
Preparing to Scale
The foundational elements you MUST have in place before you launch 
a large-scale advertising campaign.

Intensive Session 4:



I am Ryan Farrell
I am here because I’ve generated millions in 
sales from our marketing and sales campaigns

Hello!

Preparing to Scale





When Is It Time?
What do I need to have in place before I’m ready to take on a massive 
influx of leads to my business?
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What did we have in place?

◉ LinkedIn (tag) campaign
○ Having some high-ticket prospects onboard will 

give you the money to reinvest

◉ Email List
○ Small Mailchimp list (primarily of LI connections), 

but we had people to retarget to

◉ Money/Time to Invest











Testing Your Offer

1. Don’t go 0-60 right away. Take your time. 
2. Test smaller, more manageable, budgets to 

begin with

3. Spend a little to your current prospects/leads 
and learn.



LS Testing in Action



LS Testing in Action

Funnel Test 1:

- TAG + Agency -> mini-version 
of the webinar tested to our 
list.

- If we’re getting fair number of 
opt-ins, purchases, calls, etc.

- Make incremental changes 
and launch

Funnel Test 2:

- C365 -> mid-test as we 
speak.

- First - charter members that 
have our products.

- Second - test marketing 
materials.

- Third - let the world in.



Testing Your Offer

1. Expensive -> Don’t test and just see how it 
goes. (thumbs down).

2. Spend a little to your current prospects/leads 
and learn.

3. ASK, TEST, then BUILD.



Audience
How should I target and segment my audience properly for an online 
advertising campaign?
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Finding Your Buckets?

1. Review TAG Prospect Profile
2. List out your top 3-5 testimonials.
3. List out Case Study subjects.
4. Who are your most profitable (or 

top-performing) current clients?
5. Find the commons threads between these 

people/companies.





Reminders:

◉ You don’t need to be everywhere on Day 1.

◉ Master (or at least make profitable) one 
platform before adding another.

◉ If the platform is a fit...look at your message (or 
offer).



Competitor 
Research
How you can differentiate your offer, find what’s working, and 
capitalize on what’s being left on the table.
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Let’s 
investigate!









Running an Ad...
Okay, now you’ve got an ad running. How do I know what to fix and 
when if it’s underperforming?
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Don’t 
PANIC!



From your workbook



Ad -> Landing Page Consistency 
Meter



A/B Testing
How can I determine what to test and when?
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What Should I A/B Test?

1. Benefit Statement
2. Target/Audience
3. CTA 
4. Image
5. Objection to Overcome



Outsourcing
If ads and copy aren’t your thing, you should still have an idea of how 
everything works together - and set up systems for frequent check-in 
and analysis from your ads team.

6

Preparing to Scale



Outsourcing

There is no such thing as a traffic 
problem… 

(I don’t remember who said this…)

....only a conversion problem



Outsourcing

Focus on your marketing collateral first

◉ Offer
◉ Landing Pages
◉ Sales System
◉ Etc. 



Get 
organized!





Any questions about 
getting started with Ads?
There’s also some further information in the training 
materials and we’ll be diving deep on the bootcamp later 
this year!

Thanks!


