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INTRODUCTION

Paid media has become essential for businesses to connect with their target audiences

in today’s digital landscape. Dominating this landscape are Google Ads, Facebook Ads,
and Microsoft Ads, each offering unique advantages and a diverse range of advertising
solutions. Studies show that these platforms are key drivers of economic activity across
various industries, facilitating significant revenue generation and growth for millions of
businesses. This white paper delves into the intricacies of these platforms, examining
their current state and future trajectory. We will explore key statistics, emerging trends,
recent innovations, and the challenges and opportunities they present. By understanding
the nuances of each platform, businesses can develop effective paid media strategies to
maximize their return on investment and achieve their marketing goals.

EXECUTIVE SUMMARY

This white paper provides a comprehensive analysis of the current state of paid media, focusing on the
three leading platforms: Google Ads, Facebook Ads, and Microsoft Ads.

We examine key statistics, trends, and innovations, highlighting the impact of Al and automation on
advertising effectiveness. The analysis reveals that while Google Ads remains dominant, Facebook

Ads excels in social engagement, and Microsoft Ads offers a cost-effective solution for reaching niche
audiences. By understanding the strengths of each platform, businesses can optimize their paid media
strategies to achieve their marketing goals in 2025 and beyond.

Key takeaway by leveraging Al and automation, marketers can deliver hyper-targeted campaigns, optimize
ad spend, and increase engagement—ultimately driving greater ROl across platforms.
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Google Ads:

4.4

Google Ads continues to be the go-to platform for
businesses looking to reach their target audiences
online. Its extensive reach, sophisticated targeting
options, and strong ROl make it a powerful tool for

driving conversions and achieving marketing goals.

4 <

Paid Media
Advertising in 2025
A Deep Dive into
Google Ads,
Facebook Ads, and
Microsoft Ads

Did you know that a staggering 98% of
people prefer to shop online?

In today's digital age, paid media advertising has
become an indispensable tool for businesses to
connect with their target audiences and drive
conversions. This report delves into the intricacies
of paid media advertising across three prominent
platforms; Google Ads, Facebook Ads, and
Microsoft Ads.

By examining recent research, statistics, and

case studies, this report aims to provide a
comprehensive overview of these platforms,
highlighting best practices and offering insights
to empower marketers in creating successful paid
media campaigns.
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Google Ads:

The Undisputed
Champion

Dominating the PPC Landscape

Google Ads is the undisputed leader in the pay-per-click (PPC)
market, commanding a significant market share and generating
substantial revenue for businesses.

Its dominance is attributed to its extensive reach, sophisticated
targeting options, and robust advertising network.




Google Ads:

MARKET SHARE

69.047%

Google Ads holds a
commanding 69.04% share
of the PPC market.

BUYING KEYWORDS

65%

Google Ads results receive
65% of clicks for buying
keywords, compared to 35%
for organic results.

REACH

63%

Google's ad revenue
is projected to reach
$340.18 billion by 2027,
demonstrating its continued
growth and potential.

CLICK-THROUGH RATE (CTR)

3.17%

Google Shopping Ads have a
CTR of 0.86%. The average
CTR for Google Search Ads

is 3.17%.

CONVERSION RATES

The average conversion rate for
Google Ads is 4.4%, with search
ads achieving a 3.75% conversion
rate and display ads achieving a
1.77% conversion rate. Notably,
people who click on Google Ads
are 50% more likely to buy than
organic visitors.

RETURN ON INVESTMENT (ROI)

200%

Businesses generate $2 in profit
for every $1 spent on Google Ads,
indicating a remarkable 2007% ROI.

N

Google Ags

FUTURE GROWTH

$340.18%

Google's ad revenue
is projected to reach
$340.18 billion by 2027,
demonstrating its continued
growth and potential.



Google Ads:

TRENDS

e Al-Powered Automation:
Google is increasingly leveraging Al to enhance
its advertising platform. Smart Bidding strategies
use machine learning to optimize bids in real-time,
maximizing conversions and ROI.

e Al-Driven Creative Optimization:
Al is also being used to optimize ad creatives.
Advertisers can now let Google create assets,
including text and visuals, based on simple prompts.

e Broad Match Emphasis:
Google is encouraging the use of broad match
keywords, relying on Al to understand user intent
and deliver relevant ads.

e Visual and Shoppable Search Ads:
Google is prioritizing visual and shoppable ad
formats to cater to the growing preference for
interactive and engaging experiences.

e Mobile-First Approach:
With 73% of Google Search ad clicks in the US
happening on mobile devices in 2021, optimizing
ads and landing pages for mobile users is crucial.

e Investment in Paid vs. Organic:
Small to medium-sized businesses are investing
seven times more in PPC than in SEO, highlighting
the increasing importance of paid advertising for
businesses.

