you like free weekly tips & strategies sent to your inbox? Drop
your best email below (optional, but highly recommended!).”

Important note: Make sure you clearly state how they’ll benefit from
giving their email. Instead of just saying “Enter your email,” highlight
that they’ll get exclusive tips, resources, or a freebie.
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02 Automate Email Collection:
Facebook does not automatically save group answers, so you need a
tool to extract emails and send them to your email platform. A great
option is Group Leads; A Chrome extension that pulls emails from
group answers and sends them to your CRM or Google Sheet.

How to Set It Up with Group Leads:
Group Leads is a Chrome extension that automates email collection
from Facebook group membership questions and sends the emails to
your email list, CRM, or Google Sheets.

Step 1: Install the Group Leads Chrome extension from the
Chrome Web Store.
Step 2: Open Facebook in Google Chrome and go to your
Facebook Group.
Step 3: Click on the Group Leads extension icon in your browser.
Step 4: Select the Facebook group you want to automate.
Step 5: Set up where you want to save emails—choose a CRM,
email marketing platform (Mailchimp, ConvertKit,
ActiveCampaign, etc.), or Google Sheets.
Step 6: Map the email field from your group membership
questions to the correct column in your email platform.
Step 7: Click Save & Activate.

Now, every time someone answers your group membership questions
and enters their email, Group Leads will automatically add them to
your list!
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Automate Email Sequences
for the Leads you've collected

Email marketing is a powerful tool, but setting it up manually can be time-
consuming. That’s why automating your email sequences is a game-changer
for your business. Here's how you can get started with the right email tools
and set up a seamless welcome and nurture flow for your leads.

Email Tools You Can Use:
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Mailchimp – Free for up to 500 subscribers

MailerLite – Free for up to 1,000 subscribers.

MailerSend – Affordable and great for automation.

ConvertKit – Free plan available for beginners.

Brevo (formerly Sendinblue) – Free for up to 300 emails per day.
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What to Set Up:

01 Welcome Email Sequence:
When someone joins your group, you want them to feel welcomed and
informed. Automate a series of emails to guide them and keep them
engaged.

Email 1 (Right After They Join):
Subject: “Welcome to [Group Name]! Here’s What to Expect + [Freebie
or Offer]”

Kickstart their journey by introducing yourself and sharing what they
can expect. Include a freebie or offer to add value right away.

Email 2 (Day 2):
Subject: “Here’s How to [Achieve Something Related to Your Coaching]”

Provide actionable tips or steps that help them move forward in your
program. This keeps them engaged and builds trust.

Email 3 (Day 5):
Subject: “Want to Fast-Track Your Results? Here’s My VIP Program”

Present a special offer, like a VIP program, that gives them the
opportunity to take things to the next level with you.

Note: I go into more details about email sequences for different types of
leads a few pages below, but don’t rush forward, there is still important
information to go through first! 
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02 Regular Broadcasts:
Set up weekly or bi-weekly broadcasts to stay in touch with your leads.
These emails will keep your audience warm, provide valuable content,
and help you sell when needed. You can share tips, success stories, or
promotions—whatever resonates best with your audience.

Why Automating Works: Automating your email sequences saves you
time while creating a personal, consistent experience for your leads. By
nurturing them with valuable information, you’re building trust and
keeping them engaged, ultimately driving them towards your offers.

Pro Tip: Don’t forget to personalize the emails and keep the tone
friendly and conversational!

By automating this process, you’re not just saving time—you’re building
a system that nurtures your leads and converts them into loyal clients.
Let your email tool do the work for you!
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How ManyChat Can Revolutionize 
Your Business

ManyChat is a powerful automation tool that can take your business to the
next level by streamlining communication with leads across platforms like
Facebook Messenger, Instagram, and WhatsApp. By automating your
conversations, ManyChat helps you nurture relationships, qualify prospects,
and increase conversions—all without manually messaging each person.

