TURNING OFF AUTO-PILOT

How putting experts in charge of bidding
pulled this client’s paid search out of the “death spiral”

CLIENT CHALLENGE SOLUTION

( Financial services provider In the previous 3 months, () Putting our experts in charge
specializing in online bill- impressions, clicks, and con- of bid management to make
paying; 45 billers nationwide versions had dropped by 33%; strategy-centric decisions in
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This client’s over-reliance on automated bid It's in a company’s best interest to optimize
management tools had caused these problems: performance toward bottom-line metrics such as
conversions, revenue, and conversion rate. But many

¢ High-volume keywords had been paused,
tools optimize for completely different goals.

severely limiting traffic and conversions
Our top priority was to switch bid management to
the control of our paid search experts, who combined
their expertise with our mission to improve the

metrics that are important to our client—not to a tool.
() Target costs per conversions had been lowered so

many times that for many keywords, bidding high
enough to be visible was impossible

( Keywords couldn’t be reenabled automatically,
so these high-volume terms stayed paused,
exacerbating the effects of lowered traffic

The results speak for themselves: triple-digit
improvements in crucial metrics in just 4 months.

(un) (un)Common Logic solves the hard problems in digital marketing by using data to uncover surprising
corpmon 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.



