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How to Start Your Own
Business As a Facebook

Ads Manager & Make Bank

by



Wanted: Facebook Ads Manager

Looking to make some serious money on the side or start your own full-time business?

Good because I want to let you in on a little secret.

You can make a killing with Facebook ads and you don’t even need a product or service.  
Heck, you don’t even need a website! 

That’s right. If you’re someone who knows how to do Facebook ads the right way you can 
start offering done-for-you services for people and businesses.

There’s a HUGE need for it in the marketplace and Facebook ads managers are in high 
demand.  And, if you can prove that you know what you’re doing, there’s GOOD money to be 
made.

This demand comes from businesses who know they need to be using Facebook ads to grow 
their business but don’t want to manage their own ads.  

I know because entrepreneurs and businesses ask me almost on a daily basis if I will manage 
their ad campaigns.  But since it’s not part of my current business model, I politely refer them 
to someone else (maybe that could be you?).  I started out offering a done-for-you service, 
though! 

If YOU’d like to start your own business and get paid to be a Facebook ads manager, the 
information you’ve learned here in FB Ads for Newbies gives you a great foundation for which 
to do it.

Here are some tips for getting started...

How to Find Potential Clients

Finding the first clients for your business is easier than you might think.  Here’s what I recom-
mend you do first:

Find 5-10 local businesses in your neighborhood that you think could do well with Facebook 
ads and search for them on Facebook.  Start with the ones that you might know the best — 
maybe you go to 2 or 3 of these businesses pretty often.  

If you find them on Facebook, check out their page to see how many fans they have and if the 
business is active on their page (make a note of this).  If the business doesn’t even have a 
page, cross them off your list for now.

Once you have your list of 5-10 local businesses who have Facebook pages, it’s time to go visit 

them.  Try and go during the least busy times for the business so they’ll actually take a minute 
to talk to you.  When you walk in, ask to speak to the owner of the business.  If the owner is 
never there, see if there is a manager you could talk with.

Here’s what you say:
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maybe you go to 2 or 3 of these businesses pretty often.  

If you find them on Facebook, check out their page to see how many fans they have and if the 
business is active on their page (make a note of this).  If the business doesn’t even have a 
page, cross them off your list for now.

Once you have your list of 5-10 local businesses who have Facebook pages, it’s time to go visit 

them.  Try and go during the least busy times for the business so they’ll actually take a minute 
to talk to you.  When you walk in, ask to speak to the owner of the business.  If the owner is 
never there, see if there is a manager you could talk with.

Here’s what you say:

"Hi, I’m [your name] and I live in the neighborhood here.  I’m an entrepreneur looking to 
help local businesses get more customers and sales with Facebook ads.  Based on what I 
know about your business, Facebook ads could be a really cost-efficient and effective way 
to market your business. 

Have you ever done any advertising online before? (many local businesses, btw, will say 
that they’ve used Yellow Pages or Yelp or Google).

I’d like to offer you my services for free for 2 weeks to show you just how effective Face-
book ads can be.  You pay for the ads and I’ll take care of managing them.  After the 2 
weeks, then we can re-evaluate and discuss how I might be able to continue helping you 
moving forward.

How does that sound?"

You repeat this process with the businesses on your list until you get 2-3 businesses to say 
yes to your proposal.

By the way, the reason you’re offering your services for free at this point is to get some 
results and testimonials that you can show to other businesses. Offering up your time for 
free is only temporary, not to worry.  Once you get a few client campaigns under your belt, 
then you’re off and running.

Client Finding Strategy #2 

Sites like oDesk.com and Elance.com are great for getting Facebook ads management proj-
ects.  Just click on “Find Work” and put “Facebook ads” into the search field and look through 
the results.  

Here’s a listing I found just now on Elance:

FACEBOOK ADVERTISING EXPERT 

I need a Facebook advertising expert to setup my facebook campaigns for two products that I 
will be launching. If everything works fine, I may also request the selected contractor to 
implement my google adwords campaign. Please be ready to show me the result you have 
achieved for other clients.  
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You submit your proposal, show some results that you have gotten for other (free?) clients 
and you’re in the mix.

Easy peazy.

You can also use oDesk and Elance in another way, too. 

Instead of searching for “Find Work” you can create a job listing outlining your Facebook ads 
services that you’re willing to provide and let people find YOU!

Starting With Your First Client

Congrats!  You got a business to agree to work with you on a temporary basis, and because 
you’re going to deliver killer results for them, will quickly turn into a paying gig.  It’s on!

The first thing you need from them is to know more about their business.  This is where 
sending them a questionnaire can be helpful.

