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INTRODUCTIONS 



ABOUT BLUE WHEEL 



Omni-Channel Advertising 
Influencer Marketing
Lifecycle
SEO
Creative
Organic Social Media

Catalog Management
Fulfillment & Inventory Planning
Customer Service
Marketplace Expansion
Brand Protection

From Click...

To ShipBlue Wheel is an omni-channel
agency supporting brands through
marketplace management and
performance advertising. Blue
Wheel's experts help you scale your
sales across DTC, Amazon, Wal-Mart,
Ebay and Retail.

OUR
CAPABILITIES



LOOK AT
THESE LOGOS!
Our company is working with some of
the greatest brands and holding
companies in the game.

With over $1 Billion in revenue
managed for our clients, Blue Wheel's
team of strategists can help your
brand FROM CLICK TO SHIP.



OUR APPAREL
BRANDS
Our company has worked with some of
the greatest apparel & outdoor brands in
the game.

Our skilled design, advertising and
social teams all have extensive
experience in apparel across all of our
marketing solutions. 

We have worked with a variety of clients
to help them achieve their performance
KPIs, while maintaining their brand
standards. 



AMAZON
CATEGORY DATA 



CATEGORY DATA:
12MO

CATEGORY Revenue Revenue Δ Views CVR AOV

MENS GLOVES $16.7M +36.8% 8M 7.2% $25.18

WOMENS
JACKETS

$82.4M -4.43% 19.9M 5.8% $74.90

MENS PANTS $23.9M +5.4% 9.8M 5.7% $42.32

**Sports & Outdoors > Outdoor Recreation > Winter Sports > Skiing > Clothing > Men > Pants
**Sports & Outdoors > Outdoor Recreation > Winter Sports > Skiing > Clothing > Men > Gloves
**Sports & Outdoors > Outdoor Recreation > Winter Sports > Skiing > Clothing > Womens > Jackets

 
 

Date Range: July 22'-23'



AMAZON > WOMENS JACKET BRANDS  



AMAZON GROWTH
APPROACH
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PRODUCT LAUNCH STRATEGY 



CONTENT
OPTIMIZATION 
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CONTENT PRIORITIES



Poor Title & Bullet Point Optimization

Too Much White Space

Does Not Reflects Brand
Aesthetics

Keyword Implementation

No Lifestyle Imagery

Missing Supporting Video

AMAZON CONTENT

No Text Overlay

 Above & Below the Fold



AMAZON CONTENT

 FAQ Page

Lifestyle Imagery

Guided Selling "ATC" Buttons

Mobile Friendly & Shoppable

Text Overlay

Limited White Space

Reflects Brand Aesthetics

Brand Store



Content Priorities - Variations

.



.

Limited SEO

CONTENT PRIORITIES
SEO & COPY



INCONSISTENT BRAND NAMES

CONTENT PRIORITIES 
Brand Name

https://www.amazon.com/Rossignol-Hero-Athlete-Mens-150cm/dp/B0BF627FBY/ref=sr_1_3_sspa?keywords=Rossignol&qid=1689272177&sr=8-3-spons&sp_csd=d2lkZ2V0TmFtZT1zcF9hdGY&psc=1
https://www.amazon.com/Rossignol-Hero-Athlete-Mens-150cm/dp/B0BF627FBY/ref=sr_1_14_sspa?crid=3LFYWTZ0140ZT&keywords=rossignol+hero+athlete+Sl+Mens+skis+150+cm&qid=1689630137&sprefix=rossignol+hero+athlete+sl+mens+skis+150+cm%2Caps%2C195&sr=8-14-spons&sp_csd=d2lkZ2V0TmFtZT1zcF9tdGY&psc=1


A+ PAGES PREMIUM /
BELOW THE FOLD EXAMPLE

Ariat A+ Premium

Hot Shots - A+ Premium

Ariat Below the Fold



BLUE WHEEL EXAMPLE CONTENT



Below the fold A+ content. This exists but content is
positioned from the category level as opposed to at
the product level.

Need product-specific guided selling videos utilized
on relevant top selling ASIN listing galleries and
video driven ad units.

Product-specific below the fold content outlining
differentiated product benefits or attributes. As of
now, a blanket approach is taken.

Opportunities Immediate Recommendations

Brand Video: Exists on Amazon Store but could be
included on every single ASIN and be updated to
better reflect the brand pillars and array of
products.

Analyze and build sales/advertising strategy to ensure
copy on page lines up to enhance AMZ SEO value as
well as connects to future non-brand strategy.

Explore existing creative cadence for AMZ specific
marketing efforts.

Scrub through existing DTC product photography to
ensure that AMZ PDPs are updated with most recent
product imagery. Leverage this content to push AMZ
posts.

