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FCE RECIPE 

How to Scale Your Paid Ads and Get 10x More Qualified Leads in Just 90 Days — Without Burning 

Money or Guessing What Works 

 

Author: Kazim Raza Meer (CEO & FOUNDER OF FCE:  Funnel Conversion Experts): 

  

 
 

 

Back in 2015 I launched my own cybersecurity firm… only to hear crickets when I opened my inbox. 

Here I was, delivering rock-solid protection, yet my phone never rang zero leads, zero sales. It felt like my 

business was crawling through molasses. 

That’s when I discovered the brutal truth: without razor-sharp copywriting and bulletproof marketing, 

even the best offer falls flat. 

I tore through every Gary Halbert letters, Dan Kenndy, Claude Hopkins  books and courses for 18 months, 

then ran my first campaigns on my own company. 

By 2018 my funnel went from trickle to tsunami. I was booked solid, revenue soared, and I knew I’d 

unlocked something deadly effective. 

So thats when I built FCE: a zero-BS, battle-tested system to help businesses crush their growth targets 

without the guesswork 

 

Every day I see rock-solid businesses with world-changing products crash and burn simply because their 

sales and marketing sucked. 

It’s a crime. Companies that could cure diseases, solve crises, and uplift communities end up invisible. 

That’s why FCE exists: to rescue 100,000 of the greatest businesses on Earth, blast their message into the 

stratosphere, and ignite unstoppable growth. 
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When you help heroes help others, you create a ripple that changes lives and that’s the only KPI we care 

about. 

“If your product truly changes lives, you have a moral duty to unleash it on the world with ruthless 

precision.” 

 

 

Hey       we’re the kinda team that binges late-night infomercials… just to steal the best hacks for our 

clients. 

• 450+ Funnels Built to Scale Brands 

• 100+ Niches Mastered 

• 1 Proven FCE Funnel System 

 

Want us to Implement the system for you and run your ads for you? 

Here’s What You’ll Discover Inside the FCE Marketing System Blueprint… 

The Scalable Lead Machine 

How we engineer a reliable, built-to-last client acquisition system that pulls in high-quality, ready-to-buy 

leads in less than 28 days (without “branding” nonsense or gambling on hope). 

The 90-Day Growth Sprint 

Compress four years of business growth into just 12 months with our proven sprint model complete with 

the exact planning templates we use for private clients. 

How to Multiply One Winning Ad into Five Top Performers 

We call it the Creative Iteration Protocol — and it’s how we squeeze every cent of ROI out of a single 

good ad (instead of starting from scratch every time like amateurs). 

The “Unstoppable Economic Advantage” Strategy 

Discover the leverage play that lets our clients outspend competitors profitably — and dominate the 

market without slashing prices. 

The Scroll-Stopping Ad Method 

You’ve got less than 1.6 seconds to get their attention. We show you exactly how we stop thumbs mid-

scroll and break through the noise of 10,000+ marketing messages a day. 

The $325,000 Fix 

How a tiny 2.5% bump in conversion rate turned into $375K in additional revenue with no extra traffic, 

ad spend, or funnel changes  

How We Found $240,000 Hidden in Plain Sight 

Most businesses are bleeding cash and don’t know it. We’ll show you how to reclaim that budget and 

reinvest it in scalable, predictable growth 
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The “Big Swing” Ad Testing Protocol 

This is how we consistently unearth million-dollar ads. Full breakdown on page 47, including how we 

compress years of testing into a single 90-day cycle. 

Case Study: $1 to $32 

One FCE campaign took $1 and turned it into $32 and we’ve got the receipts. You’ll see the full funnel, 

traffic source, targeting logic, and conversion path. 

The Ugly Ad That Converts Cold Traffic at 25% 

It’s not pretty. It breaks the rules. But it books calls like crazy. We’ll show you the ad, the offer, and the 

results  exactly as they happened. 

Our “BANT Framework” for Instant Lead Qualification 

This wipes out tire-kickers, time-wasters, and broke browsers — leaving you only with real prospects 

ready to talk business. 

The Digital Appointment Setter™ 

No more chasing leads. This pre-sells your prospects before they talk to your sales team  even in tough, 

“hard-to-close” industries. 

50+ High-Converting Ad Examples 

Get instant access to over 50 real-world ad examples that consistently convert cold traffic between 7% 

and a staggering 32% without relying on gimmicks or discounts. 

The “Psychology + Economics × Technology” Formula 

This is how our 7- and 8-figure clients legally rob attention, dominate their market, and lower their 

acquisition cost while everyone else is bleeding money trying to keep up. 

The Advanced “Multi-Touch Qualification System” 

Tired of no-shows, tire-kickers, and ghosted calls? This system filters, pre-sells, and hands you high-

intent, ready-to-act prospects who actually want what you offer. 

 

Here are kind of results we creat : 
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Our Badges  

 

 

 

Part 1: Why You're Bleeding Money on Ads in 2025 (And Don’t Even Know It Yet) 

Let’s cut the crap and talk about what’s actually happening right now in digital marketing: 

• Meta ad costs jumped 61% year over year. 

That means you're now paying double just to get the same eyeballs that ignored you last year. 

• The average person is bombarded with over 10,000 marketing messages a day. 

That’s not a typo. You're not competing with your competitors you're fighting cat videos, 

memes, and half-naked influencers. 

• Human attention span in 2025.. A pathetic 8.25 seconds. 

That’s less than a goldfish and no, they’re not coming back if your headline sucks. 

• Digital ad costs are up another 30–40% across Google, Meta, YouTube, and TikTok. 

Which means: one wrong ad, one bad offer, and you might as well flush your budget down the 

toilet. 

• 89% of marketers say the competition in their industry is now brutal. 

Everyone's louder. Everyone's spending more. Everyone wants your customer. 
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Here’s What This Really Means for Your Business in 2025 

The “set it and forget it” ad strategy? 

Dead. Buried. Gone. 

Running the same tired, recycled campaigns in 2025 is like bringing a butterknife to a machine gun fight  

and wondering why you're getting shredded. 

Right now, you’re in the middle of a global war for attention the most valuable currency in business 

today. 

But you're not just battling your competitors… 

You're fighting against every other business that wants your customer’s money… 

…and the endless flood of reels, memes, Netflix, and dopamine hits that fight harder for their brain. 

     The bad news? 

Most businesses will lose. 

      The good news? 

The ones who know how to grab attention, keep it, and turn it into action will dominate their market 

and eat everyone else's lunch. 

 

 

 

The TL;DR: 

What used to work Doesn’t. 
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Boring marketing isn’t  

just costing you money it’s digging your grave. 

Ticking a box and “showing up” is no longer enough. 

Not in 2025. Not with the way the game’s changed. 

This isn’t a drill. 

This is war. 

And if you want to win You need to play to WIN. 

 

Need Proof? Here’s Why This Should Scare You: 

• 73% of marketers are stuck in the execution trap. 

They know what to do, but they can’t move fast enough to actually take market share. (Gartner 

CMO Survey, 2024) 

• Your competitors are launching 1000+ ad variations monthly. 

And yet, 82% of businesses are still clinging to their one “safe” campaign while slowly bleeding 

market share. (LinkedIn Market Report, 2024) 

• Even successful businesses are stuck. 

65% of service-based brands can’t break past 7-figures  not because of sales… but because their 

entire marketing economics are broken. (McKinsey Digital Growth Report, 2024) 

 

The Ugly Truth Is  

The market evolved. 

But 9 out of 10 businesses are still running marketing like it’s 2016. 

They’re playing the old game…in a new world. 

You can either adapt and dominate or get swallowed alive by the ones who already have. 

So ask yourself… 

Which side are you on? 

If it’s the side that wants to win (and scoop up all the money while others stall)... 

     Keep reading. 

What comes next might piss you off  or make you rich. 

 

7 Warning Signs Every Marketer & Business Builder Must Know 

The war for attention is no longer coming. 

It’s here. 
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And in this new digital battlefield, here’s what you’re up against: 

    It’s harder to get attention 

    It’s harder to convert that attention 

    And it’s damn near impossible to hold it 

And guess what 

That’s exactly why your campaigns are underperforming, your leads are ghosting, and your ad 

budget’s evaporating. 

