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Video - Part One Here
Video - Part Two Here

Campaign Overview
	Overview:

	

	Theme Word:

	

	Dates:
	

	Offer - Main & Secondary:

	

	Audience:

	

	Placements:

	

	Budget:

	



Objectives/Goals
	Leads - Opted in or contacted:

	

	Trials/Taken the offer - Come into the studio:

	

	Enrolled - New students signed up:

	

	Other:

	










The Campaign In Detail

Dates
	Week
	Activity
	Dates

	1
	Brand Awareness
	

	2
	Brand Awareness
	

	3
	Main Offer Start Date
	

	3
	Main Offer
	

	4
	Main Offer
	

	5
	Main Offer
	

	6
	Last Chance Main Offer - Last Week
	

	6
	Offer Ends Date
	

	7
	Last Chance Secondary Offer
	




Offer - How Are You Getting Them In The Door? Explain the offer in detail including any terms and conditions:
	Offer
	Explanation

	Brand Awareness #1
	

	Brand Awareness #2
	

	Main Offer
	

	Secondary Offer
	



Examples of brand awareness: Videos on social, blog post, FB lives daily. The idea to build trust, credibility and likeability with potential customers that don’t know anything about you. There is not call to action on these.

Examples of main and secondary offers: Trial class, 7 day unlimited class pass, 2 classes for $2, $1 for 7 days or class bundle (class and merch). These have strong call to actions - call us, inbox us, click here (landing page or website) etc.

Note: Secondary offers are something you offer them during the final week of promotion when they didn’t take your main offer (Remarketing)

Audience
	Parent
	Student

	- Age Range

- Gender

- Relationship status

- Occupation

- Salary

- Hobbies and other interests

- Media consumed and groups apart of

- Dream for their child – be a professional performer

-Fears – why not support their child – low in funds, no time, can’t see the value in dance 


	- Age

- Gender

- Where they live

- What school they go to and their year level

- Interests and other hobbies

- Dreams – Why are they coming to your studio? Fitness, social, professional 

- Fears-What’s stopping them – parent support, finances, bullying, lack of time



Placements & Budget
	Offer
	Placements
	Budget

	Brand Awareness #1
	Facebook Ads & Instagram Ads
	$

	Brand Awareness #2
	Facebook Ads & Instagram Ads
	$

	Main Offer (4 weeks)
	Facebook Ads, Instagram Ads and Google Adwords (Remarketing)
	$

	Secondary Offer (1 week)
	Facebook Ads, Instagram Ads and Google Adwords (Remarketing)
	$

	TOTAL:
	$




Placement Options:
A Frames (In And Around The Studio)
Affiliates/Partners
Blogging
(On Your Website And Guest Websites)
Business Cards (With An Offer)
Cafe Cards - (Offer On A Loyalty Card)
Community Events
(Demonstration And Promotion Table)
Database Marketing (Buying Databases)
Direct Mail (Letters)
Expos And Trade Shows
Facebook Advertising (Video, Picture, Carousel And Remarketing)
Facebook Groups
Flyer Or Postcard Drop
(Houses, Local Stores, Train Or Bus Station)
Google Adwords
Lead Box
Local Blog Pr
Local School Newsletter
Merchandise (Shirts)
Networking (Meet Up, Local Business Dinners)
Online Banners (Local Business Websites)
Online Directories (Yelp, Local, Child Activities)
Posters (Local Stores Or In Studio, Bathrooms)
Shopping Centre/Mall Demonstrations
Signature Outside And Inside Of Studio
Social Media (Facebook Page, Instagram, Pinterest)
Sponsorships And Donations (Schools And Sports Teams)
Step & Repeat
Stickers
Strategic Partnerships
Vehicle Wrap
Webinar
Website
Youtube
 
Brand Awareness #1 - Video Reel (A day in the life)
Dates: 
	Done
	To Do
	Who

	 
	Create storyboard for video reel
	

	 
	Collate the vision, music, voice over, copy etc
	

	 
	Have the video edited (Fiverr or Upwork)
	

	 
	Create 3 type of copy to go with the video. Remember this is about awareness not selling
	

	 
	Upload to your Facebook page on Monday and then upload again with new copy on Wednesday and Friday. 
	

