
Advertising Case Study



Note

This case study dates back to June 2019 before Unignorable decided to work 
exclusively with disruptive brands that aspire to become market leaders.

Nevertheless, our Unignorable Process™ used back then is the same one we use 
today, except it’s now completely adjusted to disruptive brands and we work with 

much bigger budgets.

This case study is a good insight into our core working principles and how we solve 
issues that arise along the way.



The Assignment
Frais Home is a one-product dropshipping store that sells 

essential oil diffusers.

Before our involvement, they were struggling  
with two main issues: 

1. Inability to effectively differentiate from the competition. 
2. Facebook advertising and email campaigns were met with 

little to no success (by our standards).

Therefore, our task was to help them solve these core issues in 
order to scale their business.

SCALE FRAIS HOME USING PAID MEDIA



The Strategy

Thorough market research on a client, industry, and competition helps us to come up with the Growth 
Strategy that clearly identifies opportunities to scale their business.

In the case of Frais Home, we found that their offer was average and product-market fit almost non-existent. 
On top of that, their website looked like a generic dropshipping store that didn't even use high-quality images. 

The situation wasn't any better when it came to ads.

Phase 1:  Brand Assessment
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As we always emphasize, unless each touchpoint is exceptional, optimal growth can't be achieved. Therefore, 
we improved each vital part of the funnel.

Offer. Copywriting was changed to target middle-aged working women from the United States who deal with 
everyday stress in their work and home environments. In addition, we added 2 valuable bonuses, risk-free 

guarantee, free shipping, and upsell.

Ads. We created tailored Facebook ads for each step of the buyer's journey. As we didn't know which ads 
might perform the best, we prepared everything from still images to carousels and vertical videos. Due to the 

client's small budget, we didn't do Google ads.

Landing Page. It had to be completely redone by having the buyer's perspective in mind. In particular, we 
added a list of benefits and features of the FH Diffuser, social proof, multiple CTA's, and frequently asked 

questions.

Emails. We had to make personal email campaigns that actually brought value to the customer and not sell 
the product at all cost.

Phase 2:  Full-Funnel Advertising



The Results

4.89x
Return on Ad 
Spend (ROAS)

470%
Increase in Monthly

 Revenue

Phases 3 & 4: Test & Scale

As soon as the testing began, results were incomparable better than before.  
Still, we weren't immediately satisfied especially with ad performance.

Using market feedback, it took us to 9 days to optimize the funnel and get within KPI's. 
This is completely normal for each project for multiple reasons, one of which is that it takes time for Facebook 

algorithm to accumulate enough data about target audience.

One month after starting the ads, these were the numbers:

7%
Increase in Profit

 Margin
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