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What Others Say About Their Facebook Results


“Aw, the whole thing makes my head hurt. But other than puffery about 600-million customers, Perry’s an honest man in a field rife with charlatans. If anybody can make practical sense of Facebook for marketers, it’s Perry. He has his finger on its truth—as advertising media not social media. He also realizes there is a short window of time during which offers the greatest opportunity. He identified this with Google Ads [formerly Google AdWords]. Now this book shows how to capitalize on ideal timing with this media. Finally, he is a well-disciplined direct-response practitioner who holds this accountable for ROI. I bestow my ‘No B.S. blessing.’”


—Dan S. Kennedy, legendary direct marketing advisor and author of the NO B.S. book series, www.NoBSBooks.com


“Ultimate Guide to Facebook Advertising just might be your ultimate guide to earning a ton of money with this social media phenomenon. What you don’t know about Facebook could hurt you and what you will learn about Facebook from this book definitely will help you. It’s a fun and easy read and a surefire way to seriously increase your income.”


—[The late] Jay Conrad Levinson, The Father of Guerrilla Marketing, author of Guerrilla Marketing series of books—over 21 million sold; now in 62 languages


“The coverage is comprehensive; if ever there were questions about whether ‘Like’ campaigns work, creating a solid offer, using video ads, targeting specific audiences, analyzing campaigns, or understanding the ‘Facebook Pixel’ (a piece of code), this outsized handbook has the answers. And if that isn’t enough, Marshall offers free access to tools, videos, and case studies on his website…. Exhaustive in scope, expertly presented, and authoritatively written.”


—Kirkus Reviews


“Bob Regnerus was challenged to find targeted customers for Bolder Bands and help us tell our story on Facebook. The results, quite frankly, are almost too good to be true. It was beyond our belief. With Bob’s work over a short period, we achieved a level of sales that we could only dream of and now have an established fan base that quickly grew to 350K. With over 45,000 customers (and growing) we went from startup to a legit business inside of a year.”


—Amy and JD Crouse, Bolder Bands


“I decided I had enough of trying to figure out Facebook, Google, and everything else besides trying to run my store during the hectic holiday rush. After hiring Bob Regnerus we saw increased sales by 16.3 percent over the previous holiday season spending the same amount on ads as before. Bob has proven to be much more than ‘my Facebook guy.’ He’s provided me sage advice, sound critique, and expert opinions on many matters that affect the performance of my store and it’s future.”


—Sander Cohen, Dharmashop.com


“Bob Regnerus provides a level of wisdom and levelheadedness to any business owner’s situation. Bob is able to calm the storm and deliver sound, grounded advice and direction. Think of a business owner who is in the throes of a violent storm—Bob is the voice on the radio guiding them to waters that makes the boat sail and not sink.


“Bob brings the experience of ‘been there done that’ in a very crowded market. What he brings is seasoning that is only gained through highs and lows of being an entrepreneur.”


—Brandon Boyd, cofounder Feedstories.com


“I have known Bob Regnerus professionally for more than 15 years.


“Bob is a master consultant. He knows how to define the problem simply, he is 100 percent reliable, and he is a true professional in an industry that is filled with people who lack experience and professionalism. He makes everything easy and inspires confidence.”


—Debbie Phillips Women on Fire


“I wholeheartedly recommend that you work with Bob Regnerus. If you want to dabble, you’re gonna lose a lot of time and you’re gonna lose a lot of money and you’re gonna lose windows of opportunity. But if you want to get that unique combination of business insight as well as the videography then you can get really quick results.”


—Les Cseh, President, Ally Financial Services


“I came to Bob for help injecting life into our Facebook Advertising Funnel. We had hit a plateau and response rates were dropping. I knew enough to be ‘dangerous’ and had tried a lot of things. Frankly, I needed to spend less time figuring this all out and more time focusing on my marketing and sales process. Having known Bob for years, I didn’t hesitate to reach out and hand him the reigns. Within a week, we saw a huge surge in response after Bob tweaked our creative, honed our targeting, and implemented some innovative strategies to better connect with our prospects.”


—Nate Hagerty, TaxProMarketer.com


“I was VERY skeptical about how well Facebook Ads would work for our food company. I approached Bob Regnerus with the challenge of finding these leads on Facebook. Our potential clients are located in select cities, and we limit our advertising to tightly selected ZIP codes. We also place restrictions on the type of leads we’ll accept, so that made the challenge rather difficult.


“Through the seven years we’ve been working together, we’re not only handing a record number of leads over to our sales teams, we’re shattering sales records! All I can say is Bob delivers, and he works hard to both set a realistic expectation and deliver a result that makes us delighted.”


