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SocialSellinator is a full-service digital marketing agency for startups,
small and mid-size B2B/B2C businesses. Our clients bene�t from
increased brand awareness and leads, created by our data-driven
approach to social media marketing, content marketing, paid social
media campaigns, and search engine optimization (SEO). 

Visit www.socialsellinator.com for more.
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Social Selling on Facebook: Tips to Find and
Engage with Prospects

So, you’re interested in improving your social selling skills. Naturally, you want to dedicate your
limited time to a platform that is going to have the most impact on your business. This leads many
to choose Facebook, the world’s largest social network. 

There are many reasons why Facebook makes an excellent choice of platform for social selling.
Just take a look at these stats that show what a big audience (and how engaged) Facebook users
are: 
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Facebook has 2.3 billion users in total.
There are 1.1 billion Facebook users that speak English. That’s almost half of their total number
of users.
Facebook is the third most visited website worldwide, only behind Google and YouTube. It’s also
important to consider that Facebook relies heavily on app usage, which will drop its number of
browser-based visits.
35% of Facebook’s ad audience is under 25 years old.
68% of Americans use Facebook.

While many consider Facebook to be more of a social media platform to share personal information
with friends and family, there is a lot of opportunity to make connections and scout new prospects
on Facebook.

However, the platform requires that you employ some unique strategies to make connections with
your ideal audience. There is truth to Facebook being a personal platform �rst. You don’t want to
continually send business communications intended for your customers but reach your family and
friends. 

It’s important that you go into social selling on Facebook with the right mindset and a well thought
out strategy for social selling. In this article, we’ll cover some simple steps that you can take while
selling socially on Facebook to increase your audience and build more connections with your ideal
prospects. 

https://www.statista.com/statistics/264810/number-of-monthly-active-facebook-users-worldwide/
https://wearesocial.com/blog/2018/07/internet-growth-accelerates-but-facebook-ad-engagement-tumbles
https://wearesocial.com/blog/2018/07/internet-growth-accelerates-but-facebook-ad-engagement-tumbles
https://wearesocial.com/blog/2018/07/internet-growth-accelerates-but-facebook-ad-engagement-tumbles
https://www.pewresearch.org/fact-tank/2019/02/01/facts-about-americans-and-facebook/
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Facebook — A Home To More Business Discussions Than Most Know

Yes, Facebook places its focus on your personal life. You connect with your family and friends �rst.
Your main timeline and feed is not generally a good place to conduct business, at least at �rst. 

Still, Facebook presents a lot of opportunity for social sellers. Facebook Groups, in particular,
provide a direct avenue to the target audience of many industries. It’s particularly useful for B2B
sellers, as there are many B2B Facebook groups with relevant daily discussions — providing you
with the perfect opportunity to jump in and make some connections. If you want success with
social selling on Facebook, it’s important that you know where to �nd your audience and how to
interact with them. Throwing things against the wall and seeing what sticks isn’t an approach that
will lend itself to success on the platform. 

There are tens of thousands of relevant Facebook groups that you could join. In the discussions
that happen there, you will make new connections that blossom into Facebook Messenger
conversations, friend requests, and the ability to begin interacting with these prospects on a
deeper level. 

Now we’ll dive into some direct tips that you can use to �nd your audience and interact with them
to build meaningful relationships through social selling on Facebook:
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Clean Up Your Pro�le

This should be common sense but is often overlooked. If you are going to be doing business on
Facebook, then you need to treat your pro�le as a business asset. Or at least make sure that you
are properly using the privacy settings to keep your business prospects from seeing your weekend
party pictures, political opinions, or generally anything that you wouldn’t want to share with a
business associate. 

Somehow, many people overlook this step as they begin social selling on Facebook. Whether you
realize it or not, the things that you share with your prospects on the platform have an impact. They
form the basis for how they view you, your business, and your prospects. 

Make sure that everything that possible customers can see on your pro�le is something that you’d
like them to see. It should look like the content that you share on LinkedIn, only perhaps a bit more
personal. There is nothing wrong with letting your prospects get to see you. We’re not saying that
you have to hide your wedding pictures or that photo with Grandma. Just make sure that you are
giving your pro�le a once-over and that there is nothing questionable or offensive on there. 

Join Facebook Groups

For B2B social selling on Facebook, Facebook Groups are your bread and butter. They are the
locations where your prospects will engage in conversations about their business, which makes it
the place where you want to be as well!

