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Actions taken
We started our efforts by preparing an audit of Google Ads campaigns, which was then discussed with our Partner. 

The strategy we had agreed on was focused on maximizing the number of clicks using artificial intelligence algo-
rithms and introducing changes in the campaign based on the analysis of collected data.

Our strategy
We have introduced the Remarketing campaign to encourage customers to return to the we-
bsite and facilitate their contact with the company. According to statistics, 96% of users left the 
site without making a valuable inquiry, and 49% of consumers needed 2-3 visits to make conver-
sion, which is why remarketing was a key element of the conducted actions. To increase the 
number of conversions in the third month of cooperation, we have introduced a banner campa-
ign. We obtained the budget for launching the additional channel by reducing cost per click.

We quickly developed the effect of lowering the click rate by 72%, which translated into an increased number of 
clicks of 260%. Assuming that we had 4,000zł of budget with a rate of 3.10zł per click, we get 1290 visits to the site, 
while after reducing the rate to 0.86zł, with the same budget we could generate 4651 entries. Thanks to that, we 
achieved 3361 more entries without changing the budget at all.

CPC reduced by 72%
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Contact our specialist

Feel free to contact us - if you have questions,
we will gladly answer them.

 
We guarantee full support and consultancy at every stage

of using Skalium.

Best regards, Skalium Team

support@skalium.com
www.skalium.com


