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Do you want to reach shoppers?

Of course you do!

You’ve come to the right place because Facebook Ads is THE answer!

Why?

You can HIGHLY target your likely buyers with Facebook Ads for just a 
few dollars a day.

Facebook Ads are a seller's dream. Facebook knows every click, every 
like, of their millions of daily users. Facebook organizes that data to 
help you sell effectively when you run Facebook ads. 



When running your ad, you can target potential shoppers by age, country, 
region within a country, language and thousands of interests!

Fantastic, right?!

Sadly most sellers just click the boost button on a Facebook post and 
hand their money over to Facebook. By doing so they think they are 
running an effective Facebook Ad. Sellers then wonder why their results 
are horrible.

If you run your ads like that, you are throwing money in the air, hoping that 
it lands in the right place.



Stop the insanity! Are you ready to run Facebook ads that work? Of 
course you are. I'm here to help. This guide will show you how to boost a 
post from the "Boost the Post" position on your Facebook Business 
page IN A TARGETED WAY that gets results. I will also show you to 
SIMPLY and EFFECTIVELY boost an existing post on your Facebook 
Business page using Facebook's Ads Manager. I will also discuss 
budget do's and don'ts, so that you can run a great campaign for only a 
few dollars a day. Ready? Let's get started! We’ll begin with the simplest 
Facebook ad you can run. The simplest Facebook Ad to run, is boosting 
an existing post on your Facebook Business page. 



Let's discuss boosting a post THE RIGHT WAY, THE WAY THAT WILL 
GET YOU IN FRONT OF YOUR POTENTIAL SHOPPERS. 
Before you start your boost, consider the goal of your post. For most 
sellers your goal will either be to get more like for your Facebook 
Business page or to sell a product. Getting more likes for your 
Facebook Business page is a worthy goal. With more likes, your 
Facebook Business page posts reach more potential customers day in 
and day out, even when you don't run ads. Promoting a sale, or 
advertising a specific product, can also be done with a boosted post. 
With your goal in mind, your next step is to select the existing post you 
will boost with the "Boost the Post" button.



If your goal is to get more likes and fans, check Facebook “Insights” on 
your Facebook Business Page.

Pick a post that is getting clicks, likes and reactions from your followers. 
Oftentimes this will be a social or humorous post. With your goal being 
to get more likes and fans, you want to promote a post that is PROVEN 
to be engaging. Why boost an unpopular post and waste your money?

If your goal is to promote a product or sale event, select that post from 
your Facebook Business page.



Find Insights



Before you boost ANY post BE SURE and check the text/graphic you 
used in the post with Facebook's free Text Overlay Tool.
https://www.facebook.com/ads/tools/text_overlay

Upload your picture and make certain your image gets a green check. 
With a green check you know that when you pay to boost the post, it will 
receive maximum exposure from Facebook. 

If you DON’T get a green check, Facebook may still accept your ad but it 
won't have the best reach. Basically you are throwing your money away. 
Find or create a post that passes the Text Overlay Tool test.

https://www.facebook.com/ads/tools/text_overlay
https://www.facebook.com/ads/tools/text_overlay
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Once your chosen post passes the green check test, click Boost Post. 
You will be offered choices by Facebook. 



You can decide to target a specific audience, boost to people who liked 
your page, people who liked your page and their friends, or people you 
chose through a targeted audience. You can use an audience your 
previously made, or create a brand new audience,

If you’re running a sale or promoting a specific product, boosting a 
post to people who like your page and their friends can be an 
excellent choice. When people like your page they are saying YES, they 
are interested in your content and products. Good, with a paid Boosted 
Post you can offer them an irresistible item or deal! Running Boosted 
Posts to get likes, pays off for you when you’re boosting a sale post, 
as you have more followers to include in your target audience for your 
Facebook ad!



Boosting a product post or sale to people that already like my page and 
their friends is a favorite of mine. I like it because I’m getting 2 great 
groups of potential buyers for the cost of 1 Boost. I get my fans AND 
their friends. Friends are a great audience to include. Friends often share 
the similar interests.

If you are using a Boost to People Who Have Liked Your Page, and/or 
People Who Like Your Page And Their Fans, if you don’t want Instagram 
included in the boost UNCHECK “RUN PROMOTION ON INSTAGRAM”.





Instagram is not free. If you want your post to be Boosted there, keep 
it checked. It will be included in your budget. This means if you are 
paying to reach 200 people a day, Instagram counts towards that 200.
Now select your budget, duration and click “BOOST”.

Another great goal for a Boosted Post is to increase the numbers of 
likes for your Facebook Business page.The more likes your Facebook 
Business page gets, the wider audience your posts will reach for free 
on a daily basis.Looking for more likes or fans/followers for your 
Facebook Business page? Then you want to Boost Posts to a new 
targeted audience that you create, not Boost to your existing fans.



