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Welcome
You’ve spent hours crafting Facebook campaigns, testing creatives, and 
tweaking audiences, yet your ROAS still refuses to climb.
Sound familiar?  

Here’s the truth: even the best ad strategy can’t perform if your product feed 
is broken, messy, or incomplete. 

This ebook will guide you through step-by-step to fix hidden feed errors, from 
auditing product feed to optimizing product data, and strengthening your 
feed performance, helping you scale your Facebook Ads ROAS efficiently. 

Let’s get into it! 
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When it comes to Facebook Dynamic Product Ads, numbers don’t just show 
results. They uncover behavior. Every click, view, and purchase paints a 
clearer picture of how effectively your ads convert interest into action. 

Below are the key Facebook dynamic product ad metrics that show what’s 
working well and what might need improvement.  

Top Metrics to Track in
Facebook Dynamic
Product Ads 

Export

Page impressions

176K

Page reach

328K
Post Impressions

628K
Post Impressions

177K
Post Impressions

BRAND AWARENESS
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Metric Definition
Why track for

dynamic product ads
Positive indicators

1.
Click-through 
rate (CTR) 

0.90% - 1.60%The ratio of users 
who click on a 
specific link to the 
total number of 
users who view it

Shows how relevant and 
appealing your ads are. 
A low CTR often means your 
product match or visuals need 
improvement.

2.
Conversion
rate

Over 10%The percentage of 
clicks that result in 
a purchase or 
desired action.

Reveals how well your dynamic 
ads turn interest into sales and 
helps spot where people drop 
off in the funnel.

3.
Return on Ad 
spend (ROAS)

2X - 4XThe revenue 
earned for every 
dollar spent on 
ads.

Measures how much profit your 
ads bring and how well person-
alization works.

4.
Cost per click 
(CPC)

$1.00 - $1.50 The average 
amount paid for 
each ad click. 

Helps assess how efficiently 
your budget is used and whether 
your targeting or catalog setup 
needs adjustments.

5.
Cost per acqui-
sition (CPA)

$18 - $20The cost to 
acquire one 
customer.

Tracks bottom-funnel efficiency 
and helps optimize retargeting 
performance.

6.
Add to cart
rate

5-8%The percentage of 
users who add an 
item to their cart 
after viewing it.

Reflects product interest and 
highlights potential checkout or 
pricing issues when purchases 
remain low.

7.
Impressions

Depend on the 
budget and 
audience size 

The total number 
of times an ad is 
shown.

Monitors how often people see 
your ads so you can avoid 
showing them too many times.

8.
Engagement 
rate

1-2%The ratio of 
interactions (likes, 
comments, 
shares) to impres-
sions or reach.

Indicates how well your visuals 
and copy work with people and 
helps you make better ad 
content next time.



After tracking the right metrics, you might notice some numbers not 
performing as expected. That’s often a sign of underlying issues within 
your Facebook Dynamic Ads setup. 

Below are some common problems that could be affecting your results. 

Common Problems
When Running
Facebook Dynamic Ads 

6
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Problem Description How to Know

1.
Product 
Catalog Errors

Ads fail to show 
because the catalog isn’t 
synced or is missing key 
fields like price or image. 

In Commerce Manager, products display 
“Errors” or “Missing Data” warnings, or ad 
delivery stops suddenly. 

2.
Pixel or
Conversions API 
Malfunction

Facebook can’t track View-
Content, AddToCart, or 
Purchase events correctly, 
causing product mismatches.

In Events Manager or Pixel Helper, events 
don’t trigger or show missing content_ids.

4.
Outdated Catalog 
Updates

Old or out-of-stock products 
still appear because the 
catalog doesn’t refresh often.

Ads show unavailable products or wrong 
prices compared to your store.

3.
Poor Product 
Feed Quality

Low-quality images, weak 
titles, or incorrect prices, etc. 

These reduce engagement 
and ad relevance. Facebook 
Dynamic Ads rely on
accurate product data to 
personalize offers. Poor feed 
quality leads to low CTR, 
higher CPC, and poor ROAS.

Preview your dynamic ads. If visuals or 
text appear messy or inconsistent, feed 
quality is poor.
Using a product feed management tool to 
easily create, customize, and sync 
product data. 

In this guide, we’ll tackle one of the biggest factors affecting your ROAS: 
poor product feed quality.

5.
Wrong Audience 
Targeting

Old or out-of-stock products 
still appear because the 
catalog doesn’t refresh often.

