
Figure 1:  
Paid listings on Google’s search engine results page 

Search Engine Marketing Case Study #2: Paid Search Marketing 

Pay Per Click (PPC) 
 

Top organic search results listings, if you can secure them, will be your number one long term 
marketing strategy in terms of total leads and cost-per-lead.  However, SEO work and securing top 
listings can take months or even years and there are never any guarantees that you’ll secure a top spot or 
keep it.  For this reason, you need to take a two-tiered approach to Search Engine Marketing and develop 
a sound Pay Per Click (PPC) campaign to augment your SEO work.   Typically, we will set up a client’s 
PPC account in the morning and by the afternoon they are on the first page of Google; the results are near 
immediate.  With a paid search campaign, you only pay when a searcher clicks your ad, not every time 
the ad is shown. Using one of our clients as an example, the green boxes in Figure 1 show all of the paid 
advertisements for the keyword “water delivery maryland,” and Drink More Water’s paid ad is in the 
orange box. 
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Figure 2:   Google PPC Case Study for DrinkMore Water 

The dangerous aspect of PPC advertising is that while it is easy to set up an account, doing it 
efficiently requires a level of knowledge, an attention to detail and specific add on technologies that very 
few companies have in-house.  In the most simplistic fashion, many business owners set up their PPC 
account, select a budget, create some ads and let’ err rip.  There is no faster way to waste money than 
taking this approach.  More sophisticated owners or marketing people will use a free tool like Google 
Analytics to help supplement and guide their efforts.  The problem is that in its standard set-up Google 
Analytics misses more than half of the picture.  If you manage your account using only Google AdWords 
and Google Analytics, you are the proud owner of a highly under-performing account – we guarantee it.   

Through our work, Blue Corona has developed a number of proprietary technologies that give us 
a more detailed level of data than is available with the standard AdWords or Analytics account.  We use 
this higher level of detail to manage our clients’ accounts in a way impossible to do on their own.  
Certainly, you could learn the lessons that we have learned on your own and waste several thousands of 
dollars and hours in the process.  We started our journey the day that Google AdWords became Google 
AdWords – pre-2003!   

 

 

Think about your business – how much are you willing to pay for one new customer?  If there 
were a store that you could walk into and buy new accounts all day long, what would you be willing to 
pay for one?  I asked our client, the owner of DrinkMore Water, this question early in our relationship and 
he told me that the most he would pay for a residential water delivery account is $100.  At $50, he said 
that he would buy them all day long!  Now glance back to the cost per sale from Pay Per Click advertising 
in Figure 2 - $31.03. 

 

Client: DrinkMore Delivery, Inc. 
Time Period: March 1 – May 31, 2008 
 
Total PPC Spend:  $9,432.28 
 
Clicks:          4,862 
Phone Calls:       398 
Total Contacts 5,260 
 
Phone Sales:       251 
Online Sales:        53 
Total Sales:      304 
 
Cost / Click:     $1.94 
Cost / Sale:   $31.03 
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If you do the math (4,862 clicks at an average of $1.94 per click), DMW spent $9,432.28 on 
Google in those three months for 289 sales—but at $100 per sale, Bob would have spent up to $28,900 
for those new accounts. So when you think $9,432 for three months (or $3,144 for a month) of Internet 
advertising is expensive, just think again about how much a new client is worth to you. How much would 
you buy new accounts for all day long?  
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