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Search marketing agency _
 Paid search

o Comparison shopping engines 7
. _ 1-800-flowers:com.
» Web effectiveness consulting Tour flori:of hcs
» Founded 2003 ZALES
» Charlottesville, Virginia SIERRA
. 32 employees, 80 clients et
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Reseller of IT products and services

* Businesses and Public Sector

« U.S. and Canada

~ORTUNE 500 (342); $6.8B in revenue in 2006

~ounded in 1984: 5600 coworkers
HQ In north suburbs of Chicago
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1 to 1 relationships w/account managers S8 i

team of technology specialists and
same day shipping

e Catalogs, direct mall

e Trade shows

TV, magazines, newspapers
* Online advertising

 Paid search, SEO, CSEs

RKG




* Internet Retaller Top 10 U.S. Retail Site (No. 8)
e Online sales
e $1.98B 2006; 29.7% of revenue; up 12% YoY
e $550.8M 1Q07 32% of revenue; up 10% YoY
o ~85K visitors per day
100K SKUs and detailed product information
e Suite of online account management tools
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T A LAWY WIULITL

» Technical Support
+ Request Catalog

- eMewsletters

+ Research Center

Why CDW CDW@work Technology Services

CDWG.COM ‘ o
HEALTHCARE N
CDW CANADA i A
Lenovo ThinkPad X41 Sony VAIO C291 Panasonic Toughbook ¥5
With FREE X4 Ultrabase With FREE 1GBE USE MicroVault With Verizon EV-DO Wireless
CAREERS AT COW docking station. flash drive. Broadband—sawve on activation!
INVESTOR RELATIONS
mﬂ 9 Only $11299° Only $13999° Only $26999'9*
CDW RACING
Newsroom Headlines Noteworthy Technology Update
05.09.07 =
CDW's Average Daily Sales Vista Tracking Ser\_ret .
Increase 22.8 Perce... Poll Results Optimization
View the findings Find out how to
05.08.07 from owur second reduce costs,

Also Consider:

| Microsoft Office

2007
I'I.,-A Standard Edition

—
4 Lexmark E250D
u Laser Printer
Only $199.991
Wenger SwissGear
COMET Case
Only $69.99

CDW SmartBuys

Site Tools

Notebook Finder
Finpoint the best
mobile solution for

F Y vour neads in a few

¥ 3 Firefox

Das®



PPC @ CDW






« Targeting business buyers
« Handling high frequency purchasers
e Growing program



o Purchasing
agent buying buying for
for business home




« Extensive keyword lists

e Business focused terms and copy
e “Long tail” phrases

 Brand vs. non-brand phrases

e Post-sale feedback loops






Test 5 to 10 keywords per SKU, yielding
1 to 2 active_terms per SKU

with relevant focused copy and URLSs

Example:
5000 SKUSs: 40,000 terms tested; 10,000 active



Lazy appends (“buy X”, “X online”)
Overly long terms

Terms with no traffic

Generic landing pages

Generic copy

Poor adgrouping

Stale products



175,157 URLSs

466,044 phrases tested

85,664 phrases currently “active”
(1+ click in last 90 days)

Entire list refreshed every 30 days
Phrases tested per URL: 2.6
Active phrases per phrase tested: 18%



The Long Tall

Chris Anderson
Hyperion, 2006




+)))
"))
)
)
0))
+)))
"))
)




For one national retailer

Keywords 1-10

64% of clicks
Keywords 11-40

27% of clicks
Keywords 41-45000

9% of clicks

16% of sales
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not CDW data
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Order detail reports back to CDW
from RKG

Order match-back (CDW internal)

Business type and size flags back to
RKG from CDW

Customer type flags
(new, existing, reactivated) back
to RKG from CDW

RKG reporting back to CDW
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30 day cookie
Determine through analysis of order latency
Ad gets credit for 15t “order event”
Ad gets credit for 15t order

Ad gets credit for subsequent orders
only within 24 hours of 1 St order

(Multiple ship-tos, multiple invoices, CDW splits)



$1 trillion

2006-05 2006-06 2006-07 2006-08 2006-09 2006-10 2006-11 2006-12 2007-01 2007-02 2007-03 2007-04



Additional Best
Practices for B2B
Paid Search
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Understand your economics

Understand interaction with other channels
Distinguish brand from non-brand search
Comprehensive term lists

Track sales through to sales force, call centers
Bid technology matters



Alan Rimm-Kaufman

alan@rimmkaufman.com

Anne Vargo
avargo@cdw.com




