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Using ads on Facebook provides one of the most targeted 
advertising opportunities today. In this ebook you’ll learn how to 
set your goals, design your Facebook ad campaign and how to 
read Facebook’s reports to analyse your results. Ready to take your 
marketing to the next level? Let’s do it! 

To make sure you create awesome Facebook ad’s, we need to start 
at the beginning:

Everything on Facebook starts with your page. Make sure you set up a 
business page, not a personal page, otherwise you’ll miss out on creat-
ing ads! Build your business page here. 

What’s your goal? Is it to get more fans, drive more online bookings, or 
get new customers?

For the purpose of this eBook let’s say we want to send people to your 
website or Online booking page. That sounds pretty good to us!

Build your Facebook page

Ask why, what and who

https://www.facebook.com/pages/create.php


Start building your ads

Everything Facebook ads starts on this page (bookmark me!). Here you’ll 
see a whole lot of different campaign objectives, from Boosting your 
posts to sending people to your website. 

Select ‘Send people to your website’

Here you need to enter the URL you’d like to promote, e.g. ‘www.
myawesomesalon.com’. You can enter your website or Kitomba Online 
Booking page here - it depends on your ad messaging.
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Now’s the fun part: Targeting

The best way to maxmise the performance of your Facebook campaign 
is to get targeting right! Otherwise you’ll just be throwing away your 
hard earned marketing dollar! Here’s where you need to have a think 
about your target audience:

1. What are their interests, lifestyles, frustrations?
2. What does this group of customers want/need?
3. What will motivate them to click on an ad?

So, you’ve had a good think about who your target audience is? Nice 
one! Let’s take a look at the different targeting categories:

Location: 
You can target country, region and city. Have a business in Wellington, New Zealand and 
don’t want to advertise to people in Auckland? Simple, just type in Wellington and a 
suggestion will pop up.

Age: 
You can choose a range or no upper limit. Do your client’s usually fall within the same age 
group, why don’t you set  up a campaign targeting that age group.

Sex:
Straightforward choices of men, women and all.

Language:
Take your pick, they’re all there.
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More demographics: 
Here you’ll find a whole bunch of different demographics you can choose from relationship 
status to life events. Do you specialise in doing hair for weddings? You can target users who are 
‘recently engaged’ under the ‘Life events’ category.

Interests:
The interests show up in people’s profiles in the pages they “like” or are based on keywords 
mentioned in their information. You can search through the suggested interests or enter your 
own and they’ll come up as suggestions, e.g. Beauty Salons.

Behaviours:
Using behaviours you can search for users that have completed a specific action, e.g. Business 
travellers.

Connections:
Using connections you can target those users who are connected or not to your page. This will 
narrow your audience to include only people with that specific connection who also meet the 
other targeting categories you’ve selected.

“Target your fan’s friends - it works!”

Kitomba tip:
Target the friends of your those who like your page already. Enter your page name un-
der the ‘Include people whose friends are connected to’ section.  This will be good way 
to build social proof! However, if your page doesn’t have many ‘likes’ yet, this technique 
could be narrowing your targeting too much.

Once you have set up your targeting, you’ll need to set the campaign, pricing, and 
scheduling.
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Facebook ad pricing works on an auction system, but you can let Facebook do the 
hard work and optimise your campaign for you. The next step is to set your per day 
or lifetime budget and how long you want your ads to run for. 

Pricing: maximise clicks, minimise spend

“Facebook does the hard work for you!”

Set your budget

You’ll have the option to choose either a daily or a lifetime budget, along with the 
total amount you want to spend. Currently, the minimum amount you can spend 
per day is $1.

Your budget, the type of bidding you choose (Cost Per Click or Cost Per Impression), 
the audiences you target (a broad audience vs. an audience with very specific 
interests, behaviors and demographics) and many other factors will determine how 
many people see or click on your ad within your budget. As you adjust your budget 
you’ll see the estimated daily reach either go up or down. The more you spend the 
more people you’ll reach.

Set the date

Choose either to run your ad set continuously, starting as soon as you hit “Place 
order” or set a start and end date for your campaign. Just remember your credit 
card is automatically charged, so don’t forget about it!
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Here we go! Let’s get creative. It’s time to create your Facebook ad and put together the pieces 
so it’ll draw the attention of your target audience. There are two ad formats you can choose 
from:

• A single image in your ads 
• Multiple images in one ad - this format is a recent addition and their performance generally 

offers a higher click through rate (the proportion of people who click your ad compared to 
those that see your ad).  

