
Q4 Blitz: €2.5M Revenue
and €740k Profit in 3

Months – No Ads Outside
Winter and All Done with

Just 3 People

Q4 SCALING

C A S E   S T U D Y
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M E T A  D A T A

K L A R  D A T A  ( P & L )

S H O P I F Y  R E V E N U E



Industry: Fashion
Time: Q4-2023

Ad Spend: €888k
Revenue: €2.5m
Profit (EBITDA): €740k

Avg. ROAS: 2.82x
AOV/CPA-Ratio: 2.59x

Demographic: 18-65+ W

Region: DACH
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In this audit, I’ll show you how
we successfully navigated the
Q4 gifting season by focusing on
impulse buying and emotional
appeal. By offering pre-
packaged products as the
perfect gifts, we made the
shopping experience convenient
and compelling. This strategy
helped us achieve strong ROAS,
controlled costs, and significant
growth during the most crucial
months of the year.

P R E D I F I N E D   G O A L S



(TRAFFIC * CR * AOV * RPR) - VC
= PROFIT

S C A L E  F O R M U L A
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The formula (Traffic * CR * AOV * RPR) − VC = Profit
represents a holistic approach to scaling a business by
optimizing key metrics such as Traffic, Conversion Rates
(Ads & Shop-CR), Average Order Value (AOV), and
Repurchase Rate (RPR), while minimizing variable costs
(VC). By focusing on these drivers and continuously
improving each component, the formula maximizes
profitability and ensures sustainable growth at scale.



Implementing the Scale
Formula: This process
usually takes 3–6
months to implement.

Growth Strategy

Traffic
During the Q4 gifting season, our traffic strategy focused on leveraging direct
response ads on Meta and Google to meet the demand for convenient, special
gifts. By optimizing media buying around our top pre-packaged products, we drove
significant traffic. Automated budget scaling and ad adjustments allowed us to
target the right offers at the right times, particularly during BFCM, ensuring we
consistently reached and converted customers looking for the perfect gifts.
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Conversion Rate
To maximize conversions during the impulse-driven season, we positioned our
high-PMF products as perfect, ready-to-gift solutions, backed by strong
testimonials and guarantees. By focusing on the emotional appeal of convenience
and thoughtfulness, our product pages highlighted the transformation these gifts
provided for both the giver and recipient. This approach deeply resonated with
customers during BFCM and the gifting season, leading to significant increases in
conversion rates.

Average Order Value
To increase AOV during Q4, we focused on bundling high-margin products into
attractive gift sets while offering a variety of gifts tailored for different recipients.
This made our shop a convenient one-stop solution for buying multiple presents. By
providing tiered discounts that encouraged larger purchases and enhancing
perceived value with unique gift options.

Repurchase Rate & Variable Costs
Given the short timeframe, increasing repurchase rates was challenging. We
introduced special second-order offers and bundles to encourage repeat
purchases. With only two founders and myself as the sole consultant, we had no
overhead, focusing on controlling costs like discounts, COGS, and logistics. Despite
higher marketing costs from aggressive advertising and high CPMs during Q4—with
no prior ads or email list—our lean operation achieved a 35% EBITDA.

Our proven formula
doesn't just drive
traffic; it transforms
businesses by
optimizing every stage
of the customer
journey while cutting
costs
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APPLY FOR A
FREE AUDIT

TODAY!



From time to time, nicholasbehnke.com may report on the success of one of its existing or
prior clients/customers. The information about this success is accurately portrayed by

nicholasbehnke.com. You acknowledge that the prior success of others does not guarantee
your success.

As with any business, your results may vary and will be based on your individual capacity,
business experience, expertise, and level of desire. There are no guarantees concerning the

level of success you may experience. There is no guarantee that you will make any income at
all and you accept the risk that the earnings and income statements differ by individual.

Each individual’s success depends on his or her background, dedication, desire and
motivation.

The use of our information, products and services should be based on your own due diligence
and you agree that the Company is not liable for any success or failure of your business that

is directly or indirectly related to the purchase and use of our information, products, and
services reviewed or advertised on this Website.