Why ManyChat is Essential for Your Business
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As a busy entrepreneur, your time is valuable. ManyChat allows you to
automate responses, lead collection, and follow-ups, freeing you up to focus
on scaling your business. Imagine engaging with leads 24/7, even while you’re
working on other projects or taking time off. ManyChat handles the routine
conversations, so you can concentrate on turning those leads into loyal
customers.

For instance, instead of manually following up with every lead, ManyChat can
automatically interact with people who comment on your posts, reply to
stories, or engage with your content. You can set up automation sequences
where:

A lead comments on your post → ManyChat automatically sends a message
with a special offer or lead magnet.

The lead responds → The bot asks qualifying questions to better understand
their needs.

Based on their response → ManyChat sends them a link to book a
consultation, make a purchase, or take the next step.
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Ways to Use ManyChat to Revolutionize Your Business

01 Automated Lead Nurturing:
When new followers or leads come in, ManyChat can automatically
send them a welcome message, a free resource, and an introduction to
your business. Follow-up messages are automated, ensuring that no
lead falls through the cracks.

02 Turn Comments into Conversations:
Encourage engagement on your posts with prompts like, “Comment
‘FREE’ below to get access to our latest offer.” When someone
comments, ManyChat automatically sends them the offer and
continues the conversation.

03 Automate Social Media Replies:
If you use Instagram or Facebook stories to promote your business,
ManyChat can instantly reply to anyone who responds with a keyword.
For example, if someone DMs “INFO,” ManyChat can instantly send
them details, FAQs, or a booking link.

04 Follow-Up on Leads Who Haven’t Converted:
If someone showed interest but didn’t make a purchase, ManyChat can
send timely follow-up messages, such as, “Hey [Name], I saw you were
interested in [product/service]. We’ve got a limited-time offer available
—would you like to grab it before it’s gone?”

ManyChat is a powerful automation tool that can take your business to the
next level by streamlining communication with leads across platforms like
Facebook Messenger, Instagram, and WhatsApp. By automating your
conversations, ManyChat helps you nurture relationships, qualify prospects,
and increase conversions—all without manually messaging each person.
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Why Choose ManyChat?

Saves Time: Automates repetitive tasks, so you can focus on high-impact
business activities.

Warms Up Leads: ManyChat nurtures your leads around the clock, ensuring
they’re ready when you engage.

Boosts Conversions: More conversations lead to more sales, and ManyChat
helps you engage with your audience effortlessly.

Works While You’re Busy: ManyChat works for you, even when you’re not
actively online, ensuring no opportunity is missed.

Getting Started with ManyChat

Sign Up: Go to manychat.com and create an account (with a free plan
available).

Connect Your Platforms: Link your Facebook, Instagram, and WhatsApp
accounts to ManyChat.

Set Up Basic Automations: Start with simple automations, like sending a
welcome message when someone interacts with your posts.

Test and Optimize: Run tests with a small group before launching your
automations to ensure everything is working smoothly.
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ManyChat can work with both your Facebook Page and Facebook Profile, but
there are a few things to keep in mind:

01 ManyChat with Facebook Page:
ManyChat is primarily designed to automate communication through
your Facebook Page and its associated Messenger (as well as
Instagram and WhatsApp if connected).

How It Works: You can use ManyChat to send automated messages to
users who message your Facebook Page, create workflows, and set up
lead generation tools.

Important to note: One fee covers both Facebook and Instagram, and
you can link and automate workflows between your Facebook Page and
Instagram.

02 ManyChat with Facebook Profile:
ManyChat is not designed to automate messaging directly through
personal profiles. However, you can use it to automate Messenger
interactions via your Facebook Page, which allows for automation of
communications on the platform. 

Important to note: Direct automation with a personal Facebook profile
is limited. ManyChat works best when connected to your Facebook
Page for automating lead generation and communication.

03 Subscription Fees:
When you subscribe to ManyChat, the subscription fee is typically
based on your subscriber count (e.g., how many people interact with
your page or profile).

The free plan covers up to 1,000 subscribers.

