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Bidding?
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“kfc delivery singapore”

Bid 
$2.00

Bid 
$1.00



Brand Keywords?



Brand

KFC

Bandito Pocket
Zinger Burger



Brand
KFC

Bandito Pocket
Zinger Burger

Generic
Fast Food

Fried Chicken
Chicken Burgers

Competitor
McWings

Texas Fried Chicken
McNuggets



Ready?



Brand Keywords 
are cheap!

REASON #1



Actual Cost-Per-Click  
≠

Cost-Per-Click Bids



Ad Rank

Cost-Per-Click Bid  
x  

Quality Score 



Quality Score

Quality Score is intended to give you a general sense of 
the quality of your ads. The 1-10 Quality Score reported  
for each keyword in your account is an estimate of the 
quality of your ads and landing pages triggered by them. 



Quality Score

Google determining how relevant your ads and 
landing pages are matched to the user’s search, 

on a scale of 1-10



“kfc delivery singapore”

Actual CPC 
$0.21

Actual CPC 
$1.00



“kfc delivery singapore”

CPC Bid 
$2.00

CPC Bid 
$1.00

Quality Score 
10/10

Actual CPC 
$0.21

Quality Score 
2/10

Actual CPC 
$1.00



You’re missing out on 
additional clicks

REASON #2



2011 Google Search Ads 
Pause Research Study 

Found that when search ads were turned off, clicks from 
organic results don’t make up for lost traffic. 

In fact, 89% of visits to an advertiser's site from search 
ads were incremental to those from organic results.

https://research.googleblog.com/2012/03/impact-of-organic-ranking-on-ad-click.html



2011 Google Search Ads 
Pause Research Study 

“… on average, 81% of ad impressions and 66% of ad 
clicks occur in the absence of an associated organic 
result on the first page of search results.”

https://research.googleblog.com/2012/03/impact-of-organic-ranking-on-ad-click.html



Position 1
50% ad clicks are  

incremental

Position 2-4
82% ad clicks are  

incremental

Position >=5
96% ad clicks are  

incremental



If you don’t , 
your competitors will

REASON #3











Bing Ads Study 
“… research showed that consumers who are exposed to 
a brand ad on a category or competitor query were 30 
percent more likely to do a branded search and on 
average had a 15 percent higher conversion rate…

http://searchengineland.com/value-search-across-modern-consumer-decision-journey-270021

Having a branded ad appear in category and competitor 
brand queries improved brand affinity and recall and 
increased the propensity for future brand searches.”

http://searchengineland.com/value-search-across-modern-consumer-decision-journey-270021


Brand Keywords 
often convert well

REASON #4



Conversion?



Conversion
Any action you deem valuable to 

you or your business. 

Example of conversions: 
 

Visit to Contact Us page 
Filled in Enquiry Form 

Bought something on the site



Customer Journey and  
the Keyword Funnel

1st Visit to Site

2nd Visit to Site

3rd Visit 
to Site

“Fried Chicken”

“KFC Fried Chicken”

“Popeyes Fried Chicken”

Awareness

Consideration

Conversion



Clicks Conversions Cost-Per-Click Cost-Per-
Conversion Total Cost

Brand 3,325 66 $0.50 $25.40 $1,676.18

Product A 10,566 229 $3.67 $168.95 $38,761.51



Brand Keywords 
are cheap!

WRAP UP



You’re missing out on 
additional clicks
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If you don’t , 
your competitors will

WRAP UP



Brand Keywords 
often convert well

WRAP UP



Thanks!
 
xuanbin@gmail.com 
www.linkedin.com/in/xuanbin/

mailto:xuanbin@gmail.com

