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Premise

What are the factors that most determine the success or failure 
of your efforts to sell your products or services via online 
marketing?

No less an authority than Peter Drucker tells us the two factors 
that stand out above all others are Marketing and Innovation.  

• Innovation
• Is your product or service unique and different from 

competitors?
• Can buyers easily get the exact same thing elsewhere?
• Is your value proposition (benefits) strong or weak?

If your business concept is strong, innovative and different, then 
let’s talk about marketing.
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Premise

As Mr. Drucker implores, “If you can’t differentiate, you must 
innovate.”

• Marketing
• “Marketing is everything you do that touches or impacts your 

customers or prospects.”
• Most external marketing is accomplished with communication
• In person
• Advertising
• Social Media
• Press Releases
• Community Involvement

In this guide we’re going to concentrate on Advertising and Social Media.
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Introduction
Hi,

I’m Alan Tarr, a Master Copywriter with over 30 
years of marketing and writing experience.  I am the 
founder of Write Like A Madman University, and 
author/editor of all its 310+ marketing courses, 
tutorials, guides, articles, videos, audios, and – of 
course – TWIZDOMS™ (Marketing Wisdom In Twitter-
Sized Bites).

I’m so glad you found this guide.  It will enable you 
to build a solid and effective foundation for 
generating leads, clicks, and sales for your business 
via the internet without spending a fortune.

Have fun with it – and enjoy the fruits of your 
labors.
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Preamble

Before you put pen to paper or start creating on the computer, 
do this:

Start From The Finish

“What’s that”, you say?  Start from the finish?  Isn’t that doing it 
backwards?

Yes, it is!  I’m glad you got it.  Now let me tell you what I mean 
by it.

The first thing I do when I write an online ad or a post, is to 
decide exactly what action I want the reader to take once they’ve  
read or viewed the piece.  I want you to set your objective before
you create your ad.
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This way it will be easier – and more effective – for you to create 
that funnel, or slide, that takes readers through the four 
horsemen of the AIDA Code – attention, interest, desire, and 
action.

Now, let’s get right to those five easy steps and help you create 
irresistible Facebook ads that deliver more clicks, conversions, 
and customers. 
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How To Write Irresistible Facebook Ads
Here are the Five Easy Steps the title promises.

1. Visually attract the reader’s attention

2. Interest the reader in what’s coming next

3. Tell your Story conversationally

4. State your Value Proposition clearly

5. Have a compelling and well-defined Call-To-Action

8



How To Write Irresistible Facebook Ads

1. How do I attract the attention of the reader?

• Facebook, Linked-In, Instagram, etc. are Visual Media and, as 
such, images are a key element in attracting an audience to your 
ads.

• Choose your image and the words thereon very carefully.
• Make sure your image is and clear and uncluttered and focused, in 

most cases, closely on the subject.
• If you have words on your image, keep them to a minimum.  And 

make sure they’re large enough, and the font clear enough, to be 
easily read.  Remember, these words are a headline.
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Poor Image for a Facebook Ad

Why? 

Because readers don’t 
usually relate well to 
scattered subjects. We  
relate to people by looking 
them in the face.  Animals, 
and things, are better up 
close and personal than far 
away.  Don’t use images 
like this one.  They don’t 
draw readers in; they push 
readers away.
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Good Image for a Facebook Ad

Why? 

Sharp focus on the subject and his 
face. Really good contrast. The words 
(or copy) are easy to read and relate to 
the wants, needs, or pains of the 
reader. 

Plus, there’s just a touch of humor.  
Humor is a somewhat squirrely 
element.  Done right – in small, subtle 
doses, it can work.  Don’t go for the 
heavy yuk-yuks; it most often falls flat.

BTW,  please don’t “steal” obviously 
copyrighted images off the internet.  This one 
was obtained through a reputable site.  We 
couldn’t get away with using it otherwise.



2. How do I interest the reader in reading my entire ad?

• The first line or two of your written ad is your Headline.  The lead 
for your story.  Make sure your Headline relates to the wants, 
needs, or pain of your readers. Make sure as well, that it relates 
directly to your image and its headline.  We don’t want a 
disconnect here.

• A good headline will generate reader interest or curiosity.  
• Remember – it’s not about you…it’s about your customer. 
• Readers want to know,  “What’s in it for me”.

3.   What’s your story?  Create a connection with the reader by 
using a Conversational tone.

• Write your ad as if it weren’t an ad at all…write as if you were giving 
advice to your friend across the kitchen table.  Too much “sales 
talk” can kill a Facebook ad. 12



4.   What is your Value Proposition?
• Fact:  People are absorbed with their own self-interests.
• The body copy of your Facebook ad should be centered on your 

customer.
• Don’t brag about how great your company is; that doesn’t resonate 

with the customer.  Basically, you’re writing words that repel rather 
than attract.