Refresh above and below the fold content to match
2023 brand direction and customize at every corner

Discuss creative budgets to align on how to most
efficiently generate a new brand video and video
content for top performing ASIN's

CONTENT OPPORTUNITIES SUMMARY



GROWTH
APPROACH



A d  C o n s o l e :
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AMAZON 
A DVERTISING
FUNNEL



We weren’t satisfied with existing ad tech, so we
developed our own. Companion is built on our Search
Term Isolation bidding philosophy, giving our team
full control over advertising in real time.

Companion is a complement, not replacement for
Blue Wheel brainpower. Our team of Amazon
Advertising experts provide the human touch that is
necessary to drive your business forward.

Powered by AI, Managed by Us

ADVANCED
AMAZON
ADVERTISING
TECHNOLOGY

E X A C T

N E G A T I V E  E X A C T

B R O A D

N E G A T I V E  P H R A S E

A U T O

E X A C T

N E G A T I V E  E X A C T

R E S E A R C H P E R F O RM A N C E



Sponsored Brand

Sponsored Product

Sponsored Display

Sponsored Video 

ADVERTISING SEARCH RESULTS



BRAND
PROTECTION



SELLERSIGHT
ROSSIGNOL
ROSSIGNOL SELLERS BY MARKETPLACE

AMAZON  CA

TOTAL OFFERINGS

19 

8,816

AMAZON  DE
28

AMAZON  ES
3

AMAZON  FR
40

AMAZON  IT
25

AMAZON  UK
8 

AMAZON  US
44



Comprehensive Brand Assessment
Examine Opportunities & Threats
Strategy Development
Review Policies

Business Case, Strategy & Alignment

Craft Necessary Brand Policies
Implement Brand Market Strategy
Formalize Brand / Product Differences
Train Brand Team to Prep for Utilization

Channel Management & Legal Foundation

Enforce Policies & Programs Created
MAP Monitoring & violation Enforcement
Unauthorized Seller Tracking
Legal Escalation

Monitor & Enforce: Remove Unathorized Sellers

BRAND PROTECTION  
Service Stages



REPORTING



Executive Overview
.



P&L



TEAM 
& TIMELINE



Introductions to all necessary teams & review
BP, Content Optimizations, Advertising
Includes Command Center Forecast

Initial execution of new strategy

Receive all product assets & account access
Start round 1 of SEO and copy rewrite
Present and launch first round of product copy
Finalize merge & variation strategy
Finalize dates & milestones for rounds 

STRATEGY 

LINE REVIEW & PRODUCT ASSETS ACROSS

UX (CONTENT OPTIMIZATIONS):

SELLERSIGHT (SELLER REMOVAL TOOL) LAUNCHED

TIMELINE - 30 DAYS
Start advertising campaign analysis
Start New build advertising campaigns 
Confirm budget
Build Semantic Map + Launch

Start reporting dashboard set up 
Start Rossignol reporting requirements 

V1 LAUNCH ADVERTISING

LAUNCH TECH/REPORTING SOFTWARE



Start bi-weekly call cadence 

Receive Round 1 feedback
Present edits/final version
Push round 1 optimizations
Product Descriptions: Bullets, Titles,
Merges, Back End Attributions 
Start Round 2 product copy

Amazon FBM live 
Amazon FBA inbound 

STRATEGY 

UX (CONTENT OPTIMIZATIONS):

AMAZON / INVENTORY

TIMELINE - 60 DAYS
Finish new build ads 
Track and optimize new campaigns
Continue testing new ad copy in ad groups
Build additional campaigns based on search
terms, and products
Brand Protecation

Present scorecard & review
Finalize forecast and budget 
Finalize milestones and sub-KPIs
Track Command Center + Forecasts 2-3x
per week 

ADVERTISING

REPORTING:



Re-pull audit and track progress

Receive Round 2 feedback
Present edits/final version
Push round 2 optimizations
Start Round 3 product copy

Start ongoing replenishment 
Troubleshoot and solve issues 
Go-live Amazon.ca 

STRATEGY 

UX (CONTENT OPTIMIZATIONS):

AMAZON / INVENTORY

TIMELINE - 90 DAYS
Track, migrate or negate search terms
depending on performance
Test additional ad units 

Present QBR - 90 day learnings and Q2
expectations 

ADVERTISING

REPORTING:



SCOPE OF WORK & KPIS 

Scope

Search Advertising, Sponsored Display, Brand
Video

PDP Above the Fold
PDP Below The Fold
Brand Store

Seller removal 
Price monitoring across all eComm channel  

Replenishment 
Pick & Pack 
Labeling 

ADVERTISING

CONTENT

BRAND PROTECTION

INVENTORY MANAGEMENT & FULFILLMENT 

KPIs

Determine content schedule by month by parent style 
Recommend asset creations for styles by month 
Launch A+ Pages and update Stores
Present optimized content 
Launch optimized content

PROJECT MILESTONES 

NUMBER OF SELLERS REMOVED & BUY BOX 

SALES FORECAST 

AD BUDGET 



TEAM
WORKSTREAM
The 360 Account Manager is responsible
for owning brand strategy at the highest
level and works with a team of subject
matter experts to drive holistic brand
growth. Clients will use the 360 as their
day-to-day point of contact. 

