
SEO audit and keyword research for product ranges which included a
competitor analysis. 
Design of SEO compliant product description and MetaData templates.  
Training on key SEO techniques for the business owner to feel confident in
applying throughout the website, such as the blog area.   
Creation of conversion rate optimisation strategy for product pages.

Online sales in a competitive marketplace
 

An organic skincare brand had dedicated their business development time to
building relationships with 40+ retailers which had led to healthy business
growth in the past two years.  However, there still remained an urgent need to
build brand awareness and increase online D2C sales in what was becoming an
increasingly competitive marketplace.
 
Developing an online roadmap to sales success
 

The business owner had a small support team but was taking on the majority of
the sales activities themselves. As a natural entrepreneur with passion and a
head full of ideas, help was needed to design an effective roadmap towards
increased online sales growth which was not in their existing skill set. 
 
Three Phase Approach: SEO, Social and Ad Sales
 

To achieve significant online D2C sales growth we split the roadmap into three
distinct phases.
 
Phase 1: Search Engine Optimisation to increase traffic and boost website
conversion rate 
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Research and identification of bloggers and Instagram influencers who fit
agreed criteria and sending gifting products for review.
Securing product reviews and backlinks to the website via blog articles. 
Tracking of all influencer activity and website conversion rate enabled via
UTM (urchin tracking module) links.

After reviewing the options, the Google Shopping channel was identified as
the best starting point for this business and their entire product range.
A realistic daily budget was agreed to test and monitor activity for three
months with the view to reduce spend should the campaign perform poorly. 
Appropriate ecommerce tracking and analytics was set up to ensure ROAS
(return on ad spend) could be properly measured.

Organic search traffic rose by 168% in a six month period.         
Website conversion rate rose from 2.65% to 4.63% in a six month period. 
During the social media campaign, online sales were up by 339% compared
to the same month in the previous year.
The average ROAS (return on ad spend) was 560%.
For every £1 spent on advertising the client achieved £5 in product sales.

Phase 2: Social media influencer campaign to build brand awareness and
increase sales during a key seasonal month.
 

 
Phase 3: Launch of a Pay Per Click online advertising campaign
 

 
Campaign outcomes: transformative sales success 
 

 
 

“As an organic skincare entrepreneur, I have all the passion and ideas for
where I want to be. Ethical Sales helped me to develop the roadmap that will
get me there. Goal orientated, focussed and always on the ball, I know I am in

safe hands. I am delighted with the results.
 

We share ethical values - is that important? Yes, it is. We're in this business,
not just to be commercially successful but to make a difference. Quite simply,

Corinne and the Ethical Sales team get that.”  
 

Founder, Organic Skincare Brand
 
 
 

 
 
 
 
 



Grow your customer base with bespoke and targeted sales campaigns. 
Set growth goals and create practical sales roadmaps that work.
Gain insight and support at Sales-Director level when you need it most.

We love to work with natural, organic and green businesses who want to
change the world with their innovative products or services. We can help
you to: 
 

 
Our team has decades of experience in ethical business practices, direct sales,
online advertising, social media, sales strategy and mentoring. 
 
We are proud to work exclusively with purpose-driven businesses who
balance profit with people and planet.  
 
 
 
 
 

We take the sting out of sales so you can focus on
changing the world, one customer at a time. 

 
 
 
 
 

 

Get in touch:
hello@ethical-sales.co.uk 

T: 0117 300 5418 | 07779 246557 
www.ethical-sales.co.uk

 

http://www.ethical-sales.co.uk/

