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Overview  
 
Facebook provides some of the most comprehensive targeting options for marketers and 
advertisers. Unfortunately, many advertisers do not know how to make full use of the 
targeting to improve the performance of their ads. 
 
In this blueprint, we’ll share the basics of targeting on Facebook and how you can double 
even triple the results you’re getting from your campaigns. 
 

How You Can Use This? 
 

● You can use this as a reference for all the possible targeting options when planning 
your next campaign. 

● You can use the tips to improve your current targeting and increase your overall 
results - whether it is your CTR (%), CPA or even your ROAS. 

● You can see if there are targeting options you’re not taking advantage of at the 
moment. 

Tools And Resources 
 
Launching your first Facebook campaign can be challenging especially if you are still 
familiarising yourself with the platform.  
 
This is why we created this blueprint as a straightforward step by step guide to help you get 
started on the set up. 
 
You can download a PDF version of the blueprint here.  
 
You can do the set up on Facebook at the same time you are reading this blueprint.  
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What You Need To Know? 

How To Access Your Targeting Options 
 
You can access you targeting options from your Ad Manager.  
 
To access your Ad Manager, go to https://www.facebook.com/ads/manage 
 
Create a new campaign. Go to the Ad Set level and click “Edit”. A right window panel will 
open up.  
 
Scroll down the options and you’ll see the targeting options under “Audience”.  
 

 
 

Types Of Targeting Options 
 
The targeting options can be categorized into 7 main types: 
 

● Geographic Targeting  
● Demographic Targeting 
● Interest Targeting 
● Behaviours Targeting 
● Custom Audience 
● Lookalike Audience  
● Connections 

 
Copyright 2018 © GrowthTribe Pte. Ltd. 

3 

https://www.facebook.com/ads/manage


 
 

 

 
In this blueprint, I’ll be covering all 7 options and give you some guidelines on how you 
should use them.  

Using 2 Or More Audiences  
 
Usually, you’ll use a combination of targeting options at any one time.  
 
For example, if I’m an education centre located in Singapore, I can use a combination of 
demographic (age, gender, education) and interest targeting (Parenting Magazine) to target 
a well-educated parent who keeps herself updated on the latest parenting trends.  
 

 
 
There are 3 ways to use two or more audiences.  
 

● Combined Audiences (OR) 
● Intersecting Audiences (AND) 
● Excluding Audiences  

 
Assuming I have 2 interests: 
 

● “Young Parents” (10,000) 
● “Forbes” (20,000) 

 
Here’s what my audience size will look like if I’m using Combined (OR) or Intersecting (AND) 
audiences. 
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If I’m using Excluding Audiences, it will look like this: 
 

 
 

In case you are wondering how to use Intersecting Audience, just click on “Narrow” under 
Detailed Targeting and select another Interest.  
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If you want to use Excluding Audience, just click “Exclude People” under Detailed Targeting 
and select another interest to exclude. 
 
Note: There are some cases where you cannot exclude certain interests due to 
anti-discrimination laws and policies. In this case, I’m unable to exclude “Young Parents 
Singapore”.  
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Narrow Versus Broad  
 
If you are a complete beginner, I recommend you look at the “Audience Definition” indicator 
on the right to find out if your audience is too narrow or too broad.  
 

  
 
That said, there are a few considerations when it comes to targeting.  
 
In general: 
 

● The more narrow your audience, the more it will cost for you to reach them. 
● If your audience is too narrow, you might be showing your ads to the same audience 

too many times.  
● At the same time, if your audience is too broad, you might not be targeting the right 

audience. This means you’re wasting money showing ads to the wrong people. 
 
So how do you know you hit the “sweet spot” when it comes to targeting? 
 
Well, the truth is you’ll never really know. This is why I don’t like to talk about minimum or 
maximum audience size.  
 
If you are going after a niche market, there is a high chance your audience size will be small. 
But even with a small audience size and higher advertising costs for reaching them, you 
might still be highly profitable. 
 
If you have a mass appeal product, such as skin care products or F&B-related products, you 
don’t necessarily have to be very specific with your audience.  
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In short, my best tip is to go with what makes sense for your market. The key is to have a 
process for testing the target audience to know if the numbers makes sense for your 
business.  

