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LEAD ADS 

A GREAT OPTION FOR ALL BUSINESS

Users tend to spend lots of time on various digital platforms 
and many don’t wish to be directed to external sites since 
they came to a specifik platform for a reason. The challenge 
is that brands and businesses want to interact with potential 
consumers, but the consumers don’t want to be interrupted. 
One great solution to caters for the needs of both parties are 
Lead Ads. This function allows the advertiser to get contact 
details from potential clients based on the users interactions 
with the ad from the brand. 

As we see user behaviour and preferences shift it is more 
important than ever to have an understanding of the user and 
how to adapt your marketing to an updated customer jour-
ney. At Ingager we believe in sharing knowledge and experi-
ence with others with the ambition to build a stronger under-
standing for how business can use the Facebook platform to 
drive results over the years most exciting commercial period. 

We hope that you’ll find new insights and inspiration. 

BEST
SIMON BEYER 

CHIEF STRATEGY OFFICER 



LEAD ADS 

We all spend a lot of time on our 
smart phones doing all kinds of 
things. One of the most popular 
activities is to hang out on various 
social media platforms. Research 
showed that most users don’t want 
to leave the platform they are on, 
i.e. they don’t want to be directed 
to some other site or app. Facebook 
Lead Ads is a result of the amount of 
time the average person spends on 
his or her mobile device and the fact 
that users don’t want to visit your 
website while scrooling Instagram or 
Facebook. 

The solution to these barriers is an 
ad format that allows the advertiser 
chose targeting options, create a lead 
and the aquire all sorts of information 
from potential cunsumers or users 
anwhere in the funnel.

The information collected through 
lead ads can be used to create new 
audiences – both custom and looka-

like – allowing you to adjust your paid 
efforts based on where a prospect 
falls in your funnel or find new, similar 
prospects.

Businesses of all sizes and varying 
industries use lead ads to find new 
customers who are likely to be inter-
ested in their products or services. 
Lead ads allow you to collect infor-
mation from potential customers. The 
information you can collect includes, 
but isn’t limited to, names, email ad-
dresses, phone numbers and more. In 
addition, you can ask people custom 
questions that you care about.

Lead ads can be used to collect sign-
ups for newsletters, price estimates 
and business information, making 
them a great way to identify potential 
customers and share relevant infor-
mation with them in the future.



BUSINESS GOALS

Like other ads on Facebook 
and Instagram, you can create 
lead ads using ad creation. 
With Facebook’s lead ads, 
the contact form – or ”Instant 
Form” – that you ask people 
to fill in, will appear natively 
on Facebook and Instagram.

Lead Ads are a great way to 
encourage people to contact 
your business and to request 

FACEBOOK’S LEAD ADS CAN HELP YOU MEET 
YOUR BUSINESS GOALS IF YOU WANT TO:

information or services 
from you with minimal 
effort. Bottom line, they are 
the best ad unit for Face-
book lead capture. This us-
er-friendly, mobile-friendly 
ad format enables potential 
customers to provide you 
with their contact details 
and further information 
about the products or ser-
vices they are interested in.

Find new customers 
for your business

Find out more about 
people’s interests

Get people to sign 
up or register for 

your service

Get people to 
download a bro-
chure or manual

Get people to enrol in 
your programme



BENEFITS USING 
FACEBOOK LEAD ADS

Facebook Lead Ads are mobile-friendly, budget-friendly 
ads that can help you reach your audience and acquire 
more leads – even when they’re on their phones. There 
are plenty of benefits using Lead Ads, below can you find 
a few of these benefits:

When a person clicks on your lead ad from Facebook, 
they are taken to an on-Facebook Instant Form. Likewise, 
when they click on your lead ad from Instagram, they are 
taken to an on-Instagram Instant Form. In this form, they 
can edit and confirm their pre-populated information be-
fore clicking the “submit” button.

CONTACT FORMS – or “Instant 
Forms” – are included  in your ad: 
When people click on your lead 

ad, they’ll be prompted to fill in a 
short Instant Form to send you their 

contact info.

