Case Study for a
Event Planners

Industry

Challenge

The main challenge of the account was to increase Conversions and to lower

down the Cost per conversion.
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Steps taken -

+ No Call Tracking

1. Adding Remarketing Banners

2. Bid and Optimization

3. Added irrelevant Keywords as Negatives

4. Allocation of budget to Search and Remarketing

Results

Uprated drove a +40% increase in enqguiries for wedding planning services within the second month and almost 60% in the 3rd month of managing the campaigns.

Google Display & Remarketing conversions increased 16% month on month.

Fven the brand awareness was improved.

Month Conversions Cost / conv.

Sep 2018 60.00

Aug 2018 42.00

Jul 2018 6.00
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$21.77

$160.69

conv. rate

11.13%

7.89%

1.60%



