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FACEBOOK ADS LINGO

Everybody knows about Facebook, but do they know how to make the most of Facebook
advertising?

We're so used to scrolling through Facebook and seeing ads that we almost don’t notice them, and
for businesses, this is a powerful tool. How can you put Facebook ads to good use for your business
and see that all-important return on investment?

Facebook Ads offer some of the highest ROI of social ads you can buy. This is especially true if you
are doing any retargeting. And once you’ve published on Facebook, it's the easiest platform from
which to boost posts and get more distribution (and followers).

There are a few key benefits of advertising. Ads can help to build customer awareness of your
business and brand, which can help to drive sales in the long run. Additionally, ads can be used to
generate leads or customers through targeted campaigns, and they can also be used to increase
website traffic or improve brand awareness.

Facebook ads are a great way to reach new customers and grow your business. Facebook Ads allow
you to target your audience based on demographics like age, gender, location, and interests. You
can also target people who have visited your website or engaged with your content on Facebook.

Why Should You Advertise on Facebook?

It’s hard to look past Facebook’s reach. With nearly 3 billion active users, that’s a whole lot of people
seeing Facebook ads on a regular basis.

We're always talking about being targeted with your marketing though, so reach is just one part of
the equation. Successful marketing doesn’t reach everyone, it reaches the right people, and this is
where Facebook is incredibly useful.

When it comes to detailed targeting, Facebook is almost unparalleled. It knows so much about its
users, and this information helps advertisers reach the right people with the right message.

This ability to accurately target specific groups of people draws in nearly 10 million active advertisers
and earns Facebook $28.6 billion per quarter.

You can’t argue with the results which means you can’t deny the power of Facebook ads. They're
super profitable. (If, and that’s a big IF, you know what you’re doing.)

Who Should Advertise on Facebook?

A key thing to remember with Facebook advertising is the people you reach aren’t actively looking to
buy your product or service. They’re relaxing, engaging with friends, looking for funny videos, etc.,
and you’ve interrupted that with your advert.

It’s not often you make a sale with a single touchpoint, but it’s even less likely with Facebook ads
because people aren’t actively looking for your products. Businesses that get into Facebook ads
expecting a quick sale often end up disappointed.

How Do Facebook Ads Work?

Facebook ads now come in several varieties. You can promote your Page, posts on your Page,
actions users took, or your website itself. Despite Facebook’s increasing focus on native ads and
keeping traffic on its site, you can still be successful in sending users to your website.
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There are also several ad formats including images, videos, carousel (multiple images), Instant
Experiences, and collections.

Facebook ads are targeted to users based on their location, demographic, and profile information.
Many of these options are only available on Facebook.

So to get started and help you navigate here is the break down of the Facebook ads lingo:
Facebook Ad Glossary

Ad - Ad is an advertisement you create on Facebook Ads Manager to promote your e-shop,
Facebook page, products, etc. It usually includes an image, text, and a call-to-action button.

Ad Auction - When you create an ad, unfortunately, it doesn’t just come up on Facebook user’s feed
straight away. Instead, it competes in an auction with other similar ads. Facebook measures the ad
quality, bid, and estimated action rates to decide which of the ads in the auction to show to
Facebook users at what time.

Ad ID - It’s a unique number given to all ads you’ve created.

Ad Set - All your ads are grouped into ad sets. Facebook groups the ads based on the running
schedule, budget, target audience, and delivery optimisation.

Ads Manager - Facebook Ads Manager is a tool you can use to create, manage, and run ads on
Facebook as well as handle all your payment and billing information related to advertising on
Facebook. Ads Manager also has an integrated analytical dashboard where you can measure the
performance of your ads.

Adds to Cart - When someone (who came to your website from your Facebook ad) adds an item to
the cart — it shows up as an Add to Cart event in the reporting section. To see this in your ad
reports, add Facebook Pixel to your website.

Amount Spent - It’s a field in a reporting table that tells you how much money you spent on an ad,
ad set, or campaign.

