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Policy Compliance

Facebook policy takes a three-tier approach to how it views advertising  

The Ad on Facebook

• Does the ad make any 
unsubstantiated/sensatio
nal claims?

• Does the ad accurately 
reflect the product being 
sold on the landing page?

Post Click Experience 

• Does the landing page 
convey clear info about the 
product?

• Is the landing page an 
advertorial? 

• Is the landing page 
misleading? 

• Does the landing page have 
unsubstantiated or 
sensational claims

Post Conversion Experience 

• Does the product the user 
receives match what they 
were promised in the ad 
and on the landing page?



VSLs



Bad Good

• The landing page cannot have only the VSL on it. It must contain information about the product. The user must able to 
determine what product is being sold without having to watch the VSL

• Users must have control over the VSL – play, pause, fast forward, rewind. They must be able to see how long the video is
• The VSL cannot make unsubstantiated claims. You cannot promise to reverse Alzheimer’s disease, lost 50 lbs. in one month 

or anything of a similar nature. It’s also best to avoid clickbait language on your landing page. Ex – Health warning, shocking
• You should not promise X result in Y time frame. Ex – don’t promise you will remove wrinkles in 60 minutes
• You cannot have a claim at the top of the landing page (above the VSL) unless you also name the product in that claim. Ex –

“health warning for those with diabetes” should be replaced with “Learn how Product X can help those with diabetes”



Bad Good

• The ads you run on Facebook MUST reference the fact that a product is for sale. You cannot promise that someone will be 
presented with an information presentation when in reality they are being sold a product  

• It is not sufficient to describe what you are selling as “a product” or “a method/fix” without showing an image of the 
product. Either mention the name of the product you are selling in your ad copy, or show an image of the product 

• Avoid using clickbait style language in your ad copy 



You cannot have exit popups



Presales and Checkout Pages



The discount you offer should not be 
more than 50% off



You cannot have a fake countdown 
timer that the user must check out by 
or fake limited inventory counter. 



Advertorials



Advertorials cannot look like an objective, 
third party wrote the article or like it’s a 
newsletter. 

You cannot pretend to be an independent 
media entity that you are not. 

Advertorials should not use clickbait style 
language designed to shock the reader.

Advertorials are not permitted in the health 
industry and are a discouraged tactic in all 
other industries. 



You cannot have a byline with a date, author name or city name

You cannot have “Dear Reader…”



You cannot make it 
look like a blog or 
be an account of 
someone’s first 
person experience 



Subscriptions and Free Trials



Facebook’s full subscription and free trial policy is listed here: 
https://www.facebook.com/business/help/128776380545106 

The first time you ask a user for a piece of personal information (email, name, 
phone number, address, etc.) you must say the price, billing interval, how to cancel 
and have an opt-in checkbox for the terms and conditions. 

The checkbox cannot be opted-in by default. 

This information cannot be intentionally hidden. 



Other Best Practices 



Brand Consistency

Have your landing page includes links to the Facebook, Twitter, YouTube, etc. 
pages for the product you are selling. 

Have a “contact us” or “about us” tab on your landing page. 

Provide links to security certificates on your landing page/checkout page. These 
should be functional links, not just pictures of the security certificate. 



Facebook Ad Guidelines 

All other Facebook ad policies apply as well. See here for more details: 
https://www.facebook.com/policies/ads/




