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Lookalikes and Saved Audiences 

Hello everyone, and welcome to this video on lookalike audiences and saved audiences. 
Here's what you'll learn. We'll talk about what a lookalike audience is and how it works, three 
easy ways you can use lookalike audiences to connect to the perfect user, how to use 
saved audiences to save you time. So let's dive into lookalike audiences.  

A lookalike audience basically takes a custom audience, and creates a group of Facebook 
users that are similar to that group based on what Facebook knows about the people who are 
in that group, so you can create lookalike audiences for just your custom audiences or things 
like the conversion tracking Pixel or your page.  

So let's talk about how that's done, and where you find it. First of all you find lookalike 
audiences in the same audiences area that we talked about in retargeting. And there's a lot 
of overlap between kind of some of the things we are going through here. So if you're familiar 
with that section, this will look familiar. You find the audiences section, and then you go to 
the create audience and lookalike audience. And what will pop up is this box telling you what 
to choose as the lookalike source. And that lookalike source is basically the seed. So it's 
having your Facebook go out and find, you know, 2 million people who are like your buyers or 
like the fans of your page or like that seed or source audience. 

Here’s some things to know: they can be hit and miss. And you really want to test how it 
performs. I've actually been having really great luck and great testing with lookalike 
audiences lately. I used to not use them as much, but now I've really found that Facebook is 
really understanding how to build these, and doing a good job with them. And it creates an 
audience based on the similarity level you specify. And the size will actually depend on the 
country you choose.  

So for example, in the United States, if you say I want to create a lookalike that's sort of very 
similar, 1% similar to the audience I choose here. It'll create an audience of two million 
people. If you go to Ireland, that audience will be much smaller. If you choose a 1 percent 
audience, and say I want to have you find, you know, people similar to this audience in 
Ireland - it’ll come up with maybe a hundred thousand people for example. I'm not sure 
exactly what the numbers are. But just that's something to note.  

You can do multiple countries per lookalike audience. So if you know that your audience is 
always in the U.S. and the U.K. and Australia and Canada, for example, you can choose all of 
those countries and it will find the best audience there. I haven't done a lot of testing to find 
out if it's better to separate those countries out, but something to note. And this is really a 
good tactic if you have a small audience like a small email list, low Web site traffic, or if you 
have difficult keywords where you can't find good matches because sometimes Facebook will 
kind of artificially restrict the keywords that are available to target, which is very frustrating 
to me. So what we do in that case is find a good seed that we can start with and then create 
a bigger list from that. And I'll talk about that a little bit in this in this video.  
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You can add some additional demographics, but I really don't suggest adding extra keywords 
in there to narrow the targeting. I suggest really just keeping it towards the demographic, 
general demographics like female versus male age range and things like that.  

Some things to know is that you can't create lookalikes out of specific keywords or a saved 
audience, but you could sort of artificially do this by using your, you know, using some 
targeting to start with in an ad, and sending that traffic to a website, and then creating a 
lookalike audience out of the traffic that went to that Web site for example. You know, just 
thinking out of the box there in general.  

Don’t use multiple lookalike audiences in one ad. Don’t say, “I’m going to do a lookalike of 
my video views, lookalike of my web site traffic, and lookalike of people on my email list.” 
Test them separately. So don't put all the targeting of lookalike audiences into one ad.  

And something else to note is the lookalike audience removes that original seed audience 
from the targeting. So if you're targeting a lookalike of your Web site visitors, your Web site 
visitors aren't going to be in that audience. It's finding other people. And they've got a new 
value based lookalike audiences, which means that you've got to use standard events that 
have purchase values in them to be able to use those. I have not tested that yet, but you 
know something.  

If you do know that you have standard events with values, you could try a value-based 
lookalike audience, three easy ways to use lookalike audiences. This is definitely something 
that I suggest everyone create right now, and I will have an assignment at the end. But look 
like give your fans of your page as long as your fans are correct. You haven't done any weird 
things where you've got weird fans on there, but if you've got a good fan base, even if it's 
small - go and create a lookalike audience of your fans, a lookalike of any subscribers. And 
definitely if you have a customer list, upload that customer list as a seed audience for a 
lookalike and then of course a lookalike of your Web site visitors. Even if your Web site 
visitors aren't that many, you can go and create a lookalike audience of that.  

I’m giving you some other lookalike audience possibilities here. I have had great luck with 
lookalike audiences of customers who have bought multiple products. This is going to 
depend on what you have as far as your tracking, and if you can pull this type of list from 
your database. So I can see that these customers have purchased multiple products from me. 
I create a small downloadable CSV file of just those customers, and then I create a lookalike 
of those multiple buyers. And I've had good luck with that - testing with my clients as well: A 
lookalike of people who spend a certain duration of time on your site. These might be very 
engaged Web site visitors of yours, and that could be a good possibility as well.  

