
in Sales in Record Time

Fueling Momentum:
Signalytics' Amazon DSP Strategy Catapults

Home and Kitchen Brand to

$239,302



Objective 

Signalytics partnered with a brand selling kids lunch boxes and water bottles in the Germany Market in September 2021 to 

help them achieve remarkable growth. By implementing a comprehensive full-funnel strategy, Signalytics propelled the 

brand's sales from  $18,830  in September 2021 to an impressive $239,302  within a year. This case study explores the 

strategies employed and the outstanding results achieved through the partnership. 

The primary goal was to leverage Amazon DSP to increase 

brand visibility and drive product sales. Signalytics aimed 

to capitalize on the full sales funnel, engaging potential 

customers at various stages and effectively converting 

them into loyal buyers. 



Campaign Structure & Strategy

Remarketing Campaigns

Signalytics initiated the campaigns by strategically targeting previously viewed and non-converted audiences with a 
lookback period of 15 days. By leveraging custom audience segments and retargeting techniques, the brand re-en-
gaged with potential customers who had already shown interest in their products.  

Cross-Selling Campaigns
Implemented a cross-selling approach by strategically targeting lunch box buyers with water bottle ASINs and 
vice versa. This tactic promoted related products to the respective audiences, increasing average order value and 
enhancing customer engagement.



Competitor Targeting

To expand the brand's reach and capitalize on existing market opportunities, Signalytics devised a comprehensive 
competitor targeting strategy. By targeting audiences who had shown interest in competing products that were 
higher priced than our products, the brand was able to capture the attention of new potential customers. This strate-
gy helped establish the brand as a compelling alternative. 

In-Market Campaigns
To further accelerate growth, Signalytics implemented in-market campaigns. These campaigns aimed to tap into 
new customer segments and attract users who were actively looking for these products on Amazon. By strategically 
aligning the brand with relevant in-market audiences, the campaigns generated significant interest, awareness, and 
consideration for the brand's offerings. These campaigns also gave a significant boost to Remarketing Campaigns, 
turning cold traffic into potential buyers.  
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The collaboration between Signalytics and the brand yielded exceptional results, exemplifying the 
power of a full-funnel approach on Amazon DSP: 



Sales
Growth

Return on Ad
Spend (ROAS)

Market Share
Expansion

Through competitor targeting and cap-
turing new customer segments, the 
brand not only increased its sales but 
also expanded its market share. By 
consistently positioning itself as a top 
choice among consumers actively 
seeking kitchen products, the brand so-
lidified its position in the market and 
gained a competitive advantage. 

Conclusion
Signalytics' full-funnel approach on Amazon DSP drove exponential growth for the brand. Remarkable sales 

growth and expanded market share demonstrate the power of data-driven marketing strategies.

Within a year, the brand's sales on 
Amazon DSP skyrocketed from 
$18,000 in September 2021 to a 
whopping $239,000. This phenomenal 
growth reflected the effectiveness of 
the implemented strategies and the 
brand's enhanced visibility within its 
target market. This phenomenal 
growth reflected the effectiveness of 
the implemented strategies and the 
brand's enhanced visibility within its 
target market. 

By leveraging remarketing, competitor 
targeting, in-market campaigns, and 
lower funnel optimization, the brand 
achieved an impressive ROAS of 11.80, 
ensuring that every marketing dollar 
invested generated substantial re-
turns. 



Let's discover ways to
support your goals!

Book a Free Call Now!




