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Marketing Plan for Your Business 

Comprehensive Marketing Plan for a National Business Selling Products and 
Aiming to Generate Leads  

Client Profile: 

• Business Type: National Business 
• Product/Service: Products 
• Goal: Generate Leads 
• Budget: $4,999 to $9,999 per month 

We’ve devised a strategic marketing plan within your budget of $4,999 to $9,999. This 
comprehensive approach is designed to build a strong online presence and effectively 
drive high-quality leads. Let’s break down how each element of this strategy integrates 
to achieve your goals: 

Phase 1: Facebook Advertising and Email Marketing - Capturing and 
Nurturing Leads 

Facebook Advertising: We recommend beginning with Facebook Ads due to 
their broad reach and advanced targeting capabilities. This platform is ideal for 
quickly capturing the attention of your national audience and driving them to 
your website, initiating the lead generation process. 

Email Marketing: Concurrently, we'll employ a targeted email marketing 
strategy. This approach is vital for nurturing the leads you acquire from Facebook 
Ads. Through personalized email campaigns, we’ll keep your audience engaged, 
providing valuable information and updates about your products, and 
encouraging them to take the next step in the buyer’s journey. 
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Phase 2: Video/Photography - Enhancing Engagement with Visual 
Storytelling 

Video and Photography: To further engage your audience, we’ll use high-quality 
video and photography to showcase your products compellingly. Professional 
visuals are key in capturing and retaining the attention of your potential 
customers, enhancing the appeal of your marketing materials and website. 

Phase 3: Positive Reviews and Social Media Marketing - Building Trust and 
Expanding Reach 

Positive Reviews: As we generate leads and convert them into customers, we’ll 
focus on cultivating positive reviews. These reviews are essential in building trust 
and credibility on a national level. They not only improve your online reputation 
but also positively influence the decision-making process of potential leads. 

Social Media Marketing: Finally, we will strengthen your brand presence with a 
robust social media strategy. Active participation on platforms like Instagram, 
Twitter, and Facebook will not only increase your brand’s visibility but also foster 
a community around your products, enhancing lead generation and nurturing 
efforts. 

This integrated strategy ensures that each component reinforces the others. Facebook 
Ads and Email Marketing are the front-runners in capturing immediate interest and 
nurturing leads. Video/Photography enhances engagement and appeal, while Positive 
Reviews and Social Media Marketing build trust and expand your online presence. 

This isn’t just a marketing plan; it’s a holistic system designed to generate high-quality 
leads and grow your business on a national scale. 
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Phase 1: Facebook Advertising and Email Marketing - Capturing and Nurturing 
Leads 

Objective: Drive targeted traffic to the website, generate high-quality leads, and 
nurture those leads through personalized communication. 

Actions: 

A. Audience Targeting: 

Custom Audiences: 

• Utilize Facebook’s Custom Audiences to target users based on their interaction 
with your website, Facebook page, and previous advertisements. 

• Create Lookalike Audiences to find new potential customers similar to your 
existing customer base. 

National Targeting: 

• Focus on targeting users across the country. Use precise demographic and 
interest-based targeting to ensure ads are shown to people who are most likely 
to be interested in your products. 

 

B. Landing Page Funnel with Quiz: 

Landing Page: 



 

4 
 

• Develop a landing page that features a short quiz to gather crucial information 
from potential leads. The quiz will ask questions about the products they are 
interested in, their budget, and the specific outcomes they desire. 

Quiz Purpose: 

• Improve ad targeting by gathering detailed information about potential leads. 
• Segment leads based on their responses to identify the top 10-20% of leads that 

are most likely to convert. 

 

C. Ad Campaign Structure: 

1. Awareness Campaign: 

• Ad Type: Video Ads, Carousel Ads 
• Objective: Introduce your business and its products to a broader audience. 
• Content: Engaging videos or images showcasing your products, customer 

testimonials, and unique selling points. 
• Targeting: Broad targeting with interests related to the products offered. 

2. Consideration Campaign: 

• Ad Type: Lead Generation Ads 
• Objective: Drive potential customers to the landing page to fill out the quiz. 
• Content: Lead magnets such as free consultations, e-books, or special offers. 
• Targeting: Custom Audiences from the Awareness Campaign and Lookalike 

Audiences. 

3. Conversion Campaign: 

• Ad Type: Retargeting Ads 
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• Objective: Convert leads into customers by driving them to complete specific 
actions on your website (e.g., booking an appointment, signing up for a 
newsletter). 

• Content: Retarget users who interacted with previous ads or visited the landing 
page. Offer discounts or special promotions to incentivize conversions. 