To Boost a post to a new audience, one that you will create, it’s smart to 
take a few minutes to think about who your ideal customer is. 
Your Facebook Business page analytics help you with this. Click 
“Insights”, then ‘People”. 

Facebook shows you who your fans are. Look at their age and what 
country they are from. The tab you are most interested in is “People 
Engaged” and “Your Followers”. People engaged is people who liked, 
commented and/or shared your content. 

Followers are people that have liked AND are following your page. 





Are your followers male/female?

What is their age range? 

What country or countries are they from?



Considering who your ideal customer is and looking at your Facebook 
Business Page Insights data, equips you to target your ideal 
audience.This saves you money and gets you better results for your 
Boosted Posts.

When choosing to build a specific audience, click "People you choose 
through targeting". 

Next you’ll pick gender, age range, country, or countries, and you can 
click to add interests. 







Now, think about your ideal customer. 

What would they be interested in?

Would they like art, fashion, clothing, shopping, family, pets, celebrities (you can 
name them), TV shows, films, styles of music and or cruises and more?





As you type in interests, Facebook will start to make suggestions. 

Pay attention to Facebook’s suggestions. Chose several that relate to 
your ideal customer.

You can also chose to exclude people. If there are people with XX 
interest that you don’t want to pay to reach, use this option.

Takes notes, so that you know what criteria who are using with this 
audience.





Now that you have created an audience,  you are given the option to 
save it. Do so. You may want to use it again at a future time.Chose 
whether to include Instagram. It is auto checked by Facebook.
Next you'll move to selecting your budget. Facebook will offer you 
budgets of varying dollar amounts. 

When starting, I suggest $2 a day.

If your finances allows, you can certainly spend more.

The more you spend every 24 hours, the wider the audience Facebook 
will show your Boosted Post to.





If you are doing a time sensitive post, for example a short duration sale, 
selecting a higher dollar amount for each 24 hour period can be smart.

You can always increase your budget per day or week, but you cannot 
decrease it. To decrease your budget you would need to end your 
Facebook Boost, and then re-boost it as a “new Boost”. You can lose 
momentum for your content by doing this. If you need to end your post 
and restart it , this is how to do it.
https://www.facebook.com/business/help/367466069955233/?ref=u2u

https://www.facebook.com/business/help/367466069955233/?ref=u2u
https://www.facebook.com/business/help/367466069955233/?ref=u2u
https://www.facebook.com/business/help/127106550751579


Whatever your duration for your boosted post, if after a few days, you 
find your results are not great, you can pause or stop your ad very easily. 
https://www.facebook.com/business/help/127106550751579

Once you select the duration and budget, click Boost and you're done.

Your content is submitted to Facebook for approval before the Boost or 
ad is official. This can take anywhere from 10 minutes to several hours. 
You will get a notification in Facebook's notifications which is the world 
globe in Facebook's blue tool bar on the top of your Facebook page. 

https://www.facebook.com/business/help/127106550751579
https://www.facebook.com/business/help/127106550751579
https://www.facebook.com/business/help/127106550751579




Congratulations, you have boosted a post!

Right from the post you will be able to see how many people you're 
reaching with your boost. You will also see likes and comments. If you 
get a comment be sure to respond.

Even without starting the boost in Ads Manager once the boost is 
running you can check your ad data it in Ads Manager.

·  In Ads Manager Click PERFORMANCE.

·  Then Click Performance and Clicks.

·  Look at the number for COST PER CLICK or CPC.





You want to get this number as low as you can. If you are under 30 
cents, yahoo!

See how low you can get your cost per click.

I love to get it under 5 cents per click. When I can get it that low, that's an 
ad I let run for a while!

Look at your results.



Running Boost Campaigns is a great way to gain more likes, increasing 
the organic or free reach of your page. Running Boosts for products and 
or Sale events, can get you sales for your products.

Run different Boosts and you'll discover what works and what doesn't 
work for YOUR business.

Done right, for as little as $2 a day, Facebook Ads gives your business 
access to the many, many active daily users on Facebook which can get 
you MORE SALES!



Now it’s time to learn the more advanced way to boost a post. Let’s look 
at boosting posts with Facebook’s Ads Manager.

Running Facebook Ads with Facebook Ads Manager enables you to be 
more targeted in your choices for your ad than simply boosting a post 
directly from your Facebook Business page. Using Ads Manager to set 
up your boost takes more time. When your time is limited, boost directly 
from your business page. When you have more time and want more 
detailed choices, boost with Ads Manager.



Time To Get Focused!
When you're ready to run a very focused Facebook Ads campaign, then 
you are ready for Facebook Ads Manager.

Let’s get started.

The way I find easiest way to access Facebook Ads manager is to click 
the home button at the top of any Facebook page. 