Audience - A group of people you choose to target with your Facebook ad is called Audience.

Audience Network - A cluster of Facebook’s partners. It’s a wide range of mobile app and web
publishers who show your ads on their apps and websites.

Average CPC - Average Cost-Per-Click is a number that shows how much each click your ad received
costs you. CPC is calculated by dividing the total ad budget by all the clicks your ad received. Use this
metric as a benchmark when evaluating your ad cost.

Bid Strategies - Bid strategy defines a strategy that Facebook uses to bid for you in the ad auction.
When you set the bid manually, choose from these strategy types: lowest cost, bid cap, cost cap,
highest value, target cost, or min ROAS.

Broad Categories - Facebook provides a list of broad targeting categories to make ad targeting easier
for you. You can group your users by interests, Facebook likes, apps installed, and so on.

Budget - The budget defines the maximum amount of money you want to spend on each campaign
or ad set. If you have enabled Campaign Budget Optimisation (CBO), you then will have to manage
your budget at the campaign level, not at the ad set level. You set the amount of money to be spent
either over the lifetime of your ad (or campaign) or on average for each day.
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Boosted Post - You don’t have to run ads to create brand awareness or gain more followers. You can
also try boosting (sponsoring) a post on your Facebook page. By boosting a post on your Facebook
page, you can make it visible to Facebook users, who have not liked your page. However, if you want
more optimisation options, create ads on Ad Manager.

Campaign - All ads you create on Facebook go under separate ad sets. All ad sets fall under different
campaigns. Here’s an example of the structure a clothing store might have in Ads Manager:
Campaign (Black Friday) -> Ad set (Women) -> Ad (Black Friday Women Promo 50% Off).

Campaign ID - A unique number given to all your campaigns. The number is visible in the reporting
section of the Ads Manager.

Campaign Spending Limit - You can set a maximum spending limit for each campaign. After the limit
is reached, your campaign stops running.

Campaign Reach - Campaign reach refers to the total amount of people who saw your ads in the
campaign.

CBO (Campaign Budget Optimization) - Campaign budget optimisation is set by default and it
manages the budget at the campaign level. Based on your chosen bid strategy, Facebook
automatically distributes the campaign budget across different ad sets, this way optimising the
campaign’s performance.

Clicks - Clicks are actions performed by people who viewed your ads and clicked on them. Clicks can
be: post reactions, comments, clicks on a business’s profile or picture, post shares, clicks to expand,
clicks connected to campaign objectives (page likes, messages, website visits, etc.), and so on.

Connections - When choosing an audience to target with your ad, you can choose to include or
exclude people who like and follow your page. Those people are grouped as Connections.

Conversions - Actions completed by the customers, such as adds to cart or purchases on your
website, are conversions.

Cost Per Action - The average amount of money you pay for one conversion.
CPC - The average amount of money you pay for a click on your ad.

CTR (Click Through Rate) - CTR is a metric that measures the number of clicks your ad received per
each impression. It’s a kind of a success rate —the bigger the percentage, the better your ad is
performing. Facebook calculates it by dividing the total amount of impressions by the clicks the ad
got. If the percentage is low, tweak your audience, visual, or text to get better results.

Custom Audience - Custom Audience is a targeting option you can choose when creating a Facebook
ad. To create a custom audience you need to import details about your customers, such as email
addresses or actions made on your website.

Daily Budget - Daily budget is the amount of money you want to spend on an ad set or campaign per
day. Each ad set can have its own daily budget.

Delivery - Delivery is the status of your campaigns, ad sets, and ads. The status is shown in the
Campaigns page of Facebook Ads Manager and can be anything from active, to paused, or off.

Destination - The destination is the place you want people to land on after clicking on your ad or a
CTA (call-to-action) button. It can be your business’s website, messenger, Facebook page, or an app.
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End Date - It’s a date your ad set is scheduled to end. You set it when creating the campaign.

Frequency - A person may see your ad more than once on their Facebook feed. Frequency is the
metric that defines the average number of times your ad was shown to the same person.