Check Audience Insights:  low 
engagement or repeat purchasers 
indicate bad targeting.

6.
Broken Product 
Links

Clicking ads leads to 404 
errors or wrong pages from 
outdated product URLs.

Test catalog links in Commerce Manager 
or click your own ads to confirm they 
open correctly.



Before you start improving your product feed to increase ROAS, the first 
step is to audit your current Facebook product feed. This helps you identify 
missing data, inconsistencies, or low-quality content that might be hurting 
ad performance.

Notes: Facebook only allows you to export product performance data 
(including product names) from the Insights tab or download a blank feed 
template.

Once you’ve exported the file, copy and paste your product data into the file, 
including descriptions, images, pricing, etc., into that spreadsheet. This will 
become your audit sheet for identifying optimization opportunities.

Go to the Commerce Manager and select your catalog.

Open the Insights or Catalog tab.

Navigate to the Products or Items section.

1.

2.

3.

4.

STEP 1

Audit Your Current
Facebook Feed 

Look for an option to Export or Download the performance data
(usually a CSV or Excel file).

The first step in the auditing process is exporting your current
Facebook Feed.

8
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Audit Area What to Check How to Check It
What to Do If

It’s Wrong / Missing

Data
Accuracy & 
Completeness

Fill missing fields manually Each product has an ID, 
Title, Description, Price, 
Availability, URL, and 
Image Link.

Open your CSV, verify no 
blanks in these columns. 

Add official product identifiers 
or brand names to improve 
trust and targeting.

GTIN, MPN, and Brand 
fields are filled where 
applicable.

Search “GTIN” or “Brand” 
columns; check for 
empty cells.

Read a few entries, do they 
describe the product clearly?
Rewrite vague titles

Titles and descriptions are 
unique, descriptive, and 
keyword-rich.

Read a few entries, do 
they describe the product 
clearly?

Fill these in. They improve ad 
targeting and relevance.

Optional attributes (Color, 
Size, Material, Gender, 
Condition) are filled.

Check optional columns.

Assign unique IDs for each 
product and variant.

No duplicate product IDs. Sort by ID column         
        look for duplicates.

Technical & 
Format
Compliance

Convert using the Excel or 
LitCommerce product feed 
management tool.

Feed file uses correct 
format (CSV, XML, TSV).

Check the file type before 
uploading.

Add item_group_id so 
Facebook recognizes related 
variants.

Product variants grouped 
with item_group_id.

Check if variants (sizes/-
colors) share a group ID.

Replace low-res or
watermarked images with 
clean, high-quality ones.

Image quality 
meets ≥ 500x500 
px, no watermarks.

Open a few images from 
feed links.

Fix broken links or update 
URLs.

URLs lead to active 
product pages.  

Click the links from the 
CSV randomly to verify.

Review flagged items and 
fix issues (missing data, 
image problems, etc.).

No errors/disapprovals in 
Catalog Manager.

Go to Commerce Manager
        Diagnostics tab.

After having the file, let’s audit your feed using this checklist: 
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Audit Area What to Check How to Check It
What to Do If

It’s Wrong / Missing

Feed
Freshness & 
Maintenance

Enable automatic syncing via 
your platform or LitCommerce 
product feed management tool.

Feed updates automatically 
and frequently.

Check your feed schedule 
(daily recommended).

Update feed or automate 
inventory sync.

Out-of-stock or discon-
tinued products removed 
or marked unavailable.

Compare website 
inventory vs. feed data.

Fix mismatches to prevent ad 
rejections.

Prices match your website. Cross-check a few 
products manually.

Add custom labels for 
campaign segmentation.

Custom labels used 
(promotion, best seller, 
etc.).

Check if “custom_label” 
columns exist.

Performance
& Relevance

Tracking & 
Integration

Focus on items with high 
engagement and conver-
sions.

Products align with 
audience interest.

Look at Insights
> Top Products in Meta.

Increase budget on winners; 
pause or fix poor performers.

Identify top and low 
performers.

Filter your exported file 
by purchases or CTR.

Fix pixel setup or connect 
through your platform.

Meta Pixel is installed 
and tracking correctly.

Go to Events Manager > 
Test Events in Meta.

Link to your primary Business 
Manager if missing.

The catalog is linked 
to Business Manager. 

In Commerce Manager, 
confirm catalog ownership.



