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DOES 
THIS  
GET 

YOU?

You’ll get a better understanding 
of how you can use your personal 
Facebook profile to grow your 
business, your brand & your 
standing as an expert.

We’ll cover tips & tricks and some 
must-haves. We’ll also discuss 
ettiquette. That’s a big word. Like 
trampoline.

Using some of these strategies, 
you can gain a bigger following 
and set up Facebook to be a 24/7 
ambassador for your weird ass.
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DO NOT
CONTINUE
UNTIL YOU 

READ & FULLY 
AGREE WITH 

THIS PAGE
FIRST THING’S FIRST:

YOUR FACEBOOK PROFILE 
IS NOW FOR BUSINESS 

PURPOSES ONLY!

SORT OF.

That doesn’t mean you can’t 
post pics of your kids and talk 

to your aunt three states away. 
It really means that you need 

to start viewing your personal 
Facebook profile as a tool for 

communicating your brand, 
business and personality to 

your prospective clients.

Nothing more, nothing less.

So, yeah: if your personality is that of 
a father - and your clients resonate 
with photos of your kids, post photos 
of your kids.

If it’s important that your client see 
that you keep in touch with your 
aunt - if that narrative increases your 
client’s desire to work with you - go 
nuts.

The WHOLE idea of this book and 
the exercises here are to form a 
personality magnet and filter using 
your personal Facebook profile and 
some of the free tools Facebook 
gives us.

By fearlessly and TRUTHFULLY 
displaying your personality, you can 
gain well-aligned clients and status 
as an expert. All without pretending 
to be something you’re not...

Nice, right?



WHY USE YOUR 
FACEBOOK PROFILE

FOR BUSINESS?
According to Facebook’s 
own stats, “For business 

decision makers, the 
median amount of time 

spent on Facebook per day 
was 74% higher than other 

people on the platform. 
They use it more weeks a 

month, more days a week, 
and more minutes per day 
than the average person.”

57% of consumers say social media 
influences their shopping, led by 

Facebook at 44%.

User-generated content has been 
shown to generate 6.9 times the 
engagement of brand-generated 

content.

This means that content on your 
profile is at least SEVEN TIMES 
MORE LIKELY TO BE SEEN by 

business decision-makers AND 
consumers than the stuff on your 

business page.

HERE’S THE BIG ONE:
IF YOU’RE GOING TO SPEND 
TIME FUCKING AROUND ON 
FACEBOOK, SHOULDN’T 
YOU USE THAT TIME TO 
BUILD SOMETHING THAT 
CAN BRING YOU BUSINESS?

You’re damned right you 
should...

Yes - you can use it for fun, 
too. But why not combine 
the fun and the fuckery into 
something that can make 
you some coin, grow your 
brand and expand your 
reach?



EVERYTHING 
MENTIONED 
HERE WILL 

WORK BEST IF 
YOU’RE 100% 

HONEST
These methods and tools have 

been called a “Personality 
Funnel” by other folks. While 
this is a pretty accurate way 

to describe it, it also makes it 
seem a little scummier than it 

really is. It’s a funnel - but it’s a 
funnel that WILL get clogged if 

it’s full of shit.

To best use these techniques, 
it’s important that you have 

an understanding of two very 
important things:

1. Who you are and what your 
brand represents.

2. Who ideal customer or 
client is and what they want.

Having these two things, you can see 
where they intersect - and that will 
inform an awful lot of the choices 
you make with your Facebook 
profile.

BUT - it all falls apart if you’re full of 
shit or you try to be something or 
someone you’re not.

I’ve said it a million times - you might 
get away with being full of crap for 
a while - but you will eventually get 
found out. Being phony is hard to 
maintain convincingly. It’s harder 
work - and it invariably attracts the 
wrong clients & customers.

Get totally real about who you are - 
and then make an inventory of the 
awesome stuff you are made of. 
Check that list against your ideal 
client. Use the parts the list that 
overlap. These are the things you 
want to show on Facebook.



WHAT’S AHEAD
CLICK A SECTION TO BE TRANSPORTED AUTOMAGICALLY

LEVEL 1
OPTIMIZE YOUR SHIT

LEVEL 2
FRIENDGASM

LEVEL 3
GROUP HUG

LEVEL 4
POST ETIQUETTE & IDEAS

LEVEL 5
THE TOOLBOX

LEVEL 6
THE VIDEO SUPPORT



FIRST THINGS FIRST: 
OPTIMIZE YOUR 

FACEBOOK PROFILE
Facebook and Mr. Zuckerberg 

has given us a lot of ways to 
promote what we’re up to.

If they’re going to give us 
something, why not use it to 

it’s full potential?

There are 7 places that you 
can optimize and leverage to 
display your brand and build 

your following.

1: Your Cover Image
2: Your Profile Pic
3: Your Intro
4: Your Experience
5: Featured Image
6: Links
7: Questions

LEVEL 1 - OPTIMIZE YOUR SHIT



To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

1: YOUR COVER 
IMAGE

BEFORE THE CLICK

AFTER THE CLICK

This is a lot of real estate, 
taking up roughly 1/3 of 

the visible portion of your 
profile. Use it - and use the 

HELL out of it!
This is one place that I see an awful 

lot of folks missing the boat. By 
throwing out an interesting photo, 
you can give folks a taste of what 
you do - and including a little bit 

about your business isn’t a bad idea.

Add a call-to-action in the photo. 
“Click for More,” “Click to Get It” - 

just about anything will work.

You’re trying to get folks interested 
in you. So - DO SOMETHING 

INTERESTING!

Yes, my cover image is pretty stupid - 
but it’s also effective in making folks 

say “What the fuck?!?!” and then 
getting them to click through.

Once they click, hit ‘em with a little 
bit of info about what you do - and a 

path to follow to your “money.”

Your “money” is your business or 
product.

From a technical standpoint, an 
image of 851 pixels by 315 pixels is 
what will show - but you can actually 
use more than that. In my image, 
you see that the colored bars and 
the words are cut off until you click. 
Then, once you click - BOOM - you 
get more than you think.

For the text, you get about 6 lines 
before the “See More” shows up.

Hook ‘em in with 6 lines and give 
them a reason to click “See More.”

