
























WEAK: no content or personalization



STRONG: content and personalized



VERY STRONG: engaging visual content and 
personalized

























Media close rate examples

Lead Source Avg Close Rate

Google Search Ads  (brand keywords) 16.53%

Organic Traffic* 11.11%

Boating Websites 4.58%

Website Retargeting 4.07%

Email 3.59%

Discover Boating 4.56%

Facebook Retargeting 2.96%

Boat Test 2.92%

Facebook Native Ads 2.87%

Event registrations 2.39%

Google Search Ads  (generic keywords) 2.25%

*Most organic traffic comes from search queries using brand keywords.

Source: Close rate analysis of AVALA marine clients over a 2 year period





Tom’s slide



Similarities exist










































