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Supporting your digital ambitions.

No Ego and No Bull, we invest in relationships with 
businesses and brands to drive growth and succeed 
in what we do.

Our multi award winning agency in the heart of 
Leicester speaks for itself.
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…well 4 actually, and to celebrate our 15th birthday, we 
want to support your digital ambitions.

Our specialism spans from B2B for construction to trade 
with eCommerce and we want to work with you to help 
us on our mission.

From SEO to Social Media, how can we help your digital 
presence and engagement?
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• Why should I be using Facebook Ads?

• Campaign structure

• On-Facebook Lead Generation ads

• Instant forms

• Automated chat

• Calls

• How to access your leads

• What we’ve learnt

• IOS 14.5 - impact and workarounds
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• As of July 2021, there were 51.15 million Facebook users in 
the UK, an increase of 2.62 million more when compared to 
July 2020.

• As of January 22, the platform had a 64% market share of UK 
social media use, more than 4 X‘s that of Twitter.

• 25 to 34 years make up the largest group of Facebook users 
by age

• Those aged 13 to 17 made up the smallest group of users 
(4%)

https://www.statista.com/statistics/1030055/facebook-users-united-kingdom//
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All paid social 

platforms are 

designed to help you 

reach your customers 

at each point of the 

funnel. 
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1. Objective

2. Audience Targeting

3. Placement

4. Budget and Scheduling 

5. Advertising Format and Creative
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You can choose a 

campaign objective to 

target audiences at a 

different stages in the 

marketing funnel 
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Brand Awareness Increase people's awareness of your business, brand or service.

Reach Show your ad to as many people as possible in your target audience.

AWARENESS
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Brand Awareness Increase people's awareness of your business, brand or service.

Reach Show your ad to as many people as possible in your target audience.

Traffic
Drive people from Facebook to any URL you choose, such as your website's landing page, a 

blog post, app etc.

Engagement
Reach people more likely to engage with your post. Engagement includes likes, comments 

and shares but can also include offers claimed from your Page.

App Installs Send people to the shop where they can download your business's app.

Video Views Share videos of your business with people on Facebook most likely to watch it.

Lead Generation
Collect leads for your business. Create ads that collect info from people interested in your 

product,   such as sign-ups for newsletters.

Messages
Connect with people on Facebook, communicate with potential or existing customers to 

encourage interest in your business.

AWARENESS

CONSIDERATION
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Conversions
Encourage people to take a specific action on your business's site, such as having them to 

add items to a cart, download your app, register for your site, or make a purchase.

Catalogue Sales Show products from your e-commerce store's catalogue to generate sales.

Store Traffic Promote your brick-and-mortar business locations to people that are nearby.

CONVERSIONS
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Campaign

This is where you select your 
objective – such as brand 
awareness, conversion or 
lead generation

All adverts within this 
campaign will be optimised 
for your chosen objective

This is Faceboo ads manager as an example
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Ad Set

This is where you select the 
audience, the conversion 
event, dates, the specific 
placements and 
optimisation strategy

You can have multiple ad-
sets within a campaign with 
different audiences for 
example
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Ad Level

This is where you manage 
creative aspects of the 
advert. Such as the 
copy, imagery, lead 
form, CTA, click through 
URL's and tracking

You can be multiple ads 
with an ad set
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• This type of ad is native to Facebook i.e. engagement happens on Facebook

• Facebook tends to prefer these ads over posts/ads going to links off 
Facebook

• Engagement and form fills tend to be high because users remain on their 
Facebook feed and everything is completed in a few easy steps 

• A website/ dedicated landing page isn’t critical

• Facebook pre-populates contact information for the user, making it easier for 
them to complete your form

• Tracking requirements are kept to a minimum as the whole process is on 
Facebook. Thus, reducing the risk of lost tracking/other channel taking credit

• Can be seamlessly integrated into your CRM i.e. customer relationship 
management software i
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If you’re creating a campaign that advertises one of 
the four categories below, you must apply the correct 
category to your campaigns or risk your ad account 
being disabled

1. Credit

2. Employment 

3. Housing

4. Social issues, elections or politics  

https://www.facebook.com/business/help/298000447747885
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The category you chose dictates what targeting 

options are available to you:

• For the first three categories, targeting by age, 

gender or specific post code is unavailable.

• Location targeting must be town, city or pin drop 

(plus a 15km radius)

• For the fourth category (Social issues, elections or 

politics), advertisers may be required to get 

authorisation in the country they wish to run ads.

