
 

Comprehensive Marketing Plan for Boosting Website Sales Using 

Facebook Ads 

Client Profile 

• Business Type: Local Business 

• Products/Services: Products 

• Goal: Boost Website Sales 

• Budget: $299 to $749 per month 

Overview 

As you aim to ramp up website sales for your local business selling products, we've 

analyzed your budget range of $299 to $749 per month and have zeroed in on the 

most effective strategy: Facebook Ads. Let me explain why this is your optimal path: 

Why Facebook Ads Are Ideal for Your Budget and Goals 

• Rapid and Measurable Results: In the mix of marketing channels like radio, SEO, 

PPC, email marketing, and YouTube, Facebook Ads stand out for speed and 

efficiency. They are designed to quickly drive a large volume of targeted traffic to 

your website, which is crucial for immediate sales generation. 

• Precision Targeting: Facebook's advanced targeting capabilities allow us to 

reach your specific audience – people who are most likely to be interested in your 



 

products. This means your ad budget is spent on engaging with potential 

customers who are more inclined to make a purchase. 

• High Return on Investment: For a business like yours, every dollar counts. 

Facebook Ads offer a significant return even on smaller budgets, making it a 

cost-effective choice for driving website sales. 

In summary, given your current budget and goal to boost website sales, Facebook Ads 

are the most strategic route. Leveraging increased ad spend for greater impact and 

sales potential offers a more comprehensive approach to achieving your sales 

objectives swiftly. 

Facebook Advertising - Capturing Immediate Attention and Driving Sales 

Objective: Drive targeted traffic to the website and generate high-quality website 

sales. 

A. Audience Targeting 

1. Custom Audiences: 

o Utilize Facebook’s Custom Audiences to target users based on their 

interaction with your website, Facebook page, and previous 

advertisements. 

o Create Lookalike Audiences to find new potential customers similar to your 

existing customer base. 

2. Geographic Targeting: 



 

o Target users both locally and nationally, depending on the business scope, 

using precise geographic targeting to ensure ads are shown to people who 

are most likely to purchase your products. 

B. Ad Campaign Structure 

1. Awareness Campaign: 

o Ad Type: Video Ads, Carousel Ads 

o Objective: Introduce your business and its products to a broader audience. 

o Content: Engaging videos or images showcasing your products, customer 

testimonials, and unique selling points. 

o Targeting: Broad targeting with interests related to the products offered. 

2. Consideration Campaign: 

o Ad Type: Traffic Ads 

o Objective: Drive potential customers to the website to explore products. 

o Content: Highlight the benefits of your products, limited-time offers, and 

free shipping options. 

o Targeting: Custom Audiences from the Awareness Campaign and 

Lookalike Audiences. 

3. Conversion Campaign: 

o Ad Type: Retargeting Ads 

o Objective: Convert website visitors into customers by encouraging them to 

complete their purchases. 



 

o Content: Retarget users who interacted with previous ads or visited the 

website. Offer discounts, promotions, and social proof to incentivize 

conversions. 

o Targeting: Users who engaged with previous ads, visited the website, or 

abandoned carts. 

C. Ad Creative and Copy 

1. Ad Creative: 

o 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. 

2. Ad Copy: 

o Awareness Stage: Informative and engaging copy that introduces your 

business and its products. Highlight unique selling points and customer 

benefits. 

o Consideration Stage: Persuasive copy that emphasizes the value of the 

products. Use strong calls-to-action (CTAs) to encourage users to visit the 

website. 

o 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. 

Phase 2: Promotions and Offers - Encouraging Purchases 



 

Objective: Create compelling offers to drive conversions and boost website sales. 

A. Special Promotions 

1. Discount Codes: 

o Offer time-limited discount codes (e.g., "SAVE20" for 20% off) to create 

urgency and encourage purchases. 

2. Seasonal Sales: 

o Plan and promote seasonal sales events, such as Black Friday, Cyber 

Monday, and holiday specials, to attract more customers. 

3. Bundle Deals: 

o Create product bundles at a discounted price to increase average order 

value and encourage customers to buy more. 

B. Free Shipping Offers 

1. Threshold-Based Free Shipping: 

o Offer free shipping on orders over a certain amount (e.g., free shipping on 

orders over $50) to encourage higher cart values. 

2. Limited-Time Free Shipping: 

o Provide free shipping for a limited time to create urgency and drive 

immediate sales. 

C. Loyalty Programs 

1. Reward Points: 



 

o Implement a loyalty program where customers earn points for every 

purchase, which can be redeemed for discounts on future orders. 

2. Exclusive Discounts: 

o Offer exclusive discounts and early access to sales for loyalty program 

members to incentivize repeat purchases. 

Phase 3: Social Media Updates - Engaging and Retaining Customers 

Objective: Keep your audience engaged and drive consistent traffic to your website. 

A. Regular Updates 

1. Post Regular Updates: 

o Share product highlights, customer testimonials, promotions, and behind-

the-scenes content on social media platforms such as Facebook, 

Instagram, and Twitter. 

2. Engaging Content: 

o Use a mix of content formats, including images, videos, and stories, to keep 

your audience engaged and interested in your products. 

B. Running Ads with Offers 

1. Special Offers: 

o Run ads highlighting special offers, discounts, and new product launches 

to drive traffic to your website. 

2. Limited-Time Promotions: 



 

o Promote limited-time promotions and flash sales to create urgency and 

encourage immediate purchases. 

Phase 4: Strategic Language and Targeting - Reaching the Right 

Audience 

Objective: Use precise language and targeting to reach people looking for specific 

products. 

A. Custom Conversions and Audiences 

1. Track Specific Actions: 

o Set up custom conversions to track specific actions on your website, such 

as form submissions, appointment bookings, or purchases. 

2. Retargeting Strategy: 

o Use custom audiences to retarget users based on their interactions and 

behaviors on your website. 

B. A/B Testing 

1. Test Different Variations: 

o Continuously run A/B tests to compare different ad creatives, copies, and 

targeting options. 

2. Optimize for Best Performance: 



 

o Analyze the results of A/B tests to identify the most effective combinations 

and optimize for maximum engagement and conversions. 

Implementation Steps 

1. Landing Page Setup: 

o Develop and launch a dedicated landing page for capturing leads and 

driving sales. 

o Integrate the landing page with your CRM to capture and segment leads. 

2. Facebook Ads Campaign Launch: 

o Create and launch awareness, consideration, and conversion campaigns. 

o Continuously monitor and optimize ad performance based on real-time 

data. 

3. Promotions and Social Media Updates: 

o Implement promotions and special offers through Facebook Ads and social 

media updates. 

o Regularly update social media channels with engaging content and special 

offers. 

4. Reporting and Optimization: 

o Generate regular performance reports and analyze key metrics. 

o Make data-driven adjustments to improve campaign effectiveness and 

maximize ROI. 

By implementing this comprehensive marketing plan, your local business will build a 

robust online presence, attract high-quality leads, and significantly boost website sales. 



 

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. 

For more detailed instructions on setting up and running your Facebook Ads, check 

out my FREE 90-minute Facebook Ads course here. This course is jam-packed with 

information to help you thrive! 

 

https://americanmarketing.agency/marketing-courses-90-minute-lead-generation-ads/

