THE SWEET SPOT: CRO FOR PPC

How we used conversion rate optimization (CRO) to turn a B2B
SaaS company’s PPC gains into even more revenue
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In addition to paid search services, we offer conversion rate optimization (CRO), a data-driven practice that
continuously improves a client’s website to increase on-site conversions and, most importantly, revenue. CRO
can amplify the value of paid search leads and multiply the value of paid search improvements. We applied
these CRO practices to achieve the results shown above:
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(un) (un)Common Logic solves the hard problems in digital marketing by using data to uncover surprising
common details, then using human intelligence to leverage that information for uncommon results. Visit

-
|°glc www.uncommonlogic.com or reach us directly at contactus@uncommonlogic.com.



