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Where do the sales come from?



Big Blue Button



Comparison Table



Should I bid on my own branded terms or not?



Yes, but only in some cases:

• Brand defence – competitors occupying your brand space (paid/organic)

• You are not satifisfied with the organic search results

• The visitor who come to you from PPC are different from organic traffic

• You want to customize your offer to specific search terms



Should I use a custom landing page for Branded?

Yes – especially if you can offer some added value
(Customized content, messaging, page flow…)



Tailoring LPs for Branded / Generic / Content

The more people know you, the better they convert - take 
advantage of it.

If you have multiple conversion types:
• Start with the „easiest“ ones for non-branded traffic
• With increasing brand awareness, push on sales more.



Search term „Avast“



Search term „Antivirus“



Display Campaign A



Display Campaign A – Full Page View



Display Campaign B



Display Campaign B – Full Page View



What‘s the full impact of branded PPC?

Very hard to measure because of:
• Cannibalization between PPC and organic search
• Organic search terms „Not provided“
• New competitors showing up if you disable branded search
• Different user behaviour in different countries

The easiest way to test is to stop bidding on your brand for a few weeks in a selected
country and see what happens with total search performance.



Evaluating LP tests with multiple conversion types

How do you evaluate a test like this one?

Version Free DLs Trial DLs Opt-out Trials Sales

A 6 000 1 000 80 2 000$           

B 2 000 3 000 120 1 000$           



In reality, it gets much more complicated:

• Value of each conversion changes
• The values are different for each country
• Each conversion has a different retention and lifetime value
• The value is strongly influenced by ad text, page content, user intent

All of that requires a very robust BI and advanced modelling



Takeaways

• Avast is a great company to work for
• If you have a Free version, use comparison tables
• Only bid on your own brand if you can offer added value
• If possible, use custom landing pages, not homepage
• The more people know you, the easier is to sell to them
• Be careful when evaluating tests with multiple conversion types



No questions? Great!


