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While TikTok and Instagram are getting most of the
attention these days, Facebook is still a great platform 
for interior designers

Your clients are probably Baby Boomers, Gen X, or Millennials, and these 
are the generations that are the heaviest users of Facebook. (Younger 
generations notoriously don’t use Facebook, but also don’t have the budget 
to hire designers yet.) Whether you like the company or not, with nearly 2.9 
billion monthly active users, Facebook is also the most popular of all social 
media networks.

What’s more, the app is great for interior designers who don’t have the time 
to create video content like TikTok videos and Instagram Reels. On Facebook, 
images and text can be enough to keep you high up in the algorithm. 

Here’s how interior designers can win clients steadily on Facebook.
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What’s in this guide:
The two main ways to get clients on Facebook

Personal page tips for interior designers

Page vs. profile: how to prioritize your time

Leveraging Facebook groups

Communicating with leads on Facebook

Business page tips for interior designers
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The two main ways to get clients 
on Facebook
When it comes to marketing your interior design business on Facebook, 
you first need to understand the difference between a business page and 
a personal profile.
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A business page is public and contains important business information, 
such as your phone number, email address, physical address, and whatever 
else you want to include. The business page also opens a direct line of 
communication between you and your potential clients, since all Facebook 
business pages are connected to Facebook Messenger.

Facebook Business Page1
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Pros:

Cons:

A popular Facebook page can yield clout and leads. Your content can go viral 
and be seen by the friends of your followers.

It can be hard to target your audience (you might build a following of fans, not 
paying clients). Organic reach can be more difficult, although Facebook did 
make major changes to its algorithm in 2021 to start showing more Facebook 
pages in users’ news feeds.
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A personal profile is what your mom, sister, and BFF use to share vacation 
photos and adorable dog pics. While many designers are hesitant to use their 
personal profiles for marketing purposes, when done right, this can be a smart 
way to stay top-of-mind with your Facebook friends so they know to refer you 
when someone is looking for an interior designer. 

While you may not go guns-blazing into marketing with your personal profile, 
to completely ignore its potential could be a missed opportunity.

Pros:

Cons:

Your friends, family, and people in your local community will see your content, 
leading to more referrals. You can add friends with people you don’t actually 
know to grow your reach. Your content will get steady reach and engagement. 
You can make your content public, so others can share it. 

You can’t grow a personal profile in a viral way, and the potential is limited. 
You can only have 5000 Facebook friends.

Facebook Personal Profile2
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How to get clients from your 
business page
A Facebook business page is public, and you don’t need to share any details 
about your private life. Plus, a high-quality page with a good amount of 
followers can build your brand authority and attract more local clients.

Here are our top tips for growing your Facebook page.



9

First, you need an optimized profile. Without one, people won’t know what 
you do, let alone be able to find your page.

Business Page Optimization
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Make sure to set up all of the following:

Business page name
Use the name of your business as the page name, or your name if that’s 
also the name of your business. To rank in Facebook searches, you might 
want to add “interior designer” or “interior decorator” to the profile name.

For example, if your business name is Chic Life Labs you might title your page 
like so: Chic Life Labs | Interior Designer

Profile image
Add a cropped, professional headshot as your profile picture.

Header image
For your header image, you’ll attract new followers and clients by 
showing off one of your best portfolio pieces. Make sure the image is a 
high quality image, crisp and bright. If it’s dark and blurry it can make
you appear amateurish.

CTA
The CTA is the blue call to action button at the top of your profile.
It can be anything you like, but we recommend “Send Message”, which 
encourages people to contact you with questions.

Location
You’ll want to list your city, and if you have one, a physical office address. 

About
Write a captivating bio that shares your niche, experience, and any 
awards or publicity to help boost your authority.
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Email
You’ll also want to add your email address, in case that is the preferred 
method of contact. Not only might potential clients contact you this way, 
but journalists might contact you for quotes and features. 