INNOVATIONS

e Generative Al in Ad Creation:
Generative Al is transforming ad creation by assisting
advertisers in crafting engaging and relevant ads.

e Al-Driven Performance Max Campaigns:
Al is enhancing Performance Max campaigns, allowing for
real-time optimization across multiple channels.

e Conversational Al for Campaign Management:
Conversational Al tools are simplifying campaign
management by interpreting natural language inputs.

e Al Overviews Integrating Sponsored Content:
Sponsored content is now being integrated into Google’s Al
Overviews within search results, enhancing ad visibility.

e Google Product Studio:
This tool leverages generative Al to help businesses
create unique and engaging product images.
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CHALLENGES

Despite its strengths, Google Ads faces challenges
that advertisers need to address:

e Transparency and Control:
The increasing reliance on Al raises concerns about
transparency and control over ad campaigns.
Advertisers may find it difficult to understand the
underlying mechanisms and decision-making
processes of Al-powered tools.

e Privacy Concerns:
The use of Al in advertising raises privacy concerns,
particularly with the collection and use of user
data. Advertisers need to ensure compliance with
privacy regulations and prioritize data security to
maintain user trust, collection and use of user data.
Advertisers need to ensure compliance with privacy
regulations and prioritize data security to maintain
user trust.

e Competition and Costs:
The competitive landscape of Google Ads can lead
to higher costs and decreased visibility for some
businesses. Advertisers need to carefully manage
their budgets and bidding strategies to remain
competitive.

However, these challenges also present opportunities
for innovation and improvement.

OPPORTUNITIES

e Leveraging Al for Enhanced Performance:
Businesses can leverage Al-powered tools to
optimize bids, creatives, and campaign performance.
By understanding and utilizing Al effectively, advertisers
can gain a competitive edge.

e Capitalizing on Visual and Shoppable Ads:
Businesses can capitalize on the growing popularity
of visual and shoppable ad formats to engage users
and drive conversions. These formats offer interactive
and immersive experiences that cater to evolving user
preferences.

e Focusing on Mobile Optimization:
Businesses should prioritize mobile optimization to cater
to the increasing number of users accessing Google
Search on mobile devices. This includes ensuring
responsive design and leveraging
mobile-specific ad formats.




Google Ads

Google Ads:

Google Ads, the world's largest and most popular online advertising platform, offers a
diverse range of ad formats and targeting options to reach users across Google's vast
network, including Search, Display, Shopping, and YouTube.

Effectiveness of Google Ads

Google Ads has consistently proven its effectiveness in driving business outcomes. Statistics reveal that:

® Businesses make $8 for every $1 spent on Google Ads when accounting for organic search clicks.
This highlights the platform's ability to drive both direct conversions and increase overall website traffic
through improved organic search visibility.

® The average conversion rate for Google Ads ranges from 3.1% to 6%.

® The average click-through rate (CTR) for Google Shopping Ads is 0.86%. This data point provides valuable
insight into the performance of a popular Google Ads format specifically designed for e-commerce

businesses.

® Asignificant 79% of marketers state that PPC is vital to their company's success. This further emphasizes the

importance of Google Ads in a comprehensive digital marketing strategy.

These figures underscore the platform's ability to deliver strong results across various metrics, making it a
valuable investment for businesses of all sizes.

2007% A

The average ROI of
Google Ads is 200%,
signifying a $2 return

for every $1 spent.

N

50%

People who click on Google
Ads are 50% more likely to
make a purchase than those
who arrive through organic
search results.

65%

Google Ads results
capture 65% of clicks
for keywords with
buying intent.



Best Practices

for Google Ads

To maximize the effectiveness of Google Ads campaigns, marketers should adhere
to the following best practices:

» Keyword Research:

® Conduct thorough keyword research to identify
relevant and high-performing keywords that align
with user search intent.

® Use a combination of broad match, phrase match,
and exact match keywords to balance reach and
relevance.

® Consider targeting long-tail keywords, which are
more specific and less competitive, to reach users
with higher purchase intent.

» Compelling Ad Copy:

® Write clear, concise, and benefit-oriented ad
copy that resonates with the target audience and
includes a strong call-to-action (CTA).

® Use ad extensions to provide additional
information and options for users to engage with
your business.

» Relevant Landing Pages:

® Create dedicated landing pages that are relevant
to the ad copy and provide a seamless user
experience, guiding visitors toward conversion.

® Ensure your landing pages are mobile-friendly,
as a growing number of users search on their
phones.

» Al and Automation:

® | everage Al and automation tools to optimize
campaigns, automate bidding strategies, and
personalize ad experiences.

® Experiment with different Smart Bidding
strategies to find the best fit for your
campaign goals.

» Negative Keywords:

® Utilize negative keywords to prevent ads from
showing for irrelevant searches, improving
campaign relevance and reducing wasted
ad spend.

