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Week 2 – Lesson 2
Writing ad copy that gets the click



Fully Booked With Facebook Ads

What we’ll cover today:

• Writing ad copy that works 
• My winning formula for writing ad copy
• Examples of client ads to examine images and ad copy



In this lesson, we’ll look at what makes a copy 
work really well on Facebook.

And then I’ll explain that a bunch of examples of 
high converting ads so you can see the ad copy 
and images that worked.



Your readers are busy, distracted or tired. They are on 
Facebook to socialize or relax. And their newsfeed is 
busy. 

You have got to get their attention and get them to 
click on your ad. 

This requires copy that speaks directly to them – words 
that resonate with them 



The job of the ad copy is to get the right person clicking 
through the landing page.

#1 Must catch their interest
#2 Must create some curiosity or promise a big benefit 
for signing up
#3 Must be compelling so they keep reading 



A few things that will get you writing the perfect copy in 
no time ..

Your copy must sound like you. So write like you are 
writing a blog post and there is no major disconnect in 
the funnel. 

Don’t write like you are writing a sales letter or for a spot 
on shopping channel.



Your copy doesn’t have to be perfect. In fact, if it looks 
like a real human wrote it, it will perform that much 
better. Keep it conversational and clear.



Also make sure you proofread. Once your ads are live 
and and you go back and do any edits, you lose all 
social proof on the ads (likes, comments, shares, etc.)



Be careful about your language or Facebook won’t approve 
your ads, or worse, shut down your account

Do NOT
• call out your audience in great deal 
• make outlandish claims (make millions of dollars, lose 

100 pounds, etc.)
• use vulgar language
• excessive negative language like stress, despair, 

overwhelm
• before and after photos/words
• words like weight loss, and dating. 
Visit https://www.facebook.com/policies/ads/



HOT TIP: Borrow some copy from your landing page so 
when they click over they feel like they have landed on 
the right page. 

It can be long or short. You’ll have to test to see which 
one works better. 



My winning ad copy formula

Start by asking an obvious ‘yes’ question - something that 
they’ll say yes to in their head.

Hit their pain point.

Show you were in their shoes and how you overcome it.

Present your solution and highlight the benefits.

Make a call to action. Download, Sign up, etc.



I am going to give you my template for writing an ad 
copy that works like gangbusters. 

For lead gen ad campaigns – short to medium length 
copy works very well.
For webinars – long form copy tends to work the best.



The headline is very important.

It’s typically the first thing your eye notices after the 
image.



The easiest way to create a headline is to just say what 
they are getting

[Free Cheat Sheet] Title of the PDF.
[Free Webinar/Masterclass] Title of the webinar



Click through rates:

For cold traffic, you are looking at a minimum of 1% CTR 
overall

Using my teachings, you can easily get 2-3%. My clients 
have gotten as high as 7%.



Create your own swipe file

Every time you see an ad pop up in your newsfeed that 
grabs your attention, take a screenshot. Create your 
own swipe file. 



Here are a few examples of the ads I created for my 
private clients that have gotten super high click through 
rates.

Let’s take a look at the images and copy used.































Home work for week 2

1. Start a swipe file for ads that appear in your 
newsfeeds (like business pages in your niche/other 
industries). Take screenshots.

2.  Refer to the ad template and write two versions of ad 
copy. One short and one medium length.



Handouts for this week

1. My proven template to writing ad copy that coverts 
highly.

2.  Bonus: My swipe file for Facebook ads


