
 

Case Study 

 
About Business 

 
Aircraft Parts and overhaul store has been an FAA and EASA-licensed repair station for almost 35 

years, established in April 1984. The management team has over 250 years of combined electrical, 

mechanical, and avionics experience. They have altered the aviation sector during this time by 

delivering its expertly developed engineering solutions that focus on increased reliability while 

addressing planned obsolescence. Their starter generator ETR/Mercury Mod and our Sil-Met 

contact, relay, and terminal block solutions are two of our most successful product offerings. 

 

 
 
 

 

Goals 

The primary objective was to boost the sales of aircraft components. To achieve this, the 

company aimed to implement a targeted and effective Google Ads campaign, focusing on 

increasing the purchase rate of these components within the aviation industry in the USA. 

 

 
When We Received the Project: We received a fresh account. We set up an ad account 

and conversion actions, then link them with the analytics account. 

(Google Analytics) 



 
 

 
(Google) 

 

 

 
We received a fresh account, and after continuous analysis, optimization, and testing, 

we delivered the below results- 

 
(Results): We received 237 orders within just 2 months. 

 



(Google Analytics) 
 

 
Our Approach: 

 
Audience Understanding 

Figured out the best suitable marketing channel 
 

 
Challenges: 

 
We encountered difficulties in conducting market research and identifying the ideal target 

audience for our products. 

We experimented with various campaign strategies to enhance performance and drive 

sales.



Solution: 

 
Focused Optimization 
Strategic Testing 
Competitors Analysis 
Make yourself aware of the market 

 
Results: 

 
Revenue Generation: Through continuous optimization and strategic testing, we successfully 

increased revenue from the Google Ads campaign. 

 