SO, WHY DO THESE AUDIT AREAS MATTER 
FOR HIGHER FACEBOOK ADS ROAS? �

When your product details are clear and complete, Facebook knows exactly 
what you’re selling and who to show it to. That means your ads reach the 
right shoppers and you waste less money on the wrong clicks.

DATA ACCURACY & COMPLETENESS�

Ensuring your feed follows Facebook’s rules is key to keeping your products 
visible and error-free. When your images are clean, your formatting is correct, 
and your variants are properly grouped, your ads are more likely to look
professional and attract more clicks.

TECHNICAL & FORMAT COMPLIANCE

If your feed is always up to date with the right prices and stock levels,
shoppers can trust your ads. Additionally, no one likes clicking on something 
that’s out of stock.

FEED FRESHNESS & MAINTENANCE

You don’t need to promote everything. Focus on the products that perform 
best. That’s how you make sure your ad spend goes toward what actually 
sells and delivers the highest return.

PERFORMANCE & RELEVANCE

Good tracking helps Facebook learn what’s working. When your Pixel and 
catalog are set up correctly, Facebook can automatically find more buyers 
like your best customers, helping you get better results for every dollar spent. 

TRACKING & INTEGRATION

11
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In this step, you’ll learn how to fine-tune key feed attributes so Facebook’s 
algorithm truly understands your products and rewards you with higher 
clicks, conversions, and ROAS.

Now that you’ve audited your feed, it’s time to turn fixes into growth. 

STEP 2

Optimize Key Feeds
Attributes

Age group

Size

Material

Gender

Tax

Pattern

$$ $$

$$ $$
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Field Best Practice (Facebook-Approved) ROAS Impact

gtin / mpn / 
brand

Required for most products.- Use official GTIN 
(EAN/UPC) when available.

If missing, add MPN + brand name.

Never leave blank — Facebook uses this data for 
matching and approval.

Create 3 separate columns: GTIN, mpn, brand.

Pull from your store settings or manufacturer site.

title Keep between 35–60 characters.

Use format: [Brand] [Product Type] – [Key Feature] 
[Size/Color].

Add keywords like “running,” “wireless,” “handmade.”

Avoid all caps, emojis, or “FREE SHIPPING.”
Example: Nike Air Max 270 – Lightweight Running Shoes 

Black/White US 10.

id (SKU) Must be unique and consistent across all platforms.

Avoid spaces, symbols, or changing IDs later.

link Deep link to the exact product variant (size/color).

Test all links and ensure landing pages load fast
on mobile.

description Write 100–300 characters focusing on benefits,
not specs.

Use 2–3 buyer intent keywords naturally.

Using AI to write the most highly converted 
description using this prompt: 100 ChatGPT 
business prompt ideas.

image_link Use square 1:1 images, at least 1200×1200 px.

Clean, white background: no text, logos, or
watermarks.

Keep files under 5MB, PNG or JPG.

Batch edit in Canva. 

Example: Lightweight, breathable running shoes with 

responsive cushioning for daily training.

Required

It Depends

Required

Required

Required

Required

https://litcommerce.com/resources/chatgpt-business-prompt-ideas
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Required

Required

Required

Optional

Optional

Optional

Optional

Field Best Practice (Facebook-Approved) ROAS Impact

availability Use only: in stock, out of stock, or preorder.

Sync inventory hourly via API.

Automatically exclude out-of-stock items from 
Dynamic Ads. 

price Must exactly match your website, including currency.

Example: 49.99 USD.

Enable live price sync via your eCommerce platform 
or feed tool.

Avoid manual CSV uploads that cause mismatches.

sale_price Only include when an active sale is running.

Must be lower than the regular price.

Add start/end dates using ISO format (e.g., 
2025-11-01T00:00:00Z/2025-11-30T23:59:59Z).

Remove once the sale ends.

condition Use only: new, used, or refurbished.

Default to “new” for most stores.

Stay consistent across all SKUs.

Google_
product_
category / 
fb_product
_category

Highly recommend adding the full category path (e.g., 
Apparel & Accessories > Clothing > Dresses > Casual 
Dresses).

Map categories using Facebook’s taxonomy list at 
least 3 levels deep. 

Use lookup formulas (VLOOKUP) or auto-mapping. 

custom_
label_0–4 

Use these for campaign segmentation. 

Examples: best_seller, high_margin, clearance, 
seasonal, new_arrival.

Update weekly based on sales performance.

Use custom labels in Dynamic Ad rules to target 
specific product groups.
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Save Time and Maximize Your ROAS
with LitCommerce Product Feed Management

Claim FEED FREE PLAN today! 

