PPC That Delivers Enquiries — MD’s Performance Checklist

Goal: Ensure every pound spent on paid advertising drives qualified enquiries — not wasted
clicks.

1. Campaign Setup & Targeting

e Have you clearly defined your PPC campaign goals (leads, demo bookings, sales,
etc.)?

e Are campaigns segmented by intent — brand, non-brand, retargeting, or
competitor?

e Have you identified and prioritised high-intent keywords that reflect buying-stage
searches?

e Areyou using audience filters (location, demographics, behaviour) to minimise
wasted spend?

e Have you excluded irrelevant search terms using negative keyword lists?

e Is ad scheduling optimised for business hours or proven conversion windows?

2. Ad Copy & Creative

e Does each ad headline clearly communicate your value proposition or unique selling
point?

e Areyour ads aligned with the specific search intent (e.g., informational vs
transactional)?

e Do your descriptions include strong, benefit-led CTAs (“Get a quote,” “Book a
demo,” “Try now”)?

e Have you A/B tested different ad variations (copy, CTA, format)?

e Areyou using extensions — site links, callouts, structured snippets — to increase
visibility and CTR?

3. Landing Page Alignment

e Does each ad lead to a relevant, single-purpose landing page — not your homepage?
e Isthe landing page message consistent with the ad promise (no disconnects)?

e Areload times under 3 seconds on mobile and desktop?
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e Does the page include trust signals — testimonials, data points, or customer logos?
e Are CTAs prominent, clear, and friction-free (minimal form fields, simple actions)?
e Have you installed event tracking to measure form completions or phone calls?

4. Conversion Rate Optimisation (CRO) Integration

e Areyou reviewing performance metrics like CTR, CVR, and CPE weekly?

e Do you test variations of landing pages (headlines, form placement, CTA wording)?
e Areyou running retargeting campaigns for abandoned visitors?

e Have you set up analytics dashboards linking ad spend to revenue outcomes?

e Do marketing and sales share visibility of enquiry sources and lead quality?

5. Budget Efficiency & ROI

e Isyour PPC budget flexible based on campaign performance (reallocate to best-
performing ads)?

e Do you track ROl by campaign and channel (Google Ads, LinkedIn, Bing)?

e Have you identified your ideal cost per enquiry (CPE) target — and benchmarked
against results?

e Areyou using automated bidding strategies (e.g., Maximise Conversions, Target CPA)
effectively?

e Do you regularly pause underperforming ads or audiences to reduce waste?

6. Continuous Improvement

e Areinsights from PPC campaigns fed back into SEO and content strategies?

e Do you review keyword and ad performance monthly for optimisation
opportunities?

e Areyou experimenting with new formats — video, display, or remarketing lists for
search ads (RLSA)?

e Isyour reporting framework focused on enquiries and ROI, not impressions or clicks?

e Do you regularly test new CTAs, offers, or audience segments to find incremental
gains?
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Action Insight

If you’ve left more than 5 boxes unchecked, your PPC is generating traffic without traction.