» Geo-Targeting:
® Implement geo-targeting to focus on specific
locations and tailor ad copy to local audiences.
» Audience Segmentation:

® Segment audiences based on demographics,
interests, and behavior to personalize ad
experiences and improve targeting.

By implementing these best practices, marketers can enhance their Google Ads campaigns,
driving higher engagement, conversions, and overall ROI.




— Success Stories
Google Ads Campaigns

Examining successful campaigns provides valuable insights
into effective Google Ads strategies.

Google Ads campaigns demonstrated great performance for these brands.

» Our Clients

e Client A:
Client A revolutionized their marketing approach,
generating a remarkable 16.29-to-1 return ratio.
Careful audience segmentation was key to their
success. Their approach secured 1,414 quality
clicks from relevant audiences. The brand's Google
strategy balanced search and display networks for
full-funnel impact.

e ClientB:
The brand's strategic use of Google's search intent
signals drove qualified traffic. Client B strategically
positioned their messaging to deliver a conversion
value-to-cost ratio of 2.50. This translated to 3,438
completed transactions from qualified prospects.
Careful audience segmentation was key to their
success.

e ClientC:
Generating 24,589 qualified engagements from ideal
prospects, Client C elevated their brand presence
while maintaining a market-leading 2.32x ROAS. This
approach leveraged Google's unique capabilities for
optimal performance. Their focus on quality score
improvement yielded strong outcomes.

Note on Client Confidentiality: The actual client names in this report have been replaced with
generic identifiers (Client A, Client B, etc.) to protect proprietary information and maintain client
confidentiality. All performance data and metrics remain unchanged.
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Client D:

Their Google Ads implementation balanced
discovery and performance campaigns effectively.
Client D revolutionized their marketing approach,
generating an ROI of 2.07x across their campaigns.
This translated to 9,529 completed transactions
from qualified prospects. Careful audience
segmentation was key to their success.

Client E:

Generating 162,250 qualified engagements from
ideal prospects, Client E elevated their brand
presence while maintaining an ROI of 1.93x across
their campaigns. This execution leveraged Google's
unique capabilities for optimal performance. Smart
budget allocation across campaigns maximized
their returns.




Google Ads:

» Non-Client Results

Asutra

® |n 2022, using Performance Max campaigns led to an 84% increase in return on ad spend and a 27% increase
in click through rate.

® \ith the help of Google Ads campaigns, Asutra went from having no website visits in 2018 to over
300K clicks in 2022, contributing to over six figures of revenue through their Google Ads campaigns
alone. “These ads have helped us increase our Google-generated revenue by 75% in three years,” Stephanie
says. “We consistently see a ROAS of over two, and during holiday peak sales times we see a ROAS that's
consistently higher. No other ad platform has been able to get us the return that Google Ads has."

Source
Rothy

® Rothy's multiplies results and scales creative expertise with Performance Max campaigns
® 60% growth in conversions and a 59% growth in revenue

Source

Beekman 1802

® Return on ad spend on Google Smart Shopping Campaigns since 2019. Revenue in Q4 2021, which was over
50% increase over the year before.

® Various Google Tools helped Beekman 1802 achieve 400% return on ad spend since 2019. The team credits
Google Ads as being “one of the biggest drivers of scaling our direct to consumer business.”

Source
Mother-in-Law's Kimchi

® With Google Ads and Google Shopping, Mother-in-Law's Kimchi saw a 270% increase in total sales online,
averaging 2 million digital impressions per year.

Source



https://business.google.com/us/resources/success-stories/asutra/
https://business.google.com/us/ad-solutions/performance-max/
https://business.google.com/us/resources/success-stories/beekman1802/
https://business.google.com/us/resources/success-stories/mother-in-law-kimchi/

Facebook Ads:
The Social Media

Powerhouse

Connecting with Billions of Users

Facebook Ads is a dominant force in social media advertising,
boasting a vast user base and sophisticated targeting capabilities.
With billions of active users, Facebook provides unparalleled reach
for businesses to connect with their target audiences and achieve

their marketing objectives.



Facebook Ads:

USER BASE

22.11 B

As of Q4 2023, Facebook
reported having 2.11 billion
daily active users and 3.07

EFFECTIVENESS

54%

54% of marketers
consider Facebook ads "very
effective” in generating

RETURN ON INVESTMENT
(ROI)

297%

29% of marketers report
that Facebook delivers the

billion monthly active users. sales. highest ROl among social
media platforms.
CLICK-THROUGH RATE (CTR) COST-PER-CLICK (CPC) CONVERSION RATE

67.55%

The average CTR for Facebook
Ads across all industries is
1.44%. 67.55% of Facebook

advertisers say videos
drive more ad clicks on the
platform compared to other
content types.