—Mike Cohen, Blue Ribbon Foods


“With what I learned from Bob Regnerus, my client made another $10,000 today from my Facebook Ads. This is a new client, and in the first 26 days of working together I’ve helped him generate leads through Facebook that have turned into $25,000 with $4,000 in ad spend. Thanks Bob for helping me understand Deep Funnel Marketing on Facebook and how it helps clients make big-ticket sales!”


—Sam Bart, Online Agency Founder, Philadelphia Pennsylvania


“Perry Marshall has done more to de-mystify Google Ads [formerly Google AdWords] for business owners than any person on earth. With this book, he’s done the same for Facebook. If you want to cut through the smoke quickly and make money advertising on Facebook, this is the book to read.”


—Ken McCarthy, The System Seminar, Tivoli NY


“The irony of living in the Information Age is that good info has gotten harder to come by. The lame stuff still manages to clog the pipes, causing chaos and preventing you from discovering the legit specifics that can actually help you in your quest for business success and a bigger bottom line. Perry Marshall has been a first-stop, one-stop resource for the best possible advice on making Ads [formerly AdWords] work since Google unleashed it on the marketing community … and now, Perry’s new tome on Facebook’s astonishing (and yet-to-be-fully-tapped) power to reach gazillions of targeted, eager prospects (most of whom you’d never even know existed, otherwise) is the first and probably the only book you need to be one of those early adopters who score fastest. Perry’s books are always essential. This one is perhaps more so than usual.”


—John Carlton, the most respected and ripped-off veteran copywriter on the web


“Perry Marshall led the pack with Google AdWords [now Google Ads] back in 2006. He’s still leading the pack today with Ultimate Guide to Facebook Advertising. Perry, Bob Regnerus, Tom Meloche, and Mark Ingles combine insider knowledge of marketing on Facebook with proven marketing fundamentals for a powerful one-two punch that delivers results. Perry doesn’t just theorize about how Facebook marketing works, he does it himself, and he’s worked with thousands of others to hone his knowledge of this emerging landscape. If you’re thinking of marketing on Facebook, or if you’re already doing it, you’d be crazy to not get the Ultimate Guide to Facebook Advertising.”


—Clate Mask, president, InfusionSoft


“Perry Marshall is a terrific writer who makes wonderful use of stories and analogies to illustrate a concept. He does this exceptionally well in the chapter on ad copy writing, ‘The Power of Hidden Psychological Triggers.’ That chapter alone is worth the price of this book.


“Many companies have tried Facebook ads and failed for one simple reason: they treated Facebook advertising like search advertising.


“Facebook is social advertising. Social advertising is about understanding and reaching the user. Not the user’s behavior; but the actual person. This is where the book shines. It walks you through strategies of reaching your target audience based upon the person’s social profile so that you aren’t just accumulating ‘Likes,’ but actually gaining new customers.


“I’d recommend this book to anyone who is advertising, or wants to advertise, on Facebook. Social advertising is unique from most other types of advertising, and this book will teach you the concepts and how-tos you must understand so that your Facebook ads increase your overall profits.”


—Brad Geddes, author of Advanced Google AdWords


“One of the things I love about Perry is that he always shoots from the hip. Ultimate Guide to Facebook Advertising is written with no holds barred, which means that all the ‘juicy’ tips that might get left out of other, similar books are all in this book. It’s more than just a tactical ‘how to.’ It goes into the psychological aspects of ad writing specifically suited for Facebook and gives all kinds of practical advice for fan pages. So for anyone who really wants to get serious about Facebook advertising, this book is definitely a must read.”


—Shelley Ellis, contextual advertising expert, www.ContentNetworkInsider.com


“Hands down, I have never seen a more comprehensive in-depth study of successful Facebook advertising than what you are holding in your hands. Perry and Bob have done it again, they’ve extracted the ‘gold’ within this amazing system of advertising that every astute marketer should devour and implement.”


—Ari Galper, founder and CEO, Unlock The Game, www.UnlockTheGame.com


“Perry and Bob not only understand every nuance of the technical aspects of getting Facebook ads to work for your business, they also understand the psychology behind what works and what doesn’t when it comes to advertising online. If you’re looking for an über-effective way to master the art of driving traffic to your offers through paid advertising, get this book—it truly is the ultimate guide!”


—Mari Smith, co-author of Facebook Marketing: An Hour a Day


“Facebook advertising appears simple, but it’s trickier than search engine marketing. In this book, Perry Marshall, Bob Regnerus, Tom Meloche, and Mark Ingles teach you the secret of ‘Right Angle Marketing’—selling based on who people are and what they identify with. This is entirely different from Yahoo! or Google. They help you determine how to prioritize Facebook within your particular marketing mix. Then they take you by the hand and lead you through the minefield, showing you the tools, bidding techniques, and sales cycles of Facebook ads. Without their help, the odds are stacked against you. With their help, your chances of success are excellent.”


