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Abstract

The rapid growth of digital technologies has
transformed the way businesses communicate with
customers and generate sales leads. Social media
platforms have emerged as one of the most effective
tools for business lead generation due to their extensive
reach, targeting capabilities, and cost efficiency. Among
various platforms, Facebook and Instagram are widely
used by businesses of all sizes. This research paper aims
to analyse and compare the role of Facebook and
Instagram in business lead generation with special
reference to Amravati city. The study adopts a
descriptive research design and is based on both primary
and secondary data. Primary data was collected through
a structured questionnaire from business owners,
entrepreneurs, and marketing professionals operating in
Amravati. Secondary data was sourced from research
journals, books, reports, and online publications. The
study evaluates these platforms based on parameters
such as reach, engagement, cost-effectiveness, lead
quality, and conversion rate. Statistical tools like
percentage analysis and hypothesis testing have been
used for data interpretation. The findings reveal that
Facebook is more effective in generating a higher
volume of leads, while Instagram is superior in terms of
engagement and brand visibility. The study concludes
that an integrated use of both platforms can significantly
enhance business lead generation. The paper also
provides practical recommendations for businesses to
improve their social media marketing strategies. This
study compares Facebook and Instagram for business
lead generation in Amravati, highlighting Facebook’s
reach and Instagram’s engagement.
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Introduction

In the modern business environment, digital marketing
has become an essential component of organizational
growth and sustainability. Traditional marketing
methods such as print advertisements, television
commercials, and direct selling are increasingly being
replaced by digital platforms due to their high cost and
limited reach. Social media platforms have
revolutionized business communication by enabling
direct interaction between businesses and consumers.

Business lead generation refers to the process of
identifying and attracting potential customers who show
interest in a product or service. Social media platforms
such as Facebook and Instagram offer advanced tools
for lead generation, including targeted advertisements,
lead forms, sponsored posts, and analytics. These
platforms allow businesses to reach specific audiences
based on demographics, interests, and behavior.

In cities like Amravati, where small and medium
enterprises dominate the business landscape, social
media marketing has become a cost-effective and
accessible tool for growth. This study attempts to
analyze the effectiveness of Facebook and Instagram as
lead generation platforms and compare their
performance in the local business environment of
Amravati.

Review of Literature

higher lead Several researchers have examined the role
of social media in business marketing and lead
generation. Kaplan and Haenlein (2010) emphasized
that social media enables firms to create meaningful
relationships with customers through interactive
communication. Chaffey (2020) highlighted that social
media platforms provide measurable marketing

© 2026, IJSREM | www.ijsrem.com

DOI: 10.55041/IJ]SREM.IBFE164 |

Page 1031


http://www.ijsrem.com/

Conference - Volume 10 IBFE -2026

International Journal of Scientific Research in Engineering and Management (I[JSREM)

SJIF Rating: 8.586 ISSN: 2582-3930

outcomes, making them effective tools for lead
generation.

Studies have shown that Facebook is widely used by
businesses due to its large user base and detailed
targeting options. Tuten and Solomon (2018) found that
Facebook advertisements generate volumes compared
to other platforms. On the other hand, Instagram has
gained popularity for visual storytelling and brand
engagement, especially among younger audiences.
Research by De Veerman et al. (2017) indicates that
Instagram is highly effective for brand awareness and
customer engagement.

However, most existing studies focus on metropolitan
cities and large organizations. There is limited research
on the effectiveness of social media platforms in smaller
cities like Amravati. This study aims to bridge this
research gap.

Statement of the Problem

Despite the increasing adoption of social media
platforms by businesses, many entrepreneurs are
uncertain about which platform is more effective for
lead generation. Businesses often invest in social media
marketing without proper evaluation, resulting in
inefficient use of resources. There is a need to analyze
and compare the effectiveness of Facebook and
Instagram for business lead generation in the context of
Amravati city.

