
Dear Reader, 

 

First we’d like to thank you for reading this free whitepaper.  What you will learn 

here is the exact model we use to optimize Pay Per Click (PPC), add revenue, and 

increase ROI for all of our clients. 

 

Nothing here is theory.  You’ll soon learn that everything we do is used by the 

biggest and best companies in the world. 

 

There’s a reason why some websites perform better than others. 

 

And it’s because they do exactly what you are about to learn. 

 

If you feel inclined to learn more about anything in this whitepaper please feel free 

to call us at <company phone>  and we’ll answer any questions you have. 

 

We also offer some of our services for free with no strings attached.  We feel it’s 

extremely important that we have the opportunity to prove ourselves and show you 

results before we ask you to work with us on any level. 

 

If you’d like more customers, better ROI, and higher profit margins, call us at 

<company phone>  and we’ll get started for FREE! 

 

Looking forward to helping you grow your business, 

 

<company name> 

  



 

The C.R.A.V.E. Formula 
 

We have developed a 5 step process that will aid 

your adwords campaign’s success with bringing 

you revenue and optimizing your PPC.   This 

white paper can help you double your ad leads 

without doubling your budget. So, here’s how.  

 

The C.R.A.V.E formula is a system of evaluating a ads and website to see if it is 

meeting criteria that will grow your business. If you follow this formula and only 

venture into businesses that meet all the criteria, your chances of success and 

optimizing your PPC are as close to guaranteed as they can be.  

 

C.R.A.V.E stands for capture, relevance, attention, visual, and engage. We will 

now go through each section one by one and talk about how it can apply to your ad 

campaigns and your website.  

 

Capture 

 

This is chronologically the last step but it’s also the most important so we put it 

first.  Many business drive traffic without any way of capturing the leads they’re 

paying for.  The ultimate goal of every adwords campaign and business website 

should be to capture leads.  Everything we’re going to talk about in this white 

paper is to help you maximize the leads your ads and website captures. So while 

traffic is great, if you aren’t getting any leads from it, it doesn’t do you any good 

and you’re wasting a ton of money on PPC.   

 

Lots of big marketing companies will tell you that you need to spend more on 

traffic when you want to get more leads and grow your business, but it’s important 

to not think in terms of traffic and start thinking in terms of “leads captured.” 

Doubling your traffic can be a costly and sometimes an impossible endeavor.  



However, increasing the leads captured from the traffic you’re already getting is 

much easier and less costly.   

 

You probably already know that on average 41-55% of all website visitors leave a 

website right away. That means about half of your visitors are leaving as soon as 

they arrive. This is called a bounce rate. A good healthy bounce rate for a website 

is anywhere from 26-40%. With PPC, a higher bounce rate not only means you’re 

missing out on clients, it also means you’re paying more than your competitors for 

each click you pay for in adwords.  In order to lower these bounce rates, and 

effectively use PPC, you need engagement. This is one of the most overlooked 

elements in the C.R.A.V.E. formula and we will cover to how to increase your 

engagement with your visitors a little later in this paper. It is important to 

remember having a low bounce rate helps capture leads but it isn’t the only factor.  

First, we need to talk about Relevance. 

 

Relevance  

 

If you go on google and look up 

hammers, you don’t want to be given 

search results for nails, tool boxes, 

drills etc. correct? Neither does anyone 

else! You need your ads and website to 

be relevant to each other AND match 

up with what people are searching for 

when they click on your ad. Relevance 

between the ad, search terms you’re 

targeting, and the page your prospects 

are sent to is key to a successful ad and keeping your cost per click low.  If the 

relevance of any one of these don’t match, you’re losing tons of money with all 

your ads.  Most of the time, you PPC Ads Manager is making sure this happens.  If 

they are, give them a raise, because it’s a lot of work to keep up with it. 

  



 

Attention 

 

Remember, bounce rates is one of the biggest factors in how much most people are 

paying (or over paying) in Adwords.  So you want someone to stay on your page as 

long as possible.  One of the more difficult things to do to diminish bounce rates is 

to grab the attention of the viewer. The best way to do this is by getting into the 

mind of your prospects, knowing what is relevant to them, and making sure the 

content on your website doesn’t leave them wondering what your page is about. 