Impressions - The average number of times your ad was on your target audience’s feed.

Interaction - If a user interacts with your ad in any way, it’s marked as an interaction in the reporting
section. The interaction can be anything from clicking your ad to watching a video. For example: 1
click and 1 comment by 1 person is marked as two interactions.

Lead Generation - It’s an objective you can choose when creating your ads on Facebook. If you’ve set
your campaign objective as Lead Generation, you can ask your audience to fill out a form with their
contact details. The form doesn’t have to be located on Facebook, it can also be on your website and
tracked by Facebook if you use Facebook Pixel.

Lifetime Budget - It's an amount of money you’ve set to be spent over the lifetime of the campaign.
Link Clicks - It’s a number of clicks on links in the ad that lead to a destination on or off Facebook.

Likes & Interests Targeting - It’s a way to target Facebook users based on the pages they like and the
interests they express on Facebook.

Lookalike Audience - Facebook creates lookalike audiences to help advertisers target audiences,
similar to the ones that visit their website. To create a lookalike audience, you need to have a
Custom Audience set up first.

Objective - The campaign objective indicates what you want to achieve with that campaign. It can be
brand awareness or reach, app installs, video views, catalogue sales, and so on.

On-Facebook purchases - All purchases Facebook users carried out as a result of seeing your ad on
Facebook-owned property (messenger, Facebook pages, etc.)

Page Engagement - A number of actions that Facebook users performed on your business page or a
post, due to your Facebook advertising efforts.

Page likes - The number of people who liked your Facebook page.
Payment Method - Payment methods are ways you can pay for the ads you create on Facebook.

Pixel - Facebook Pixel is a code snippet you can insert into your website’s code. Pixel helps Facebook
track all events related to your ads that take place off Facebook. You can also use data from
Facebook Pixel to optimize your ads

Placement - When creating your ads in Facebook Ad Manager, you can choose where you want your
ads to be shown on Facebook. You can choose to show them on News Feed, Suggested Video,
Market Place, Right Side Column, and so on. You can also let Facebook decide where to show your
ads with the automated placements option enabled.

Post Engagement - The number of actions (likes, comments, shares, etc.) people performed on your
page post after they saw your boosted post or ad.

Potential Reach - It’s an estimation of how many people are in your chosen target audience.

Promoted Post - A promoted post is a boosted post on your business’s Facebook page.
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Reach - It's the number of people who saw your ads once. Don’t mix it up with impressions as
impressions can include multiple exposures of your ad to the same group of people.

Relevance Score - Once your ad collects at least 500 impressions, Facebook scores it. The score is
between 1 and 10, 1 noting low relevance, 10 noting high relevance. If your ad has a low relevance
score, you might want to optimise it (tweak the audience, content, images, etc.)

Reports - Reports section in the Ads Manager shows you the most important metrics of your ad and
how it has been performing so far. You can choose which metrics to include and which not to.

Social Clicks - Social clicks are clicks made on your ad by someone, whose Facebook friend took an
action on the same ad previously (e.g. John Dike likes this, John Dike follows this, John Dike is
attending.)

Social Impressions - The number of times your ad was shown with social information (e.g. John Dike
follows this.)

Start Date - The date your ad starts to run.
Status - The status of your campaigns, ad sets, and ads. It can be either on or off.

Suggested Bid Range - Facebook will suggest a bid range you should go for when creating an ad. The
bid is based on the competition and content of your ad.

Targeted Audience - This is the number of people your ad might reach based on the audience you
target.

Traffic - Traffic is an objective you can choose when creating your ads. This objective focuses on
attracting as many people to your website as possible.

Transaction - This is a charge made to you for your Facebook ads by Facebook. You can see all
charges for your ads in the Billing Summary section of Business Manager.

Unique Clicks - This is the number of people who clicked on your ads. Note, this counts people, not
actions.

Verification Hold - A charge is made on your card in order to verify your payment method. It’s
usually for the amount of $1.01 and will be returned to you within 5 days.
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