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Landing Page
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The power of Facebook

• Targeting

• Learning

• Mediums

• Products 





The power of Facebook Ads







The power of Google

I want to Buy a Twin 
House in 6th of 

October
Buy Your Dream House Now
Buy the house that your dreaming of in the 
beset location in 6th of October
https://mabany.squarespace.com/

High Intent + Perfect Timing

https://mabany.squarespace.com/




Google AdWords – Search Network

Slide 15

✓You pay per click

Risk Free
Price Per
Keyword

✓Extremely Measurable

Who 
Clicked

Which words
Keyword

How Many 
Leads

Real Person



What are we measuring? 

MESSAGE

Impressions 
Clicks
Clickthrough rate
Cost per click (CPC)



CONCRETE

CONCRETE

ABSTRACT

Fruits

Oranges

The 
Oranges 
you grow in 
your field  

Produce







CREDIBLE
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What is the conversion rate? 

MESSAGE

100 Clicks = 1 Order

Conversion rate = 1/100

1%



What is the conversion rate? 

MESSAGE

100 Clicks = 1 Order

How do I make 2 orders per day?? 



Mobile First





Size Matters
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Unclear Value Proposition
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HELP THEM TO TRY BEFORE YOU BUY 
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What will happen when they click?
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Features Vs Benefit Statements

• A Major Marketing Mistake!

• Listing the features of your offering requires your visitors to figure out 
for themselves how your product or service can help them.

• A more effective way to communicate how you’ll solve their 
problems is to talk in terms of benefits.

“Sell the hole and not the drill”
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MESSAGE Lead magnet

Landing Page





Vend



MESSAGE Lead magnet

Sales Landing Page







Webinar Best Practices 
• Showcase a case study where they can steal ideas and use it



SWIPE FILES



GUIDES





QUIZES



SWIPE FILES



MESSAGE Lead magnet

Landing Page



Consumers Visit 38 Sites Before 

Booking, Expedia Says



ENTER RETARGETING



MESSAGE Lead magnet

Landing Page

Buy now 



MESSAGE Lead magnet

Landing Page

EMALS VIDEOS
ARTICLES



Remarketing for Customer Persuasion 

• Trying to tell them WHY They should buy

• Who Else bought it? And what results they got

• What happens if you don’t buy it? Is it a mistake? 

• What happens if you don’t like it? Is there a guarantee 

• Is it running out? 

• You can see it here in more details? 
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FREQUENCY

THE RULE OF 7
CUSTOMERS WILL NEED TO SEE YOU SEVEN TIMES BEFORE THEY 

REMEMBER WHO YOU ARE



PLATFORMS 

BEING ON THE RIGHT PLATFORM. YOUTUBE, EMAIL, AD NETWORKS, 
INSTAGRAM…ALL ARE CHANNELS WHERE YOU CAN SHOW UP FOR 
YOUR AUDIENCE.



ADROLL – PERFECT AUDIENCE 





THANK YOU 