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

2: YOUR 
PROFILE PIC

THIS IS YOUR FACE. DOES 
IT HAVE TO BE A FACE?
I’ve seen an awful lot of folks say 
that the ONLY way to do this is to 

have a professional headshot.

I say that’s bullshit.

If everyone out there has a 
professional headshot, how do you 

stand out?

Not all of us are good looking 25 year 
olds with a magnificent rack and a 

gorgeous head of hair.

Does your client NEED to see you? 
Does your client WANT to see you?

Yes, using a photo of yourself helps 
build know, like and trust - but is it 

the be-all-end-all? No.

If you’re going to have a photo of 
yourself, make sure it’s a good one. 
If you’re not going to use a photo of 
yourself, use something interesting 

- and make sure it’s interesting 
enough to make folks want to click 

on it. Nothing wrong with a call to 
action after that click...

Again - after the click, you have 
a nice little space to insert some 
words and links. USE IT. 6 lines 
still apply. Use all of them, make it 
interesting, add a link and make folks 
curious enough to click.

Using a photo that fits well into a 
circle is a good idea. I’ve found that 
an 800 pixel x 800 pixel image works 
very well.

DO NOT USE YOUR LOGO HERE!!! 
This is a sure way to get Facebook 
to take a closer look at your profile - 
and having FB scrutinize your profile 
is a great way to get it shut down. 
Use a photo - not a logo. Throw in 
some color or interesting filter to 
help you stand out from the horde of 
folks using lame-ass headshots.

PATTERN INTERRUPT IS YOUR 
FRIEND. DON’T DO WHAT 
EVERYONE ELSE IS DOING.

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


3: YOUR INTRO

4: YOUR 
EXPERIENCE

TELL THE PEOPLE WHAT 
YOU DO! 

This isn’t the time to be shy or 
obtuse. You have 101 characters to 
sum up what you do, who you do it 
for and what makes you different.

A good formula is 
 

I do X for Y by Z
X=Your brand promise
Y=Your perfect client

Z=Your service

Z is what you do, Y is who you do 
it for and X is what makes you 

different.

KEEP IT SIMPLE.
This is the area where you’ll detail 

your experience and education. 
Don’t get carried away. Link your 

business pages and add only 
RELEVANT education.

99 times out of a hundred, folks 
won’t give a shit where you went to 

high school or who you’re married to.

In my case, I went a little silly with it - 
but my brand IS silly.

But, if you look at it, I’ve used that 
formula.

Again - you only have a small number 
of characters to use. Emojis (ugh) 
are acceptable - if they fit with your 
brand.

Leave out anything that doesn’t 
directly speak to your ideal audience.

Don’t send people to 
places that don’t make 
you money or advance 
your rep as an expert in 
your field.

To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

5: FEATURED 
IMAGE

6: LINKS

CURIOSITY ATTRACTED 
THE CLIENT 

Again, Facebook has given you a 
billboard. Don’t use it to show a 

photo of your kid’s birthday party or 
your latest trip to Aruba - because 

your perfect client DOES NOT CARE 
ABOUT THOSE THINGS!

(Unless they do.)

An 800x800 pixel image is ideal here. 
Again, you have a place for text - 

make it work for you to build interest 
and curiosity.

TOO MANY LINKS IS 
WORSE THAN NO LINKS 

This is another place that simplicity 
is absolutely key.

Just because you CAN link to a 
hundred different things doesn’t 

mean you should.

This is a great place to advertise 
your lead magnet, your group or 
your services. Drop a link to your 
“money,” and make it all interesting 
enough for folks to want to click 
through.

You can have up to 6 images here, 
but I’ve found that 1 large image 
works better across browsers and on 
mobile.

When choosing links to display here, 
think about what you want your 
perfect client to see and click on.

Does your client use Snapchat? If 
not, don’t link to it.

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

7: QUESTIONS
WHY THE HELL NOT?

This is one area that I see a lot of 
folks overlook. If Facebook is going 

to give you a place to help your ideal 
client get a better sense of you and 

your brand, why not take it?

Answer 6 questions and they’ll 
display on your profile.

USE, OPTIMIZE & LEVERAGE EVERYTHING
If you’re on Facebook, looking for clients, 

use everything that you’re given - and use them well.

Facebook has given us lots of places that we can
drop in interesting images and calls-to-action.

Why the hell WOULDN’T you use ALL of them?

By not using your profile properly,
you’re leaving money on the table.

IDEA: Facebook lets you ask (and 
answer) your own questions. Ask 
questions you know your ideal 
client will ask - then give them the 
answers.

LEVEL 1 TAKEAWAYS

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


NEXT UP: 
MAKE FRIENDS, 

DON’T BE A 
DUMBASS

Adding friends that you don’t really 
know, for some reason, has been 

vilified by a lot of “experts.”

I’m calling bullshit.

Add friends - but do it strategically 
and intelligently.

Here’s how...

1. Friend people that YOU align 
with who aren’t necessarily your 

ideal client. By adding friends that 
like you and who will interact with 

your content, you add value to your 
content and push it up the algorithm 
so that it’s more likely to be seen by 

people who ARE your ideal client.

2. Friending people who are experts 
(real or perceived) in your field lends 

more and more credibility to your 
profile and your message. If people 

see you’re aligned with big wig, they 
automatically assume that you’re 

bomb as fuck.

3. Friend people whose friends 
are your ideal client. This is an 
interesting back door into your ideal 
client’s world. If your friend shares 
or interacts with your content, their 
friends (your ideal client) will be more 
likely to see and consume your stuff 
- because a trusted friend likes it. It’s 
an easy foot in the door.

4. Friend people A LOT. Add lots 
and lots of folks who are friends of 
friends. Also, friend people that are 
in the groups you frequent (I’ll talk 
about groups in Level 3.) I found 
my real tipping point to be around 
the 1500 friend mark - but NOT 
PERSONAL FRIENDS & FAMILY. 
Find businesspeople and folks using 
Facebook for business. Facebook 
posts reach a startlingly small 
percentage of our friends list - so it 
makes sense that the more friends 
we add, the more eyeballs see what 
we post. It’s simple math.