 

 

The Cold, Hard Truth About Your Market in 2025 

1. Your Prospects Are Drowning in Noise 

People are hit with 6,000 to 10,000 ads a day. 

And here’s the kicker  less than 1% of those actually get noticed. 

So what makes you think your “meh” offer, stock photo, and generic headline will cut it? 

            Their brain is on fire. 

They scroll, swipe, delete, and bounce in 3 seconds or less. 

If your message doesn’t slap them in the face with relevance, you’re invisible. 

 

2. Trust Is at an All-Time Low 

Public trust is toast  and not just in politics. 

Your buyers don’t believe marketers, ads, funnels, or promises anymore. 

They’ve been burned. 

They’ve been scammed. 

They’re jaded. 

So if you're still using hype without proof  you’re just another noise-making fraud in their eyes. 
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3. 98% of Buyers Rely on Reviews 

You can say you're the best. 

But if nobody else is saying it for you — nobody cares. 

      98% of people check reviews before buying. 

That means if your landing page isn’t dripping with social proof, you’re leaking leads like a cracked 

bucket. 

      Stack your pages with screenshots, photos, videos, and testimonial or watch your conversions 

flatline. 

 

4. 71% of Prospects Don’t Want to Talk to Sales 

You know what they do want? 

Answers. 

Clarity. 

And proof on their own terms. 

     71% of buyers now research everything before they talk to a rep. 

So if you're hiding behind a “Book A Demo” wall without giving them value upfront, you’re done. 

They want to binge your content, see the receipts, and decide for themselves. 

Give them the ammo or they’ll bounce to someone who does. 

 

More Brutal Truths About Why You're Not Closing More Sales 
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5. 89% of Buyers Say This One Thing Matters Most… 

They’re not looking for charm. 

Or clever headlines. 

Or a 47-slide pitch deck. 

They want to feel understood. 

      That’s it. If your messaging doesn't scream “We get you. We know exactly what you’re struggling 

with.” you're toast. 

This isn’t “marketing.” 

This is psychology. 

And 89% of buyers are tuned in to the brands that speak their language. 

 

6. 48% of Sales Teams Never Even Follow Up Once 

Let that sink in. 

Almost half the market is ghosting leads after just one interaction. 

That’s not a strategy. 

That’s leaving money on the floor and praying someone else picks it up. 

No follow-up = no deal. 

No relationship = no sale. 

 

7. Most Sales Take at Least 5 Follow-Ups 

80% of sales don’t close on call #1. 

Not even #2. 

It usually takes 5 or more consistent touchpoints to earn the sale. 

So if you're giving up after the first call or email… 

…just know your competitor is hunting down that same lead with a sniper’s mindset while you're 

walking away empty-handed. 

This isn’t about spamming people. 

It’s about building trust, familiarity, and staying power. 

And if your system isn’t built to follow up automatically and intelligently… 

You’re out of the game before it even starts. 

 

TL;DR Buying Behavior Changed. So Should Your Marketing. 

You either adapt, or you get smoked by the ones who already have. 
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If you want more high-quality leads  leads that convert… 

You need a new machine. 

One that understands how people actually buy in 2025. 

And that’s exactly what we break down in the doc below. 

     Keep going if you're serious about winning. 

Because this isn’t theory. It’s the new reality. And it’s eating slow marketers alive. 

 

 

Part 2: The Ugly Truth About Scaling in 2025 

Let’s kill the fantasy first… 

You don’t scale a 7 or 8-figure business with a glorified media buyer and a few Canva templates. 

You scale with a high-performance team — one that runs like a war machine and is built around a real 

formula: 

 

(Psychology + Economics) × Technology = Profitable Scale 

That’s it. 

This is the real game. 

And if even one of those breaks? 

You stall. You bleed. You fall behind. 

Let me break it down like this: 

1. Psychology: 

If you don’t know what makes your market buy, you’re guessing. 

(And guesswork is expensive.) 

2. Economics: 

If you don’t have a strategic advantage  better pricing, better margins, better ROI  you’ll get outspent 

and crushed by someone who does. 

3. Technology: 

If your tech stack is broken or duct-taped together, you’re scaling a Ferrari with bicycle gears. 

 

Now here’s where most people screw up: 

You’ve got great tech and killer unit economics? 

Who cares. 

If your message doesn’t pierce your audience’s brain like a guided missile, you lose. 
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You’ve nailed your buyer psychology and pricing model? 

Still doesn’t matter. 

If you don’t have the tech to execute  track, retarget, optimize  you’re building sandcastles in high tide. 

 

You need all three. Working together. Firing in sync. 

That’s how you go from random revenue months… 

To scalable, predictable client acquisition that prints money like a machine. 

Step 1: Build a Team That Knows How to Scale 

Let’s get something straight: 

    One overworked marketing manager is NOT a growth strategy. 

    A media agency with no clue about buyer psychology is NOT a growth strategy. 

    Running a few Facebook ads and hoping for a spike That’s not growth. That’s gambling. 

     You need a team that understands your market, 

     has the economics to win, 

     and the tech to dominate. 

 

Here is Our team structure for growing and scaling 

 

 

 

 

 

THE FCE STRIKE TEAM™ 
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Because this isn’t some bloated agency bureaucracy. 

This is a precision-built performance unit  custom-engineered to dominate ad platforms, extract leads, 

and scale revenue like a machine. 

Here’s who’s inside the Strike Team™ (and why they matter more than 90% of the freelancers clogging 

your inbox): 

 

       The Lead Strategist (a.k.a. The Commander) 

The war general. This person owns the battlefield. 

They understand every moving part psychology, funnels, numbers, offers, traffic  and make the right 

decisions fast. 

They’re responsible for performance. Period. 

 

      The Media Buyer (The Trigger Puller) 

They know which ads to kill, which to scale, and when to double down. 

They clip losers ruthlessly. Launch winners constantly. 

They know what’s working today not what used to work two years ago. 

 

      The Data & Tech Brain (a.k.a. The Integrator) 

They don’t guess  they measure. 

This person runs A/B tests, CRO stacks, and tracking systems that tell us exactly what’s converting… and 

what’s costing you money. 

You can’t scale without this intel. 

 

         The Creative Sniper (The Hook Hunter) 

They don’t just “make things pretty.” 

They craft scroll-stopping creative that hits buyers where it hurts and makes them click, watch, and say 

“Damn, I need this.” 

 

         The Copy Killer (a.k.a. The Persuasion Engineer) 

They study buyer psychology like a mad scientist. 

Their words pull emotion, kill objections, and get people to click, opt in, and buy. 

They write ads, pages, emails  and turn strangers into paying clients. 

 

      The Video Closer 
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No fluff. Just hooks, story, and momentum. 

They edit short-form and long-form video content that grabs attention, builds trust, and drives qualified 

leads without skipping a beat. 

 

                 The CRO Designer (a.k.a. The Flow Hacker) 

They don’t just “design.” 

They build money machines. Landing pages. Funnels. Conversion flows. 

Every pixel is placed with purpose  and tested to squeeze out more leads, more sales, and more ROI. 

 

And listen... 

I’m not gonna lie to you. 

Finding killers like this is hard. 

Most people in marketing? Soft. Lazy. Clueless. 

I’ve spent years obsessing over how to build teams that print money — and now I only hire people who 

eat, sleep, and breathe this game. 

If they’re not obsessed? 

They don’t make the cut. 

 

We Only work with people who want to make profit and scale  
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Step 2: Give the Damn Team a Goal Worth Hitting 

Let’s get one thing straight. 

The job of marketing is not to entertain. 

It’s not to “look good.” 

It’s not to make your CEO feel like a genius on LinkedIn. 

The only job of marketing? 

     To hit the business goal. Period. 

 

Not to make funny memes. 

Not to write 37 SEO blogs that no one reads. 

Not to “go viral” with a dance trend. 

Not to run ads for the sake of running ads. 

Those are just tactics. 

And tactics without a goal 

That’s how teams get busy… but stay broke. 
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You want a team that’s unstoppable? 

Give them two things: 

• A crystal-clear goal 

• The real-world constraints they have to work within 

That’s it. 

When your team knows what to hit and what they’re working with  they get dangerous 

 

 

 

But here’s the truth: 

Most businesses don’t even know what game they’re playing. 

