
Copyright 2019                             www.Coursenvy.com

Work Them Down the Funnel!

The goal is to work customers 

down your sales funnel and “warm” 

them up to your brand/product in 

the process. 

1) First make the customer aware 

and interested in what you are 

offering.

2) Second retarget these warm 

customers, provide value, build 

trust, and collect leads!

3) Finally retarget and convert the 

lead into a sale!
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What is Your Funnel’s Goal?

No matter what your sales funnel is leading to, you have need to identify your end goal! This can include:

➢ Newsletter or Webinar Signup

➢ Service or Physical Product Sale 

➢ Growing your Email List

➢ Increasing Website Traffic

➢ Promote an Event
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What is Your Funnel’s Goal?

Not many people go from ZERO to SALE instantly… so you need to warm the user up first and build an 

online relationship with them by:

➢ Building your brand awareness and sharing your product/service benefits

➢ Providing value for free

➢ Capturing leads via a lead magnet/giveaway (lead can be a custom audience or email)

➢ Retargeting this lead to convert into a sale (or whatever your goal is)
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Split Test 

When I say split test throughout this course I mean literally split test separate campaigns, one variable at 

a time! 

Remember Biology class in high school? To test any hypothesis you need to compare a single variable (the 

test group) versus another single variable (the control group). Then you can view the results and see 

which variation worked more in your favor. So for Facebook ads, this means optimizing for your key 

metric (i.e. lowest cost per lead, or lowest cost per click, or most conversions, etc.)

Split test EVERYTHING! Facebook Ad Objectives, Detailed Targeting, Ad Copy, Ad Images/Videos. 

*Just make sure to test only ONE variable at a time so you can clearly decide what variation factored 

most!
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Split Test Facebook Funnels
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That is my most basic funnel. You can add steps as you like to further optimize 

your own funnel. Typically you should have multiple funnels and lead capture 

opt-ins that you can split test to see what your customers prefer.
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My Facebook Funnel

For my Facebook funnel example I like to start 

with a great PILLAR BLOG POST (a 1,000+ word 

blog post giving immense value in your niche). 

I will paste the intro of the blog post into the 

Facebook Traffic Objective’s ad copy (make sure 

to finish with a strong call to action and/or a final 

sentence leaving them wanting more! 
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My Facebook Funnel

Next I retarget the users that visited my website. Retargeting just means showing an ad to someone who 

has already engaged with your content (i.e. visited your website, watched a Facebook video, subscribed 

to your email list, etc.)

I do retargeting via Facebook Custom Audiences and the Facebook Pixel. With the Facebook Pixel 
installed on my website, I can track visitors and then create Custom Audiences of those users who visited 

specific URLs of my website (and many more cool Custom Audiences, such as email lists, content 

engagement, and more!)

To create a Facebook Custom Audience, just login to your Ads Manager account: business.facebook.com 

https://www.facebook.com/business/help/952192354843755
https://www.facebook.com/business/help/952192354843755
https://business.facebook.com/


Copyright 2019                             www.Coursenvy.com



Copyright 2019                             www.Coursenvy.com



Copyright 2019                             www.Coursenvy.com



Copyright 2019                             www.Coursenvy.com

My Facebook Funnel - Videos

Make sure to split test your own top of funnel content (i.e. STEP #1 ad)! 

I also have a lot of success with video ads! I will retarget people who watch over 50% of my top of funnel 

video ad… YES, there is a Custom Audience for video engagement retargeting!
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My Facebook Funnel

Then I retarget these warm users by selecting my custom audience under the AD SET level in a new 

Facebook Traffic Objective Campaign. I will direct the traffic toward a lead capture page on my website 

where I am offering something for free in exchange for the user to opt-in (i.e. the user exchanges their 

email for XYZ value proposition) . 

My free opt-in item (or LEAD MAGNET / GIVEAWAY) is a mini-course! Maybe your customers will 

prefer a free ebook, a coupon or free trial, a free video course, free consulting, a free webinar, a free 

product/service, etc.  Just make sure to SPLIT TEST to see what freebie is best for your target market!

*I will also split test targeting this warm custom audience within a Facebook Conversion Objective 

Campaign (directing traffic to that same opt-in page on my website) and a Facebook Lead Generation 

Objective Campaign (i.e. not forcing the users to leave Facebook for the opt-in). By split testing these 

three campaign objectives we can identify which objective drives the lowest cost opt-ins!
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Find your 
Custom 
Audiences 
you created 
here!
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Another great warm 
audience idea to 
test, is targeting 
users who LIKE your 
Facebook page or 
FRIENDS of people 
who like your page 
via the Connections 
option!
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My Facebook Funnel

Next I follow up with my email leads via an automated email sequence (click here for more info on email 
automation) thanking them for signing up for my free mini course and provide them with a link to the 

course.