5. Constantly STRATEGICALLY cull 
your friends list. Take out the dead 
weight and add more people in. 
Every time I cull 500 from my friends 
list and add another “new” 500, I see 
my engagement go up by a pretty 
significant amount (around 10%.) 
This is because the more you refine 
your audience to the people who 
interact, the more room you have to 
add people who MIGHT interact.

LEVEL 2 - FRIENDGASM



This is one whale-sized 
caveat: If you start bringing 

in friends and you start 
pushing your sale on them, 

you will turn them off.

The MAIN POINT HERE is 
to develop a tribe of people 
that will interact with your 

stuff and help push your 
profile into the sight of your 

ideal client.

Once you have that, it makes 
it a lot easier to approach 

your ideal client where they 
are, and start directly adding 

THEM as friends.

You want to develop curiosity by 
demonstrating your awesomeness 

- not by pushing your salesy bullshit 
down their throats.

You set up your profile to show 
people your personality and your 

expertise in Level 1.

A FEW SIMPLE RULES:

1. Do NOT jump into messenger 
and give people the hard sell. This 
is sleazy and the conversion rate is 
lower than low. It’s a waste of time, 
and it’ll eventually give you a bad 
name.

2. Do NOT expect everyone to accept 
your request. Some folks just won’t 
- at least until they have some social 
proof.

3. DO Friend folks who you see as 
competition. There’s enough work 
to go around - and we can all learn 
from each other. Furthermore, if you 
have a friend in the same field and 
they know, like and trust you - they 
might pass projects to you. And - 
they might come in handy when YOU 
have too much work to do...

4. DO approach people who you 
think are “above” you on Facebook. 
You’re a fucking rockstar, so other 
rock stars will want to be your friend. 
DO NOT UNDERSELL YOURSELF. If 
you do something awesome - people 
WILL want to be friends with you. 
If you set up your profile to show 
just how awesome you are, you’ll be 
able to approach the muckity-mucks 
and make high-level friends and 
partnerships. This is no time to be 
timid.

A DOPE TOOL

CLICK HERE

TO FIND
SUPER-TARGETED 
PEOPLE TO FRIEND

YOUR’E WELCOME

https://bit.ly/2h0LNTp


FRIENDS 
MAKE BETTER 

FRIENDS 
BETTER

YOU’VE ADDED THEM, 
NOW ADD TO THEM! 

Once you’ve added a bunch of 
friends, add to their value by giving 

your value to them.

Cruise their profiles. Comment, like, 
share and add to the conversation.

This accomplishes several things...

First, it builds awareness. They’ll 
notice that you’re liking their 

stuff and helping them climb the 
algorithm. 

Second, it helps build YOU. By 
having friends who have a broader 

reach, it helps YOU have broader 
reach. The stronger your friends, the 

stronger YOU are.

Third, it keeps you in front of your 
new friends, their friends and their 

clients.

THIS IS NOT AN EXCUSE TO 
EVER DROP YOUR SALES 
PITCH ON THEIR PROFILE.

Unless they specifically ask for a 
link, DO NOT POST A LINK. NEVER. 
NEVER EVER EVER.

It’s just completely uncool - and it 
damages your brand more than it 
helps.

You’re building 
relationships here. 
It’s ALL about the 
relationship. You’re trying 
to find folks that align 
with you, your brand 
and your offering - but 
mainly YOU. People build 
relationships with people 
much more readily than 
they do with a brand.



To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

YOU NEED A LOT OF FRIENDS
Start by searching your friends’ friends,

take Facebook’s friend suggestions.
Mine for friends in the groups you’re in.

Friends are everywhere.

YOU NEED TO BE A FRIEND
Add to the conversation, add to the community.
The more you add, the more people will see you

as a decent person - and one worthy of trust.

YOU CAN’T BE A DOUCHE
DON’T TRY TO SELL YOUR FRIENDS DIRECTLY.

Set up your profile to convert curiosity into
customers - then let the customers come to you.

You don’t always have to be on the offensive.

JUST BE COOL
Build the relationship. You wouldn’t expect someone

to hop into bed with you 10 seconds after you
meet them - and this is no different.

Take it slow, make it last - and it WILL last.

LEVEL 2 TAKEAWAYS

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


NEXT UP: 
JOIN GROUPS, 

DON’T BE A 
DUMBASS

Facebook Groups are a terrific way 
to meet people.

Not only can you find groups 
where your ideal client hangs out, 

you can also join in some terrific 
communities and meet like-minded 

folks.

Again, finding more friends is 
absolutely key here - and having 

a whole bunch of friends who will 
never buy from you, but who will 

interact with, share and grow your 
presence is a good idea.

Because when you DO get into the 
groups where your ideal client hangs 

out, you’ll be bringing with you a 
ton of engagement, sincerity and 
(at least the appearance) of some 

influence.

The following is a quick-and-dirty 
guide on joining groups and not 

coming out looking like a complete 
dick.

PLEASE NOTE:

This section is meant to come third. 
There are a very specific reasons for 
this order...

First, you build out your profile to 
attract and CONVERT your ideal 
client. You also build it in a way that 
speaks to the friends you want to 
make.

Next, you add some friends and get 
the engagement going. This makes 
you look more authoritative, hip 
and real - for when you go into the 
groups to start strutting your stuff.

Then, you hit the groups and start 
spreading your wings.

BUT YOU MUST DO IT SLOWLY, 
OR YOU STAND THE VERY REAL 
CHANCE OF SCREWING YOURSELF 
OVER IN FULL PUBLIC VIEW.

Take it slow, do it right - and be 
patient.

This isn’t a sprint - it’s a marathon. 
Only the strong will survive.

Now - to groups.

LEVEL 3 - GROUP HUG



LEVEL 3 - GROUP HUG
STEP ONE
 
Find some groups to join - as 
yourself. Be very specific about what 
groups you join.

