
Top Ten Ways to Tell 
Your Online 

Advertising Program Is 
Being Mismanaged



Hello.
Not sure if your online advertising program is being managed properly? What kind of 
red flags should you look for when reviewing your online advertising agency’s 
performance? Having a true partner to work with in online advertising is important in 
creating a successful program for your brand. If you have any doubts or questions about
the performance of your online advertising program, you deserve real answers.

The team at E-Power Marketing has been brought in on countless accounts when other agencies have dropped 
the ball, or an in-house program needs a boost so we've gotten really good at analyzing programs for 
optimization opportunities. We can easily spot the signs that an advertising budget is not being used effectively 
and now, you can too!  Take a look at the red flags outlined here, then review your online advertising program to 
determine if it’s time to make a change.

Let’s get started...



Has it been awhile since you have heard from your online advertising agency? Do weeks pass by before you get a 
response to an email? When you’re investing thousands of dollars in online advertising, you want to have open, 
consistent communication with the team managing your program. 

A good partner will keep you in the loop with how your program is progressing, where they are working to build off of 
successes and improve on pain points, and more. The American Marketing Association
reported on a study completed by the Association of National Advertisers and
White Ops, a cyber-security firm, over a 61-day period in 2015. This study tracked
bot fraud levels for 49 digital advertising companies and found that bot rates are
an issue with online advertisers. This is a perfect example of a pain point your
online advertising agency should be working to improve on. Can you afford to be 
wasting this kind of money?

You Never Hear From Your Online Advertising Agency

https://www.ama.org/publications/eNewsletters/AMAWorldview/Pages/Study-Estimates-That-Ad-Fraud-Will-Cost-Marketers-More-Than-$7-Billion-Globally-in-2016.aspx


They Don’t Ask Questions About Your Business
If your online advertising agency isn’t asking questions about your business, this is a problem. In order to create an 
online advertising program that’s integrated into your brand’s marketing strategy as a whole, your online 
advertising team should be asking about your brand and your business.

What are your goals? What actions do you want users to take on
your website? How would you describe your typical customer?
What sets your products or services apart from the competition?
These are important questions that help craft a successful online
advertising program. You’re the expert on your business and your
industry. If your current agency isn’t asking for your expertise,
chances are they are not running the best program they could be.



Are you receiving reports on your program’s performance? Most advertising platforms such as Google 
AdWords and Bing Ads require agencies to report on specific basic metrics. This is the bare minimum that you 
should be getting from your agency, but a good agency should be giving you much more.

You should be getting metrics and data based on your program’s    goals. What’s performing well? What’s not 
performing as well? How much are you paying per click? Per sale? Do you target geographically? Which 
locations are performing the best?  How are the programs affecting your bottom line? These are things you 
should see highlighted and explained in every report. 

Reporting is a crucial aspect of an online advertising program because it shows how your program is 
progressing. It should also demonstrate where your online advertising agency plans to take the program
moving forward. It’s crucial for you to know what changes are happening in your account so that you can 
provide your agency direction. You should be able to ask questions about these changes as well. If you’re not 
sure why certain websites, demographics, or key phrases are being targeted versus others – just ask. 

You Are Not Getting Full and/or Accurate Reporting



They Don’t Consider Online Advertising an Extension 
of All of Your Marketing Efforts

As mentioned before, it’s crucial to have an integrated approach 
with your online marketing program in general, including your online 
advertising. 

Your customers are engaging in online material, print publications, 
watching television, and more, probably at the same time. These 
are all potential touch points during the buying process. Having an 
integrated approach that uses the same voice and complimentary 
messaging across all channels gives your customers a better 
experience and should generate better conversion rates. They’re 
more likely to remember you, and you’re more likely to achieve your 
business goals.



The Data You're Getting Isn't Matching Up with the 
Leads You Are Receiving

If the data you’re getting from your agency isn’t matching up with the leads you’re receiving, that could 
mean a couple of things…

First, conversion tracking may not be set up properly. This can cause inaccurate reporting and misguided 
optimization of your program. More importantly, they’re probably wasting your money! On the other hand, 
the agency might be purposely misreporting the true performance of the program. They might have their 
reasons, but there is no excuse for purposely reporting false numbers. That’s a major red flag that you’re not 
working with a true partner.