360s are trained to manage client
relationships across Blue Wheel's entire
service line offering. Their role is to blur
the lines between project management,
business planning and account execution.

Strategy
Team Lead 

MKTP Ads
Strategist 

UX
Specialist 

BP
Specialist

Inventory
Specialist 

R O S S I G N O L

A C C O U N T  M A N A G E R

4
B R A N D

P R O T E C T I O N

M A N A G E R
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1

A M Z  A D  L E A D
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I N V E N O T R Y

M A N A G E R

 



CASE STUDIES 



IGLOOS

CATALOG MANAGEMENT + MARKETPLACE MANAGEMENT + INVENTORY & FULLFILLMENT + EXPANSION & SYNDICATION

Jacob Ash was looking to improve their inventory and shipping efforts, struggling
with lack of brand awareness within their target demographic, and address limited
traffic, reviews, and organic ranking.

Blue Wheel strategized inventory and fulfillment improvements, content
optimizations, and advertising campaigns in order to address their account as a
whole.

The team at Blue Wheel worked with Jacob Ash to address their inventory issues,
with a specific focus on the seasonality of their products. By integrating our
inventory strategies with our Amazon Advertising tactics, we were able to move
products to make room for upcoming seasonal product needs, all while
maintaining their goal TACoS. Lastly, our team had custom videos created for top-
selling products to use on Product Display Pages and in Sponsored Brand ads.

Increased year over year Increased year over year

+19% Conversion Rate
Increased in 12 months 

+49% in Total US Sales +17% in Total CA Sales



JOHNSTON & MURPHY 

Over 12 months Top Selling Products due to Catalog
Optimizations 

20,000+ New Customers
Customers purchased on Amazon who hadn't

purchased before over 12 months 

+211% in Conversion

Johnston & Murphy sold directly to Amazon and via 3P sellers and wanted to find
a partner to consolidate all Amazon efforts From Click to Ship without limiting
their other authorized partners. 

Inventory & Fulfillment + Brand Protection + Advertising + Marketplace Management 

Blue Wheel launched a consignment model with Johnston & Murphy launching
over 3,000 SKUs. We revamped the Amazon Store, launched advertising
campaigns, ensured proper in-stock rates, and removed unauthorized sellers. We
also work with Johnston & Murphy to merchandise styles specifically for Amazon
on a seasonal basis. This allows us to target new Amazon customers and upsell
existing. 

+2.4X in Sales



33 THREADS

69% Total Sales 
Growth seen in first six months
working together in total sales

 

Increased after six months of
partnering 

25X Sales Growth
Sales increase over 3 year period 

 

45%  Advertising Sales

The brand was being negatively impacted by the saturation of low-price
alternatives on Amazon, poor search results, and content that had not been
properly optimized, monitored, or protected.

We took a holistic approach when it came to optimizing 33 Threads’ Amazon
account. By implementing Fulfillment by Amazon and seller-fulfilled shipping
options, we were able to successfully improve their inventory
management.Based on our full inventory and product listing audit, we
established a new tactical merchandising process. Additionally, we reviewed
and updated over 1,200 SKUs and optimized over 250 product listings.

Inventory & Fulfillment + Brand Protection + Advertising + Marketplace Management 



FINANCIAL MODELING 



% Consignment Wholesale 

Retail Revenue* $3M $3M

    3P Amazon Selling Fees 17% -$510k

    3P Fulfillment Fees 15% -$450k

   Blue Wheel Orders** 45% $1.35M

Advertising  - Year 1 20% -$600k -$600k 

 Blue Wheel Consignment Fee* -$330k 

GM $1.1M (37%) $750k (25%)

3P Preferred Reseller vs. Consignment Model 

YEAR 1 FINANCIAL MODEL ASSUMPTIONS 

*Sales assumption = 15% of current U.S. business plus $1M in hard lines. 
**Amazon Vendor Central does not disclose purchase prices. These are negotiated directly with each vendor.  

$10k/mo. + 7% of sales  
Consignment fees:



% Consignment Wholesale 

Retail Revenue $6M $6M

    3P Amazon Selling Fees 17% -$1M

    3P Fulfillment Fees 15% -$900k

   Blue Wheel Orders** 45% $2.7M

Advertising  - Year 2 17% -$1M -$1M

 Blue Wheel Consignment Fee -$540k

GM $2.6M (42%) $1.8M (28%)

3P Preferred Reseller vs. Consignment Model 

YEAR 2 FINANCIAL MODEL ASSUMPTIONS 

**Amazon Vendor Central does not disclose purchase prices. These are negotiated directly with each vendor.  

$10k/mo. + 7% of sales  
Consignment fees:



CONSIGNMENT
BENEFITS 

Higher margin compared to wholesale relationship 

No limit to the number of sellers for hard lines 

Ability to takeover 3P seller account in the future 



Thank you


