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Case Study



About the Client

Goody Beads is a full-service online
bead store with over 25,000 high
quality items to offer at very affordable
prices. They sell beads, charms and
jewelry supplies online!

We strategized, planned and created all
their marketing campaigns for the
scratch and also optimized it further for
better results.

Goody Beads
Website: https://goodybeads.com/

Marketing Goal: Increase Sales & Website Traffic

https://goodybeads.com/


Project Analysis

Targeting:
People interested in various Soutache & Kumihimo jewelries, natural beads, charm lockets,
customizable bracelets, necklaces and more with affordable Large Hole Beads, Petite Beads,
Magnetic Inserts and Snap Charms etc.
Targeting will be done related to their behavior, demographics and Lookalike audience. (Lookalike
audiences are similar to the purchaser who has bought similar kinds of products). We also
targeted people who read blogs or articles related to beads or custom jewelry making.

Client’s Requirements:
The mail goal of Facebook Marketing Campaign is to increase website traffic and get maximum
sales at low cost.

Objective: Sales and increase website traffic



Marketing Methodology

PROJECT

4. Optimization

5. Re-Marketing

6. ROI Management 

1. Strategy Planning

2. Campaign Set-up

3. Campaign Management 



Recommendation & Execution

We have used the Facebook 
interest targeting options to 
generate sales. We have created a 
conversion campaign to target 
people in the United States and 
shown interest in beads and read 
magazines related to customizable 
bracelets, necklaces and more. We 
have tested multiple ad formats 
like single image banner ads, 
slideshows, and carousel ads for 
the best-selling product provided 
by clients. 

We planned and executed the project in 4 stages to achieve the goal through our Facebook ad campaigns.

STAGE 1  STAGE 2 

People who viewed our
ads and visited our
website but did not
purchase were
retargeted with a new
remarketing campaign
to bring them back into
the sales funnel.

STAGE 3

The data of people who 
have successfully 
purchased any product 
after visiting the 
website were also used 
in our ad campaigns. 
We created a lookalike 
audience of these 
people so that we can 
target people who are 
similar to our purchaser.

STAGE 4

We have also targeted 
audiences who have 
interest in our 
competitors. Therefore, 
we did a competitor 
research and targeted 
only top companies and 
listed them in separate 
ad sets which further 
resulted in a good 
number of sales. 



Campaign Performance

TOP CAMPAIGN

TOP AD SET

Dec 2020 – Feb 2021



Facebook Targeting



Top Performing Ads 
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Campaign Performance
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Campaign Performance
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MONTH Cost/Click
Feb 2021 $0.27

Jan 2021 $0.29

Dec 2020 $0.34

MONTH Total Ad Spent
Feb 2021 $559

Jan 2021 $533

Dec 2020 $459



Thank You


