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Performance Report
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M O N T H L Y  R E P O R T :  M Y N D ’ S  C H I N E S E
M A R K E T  M A R K E T I N G  E F F O R T S  ( N E W

Y O R K  &  N E W  J E R S E Y )

PPC Performance
We tested Chinese PPC campaigns during different periods. The current PPC strategy lacks precision, with a cost of
approximately $6–$7 per click. While this cost is manageable, refining the targeting could improve efficiency if the
campaign continues. Additionally, we suggest offering extra incentives for lower-priced packages, allowing potential
customers to try the services before fully recognizing the brand. This approach can help engage leads more effectively and
build long-term trust.

Facebook Ads Performance
We created multiple ad campaigns to try to generate the highest number of leads as quickly as possible, including: Direct
lead ad campaign, Call lead ad campaign, Traffic ad campaign.
Currently, traffic ads are proving to be the most cost-effective, successfully driving users to the website at a very low cost
per click—less than $1 per visit. However, to improve conversion rates, we recommend fully optimizing the website and
introducing more service packages at different price points to appeal to a wider audience and increase engagement.

SEO Progress
SEO efforts will continue without limitations, as there are no Google restrictions on the medicosmetic industry. SEO
remains a key long-term strategy for organic traffic growth.

Google My Business (GMB Chinese) Insights
GMB has started generating traffic, and we can see clicks from visitors in the Google report.
However, there have been no conversions yet, which we believe requires more time. One of the primary reasons could be the
high package prices and the need for a variety of package options to choose from.
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Next Steps & 
Recommendations
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M O N T H L Y  R E P O R T :  M Y N D ’ S  C H I N E S E  M A R K E T
M A R K E T I N G  E F F O R T S  ( N E W  Y O R K  &  N E W  J E R S E Y )

Google Analytics Insights & Strategy
Our campaigns and organic content efforts have already brought 2,000+ visitors to the landing page. Since we are seeing strong
traffic, we suggest continuing with a smaller budget for the next 6 months in your comfortable budget, while optimizing for
higher conversions.
Key Focus Areas:

1 . Landing Page & Website Strategy
·Upgrade from a single landing page to a full Chinese website for a better user experience and stronger brand credibility.
·Provide a free website build to accommodate visitor needs and enhance brand perception.
·Offer more service packages, including lower-priced options and detailed content, to convert warm traffic into leads.

2 . Facebook Ad Traffic Campaign Optimization
·Continue running traffic campaigns, as they are low-cost and attract highly engaged Chinese audiences.
·Improve website content by adding multiple lower-priced packages for easy engaging to increase conversion rates.
·Optimize the campaign strategy to convert warm leads into paying customers more effectively.

3 . SEO Strategy
·SEO efforts should continue, as Google places no restrictions on the medicosmetic industry.
·Leverage unlimited content opportunities—we can write as much as needed to improve organic search rankings.

4 . PPC Recommendations
·If continuing PPC within the allowed budget, we will refine audience targeting and optimize performance over time. Manage
expectations, as Google restricts medicosmetic advertising, limiting us to general industry traffic without specific package names.
·If the budget is limited, we will pausing PPC for now, as growth will take longer due to Google’s industry restrictions.

5 . Google My Business (Chinese GMB) Optimization
Introduce lower-priced packages, such as a $99 option, to test engagement and conversion rates. Experiment with lower-priced
packages on GMB to encourage conversions.
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In addition to continuing WeChat and
REDbook marketing, which require time to
accumulate growth, we recommend shifting to a
traffic-driven strategy—bringing as much traffic
as possible to your full Chinese website and
then converting these warm traffic into sign up
leads.

Check Google Analytics Account: 
Please log in with your Gmail account (we have
already installed it on your website) to review
detailed performance metrics:

MyndPromo@gmail.com
PW: MyndChinese@888



Google Analytic - Landing Page Traffic
FEBRUARY SIT TRAFFIC
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We have 3,800 visitors and 931 active users on our landing page through our combined marketing efforts.
Please log in to Google Analytics to check the data yourself.

