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CASE STUDY

LIMIA sees a 71%
reduction in cost per
retained user after
implementing Google
Analytics for Firebase
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The challenge

LIMIA is an app that collects and offers information on housing and
living categories, such as; renovation, DIY, interior, miscellaneous
goods, food, and recipes.

LIMIA has been searching for a way to acquire new users who are
likely to remain “active” to expand their user base.

The approach

After reviewing and understanding LIMIA's goals, the team
instructed the client to change their optimization strategy from
installs to actions, driving the campaign towards their business goal
of acquiring “retained” uses.

The team also proposed Google Analytics for Firebase which
allowed the client to build a retention event easily, driving greater
performance uplift.

The results

LIMIA saw a 71% reduction in the cost per retained user for i0S
campaigns.

About Google Ads: Google Ads is a digital advertising solution for businesses of all sizes. Whether you're a small business owner or enterprise marketer, Google Ads
delivers reach, relevance and trusted results to help you grow your business. Learn more at ads.google.com/home.

© 2019 Google LLC. All rights reserved. Google and the Google logo are trademarks of Google LLC. All other company and product names may be trademarks of the

respective companies with which they are associated.

“ Our actions campaign with Google
Analytics for Firebase helped us
acquire quality users with lower
costs. The implementation of Google
Analytics for Firebase along with
building in-app events was easy and
just took around 1 week.”

—Kotaro Soma, Manager of Media Marketing, LIMIA
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