	 
	Boost or run ads through the ads manager of power editor in Facebook for 7 days each (there will be overlap). Use the Facebook Ads template (to define and map out your audience and campaign) and watch the lesson with Nicole on FB ads if you are unsure of this process (inside the membership site).
	

	 
	Write an email about the video to send to your database linking them straight to the Facebook page link. Encourage them to share the video - you could even run a competition around it.
	

	 
	Create a FB Cover photo with a screenshot of the video, along with your campaign theme and link the FB video in the description of the cover photo. You could also use the video as your cover photo (just check dimensions).
	

	
	Write a blog on your website with the video around 1-3 values that are spoken about in the video.
	

	
	Have 3 images created that go along with each talking point in the blog so that you can share them on social.
	

	 
	Promote the blog on social media during the same week Monday, Wednesday and Friday. Use a value or talking point each of these days in the copy and use a different image to mix it up. 
	

	 
	Boost each blog on your Facebook page for 7 days or make an advert out of it as mentioned above with the video.
	


 
 
Brand Awareness #2 - FB Lives (one a day for 5 days with your teachers, parents, students, live in summer camp etc). Note Zoom.US (webinar membership) is the best to stream calls to FB pages.
Dates: 

	Done
	To Do
	Who

	 
	Create a schedule of what content you want to cover Monday to Friday on week 2 of the campaign for your FB Lives. 
	

	 
	Lock in guests and times (teachers, parents etc) for the week.
	

	 
	Get a graphic created with the schedule that can be used in email and also through social.
	

	 
	Send an email to you database on the Friday before the beginning of your second brand awareness week with the schedule for the FB Lives so that they can tune in live, comment and share!
	

	 
	Create artwork for each of your guests along with copy so you can send it to them before the date so that they can promote they will be on a FB live with you. 
	

	 
	Include 1 hour and 5 minute FB live reminders inside your FB group (current customers) so that your tribe get on live with you and encourage sharing! 
	

	 
	Once you have completed the FB live go in and add copy about the interview. Join Miss Jane and Mr Clint and they talk about how to get the most from your Jazz class etc. Remember this is to build your studio as the authority. No selling just yet.
	

	 
	After your FB live give it 3 hours to have organic reach. After that time boost it for $X amount over 7 days. It will depend on the audience you target to determine the ad spend. Once you get into week 1 of your offer then alter the copy in these to talk about the offer in the end paragraph. 
	

	
	Send out a reminder email on Wednesday to catch the next 3 days of FB lives along with links to the last 2 days. Make these story based and sell the benefit of them tuning in.
	



Main Offer - Week #3 to #6
Dates: 

	 Done
	To Do
	Who

	 
	Complete your FB Ads Template
	

	 
	To have designed around main offer:
· 3 x rectangle image adverts for FB ads
· 1 x FB carousel set (4 square images in total)
· 1 x Video image advert (use the images from the carousel)
· 3 x square images IG Adverts
· Google Adwords Remarketing Images
	

	
	To have designed the main offer for the last week (week 4):
· 3 x rectangle image adverts for FB ads
· 1 x FB carousel set (4 square images in total)
· 1 x Video image advert (use the images from the carousel)
· 3 x square images IG Adverts
· Google Adwords Remarketing Images

Note: It’s the same as above but you want to include copy in the advert that says “Last Week To Get Your Pass”. Also a 72, 48, 24 and less than 12 hours ads created.
	

	
	Copywriting: Create copy for your Facebooks and IG ads, landing page and emails. Also create copy for responding to FB enquiries that come through so it’s streamlined and can be passed onto team members.
	

	 
	Set up landing page for the offer (leadpages). If this is too techy you can make all your adverts say inbox us to take up the offer or use a lead advert in Facebook to remove the landing page.
	

	 
	Create thank you page with a share incentive (if you are using a leadpage). The incentive could be share this on social media to get an extra week of dance classes or a gift on arrival.
	

	 
	If using a landing page to capture details create an email sequence that gets them into booking in for the offer.
	

	 
	Call or contact each contact who enquires about your offer and follow the 11 step enrollment process.
	

	 
	Publish one blog at the start of each week (4 in total) on your website. Also share on social and boost for 7 days as mentioned in the awareness phase. These blogs should be of public interest. Have a bit of the blog copy in the FB post then get them back to your site where you have multiple times in the blog where they can apply for the offer. You can create artwork to go with these as mentioned above in the awareness phase.
	

