
Best practice
Troubleshooting 



Troubleshooting
To be able to end up with amazing Facebook Ads that bring you lots of clients, 
buyers, event participants and money, you need to constantly monitor and optimize 
your campaigns.

In this module, we will talk about the best troubleshooting techniques you can use 
to optimize your ads, how to recognize where the problem lies and how to fix it. 



Troubleshooting
When your ads are not performing well enough you want to check three things:

1. Is everything actually working and set up correctly?

And then:

2. Do you have a low click rate? (CTR)

or
 

3. Do you have a good click rate (CTR) but people are not converting?



Technical elements
Triple-check that everything is working:

Are you looking in the right ad account?
Are you looking at the right date range in the Ads Manager? 
Is your campaign active? Are all ads active?



Technical elements
Have you installed the right Facebook Pixel? Is it 
working on all pages? (also on the thank you 
page?)



Technical 
elements
Is your Custom 
Conversion set up 
correctly (for the 
thank you page) and 
working?



Technical elements
Does your website / landingpage work on all devices? 

Are there no popups? (as Facebook doesn’t allow 
popups on a website)

Are the buttons on your website (still) working? (you 
have no idea how often I’ve had this issue with some 
clients)  



Technical elements
If you’re using a Conversion campaign: Have you chosen the right Custom 
Conversion as a goal at the ad set level?



Technical elements
Is your audience big enough? 

(This is only a problem if your campaign does not get any reach or if your daily 
budget does not get spend. In general, a specific audience is not a problem as 
such).



Technical elements
Only once you’ve made sure everything is working from a technical perspective 
can you see your actual numbers.

Find out which of these two things is true for your campaign:

- People are not clicking
- People are clicking but not converting



Low click rate (CTR)
When you discover your CTR is low and your cost per click (CPC) is high this 
could mean different things for example:

Your “hook” is not good enough

What is a hook? Your hook is your freebie, webinar, event, product. And I know 
that this is hard to hear but: You might need to improve it. 

Before you start changing your ads or your audience's or anything in the Ads 
Manager, check the following things:



Low click rate (CTR)
- Does your freebie / blogpost / event / product solve your potential client’s top 

3 biggest struggles? 

- Does it support your potential clients to get to their top 3 most urgent goals?



Low click rate (CTR)
When you’re promoting a freebie:

- is it easy to digest? (within 20-30 minutes while getting instant value)
- does it represent your branding and image?
- does it give a chance to get to know you more?
- would your potential clients pay for the freebie because its quality is so good?
- does it help you getting one step closer to selling your end product?



Low click rate (CTR)
When you are completely sure that your freebie / blogpost / event / product is 
perfect (and please be honest here!) there are two other possible explanations for 
a low click rate:

1. Your audience is chosen wrong
2. Your ads are not attractive enough
3. A combination of both

Have a look at the Relevance Score of your ads. If it’s below 7 then I would start 
with changing the ads and leaving the audiences for now.



Low click rate (CTR)
Make your ads more specific

The best thing about Facebook Ads is that you can 
be very, very specific in your targeting. Use this for 
creating your audiences AND for your ads copy. 
Make sure that the viewer of your ad thinks “OMG, 
they totally mean me!”. 

For example: Instead of saying “For all mums”, say 
“for all mums in Berlin” or even “for all toddler mums 
in Berlin” or “for all mums in Berlin who love yoga”. 



Low click rate (CTR)
Try different images / videos

Your image or video is the first thing people 
notice about your ad. If you’re having a low 
click rate and relevance score and you’ve 
already made the ad text more specific, I 
recommend trying different images and / or 
videos. 



Low click rate (CTR)
Are you speaking your audience’s language?

And by that I don’t mean “English” or “Greek” but: Do you use words your audience 
uses? Do you use emojis they’re familiar with?

Is your ad copy attractive, specific and non-salesy?

Remember: People will stop scrolling and click on your ad when they are highly 
appealed by it. This won’t happen with a text that sounds as if you’re trying to sell 
something ;) This will only happen with a personal, honest, friendly and interesting 
text. 



Low click rate (CTR)
Have you optimized your ads but you’re still getting a low click rate? Then it’s time to have a 
look at your audiences.

What is the “quality” of your audience? 

The closer they are to a proven audience the better. Meaning the quality goes in this order:

(Website visitors (who haven’t bought yet) and were on your sales page)
(I put this in parentheses because the quality here depends on the question why they 
haven’t bought yet - is it normal that people want to think about it after seeing it?)

Lookalike of people who bought your end product
Lookalike of people who bought your tripwire
Lookalike of people who got your freebie / signed up for your webinar / read your blogpost
Well set-up and specific Profile-based audience



Low click rate (CTR)
Whenever you’re working with a Lookalike ask yourself: What is the quality of the source? 
For example: The Lookalike of your Facebook Fans depends 100% on how “good” your 
Facebook fans are. Are they people who buy from you?



Good CTR but people don’t sign up / buy
When you’re getting clicks on your ads but people aren’t signing up or buying your 
product this is very likely because of your landingpage or sales funnel.

First, check the comments under your ads. Do people complain about anything?

If there is no hint in the comments, possible reasons can be:

No message matching

The text on your website / event etc. might be too different to the text you’re using 
in your ads. 



Good CTR but people 
don’t sign up / buy
Landingpage not set-up in the best way

Check again if your call to action is super clear. Do 
people see immediately what you want them to 
do?

What does the page look like on the phone? 



Good CTR but people don’t sign up / buy
If you’re getting a few conversions you should check from which devices they 
come. Do they all come from desktop but none from mobile devices? That’s 
usually a sign that something is wrong with your website. 



Good CTR but people 
don’t sign up / buy
Does your offer still sound appealing on 
your landingpage / website?

Are you using testimonials, case studies, 
screenshots etc. to show that your 
audience needs to have your thing right 
now? 



Good CTR but people 
don’t sign up / buy
Unclear sales funnel

Do you have a sales funnel that leads 
people towards your end product? Then 
you’ll need to check all the data there. 
What is your opening rate of the emails? 
Is your message clear? Are you 
promoting your end product well enough?



Good CTR but people don’t sign up / buy
No retargeting

Make sure to use Facebook’s amazing retargeting option (especially when people 
are not converting). 

Retarget website visitors and email subscribers to make them take the next action 
step. 



Constant optimization
Don’t get stressed out when a campaign is not working. Keep calm and have a 
clear look at all technical elements and numbers. 

From every single campaign, ad set and ad you’ll be able to learn valuable insights 
that will help you improve all future campaigns. 

You’re already far ahead of your competition. Keep going! :)



HOMEWORK

If you ever think a campaign is not performing well 
keep coming back to this PDF (and video) and go 

through it step by step.



Now it’s your turn 
You can do this! Have fun! 😊