So before we launch a single ad… 

Before we write a single word… 

We lock in the only thing that matters: 

       The 90-Day Game Plan. 

We do this with every client we work with. 

Because without this plan 

You’re just throwing darts in the dark and praying one hits. 

Get Clear Where you are right now 

Where you are now benchmark 

 

Where you want to be benchmark 
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Now Let’s Talk About One of the Dumbest Things Smart People Do… 

They keep doing what doesn’t work. 

Because it feels productive. 

Because it’s comfortable. 

Because it’s “what we’ve always done.” 

But if you want to scale? 

You need to be brutal. 

You need to audit everything you're doing — 

And mercilessly kill what’s underperforming. 

No emotions. No nostalgia. Just results. 

 

So here’s the million-dollar question: 

      What’s actually working right now? 

• What channels are driving real revenue? 

• What ads are converting? 

• What landing pages are pulling their weight? 

And once you find those winners? 

Double down. 

Triple down. 

Blow them up with more traffic, more budget, more variations. 

 

Then flip the coin: 

      What’s not working? 

• What’s draining your time and money with no return? 

• What tactics look good in a report but don’t move the needle? 

• What campaigns are still running simply because no one had the guts to shut them down? 

You don’t scale by doing more. 

You scale by doing what works — harder, smarter, and without distraction. 

 

Once that’s clear, the next step is even more important: 
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     You map the gap. 

What’s missing between where you are… and where you want to be? 

That’s what we do inside the 90-Day Game Plan. 

We look at: 

• What economics we need to hit (pricing, margins, ROAS targets) 

• What angles, hooks, and audience psychology we need to tap into 

• What new assets need to be built (funnels, offers, pages, automations) 

It’s not theory. 

It’s a battle-tested roadmap. 

 

Step 3: Get Your Economics Right — Or Die Trying 

Let’s talk about something most marketers avoid like the plague: 

     The damn numbers. 

Because here’s the truth… 

You can’t scale unprofitable campaigns. 

You can’t “optimize” your way out of a broken funnel. 

And you sure as hell can’t scale traffic that doesn’t convert. 

 

So what do we do instead? 

We flip your funnel into a profit engine — by pulling the right levers. 

And no, it’s not 47 different metrics and 17 dashboards. 

It’s just three core levers: 

 

    LEVER #1 — Increase Lead Quantity 

More qualified leads = more at-bats = more sales. 

    LEVER #2 — Increase Lead Quality 

Higher quality leads = more conversions = better ROI. 

 

You can shift between these depending on your goal for the quarter. 

Sometimes you want volume. 

Sometimes you want precision. 
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But the lever you pull depends on the math. 

And when the math is clear — you stop guessing and start scaling. 

 

          Your 3 Scaling Levers Are Always: 

1. Your Ads — What message are you putting into the world? Are you speaking to pain? Or just 

shouting into the void? 

2. Your Landing Page & Offer — Are you giving them a no-brainer, hell-yes reason to take action 

right now? 

3. Your Post-Click Experience — Are you nurturing? Following up? Building trust? Or ghosting your 

leads like an ex? 

 

Let Me Show You With a Real Example: 

Client: Finance company 

Customer lifetime value: $20000 

Ad budget: $50,00 

With these numbers, every small tweak to the system  better offer, better follow-up, better messaging 

— unlocks serious revenue. 

And with the FCE System running behind the scenes 

Now you’re not just generating leads… 

     You’re printing predictable, scalable profit every 90-day sprint. 
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This Is Where Most Businesses Lose The Game — Quietly and Expensively 

Let’s break down what actually changed in the model: 

1. CPC ↓ → We launched better ads. Traffic got cheaper. Leads went up. 

2. Conversion Rate ↑ → Better landing pages. More leads. Better quality. 

3. SQL to Deal ↑ → Ads + pages now attract buyers, not browsers. 

4. CPL ↓ → Cost per lead drops like a rock. (Not our main KPI, but we’ll take it.) 

5. CPA ↓↓ → Our cost to acquire a paying client? Slashed. 

6. ROAS ↑↑↑ → Over 200% increase in return. Yeah, that’s not a typo. 

And here’s the kicker: 

We only changed three things. 

Better ads. 

Better landing pages. 

Better pre-sale education. 

That’s it. 

Everything else followed like dominoes. 

 

So What’s the Real Advantage? 

It’s not the funnel. 

It’s not the agency. 

It’s not even the tech stack. 

It’s your economics. 

Because when you fix the economics, you unlock the most unfair advantage in the world: 

 

       The Power to Outspend Everyone. 

And as Dan Kennedy says: 

“The business who can spend the most to acquire a customer… wins.” 

Let that sink in. 

When you can outspend your competition  because your ads actually convert, your leads are actually 

qualified, and your systems actually work  

you become unstoppable. 
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You don’t need tricks. 

You don’t need hacks. 

You just need to out-monetize the people you’re competing with. 

 

So stop obsessing over cheap leads. 

Start building a machine that prints profitable ones. 

And if you’re ready to pull those levers? 

We’ll show you exactly how to build it. 

 

Step 4: Stop Guessing. Give Your Team a System That Works. 

Let’s be real… 

Marketing today is NOT what it was 3–5 years ago. 

You used to be able to run half-baked ads, chase leads with cold calls, and still make a profit. 

But those days? 

Dead. Buried. Gone. 

And yet most marketers are still acting like it's 2016. 

 

Here’s how most teams react when things aren't working: 

1. “Let’s just run more ads.” 

2. “Let’s increase the budget.” 

Translation: 

Let’s burn more money and hope something works. 

But guess what? 

     You can’t scale traffic that doesn’t convert. 

 

Let that tattoo itself on your business brain: 

More ads won’t fix a broken system. 

You don’t need a new ad. 

You don’t even need a new landing page (yet). 

What you need is a system. 

A system backed by: 
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• Data 

• Strategy 

• Iteration 

• Execution 

• And results that pay your damn bills 

 

This is the only way to win in 2025. 

Not by guessing. 

Not by spending more. 

Not by running harder  but by running smarter. 

And it starts with mapping every single touchpoint in your lead machine: 

1. Your ads 

2. Your landing page 

3. Your thank you page 

4. Your emails 

5. Your SMS follow-ups 

6. Your pre-call process 

Miss just one of these, and you're leaking money like a busted pipe. 

 

This is exactly what we build inside the FCE Lead Machine System™. 

It's how you increase lead volume AND lead quality at the same time. 

No fluff. No hacks. Just a system that scales. 

Let’s break it down and show you exactly how to build yours… 
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Part 3: The FCE Lead Machine System™ 

Let’s not sugarcoat it. 

You don’t scale by “getting more traffic.” 

You scale by building a system that turns traffic into profit. 

Here’s what our FCE Lead Machine System™ is built on — and what your competitors are still missing: 

 

      1. Find Your Million Dollar Ads 

You don’t need more ads. 

You need the one ad that prints clients on autopilot. 

We test, tweak, and torture creative until we find your cash machine. 

        2. Build Your Digital Appointment Setter 

(aka Landing Page + Offer that actually works) 

Your funnel should be doing 80% of your selling. 

We turn your landing page into a 24/7 sales rep that filters tire-kickers and books qualified buyers. 

 

       3. Create Your Qualification System 

You don’t need more leads — you need better ones. 

We build a system that filters the broke, the bored, and the “just curious” — and only lets in high-intent, 

ready-to-buy prospects. 

 

       4. Build a High-Intent Thank You Page 

Most people waste this golden moment. 

Not us. 

We turn your thank you page into a mini-conversion engine that sets expectations, builds authority, and 

increases show-up rates. 

 

     5. Launch Automated Email & SMS Flows 

You shouldn’t be chasing leads manually. 

We install follow-up automations that nurture, qualify, and close — even while you sleep. 

 

This is the infrastructure of scaling in 2025. 
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If one of these is missing — your system leaks. 

If all five are dialed in — you become untouchable. 

 

 

 

 

 

Step 0: Garbage In = Garbage Out 

Let me hit you with a harsh truth from the software world: 

“Garbage in = garbage out.” 

And guess what? 

It’s just as true in marketing. 

If your inputs suck  

Your results will suck. 

Period. 
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Most Campaigns Fail Before They Even Launch 

Why? 