Now, there are a few important considerations here. The great news is that every Facebook user is
allowed to create a group. That means that there are going to be a lot of dead groups out there.
When we say dead, we mean several different things. Yes, it could mean that there are groups with
no (or very little) active discussion taking place. You shouldn’t ever waste your time with those. By
“dead,” we are also referring to Facebook groups that aren’t good for much more than allowing
people to post spam in them. If you join a good number of Facebook groups, you’re likely to �nd
groups that are �lled with people only sharing links and no active discussions taking place. Ignore
these as well. 

Facebook Groups can be made public or private. Each group will also have speci�c rules for
engagement that you must follow or else you are likely to be kicked out of the group or have your
posting privileges suspended. 
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As you look for groups to join and engage with, there are a few traits that you should be looking for:

Active discussions. This is the determining factor in whether or not a speci�c group is a good
choice. If people aren’t actively chatting then there isn’t any opportunity there for you to build
connections. The quality of the discussions matters here, too.
The right kind of discussions. Know your audience. If you are selling an advanced enterprise
product, a group of small business owners that are just starting to build their business isn’t
going to be the right group for you. You have a limited amount of time. Focus on engaging within
the Facebook Groups that most narrowly �t what you are looking for from a client.
Well-moderated. It’s very easy for Facebook pages to fall apart and devolve into a spam-fest
when moderation isn’t present. The best groups to join are going to be those with active
moderators that care deeply about the success of the group.
Private groups. Private groups are always going to be more worth your time than public ones.
The level of exclusivity matters here, too. Some groups will only let you join if you pay for access.
Others let the general public join but require that they answer a few questions before doing so.
Cultural �t. What groups look the most fun to participate in? When social selling is something
you actively enjoy, you’ll be more likely to dedicate more time to it and �nd success.

Finding Facebook Groups is simple. On the Facebook Groups Discover page, you can search for
groups using keywords. This makes it easy to �nd groups that are narrowly focused on the markets
that you serve. Be creative here. You’ll �nd that the audiences in similar groups tend to overlap
quite a bit so you might be better off joining the best group that you can �nd in each category,
rather than joining several groups that cover the same topic. 

The Discover Page also gives you additional resources for �nding Facebook groups that might be
relevant to you. Their “Suggestions for You” section recommends Facebook groups to you based on
the other groups that you have already joined. “Popular Near You” recommends groups that are
popular with others in your local area. They also have sections that recommend groups that friends
like, and listings for groups in different categories like “Business” and “Art.

 

https://www.facebook.com/groups/?category=discover
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Most social selling on Facebook will take place within Facebook groups. As you begin to establish
connections and grow your audience, you’ll start to migrate some discussions over to Facebook
Messenger. Eventually, you may add them as a friend on the platform and begin to interact with
them on your news feed and throughout the Facebook website. But most connections will start in
Facebook groups. 

By embracing Facebook Groups as a vital component of your strategy for social selling on
Facebook, you give yourself a simple and direct way to connect with your ideal prospects. 

Create Your Own Facebook Group

Creating your own Facebook Group is an excellent way to increase your audience on the platform.
In creating your own group, you control the moderation and can push discussions toward topics
that will position you to provide insight. 

We recommend creating a Facebook Group that is directly related to your products or area of
expertise. For instance, a pay-per-click marketing consultant might start a group for other PPC
marketing consultants. This might seem backward at �rst. After all, the ideal client of a PPC
professional isn’t other PPC professionals, right? They would just handle it themselves. 
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While that is true, it does position the group founder as an expert on the topic. They can ensure
that their posts are read by their audience. They can dictate what kind of discussions will take
place within the group. 

It’s not just PPC professionals that will join their group, either. Business owners that are looking to
learn more about PPC advertising will also join the group. They may join the group, �nd that PPC
advertising is a bit more complicated than they originally thought and decide to hire a professional.
Who will they go to? The person that has shared the most knowledge within the group. 

Creating your own Facebook group is easy, but creating a group with engaged participants and
relevant content is a long and arduous process. In the beginning, there will be very little to no
discussion taking place. Additionally, especially in the early going, the group founder must play an
integral role in starting and responding to conversations. Over time, however, a Facebook Group
provides you with a reliable audience on the platform that will grow organically over time. 

Leverage Messenger

Don’t overlook Facebook Messenger. In fact, many social sellers would say that while Facebook
Groups provide them with a simple way to meet and connect with their target audience, Messenger
is actually the most powerful tool on the platform. 

