
 

• Wedding advertisement offering $500 to the first 10 people. This is what’s known as a good offer. Giving 
value upfront to grab attention of viewer.


• Video provides the viewer value quickly. Easy to understand and “consume”.


• Presentable and professional = more trustworthy “People only buy from those they trust.”


• Bring them to a lead capture page to collect email, phone number and reasons why they want this deal. 
This gives us inside information very quick. We use that information against the customer and in their 
favor, however you want to look at it.


• Retarget said customers, with next ad only displayed at them. “Those who’ve already shown interest in a 
product/service are most likely to be converting customers and be less costly.” 




Breakdown of wedding ad:


Total spend: $32.27


Cost per lead: $32.27/8 Leads = $4.03 per Lead


Then lets say 2 of these leads convert to customers. I could potentially book two weddings priced at 
$2,500 with the two totaling at $5,000 and have only spent $32.37 to get those two customers. 


This is how effective marketing can be. This is why I started learning it. 