	 
	Set up Google retargeting ads if you are using your website or landing page to get people to opt into the offer. This goes to people who click on an advert but don’t follow through and opt in.
	

	 
	Create a Facebook cover photo or video with your offer on it.
	

	 
	2 x FB lives each week across the 4 weeks. Same ideas as mentioned in the awareness week. Make them parent and experience focused.
	


 



Secondary Offer - Week #7
Dates: 

	 Done
	To Do
	Who

	 
	Complete your FB Ads Template
	

	
	To have designed the secondary offer:
· 3 x rectangle image adverts for FB ads
· 1 x FB carousel set (4 square images in total)
· 1 x Video image advert (use the images from the carousel)
· 3 x square images IG Adverts
· Google Adwords Remarketing Images
	

	
	Copywriting: Create copy for your Facebooks and IG ads, landing page and emails. Also create copy for responding to FB enquiries that come through so it’s streamlined and can be passed onto team members.
	

	 
	Set up landing page for the offer (leadpages). If this is too techy you can make all your adverts say inbox us to take up the offer or use a lead advert in Facebook to remove the landing page.
	

	 
	Create thank you page with a share incentive (if you are using a leadpage). The incentive could be share this on social media to get an extra week of dance classes or a gift on arrival.
	

	 
	If using a landing page to capture details create an email sequence that gets them into booking in for the offer.
	

	 
	Call or contact each contact who enquires about your offer and follow the 11 step enrollment process.
	

	 
	Publish one blog during week 7 on your website. Also share on social and boost for 7 days as mentioned in the awareness phase. Have a bit of the blog copy in the FB post then get them back to your site where you have multiple times in the blog where they can apply for the offer. You can create artwork to go with this as mentioned above in the awareness phase.
	

	 
	Set up Google retargeting ads if you are using your website or landing page to get people to opt into the offer. This goes to people who click on an advert but don’t follow through and opt in.
	

	 
	Create a Facebook cover photo or video with your offer on it.
	

	 
	4 x FB lives this last week. Same ideas as mentioned in the awareness week. Make them parent and experience focused.
	


 
Partners
	 Done
	To Do
	Who

	 
	Create list of local partners for campaign.
	 

	 
	Write 2 x emails to potential partners (initial approach and follow up). Include the benefits to them. View a proposal we used before here.
	 

	 
	Call partners and put the deal together, sign off.
	 

	 
	Send partners promotional materials for customer emails and in store promotion.
	 


 
Member Referral Campaign
	 Done
	To Do
	Who

	 
	Create referral campaign with prizes for current families. Follow the 4 weeks when the offer is available. 
	

	 
	Develop email campaign to send to customers about how they get involved. 
	

	 
	Create artwork for the referral competition and send to current customers.
	

	 
	Create email campaign when the 4 week offer campaign kicks off to build excitement.
	 

	 
	Keep your current customers engaged during the 4 weeks.
	 


 
Resources You Have Access To
· Use the Fb Ads template
· Watch the FB ads training in the membership site
· Follow the 11 step enrollment process
· You can use these emails for the enquiry follow up
· Follow the 10 week onboarding process when people enroll 
· Setting up a LEAD advert in FB

Suppliers
Need help implementing any of this?

Nicole - Facebook Ads - nicole@protrafficsolutions.com
IC Offer - Investment: $500
Timeframe: 6 weeks

* Initial 30-minute consultation to get clear on goals and objectives 
* Quick audit of the website and whole lead funnel – I’ll look at the lead magnet, landing page, and thank you page and make suggestions if I see room for improvement
* Facebook ad campaign implementation and setting up custom audiences for retargeting
* Tech help for installing pixels for retargeting
* Setting up retargeting custom audiences in Facebook.
* Email support
* Final 30-minute consultation where I do a high level overview and answer any questions they may have about managing the account.

Colin - Graphic Designer - colin@drawnupon.com.au   
IC Offer - $150 AUD for 3 adverts.

Joris - Google Ads - joris@green-life.be  

Make sure you let them know you are an Inner Circle member.

==============================================
Any additional questions? Please post them in the group.