Remember, you want to grab your prospects attention in a tasteful way, using the 

tactics below. What you don’t want to do is capture the attention of the viewer in 

any negative or offensive way such as using sexual innuendos or inappropriate 

photographs.  Negative ways of grabbing attention put your company a negative 

light and decrease sales. 

 

Tactics to use  

● Good and relevant content  

● Content that correlates to what they searched for 

● Content that addresses their concerns  

● Content that answers their questions 

● Good visuals that relate to the content and what they are searching for 

This brings us to our next topic. 

 

Visuals 

 

Don’t get too caught up on Visuals.  

Visuals are meant to illustrate or 

accompany something. They are there 

to help aid you in telling your 

product’s story. You don’t want to 

overwhelm your visitors with visuals, 

but you do want to make sure that your 

website is appealing and NOT boring. 

The main goal of all visuals is to turn 

your PPC traffic into paying customers. Visuals tie the whole website together in a 



way that makes sense to the viewer and your idea, so make sure you take special 

care and choose your visuals carefully. 

 

Things to strive for  

● A good clean looking website  

● Making sure the images are relevant  

● Having clear directions 

● Putting some testimonials on there  

● Add proper “alt” text to your images 

● Video engagement 

● Having an easy to navigate menu (DO NOT have a website that opens new 

pages for each link). 

● Use proper text tags (These are used to format the appearance of the text on 

your web page).  

 

When planning visuals don’t forget that emphasized text is also a visual element. 

Make sure the most important information sticks out as bold, italics, h1, or 

underlined. That way search engines and your visitors know what the most relevant 

content is.  

 

Engagement! 

 

After all is said and done, engagement is the 

most crucial part of getting more leads from your 

PPC! Why? Because when you engage the 

customers that come to your website they are 

more likely to stay on the website. And 

customers that spend more time on your website, 

are more likely to do business with you.  So how 

is this done? There are a couple ways to engage with your online visitors: 

 

Videos 

 

Video content is a great way to communicate to your web traffic. The videos may 

be about the product, give clear direction about the website and what you offer, or 



they can even just be used to update everyone about the mind behind the products. 

Don’t autoplay a video.  Most internet visitors find auto-play videos to be 

extremely annoying.  Otherwise, video is a great way to engage your visitors and 

get them to stay on your site longer.  And a great way to turn them into a lead that 

wants to do business with you.  The only negative aspect of videos is that the 

communicate is only one way. The viewer can’t respond back.  

 

*Chat 

 

Chat provides a quick and easy way to connect with those coming to your website. 

It allows one on one interaction without them having to leave the comfort of their 

home. Some visitors may even prefer to speak 

over the phone, in which case you can easily 

provide that information to them quickly and 

effectively. However, studies show that 56% of 

visitors prefer chat. Plus chat ranks high in 

customer satisfaction.  

 

Chat is the best way to engage your online 

traffic, decrease your bounce rate, and build 

relationships with those coming to your site. 

Online live chat has been tested by many and it is proven to work. It helps direct 

customers to the right departments and gives them correct contact information to 

assist with the customers needs. The best part about chat is that it is more likely to 

achieve the goal of making your website successful in bringing you revenue.  We 

can help you with this.  In fact, on the next page, I’m going to share how you can 

get this service absolutely FREE. 

 

I hope you’ve found this white paper helpful.  We’ve helped hundreds of 

companies, just like you, use these exact elements so we know they work when 

implemented. 

  

Over the next TWO days, we are offering a FREE two week 

trial to show you how a fully managed CHAT SYSTEM 



(manned by live staff) can increase your leads and sales! If 

you would like to learn more or have any questions about 

this white paper, call us now at  <company phone> or email 

us at  <company email> and setup your FREE two week 

trial before the special ends. 
 

 

Thanks for your time!  

 

<your name> 

<company phone> 


