
Campaign Evaluation

Project 5: Run an AdWords Campaign (Part 2)



Campaign Approach

Description, Marketing Objective & 

KPI



1. Approach Description 



2. Marketing Objective & KPI  



Ad Groups

Ads and Keywords



Ad Group #1: Ads & Keyword Lists 

Ad #1



Ad Group #1: Ads & Keyword Lists 

Ad #2



Ad Group #1: Ads & Keyword Lists 



Ad Group #2: Ads & Keyword List 

Ad #1



Ad Group #2: Ads & Keyword List 

Ad #2



Ad Group #2: Ads & Keyword List 



Campaign Evaluation

Results, Analysis and 

Recommendations



Key Campaign Results (Campaign & Ad 
Groups)

Ad Group
Max. 
CPC 
Bid

Impr. Clicks CTR
Avg. Cost 
per Click

CR 
(Assum
ed to 
be 
0.2%)

Conv.
Cost 
per 
Conv.

Cost

Samz Ad group 1 
- InterestStage 3 123 3 2.44% $1.99 0.2% 0_ $5.96

Samz Ad group 2 
- DesireStage 3 244 6 2.46% $1.40 0.2% 0_ $8.37

Total 367 9 2.45% $1.59 0_ $14.33



Key Campaign Results (Ads)

Ad Clicks Impr CTR Cost
Avg. Cost 
Per Click

CR 
(Assumed 
to be 0.2%)

Conv.
Cost 
per 
Conv.

Samz Ad group 1 -
InterestStage, Ad 
#1 1 6 16.67% $2.87 $2.87 0.20% 0 -

Samz Ad group 1 -
InterestStage, Ad 
#2 2 117 1.71% $3.09 $1.55 0.20% 0 -

Samz Ad group 2 -
DesireStage, Ad 
#1 0 41 0.00% $0.00 - 0.20% 0 -

Samz Ad group 2 -
DesireStage, Ad 
#2 6 203 2.96% $8.37 $1.40 0.20% 0 -



Key Campaign Results (Keywords)

Keyword Clicks Impr CTR Cost
Avg. Cost 

Per Click

CR 

(Assumed 

to be 0.2%)

Conv.

Cost 

per 

Conv.

Udacity free 

courses 6 239 2.51% $8.37 $1.40 0.20% 0 -

mobile app ad 

revenue 1 15 6.67% $2.87 $2.87 0.20% 0 -

Building and 

monetizing apps 1 16 6.25% $1.15 $1.15 0.20% 0 -



Campaign Evaluation

Evaluate how successful your campaign was, given what your Marketing 

Objective has been. 

○ Unfortunately, my campaign was not effective – it resulted in a negative ROI since there 

were no conversions (I assumed a conversion rate of 0.2% since I didn’t have the exact 

data of how many people who I brought to the site finally enrolled for the free course)

○ Though I had data to calculate the CTR, I didn’t have the exact data to calculate the 

conversion rate (since I had chosen Lead genertion as the target, I did not have the 

data for how many students who clicked the ad and landed on the landing page finally 

enrolled. The impressions were less than expected though.

○ I had to spend in the range of $1 - $3 per click, which came close to the manual  CPC 

bid of $3 that I had set

○ The Ad group for the interest stage (Samz Ad group 1 – InterestStage), the ad Samz Ad 

group 1 - InterestStage, Ad #2, and the Interest stage keywords brought in the 

maximum clicks and CTR. This could be because the audience is already interested and 

searching for such courses

○ Keywords that are more exact for the audience and use of branded keywords are 

probably the reasons for some keywords performing better than others



Recommendations for future 
campaigns

Imagine you had additional budget, how would you use it, given your campaign 

evaluation?

● I would focus more on high performing ad group (higher CTR and conversion), 

and optimize its maximum CPC bid value to increase its ad rank. 

● I will pause poor performing keywords and ads. I would add more keywords and 

ads to my interest stage. I will also add a few more long tail keywords with 

broad and specific keywords

● I will perform a A/B test for my text ads on two elements: Headline and 

description, which will help me devise better performing ads

● I may add a short video that gives a sneak peek into the course, and probably a 

video of testimonials from past graduates which will convince more people to 

enroll.



Appendix

Screenshots for Reference



Ad Groups



Ads



Keywords