SOME IDEAS: 
	 •	Groups	of	people	whose	
  lifestyles or jobs will lead them 
  to need your services. Say you’re 
  a lawyer. Getting into groups of 
  business people, entrepreneurs 
  or investing groups might be a 
  good idea. 
	 •	Groups	that	have	your	target	
  demographic. If you know the 
  ages and lifestyles of your 
  customer, you know where 
  they’re hanging out. 
	 •	Groups	that	are	local.	Hop	in	
  to the local discussion. You’d be 
  surprised how many people - in 
  your back yard - are looking for 
  all sorts of services and 
  products. 
	 •	If	you	sell	any	sort	of	design	
  or business product or service, 
  entrepreneur groups are GREAT. 
  Those guys need lots of stuff!
	 •	People	who	do	what	you	do.		
  Competition is good.
	 •	Groups	of	people	that	sell	goods
  or services to service providers 
  to your target demographic.
  Looking for ditch diggers? Talk to
  the people who sell shovels.
 

SOME HELPFUL HINTS:
	 •	Don’t	join	giant	groups.	It’s	hard	
  to make a dent. 
	 •	Look	at	the	group	a	little	closer	
  before you join. You can tell 
  a good bit about the group by 
  the members profiles. Do a little 
  sleuthing. 
	 •	Don’t	join	a	million.	Join	5-6	to	
  start with. You’re going to want 
  to actively engage in these 
  groups for a while. If you join too 
  many, you’ll get too involved and 
  it’ll become a time suck.
	 •	Don’t	join	groups	that	are	full	
  of links and spam and everyone 
  pitching.
	 •	Don’t	join	groups	that	don’t	have	
  solid ground rules. This shows a 
  lack of care from the admins. 
  And, if admins are uninvolved, 
  you can bet the community is a 
  bit of a mess.

LEARN MORE BY WATCHING 
THIS VIDEO ABOUT GROUPS 

THAT SUCK AND THOSE THAT 
DON’T

CLICK HERE

https://www.facebook.com/violatedtermsofservice/videos/vb.100010178439035/680595318956410/%3Ftype%3D2%26video_source%3Duser_video_tab
https://www.facebook.com/violatedtermsofservice/videos/vb.100010178439035/680595318956410/%3Ftype%3D2%26video_source%3Duser_video_tab
https://www.facebook.com/violatedtermsofservice/videos/vb.100010178439035/680595318956410/%3Ftype%3D2%26video_source%3Duser_video_tab
https://www.facebook.com/violatedtermsofservice/videos/vb.100010178439035/680595318956410/%3Ftype%3D2%26video_source%3Duser_video_tab
https://www.facebook.com/violatedtermsofservice/videos/vb.100010178439035/680595318956410/%3Ftype%3D2%26video_source%3Duser_video_tab


STEP TWO
 
You’re in groups now. You 
picked some good ones, 
you’ve been accepted and 
you’re ready to start selling. 
Right? 
 
Pump the breaks. Don’t go 
all salesman. Take your time. 
 
Now that you’re in the group, take a 
couple of days to survey the scene. 
Are people being cool? Are you 
in line with what’s going on, or is 
everyone in the group just selling 
stuff to each other? 
 
If the group is cool and you could 
actually see yourself spending time 
there - you’re ready to start. SLOWLY. 
 
First thing to do is to start liking stuff. 
Heart stuff. Read what people are 
doing. See where their “pain points” 
are. Are they looking for services, 
or are they just chatting? Telling 
jokes, posting memes? See what the 
culture of the groups are, and start 
formulating the type of value YOU 
are going to offer the groups. 
 
The value you offer needs to start 
slowly. Be a contributing, active 
member - without dropping your 
spam and links and sales pitches all 
over the place. 
 

Ingratiate yourself to the group. Take 
your time. You’re trying to build trust 
BEFORE you build a friends list. 
 
This starts slowly - and you really 
only want to interact with groups 
where you can add value and 
actually have fun being yourself. 
Don’t jump into groups where you 
feel like you have to be a phony - 
because phonies WILL be found out 
eventually. 
 
Take it slow, make it natural - don’t 
“like” everything from everyone. 
Like stuff you actually like. Again, no 
room for phonies. 
 
Do this for a few days before you 
start actually talking. By bolstering 
others’ posts, you’ll be offering them 
a little value and prove that you’re 
listening without trying to sell them 
anything. Trust. It’s a good thing. 
People will remember your likes, and 
they’ll be much more likely to like 
what you’re putting down - when you 
start putting it down.



STEP THREE
 
You’re starting to get in on 
the action. Now’s the time to 
introduce yourself. 
 
A lot of groups - especially nowadays 
- have a group shout-out post. 
Sometimes weekly, sometimes in 
a pinned post. Use it. Introduce 
yourself and tell folks what you do. 
Don’t write a book. Keep it short and 
sweet - and be sure to be effusive 
with the thanks. 
 
“My name is James, and I help 
businesses build online presences. 
Thanks for the opportunity to 
introduce myself!” 
 
NOT “My name is James, and I build 
website and design logos and write 
things, and I’m in Asheville and I 
love dogs and if you PM me, I can 
hook you up with a 20% discount at 
Krispy Kreme. AND IF YOU ORDER 
NOW, you’ll be able to get in on our 
extremely full docket and experience 
our awesome customer service. 
ORDER NOW!.” 
 
You get the idea. If you’re given an 
opportunity and a place to speak up, 
speak up. 
 
If the group doesn’t have a specific 
place to add your name, start by 
commenting on some posts. 
 

Again - don’t be phony. Comment on 
stuff you like - and KEEP IT SHORT. 
For now, smaller is better. You’re 
building trust, getting yourself into 
the community. Now is not the time 
for a sales pitch. 
 
Add value if you can - but a “Heheh, 
that’s so cool!” post is plenty. Mix it 
up. Be nice. Be real. 
 
Keep liking. You can ramp it up a 
little without being suspicious. Still - 
baby steps. 
 
INSIDER TIP 
Don’t post your link unless you’re 
asked - BY THE GROUP ADMINS - 
to do so. Linking to external sites 
from within a Facebook group 
actually hurts the search and display 
placement of that group in Facebook. 
Keep the links to a minimum - the 
group admins will thank you.



STEP FOUR 
 
Now, you’re in the group. 
You’re building some 
goodwill. You’re liking stuff 
and dropping some “I dig it” 
love. You’ve done this for a 
couple of days or a week. 
 
This is the time to start adding to the 
conversation. 
 
Start small. Go for 2-3 sentences 
with some value added. Offer advice, 
give a tip, share some experience. 
Check out some of the post ideas a 
little further down. 
 
