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Hi, I’m Stephanie! Over the past 6 years I’ve been 

OBSESSED with making Facebook ads work for 

my businesses. When I finally “cracked the code” 

and understood how to make an amazing ad 

campaign, I was so excited! I had finally found an 

inexpensive way to promote and grow my 

business!

Now I help salons and spas with their marketing 

and their Facebook ad campaigns. This guide will 

show you start to finish how to set up your own 

amazing ad campaign. Enjoy!

- Stephanie Mitchell



Make it real, make it exciting, and make it special!

This is what a lot of salons don’t realize about Facebook ads: They 

think that posting a photo of their work, telling people to book an 

appointment, and waiting around for success... will lead to success. It 

doesn’t happen that way!

The best Facebook ad campaigns follow some simple rules. Here’s 

what you need to know before anything else:

1)Your advertisement needs to be friendly and personable

I know a lot of businesses make a Facebook ad with photos of their 

work and they say “right now we have a special on, click to book an 

appointment”.
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But the truth is that there are so many businesses advertising on 

Facebook, and the best way to stand out is to make yourself human 

and personable. Be sure to showcase yourself, your staff, introduce 

yourself and talk about what’s unique about your salon.

The more you share yourself in your ads, the more you’ll get the 

attention of people. After all, Facebook is a social network. What gets 

users to pay attention is seeing faces of people that look like a friendly 

business they they want to check out.

2) Video is best
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Same as posting organically on Facebook, the best Facebook ads 

campaigns have videos in them. You can even just grab an iPhone, get 

one of your staff members to film you and give a tour of your studio 

while introducing yourself and welcoming new clients in.

It’s okay to be camera shy! I used to be like that too, and I encourage 

my clients to jump over that camera shyness because having a video in 

your Facebook ad makes such a difference. People will pay attention! 

They’ll be more interested in what you’re advertising and they’re 

more likely to book in for an appointment, which is of course what you 

want.

3) Have a specific promotion in mind

What I mean by promotion is something that’s special, something 

that’s limited supply, or something that’s time-sensitive.

Say for example you’re a spray tanner and you set up a promo for the 

next week only where new clients get a gift card or they get a special 

discount. I know that a lot of salons are hesitant to discount their 

services and I understand that. What you can do instead is, bundle 

services together a package that’s only available for new clients or 

only available for a certain amount of time.

Essentially what you want to do is put together a promotion that’s so 

good that people cannot pass up. They say to themselves “Oh my 
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gosh, this is only available until tomorrow. So I have to click, I have to 

pay attention.”

4) Keep an eye on your metrics

Instead of boosting posts from your Facebook page, go into the ads 

manager, explore it a little bit and set up your ads through there. The 

Facebook ads manager gives you so many powerful metrics and tools 

that you can use to see the success of your ads. Knowing your 

numbers is so important!

Some of the numbers you want to keep in mind are “cost per result”. 

So if you’re trying to get people to click on your ad to go to your 

website, you want to see how much it costs per click. You also want to 

know how much it’s costing you in general for each new client. Say for 

example you’ve spent a hundred dollars this month and you got in 10 
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new clients. That means you spent $10 per new client. You have to 

figure out if it’s worth spending $10 to get a new client through your 

door.

Another metric that you should keep an eye on is your frequency. The 

ads manager actually shows you how often people are seeing your ad. 

So if you’ve targeted a group of 10,000 people in your city, you want 

to make sure that each of these people is not seeing your 

advertisement 10 times. You want to make sure your frequency stays 

below 3, because otherwise people get annoyed with your ad and 

your cost goes up. 

5) Make multiple versions of your ads

Don’t just make one version of your ad! When you have a promotion 

in mind for an ad campaign, you don’t know exactly what to put for 

the text, photo or video for the ad. You need to create multiple 

versions of your ad and test which one brings in more clients.

If you create different versions of it, Facebook will optimize your ad 

campaign and it will start showing the most popular ad to people, 

which is another great way of getting good results.