$0.54

The median CPC on Facebook
Ads is $0.54

9.21%

The average conversion rate
for Facebook ads is 9.21%
across all industries.




Facebook Ads:

TRENDS

e Short-Form Video Revolution:
Short-form video content is dominating Facebook
advertising, with Reels and Stories gaining
prominence. This trend reflects the growing
popularity of platforms like TikTok and the increasing
preference for visually engaging content!. Notably,
94% of Facebook ad revenue is generated from
mobile users, emphasizing the importance of mobile
optimization for Facebook ad campaigns.

e Al-Powered Messenger Experiences:
Al is being used to enhance Messenger experiences,
automating customer interactions and personalizing
communication. This allows businesses to provide
efficient and tailored customer service, improving
user satisfaction.

e E-commerce Integration:
Facebook and Instagram are integrating more closely
with e-commerce, offering seamless shopping
experiences. This allows businesses to reach
potential customers directly within the platforms
where they spend their time, increasing the likelihood
of conversions.

e User-Generated Content (UGC):
UGC continues to be a significant trend, with brands
leveraging authentic content to drive engagement. UGC
builds trust and credibility, as consumers are more likely
to be influenced by the experiences of their peers.

CHALLENGES

Despite its strengths, Facebook Ads faces challenges
that advertisers need to consider:

e Privacy Concerns:
Facebook faces ongoing challenges related to user
privacy and data security. Advertisers need to be
transparent about their data collection practices and
ensure compliance with privacy regulations.

e Declining Organic Reach:
Organic reach on Facebook continues to decline,
making paid advertising more crucial for businesses
to reach their audiences. Advertisers need to adapt
their strategies to ensure their content is seen by
their target audiences.

e Competition and Costs:
The increasing popularity of Facebook Ads can lead
to higher competition and costs for advertisers.
Advertisers need to carefully manage their budgets
and bidding strategies to remain competitive.

However, these challenges also present opportunities
for innovation and improvement.

N

INNOVATIONS

Facebook is constantly innovating to improve its
advertising platform and provide businesses with new
opportunities to connect with their audiences:

e Augmented Reality (AR) Placements:
Facebook is introducing AR placements, offering
immersive ad experiences. This allows businesses
to showcase their products or services in a more
interactive and engaging way.

e Enhanced Al-Driven Targeting:
Al is being used to enhance targeting capabilities,
allowing businesses to reach their ideal audiences
more effectively. This includes leveraging Al to
analyze user data and identify patterns that can
inform targeting strategies.

e Dynamic Creatives:
Al is powering dynamic creatives, allowing ads
to be tailored to individual users in real-time.
This ensures that users see the most relevant and
engaging ad content, increasing the likelihood of
conversionsY’.

e Advantage+* Shopping Campaign (ASC):
Al-powered tools like ASC are helping retailers
optimize their campaigns and improve ROAS.
This allows businesses to automate campaign
management and leverage Al to maximize their
return on ad spend.

OPPORTUNITIES

Leveraging Short-Form Video: Businesses should
prioritize short-form video content to capitalize on the
growing popularity of Reels and Stories. This format
offers a highly engaging way to connect with audiences
and convey brand messages.

e Utilizing Al for Personalized Experiences:
Businesses can leverage Al to personalize ad
experiences and enhance customer interactions
through Messenger. This allows for more targeted
and relevant communication, improving user
engagement.

e Integrating with E-commerce:
Businesses should integrate their e-commerce
platforms with Facebook and Instagram to offer
seamless shopping experiences. This makes it
easier for users to purchase products and services,
increasing conversion rates.
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Facebook Ads

Facebook Ads, a powerful advertising platform with billions of active users, enables
businesses to reach their target audiences with precision through detailed targeting
options and diverse ad formats, including image ads, video ads, and Stories ads.

Effectiveness of Facebook Ads

Facebook Ads have proven to be highly effective in achieving various marketing objectives, including lead
generation, brand awareness, and sales. Research indicates that:

® The average cost-per-action (CPA) for Facebook Ads across all industries is $18.68. This provides valuable
cost data for marketers to consider when planning their Facebook Ads budgets.

® Facebook generates the highest ROl among all social media platforms, tied with Instagram. This highlights
the platform's continued strength in driving business outcomes despite increasing competition from other
social media channels.

® Facebook has the highest number of social commerce buyers among US adults. This emphasizes the
platform's strength in driving e-commerce sales and its potential for businesses looking to reach consumers
directly through social media.

® Asignificant 67.55% of Facebook advertisers say videos drive more ad clicks on the platform compared
to other content types. This highlights the importance of incorporating video content into Facebook Ads
strategies to maximize engagement and click-through rates.