The Limitations Of Targeting 
 
While this blueprint is about targeting, it’s important to know what it can or cannot do. 
 
There is no such thing as precise targeting in advertising.  
 
No matter how much you narrow your targeting, you’ll always be targeting audiences you do 
not intend to target. 
 
The best you can do is to make sure you have an offer and message that attracts the 
attention of your intended audience.  
 
Don’t obsess about targeting.  
 
In advertising, you should be testing as many different audiences as possible, and creating 
offers and messages specific to those audiences. 
 
For example, if I’m promoting a probiotic product for weight loss, I could test the following 
types of audiences interested in: 
 

● Veganism 
● Alternative Medicine 
● Exercises 
● Diets 
● Natural Health 

 
I can create different ad messages for the different audience to promote the same product.  
 
For audiences interested in “Natural Health”, I can emphasize on how my probiotic is 100% 
natural.  
 
For audiences interested in “Diets”, I can talk about how most diets don’t work because of 
poor gut health.  
 
I hope that this short introduction gives you a good understanding of how targeting really 
works on Facebook.  
 
Let’s jump into how you can use each of the options available.  
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Geographic Targeting  

Countries / States / Cities 
  
You can target specific countries, states and cities for your targeting.  
 
If you are going for high net worth individuals or business owners, you might want to target 
major cities within the country where they might reside. 
 
For example, if I’m targeting businesses in Indonesia, instead of running ads to the whole 
country, it might make more sense to target cities like Jakarta.  
 
If you are operating a local business within a state or city, I suggest you use localized 
targeting.  

Localized Targeting  
 
Localized targeting is one of Facebook’s most powerful feature. It allows you to target people 
within a certain radius around a selected area. 
 
The best part about the feature is that you can even target people in a certain area.  

This is especially useful for businesses that are more location-specific such as tuition 
centres and clinics. 
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This feature does not just allow you to target people in an area,  

it also allows you to indicate if you want people who are staying there, was at the area 
recently or travelling in that location. 

 

For example, if you are a tuition centre, you are not looking for people who love hanging out 
in your area, but rather people who are staying in the area itself.  

But if you are a local retail store selling handphone covers, you might want to target 
everyone in this location. If used correctly, this can be very powerful. 

Also, there’s another fun feature called “drop pin” where you can manually select anywhere 
on the map for your targeting. 
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Demographic Targeting  
 

Basic Demographics  
 
The basic demographic targeting options you can use include:  
 

● Age 
● Gender 
● Language 

 
You can see the options in the “Audience” area. 
 

 
 
If you are targeting a specific age, make sure you go for 10-15 years range to get enough 
reach for your ads.  
 
Unless you have a good reason to go for one specific gender e.g. you are selling female 
product, try not to limit by gender too early.  
 
Note: You can always break down your results by age group and gender later with your 
Facebook report.  
 

 
Copyright 2018 © GrowthTribe Pte. Ltd. 

11 



 
 

 

 
 
Since many people do not declare their language preference when they use Facebook, 
language targeting might significantly reduce your reach.  
 
What is more powerful is the advanced demographic options that you can find in Facebook.  
 

Advanced Demographics  
 
To access the advanced demographics options, you can click on “Browse” under the 
“Detailed Targeting” options.  

 
 
There are a few extremely useful advanced demographic targeting I would like to highlight. 
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Life Events 
 
If you have a product or service that is especially relevant during different phases of a 
person’s life, you can use this targeting.  
 

 
 
Here are a few examples to get the brain juice flowing: 
 
Upcoming Birthdays – You can offer a birthday promotion for people whose birthday is 
coming up in the next one week. This could be a discount coupon or a free gift that they 
need to drop by your store to collect. 
 
Newly Engaged (3 months / 6 months / 1 year) – If you are in the wedding niche e.g. offering 
wedding planning or wedding photography services, you can target newly engaged couples. 
 
We ran a very highly profitable campaign for a wedding photographer simply by targeting 
newly engaged couples. 
 
The cost per lead was as low as $0.45 and these are leads that are actually interested in 
wedding photography services! 
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Anniversary Within 30 Days – This is especially useful if your product or service makes a 
great anniversary present for men and women. 
 