AGAIN - DON’T DROP LINKS. DON’T 
SAY “PM ME FOR DETAILS.” That’s 
much, much later. 
 
You’re not an authority in the group 
yet - you’re a member, but you’re 
not stomping with the big dogs. Be 
respectful. Continue liking stuff and 
adding little bits here and there. 
Keep your advice short, and people 
will see you trying - and they’ll be 
more likely to read what you’re 
doing. They might even visit your 
Facebook profile. 
 

EASTER EGG TIME 
 
If you’re doing this right, you’re 
going to start having people visit 
your Facebook profile (not your 
business page.) Optimize your profile 
(see Level 1) and include links to 
your “money” page - be it website, 
Facebook page, Instagram account - 
where ever you want traffic. People 
will start looking - be ready. 
 
This stage should last a week or 
two. Take it slow. Don’t comment on 
everyone’s stuff - that’ll just look like 
you’re trying too hard. 
 
You’re just adding to the 
conversation at this point. Don’t start 
posts, don’t upload pictures, don’t 
start telling people (directly) what 
you do. That comes later...



STEP FIVE
 
Now’s the time to start your 
own posts. 
 
You’ve developed a rapport with 
the group. People are starting to 
“recognize” you. You’re liking and 
commenting and adding to the 
conversation. The group is primed 
for you to start posting. 
 
You’ve spent a couple of weeks 
getting to this point - and you should 
have a good idea of the vibe and 
personality of the group as a whole. 
If you fit, it’s your turn to really start 
turning up the heat. 
 
Start off with smaller posts. 4-5 
sentences - and with a bit of added 
value. DO NOT MENTION YOUR 
SERVICES - and for the love of all 
that is good and holy - do NOT post 
links. No YouTube videos, no links to 
your site. 
 
Now - ONLY POST WHAT YOU KNOW, 
and only do it if you’ve determined 
this group is really looking for what 
you have to say. 
 
Tips, tricks, did-you-knows, pointed 
or leading questions. Get fancy and 
try a poll. Memes can be good. Cool 
images, etc. 
 
You get it - keep it simple and 
unspammy. Offer value. 
 

You’re building your reputation as an 
authority on the subject and within 
the group. The fastest way to kill that 
authority is to start dropping links 
and spam. 
 
Don’t do this more than a couple of 
times a week - and do it for several 
weeks. 
 
Keep it slow, keep a reasonably low 
profile - and get ready to head into 
the next phase.



STEP SIX
 
You’re in. You’ve contributed. 
People are starting to 
recognize you and interact 
with you. 
 
Now’s the time to drop an 
H-bomb of sales, right? 
 
No. Actually - there’s never really 
going to be that time. Sorry to tell 
you, but you’re not going to be able 
to throw out one of those “Hey, guys 
- I’m Jeff and have I got a DEAL for 
you...” kind of posts. 
 
Unless you want to look like a tool. 
 
You don’t want to look like a tool. 
 
But, the time is now to start sharing 
big, broad and reasonably long 
informational posts. 
 
“Hey, guys - here’s something I’ve 
found that works:” and you offer 
some value. At the end, you can 
throw in a little pitch “If you’d like to 
hear more, please shoot me a PM.” 
 

That way, you’re offering value, 
positioning yourself as an expert on 
the topic who - after all these weeks 
- seems like an alright kinda person. 
You’re not pushing your sales in 
their face - you’re leaving them 
better for having read your stuff, and 
you’re planting that good vibe and 
an understanding that you’ve got 
answers to their problems. When 
they come looking for what you sell, 
who are they going to think of? 
 
Yep. 
 
That’s it. In summation, it’s really 
just about demonstrating your 
humanness and your willingness to 
help out and just BE COOL. People 
buy lots of stuff from cool people. 
 
This is social media, after all. Be 
social in a group, be cool, and it can 
- in the long run - lead to sales. And 
friends. And notice. And fun.

To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

YOU’RE NOT THERE TO SELL DIRECTLY
You’re there to advance your brand and position

yourself as an expert. A KICK ASS EXPERT.
Don’t blow it by trying to sell your shit. 

DON’T GET CRAZY 
Be VERY selective about the groups you join, and

vet them extensively before you start really
conversing. Don’t spread the love too thin.

HELP BUILD THE COMMUNITY
Again - you’re not there to sell directly.

Play it cool, set up your shit to convert, and make
REAL RELATIONSHIP the main goal.

GO SLOW
This is hard. We all want to make money, and some
of us need to make it fast - but again, this is about

building relationships, finding strategic partners and
FRIENDS who will engage with your posts and help

push you further up the algo.

That’ll help the living shit out of you when you
start actively mining for clients in groups...

LEVEL 3 TAKEAWAYS

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


EVERYTHING YOU’VE DONE SO FAR IS
ESSENTIALLY PREP WORK!

You’ve set up your profile, added friends and
you’re ready to start engaging.

You’re developing curiosity - for your friends
and for your prospects.

The goal is to position yourself as an expert,
with a following, a lot of visibility and some trust.

Once you’ve got these things in order,
THEN is when you start looking for your leads.

You should have a good idea of where they are.

Start approaching them. When they see that you’re
a decent person with a good reputation, they’re
more likely to be receptive to a RELATIONSHIP.

When you develop a relationship - or at least a
percieved relationship - it makes the whole sales

conversation a LOT easier.

Plus, if you set up your profile properly, you can have
that conversation without having to say a word.

Relationship and reputation go a long way
towards closing the sale.

WHERE THE HELL ARE 
THE LEADS?



NOW YOU’VE GOT 
EYEBALLS - WHAT 
THE HELL DO YOU 

POST?
This is where a lot of folks stumble. 

What do I post? When do I post? 
Who’s gonna care?

The easiest thing to do is 
to watch your (new) friends 

and see what they’re talking 
about and posting about.

Then, take those posts 
(questions, comments, 

statements) and twist them 
a little bit.

If everyone’s asking a question like 
“Who here loves cake?” take that 

question and form it into a polarizing 
statement like “People who like 

chocolate cake are morons.”

Polarity does a couple of things. 
First, it builds a simpatico with folks 

who hate chocolate cake, and it 
pricks the ears of those who love 

chocolate cake.