Objectives of the Study

1. To study the role of social media platforms in business
lead generation.

2. To compare the effectiveness of Facebook and
Instagram for businesses in Amravati.

3. To analyse user engagement patterns and advertising
methods on both platforms.

4. To identify challenges faced by businesses while
using social media for lead generation.

5. To provide practical recommendations for improving
digital marketing strategies in Amravat

Research Methodology

The present study adopts a descriptive and analytical
research design to examine the role of social media
platforms in business lead generation, with special
reference to Facebook and Instagram in Amravati city.
The study aims to understand how businesses use these

platforms for generating leads and to compare their
effectiveness. Both primary and secondary data sources
have been used to achieve the research objectives.
Primary data was collected through a structured
questionnaire administered to business owners,
entrepreneurs, and marketing professionals in Amravati
who actively use Facebook and Instagram for business
promotion. Secondary data was gathered from research
journals, books, conference papers, reports, and relevant
websites related to social media marketing and digital
advertising. The sample size for the study consists of 50
respondents, selected using the convenience sampling
method due to ease of accessibility and time constraints.
The collected data was analyzed using percentage
analysis and comparative analysis to evaluate the
performance of Facebook and Instagram in terms of
reach, engagement, cost-effectiveness, and lead
conversion. Hypothesis testing was applied to determine
whether a significant difference exists between the two
platforms in business lead generation. The study was
conducted over a period of three months, and ethical
considerations such as respondent confidentiality and
voluntary participation were strictly followed. This
methodology provides a systematic framework for
understanding the effectiveness of social media
platforms in business lead generation in the local
business environment of Amravati.

Data Analysis and Interpretation

The collected data was analysed using percentage
analysis to understand usage patterns and effectiveness
of Facebook and Instagram.

Majority of respondents use Facebook for lead
generation due to its wider reach.

Instagram is preferred for branding and customer
engagement.

Facebook ads generate higher lead volumes, while
Instagram leads show better engagement quality.

Cost per lead is relatively lower on Facebook for small
businesses.

Based on the analysis, the null hypothesis is rejected and
the alternative hypothesis is accepted, indicating a
significant difference between Facebook and Instagram
in business lead generation.
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Findings and Discussion

The study finds that social media platforms play an
important role in business lead generation in Amravati.
Most businesses actively use Facebook and Instagram
for promoting their products and services. The findings
show that Facebook is more effective in generating a
higher number of leads due to its wide reach and lower
advertising cost. Instagram, on the other hand, is more
effective in creating customer engagement and
improving brand visibility, especially among younger
audiences. Businesses that use both Facebook and
Instagram together experience better lead conversion
and overall marketing performance. However, lack of
technical knowledge and content creation skills remains
a major challenge for small businesses. Overall, the
study highlights that both platforms are useful for
business lead generation when used strategically

Conclusion

The study concludes that social media platforms play a
crucial role in modern business lead generation.
Facebook and Instagram offer unique advantages and
serve different marketing purposes. While Facebook is
effective for generating a large number of leads,
Instagram excels in engagement and brand visibility.
Businesses in Amravati should adopt an integrated
social media strategy to maximize lead generation.
Proper planning, content creation, and performance
monitoring are essential for achieving desired results.

Suggestions and Recommendations

Businesses should adopt a combined marketing strategy
by using both Facebook and Instagram to achieve better
lead generation results. Proper training programs on
social media marketing should be organized to improve
the digital skills of business owners and marketers.
Businesses are advised to use analytics and performance
measurement tools regularly to evaluate the
effectiveness of their social media campaigns and make
necessary improvements. Special attention should be
given to improving the quality of visual content on
Instagram, as attractive images and videos play a crucial
role in increasing customer engagement and brand
visibility.

Limitations of the Study

The present study on “The Role of Social Media
Platforms in Business Lead Generation: A Comparative

Study of Facebook and Instagram with Special
Reference to Amravati” has certain limitations. The

scope of the study is confined only to Amravati city, and
therefore the findings may not be applicable to other
regions. The sample size selected for the study is
relatively small, which may limit the generalization of
the results. The data collected is based on the personal
opinions and perceptions of the respondents, which may
involve subjectivity. Additionally, time constraints
restricted detailed analysis and the use of advanced
research techniques. Despite these limitations, the study
provides useful insights into the role of social media
platforms in business lead generation in Amravati.
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