For example, if you run a spa service, you can run an ad that starts off with “Wedding 
Anniversary coming up and don’t know what to get your wife?” and introduce your product or 
service as the best possible gift. If needed, give them an anniversary discount. 
 
There are so many ways to use “Life Events” for your targeting. The key is to look through 
the list of life events and see what you can use. 
 
Work 
 
Who says Facebook is not great for B2B? 
 
Most people tend to dismiss Facebook as a B2C platform but I have several clients who 
managed to get leads for B2B businesses.  
 
 
 
One client in particular, managed to successfully make up to 2,000% ROI in one of the most 
difficult B2B niche possible – key decision makers in construction companies. 
 
He did it by targeting specific job titles and specific employers (AKA companies that he want 
to target). 
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You can get access to this targeting by selecting “Work” in your Advanced Demographics 
options.  
 

 
 
Now, you can use your ads to reach out to key decision makers in the companies you are 
going after. As long as you have a good sales process, you should be able to close a couple 
of big deals from Facebook. 
 
Parents  
 
For education centres and any businesses who want to target parents, Facebook has an 
option to target parents of kids from 0 - 18 year old.  
 
They segmented parents with kids at different age groups, allowing you to target the kind of 
parents you want for your business.  
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Note: Using this targeting can be extremely expensive for small markets like Singapore, 
where there are multiple competitors going after the same pool of parents. 
 
We suggest testing other interests such as places parent usually visit with their children or 
magazines they usually read.  
 
I’ll share more about interest targeting in the next section.  
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Interest Targeting  

Introduction 
 
Interest targeting is another powerful feature of Facebook.  
 
Facebook is able to keep up-to-date data on its users simply because users are actively 
feeding data to Facebook about the places they visit, the topics they are interested about at 
the moment and what they like or share about. 
 
In this section, I’ll cover how you can maximize Facebook’s interest targeting features and 
use free tools available to brainstorm and find interests you can target.  
 

Brainstorm Interests 
 
The first step to coming out with interests is to brainstorm interests that your prospect might 
like.  
 
Remember, when it comes to interest targeting, it’s not based on their immediate needs and 
wants, but rather on the things they are generally interested in e.g. brands they follow, 
people they respect. 
 
This is why having a detailed ideal customer avatar is so important. We cover more about 
how you can created an ideal customer avatar for advertising in one of our blueprints.  
 

 
 
To help you out with your brainstorming, we created a list of 20 interest themes you can look 
at if you want to target  
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Once you brainstormed a basic list of interests, you want to find more using the tools below: 
 
Google 
 
You can type in {key interest} + {interest theme} in the Google search. For example, if I’m in 
the public speaking niche and I want to go after people interested in learning public 
speaking, I’ll search “public speaking association”.  
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SimilarWeb 
 
Another great resource is SimilarWeb. I use this tool to research on competitors’ website 
audience and traffic.  
 
I simply have to enter the domain name of my closest competitors, especially those who 
share similar audiences.  
 
There is a section called “Audience Interests”. This will allow me to pick up other interests 
that the audience might have. 
 

 
 
You can also scroll down to find other similar websites you can research on and collect as 
many interests as possible.  
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Amazon.com 
 
When it comes to looking for references like books and magazines, I like to do a search in 
Amazon.com.  
 
Look at the top bestseller and take note of the name of the books and their authors.  
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Now, these 3 are extremely powerful tools for brainstorming.  
 
By the end of this exercise, you’ll have 20-30 interests you can target. It will be useful to 
categorize the interests into interest categories you can target later.  
 
Note: You might not be able to target all the interests you find. However, these interests will 
serve as a starting point for you to create audiences you can target later.  
 
In the next part, we’ll show you how you can go about generating more interests with two 
tools - Audience Insights and Facebook’s own suggestion tool.  

Using Audience Insights 
 
The truth is Audience Insights features haven’t been updated much since 2015, when it was 
first launched.  
 
However, it still serves as a powerful tool you can use for your interest and audience 
research.  
 
You can access it from your Ads Manager under “Plan”. 
 

 
 
Once inside, you can select “Everyone on Facebook”.  
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Enter your market’s demographic information and one of the interests you found earlier. If 
you ran a campaign before and there were interests that worked well, you can enter them 
here too.  
 