Because they’re built on weak foundations: 

• No real market research 

• Target avatars that haven’t been updated since 2021 

• Offers that don’t speak to real pain 

• Messaging that feels like corporate wallpaper 

• Zero social proof 

• And everything slapped together last minute 

      Prevention beats fixing. Every. Damn. Time. 

So before we even think about execution, we fix your inputs. 

 

Here’s How We Build a Lead Machine That Doesn’t Break: 

It’s not guesswork. 

It’s not “try this and hope it works.” 

We follow a 4-phase process we’ve battle-tested across 450+ funnels, landing pages, and paid 

campaigns in 80+ industries. 

250 different clients 
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     The 4 Phases of a Million-Dollar Lead Machine: 

1.             Research 

If you don’t know your market better than they know themselves — you lose. 

You need crystal-clear answers to: 

• Who they are 

• What they fear 

• What they want 

• And how they make buying decisions 

We go deep. 

Forums. Amazon reviews. Reddit threads. YouTube comments. 

Anywhere they’re talking, we’re listening. 

And the #1 move? 

      Customer Surveys — clone your best clients by asking them what made them buy. Period. 

 

2.       Strategy 

You don’t need a clever campaign. 

You need a play to win strategy. 

• What’s your angle? 

• What’s the hook? 

• What’s the unfair advantage you’re exploiting? 

• What will make them say, “This is exactly what I need right now”? 

 

3.           Execution 

Now we build. 

And we execute like Navy SEALs. 

• Ads that punch 

• Pages that convert 

• Emails that follow up like a closer with rent due 

• Messaging that slices through the noise like a razor 
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4.           Optimization 

Test. Track. Tweak. Repeat. 

This is the difference between $10K campaigns… and $1M machines. 

You keep what works. 

You kill what doesn’t. 

And you make your winners even better. 

 

Here's The Analogy: 

• Research = ingredients 

• Strategy = your recipe 

• Execution = cooking the meal 

• Optimization = tasting, tweaking, and making it world-class 

Skip a step? 

You end up serving microwaved trash. 

 

Step 1: Research — Because You Can’t Sell to Someone You Don’t Understand 

Let me break this down as bluntly as I can: 

Most businesses don’t fail because their product sucks. 

They fail because they don’t know how to speak to their customer like a mind reader. 

They throw spaghetti at the wall, run generic ads, slap together lazy landing pages — 

And then wonder why it all falls flat. 

The difference between a dud and a million-dollar campaign? 

The inputs. 

 

We Mine the Gold the Market Hands You 

Your audience is screaming out what they want. 

You just haven’t been listening. 

But we have. 

We dig where the gold is buried — using tools most marketers either don’t know about… or are too lazy 

to touch. 
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Here’s where we go: 

 

     1. Customer Surveys (The Gold Standard) 

Want to clone your best clients? 

Ask them why they bought. 

Ask them what almost stopped them. 

Ask them what finally made them say “yes.” 

We’ve extracted thousands of golden ad angles, page headlines, and product insights just from this step 

alone. 

 

                     2. Competitor Canvassing 

We spy. 

Yes, really. 

We watch your competitors’ ads. 

We reverse-engineer their funnels. 

We see what offers, CTAs, pages, and emails are working — and why. 

Then we take what’s working… and beat it. 

 

       3. Reddit Mining 

Where do people vent, rant, and expose their real fears and frustrations? 

Reddit. 

It’s a goldmine of raw emotion. 

The best ad angles we’ve ever written came straight from a thread nobody thought to check. 

 

        4. YouTube Comments 

Unfiltered. Emotional. Honest. 

Scroll deep, and you’ll see exactly how people talk about their pain, hope, and desires. 

That’s how we write hooks that feel like, “Damn, how did they know?” 

 

            5. Amazon Reviews & Books 

People spill their guts in product reviews. 
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We index thousands of them with AI — to figure out what frustrates your market, what solutions they 

trust, and what language they use. 

We even scan books to see what problems they’re studying. 

 

        6. Industry Reports 

Want credibility and conversion power? 

We tap into 3rd-party industry reports to find the hottest trends, numbers, insights, and stats — 

and use them to build ads and content that sell. 

 

     7. Google Reviews 

We scrape and analyze real talk from thousands of product reviews — to uncover the pain points people 

pay to fix. 

 

           8. Social Proof Audits 

We find your best-performing testimonials and use them to build trust fast. 

Because people don’t believe you. 

They believe others who’ve been where they are. 

 

       The Secret? It’s in Their Words 

You can’t sell to your market until you speak their language. 

And no, I don’t mean clever copy. 

I mean using their exact words. 

Phrases they’ve said online. 

Pain they’ve written out in blog comments. 

Dreams they’ve shared in survey answers. 

That’s the secret. 

 

      Read This Twice: 

“Whoever can articulate the market’s pain and desire better than the market can itself… 

Becomes the one they trust to fix it.” 

That’s the edge. 
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That’s how we dominate. 

That’s why our campaigns convert when others crash and burn. 

 

Final Word on Research: 

This process gives us between 3,000 and 120,000+ qualitative data points before we ever write a 

headline. 

We don’t “guess.” 

We extract what the market is already telling us — and we use it to build lead machines that print 

money. 

Inputs → Outputs. 

That’s how you win in 2025. 

Step 2: Strategy  

Let me tell you something most marketers won't… 

Showing up isn’t enough anymore. 

If you want to win, you can’t just “play the game.” 

You need a plan to DOMINATE it. 

At FCE, we don’t help people “run campaigns.” 

We help kill the competition and own the damn market. 

Because let’s be honest… 

The only ones who survive are the ones who play to win. 

And our strategy? 

It’s not just some pretty framework with arrows and boxes. 

It’s a proven WARPLAN built for one thing: 

Getting you paid like a category king. 

Here’s how we break it down. 

 

      FCE Game Plan: The Only Campaign Strategy You’ll Ever Need 

Part 1: Psychology 

1. Dream Buyer Breakdown – 

We get inside the head of your ideal buyer and hijack their attention. 

2. Cut-Through Messaging – 

Because sounding like everyone else = becoming invisible. 
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3. Market-Dominating Offer – 

The kind that slaps the competition in the face and makes prospects click NOW. 

 

Part 2: Economics 

4. Translate “Winning” Into $$$ – 

Screw vague goals. We build a 90-day sprint plan that turns marketing into a money-printing 

machine. 

5. What Is a Qualified Lead – 

No more “anyone with a heartbeat” marketing. 

We only care about buyers. 

6. The Funnel Engine – 

We fuse economics and psychology into a client-getting machine that doesn’t sleep. 

 

Part 3: Technology 

7. FCE Tech Stack – 

Every damn insight, every click, every call… 

We track it, automate it, and use it to scale. 

 

      10 Things You Better Know About Your Market (Or You're Dead in the Water) 

If you don’t know this about your dream buyer… 

You might as well burn your ad budget: 

1. Their “I want out” moment 

2. Their dream result 

3. Top 5 reasons they buy 

4. What awareness stage they’re in 

5. What they’ve tried before (and why it failed) 

6. Their biggest pain 

7. Their #1 question 

8. Their objections 

9. What they believe about your niche 

10. All the stats, facts, and myths in their head 

You might ask Why?: Because if you don’t know who’s reading your ad… your ad won’t work. 
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       Marketing Messaging That Doesn't Suck 

You can either be: 

• Just another option 

• Or the only option that matters 

Your marketing needs to scream: 

“I’m not one of them. I’m the one.” 

We call this: 

Authority Marketing Formula: 

(Be Somebody) + (To Someone) x Somewhere 

Because if your marketing sounds like: 

    “We help businesses grow” 

    “We offer innovative solutions” 

You’re screwed. 

 

        "Whales Mate With Whales" 

Small players don’t get invited to the big table. 

If you want premium clients, you better look like premium. 

Your offer isn’t just what you sell. 

It’s how you position yourself as the authority in the room. 

 

          Proprietary System? Hell Yes. 

Your offer needs a name. 

A real, cool, branded, OWNABLE name. 

Example: 

“The FCE 7-Figure Conversion Engine” 

“The CloseBot System” 

“The 90-Day Lead Explosion Blueprint” 

Why? 

Because a branded process builds TRUST. 

