
01

Amazon Account

Success Story

We treat your store as it is our own.
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Strong Initial Growth

Within the first three months of collaboration, 

monthly sales increased by 75.7%

Proof of Strategy Fit

Early results validated that our tailored strategy 

aligned well with the brand’s market potential.

Creating a Sustainable Business 

Model at Amazon Overview 
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We started working with the brand in March 2025, with the main objective of improving both sales 

and profitability to secure long-term business sustainability. Conducted an in-depth analysis of 
product strengths and weaknesses, followed by the creation of a clear action plan, roadmap, and 
targeting map to align with business goals.

Within five months, leveraging both seasonal opportunities and ongoing initiatives, sales reached 

$287,047.88, reflecting an 11.2% year-over-year growth.
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Fixing the Weak

SEO and Listings:

We identified underperforming listings and 
weak SEO as major bottlenecks for sales. 
Product titles, bullet points, and backend 

keywords were analyzed and optimized to 
align with high-volume search terms and 

customer intent. 

Old content that lacked clarity or relevance 

was rewritten, while product descriptions 
were enhanced with keyword-rich, 

compelling copy.
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Listing Images

We analyzed existing product images and 

identified areas where visuals were 
underperforming in attracting clicks and 
conveying product value. 

The optimized listing images led to a 50% 

uplift in sessions and clicks, confirming 
the effectiveness of the visual refresh in 
driving higher traffic and engagement.
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Inventory Management

By strategically managing stock levels and improving turnover, we maximized 

inventory efficiency and boosted our IPA score from 720 upward, leading to 
smoother fulfillment, reduced stockouts, and stronger overall sales performance.
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Conducting A/B Tests

We conducted A/B tests on the A+ Brand Story and main images to evaluate 

which designs resonated most with customers. Old, underperforming visuals 
were updated, and new, optimized creatives were implemented to improve 

engagement and conversion rates.
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Conducting A/B Tests

As a result, conversion rate increased from 0.0613% to 0.0694%, reflecting 

a clear improvement in how effectively the content drove purchases. Units 
sold and sales also saw growth, confirming the positive impact of our 

optimizations on customer engagement and revenue.



Advertising

When we first started our journey with Headwaters, our primary advertising goal was to maintain the 

ACoS rate while simultaneously driving sales growth. To achieve this, our advertising strategies focused 
on high-traffic keywords that had previously generated sales. By identifying high-conversion targets, we 

launched campaigns across different ad types tailored to each product’s potential.

By the end of March 2025, total ad-driven sales had reached $88,946.22. From the start of our partnership 

in March through the end of September, total ad sales climbed to $264,792.35. In just six months, we 
successfully increased ad sales by 65% while keeping our ACoS stable between 24% and 28%.
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Looking at the overall results, by the 

end of March the store had 
generated $129,110.30 in total 
sales, with only $88,946.22 of that 

coming from ads. From the start of 
our partnership in March through the 

end of September, total sales 
reached $378,268.47. Out of this, 
$264,792.35 came from advertising 

and $113,476.12 from organic sales.

In just six months, we achieved a 
65% increase in ad-driven sales and 
a 63% increase in organic sales.

Before

After



11

info@clicktimum.com

We treat your store as it is our own.

www.clicktimum.com

Let’s write the next success story together!

http://www.clicktimum.com/
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