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Search engine optimization (SEO)
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Affiliate marketing
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Paid search (SEM)
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Past strategy:

Manually adjust budgets/bids of campaigns, ad groups, keywords and products on a recurring basis to
ensure that advertising funds are effectively allocated towards elements of your SEM portfolio.

Present strategy:

Utilize automated SEM bidding solutions provided by Google AdWords (i.e. enhanced CPC, target ROAS,
target CPA) and/or third-party bid management tools (e.g. Kenshoo, Adobe, DoubleClick, Marin).
Future strategy:

Leverage third-party bid management solution that factors in all customer touchpoints (both online &
offline) and customer data (e.g. CLV, demographics, category affinities, etc.) to apply real-time,
auction-by-auction bids with the goal of incremental traffic and sales from each individual customer -
note that no-such bidding solution that meets all these criteria exists currently!

Past strategy:

Siloed management and measurement of paid search (SEM) and organic search (SEO).

Present strategy:

Consolidation of SEO and SEM management and a measurement model focused on net search
performance (i.e. SEO + SEM). In doing so, advertisers can begin to understand how their
efforts/investment in paid search are improving or cannibalizing their efforts in organic search

(and vice versa), enabling the development of search marketing tactics focused on incremental search
traffic and conversions.

Future strategy:

Consolidated SEO + SEM measurement and management, enabling the development of search marketing
tactics focused on incremental search traffic and conversions.

Social media

Past: Boost to broad audiences

When social media marketing first launched companies were scrambling to reach as many people as
possible in any way possible in search of earning that coveted Like. Those were the years when organic
reigned supreme and budgets were small. The mantra was: if you post it, they will come.

Present: Personalize for Direct Targeting

Fast forward to today and organic is dead (or mostly) and budgets are high. The Like isn't as important as
the Click, and a Click? Well that requires creating a number of highly refined messages that speak directly
to a number of highly specific audience segments.

Targeting, Targeting, Targeting. Optimization, Optimization, Optimization. Beetlejuice, Beetlejuice, Beetle...
Future: Validate with Influencer Marketing

Sure we can be friends of fans, they might like our product too, but when your IRL friend raves about that
incredible restaurant they recently visited or the new beauty product they just bought, their opinion will
have a much bigger influence on you. And if the fashion blogger you're obsessed with raves about the new
sequin bomber jacket she bought at a steal on Instagram (complete with a pic of her out on the town), well
you get the picture. Social influencer marketing is the “word of mouth” strategy your business will need to
validate your brand and take your sales from *sigh* to flying high.
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