You should regularly be talking to your online advertising agency about the quality of the leads you’re 
receiving and verifying the report data that you are presented with. If something isn’t adding up, you need 
to talk to them about it.



Your Online Advertising Program Doesn’t Change
The online advertising industry is constantly evolving and changing. If you haven’t heard about new 
channels, ad types or upgrades from your agency in awhile, you might be missing out on some great 
opportunities for new business.

Some online advertising managers are afraid of trying new things and while the 
status quo may be the easier solution, it's not what's best for your budget or your 
results. There are new product releases all the time from Google, Bing, Facebook, etc. 
Having the knowledge and expertise to know whether or not they should be integrated into 
your brand's’ online advertising programs is a key characteristic of an online advertising 
manager. Even when qualified, professional managers are not quite sure if something will 
work, they’ll do the research and make calculated recommendations in order to test new 
tools and continue to grow the program based on the industry’s latest offerings and 
features.

It’s your agency’s job to stay on top of the changes in the industry and make reasonable recommendations 
for updating your program when the right opportunity comes along. If they’re not guiding you to make the 
right moves for your brand, you’re not working with the right partner.



The Agency Is Old Fashioned
There are some online advertising managers out there that are stuck in their ways of old best practices that 
may have worked five years ago – or even one year ago – but do not work today. As we mentioned, the 
industry changes all the time. What might be even more important is how users’ searching behavior has 
changed over time. 

Billions of searches happen every day, Google has confirmed that there are now more searches on mobile 
devices than desktop devices in 10 countries including the United States. This is a huge shift in consumers’ 
behavior that changes everything about online advertising. A good agency is going to give 
recommendations on how your business can use consumer trends to improve your online advertising a well 
as how to make sure your website and other marketing are set up for success. 



The Agency Is Not Constantly Testing 
Testing ad copy, landing pages, platforms, channels and more in an online advertising program really helps 
narrow down what is working and not working. If there is no testing going on in your program, you will never 
know if the headline you are using is what’s driving users to click on your ad or if it’s the description line. If you 
have a killer headline that’s causing people to click on your ad and those 
users are converting, you would want to make sure you keep that headline 
and use it wherever else you can.

Has your agency discussed different platforms with you? If your current 
online advertising efforts are only focused on one platform, you would 
want to consider testing how others will work for your brand. What 
about social media? Google’s Display Network? Bing Search or Bing 
Shopping? Each provides its own pros and cons and will perform 
differently for your brand. The only way to find out what works best is to test.

There are an endless amount of components that can be tested in an online advertising program, and by 
the time you’ve tested them all, your customers’ searching behavior has probably shifted in one way or 
another. This is why we constantly test our clients’ programs to find out what is working best so that we can 
work off of it. If we find that it’s no longer working so well, we keep testing.



You Are Not Getting Results
Your online advertising management team could do everything we’ve mentioned, but if you’re still not 
seeing results, that’s a problem. Something is off in the program, but what is it?

Is your target audience being reached effectively? Are you and your agency on the same page as far as 
what goals you are trying to achieve? Is your messaging aligned across all platforms? These are good 
places to start to find out what’s going on in your program.

Is your online advertising agency even measuring your goals? There are times where our online advertising 
team takes over an account, and the previous management was not measuring sales, contact form 
completions, or any goals that the client had. It’s impossible to gauge the success of an online advertising 
program without being able to measure the performance.

Trust your gut when it comes to results and never be afraid to ask the questions that are going to help you 
determine if you’re working with the right partner.



Conclusion.
Working with an agency that works with you as a true partner is crucial for the success of your online 
advertising program. Asking questions, getting to know your business, and keeping you in the loop are 
going to be just a few of the things that you need to look for from an online advertising partner.  

If you have any doubts about the professionalism or results of your online advertising agency or program, 
you deserve to have your questions answered. If you are left with more questions than answers after 
taking a hard look at your program, and you're left wondering if you're working with the right agency, it 
may be time to explore other options. You should be confident in your online advertising service providers 
and happy with the results you're getting, and if you're not, your brand deserves better. 



E-Power Marketing has been generating the traffic, leads, and sales our clients deserve since 1998.

We amplify our clients’ marketing and sales efforts by becoming their online marketing partner and working 
with all aspects of their digital presence, from SEO and online advertising to social media, content 
marketing, and so much more to meet and exceed their business goals.
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