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Introduction

Transformative Digital Advertising Journey: A Healthcare D2C Success Story

In June 2023, a burgeoning healthcare brand specialising in oral care products,
Including teeth whitening and daily essentials, embarked on a digital advertising
revolution with our agency. Starting with a modest monthly budget of £20,000, we
embarked on an ambitious journey to scale their advertising efforts. By December
2023, we successfully increased their budget to over £100,000, focusing on profitable
growth across key markets: the UK, Ireland, Australia, USA, and the Netherlands.

Our in-depth case study reveals how we helped a UK-based brand achieve a 352%
ROAS at scale - across Google, Meta, TikTok, and Amazon.

The Challenge: budget constraints, profitability struggles

Our Stretegy: Focus on Al-infused optimization techniques, channel diversification,
and data-driven reinvestment strategies
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Launched with a £20K budget, we skyrocketed the Return on Ad Spend (ROAS) by
65%, from 214% in June to an impressive 352% by December, on a spend of over

£90K.



Meta Ads
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Results from 43 campaigns @ 1,814,694 £32,090.19 2.96 2.96 3,076 3,076 3,076

Capitalizing on Google Ads' success, we redirected profits to Meta Ads, scaling
to a £32K spend in December with a 3x ROAS.



Amazon Ads

Since we get good ROAS on Google Ads and Meta Ads both, we insisted on the
client reinvesting the profit in Amazon Ads. So, the client started Amazon Ads
in December '23, using Amazon Ads Attribution for non-Amazon campaigns,

which helped us increase brand loyalty.



TiIkTok Ads
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e In January 2024, we leveraged TikTok Ads for brand building, witnessing
immediate positive impact and cross-channel conversions.

e To navigate and understand the intricate web of digital marketing channels, we
integrated Tripple Whale for cross-channel reporting, offering unprecedented
insights into the user journey and advertising efficacy.



Key Insights:

Brand Building is a Marathon, Not a Sprint: Establishing a brand presence
requires time, strategy, and consistent effort. Scale means lower ROAS.

Our journey from a £20K to £ 100 K+ advertising budget epitomizes the power
of strategic digital marketing in building and scaling brands. This case study
underscores our expertise in navigating complex advertising landscapes,
delivering unmatched growth and brand presence across diverse platforms.

Ready to Elevate Your Brand? If you're seeking to transform your digital
advertising strategy and scale your brand to new heights, let's connect. Our
team is ready to replicate this success story with your brand.
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