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Retarget like a pro

A first time user could engage with your 
site for any number of reasons such as 
clicking on your ad, landing on a blog 
post or your PR and SEO might be working 
effectively.  However they arrived and 
whatever their intent, it’s unlikely you’ll 
convert them on their first visit.

So, how do you capture the 98% and 
supercharge your mid-funnel? 
By getting your Retargeting right, you’ll 
be boosting conversions and driving the 
performance of your business. This guide 
walks you through the essentials to form 
your strategy and approach to Retargeting. 

Understand your audience 
and their value

TIP 1

Before any campaign it’s essential to understand your 
different audience demographics so you can tailor your 
approach and focus on those potential customers that have 
the highest chance of converting and bringing the best value 
to your business.

Use performance data from your previous campaigns as 
well as your web analytics to create key demographics and 
define exactly who you are targeting with your creative. If 
the majority of your sales come from women aged 18-24, 
this is who you should focus on for your next Retargeting 
campaign. 
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Only 2% of users convert on their first visit to a website. 



Get tactical with your 
approach to retargeting
There are different approaches to Retargeting. The first 
focuses on those users who have already landed on your 
site. They may have viewed a specific product or a category 
of products or may have even left certain items abandoned 
in their basket. Pixel Retargeting enables you to capture 
this data and retarget these users with tailored and relevant 
messaging. Your other option is to focus on search intent of 
a particular user and retarget them with an ad based on their 
original keyword search. This is termed search Retargeting. 

TIP 2

Don’t view the tactics in isolation. Using both and becoming 
a little more focused with your approach to Retargeting will 
enable you to start capturing the 98%. For example, different 
creatives can work with both approaches to engage with 
your audience and guide them through the sales funnel. 
Try using a more generic set of ads to initially grab your 
audience based on their keyword searches and encourage 
them to visit your site. Once they’ve shown interest in this 
first ad and engaged with your site, you’ll understand the 
right approach to draw them back in and push them towards 
conversion, whether it’s a specific product, category or offer. 
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Tailor your messaging 
based on users intent
Key to a high performing digital display 
campaign is relevance. By serving your 
users with tailored and relevant messaging 
you’ll drive higher click-throughs and 
ultimately boost conversions. This is where 
Retargeting becomes essential for enhanced 
performance. 

Run multiple creatives based on where your 
user has engaged with your site. Their first 
engagement will illustrate their initial intent. 
For example, if they view a specific product, 
this is extremely focused intent. Pull them 
back in with that same product. 

When viewing a category of products, they 
may simply be browsing or potentially 
looking for a deal. Tailor your creative to this 
specific category, but don’t just limit it to one 
product. A user landing on one of your blog 
posts for example, may have no idea about 
what you actually do. Use Retargeting to let 
them know.

By segmenting your audience in this way, you 
can further tailor your ads, and guide them 
through your journey with you. 

TIP 3

Understanding this intent will be worthless if you don’t get 
your pixel Retargeting set up correctly. 
Define the pages you want to focus on and get your data set 
up in the right way to ensure all vital website interactions are 
captured and acted on.
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Use your analytics to 
your advantage
The type of page a user lands on is just one aspect to help 
you tailor your Retargeting campaigns. You should also focus 
on the number of views of a specific product for example and 
again use this information to define the intent of your user. 
The ad you serve them should then change with this intent. 

If a user has viewed the same product on more than one 
occasion, you can safely assume that they want it. But what’s 
stopping them acting? Price could potentially be an issue. 
Would providing them with an offer in the next ad tip them 
over into a conversion?

TIP 4

Prepare for different scenarios and be flexible with your ad 
creative. Use every available metric to further drill down into 
the intent of a user and tailor your messaging to increase the 
relevance of the ad.
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Consider ad fatigue
Yes it’s important to get your message out to your users and 
ensure that they don’t forget you. It’s also important however 
not to annoy a potential customer. Ad fatigue is a real thing 
and will eventually become counterproductive in your quest 
for conversions.

