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• Education: Sociology (MA) | Panteion University, Media Studies (MA) | Panteion
University

• 14 years of experience in Marketing and Advertising | Account Director for Piraeus Bank 
and Cosmote Group

• Google Premier Partner | Google AdWords and Google Analytics Certified Partner της 
Google. 

• 200+ online marketing projects with a 7-digit advertising budget in total

• Featured Case Studies in Google's and Facebook's official webpages

Who We Are| Alexandros Kokolis



Generating valuable leads for your business!

• Managed & expanded some of the biggest advertising budget accounts in Economy Car 
Rentals, OPAP and e-travel, with average monthly budgets more than €250.000

• Achieved results that became success stories by Google & Facebook

• Exclusive Client Service & Marketing background experience, including the formulation of 
strategy and communication for Piraeus Bank and Cosmote. 

• Offering tailor made solutions and personal customer service.  



Worked with

Great for all company sizes, B2B and B2C! 



SOLE Case Study/ Background

Some facts:
✓ Sole S.A. was founded in 1974 and was the first Greek company to be involved in the 

renewable energy sources sector.
✓ The company still maintains its leadership in the European solar water heater market
✓ Sole exports 70% of its production all over the world.
✓ Sole was the company chose to place the solar panel heaters on a part of the Burj Khalifa in 

Dubai- the tallest building in the world.
Sole. The leader in the field of innovative solar energy systems!



SOLE Case Study/ Background

The case:
Sole has been focusing on creating B2B collaborations with businesses from abroad. The 
challenge was to create a solid communication strategy that would generate leads and new 
business opportunities for the growing company. 
The work that had been done in Burj Khalifa was used as a key feature in the communication to 
demonstrate the experience and professionalism of Sole in international terrain.



Strategic Target Group
✓ Male & Female
✓ Age 35-55
✓ Residents of the United Arab Emirates
✓ Owners or employees of building construction companies 

Secondary Target Group
✓ Male & Female
✓ Age 35-55
✓ Solar panel distributors in the United Arab Emirates

SOLE Case Study/ Target Group



SOLE Case Study/ Media Mix and Budget

Online Marketing
✓ Display Ads
✓ Google Search Ads
✓ Remarketing
✓ YouTube Ads
✓ LinkedIn social networking
✓ E-mail newsletter

Duration of campaign
4 months- October 2015 to February 2016

Total Budget
6.000€



The Communication Objectives at the outset of the campaign were:
• To drive and maximize awareness of Sole in United Arab Emirates
• To start establishing the company as a leader of a solar water heater/panel manufacturer

The Business Objectives were:
• To attract foreign dealers for wholesale
• To generate leads for new B2B collaborations
• To create a mailing list of foreign dealers that will be later utilized for sending news and 

offers, and also for building and maintaining good relations

SOLE Case Study/ Objectives



Analytical keyword research by utilizing online keyword spotting tools. Main prerequisites in the 
research were: 
• Keywords searched by potential B2B clients and private owners
• Κeywords that are 100% relevant to the product on offer
Moreover, an analytical research for negative keywords was also carried out in order to optimize 
the campaign.

SOLE Case Study/ Campaign Keywords

KEYWORDS

NEGATIVE KEYWORDS



Call out extensions
40 years of experience - Innovative Solar Energy Systems - Exporting 70% of products

SOLE Case Study/ Campaign Text Ads

Text Ads   Call only ads



Bearing in mind
• The volume of searches 
• The services capability of Sole
We targeted 9 countries, 8 of which located in the Middle East. The Global Market Finder tool 
which assists in finding export opportunities was also used in order to select the targeting.

SOLE Case Study/ Campaign Location Targeting



Considering the seasonality of the searches, we started the campaign one month prior to the 
beginning of the peak period, in October 2015. 
The campaign was completed in February 2016.

SOLE Case Study/ Campaign Timing



The campaign included tailor made ads for mobiles, as:
• 20% of Searches are on Mobiles
• Mobile Ads need different bids due to the very competitive environment

SOLE Case Study/ Campaign On Mobile



✓ Creation of a new English landing page in 
collaboration with a designer and a copywriter.

✓ Creation of Q&As and facts section:
• Why choose us?
• What are the products’ most important 

advantages compared to the competition?
• Certifications and Trust Badges
• Countries were Sole products are distributed

✓ Onpage SEO in order to improve the website’s 
position in Organic results

SOLE Case Study/ Website



SOLE Case Study/ Landing Page



Increasing Brand Awareness by targeting websites that our potential clients 
prefer. Direct communication with the most effective of those websites in terms 
of results, in order to have premium banner placements.

Τοpics of placements
• Business & Industrial › Energy & Utilities
• Business & Industrial › Industrial Materials & Equipment
• Business & Industrial › Energy & Utilities › Renewable & Alternative Energy › 

Solar Power
• Business & Industrial › Energy & Utilities › Renewable & Alternative Energy

SOLE Case Study/ Campaign Ads



• 32 filled forms from UAE targeting campaigns  in landing page
• 46 filled forms from UAE targeting campaigns in contact page
• Conversion rate 4% στο google search 
• 30 Direct calls from search ads 
• 609% increase traffic from UAE in comparison with previous period  

SOLE Case Study/ Campaign Results



SOLE Case Study/ Campaign Results

Generated leads during campaign

Phonecalls

Filled forms

In numbers:

• 108 total leads 

• Around 80% of total leads were 
B2B,  therefore relevant leads

• 40% of relevant leads are ongoing
This is a very important number 
considering that each deals will last 
for months or even years.



Campaign Results/ ROI Hypothesis

• If average Gross Revenue for each deal 50.000€

• Actual Ability to Sale   10% (43 leads x 10% =4,3)

• Actual budget 6.000€ Gross Revenue growth 215.000€ (4,3 Χ 50.000€)



• Creation of Mobile Landing Page
• Continue to monitor competition within targeted markets (site, prices, strategy)
• Perform data-driven optimization within the site and across advertising channels
• YouTube and Display Remarketing to those that did not fill in the Communication Form
• English translation of Sole’s Corporate Video

SOLE Case Study/ Campaign Next Steps



Thank You!

alexandros@sem-wizard.com
www.sem-wizard.com
Phone: 6936 87 82 81