If you upgrade to the Pro plan (starting at $15/month), it covers your
Facebook Page, Messenger, and Instagram accounts under one fee.
There is no extra charge for using multiple accounts (such as Facebook
Page + Instagram), as long as you stay within the limits.
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Why Automated Lead Capture and
Message Automation Work Well

ManyChat and Group Leads work really well together and can complement
each other to create an automated and efficient system for growing and
nurturing your leads. Here's how:

How They Work Together:

01 Lead Capture and Automation:
Group Leads can help you capture emails from people who join your
Facebook group by integrating with Facebook group membership
questions. This helps you collect valuable information from potential
leads directly into a Google Sheet or integrate with your email
marketing system.

ManyChat can automate communication with leads via Facebook
Messenger and Instagram, helping you nurture those leads through
automated messages, follow-ups, and lead qualification.
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02 Facebook Group Integration:
Group Leads will automatically collect the email addresses of new
members who join your group.

You can then integrate those captured emails into your ManyChat
system (via Zapier or other integrations) to set up automated welcome
sequences, nurture campaigns, or offer exclusive content. This turns
your group members into active leads who can be nurtured outside of
Facebook.
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03 Email + Messenger Automation:
Once leads enter your funnel through Group Leads (email), you can
send them a welcome email via your email marketing platform (e.g.,
ConvertKit or Mailchimp).

ManyChat can be used to send messages to these leads via
Messenger, providing a multi-channel communication strategy (email +
Messenger) to engage and nurture them.

04 Growth Tools:
ManyChat helps grow your audience by using Messenger bots to create
automated conversations with potential clients, while Group Leads
helps you convert Facebook group members into leads by capturing
their email addresses from group join questions.

ManyChat can also help drive people to join your group (for lead
capture) by promoting the group through Facebook ads, Messenger
bots, or through conversations.

Efficiency: Group Leads captures information passively as people join your
group, and ManyChat automates your interaction and follow-up once they’re in
your system.

Multi-channel Marketing: You’ll be using email for long-form communication
and Messenger for quick, interactive conversations, giving you a broad
strategy for nurturing leads.

Seamless Integration: With integrations between the two (e.g., using Zapier),
you can easily pass leads from one system to another, ensuring smooth
automation and no manual work.

Why This is a Good Combination:
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Time & Setup: Initially, you’ll need to set up both platforms, but once they’re
integrated, the workflow will be smooth and automated.

Cost: Group Leads and ManyChat have separate pricing plans, so you’ll need
to consider the combined cost. However, both offer significant value for lead
capture and automation.

Considerations:

If you're looking to streamline your lead capture and follow-up processes,
using ManyChat and Group Leads together would be a powerful combo. Group
Leads helps you gather leads efficiently, while ManyChat automates your
communication, allowing you to nurture those leads effectively.
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Why You Still Need a Dedicated Email
Marketing Platform

ManyChat and Group Leads are fantastic tools for automation and lead
capture, but they don't fully replace a dedicated email marketing platform if
you want to build deeper relationships and run more advanced campaigns. 

Here's why you might still need a separate marketing platform:

01 Email Automation & Sequences:
While ManyChat can automate messages across Facebook Messenger,
Instagram, and WhatsApp, it doesn’t have advanced email automation
features like drip campaigns, segmentation, and personalized
sequences. Email platforms like ConvertKit and MailerLite excel at
automating complex email flows, helping you nurture leads over time
and converting them into loyal customers.

02 Detailed Analytics & Reporting:
Email platforms provide in-depth insights on open rates, click-through
rates, and customer behaviors, which are essential for refining your
campaigns. ManyChat offers basic analytics for messaging, but it
doesn’t offer the same level of tracking and performance insights you
get with email platforms.
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03 Advanced Segmentation and Personalization:
With a dedicated email platform, you can segment your audience based
on behaviors, interests, and tags, allowing you to send highly
personalized content. While ManyChat offers basic segmentation
based on interactions, it lacks the advanced segmentation capabilities
that an email platform provides.

