PAID TRAFFIC MARKETING

IN A NUTSHELL

METHOD

For an ice-cold prospect to become a customer they will need to travel through three stages:
1. Awareness - the prospect must first become aware that there is a problem and that YOU
or your organization have a solution for it.
2. Evaluation - Those that move through the Awareness Stage must now evaluate the
various choices available to them, including your competitor’s solutions.

RELEVANT ROLES
Paid Traffic Marketing should be studied by
members of the following departments:

3. Conversion - those that move through the Evaluation Stage are now at the moment of
truth - purchase.

MARKETING &
OPERATIONS

As the competition for
attention continues
to increase online, all
marketing teams must
learn to buy traffic at
a positive return on ad
spend.

CONTENT &
EDITORIAL

Any team member that
is producing content
(blogs, podcasts,
videos, press releases,
etc) must understand
how that content can
be leveraged by a paid
traffic specialist.

A cold prospect cannot evaluate your solution until they are first aware of the problem AND
your solution. Conversion is impossible until the prospect has first evaluated the possible
courses of action.
A successful paid traffic system consists of multiple advertising campaigns that work together
to acquire leads and sales for your business at break even or better. Using a series of wellorchestrated ads and offers, you’ll transform ice cold prospects into loyal customers.
To move prospects through a marketing funnel they will need advertising designed to satisfy
their needs at each of the three stages.
1. The cold prospect should be made offers that
create awareness, build authority and establish
trust.
2. The warm prospect should be made offers that
facilitate evaluation and convince the prospect to
take action.
3. The hot prospect should be made offers that
encourage higher dollar, more complex or repeat
purchases.
To move prospects though the three stages your advertising and messaging must be
responsive to the prospect’s stage in the “customer journey.”

IMPORTANT METRICS
Click Though Rate (CTR) - The number of
clicks divided by the number of impressions
on an ad and any other call-to-action. The
higher the click through rate the more
prospects you will be moving from stage to
stage in the “customer journey.”

Cost Per Acquisition of Customer
(CPA) - The amount of advertising
spend divided by the number of
customers generated. Drill down on this
metric by calculating CPA by by traffic
campaign, traffic source and more.

Cost Per Lead (CPL) - The amount
of advertising spend divided by the
number of leads generated. Once
again, drill down on this metric
by calculating CPL by by traffic
campaign, traffic source and more.

Cost Per Click (CPC) - The amount
of advertising spend divided by the
number of clicks on the ad, ad set or
ad campaign. Believe it or not, this
is the least important of these four
metrics.

IMPORTANT LINGO
Traffic Temperature
- The classification
of the audiences
you target with your
digital advertising
campaigns as cold,
warm or hot.

Cold Traffic - Audiences
targeted with ads that have
no prior experience with
your brands, products or
people. Ads targeted at
cold audiences introduce the
business to the prospect and
establish trust and authority in
an effort to build awareness.

Warm Traffic - Audiences targeted
with ads that are aware of your
brands, products or people but
have not yet converted to a
customer or haven’t purchased in a
long period of time. Ads targeted
at warm audiences should be
designed to convince a prospect
that you have the superior solution.

Hot Traffic - Audiences targeted
with ads that have previously
purchased. These audiences
know your reputation and have
used your product or service.
Ads targeted at hot audiences
should convert a customer into a
high-ticket or repeat buyer. Most
ad campaigns to hot audiences
will be conducted through
retargeting.

Retargeting Campaign - An ad
campaign designed to reach
customers and prospects with a
message and offer that is based
on their previous behavior. That
behavior might be an opt-in to a
lead form, a purchase or a visit
to a page on your website. Ad
retargeting is available from ad
platforms such as Facebook and
Google.

Running a business can be hard. Growing a business can be harder. Every service we
offer is focused on one thing: Helping You Grow Your Business.
When you invest in any of eMedia’s digital marketing solutions, you’ll have some of the top minds in the industry
working on your vision. We recognize that your business is unique and a ‘cookie-cutter’ solution will not deliver on your
vision.
We take the time to understand your organization and customers, and then build a strategy that is aligned and capable
of delivering remarkable results. Our almost two decades of experience has taught us how to create the ‘impossible’.
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