
Understanding 
customer intent

Top 5 tips guide



Enhance your 
digital advertising
The more relevant your digital display ad, the more likely 
your potential customer will click through to your site. 

In fact, users that have been retargeted with ads that are 
relevant to their needs are 10x more likely to click. That’s a 
much more powerful click-through rate than you’ll achieve 
with a one-size-fits-all approach.
 
To create ads that are relevant to your customer’s needs, it’s 
key to evaluate their intent and what this signals about their 
desire at that moment. 



When users search for 
something online

TIP 1

The beginning of a user’s journey will likely start with a 
search engine. Once they enter their search term, they’ll 
be provided with a number of options in the search engine 
result pages (SERPs), through both paid ads and organic 
listings.

If their search intent signals that they have an immediate 
need, it’s essential that your ad gets straight to the point 
and details exactly what your product is and how it can help 
them. 

They intend to find something to 
assist them with their query but aren’t 
necessarily aware of the immediate 
solutions. Specifically, 3 in 4 smartphone 
users turn to search for an immediate 
need. 

Intent

Retarget these users with Search 
Retargeting. When they visit other 
websites after their search they’ll 
be presented with an ad that is 
relevant to their needs based 
on the keywords they originally 
searched for. 
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Potential customers using 
your website

TIP 2

Where a user lands on your website will determine their 
potential intent when it comes to your brand and your 
products. Those interacting with your homepage or reading 
your blogs will likely be closer to the top of the funnel and 
still in the research phase. 

Homepage visitors may require more brand 
information while those that interact with 
your blog posts may benefit from additional 
product information or more helpful content 
from your blog. 

Once you define this intent, stay fresh in their 
mind by retargeting them with ads that are 
tailored to their needs and assist them to 
take the next logical step with you. 

They require more information. Their 
research may involve comparing brands or 
looking for answers to the questions they 
may have. 

Intent

Don’t try and push them along their 
path to purchase too quickly. Your 
approach should be to nurture 
them along their journey by helping 
to address their needs. 
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TIP 3

Viewing your products or 
leaving them abandoned
You can safely assume that when a user spends time viewing 
your products on site, that they’re interested to buy. This is 
even more so when they leave something in their basket. You 
know that they are right at the end of their purchase journey. 

But simply reminding them isn’t enough. By understanding 
their intent and mindset, you’ll be able to tailor your 
messaging to push them towards purchase, whether you 
provide a discount, a two-for one deal, or offer free shipping 
for example. 

They may intend to buy, but they haven’t 
yet done so. Considering their mindset is 
key. Are they comparing products? Is the 
price point not right? Are they waiting for 
a sale or offer on that product or did they 
simply get distracted by the real world? 

Intent

Product Retargeting ensures that 
you can immediately engage with 
that user, with the exact product 
they viewed, as soon as they leave 
your website and look elsewhere 
online. 
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TIP 4

Customers visiting one of 
your competitor’s locations 
A consumer visiting one of your competitor’s stores or 
dealerships for example may be conducting further research 
before they either purchase in-store or online. 

The first stage is to draw a digital fence 
around your competitor’s location. Once 
users pass through this area in real-time, they 
will have a digital marker placed on them. 
This gives you the ability to serve them with 
ads while they’re on the go, on whatever 
device they’re using, whether a smartphone 
or tablet. 

The technology gives you the capability 
to poach from your competitors, but the 
content of your ad and your messaging will 
be what ultimately encourages them to pay 
you a visit. Consider what would entice them 
whether a one-time offer, or short-term deal 
for example. 

You know that they’re either researching 
similar products to yours or that they 
intend to purchase something that you 
could likely provide to them. 

Intent
Find out the best way to hook them 
in and lure them away from your 
competitors? Geofencing works 
just like Retargeting in the physical 
world. 
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TIP 5

When consumers need 
those everyday purchases
When visiting physical stores and locations for everyday 
items, consumers don’t like to travel. If it’s something they’re 
doing most days it has to be easy and convenient. 

By tailoring your digital advertising strategies 
in line with this, your campaigns will feel 
relevant and personal to those users, as well 
as appealing and engaging. Most importantly 
they’ll drive higher CTRs, lower CPAs and 
enhance the digital performance of your 
business.

Test our tips and start your journey in 
understanding your customers intent so you 
can deploy the winning tactics to increase 
your conversions.

We know that 93% of consumers typically 
travel 20 minutes or less to make their 
everyday purchases. 

Where your consumer spends their time 
and what they’re doing both online and 
offline can signal much about their intent.

Intent

If you provide everyday products 
and want to engage with this 
potential customer base close by, 
Geotargeting enables you to focus 
on those consumers within your 
service area. Again, your messaging 
will be vital to get them to act 
however. 
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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 your digital advertising 

strategy.

Visit our website www.fluidads.com
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