
More Publishers Embrace Google Ad Manager
Through MCM Partners Amid Shift in
Monetization Strategies

LONGBOAT KEY LN, FL, UNITED STATES, June 30, 2025 /EINPresswire.com/ -- In response to

growing demands for streamlined monetization and scalable ad solutions, an increasing number

of publishers are now adopting Google Ad Manager via trusted MCM (Multiple Customer

Management) partners. This trend reflects a notable transformation in how small and mid-sized

digital publishers access and utilize Google’s premium advertising ecosystem, particularly Google

Ad Exchange (AdX).

According to recent industry analysis, over 70% of small and mid-tier publishers now access

Google Ad Manager through MCM partners—resellers authorized by Google to offer managed

access to AdX and Open Bidding under their GAM 360 accounts. This channel now drives nearly

$15 billion in annual ad spend, marking a 40% increase over the last two years. Meanwhile, direct

onboarding with Google has remained relatively flat, primarily limited to high-traffic enterprise

publishers with large internal ad ops teams.

This shift is driven by growing recognition among publishers that partnering with a certified

MCM provider offers quicker onboarding, reduced technical barriers, and consistent

monetization support. As digital media continues to evolve, the demand for agile and data-

driven monetization frameworks has prompted publishers to evaluate whether to seek direct

access to Google Ad Manager or collaborate with a partner.

Understanding Direct Access to Google Ad Manager

Direct access to Google Ad Manager and Google Ad Exchange remains an option for large-scale

publishers who meet Google’s strict eligibility criteria. This includes consistently high traffic

volumes—typically over five million pageviews per month—high-quality original content, and full

compliance with all of Google’s publisher policies. For those who qualify, the process begins with

a formal application through Google’s inquiry form, followed by an in-depth site and strategy

review.

Once approved, publishers receive their own instance of GAM 360, allowing full control over ad

units, placements, demand sources, mediation, and campaign reporting. The advantage of this

route lies in having full ownership of the ad stack with no revenue share owed to intermediaries.

However, the process is often lengthy, and direct support is limited, making it a more viable

option for publishers with significant operational capacity and in-house expertise.

http://www.einpresswire.com


Why MCM Partners Are Becoming the Preferred Route

For the majority of small and mid-sized publishers, working with a Google MCM partner offers a

more accessible and strategic path. MCM partners are authorized to manage multiple publisher

accounts under their own GAM 360 infrastructure, allowing them to extend AdX access and other

monetization tools to publishers who might not qualify for a direct setup.

Under this model, publishers operate as Managed Accounts, with access to AdX demand, Open

Bidding, and various ad optimization features. Unlike direct access, this approach does not

involve owning a separate GAM account, but it significantly simplifies the setup process and

ensures ongoing professional support.

A trusted MCM partner such as Admixer provides tailored monetization strategies, technical

implementation, real-time reporting, and performance optimization. The streamlined

onboarding can be completed in a matter of days, and publishers benefit from lower barriers to

entry without the requirement of meeting traffic thresholds.

Choosing the Right Access Path Based on Publisher Needs

The decision between going direct or partnering with an MCM ultimately depends on a

publisher’s scale, technical readiness, and revenue goals. Large publishers with extensive

internal resources may prefer the independence of a direct GAM account. In contrast, growing

publishers aiming for fast implementation, technical guidance, and flexible support often find

greater value in the MCM model.

While a direct relationship with Google may offer full transparency and control, it comes with

higher eligibility standards and fewer hands-on support options. Meanwhile, MCM partners

provide access to advanced monetization tools without the complexity, making them an ideal

option for those looking to optimize their revenue quickly and efficiently.

The Evolving Landscape of Publisher Monetization

As the digital publishing landscape continues to expand, so too does the need for efficient and

scalable monetization solutions. The growing reliance on MCM partners by publishers worldwide

signals a broader industry movement toward simplified programmatic access and collaborative

ad operations. This approach not only levels the playing field for smaller publishers but also

ensures they can remain competitive in a market increasingly dominated by automation and

real-time bidding technologies.

In conclusion, whether through direct access or via an experienced MCM partner, integrating

Google Ad Manager into a publisher’s ad stack is a crucial step toward maximizing yield,

improving user experience, and scaling revenue. The key lies in choosing the path that best

aligns with the publisher’s current capabilities and long-term growth strategy.
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