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Read through the above ad. What do you notice? Do you think it’s a
successful ad?
 
If yes, why? 
 
- Calls out the audience they are targeting
- Very clear what they want you to do
- They use curiosity
 - Discounts (everyone loves to save money)
- Tells you what you will get access to
- Makes good use of the headline and description



The value proposition in the ad must be very strong. You have to think
about how to separate yourself from your competition. 
 
Once you are clear on your value proposition, align all your marketing
messages with that ‘one thing’ in mind. 
 
Your offer must be compelling enough to make them take some form of
action.
 
Note: This template is about writing ads, but the image grabs the
initial attention as this is the main thing people see when scrolling
through a news feed. 
 
If the image fails, then no one will read your ads. When you set up your
ads, you have to continually test to find out which image/text/headline
combination gets the best click through rate.
 
 
 
 
 
 
Picture your ideal prospect has just pulled out their phone, they open up
Facebook, start scrolling through their newsfeed looking for anything that
grabs their attention. 
 
They want to be entertained, to be the ‘fly on the wall’, to be
inspired...and the last thing they are thinking is, “I need to get a digital
marketing coach”, or “I need to buy a fluorescent egg cup holder, or to
buy a book…”
 
What should be the purpose of your ad? 
 
If you think the purpose is to sell something right away then that is your
first big mistake. 99% of the time it’s not a great idea to come out selling,
especially if you sell high ticket or you have a long buying window.

Meet Your Readers 
Where They're At



Unless you have some kick arse ads selling low priced (impulse buy) cool
gadgets/hair products/makeup etc, the purpose of your first ad will be to
get attention. 
 
Get them interested, and ask them to take a specific action (visit a page,
optin for something, watch a video…). 
 
 
 
 
 
Multiple ads are used within a marketing campaign, as you move people
along a journey. 
 
The first stage is to grab their attention, the next stage of ads are to
retarget and build engagement, the third stage tries to convert them into
buyers.
 
As for the length of the ad - there is no definitive answer for this as it
depends on your product or service, and your writing skills. 
 
If you are offering something that is more technical and needs a lot of
explaining, or is a higher price, then your strategy needs to create
curiosity and get them to click over to your website.
 
There are also different reasons for using long vs short copy.
 
Long copy allows you to put more information within the ad, which could
result in less clicks to your website but potentially have higher quality
people visit your website since they have read more information and be
more pre-qualified.
 
Compare this to short copy, where you literally need to create enough
curiosity to get them to click and visit your website.
 
Do you see how different strategies are used to support the goal of your
campaigns? 

Ads Are Not Created 
In Isolation



There are a lot of variables that need to be considered and tested, and
you have to work within your constraints and capabilities. Writing long
copy takes a lot more time and skills. If you are lacking in these areas,
you may want to start out testing short copy.

6 Step Template 
(+ Bonus Step)

Here’s a quick 6 step template to follow when crafting your Facebook
ads.
 
 
 
 
Imagine you are in a room filled with 500 people and you want to get
their attention - but you don’t want everyone’s attention. 
 
You just want to connect with people who are more likely to be
interested in what you have to say.
 
How do you get their attention? Do you just start speaking? Or would it
be more effective to identify those who would be more interested?  
 
You could start by saying, “If any one in here is thinking about selling
their home, I’ve got this crazy little way to easily add 10% more value to
your home, it takes 5 minutes and costs under $50…”
 
So now you have an attentive audience. That is step 1 of your ad. 
 
Test by calling out the audience you are after at the beginning of the ad. 
 
You can do this by either stating, "Hey XXXXer's..." or you can ask a
question that creates curiousity for your specific market.
 
 

1.Call Out Your Target Market - 
Who Is Your Message For?



Hey frustrated gym owners - looking for a way to generate 10 leads per
day on autopilot?
 
Or
 
Are you looking to sell your home?
 
You get the point. But you have to stay within Facebook’s terms when
doing this as you can’t call someone out by making them uncomfortable.
 
For example, you couldn’t say, “Got 50lb’s or more you want to lose
quickly?”
 
There are other ways to target the weight loss crowd like writing in third
person where you can  share a story about how your sister lost weight
by doing this one thing etc..
 
It is always good to open your ads by asking a question as this opens
the loop and gets people more engaged, especially if you are using
curiosity, like in the following example:
 
If you’re thinking about selling your home, want to know a way to
increase your home value by at least 10% using this simple trick (takes
5 mins and costs less than $50)?
 