These statistics highlight the platform's ability to drive meaningful results across various metrics, making it a
valuable tool for businesses seeking to connect with their target audiences on social media.

547% A 29% 9.21%

of marketers consider of marketers report the The average conversion
Facebook Ads "very effective" highest ROI from Facebook rate for Facebook Ads
in generating sales Ads compared to other across all industries is 9.21%

social media platforms

N




Best Practices for

Facebook Ads

To maximize the effectiveness of Facebook Ads campaigns, marketers should adhere
to the following best practices:

» Visual Appeal:

® Use high-quality images and videos that are
relevant to the target audience and capture
attention.

® Design your creative with Facebook ad specs in
mind to ensure your ads are displayed correctly
and look professional.

» Compelling Ad Copy:

® Write concise and engaging ad copy that
highlights the benefits of the product or service
and includes a strong call-to-action (CTA).

® Experiment with different copy lengths to see
what resonates best with your audience.

® Use social proof in your ad copy to build trust
and credibility.

» Targeting Options:

® Utilize Facebook's detailed targeting options
to reach specific demographics, interests, and
behaviors.

® Test different audiences to see which segments
respond best to your ads.

® Don't focus solely on potential customers;
consider retargeting past customers or those
familiar with your brand.

» Ad Formats:

® Experiment with different ad formats, such as
image ads, video ads, and Stories ads, to find
what resonates best with the target audience.

» Campaign Objectives:

® Define clear campaign objectives, such as brand
awareness, traffic, or conversions, to guide ad
creation and targeting.

» Mobile Optimization:

® Ensure ads are optimized for mobile devices,
as the majority of Facebook users access the
platform on their smartphones.

By implementing these best practices, marketers can enhance their Facebook Ads campaigns,

driving higher engagement, conversions, and overall ROI.
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Success Stories
Facebook Ads Campaigns

Analyzing successful Facebook Ads campaigns provides valuable
insights into effective strategies.

Facebook's powerful audience targeting drove impressive outcomes for these top performers:

»

Note on Client Confidentiality: The actual client names in this report have been replaced with
generic identifiers (Client A, Client B, etc.) to protect proprietary information and maintain
client confidentiality. All performance data and metrics remain unchanged.

Our Clients

Client F:

Client F proved the power of strategic media buying
with a remarkable 6.59-to-1 return ratio. Their precision
in geographic targeting paid off substantially. Their
approach secured 14,702 quality clicks from relevant
audiences. The brand's approach to Facebook's
auction dynamics secured favorable placement costs.

Client A:

Generating 42,203 qualified engagements from
ideal prospects, Client A transformed their digital
marketing ROI with an exceptional 6.34x return on
ad spend. This strategic focus leveraged Facebook’s
unique capabilities for optimal performance. The
brand's cross-channel integration strategy showed
clear benefits.

Client G:

Client G refined their audience targeting to secure
an ROI of 4.76x across their campaigns. Their data-
backed bidding strategy proved instrumental. Their
approach secured 17,232 quality clicks from relevant
audiences. The brand's Facebook funnel strategy
balanced prospecting and retargeting effectively.

N

e Client H:

Client H transformed their digital marketing ROl with
a 3.98x performance ratio that exceeded targets.
The brand's strategic use of remarketing amplified
conversion rates. Their approach secured 5,532
quality clicks from relevant audiences. The brand's
approach to Facebook's auction dynamics secured
favorable placement costs.

Client I:

Client I implemented a data-driven approach that
yielded 3.31 times revenue compared to spend.

The brand's agile response to performance signals
drove these results. Their messaging attracted 2,957
engaged prospects to their digital properties. By
implementing Facebook's Advantage+ shopping
campaigns, they automated for performance




Facebook Ads:

» Non-Client Results

Fashion-forward results

® Hill House Home determined the results for this May 24-June 7, 2023, campaign using reporting data from an
A/B test in Meta Ads Manager, which revealed:

® 78% lower cost per action (link click) with Advantage+ audience with suggestions compared to its usual
audience segment

® 7% increase in reach to 35-plus audience demographic with Advantage+ audience with suggestions

Source

Driving a huge increase in leads

® Toyota Motor Italia determined the results of its November 15-December 15, 2024, campaign using a
multi-cell Meta conversion lift study, which revealed:

® 43% increase in leads using new video built in the language of Reels plus its usual ads, compared to its usual
ads alone

® 30% lower cost per lead using new video built in the language of Reels plus its usual ads, compared to its
usual ads alone

® 25Xincrease in “view content” events using new video built in the language of Reels plus its usual ads,
compared to its usual ads alone

® 27% higher reach using new video built in the language of Reels plus its usual ads, compared to its usual
ads alone

Source
Samsung UK

® Samsung UK determined the results of its autumn 2024 campaign using Meta Brand Lift and Conversion Lift
studies and the Conversions API, which revealed:

