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WHAT IS
 LIST BUILDING, 

ANYWAY?

1.

The idea is simple: 
getting people to give you their 
email addresses so you can then 

spread the word about your 
offerings to them via email.  The 

practice of growing a list of 
thousands, however, isn’t as easy 

as we’d all like.



HERE’S THE PROCESS THAT I GO THROUGH BEFORE 
GETTING ON YOUR LIST VIA FACEBOOK ADS:

1. I see your ad on Facebook. 

2. It’s attractive to me in some way, so I click on it. 

3. It takes me to a custom landing page that offers me a great piece 
of content. 

4. I have to “opt-in” - a.k.a. give you my email address -to get that 
content sent to my inbox. 

1. 2. 3. 4. 5. 6.



5. Once I opt-in, I’m taken to a “thank you” page you’ve set up where 
I’m instructed to head over to my inbox to download the content. 
Another option is to put the content or a link to it right on the 
thank you page. It’s up to you, just remember: the more steps or 
clicks that stand between me and your content, the less likely I am 
to open it. 

6. I receive an email from you with the piece of content, plus a little 
note that I’ll be receiving weekly/monthly/whenever updates from 
you.

7. Your email is interesting and your content is great, so I don’t 
unsubscribe from your list. 

1. 2. 3. 4. 5. 6.

SUCCESS!
YOU ARE NOW
LIST BUILDING.



3. A landing page. You don’t even need 
your own website (but your own 
domain name is a great idea). Try out a 
service like  Leadpages, Unbounce or 
10 Minute Pages to easily set up your 
landing page. 

4. A Facebook Page for your business. 
Don’t worry if you’ve only got 5 “likes” - 
that’s about to change. 

5. A Facebook Advertising account - set it 
up here. 

1. An email marketing service 
like MailChimp or ConvertKit 
that’ll collect emails, deliver your 
content, and track the important 
numbers like open rates, etc. 

2. A rockin’ piece of content. 
Choose your poison: a video, 
report, cheat sheet, a how-to 
guide (kind of like this one that 
you’re reading now!). Pick the 
one that shows your strengths - 
maybe you were born to be in 
front of a camera - and craft a 
killer piece of content. Be detailed 
and ridiculously helpful; after 
all, this may be lots of people’s 
first impression of you and your 
business. 

WHAT YOU
 NEED:

2.

LET’S DO THIS THING!
ALL SET? 

http://www.leadpages.net/products/
http://http://unbounce.com/
http://tenminutepages.com/indexyz.php
https://www.facebook.com/advertising
https://www.facebook.com/advertising


1. Publish a “link post” on your Facebook Page that has:

You’re going to turn this page post into your ad, so 
take your time to craft a great post with a relevant 
image.

a link to your landing page;
an image that’s related to your piece of content;
and a call-to-action. You have to literally tell people what to do, 
so don’t be shy!

CREATE YOUR
 AD:

3.



Here’s an example page post on my Facebook page that I’ll turn 
into an ad in the next steps:

1. 2. 3. 4. 5. 6.



A VERY IMPORTANT
NOTE ABOUT IMAGES

Be careful about the amount of text on 
your image. If it doesn’t pass Facebook’s 
grid tool test, it will be rejected once you 
try to turn your post into an ad. 

If your image has text on it, click here to 
test it before you continue.

https://www.facebook.com/login.php?next=https%3A%2F%2Fwww.facebook.com%2Fads%2Ftools%2Ftext_overlay
https://www.facebook.com/login.php?next=https%3A%2F%2Fwww.facebook.com%2Fads%2Ftools%2Ftext_overlay


2. Head on over to the Facebook Power Editor and download 
your account information. (Most people only have one account 
- their own - so you might only have one account to choose 
from. If you run ads for multiple clients, select the account you’re 
currently working on.)

1. 2. 3. 4. 5. 6.

https://www.facebook.com/login.php?next=https%3A%2F%2Fwww.facebook.com%2Fads%2Fmanage%2Fpowereditor%2F


Click here to get step-by-step directions on setting up conversion 
tracking. (It’s not as complicated as it sounds, I promise!)

3. Set up conversion tracking for your Facebook ads. This 
means that Facebook will tell you how many people clicked 
on your ad, went to your landing page, and actually gave you 
their email address.

1. 2. 3. 4. 5. 6.

http://www.clairepells.com/set-up-facebook-ad-conversion-tracking-wordpress-leadpages/


4. Create a new campaign for your list-building purposes. 

1. 2. 3. 4. 5. 6.