—Alex Mandossian, Heritage House Publishing, author of The Business Podcasting Bible


“Perry Marshall is amazing! He reinvented himself from engineer to white paper expert to become the world’s leading expert in Google Adwords [now Google Ads]. Now with his secret weapons, Bob Regnerus, Tom Meloche, and Mark Ingles, he’s reinvented himself again, this time as the guru in Facebook advertising … through which, he points out, you can access 600 million customers in ten minutes.”


—Bob Bly, author of over 60 books including Complete Idiot’s Guide to Direct Marketing, The Online Copywriter’s Handbook, and Public Relations Kit for Dummies
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	Preface








Facebook Still Owns Planet Earth




People are walking down the street, banging into light poles because their faces are buried in Facebook. Therein lies your opportunity. The most precious commodity in the world is attention. Everyone likes to be in the spotlight, and social media has given everyday people the opportunity to become “internet famous.” Facebook is monopolizing it and chomping at it like a hungry beast. The average American spends five hours per day on their smartphone and over 60 minutes on Facebook, according to a study by Provision Living. Wherever you are right now, look up and someone around you is probably on Facebook.


This book is about how to get in front of those people, convince them to open their wallets, and then dominate markets because you’re better at this game than all your competitors.


But be warned that Facebook Ads are a serious game. It’s a blood sport—not something you just casually dabble in. If you get really good at it, it’s a $1,000-per-hour skill. It gives you the ability to move mountains and nations. You can literally create cultures and movements at will.


But if you’re just going to goof around with it and create some basic ads or try a few experiments—forget it. Go waste your money some other way because 90 percent of advertisers merely dabble with it and then their Facebook Ads amount to nothing more than an expensive tax write-off.





If you’re going to take this game seriously, then you bought the right book. And you should also avail yourself of the online supplement at www.PerryMarshall.com/fbtools. Go there right now and download the goodies.


IS FACEBOOK GOOD OR BAD?


I do not think it is a good thing that a billion people are spending this much time on Facebook. I didn’t think it was a good thing when the same number of people were watching TV for five hours a day, either.


But nobody asked me. And they didn’t ask you. That’s just what people do.


If you’re going to be successful as a marketer or entrepreneur, you must choose to live in the “is” world—not the “should be” world. In the “is” world, 95 percent of people float around in a miasma of mild hypnosis, looking forward to their next hit of “like” and “share” happy juice, or to extract their “pound of flesh” out of some stranger who disagrees with them about politics.


This book is all about how you get inside the minds of Facebook users and get them to do what you want them to do. Whether you’re doing business as a church, a school, a winery, a life coach, a car manufacturer, or a seller of aluminum siding, you’ve got a job to do.


People are going to spend their time and money somewhere. If they spend their time and money with you, you succeed. If they spend it with someone else, you fail. The fact that people are in a state of partial hypnosis provides a platform where you can sell them your product or service. In this book, you’ll learn how to harness that power.


Working vs. Playing


Now, the very first thing you have to do is get real with yourself and realize that for you, playing around on social media is NOT the same as RUNNING social media or CONTROLLING social media—pulling the puppet strings of the world.


Millions of people quit their jobs to start a business. They’re essentially being supported by their spouses. They go to work every day, and while they are changing bedpans at the hospital, they think their spouse is working when, in fact, they are just goofing off on Facebook all day. Doing stuff that sort of kind of looks like work.


And making zero money.


That person is like the chef who, instead of cooking, just stands in the kitchen and shovels food in their mouth all day.


Well, this is a book about making money on Facebook—not screwing around on Facebook. Facebook Ads is a serious endeavor. It’s a profession. You will get nowhere with those bad habits. You either pull the strings of the Matrix from outside the Matrix, or you’re in the Matrix being entertained by the Matrix. You can’t do both.


I deleted the standard Facebook app from my phone. I hardly ever use Facebook. When I do use Facebook, I use the phone browser instead of the app. I never log into Facebook as a standard user until after 5:30 p.m. Most days I don’t log in at all. But on the very same day, I may spend hours in the Facebook Interface and Facebook Advertising App being the chef and pulling the strings of the Matrix.


Never confuse activity with productivity. The two are not the same.


As a Facebook Advertiser, you are tasked with injecting creativity into the system, then measuring and tracking the results. You use your tracking tools—not checking out Facebook notifications every two seconds. Pay careful attention to what works and what doesn’t. Notice trends, not stuff. Accept your job, which is to influence the hypnotized masses who are coming to Facebook for their entertainment addiction.


You are not the person who comes to the restaurant and feeds their face for five hours. You work in the restaurant. You serve up great dishes. You only sample enough of the soup to know whether it tastes good or bad; then you go on and create more great cuisine.