04 Email List Growth & Landing Pages:
Group Leads is excellent for capturing emails from Facebook group
members, but email platforms offer tools to create opt-in forms, landing
pages, and more, enabling you to grow your list outside of social media.
Email platforms like MailerLite and ConvertKit also allow you to create
high-converting landing pages for targeted offers.

What’s the Best Setup for You?
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05 Compliance & Deliverability:
Marketing platforms such as ConvertKit have strong deliverability
features to ensure your emails don’t end up in spam folders and comply
with email regulations (like GDPR, CAN-SPAM, etc.). ManyChat lacks
these deliverability and compliance features, which could affect your
email campaign success.

To get the best results, use ManyChat and Group Leads for capturing and
automating communication through Messenger, Instagram, and WhatsApp. For
more advanced email marketing, use platforms like ConvertKit, MailerLite, or
ActiveCampaign to send targeted email sequences, monitor performance, and
manage your email list effectively.

While ManyChat and Group Leads are excellent for automating communication
and capturing leads via social media, a dedicated email marketing platform is
essential for advanced email automation, segmentation, and scaling your
business efficiently. 
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Welcome Sequence 
(for Cold Leads)

A welcome sequence is the initial set of automated emails a new subscriber
receives, designed to introduce your brand, set expectations, and begin
nurturing the relationship, with 3-5 emails sent over 5-7 days in a warm,
friendly, and value-driven tone.

Email Breakdown:

01 The Warm Welcome:
Thank them for joining, reintroduce yourself and your mission, and set
clear expectations by outlining how often you’ll email and what kind of
content they can expect to receive.

Call to action: Reply with their biggest struggle related to your niche.
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02 Quick Win & Value:
Share a useful tip, strategy, or free resource while positioning yourself
as an expert in your field to provide immediate value.

Call to action: Engage with your content (watch a video, join a Facebook
group, etc.).
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03 Personal Story & Connection:
Share a relatable story about your journey, demonstrating your
understanding of their pain points and showing that you’ve been where
they are.

Call to action: Hit reply and share their thoughts.
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04 Soft Introduction to an Offer:
Explain the next step they should take and highlight how you can help
them, focusing on providing value without being pushy.

Call to action: “If you want to [desired result], check this out.”

05 Social Proof & Next Steps:
Share testimonials or success stories to build trust, and reiterate the
value of staying engaged with your emails to continue receiving helpful
insights and support.

Call to action: Encourage them to take action or book a call.

Example Subject Lines:: 

“Welcome! Here’s what to expect”

“Quick win: A simple way to [solve a problem]”

“My biggest mistake with [niche] (so you don’t repeat it!)”

“The best way to [desired result]—without [common struggle]”
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Nurture Sequence 
(for Warm Leads)

This sequence is designed to keep your leads engaged while gradually moving
them closer to a buying decision, with ongoing emails (1-2 per week) that
maintain a helpful, educational, and conversational tone.

Email Breakdown:

01 Value-Packed Emails:
Share tips, strategies, and insights related to your offer.

Include a mix of quick wins and deep dives into topics they care
about.

Example: “3 things you’re probably doing wrong with [problem] (and
how to fix them).”
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02 Story-Based Emails:
Share personal experiences and lessons learned.

Example: “How I went from struggling with [problem] to achieving
[success].”

03 Case Studies & Social Proof:
Highlight how others have succeeded with your approach.

Example: “How [client name] went from [struggle] to [result] in just 30
days.”
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04 Occasional Soft Pitches:
Every few emails, mention your product or service without being pushy.

Example: “If you’re serious about solving [problem], here’s how I can
help.”

05 Engagement & Surveys:
Ask questions to keep them interacting with your brand.

Example: “What’s your biggest challenge with [topic]? Reply and let me
know!”

Example Subject Lines:: 

“Are you making this common [niche] mistake?”

