Executives do now not favor a spreadsheet disguised as a story. They hope choices. They prefer to be acquainted
with what remodeled, why it modified, what it capability for the manufacturer, and what you plan to do
subsequent. A amazing PPC rfile earns its vicinity inside the calendar because it reduces uncertainty, clarifies

replace-offs, and makes performance relatively believe comprehensible, no longer just measurable.

In my adventure, the swap amongst a file that gets study and one that gets skimmed is not really mostly the
important points top notch. It is the formula the narrative is established and the approach tightly both aspect ties
to return to come back to business outcome. Pay according to click on reporting is an ideal occasion. Clicks and
impressions are exciting, nevertheless it executives care about what the ones actions do to salary, margin, pipeline,
retention, and emblem trust. Your recreation is to translate public sale mechanics and account inputs into

enterprise language.

Start with the govt query, no longer the marketing campaign
dashboard

Before you open a reporting template, write down the pay-per-click simplest question your leadership group is
implicitly asking. Usually here is some adaptation of: “Are we prevailing, are we losing money, and what are we

doing next?”

For PPC, that question is probably significantly convinced. An executive would probably care such quite a bit about
profitability, at the identical time as the merchandising and advertising and marketing group may also be
concentrated on lead extent. Sometimes these aims align, sometimes they do no longer. If you write a file that

solely tracks the promoting KPI, which you may by chance look like you might be hiding the fitting story.

A purposeful executive framing sounds ordinary in observe: “Here is how universal performance moved, the
following is the driver, and proper right here is the determination we prefer.” You can hide the approaches in later

sections, but the executive summary could make the economic route obvious without learning each one metric.

Treat the primary web page like a briefing memo

Most PPC memories each bury the lede or drown it. If you could be sending a PDF, the govt. precis desires to be
the first cyber web web page or the 1st phase in a slide deck. If you may well be sending a document, the

established display of textual content necessities to carry the that means.
A worthy structure ordinarilly includes 4 food, written in complete sentences:

Performance: what came about other than the previous ¢ programming language and, if invaluable, as opposed to

the equivalent size last yr.

Efficiency: irrespective of if result got bigger or worse for the finances spent. Causality: the optimum most probably
factors within the to come back of the stream, in undeniable language. Next activities: what you presumably can

distinction, think of, or quit.

The function is never very to galvanize with terminology. It is to make the file brilliant for picks inside mins. When

an govt reads simplest the abstract, they have to nevertheless be able to repeat your interpretation virtually.

A instant fact settlement: executives do not need each and every and each number
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It is tempting to contain each one metric pulled from the platform. Resist that. If you incorporate ten metrics, you
will in the end become forcing readers to bet which two topic maximum. Instead, resolve upon both to four

metrics that characterize the company outcomes and the efficiency at the back of it.

For e-business PPC, so as to doubtless be conversion fee and income in step with click, or ROAS and payment in
line with acquisition depending on how the neighbors defines success. For lead expertise, it will possibly be
expense in keeping with lead, lead-to-different conversion rate, and the nice stage that links to come back to
earnings consequences. For SaaS, it may well effectively be CAC and payback length indicators derived from

downstream information, now not effectively type fills.

Pay according to click on, p.c, pay in keeping with click reporting is in any case with no trouble as strong due to
the fact the enterprise type you record in opposition to. If the provider measures efficiency with a combined KP],

anchor your narrative to that mixed type.

Use comparisons that match how the industrial thinks

One of the greatest in type reporting blunders is evaluating the incorrect time windows. A “week over week”
assessment would be unstable in the event you run seasonal promos or if monitoring changes mid-week. A
“month over month” evaluate can conceal week-degree worries. “Year over 365 days” is admittedly helpful, but

frequently if seasonality is constant and if conversion monitoring has now not transformed.

| commonly advise one broadly used comparison and one context contrast, now not 3 competing ones. The
central comparability deserve to respond the query “Are we greater than the best planning generation?” The
context assessment would assist executives avoid false conclusions.

Examples of context that depend:

¢ |f you transformed touchdown pages, conversion price shifts may well reflect messaging, not advert

remarkable.
e |f you adjusted bidding, CPA movement would be an optimization artifact in option to a true market shift.

¢ |f funds reworked, impact percentage dynamics could make CTR look more wonderful however conversions
fall.

When you write the translation, be exact roughly what you might be maintaining fixed and what is changing.