• Additionally, a disclaimer will be added to the 

ads such as “Paid for by” 

https://www.facebook.com/business/help/298000447747885
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Before creating a lead form it’s important to 
make sure the lead form settings and type are 
correct before proceeding 

If you do make an error, you can duplicate 
the lead form and correct the settings
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When uploading an image and writing the intro, ensure the image is 
relevant and the intro has a clear call-to-action and tells the person 
what they can expect when they have filled in the form 
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• Try to keep your questions aligned to 
your goal and ask as few questions as 
possible, to make it easier for people to 
submit your form

• Limiting the number of short answer 
questions and only asking for 
information you need is recommended

• Unless a closed question, multiple 
choice should have another option 
followed by a short answer
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• You are unable to change 
the date and time 
availability within the form. 
You could highlight you 
opening times in the 
confirmation message

• From our knowledge, you 
are unable to link this to a 
CRM/auto-confirm this and 
therefore it is a manual 
process of confirming the 
appointment with the 
customer
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Note: A CSV file is required inorder to setup 
a conditional question 
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Note: A CSV file is required inorder to setup 
a conditional question 

An example of someone buying a Medium Red T-shirt
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• Using Pre-filled fields make it easier for 
people to give information and reduces the 
risk of being given invalid information.

• Where possible Pre-filled fields should be 
used to get email addresses, full names etc.  

• You can not ask for the same information 
twice e.g. you can’t have a short answer 
asking for their full name as well as a pre-
filled field.

• You should only ask for the information that 
require for to complete your goal. E.g. If you 
were targeting the UK you could assume 
their country without having to ask
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• When setting a lead form up for 
the first time, you may need to 
accept Facebooks privacy policy 
if haven’t done already.

• In order to publish a lead form, 
you must provide a link to your 
own privacy policy

• You can also add additional 
disclaimers if needed

Note: The “review your info” element is only 
present in higher intent lead forms
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• The completion page is just as 
important as the intro page. You 
should ensure that the customer is 
once again notified of what they 
should expect to happen next

• At this point, you can also provide a 
CTA of either visiting a specific page 
on your website, calling you directly or 
downloading a resource

• Note: You can not send customers 
directly to a PDF but instead, should 
send them to a landing page that 
enables to them download the 
document/resource
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1
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1 2
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1 2 3



All rights reserved 2022

1 2 3 4
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5

OR



All rights reserved 2022

If the “higher intent” form type is selected at the 
start, the customer will be met with image 5

If “more volume” is selected, the customer will be 
shown image 6

5 6

OR
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If the “higher intent” form type is selected at the 
start, the customer will be met with image 5

If “more volume” is selected, the customer will be 
shown image 6

5 6 7

OR
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• If you would like to edit the reminder message or the 
error message people see, this can be done through 
advanced settings tab.

• If a piece of information isn’t critical or you are aware 
that customers may not have an answer, it’s 
recommend that “ Answer validation” is disabled and 
“allow to skip” is enabled. 

• However, if the above is true, you should consider if 
the question is essential to achieving your goal and if 
should be included in the chat or not
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• When writing an intro 
message you can add 
personalisation to the 
message with automated 
name insertion. 

• Emoji’s can also be used 
throughout the automated 
conversion

• You can also upload an 
image or video to appear 
under your text
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• Where possible the predefined 
questions should be used in order to 
gather the required data

• Where possible the predefined 
questions should be used in order to 
gather the required data

• It should be highlighted that all lead 
form questions still need to conform 
with Facebook Advertising Policies or 
risk the ad account being disabled

• Note: As previously mentioned, you should 
only ask questions that are relevant and will 
assist you in reaching your objective
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• Option questions should be used sparingly 
and not overload the person with options 

• They should also enable the person to get 
onto the next question easily i.e. an 
option that says “Skip” or “other”

• Unless the answer is critical to dictating 
whether or not you can help the 
customer, Disqualification should be 
avoided as this does not generate a lead. 

• For example, if a person is required to be 
over the age of 25 and isn’t, this would be 
good use of it. 
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• The same practice as instant forms 
should be used when creating the 
completion page 
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• Calls setup is the simplest of the 3 lead generation types. You 
are only required to provide a 1:1 image which can be used on 
it’s on own or as part of a carousel ad. 

• Carousel Ads allow you to provide different numbers in the 
same ad, realistically the need to do this is limited 

• The ad placement is also simple with ads only being able to 
appear on the Facebook feed and Marketplace

• Call generation campaigns only show up on mobile devices

• You can run these ads on a schedule if needed i.e. 9am – 5pm 
(only if a lifetime budget is used)
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1. Go to your Facebook Page and Look at the left-hand column

2. Scroll down until you see “Publishing Tools” and Click

3. Scroll down the left-hand column again to “Lead Ads Forms”

4. Under this, click “Forms Library” and find the relevant form

5. Click the download button on the relevant row to download the 
leads
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Step 4

Step 5

Lead form 1

Lead form 2

Lead form 3

Lead form 4

Lead form 5

Lead form 6

Lead form 7

Lead form 8

Lead form 9

Lead form 10

Lead form 11
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• Go to Ads Manager and select campaign tab on left-hand side

• Select the relevant date range & campaigns, then go to ad level

• Ensure you have the “Results” column applied

• Where a number appears in the column click “On-Facebook 
leads”

• Download the leads and repeat the process for each ad that has 
received leads
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Step 1
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Step 1 Step 2
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Step 1 Step 2

Step 3
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Step 1 Step 2

Step 3

Step 4
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Step 5
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1. Link to your CRM software (e.g.Hubspot), so 
leads are loaded automatically into the 
software

2. Use third party software like Zapier, which 
can be used to automatically send an 
email notification, every time someone 
completes a lead form
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• Integrating your CRM software with Facebook can help ensure that the 
leads you generate through your Facebook lead ad campaigns are 
followed up within a timely manner due them going through to your 
CRM automatically and in real time. In order to do this, you need to 
have an active pixel on your website.

