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Welcome to my hometown.

Scott Fish
Founder, 32° digital

From the city of roses, doing my best to keep 
Portland Weird.

Racquetball player, traveler, plays with corgis!



In the 1970’s the average person saw 500 ads per day.
Now, we see 10X as many – 5,000 ads per day.



Glasses that allow you to live IRL (In Real Life) and see 
everything except screens



Generating more leads with social media

• Create a strong social media lead generation plan.
• Business tactics to employ on social media platforms for lead 

generation.
• How to use LinkedIn for prospecting and thought leadership.
• How to use Pinterest/Instagram to show off your event 

space.



Generating more leads with social media

• 89% of B2B marketers use LinkedIn to distribute content, making it the second 
most-used B2B social platform, second only to email.

• LinkedIn generates the highest visitor-to-lead conversion rate at 2.74%, more 
than 3x higher than Twitter (.69%) and Facebook (.77%)

• YouTube is rated the fourth most effective B2B channel marketers use behind 
Email, LinkedIn and Print. 

• The average B2B company is on 6 social media networks.

(Weirdert & Content Marketing Institute, 32° digital annual report on social media)



Creating a lead driving social media plan

Social Media pay-to-play is a reality and it is increasing.

You need to know and understand your audience.

Figure out where your audience is most active.

Must act fast on social generated leads. 
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Creating a lead driving social media plan

Social Media pay-to-play is a reality and it is increasing.1

On average, brands are only reaching 6%-10% of their audience 
without paying for ads or promoted posts.

Promoted posts with video content are 30%-40% cheaper than 
image posts.



Creating a lead driving social media plan

You need to know and understand your audience.2

You have a story to tell, how can you tell it best to the audience that you 
want to reach?

What are challenges that they are facing? How do they measure success? 
What associations are they part of? How do they prefer to interact with 
vendors? What does their decision timeline look like?   

How can you be a better partner with customers?



Creating a lead driving social media plan

Figure out where your audience is most active.3



Creating a lead driving social media plan

Figure out where your audience is most active.3



Creating a lead driving social media plan

Must act fast on social generated leads.4



Creating a lead driving social media plan

Must act fast on social generated leads.4

Social media & 
Customer service 
are very blended 
today.



Creating the right business tactics for lead generation

AWARENESS

ENGAGEMENT

SALES

Broad Facebook, 
Twitter, Linkedin
YouTube Campaigns.

Engage existing fans, look a like 
audiences, retargeting, LI groups, 
IG/Pinterest Fans/Advertising

Direct Retargeting, Email Follow
up, FB Messaging Ads, Custom
Landing pages for SEO/Social.

It’s ok not to have a 
direct ROI metric.

Track ad spend & engagement 
that becomes a lead.

Ad spend directly 
translates to CPL metric.



Creating the right business tactics for lead generation

AWARENESS 92% of customers trust influencer 
messages more than a brand’s.

#STRICT: Specific, Targeted, Relevant, Innovative, Concise, Thoughtful

Be Aware Of…
• The top influencers in your community
• The hashtags commonly used by your community
• The style of photos shared by the most popular accounts
• Tactics for engagement used within the community

Build a community around an actionable Tag
• Make it unique to your brand. 
• Establish the reasoning behind the tag & it’s 

relevance to your audience.
• Don’t leave your community hungry for too long.



Creating the right business tactics for lead generation

ENGAGEMENT

Instagram’s tools are built for a business to thrive.

Use the right filters and special effects. Instagram is visual – make visually appealing content that will capture potential 
customer’s attention! The most popular and proven to be visually appealing filters are: Low-Fi, Valencia, and X-Pro II.

Instagram’s business tools allow you to track website clicks, call clicks, and email clicks. For B2B, these are important!  
Don’t forget to integrate your known demographic data into ads.

Partner with a nonprofit or social cause that will align your venue’s space and businesses mission.  

Try using Rich Pins – they allow you to specifically target 
keyword searches with better Meta Data.

Real Life photos vs. product/stock photos receive 30% better CTR in Pinterest.



Creating the right business tactics for lead generation

SALES

Your sales team goes beyond the person. Create an ecosystem that is always working to close a lead.

Consider the different keywords that drive searches and engagement in social media and make sure that you have 
content that addresses each segment.   

Immediate response from social leads is critical – a study by Hootsuite shows that most B2B decisions are made within 
a 24-48 hour window – you need to respond to be part of the conversation.

Drip campaigns build a longer pipeline: look at your email integration with social media (custom audiences).

80% of B2B marketers say they have a specific social media strategy, but only 32% 
have it documented.



Position Zero is Search: Socially Driven Content

Position 0 is the rich snippet that you 
often see above other traditional search 
results.

80% of Google Home voice search 
results derive from Rich Snippets.



OK, tell me about Position Zero.

Google crawls pages and determines the best 
answer, often pulling into the search result much 
more than the traditional 10 blue links.

This is a huge opportunity for wineries and AVAs to 
capitalize on rich content snippets to drive more 
traffic.

Position ZERO drives VOICE SEARCH.
Part of your Barnacle Social & SEO Strategy.



OK, tell me about Position Zero.

It’s very difficult to organically rank above 
Position Zero – especially with a map 
listing.

Unique Venues has managed to do it 
because they are being seen as a 
category focused result, rather than a 
specific location result.



Targeting Position Zero With Social Media

Social SEO strategies drive better rankings, which means you open 
your site’s social channels up to being able to show up for voice and 
position zero search results.

• Titles and Content tags drive a lot of value!
• Image optimization & Tagging makes a difference.
• Don’t forget to build links to your own social profiles!
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