
Case Study

Overview:
The following case study will provide in-depth knowledge about the challenges
faced by my client on the digital front, steps taken to overcome, and the results
obtained.

In this study, we will cover a wide range of case studies on different aspects of
Digital Marketing, including SEM/PPC, social media marketing, and other paid
advertisements.

The Client:

Plain Supima tees

Launched in 2018, the Internet-first lifestyle brand was created to target users in
tier 1 & tier 2 cities of India. The USP of the brand was Plain Supima cotton tees
(only 1% of cotton in the world is Supima cotton).

The Problem:
● Brand Credibility
● Sales (priced higher than the average selling price in India)
● User Engagement, and
● Retention

Since our brand was new in the market and giants such as H&M, Amazon, Lacoste,
Post-Fold were already selling the same quality tees at lower prices. According to
our study, the sweet spot for a tee in India was $4, but our tees were sold for $12
and above. Our first challenge was to communicate to our audience that our tees
are of the highest quality and worth the price.



The Solution:
I was heading the digital marketing for the brand.

Pay-Per-Click/Adwords Campaigns:
We made engaging ad creatives and ad copy to improve the quality score in
AdWords. It positively affected the average ad positions, impressions on search
results, and cost-per-click.

Power of Influencer:
We started with a Brand Awareness Campaign; Only collaborated with a handful
of influencers who are posting content about sustainability, quality clothing, and
minimalism. Collaborating with websites like LBB & MensXp to cover us in their
editorials.

Social Media:
Social Media was one of our toughest challenges; the concern was to engage the
audience. We made engaging ad creatives and ad copy which led to high CTR.
The focus was on Instagram because it allows you to build your brand image
through pictures and videos far more effectively than Facebook or Twitter or any
other social media website. We also ran numerous social media contests and
giveaways activities.



Email Marketing:
Started sending weekly emails about minimalism and Supima cotton and why
you should have at least one piece of clothing made out of Supima cotton.

Website:
We made a website visually appealing and a dedicated page about the science
behind the Tees. Separate page about fitting & design. We also made a separate
page for testimonials. No necessary discount policy was also implemented to
maintain the premium tag.

Packaging:
We believed that packaging can be theatre and we followed the strategy to woo
customers with packaging and made sure to include unboxing videos.

The Result:

We were able to maintain ROAS of 4 and above on Facebook ads. In the first
four-month of the launch, we acquired 5000 new buyers with a returning
customer rate of 25%.

Therefore, within the first twelve months of the launch, we acquired 10000 new
customers and revenue of $160,000.

Takeaway
● An attractive website and a dedicated fabric page led people to spend

more time on the website and understand the cause.
● By focusing on quality influencers rather than quantity we were able to

create the perception of premium wear.
● By using high-search volume keywords, we could target the right audience

in a short time.
● By focusing on the core message of quality over quantity, those who

resonated with it came along.


