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Driving 
growth in 
paid media

D I G I T A L  M A R K E T I N G  P E R F O R M A N C E



1. Get your data house 
in order



Audit all data and tracking
D A T A  H O U S E

What conversions are being tracked?

Are all tags firing in the right place?

What attribution model is applied?

What is the single point of truth?

Do you have offline conversions?



2. Integrate as much 
data as possible



Growth – Loan applications
D A T A  I N T E G R A T I O N



Growth – Loan approvals
D A T A  I N T E G R A T I O N



Growth – Loan approval CPA
D A T A  I N T E G R A T I O N



A sale The ROI The profit A returned 
item

Life time 
value

Not all conversions are equal

A loan 
application

An approved 
loan 

application

A funded 
loan

A brochure 
request

A design 
visit A Sale

D A T A  I N T E G R A T I O N



Real time connected data

CAMPAIGN SUMMARY CHANNEL DATA
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D A T A  I N T E G R A T I O N
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3. Focus spend on your 
potential customers



P A I D  M E D I A

Build universal audience buckets

Implement Observe

Target Bid Modify

Implement key audiences
Observe the performance 

against these groups

Change bids according to 

audience performance

If performing significantly 

move audience to it’s won 

campaign and tailor adcopy

to the audience



P A I D  M E D I A

Audiences, not audience

Forever Homes1st TIME BUYERS SECOND STEPPERS FOREVER HOMES



P A I D  M E D I A

Audiences, not audience

Forever Homes1st TIME BUYERS SECOND STEPPERS FOREVER HOMES

CITY CENTRE APT NEW BUILD – OUT OF TOWN COUNTRY HOUSE



4. Match audiences 
with relevant 

messaging



P A I D  M E D I A

Audiences, not audience

Forever Homes1st TIME BUYERS SECOND STEPPERS FOREVER HOMES
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Help  to  buy

Get  on  the  property  
ladder

Par t  exchange

Perfect  fami ly  home

Qual i t y ,  Guarantees ,  
Warrant ies

Perfect  fo rever  home fo r  
your  fami ly
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5. Focus budgets on 
top performing account 

areas



Focus budget on top performing times
F O C U S



Focus budget on top locations
F O C U S



6. Test, Test, Test



Ongoing Structured Testing
T E S T ,  T E S T ,  T E S T

BID STRATEGIES LANDING PAGES ADCOPY ACCOUNT STRUCTURE KEYWORDS 
&  MATCHTYPES



7.Agility, Flexibility & 
Transparency



Driving growth
W A Y S  O F  W O R K I N G

AGILE CHANNEL 
AGNOSTIC  OPT IMISATION

FLEX IBLE &  
T IMELY BUYING

TRANSPARENCY:
CAMPAIGN

COMMERCIALS



7 factors for delivering growth 
in paid media

G R O W T H

1. Get your data house in order

2. Integrate as much data as possible

3. Focus spend on your potential customers

4. Match audiences with messaging

5. Focus budget on top performing account 
areas

6. Test, test, test

7. Agility, flexibility & transparency



Turn your great results into 

extraordinary performance.

T H A N K  Y O U

0113 5312480
claire@connective3.com

https://twitter.com/connective_3
https://www.facebook.com/connective3/
https://www.instagram.com/connective3_agency/
https://www.linkedin.com/company/14868524/admin/