GA account:
MyndPromo@gmail.com
PW: MyndChinese@888
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Engaged Chinese audiences through WeChat
Groups and Moments, leveraging targeted content
to boost awareness. Promoted multiple accounts
with consistent campaigns throughout the month,
ensuring repeated exposure to target audiences for
enhanced brand recognition.
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WeChat Group
WECHAT GROUP ADVERTISMENT 
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WeChat Group
WECHAT GROUP
AND MOMENTS
ADVERTISMENT 



W e  h a v e  c o n d u c t e d  c a m p a i g n s  w i t h  m u l t i p l e  a d  g r o u p s  i n  v a r i o u s  f o r m a t s .  S o  f a r ,  w e  h a v e  r e a c h e d  o v e r
1 4 , 0 0 0  C h i n e s e  u s e r s ,  d i s p l a t e d  4 4 , 0 0 0 +  i m p r e s s i o n s .  H e r e  a r e  o u r  k e y  o b s e r v a t i o n s :
B r a n d  A w a r e n e s s  L o o k s  S t r o n g

A  f r e q u e n c y  o f  a r o u n d  3  i s  e f f e c t i v e  i n  e n s u r i n g  v i s i b i l i t y  w i t h o u t  c a u s i n g  a d  f a t i g u e .
I f  e n g a g e m e n t  o r  c o n v e r s i o n s  r e m a i n  l o w ,  r e t a r g e t i n g  s t r a t e g i e s  o r  n e w  c r e a t i v e s  m a y  b e  n e e d e d .

C o n s i d e r  O p t i m i z i n g  f o r  E n g a g e m e n t
A n a l y z e  c l i c k - t h r o u g h  r a t e  ( C T R )  a n d  c o n v e r s i o n  r a t e  t o  a s s e s s  w h e t h e r  u s e r s  a r e  t a k i n g  t h e  d e s i r e d  a c t i o n s .
T e s t  d i f f e r e n t  a d  c r e a t i v e s  o r  m e s s a g i n g  t o  e n h a n c e  u s e r  i n t e r a c t i o n  a n d  e n g a g e m e n t .

M o n i t o r  A d  F a t i g u e
I f  t h e  s a m e  a u d i e n c e  s e e s  t h e  a d  t o o  f r e q u e n t l y ,  e n g a g e m e n t  m a y  d e c l i n e  o v e r  t i m e .
I f  f r e q u e n c y  e x c e e d s  5 ,  w e  w i l l  c o n s i d e r  r e f r e s h i n g  a d  c r e a t i v e s  o r  a d j u s t i n g  a u d i e n c e  t a r g e t i n g  t o  m a i n t a i n
e f f e c t i v e n e s s .
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Facebook Ads 
Facebook Ads Performance



We have conducted five campaigns with multiple ad groups, including Sign-up Lead Ads, Call Lead Ads, and Traffic Ads. Based on the data, Sign-up Lead Ads are the most expensive, costing $86 per lead. Over time, as the platform’s algorithm gathers more data, the cost should decrease while lead accuracy improves. However, compared to other companies we have worked with, where lead costs typically range from $15 to $25, this is still quite expensive. Additionally, Call Lead Ads have achieved high reach but resulted in fewer actions.
Since lead ads were not performing well, we tested traffic ads, and the results were significantly better. The cost per click (CPC) to the landing page is only $0.66, making it a much more cost-effective approach.
We suggest shifting to a long-term strategy by driving relevant traffic to our fully Chinese website. This will help convert leads directly from the website by changing the landing page to a Chinese-language version. Since tracking is already set up, we can also implement retargeting campaigns, offering different packages or pricing strategies to convert visitors into sign-ups.

We have conducted five campaigns with multiple ad groups, including Sign-up Lead Ads, Call Lead Ads, and Traffic Ads. Based on the data, Sign-up Lead Ads are the most
expensive, costing $86 per lead. Over time, as the platform’s algorithm gathers more data, the cost should decrease while lead accuracy improves. However, compared to other
companies we have worked with, where lead costs typically range from $15 to $25, this is still quite expensive. Additionally, Call Lead Ads have achieved high reach but resulted in
not much actions.
Since lead ads were not performing well, we tested traffic ads, and the results were significantly better. The cost per click (CPC) to the landing page is only $0.66, making it a much
more cost-effective approach.
We suggest shifting to a long-term strategy by driving relevant traffic to our fully Chinese website. This will help convert leads directly from the website by changing the landing
page to a full Chinese website version. Since tracking is already set up, we can also implement retargeting campaigns, offering different packages or pricing strategies to convert
visitors into sign-ups.
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Facebook Lead Ads VS Traffic Ad
Facebook Ads Performance