Facebook Messenger is the most popular mobile app based on the number of downloads that it
receives. You can message anyone on Facebook that you are friends with directly. You can also
message people that you are not friends with, but it requires that they accept your invite to chat. 

Messenger is quickly becoming a digital marketing staple. Currently, only 31% of businesses on
Facebook use Messenger in any way, but that number is quickly growing. Messenger alone has 1.3
billion active users that send more than 8 billion messages a day. 

https://wearesocial.com/blog/2018/07/internet-growth-accelerates-but-facebook-ad-engagement-tumbles
https://hootsuite.com/resources/barometer-2018-global#
https://blog.hootsuite.com/facebook-statistics/
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Measure and Analyze

In order to better understand what works for you when it comes to social selling on Facebook, you
have to track and analyze your efforts. While there are some tools that can help you with Facebook
automation, there aren’t many tools for tracking and analyzing social selling efforts, so you’ll have to
do a lot of it by hand.

At the very least, make sure that you are tracking your conversations. When you have a
conversation with a prospect, where did the initial engagements take place? What strategy did you
employ? What was the �nal outcome of the discussion?

Knowing what works is critical for re�ning your strategies over time. If you don’t keep track, it’s
easy for vital information to get lost in the shu�e. 

A Wealth of Potential on Facebook

Facebook truly provides a wealth of potential for social sellers. By leveraging a combination of
Facebook Groups and Facebook Messenger, you can locate, engage with, and ultimately build
lasting relationships with new prospects. These relationships often result in friend requests,
setting the stage for relationships that feel closer than they would have on another platform. Use
the tips in this article to help you lay the foundation for your initial audience and grow it over time. 

What do you think? Share your thoughts about building audiences on Facebook in the comments:
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Social Selling on Facebook: Top 10 Tools to
Use in 2020

As a social seller, to ignore Facebook is to limit your potential severely. While LinkedIn might be the
home of B2B decision-makers, most of the private discussions on social media platforms are
taking place within Facebook Messenger and Facebook Groups. 

Facebook Messenger is the top mobile app based on the number of downloads. For some, the app
has replaced text messaging, instant messaging, and personal email altogether. It’s become an
integral piece in the way the world communicates with one another. 

https://wearesocial.com/blog/2018/07/internet-growth-accelerates-but-facebook-ad-engagement-tumbles
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But Messenger is often also the place where conversations go after relationships are taking shape.
Initially, your interactions with prospects on Facebook are likely to take place in your timeline, on
pages, and in Facebook Groups - but after that, Messenger shows its true potential. 

Mastering social selling on Facebook requires dedication but represents the nearly unlimited
potential in your ability to connect with your ideal prospects. With that said, Facebook is a big
platform. Focus your efforts on the proverbial ‘meat and potatoes’ of your social selling operation.
Use Facebook to identify, meet, and speak with your ideal prospects. Don’t focus on tasks that
would be better automated. 

If you’ve ever tried to keep your pro�le up to date with valuable content for your prospects daily,
you know that it is a task easier said than done. You might plan out a few days, but most �nd that
they quickly fall behind if they are relying on their ability to physically handle those tasks while
creating conversations with ideal prospects at the same time. There are only so many hours in a
day.

In this article, we’ll cover the top ten tools that you can use to bolster your social selling on
Facebook. These tools cover a wide range of tasks, including update scheduling and automation,
analytics, content development, and other tool categories to help you effectively leverage the
platform. 
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#1) Buffer

 

Buffer is one of the most popular scheduling tools for Facebook (and other platforms). Why do we
like this tool? A few reasons. First and most importantly,  It’s incredibly simple to understand, set
up, and use. While Buffer doesn’t have all of the bells and whistles that other platforms do, it is,
without a doubt, the easiest to use. Buffer also pioneered quality, industry-speci�c content
recommendations for sharing built directly into their app. In just a few clicks, you can schedule
posts sharing high-quality industry resources. 

Another reason why we like Buffer is that they are dedicated practitioners of social selling, both as
a brand and as individuals. In their early years, Buffer was built on the back of a strong social media
presence and quality content that answered the most critical questions of their customers and
prospects. 

Through the development of valuable content with the high usability of their scheduling tool, they
made themselves a useful resource for their target audience. It didn’t stop at their brand either,
many senior Buffer employees maintained an active social media presence, growing the reach of
the company organically. They’ve been very open about sharing their journey and offering a high
level of transparency on their Buffer Open blog. 