Goodbye, the manual fixes. LitCommerce product feed management tool helps you create, optimize, 
and sync your feeds smoothly across Facebook and 350+ channels. Save hours of manual work, 
keep your data fresh, and drive better ad performance. 

With LitCommerce, your product feed stays accurate, optimized, and ready to boost your ROAS, all 
while saving you valuable time. 

2,500+ templates for 300+ channels from top-global search engines, comparison sites,
to social channels.

Export feed in multiple formats: CSV, RSS, TXT, XML, or JSON.

Customize product data, set rules for pricing, titles, and stock, etc. 

Auto-detect errors to meet Facebook or other platforms’ requirements. 

Schedule feed updates to keep your feed fresh and no duplicate work. 

Now available with a free plan, includes up to 
50,000 SKUs, 10 active feeds, daily sync, and no 
credit card needed.

As an all-in-one tool to list, manage, and
advertise products from a single dashboard, you can 
streamline your entire multichannel selling process with 
LitCommerce.

https://litcommerce.com/product-feed-management-tool/?utm_source=leadmagnet&utm_medium=display&utm_campaign=banner&utm_term=latifah&utm_content=claimfeedfreeforeverplantoday
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Area What to Do + Why It Matters Actions

Feed
Freshness & 
Maintenance

Go to Ads Manager        Create        Sales        
Catalog Sales. Choose your product catalog. 
For scaling, test Advantage+ Shopping
Campaigns (ASC) for smarter automation.

Choosing the right campaign type helps 
Facebook target real buyers instead of 
casual clickers, improving overall ROAS.

Prospecting 
CBO
Campaigns

Let Facebook’s algorithm allocate budget 
to high-performing ad sets automatically, 
minimizing wasted spend.

Scaling 
Winning Ads

Scaling proven ads maximizes results 
without resetting learning or losing social 
proof.

In Ads Manager, duplicate your top-performing 
ads (high ROAS, low CPA). Create a new 
campaign with one broad audience ad set. 
Gradually increase budget by 20–30% every 
few days in Ad Set Settings        Budget.

Go to Ads Manager        Create        Campaign 
Budget Optimization (CBO). Add 4–6 ad sets 
with different audiences. Let Facebook 
manage budget automatically and check 
results in Campaign Overview.

Once your product feed is clean and optimized, the next step is making 
sure your Facebook Ads setup works efficiently. A well-structured cam-
paign setup helps Facebook’s algorithm learn faster, target better, and 
ultimately drive a higher ROAS.

Here’s how to fine-tune your ad setup for the best performance: 

STEP 3

Optimize
Facebook Ad Setup
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Area What to Do + Why It Matters Actions

Budget Timing Spending more when conversions peak 
helps stretch every ad dollar and improve 
ROAS.

Go to Ads Manager        Breakdown        By 
Time        Day to identify best-performing 
days. In Ad Set        Schedule, increase budget 
for top days and reduce spend for
low-performing ones.

Learning 
Phase

Constant edits reset Facebook’s learning, 
slowing optimization and increasing 
costs.

Check learning status in Ads Manager                
        Delivery Column (shows “Learning” or 
“Active”). Wait for 50+ conversions before 
editing budget, targeting, or creatives.

Ad Pausing Pausing based on data (not gut feeling) 
keeps spend focused on profitable ads 
while giving others time to stabilize.

Go to Ads Manager        Customize Columns         
        Add ROAS, CPA, CTR. Pause ads that 
consistently show low ROAS or high CPA. 
Keep ads that still assist retargeting.

Creative 
Testing

Fresh visuals and messages improve CTR 
and reduce fatigue, helping maintain ad 
relevance and lower costs.

Go to Ads Manager        Ad Level        Create 
Ad. Use Dynamic Product Ads (DPA) to pull 
product images automatically. Upload new 
creatives weekly. Use Experiments        A/B 
Test to compare performance.

Tracking 
Setup

Proper tracking ensures every sale and 
interaction is logged, allowing smarter 
optimization decisions.

Go to Events Manager        Data Sources. 
Install Meta Pixel and Conversions API 
(CAPI). Verify your domain under Business 
Settings        Brand Safety        Domains. Test 
events in Event Manager        Test Events.

Account 
Structure 
(“Swim 
Lanes”)

A clear structure ensures no overlap 
between campaigns, giving you cleaner 
data and efficient spend.

