
CUSTOM HOME BUILDER CASE STUDY

Proving to 
Schumacher Homes 
that Meta ads can 
drive affordable, 
quality leads
*with the right strategy



The Challenge
Schumacher Homes viewed Meta as a platform 
for awareness but not a good lead driver.

In their mind, the platform was good for 
remarketing leads, and middle of funnel 
on-platform forms (which is a softer lead 
versus a website form lead), but not for true 
leads that they can pass to their sales team.



Our Goal

Use Meta To Drive 
High-Quality Leads



The Process
Part of the reason Schumacher Homes had 
struggled with Meta is because their 
campaigns had not driven quality leads. We 
made driving higher quality leads a focus for 
our campaign. 

We started by focusing the campaign around a 
specific audience - Veterans, advertising the 
benefit of using the VA loan with a custom 
home.

We also chose to drive leads to the website 
versus Meta’s on-platform forms to ensure we 
were capturing quality leads that could easily 
pass to the sales team. 



Obstacles
Schumacher Homes falls into the “housing” category of ads on Meta. This means 

they have targeting limitations compared to most other advertisers. 

Only select interests are available to help feed the algorithm, and none of them 
are specific to the military. To make it trickier, no lookalike audiences can be 

used. 

This meant, we had to lean into the creative informing the algorithm who to show 
the ad to once it started to perform. 



The Results
CPL of website leads ~$65 which matches 
search lead costs. 

Previously Meta drove more on-platform leads 
which the client didn't think were quality. This 
helps the client believe that we can drive quality 
leads from prospecting on Meta.



Notes
We tested two ads to start and already have 
iterated on those once within the month time 
frame - getting fresh ads in front of our 
audience is key.

We are now testing into other new audiences 
on Meta to see if we can replicate the success 
with other segments and specific messaging 
to reach them.



How We Drove Quality Leads 
for Schumacher Homes by 
Leveraging Meta
The customer viewed Meta as a platform for awareness but not a good lead driver. In 
their mind, the platform was good for remarketing leads, but not for true leads that they 
can pass to their sales team.

In July, we tested a prospecting campaign on Meta driving to the website, instead of to 
on-platform forms, for a specific audience - Veterans, advertising the benefits of using 
the VA loan with a custom home. Our CPLs were about the same price as we see on 
search platform and we were able to drive 29 website leads for ~$65 per lead. 

Previously Meta drove more on-platform leads which the client didn't think were quality. 
This helps the client believe that we can drive quality leads from prospecting on Meta.
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