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ECO THREE

THE CLIENT

Eco Three offers home energy audits, comfort evaluations, and energyefficient upgrades to homeowners in the central Alabama and Alabama
Gulf Coast areas. Eco Three’s specialists help substantially reduce monthly
energy bills and make homes more comfortable and livable. The company
had tried marketing and advertising through other methods – including
radio - with four other agencies, in its effort to spread awareness of home
energy audits and energy efficiency.

THE PAIN POINT

Eco Three realized that the marketing methods they had attempted
before were largely unsuccessful. They were paying a lot each month for
advertising that wasn’t generating enough leads to justify the high cost.
They were also trying to manage digital advertising by themselves and not
achieving enough results.

THE GOAL

Generate new leads by connecting with
homeowners searching online for solutions to
uncomfortable homes and high energy bills.
THE SOLUTION
Uptick Marketing recognized that homeowners were either directly or indirectly
searching for what Eco Three offers online, using Google and other search engines to
find local providers. While awareness of the value of a home energy audit was low,
interest in other areas – such as foam insulation – was high. This indicated that there
was potential to get in front of these customers as they searched.

1. Search Engine Optimization – using proven tactics to optimize the website’s
visibility through search engines, to attract more customers who were searching for
what the business offers.
2. Google AdWords PPC – employing pay-per-click (PPC) advertising through Google
AdWords to place ads in front of people who were looking for their services.
3. Ad Retargeting – taking advantage of website traffic by showing ads to those who
had visited the Eco Three website, thus encouraging them to return to the website to
make a decision.

THE RESULTS

Eco Three saw its website traffic increase significantly and
generated more leads in a few months than it had ever
generated from its other previous marketing efforts.
One of the methods Eco Three had tried before was Google AdWords. Uptick created
a brand-new PPC campaign, and over the course of six months, were able to improve
their PPC results by increasing clicks (by 36%) and conversions (by 2,200%). Uptick
also increase their click-through rate from 1.44% to 1.68%. Since beginning working
with Uptick, Eco Three has expanded to open an office on the Alabama Gulf Coast.

Bottom Line: Uptick increased leads by 36% in
six months.

“

We were hesitant to pull the trigger after seeing little results
from working with other companies. But Uptick wasn’t pushy.
They put their money where their mouth was and was an
open book, explaining things in a way I, as a business owner,
could understand. They’re affordable and made the financial
investment make sense. Without a doubt, we’re seeing results.
Working with Uptick, I know I’m doing business with the right
company.

”

-Jonathan Handey, founder and partner