Getting excited about Facebook ads for your salon? Keep reading!
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There are entire books written about Facebook ads campaigns, but I 

know you want to know how to set up an awesome campaign FAST, 

right? 

Here are the steps you need to follow to create your first profitable 

Facebook ad. 

1)Set up the ads manager

Yes, that’s right. Boosting posts doesn’t provide you as many options 

as the ads manager, and it doesn’t give you a real idea of how 

successful your ads are. So, first step is to create an account in the 

Facebook ads manager at facebook.com/adsmanager. Put in your 

business info and your credit card info and you’re ready to go. 

2)Decide on what your campaign promotion will be 

The best ads are run for several weeks and they promote something 

with special pricing, a limited time offer, limited quantity, or just NEW. 

This means that you shouldn’t just “boost” random posts telling 

people to book an appointment. You need to put together an offer and 

be strategic about it. 

“Get our holiday facial offer for a 45 minute hydrating facial during 

the month of November. Regularly $80, for the special price of $75”. 

This is an example of a promotion for a specific offer. If you don’t feel 

comfortable giving a discount, try to bundle some services together in 
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a special-priced package, or throw in a gift, small product or extra 

service into the deal. 

3)Film a video and/or find great photos

As I wrote before, the best Facebook ads campaigns have videos in 

them. People love videos and they really do give you the perfect 

opportunity to show off your salon interior, yourself, and your staff. 

Film a quick 1 minute video on your phone - it doesn’t need to be 

perfect as long as the lighting and audio are good. Introduce yourself, 

talk about your salon and do a little tour. Show some of your services 

and welcome new clients in. 

It may feel weird doing a video like this, but trust me it will work so 

well! 

It’s also worth trying out a variation on your ad (we’ll talk about 

variations later) that includes photos. So collect some high quality 

photos of you, your salon, your staff, and your services/work. 

4)Write an engaging ad description/text

Although the video in your ad will hook people, the text is what will 

get them to actually book an appointment. Before you start setting up 

your ad campaign, open up a Word doc or write on a piece of paper. 

Your ad text should have 3 main parts:
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- Introduce yourself and your business

- Talk about your special offer and what’s included, plus the benefits

- Tell people how to claim the promotion and/or book an appointment. 

Don’t make the text of the ad too long and boring. Make it full of 

personality and write as if you were writing to a friend. Make it really 

personal and feel free to include emojis, too!
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5)Set up a Campaign in the Facebook ads manager

Before you start setting up your ads, you need to understand the 

difference between a CAMPAIGN, an AD SET, and an AD in the ads 

manager. I know it seems confusing, but it make SUCH a difference to 

keeping your ads organized. 

A CAMPAIGN is the overall promotion that you want to do. It is set up 

with a single objective such as “Get traffic to my website” or “Get 

people to watch my video”. 

A campaign contains ad sets, and ad sets contain ads - think of it like 

those Russian dolls that contain more dolls! A campaign is like the 

bucket that you put your ad sets into (I’ll explain after what an ad set 

is!)

In the ads manager, click the “Create” button to set up a new 

campaign. Give it a descriptive name (like Fall Facial Promo) and 

choose your objective. 
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If you want to get people to click on your ad to your website, choose 

“Traffic”. If you want people to watch your video, choose “Video 

views”. It’s important to choose the objective that matches what you 

want your audience to do when they encounter your ad!

6)Set up your first Ad Set 

Remember I told you that your campaign contains your ad sets? Your 

ad sets are the groups of people you want to target your ad to. You 

can have a single Ad Set or even multiple ad sets if you want to target 

different groups of people. 

Your ad set can be target to almost unlimited groups of people... so 

how do you choose? Here are my top suggestions for targeting your 

ad to the right people:

- Try creating an audience that is your target demographic for the 

service you’re promoting. For example, women aged 30 - 45 within 

10 miles of your salon

11

The Guide to Facebook Ads for Salons
Stephanie Mitchell 

Sunnystorm Marketing



- Target your website visitors! You can install the Facebook pixel on 

your website and retarget your website visitors who already know 

about your business but haven’t booked an appointment yet. 

