
Ultimate Lead Generation 
Template
The Only Ad Campaign That You’ll Ever Need To 
Generate Fresh Leads And Sales
In an era of always on marketing and the ability to reach prospects almost anywhere, it can be 

quite daunting when you’re first starting out…

Actually, it can be quite daunting no matter how much experience you have!

There are always new hacks and strategies that are proliferating our marketplace, and new 
ways of doing things…  Cheaper clicks.  Better lead-getting strategies.  New email 

segmentation tips…

At the end of the day, there’s only one thing that should matter to you - what’s working.

Before trying every ad network under the sun - master one.

Before introducing a new product to the marketplace - figure out how to sell the one you 
have better.

Before starting a new website - look for ways on attracting more people to your current 

one.

After being in this business for over 10 years and helping thousands of clients in some way, 
shape or form; I can tell you…  The person who is in it for the long haul and who’s willing to 

think deeply about solving a problem, will be successful beyond measure.

And, if they’re building an email list along the way…  They won’t ever have to worry about 
money or cashflow problems again!



Engagement
First and foremost, let me introduce myself.  My name is Jason Drohn, a former Pepsi Truck 
driver, turned super affiliate, turned software developer.

It’s a long and winding tale that I’ll tell you one day…

You’re reading this because you want to start generating more leads and more sales in your 

business, which is awesome.

If there was one truth in digital marketing, it’s that the person or business who has an ultra-
responsive email list wins.  Hands down.

When you have an email list that you mail to frequently, who “knows, likes and trusts” you, 

you can sell just about anything…  Affiliate products.  Your products and services.  High ticket 
coaching.

Now, let’s take a minute and pull that statement apart.

Firstly, in order to have a solid email list, you must mail to them.  If you go longer than a few 

weeks without mailing (and they don’t have a relationship with you already), you’re losing 
ground.  At minimum, you should be mailing 2 or 3 times a week.

Secondly comes the “knows, likes and trusts” part.  Your list has to know who you are, like you, 

and trust you.  If those three conditions aren’t met, then you’re sunk.  Most of the folks on your 
list won’t open your email, and the ones who do won’t click through or buy anything!

And the last part, “you can sell just about anything.”  The REASON your building an email list is 

so that you can send out a quick email and generate revenue or engage your audience in some 
way, shape or form.  Whether that be send out links to blog posts, sales videos, webinars or 

affiliate products.



In all respects, you want your prospects to DO something.

You see, it’s not enough that you’re building a list of thousands upon thousands of people…  

There’s a reason why you’re building that list and it stems from once single word, “engagement.”

Matrix

There are 4 different elements that you need to have in place before you can start to funnel 

prospects onto your list.  These are required components, no matter what niche you’re in or 
what you’re wanting to sell.

Those 4 elements are:

• A Lead Magnet

• A Landing Page
• Email Marketing Software

• And a Traffic Source  

No, I assume that since you’ve download this guide, looking for a proven advertising template, 
you’ve already gotten these 4 elements set up.

If not, we’ve got an extensive series of tutorials here, called the List Building Clinic: 

http://scriptly.org/courses/clinic/1-introduction/ 

In that free course, you’ll find everything you need to:

• Create lead magnets that get conversions

• Optimize and build landing pages perfect for your target audience
• Set up your Thank You Page (including what we like to call the Thank You Page 

Funnel!)
• How to add conversion pixels to your pages, so you know which ad is converting…

• Setting up your Facebook ad to get the traffic going, and…

http://scriptly.org/courses/clinic/1-introduction/
http://scriptly.org/courses/clinic/1-introduction/
http://www.apple.com
http://scriptly.org/courses/clinic/3-creating-landing-pages-that-convert/
http://scriptly.org/courses/clinic/4-setting-up-your-thank-you-page/
http://scriptly.org/courses/clinic/5-adding-conversion-pixels/
http://scriptly.org/courses/clinic/6-setting-up-your-facebook-ad/


• How to split test your pages and ads so you know which one is converting the best!

Make no mistake, this is an in-depth course.  It’s taken years of trial and error and many 

hundreds of thousands of dollars in traffic and testing to assemble what you’re about to learn for 
free!

For now though, let’s take a look at the ad that we’ll be running in Facebook.

