
How to successfully sell cars 
on multiple markets?
Online marketing actions on the basis
of non-standard product files
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Bluerank client acts as a broker in sales of various 

types of new and used cars, vans and other types of

vehicles. The company operates in the B2B model, 

directing its services to companies dealing with the 

purchase of cars and their sale. 

The sale of cars is conducted in the form of online 

marketplace with time limited notices, held via the 

company's website. The site is prepared to operate 

on many European countries, thanks to its 

translation into over 20 languages.

Business activities
Sector: automotive, advertisements
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What were the client's expectations?

• increasing the number of sales made on the website

• better reaching potential buyers with the offer

What have we done to achieve this goals?

After talking with the client, we decided that a good way 

to meet his expectations would be to promote the cars 

currently sold on their website through our product feeds.

Their preparation was not easy, due to several aspects, 

such as the requirements of selected advertising systems, 

the specificity of the client’s platform (B2B, notices) and the 

desire to direct the message to customers in many selected 

markets.

Purpose of marketing activities
Client’s expectations and our solutions
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What exactly were the problems we encountered 
and how did we solve them?

Advertising platforms:

• In the case of Google Ads, we were unable to prepare a standard product 

feed. This is related to the restrictions of the Merchant Center platform, 

which allows only to promote offers from standard e-commerce stores 

(in B2C model, no auctions). Therefore, we had to prepare alternative

for Google, in the form of a custom file for responsive ads.

• Facebook also has its own requirements for car catalogs, which include 

specific data categories and variable formats. Therefore, also in this case, 

we had to adjust the data received from the client’s base file and edit it 

in accordance of platform's guidelines. 

But these were not all the difficulties we had to deal with...

Product feeds
What aspects did we deal with?
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Technical issues:

• In order to prepare product feeds, we needed from our client a file with 

all the data about cars currently sold on the website. Due to the time 

limitation of offers (notices), the base file had to be updated in every 

6 hours - because that's how often feeds can be updated in Google Ads.

• In addition, for each of the 12 markets separate feeds had to be created, 

containing data on the products sold, translated into the languages 

used in these markets and the appropriate URLs. All of this, to display 

ads tailored to the recipients in a chosen sales area. 

And how have we dealt with all 
the challenges that await us?

Product feeds
What aspects did we deal with?



What did we do to run these campaigns and launch feeds?
We used Feeds.automated to help us!

PHASE 1
Base files
Firstly, we get access to the file with data

about currently sold cars on the website.

Then, we evaluated this data in order to

analyze which of them we can use to

build our feeds, what additional

information we would need, and whether

any of them would need to be

additionally modified (and how).

PHASE 2
Feeds.automated
After evaluating and analyzing the data

received from the client, we prepared two

additional files that helped us prepare our

feeds. The first is a file with translations of

the required data for all supported

countries. The second file contains rules for

editing data in feeds, tailored to the

requirements of advertising platforms.

PHASE 3
Advertising platforms
The entire campaign was displayed on

two advertising platforms: Google Ads

and Facebook Ads. Each of the created

feeds is refreshed every 6 hours, just like

the base file. Only notices with more time

than 6 hours to end are included in feeds

- to not display potentially ended

transactions to customers.



Results of activities for the period 
from April 2019 to March 2021

24 amount of created feeds: 2 separate versions 
for each of 12 supported markets

30000 the amount of purchases made by Google Ads 
campaigns, using our feed-based campaigns

3,6 average cost of conversion in Google Ads 
campaigns based on our custom feedsE U R
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