Secondly, polarizing posts give you 
a GREAT idea of the leanings of your 
friends list. This gives you an idea 
of who you can cut and who you’re 
better aligned with.

Another great post idea is 
the Veiled Market Research 
Question Post:

“Who here sucks at X to Y?”

X is your genius zone, Y is the result 
that your genius zone provides to 
your customers or clients.

“Who here sucks at using Facebook 
to garner leads for their business?”

This approach gives you answers 
that you can use to better inform 
your “value” posts.

If you ask the question and you find 
that your audience sucks at using 
Facebook to garner leads, you know 
that a fair few of them would be 
interested in a later post that shows 
the audience how to use Facebook 
to garner leads.

LEVEL 4 - POST ETIQUETTE
 & IDEAS



The Statement, Question 
and Solution Post Series.

This is a three post series.

The first is a polarizing 
statement, the second is 

a question to feel out your 
audience, and the third is 

the solution.

I use this all the time - and it helps 
me develop “scripts” that I use 

for my Facebook live videos, but it 
works just as well with text-only post 

series.

Post 1: Facebook sucks! 
Post 2: What’s the hardest part of 

using Facebook for business?
Post 3: Here’s how to make 

Facebook work for you and suck 
less.

This accomplishes a couple of 
things. First, it polarizes, making 

people who agree with you feel like 
you’re in their corner, while making 
those that disagree with you either 

leave or engage and disagree. 
Secondly, it sets you up as the 
person who has the answers.

The Multi-layered Semi-
Applicable Bullshit Post.

This is one of the most 
entertaining post formats 
for me. I’ll take a vaguely 
applicable statement (song 
lyrics are great here) and 
couch it in a post that can 
have multiple meanings to 
multiple people.

“Then one day you find, 10 years 
have got behind you. No one told you 
when to run, you missed the starting 
gun.”

This post style is nice because 
everyone can see themselves in the 
statement. Some will immediately 
recognize it as a Pink Floyd song, 
some will see it as an issue with 
aging. Still others will see it as a 
deep statement that applies to their 
life or business - and their fears that 
they got started too late.

This is also a good place to insert a 
little word soup. The more confusing 
and vague, but ubiquitous, the better.

“Your life is worthless unless it’s 
yours.”

“Fun is great, but only when it’s fun.”

“Because I understand that you’re 
different from me.”



The Pain Point Post
If you know your audience, you’ll 

know their pain.

If your audience has the pain 
point of not knowing what to post 

on Facebook, a post of “Posting 
on Facebook is kind of a drag 

sometimes” builds simpatico and an 
implied answer. You’re positioning 
yourself as an expert - and people 

want to see that their expert 
understands the questions better 

than they do.

If you’ve properly defined your ideal 
client and your place in solving their 
problems, this sort of post is an easy 
win. It also sets you up to come back 

later and offer the solution.

“Posting on Facebook is simple 
when you have Magnetface.”

You get the idea.

What you’re doing here is voicing 
your ideal customer’s pain points in a 

better way than they can.

If you can ask the questions better 
than your client/audience, they will 

automatically assume that you have 
the answers.

The News Post
Super easy. Find a news article that’s 
relevant to your audience and/or 
their pain points and distill it into a 
short, sexy and concise solution.

“Does your SEO stink? Have you 
tried Google My Business?”

Boom - instant authority, and you 
don’t have to do the work.

The Nice Guy Post
Throw out some love to influencers 
and folks who are higher up in your 
realm. This shit WORKS.

“Man, Grant Cardone has some 
really great ties.” 
 
This stands a chance of getting 
the bigwig’s attention - but it also 
ingratiates you to their fans. Win.

The Value Vomit Post
KEEP THESE RARE! I’ll get more into 
content percentages and such - but 
don’t get too heavy into the long, 
ponderous posts that deliver “big 
value.” These types of posts get real 
old, real quick. Make them count, 
but don’t count on them to make you 
rich.



Running Jokes
This is an easy, fun way to build 

simpatico with your audience. If you 
start a joke, keep at it. It’ll help folks 
feel like their in your “in”crowd, and 

it’ll help build a bond that’s harder 
to break. Take playful jabs at people, 

but do it in a loving way.

Feeling Smart
Give your audience a place to show 

THEIR expertise. If you have a bunch 
of Facebook marketers in your list, 

ask them what they think about 
the latest happenings. Let them 
strut their stuff - other folks will 

automatically assume that YOU are 
the ultimate expert, because you 

have all these experts lending their 
two cents to the conversation you 

started.

Self-Deprecation
Poke a little fun at yourself. Don’t 

take it to the point where you look 
like a dumbass, but by not acting like 

you’re number one all the time, you 
become a person of the people.

Case Studies
Got a great case study for a client? 

Share it. Don’t have any case 
studies? Use facts or research from 

other sources. “Here’s how a $5 
investment netted a $6k return.” 

Show how it works for people - even 
if they’re not your people. Don’t take 

credit, but highlight the merit of what 
you provide.

Fill-In-The-Blank
Let your audience complete your 
thought. “I love Facebook because 
I can ___________!” This is great for 
market research.

Free Critique or Audit
This is a big one, and has proven to 
be VERY successful for me. Ask your 
audience if they’d like your expert 
eye to look over their stuff. I’ve used 
this many times for logos and brands 
and stuff - and the engagement is 
off the hook. If you know your stuff, 
show your expertise by tearing other 
folks’ stuff apart. Don’t be mean - but 
offer real value. “Hey - having trouble 
with X? Show me your plans, and I’ll 
see where I can help!”

Holidays
Tie “National Doughnut Day” into 
your genius zone. “Thank God 
it’s National Doughnut Day, now I 
have something to do while I Make 
Facebook Great Again.”

Polarity
This is a big one - and one you really 
need to master and leverage. The 
whole idea of using Facebook to 
develop leads is to filter folks into 
pro and con. A pro-you person is a 
MUCH easier sell. There’s no easier 
way to filter out the cons than to 
display something that’s going to 
piss them off. Use it.



Other People’s Content
Think about it - you post a link to 

an article and someone follows it. 
Suddenly, the person who wrote that 

article is the expert - not you.