Lead sign up campaign
Call lead campaign
Traffic campaign

Many ads runed
during the Feburary 



Red Book Posts
Published Articles and Video
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Inquiring started:



Red Book Posts
Published Articles and Video
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For Redbook, growing the channel takes time, but it is already showing potential. So far, we have received one lead, indicating that this platform can be an effective
marketing channel. We recommend committing at least six months to develop and optimize the content strategy. With consistent efforts, Redbook can become a
valuable source for generating leads and brand awareness.

We recommend offering a free consultation for first-time clients to increase engagement and build trust, making it easier to convert potential leads into long-term
customers.



SEO Chinese Blogs
We have been writing Chinese blogs for the website. As seen in Google
Analytics, our organic efforts have brought 40 visitors to read our blog, with
one blog post achieving an average reading time of up to 3 minutes in February.
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GA link here for page view section



Google My Business

Achievement for the site
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From Google report-



Chinese Search Campaign -PPC Traffic
FEBRUARY SIT TRAFFIC

F E B U R A R Y  2 8  2 0 2 5
F E B U R A R Y  C H I N E S E  D I G I T A L  M A R K E T I N G   M O N T H L Y  R E P O R T

Some traffic has started coming in—we've already received 1,600 clicks to landing page and over 35,000 impressions for your
brand. However, we paused the campaign based on your request for faster lead generation. PPC requires time for data
collection and optimization to improve lead quality and performance.



FEBRUARY SIT TRAFFIC

The screenshot shows a Google Display Ad campaign for a medical aesthetics business. The ad, written in Chinese, promotes skin rejuvenation and facial contouring services with a
30% discount and features Dr. Chang B Son, MD, FAAD. The campaign has generated over 35,000 impressions, 1,617 clicks, and a 4.58% click-through rate, but it is marked as "Not
eligible" due to being in a paused status.

Because certain sensitive keywords are restricted in this industry, we recommend adopting a long-term strategy focused on content re-targeting. The data suggests that "Medical
Aesthetics" is classified as a sensitive keyword, requiring consistent efforts and time for effective advertising.

PPC Traffic
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Onward Marketing Plan
MARCH MARKETING STRATEGY

From our February marketing efforts, which included: Paid campaigns: PPC and Facebook ads in different formats, Organic marketing: Content
marketing on WeChat, Redbook (Xiaohongshu), SEO, and GMB.

 Recommended Strategy Shift:
Given the industry’s sensitive restrictions and the strong traffic performance, we recommend shifting the strategy from a short-term sales boost to a long-
term growth approach.

Traffic Performance & Strategy Adjustment
Traffic is performing well, so we should continue paid campaigns to drive visitors to the Website, To improve conversions, we suggest revising the
landing page into a full Chinese-language website with more pages and content.
Offering multiple packages, including a low-cost trial package, will encourage engagement and trials, We can capture visitor data (emails and contact
information) for retargeting and conversion campaigns via ads and email marketing.

Long-Term Budget & Growth Plan
A minimum six-month commitment is recommended to establish a stable client base, Cold traffic should first warm up before running conversion-
focused campaigns or email marketing, Since your brand is still new to the audience, directly converting cold traffic into leads is less effective
currently. A gradual approach will yield better results.

Proposed Budget Options
$2,500/month – Includes: Facebook traffic campaign + PPC traffic campaign + WeChat marketing +Redbook (Xiaohongshu) marketing
$2,000/month – Includes: Facebook traffic campaign + WeChat marketing+ Redbook (Xiaohongshu) marketing

Once we collect enough data, we will: Add a retargeting campaign to improve conversions, Incorporate email marketing once we accumulate enough
email leads.
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Thank You
F O R  R E V I E W I N G  T H I S  M O N T H ' S  D I G I T A L

M A R K E T I N G  R E P O R T .  

W E  L O O K  F O R W A R D  T O  Y O U R  R E S P O N S E  A N D

C O N T I N U I N G  T O  W O R K  T O G E T H E R .
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