Ad Template
Download the PSD Ad Template Here >>

This ad template that you’re about to see - is the very first one we run when we introduce new 
campaigns to the market for both our software and services, and for our clients…

It’s very simple, plain even.  If Facebook users like one thing, it’s looking clean.  Plus, the beauty 

of it is that we put a bold call to action right down the middle of the image!  

Check it out:

http://scriptly.org/courses/clinic/7-split-testing-to-success/
http://scriptly.org/wp-content/uploads/2016/02/ultimate-lead-gen-ad.psd


This particular ad is for one of our FOREX clients, and single handedly outperforms all of the 
rest.  Mind you, it doesn’t get as many clicks as others that we’ve tested, but we don’t care 

about clicks!

We don’t care about Clickthrough rate.  Or the number of impressions

We care about leads.

If an advertisement isn’t directly generating leads to our email list - we disable it.

That’s one of the reasons we don’t fall all over ourselves to get ‘penny clicks’ while linking to a 
piece of content.  Penny clicks and eyeballs on your content are awesome, don’t get me 

wrong…  That stuff doesn’t generate revenue though.  Leads and folks on your email list do.

(NOTE: We will, however, get penny clicks to content and then retarget them back to a lead 
magnet or a sales video!  More on that in a future report!)

Clickthrough rate and impressions are all worthwhile metrics and they do correlate to lead costs 

usually, but it’s not the fundamental reason why we advertise…

We spend money to build an email list, and then sell related products and services to those 
prospects.

Now, it’s important to realize that on the other side of an email address is a human being - a 

real, live person - who has priorities and lives of their own…  So, no matter how big your email 
list is, you need to make sure to communicate one-to-one.

More on that in a bit though.  First, let’s pull apart this ad to show you what we’re doing…



Here is some explanation about why it’s set up the way it is…

Background: Choose an image that corresponds with your landing page AND is attractive 
enough to grab your prospect’s attention.  I usually start by split testing 5 different backgrounds.

Text:  The text in the middle of the ad is the title of the lead magnet or an explanation of the big 

benefit that someone will receive after opting in.  There are 3 parts to this… 

• The fonts.  We always use at least a little bit of a handwriting font.  In this case, 
Hand of Sean.  

• The other font is thinner, called ‘Dense’ which lets you add more words without 
crossing the 20% text rule.

• In brackets, we include the medium of the lead magnet - PDF, PDF report, Video, 
Video Series, etc.  We find it really helps with conversions.

http://www.dafont.com/hand-of-sean.font
http://www.1001fonts.com/dense-font.html


Here are some additional looks at that ad template, in different markets…





Now, the ad image is important, but not nearly as important as the copy that goes above and 
below it!  Really, when it’s all said and done, the image simply catches enough attention to pull a 

prospect into the rest of the ad itself…

This same ad - here’s the rest of what’s currently being run in Facebook.



The ad itself doesn’t do anything extraordinary - nor should it.  We simply want folks who are 
interested in FOREX to click through and opt-in for a free report.

There are some subtle tricks there that you should take notice of…

First of all, this ad is done in the normal Facebook Ad Manager - not Power Editor.  You can use 

Power Editor if you want, but it’s not necessary any more.

You DON’T need a lot of text.  That’s what the landing page is for!  You you find that you’re 
writing volumes in an ad, then you should really consider making your landing page do more of 

the heavy lifting.

Sure, you want to disqualify as many folks as possible from clicking and then not opting in, but 
the simple “Enter your email to download” underneath the headline is often enough.

Now, let’s break down this ad and why it works…



1. The text above the ad does two things..  Asks a question and ‘preframes’ the content of the 

report.  In order for someone to find out what #4 is, they have to download and read it.  This, 
my friends, is one of the most effective little hooks we’ve ever tested.

2. The headline of the ad is a quick summation of the benefits that they’ll receive after opting in 
and downloading the report.

3. The description field is where you can get a little bit more lengthy.  You want to include an 
apparent call to action, like “Enter your email to…” as well as a primary benefit for optin in.

4. The buttons are important.  When your prospect will be downloading something, let them 
click the download button!

Now, that we’ve seen how a FB ad is created, let’s talk about setting it up!

… And since the ad platform and options are always changing, it’s best that we move the next 

few pieces of this tutorial over to a more ‘update friendly’ medium than a lonely, old PDF…

Setting Up Your Facebook Ad

The first component of a successful campaign isn’t just having the right ad - it’s having the right 

target market.

You want to know who you’re advertising to, why you’re advertising to them, and what they 
could want from you to incentivize them to opt-in for your email list.