“The truth about [problem] no one talks about…”

“How [client name] turned things around—and how you can too”

“I put together something special for you…”
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Sales Sequence 
(for Hot Leads)

When someone shows strong interest, such as clicking sales links or asking
questions, it’s essential to take a more direct approach to guide them toward a
decision, using a sequence of 5-7 persuasive, confident, and reassuring emails
over 3-5 days (or as part of a launch sequence).

Email Breakdown:

01 Reintroduce the Offer:
Highlight the biggest benefit of your product/service.

Example: “The easiest way to [solve their problem]—without the
headache.”
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02 Overcome Objections:
Address common hesitations (price, time, doubts).

Example: “Think you don’t have time for this? Here’s why that’s a myth.”

03 Case Study or Testimonial:
Share a powerful success story from a past client.

Example: “How [client name] went from [pain point] to [amazing result].”

04 Scarcity & Urgency:
Create a reason to act now (limited spots, bonuses, deadline).

Example: “Doors close in 24 hours—don’t miss out!”
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05 Final Call & Personal Touch:
Keep it short and personal.

Example: “Hey [First Name], I just wanted to check in before this
closes…”

Example Subject Lines:

“Only [X] spots left—grab yours now!”

“Is this the reason you haven’t joined yet?”

“One last chance—this closes tonight!”

By segmenting your leads and creating specific sequences for each type, you
ensure that people receive the right message at the right time.

Use automation (ActiveCampaign, Mailchimp, ConvertKit) to send these
sequences without manual effort.
Track engagement (open rates, clicks, replies) to see where leads are in
the funnel.
Keep testing & improving your subject lines, content, and offers.

When done right, email sequences work like a 24/7 sales system, warming up
leads and turning them into customers without extra effort on your part!

Automate & Optimize:
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ACTION
PLAN

As we wrap up this guide on leveraging Facebook for lead generation, let’s
recap the key takeaways, so you’re equipped with everything you need to

start generating high-quality leads, nurturing relationships, and converting
them into paying clients.

Key Takeaways:

Optimizing Your Facebook Profile & Pages:
Your Facebook profile and pages should act as lead magnets—
clearly defining who you are, what you offer, and why people should
engage with you. From your bio to your cover photo, every detail
matters in attracting the right audience and building trust from the
moment someone lands on your profile.

Understanding Your Target Audience:
Knowing who your ideal customer is, where they hang out on
Facebook, and how to speak their language is critical. Once you’ve
identified your target audience, tailor your messaging and content
to resonate with their needs, interests, and pain points.

Using Facebook Groups for Lead Generation:
Facebook groups are a powerful tool for finding and engaging with
prospects. By joining niche groups, contributing valuable insights,
and positioning yourself as an authority, you can generate organic
leads without being pushy.
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Creating a Content Strategy:
Posting the right mix of value-driven content, engagement content,
and call-to-action posts is essential for nurturing leads. Use
storytelling and testimonials to create trust, and always ensure that
your content speaks directly to your target audience’s needs.

Leveraging Facebook DMs:
Facebook DMs are a goldmine for personal connection. Using a 3-
step message formula (engage, qualify, offer) can help you start
meaningful conversations that convert leads into clients without
coming across as salesy.

Turning Leads into Paying Clients:
Following up consistently, nurturing relationships, and providing
ongoing value are key steps in converting leads into long-term
clients. By utilizing email lists, Facebook groups, and upselling
strategies, you can continue building a strong client base that
generates consistent revenue.
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STEPS TO
START TODAY

Now that you have the tools, it’s time to put them into action. 
Here’s a roadmap to help you start generating leads right away:

Update Your Facebook Profile & Page:
Make sure your bio clearly defines your niche and how you help
people.
Add a professional cover photo that speaks to your brand.
Create a CTA that directs visitors to your lead magnet or
product.

Identify Your Target Audience:
Start researching where your audience hangs out on Facebook
—whether in groups or on specific pages.
Begin crafting content that speaks directly to their pain points
and interests.

Join Relevant Facebook Groups:
Find and join 5-10 groups where your ideal clients spend time.
Begin contributing by commenting, sharing insights, and
starting discussions to position yourself as an authority.