Trust = higher fees and faster closes. 
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      Social Proof That Doesn’t Make You Yawn 

    “30 years of experience” 

    “As seen in Yahoo Finance” 

    “We care” 

Nobody cares. 

What works? 

     Screenshots 

     Real numbers 

     Case studies that slap 

You don’t just say you’re good. 

You prove it. 

 

      Your Offer: The One That Makes Them Feel Stupid for Saying No 

Most businesses are out here begging for leads like: 

“Schedule a consult” 

“Chat with sales” 

“Fill out our contact form” 

And you wonder why no one bites? 

Your offer should make people feel like they’re missing out on a once-in-a-lifetime deal. 

Like this: 

“Apply For Your Champagne Design Consultation With Dallas’ Top Remodeling Firm” 

Boom. 
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       No Offer vs. FCE Offer 

    No Offer      FCE Offer 

Lower Show-Up Rate Higher Show-Up Rate 

Higher Cost Per Lead Lower CPL 

Leads Don’t Close Faster Sales Cycles 

Price Shoppers Category of One 

More Resistance Less Resistance 

Bottom line? 

Change your offer → Change your damn business. 

 

      Step 3: Execution — Where Most People Eat Dirt 

This is where the rubber meets the revenue. 

Most people slap together a page and pray. 

We build a funnel that converts like hell. 

Here’s how we execute: 

1. Build a Landing Page That Sets Appointments 

2. Qualify & Disqualify Leads 

3. Set Up a High-Intent Thank You Page 

4. Automate Follow-Up (Email + SMS) 

5. Find Your Million-Dollar Ads 

 

       Landing Page That Pulls Buyers Like a Magnet 

Your traffic is worthless if your page can’t convert. 

But we don’t want “just any” leads. 

We want qualified buyers. 

A 2% bump in conversions can mean hundreds of thousands in extra cash. 

We’ve seen it. We’ve done it. 
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Your Landing Page Is Your 24/7 Sales Assassin           

Not just a pretty webpage. 

Not some digital decoration. 

It’s your hardcore, never-sleeps, never-complains, never-demands-a-raise sales rep. 

But guess what? 

Most people treat it like an intern. 

Ignored. Underused. And completely forgotten. 

They haven’t updated it in months — hell, some never built one at all. 

And that, my friend, is why their pipeline’s running dry. 

 

What Most People Get Dead Wrong     

• Obsessing over ads, ignoring what happens after the click 

• Slapping a website page and calling it a funnel 

• Jargon-filled copy nobody understands 

• Pixel-perfect design with zero persuasion 

• “We don’t wanna sound salesy” (Translation: We don’t wanna sell) 

• “Who’s even gonna read that copy?” (Your buyers, genius.) 

 

The FCE Way      

• Post-click = MONEY. It’s a system 

• Dedicated pages for paid traffic 

• Join the convo already happening in their head 

• Offer + Strategy + Copy = Sales 

• Make people want to take action 

• Yes, people still read. Especially buyers. 

 

But Here's the Kicker... 

Everyone’s chasing leads. But what they actually need? 

      High-intent buyers. 

      Educated. 
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      Motivated. 

      Ready to transact. 

Short pages might get you more leads. 

But here’s the harsh truth: 

Quantity doesn’t mean quality. 

You don’t need more leads. You need better ones. 

 

The FCE 9-Point Landing Page Checklist         

If your page isn’t ticking these off... start over: 

     Show “What’s in it for me?” 

     Show why YOU are different, exciting, and unforgettable 

     Emotionally bond with the reader (don’t pitch — connect) 

     Show transformation — what life looks like after buying 

     Reveal your unique system (the predictable money-maker) 

     Prove you're the best with undeniable Social Proof 

     Make the next step brain-dead simple 

     Obliterate the competition 

     Handle objections before they’re asked 

 

Before You Sell, You Must WIN the Fold       

The above-the-fold is sacred ground. 

That’s where people decide: 

“Should I keep scrolling or bounce?” 

At FCE, we treat that section like prime-time real estate. 

No fluff. No cute slogans. Just cold-blooded persuasion. 

 

The FCE Recipe: 5 Irresistible Ingredients        

     Target Market Language 

Forget clever. Forget cute. 

You talk the way they think. 

We rip the words straight from their heads and slap it into irresistible copy. 

No corporate-speak. No guessing. 

Just raw, emotional, journal-worthy truth. 
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Examples: 

• Hair Restoration: 

“I’m tired of seeing less and less hair every morning. I want to look in the mirror and see the old 

ME again!” 

• Property Investment: 

“How I built a $12,790/month property portfolio at just 29 years old” 

Boom. Now you’ve got their attention. 

 

     Authority Marketing 

Why should they trust you? 

You’re not just another “expert.” 

You’re the authority. The founder. The one with a story. 

Show them: 

• Your face 

• Your proof 

• Your transformation 

Tell them who you are and why you’re different. 

Use founder shots, track records, and your damn journey. 

 

     Irrefutable Proof 

Forget vague claims. 

Give them believable proof, not just “credible” nonsense. 

•      Comparison Tables (destroy competitors) 

•      Clout Jack (borrow brand power) 

•      Video (let your face do the talking) 

•      Social Proof with Intent (testimonials that sell) 

•      Native Proof (raw screenshots, messy DMs — the good stuff) 

•      Forced Video Testimonials (make ’em watch) 

More proof = more trust = more buys. 
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     Qualify and Disqualify 

You don’t want leads. You want buyers. 

So stop trying to please everyone. 

Speak directly to your people and repel the rest. 

     Who it’s for 

     How it works 

     FAQs that kill false beliefs 

Let your landing page be the bodyguard to your sales calendar. 

 

     Lead Generation Offer 

This is where the money starts flowing. 

Don’t pitch the product — pitch the next micro-step. 

3 rules of the offer: 

• Get the lead before you get the sale 

• Match their stage of awareness 

• Deliver insane value whether they buy or not 

Oh… and if your offer sucks? 

Change your damn offer. 

Change your business. 

That’s what the big boys did. That’s what FCE does. 

 

One Final Thing… 

Your landing page isn't a “task.” 

It’s the engine of your sales machine. 

Treat it like your top closer. 

Feed it the right copy. Inject it with proof. 

Dress it with undeniable value. 

And it’ll bring you buyers, not browsers. 
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STEP 3.2 — BUILD YOUR QUALIFICATION SYSTEM 

If you're not qualifying… you're just collecting junk mail. 

Let me ask you something... 

How the hell do you expect to get qualified leads if you’re letting any random tire kicker walk in the 

front door? 

Now don’t go full “bro marketer” on me. 

I’m not saying turn every tweet into a pitch-fest or every blog post into a hostage-style CTA. 

But if you’re not selling the click... 

The sign-up... 

The free call... 

Then you’re not selling anything at all. 

 

Here’s the real kicker: 

Most people scream for qualified leads… 

But do jack sh*t to actually qualify them. 
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They’re so busy “attracting” that they forget the real goal is to repel the wrong people. 

At FCE, we believe in something called buyer filtration. 

We don’t want more leads. 

We want buyers. 

     Buyers who are ready. 

     Buyers who can pay. 

     Buyers who give a damn. 

 

Here’s Who We Want (And Who You Should Want Too): 

1. Qualified 

2. Educated 

3. Motivated 

4. Excited 

5. Ready-To-Buy Now (or within arm’s reach) 

You give us that, and we’ll build you a business that eats steak every night. 

 

       THE BANT FRAMEWORK (HOW WE FILTER OUT THE LOSERS) 

We don’t mess around with guessing. 

We use BANT. 

Budget. Authority. Need. Timeline. 

Ask yourself: 

• Can they afford you? 

• Can they say “yes”? 

• Do they actually need what you’re selling? 

• Are they ready now… or “thinking about it”? 

If they flunk even one, they go in the “trash” pile. 

 

      Real-World Example: 

We had a client in real estate. Here’s how we helped him laser-target only serious buyers: 

• Budget: $70K+ in home equity 



 

 pg. 40 

• Authority: Must be the actual homeowner 

• Timeline: Wants to buy in the next 90 days 

• Need: Needs help finding the right property 

We built a system around this and cut his call no-shows in half. 

 

          Copy This Line and Watch the Magic Happen: 

“Is there anything else you’d like to share about your situation?” 

