Introduction
This short guide will show you how to quickly generate high quality leads on Facebook.
None of what you will read here is theory.
Everything mentioned below has been tried and tested by myself and by the team and my digital media
agency ClickBoost.
These methods will work best if you already have a basic understanding of Facebook Ads. If you are still
new to social media advertising, they will provide you with a fantastic starting strategy to help you generate leads.
The aim of this book is not to give you a complete understanding of Facebook Ads, but rather a framework
for lead generation.
The following strategy will work particularly well for small and local businesses such as automotive retailers, dentists, lawyers, estate agents etc.
After reading this guide you will have good foundations for creating campaigns that generate leads for
your business.
I will not waste your time by sharing every intricate detail about how Facebook Ads work. Instead, I will tell
you exactly how I create campaigns that generate profitable leads for my clients.
There is already a lot of excellent information out there about Facebook Ads. Instead of rewriting what is
already available, I will include links to third party sites that you are likely to find useful.
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A little bit about me
			 I’m Gordon Campbell, the owner of a paid media agency called 				
ClickBoost that specialises in digital advertising.
		
I develop and implement digital advertising and marketing strategies for businesses
turning over £5bn+ per year. I also work with 100s of smaller businesses to help them generate leads
and sales via various paid media channels.
My side projects include an eCommerce business and multiple affiliate marketing websites.

Before we get started
I will assume you have already set up a Facebook Ads account if you haven’t here is how to do it.
If you are not ready yet to set up an ad, the information below will give you a good foundational understanding of how Facebook Ads work before you start.

2

The Facebook Pixel
Adding a Facebook pixel to your website is a must.
A pixel will allow Facebook to track how people are interacting with your website. It will record the type of
people on your website that takes a particular action i.e. filling in a form to generate a lead. This information will be crucial to improving the performance of your ads.
What Facebook doesn’t tell you is that you can also use data from third-party websites to your advantage.
Yes, that’s right! If your competitors have a Facebook pixel installed on their website, you can target their
audience automatically (I may write a separate guide on how to do this at some point).
Before proceeding you can set up your Facebook pixel by following these instructions.

Conversion Tracking
There are lots of different events you can track using the Facebook pixel, such as page views, abandoned
baskets, which links people are clicking on your pages etc.
The most important event, however, is conversion tracking. This should be the first thing you set up.
When someone fills out a lead form on your website, you want this information to feed back to Facebook,
so that they know when a conversion has taken place.
After filling a form on your website, they should be taken to a thank you page which has a unique URL
such as /thank-you/.
If this is not the case with your current website, I recommend that you set this up. It will be the simplest
way to track conversions. If you have a website built on a common web platform, such as WordPress, then
this should be easy for your developer to do.
When this URL is visited, Facebook will then understand which visitor to your website generated a lead.
This information can then be used to optimise your Facebook Ad campaigns.
If you are unsure how to set all this up, it could be worth paying somebody to do it for you. If you want to
learn and are fairly technical you can read more about conversion tracking here.
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Campaign Setup
I’ve been running Facebook campaigns for over 10 years. In the early days of Facebook, it would be fair to
say, the results were appalling compared to what you would expect from Google Ads.
Since then, Facebook advertising has significantly improved and it is now an excellent platform for direct
response campaigns.
How Facebook Ads campaigns are structured has changed dramatically in recent years. Historically, Facebook focused on making sure you targeted people based on demographic and psychographic data. This
would result in a huge amount of work for the advertiser.
Now a greater focus is placed on getting Facebook’s algorithm to do a lot of the hard work for you by
allowing it to find lead opportunities automatically.

High Quality/High Volume Leads
What I’m going to share with you is the absolute best way that I’ve discovered to get a high volume of leads
while also being able to control the quality.
There are Facebook strategies that focus purely on driving volume that I could share with you, but quite
often these strategies result in low-quality leads.
Some businesses can cope with this if they have an adequate way (substantial staff numbers) to qualify
out poorer quality leads. Most of the time, however, the businesses I work with prefer quality over quantity.
The strategy I have discovered allows me to focus on generating high volumes of leads while also ensuring
that the quality is high.
It will also train Facebook’s algorithm to find the right type of customers for your business, customers
who will buy from you once they convert.
Once everything is set up, Facebook will do a lot of the heavy lifting for you. This means that you don’t
need to worry about messing around with demographic and psychographic targeting as much.

4

Fictional Scenario
Let’s pretend that you own a mortgage business. You know that people between the age of 30 - 50, with a
salary of £45,000, who wish to buy a house between the value of £160,000, are likely to be accepted for a
mortgage offer that you are promoting.
As you have an office in Manchester, you would like to start by promoting the offer in that geographical
region.