To do that, we need to know:

• What they’re interested in

• What the read or watch
• What services they consume

• What they buy regularly..

Facebook gives us a vast wealth of information to target because they collect way more data 
than they probably should, and…



What they don’t overtly collect themselves, they pay third party services to collect for them, all 

so advertisers like us have a multitude of options to choose from in setting up an ad.

To create your ad, including all of the demographic info you need, age groups, Interests and 
geographic targeting, read this:

http://scriptly.org/courses/clinic/6-setting-up-your-facebook-ad/

It’s much easier to update a blog post than re-encode a PDF not knowing when it’s downloaded!

Where To Send Traffic
The traffic you send from Facebook needs to go somewhere - preferably somewhere that’s 

turning your folks into email leads…

To turn traffic into email optins, you need to things:

A landing page: http://scriptly.org/courses/clinic/3-creating-landing-pages-that-convert/
And a lead magnet: http://scriptly.org/courses/clinic/2-creating-lead-magnets/

The landing page is the page that makes them an offer…  It intents them to download 
something or receive access to something, in exchange for their email address.

Here are a few examples:

http://scriptly.org/courses/clinic/6-setting-up-your-facebook-ad/
http://scriptly.org/courses/clinic/3-creating-landing-pages-that-convert/
http://scriptly.org/courses/clinic/2-creating-lead-magnets/


And here:



Those are the two prevailing styles right - simple with a big background and more text heavy 

with more inherent benefits.

In either case, you MUST give away something that’s valuable to your prospects though, to get 
them to optin!

Your Thank You Page
Your thank you page has a BIG job to do…  

First, it’s the place that new leads go immediately after they sign up, and should have what’s 
known as a conversion pixel there…

That way you can track which ad is successfully sending leads, and for what cost!  (There’s that 
‘lead cost’ metric coming up again!)

Here’s explanation on how to do that:

http://scriptly.org/courses/clinic/5-adding-conversion-pixels/

We ALWAYS set up an offer on the thank you page of our sites though…
 

If we’re selling a product or a service in that space, we’ll include a sales video immediately 
pushing new leads through the sales process.

http://scriptly.org/courses/clinic/5-adding-conversion-pixels/


Here’s an example of a Thank You Page Offer on one of our client’s sites: 

If, we don’t have a products that we’re advertising…  We link up an affiliate offer, like this:



After all, if you’re not making money you can’t afford to spend too much on advertising…

And who likes to only break even?  Not me or any of our clients!

Optimizing Your Campaign

The last step in setting up a winning lead generation campaign is the optimization of that 

campaign…

In other words, split testing.

Split testing is where you set up competing pages or elements of pages, and watch for the 
winner.

You’d be surprised at how small, tiny differences can make dramatic changes in lead 

generation…

We’re talking headlines that use a period rather than an exclamation point, will have 16% 
variance!  If you’re serious about driving traffic and building an email list, you should be twice as 

serious about split testing!

Here’s a tutorial on how to set that up…

http://scriptly.org/courses/clinic/7-split-testing-to-success/

Next Steps…
Where to go next…  First and foremost, you should be using some of these paid traffic 
strategies in your campaigns immediately.

If you don’t already have a campaign up and running, use this report and the linked tutorials and 

get it set up.

http://scriptly.org/courses/clinic/7-split-testing-to-success/


If you’ve already got a Facebook campaign up and running, use what you’ve learned here to 
modify your campaign and start generating a better return on investment.

Once you start putting leads on your list, you’ll need help with the email copy; which is where 

Scriptly comes in.

Scriptly writes your autoresponders and webinars for you, generating proven copy and paste 
templates to help you sell more products and services, while engaging with your list more 

effectively.

There’s a free, 14-day sign up here:

http://scriptly.org/video/

That page will also give you a better idea of how the software works and what sequences are 
included…  We’re always adding new ones.

If you need a new sales funnel or email campaigns done for you, but either don’t want to do it 

yourself or lack the experience, we’ve got you covered there too…

Just head over to:

http://doneforyou.io/ 
 

Fill out the form and book a time to chat.  I’m more than happy to jump on the phone with you to 
see if there’s a way to work together.

Talk soon!

— Jason Drohn

Founder: timeslots.org, scriptly.org, curately.org

http://scriptly.org/video/
http://doneforyou.io/
http://timeslots.org
http://scriptly.org
http://curately.org