It’s an open-ended goldmine. 

People pour their hearts out. They write essays. They tell you EXACTLY what’s going on. 

Which means you show up to the call already knowing what to say. 

 

        MULTI-STEP FORMS THAT DON’T SUCK 

Now, some people cry, “Too many questions scare leads!” 

Please. 

Our forms convert at 12%  on cold traffic  and they filter like a bouncer at a Vegas VIP line. 

The secret? 

We use surveys. 

We use steps. 

We qualify before they even see your damn calendar. 

 

      Here’s What We Ask (In Steps): 

1. What do you want? 

2. What’s holding you back? 

3. What would success look like? 

4. How serious are you? 

5. What’s your timeline? 

6. What’s your contact info? 

And guess what? 

We track which ad brought them in, which headline hooked them, and which funnel closed them. 
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Because we’re not just building landing pages. 

We’re building client machines. 

 

       FEED THE DATA BACK INTO THE MACHINE 

Once we know what real buyers look like, we feed that intel straight back into the ad platform. 

That means: 

• We kill the cheap leads who never buy. 

• We scale the expensive ones who DO. 

• We print money while your competitors bleed out. 

 

          STEP 3.3 — THE THANK YOU PAGE THAT ACTUALLY SELLS 

If you’re ending your funnel with “Thanks, we’ll be in touch”… 

You deserve to be broke. 

That “thank you” page? 

It’s your hottest, most primed, most underused weapon. 

They just said YES. 

They’re in heat. 

And you’re sending them off with a handshake? 

Hell no. 

 

Your Thank You Page Should: 

     Confirm their request 

     Future-pace their dream 

     Educate them on next steps 

     Build deeper rapport 

     Increase show-up rates 

     Inject social proof 

     Stack authority 

     Hype the call like it’s the Superbowl 

Oh, and by the way? 

NEVER say thank you on the landing page. 

Say: “Here’s what to do next.” 

Because direction converts. “Thanks” does not. 
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    STEP 4 — BUILD YOUR AUTOMATED NURTURE SYSTEM 

Let’s talk about what happens after the opt-in. 

Most people drop the damn ball. 

They get the lead… and go silent. 

And then they wonder why no one shows up. 

 

Wanna Know the Stats? 

      25% increase in sales productivity 

      20% boost in lead conversion 

(Source: Salesforce) 

But wait... it gets juicier: 

           Contacting a lead within 5 minutes makes you 21x more likely to qualify them 

           Responding fast boosts conversion by up to 21x 

           35–50% of deals go to the vendor who responds first 

 

At FCE, We Build 3 Flows That Print Sales: 

1. Rapid-Response (strike while they’re hot) 

2. Nurture Drips (build value, crush objections) 

3. Show-Up Sequences (so your calendar doesn’t collect dust) 

This system frees your team, books your calls, and closes like a mofo. 
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          FLOW 1: THE PRE-SUASION FLOW 

Sell BEFORE the call. Or lose them forever. 

Let me be real with you. 

Most people book a call… 

Then go ice cold faster than your ex’s last text. 

Why? 

Because you didn’t pre-suade them. 

You didn’t frame the conversation. 

You didn’t control the narrative. 

Here at FCE, we don’t let leads drift. 

We hit them with the Pre-Suasion Flow the moment they: 

• Book a call 

• Fill out a form 

• Raise their damn hand 

Boom — they get a follow-up that says: 

“Congrats. You just made a smart move. Here’s what’s next.” 

 

       What This Flow Does: 

     Celebrates them for taking action 

     Tells them what’s coming next 
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     Shows proof we know our sh*t 

     Invites them to go deeper (PDF, video, case study, etc.) 

This ain’t a boring “thanks” email. 

This is a mental setup. 

It builds anticipation, authority, and desire — before the first call even happens. 

 

          What We Send: 

1. A Prep Doc – lays out what we do, what they get, and proof it works 

2. A Sales Video – shows it in action, dripping with transformation 

3. Case Studies/Results – proof that silences objections 

4. Social Media Touchpoint – to stack familiarity and boost omnipresence 

 

      What Happens Next? 

Leads spend more time in YOUR world than the competition’s. 

They show up warm, ready, and trusting. 

     Higher show-ups 

     Shorter sales cycles 

     More yeses 

     Fewer flakes 

     Less explaining 

     More deals 

This single flow could triple your close rate  and most people don’t even use it. 

 

       FLOW 2: THE NO-SHOW FLOW 

You paid to get the lead. Then they ghost you. What now? 

Look, not every lead shows up. 

Life happens. 

But your money is on the line. 

And if you’re not following up with them like a dog on a steak, you’re lighting cash on fire. 

Let me break this down: 
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Why Most Teams FAIL Without This Flow: 

1. You can't guarantee your team will follow up 

2. You can't guarantee they’ll follow up enough 

3. You’re wasting your sales team’s time chasing leads manually 

4. You already paid $$$ to get the lead — and now you’re letting it rot? 

At FCE, we fix this. 

We use a 4-step omni-channel sequence (email + SMS) that gets no-shows back on the calendar. 

And yes, it works like crazy. 

 

      FLOW 3: THE NO-BOOKING FLOW 

For the leads that filled your form but didn’t book a damn thing. 

Now this is where most funnels completely fail. 

A lead fills out your form... 

But doesn’t book a call. 

And what do most businesses do? 

Nothing. Zero. Silence. 

Stupid. 

You already did the hard work. 

You already got them halfway through the door. 

Now you’re gonna let them slip away? 

 

Here’s What We Do at FCE: 

We hit them with a 4-step follow-up flow designed to: 

     Re-engage them fast 

     Push them back into the booking calendar 

     Trigger a manual alert to your sales rep to call/text if they still don’t book 

We call it the “Forced Call” Option — so NO lead is left behind. 

 

Oh, and here’s a little math for the skeptics: 

You’re paying appointment setters $60k+ a year… 

× 4 setters = $240K in payroll 
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For what? 

For something we can automate for pennies on the dollar. 

Most of our clients replace that entire appointment team with this system. 

Or they downsize it and spend that saved cash on ads that bring in more leads. 

 

Bottom Line? 

    No-show? We get them back. 

    No-book? We hunt them down. 

     Booked & cold? We warm them up before the call even starts. 

At FCE, we don’t let leads fall through the cracks. 

We squeeze every drop of ROI out of your traffic. 

And we automate the whole damn thing so you can scale. 

 

STEP 5: FIND YOUR MILLION DOLLAR ADS 

Most service businesses are lighting money on fire. 

Let me tell you what they do: 

They run a couple of ads… 

Cross their fingers… 

Pray to Zuckerberg… 

And when the leads don’t come in (or worse — garbage leads show up), they panic and blame the 

platform. 

Wrong. 

It wasn’t Meta. 

It wasn’t Google. 

It was YOU. 

You didn’t test. 

You didn’t listen. 

You didn’t know your damn buyer. 
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Market Leaders They Operate Differently. 

They test like mad scientists. 

They fail fast and often  on purpose. 

Because every failure is feedback. 

And feedback is power. 

Let me say it again: 

Failure → Feedback → Knowledge → Power 

The faster you test, the faster you fail. 

The faster you fail, the faster you win. 

This is how FCE finds Million Dollar Ads. 

 

      The FCE Ad Framework 

We’ve boiled it down to 4 weapons. 

And every one of them is a knockout punch. 
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          PILLAR 1: RESEARCH & SOCIAL LISTENING 

Before we write a single word or launch a single pixel, we get inside their head. 

Not guesswork. Not “vibes.” 

Hard data. Real language. Deep psychology. 

We dig into your market’s brain using: 

•           Competitor campaigns (top performers only — losers teach us nothing) 

•       Actual customer reviews & testimonials 

•      Cultural buying trends (what’s triggering purchase behavior now) 

•        Real-life sales call recordings (we mine objections like gold) 

•         Interviews with actual clients — NOT just surveys 

This isn’t fluffy “research.” 

It’s weaponized insight  so your ads sound like thoughts pulled straight from their brain. 

 

       PILLAR 2: STRATEGIC MESSAGING 

Words that slap. Narratives that stick. Stories that SELL. 

Now that we know what the market is thinking, we engineer messages they can’t ignore. 