Develop a Content Calendar:
Create a content calendar with a mix of value, engagement, and
CTA posts.
Plan to post consistently, focusing on providing value first
before promoting your services.
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Start Using DMs for Conversations:
Reach out to new leads or engage with people who comment
on your posts. Use the 3-step message formula to build
relationships and offer your services without being salesy.

Set Up Your Follow-Up System:
Create a follow-up sequence (via email and Facebook
messages) to stay connected with your leads and keep them
warm.
Automate where possible using email marketing tools.
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TOOLS AND
RESOURCES

To streamline your lead-generation process and scale effectively, you’ll need
tools that automate and optimize your efforts. Here are a few essential

resources:

Email Marketing Tools:
Mailchimp (Beginner-friendly and free up to 500 subscribers)
ConvertKit (Best for creators and service providers)
ActiveCampaign (Advanced automation for growing
businesses)

Facebook Group Management:
Group Convert (Helps automate lead capture in Facebook
groups)
ManyChat (Messenger bot for automating Facebook DMs and
lead capture)

Content Scheduling & Planning:
Buffer (Schedule posts for Facebook, Instagram, and Twitter)
Later (Ideal for visual content and Instagram integration)
Trello or Asana (Project management tools to keep your
content creation organized)

Lead Magnet Creation:
Canva (For creating eye-catching lead magnets and social
media graphics)
Leadpages (To create landing pages for lead capture)
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By following these actionable steps and utilizing the right tools, you’re on
your way to building a powerful lead-generation machine using Facebook.
The key is consistency—implementing what you’ve learned, tracking your

results, and refining your approach over time.

The more you engage with your leads, the more trust you’ll build, and the
easier it will be to convert them into paying clients. Remember, this process

isn’t about overnight success, but about building long-term relationships that
lead to sustainable business growth.

Now, go ahead and start implementing the strategies you’ve learned—your
future clients are just a conversation away!
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This is what some of my clients have had to say: 

“You cannot go wrong with Chantelle. Her personalized approach and very
valuable advice and guidance will change the way your business performs”

 - Chantelle Van Den Berg
Founder - Reka Unlimited

“You can expect a dynamic and engaging experience that will leave you
inspired and motivated. Her presentations are well structured, informative and

delivered with passion!”
 - Risha Patak Harie

Founder - iLead Self Defense

“This can literally be the push you need to reach your wildest dreams!” 
- Danielle Hayward

Founder - Justice in Heels

“Chantelle has a unique way of breaking down complex topics into simple,
actionable steps, making everything feel achievable!” 

- Zenda-Lee Williams 
Founder, Director and Mediator - Rise Against Domestic Violence SA

Client Testimonials



I feel invisible online, like no one even knows I exist.
I’m constantly stressed about not making enough money to pay my bills.
I see other coaches succeeding and feel like I’m falling behind or failing.
I spend hours creating content, but no one engages with it.
I’m scared to raise my prices because I don’t think people will pay me.
I’m embarrassed to tell friends or family I’m still struggling to get this business
off the ground.
I feel like an imposter because my own results aren’t where I want them to be.

INFO@CHANTELLEMORRISON.COM

You’ve learned the strategies—now it’s time to implement them. But if you’re feeling
stuck, overwhelmed, or unsure how to make it all work for you, I can help.

When you work with me 1:1, I don’t just give you a plan—I hold you accountable,
guide you step by step, and ensure you start seeing real results.

Does this sound like you?

If any of this resonates, you’re not alone—and you don’t have to figure it all out by
yourself.

Let’s change that.

I’ll help you:
Get visible and attract the right audience who wants what you offer.
Build a content strategy that gets engagement, leads, and sales.
Stop undercharging and confidently sell your offers.
Create a business that actually pays your bills—and more.

Ready to finally start seeing results?
Book a Coaching Call and let’s get to work!

YOUR NEXT STEPS

ACTION STEP!

https://chantellemorrison.com/

