
Fully Booked With Facebook Ads

Week 1 Training – Lesson 2
Setting revenue goals and understanding the Math



Fully Booked With Facebook Ads

What we’ll cover today:

• Your first revenue goals 
• Crunching the numbers - what’s possible for you
• Creating a strategic plan for your unique situation



Now that you understand the overall Facebook strategy, 
let’s start thinking about some revenue goals.

And figure out how much money you need to spend to 
hit those goals.

Here are some examples of revenue goals



“I want 5 private clients in my business at $3k each.”

“I want to 10 people in my group coaching program at $800 
each.”

“I want to launch my $297 course and make $10K.”

“I want to fill my event with 20 people at $197 per person.”

“I want to fill my retreat my 5 women at $2K each.”



These are all excellent goals.

You know what you want.

You have a specific offering in mind – launch of a 
course, group coaching program, one-on-one clients, 
event seats or spots booked for retreat or mastermind.

This is something we can work with.



Some real life examples of revenue goals:

A client of mine, a PR coach in the US, wants to fill her 
group coaching program at $2K per person.

A client of mine, LOA coach, she wants to fill her 
workshops at $5K. 

A client of mine, a coach and author in the UK, wants to 
fill her in-person event with 150 people at $1500 per 
person.



Now lets look at the numbers you need to hit your first 
revenue goal.

(We are doing big picture strategy here, we have the 
rest of the program for the tactics and implementation so 
stay with me.)



Let’s say you want to sell 10 program at $600 making 
$6,000.

Typically, the overall conversion rate on a webinar would 
be 4% - 5%.

So you would need 300 webinar registrations to hit your 
goal assuming your offer is rock solid.



And I am talking about a live webinar here.

You can certainly automate your funnels, but first you 
have to master the live ones – the ads and the offer.



This is how it works: You will fill up your webinar with 
people.

You will run it live.

You will make your pitch at the end. 



Now it is time to crunch some numbers

So working with the same example. You want 10 clients 
at $600 each 

You’ll need to get 300 people registered.

So how much would it cost? Let’s do the Math.



Webinar sign-ups

$5 - $8 on average to get somebody to sign up for a 
webinar. 

To get 300 people, you need to spend $1800 on 
average.

You make $6,000. Net profit: $4500
Or you sell more, you make $10,000. Net profit, $8,500



But how about you don’t spend $1800 or more on ads, 
but you spend less?

#1 To make this happen, we’ll have to invite people from 
our current list which we have been building nicely from 
our lead generation ad campaigns.



#2. You also fill up your webinar with organic traffic. 

You promote it on social media. 

Ask friends to share it. 



Lastly if the thought of spending $1500 to $2000 on ads 
over a 2-3 month period freaks you out a little bit, I want 
you to keep these in mind:

How much money have you spent on courses and 
programs and haven’t seen any ROI? I am guessing it’s 
way more than that.

Secondly, with the basic lead generation campaign that 
we start off with, there is a very high chance that you are 
going to get some clients and so potentially see some 
ROI before spending all that much. Sound good?



Let’s look at another examples, let’s say you want to get 
3 private clients at $3000 each

The typical conversion you’d see from your webinar is 
going to be 1% to 3% because it is a higher price point.

You’ll need 200 people on your list to hit your goal and 
get 3 clients.



Webinar sign-ups

$5 - $8 on average to get somebody to sign up for a 
webinar. 

To get 200 people, you need to spend $1500 on 
average.

You make $9,000. Net profit: $7500



For a coaching program, the pitch would be to book a 
discovery call with you as you’d want to speak to these 
people first to make sure they are the right fit.



If you are selling a $2K online program and you want to 
have a $50K launch.

When creating ad campaigns for big goals like that, we 
need to be sure that we have nailed our initial funnels 
first.

So the main lead generation ad campaign, and the 
webinar campaigns. 



Only then you should work on bigger launches. 

Because

They require a bigger budget. Typically 15%-20% of 
your revenue goal. So if you want to make $50K, be 
prepared to spend $10K.

They need other complex pieces in the funnel.



And this is why I always like to work on the shortest, 
most straight-forward path to cash.

Which is to either get one-on-one clients, or group 
coaching clients. Typically offers between $1K to $5K.

This way, you can see an ROI and can spend more 
confidently moving forward. 



Bonus training for this week

I have included the bonus, How to create a premium 
package with Petra Foster this week. This will help you 
to fine tune your current offers or create a new one.



Home work for lesson 2

How much do you want to make as your income goal? 
How many people at what price point? Play around with 
your offer and price points. It’s fun Math.

Have a look at the current offers in your business. Pick 
one that is the easiest to sell. Or create a new one using 
Petra’s bonus.