In Ads Manager, organize campaigns into four 
types: Prospecting, Retargeting, Retention, 
and Scaling. Under Ad Set        Audience, use 
Custom Audience        Exclude to prevent 
overlap.
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The final step is tracking ROAS (Return on Ad Spend). It is essential to 
understand how effectively your Facebook Dynamic Product Ads convert 
your ad budget into revenue. 

Review performance by checking these key metrics like Cost per purchase, 
Click-through rate (CTR), Conversion rate, and Ad frequency in 7-day and 
30-day trends to spot meaningful changes. 

STEP 4

Track ROAS and
Monitor Performance

Here’s a practical step you can take:

Scale high-ROAS ad sets by gradually increasing budget (no more than 
20% per day).

Once you identify what’s working, fine-tune your setup to maximize results.
Follow these tips: 

Refresh creatives every 2–3 weeks to prevent ad fatigue.

Segment your catalog to promote bestsellers or high-margin products 
separately.

A/B test different ad copies, CTAs, and formats (carousel, collection, 
or video).

Use Automated Rules in Meta Ads Manager to get alerts when ROAS drops 
below a set threshold.

Track Attribution Windows (1-day vs. 7-day click) to understand how long 
users take to purchase. 
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Andrew Martin, a prestigious interior design brand known for its creative 
and fusion-driven interiors since 1978, partnered with Realtime in early 
2021 to expand their e-commerce presence and boost their return on ad 
spend (ROAS).

Their approach focused primarily on product feed optimization for Facebook 
and Instagram ads. By organizing their extensive inventory of nearly 4,500 
products into strategic groups based on criteria like color, indoor/outdoor 
use, and promotions, they tailored ads to user preferences, which helped 
guide the platform’s algorithm for more relevant product targeting.

They also utilized Instagram dynamic overlays — small PNG files applied 
dynamically on ad creatives, such as a ‘10% off’ coupon overlay to retarget 
users who abandoned carts—boosting conversions through personalized 
incentives.

CASE STUDY 1: GENERATED $253K WITH 11X PLUS ROAS 

Numbers alone don’t tell the full story. The following two campaigns highlight 
how smart optimization and creativity can lead to remarkable Facebook
Ads success. 

Successful
Facebook Ads
Campaign Examples
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Personalization extended to incorporating key product features like material 
and color into ad headlines, increasing engagement and ROAS. These targeted, 
data-driven modifications led to a significant 46% increase in ROAS within just 
two weeks compared to the previous period, without significant changes in ad 
spend or cost per thousand impressions.
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Seltzer Goods is a B2C brand selling unique puzzles and home goods. They 
faced a sharp decline in sales due to the COVID-19 pandemic, which impacted 
their wholesale business.

They launched a Facebook and Instagram ad campaign, starting with the 
setup of a Facebook Pixel on their site. Their strategy targeted cold audiences 
using the "See, Think, Do" funnel and employed automated placements with 
strong creative and ad copy that highlighted positivity and the uniqueness of 
their products.

The campaign was carefully scaled, increasing the budget incrementally by 
10-15%. They tested multiple creatives and created lookalike audiences based 
on site visitor data, using conversion-focused bidding and mobile-optimized 
1:1 ad creatives.

CASE STUDY 2: USE FACEBOOK ADS TO INCREASE B2C SALES BY
785% IN 30 DAYS

This approach resulted in a 785% increase in monthly revenue, a 9.68x return 
on ad spend (ROAS), and a $4.87 cost per acquisition (CPA). Facebook and 
Instagram ads contributed to 25% of their monthly revenue. Additionally, there 
were large increases in organic traffic (183%), brand query searches (931%), 
and non-branded search impressions (200%), demonstrating a strong brand 
lift effect.
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If you’ve made it this far, you already know, scaling your Facebook Ads isn’t 
just about bigger budgets or more creative testing. It’s about building a 
strong data foundation that helps Facebook understand, match, and promote 
your products more effectively.

By auditing your current feed, fixing critical errors, optimizing key attributes, 
and setting up well-structured ads, you give Facebook exactly what it needs 
to show your products to the right people. 

Last Advice 

Use the checklist, follow the steps, and apply the examples you’ve seen in 
this ebook to your own store. With the right feed strategy, every ad dollar you 
spend can work harder, and return more.

Your product feed is that foundation.

Now it’s your turn to put it all into action!



Thanks
for Reading! 

Thanks
for Reading! 