• Targeting: Users who engaged with previous ads, visited the website, or 
completed the quiz. 

 

D. Ad Creative and Copy: 

Ad Creative: 

• High-quality visuals and videos tailored to each stage of the funnel. Use 
professional images and videos that highlight your products, customer 
testimonials, and unique selling propositions. 

Ad Copy: 

• Awareness Stage: Informative and engaging copy that introduces your business 
and its products. Highlight unique selling points and customer benefits. 

• Consideration Stage: Persuasive copy that emphasizes the value of the lead 
magnet. Use strong calls-to-action (CTAs) to encourage users to fill out the quiz. 

• Conversion Stage: Compelling copy that creates urgency (e.g., limited-time 
offers) and provides clear instructions for the next steps. Include testimonials and 
social proof. 

 

E. Tracking and Optimization: 
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Custom Conversions: 

• Set up custom conversions to track specific actions on your website, such as form 
submissions, appointment bookings, or purchases. Use Facebook Pixel to gather 
data and optimize ad performance. 

Retargeting Strategy: 

• Retarget the top 10-20% of leads based on quiz responses to focus on the most 
lucrative prospects. Continuously retarget existing leads in the Facebook ad 
funnel to maintain engagement and drive conversions. 

Continuous Optimization: 

• Monitor ad performance regularly and make data-driven adjustments to improve 
results. Test different ad creatives, copies, and targeting options to identify the 
most effective combinations. Use A/B testing to compare different strategies and 
optimize for the best-performing ads. 

 

Phase 2: Video/Photography - Enhancing Engagement with Visual Storytelling 

Objective: Create engaging and persuasive visual content to showcase your products. 

Actions: 

1. Professional Shoots: 

• Conduct professional photo and video shoots to capture high-quality visuals of 
your products. 

2. Content Utilization: 
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• Use these visuals in ad campaigns, on your website, and across social media 
platforms to enhance engagement and credibility. 

 

Phase 3: Positive Reviews and Social Media Marketing - Building Trust and 
Expanding Reach 

Objective: Enhance credibility, attract more customers, and build a loyal customer 
base through social media engagement. 

Actions: 

1. Positive Reviews: 

• Encourage satisfied customers to leave positive reviews on Google, Facebook, 
and other relevant platforms. 

2. Review Management: 

• Monitor and respond to reviews to build trust and engage with your audience. 

3. Incentives: 

• Offer incentives, such as discounts or special offers, for customers who leave 
reviews. 

4. Social Media Marketing: 

• Develop a comprehensive social media content strategy to share valuable and 
engaging content regularly. 

• Utilize platforms like Instagram, Twitter, and LinkedIn to interact with your 
community, share content, and drive traffic to your website. 



 

8 
 

• Actively engage with your audience by responding to comments, messages, and 
mentions to build strong relationships. 

• Run social media campaigns with special promotions and offers to encourage 
user interaction and conversions. 

 

Budget Consideration: 

Option 1 ($4,999): 

• Ad Spend Allocation: Allocate the majority of the budget to Facebook Ads for 
maximum reach and engagement. 

• Initial Campaigns: Focus on awareness and consideration campaigns to build a 
solid foundation and start generating leads. 

Option 2 ($9,999): 

• Ad Spend Allocation: Double the ad spend compared to Option 1 for 
significantly increased reach and engagement. 

• Enhanced Campaigns: Implement a more aggressive approach with additional 
retargeting campaigns to maximize lead generation and conversions. 

 

Implementation: 

Step-by-Step Execution: 

1. Landing Page Setup: 

• Develop and launch the quiz-based landing page. 
• Integrate the quiz with your CRM to capture and segment leads. 
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2. Facebook Ads Campaign Launch: 

• Create and launch awareness, consideration, and conversion campaigns. 
• Continuously monitor and optimize ad performance based on real-time data. 

3. Lead Nurturing and Retargeting: 

• Implement lead nurturing strategies through email marketing and follow-up 
campaigns. 

• Retarget top leads based on quiz responses and engagement metrics. 

4. Reporting and Optimization: 

• Generate regular performance reports and analyze key metrics. 
• Make data-driven adjustments to improve campaign effectiveness and maximize 

ROI. 

By implementing this comprehensive Facebook Ads strategy, your national business 
can effectively generate high-quality leads, attract more potential customers, and 
convert them into loyal clients. This approach ensures that your marketing efforts are 
directly aligned with your business's goals and target audience, maximizing return on 
investment and achieving sustainable growth. 

 