Sorry if this sounds preachy. But I have many customers and clients whose productivity, sales, profits, and income absolutely skyrocketed after they:


■  deleted the Facebook app from their phone (along with Twitter, LinkedIn, and others).


■  realized that the world is in an incessant, never-ending conspiracy to rob you of time, attention, creativity, and mental space.


■  closed the Facebook tab in their browser.


■  entirely stopped using Facebook in the usual fashion during work hours.


■  blocked all email notifications from Facebook and other social media.


■  halted ALL smartphone notifications from all social media apps—no banners on the screen, no little red numbers on your app icons, no distractions.


Go on. Do all of the above—now! If you don’t, it will be devilishly difficult to master the key concepts in this book. Instead, Facebook will master you.


Facebook has taken over the world. It is the aquarium that lots of people live in. Facebook is your portal to influencing the world—their behavior, their opinions, their purchases, their relationships. You need to pull the levers without letting Facebook addiction take control of you. Facebook knows what its members look like, think, enjoy, and visit because it is the world’s largest:


■  Photo and video-sharing site


■  Thought-sharing site


■  Liking site


■  Linking site


■  Demographic and psychographic gathering engine


Even with Google’s gargantuan lead, Facebook will possibly become the world’s largest advertising site, especially as the internet continues its trajectory toward easy mobile device access.


FACEBOOK HAS REDEFINED ADVERTISING FOR 21ST CENTURY USERS


The majority of internet users access it via smartphones and tablets. This is bad news for all the old-school internet companies, but it’s good news for Facebook. Why?


Because Facebook was the FIRST company to put full-screen display ads in front of mobile phone users and get away with it on a daily basis. They have trained their users to accept this.


Nearly all other online ads are either in apps or tiny, inconsequential banner ads. Facebook puts display ads and videos right in the middle of the News Feed that are seen dozens of times every day. People actually share Facebook Ads (and good ads will get shared thousands of times)! Plus, in many situations, those ads don’t really seem like ads. Above the ad, the post may say, “Suzy Smith likes ACME corporation” so the ad has an implied endorsement. This works on a massive scale.


You can upload your customer’s phone numbers or email list to Facebook and Facebook will probably recognize about half of them. You can ask Facebook to target two million people who are in your target audience and Facebook can do that in an instant because of all the data it has already collected based on the users’ patterns on the platform.


As exciting as all of this is, it is important for advertisers to remember that Facebook did not build the site for advertisers. They built it for regular users and for themselves.


The talented young college grads Facebook hires from the world’s top universities don’t say, “I want to work at Facebook to help them maximize ad revenue.” Please know that even despite Facebook’s massive gains in the ad department, the company doesn’t exist simply to send you customers.


Regardless of why Zuckerberg built Facebook or what ideals his staffers may hold, the personal demographic information Facebook collects is tremendously valuable to advertisers.


Facebook is not stupid. It is more closely connected with its advertisers than any other platform on the planet. Facebook visionaries already have years’ worth of additional ideas to implement. How do we know this? We see the ideas publicly volunteered every day on Facebook Pages by Facebook Advertisers.


Facebook knows more about you than your husband or wife. They know what sites you visit; they know a great deal of what you buy; and they have bought data from all kinds of other companies and appended it to their database so they know what you respond to. Facebook even has suicide prevention tools, and its A.I. (artificial intelligence) may detect depression way before doctors or parents. They know the one million other people in the world who are most like you, like the same things you like, and buy the same things you buy.


Adult supervision on Facebook is minimal, which is probably why it is so absolutely brilliant. The company aggressively hires fresh college graduates—the brightest college grads on the planet. These are the smart kids—smarter than you, smarter than us. Some have never had a “real” job outside of Facebook. They have never tried to live off revenue generated by an ad. They do not feel your pain.


Remember that. It is really important.


To use Facebook’s paid advertising tools effectively, it is important to understand just how much its creators and designers are not really trying to help you. Fortunately, they do need cash, and we do need clicks, so we can get some great work done together. We focus on the clicks and they focus on connecting the world.


Facebook has the potential to be highly relevant for decades to come. Our rule of thumb is the founder’s rule: When you have a dynamic and visionary founder running a business, better to bet on that business continuing to be a success for as long as you see that founder at the helm.


We suggest that as long as you see Mark Zuckerberg engaged at Facebook, you should plan on Facebook being a dynamic and growing, competitive place to advertise.


Oh, Mark was born in 1984.


He will probably be around for a long, long time.


1984? It turns out that Little Brother is the one who’s watching you.


One Tool to Rule Them All


One Tool to rule them all,
One Tool to find them,
One Tool to bring them all,
And in the Facebook bind them.