In this example, I entered a skincare brand called “SKII”. 
 

 
 
When I look under “Page Likes”, I can see categories and page that my audience might be 
interested in. The pages usually have audiences you can target with your ads.  
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You can scroll down and find even more interests.  
 
They are sorted by relevance (how similar) and affinity (how much overlap with your selected 
audiences).  
 
Write them down and take note of them for your interest targeting.  
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Using The Suggestions Tool 
 
The other powerful tool you must use is Facebook’s own suggestions tool.  
 
When you enter an interest in your targeting, you’ll see a list of suggestions of interests that 
are similar to the one you selected.  
 

 
You can use this tool to build up your list of interests you can target later when you start 
building your campaign. 
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Behaviours  

Pros & Cons Of Using Behaviours  
 
Behaviours was one of the most exciting features introduced to Facebook many years back.  
 
Instead of just targeting users based on what they say they like, we can target them based 
on what they actually do.  
 
However, behaviours work best in countries with large pools of active users on Facebook. In 
smaller countries, the audience size for behaviours tend to be extremely small. 
 
Due to different data protection and privacy laws in different parts of the world, there are 
limited numbers of behaviours for different countries.  
 
This is why we recommend users to start by testing interest categories rather than 
behaviours immediately.  

Useful Behaviours  
 
You can find “Behaviours” under the “Browse” option in the detailed targeting section.  

 
While there are many interesting options here, I’ll highlight some of the more useful 
behaviours you can use for your business. 
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Consumer Classification 
 
If you are going for high net-worth individuals, the consumer classification option is 
especially useful. You can target people who prefer high-value groups in some countries.  
 

 
 
Expats 
 
If you are going for expats from different countries in a specific market, you can look through 
the “Expats” option.  
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Digital Activities 
 
You can target potential buyers using the “Facebook Payment Users” option here.  
 
These are typically users who made purchases from website using Facebook Ads in the last 
30 or 90 days. This means they are comfortable with purchasing products online.  
 

 
 
There are many more options available but this should give you a quick overview of what’s 
possible with behaviours.  
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Your Audiences 

Introduction 
 
One of my favourite features on Facebook is the ability to use your own audiences for 
targeting.  
 
You can target your current subscribers or customers, visitors who visited your website and 
even users who engaged with your content online. 
 
In this section, I’ll share how you can set up specific audiences for targeting.  

Custom Audiences 
 
Do you have a list of customer’s emails and phone numbers? 
 
If you do, you are in luck. Facebook allows you to upload your customer’s contact details on 
Facebook to create a custom audience. 
 
This means you can show ads specifically to your current customers and encourage them to 
buy more from you. 
 
Here’s how you get started… 
 
Go to www.facebook.com/ads/manager, then click on the “Ads Manager” navigation menu 
on the top left of the screen. 
 
You can access your audiences by clicking on “Audiences” under your main navigation 
menu..  
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Once there, you can select “Create Audience” and select “Custom Audience”.  
 

 
 
To upload your customer details, you can select “customer file”.  
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Select “Add customers from your own file”.  
 

 
 
You’ll see a pop up like this: 
 

 
 
What you need to do next is to upload a .csv file or copy and paste a line of emails or phone 
numbers.  
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It should look something like this: 
 

 
 
Do note that if you are uploading mobile numbers, make sure you include the country code 
in front of the mobile number e.g. 65-9755-7567. 
 
Depending on what data you are uploading, select the right identifier. In this case, I’m 
uploading mobile numbers. Hence, I’ll use “phone number” as an identifer.  
 

 
 
The more information you choose to upload, the more accurate your custom audience will 
be. So it is recommended to upload as much data as possible.  
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After you’re done, click “Upload & Create” which is the blue button located at the bottom right 
 
It will take about 30 minutes to 1 hour for Facebook to build your custom audience. Once it’s 
ready, you can use it for your ads. 
 

Website Custom Audiences 
 
Website custom audiences is a very powerful way to target people who visited your website, 
especially if they visited a specific page on your product or service. 

This is especially useful for re-targeting – showing specific ads to people who have seen 
your product or service but haven’t taken action yet. 