• If you use software like Zapier, we recommend testing that the 
automatic trigger is working correctly. 
TIP: So every time you want to make a change, you should consider 
cloning an existing campaign that is already working and then 
amending the settings

• For example, if two ad groups are targeting different locations then 
lead forms should be duplicated. This is likely to prevent any automation 
faults that may occur i.e. leads not be automatically sent through

https://www.facebook.com/business/help/908902042493104?id=7354358
06665862
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1. Job fulfilment – this will depend on 
the sector, as recruitment of some 
job roles may be more suited to 
LinkedIn

2. Instances where a tailored quote or 
price is provided based on your 
circumstances/ requirements rather 
than an instant price.

3. Where you offering something for 
free i.e. Provide us your contact info 
in return for a discount/ free eBook

4. Email signup/ subscription 

5. Surveys to gather customer opinion, 
this may be for a specific location or 
a new initiative that you have been 
doing and would like customer 
feedback on

6. Promote events/ evaluate demand 
for an event i.e. Get people a place 
on your next webinar, or gauge 
demand for a comedy show in 
Leicester
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• It’s a numbers game

• Lead quality can be lacking sometimes

• You must test multiple lead form variations

• Remarketing through Lead forms can be effective 

• Depending on their usage, short and snappy Instant 
forms aren’t always the best
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• Manually sorting and sending leads is too time 
consuming - not to mention GDPR

• Lead forms are a cost-effective way of getting a 
substantial amount of enquiries in a short space of 
time.

• Lead forms combined with special ad categories 
can be highly effectively despite the restrictions
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• Lead generation ads

• Special category – recruitment and 

education 

• Target by county and interest in 

digital marketing

• Audience approximately 150-200k 

per county

• Run for  2 days before and after 

Christmas 

• Total budget £1000
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• Ad seen 147k time (impressions)

• Ad seen by 52K users

• 194 lead forms completed at a cost 

of £5.51 each

• Before Christmas 33 out of 123 

enrolled

• After Christmas 11 out of 74 enrolled

total 44 out of 197 = 22%

• Cost per enrollment £25.05r
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On April 26, 2021, Apple released the iOS 14.5 update and turned 
off IDFA “cookie” (Identifier for Advertisers)by default. This meant 
users now had the option to opt out and as a result advertisers 
would then be unable track user behaviour

What this meant for advertisers:
• Reach & frequency buying option for apps are now unavailable when 

creating an ad for iOS 14 devices, only auctions

• For both app and web conversions, delivery and action breakdowns such 
as age, gender and placement were severely limited with a lot the 
placement data initially & still falling into “uncategorised” 

• The attribution window has been reduced from 28 day click to 7-day click 
with attribution being delayed by up to 3 days

• Custom Audiences such as “website visitors in the last 30 days” began to 
decrease as people fell out of the audience and where not replenished 
due to the lack of user tracking 
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1. Verify domain 

2. Configuration of 8 prioritised 
events 

3. The use of standard events 
where possible

4. Duplication of app campaigns 
for IOS14 devices

5. Re-engagement audiences

6. Conversion API 

7. On-Facebook Leads
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Disclaimer
The materials set out in this document are concepts only (the “Concepts”) and, in addition to any rights 
vesting in Anicca Digital Limited (“Anicca”), may be the subject of existing third party intellectual property 
rights.
If the client wishes to utilise any of the Concepts, it should notify Anicca in writing and Anicca will then put 
in place the appropriate intellectual property searches (the “Searches”). The use of the Concepts is 
therefore subject to the results of the Searches.
Anicca shall not be liable for any damages, costs or losses whether direct or indirect (and including, 
without limitation, loss of profits, loss of business and loss of goodwill) arising out of any claim by any third 
party relating to the Concepts proposed by Anicca where the client uses a Concept:
prior to Anicca confirming whether or not the Concept is subject to existing third party intellectual property 
rights; and/or
in breach of existing third party intellectual property rights following the Searches.
All Anicca rights to proposed technical, content and creative concepts belong to Anicca unless paid for 
by the client. Should the client subsequently use any concepts without payment to Anicca (unless agreed 
otherwise by both parties in writing), Anicca reserves the right to take action to recoup, without limitation, 
damages for breach of intellectual property rights and/or any lost costs associated with the development 
of such concepts from the client.
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