?
CHOOSE WHICH QUESTIONS TO 

ASK IN YOUR  INSTANT FORM:  
You can customise the questions in 
your lead ad Instant Form so that 

it’s tailored to your   business.

EASILY DOWNLOAD YOUR 
LEADS: You can download your 

leads directly from Facebook, or you 
can connect your leads to a CRM 
such as MailChimp or Saleforce.

MANY CRM INTEGRATIONS: 
Connecting to a CRM can help you 

download your leads faster and 
take real-time action on new leads. 
Learn more about the benefits of 

using a CRM.



MAKE YOUR LEAD 
AD MATTER

To get value from your Lead Ads is it cruical that people fill 
out the lead form you set up. Here’s a few suggestions on 
how to produce lead ads that matter to people.

CREATE A REASON FOR PEOPLE TO 
FILL OUT YOUR LEAD AD

To get someone to give you 
their personal information, 
you need to be offering 
them something they want 
– it’s important to consider 
this before creating your ad. 
Think of something specif-
ic to your business that’s 
an achievable giveaway at 
little cost and gets you the 
information you want from 
a relevant target audience, 
enabling you to achieve 
your objective.

For example, a lot of lead 
ads offer free content. This 
is great for people trying 
to increase their reach and 
expand their mailing list. 
However, if you’re a busi-
ness offering a bespoke 
service, you may want a 
lead form ad that offers a 
free consultation or quote. 
Other things you could offer 
to people in return for form 
submission include:

Competition 
entry

Event 
registration

Test drivesNewsletters

Early access to 
new products
 or services



REQUIRE INFORMATION 
THAT MATTERS

Lead ads are a useful way 
to gather information from 
your target audience, but 
it’s important not to request 
too much information. This 
can be time consuming and 
deter potential leads. And, 
after all, this would con-
tradict the very appeal of 
an easy, user-friendly lead 

form ad. For this reason, it is 
important that you focus on 
the information you require 
to meet your objective and 
nothing else. Facebook 
offers a lot of fields to re-
quest for data, but don’t be 
tempted to ask for more 
than you need.

ASK QUESTIONS THAT 
CREATES VALUE

While Facebook provides a large selection of default ques-
tions that can be included in your form, make sure you 
get the information you really want by asking customized 
questions. The questions you want to ask will depend on 
your business goals and what your lead ad is offering.



MAKE SURE YOU TARGET 
THE RIGHT PEOPLE

As with all ad formats, it’s 
important that you target 
the right people. To gain 
conversions, your easiest 
audience to start with is a 
lookalike of lead audience. 
To target this custom au-
dience, upload a customer 
database of your leads and 
then create a 1-2% looka-
like of this database. If you 
don’t want to target all of 
your leads you can target a 
lookalike of purchasers only. 
You can also target people 
who have engaged with 

your business, and you can 
use Facebook’s engagement 
targeting options to reach 
these people.

GET THE RIGHT DETAILS

In order to ensure that the 
information you collect is 
accurate and prevent the 
likelihood of typos, add a 
page that allows people to 
check their details. This is 
also useful in case some-

one’s contact details have 
changed since they last filled 
them out on Facebook. To 
add this option to your form, 
select “Higher intent” when 
choosing your form type.



LEAD ADS HOW TO SET UP 
FROM ADS MANAGER

Lead ads are a type of ad that allows you to run lead gen-
eration campaigns on Facebook and Instagram. You can 
create leads ads from your Facebook Page or from Ads 
Manager. This guide will cover the steps to set up lead ads 
from Ads Manager.

BEFORE YOU BEGIN

Before you begin creating your lead ads campaign, we 
advise having someone from your legal team review the 
questions you plan to ask on your form, as well as go over 
the lead ads policies and terms of service. Once you’re 
ready, make sure you also have:

Access to your business’s 
Facebook Page.

The URL to your business’s 
privacy policy.

An image for your ad.



