
Case Study: Driving High ROI with Google Paid Ads for an E-Commerce 
Store 

Client Context 

A mid-sized e-commerce retailer specializing in sustainable lifestyle products approached 

ZetaMu Consulting to revamp their digital advertising strategy. Their previous Google Ads 

campaigns had low click-through rates (CTR), high cost-per-click (CPC), and inconsistent 

conversion performance. The client’s goal was to increase revenue, reduce wasted ad spend, 

and focus on campaigns with the highest return on investment (ROI). 

 

Project Objectives 

1. Redesign the Google Ads account structure for better targeting and measurement. 

2. Optimize campaigns for maximum ROAS (Return on Ad Spend). 

3. Implement audience segmentation and high-intent keyword targeting. 

4. Improve ad creatives, extensions, and landing page experience. 

5. Establish continuous A/B testing and performance tracking. 

 

Implementation Approach 

1. Account Audit & Baseline Analysis 

• Reviewed existing campaigns, ad groups, and keyword performance. 

• Identified wasted spend on low-converting, broad-match keywords. 

• Found gaps in audience targeting — most ads weren’t reaching high-intent shoppers. 

2. Campaign Structure Optimization 

• Created a segmented campaign structure: 

o Brand Campaigns: Targeted users searching for the store’s brand name and 

products. 

o Non-Brand High-Intent Campaigns: Focused on keywords with strong 

purchase intent (e.g., “buy eco-friendly tote bags online”). 

o Shopping Campaigns: Leveraged Google Shopping with optimized product 

feeds. 

o Remarketing Campaigns: Re-engaged past visitors with personalized offers. 

3. Keyword Strategy 

• Used a mix of exact match and phrase match keywords to target ready-to-buy users. 

• Negative keywords were added to eliminate irrelevant clicks. 



• Conducted search term analysis weekly to refine targeting. 

4. Ad Copy & Creative Improvements 

• Developed benefit-driven headlines highlighting eco-friendly materials, free shipping, 

and limited-time discounts. 

• Utilized Responsive Search Ads to dynamically test variations. 

• Added ad extensions (sitelinks, callouts, structured snippets) to improve CTR and 

Quality Score. 

5. Landing Page Optimization 

• Ensured landing pages matched ad intent and included clear CTAs, fast load times, and 

mobile-friendly design. 

• Used dynamic product pages for Shopping Ads to improve relevance. 

6. Conversion Tracking & Analytics 

• Implemented Google Tag Manager for event-based tracking (add-to-cart, checkout 

starts, purchases). 

• Set up enhanced e-commerce tracking in Google Analytics. 

• Established a dashboard to monitor ROAS, CPA (Cost Per Acquisition), and 

Conversion Rate in real time. 

7. Continuous A/B Testing & Optimization 

• Ran ad copy tests to compare value propositions (e.g., “Free Shipping Over $50” vs. 

“Order Today, Get 10% Off”). 

• Adjusted bids based on device performance and time-of-day data. 

• Paused underperforming ads and reallocated budget to high-performing ones. 

 

Key ROI-Focused Strategies Applied 

• Prioritized High-Intent Audiences: Avoided spending on low-converting traffic. 

• Optimized Quality Scores: Improved ad relevance and CTR to lower CPC. 

• Implemented Smart Bidding for ROAS: Automated bidding to prioritize revenue-

generating clicks. 

• Retargeting for Conversions: Captured lost sales opportunities from abandoned carts. 

• Data-Driven Decisions: Weekly optimization based on performance metrics. 

 

Results & Impact (First 90 Days) 

• ROAS Increased by 65%: From 3.0x to 4.95x. 



• CPC Reduced by 22%: Through improved Quality Scores and negative keyword 

strategy. 

• Conversion Rate Improved by 28%: Due to better ad-to-landing-page alignment. 

• Revenue from Paid Ads Up 42%: Direct impact on total e-commerce sales. 

• Lower Wasted Spend: Eliminated ~35% of non-converting ad clicks. 

 

Key Takeaways 

• A well-structured Google Ads account directly impacts ROI. 

• Targeting purchase-ready users is more cost-effective than broad reach. 

• Strong ad copy + optimized landing pages = higher conversions. 

• Continuous A/B testing ensures ads stay relevant and competitive. 

• Performance tracking must be granular to spot both opportunities and wasted spend 

quickly. 

 