 

http://www.buffer.com/
https://open.buffer.com/
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#2) Post Planner  

Post Planner is Buffer on steroids. Their platform takes an excellent content recommendation
system and makes it the centerpiece of their platform. Post Planner allows you to use their
analytics system to identify the content that has the highest probability of performing with your
audience based on how it has performed when shared by similar pro�les. Then, you can quickly
create post copy and content around what you are sharing and get it on your schedule. 

The app also allows you to recycle previously posted content that performed well for your
business. Over time, Post Planner’s analytics engine builds a pro�le that helps you determine the
best times to share content with your audience. 

With Post Planner, the proof is in the pudding. According to a recent study from Buffer, Post
Planner drives much more engagement than other popular platforms:

 

https://www.postplanner.com/
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Source: Post Planner 
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The one feature that we think makes Post Planner stand out is in its Facebook Group automation.
Their basic plan allows you to schedule posts on Facebook Groups up to ten times per day. While

this feature is compelling, it is also crucial that you use it sparingly. 

If you have your groups that you administrate, you can use Post Planner to disseminate information.
But if you are going to use it to publish content on public and private groups, make sure that you

are following the rules of each group and sharing something that their audience will �nd genuinely
valuable. Otherwise, you may drive people away from your group instead of attracting them. Or, if

you do this excessively in someone else’s group, you may be pushed out. 

Best of all — Post Planner is cheap. Seriously cheap. For just $3 per month, you can manage up to
three social accounts on their platform. 

#3) CoSchedule 
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CoSchedule is one of the most popular marketing process management systems. While the
company initially started as a content marketing management system, it has grown to include tools
for project management, task management, social media management, content management, and
asset management. They provide a complete suite that any social seller (or team of social sellers)
would �nd extremely useful. 

CoSchedule allows you to build complete work�ows within your content sharing operations. Their
system not only helps you to automate tasks but provides real-time recommendations for
improving your efforts on social platforms. For instance, when you create a new post within their
system, they automatically offer suggestions for the best time to post (or recycle) the content that
you share on social media. 

#4) Sprout S ocial 

Sprout Social is the swiss army knife in the social seller’s toolbox. The tagline of their homepage is
“Real People, Real Brands, Real Connection.” If that doesn’t accurately convey that they are a
solution that will help social sellers, we aren’t sure what will. 
Sprout Social’s platform caters to enterprise, corporate, and small business applications alike.
Their features include the ability to cover your entire publishing process, from drafting content to
actively publishing on Twitter, Facebook, and LinkedIn. Their system provides a complete social
content calendar and helps you to analyze your data by providing actionable recommendations to
improve your social media efforts.

https://coschedule.com/
https://sproutsocial.com/
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#5) Likealyzer
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Likealyzer is the tool that you invest in if you want to truly understand your audience and optimize
your social selling operations on Facebook. Their platform is built with one thing in mind — being
actionable. They don’t just want to tell you how you can improve your social media efforts; they
want to deliver the tools that you need to do it.

First, they grade your performance on the platform. The grading is done by analyzing several
different aspects of your social presence, such as your pro�le, pages, and social shares for
engagement from your audience. Then, they allow you to benchmark your effectiveness against
other industry averages. They make it easy to learn from what is helping others to succeed on the
platform.

Likealyzer uses the data that they collect to provide actionable recommendations. A lot of tools say
they do that, but these guys genuinely mean it. They recommend speci�c tactics that you can use
to bolster your efforts on Facebook, using the millions of data points that the company collects to
make those recommendations.

Likealyzer also offers in-depth reporting features that allow you to deep-dive into your social
selling efforts and identify areas for improvement on your own. 

 

#6) Social Bakers 

https://likealyzer.com/
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Social Bakers is a social media management and analytics tool that places a lot of focus on research
and understanding. With their system, you can learn what your audiences genuinely want to see.
You can see what kind of content people are engaging with across your industry and directly join in
conversations from their platform. 

Their system is comprehensive. You can identify social media in�uencers, optimize your budget,
and benchmark your results for optimization and improvement. For social sellers, Social Bakers
offers unparalleled insight into your industry on all major social media platforms, including
Facebook. 

Another great feature is that Social Bakers allows you to sift through millions of conversations
across social media platforms better to understand the sentiment within your audience around
speci�c topics. This is incredibly important for social sellers because it allows you to craft content
that speaks to more signi�cant ideas and trends that are being discussed in your industry, which
helps you position yourself as a true thought leader within your market. 

