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3 YEAR CASE STUDY
CLIENT BACKGROUND
The client is an e-commerce company. The company
prides itself on being one of the few early successful
online e-commerce companies, and has been in
existence for almost twenty years.

INDUSTRY LANDSCAPE
The e-commerce industry in the United States is booming.
It is predicted to grow three times faster than the retail
industry. Compounded by the recent pandemic. Major
retailers such as Amazon and WalMart dominate the online
market. Smaller companies, like our client, must compete
with the large retail giants for high search engine rankings.
Search Engine Optimization and Conversion (SEO, the
methods of increasing page ranking on search engines) is
a key tactic for successful marketing in ecommerce.
THE OPPORTUNITY
After ten years of prosperous growth for the client, Google’s continuous search updates were taking a toll. They
were losing rank, clicks, and sales. For the next six years,
the client’s website was hit hard by these changes. Popular web pages fell out of search engine rankings, web
traffic decreased significantly and sales slowly began to
decline. For years the client tried every foreseeable
method of reinstating growth, without any success. They
needed a steep and rapid increase in sales or the future of
the company would be in serious jeopardy.

SOLUTION
The client employed Oyster’s growth methods to bring
sales back up. They updated their SEO strategies by
incorporating The Intent Model -- the data-driven content
backed by Midnight Twenty’s data science methods. By
identifying the intent behind users searches, the online
content was re-optimized to focus on the purpose behind
the user’s search. This way, customers could find the
webpages most relevant to them, with less clicking. This
led to a significant impact on the business.
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SALES PERFORMANCE - 3 YEARS
3 Y E A R S A L E S P E R C E N TA G E CO M PA R I S O N

YEAR 1

YEAR 2

- $ 101K

- $ 9K

17% decrease

2% decrease

Late Year 2, efforts to
increase sales and
revitalize the business
growth began.

YEAR 3

+ $ 159K
33% increase in sales.
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INCREASED SALES:
In Year 3, after incorporating The Intent
Model into their SEO strategy, the client’s
sales increased 33% compared to the
previous year. Near the end of Year 3, the
client saw sales up 80% compared to the
previous year. This amount of growth is
much higher than the standard yearly
increases the client had seen in previous
prosperous years.
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SALES PERFORMANCE - 3 YEARS

SALES CONVERSIONS:

YEAR 1

+13%

YEAR 2

+26%

YEAR 3

+3%

Sales conversion rate is calculated by the
Number of Sales/Number of Visitors. This gives
you an the average dollar amount each visitor
to your website contributes to your total sales.
As the client began to experience an increase
in traffic, a sales increase followed. In Year 1,
each visitor to the website contributed about
$7 in sales. Today, the client is closer to $12 per
visitor. The conversion rate increased 26% due
to Oyster’s efforts.

INCREASED ORDER SIZE:
The average order size increased from
about $79 per order to $97 per order.
This is an 18% increase.
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WEB TRAFFIC & USERS OVER 3 YEARS
CUSTOMER GROWTH

YEAR 1

YEAR 2

-23%

-26%

YEAR 3

+24%

For years, our client saw a drop in their
"first time customer" growth. Over the
past year, they have managed a 24%
increase in new (first time) customers.

NEW GROWTH:
The client has many repeat customers who
frequently shop for on their site. After
employing Oyster’s methods, the client began
to see a large increase in new customers. This
means users who have never visited

the site before are finding the website on the
internet, and making purchases. Over the past
year, the client has seen a 24% increase in first
time customers.

B O U N C E R A T E S OVER 3 YEARS
30%
20%
10%

YEAR 1

10%

0%

YEAR 2

YEAR 3

-17%

-3%

-10%
-20%

R E D U C E D B O U N C E R AT E :
Bounce rate is the percentage of visitors who
navigate away from the site (clicking the back
button or closing the window) after viewing
only one page. A high bounce rate means less
business, as customers rarely purchase without
first visiting 2 to 3 webpages. Due to a better
understanding of user intent, the client’s
bounce rate has significantly decreased.
Customers are landing on pages that are
relevant to their intent, so they can find the
products they need faster.
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CASE STUDY SUMMARY

OVER THE PAST FEW MONTHS,
Our client has managed to double the size of their team.
Their enormous growth required them to add team
members and invest in new equipment. Because they
doubled the size of their team, they have also increased
the size of their warehouse space. This gave them
enough space to continue their growth. We also helped
our client identify promising opportunities for growth.
With this information, they have decided to expand their
product offering by presenting new product lines to their
customers. These decisions were backed by the insights
our data analysis provided. The company has continued
to work with Oyster, and is poised to double in size again
within the next year.
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