Services (optional)
Some designers add their services to their Facebook profiles. It’s up 
to you if you want to publicly display your pricing. You can detail your 
services or list a bite-size offer or consultation call.

Phone number
Add your phone number so that people who want to get in touch right 
away can do so. This is also a great way to get referrals from contractors 
and real estate agents. If you don’t have a phone number in your profile, 
someone might skip to the next person who does.
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Content ideas for business pages
What should you post? Pictures of your work and your life are equally 
important. Check out these tips and ideas:

Stay true to your niche

Keep it fun, inspiring, or teachable

Don’t just create content about your work

"Interior designers need to focus on a specific design aesthetic that fits the archetype of their 
clients,” says Ivory Coats, founder of More Marketing Firm. “Set the bait, attract the fish. When 
clients are looking at designing their space they are wanting to see different utilization of that style; 
that speaks to your command and skill. Do not try to be everything to everybody. The wins, along 
with the larger price tags come from specialization. And having a niche will actually attract more to 
your business."

"Most Facebook users aren’t ready to buy anything yet. They came to Facebook for fun, social 
interaction, and information exchange,” says Jason Lockhart, the CEO of Kitchen & Bath Marketing, 
a marketing agency for interior designers and home renovation companies. “Instead of solely 
promotional posts, use your business page to educate your customers about things of interest (like 
DIY tips, popular kitchen and bath styles and colors for the year, etc.). When they find interest in 
your information, that will lead to interest in your business which will lead to sales."

“One of the things many interior designers neglect is to take personal pictures of their office, 
showroom, staff, or even vehicle. This adds much more of a personal touch (even if it’s only a 
home office) and shows that you are serious about your business,” says Shane McEvoy, managing 
director of marketing agency Flycast Media. “We’ve looked after a very upscale flooring company 
in an extremely wealthy part of London for a long time. Obviously on Facebook we use lots and lots 
of excellent photographs (the client is very good at taking them) but having professional photos 
taken of the showroom and office added a whole new dimension to the response we got and I 
recommend it to anybody.”

https://moremarketingfirm.com/
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Link to your blog posts

Host a “walk-in” webinar to collect email leads

“Start writing how-to articles for teaching your potential prospects on how to do simple décor 
things themselves. You can provide them tips and DIY tricks on keeping the apartment clean, 
tips on selecting certain materials or décor items, home improvement and much more,” says 
Amira Johnson, interior designer at Emerald Doors. “This not just showcases your skills but also 
showcases you as an authority expert in your field." Write articles and share the links on your 
Facebook page

Eduardo Cifre, a digital marketing consultant, has a unique way to collect leads from Facebook 
business pages. “My team runs awareness ads on Facebook and manages business pages, he 
says. “To attract potential clients’ attention, we post before and after results, both as images and 
videos. To collect leads, we recommend that interior designers host an online walk-in webinar, and 
we help them set this up. During the webinar, potential clients can ask any questions related to 
interior design. We used ads to drive more sign-ups, and as soon as the leads were opted in, they 
were added to our email marketing flow which automatically sent out emails to these leads.” 
 
To make this idea work for you, come up with a fun webinar name like “Q&A with an interior 
designer” and post about it multiple times. With a low ad budget, you could run ads only to your 
own page followers. Or, you could skip ads altogether and try to get as many sign-ups as possible 
from your audience organically.

https://www.emeralddoors.co.uk/
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Growth strategy for business pages
How do you grow your Facebook audience and convert them into clients?
Try these tips:

Promote your page organically

Paid Facebook ads

To grow your Facebook page organically (meaning, with no paid advertising), you’ll need to get 
creative. Link to your Facebook page from your website and your email newsletter so that more 
people know about it and follow it. You can also ask friends, family, and former clients to follow the 
page, in order to add a higher volume of followers to boost your credibility. Plus, you want people 
to follow the page, so that they see your posts from time to time and remember to refer people to 
you. You can also invite people to like your page inside of Facebook. You could invite your entire 
friends list, or manually select people to invite.