We build ads that speak to: 

•        Their bleeding pain points 

•       Irresistible transformations 

•       The “holy sh*t, that’s me!” moments 

•        Bulletproof social proof that lowers resistance 

•            Emotional triggers that force action (urgency, status, belonging, safety) 

This isn’t “brand voice” nonsense. 

This is cold, calculated conversion copy. 

 

      PILLAR 3: CREATIVE EXECUTION 

No more stock photo junk. We bring the message to life like Hollywood. 

We turn those laser-guided messages into creative that stops the scroll and demands attention: 

•         Professional video ads (produced or UGC — whatever converts better) 
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•                  Static image ads that break patterns and command the feed 

•        Scroll-stopping carousels with emotion-packed storytelling 

•           Native UGC (because fake doesn't convert anymore) 

•       Split tests across formats, layouts, intros, colors, CTAs — everything 

At FCE, your creative sells. 

Not entertains. 

Not looks pretty. 

SELLS. 

 

           PILLAR 4: LAUNCH & SCALE METHODOLOGY 

This is where most agencies drop the ball — they launch and pray. We launch and dominate. 

We don’t just launch winners… 

We create winners by engineering data loops that feed us performance intel in real time. 

Here’s what we track and tweak: 

•         ROAS (obviously) — but also lead quality metrics 

•      We scale winners into Phase 2 Campaigns — build on momentum 

•       We TEST again (even the winners get challenged) 

•       We smash ad fatigue before it happens 

•          We find NEW angles, hooks, creatives to beat the control 

We NEVER stop testing. 

We NEVER fall in love with one ad. 

And we NEVER settle for “it’s working okay.” 

 

5.1 — HOW WE CREATE HIGH-PERFORMANCE STILLS 

Most agencies are throwing darts blindfolded. 

Let’s not kid ourselves. 

95% of ad accounts we audit 

They’re "testing" creatives the same way a drunk throws darts in a blackout. 

No strategy. No structure. No clue. 

It’s the “Let’s-just-see-what-happens” method. 
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And it’s exactly why their ad costs are through the roof… 

…while conversions are buried 6-feet under. 

 

 

'Trust Me Bro' Is Not a Strategy      

If you’ve ever worked with an “ad expert” who can’t explain why an image, headline, or layout was 

chosen... 

You are NOT crazy. 

You just hired someone who doesn't know what the hell they’re doing. 

If your creative guy can’t break down the why behind the ad, fire him. 

At FCE, every still ad we roll out is rooted in strategy, psychology, and conversion logic. 

We don’t “hope.” We engineer. 

 

The FCE Way: 

We test like crazy, fail fast, and WIN faster. 

We don’t need overproduced videos or $5k studios to find the winners. 

We use stills to sniff out gold early. 

Because testing still creatives is fast, dirty, and scalable. 

That’s why we build dozens — even hundreds — of variations. 

And when a still ad pops off? 

Boom. 

That message gets cloned into videos, carousels, and retargeting flows like a viral strain in a sci-fi movie. 

 

           Our Secret Formula: 

Messaging + Big Swing Concept = Million Dollar Ad 

We don’t chase “pretty.” 

We chase: 

• The message that hits like a truck 

• The hook that makes people spit out their coffee 

• The concept that feels like it was pulled straight from their subconscious 
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Here's What We Do: 

1. We choose the message category (pain, desire, identity, transformation, proof — we’ve got 12+ 

battle-tested ones) 

2. We combine it with a Big Swing Concept (bold angles, unexpected visuals, burning beliefs) 

3. We create stills designed to cut through the noise and convert 

This isn’t random Canva wizardry. 

It’s a war-tested system designed to uncover scalable ads — fast. 

 

 

 

      Why It Works: 

• 1000s of combos = endless variations 

• Simple framework = easy for teams to deploy 

• Fast launches = rapid feedback loop 

• Proven process = real revenue, not vanity metrics 

This is how we build ads that don’t just “look nice” — 

They print money. 
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        5.2 — HOW We CREATE HIGH-PERFORMANCE VIDEO ADS 

Videos are just your sales letter — with teeth. 

Here’s what people don’t understand: 

A winning video isn’t about fancy cuts, actors, or studio lighting. 

It’s about persuasion at scale. 

It’s about taking your best message… 

bottling it like moonshine… 

and pouring it out across millions of eyeballs — without losing the punch. 
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What Most Do: 

• Write boring scripts 

• Hire a $2,000 “videographer” 

• Spend 3 weeks editing fluff 

• Launch with zero testing 

• Cry when the CPL hits $160 

Not at FCE. 

We clone winning ads like a machine. 

We turn your message into a high-converting, attention-slapping video that sells harder than a Wall 

Street broker in a recession. 

 

       Our Process (Yes, It’s Sexy and It Works): 

1. Creative Strategy + Shot Planning 

→ We storyboard persuasion. Every second counts. 

2. Direct Response Scripting 

→ We write like we’re broke and need this ad to save our life. 

3. Full Editing Execution 

→ Crisp, emotional, fast cuts with zero fluff. 

4. Hook Rate Analysis 

→ We obsess over the first 3 seconds like it's the first kiss. 

5. Creative Iterations for Scaling 

→ We test different intros, scripts, visuals — hell, even music tempo. 

 

      Why FCE Video Ads Hit Hard: 

• They grab attention 

• They hold attention 

• They deliver the pitch 

• And they make people act 

We don’t “tell stories.” 

We sell with stories. 
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Our videos persuade. Influence. Convert. 

And they do it at scale. 

 

 

PART 4: TIME TO LAUNCH, OPTIMIZE & SCALE 

(We’re Just Getting Started, Baby) 

 

           STEP 1: LAUNCH 

Let’s be honest… 

If you’re still obsessing over what color your CTA button should be, 

you’re not building a business — you’re designing a postcard. 

At FCE, we build client-getting MACHINES. 

And once the machine’s built? 

You slam the throttle and LAUNCH. 

Because money loves speed. 

 

Most People Wait. FCE Launches. 

You can sit around for 3 weeks debating which headline is “more clever”… 

Or you can push your ads live, collect the data, and know the truth in 3 days. 

We’re not aiming for perfect. 

We’re aiming for proof. 

And you don’t get proof from opinions. 

You get it from markets, wallets, and cold, hard data. 

 

      FCE Launch Process (Not for Amateurs) 

• 1,000s of ad combinations tested — FAST 

• Creative angles, hooks, segments, everything split 

• Feedback loop every 3–4 weeks 

• We let real buyers tell us what works 

We don’t “hope it works.” 

We find what works, then scale the hell out of it. 
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        Our 90-Day Sprint System 

Most agencies? 

They have no plan. They wing it. 

At FCE, we break every growth campaign into 3 sprints: 

 

        SPRINT 1: TEST & VALIDATE (DAYS 1–30) 

Purpose: Build the foundation for growth. 

• Hypersplit tests on: 

o Messaging angles 

o Creative formats 

o Audience segments 

• Track: 

o Cost per lead 

o Show-up rates 

o Booking rates 

o Acquisition cost 

• Set up full tracking stack 

 

        SPRINT 2: OPTIMIZE & REFINE (DAYS 31–60) 

Purpose: Pour gasoline on what’s working. 

• Scale winners hard 

• Kill underperformers mercilessly 

• Launch retargeting sequences 

• Optimize landing page paths 

• Build lookalikes 

• Roll new creative variations 

 

        SPRINT 3: SCALE & EXPAND (DAYS 61–90) 



 

 pg. 56 

Purpose: Go for domination. 

• Launch advanced funnels 

• Hit new market segments 

• Cross-channel ads 

• Sales process tuning 

• Predictable lead flow building 

 

      Every Sprint Includes: 

• Weekly updates 

• Monthly strategy calls 

• Campaign economics review 

• Full-on growth planning 

Then we reset and do it again. Relentless improvement. No passengers. 

 

     THE FCE COMMUNICATION RHYTHMS 

Rhythm 1: 90-Day Strategy Sync 

We break your growth into 90-day chunks. 

You’ll know what’s happening, why, and what’s next. 

We map the plan. 

We align the team. 

We move with SPEED. 

 

Rhythm 2: Weekly Performance Updates 

Every week, like clockwork, we report: 

• CPL 

• Booked calls 

• Wins & learnings 

• Lead feedback 

• Ads working vs. tanking 

• Loom walk-through (no hiding behind spreadsheets) 
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You’ll never be in the dark again. 