® 23X more purchases measured by capturing omnichannel sales (Conversion Lift study plus Conversions API)

® 34% incremental TV registrations (a halo effect of the campaign) on top of mobile (Conversion Lift study)

Source

DSB measured the results of its October 2-30, 2024, ad campaigns using a multi-cell Meta Conversion Lift
study, which revealed:

® 18% increase in conversions when enriching Conversions APl with more first-party data, compared to a similar
campaign without the enriched data

® 15% decrease in cost per action when enriching Conversions APl with more first-party data, compared to a
similar campaign without the enriched data

Source



https://www.facebook.com/business/success/hill-house-home
https://www.facebook.com/business/success/2-toyota-motor-italia
https://www.facebook.com/business/success/samsung-uk
https://www.facebook.com/business/success/dsb
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Microsoft Ads:
The Cost-Effective
Contender

Reaching Niche Audiences with Precision

Microsoft's advertising platform, offers a cost-effective alternative
to Google Ads, allowing businesses to reach a unique audience with
less competition and potentially lower costs




Microsoft Ads:

MARKET SHARE

34%

Bing holds 34% of the desktop
search engine market share
worldwide.

REACH

37.5%

The Microsoft Search Network
powers 37.5% of U.S. desktop
searches, connecting with
44 million searchers that
Google can't reach

COST-PER-CLICK (CPC)

$1.54V

Microsoft Ads offers a
lower average CPC of $1.54
compared to Google Ads'
$2.69. This represents a
significant cost advantage
for businesses.

CLICK-THROUGH RATE (CTR)

1.25%

Microsoft Shopping Ads have a
higher CTR of 1.25% compared
to Google's 0.86%. This
indicates that users are more
likely to engage with ads on
the Microsoft network.

DEMOGRAPHICS

73%

Microsoft Ads users tend to be
younger, with 73% under the age

of 45. A majority (54%) are married,

and 34% have graduated from
college.

TOP INDUSTRIES

20.53%

The top industries among
Microsoft Advertising's
customers are Home &

Garden (20.53%), Apparel

(14.87%), and Health (7.28%)



Microsoft Ads:

TRENDS

Al-Powered Automation:

Microsoft Ads is leveraging Al to enhance campaign
management and optimization. This includes
automating tasks such as bid management and

ad creation, freeing up time for advertisers to

focus on strategy.

Visual and Immersive Experiences:

Microsoft Ads is prioritizing visual and immersive ad
formats to engage users. This includes formats such
as Multimedia Ads, which combine creative assets to
deliver attention-grabbing visuals.

Focus on Workplace Audiences:

Microsoft Ads is well-suited for reaching workplace
audiences due to its integration with WWindows

and Office. This provides a unique opportunity

for businesses targeting professionals and
decision-makers.

Growth in E-commerce:

Microsoft Shopping Ads are gaining traction, offering
a cost-effective alternative to Google Shopping Ads.
This provides businesses with another avenue to
reach potential customers interested in purchasing
products online.

OPPORTUNITIES

INNOVATIONS

Microsoft Ads is continuously innovating to improve
its advertising platform and provide businesses with
new opportunities to connect with their audiences:

Generative Al for Audience Engagement:

Microsoft Ads is utilizing generative Al to enhance
audience engagement and personalize ad experiences.
This includes using Al to generate ad copy and visuals
that resonate with specific user interests.

Impression-Based Remarketing:

This new feature allows advertisers to retarget
users based on impressions, expanding their reach
and potential for conversions. This provides a more
comprehensive approach to remarketing, as it
captures users who may not have clicked on an ad
but have shown interest by viewing it.

Cross-Device Tracking:

Microsoft Ads offers cross-device tracking to provide
insights into user behavior across different devices.

This allows advertisers to understand how users interact
with their ads on various devices, enabling them to tailor
their campaigns for a seamless experience.

Video Ads:

Video Ads are being introduced to enhance
engagement and reach. This format allows businesses
to tell their brand stories and showcase their products
or services in a more dynamic and engaging way.

CHALLENGES

e Cost-Effective Advertising:
Businesses can leverage Microsoft Ads' lower CPC
to maximize their budget and achieve a higher ROI.

While Microsoft Ads offers unique advantages, it also
faces challenges that advertisers need to be aware of:

o Smaller Market Share:

This is particularly beneficial for businesses with
limited advertising budgets or those seeking to
diversify their paid media spend.

Targeting Niche Audiences:

Businesses can effectively target niche audiences,
such as professionals and high-income users,
through Microsoft Ads' integration with Linkedln and
other platforms. This allows businesses to reach
specific demographics and interests that may be
more valuable to their products or services.