“Multi-image ads are a great way to showcase photos, e.g. client’s hairstyles”

Time to get creative!

Multi-image ad mobile Multi-image ad desktop
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Get your ads looking great!

1. Choose your images. They’re so important to get right!
•  Make it clear and not too busy as it will only be 110 by 80 pixels when shown.  

 See our image sizing guidelines on page 11.  
•  It must be less than 5mb
•  Images of people tend to do better, e.g. client photos (it’ll pay to get their   

 permission first). But you can do some testing to see what works best for you.  
 Maybe it’ll be a picture of your salon, client before/after photos, or a profile of  
 your stylists? 

•  Make sure you don’t have more than 20% text in these images, otherwise   
 Facebook won’t approve them! Test your images out here.

2.  Choose the text and link you want to use. 
•  Headline: Add a headline that grabs people’s attention and tells them what  

 your ad is about. 
•  Maximum of 25 characters. 

3.  Text: Tell people a bit more about your URL. Make sure to clearly explain what   
      you’re promoting. 
•  Maximum of 90 characters.
•  Call-to-action-button: Here you choose the action you want people to take   

 when they see your ad, e.g. Book now.
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Now that you’ve placed your order, Facebook will do a quick check of your ads 
to see if they pass the test. They’ll let you know either way. Once you receive 
confirmation, your ads will be out there for your audience to see!

Now that your ads are up and running it pays to check up on them and see how 
they’re performing. Click the arrow in the top-right corner of your profile and 
choose Manage Adverts or see here : www.facebook.com/ads/manage/ (bookmark 
me!). Once you’re here you can monitor your results, spend and how your ads are 
tracking over time.

“Remember to think about your initial goal when 
measuring your campaign performance”

Measure your success

Here’s what you should be measuring:

There is a long list of things you can be monitoring. In fact, the Facebook ad 
reports provide 45 options to choose from! But without overwhelming you with 
a description of every metric, let’s look at a some key metrics you can start 
monitoring today.

Impressions: 
Impressions tell you how many times your ad has been shown to a Facebook user. Keep an 
eye on this! If it stops increasing, your bid may have fallen out of the suggested range.

Clicks: 
The actual number of clicks on the ad. A click is also counted if someone ‘Liked’ your fan 
page right from the ad itself.

Click through rate (CTR):
How many times your ad was clicked, divided by the number of times your ad was shown 
(impressions). The higher the better! If it’s a bit low, then it’s time to rethink your ads and/or 
targeting. 

Spend:
The amount you spent for the time period you chose in the report: daily, weekly, or monthly.

Relvenace score:
This new metric is a score on a scale of 1 to 10 that rates an ad based on how relevant it 
is to it’s target audience. The higher the better!

http://www.twitter.com/kitomba
http://www.facebook.com/kitomba
http://www.linkedin.com/company/kitomba
http://www.facebook.com/ads/manage


Kitomba tips:

Use Kitomba and Facebook ads together: Let’s say you’ve got a large list of 
emails in your client database, some of which you may not have seen in 10 weeks. 
It’s time to remind them about your salon and Facebook is the perfect way to stay 
connected. Run a report on clients that you haven’t seen in a while and export that 
list. Upload these emails as a custom audience and your Facebook campaign will 
send only to these users. Find out more about custom audiences here.  

Image sizing: It’s important to get your image sizing right - this is what will grab 
user’s attention. Take a look below for recommended images sizes for all different 
types of ads. You can use Picmonkey or Canva to get your image sizes perfect and 
looking great!

Goal Recommended image size
Clicks to Website 1,200 x 628 pixels

Website Conversions 1,200 x 628 pixels

Page Post Engagement 1,200 x 900 pixels

Page Likes 1,200 x 444 pixels

Local Awareness 1,200 x 628 pixels

Event Responses 1,200 x 444 pixels

Offer Claims 1,200 x 628 pixels

Video Views 1,200 x 675 pixels

Advanced users: Want to hit Facebook with all you’ve got? The Power Editor is a 
tool to create multiple versions of adverts for large audiences. If you want to set up 
large scale Facebook ad campaigns with multiple ads, then the power editor is for 
you.
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Thanks for checking out our eBook.  

Want to find out more about Kitomba?

Click below to sign up for a free consult now

Free consult

http://www.kitomba.com/free-demo

