
 Delivery of Expert PPC 
Assistance Enhanced Revenue 
for a UK-based eCommerce 
Company by 36.2%
Client Introduction
A renowned UK-based eCommerce site for 
pet products that debuted on the market in 
the year 2013. Since then, the company has 
extended its reach to a total of 17 countries 
that covers Japan, the United States, 
Australia, and Italy. The main items are 
developed, and manufactured in a special-
ized workshop in the United Kingdom, 
whereas grooming products, coats, and toys 
are hand-picked from various top-notch 
global suppliers. We were hired to increase 
the client company’s sales and online expo-
sure through their website. 

Highlighted Requirements

Enhance revenue

Enhance the count of new site users

Increase sessions

Decrease bound rate on website 

Increase the number of transactions

Solution Offered
As part of our agreed-upon approach, we 
opted to capitalize on the current move-
ment in consumer behavior toward online 
ordering and eCommerce, as well as 
evaluate the impact of the Covid-19 
outbreak on retail.

Further, we chose an expedited SEO 
approach and methodology to find new 
keyword possibilities and boost the ranks 
of important product sites.

We intended to optimize the paid search 
strategy and execute structured promo-
tions for Black Friday and other important 
seasonal trade times in order to generate 
a greater return on ad spend (ROAS) and 
improve revenue across both Microsoft 
Advertising and Google Ads



Deployed Strategy

We initially concluded that conducting a com-
prehensive website assessment and creating a 
keyword strategy planning document centered 
on the fifty most viewed pages on the site 
would be the best line of action. Before provid-
ing a thorough keyword analysis for these sites, 
we spent our time and worked over the pages.

We then ran a competitor study and used a gap 
analysis to identify any content gaps.

We created and uploaded all new material to 
the site, as well as applied Schema markup to 
verify that it complied with all of the Google 
Rater Guidelines.

We took the above papers to create user-fo-
cused content (UFC) summaries for all of the 
pages and updated them with material that we 
knew would enhance the SERPs and address a 
slew of frequently asked issues.

On the PPC front, during the run-up to Black 
Friday and Cyber Monday, we redesigned 
numerous Google Ads and Bing ads to guaran-
tee the majority of the traction which was 
created during the biggest eCommerce selling 
period. 

Successful Implementation
This method produced some of the best results 
we've ever seen. We wanted to make sure that 
we offered our client the greatest possible 
chance to achieve their objectives and that 
eCommerce was rising month over month and 
year over year.

All-important benchmarks were met, and key 
trading times such as Black Friday and Cyber 
Monday were up YoY surpassed.

Results Delivered
The headline figures are as follows

Revenue
Up

Total 
Transactions Up 

New Users 
Up 

Organic sessions 
increased by 

36.2%

68.6%

37.1% 35%

PPC results for Black Friday weekend

5.7 7.7 8.8 29%

Target ROAS Actual ROAS Black Friday
ROAS

Revenue : MOM
incresed

Google Ads

Microsoft Advertising 

4.0 4.0 4.5 42%

Target ROAS Actual ROAS Black Friday ROAS Revenue 
MOM Incresed


