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Introduction:

In an increasingly competitive supplement industry, achieving standout growth requires more than just a good 
product—it demands a refined, data-driven marketing approach. This case study explores how Marketing Sprout 
executed a comprehensive "Revival Strategy" that resulted in a remarkable 200% increase in sales for a leading 
supplement brand. Through strategic optimization of Amazon advertising, targeted audience segmentation, 
and performance-driven campaigns, Marketing Sprout transformed the brand’s stagnant sales into a thriving 
business, positioning it for long-term success in the marketplace. Here's how we did it. 



AUDIT AND ANALYSIS
 
Performed a detailed account audit during which we find out some major issues with storefront was missing, 
category of listing were incorrect, Images and EBC Content was of poor quality, special characters were used 
in listings title and bullets, major attributes were not updated and the list go on. But despite of all the challenges 
we decided to fix each and everything before jumping into PPC campaigns. 



Enhanced Product Listings:

We revamped the product titles, descriptions, and bullet points with SEO-optimized keywords to improve 
visibility while making the brand messaging clear and engaging. By highlighting key benefits, unique selling 
points, and customer pain points, we ensured the listings were compelling and user-friendly.

Professional Product Images & Infographics:

We invested in high-quality product images that showcased the supplement from multiple angles, 
demonstrating both packaging and usage. Adding infographics allowed us to visually communicate key 
benefits and features, making it easier for potential buyers to understand the value proposition at a glance.



A+ Content and Amazon Storefront:

We utilized A+ Content (Enhanced Brand Content) to present a cohesive story about the brand. The visuals, 
banners, and comparison charts within the product listings helped elevate the brand’s credibility and 
differentiate it from competitors. Simultaneously, we designed a custom Amazon Storefront to offer 
a seamless shopping experience while emphasizing the brand’s story, product variety, and core values.



Brand Registry and Sponsored Brand Ads:

By enrolling the brand in Amazon Brand Registry, we gained access to advanced branding tools like Sponsored 
Brand Ads, which allowed us to promote the brand as a whole, rather than focusing solely on individual 
products. This increased brand recognition and drove more traffic to the Amazon Storefront.

Customer-Centric Messaging:

We tailored all brand communication to resonate with the target audience—health-conscious individuals. 
Messaging was centered around quality ingredients, wellness benefits, and the brand’s commitment to 
transparency. By focusing on the needs and values of our audience, we created an emotional connection 
that built trust.



Social Proof and Reviews:

We strategically encouraged customer reviews and leveraged Amazon’s Vine Program to boost early reviews 
from verified buyers. Highlighting social proof across product pages helped build credibility and trust, further 
reinforcing the brand’s premium image.

Advertising Approach for the Supplement Brand on Amazon

• Comprehensive Keyword Research:

                We started by conducting in-depth keyword research to identify high-traffic, relevant search terms 
               for the supplement brand. This included identifying both broad and long-tail keywords, focusing 
               on product features, customer pain points, and health benefits. We used tools like Helium 10 
               and Data Dive to find underutilized keywords with high potential for conversions.

• Sponsored Products Ads:

                Sponsored Product Ads were used to drive immediate visibility for the brand’s core product listings. 
               By targeting a mix of high-intent keywords and competitor ASINs, we ensured the products appeared at 
               the top of search results and on competitor pages. We continually refined keyword bids to improve 
               conversion rates while maintaining a balanced ACoS (Advertising Cost of Sales).



• Sponsored Brand Ads:

                To enhance brand awareness, we launched Sponsored Brand Ads, focusing on a custom-designed 
                brand banner that featured the supplement range. These ads directed traffic to the newly 
                revamped Amazon Storefront, encouraging customers to explore the full range of products 
                and learn more about the brand’s mission and values. This not only drove direct sales but also 
                helped build long-term brand recognition.

• Sponsored Display Ads:

                We utilized Sponsored Display Ads to retarget customers who had viewed the product but had not 
                yet made a purchase. By reaching customers across Amazon’s network, we were able to re-engage 
                potential buyers and remind them of the product’s benefits, resulting in increased conversions 
                and lower cart abandonment rates.

• Product Targeting and Competitor Conquesting:

                We strategically targeted competitor products through Product Targeting Ads. By placing ads directly 
                on competitor product detail pages, we intercepted potential customers with a compelling value 
                proposition, offering a higher-quality alternative. This tactic helped steal market share from 
                competitors while simultaneously increasing brand visibility in the supplement category.

• Amazon Coupons and Deals:

                To make the brand stand out even further, we incorporated Amazon Coupons into the ads. 
                This provided an additional incentive for customers to try the product, especially first-time buyers. 
                Displaying "Save Now" tags in the ads boosted click-through rates and drove increased conversions.

• Data-Driven Optimization:

                Throughout the campaign, we continuously monitored and adjusted performance based on key 
                metrics such as click-through rates (CTR), conversion rates, and ACoS. Our data-driven approach 
                allowed us to scale up winning campaigns, pause underperforming ads, and allocate budget 
                efficiently. This ongoing optimization ensured that every ad dollar was spent effectively.
 



Conclusion:

Through strategic PPC campaign management, targeted advertising, and promotional tactics, 
Marketing Sprout not only navigated through a highly competitive market but also achieved sustainable 
sales growth and enhanced brand recognition for our clients. The case study underscores the importance 
of a multi-faceted approach to digital marketing on Amazon, demonstrating that with the right strategies, 
even products launched from scratch and facing stiff competition and market challenges can achieve 
outstanding success.  


