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THE CHALLENGE

The challenge before us was how to re-organize a feed with
thousands of products, and which ones are going to drive the
most value to the business. We had very aggressive growth
goals to scale revenue in order to help them hit their overall
ecommerce goals.

OUR SOLUTION

We used feed optimizations, rules, and Feedonomics to get
the feed into a place where we could scale Google Shopping
ads. We implemented custom labels to divide out the most
profitable products into three main categories. This allowed
us to scale additional spend towards the most profitable
products and increase revenue.

We launched YouTube Ads to drive additional retargeting
channels, and awareness for USA-CLEAN. We launched new
search campaigns & keywords that drove additional revenue
at profitable returns. We used machine learning and
automation to improve our bidding with shopping & search
campaigns that helped drive revenue at more profitable
rates.
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THE RESULTS
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*only paid advertising revenue

USA-CLEAN CASE STUDY // DISRUPTIVEADVERTISING.COM




cheative

EMAIL LANDING PAGE ADS

£iusa
CLEAN floorcare.biz

WINDSOR X20B FLOOR SCRUBBER

MINIMAL EFFORT, MAXIMUM RESULTS

ROES

Virtual

REPLACEMENT
PARTS

\ . THEBEST
- K

floorcare.biz

o TUSA ™
° EANQ _li= |
# 1 In Parts s&S Support
"~ for Floor Care Equipment
- SHOPNOW

¥ USA
LEAN®

1-800-USA-CLEAN

#1 In Parts & Support

for Floor Care Equipment

THOUSANDS QF

PARTS IN STOCK!

USA-CLEAN CASE STUDY // DISRUPTIVEADVERTISING.COM




