A social media marketing funnel is like a step-by-step path that moves people from:

1 ""Who are you?"" — to — "'I'm interested!"" — to — "'l trust you." — to — "'l want to
buy/join/enroll!*

In simple words:
It’s the process of attracting, engaging, convincing, and converting people on social media.

Here's how it usually works:
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Stage What Happens Example
They see your Reel about "Top 5

Awareness People discover you for the first time. reasons to learn Python.”
They start liking your content, follow you, maybe They download your free "HTML
Interest . . . ; "
sign up for a free guide/webinar. Basics PDF.
i . They think seriously about joining your course but They watch your demo class or
Consideration still have doubts. read your FAQ post.
Conversion They finally enroll/purchase the course. They click your link and register

for the Python course.

. They post a story tagging you
They lov r course and tell friends. . ’
Loyalty/Advocacy They love your course and tell friends “Best coding class ever!”
The goal of a funnel is not just likes —

It’s about moving people closer to taking real action (buying/joining/sharing)

Here’s a social media marketing funnel you can use to promote your interior design
business:

1. Awareness Stage (Attract)

e Goal: Let people know you exist.
e Tactics:
o Post before/after transformations (reels, carousels).
o Share design tips (short videos, infographics).
o Run targeted ads (Facebook, Instagram) to reach homeowners, real estate buyers, etc.
o Partner with local influencers to showcase your work.

2. Interest Stage (Engage)

e Goal: Build curiosity about your work.
e Tactics:
o Post client testimonials (video or quotes with photos).
o Share behind-the-scenes of your projects (Stories, Reels).
o Create interactive posts (polls: “Which sofa do you like better?”, quizzes: “Find your
decor style!”).

3. Consideration Stage (Nurture)

o Goal: Make people seriously think about hiring you.



e Tactics:
o Offer free consultations (mention in posts and ads).
o Show detailed case studies (e.g., "How we transformed a 2BHK in Mumbai for %5 lakh™).
o Host Live Q&A sessions about design trends, budget tips, etc.

4. Conversion Stage (Sell)

e Goal: Get inquiries and bookings.

e Tactics:
o Clear calls-to-action (DM for quote, Book a free call).
o Special limited-time offers (ex: “10% off for April bookings!”).
o Landing page with a contact form (link in bio).

5. Loyalty Stage (Retain)

e Goal: Turn clients into repeat customers and referrers.
e Tactics:
o Send thank you gifts or discounts for referrals.
o Feature client homes on your page (tag them).
o Exclusive design tips for past clients through WhatsApp or email.

a simple and effective social media marketing funnel to
promote computer courses like Python, HTML, CSS, JavaScript, MS Office,
Tally with GST:

1 1. Awareness (Top of Funnel - TOFU)
Goal: Make people aware your courses exist.
« Content Ideas:

o Reels showcasing "Career after learning Python/HTML/Tally!"
o Infographics on "Why MS Office skills are still powerful in 2025!"



o Free mini-tutorial clips (30-60 seconds) teaching simple tricks.
o Carousel posts: "Top 5 reasons to learn coding today!"
o Platforms: Instagram Reels, YouTube Shorts, Facebook Ads, LinkedIn posts.

1 2. Interest (Middle of Funnel - MOFU)
Goal: Build curiosity and connection.

« Content Ideas:

o Free live webinars / workshops (e.g., "Learn HTML Basics in 1 Hour")

o Testimonials from past students (video is best!).

o PDF guides/freebies like "50 Coding Interview Questions™ or "MS Office Cheatsheet".
o Lead Magnet: Collect emails/WhatsApp numbers for a freebie.
o Platforms: Instagram Stories (Polls, Quizzes), YouTube Community Posts, LinkedIn Articles.

1 3. Consideration (Lower Middle Funnel)
Goal: Help them trust you and consider buying.

« Content Ideas:

o Demo class highlights.

o Comparison posts: "Online vs Offline courses — Which is better?"

o FAQ videos addressing common doubts (fees, duration, placements).
o Tactics: Retarget ads to people who visited your page/website.
o Platform: Facebook retargeting ads, Instagram DMSs nurturing.

1 4. Conversion (Bottom of Funnel - BOFU)
Goal: Get them to enroll.

« Content Ideas:
o Offer limited-time discounts ("Enroll before Sunday and get X500 off!").
o Flash Sale Reels/Posts ("Only 10 seats left for Tally with GST course!™)
o Strong CTAs: "DM 'COURSE' to get started [1".

e Tactics: WhatsApp follow-ups, Email marketing (2-3 emails a week).

1 5. Loyalty & Advocacy
Goal: Make students become brand ambassadors.
« Content Ideas:

o Ask for reviews and feedback videos.
o Share student success stories.



o Referral rewards ("Refer a friend & get X1000 cashback!").



