
case study >  good stuff botanicals

> key data

impressions: 

598,369

clicks:  

1,137

click through 

rate:  

0.19%

conversions: 
(purchases) 

118

> detai ls

channel: display + 

facebook

flight run: 
4-months

geos: Missoula, 

Bozeman, Seattle, 

San Francisco

kpis: Reach, Click-

Through-Rate, 

Conversions

strategy: 

ful l-funnel

(awareness + 
cultivation + intent)

+

www.subsetmedia.com | letstalk@subsetmedia.com

> the goals
Identify and reach targeted audiences with consistency and 
relevance to increase awareness of Good Stuff Botanicals 
and drive traff ic to the website to encourage individuals to 
learn more information regarding the brand and its products 
and to — ult imately — drive onl ine purchases.

> the chal lenge
Good Stuff Botanicals needed to increase onl ine sales and 
while boosting its brand’s digital presence in key markets. 

> the solut ion
Subset and Good Stuff Botanicals implemented a ful l-funnel 
approach. This mult i-t iered strategy uti l ized Display and 
Social channels to enhance brand awareness, cult ivate 
engagement and drive onl ine sales. 