Here’s an example of a questionnaire you could use:

1. WHAT IS THE NATURE OF YOUR BUSINESS?  (PLEASE BE AS DETAILED AS POSSIBLE)

2. WHAT IS YOUR MAIN GOAL OF WANTING TO ADVERTISING ON FACEBOOK?  PLEASE 
CHOOSE WHICH ONE(S) PERTAIN TO YOU:

    • Increase qualified visits to your website
    • Increase product/service sales
    • Increase downloads
    • Build email list/lead generation
    • Branding/awareness for your business
    • Other:  ____________________

3. DO YOU HAVE A CUSTOMER EMAIL LIST?

4. DO YOU HAVE A WEBSITE?  IF SO, DO YOU KNOW HOW MUCH TRAFFIC IT GETS EACH 
MONTH?  FACEBOOK PAGE?

5. DESCRIBE YOUR TYPICAL TARGET CUSTOMER IN AS MUCH DETAIL AS POSSIBLE (AGE, 
GENDER, HOBBIES, WHAT WEBSITES THEY VISIT, WHAT MAGAZINES/BOOKS/NEWSPAPERS 
THEY READ, ETC…)

6. PLEASE LIST 3-5 OTHER WELL-KNOWN COMPANIES/PEOPLE IN YOUR SPACE.

7. WHAT SETS YOUR PRODUCT/SERVICE APART FROM OTHERS IN YOUR SAME SPACE?  
PLEASE BE SPECIFIC.
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8. DO YOU HAVE COLORFUL IMAGES THAT PORTRAY YOUR BUSINESS AVAILABLE?

9. HAVE YOU EVER RUN ANY ONLINE ADVERTISING CAMPAIGNS BEFORE?  IF SO, WHAT 
WERE THEY AND HOW DID THEY FARE?

10. WHAT BUDGET ARE YOU WILLING TO PUT TOWARDS YOUR ONLINE ADVERTISING?

Getting answers to these questions will allow you to know where to start with the ads cam-
paign and begin to create your ads and targeting.

Which leads me to the next important step in the process.

What Should You Charge Your Clients?

After you’ve offered your services for free (briefly) to your first couple of clients, it’s time to 
start getting paid!  

After all, it’s not a business if you’re not getting paid — it would be a hobby.  And we’re all 
about creating a business from this, right?

There’s really no right or wrong way to charge for your Facebook ads services when you’re 
just starting out.  

In fact, all the Facebook ads managers I know charge differently.  So, you’re going to have to 
go with something you’re comfortable with charging and, of course, your client is willing to 
pay.

Just remember the value you’re bringing your client when coming up with an agreement.  

Here are some ideas to consider:

As you can see, there are different ways to be paid for your services.  

I recommend for your first client or two, keep it simple and just charge a flat monthly fee to 
manager their ads.  

You can then get more creative with your fees the more experience you get.

• You can charge a monthly flat fee based on the volume of ads you’ll be running.
• You can charge a monthly flat fee + a percentage of sales that your ads bring in.
• You can charge just a percentage of sales your ads bring in.
• You can charge a set dollar amount per lead your ads bring in (if your client’s goal is 
getting leads for his business).
• You can charge a monthly flat fee + set dollar amount per leads your ads bring in.
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How Do You Get Paid?

Now that you’ve come to an agreement on how much you’ll get paid, you need to make it 
easy for your client to pay you!

I recommend PayPal.  Yes, they take ~3% in fees but it’s the easiest and quickest way for you 
to get paid.  And, everyone’s heard of it.

If you don’t have an account yet, it only takes a few minutes to set one up.  

If your client doesn’t have an account either, you can then show them how to set one up too.

Keep it simple with PayPal.

Oh, and when should you be paid for your services?  

Try and get paid up front whenever possible.  You’ll feel better about working with your client.

Whose Facebook Account Do You Create the Ads In?

I recommend that you have your client add you as a “general user” to their Facebook ads 
account.  

Walk them through how to do this (Ads Manager > Settings > Ad Account Roles > Add a User).

You’ll then want to have them add you as an “advertiser” on their Facebook page (Settings > 
Page Roles).

By having them set up your access this way, you can create ads on their behalf on your com-
puter while they are billed for the actual ads.  

You’re Managing Your First Client Ad Campaign

Your client’s campaign has started; the ads are running…what do you do now?

Talk with your client to ask them how often they’d like to be updated on the status of the ads.  
I recommend once per week.

Set up a custom report in your Ads Manager for your client’s campaign and share it with your 
client based on how often they want to see it.  

Just give them the high-level details they need to know — money spent and conversions.  All 
the other data that you could share with them will likely just confuse them.
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Taking Your Business to the Next Level

Once you’re working with a few clients and you’re getting them good results, you want to 
make sure you’re getting testimonials from them about you and your work.  Preferably, get 
video testimonials if you can.  They tend to have greater impact for people.  

You can then use these testimonials for getting more clients.

You also want to be asking them for referrals to anyone else they know.  Who could they 
refer your services to?  

It’s the snowball effect — when it comes to finding good Facebook ads managers, word trav-
els quickly and getting more clients becomes a whole lot easier for you. 

Now go, my friend!  Take action and put yourself out there.  

Entrepreneurs and businesses are waiting for you to show them the money with Facebook 
ads!

Good luck!
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