This poem should haunt Google (I do know for a fact that Google is scared to death of Facebook). We wrote it as a bit of a taunt in the first edition of this book back in 2011 because so many people were predicting Facebook’s early demise. We predicted the opposite and were proved right. Facebook has indeed created one tool to bind the entire world together and Facebook, not Google, is in charge. Facebook currently reports that two billion people connect on the site every month. Two billion! Say that number a few times and let it sink in.


But wait, there’s more!


Facebook acquired WhatsApp for $16 billion in 2014. WhatsApp now has over 1.6 billion monthly active users, making it the most popular messaging app of all time. Facebook also acquired Instagram, which now has 1 billion active monthly users. In addition, Facebook has communities on Messenger and Oculus. Facebook Advertising tools are your gateway to all of these communities and more.


Facebook isn’t sitting still. If you look closely, you can see their hopes for the future. Facebook has acquired a whole series of smaller technical companies like these, acquiring technology for fitness tracking, speech and facial recognition, computer vision, augmented reality, video compression, and machine learning. And some people thought Snapchat had a chance!


The Facebook universe will continue to grow larger, more prevalent, and more powerful for years to come. One tool to rule them all, and in the Facebook bind them.


For example, smartphone Facebook users are usually continually logged in. As of the holiday season of 2019, Facebook reported mobile advertising was 93 percent of their total advertising revenue. This is no big surprise as mobile users are connected to Facebook nearly 24/7. Facebook on the phone is the only way to reach some of your customers. Plus, you can find customers you would never have imagined, such as visitors from another state currently traveling through your city within ten miles of your business. You reach them without even knowing it with a, “Come in for a special 30 percent discount!” ad.


Facebook users now check into your business when they visit you, without you even asking them to do so. No more pathetic “please like me” signs. Mobile makes it easy. When users check into your business, they automatically announce to their friends where they are and what they are doing. Friday nights in the big city need never be lonely again.


But wait, there’s even more!


Facebook is supporting their community in big ways. They’ve made it simple to livestream video with Facebook Live, creating a whole new media form. Websites and apps can leverage Facebook’s login. This is amazingly powerful now that so many users never log out of Facebook. Capture your customer’s attention with live video, collect critical contact information, and get them to call you, register for events, and even donate to you fast and easy. Literally, it’s all at the touch of a button.


One tool to rule them all, and in the Facebook bind them.


YOUR MISSION, SHOULD YOU CHOOSE TO ACCEPT IT


So, what do you do with all of this information about Facebook? Simple. Your mission is to buy a click for $1, turn it into $2, and then make more profit than your competitors do from your $2. This is your mission and it has moved to Facebook. It is a new platform, but a very old mission.


The rest is just strategy and tactics. Many existing strategies and tactics that we have taught to over 100,000 Google advertisers work directly in Facebook. For more info see: Ultimate Guide to Google Ads 6th Edition (Entrepreneur Press, November 2020). For example, you need to understand your sales funnel, craft a compelling ad, have a focused goal for your landing page, and track and follow up with your leads and customers. More importantly, you want to do this automatically.


We will teach you the strategy and tactics required to fulfill your mission: to get those clicks and to turn them into customers and sales.


Some tactics, especially those built around audience targeting and bidding strategies, have changed dramatically for Facebook. Don’t worry, we will show you the secrets we have found to be a successful advertiser on Facebook.


Facebook has dramatically simplified online advertising by making audience targeting and bidding quite easy. Your number-one job is creating ads and offers.


Your Mission, a Penny at a Time


Those who like numbers will appreciate how powerful your fundamental mission is. Depending on the size of your market, your mission may also be stated as, “To buy a click for $1 and to reliably and repeatedly turn it into $.01 worth of pure profit.”


This is how pro gamblers think. If they can find a game where betting a dollar nets them a penny, they are in heaven. They sit there for hours and hours playing round after round trying to bet as much as possible to earn that 1-percent net.


They even have a name for it. They call it “grinding.” The best part about grinding when you’re a digital marketer is that you do not have to actually sit at a table in a smoke-filled room. Digital grinding happens in that area of the web now called the “cloud,” and clouds are much nicer than smoke-filled rooms.


Also, you do not have to live in Vegas. In the online world, the game comes to you.


Think about this for a moment: a 1-percent net ROI (return on investment) may be achieved within a matter of minutes from when the investment was made. What is the return on a dollar, on an annual basis, that can bring 1 percent every three minutes? The figure is so large it makes even Goldman Sachs blush. A penny, if enough clicks are available, is a fortune. Empires are built on a 1-percent net profit.


Don’t despise making a penny, especially if you can make it reliably and repeatedly. Instead, focus on how to make a lot more pennies. Focus on how to get a lot more clicks.


