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Result: 

$2,000,000 USD in sales
in 2023 with a profitable
13% margin on tacos
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Mission Overview

Managing and optimizing the Amazon USA Seller
Central account with 1600 SKUs, our tasks focused on

enhancing inventory management, optimizing and
upholding a strict 13% profit margin on tacos, as well as
launching and expanding the product line for sustained

success.



Significant Challenges
Faced by the Client on
Amazon: Managing 1,600
SKUs and optimizing
sales through improved
ranking. The client's
account encountered
challenges in securing a
top ranking due to stock
shortages of crucial
items, compounded by
limitations on PPC
advertising, which
impeded sales.

Brand Overview and Challenges
Calzitaly is an Italian brand that has been selling premium quality hosiery since 1960. They have expanded in Europe and the USA and

want to improve their e-commerce channel to increase brand awareness and reach more customers. They choose to work with
working with Grow-Business to achieve this.



Problem Identification:

A) We identified the
inventory mismanagement
issue in the first week of
management. This was a
major obstacle to the growth
of the accounts, caused by
the poor management of the
previous team.

B) Advertising spending was
relatively low in comparison
to the number of SKUs. We
concluded that insufficient
advertising expenditure was
preventing the listings from
achieving a Page #1 ranking.

Identifying Problems 
When we assessed the inventory management, we found that the supplier had utilized the FBA inventory capacity with out-of-season SKU

stocks, resulting in difficulties in replenishing top-selling items. 

We developed for the client an inventory planning solution, along with a sales forecast shown below:



Fixing Storage Limitation:
We addressed the storage limitation issue with
two solutions. Firstly, we offered discounts on
our out-of-season SKUs and excess inventory.

Secondly, we submitted a request to Amazon for
an increase in our storage capacity, which was

successfully granted.
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We sent 56,000 units in July as per our forecast. We managed the entire process for the client, including coordinating shipments with
Amazon, instructing the client's team on how to prepare the shipments, and organizing for Amazon to pick up shipment. 

Shipment Management  

Inventory Management
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We conducted a comprehensive competitor analysis for each product, reviewing design, price positioning, and
potential areas for improvement. All identified changes were implemented in the listings, storefront, A+ content,

and more. Below is a screenshot of our research focusing on the keyword 'maternity tights'.

Market and Competitor Research 



We conducted a comprehensive competitor analysis for each product, reviewing design, price positioning, and
potential areas for improvement. All identified changes were implemented in the listings, storefront, A+

content, and more. Below is a screenshot of our research focusing on the keyword 'Sheer Socks'.

Market and Competitor Research



PPC  Advertising Results
After resolving the stock issues, we shifted our focus to the PPC campaigns, structuring and managing all

of them. The screenshot below displays results solely from these PPC campaigns and does not include
organic sales.



Ranking and Revenue
As a result of our advertising efforts, we achieved ranking for multiple keywords across numerous

products, positioning ourselves on Amazon's Page 1. This led to a successful closure of 2023 with sales
just over 2 million USD.



Get In Touch
Grow-Business.co.uk


