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Boosting Sales & Visibility 

Our Approach

Project 
Overview

Our objective was to drive sales, improve organic rankings for listings, 

and maintain a healthy Return on Investment (ROI).

Market Analysis:
� Developed a detailed  to understand 

customer preferences and behaviors�

� Conducted a  to identify gaps 

and opportunities in the market.

Buyer Persona

Competitor Analysis

Campaigns:
�� Launched  for 

high-potential products to boost visibility and sales�

�� Created an engaging  and designed 

 to improve brand presentation 

and customer engagement.

Advanced Promotional campaigns

Store

promotional images

Results Achieved

Before Optimization
� Quantity Sold: 1,058�
� Total Sales: £21,075.2�
� Selling Costs: £10,048.66 (47.68% 

of total sales)

After Optimization
� Quantity Sold
�
�

: 1,93�
Total Sales: £38,759.1�
Selling Costs: £13420.10 (34.62% 
of total sales)

Listing Optimization:
� Enhanced product descriptions by adding 

 to improve search visibility�

� Updated  to provide detailed product 

information and improve ranking�

� Performed  to ensure products 

were competitively priced in the market�

� Added a well-structured  for 

better presentation and user experience.

relevant 

keywords

Item Specifics

Pricing Analysis

HTML description

Our Challenges
� Low sales volum�

� High advertising cost�

� Lack of organic ranking for listing�

� Listings were not properly optimized

Conclusion
Through meticulous market research, strategic listing optimization, and effective advertisement 

management, MyTeamz successfully helped our client overcome significant challenges and achieve 
impressive sales growth on eBay UK. Our collaborative efforts not only boosted sales but also decreased 

the overall selling costs.
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Achieving  Revenue

Growth in One Month

80.63%


