
Client Background
This client carries an extensive array of CTC small parts, valves, rotors, syringes as well
as L-MARK vials and caps. They came to us to use Google Ads as a tool to generate
sales for their business.

The Process
We tested multiple campaigns based on the various product categories listed on the
website until we found the winning campaign. Because of the broad spectrum of
products, utilizing negative keywords was especially important here. Ultimately, we found
the greatest success when we created Dynamic Ads based on the product pages. We
also do continuous A/B split testing on the ad copy to ensure we get the best CTR for the
campaign.

Most of their products cost hundreds of dollars and customers usually order in bulk, so
one conversion typically leads to a high quantity sale.

The Results:
Conversions: 38Phone Calls: 48Avg. Cost/Conv: $169Avg Sale: $300+
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Conclusion

Because they have a large product inventory and their target keywords being so broad,
we pivoted to Dynamic Ads which leveraged their landing page content as a basis for
keyword targeting. This strategy can help improve quality scores and ultimately lower
costs. For long term success, it’s important to do continuous testing with a Google Ads
campaign. Over time, we’ve been able to continuously show positive traction for our
client's Google Ads campaign and generate positive ROI. 