Leveraging Visual and Immersive Formats:
Businesses can utilize visual and immersive

ad formats to capture user attention and drive
engagement. This includes formats such as
Multimedia Ads and Video Ads, which offer more
dynamic and interactive experiences.

N

Microsoft Ads has a smaller market share
compared to Google Ads, limiting its overall
reach. Advertisers need to consider this when
developing their paid media strategies and
determine if Microsoft Ads aligns with their
target audience.

e Limited Ad Placement Options:

Microsoft Ads offers fewer ad placement options
compared to Google Ads, potentially restricting
visibility. Advertisers need to be strategic in their
ad placement choices to maximize their reach
and impact.

Despite these challenges, Microsoft Ads presents
valuable opportunities for businesses.




Microsoft Ads

Microsoft's advertising platform, offers a cost-effective alternative to Google Ads,
allowing businesses to reach a unique audience with less competition and potentially
lower costs

Effectiveness of Microsoft Ads

While Microsoft Ads may have a smaller market share compared to Google Ads, it offers distinct advantages
and can be highly effective for specific demographics and industries. Research indicates that:

® Microsoft Ads has a higher average click-through rate (CTR) than Google Ads, potentially due to less
competition. In fact, Microsoft Ads boasts a 50% higher CTR than Google Ads.

® Microsoft Ads has a lower average cost-per-click (CPC) than Google Ads, making it a cost-effective option.

® Microsoft Ads can be particularly effective for reaching older demographics and those with higher
household incomes.

® Bing allows for granular audience targeting by device type and operating system (OS). This allows advertisers
to refine their targeting and focus on specific user segments.

® Bing has a higher market share among US console users than Google. This presents a unique opportunity for
businesses targeting this specific demographic.

These factors make Microsoft Ads a valuable consideration for businesses seeking to diversify their paid media
strategy and reach a unique audience.




Best Practices
for Microsoft Ads

To maximize the effectiveness of Microsoft Ads campaigns, marketers should adhere to the following best practices:

» Keyword Research:

® Conduct thorough keyword research to identify
relevant keywords with lower competition and
potentially lower CPCs.

® Start with long-tail keywords, which tend to
have lower competition and can provide more
targeted traffic.

» Audience Targeting:

® Utilize Microsoft Ads' audience targeting options
to reach specific demographics, device types,
and user behaviors.

» Ad Extensions:

® | everage ad extensions to provide additional
information and options for users to engage
with your business.

» Landing Page Optimization:

® Ensure your landing pages are relevant to
the ad, load quickly, and have a clear path to
conversion.

» Import Google Ads Campaigns:

® Consider importing high-performing Google
Ads campaigns into Microsoft Ads to save time
and effort.

» Campaign Structure:

® Define clear campaign goals, organize keywords
into relevant ad groups, and use a combination
of keyword match types.

» Compelling Ad Copy:

® Write clear and compelling ad copy that
highlights the benefits of your products or
services and includes a strong CTA.

» Bid Management:

® Start with manual bidding to gain control over
CPC and gradually explore automated bidding
strategies.

By implementing these best practices, marketers can enhance their Microsoft Ads campaigns,
driving higher engagement, conversions, and overall ROI.




Success Stories
Microsoft Ads Campaigns

Examining successful Microsoft Ads campaigns provides
valuable insights into effective strategies.

Microsoft Ads provided cost-effective reach and strong conversions for these brands:

»

Our Clients

Client B:

Acquiring 1,184 new customers through targeted
campaigns, Client B mastered cross-channel
attribution, resulting in a 2.26x performance ratio
that exceeded targets. Their optimization process
leveraged Microsoft's unique capabilities for optimal
performance. Careful audience segmentation was
key to their success.

Client J:

Client J broke performance records with an ROl of
2.12x across their campaigns. Their data-backed
bidding strategy proved instrumental. The campaign
delivered 1,168 conversions from high-intent

users. Their Microsoft Ads strategy focused on the
platform's older, more affluent user base.

Client D:

Client D set new benchmarks in their category

by achieving 2.08 times revenue compared to

spend. Thoughtful optimization of landing page
experiences boosted performance. This resulted

in 1,966 completed transactions from qualified
prospects. Their approach to Microsoft Ads leveraged
demographic differences from other platforms.

Client K:

Their Microsoft Ads strategy targeted the platform's
unique professional and higher-income audience.
Client K proved the power of strategic media buying
with a 1.71x multiplier on their advertising budget.
This translated to 6,578 completed transactions
from qualified prospects. Their focus on quality
score improvement yielded strong outcomes.

Client L:

Acquiring 351 new customers through targeted
campaigns, Client L transformed their digital
marketing ROI with a remarkable 1.34-to-1 return
ratio. Their optimization process leveraged
Microsoft's unique capabilities for optimal
performance. The brand's investment in compelling
ad copy clearly resonated with audiences.

