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What is Social Media Advertising?







Marketing Funnel



TOFU 

- No mention about product or 

links to product

- No CTA

- Content is very broad targeting a 

very broad audience.



MOFU 

- Brand Direct

- CTA

- Content is specific to an audience.

- Doesn’t ask for a sale.



BOFU 

- Brand Direct

- CTA

- Content is specific to an audience.

- Ask for a sale

- Expensive if people don’t know 

about your brand

- Less likely to convert customers if 

people don’t know about your 

brand.



Where should you be spending your advertising dollars



Translations

Since Hong kong 
and Japan are 2 
major non English 
speaking geos post 
keyword research 
all the content that 
we need needs to 
be localised in these 
languages.

3 step process to understand where to put your money

Identify 
the part 
of the 
funnel

Start small 
and 
experiment

If you are 
new always 
start with 
TOFU.



4 steps of your marketing plan



Goals



Goals - Example



Goals

TOFU

Sales and Marketing 
Leaders

50-5000 employees

High-value content ChannelsStart with audience pain-points

Shareworthy Youtube

Linkedin

Facebook

Objective: Awareness about FW CRM as a brand

KPIs: Unique reach, New Users



Goals

TOFU Objective: Download a report on Sales and Marketing Alignment

KPIs: Report Downloads

MOFU



Targeting - Persona Based Targeting

Persona based targeting

         Who to target?

         Personas  - Detailed descriptions of your target audience



Targeting - Sample persona for FW CRM



Hubspot’s Persona Tool



Targeting - Demographic based 



Targeting - Lookalike Audiences

Similar Audiences

Targeting users who have already visited your website or engaged with your content

a.) Someone who has visited your site

b.) Someone who has viewed a video on your webpage

c.) Audience similar to your web page visitors

d.) Blog Traffic

e.) App traffic



Copy and Visuals

Four important components of your copy and visual

Message   - Emotion and Seasonal

Design       - Video, Image, Brand guideline

Action        - Landing page

Placement - Mobile, Desktop



Ad formats - Image, Carousel and Video



Copy and Visuals



Copy and Visuals - Best Practices

Three most important components of an ad

- Copy  - Short and sweet, witty, stats

- Visual - Eye catching, not text heavy, Videos (usually short videos work), 3 to 4 

graphics

- Headline - 10 to 20 headline variations, split test



Copy and Visuals - Best Practices



Copy and Visuals - Best Practices



Copy and Visuals - Best Practices



Tracking and Measuring Success



Tracking and Measuring Success

Key to any successful Social media advertising is tracking

● UTM parameters - Always use UTM parameters to track the source of your campaigns

● Facebook, Linkedin and Social Media pixel - This is important to create your remarketing 
audiences



Tracking and Measuring Success



Cheatsheet



Questions


