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          Who Is This For? 

• eCommerce entrepreneurs and DTC brands 

• Marketers & freelancers running Meta Ads 

• Anyone looking to scale sales profitably on Facebook & Instagram 

 

   Strategy 1: Use Broad Audiences with Advantage+ Campaigns 

Advantage+ Shopping Campaigns allow Meta's AI to automatically optimize targeting and 

creatives. Instead of narrowing audiences manually, it finds potential buyers using behavior 

data across Facebook and Instagram. These campaigns are perfect for quick scaling and 

automation. 

 

   Strategy 2: Test Angles First, Not Just Formats 

Before changing your creative formats (video, carousel, image), test different angles. An 

angle is your message approach: discounts, social proof, convenience, urgency, etc. This 

helps you discover which emotional triggers truly connect with your audience. 

 

   Strategy 3: UGC and Creator-Style Ads Win 

People trust other people. Use video testimonials, product reviews, or influencer-style 

walkthroughs. UGC creates authenticity and outperforms polished ads because it feels real 

and relatable, especially on Instagram Stories and Reels. 

 

   Strategy 4: Prioritize Lookalike Audiences Over Interest Targeting 

Instead of choosing broad interests like "online shopping" or "fashion lovers," build Lookalike 

Audiences from your past customers. Upload your buyer list and let Meta find users similar 

to them. Start with 1% Lookalike for the most accurate match. 

 

   Strategy 5: Scale Using Cost Caps to Maintain ROAS 



When you're ready to scale, use Cost Cap bidding. It lets you control how much you're 

willing to pay per purchase. You stay profitable while increasing ad spend, instead of relying 

on Meta to decide the bid automatically. 

 

   Strategy 6: Retarget by Funnel Stage 

Don’t treat all visitors the same. Someone who just saw your video needs different 

messaging than someone who abandoned their cart. Use personalized creatives: 

• Viewers: Value or education-based ads 

• Product Viewers: Testimonials or highlights 

• Cart Abandoners: Urgency ("Only a few left!") or discount 

 

   Strategy 7: Write Thumb-Stopping Copy 

The first 3 lines matter most. Use curiosity, questions, or bold claims to grab attention. 

Example: "99% of people wear the wrong shoes. Are you one of them?" Use emojis to add 

flow and break the text. Keep it readable. 

 

   Strategy 8: Use Instant Forms for Lead Gen When Sites Are Slow 

If your website takes time to load or has friction, use Meta’s native lead forms. They load 

instantly and improve conversion rates. Best for lead-gen eCom models like pre-launch lists, 

free samples, or product waitlists. 

 

   Strategy 9: Start by Optimizing for Add-to-Cart (ATC) 

If you're new or have limited pixel data, don’t go straight to "Purchase" objective. Start with 

"Add to Cart". This builds better data for Meta's algorithm, helping it learn who is likely to 

buy. Shift to "Purchase" after a few conversions. 

 

   Strategy 10: Analyze Beyond ROAS 

Return on Ad Spend (ROAS) doesn’t tell the whole story. If an ad has a low ROAS but a high 

CTR (Click Through Rate), it might still be a great creative. Track: 

• Thumb-stop rate (video engagement) 

• CPC (Cost per click) 



• CPM (Cost per 1,000 impressions) 

• Landing page view rate 

 

    BONUS: Build a Full-Funnel Strategy for Long-Term Growth 

Use the following funnel structure: 1. Awareness: Video views, Reels, problem-education 2. 

Consideration: Testimonials, UGC, FAQs, social proof 3. Conversion: Offers, retargeting, 

urgency, benefits 

Nurture the user’s journey instead of pushing only discounts. 

 

      Insights from Reddit Marketers: 

"Focus on what truly matters – your HERO offer and your customer’s buyer journey… 

Simplicity scales, complexity fails." 

"We tested 50 creatives. Only 3 worked. Creatives are king." 

 

      Final Recommendations 

• Launch 3-4 creatives per product 

• Use Advantage+ to scale what works 

• Segment retargeting by behavior 

• Run UGC-based top of funnel ads 

• Track funnel performance weekly 

 

   What to Do Now: 

1. Pick any 3 strategies and test this week 

2. Track all results and note what performs best 

3. Build full-funnel creatives for each product 

4. Keep optimizing every 10-14 days 

 


