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THE SEARCH PPC REVIEW PR OCESS  
The PPC review process should always start with 
what you are trying to achieve. For most B2B 
Businesses the initial process is: 

1. We want to achieve sales. 
2. To achieve sales, we need enquiries. 
3. To achieve enquiries, we need people to 

know who we are. 

The secret of a well-run PPC campaign is to work 
back from the sale. By ensuring your strategy is built 
around your final objectives you will make sure you 
are not paying for clicks you don’t want!  

You need to get the right people onto the right 
pages at the right time.. 

 

 

  

“Lots of clicks 
shouldn’t be the aim 
of a PPC campaign. 
You pay for every 
click. What drives ROI 
is Conversions. In a 
perfect campaign 
people will only click 
when they want to 
enquire….” 

 
What Right People 

Making sure only people who have a genuine requirement see 

your ad is the aim of your campaign. To do this you need to be 

in the shoes of your buyer.  

Just because a keyword describes what you do, does not mean 

that is what people will search for. A good keyword gets 

plenty of monthly searches from people who are looking for 

your specific service. Keywords can’t do it alone though – your 

ads must make is crystal clear what you do and why your 

perfect customer would want to get in touch with you. 
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The Right Pages 

Once you have found the right people you need to get them 

onto the right page on your site.  

PPC Advertising needs specified landing pages. A lot is written 

about how the page must appease the algorithms that Google 

and Bing use to measure the quality and relevancy of your 

pages to your keywords. However, more importantly, they must 

provide the people who click your ads with everything they 

need to feel confident making an enquiry. 

 
The Review Process 

If someone is reviewing your PPC campaigns for you there are some key 

elements they should look at: 
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Keywords 

The obvious one. Are there more you could be bidding on? Are 

the ones you are currently bidding on all performing well for 

you? 

 
Negative Keywords 

These are a vital way to help you prevent your ads being shown 

for irrelevant searches. You might want businesses looking for 

order tracking solutions – but someone who types in ‘royal mail 

order tracking’ isn’t a potential customer. 
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Search Terms 

These are the actual searches that are triggering your 

keywords and therefore your ads. This is what can inform both 

potential new keywords and building the list of negative 

keywords. 

 
Adverts 

Are your ads attracting clicks? Are your ads attracting clicks 

from potential customers? Are your ads taking full advantage 

of all the extensions and features Google offer? 

 
Landing Pages 

Your landing pages need to be optimised for Google to ensure 

a good quality score, but more importantly they need to be 

written for your prospective customers. They must provide 

them with the information they want and a good incentive to 

enquire. More than that, each landing page must be tailored to 

the needs of someone who had searched for the specific 

keywords that triggered the advert. 

 
Locations 

Are you restricting your ads to the locations you want to reach 

only? Are some locations performing better than others? If so, 

should we increase the bid in some areas and decrease it in 

others? 
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About Us 

Growthlabs are an expert B2B marketing agency.  

By understanding your market and value proposition we 

can develop your message, create the materials that 

prove your capabilities, and target your specific audience. 

By engaging relevant decision makers effectively they can 

be converted into profitable new customers. 

We are a team of commercial realists and our clients get 

the professionalism, commitment and expertise that they 

need. 
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Timing 

What time are your ads running? What time are the performing 

best? Again we can allocate budget to higher performing times 

over lower. 

 
Analytics 

Without measurable results performance enhancement 

becomes very difficult. Setting up the right goals to measure 

performance is a vital step to make sure you can get the most 

out of your PPC. 

 
Need a Review? 

If you think you could be getting more out of your PPC or want to 

develop a campaign for the first time we’d love to hear from you so 

please get in touch. 
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