Lockhart also recommends that interior designers who are serious about growing their Facebook 
page invest in paid advertising. “You can get your page noticed by investing a small amount of 
money ($10 per day) to promote your page. Without properly promoting your business page you 
likely won’t get noticed. When you promote your business page using Facebook Ads, it shouldn't 
sound like you’re pitching Facebook users with a blatant sales page,” says Lockhart. Instead, your 
ads should invite them to come explore your free content. He recommends running ads directly to 
your business page, rather than your website, to grow your audience. “If you use your page as your 
landing page in your Facebook Ads, then more new visitors will come to your page because they 
perceive your ad not as a sales page, but as an interesting page that they want to explore.” If you 
use this strategy, make sure to target the right people. You can target Facebook users by location, 
estimated net worth, interests, and more. 

Get more reviews

The more quality reviews you get, the more likely that interested people will trust you and contact 
you. “Make it easy for customers to review you,” says Chris Campbell, partner at The Charming 
Bench Company. “If you’re sending out email newsletters, add a review request link that recipients 
can click in order to post a review of your business on Facebook. Or if you don’t want to seem too 
pushy, add some simple text to your e-mail signature such as, ‘Check us out on Facebook' and tell 
us your opinion.'"
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How to get clients from your 
personal profile
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Depending on who you are you might not feel comfortable sending or 
accepting friend requests if you don’t personally know that individual. Or you 
might be more than happy to grow your Facebook friends list outside of your 
personal circle. Whichever camp you fall into, you can still get clients from 
your Facebook profile. After all, your mom’s cousin or your classmate from 
college can hire you or refer someone to you. 
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To get clients from your personal Facebook profile, people need to know who 
you are and what you do.

Personal profile optimization
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Update all of these elements of your personal profile:

Profile picture
You can use the same picture as your business page profile image, or 
another high-quality headshot. A nice headshot reminds people that 
you’re a business owner every time you post.

Header image
For your header image, you can use a portfolio piece. You might even 
overlay text on top of it, such as your website URL.

Job position
Add your current job title and associate it with your business page, so 
people can click through to your page. When you add the job, just search 
the name of your business and it will pop up. Instead of writing “founder” 
or “principal,” consider writing “interior designer.” This will be more clear 
to people who view your profile.

City
Make sure to add your city. This is especially important for people who 
offer in-person design services.

Linked social media accounts
Add your social media accounts, especially your Instagram profile. 

Website
And of course, add the URL of your website, so people can click straight to 
your site and explore your portfolio and services.
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Here’s everything you need to know about posting on your personal profile. 

Content ideas for personal profiles

Post personal content weekly, business content monthly

Create informal, engaging content

The most important thing is to keep your Facebook profile active. If you don’t, the algorithm won’t 
favor your content. You can choose whatever balance you want, but an easy rule of thumb is to 
post personal content once or twice a week, and business content once or twice a month. This 
way, you continually remind your personal network about your business, without overdoing it or 
losing their attention. For personal content, you can post about your workouts, vacations, favorite 
books, personal development goals, or anything else you love. And for business content, you can 
post before and afters, favorite new products or trends, or design tips that anyone can follow. 

Remember, this is your personal Facebook account. You’ll do better creating engaging content 
than content that is overly promotional. Post with an informal tone of voice, and be yourself. 
When in doubt, use emojis!

Post at high-engagement times

Although you may think Instagram and Pinterest are the top social media platforms for a business 
like interior design, Facebook allows you to connect with a wider audience,” says Nora Mitchell, 
former interior designer and editor-in-chief of Household Advice. “The majority of the population 
has Facebook and finding new customers is a lot easier. To take advantage of using this platform, 
make sure to post at the right time. Most people work during the weekdays and have a lunch 
break. Therefore posting around these times will increase consumer interaction as the majority of 
people are on their social media during their breaks.
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How do you grow your Facebook friends? You have a couple of options.