5. Create a new ad set for these ads. You should use ad sets to 
separate out different target audiences.

1. 2. 3. 4. 5. 6.



Choose the conversion pixel you created, set a daily budget and 
schedule the dates you want the ads in this ad set to run. 

Scroll down past Ad Scheduling and click the Edit Audience 
button. 

1. 2. 3. 4. 5. 6.



In this pop-up box, you’ll identify the people you want 
this ad shown to on Facebook. I can’t say this enough: GET 
SPECIFIC! If your potential reach is more than 200,000 people, 
filter out people with a category or by location. (Click here to 
read more about getting specific with your targeting.)
 
 

THE AUDIENCE

Start with location. Where is your ideal customer from? 
Maybe people all over the world will benefit from your free 
piece of content, but are they really going to whip out their 
wallets and become your customers? It’s fine to have people 
from all over the planet on your list, but you’re paying for these 
leads. You want them to be true potential customers.So choose 
the countries and perhaps even cities where you want to target 
people.
  

1. 2. 3. 4. 5. 6.

http://www.clairepells.com/facebook-ad-targeting/


For age, think again about your ideal customers. If your product 
or service helps out high school students, don’t go targeting 23 
year-olds just because they might have younger siblings.  

Connections, Interests, and Behaviors are the options where it 
gets interesting. Let’s look at each one:

1. 2. 3. 4. 5. 6.



 
Here you can choose to target:
1. your fans
2. your fans and their friends 
3. just friends of your fans 
4. or none of the above. 

This may feel like a tricky multiple choice question, but I promise, 
there’s no test here. You can choose to target whomever you like - 
just think about what makes the most sense for your business.

 

CONNECTIONS

1. 2. 3. 4. 5. 6.



1. 2. 3. 4. 5. 6.

If you have 20 fans and all of them have 500+ fans who are all 
really into fabulous recipe sites like yours, you definitely want to 
target the friends of your fans. 

But you might have 200 fans who each have a much smaller number 
of friends, and very few of them have the precise interests or fall into 
the categories you’ve pinned down above.

In other words? Try different combinations, and see how big 
your target audience is. If targeting only the friends of your fans 
doesn’t make sense right now, don’t worry: you’ll be able to soon. 
Just leave everything in the “Connections” section blank.

PRO TIP:
If you can, target ONLY the friends of your fans. I say “if you can” 
because this really depends on how many fans you have. 
For example:



Facebook recently changed how to target people with Interests. Now 
it’s a lot easier to target the wrong people and spend money 
advertising them. Well done, Facebook.

The solution? Choose specific pages or people that your ideal 
customer might have “liked” on Facebook. If someone is following Amy 
Porterfield on Facebook, chances are they’re at least a little interested 
in Facebook marketing. 
 
My ideal customer is a small business owner. Therefore I would target 
people who like LKR Social Media because that business writes 
content and creates products for small business owners. Since that’s 
my target market as well, I want to reach the people THEY reach.

INTERESTS & BEHAVIORS

1. 2. 3. 4. 5. 6.



Behaviors can sometimes be useful in targeting the right audience. For 
example, someone who works in social media might like Mashable’s 
Facebook page. That doesn’t make them my ideal customer. I focus in 
on the right people to target by using “Small business page owners” 
under Behaviors.

PRO TIP:
Just because you see an interest or behavior that sort of makes 
sense doesn’t mean your ideal customer fits into it on Facebook. 
As you can see we’re dealing with a lot of different variables, 
but stick with me and I’ll make sure you test them all out until 
you find the secret sauce of Facebook ads for your audience!

1. 2. 3. 4. 5. 6.



PLACEMENT + OPTIMIZATION & PRICING

Once you’ve established your audience, scroll down and replicate 
the settings shown below:

1. 2. 3. 4. 5. 6.



TIME TO CREATE YOUR AD*

1. 2. 3. 4. 5. 6.



In the Creative section of the ad, you’re actually going to do more 
than just hang out with the copywriters from Mad Men (but feel free 
to build that into your business-fantasy - I have).

1. 2. 3. 4. 5. 6.



Choose the Facebook Page whose post you want to advertise. 
Depending on how many pages you manage, the next dropdown 
menu will give you one or more options to choose from; select 
the page that has the post you want to turn into an ad. 

Click on Use Existing Post. (If you don’t like the way your post 
looks when it becomes an ad, you can switch back to Create 
Ad and put your ad together from scratch.) 

