
 

  



 

  Retargeting marketing 

Have you ever wondered why it seemingly takes a lot of time to 

properly get your business online, set up everything, and 

attract your target market, only to lose them the next day? 

 

Well, it is a no-brainer, every business owner has at some point 

gone through this cycle. However, it is only a few that have 

managed to turn it around. 

 

Today luck is on your side because there is a simple and proven 

solution to your business woes. Retarget marketing! 

 

We are going to go through the basics of Retargeting and also 

look at strategies, unique ideas, and tips on how to reclaim the 

attention you desperately need from your online visitors. 

 

Without taking too much of your time let us dive into it: 



 

  

Retargeting, best known as remarketing is a highly impactful 

strategy that you can leverage alongside your traditional PPC 

Campaigns. PPC is short for Pay Per Click campaigns. Just in 

case you have not heard of it or have forgotten, Pay Per Click is 

advertising that costs the advertiser each time a visitor clicks on 

their ads.  

 

This is a marketing method that allows the advertiser to 

precisely define how much they are willing to pay for each click, 

specifically the click-throughs that equate to visitors on their 

page. 

 

“But how can I know how much my specific visitors are worth, 

on average?”,you may ask. 

Understanding Retargeting 



 

  

Well, if you: 

 

1) Work out your CLV (Customer Lifetime Value) and combine 

with your conversion rates  

2) Set the budget for your clicks to be lower than this number 

then you are all set! 

 

In this way you are guaranteed to grow your traffic and have a 

fair profit. 



 

  

Now let us have a look at the highly-rated, highly-effective Pay 

Per Click tools that have proved to work for many business 

owners and webmasters. 

 

Google Ads and Facebook Ads. 

 

They both work in similar ways with minor behavioral 

differences. While Google Ads appear on SERPs (Search Engine 

Results Pages) where the advertiser sets the search term, 

Facebook Ads appear on the Facebook home feed. Facebook 

Ads are only shown to visitors that meet criteria based on their 

demographics, hobbies, interests, location etc. 

 

Concerning Facebook, the social media giant now has a tool 

that allows you to show ads only to people on your mailing list. 

You can use this to remind your content and brand fans that 

they can get more of your products by just clicking on the link 

provided. Be careful not to flood them with countless emails as 

this gets irritating and people will not hesitate to hit the 

unsubscribe button. 

Some Well-Known PPC Tools 



 

  

Google Ads, on the other hand, introduced a tool known as 

Remarketing. This remarketing tool allows you to target and 

show ads to people who have been previously on your site or 

have searched for a similar product, using cookies. 

 

You may already know this and most definitely have come 

across it a countless number of times, a website cookie is a file 

that is added to a browser and is therefore made available to 

sites for identification until you or the concerned party “clears 

their cookies”. 

 

So, when someone visits a page on your website, a cookie gets 

stored on their computer. Then, when they visit Google or any 

other website with Google Ads activated, Google will recognize 

them and show them your ad. 



 

  

The benefits of remarketing have proven to be worthwhile. The 

marketing strategy works for a number of reasons, let us 

consider the facts: 

 

 

•    When someone visits your site and checks out your 

products chances are they are considering purchasing from 

you. 

•    The real problem surfaces when they click, then just leave. 

•    Let us just say due to some unfortunate online events such 

as network interruptions, money or maybe they just go “hey, 

this one right here needs a second opinion!” Well, we all know 

what THAT means: GONE WITHOUT A TRACE. 

•    When an ad of the same product they once showed interest 

in appears in their search and they remember that they were 

once interested in this product. 

•    Suddenly, because purchases are based on emotions as 

opposed to logic, their interest is triggered and they consider 

coming back to the site, check it out again and perhaps click 

‘buy’.  “JACKPOT”! 



 

  

Google Ads is perfect and it does an incredible job of targeting 

your audience and remarketing a product to them but it is not 

the only tool that exists out there. In fact, there are plenty of 

other tools that do a similar job if not better. 

 

One such example is using an autoresponder. You can use an 

autoresponder to reach out to people who have visited your 

site before. It works exactly the same way as Google Ads with 

the only exception being that you need a mailing list for it to 

work. This is not an issue because if you are pushing a product, 

you should always have a mailing list associated with the 

product. 

 

So, the principle is, you use autoresponders to suggest to 

someone who once showed an interest in the product that they 

can still purchase the product. Think of it as a reminder with a 

"nudge to buy". 

Alternatives to Google Ads 



 

  Using Code for retargeting 

If you are familiar with coding then remarketing can be made 

simpler and easier. You can use a shortcode to make your 

previously viewed products appear at the top of the list 

whenever someone visits your sales page. 

  



 

  The final word and additional tips 

Remarketing is a solid marketing strategy that works. But what 

is better than remarketing is being able to convert the audience 

won through remarketing into returning buyers. Now there is 

one thing that keeps people coming back; FREE OFFERS! They 

don’t just keep them coming back, they grab attention as well. 

Combine remarketing with some useful free offers and you 

have yourself a money-making marketing campaign. 

 

Of course, knowing your products well is key to effective sales! 

Knowing what to offer for free is the best thing you can do for 

any of your products. Focus on offering part of the product that 

is one hundred percent useful to give your consumers the best 

experience and keep them coming back for more.  



 

 

Another way to boost your sales is to make some interesting 

offers to existing buyers. An existing buyer is someone who has 

already made a purchase from you, the idea is to offer extra 

benefits and make it clear they are only available to regular 

buyers. People love the idea of belonging to an exclusive group 

and by making them offers that are only available to them as 

previous buyers, you are retargeting them and turning them 

into repeat buyers. 

 

Lastly, you can combine your remarketing campaign with 

amazing discounts. For example, you can offer a discount on a 

product that a visitor previously considered to buy but decided 

not to. When you target them with the same product slapped 

with a nice time-limited price reduction, you can easily prompt 

them into buying the product. 

 

There are many other creative ways that can be combined with 

targeted remarketing to boost sales. Just remember, you are 

targeting people who have previously showed interested in 

your product. You goal is to find a way to remarket that same 

product to them and push them over the edge.  