Note on Client Confidentiality: The actual client names in this report have been replaced with

generic identifiers (Client A, Client B, etc.) to protect proprietary information and maintain
client confidentiality. All performance data and metrics remain unchanged.

N




Microsoft Ads:;

» Non-Client Results

Liverpool

® Liverpool achieved remarkable success, generating over 128% revenue over their target. Their comprehensive
Search, Shopping and Performance Max (PMax) campaigns yielded incremental revenue and ROAS,
demonstrating the effectiveness of the strategic approach.
Source

laureate-education
® The Search campaign was highly successful for both universities, resulting in a significant increase in leads
across all business lines. With over 15,000 incremental leads generated, their cost per acquisition remained
below the market average, highlighting the efficiency of their advertising efforts.
Source

Gandalf

® The results were quantifiable and impressive. By March 2023 the Gandalf ad team increased the scale of the
campaign more than four times, maintaining a stable average Cost per Click (CPC) of USD 0.062. By leveraging
Microsoft Advertising, from July to September 2022, Gandalf saw a 1316% Return on Ad Spend (ROAS). And
from October to December 2022, the ROAS was 1065%. By using Microsoft Advertising Gandalf achieved 100%
higher revenues overall with budgets ranging from several hundreds to several thousand dollars per month.

Source

Air France

® \ith Performance Max, Air France achieved their targets. After launching the Performance Max campaign,
Air France bookings increased by 52% and revenue from nonbrand campaigns had a 54% increase over
the period.

Source



https://about.ads.microsoft.com/en/resources/discover/case-studies/liverpool-success- story
https://about.ads.microsoft.com/en/resources/discover/case-studies/laureate-education-success- story
https://about.ads.microsoft.com/en/resources/discover/case-studies/how-gandalf-achieved-a-1316-roas-and-100-overall-higher-revenues-with-microsoft-advertising
https://about.ads.microsoft.com/en/resources/discover/case-studies/air-france-success-story

Conclusion

Paid media advertising remains a crucial aspect of digital marketing, and platforms like Google Ads,
Facebook Ads, and Microsoft Ads offer powerful tools for businesses to reach their target audiences.
By understanding the nuances of each platform, conducting thorough research, and adhering to best
practices, marketers can create successful paid media campaigns that drive meaningful results.

Comparing the Platforms:

Google Ads

Largest reach, diverse
network

Keyword-based,
demographic, behavioral

Can be expensive,
competitive bidding

High ROI, diverse ad
formats, strong for lead
generation

Can be complex to
manage, competition can
be fierce

Facebook Ads
Extensive social media
reach

Detailed demographics,
interests, behaviors

Generally more affordable

Effective for brand
awareness, social
commerce, and retargeting

Organic reach declining,
ad fatigue can be an issue

Microsoft Ads

Smaller reach, unique
audience

Demographic, device-
based, in-market
audiences

Cost-effective, less
competition

Lower costs, higher
CTR, strong for specific
demographics

Limited reach compared
to Google Ads




Choosing the Right Platform:

The choice of platform depends on your specific
business objectives and target audience.

e Google Ads:
Ideal for businesses with a strong focus on lead
generation, e-commerce sales, and reaching users
actively searching for products or services.

e Facebook Ads:
Best suited for businesses looking to build brand
awareness, engage with their audience on social
media, and drive e-commerce sales through social
commerce features.

e Microsoft Ads:
A cost-effective option for businesses targeting
specific demographics, such as older audiences or
those with higher household incomes. It can also
be a valuable addition to a paid media strategy
for businesses looking to diversify their reach and
capture a unique audience.

Future of Paid Media Advertising:

As the digital landscape continues to evolve, staying
informed about the latest trends and strategies will
be essential for maximizing the effectiveness of paid
media advertising in 2025 and beyond. Key trends to
watch include:

e Therrise of Al and automation:

Al-powered tools will continue to play a larger role
in campaign optimization, audience targeting, and
ad creation.

e Increased focus on first-party data:

With the decline of third-party cookies,
businesses will need to prioritize collecting
and utilizing first-party data to personalize ad
experiences and improve targeting.

e The growing importance of mobile advertising:

As mobile usage continues to grow, businesses
will need to ensure their paid media strategies are
optimized for mobile devices.

e The emergence of new ad formats and channels:
Marketers should stay informed about emerging
ad formats, such as interactive ads and augmented
reality (AR) ads, as well as new advertising channels,
such as connected TV (CTV) and audio advertising.

By embracing these trends and adapting their
strategies accordingly, marketers can ensure their paid
media advertising remains effective and continues to
drive meaningful results in the years to come.
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If you're interested in talking to us
about running your paid media,
email us at info@pwxsolutions.com

PW {Solutions {. 212.450.7080 A% info@pwxsolutions.com in Connect with Us