In the left column you'll see Ads Manager.

You may have to click 
here - See More 



Some basic planning is essential for creating effective Facebook ads.

Just as you did for the simple Boost from your Facebook Business page, 
take the time now to set a single goal for your boost. 

Using Facebook’s text overlay tool make sure your intended boost 
passes Facebook’s 20% text overlay assessment.
https://www.facebook.com/ads/tools/text_overlay

https://www.facebook.com/ads/tools/text_overlay
https://www.facebook.com/ads/tools/text_overlay


Next consider your target audience. 

Remember to think about, “Who is my customer?” 

Facebook has terrific free data to help you know your potential 
shoppers. 

In case you didn’t know, every click you make, every post you like, 
EVERYTHING you do on Facebook is categorized. 

This user data can then be utilized by us savvy sellers than run 
targeted Facebook ads.



To get an overview of who is 
already liking your page and its 
content, click Insights at the top of 
your Facebook Business page then 
click People.



Look at the demographics of your followers. Take some notes. It will 
help you when you're choosing who to target for your Facebook Ads.

Now go back to Ads Manager. Click on “Create Campaign”.

What is the goal of your ad? Are you looking for more likes? Do you want 
to sell a specific product or publicize an event?

Decide on ONE goal for your ad. 

Ads Manager offers you many choices for your ad.





I find for most online businesses, engagement is the best goal. 
Engagement can be clicking, liking, commenting or sharing the post. 
https://www.facebook.com/business/help/community/question/?id=10
208092165159915
I like engagement, rather than a likes campaign for likes. I can invite 
people who like my post from the engagement campaign. It’s in effect a 
2 for 1. I pay for engagement with my post. I can then invite people that 
like the post to like my page when I have less than 100,000 fans. It’s a 
win, win.
https://www.facebook.com/business/help/community/question/?id=11
15433618468497
 

https://www.facebook.com/business/help/community/question/?id=10208092165159915
https://www.facebook.com/business/help/community/question/?id=10208092165159915
https://www.facebook.com/business/help/community/question/?id=10208092165159915
https://www.facebook.com/business/help/community/question/?id=1115433618468497
https://www.facebook.com/business/help/community/question/?id=1115433618468497
https://www.facebook.com/business/help/community/question/?id=1115433618468497


Experiment with ad goals and see what works for you and your fans.

With your ad goal selected, choose to use a saved audience, create a 
new audience, and or advertise solely to your fans, and or friends of your 
fans. You can also do combinations of your fans and their friends and or 
excluding people using the drop down tab next to CONNECTIONS. You 
can also chose to block your fans. More about blocking and why you’d 
make that choice later. 

With your ad goal in mind, let’s build an audience. If you have run an ad 
before and SAVED your audience, you can use that audience again.

Let's say you are creating an audience from scratch



Decide what countries, age, gender, and language(s) you want included 
in your ad. Now choose interests. What is your ideal fan interested in? 
Does fashion, sports, travel, or certain causes engage them? 

In Ads Manager as you type in interests Facebook will start giving you 
suggestions WITH THE NUMBER OF PEOPLE ON FACEBOOK THAT 
SELECTED THAT INTEREST. 

Boosting from your page directly does not give you the numbers for 
interests selected.



Facebook Ads Manager lets you know how popular your choice is. Pick 
several interests that get you a targeted audience of if possible from 
500,000 - 1,000,000.

If what you sell, or the goal of your ad is highly targeted, let's say a 
certain group within a very specific geographic area, your audience may 
be smaller.  As you run ads, you will experiment and discover your "sweet 
spot".





You can then chose a connection type. If you want to reach new fans it's 
advantageous to click "Exclude people who have liked your page".  
Remember, keep the goal of your ad in mind.



Time to choose your ad’s placement. If you have a connected 
Instagram account and want the paid ad to also run on Instagram keep 
“Automatic Placement”. This can be a super choice if you're looking 
for likes or sales on both Facebook and Instagram. 



Using Automatic Placement can also be effective if you're running an ad 
to get clicks for your own website. With your ad goal in mind decide if 
it's wise to include Instagram or just run your ad solely for Facebook. If 
you choose to include Instagram the engagement you get on Instagram 
counts towards your daily goals (costs) in your ad. Instagram IS NOT 
FREE.

https://www.facebook.com/business/help/1603906456518352 

Your ad goal and your audience are selected, now it's time for your 
budget,

https://www.facebook.com/business/help/1603906456518352
https://www.facebook.com/business/help/1603906456518352


Facebook will auto fill XX dollars per day. You do not need to select that 
dollar amount! Many sellers just accept whatever budget Facebook 
gives them. Fill in YOUR budget.

