
1 Facebook Ads with a Twang Episode 50 
 

 
Page | 1 
 

Hey, everybody. This is the Facebook Ads with a Twang Podcast. I’m your host, Ben Blackmon. And today, 

we’re talking about retargeting strategy #5. And this is for webinars. Here comes episode #50.  

♪ [music] ♪ 

Facebook Ads with a Twang is dedicated to take the often over-complicated process of creating simple, 

successful Facebook ads, breaking them down step by step in less than 10 minutes at a time. Let’s get 

started.  

Welcome everybody to episode #50. I really can't believe it's been 50 episodes. So much has happened just 

in my life and then just with the podcast and everything else. I'm just excited to be doing this. 

Today, I wanted to give you something that would be really useful, especially if you’re running webinars. 

It’s a retargeting strategy specifically for webinars. And it can be a little complicated for you. But I really 

think that if you're going to run Facebook ads and really embrace them, that you're going to have to learn 

how to do retargeting and get used to that because, without it, going forward, it's going to be very tough 

to make ads work for you and to outpace the competition.  

And again, the competition is not just people that are directly competing against you. The competition has 

to do with everything else that’s in the newsfeed, especially with the recent announcement by Zuckerberg 

about wanting it to be more personal in the newsfeed and that kind of thing. You're really going to have to 

stay on top of being in the forefront of their mind. And having your ads stand out beyond their uncle Fred 

who's telling a funny story about the weekend or the latest cat video or whatever it is.  

So, retargeting is something that you really want to embrace. And really, once you get started on it, it's not 

that difficult. Just setting it up can be a little tedious. That’s all. You just need to make sure you have it set 

up right.  

So, this retargeting strategy is designed to do a couple of things. One, it’s designed to get the people who 

registered to remind them to get on the stinking webinar. You paid money to get them registered using 

Facebook ads to begin with probably, right? And so now you want to make sure that you remind them to 

show up live because most sales come live. That’s just the way that it is. And so, the more you can get 

them on there, the better off you're going to be. And that's one of the things I want to go over.  

The other thing is that we want to remind them about your offer. Not everybody's going to buy live. Some 

people are going to drop off early. Some people won’t hear the offer. Some people won’t care at that time. 
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They’re doing something else. I mean whatever it is! And a follow-up email sequence just isn't good 

enough. You need to go a step beyond that. And that step is running retargeting ads.  

Now, preferably, you would run retargeting ads across multiple networks. But for now, we're just talking 

about Facebook. And you can make this work. Just remember that 60%, 70%, 80%, 90% of the emails that 

you send out won’t ever get read. So if they’re not read, then they never saw the offer. It’s not that they 

don’t want it, they just didn’t see the offer to begin with.  

We just don't want these people to be able to hide. They raised their hand to some degree and said they 

are interested in what you're saying. So now we want to make sure they see the offer.  

I’ve harped on that enough. Okay, good. Alright!  

So, we’re going to set up three audiences. And again, I’ll do a quick video. And I’ll have that posted so that 

you can see how to do this. But we’re going to have three audienes.  

The first one are going to be visitors to the registration page, people who went to the landing page to sign 

up for the webinar. But when we’re setting this up, we want to exclude those that visit the thank you page 

or the confirmation page, whatever you want to call it, and exclude those that visit the purchase page.  

Now, theoretically, you should just be able to exclude those that visited the thank you page, but I like to do 

both just in case.  

And remember, the place that you go to do this is you go in the Ads Manager, and you go into the 

Audiences section. You want to create a custom audience. And then, the website traffic. And then you're 

going to input the URL for the registration page. And then you're going to exclude the URL’s for the thank 

you page and the purchase page.  

Now, if you don’t have the URL for the purchase page or the final one on it, that’s fine. Don’t worry about 

it. Just use the thank you page. That’s good enough.  

Now, audience number two, we’re going to set up an audience of people who actually got to the thank 

you—in other words, they signed up for the webinar—but exclude those that purchased. Again, if you 

don't have that URL for the final purchase page, that’s fine. Don’t worry about it. You can do it without. It’s 

not that big a deal.  
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And then, audience #3 are visitors to the replay page. And again, we're going to exclude those that 

purchased. So anybody that visited the replay page, we want to make sure that they have their own 

audience as well.  

Alright! So now, here's how the ads are going to run. For audience #1, we're going to run ads telling them 

about your product or offer because, remember, they haven't seen it, they don’t know about it, and we're 

going to run those ads for as long as you have an e-mail sequence to the people who did sign up for the 

webinar or however long your cart is open. So, if you have like a 7-day e-mail sequence or 7-day cart open, 

that's how long you’re going to run those ads.  

And part of the reason, again, that we're doing this is because they may want what you have, they just 

weren’t able to sign up or whatever. And besides, you already paid for them to get to your landing page to 

sign up whether they did or not, so you might as well run ads to them. And it’s not going to be a huge cost 

to you at all. 

The second ad that we’re going to run is for audience #2. Remember, these are people who actually signed 

up for the webinar. We’re going to run this ad about 24 hours before the webinar reminding them to show 

up live for the webinar. And the reason again is because, if you don’t, then you can't count on these e-mail 

sequences and people paying attention to them and showing up live. So, you want to get as many people 

as you can and you don't want them to be able to not see and be reminded that they signed up for this. So 

we're going to run those ads.  

And then, the third ad, we're going to run to audiences #2 and #3, so the people who visited the thank you 

page, anybody who visited the replay page, and we're going to remind them about your product or offer 

because they've seen the offer (or at least they probably have seen the offer). And we’re going to run that 

for as long as you have an email sequence or cart open.  

So, those are the three ads: the ads to audience #1, people who visited the registration page, telling them 

about your offer; ad #2 for audience #2 which is reminding them about the webinar; and then ad #3 which 

is audience #2 and #3, these ads are run after the webinar where we’re going to remind them about your 

product or offer for as long as you have your cart open.  

All these can be done on a really low budget. Probably $10 a day, maybe $20 a day for each is max. And the 

reason is unless you had some huge number of people sign up, then you're going to be able to reach 

enough people with those kind of budget. So you have to pay attention to it.  

And that's really it! That’ s all there is to it. I hope that that all made sense.  
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And I just want to say thank you so much for listening and being on this 50th episode. It's really been a 

pleasure for me. And I hope you've enjoyed it.  

If you need any additional help, join my closed Facebook group, Funnel Strategies for Facebook. And I’ll be 

glad to help you over there.  

Thanks so much. And I'll see on episode #51. Bye.  

♪ [music] ♪ 

 