Explain drivers with judgment, now not comfortably attribution

PPC structures tell you what passed off. They do now not let you know why in a way executives hit upon credible.
Attribution instruments may shift established on monitoring settings, privacy adjustments, and person habits

patterns. If you blindly cite platform attribution like it's miles the top-rated truth, you threat sounding uncertain.
Instead, use drivers that you will be capable of preserve. For illustration:
® Budget and bid alterations: “We larger aim CPA, which extended eligible inventory. Conversion volume rose,

but the marginal magnitude in step with acquisition better.”

* Audience composition: “Search words broadened after tournament form growth, and the larger-extent section

had scale back lead best.”

® landing internet page or be presenting: “Conversion price increased after the today's pricing web page

released, while CTR stayed incredibly constant.”



Even should you will not be 100% certain, you're able to certainly state-of-the-art self assurance levels. The
executive neighborhood does no longer desire certainty, but they do desire honesty. A notice like "probably”
severely is simply not a weak spot anytime you pair it with the proof you observed in seek phrases, conversion

funnel metrics, and advert function.

Tie each and every one metric to a trade impact sentence

A well highbrow vogue: every single and each and every metric may just decision this sort of questions.
What happened?

Why would possibly it have befell? So what for the market? What can we do subsequent?

If your doc consists of a metric with out at least such a solutions, it will become noise. For illustration, “CTR
increased with the useful resource of 12 %" seriously is not in truth a comprehensive tale. Executives need the
discover-up: what came about to conversions, what took place to check in accordance with outcomes, and no
matter if or no longer the CTR increase used to be as soon as impressive or driven by means of method of in the

reduction of-motive clicks.
To write this obviously, use metric-to-that means sentences:
e "“CTR advanced, yet excited by the fact that conversion expense declined, familiar settlement per acquisition

rose.”

® “Spend extended in the true-performing part, and salary accompanied proportionally, indicating scalable call

for instead of incremental tracking noise.”

* “Conversion price fell after a domain speed trouble. We recovered interior two days, and the longer-time

period influence appears constrained.”

That style is the sizeable change between dashboards and leadership reporting.

Make segmentation do the talking

If a headline metric moved, segmentation in preferred explains it. Executives do now not hope to sift through 3

hundred advert groups. You must do the sorting and bring cut down returned the patterns that rely.

The most government-fulfilling segmentation is the single that maps to how your supplier operates. That per

chance with the aid of:

® product line or carrier category

® geo or region

® channel variety (search vs. Shopping vs. Display vs. Remarketing)
e goal market point (prospecting vs. Retargeting)

® logo vs. Non-logo terms

A key judgment title: do not section simply to segment. If segmentation does not change the decision, it does not

belong inside the govt view.

Include a “threat and mitigation” segment that feels real

Executives have obvious “green” studies that actual disregard approximately threats. Your document should still

always no longer be expecting doom, even so it ought to famous what may well need to derail results.



Common PPC dangers come with auction pressure, aggressive bidding, seasonality, inventory differences, goal
market fatigue, and landing page reliability. When you record negative aspects, pair them with mitigations you

deal with and, preferably, timelines.

For instance, “Non-brand CPA is trending up” is a downside statement. “Search impact share is declining, and we
are able to be in a position to tighten in shape forms and add negatives after the following conversion guidelines

replace (envisioned in 5 to seven days)” is a mitigation.

This is on a regular basis wherein which one could recognize outdoors constraints with no sounding shielding. If
monitoring is imperfect, say so truthfully and describe what you are doing to validate result readily by means of

option indicators.

Show studying, now not simply performance

A mature PPC doc reads like an try out log with business result hooked up. You are primarily no longer estimated
to have correct result every and each week. What leadership wants is info that your team learns in brief and

adapts responsibly.
Write approximately mastering in a way that connects to spend. For instance:

* A take a look at diverse on advert duplicate leading CTR, though it additionally attracted low-cause clicks. You

adjusted the focusing on to store the wins devoid of the waste.

* A touchdown internet page test extra positive conversion commission. You rolled it out and paused the

edition that underperformed on lead right first-rate.
* A key-word enterprise had robust early efficiency, then deteriorated after rivals entered the public sale. You

replaced bidding technique and shifted charge range to greater valuable-performing topics.

When you seize researching, you're making destiny performance variations more undemanding to interpret.

Executives end asking “why did this take area?” and start believing that “we have now acquired a manner.”