Step 1
Create a campaign that focuses on driving conversions. This should only be done once you have set up
your Facebook pixel and you have conversion tracking in place.
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Create a campaign and select ‘Conversions’ as your campaign objective.
Make sure you name your campaign something memorable.
For example, in the fictional scenario, we mentioned that we would like to target people between the age
of 30 - 50 living in Manchester, England. In this case, we could name the campaign something like ‘Mortgage - Manchester - 30 - 50’.
Once your campaign has been set up, set your budget, and turn campaign budget optimisation on.
Read more about campaign budget optimization (CBO) here.
Also, I’d suggest keeping your campaign bid strategy to ‘Lowest cost’ for now. This will tell Facebook to
find you leads at the lowest possible cost.
You may be thinking that low cost means low quality but we will address that later.
Set your budget to something very low or disable the campaign at this point if you’re not ready to
spend money yet.

Step 2
It’s now time to create your first ad set.
Ad sets live within campaigns and they are where you set up your targeting options relating to age, location, gender, and interests, etc.
In this instance, I will call it Ad Set 1 - Mortgage - Manchester - 30 - 50.
To keep things as brief as possible, I will only mention the most important settings for now.
Firstly, you want to make sure you select the correct conversion event.
This means that you need to have already set up a conversion event that fires when a lead is generated
(when people hit the /thank-you/ page of your website for example).
You can skip configuring the custom audiences for now. At some point however you may want to exclude
people that have already visited your website (if you only want to focus on new prospects) and people that
have already converted.
I urge you to read more about custom audiences here.
This particular tactic involves you selecting the minimal amount of data and then letting Facebook do the
hard work for you.
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Next, have the option of targeting a specific location, in this case, I will select people living in Manchester.
The age group I select includes people between 30 - 50, I don’t want to target a specific gender. so I leave
this set to all.
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Notice how I have left ‘detailed targeting’ empty. This is because I want Facebook to do this for me automatically based on the data they collect from people who fill in a form on my website.
This may sound counter-intuitive but trust me on this.
After all, Facebook will have more access to the historical data needed to optimise your campaigns.
Facebook not only has access to what people do when browsing Facebook, but they also have a huge
amount of information on which websites individuals are visiting. They use this data to serve their users
with appropriate ads that they are likely to click on or engage with.
You will also see an option titled ‘Placements’. This option lets you choose where you would like your ads
to be shown.
If you select manual you can choose on which platforms you want your ads to run, such as Facebook, Instagram, Audience Network, and Messenger. You can also select specific devices.
For most advertisers, the default ‘Automatic placements’ option is best.
Once you configure your ad set. It’s now time to set up your ads.
Think back to the fictional scenario. You will notice that we changed targeting settings to target a specific age group, but we haven’t done anything to specify that we only want people with a salary of over
£45,000, who want to buy a house up to the value of £160,000.
We can address this now as we build our ads.
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Ad Creation
I could write an entire book about what makes the perfect Facebook advert, but to keep things simple, I
will distil it down to 3 main areas.
1) You need to create an ad that grabs your potential customer’s attention
2) The ad should highlight what you are offering & sell the benefits
3) Your ad needs to qualify out anybody that’s not suitable for the product or service that you offer
Points 1 & 2 are self-explanatory and there’s a wealth of information online that will tell you how to create
the perfect ad to sell to your target market.
While it’s easy to generate leads using Facebook Ads, what isn’t so easy is making sure those leads are of
high quality.
That’s why qualifying out people that aren’t the right type of customer for your product or service is just as
important, if not more important, than the other aforementioned points.

Why Qualifying People Out Is Important
When you are running campaigns that focus on conversion, Facebook’s primary method of optimising
your campaigns is to show your ads to people that appear similar to people that previously converted
on your website.
This means that if you generate a lot of leads from people who receive a low income, Facebook will find
more people on a low income and serve your ad to them.
If your offering is not suitable for people on low incomes (such as the mortgage offer) then you are wasting your money.
The first step to address this is to make sure that the people that click your ad are the type of people you
want to attract.
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How Do We Make Sure We Only Attract
The Right Kind Of Clicks
It is important to make sure you only attract clicks from the people you are targeting by explicitly mentioning the terms of your offer in your advert.
To do this you can either mention the qualifying criteria in your adverts image and/or in your ad text. In
my experience, both work best but sometimes it’s good to test some images without ads.
Here’s a few examples of how that might look in an advert. I just mocked these in 2 minutes using Canva, I
would normally spend much more time on ad creative.
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Notice how on each of the adverts I mentioned the qualifying criteria. This is to grab the attention of people who are likely to qualify so that they will click the ad. It will also help deter people that don’t qualify so
that they don’t click the ad.
Once you have grabbed the attention of a potential lead, you can further highlight the qualifying criteria
within the ad text.
Here’s a mock-up of how that might look.
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The key is to communicate your offer, but create your ad in a way that puts people off clicking who are not
suitable.
This means that you will only get clicks and conversions from people that you are likely to sell to.
At this stage, I suggest having the same ad copy (headline, description, and primary text, etc) for each
ad - the only difference should be the image that you use. I’ll explain this further in the bonus tips section
below.
By doing this you will train Facebook’s algorithm to automatically show your ad to the right kind of potential customer.

