CASE STUDY

HIGH TRAFFIC, LOW SALE

Client: Confidential Ecommerce Brand
Country: Netherlands

Industry: Ecommerce

Niche: Mobile Accessories & Travel Gadgets
Target Market: Eastern Europe

Campaign Objective: Website Purchases (Meta Ads)
Project Duration: 3 Months

The Challenge:

The client was already generating a healthy volume of website traffic through Meta Ads,
but sales weren't keeping up. Visitors were clicking through to the Shopify store, yet too
many were leaving before completing a purchase. Checkout abandonment remained
high, acquisition costs were becoming inconsistent and overall ROAS wasn't where the
business needed it to be.

Rather than increasing the advertising budget, we focused on improving the entire
conversion journey.

What Contributed to These Results:

The biggest improvement didn't come from spending more, it came from making better
decisions with the existing budget.

Several factors played a key role:
e Better audience segmentation.
e Stronger creative testing.
e Accurate conversion tracking.
e Consistent weekly optimization.
e Smarter retargeting.
e Budget allocation based on winning campaigns.

e Continuous analysis of customer behavior throughout the purchase journey.
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Final Month Results:

The results below represent the third and final month of the optimization period.
Campaign Performance:

e 193 Website Purchases

e 3.2 Average ROAS

e €26.82 Average Cost Per Purchase

e €5,175.58 Total Ad Spend

e 1,274,015 Impressions

e 366,432 People Reached

These improvements reflected a more efficient advertising account, stronger purchase intent
and a smoother customer journey from ad click to completed checkout.
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Key Takeaway:

High traffic doesn't automatically create sales. In this project, the real opportunity wasn't
generating more visitors, it was improving what happened after they arrived.

By combining Meta's Al-powered campaign optimization with stronger creatives, accurate
tracking and a conversion-focused strategy, the account became significantly more efficient over
three months. The final month's performance demonstrated that consistent optimization can
deliver sustainable growth without relying solely on higher ad spend.
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