Use one clean narrative for “what modified”

If you favor executives to have faith your reporting, make the “what modified” phase crisp. Avoid splitting the

story into ten micro-stories. Pick the two or 3 variations that so much affected effects.
In workout, these are especially:

* A finances or bidding shift
* A conversion funnel exchange (touchdown page or monitoring)
* A demand or aggressive shift printed in seek phrases or public sale metrics

e A structural account replace (advertising and marketing campaign reorganizations, fit type transformations,

feed updates)

You do now not want to document them like a listing within the file. Write them as a short narrative, then amplify

in a assisting section in the event that your audience needs element.

Provide context on attribution and tracking with out turning it top
right into a technical lecture



Every PPC document runs into tracking caveats. Maybe conversion quantity is stimulated with the useful resource
of cookies and consent expenditures. Maybe offline conversions have a delay. Maybe the definition of “qualified
lead” changed throughout the CRM.

Executives do not need a deep technical explanation, but they need to understand what quantities of the story

they should regularly treat as “directionally absolutely” versus “choice-grade.”
| like a quick paragraph that answers:

* What conversion cases are we measuring?
® Are there famous obstacles or delays?

* Did monitoring substitute inside the time of the technology?

If you keep it quickly and particular, management reads it as professionalism, not uncertainty.

A small template that that you need to reuse, with out sounding
templated

You can standardize your report format to shop time, but safeguard the writing up to date. The consistency desire

to come from common sense, now not from repetitive phrasing.
Here is a realistic approach that works throughout maximum industries:
1) Executive precis in four brief paragraphs

2) Performance movement with everyday comparison three) Drivers and what changed four) Efficiency and end

result metrics 5) Learning and experiments 6) Risks and mitigation 7) Next steps and determination requests

This is utterly no longer a rigid define possible need to follow at any time when. It is a record of content your
executives are expecting. When you apply the accepted feel, you decrease the likelihood you put out of your mind

a key message.

What dedication requests may just desire to sound like

Executives are much more likely to behave every time you ask for anything component concrete. Instead of “we
advise persisted optimization,” ask for the excellent source or choice that makes the optimization that you could

nevertheless.
Examples comprise:

e approval to shift funds from one advertising and marketing campaign fashion to another
® permission to pause a segment that primarily underperforms on quality
® authorization to compare a modern day landing web page drift for two weeks

¢ alignment on regardless of whether or now not to optimize for leads or certified pipeline inside the next cycle

Decision requests could desire to have a time-frame and a measurable luck criterion. You do no longer desire to

overpromise, but you do desire to set expectancies.

Keep charts sincere and readable

Visuals can lift or sabotage a file. The most excellent chart is the unmarried that tells a unmarried story with no

requiring a legend detective.



My thoughts for government PPC charts:
Use development lines for the narrative, now not simply bar charts of totals.

Avoid overwhelming color palettes. Label the axis in industry phrases, now not merely metric names. Call out

relevant inflection facets, like a price variety update date or touchdown net page launch.

If you consist of a chart, it have to earn its zone by due to altering a paragraph or making the riding force clear at

a glance.

Also pay consideration for chart sorts that exaggerate. A bar chart that compresses time can hide volatility and
make general functionality take place larger sensible than it'll be. If leadership is trying to get to the bottom of in

spite of the fact that to scale spend, they wish to parent balance and variability, not only a single commonly used.

Include one transient checklist past than you hit send

You select the report to contemplate crisp, now not fragile. Before distribution, run a short top quality pass. This is
the fantastically point | do even when | also have automated dashboards, with the aid of the certainty the last

writing step is the region blunders slip in.

® Are the two or three so much excellent end result naturally referred to in the first segment?
* Does every single and each fundamental metric have a “so what” sentence?

* Did you account for timing concerns like conversion amplify or tracking changes?

® Are you evaluating like with like within the time domicile windows you used?

* Does a better actions phase contain owners and timing?

This listing prevents the so much normal authorities frustration, that may be analyzing a rfile that's technically

accurate then again nearly unusable.

Writing model that executives respond to

Tone subjects. If your checklist reads like a advertising and marketing blog, executives concentrate on the gap. If it
reads like a technical guide, executives sense the test.

Aim for sentences that sound such as you could be briefing a colleague who has confined time. That talent:
Use full of life voice whereby a possibility.

Cut jargon with the exception of it perfect away helps clarity. Prefer designated nouns: “public sale

"nou "on "on

competitiveness,” “landing page conversion fee,” “lead quality,” “seek term enlargement.” Replace imprecise claims
with defensible phrasing: “declined in non-visitors search phrases containing X" rather than “appearing worse

usual.”

Also be careful with the language round general overall performance. Words like “fulfillment” and “failure” can get
you into quandary if leadership later sees a countless downstream final result. It is more secure to explain what

happened and what you infer, then name a enhanced movement.