TIP 5

Prepare for different scenarios and be flexible with your ad 
creative. Use every available metric to further drill down into 
the intent of a user and tailor your messaging to increase the 
relevance of the ad.
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#6
Burn pixels are essential to do this. A burn pixel is a tracking 
device that makes sure ads are stopped for a certain 
customer once they’ve taken a specific action. That’s your 
first step. The second is to focus on your next wave of ads 
and ensure it’s the right messaging for them to take a further 
stride with your brand.
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Stop certain ads and 
change up your messaging
This should also help with point number 5. 
Once a user has taken a specific action you 
should stop that same line of messaging. 
Your strategy may have worked, and you’ve 
guided a user through to conversion. Don’t 
serve them with the same ad that drew them 
back in, in the first place.
 
But stopping your ads with your users 
doesn’t mean that’s the end of their journey 
with you and your brand. By changing up 
your messaging at this point and providing 
them with something new, you can turn them 
from a customer into a brand advocate.
If you get it right.

TIP 6



Don’t consign yourself to underwhelming templates. 
Showcase your business with on-brand ads by tapping 
into the 1000s of available templates through the Fluid 
Ads Ad Builder. Get your messaging perfect and allow for 
flexibility with your creative by working alongside us to 
create bespoke ads for your Retargeting campaigns. Through 
quick and simple ad creation, you will ensure your ads stand 
out, work for your users and boost the performance of your 
campaigns.  
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Get your creative right
Think about it. You’ve done the hard work 
segmenting your audience and focusing on 
their intent. It will all fall apart without the 
right ad creative. That means you need to get 
your messaging right. What is the best call to 
action for that specific user and their needs? 
How can you best showcase a particular 
product? Can you make sure a user sees your 
ad in a particular language? 

Each and every aspect of your campaign 
content matters. You have to make it count.

TIP 7



Obsess over your A/B 
testing
Don’t base your creatives on assumptions. Tap into the data, 
find out what works and make sure your users see the ad 
with the highest chance of performing. That means running 
A/B testing and feeding the results back into your overall 
strategy.

TIP 8

Keep your A/B testing simple and straightforward. This is 
essential not to confuse your analysis and to ensure you 
secure actionable insights from your testing. That means 
only changing one thing in your ads. This could be an 
image that you use, the call to action, your copy or the all-
important hook.
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Think like your users and 
don’t limit yourself
Retargeting is all about keeping fresh in your potential 
customer’s mind. In its most basic sense, you are effectively 
following that user around the internet. But how do users 
behave online?  News sites are engaged with on their mobiles 
on the way to work. They research and look to do their online 
shopping on their lunch break. Facebook and other social 
media sites are checked constantly, and sites are browsed 
idly in the evening. 

Your Retargeting campaigns need to be there in these 
different moments and across multiple devices.

TIP 9

This is where your chosen ad tech is essential. Work with a 
provider and platform that ensures you can retarget your 
users cross-device and that enables you to quickly create 
ads and flight them across multiple display networks and 
social media platforms such has Facebook, quickly and 
easily.
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Choose your ad tech wisely 
By now the essential requirements for your 
tailored Retargeting campaigns are getting 
longer. But how easy is it to change ad tech? 

You’ve likely already got your data feed set up 
with Google. While this may not necessarily 
be catering to your needs and giving you 
the performance you need, do you have the 
time to set things up again with another 
more complex ad tech provider? Would this 
become too onerous for your team?

TIP 10

The Fluid Ads Creative Intelligence Platform enables you to 
build your ads, target them to key audiences based on their 
intent, format them across multiple devices and platforms, 
as well as run essential testing and report on key metrics. 
Crucial to the efficiency of your team is the fact that the 
platform is agnostic and can be integrated with your existing 
systems and technology. That means that you can use your 
current data feed, you can combine the technology with 
your website/e-commerce platform (we have a solution 
for Google Shopping, Magento 2 and Shopify), and work 
alongside your current inventory system and CRM. 
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enquiries@fluidads.com

+44 (0) 207 493 9900

Talk to us about 
your digital 
advertising
The award winning Fluid Ads 
solutions offer rich functionality, 
providing a range of ways to 
improve digital advertising and 
marketing team productivity.

Contact us today to learn how Fluid Ads can 

revolutionise the performance of your digital 

display ads.

Visit our website www.fluidads.com

/company/fluid-ads @fluidads @fluidads