Then in 2 days I follow up with another email offering more value (i.e. another pillar blog post with a ton 

of free value). By this point the user is very warm, trusts you, is starting to build an “online relationship” 

with you, and should be very happy with all this free value you provided them. At this point I will email 

them my course bundle for sale with a time sensitive coupon to create a sense of urgency (this will be 

where you promote your product or service for sale that makes sense for this specific lead). In case they 

forgot my email, I will also retarget this list of emails via a “HOT LEADS” custom audience in another 

Facebook ad campaign promoting my course for sale. You can create this new custom audience of emails 

via the “Customer File” option while creating a new custom audience on Facebook.

http://www.coursenvy.com/convertkit/
http://www.coursenvy.com/convertkit/
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My Facebook Funnel

All along the way I am split testing campaigns, one variable at a time, at all three levels (objective, ad set, 

and ad) to optimize for my key metrics (typically lowest cost per conversion).

I am also shutting off non-performing ads at each step of the funnel every 2-3 days (i.e. too expensive of 

ads, non-performing, etc.) 

Once I find winning ads (using all the variables I tested), I will slowly scale up their budget 20-30% every 
2-3 days until I am at a daily budget I am comfortable spending. I am constantly testing ads to find more 

audiences and obtain cheaper results, but once you get a few of these winning ads, they truly can become 

EVERGREEN or lifelong ads for you!
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Who is Your Target Market?

At every step of the funnel be LASER focused on who your target market is (not only in your ad set level 

targeting, but also in your ad copy)! We are converting cold traffic (they don’t know you or your product) 

into warm traffic (they’ve clicked or engaged with your content) and then into SALES (a potential lifelong 

customer you can upsell and remarket to again and again -- and also create LOOKALIKE AUDIENCES of)!
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What is a Lookalike Audience?

Facebook creates your Lookalike Audience by finding new people on Facebook who are similar to your 

existing audiences. 
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My best performing LOOKALIKE AUDIENCES 
are emails lists, Custom Audience website 

traffic, and Facebook page fans!
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Who is Your Target Market?

Typically the narrower the audience on Facebook, the more expensive it is to target them, so start VERY 

broad at the top of the funnel. Split test targeting different DETAILED TARGETING (i.e. your 

competitors, demographics, etc.)  
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*NOTE*

Facebook 
doesn’t have 
ALL Facebook 
pages listed 
under Detailed 
Targeting. If 
your competitor 
isn’t listed, no 
worries, just 
target BROAD 
and create your 
own audiences!
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Who is Your Target Market?

Just don’t start too narrow at the top of the funnel… I’d rather you start as broad as targeting an entire 

country at the top of your funnel, then miss out on potential customers!
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I am only 
targeting the 
country. 
NO custom 
audiences. 
NO detailed 
targeting. 

Perfect for the 
top of funnel ads 
or for products 
you are unsure of 
your target 
market.

This is what I call 
BROAD! 
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Who is Your Target Market?

Your target market is another great area to split test to see WHO are your highest converters (i.e. sales)!

Take some time to sit down and describe your PERFECT customer in great detail. Ask yourself and write 

down… What is their age? Sex? Relationship status? Location? Hobbies? Job title? What organizations or 

groups they are a member of? What is their favorite TV show? What blogs do they read? What podcasts 

do they listen to? What Facebook pages do they like/follow? What stores do they shop at?
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Who is Your Target Market?

Target each stage of the user (are they cold, warm, or returning customers?) directly with custom ad 

copy!

For example, in your warm audience retargeting ads you know info about the user (i.e. they navigated to 

your blog post), so you can mention that in your retargeting ad! Such as: 

“I hope you enjoyed my blog post on How to Sell on Amazon, but I wanted to take it one step further for you… 
I want to give YOU my Amazon FBA Mastery course for FREE!”
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Where is Your Target Market?

Another great area to split test in your Facebook ads is PLACEMENT.

Placement (under the AD SET level of your campaign creation) enables you to choose where your ads 

show up. Such as:

➢ Facebook News Feed

➢ Facebook Messenger

➢ Facebook Stories

➢ Instagram Feed

➢ Instagram Stories
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I typically use 
Automatic 
Placements as 
Facebook’s 
algorithm and 
user data 
knowledge 
usually gets me 
the best return 
on ad spend.
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Follow the Rules

Facebook has an EVER CHANGING set of ad policies, so to prevent your Facebook ad account from being 

suspended, make sure to read the updated Facebook Ad Policies every quarter:

www.Facebook.com/policies/ads

https://www.facebook.com/policies/ads/

