
Online Ads 101
10 things we wish we knew when we started
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When we first started out as an ad agency, we deleted a lot of money in ads. Online ads were like a 

black box, and admittedly, we made mistakes. But we slowly figured things out by 

•  Learning the fundamentals.

•  Matching the art with the science (a.k.a. data).

•  Following a few best practices, all of which are outlined in this eBook. 

Doing online advertising can be a daunting task. You’ll find all kinds of articles online that tell you 

what to do, but we like to keep things simple: we follow the numbers. We made Aphrodite, our 

revenue analytics software, to condense our customers’ ad data into actionable insights, from 

daily Return on Investment (ROI) to a breakdown of revenue sources. We also learned a lot in our 

journey of developing Aphrodite. 

Read on for our ten top tips on how to run effective online ads.
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#1
Know the fundamentals
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You’re not the only sheriff in town. Behind the scenes of every Facebook feed 

are thousands of advertisers “bidding” to get in front of the same person. 

That means depending on the time, location, and settings you may pay a 

lot to show your ads - or if they’re cost capped they won’t show at all. This 

is why costs explode in Q4: everyone and their mom is trying to sell holiday 

stuff to a set number of people.

The good news is: You only have to learn this once, every ad platform uses 

the “auction mechanism”.

Do: Keep an eye on the “CPM” which is a universal metric (Cost Per M which 

is roman numeral for 1000. Some nerd probably thought of that.)

Don’t: Think that lower CPM means cheaper purchases. It might cost less to 

advertise in certain areas, but they could be less qualified to buy.

Nike

selling

shoes

Masterclass
selling 
classes

You selling 
your product

Your target’s
facebook feed
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#2
Make ads you would want to see

Most people on platforms have an automatic “ad” detector and just skip it 

without even looking. Think about you scrolling through your newsfeed or 

Instagram stories and how quickly you instinctively scroll or “X” as soon as 

your brain realizes it’s an ad.

You didn’t even take the time to read it, you just knew it was an ad and 

clicked away. That’s what you have to work against: out of 100 people who 

encounter your ad (impressions) make sure at least 1 person clicks. This is 

called the CTR (Click Through Rate) and is a first sign of a good or bad ad.

A great ad stops your audience in their tracks.

Do: Get your CTR above 1%, otherwise the rest of the math falls apart

Don’t: Think a high CTR will solve everything
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#3
Be congruent in your style

So you’ve made a highly engaging ad - people are liking, sharing, and more 

than 1% is clicking. 

But no purchases? The first reason is incongruency - the front door and the 

inside don’t match. People instinctively become suspicious and don’t trust 

what you’re selling, even if it’s the exact same product in the ad and page.

Do: Use similar color, copy, and repeat the offering and tagline in the ad 

and target page.

Don’t: Mix and match styles, like having an ad that’s an illustration and a 

landing page that’s photography.
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#4
Be congruent in your offering

Imagine an ad where someone is on a plane but it’s not sure what you’re 

selling. Is it the outfit, the plane, the hotel they’re going to?

If your click through rate is great (2%) but your ad could be for 5 different 

things, probably 1 in 5 people clicking on it want what you’re offering.

Even if the click through rate is lower, make it very obvious what the person 

is clicking on and where it’s taking them, it will increase the conversion rate 

(out of 100 visitors, how many buy) more than it may reduce the click through 

rate.

Do: Show the product, preferably including its benefits

Don’t: be overly artistic or vague
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#5
Break the 4th wall

After you’ve made sure you know your audience, speak directly to them - 

words like “you”, “your”, or “you’re”. It can feel super weird at first but it 

communicates a few things:

•  You’ve thought about them

•  You care about them

•  You have something for them to improve their lives

Do: Show the audience you see the best version of themselves

Don’t: Talk about yourself - nobody cares
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#6
Engage with the audience

The comments section can be brutal, but it doesn’t have to be. Hide 

comments that roast you, answer questions customers might have (even 

if they could find them out by clicking), and heart comments that say nice 

things.

You’d be surprised how many sales come from an active author - people like 

being listened to and feeling engaged with. A funny intern in the comments 

section can work wonders, especially if their GIF game is strong.

Do: Answer questions, have fun, suggest solutions

Don’t: Come off as stuffy or robotic, you will get roasted

Online ads 101Ebook



PAGE 09Website_ aphrodite.io  App_ app.aphrodite.io

#7
Branch out beyond the big 3

Facebook, Amazon, and Google are the big kahunas in town, but they’re not 

the only place to be. Almost every platform now has a self service feature.

In addition to Facebook and Google, you can try Youtube, Reddit, Pinterest, 

Outbrain, and even no name platforms with barely any support - but the ads 

were cheap.

If you’re selling gamer chairs, try reddit. Selling yoga mats, try Pinterest. Your 

customers don’t just use Facebook, they’re all over the internet.

Do: Use Aphrodite to track the revenue source and use platform specific 

promo codes like PINTEREST20 or REDDIT20

Don’t: Add 20 different pixels, your website will grind to a halt
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#8
Refresh once a week

If you keep an eye on your ROI you’ll probably notice costs eventually go up 

even though early results are great. This happens most often on Facebook, 

though other platforms will see the same thing.

There are 2 reasons for this:

•  People have seen the ad often, and the people who were going to buy 

already bought - the rest are just seeing it over and over.

•  The ebay auction already found all the cheap targets, and are now getting 

into more expensive auctions if you let them run wild

Do: Have slightly varied ads that highlight different uses week by week.

Don’t: Drastically switch the style or messaging of the ads. “I’m Lovin it’” is 

always “I’m lovin it”.
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#9
Think like a scientist

Online ads are somewhere between an art and a science. The art is how 

creative you can get in reaching your audience, and what drives them to 

purchase. The science is taking all your ideas and measuring them against 

each other. 

Some things you love may not work at all, some things that were just a 

random idea might work best. You’ll develop an instinct pretty quickly for 

your audience.

This is also a good place to experiment with the last important number: the 

Average Order Value (AOV) - finding the priciest stuff that sells well.

Do: A/B test, do some math, and be methodical.

Don’t: Confuse your audience by being all over the place, or constantly 

changing prices and copy.
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#10
It’s math - but it’s easy

So here’s the formula in english:

How much it costs to get your user there, their likeliness to buy, and what 

they buy will determine how much money you make.

Example: If it takes you $100 to sell a $5 lollipop, you’re gonna have a bad 

time. If it takes you $50 to sell a $800 surfboard, you’re gonna have a good 

time.

Here’s the math, with numbers you now know:

CPM * CTR * Conversion Rate : AOV = Return on Ad Spend

And as a little graphic --->
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