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Guide for PPC Pros
If you’ve ever wondered why a product you viewed 
once won’t stop following you around the internet, 
congratulations, you’ve met retargeting.

In the world of PPC, retargeting is the digital 
equivalent of a polite “Hey, still interested?” rather 
than a cold pitch. It reconnects you with users who 
already know your brand, giving you a second (or 
third) chance to turn interest into action.



Whether you’re managing eCommerce 
campaigns, lead-gen funnels, or high-value B2B 
pipelines, retargeting consistently punches above 
its weight. Yet, while the concept is simple, the 
execution differs significantly across ad platforms, 
especially as privacy, tracking, and automation 
evolve.



This guide breaks down how retargeting works 
across Google, Microsoft, and Meta, how to set it 
up effectively, measure results, and push for high 
performance.



1 What Retargeting Is (and Why It Matters)

At its core, retargeting (or remarketing, depending on who you ask) is the 
practice of showing ads to people who have previously interacted with 
your business – visited your site, watched your video, added to cart, or 
engaged with your social content.



It’s a high-ROI strategy because:

You’re targeting 
warm audiences 
who already have 
brand familiarity.

You can tailor your 
messaging based on 
specific actions or 
intent levels

It shortens the buyer 
journey by nudging 
people who were 
“almost there.”

In today’s privacy-first, multi-device 
world, retargeting also serves another 
purpose: it helps brands stay visible in 
fragmented customer journeys.



2 Why Retargeting Should Be Core to Every 
PPC Strategy

Retargeting isn’t just about reminding someone that your product exists, 
it’s about continuing the conversation.



It fits at every stage of the funnel:

Bottom-funnel:

Push dynamic product ads or lead 
magnets to cart abandoners or demo 
requesters

Mid-funnel:

Highlight offers or benefits to people who 
viewed key pages but didn’t convert.

Top-of-funnel: 

Show educational or social proof ads to 
users who visited your blog or watched a 
YouTube video.

Done right, retargeting improves conversion rates, reduces wasted ad 

spend, and enhances the efficiency of your broader PPC mix.



3 Retargeting on Google Ads

Google offers one of the most versatile and data-rich retargeting 
ecosystems, spanning:
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Audience Setup

You can create retargeting 
audiences using:


The Google Ads tag

GA4 audience segments (which 
can be synced directly into 
Google Ads)


Segment audiences by user 
behavior, for instance:


All visitors in the past 30 days

Cart abandoners

People who watched 50%+ of your 
YouTube video

Measuring Success

Google’s ecosystem allows detailed 
reporting — from conversion tracking 
to audience performance insights. 
However, attribution can get fuzzy 
across devices, so using data-driven 
attribution and GA4 reporting is key.

Campaign Setup Tips

Use observation mode first to 
collect audience data without 
limiting reach.

Exclude recent converters or 
irrelevant visitors to keep 
performance clean.

Refresh lists regularly to maintain 
relevance and avoid overlap.

Optimization Advice

Use dynamic remarketing for 
eCommerce (via Merchant Center 
feed).

Tailor creatives to match user 
intent (e.g., cart reminders vs. 
product discovery).

Monitor frequency caps — too 
much exposure can hurt CTR and 
brand perception.



4 Retargeting on Microsoft Ads

Microsoft Ads often flies under the radar, but this is a mistake as its 
retargeting capabilities are solid and include some unique features like 
Impression-Based Remarketing.

Audience Setup

Microsoft’s UET (Universal Event 
Tracking) tag is equivalent to 
Google’s tag and allows you to track 
and build audience lists based on 
site behavior.



Audiences can also be imported 
directly from Google Ads, making it 
easy to replicate campaigns across 
both networks.

What Sets Microsoft Apart

LinkedIn profile targeting: Unique to 
Microsoft, you can layer retargeting 
audiences with LinkedIn job titles, 
industries, or company sizes — ideal 
for B2B advertisers.



Lower competition and CPCs: 
Especially effective for niche or 
professional audiences.

Measuring and Optimizing

Reporting mirrors Google’s format, but data volume tends to be smaller due to 
limited reach.

To maximize performance:


Combine website audiences with LinkedIn filters.

Use dynamic remarketing for retail via Microsoft Merchant Center.

Refresh lists periodically to avoid small audience size warnings.

