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Reducing the cost of conversion 

by half and increasing conversion 

numbers by 2.2 times for 

a wholesale online jewelry store 

 

 

 

 

 
 
 
 
 

 
 

 
 

 

Increased number 

of conversions by 124%  
 Reduced conversion 

cost by 62%  
 Increased number 

of orders through 

shopping cart by 41%  

   

 



 

Client 

Wholesale online jewelry store with a minimum order of 500 UAH. 
 
Our task 

Increase a number of online sales. 
 

Initial data 

The client’s advertising campaign has been conducted since May 2016 by means 
of Google AdWords. Four ad campaigns in the search network and 2 campaigns 
in the ContextMedia were set up. 
 
Efficiency of the current advertising setup at the moment of transferring the account for our 
tune-up (for the period of October 1​st​ to 31​th​ of 2017): 

 
 
Tune-up process 

We proceeded from the fact that the current advertising campaign indicators were 
acceptable and should have had no negative impact on the account history. Therefore, 
we went ahead configuring new set of advertising campaigns in the same account. 
If previous advertising activities had shown poor results, such as critically low CTR (less 
than 3% for a search network) or a minimum keyword score, then even a perfectly set 
advertising campaign would have hardly help to achieve maximal results. The history 
of previous activities affects both current and future advertising campaigns, so we always 
take into account the capacity of the customer's account. 
 
Our team studied the client's business and analyzed its macro&micro conversions 
dynamics and involvement indicators. After the analysis, the ppc-specialist divided the 
semantic core into the following categories: 

● Ad campaign for brands 
● Fashion jewelry wholesale 
● Stainless steel 
● Gold-plated articles 

 



 

 
Individual campaigns were developed for each category based on the location, query 
language and type of a device: 

● separate campaigns targeting different Ukrainian cities and regions; 
● separate campaigns for search queries in Ukrainian and Russian languages; 
● separate campaigns developed for mobile and desktop devices. 

 
Nuances in setting up advertising campaigns 

The ads were grouped in a way to ensure the keywords are as relevant as possible 
for each specific advertisement. 
 
4 different texts were created for each advertising group to determine the most effective 
one. All sorts of advertising extensions were developed to improve the quality score 
and increase the adds attractiveness. 
 
A bid adjustment option was set for different devices (mobile devices, desktop) 
and locations in order to ensure optimal cost-per-click and ad display position. 
Based on the analysis of conversions during the entire reference period, the optimal 
ads displaying time was set individually for each advertising campaign. 
A dynamic insertion of shipment information was added to the texts of some ads, 
depending on the user’s geographical location (via Geotargeting feed). This allowed 
us to personalize ad texts and display relevant information about the shipment details. 
 
At the end of the first month the following results were 

achieved: 

 
advertising costs reduced by 17.05% 

 
 
conversion number increased by 124.53% 

 

 



 

conversion cost reduced by 62.85% 

 
 
Thereby, by the end of the first month of the campaign the cost of advertising had been 
reduced, while a number of orders via cart had increased by 40.11%. Therefore, their 
conversion rate had shown a significant improvement of 54.38%. 

 
 
It was possible to achieve such a good result after the first month of the advertising 
campaign due to statistical data analysis and a premium support from the Google team. 
Aweb is the Google Premier Partner. It has been nominated for the Google Premier 
Partners Awards twice. Premium Google support allows to resolve technical issues 
quickly, get more statistical data on advertising activities in a specific market sector, and 
get a detailed specification of competitors’ promotional activities for a more productive 
campaign in AdWords. 
 

Members of the project 

● PPC-specialist: ​Galina Liman 
● Head of PPC advertising department: ​Andrey Kolomiets 
● Project manager:​ Kirill Yanovskiy 

 

Customer reviews 

I’m happy with the way it turned out. Aweb team did a great job, and result is more than 
obvious. The number of visits to the site has increased, we have improved our conversion 
rate and sales. 
 
I often receive advice from these guys for my project improvements. You can tell they are 
truly interested in the success of their customers. Recommend! 

 