 

Rhythm 3: Monthly Marketing & Sales Sync 

Here’s where we go beyond just data… 

We turn metrics into MOVES. 

• Review what’s working 

• Sales feedback on lead quality 

• Fix drop-offs 

• Optimize budget vs. volume 

• Reconfirm strategic next steps 

These syncs bridge sales + marketing. 

That’s why FCE clients scale. Period. 

 

       A NOTE ON TRACKING 

Let’s kill the biggest lie in advertising: 

CPL is not your north star. 

CPL doesn't close deals. 

CPA (cost per acquisition) does. 

And if sales matter, we follow the money, not the metrics that make dashboards look pretty. 

At FCE, we define “truth” with you. 

Custom stacks. Real conversion metrics. Nothing generic. 

 

      STEP 2: OPTIMIZE (WHERE THE MONEY IS MADE) 

Optimization isn’t tweaking. 

It’s warfare. 

It’s about slicing what doesn’t convert. 

And doubling down on what does. 

We optimize based on: 

 

     Quantitative (What’s happening) 

• LTV 
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• ROAS 

• CPL / CPA 

• CVR 

• Show-up % 

• Booking % 

• Close % 

• Every number that matters to real revenue 

 

      Qualitative (Why it’s happening) 

• Sales call recordings 

• Sales rep notes 

• Objections we hear 

• Emotional triggers from buyers 

• Heatmaps, Clarity, Surveys 

• Actual voice of the customer 

You need both to make smart decisions. 

And at FCE, we don’t guess  we analyze, plan, and EXECUTE. 

 

       BONUS: DOES IT SCREAM OR WHISPER? 

Every asset we optimize gets asked this question: 

Does it SCREAM for attention and conversion? 

Or does it whisper and get skipped? 

Because in today’s market, you don’t win by being clever. 

You win by being undeniable. 
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Big Swing Testing: How We Punch Ad Fatigue In The Face 

Just because something worked once doesn’t mean it will again. 

The algorithm doesn’t care about your feelings. 

Your audience is tired. Your competition is hungry. 

And the market punishes anyone who stands still. 

So you’ve got two options: 

1. Be a limp, reactive brand. 

2. Be a savage, proactive monster. 

At FCE, we choose war. 

We run what we call Big Swing Testing. 

Here’s the deal: 

• Big Swing = a totally NEW ad 

• Iteration = test new variations of what’s already working 

The goal? 

Find the next Million Dollar Ad. 

We mix the messaging frameworks with Big Swing Concepts like Social Proof, Education, Story, Trends, 

Time of Year, etc. 

Then we create 1,000+ combinations ready for battle. 

Then we test. 

And test. 

And test again. 

Why? 

Because the market only rewards action-takers and risk-takers. 

This is how breakthroughs happen. 

This is how we break your best record every damn month. 

 

      Step 3: Profitably Scale Your Paid Ads 

Here’s what happens when you do this the FCE way: 

• You get more leads 

• You get better leads 

• Your cost per lead drops 
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• You start closing faster 

• Your sales cycle shrinks 

• Your ROAS and ROI spike 

But only if you follow the damn plan. 

This isn’t theory. It’s a blueprint for market domination. 

 

      The Final Play: Scale Like A Savage 

You want to crush your industry? 

Here’s the only real rule: 

System > Hustle. 

You build a system. 

You run it for 90 days. 

You crush your previous 365-day performance. 

Then you do it again. 

4 Sprints = 4 Years of Growth in 1 Year. 

This isn’t a dream. 

It’s math. 

It’s strategy. 

It’s execution. 

And it works. 
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Summary of what we covered  
 

We start by fixing inputs with deep Research → Strategy → Execution → 
Optimization: we mine customer language, competitor funnels, reviews, and 

surveys to know exactly who buys, why, and how (Research), define the 
angle/hook and unfair advantage that makes prospects say “this is for me” 

(Strategy), then build the assets ads that punch, pages that convert, emails/SMS 
that follow up like a closer (Execution) and finally test–track–tweak relentlessly 

so only winners scale (Optimization). From there we assemble the FCE Lead 
Machine: (1) find your Million-Dollar Ads, (2) turn the landing page + offer into a 

“Digital Appointment Setter,” (3) create a qualification system that filters tire-
kickers, (4) build a high-intent Thank-You page that boosts show-ups, and (5) 
launch automated email/SMS flows that nurture and close. Qualification uses 
BANT (Budget, Authority, Need, Timeline) with multi-step forms that ask the 

right questions, gather intent, and feed those insights back into ad platforms so 
cheap, non-buyers are excluded and high-intent segments scale. The Thank-You 

page sets expectations, stacks proof, and tells them exactly what to do next; 
then our Rapid-Response, Nurture Drips, and Show-Up sequences keep 

momentum (responding fast can multiply qualification odds and conversion). 
We launch in 90-day sprints—Test & Validate (days 1–30), Optimize & Refine 

(31–60), Scale & Expand (61–90)—with weekly performance updates, a monthly 
sales–marketing sync, and tracking aimed at revenue truth (CPA/LTV/ROAS, not 

vanity CPL). We map every touch point ads, landing page, thank-you, emails, 
SMS, pre-call so nothing leaks, and we tune the economics by pulling three 

levers: better ads, a stronger offer/page, and a smarter post-click experience to 
raise quality and volume profitably. To beat fatigue and keep breaking records, 
we run Big-Swing tests (totally new concepts) alongside iterations to find the 
next control. Do this cycle and you earn the ultimate advantage superior unit 
economics that let you out-monetize and outspend competitors predictably, 

turning paid traffic into a profit engine. 
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     One Last Thing Before You Go... 
If you’re serious about growth and I mean actually serious  

then click that damn button. 

      Apply for your Free Strategy Session 

Work with the same lunatics who wrote this. 

The ones who test like maniacs. 

Scale like war generals. 

And don’t stop until the scoreboard breaks. 

We’re biased. But we’re also right. 

We don’t sell cute marketing. 

We sell performance. 

           What The Hell To Do Next 

You’ve read the whole thing. Good. 

Now let’s talk about your next move. 

If you’re the kind of person who wants to crush competitors like beer cans… 

If you want to build ads that actually SELL instead of “get clicks”... 

If you want to scale your marketing like a ruthless, money-printing savage… 

Then stop reading like a polite little browser and TAKE ACTION. 

Because we’ve mapped out the entire playbook. 

And if you want us to build it all FOR YOU  

We'll build it in 21 days, and scale it in 90. 

Not someday. Not maybe. Not when you “have time.” 

Now. 

     Click here if you're serious about growing your business 

>>> [CLICK HERE TO APPLY NOW] <<< 

 

       Here's What You’ll Get In Your Paid Ads Scaling Strategy Session: 

          1. Find Where You’re Bleeding Money 

We’ll pop the hood on your ad account and show you EXACTLY where you’re flushing cash down the 

toilet. 

Then, we’ll tell you how to plug those leaks and scale to 2x, 5x, or hell, even 10x. 

           2. Build A Scaling Plan To Smash Your 2025 Revenue Targets 

https://funnelconversionexperts.com/booking-appointment
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You tell us your goals. 

We reverse-engineer a killer plan to get you there with clarity, confidence, and conversion power. 

      3. BONUS: Your Custom FCE Funnel Strategy 

We’ll design your FCE Lead Machine  the same system we use to take ice-cold traffic and convert it into 

piping-hot, high-value leads. 

No fluff. Just ROI-focused steps that actually make your phone ring. 

 

If we’re a good fit, we’ll hand you your custom Game Plan & Proposal. 

You’ll see everything before you spend a single cent. 

We don’t play games. We don’t do “discovery calls.” 

We deliver strategy. Period. 

     This is ONLY for serious 7- and 8-figure brands ready to scale NOW. 

So, if that’s you  fill out the application like a boss. 

The more we know, the more we can help you explode. 

And if you half-ass it or don’t qualify? 

We’ll cancel the whole thing and move on with our day. 

Because our time is valuable. 

So is yours. 

But if you’re the right fit? 

We’re going to build you a roadmap to dominate 2025  

and turn your ads into a printing press for profit. 

 