Bonus Tip
Once you are happy with your ads, duplicate your ad set twice so that you have 3 ad sets in total within
your campaign, rename each ad set so they each have a unique identifier.

What I recommend doing now is editing the ad text within the 2 new ad sets that you have just created so
that the copy (headline, description and primary text, etc) is unique to that ad set.
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The Images Should Stay The Same As
What Is Contained In The Other Ads
This means that you will be able to easily analyse which ad copy, and which creative works best together
at a future time.
If you set your campaign up to use campaign budget optimisation (CBO) - Facebook will show you the variations that resonate with a particular user. This means that the campaign will self optimise and show the
best image and copy to potential leads.

Time To Take Things To The Next Level
If you have a good website and you apply the above principles to your ads, there is a great chance that
you will get decent results.
What I am going to share with you will take your lead quality and conversion rate to the next level.
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The Lead Capture
Formula
In this section, I’m going to share with you my secret weapon to further improve Facebook lead quality.
This technique will provide additional training to Facebook’s algorithm so that your ads will get in front
of people who are likely to buy from your business.
What I’m about to share with you may seem relatively simple, but do not underestimate how powerful it
can be.

The Secret Weapon - Quiz Funnels
Quiz funnels have multiple uses, but in the context of Facebook ads, I use them to extract important information about potential leads.
I also use quiz funnels to qualify out visitors to my site that came via a Facebook Ads campaign who may
not be suitable for the service that I’m promoting.
The example below shows you how a quiz funnel that I have developed for my business looks but the same
principles can be applied to most businesses that aim to generate leads.
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If, for example, somebody selects that they have a Google budget of £10k - £50k per month, I move on to
the next question that asks if an agency currently manages their account.

I normally ask a total of 5 - 10 questions and then I present the visitor with a form to capture their data as
shown below.

Once the user fills in the form, they are taken to my thank you page.
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This is then recorded by Facebook Ads as a conversion. This information will be fed into Facebook’s algorithm and they will better understand the type of lead that I want for my business.
If the visitor answers a question that disqualifies them from working with my agency (for example if
their budget is too low), they will not be taken to a thank you page and will not be recorded by Facebook
as a conversion.
I do this by disqualifying them with a message like the one you see below. Messages like this will ensure
they will never visit the thank you page.

Using Quiz Funnels Has 5 Main Benefits
1.

It cuts down the time wasted by your sales team, by reducing the volume of poor leads.

2.
Visitors can quickly share information with you, as all they have to do is click options rather than
type. This will improve the amount of data your sales team is armed with when dealing with a lead.
3.
When a visitor starts interacting with quiz funnels, there is a psychological effect that makes the
person feel like they are making progress. This makes it more likely that they will share their contact details with you. Which in turn will increase your conversion rate.
4.
As Facebook starts recording conversions, the algorithm will automatically optimise your campaigns. Optimised ads will get in front of more people who are likely to buy from you.
This may sound complicated, but with the right software, it is relatively simple. I use a tool called Leadshook which has excellent support and documentation which makes this process easy. Using the correct
software, it is easy to add or remove quiz funnel steps.
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A LeadsHook quiz funnel can be embedded into most websites easily. There’s a bit of a learning curve, but
there’s plenty of free ‘off-the-shelf’ templates within LeadsHook that you can use to get started.
The other great thing about using LeadsHook is the customer service is fantastic. They have a lot of online
training materials but if you run into any issues the team is there to help out.

Conclusion
This is just one of the many strategies that I have developed to generate high-quality leads by utilising
Facebook Ads.
If you found this useful, feel free to connect with me and keep in touch .
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Connect With Me
LinkedIn
This is the platform I’m most active on. Feel free to connect & get in touch
if you need help with your digital advertising campaigns.
Facebook Ads Insider Group
Entry to this group is free for a limited time only but if you join now you
will never be charged to be a member..

Websites
ClickBoost
ClickBoost is one of the UK’s fastest growing paid media agencies that focuses on Google Ads, Bing Ads & Facebook Ads. I am one of the founders
of this fantastic agency.
GordonCampbell.co.uk
My personal blog.

ToolKit
Instapage
We use Instapage to create converting landing pages really quickly.
LeadsHook
As mentioned above this is what we use to create incredible quiz funnels
which helps you get more leads from the right kind of customer.