#7) Animoto 

Do you know what kind of content drives the most engagement on Facebook? Video. 45% of people
watch more than an hour of Facebook and Youtube Videos per day. But creating video content can
be challenging. You don’t want to have to jump in front of a webcam every time that you want to
post new video content. 

Animoto takes the complexity out of video creation and editing. Using their system gives you
access to high-quality stock video footage so that you can create impactful but straightforward
Facebook videos in just minutes. Using Animoto, you can quickly divulge facts and short copy
content in a format that drives engagement. With Animoto in your toolbox, you can craft a more
well-rounded Facebook social selling strategy that helps you to stand out from the competition. 

 

https://www.socialbakers.com/
https://www.wordstream.com/blog/ws/2017/03/08/video-marketing-statistics
https://animoto.com/
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#8) Shortstack

Shortstack is a game-changing tool for social sellers that rely heavily on surveys, contests,
giveaways, or quizzes on social media. Shortstack is an excellent tool for quickly deploying ads that
feature these tactics on Facebook. Their system handles everything, from creating the content and
deploying it through Facebook’s advertising system.

Their system places a strong focus on not just generating leads, but helping companies to create
accurate user-generated content that they can leverage in a variety of ways. For social sellers, it’s
easy to realize how these types of strategies can be deployed in a personalized manner to help you
collect information and deepen relationships with prospects. It’s the ultimate tool for quickly
growing a list of engaged and excited followers. 

https://www.shortstack.com/
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#9) Grytics 

For social sellers, few strategies can have more impact on Facebook than creating your group.
Doing so allows you to connect more profoundly with your ideal audience while establishing
yourself as a leader in your industry. 

But there aren’t a whole lot of tools out there for managing and understanding engagement within
your group. Luckily, Grytics’ platform comes to the rescue and does the heavy lifting for you here.
Their system allows you to publish automatic updates, analyze engagement based on a variety of
�lters, and better understand how you can foster growth within your group.

Grytics’ in-depth reporting suite takes the guesswork out of running your own Facebook Group,
allowing you to hone in on strategies that provide measurable results. That way, you can put more
focus on building relationships and less on-page administration. 

 

 

https://grytics.com/
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#10) Agora Pulse

Agora Pulse prides themselves on their ability to offer a simple solution while covering all of the
major bases when it comes to social media marketing. For social sellers, their tool is incredibly
valuable. Not only does it provide all of the necessary social media scheduling and management
features that one would need and expect, but their platform offers in-depth monitoring features as
well. 

Using their social listening feature, you can monitor millions of conversations happening at any
given time. Their “Listen” tool makes it easy to identify opportunities for growing relationships
based on search parameters that you set within their system. Additionally, their tagging system
allows you to designate brand ambassadors, engaged prospects, or create custom tags that help
you to �lter pro�les within the system. 

 

https://www.agorapulse.com/
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Tools Expedite Growth

Facebook social selling tools allow you to take the guesswork out of your strategies, automate
essential aspects of your social publishing campaigns, and put yourself in a position to leverage
more of the platform. At the same time, you focus on building and growing relationships that result
in business. The tools outlined in this article will put you in a position to increase your reach on the
platform successfully. 

Let us know with any of your favorite tools we may have missed and that we should include.
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Social Selling on Facebook: Understanding
Messenger Bots

Facebook has long been telegraphing their intent to make Messenger a more signi�cant part of
their overall platform. It was back in 2016 that the company o�cially announced the Facebook
Messenger Platform, which gave businesses greater access to tools and automation options. Since
that time, we have seen a steady ramp-up in the number of companies and a wide variety of
bene�cial uses that the platform represents for businesses.

https://newsroom.fb.com/news/2016/04/messenger-platform-at-f8/
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An open messenger platform presents a lot of potential for companies that want to further
leverage social selling and social media automation within their broader marketing strategies. The
announcement to open up the platform for business and marketing purposes raised a few
eyebrows. People worried that Facebook was exposing the app’s massive user base to a system
that could potentially be abused. Facebook responded to these worries by putting strict use cases
and limitations on how the platform works.

Facebook sees Messenger as a possible way to bridge the gap between businesses and
customers. They hope it could become an entirely new communication channel for companies with
tech-savvy customers. With so many Messenger users already using the platform regularly and
integrating it deeply into their everyday lives, it makes sense that Facebook would want to
monetize the platform.

