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People do not go to 
Facebook to make 
decisions. They go to 
Facebook to avoid 
making decisions.

To understand marketing funnels, 
you need to understand user intent.

Ask yourself, what do most people want 
when they log onto Facebook? 

They are looking to find out what their friends 
are up to. It is a social platform and people 

want to use it to be social 
(never mind the irony).

This means they have low buying intent.
So, should we sell products here? 

In short, yes – but tread lightly. Those who use 
the old way of Facebook marketing will fail, 
throwing products at people does not work. 

They are not ready to buy.

This is where a 
Facebook

marketing funnel 
comes in handy.



Understand that a one-size-fits-all 
strategy will not work. You need to 

cater to different audiences by using 
different kinds of posts.

Understand & Identify Your 
Different Audience Groups

Cold 
Includes people that have not heard of 
you.

Warm 
Includes people who have seen you but 
are not likely to remember you.

Aware
Includes people who after seeing your 
posts repeatedly know what you do 
and are likely to explore.

Interested 
Includes people who based on 
everything they have seen want to 
engage with your content and see 
what you have to offer.

Considering 
Includes people who after getting to 
know your product or service are 
thinking about purchasing it.

Buying
Congratulations! You have 
managed to convert your audience
into consumers.

Trying to sell directly to a cold lead will not get you anywhere. Neither will 
awareness-raising content when appealing to those in the considering and buying 

phases.

PRO TIP: 
Get to know and understand these groups of 

people, once you have done that you can target each 
group with relevant content.
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These audiences are categorised by 
what stage of the funnel they are in: 



Variety is key. 
You need a variety of creative and 

engaging content types to target each 
audience group.

Generic ads are bound to fall short, 
create unique posts that Facebook 

users will like and that also generate a 
connection with your brand.

Create & Segment
Your Content
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The posts can take any form – Videos, images, blog posts, and even infographics can generate 
interest in your brand. An ad that offers an eBooks (like this one) can even be used to warm up 
your audience, establish interest and push your lead deeper through the funnel.

But it is not enough to just write a blog post for an ad. Over 2 million blog posts get posted on 
WordPress alone every single day.

Once you have created your content there are two things to focus on:

1. Making sure that it is on your 
website – Good content is what sets your 
website apart and wins the hearts, minds 
and wallets of your audiences. 

2. Creating value for the people that you are 
targeting – To create value for your audience 
you need to entertain them, make them think, 
teach them, and finally share your message. For 
example, if you are a jewellery retailer and you 
sell various products, we do not want to create 
one piece of content for all your products. We 
want to create specific content that is 
engaging to those sub-audiences and 
relevant to the product they are interested in.

For example, if you are a sunglasses 
retailer and you sell various products, we 

do not want to create one piece of 
content for all your products. We want to 
create specific content that is engaging 
to those sub-audiences and relevant to 

the product they are interested in.
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Why? Facebook’s feature called 
Lookalike Audiences is why. This tool allows you to 
identify and target people who ‘look’ like your 
existing customer database. Essentially, you are 
targeting people who match the profile 
of those who’ve already bought your product.

Warming Up Your
Audience

A good Facebook marketing 
funnel draws on what it 

already knows. If you already 
have a warm audience learn 
from these leads and target 

them first.

You can get even more granular – Select the country and 
audience size that you want to target. A lower audience size 

means the more specific your targeting metrics and 
subsequently the more likely you are to appeal to cold leads that 
match the profile of your warm leads. Think of this demographic 

as a cold audience that can be easily warmed up.

For eCommerce, you should focus on broad but 
relevant interests, your target countries, and aim for a 

lookalike audience as close 1-2 million users.

PRO TIP: 



4STE
POnce again, learn from your warm 

audience. Once you show your content 
to them get an idea of what works best.
Then take that content and show it 
to your cold audience. This way, you

can build on past success by targeting 
the right people with the right content.

Lead with Your 
Best Content

This will help you identify 
the content that resonates 
with your audience the best, 
so that you can use that 
content to push people 
down the Facebook funnel.

Setting up Facebook Pixel 
requires basic 

programming knowledge, 
if you paste the code 

incorrectly, it can mess up 
your site, so read up on 

how to install pixel before 
you dive in head first. 

PRO TIP: 

Facebook’s Pixel is a piece of code 
that you build into your website to 
see how people interact with your 
content. For example, if someone 
clicks on your ad you can see the 
exact actions they took until 
converting. 

The best way to do this is 
by using Facebook Pixel.



Remarket To Your 
New Warm Audience 

PRO TIP: 
What we want to do is we want to set parameters that tell 

Facebook, "Hey, anytime somebody has been to this post but 
hasn't been to our landing page, show them this ad." Use video 
because video is a great way to build the brand, to get your face 

out there, and to start getting some recognition. 
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Effective remarketing guarantees that your audience shuffles further down your Facebook 
marketing funnel. It starts with creating new content or recycling the content you have 
already made. Beware of recycling content too frequently, this is a sure-fire way to cool your 
audience down. 

This is where the Pixel can work its magic. If someone has viewed your video, make another 
one which invites them to engage with your content again. This is known as the mere 
exposure effect – Meaning that people will like something the more they see it.
 
Again, this does not mean keep recycling the same content!

There is a long way to go from warm to 
buying and remarketing is the bridge 

that connects every stage.
But it is not enough to just write a blog 
post for an ad. Over 2 million blog posts 

get posted on WordPress alone every 
single day.
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Remarket Again

Retargeted audiences are 
3 times more likely to click 
on your ad than people who 

have not seen your ad before. 
In fact, people whom you 

retarget with a campaign are 
70% more likely to 

convert into buyers. 
The key to retargeting is constant optimisation. 
Once you have optimised to reach your desired 
results, do it again. Your audience will continue 
to grow and there will always be people who 
need to go from cold to warm to buying.

Try creating another remarketing ad to reach those who 
did not convert and encouraging them to opt-in to your 
email list. To do this you will want to offer them a value 

exchange. Something like, “Thanks for checking us out, but you 
didn’t sign up for our free newsletter.”

PRO TIP: 



People may not come to 

Facebook

to make decisions, 

but who says they 

can’t be persuaded to? 

- THANK YOU -

205/283 Alfred St North, North Sydney NSW 2060 E: info@ardentcom.com.au P: 02 8004 3516


