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2025 Year in Review

Overview

This document summarizes the work, focus areas, and operating decisions across the past year
under KaizenStrategy. The year was split across execution inside established organizations,
systems research and development, and short-term paid search engagements tied to Q4
performance.

January to April
Paid Search Execution — United States

From January through April, | served in multiple Paid Search Manager roles
within a US-based SEO agency operating in the United States market.

The accounts supported were primarily in:

e Healthcare

e Mental health and treatment centers

This work involved direct execution inside live Google Ads accounts under
regulatory and compliance constraints specific to the category. The scope was
hands-on and performance-driven, focused on account stability, structure, and
spend control rather than experimentation.




May to August

Strategy, Research, and Development

From May through August, focus shifted toward consulting and internal R&D.
The work during this period included:

e Paid search strategy design

e Market and account research

e Systems development for faster iteration

e Al-assisted website and landing page development

e Prompt-driven website builders used to accelerate testing and deployment

This phase was intentionally exploratory. The goal was to validate systems and workflows
before applying them to production ad spend.

September to November

Q4 Preparation — Australia and New Zealand

From September through November, KaizenStrategy supported
brands in Australia and New Zealand preparing for Q4.

The common constraint across these engagements was
consistent:

e Paid search was business-critical
e Internal teams did not have deep Google Ads expertise

e The cost of first-time mistakes during Q4 was unacceptable



To address this, clients engaged KaizenStrategy’s Paid Search Pod on fixed three-month
subcontracts.

The mandate was narrow and defined:

e Prevent early-stage account damage

e Establish decision-safe account structures

e Increase Q4 performance without budget volatility
These were not long-term retainers.

Each engagement concluded at the end of November, aligned with the completion of Q4
objectives.

Observations
Across markets and engagement types, several patterns repeated:

e Google Ads punishes uncertainty and partial ownership.

e Early account decisions create long-term performance ceilings.

e SEO-led organizations frequently underestimate paid search risk.

e Short, focused engagements outperform open-ended management.

e Most irreversible damage occurs during the initial testing phase.

Closing

KaizenStrategy operates where paid search errors are most expensive: early decisions,
high-spend periods, and constrained environments. This year reinforced the value of disciplined
execution, limited scope, and systems over tactics.
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