GENERATING

$139,236.30~

REVENUE o
$8,648.82 (16.10X)

IN AD SPEND WITHMETA ADS FOR
IT CONSULTING COMPANY!

OVERVIEW

The client provides IT consulting and solutions for livestock tracking
through wearable devices. They help ranchers monitor their herds' health,
location, and activity using real-time data.

They also provide IT consulting and managed services for smart fencing
systems that integrate 10T sensors to monitor and control livestock fencing
remotely. Their solutions enhance security and efficiency for ranchers.

Alongside their IT consulting and managed services, they also provide
fence, trellis, and animal management product solutions.

CHALLENGES

The client serves a niche market, as their
customer base is mainly farmers located
across the US and Canada. The challenge we
faced was finding that small target market
and creating the right advertisements and
messaging that would convey the benefits of
the client’s services.

The client was mostly reliant on referrals
for their consulting and managed
services, which made it difficult to
forecast operations and scale their
business. They had previously tried a few

different marketing channels on their
own and also hired an agency, but were
mostly generating unqualified leads that
didn't buy.

The client's primary goal was to build a
reliable and scaleable sales pipeline that
would allow them to scale their business
outside of referrals and expand their
operations and sales teams.
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Their goal was to scale revenue while
maintaining a high return on ad spend.




SOLUTION/STRATEGY
PLANNING
Before beginning the project we had an '
in-depth introductory meeting and %
strategy session with the client to learn
about their business, the goals they were
looking to achieve and the target market
we were aiming to reach.

Upon conclusion of the meeting, we
determined that Meta Ads would be a
great starting point for marketing their
services online.

We then performed research on their SET-UP
industry and conducted an in-depth Once the strategy was put together, we began to
competitor analysis to see what their top set up the client’'s Meta Ads account and started
competitors were doing to market online. to implement the plan that we had created.
Once the research was completed, we
created a tailored Meta Ads strategy that We created a tracking pixel and installed it on the
would be used to help the client reach client’s website so we could track conversions
their online advertising goals. and create custom audiences to target.

AUDIENCE TARGETING R

Once the initial setup was done, We created multiple
custom audiences to be used to reach the client’s
target market within Meta Ads. The audiences were
broken down into the following two categories:

e Prospecting (To find new customers who were
unfamiliar with the client’s brand)

» Retargeting (To market to potential customers
that had previously interacted with the client’s
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AD CREATION

After the custom audiences had been set up. We began creating
ads for each of the different campaigns we were looking to launch.
We developed multiple high-quality creatives to use for each ad, so
we could run ab tests to determine which creatives would perform
the best. We then created multiple variations of ad copy that we
could test with the ads.

Once the custom audiences were set up and the ads were created,

|
We launched the first batch of campaigns. . j\g)l

CAMPAIGN MANAGEMENT, OPTIMIZATIONS & AB TESTING
e Throughout the year of management, We performed regular optimizations on the campaigns to
ensure the client could achieve optimal performance and reach their paid advertising goals.

 We ran ab tests and tested multiple variables such as creatives, headlines, and ad copy to ensure
we could consistently improve the results.

e We tested different audiences and creatives in order to maximize the client’s ad spend and
launched more campaigns to scale their profitability further.

» We continuously monitored each campaign’s budget and reallocated the budget when necessary
to ensure we could achieve optimal results for the campaigns.

e We conducted meetings with the client and made regular suggestions for things that could be
done to improve the performance and help them scale their revenue and profit.

website, but had not yet converted to a customer)
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RESULTS

We were able to help the client exceed their online advertising
goals as we managed to generate $139,236.30 in revenue on
just $8,647.74 in ad spend (16.10x ROAS).

The client is very pleased with the results and we have now begun
to branch out Google Ads to further scale their profit and revenue.
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