PRO 
TIP

Because Microsoft’s audience pool is smaller, use longer 
lookback windows (e.g., 90–180 days) to increase reach.
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5 Retargeting on Meta  
(Facebook & Instagram)

Meta remains the powerhouse of retargeting — thanks to its massive 
reach, creative flexibility, and engagement-driven audience data.

Audience Setup

You’ll need either the Meta Pixel or 
Conversions API (ideally both for 
tracking resilience).

Create audiences from:


Website visitors

App users

Customer lists (CRM uploads)

Engagement audiences (video 
views, Instagram interactions, 
etc.)

Creative Strategy

Meta’s strength lies in storytelling. 
Use Dynamic Product Ads (DPAs) to 
automatically show users the 
products they viewed or added to 
cart.

Or create ad sequences — for 
example:


Educational or testimonial video

Offer or discount post

Urgency-driven final ad (“Still 
thinking about it?”)

Measuring Performance

Post-iOS 14, Meta’s attribution and 
tracking have become more 
complex. Use:


Aggregated Event Measurement 
(AEM) to prioritize key conversion 
events.

Modelled conversions for a more 
complete performance view.

UTM parameters to track 
retargeting impact in GA4 or third-
party analytics.

Optimization Tips

Exclude converters dynamically to 
prevent wasted impressions.

Test multiple audience windows 
(7, 14, 30 days) to find your sweet 
spot.

Refresh creative more frequently – 
ad fatigue is faster on Meta than 
on Google or Microsoft.
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6 Comparing the Platforms

Feature

Audience Size

Data Source

Setup Complexity

Creative Control

Best For

Google Ads

Huge (Search + 
Display + 
YouTube)

Web, app, GA4

Moderate

Moderate

Intent-based 
remarketing

Microsoft Ads

Smaller but high-
quality

Web, app, LinkedIn

Easy (if importing)

Moderate

B2B & professional 
targeting

Meta Ads

Massive, but 
privacy-limited

Web, app, social 
engagement

Moderate to 
complex

High

Visual storytelling 
& D2C funnels
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7 Measuring Success Across Channels

When you’re managing retargeting across multiple platforms, consistency 
in measurement is everything.



Key metrics to monitor:

CTR (click-through 
rate) Conversion rate CPA (cost per 

acquisition)

ROAS (return on ad spend) View-through conversions

Attribution Challenges

Cross-channel visibility is tough, each 
platform claims its own conversions. 
Use data-driven or position-based 
models in GA4 or Looker Studio to build 
a unified view.



Also, track audience overlap – you 
don’t want the same users being 
bombarded across three platforms 
simultaneously.
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8 Pro Tips for High-Performance 
Retargeting

Segment by intent. 

Don’t lump everyone into one 
audience – differentiate 
between page viewers, cart 
abandoners, and frequent 
visitors.

Use consistent creative, but 
adapt per platform. 

Messaging should match, but 
format and tone should fit each 
channel.

Exclude converters 
aggressively. Keep your lists 
clean.

Sequence your ads. 

Tell a story: awareness → 
education → conversion.

awareness

education

conversion.

Leverage automation, but 
verify manually. 

AI bidding and dynamic 
audiences are powerful — but 
only if your data is solid.
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9 The Future of Retargeting

Retargeting is changing, but it’s certainly not disappearing.



As third-party cookies fade and consent becomes mandatory, first-party 

data and server-side tracking are becoming the foundation of all 

remarketing strategies.



Meanwhile, platforms like Google and Meta are leaning into AI-driven 

predictive audiences, letting machine learning anticipate who’s likely to 

convert, even without explicit site behavior.



The core principle remains the same: stay relevant, not repetitive. 

Retargeting should feel helpful, not harassing, ie. the final nudge that turns 

familiarity into conversion.

AD
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Discover Instant Fixes to Improve 
Your PPC Performance

Retargeting is just one part of the journey - Adzooma 
helps you uncover hidden issues, optimise your 

accounts, and boost performance across Google & 
Microsoft in minutes.

Get Free Performance Audit

Final Thought

Retargeting, when executed strategically, isn’t just a “follow-up 
ad.” It’s the connective tissue of a PPC ecosystem, linking 
awareness to action, and ensuring that every click counts.



So, whether you’re setting up your next Google Display 
campaign, a Microsoft Audience Network ad, or a Meta product 
carousel, remember: the magic of retargeting isn’t in chasing 
people, it’s in reminding them why they cared in the first place.

https://adzooma.com/ppc-performance-report/?utm_source=eBook&utm_medium=email&utm_campaign=retargetingguide