My other great audience that I've tested and had good good results with my clients is the 
lookalike of standard events of leads or purchases. So this requires that you are using the 
standard event Pixel tracking on your Web site. That's not always a possibility for everyone. 
It's may be not a fit for everyone, but if you are able to use standard events rather than 
custom conversions for conversion tracking on your Web site. This is a good reason to do that 
because you can create that lookalike of the people who have had these types of conversions.  

And then another example would be a lookalike of people who watch 25 percent more of your 
videos - those are your engaged viewers. There's lots of other possibilities. I'm just kind of 
throwing out some of the top ones, and then highlighting the ones that have been best for 
me. And what you want to do is test these lookalikes against other audiences.  
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And here's an example where we were testing some keywords for dog training and show dogs 
plus some homeopathic natural party keywords intersected with that. That was our best 
audience there at 74 cents per lead, and then the next best was a lookalike on the leads that 
we had already created. So after a little while of doing this, these conversion ads, we had a 
good enough audience of leads built up, and I felt that it would be a good audience to test. So 
we did a lookalike on the leads that had already converted, and then we did a lookalike to 
the page fans, and that was the third best audience. We tried to have a fourth audience with 
dog health and dog walking, that still did pretty well. You know all these did really awesome.  

It's very difficult to get lead cause less than a dollar. But we were doing that with this 
particular campaign. So once you start the process of creating your lookalike audience, you're 
gonna get that pop up, and it's going to have you choose your source for your lookalike. That's 
your seed audience. And something that is weird about the way they do this now is that they 
really highlight the value based. You have to select other sources in there to get a list of 
possible custom audiences that you have available to be able to create there.  

So for example, this one was video views of ten seconds or more, and we can create a 
lookalike audience for that. I always suggest keeping that audience size at 1 percent unless 
there is some reason you need to have a larger audience like being in a small country, or 
you're deciding to - let's try and scale our audience a little wider. Try a 2 percent, for 
example, but always just start with the 1 percent and test that first, and then later go wider.  

You can refine the targeting with some general demographics like I mentioned with being, 
for example, in the country. The country would already be selected, but you've got the 
country and the age range and gender, but don't add any other keywords besides that because 
I am finding that Facebook is doing a decent job with creating these lookalike audiences as 
well as optimizing your ad within that audience. You don't want to make it too narrow.  

So I wanted to show you an example of creating a lookalike of leads or purchases and what 
that looks like. Your first step is that you have to have that standard event Pixel tracking on 
your Web site. If you don't have that, your seed audience of creating a custom audience from 
your events is not going to show up. So you've got the Web site traffic creating a custom 
audience from that for the leads or purchases.  

So you're going in to create a custom audience. Then you go to, instead of selecting all web 
site visitors, you're selecting from your events. And you're choosing one of those events, and 
then you're creating that custom audience out of, for example, in this case leads out of 180 
days. And then the next step is to go back in and create a lookalike audience from that 
custom audience of the leads. So if you have any questions about this process, definitely let 
me know in the group. But that's how you do it, and then you're going to be able to use that 
lookalike audience in the targeting of your ad.  

Now let's talk about saved audiences. This is a great time saver because sometimes you're 
creating a kind of complex set of targeting where you're maybe excluding things or maybe you 
are selecting a lot of keywords, and you don't want to have to duplicate that every time. And 
you can do that in the basic area of the the targeting. When you're creating an ad, you can 
say, “hey let's just save this audience for later.” You’re not really sure if that audience is 
going to work though. I would only save audiences that you know have worked. And maybe if 
you could save it now, and you could always go back in, and save it later when you go in and 
edit the ad set. Just say, “hey this audience was good. I'm going to go back in and save that 
audience.”  
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You can also create it directly in the audiences area when you go to create an audience, and 
you select saved audience, it will pop up with the very same demographics that you see in the 
ad set level of when you're creating ads. And then after you've created that saved audience, 
you’re going to access that in the ads, that level and use later. So at the top of the audiences 
area, you'll have the custom audiences that you can access or lookalike audiences. But you're 
going to switch to saved audiences here, and now you're going to be able to use that saved 
audience.  

And in this case, I was creating a couple of keywords minus leads, and also adding in some 
demographics. And I just wanted to save that audience to easily select later. And then that 
audience is also going to be available in the boosted post section if you go to boost a post and 
you know, “hey that audience was good.” I'm going to just pull that in so I can have a little bit 
more complex targeting in my boosted posts. And know that I'm not going to say, I'm not going 
to have to recreate it every time.  

So here's your assignment. Your assignment is to create some lookalike audiences right now. 
And some of these may not be applicable to you if you aren't using standard events or if you 
don't really have a list of your current customers or things like that. That's OK, but definitely 
go in and work your way through and create these lookalike audiences.  

And then your next step would really be to test these audiences and see how they do for your 
particular ads. So hope that was helpful. Here's what you learned. We talked about what a 
lookalike audience is, how it works, three easy ways you can use lookalike audiences to 
connect to your perfect user, and how to use saved audiences to save you time. Talk to you 
again soon.