Start at a daily rate that is right for your budget. I find anything less than 
$2 ineffective.  Below is how to edit your ads budget. Remember if you 
decrease your budget, you’ll be ending your boost and then re-starting it.

https://www.facebook.com/business/help/367466069955233  

https://www.facebook.com/business/help/367466069955233
https://www.facebook.com/business/help/367466069955233


With your budget picked, next I select, "run ads all the time". Later I chose 
when I want to stop the ad by toggling the ad off in Ads Manager. I check 
my ads daily. If you prefer, pick an end date for your ad when you set 
your promotion up. When your Facebook ad is live and running, you can 
edit your ad and change the end date and some parts of your ad. 
https://www.facebook.com/business/help/367466069955233

If you have more than 1 Facebook Business page, there will be a drop 
down menu to select which page the ad relates to. You'll choose which 
post on your Facebook Business page you are boosting. Building an ad 
from scratch is a much longer and more complicated process not 
covered in this guide. 

https://www.facebook.com/business/help/367466069955233
https://www.facebook.com/business/help/367466069955233
https://www.facebook.com/business/help/367466069955233


What I am describing here is running an ad that is boosting an existing 
post on your Facebook Business page. 



If you plan to boost a post that 
has text in the graphic, you'll 
want to upload the graphic to 
Facebook's text overlay tool 
BEFORE you place the ad. 
https://www.facebook.com/a
ds/tools/text_overlay 

https://www.facebook.com/ads/tools/text_overlay
https://www.facebook.com/ads/tools/text_overlay
https://www.facebook.com/ads/tools/text_overlay


Make certain the graphic passes with 20% or less of the Facebook Text 
overlay test. When you upload your graphic to the Text Overlay Tool you 
want to see "Image Text OK" with a green check.  If your image does not 
pass, Facebook will still take your money, but you'll discover the reach of 
your post is not maximized.

Everything is selected.

Click PLACE ORDER.

Congratulations, your Facebook ad is running! 

Give your ad 24 hours.



Look at your ad on your Facebook Business page. Have you gotten any 
likes or comments? If your post is an opt-in for a newsletter or to buy a 
product, what are the results? 

Go over to your Ads Manager and check your ad’s performance. Click 
performance. Look at CPC which is Cost Per Click. You'd like 30 cents 
and under. If you can get it at 1-2 cents per click, YEAH!!! 

If you are achieving the results you want in sales and or clicks, keep 
running the ad. If your ad is falling short, take time to examine all the 
elements.









If you are not seeing the results you want, consider the following.
1- Does your graphic grab the viewer’s attention? Your graphic is your 
single most important part of your ad. You have a few seconds to get 
the scrolling Facebook user’s eye. If upon closely examining your boost 
you decide that your graphic is not good, end the ad. Consider 
re-creating it with an eye popping graphic or find another post to boost 
that does has an awesome graphic.

2- Next, look at your call to action. Your Call To Action is what you want 
people to do. Is it simple and clear? You can edit your Call To Action. 



3- If your Boosted Post is a sale ad, are you addressing a single pain 
point or need that your customer has? You may have a great graphic 
and call to action, but your post is not answering a need for your 
customer. Look at editing your text. If your text is in your graphic, you’ll 
need to end the boost, and then start it as a new post with your fresh 
graphic.

Facebook ads offer sellers of any size highly targeted ad opportunities 
for as little as a few dollars a day! 

Boosting posts with the tools of Facebook Ads Manager can reap you 
rich rewards. Boosts done with clear goals from targeted optimized 
posts can get you engaged followers and sales for your products!



Learn what works and what doesn't with YOUR audience. It’s good to 
listen to other sellers. Ultimately it’s about you running Facebook 
boosts, taking notes and learning what YOUR people like and don’t like.

Facebook ads can give you access to more sales and shoppers for as 
little as $2 a day!

Hooray for Facebook Ads and more sales and shoppers for YOU!



Facebook Ads Success Checklist
 1.       What is the ONE goal of your boost?

2.       Who do want to reach with your post? (Use Facebook
                 Analytics)

3.       Choose WHICH post to boost.
4.       BEFORE you Boost, make sure it passes text overlay with a

                 green check.
5.       Pick audience ( Think your 1 goal & who you want to reach)
6.       IF using Ads Manager keep audience size 500,000-1million 

                 if possible unless highly targeted.



7.       UNCHECK Instagram - unless you want Instagram
    included in Boost

8.       Select budget & duration.
9.       Boost
10.  Check analytics
11.  Tweak & take notes
12.         Repeat!

Facebook Ads Success Checklist
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Kathy loves to help sellers of all levels increase sales with practical 
tips she gleans from her extensive retail experience.

"The author is not an employee of eBay Inc. or any of its 
affiliated companies. Views expressed in this book are the 
author's own, and do not reflect the views of eBay Inc., its 
employees, affiliates, or indeed anyone else."