Perhaps you can do that on Facebook?


For your sake, we hope so. Because advertising on Facebook is actually a lot of fun.


For some advertisers, using Facebook paid advertising to find new customers is also stunningly easy. Facebook Advertising may be a great fit that will cause new customers to fall into your lap. Facebook Advertising is almost always a perfect strategy to retarget and nurture traffic from any source.


My co-author, Bob Regnerus, is not only an expert in Facebook Advertising, he is also one of my longtime Roundtable members (my highest-level Mastermind). Bob co-founded a company called Feedstories (Feedstories.com) along with Brandon Boyd, which focuses on video creative and actually producing and promoting videos that sell. I am a client of Feedstories and I hire them to produce all of our promotional videos.


Most importantly, Bob is a friend and neighbor. He lives just seven miles from me, and we’ve grown up together in this business. I often ask Bob for advice, as does he of me. We trust each other. I am inviting you to trust him as he delivers powerful strategies and experience that will give any Facebook Advertiser a leg up on the competition.


—Perry Marshall
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TIP


Get tools, video, and case studies with updates at www.PerryMarshall.com/fbtools.





INTRODUCTION TO BOB REGNERUS


I am honored to be given the responsibility of writing this book and am very grateful to my friend Perry Marshall for asking me to take on this task.


When I signed on to write this book, I contemplated at length about what the real purpose of the book would be. It became clear to me that the mission is not merely to teach you the mechanics of Facebook Ads. It’s to equip you with proven strategies that allow you to compete with large advertisers, level the playing field, and gain significant advantages over the competition by understanding how to stack the deck in your favor.


I’ve been in digital marketing since 1998 and paid advertising since 1999 with Overture, which was bought by Yahoo! in 2003. I moved to Google Adwords (now Google Ads) in 2003. I started with Facebook paid ads when right-hand-side ads gave them a viable PPC format in 2011 and when Facebook added promoted stories in January of 2012. This was the first time Facebook mixed in sponsored posts with friends’ content.


The years 2012 to 2014 were the Gold Rush of Facebook Advertising. It was similar to Google Adwords a decade earlier. There were few advertisers and clicks were plentiful and cheap. The ads were new, and users actually loved them! Clicks were between five and ten cents and converted like crazy.


From Zero to $7 Million


I was immersed in teaching myself Facebook Ads by playing in my own account, and after gaining confidence in my skills, I wanted to start taking on clients to let me learn even more and start to earn an income from this skill.


In September 2013, J.D. Crouse reached out to me along with his wife, Amy. They were just weeks into a new venture called Bolder Band Headbands and they thought they had something that people might want to buy. This was still a kitchen table business because they made headbands on their sewing machine at home and sold them mostly to friends and family.


J.D. and Amy wanted to see if people would buy their headbands online, and they wanted to know if I could help them find customers on Facebook. To me it was a great partnership—we were both trying to prove ourselves. I gladly accepted the challenge.


That little company, as of this writing, has generated eight figures in revenue and built a huge community of active customers who love their product. All of this was made possible by effective Facebook Ads and a lot of smart business decisions. In fact, the first year was so successful that Bolder Bands won the 2014 Build a Business Contest from Shopify!


I want to encourage you with this story. Maybe you won’t win a contest or make eight figures, but I believe that Facebook is still an exceptional medium for both prospecting and nurturing potential customers no matter what your business goals are.


Think of me as your Facebook coach. The process I use to help my basketball players absorb new concepts and build confidence in their skills to be ready to perform at a high level is the same process I will use with you.


When we practice something new on the court, we first talk about why this skill is important to their overall game. Then we break down the skills into drills and we practice them over and over. Then, in real game situations where things matter, those skills are tested on the basketball court and we see how well we’ve done!


My desire is that you will use this book to practice those skills that help you dominate on the court we call Facebook Advertising. I want you to master these skills and fundamentals so that you achieve greatness and blow past your wildest dreams for your business!


—Bob Regnerus
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Read This First—How to Use the Ultimate Guide to Facebook Advertising




Fifteen years ago, very few people could have imagined an online media environment where anyone in the world could connect remotely and begin to share their life digitally.


Facebook’s mission has always been “to give people the power to build community and bring the world closer together.” Because of this connectedness and how online users all over the world have integrated it with their daily lives, Facebook has been and will continue to be one of the richest and most effective places to advertise your business.


Facebook is now a mature medium with much broader appeals to advertisers, and it is the best “person-to-person” advertising mass medium in existence. (Person-to-person means that we know more data points about our audience than traditional mass media). Facebook delivers what advertisers crave: a sizable audience and detailed targeting options.