How to set up
1

2

3

• Go to your Ads Manager.
• Click + Create the top left.
• Choose whether you want to set up with Quick Cre-

ation  or Guided Creation (the following steps will show 
you how to set up in Guided Creation).

• Select the Lead Generation objective.

• Select the Lead Generation objective.
• In the Page section, choose the Page you’d  

like to use to create lead ads. Click View 
Terms.Review the Lead Ad Terms of Service 
and select I Agree to Terms and Conditions.

• Set your Audience, Placements & Budget, 
and Schedule. Unlike other campaign types, 
you cannot target lead ads to people under 
the age of 18. Click Continue.

• Choose an Ad Name. Under Identity, select
• your Page and attach your Instagram account,  

 if applicable.

• Select an Ad Format, then add images or a video to 
your ad. Fill in your ad’s Headline, Text and add a Call To 
Action button.

• In the Instant Form section, you have several options 
for creating a form:

 • Click + New Form to create a new instant form.
 • Click Duplicate to choose a form you’ve already  
    created.
 • Select a draft of a instant form you’ve previously  
    saved and click Edit to modify the form.
• If you clicked + New Form, the Create Form window 

will open. Click Untitled form at the top to name your 
instant form.

• Under the Content tab, choose your preferred Form 
Type. Higher Intent will add a Review Screen section to 
your form where people can confirm their info.



4

5

• (Optional) Click the toggle next to Intro (Optional) to 
add an introduction screen to your instant form.

• Click Questions, then add a custom Headline (optional).
• Under What information would you like to ask for?, 

you’ll see Email and Full name are already added. Click 
+ Add New Question to select Prefill Questions or Cus-
tom Questions from the dropdown menu.

 • If you choose a Prefill Question, any of   
            the user information fields can be pre-   
            filled if a person has included this as part   
    of their Facebook profile.
 • You can add up to 15 Custom Questions   
        to your instant form. Learn more about          
    adding custom questions.

• Under Privacy Policy, add link text and a URL to your priva-
cy policy. You can also check the box next to Add custom 
disclaimer if you want to add additional disclaimers to your 
instant form. Custom disclaimers have no character limit.

• Under Thank You Screen, add a confirmation message and 
link to help keep your leads engaged after they submit their 
form. Note: The Headline and Button Text fields can be up 
to 60 characters long.

• Click the arrows at the bottom of your Form Preview and 
make sure your complete form looks the way you want it to.

• Click Finish to complete your form. Click Save if you think 
you’ll want to make changes later.

Once your campaign is live, when a person 
clicks on your lead ad from Facebook, they 
are taken to an on-Facebook instant form. 
Likewise, when they click on your lead ad 
from Instagram, they are taken to an on-In-
stagram instant form. On this form, they 
can edit and confirm their pre-populated 
information before clicking the “submit” 

If you ever experience challenges when setting up Lead Ads on the 
Facebook platform please give us a call – we are here to help.

STOCKHOLM OFFICE: +46 (0) 8 410 726 00
BERLIN OFFICE: +49 (0) 30 65 2122 848

button and add additonal information 
based on what questions you’ve asked 
on your form.

After a person submits their information 
you can collect the leads on Facebook or 
manage your leads by using a CRM.



SUMMARY – NEXT STEP

Most users consume media and information via micro 
moments, brief digital interactions throughout the day. 
To this can we add the fact that most users only spend 
time in a few digital channels, we are creatures of habit. 
In order to have a chance at getting contact with users 
is it important to use the most popular channels and the 
functions within those channels. Lead ads is a great way 
to capture the attention of users and capitalize on the 
information that is already present on the platforms. 

The pace of development and new opportunities present-
ed to us will only increase from here on. This is why it is 
crucial for all of us to start preparing and adjusting now 
– and not later. Ad spending on social media is predicted 
to increase with 20 percent globally during 2020, hence 
competition will increase. 

Understand the expectations and needs that your cus-
tomers experience, meet their expectations and you will 
be more likely to succeed. 
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