
A Guide To Understanding Facebook AD Lingo
               

                                        Audience Building
 
Impressions
The number of times your ad appeared on a screen.

Reach
The number of people who saw your ads at least once.

Engagement
Any action someone takes on your ad or post.

ThruPlay
The number of times your video was played up to 15 seconds.

Video View
Any time your video was played for at least 3 seconds.

Result
The outcome of your ad based on the optimization you chose. If you choose conversion 
the results will be the number of leads. If you choose engagement the result will be the 
number of actions that were taken on your ad.

Social Proof
Any time someone likes, comments or shares an ad it leaves evidence of that and builds up 
the social proof of your ad.

Custom Audience
An audience you create in the Ads Manager with pre-defined parameters. For example: a 
custom audience of people who have registered for your webinar.



List Building
Lead Magnet
A free piece of content you give away to your ideal audience in exchange for their email 
address.

Freebie
See ‘Lead magnet’.

CRM
CRM is the abbreviation of Customer Relationship Management and is often used to 
refer to the software you use to capture leads. In short, it is the tool you use to collect 
email addresses and send out your weekly emails. Popular choices are Mailchimp, Active 
Campaign, ConvertKit and these days course creation software like Kajabi and landing page
software like Lead Pages are also providing a CRM service to their customers.

Landing Page
Any stand-alone page that you can send people to in order to interact with you. This could 
be a webinar registration page, a blog post page, or a webinar replay page.

Tag
Inside your CRM you should be able to tag your customers according to the lead magnet to 
which they opted in to become a lead. Tags help you identify where your traffic comes from 
and will be very useful when you want to see if the people who bought your online course 
opted in for your
webinar or for one of your lead magnets.

Form
Also known as an opt-in box or a lightbox. This is the smaller pop-up window where your 
lead will enter their name and email address when they register for your webinar or lead 
magnet. Your form is the link between your landing page and your thank you page and 
needs to be connected to your CRM and your webinar software.

Lead Box
See ‘Form’

Pixel
A small piece of code that is unique to your ad account. When this piece of code is on a 
landing page it enables Facebook to track the activity of the people who visit your site or 
page.



List Building
Algorithm
The Facebook algorithm is an artificial intelligence computer system that either shows or 
does not show us specific content based on what we are most interested in. When you 
engage with a post or page on Facebook the algorithm learns from your engagement 
that you value that content and will, therefore, keep showing you more and more of the 
content that you engage with. The same goes for ads. The algorithm looks for people who 
are like the ones who engage with us on Facebook and Instagram or
people who engage with or took the action we wanted them to take after seeing our ad. 
The algorithm keeps learning and will keep optimizing based on who takes action on our 
ads.

Custom Conversion
A conversion happens when we exchange something through a Facebook or Instagram 
ad. When we give someone our lead magnet in exchange for their email address or when 
someone pays us for our course, a conversion has occurred. A custom conversion is a rule 
we create inside of our ads manager to indicate to Facebook that when someone lands on 
a specific thank you page they have converted to a specific lead.

CPM
CPM is the abbreviation for Cost Per 1000 Impressions. An impression is any time your ad 
appeared on a screen. An acceptable cost for CPM is $10-$15.

CPC
Cost Per Click is how much you paid to get one person to click on your ad. The important 
number to look for when you run webinar ads is Cost Per Unique Link Click as this gives 
you an indication of what you paid to get one individual to click on your link to go to your 
landing page. Aim to get
your CPC between $0.50 - $1.50.

CTR
Click-Through Rate. The percentage of times people who saw your ad also clicked on the 
ad. The important number to look at here is Link Click Through Rate and you want to make 
sure that is above 1%.

CBO
CBO is the abbreviation for Campaign Budget Optimization which is just a way to say 
that we select our daily budget at campaign level when we set up our ads as opposed to 
setting it at ad set level as we did in the
past.



Launching

EPL
Earnings Per Lead. How much revenue you generated per lead that you attained through 
Facebook ads. Work it out with this formula: Revenue/No of Leads. You definitely want your 
EPL to be significantly more than what you paid for a lead. Knowing your EPL gives you a
benchmark over which you know you cannot go to attain a lead so that you always end up 
making a profit.

Example:
Lead: $5
No of Leads obtained: 100
Total Spent: $500
Price of course: $997
No of sales: 5
Revenue:$4,985
EPL: $49.85

ROAS
Return On Ad Spend. This number is similar to EPL in that it looks at the revenue you 
created but this time as a part of your total ad cost. Work this out using the formula: 
Revenue/Total Ad Cost. You want your ROAS to be more than 1 because that means for 
every $1 you put into ads you made more than $1.
Example:
Lead: $5
No of Leads obtained: 100
Total Spent: $500
Price of course: $997
No of sales: 5
Revenue:$4,985
EPL: $49.85
ROAS: 9.97

Registration
A registration has occurred when someone has given you their email address in order to 
sign up for your webinar. This may also be known as a conversion.

Retargeting
A way to put an ad in front of a very specific audience of people who took one action but 
did not complete the next action. For example: When someone clicks on your ad and views 
your landing page but they do not register for your webinar you can create a retargeting 
audience out of
these people and put a retargeting ad in front of them to bring them
back to your landing page in the hope that they register the second time.


