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About 

OUR CLIENT
This company creates
macarons in an
assortment of different
flavors. A selling point for
the macarons is their
relatively low sugar and
sodium contents. 

PROBLEM STATEMENT
Trying to create a
successful eCommerce
conversion campaign.
Trying to maintain ROAS
and build brand
awareness.  

GOAL
Increase brand
awareness, increase
online visibility, and
increase revenue
stream online and
retail locations.

 2.Months 

Strategy (Overview)
Our strategy was divided into phases in which we tested different

combinations of targeting to increase leads and lower CPA.

This was our consideration
stage. Our goal was to turn
prospects into leads by
collecting their data for
further nurturing, warming
them up using video ads
and single image ads, and
pushing to try the product.

The Second Phase

This was our conversion
stage. Our goal was to
turn leads into paying
customers. This is where
we started selling the
product. The previous
stages were used to
warm the audience and
build trust.

The Third Phase

This was our awareness
stage. Our goal was to
attract new clients. For
this, we drew traffic to
the website utilizing
single image ads and
video ads.

The First Phase



CPRReach Purchases CTR CPC

3,045 142 $19.26 2.14% $1.52  
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$2,000 Per Month

Budget:

Location
UNITED STATES

Month 1 Month 2

Number of
Leads

 50

Cost Per Lead 

 $28.54

Cost Per
Lead 

$9.97

Number of
Leads

92

Number of Leads Per Month
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Like LikeComment CommentShare Share

SHOP NOW SHOP NOW
Join our culinary adventure!
Buy Handmade French Macarons...

Best Performing Ads

See More See More

Comments Comments

French Mix Inspired 
French Mix Includes...

These aren't weird Oreos! (They are a million times better! These aren't weird Oreos! (They are a million times better!



With our multiple stages, we were able to nurture our audience, warming them
up to the products. By the time our audience reached the final stage, they were
already “warm” and were ready to purchase. 

Final Outcome

We were able to generate ROAS of 7.7x. We also successfully increased the brand's

awareness among customers, helping the brand’s image for years to come.

Solution


