
LARGE IT HARDWARE PROVIDER INCREASES 
REVENUE BY 109%
Scan Computers, a UK based company, supplies IT hardware to individuals and 
more than 500 companies around the world.

The company was dissatisfied with their spend and results from their current 
PPC (Pay Per Click) efforts.

Dan from Aquire was recommended to the Scan Computers CEO by an 
ex-employer who knew Dan could help them scale their PPC Account.

Scan Computers had a few challenges with regards to their PPC campaigns:

The primary goal was to optimise the PPC ad spend, making it more efficient 
and more targeted and obviously increase their returns. There were many steps 
taken to achieve this;

The Challenge

The Goal

The company has a large product catalog with more than 7,000 products 
on the site, all taking a small share of the daily budget. In this case, what 
they were spending was spread too thinly across all 7,000 products. In other 
words, their budget was being spent on products that were not bringing in 
the highest returns  

The CEO wasn't happy with the growing spend and it’s returns

The account set up meant that Google was treating all products the same and 
obviously we wanted to sell more of the products that have a higher return

Categorizing the products into campaigns that were margin specific 
(high, low, medium), and changing their attribution model to more 
effectively optimize performance  

The company was using a DDA (Data Driven Attribution) model but 
we found that this was not optimal as it was over-crediting the contribution 
PPC had on a sale and the majority of users purchased on their first visit 
to the site. We changed the model to a Last Click method, which is a bit old 
school but provides a very honest appraisal of the business's performance

We actually reverted high spending campaigns from fully automated 
bidding (Target Return on Ad Spend) back to a more manual approach 
(Enhanced CPC). This was done to combat high value, low profit products 
receiving a boost by the system in favour of high margin but lower 
value products

We created automated reports by product category which led to the discovery 
of over and under performing categories so we knew what to spend on, 
and how much



Now that PPC is generating a steady stream of leads for Kashu, we’ll soon 
progress to the next planned marketing phase for this high growth business:

Next Steps

The Results

From January 2020 to date, Scan Computer’s PPC revenue is up by 109% 
and orders are up by 96% versus the same period last year

PPC spend is down by 36% in the same period

While many of their competitors furloughed staff, Scan Computers did not. 
In fact, the company thrived during the Covid-19 pandemic. They did not 
furlough staff, and unlike many of their competitors, they hit record sales

"As a family run business, it isn't often that we bring 
in outsiders, but after a strong reference, we 
decided to do a 3 month trial with Dan. 2 years 
later he is still here. His knowledge and experience 
were vital in helping us grow our orders and 
revenue via PPC. It's not common to see a 
seasoned pro manage all of his client accounts 
personally and that's what we've got from Dan and 
for half the price of traditional agencies. We would 
highly recommend giving Dan a call if you need 
help with your Pay Per Click campaigns"
Rajen Raja, Head of Digital

New product launches are coming up in August 2020, so we are preparing 
PPC campaigns around that

Working on a more intelligent reporting system which links internal software 
with Google Analytics

We are looking into pushing profit data into Google Ads, so that the bidding 
can get smarter. What this means is that when we push our profit margins 
into Google Ads for every product, the system can then bid more intelligently 
and spend more on higher profit products versus high revenue products


