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CASE

Automotive Parts Provider

STUDY
GOOGLE ADS

How This Premium Automobile Parts 
Seller Leveraged Google Ads to 
Achieve a 733% ROI
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OVERVIEW

OVERVIEW
A premier car parts provider faced a 
significant challenge of generating sales 
with a high cost per conversion. With a 
six-month project duration and a 
monthly budget allocation, we embarked 
on a journey to transform their sales 
performance through Google Ads.

ABOUT THE CLIENT
This car auto parts provider is known for 
its extensive inventory and quality 
products, catering to a diverse customer 
base ranging from individual car 
enthusiasts to professional mechanics. 
The company focuses on providing 
high-performance auto parts to enhance 
vehicle functionality and performance.

PROBLEM STATEMENT
The primary challenge was generating 
quality sales at the lowest possible cost 
per conversion.



3

GOALS
The primary objective was to increase purchases for 
this business, aiming for significant sales growth while 
maintaining a low cost per conversion. This meant not 
only attracting more customers but also ensuring that 
the value of each sale contributed to overall 
profitability.
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STRATEGY
We set up Google Ads campaigns with targeted keywords and 
audiences, laying the foundation despite modest initial results. 
We then upgraded to a premium plan, creating additional 
asset groups and continuously optimizing campaigns, which 
improved sales figures and reduced costs. Strategies such as 
automated bidding and adjustments based on client 
feedback maximized campaign efficiency and ensured a 
steady flow of sales.
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BEST PERFORMING ADS
The best-performing ad had high engagement, featuring calls to action like "Shop Now." It was optimized for 

visibility and engagement, significantly contributing to overall lead generation.

5



6

DETAILED RESULTS
By strategically optimizing campaigns and continuously 
monitoring performance, we significantly increased sales and 
return on ad spend (ROAS) for the car parts provider. 
Implementing automated bidding strategies and 
incorporating client insights into their business models led to a 
remarkable sales boost.
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FINAL OUTCOME
In the last three months, we achieved a sales value of $21,542 with an 
expenditure of only $6,063.
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CONCLUSION
This case study demonstrates the impactful 
results of a meticulously planned and executed 
Google Ads campaign. By focusing on targeted 
strategies, continuous optimization, and 
leveraging advanced tactics, we were able to 
significantly enhance this car parts provider’s 
advertising efforts, driving substantial sales 
growth and showcasing the effectiveness of 
data-driven digital marketing.
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