• What are the benefits customers get when purchasing your product 
or service?  How will their lives be made better, easier, happier, 
richer, less painful, or more rewarding, after they buy from you?
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5.   What is your Call-To-Action (CTA)?
• Remember in the Preamble, we talked about “Starting From The 

Finish”? Here’s where that comes in.
• What helpful information are you offering them for clicking on 

your CTA?  How will it help them?
• Set up a link to your landing page, website, or opt-in page where 

they’ll immediately see how to get what you promised. (If they 
don’t see it, they’ll leave within seconds – and you’ll have lost a 
prospect.)

• When the link is clicked, they should see the promised “free gift” 
and a simple opt-in form.  At this stage we make the request for 
contact information as non-threatening, and as short, as possible.  
First name and email.  That’s it.  The more you ask for, the fewer 
opt-ins you’ll get.
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Image & Headlines

When You Get Serious About Your 
Website – Here’s a FREE WEBINAR 
that’s bound to get you thinking. 
https://0krroftm.pages.infusionsoft.net

IMAGE WITH
ATTENTION-GRABBING HEADLINE

RELEVANT TO YOUR TARGET AUDIENCE 
WANTS OR NEEDS

HEADLINE IN BODY COPY IS 
CONSISTENT WITH IMAGE

HERE THE “WHAT’S IN IT FOR ME” 
QUESTION IS ANSWERED

I LIKE TO INSERT A “BLIND LINK” AFTER 
HEADLINE SO IT SHOWS BEFORE THE 

“READ MORE” CUTOFF

https://0krroftm.pages.infusionsoft.net/
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Your Story

Most small business disinformation being 
peddled today, revolves around design 
and content.  “You need an up-to-date 
look” – whatever that means.  “You need 
to give the reader multiple options of 
plans, prices, products, services, etc.”  
Pure horse-hockey!  In the case of your #1 
marketing tool – your website – you 
deserve facts, not fiction. 

Small business websites should attract and 
appeal to the self-interest of the reader to 
generate clicks and sales.  And they should 
do it quickly.

WRITE CONVERSATIONALLY

HELPING READER WITH THE REAL 
FACTS

HIGHLIGHTING A PROBLEM FOR 
MOST BUSINESSES

GOOD ADVICE FROM A FRIEND
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Value Proposition (Benefits) and Call-To-Action

If your website or Landing Page isn’t 
converting your prospects into clients, I have a 
fix for you.  It’s a Free Webinar you can watch 
at your convenience.  It’s less than 31 minutes 
long and identifies 5 Fatal Flaws That Torpedo 
Website Power (and how to fix them all).
Discover:
• The most important 7 inches in a Marketer’s 

life
• How to craft a Powerful Marketing Message 
• How to produce maximum clicks, 

conversions, and customers 

Connect to the Free Webinar: 
https://0krroftm.pages.infusionsoft.net

CALL-TO-ACTION & LINK

PROBLEM & SOLUTION

ANSWER OBJECTIONS BEFORE 
THEY’RE RAISED

BENEFITS READERS GET IF THEY 
WATCH WEBINAR 

https://0krroftm.pages.infusionsoft.net/


Now, A Word About Words
As you start to create the copy (words) for your ads, let’s go over 
a few critically important points.

Copy should be Clear and Concise.  

• Unclear writing is the #1 reason readers stop reading.  And when they 
stop reading, you lose an opportunity.

• Make sure your writing is concise.  Unnecessary words slow down the 
reading process and, like a traffic jam, people start heading for the 
exits.  Lost opportunities; lost sales.

[Please see my Guide, The 4 C’s of Copywriting, for a detailed discussion 
of this most important topic]
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Construct a Logical Thought Sequence.  

• Even when you create a short ad, it is so important to create a seamless 
“flow” of information.  One thought flowing easily into the next.  This 
is how you take your readers down the slippery slide to “Yes”!

• Plan out your sequence (1-2-3-4) as you saw in the example and resist 
the urge to skip around.  To paraphrase that old quote -- to the good 
writers belong the spoils.
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So, there you have it.  A simple system for writing absolutely 
Irresistible Facebook Ads.

Keep this Guide handy whenever you’re creating digital posts 
and ads for your business.

Work hard.  Be sure of your objectives.  Have all the pieces in 
place.  And follow the structure set out herein.  And, pretty 
soon, you might be one of those “overnight” internet success 
stories.

Learn and Prosper,
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RELATED MARKTING GUIDES by Alan Tarr
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These and more than 45 other Marketing Guides, Lists, and Templates can 
be found in Write Like A Madman University

www.WriteLikeAMadman.com

http://www.writelikeamadman.com/
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