Despite recent political interference and well-publicized privacy scandals, Facebook is still a platform people spend enormous amounts of time on. According to a recent Facebook shareholder report, roughly 2.36 billion people use the Facebook family of services (including Instagram, WhatsApp, and Messenger) every day, while around 2.99 billion people use at least one of these services each month. Statistics from multiple outlets have reported that the average Facebook user spends over 35 minutes a day on Facebook. With this type of factual information, it is a no-brainer that Facebook is a must-have platform for advertising campaigns.





Much of the information you will read here has changed since the first, second, and third editions of this book. We’re going to tell you everything that’s important to know as social media has evolved and grown over the years. In addition, we also want to stress that the strategies and fundamentals of Facebook Advertising have not changed and those principles have remained steadfast since this series was first published.


Here’s an important part of this book to understand: We’re not going to tell you how easy this all is. In fact, running successful Facebook Ad campaigns is a more arduous and challenging task than ever before. The playing field is now dominated by large companies with BILLIONS of ad dollars who have shifted a great deal of their budgets from traditional outlets into Facebook.


However, do not despair! This book series has always been about providing forward-thinking people an edge to help improve their businesses. By reading this book, you will have a distinct advantage over advertisers who accept defaults without question, don’t stay on top of what works, and fail to measure how effective their campaigns are.


If you want to dominate on Facebook—if you want to learn what really works—if you want to develop a skill set that will be valuable to your current company and companies in the future, then this book is for you! This book will give you that dominance. It will provide you the information, tools, and strategies that have been proven to work and are largely ignored by bigger advertisers.


This book is for:


  1.  Beginners looking to learn the right way to approach Facebook Advertising from Day 1 to quickly get up to speed and generate results quickly.


  2.  Individuals currently running ads for their company or project. You will broaden your knowledge of Facebook Advertising and probably discover some strategies that are new and potentially huge for you.


  3.  Agency owners and employees who manage accounts for clients. This will increase your ability to generate positive results and stay on the cutting edge of strategies that are proven to work.


  4.  Businesses in all kinds of sectors such as: service, ecommerce, entertainment, non-for-profit, information/publishing, retail, institutions, and more.


You can consume this book in two ways. One is by reading from beginning to end, so you will gradually build your base knowledge and discover things you may have not considered before. Each chapter builds upon the next to give you more and more confidence as you progress.


More likely, you will want to treat this book as a reference guide and drop in on topics that you want to learn for the first time or brush up on. We wrote the book to help you quickly solve a problem or launch something you have developed on a tight schedule. Be sure to use the Table of Contents and Index to quickly locate where you need to go.


One note to consider: You will find it helpful to have your Facebook Ad Account opened as you study this book. You will learn best by simultaneously reading the book and practicing the concepts directly in your Ad Account.


Another important point is that Facebook will continually make changes to their ad platform and the Ad Manager interface. Types and sizes of ads will change. New placements will be introduced. Therefore, some of the details and screenshots we share in this book will either be out of date or different from what you currently see. Don’t panic. You can always find updated specs and details in our Resources section at www.PerryMarshall.com/fbtools or on Facebook’s Support Page. Our resources section will also give you deeper information into key concepts, useful tools, helpful videos, actual case studies, bonus chapters, and up-to-date strategies that will help you further distance yourself from the competition.


If you focus on the concepts of what you’re learning, that is the most important thing.


No matter who you are, what level your Facebook Ad skills are, or how you intend to use Facebook, you’re going to find immense value in this book. This will become your Facebook Ad bible that you’ll want to share with all your friends because the advice here actually works to increase success quickly.


Thank you for investing in this book, and we look forward to teaching you!
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	Chapter 1








A Master Class in Fundamentals




I (Bob) coach high school basketball. In fact, I’ve coached youth basketball since I was 16 years old. That makes this next season my 35th year in coaching (do the math to reverse-engineer my age). One thing that all players want to do at a practice is scrimmage. Scrimmages are practice games against teammates. Scrimmages are fun for players because they just get to play basketball. You’d think this was a good thing, but ask any coach about the LAST thing they ever consider doing at a practice—every experienced coach will answer, “scrimmage.”


You can understand why the players just want to play (it’s fun), but when you are just playing, you are ignoring the mandate to master the fundamentals like dribbling, footwork, passing, cutting, screening, and rebounding. Every movement and action on the basketball court is built on fundamentals. The best players that have ever played the game were masters of fundamentals and they worked on them constantly.


Players and teams that focus on mastering fundamentals excel on the basketball court.


The same goes for Facebook Advertisers. If you just jump in and start running an ad without knowing the fundamentals (or the rules), you’re not only going to get embarrassed, but you’re also going to lose a lot of money.





Rest assured, you will get your ads running as quickly as possible. In this chapter, you are going to learn three fundamental concepts. Like shooting, passing, and dribbling, these are three fundamentals you must understand to be a successful advertiser.