Example: turning PPC metrics into an government-ready paragraph
Here is what many individuals write, and what tends to paintings more precise.

Less mighty: “"CTR greater with the useful resource of 15%, CPC lowered by means of 10%, and ROAS stayed flat.”



More useful: “In non-corporation are looking for, CPC fell reasonably 10% on the related time as CTR rose nearly
15%. The auction appears to be like much less expensive for related words, but conversion value did no longer
improve satisfactory to head ROAS. We suspect company shifted against decrease-rationale queries, so a stronger
step is tightening match fashions and which include negatives whilst we assessment seek time frame nice over a

top conversion reporting window.”

Notice the gigantic difference: the second form consists of an interpretation and a subsequent motion. It seems

like management, now not length.

You do not must make the story ultimate at any time while. Just make it coherent.

Edge conditions executives can be conscious, even in case you do not
highlight them

There are a few times that motive administration doubt, even when overall performance metrics seem first rate. If

any train, manage them brazenly.

One effortless aspect case is “spend shifted, outcome did no longer.” For example, you are going to increase
remarketing spend and understand click on on extent upward thrust when conversions stay flat. That might mean
you are finding out to shop awareness devoid of buying flow, or it can imply attribution modifications. Executives
may think about you may be doing useless paintings. Your system is to make clean that is much more likely and

what that you can change.

Another part case is “conversion charge changed out of the blue.” If that happens after a website online
replacement, say it. If it takes place after a tracking replace, say it. If it takes place after a website viewers

composition shift, furnish an explanation for that.

Finally, there might be the problem of lag and noise. Lead advantageous strategies and offline conversions
sometimes take days or perhaps weeks to mirror. If you're reporting a fast duration, take a look at that

consequences might possibly be directionally invaluable versus final.

Executives routinely have ample feel to appearance when a file is ignoring lag or assuming top-quality methods.

They will believe you greater whenever you recognize those realities devoid of turning them into excuses.

Decide what to incorporate for executives as opposed to specialists

A mistake | also have made early in my profession is producing one file that tries to fulfill everybody. Executives
get the abstract, ppc campaigns authorities get the deep dive. You do no longer desire to submit each and every

little issue in a unmarried artifact.

If you send a deck or doc to leadership, remain it targeted on the narrative and the decision aspects. If
government desire counsel, join them or embody a secondary section which you may reference later. Leadership

could choose to now not ought to dig by using key-notice-stage tables to fully grasp the commercial employer.

This shouldn't be nearly hiding education. It is set respecting hobby. People be told for diversified explanations.

Executives decide on the story that impacts funds and prioritization.

Make “subsequent month” targeted and measurable

The final part almost becomes a vague wish tick list. Avoid that. Executives bear in mind indistinct plans due to the

fact that imprecise plans do now not commit them to the rest.
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Next month should incorporate:

* what which you can essentially big difference within the account architecture or strategy
* what hypothesis you are testing
* how manageable measure success

* the timeframe for judging results

A unbelievable next plan furthermore consists of what you can be in a position to surrender doing. That is the side

leadership most likely appreciates greatest, because it indicators manipulate over waste.

You can prevent this brief, though it have bought to be concrete considerable that adult can observe up later.

A trouble-loose approach to write next steps

If you favor the writing to stay tight, pair each next step with an envisioned outcome and a intent to maintain or
forestall. For illustration, “Reduce spend in X segment if charge in response to certified lead remains to be above

our threshold after two reporting cycles,” is some distance extra actionable than “Optimize quality.”

That form of phraseology makes your PPC reporting trust like governance, now not theater.

What “executive-built” in actuality ability for pay according to click

Executive-organized PPC reporting is simply not virtually about sounding smarter. It is set chopping the artwork

administration has to do to interpret performance.
When the report is strong, executives can reply these questions brief:
Are we on track in competition t our business objective?

What is using the movement, and is it in our deal with? Where is the waste or threat maximum most probably to

expose up subsequent? What do we do about it, and what solution can we desire?

If you construct your record around the ones questions, your use of pay consistent with click on metrics becomes

more beneficial than a status exchange. It turns into a desire instrument.

And as soon as leadership trusts that gadget, your PPC staff will get the simplest factor every and each and every
optimizer calls for: room to ascertain, the authority to reallocate budget at once, and the credibility to mention

“not yet” even though documents stays immature.

That is the appropriate win at the back of true p.c reporting, since it turns general overall performance reporting

into normal functionality handle.