Be VERY careful about this, and only 
post it if you add commentary that 

shows your expertise.

The Humble Brag
This is a straight douche move. If you 

have a win to celebrate, celebrate it 
in a way that lifts up your audience - 
not in a way that sings your praises 

or reaches for attention. LAME.

Bullshit Sympathy
This is even worse than the humble 
brag. If you’re having an issue that 
people can (and will) help you with, 
go for it. But, do you really need to 

let the world know you’ve got an 
ingrown toenail and a toothache? 

No - this does precisely ZERO to help 
you look like an expert in what you 
do. Don’t troll for sympathy. It just 

makes you look weak.

Project-specific Info
Don’t talk about your clients or what 
you’re doing for them - at least not in 

specific terms. This is just bad juju. 
Keep the details to minimum.

If you want to talk about a project, 
wait until it’s complete and kick-ass.

Gossip
While this might be fun, this is just 
straight up high school shit. Don’t do 
it.

Personal Attacks or Shaming
Do I need to explain this? This sort of 
thing - even if justified - makes you 
seem vindictive. Don’t.

Celebrity Death Memes
This is a wholly owned copyright of 
JamesPMGaffney Corporation.

Politics
This is a big one, and you might feel 
differently - but unless your ideal 
client is attracted to your political 
posts, leave them out. You’re not 
going to make anyone change 
their minds - and you stand a good 
chance of running off 50% of your 
audience.

Unresearched Information
If you’re going to post up anything 
that’s “true” or “useful,” make 
damned sure it’s useful and/or true. 
Don’t jump on a bandwagon of 
misinfo (Facebook rumors, anyone?) 
It just makes you look like an idiot.

THINGS NOT TO POST



OPTIMAL POSTING TIMES
When is the best time to 

post on Facebook?

The answer is that there is 
no real answer. Sorry.

There are some general times that 
work globally - the chart below 

shows times and days that work for 
most folks.

The consensus is that the middle of 
weekdays work the best and get the 

most engagement.

BUT - YOU have to experiment to see 
what works best for your content 

and mostly - your audience.

How do you experiment with times?

You just experiment with times - and 
content.

A post that works at 11am may not 
work the same at 3pm - and the only 
real way to know is to post, observe 
and take notes.

Give yourself 2 weeks of 
experimentation to get a large 
enough sample size to make a legit 
call.

AND AGAIN - TAKE NOTES!

There’s a downloadable spreadsheet 
a little further down in this PDF. It’ll 
help you track these things so you 
can make an informed decision on 
YOUR optimal post schedule.



A NOTE ABOUT PERCENTAGES
How much of my feed 
should be meaningful 

content, and how much 
should just be fuckery?

This is a very individualized 
percentage. But - there IS a 

percentage, and you can’t 
escape it.

If you’re all business all the time, 
people will burn out on your content, 

and that’s NOT good.

Again, this is about relationships. Do 
you want to have a relationship with 
a person who does nothing but talk 

about how awesome they are and 
how you need to buy their products?

No - you don’t. Nobody does.

You want to present yourself as an 
expert, but you also need to be real 

and approachable and trusted.

I hear others call it know, like and 
trust. Here’s the thing, though - know 
and like is easy. Trust is hard to build, 

but it’s the simplest thing in the 
world to completely destroy.

And, one of the easiest ways to 
make people distrust you is to make 
them feel like your only mission is to 

sell your shit to them.

This means that you need to vary 
your content. I’ve seen a lot of folks 
use a 70/30 ratio where 70% of 
their posts are non-specific to their 
business.

I’ve advocated 80/20 - but the truth 
of the matter is that if you’re going 
to post - use it strategically 100% 
of the time. You don’t have to make 
a sale in every post - but use your 
posts in a very methodical way. Plan 
them out.

Pick a daily or weekly “theme.” 
This makes it so much easier. Then, 
even your 70% bullshit posts can be 
loosely tied into your overall theme. 
Think of it as a running joke.

Develop continuity by posting at 
regular times.

Develop your brand awareness 
by doing the same sort of stuff - 
everywhere and all the time.

If you do something long enough an 
consistently enough, you let your 
audience be in on the “running joke.” 
As we discussed earlier - people love 
a running joke or running thread. It 
gives them something to grab on 
to and associate with a person or a 
brand.



To hear an explanation of this level and how it applies to you and your brand, click here to
check out the members-only page featuring video walk-throughs of each level. You’ll need
the password: McGriddleMe

DON’T DO THE SAME SHIT
If you want to stand out, stand out.

DON’T GET ALL SALESY 
It’s not all sales all the time. The more value and

interaction you can develop BEFORE you try to sell

OFFER VALUE, HAVE FUN
You’re looking to make relationships and have

a conversation BEFORE you make a conversion. Dig?
What better way to build a relationship than to offer

real value and to have some fun?

BE YOURSELF
Don’t be fake - for ANY reason. Yes, you want to put

your best foot forward, but this isn’t a place to
“fake it till ya make it.” If you’re phony, you’ll

eventually get found out.

EXPERIMENT, BUT TRACK IT
Post A LOT. Try different approaches. See what works,

ditch what doesn’t. WRITE IT DOWN. You might not
remember it later - so make sure you keep track

of the experiments. It’ll make the future you even better.

LEVEL 4 TAKEAWAYS

https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/
https://jamespmgaffney.com/magnetface-video-library/


PROFILE IMAGE TEMPLATES
A series of templates (PNG & JPG) that gives you a good starting 
point for all your pretty Facebook profile parts

To see this tool in action, please be sure to check out this 
video. This is a KILLER, reasonably secret weapon in getting 

very, very targeted people to add to your friends list.

LEVEL 5 - THE TOOLBOX
CLICK ‘EM TO DOWNLOAD ‘EM

When you get into a group, take notes here. It’ll help you keep 
what you say and where straight.

FB GROUPS SPREADSHEET

When you interact with someone, take notes so you can refer to 
the same jokes or threads. Build know, like and trust!

RUNNING JOKES SPREADSHEET

When you interact with someone, take notes so you can refer to 
the same jokes or threads. Build know, like and trust!

