
Case Study by a PPC Coach (FPPCM Coach) 

The case study focuses on the Year-To-Date (YTD) trend analysis of a hero product for a client 

based in the US. The product is a variation consisting of 3-7 items. 

 

Objectives: 

To establish a balanced PPC sales to Organic Sale Ratio of at least 60% organic and 40% PPC. 

Improve profitability. Reduce TACOS (Total Advertising Cost of Sales). Maintain or enhance 

keyword rankings and Best Seller (BS) rankings. Sustain or elevate the conversion rate. 

 

Strategies/Actions Taken: 

1. Gradual Spend Adjustment: The strategy involved gradually reducing advertising spend 

rather than abruptly cutting it, as immediate reductions might negatively impact sales. 

2. Variation Strategy: Instead of promoting all variations through PPC, a focused approach 

was adopted in October, targeting only the variation with the best conversion rate. 

3. TACOS Management: By being aggressive with the primary variation (reaching 30% 

TACOS) and less so with others, the overall TACOS for October was maintained at 16%, 

close to the 15% goal. 

4. Sponsored Brand Videos: Due to high reliance on Sponsored Brands (SB) Videos, they 

were temporarily paused to evaluate organic ranking performance. 

5. Keyword Tracking: Utilized Helium10 KW Tracker to monitor keyword rankings diligently. 

6. High Traffic Days Strategy: During peak days like Prime Days, increased advertising 

efforts were implemented to boost rankings, followed by a reduction afterward. 

 

Results: 

➢ Profit margins remained consistent between January and October, despite selling fewer 

units. 

➢ By focusing PPC efforts on a single high-performing variation in October, TACOS was 

managed effectively, nearing the set goal. 

➢ The strategy of pausing Sponsored Brand Videos and ensuring organic ranking was 

implemented. 



➢ High traffic days like Prime Days were leveraged to enhance rankings, contributing to 

improved performance metrics. 

 

Conclusion: 

The case study demonstrates the effectiveness of a strategic approach in managing PPC 

campaigns, optimizing TACOS, and focusing on high-conversion variations. 

Gradual adjustments and focused targeting allowed for better profitability and performance, as 

evidenced by maintaining profit levels despite selling fewer units. 

Future expansion plans, including targeting gifting keywords and reactivating successful SB 

Videos, indicate a forward-thinking approach to capitalize on potential growth opportunities and 

achieve higher profitability levels, possibly reaching the $20K profit mark in the coming months. 

 

 

 

 

 

 

 

 

 

 

 

 

 