2. Create Desire - 
Here’s What I’ve Got!

You can tell them about yourself and toot your horn to justify why you
have something they need to pay attention to. Now tell them what you’ve
got and create desire. As humans, the amount of action we take is based
on the amount of desire that is created.
 
What do you have that is so irresistible, where someone with a certain
problem absolutely needs to find out more about what you’re offering?



Layer on another level of desire - they know what you’ve got, now you
have to tell them what it will do for them. 
 
What are the big benefits? 
 
Is is faster, easier, an amazing secret, the best, first time ever…?

3. More Desire - 
What Will It Do For Them?

4. Command: 
Tell Them What To Do Next

People are wanting to be led so give them some simple instructions to
take the next step. 
 
It could be ‘click the link below to get more details’, ‘or ‘click the message
button below and tell us you want the free ‘7 step plan for making the
perfect bird cage report’.

5. Action/Commands: 
Tell Them Why They Should Do It Now

You’ve started a little ‘motivational’ fire in the previous step, now you
have to keep stoking the fire, and keep the momentum moving forward
while you have their attention. 
 
Why should they do something now instead of carry on scrolling through
their Facebook feed? 
 
Is it potentially a serious problem? Will they be left behind since
everyone else is doing it? Will their relationship get worse if they don’t
deal with this?



Tap into their emotional drivers if you can. 
 
There are always emotional hot buttons around financial, family, health,
business, spiritual lives, sex etc. 
 
They must feel that they will continue to suffer unless they check out
what you are offering.

6. More Desire + Action: 
Tell Them Why Doing It Now Is The

Best Thing They Can Do
Stoke the fire again, throw on some big logs and get this baby cranking!
 
If they take action now they will be a better lover, the envy of others, in
the best shape of their lives, the smartest person in the room, find the
perfect partner, find their purpose in life rather than wasting years of their
life looking for the solution, and the best solution is just one click away!
 
You can tell stories about people that were in their situation, they clicked
on this same ad, read the page, bought X, and within days they
transformed etc and this is what your customers or clients always say to
you…
 
Try and connect again with where they are and reassure them that
anyone can get a great result like others have experienced. 
 
You could even add a snippet of text from a testimonial to add credibility.



Optional BONUS: 7. 
Add Bonuses/Boosters/Scarcity

If you are up for it, time to pull out the big guns and throw some fuel on
this fire!
 
You can use a little NLP (Neuro Linguistic Programming) trick using
‘future pacing’ by tapping into their emotions. 
 
Layering this on top of the previous steps and paint them into the picture
so they can see and feel how amazing their life could be.
 
You can create a story/scenario where they will feel so proud about
achieving the end results, for example, getting in the best shape of their
life. 
 
You could say, imagine how it would feel when you walk into the room
and your kids run up to you and whisper in your ear, “Dad - you’re my
super hero!”. 
 
This could be the first time in your life that someone has pointed at you
to complement you...rather than make fun of you. You find that your
confidence continues to grow every day...
 
Tip: Always cover the previous steps in your mind so you can see the
logical process you are taking people through. You called them out and
got their attention, they know about you and what you’ve got, they know
what you can do for them, they know exactly what to do next, and they
know that they need to take action now because each day that passes
by is gone forever. 
 
They can easily start right now as there is no risk, and you're currently
running a discounted price for the next 12 hours etc.



ACTION - NOW IT'S YOUR TURN!
Have fun with this, be fluid, and remember there's no one way to do
things. You are the ‘marketing detective’ where you have to test different
theories and try to do more of what works, and stop doing the things that
aren’t working. Marketing is a creative!

Who Can You Call
when you need help with your

marketing?
Take the weight off your shoulders and let’s brainstorm some ideas

about how to place your foot firmly in the digital marketing world
before it’s too late.

 
Everyone keeps telling us they need Clarity, Direction and

Accountability and that’s what we’ve got.
 

Go to the link below to book a 20min call - simple as!
 
 
 

P.S. If you come to the call expecting some hard core sales
mastery, then you’ll be deeply disappointed. If we can help then

great, if not we can point you in the right direction. No fluff, just good
ole Kiwi’s offering honest to goodness expert help!

Konnector.co.nz/call

https://www.konnector.co.nz/call

