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ONLINE MARKETING WITH FIZZ

door@:door THE CHALLENGE

Or 7 a n i CS When DDO came to OrangeSoda they already had a strong
presence in the sponsored results for certain brand-specific
VVNV#W\V] keywords—and they wanted to maintain that presence. But

they also wanted to increase their reach by capturing search
traffic for terms that were not brand related. This approach
would allow them to create more awareness of their brand
among those who had not previously heard of them, but
Door to Door Organics (DDO) more importantly would significantly increase their conversion

doortodoororganics.com

iS a unique service company volume.
specializing in the home
delivery of fresh organic

produce. Through TH E PLAN

established relationships

with trusted local farmers, » Optimize both branded and non-branded keywords
DDO enables their clients to to achieve a high clickthrough and conversion rates
Slilfey Eieal g [ene| Eie « Employ an intelligent bid strategy to minimize costs
2 ey FEE 2, Vel and maximize ad positions and impressions for

service area covers
Colorado, Michigan, Kansas,
and the Mid-Atlantic region.

targeted keywords

» Configure campaign to perform efficiently on a smaller
budget

THE RESULTS

» Achieved a clickthrough rate of over 10%
 Attained conversion rate of over 9%

« Significantly increased the number of impressions
while simultaneously increasing the conversion rate

What Is Door to Door?

Door to Doer Organics delivers fresh
‘organic produce and groceri
throughout Celorade, Michigan, and
the East Coast.
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