POST TRACKING SPREADSHEET

THE
FRIEND-FINDING TOOL

CLICK HERE

TO FIND
SUPER-TARGETED 
PEOPLE TO FRIEND

https://jamespmgaffney.com/wp-content/uploads/2018/09/FACEBOOK-TEMPLATES.zip
https://jamespmgaffney.com/wp-content/uploads/2018/09/GROUP-TRACKER.zip
https://jamespmgaffney.com/wp-content/uploads/2018/09/JOKE-TRACKER.zip
https://jamespmgaffney.com/wp-content/uploads/2018/09/POST-TRACKER.zip
https://bit.ly/2h0LNTp


LEVEL 6 - VIDEO SUPPORT
Everything I’ve laid out in 

this book has a video to 
back it up.

To access the videos,
CLICK HERE.

You’ll need the password
McGriddleMe

to access the page.

They’re in neat order - and I 
would suggest going through 
them in the proper order, as 
they all build on each other.

For more sensible nonsense, 
be sure to subscribe to my 

YouTube channel by
CLICKING HERE.

For even MORE terrific 
James content, don’t forget 

to add me as a friend and 
check out my FB Live Library 

by CLICKING HERE.

lf there’s anything in particular that 
you’d like me to discuss further, 
please hit me up via Messenger and 
ask. I’m happy to help clarify and - of 
course - ramble incessantly about 
almost anything.

Please do not share the links on this 
page unless you really think they can 
help someone out. It’s not that I’m 
against sharing the love - but even a 
McGriddlefaced brutha’s gotta eat...

https://jamespmgaffney.com/magnetface-video-library/
https://www.youtube.com/user/beingundude/videos
https://www.facebook.com/violatedtermsofservice
https://www.facebook.com/violatedtermsofservice/videos_by%3Flst%3D100010178439035%253A100010178439035%253A1535988147


YOU DO NOT WANT TO GET SHUT DOWN
There’s been a lot of buzz lately about people getting 

their profiles yanked from Facebook lately.

According to Facebook’s TOS, you cannot use your 
Facebook profile “primarily for business.”

The easy way to stay within that guideline is to
stick with the formulas mentioned above. Keep it

80% apparent bullshit, add 20% promo.

DO NOT TRY TO SELL DIRECTLY FROM FACEBOOK.
DO NOT LINK DIRECTLY TO A PAYMENT SYSTEM. 

DO NOT CONTINUALLY POST LINKS TO YOUR SHIT.
DO NOT TRY TO “TRICK” FACEBOOK.

The techniques mentioned in this book are meant 
primarily to grow your brand, bring you into the view

of your “ideal client,” and make them curious 
enough to COME TO YOUR OPTIMIZED PROFILE.

If you go all-out-salesy on your profile, you’re not 
only looking for trouble from the authorities, you run 

the very real risk of looking like a dumbass.

DON’T BE A DUMBASS. PLAY BY THE 
RULES. BUT USE WHAT THEY GIVE YOU.

BONUS LEVEL: SAFETY



A NOTE ABOUT PRIVACY
AND OTHER DIRTY WORDS

IF YOU WANT TO BE A 
PUBLIC FIGURE, YOU 

WILL HAVE TO BE A 
PUBLIC FIGURE.

This means that you will need to open 
up your profile (at least parts of it) to the 
general public. If you have something to 
hide, this guide might not work too well 

for you.

Again - this comes back to authenticity 
and honesty. If you’re a scumbag, a lot 

of the principles will still apply - but 
you’re going to have a hard time making 

it for the long haul.

If you don’t open your profile to be 
public, you’re going to have a harder 

time attracting friends (and friends of 
friends.) At a minimum, you’ll need to 

set some of your posts to be public so 
that when people look at your profile, 
there’s something there to prove that 
you are a human - and that you have 

nothing to hide.

The other thing you really need to do is 
to go in and clean up your “old” profile, 
so that any incriminating evidence is 
removed. Does your ideal client want 
to see photos of you and your college 
friends playing beer pong? Probably 
not.

Go through your profile and take a 
hard look at EVERYTHING. Change the 
privacy settings so that only you can 
see anything that doesn’t build your 
brand or present you in the best light.

There are ways to do this universally 
so you don’t have to go in and do it all 
manually. But, this is a slippery slope.



I CAN’T REALLY TELL YOU HOW TO DO 
THIS. TOO MUCH DEPENDS ON YOUR 
AUDIENCE, YOUR PRODUCT, YOUR 

BRAND AND YOUR GOALS.
Here’s the deal: if you follow this book, you have 
what you need to bring people in who WILL be 

interested in buying what you’re selling.

You’ll have a profile that’s ready to attract, inform 
and educate your audience in what you do, how you 

do it and what your vibe is.

The main goal is...

DEVELOP RELATIONSHIPS
Relationships make it much, much easier to 

transtion into a sale.

You’re setting up curiosity and exposing people 
to that curiosity. By having your profile set up as 
a “funnel” that develops a relationship, you have 
automated sales convos without having to have a 

ton of sales convos. Nice, right?

BOSS LEVEL
CHANGING CURIOSITY 

INTO CUSTOMERS



BEHIND THE McGRIDDLE

Join Marketing, Branding & Other Dirty Words on Facebook
Visit Me on Facebook to See Behind the McGriddle

JOIN “MARKETING, BRANDING & OTHER DIRTY WORDS” on FACEBOOK

We’re building a great community of 
tech people, marketing gurus, paid 
traffic mavens, advertising masters and 
branding ninjas in a safe and protective 
environment.

Nothing but good vibes and some really 
killer info. Totally free, totally chill, 
totally worth it.

Got questions? We love questions. And 
jokes.

I’m James, and I’ve been building brands 
and doing deeds of design and marketing 
for 25 years. To learn a little more about 
what I do and how I can help you build 
your business, find me on Facebook or 
visit my website. I’m happy to chat, and 
I love a little off-color banter. Gifs are a 
plus, too.

I offer one-on-one branding and design 
sessions, and there’s nothing that makes 
me happier than doing kick-ass things 
with kick-ass people.

Let’s chat. No sales, no bullshit. Just want 
to get to know you (and your brand) a little 
better.

WANT MORE?

https://www.facebook.com/violatedtermsofservice



