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As the world shifts to working and learning from home to slow down the spread of the COVID-19 virus, 
the online world is experiencing a drastic change in behavior.

Expect all businesses and consumers to be wary of hard sales, and try to focus on messaging that 
connects and supports your customers.
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Every day more brands are changing their business models to continue helping the community and adapt 
to the needs of the local market:

The Ralph Lauren Corporate Foundation will start making 250,000 masks and 25,000 
isolation gowns in the US.

San Francisco-based Gap said it would use its factories to make protective gear while taking 
advantage of its connections in the global supply chain to get protective masks and gowns.

In addition, there are 382,000 job openings and counting as Amazon, Walmart, Domino's, 7-Eleven, 
Kroger, Safeway, Trader Joe's, CVS Health, Pizza Hut, Papa Johns, and more businesses hire to meet the 
coronavirus demand.

New Market Behavior Arrives with COVID-19

According to a recent post by iCrossing's VP of Programmatic, Amanda Betsold stated that media 
consumption is up as people spend more time at home. Her blog, published on March 27th reviewed the 
following points:

 46%
of consumers are using social media 
more vs. a week ago

 Visits to news sites are up by 33% as 
people look for information related to 
COVID-19

Visits to eCommerce sites like 
Amazon, Walmart, and Target are up 
by 3.8% and continuing to trend 
upward

Visits to travel sites increased by 
9.5% as people cancel upcoming 
travel plans

40% 
of consumers are using their desktop 
or laptop more vs. a week ago

Out of Home advertising has 
decreased by 47% vs. a week ago



Observations on the Warehouse Industry

Historically, whenever there is a disruption to global supply chains, shippers fill their warehouse spaces 
with inventory stockpiles. Prologis, a logistics real estate investment trust company, reported shippers 
did this to get ahead of China’s tariffs or Brexit-related trade slowdowns.

Prologis predicts the warehouse sector will see a similar behavior as consumers keep themselves in 
quarantine during the COVID-19 outbreak. “As a consequence of shortages of consumer goods such as 
food and cleaning supplies, supply chain managers may reconsider optimal inventory levels and storage 
locations. As a result, there could be increased demand for space to handle an eventual surge in goods 
and build up resiliency against future shocks.”

Their report analyzes how eCommerce businesses such as Amazon may start reconsidering their 
logistics footprint, preferring a regionalized approach that can offer greater flexibility, proximity to key 
urban centers, and better insulate supply chains from market disruptions. 

This behavior is already emerging among existing Industry 4.0 technologies such as robotics and 3D 
printing, which have already started to increase factory productivity in locations like Mexico. Another 
company changing its long-term strategy is Dollar General, which is promoting a plan to double its fresh 
distribution assets by the end of the year.

Consumer demand for fresh and online grocery is 
expected to increase in the coming years. In 
2019, CBRE projected this trend would translate 
into industry demand for 100 million square feet 
of additional cold storage warehousing space 
over the next five years.

As the market continues to present business 
opportunities, nationwide companies such as 
Freight Quote, USA Truck Load Shipping, and My 
Logistics are competing online to gain market 
share, increase brand position, and stay as 
top-of-mind brands.



Responding to the Current Market

Reallocate your traditional marketing budget to online advertising to adjust for the 
estimated shift in time spent online

Leverage search and display campaigns to generate leads and increase brand awareness. 

Create interactive content on your website. Examples of this are virtual tours or 360 views 
of your storage spaces 

Focus on getting reviews from past clients to promote word of mouth recommendations 
online

Reroute office calls to mobile phones

Add a chatbox to your site for easy interaction

Ensure smooth, frictionless, and fast experiences on your website (Remember to revise your 
mobile version!) 

Update your website and your Google My Business/Bing Places to inform potential 
customers of changes in opening hours, service, etc. 

Provide guidelines and preventive measures within your warehouse company:

Use your website and Google My Business to provide answers to FAQs related to your 
warehouse safety measures:

Having face masks available for your employees
Avoiding conglomeration of workers 
Taking the body temperature of your staff before entering your business 
operations center
Providing or increasing the cleaning stations with hand sanitizer, hand wash 
soap, and disposable towels available
Incrementing the number of times your truck and workspaces are cleaned during 
the day/week

What protocols is your warehouse taking?
How is your warehouse making sure all employees practice preventive 
measures?
What is the official procedure to avoid contact upon delivery?
What additional preventive measures is your warehouse taking?
How long will the product take to arrive?



Create Search, Display and YouTube campaigns to increase brand awareness and inform 
users of your business availability and shipping options

Create new goals in Google Analytics to track customer engagement on the website

Create new audiences for remarketing purposes

If you are using COVID-19 or Coronavirus related terms, expect 0 volume. Google is 
suppressing these ads regardless of if they are “approved” in the interface. This applies to 
keywords, ad copy, and creative

Focus on your ad copy to inform customers that you are offering free, expedited, or 24/7 
shipping as well as any other service that your customers will find valuable

Utilize ad extensions such as sitelink extensions, promotion extensions, price extensions, 
location extensions, call extensions, and message extensions to increase engagement and 
generate leads

Leverage Google Trends to update your negative keyword lists at both account and 
campaign level

Use Google My Business, Bing Places, and SEO to increase organic results, page presence, 
and authority with your audience

Revising Your PPC Strategy

Solutions For Your Business

Google My Business: This free and easy-to-use tool helps businesses and organizations 
manage their online presence across the Google platform, including Search and Maps. Update 
your business information to help customers find your business and share your story with 
them.

Bing Places: This free tool enables local business owners to add their listing to Bing Maps. 
Being featured on Bing Maps ensures visibility and it displays content that is useful in 
real-time.

SEO: Organic traffic is rising fast. Make your content relevant with trending keywords to 
appear on the top of the SERPs.

Yext: The Yext Search Experience Cloud allows businesses to control facts available online 
wherever customers are searching for them-across search engines, maps, apps, voice 
assistants, and chatbots.

Call-Only Campaigns: Call-only campaigns encourage customers to contact you by 
simply clicking or tapping your ad. With call-only campaigns, your bid prioritizes calls to your 
business over clicks to your website.

Audience Targeting: This feature helps you narrow down probable methods to reach your 
target audience. As your consumers engage online, connect with them by narrowing down 
interests, behaviors, demographics, and locations through your ads campaigns.

YouTube Campaigns: As consumers engage on YouTube, video marketing can help you 
create brand awareness, prompt consideration of your services, and drive traffic to your 
website.

Microsoft Advertising: Showcase your business to exclusive audiences and expand your 
brand with Microsoft Advertising. We are offering a $250 coupon for new accounts that add 
Microsoft to their marketing mix.
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