EXF’QZI\/E

v&hﬁ

IC"

gﬁ'
w:./

Sample results from
WWW.eXpozive.com



http://www.expozive.com

-Il’
Vs

cCvD
(= N1

O7LIVE


http://www.youtube.com/watch?v=V2cEK6_kLMs
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Types of segmentation & expected
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Geographical -> Keyword groups -> Display groups ->

By Country, District or City || Relevant ad copy Harvesting, retargeting,
depending on location CAA




. ~50 MT&4 / MT5 Sl
keywords (S

Segment Budget Max CPC Ave CPC Impressions Clicks
UK €1,080.00 €4.00 33,000
Australia €950.00 €4.00 7,800
New Zealand €63.00 €4.00 1,00

UK, Australia, New
Zealand, Canada
& Ireland

Canada €450.00 €4.00 7,300
Ireland €77.00 €4.00 1,400

€2,620.00 €4.00 50,600

« All together on a
max €4 CPC
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Quick
Optimization

Separated Geos

Optimized Max
CPC

15 minutes

Segment Budget

UK €1,026.00

€950.00
€45.00

€120.00
€40.00

Australia
New Zealand
Canada
Ireland

€2,181.00

Max CPC
€3.75
€4.00
€3.25
€1.34
€2.28

€2.92

Ave CPC

Impression  Clicks
31,000
7,800
970
3,600
1,000

44,370
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CTR%

Budget Max CPC Ave CPC CTR%
17% Decrease 27% Decrease 25% Decrease 11% Improvement
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/7 Support. Ultra Low

Contact us -

Instrum

Trading. 20 Yea

SEARCH
ON GOOGLE
FOR MT5
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PONITIT & 018336540 ) sslesgoldicon BENGT

Gold-i MAM Pro for MT5

SEARCH
e - ON GOOGLE
’ About 15,800,000 res FOZ M7‘5

MAM Pro for MT5

Metatrader 5 P
Leading Provi
MT5 Platform
24/7 Support.{
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BRING IN TRAFFIC!
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Conversion

-Il
Vs

eXrO/IVe



: Sales ®
Process ]

\

v

eXrO/LIVe



Influencers

Native
Advertising
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TRAFFIC
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INCREASE VISITORS

INCREASE PIRECT, ORGANIC, SOCIAL
& REFERRALS

INCREASE IN RETARGETING POOL

INCREASE # LEADS!

PRANDING
(101 HETHE T

HIGHER SERF -> NMORE VISITORS

INCREASE PRANP TRUST
RECOGNITION & AUTHORITY

INCREASE CTR %

INCREASE IN CONVERSION %!
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Decreased CPL costs by 41% over 2 years
Decreased Effective CPA costs by 44%
Increased Lead Relevancy by 109%

Use of Social Media Advertising, Native, Media, Google
& Baidu

Optimization of all campaigns and geos
Implementation of new strategy & unique use of tools
(including targeting competitor traffic)

Combined strategy with strong Content Marketing to
improve CTR & conversion rates

Decrease in Spend and CPA resulting in a 45.3% spend but only 10% decrease in leads




Launch new brand for UK Market
Achieved £150,000 in Gross Profit for a single

month by month 4
Established brand presence in the market

Total Monthly Budget: £40,000

Target profiling for potential client base
Creative blend of Advertising (digital & offline),
events and PR
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Increase Gross Profit from $600K per month to
over $1.5 million

Increase conversion by 34%

Increase unique month to month retention by
83%

Decrease bonus spend % of Gross Profit by 40%

Deployment of new acquisition streams

Data driven conversion and retention programs
Creative promotions including live
leaderboards

Cross sell products
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Increase FTD conversions by 32%

Increase 2nd month Returning New by 75%
Increase New Player Value by 170% & Player
Lifetime Value by 63%

Decrease bonus spend % of Gross Profit by 34%

Consulting with in-house Marketing, Telesales,
VIP & Acquisition teams

Development of new programs and process
Development of transition plan

Setting KPI's and project plan
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WWW.EXPOZIVE.COm
+972 54 8181 724
nicc@expozive.com

nicc.lewis
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http://www.expozive.com
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