
SIX STEPS TO GREATER VISIBILITY WITH
SPONSORED PRODUCT ADS

JUST IN TIME FOR THE HIGH SEASON – HOW TO MAKE THE MOST OF
YOUR SPA CREDIT

With this exclusive offer, you will receive a credit for Sponsored Product Ads (SPA) for
your start on the international Kaufland marketplaces. This allows you to prominently
place your products on category, search and product details pages at the potentially
highest-selling time of the year.

This guide shows you all the steps for how to make the best use of your SPA credit.



HERE’S HOW SPA WORK:

SIX STEPS TO GREATER VISIBILITY DURING THE HIGH SEASON

1

SPA are native ads that are placed alongside organic results – users do not
immediately perceive them as advertisements.

With Sponsored Product Ads, you can increase the visibility of your products on
Kaufland marketplaces and in the Kaufland app through prominent placement on
category, search result and product detail pages.

SPA are a performance-based advertising tool: the reach (ad impressions) is free for
you and you only pay for clicks actually generated.

The system is based on an automated procedure with keyword targeting.

Select campaigns type
   

In the Seller Portal , go to "Marketing Tools" and then to "Sponsored Product Ads".
Click the "Create Campaign" button.

Depending on your experience and time budget you can choose between two
options for creating campaigns:

Quick start – “Preset campaign”: the system automatically suggests suitable products, daily budget
and target ACoS. Ideal for a quick start with minimal effort.
→ If you hoose this option you do not need to complete the further steps.

Full control – “Custom Campaign”: you choose the products, targeting
and bids yourself.
→ If you select this option, you can proceed to step 2.

"To start with, we recommend automatic targeting in
combination with automatic bidding. This lets the algorithm take
care of optimisation while you gain initial experience and achieve

success from the start."

Mi Zhang,
Marketing Support Specialist (Kaufland Global Marketplace)
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Good product data is the basis for successful ads.
Make sure that the products you want to advertise are in stock.
Check the product data (product title, images and description) for completeness and
relevance.
Assign each product to the correct category.
Start with your bestsellers, highly rated products, or those that win the BuyBox.
Alternatively: use the suggestions under the "Recommended" tab. Here you will find
products with currently high customer interest.
Do not advertise the same product in multiple campaigns simultaneously.

"We recommend consistently structuring campaigns by category
and similar price range. This allows you to precisely set budget

and target ACoS per campaign, accurately compare
performance, and optimise more easily.”

Mi Zhang,
Marketing Support Specialist (Kaufland Global Marketplace)
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SET UP THE BASICS OF CUSTOM CAMPAIGNS

SELECT THE RIGHT PRODUCTS

SELECT TARGETING TYPE

Sales channel: select the sales channels where you have active offers and want to
advertise.

Budget: you can choose whether to set a daily, monthly, or total budget for the
campaign.

Beginners: choose automatic keyword targeting. The algorithm will select suitable
search terms for you.

Optional: after the automated start, you can transfer the high-performing keywords
into a manual keyword targeting campaign and set higher bids on the top performers
there.

Experienced sellers: target manually with your own keywords and bids that are at
least 10% above the average winning bid.
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If you selected automatic keyword targeting in step 4, you can choose between an
automatic or a manual bidding strategy at the product level. However, if you
selected manual keyword targeting in step 4, you can only set manual bids at the
keyword level.

Automatic bidding strategy: set your target ACoS (Advertising Cost of Sales) to a
value between 5% and 50%. The algorithm then generates bids based on your target
value and the competition within the relevant product category.

Manual bidding strategy: set how much you want to pay per click. When someone
clicks on your ad, you’ll never pay more than the bid you’ve se

"Your credit will be automatically applied to
your SPA expenses and cannot be carried

over to the following month – make sure you
use it in time!"

Mi Zhang,
Marketing Support Specialist (Kaufland Global Marketplace)

6MONITOR AND OPTIMISE THE CAMPAIGN

DO YOU HAVE ANY QUESTIONS ABOUT YOUR SPA CAMPAIGNS?
For questions regarding Sponsored Product Ads, please contact the Kaufland Global Marketplace team at
support-spa@kaufland-marketplace.com.

CHOOSE A BIDDING STRATEGY

Continuously adjust your SPA campaigns for even greater success during the high
season.

Regularly check sales, clicks, and ACoS in the dashboard, as well as budget utilisation, to
ensure your credit balance is not wasted.

Is your budget not being fully utilised? Increase your bids or add more products.

Only a few impressions? Increase your bids and optimise your product data.

ACoS too high? Pause weak products and keywords and add negative keywords.

https://mail.google.com/mail/u/0/?fs=1&tf=cm&source=mailto&to=support-spa@kaufland-marketplace.com
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