From our own experience, using website custom audiences for our campaigns reduced our 
cost per conversion (both leads and sales) by as much as 79%. 

To setup your Website Custom Audience, you need to make sure you have your Facebook 
Pixel installed.  

If you don’t, you can check out our Facebook Pixel blueprint to find out how you can start 
installing and using your Facebook Pixel. Here’s how the Facebook Pixel look: 
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When you create a new custom audience, select “Website Traffic” instead of “Customer 
File”.  

 

Next, in the new pop-up, change the “website traffic” tab to “people who visit specific web 
pages” 
 
Fill in the details as shown below. Include the URL of a specific page that you want to target, 
name the audience and click create. 
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Engagement 
 
Another new feature that was introduced recently was the ability to target users who 
engaged with your content on Facebook or Instagram.  
 

 
You’ll see a list of options available. 
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I will not go into the full details of all the options that are available, but here are a few 
powerful options we have used: 
 
Video  
 
For audiences that are difficult to reach through targeting alone, we might create engaging 
video content to catch their attention.  
 
We’ll create a custom audience based on users who watched at least 50-75% of our videos. 
These are likely to be qualified and engaged audience who are most interested in our 
products and services.  
 

 
 
Lead Form 
 
If you’re running Lead Generation campaigns with a Lead Form, there will always be users 
who might click on your ad and open up the form but do not fill up the form.  
 
You can create a custom audience out of this group of users and re-target them with your 
ads. 
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Events 
 
For those who created Facebook Events, you can target those who responded going or 
expressed interest in your events.  
 
These are audiences who might be interested in your event but did not attend. You can use 
this audience to re-target them or get their interest for another event.  
 

 
 
There are many ways you can use custom audiences and what I shared here is really the tip 
of the iceberg of what’s possible. 
 
 

  

 
Copyright 2018 © GrowthTribe Pte. Ltd. 

36 



 
 

 

Lookalike Audiences  
 
Now, let’s talk about one of the most powerful ways you can use your current audiences - by 
turning them into Lookalike Audiences.  
 
When you are first launching off ads, one of the least risky ways to get results is to target 
audiences who are similar to your current customers and subscribers. 
 
You can do this by uploading your customers and subscribers as a custom audience (see 
above), get Facebook to reference this audience and create an expanded audience similar 
to this audience.  
 
Note: You’ll need at least 1,000 data points (or data from 1,000 purchase) for the lookalike 
audience to be accurate. If you have more data points, even better. 
 
Lookalike audience is also typically used for scaling into another country or market - when 
you found something that’s working in one place and you want to scale it up as quickly as 
possible in another country.  
 
You can get started by select “Lookalike Audience” under your “Audience” dashboard.  
 
 

 
 
You can create audiences from your current fans or custom audiences. These are your 
source audience.  
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Once you selected your source audience, you are basically going to pick the country. I’ll 
usually start off with 1% of the audience total population in the countries I choose that are 
most similar to my source audience.  
 

 
 
Once done, your Lookalike audience will be built in less than an hour and you can start using 
them for your ads. 
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How You Can Use These Audiences?  
 
You can select these Custom and Lookalike audiences from the list. You can also choose to 
exclude these audiences.  
 
I’ll always exclude the source audience from the Lookalike audience to avoid overlaps in the 
targeting.  
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Connections 
 
Last but not least, let’s talk about Connections - a feature that has been available for a long 
time.  
 
I usually use Connections when I want to communicate with my fans or their friends directly.  
 
There are some case where I have specific ads or offers for cold market and I’ll use this to 
exclude my fans from those messages.  
 

 
 
You can also create advanced combinations if you have multiple fan pages and events.  
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What’s Next?  
 
Now that you have completed this blueprint, you have more knowledge about Facebook 
targeting options than 95% of the advertisers.  
 
Use the different combinations and options to laser target on your audience but don’t obsess 
about it. 
 
Remember what I shared about the limitations of targeting. The offer and message are often 
more important than the targeting. 
 
If you want to learn more about creating the right message for the ads, you can check out 
our blueprint on “Creating FB Ads That Sell”. 
 
If you want to master the art and science of creating irresistible offers that convert well on 
Facebook, check out our blueprint on “How To Create Irresistible Offers”.  
 
All the best for your campaigns!  
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