Growth strategies for personal profiles

Keep friending people you know

Strategically friend people outside of your personal network

Change your settings to allow followers

Make sure to continually add new people to your list of friends. Whenever you attend a networking 
event or meet someone new at a barbeque, send them a friend request. This way, you can keep 
growing your Facebook network of potential clients and referrers.

If you’re comfortable with it, accept friend requests from people you don’t know if they are in your 
area where you offer services, or if they’re connected to other designers and former clients. You 
can look at the mutual friends you have before accepting someone’s request. You can also send 
connection requests to people. You might want to send them to people who are in a Facebook 
group only for people in your town, for example. 

In your Facebook settings, you can change “Who can follow me?” to “Everyone.” This allows you 
to start collecting followers, not just friends. Then, when you post anything, you can determine 
who can see it. If you set it to friends, only friends will see it. If you set it to public, your followers, 
friends, and anyone who clicks on your personal profile will see it. Even if you don’t plan on 
growing your Facebook audience, it’s still wise to update this setting because when you deny 
someone’s friend request, they will automatically become a follower. 
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Leveraging Facebook Groups
Once you have an optimized personal profile and business page, you 
have the perfect foundation to collect leads. What if you could easily book 
consultation calls without spending money on ads? The answer just might 
be Facebook Groups.
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Find local groups in your area, for example “Clark County Peeps” or 
“Austin Networking” by searching your city, county, and regional names 
in the Facebook groups tab.

Join groups with 5,000+ members.

Post in an engaging way about your business. For example, you might 
write, “I launched my interior design business a couple months ago and 
so far it is going great! Here are some recent project photos. The right mix 
of lightness and color can really keep spaces looking fresh and modern 
but still personal and homey. If you have any questions about improving 
your home design, ask away!”.

Include 3-5 high-quality photos of your work along with your post.

Reply to comments, and when someone asks for more information or a 
quote, comment that you will contact them via Messenger. Make sure to 
follow up on the comment if they forget to reply in Messenger.

Here’s how to leverage groups:



26

Communicating With Leads 
via Facebook Messenger
In order to convert leads from Facebook, you’ll need to master the art 
of social selling. That’s marketing speak for manning your inbox and 
replying to leads. For best results, you should answer a question and 
then ask one. Treat the chat like a regular conversation instead of 
dumping a bunch of information on your potential client.
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Lead: Within the next 6 months.

Here’s an example of what to do:

Lead: Do you do kitchen remodels?

Lead: Awesome. Just booked a slot for Thursday

Designer: I do! Kitchens are my absolute favorite transformation. 
When are you looking to redo your kitchen?

Designer: Wonderful! Speak with you then!

Designer: Perfect. I have some space opening up next month. Would you like to 
schedule a time to chat through your budget, goals, and style? Here’s my calendar 
link: yourschedulingtool.com/yourname

Lead: [No Response]

Here’s an example of what NOT to do:

Designer: I do! I love working on kitchen projects. I’ve done 
several in the past year and would be happy to help you. Let’s 
talk through your budget and timeline on a phone call. You can 
book a call with me here: yourschedulingtool.com/yourname

What’s wrong with the second example? When you don’t ask a question back, 
you appear overeager. It looks like you’ll work with anyone who contacts you. 
When you ask a question, you look like a business professional who is vetting 
a lead. After all, you need to make sure that you want to work with them. So 
ask a question or two before taking the conversation out of your inbox. 

Lead: Do you do kitchen remodels?
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Key Takeaways
As the world’s reigning social media platform in terms of active users, 
your target clients are undoubtedly on Facebook. Use your business 
page and your profile to get leads and spread awareness about your 
services in order to inspire people to refer others to you.

Check out DesignFiles for easy design tools, an active community 
of interior designers, and lots of helpful content.

Try our design and project management tools for free!

http://www.designfiles.co