- You can create a custom audience of people who have already 

watched your videos in the past. These are the people who are 

probably most interested in your services.

- You can also create an ad set of people who are friends of your fans 

(and are also in your target market). Facebook will show these 

people which of their friends likes your page, and it creates social 

proof which captures more attention.

Like I said, you can create multiple ad sets (or groups of people) for 

your campaign. But if you’re just starting out, I recommend keeping it 

simple and starting with one - preferably your target demographic. 

7)Select your placements and budget

For each ad set, you control WHERE your ads are shown and how 

much money you spend each day. 

For placements, I recommend that you edit them and deselect 

everything except for “Facebook Feeds”. The feed is the home page of 

Facebook, and ads here tend to perform the best in my experience. 

Instagram is an option, but again I’ve seen that Instagram ads don’t 

get amazing results. 
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Under placements, choose your budget for the ad set. I recommend 

starting with $5 a day per ad set, and adjusting accordingly. If you set 

up multiple ad sets and you see that one is performing better than the 

others, you can put more money into the successful ad set. 

If you have multiple advertisements within one ad set (we’ll get to 

that next!), Facebook will divide your budget between the ads. Then, 

as Facebook sees that one ad is performing better than the others (it 

always happens), it will automatically put more money into that 

specific ad. Pretty cool!

7)Create your first Advertisement!

This is exciting! Once you’ve set up your ad set, you can create 

multiple ads WITHIN that ad set. Does that make sense? At the top 

you have your Campaign. Within that are different Ad Sets (groups of 

people). And then within those ad sets are different Ads. I recommend 
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testing out multiple versions of your ad to see which ones performs 

better (Facebook makes it easy to understand which ad was most 

successful). You never know which ad will do best until you try out 

different versions of them!

Here is where you can insert the text, headline, video/photos and call 

to action (button, links etc):

Once you’re done inserting all your information, select “Confirm” at 

the bottom and your ad will be submitted! You’ll receive a notification 

when it’s approved. 
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8)Keep track of your results  

With my Facebook ad coaching clients, we usually run the first ad or 

ads for 1 week, then check in to see how they’re doing after that. You 

want to keep track of how many clicks, comments, messages, and 

bookings you’ve received from your ad, and also see how much you’ve 

spent. 

Calculate how much you’re spending per new appointment or per 

new client, and measure that against the cost of advertising and how 

much revenue you’ll get per new client. 

If you’re happy with your return on investment, maybe you want to 

put more money into your ad campaign. If you’re not happy with it, or 

just want to try something new, I recommend setting up new ad sets 

with different audiences, or try out different versions of your ad with 

different text, different photos/videos etc. 

Just be careful about AD EXHAUSTION. No matter how great your ad 

is, if you keep it the same people will get tired of it after a certain 

amount of time. Imagine seeing the same ad 4, 5, 6, 10, 20 times on 

Facebook. If you didn’t click the 3rd time, you’re probably sick of it 

after the 10th time! 

Keep an eye on your “frequency” in the ads manager. Frequency is 

how many times the average person in your target audience is seeing 
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your ad. Keep it below 3 - if it goes above 3 test out a new ad set or 

new ad!

10)Try, test, and retry!

There is no “perfect” when it comes to advertising. The top businesses 

in the world try out hundreds of ads on Facebook before they find the 

“winner”. So don’t feel bad if you don’t get an amazing result right 

away. Test out different audiences, ad text, videos, photos, and 

formats until you find what works.

Advertising is a great experiment! Just remember to be friendly, 

human and personalble in the ad text and video. People want to see 

you! You also need to be really clear in the text of your ad EXACTLY 

how to claim your offer. Finally, make sure that your target audience 

not too narrow - try to target at least 50,000 people.
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Good luck! 

And don’t forget, Facebook ads are something that anyone can learn. 

If you follow along with these steps and keep an attitude of learning 

and experimenting, you’ll be bringing in more clients and bookings in 

no time!

- Stephanie
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