For social sellers, the bene�ts of Messenger are apparent. When people are already using it, and
your target audience is hanging out there, it makes sense that social sellers would want to
leverage it for connecting and building genuine relationships with prospects.

Here at SocialSellinator, we have written extensively about how to integrate automation into your
processes smartly. While we don’t advocate for too much automation because we want to focus on
real conversations and building genuine relationships, there are certain cases where automating
processes make for a better experience for both you and your prospects.

Facebook Messenger simply has too much potential for bene�cial automation for it to go
overlooked. Using Messenger Bots, you can automate interactions and give your prospects access
to information without having to wait for you to respond. There are many uses for Messenger bots
that could potentially bene�t social sellers. But before we dive into that, let’s examine what a bot is
within this context. 
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What is a Bot, Anyway?

In the general sense, a “bot” is a term used to describe any piece of software that automates a
speci�c task. Chatbots, in the context of Facebook Messenger, automate conversations with
prospects. While it is impossible to automate an entire ful�lling conversation with a potential
customer completely, they can serve as an excellent way to kick off the conversation and collect a
little bit of information from an interested party.

Facebook creates its Facebook Messenger bots with Facebook’s Wit.ai Bot Engine system. Bots
using this system can parse and understand typical interactions with prospects and learn from
them over time. That means that any bot that you create will get “smarter” and more effective every
time that it interacts with a prospect.

This usage of arti�cial intelligence not only makes it easy for businesses to design chatbots but
also allows them to build out new functionalities over time that make them more useful. Most
Messenger bots have several different uses and branches that a conversation can go down,
depending on what the prospect needs.

We’ll dive deeper into how Messenger Bots work a bit later. First, let’s look at how conversations
with Messenger bots start. 

 

How Do Messenger Bot Interactions Start?

When Facebook embraced bots for their Messenger app, one of the �rst questions that concerned
parties had was how those conversations would start. If Facebook was going to allow businesses
to start sending mass automated communications and conducting spam in the same way that
companies do through email, many worried that Messenger would lose its favor.

https://wit.ai/
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However, things didn’t go that way. Facebook put some pretty strict restrictions on how
conversations with companies can start through the platform. Businesses can’t just decide to start
sending automated marketing messages to users. There has to be an initial interaction that grants
the business permission to start sending messages. Some of the common ways that Messenger
bot conversations start include:

Messenger Links

If you have a page for your business on Facebook, users can choose to contact your business
through Messenger by clicking a button on your page. When they click that link, a new conversation
will open up in Messenger. Your bot presents the user with the messaging and options that you set
to be your welcome message for �rst interactions. Messenger bots know when they have
interacted with an individual through the platform previously.

Customer Matching

There is one way in which businesses can reach out to customers through Facebook Messenger
without the customer taking action, and that is through customer matching. For companies that
have collected phone numbers for existing customers or prospects and have existing permission
to reach out to them, you can use the customer matching feature on Facebook to reach out to
those customers. When you do reach out, customers will be prompted to opt-in to the
conversation at the end of your �rst message. Even in these examples, customers still control who
they can receive noti�cations from.

 



/

Image Source: Facebook

Messenger Codes

Messenger codes are unique images that Facebook can use to open up conversations with
prospects. If you are familiar with QR codes or Snapchat codes, the concept here is the same. The
image contains visual cues that act like a barcode that can be scanned by smart devices, directly
opening up the conversation. When scanning the code, the user is redirected to the Messenger
app on the device.

 

 

https://developers.facebook.com/docs/messenger-platform/product-overview
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Image Source: Facebook

Messenger Buttons

Facebook also made it easy for companies to embed Facebook Messenger buttons on their website
and other web properties to encourage conversations with the company. For social sellers, these
buttons would be a bene�cial addition to your website. It’s less hassle for users to start a new
Messenger conversation than it is for them to reach out through email in most cases.

 

Image Source: Facebook

In these examples, if you haven’t implemented a bot, you’ll just receive a standard Messenger
message and conduct a by-hand conversation. In those cases, you will want to ensure that you
continually monitor the channel for new messages. If you do have a bot, the bot can walk the
prospect through the initial steps in the conversation. 

https://developers.facebook.com/docs/messenger-platform/product-overview
https://developers.facebook.com/docs/messenger-platform/product-overview
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What Are The Bene�ts of Messenger Bots?