First, you’ll learn about the concept of a marketing funnel and how prospects become customers. Second, you’ll learn about five levels of awareness customers must go through in order to make a purchase. Lastly, you’ll discover the three pillars of advertising success that make up every successful advertising campaign.


Let’s get on the practice floor!


MARKETING FUNNELS TRANSFORM STRANGERS INTO FRIENDS AND CUSTOMERS


Any modern discussion of digital marketing always talks about funnels. When most people say funnel, they are talking about the set of steps of moving someone from not knowing about you or your business to making a purchase. In other words, it’s a sales process. A funnel is a great visual because sales is a process of elimination. It’s widest at the top and can hold the most people. Then it gets smaller and smaller as people are disqualified until you get your eventual goal.


In basketball coaching, we start with all of the athletes who try out for the team. Then, we cut down to the members of the team. Finally, we get to the goal of five starters on the floor.


The goal of a funnel doesn’t always have to be a purchase. It could be an email opt-in or registering for an event like a webinar. All funnels have an end goal. The rest of the steps are up to you. We show a typical funnel starting with a Facebook Ad in Figure 1–1 on page 3.


Notice how the numbers get drastically smaller with each step. That’s why the visual of a funnel is accurate. It’s a great visual concept for beginning sales and marketing process. Funnels will be a concept we revisit in a number of chapters, namely Chapters 21 through 25.


Another way of thinking about your funnel is by splitting it into three parts, as you can see in Figure 1–2 (page 3):


  1.  Top of the Funnel, or ToFu.


  2.  Middle of the Funnel, or MoFu.


  3.  Bottom of the Funnel, or BoFu.


Let’s take a closer look at each part of this funnel:


ToFu has the widest audience that’s the least ready to convert. They probably aren’t aware of you or your business. Your goal here is to get some people in this large group to raise their hand to indicate they are interested in you. You usually attract some of them with a content offer. The offer is usually content like a blog article, video, or even a small purchase. You’re not trying to make a huge sale, but instead you’re trying to attract attention. Once you have their attention, you move to MoFu.
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FIGURE 1–1. Simple Facebook Prospecting Funnel
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FIGURE 1–2. ToFu, MoFu, and BoFu


MoFu has a targeted audience. It is usually a Retargeting (you’ll learn more about Retargeting in Chapter 3) list and possibly an email list. In this stage, you have the interest of your prospects and they are considering your business. You can send to more specific blog pages, send more complicated ebooks, white papers, guides, or templates. All of these usually have a stronger call to action in them to make a larger purchase or connect to a salesperson and reach the BoFu.


BoFu holds your strongest conversion content. This could be webinars, pricing options, comparisons, demos, and live sales phone calls. People at this level are the most valuable to you, so you can spend the most ad budget on them per person. Since there are far fewer people at this level, your overall spending usually isn’t as much as people at the higher levels.
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TIP


Retargeting is a technology that helps you keep in touch with users after they leave your website. For most websites, only 2 percent of web traffic takes any measurable action. Retargeting helps you reach the 98 percent of users who don’t.





Testimonials and customer success stories work at all levels of the funnel.


A small percentage of people will speed through your funnel all at one time. You should allow for this, but don’t emphasize that path since so few people will use it.


There are plenty of incredibly complicated funnel examples you’ll find online. Once you master the idea and implementation of one simple funnel to attract the attention of a cold audience, get them interested in your solution, and convert them to a buyer, then you can add more complicated steps. In Chapters 21 through 25 you’ll see terrific examples of funnels you can implement on Facebook.


HOW TO MOVE YOUR CUSTOMER FROM ZERO TO TOTAL AWARENESS


Do you remember when you first heard about the keto diet? You probably heard somebody say, “I’m doing the keto thing.” You had no idea what they meant. Maybe it was a spice? Maybe it was a new workout program? Then, while chomping down bacon-wrapped beef like a grizzly bear just out of hibernation, they tell you it’s a diet. “A diet?” you ask, trying not to stare at the grease running down their face onto their shirt.


Fast forward a few years and you not only know “keto” is a diet plan, but it’s also a way of life. Just ten years ago there wasn’t any recognition. Now, there are over 80,000 keto products for sale on Amazon.


When you first heard of keto, the sales plug “Buy One Get One Free Keto Cookies” wouldn’t have made any sense to you. But as time went on, friends and coworkers told you it’s a weight-loss diet. Then, they described the lack of carbs and showed quick weight loss. Now you know what problem it solves (weight loss). You know how it works (eliminating carbohydrates), and you know how to start the program (buy a book or read a few blog articles). Now when you see a keto cookie ad, it not only makes sense to you, but might also be worth checking out to see if they’re new and don’t taste like cardboard.
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