Then choose the post that you published on your Facebook 
Page. Click on the dropdown menu and look for the first few 
words of that post, and click on it to select it. 

Skip over the URL tags.

Your conversion tracking pixel should be preset here. If you’re 
tracking more than one conversion (like subscribing to your list 
and purchasing a product, for example), click on Use Existing 
Pixels and select the other conversions you want to track.

1. 2. 3. 4. 5. 6.



Check out how your ad looks in the Preview section to the right. 
You can switch your view to see what it’ll look like on Desktop 
versus Mobile. 

1. 2. 3. 4. 5. 6.



When everything looks good and you’ve selected a great audience 
for your ad, click the Upload Changes button to send your ad to 
Facebook for review. 

You should get a notification from Facebook pretty quickly saying 
your ad has been either approved or disapproved (although there 
have been times when I haven’t gotten the notifications for several 
hours, so you may have to be a little patient). 

AND YOU’RE 
DONE! 

1. 2. 3. 4. 5. 6.



Let your ad run for a day or 
two, then head over to your Ads 
Manager. Click on the Campaign 
your list building ads are in. There 
you’ll see a line graph of your 
campaign’s results, specifically 
the number of conversions and 
the cost per conversion across 
different days.

“HOW DO I KNOW
IF MY AD 

 IS WORKING?”

4.

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


The important number for you is Conversions. You could spend 
hours digging into the results of your ads, calculating the cost of each 
and every post engagement, but don’t do that. Focus on conversions, 
a.k.a. opt-ins to your piece of content. After all, that’s what’s going to 
immediately affect your bottom line. How much are your conversions 
costing you? You’ll see that right on your Ads Manager dashboard:

NOTE: 

The above example is a good cost per sign-up, but I don’t always get 
those same results, try as I might. I’ve run similar ads that generated 
leads for up to $4.00 each. 

1. 2. 3. 4. 5. 6.

http://facebook.com/ads/manage


Your cost per conversion does depend a lot on the 
relationship between your ad and your landing page. 

If I see your ad, understand what it’s offering me, and click through 
to your landing page, I have very specific expectations about what 
I’m going to see.  If my expectations are met - e.g. your landing 
page communicates the exact same thing as your ad, and it does 
so clearly and with some pizzazz - I’m MUCH more likely to opt in 
than if I see your landing page and my expectations aren’t met. 

In short, make sure your ads are enticing but also clear. Trying to trick 
your audience will only hurt your conversion rate.

1. 2. 3. 4. 5. 6.



Go ahead and hit “reply” on the 
email that delivered this PDF to 
your inbox, and my team will be 
sure to get back to you ASAP!

If your tribe is made up of people interested in Facebook ads to build 
their own businesses, do them a favor and hook them up with this 
guide! They’ll thank you later. (And so will I of course!)

CHOOSE YOUR POISON:

GOT 
 QUESTIONS!?

5.

http://www.facebook.com/sharer.php?u=http://clairepells.com/free-guide-facebook-ads
http://ctt.ec/W61Xd


Holleeeeeer! My name is 
Claire Pelletreau and I’m a Facebook advertising consultant and 
confessed conversion junkie.

ABOUT 
THE AUTHOR

First and foremost, I hope you liked this epically-long detailed guide 
to growing your list with Facebook ads! :)

What do I do when I’m not taking endless screen shots of Face-
book? I teach entrepreneurs how to up their game by:

optimizing their sales funnel to convert a flood of new subscribers 
and sales
orchestrating a coup d’etat so that Google Analytics can rule 
marketing decisions with a mighty fist
putting their list-building on autopilot with a Facebook ads strategy 
tailored perfectly to their business 



I spent a year and some change learning from Laura Roeder and 
having the time of my life running paid campaigns for her HUGELY 
successful launches. I’ve taken what I learned from her and now apply 
it to helping other entrepreneurs. The best part? Watching them bring 
in more subscribers and sales than they ever imagined. (We’re talking 
5 and 6 figures…Woohoo!)

Grab a copy of Absolute FB Ads, 
my step-by-step guide to running 
campaigns that actually get a return on 
your investment! You’ll join an exclusive 
crowd of rockstar entrepreneurs in 
our Absolute Support Group where 
you can get all your “WTF Facebook??” 
questions answered. Hope to see you 
in there! :)

Ready to truly master Facebook 
ads for your business?

http://bit.ly/1DaVfpK