Using Messenger chatbots can provide several bene�ts to social sellers and businesses. In many
ways, they are more effective than handling those interactions by hand. They allow you to automate
the portions of conversations that often look the same. 

24/7 Availability. We can’t be there to answer our Messenger messages all the time. Even if you
employ customer service reps, if they are handling new interactions by hand, then there will still
be delays. Chatbots are always available and able to deliver any information, collect data, or
direct customers in any way that you have set up the bot.
Information collection. Messenger bots are excellent tools for collecting information from
customers. It’s a process that social sellers always have to go through when meeting prospects
and chatbots allow you to simplify the process. Using Messenger chatbots, you can prompt the
customer for information and store it in your chosen database or spreadsheet using the detailed
API.
Improve responsiveness. When a customer messages an account that uses a chatbot, the bot
replies immediately. There is no delay. Prospects never have to wait for hours to hear back from
you. This instant reaction allows you to catch them at the peak of their interest and establish a
better connection. For social sellers that are focusing on delivering value to prospects, it’s hard
to shy away from how much weight a bot could add in that department.
Low maintenance costs. Chatbots don’t cost anything to maintain outside of what you pay any
developers to work on the project. Once a chatbot is set up, it should then run without issue
unless there are signi�cant changes to the platform. It costs nothing to continue using a
chatbot once installed on your account.
Access to a vast user base. With more than 1.3 billion users, you can rest assured that your
target audience is on Facebook Messenger. Access to an extensive user base that uses the
platform for chatting with family and friends is bene�cial and makes for impactful but
straightforward interactions.
Branches catered to individuals. Conversational extensions can be built into chatbots based on
their answers to your questions. Whether they need help with something, access to
information, or would like to buy something from you — you can build it reliably into your chatbot
and only take over with manual conversation when it makes sense.
Improve over time with optimization. Over time, you’ll learn what works and what doesn’t
concerning your Messenger chatbot. You can then use that information to run split tests and
optimize your strategies to improve ROI.
A more personal connection. Most people, even today, have had very few interactions with
businesses through Facebook Messenger. The typical use of the platform is chatting with family
and friends. Therefore, the platform has high levels of engagement, and there is a good chance
that the recipient reads your messages engages with you.
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There are many advantages to messenger bots for social sellers. Now that we’ve covered how they
could potentially impact your business let’s dive into some examples that show how various
companies have used Messenger chatbots to their advantage.

 

Examples of Messenger Chatbots

It’s tough to fully envision how a chatbot could �t into your business without seeing some
examples of them in action �rst. Chatbots, when deployed with a little creativity, can automate
sales funnels, help connect customers to information, and in many ways, replace sales reps. 

Here are some examples of companies using chatbots in useful and exciting ways to help get the
gears turning on how your business could use them:

Example #1 - Swelly

Swelly was one of the most popular Facebook Messenger chatbots in the early days of the program.
Swelly allows users to pick one of two options and vote with the general public. The system also
lets users see what people around the world vote for.

In total, more than one million have used Swelly. The vital viral component of the bot made it a quick
hit. While this isn’t a strict business example, we wanted to show it because it shows how far a
little creativity can take you when it comes to chatbots; if you’d like to try it out, click here.

Example #2 - 1-800-Flowers

Another one of the more famous chatbots on Facebook Messenger comes from 1800Flowers. They
are a �ower delivery company and created a chatbot to make a full-featured engagement channel
with their customers. Users can order �owers and have them delivered wherever they want,
directly from inside the chatbot platform. Additionally, the customer can request to speak with a
real human representative and is redirected quickly. 

http://swl.wtf/messengerbot


/

Example #3 - HealthTap

HealthTap is an excellent example of social sellers. HealthTap has utilized Facebook Messenger
chatbots almost strictly as an information delivery tool. Users can ask any question that they would
like to the HealthTap bot, which then answers your health questions with answers from physicians
around the world at no cost.

The bot allows you to browse through answers to similar questions. With over 100,000 physicians
in different specialties, there is almost no answer that the bot can not deliver that relates to
health. It’s a simple but effective way to provide value to their customers and build relationships in
the process. 

 

Smart Automation Builds Relationships

Creating smart, automated conversations using Facebook Messenger chatbots can help social
sellers to collect more information, be more responsive, and provide a better overall experience to
their prospects and customers. While you will always have to engage in genuine conversations
with your prospects, a chatbot can be a huge help.
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