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Located at Amsterdam’s and Rotterdam’s most beautiful locations, Esygn is an online advertising agency for modern-day 
companies. 

We’re always looking for new developments to help your brand grow even more.

With a concentration span of between one and three seconds, it is incredibly hard to catch the attention of the current social 
media users and stop their thumb from scrolling. 

They’re diverse, ambitious, and always online - they can spot advertisements or “low quality brands” in the glimpse of an eye. 

That’s why you have to be unique & eye-catching. This is exactly what we focus on. 

Our strategic funnels and well-thought-out plans are ready to be shared and implemented for you.

About ESYGN



“Shopify based screenshots clients”
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Result #1
7-day period - 4 different 

winning ad sets running in 

NL-BE-FR-DE.



For this and most of our clients their branding & aesthetics is one of the USP’s (unique selling points) of 
their business, and thus, that’s something they don’t want to compromise on in the advertisements, even if 

it will give them more sales & profit. 

This makes advertising way harder on social media because we can’t utilize the typical sales funnel and 
content (UGC) that converts the best. We fixed this by targeting to smaller more specific audiences that 
are very intrigued by the aesthetics & the brand it self. This makes it harder to scale to a very high ad 

spend per month but it does enable you to have a consistent and healthy ROAS.

 We used unique professionally produced content that was specifically made for the advertisements in 
order to immediately grabs the eye of every viewer.

One of the other problems we faced was the very low AOV (average order value). It is very essential to 
have good profit margins and a good AOV to make social ads even worth it in the first place. 

We advertised with one main product that had a great profit margin but a low AOV. We solved this by up-
selling the people on the website - this worked so well because you need another product to actually get 

the most out of your purchase. The last thing that was very popular and helped the advertisements to 
produce so many sales was that we went big on offering packages instead of single products.

All this together made sure that we kept the brand identity on the highest level, got the most value out of 
every customer, and generate a consistent 6.7-7.8 ROAS on a weekly basis.

Mendo







The first 3 pieces of content are shown in a carousel that mainly 
highlights the aesthetics and design of the bookstand that we were 
advertising on. The next three pieces of content were all individual 

advertisements that gained great traction and resulted in a very high 
quality audience that visited the website and eventually became 

customers.
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Result #2

30-day period - fully worked 

out strategy that’s averaging 

a healthy 5.5 ROAS.



This client has more flexibility in terms of content usage and strategy. We have created a fully 
optimized funnel that starts from seeing to ads all the way to the checkout page on the 

website. 

The AOV (average order value) is €100,00 which means that we have enough room for 
testing and thus can scale more quickly without losing our profit margins. 

One thing that we struggled with at the beginning was the conversion rate of all the people 
that landed on our webshop. The traffic was in high volumes and the quality was good but they 

just kept leaving the funnel before reaching the checkout page. 

We did a full analyses of which website optimizations we should do in order to actually make 
the customers convert. After we launched all the optimizations our average ROAS went from 

1.5-2.5 all the way to a consistent 5.5-6 ROAS. 

Sometimes it’s the case that all the KPI’s (key point indicators) from the advertisements are 
great but that there are just no sales. That’s when you should always critically look at the 

entire sales process and make adjustments where necessary. Most of the time when 
advertisements are not performing there are multiple reasons to fix that.

Stoned







For Stoned we only really use 3 picture carousels that are shown 
in IG stories only. We tested all sorts of content & placements but 
we found that our best results are always achieved when doing 

these carousels with text in the content itself.
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Result #3

1-day period - We’ve scaled 

this from €100 a\day to 

€1.000 a/day in 4 months.



With this client it’s the same case as with our first CaseStudy in terms of branding, content, and 
strategy. At the beginning we had a hard time finding the right audiences that would click on our 

advertisements and are intrigued by the aesthetics of this brand. 

First we advertised with all the products but we noticed that people still had a hard time buying the 
more expensive products. They did buy the less expensive products but the margins on them are 

just way less.

We came up with the solution to create two separate campaigns for our cold-audience (new and 
unknowing customers) and for our warm-audience (already have knowledge of the brand or 

already bought before). 

We wanted to get the cold-audience into our system by offering them starter packs, gift sets & 
frequently bought together products. We chose to utilize these “packages” to have a higher AOV 
and profit margin in our cold-targeting campaign. This actually worked better than expected and 

we’re generating a constant average ROAS of 6.3-7.8.

After we convert a cold-customer into a warm-customer he/she will get to see the advertisements 
that include our more expensive products which connects to the package that they bought or 

showed interest in.

The results that you see right now is for the cold-campaign and thus the lower range products.

Walden



“screenshots from video content”





For Walden we mainly use video content. It gains a lot of curiosity and 
only attracts people that actually want to buy our products. Most of the 

advertisement content is focussed on the more expensive products but it 
simultaneously also gains a lot of attention for our less expensive 

products and packages.



Hartelijk bedankt! - Thank you so much! - Grazie mille! - Merci beaucoup! - Dziękuję bardzo! Danke schön! - Muchas gracias! - 
Muito obrigado! - Mange tak! - Tack så mycket!

Email us: info@esygn.nl

Call us: +316 247 137 02

Website: www.esygn.nl

Book a call: Strategy meeting

Westplein 14, 3016BM, Rotterdam

Nieuwezijds Voorburgwal 104/108, 1012SG, Amsterdam

mailto:info@esygn.nl
http://www.esygn.nl
https://calendly.com/jordi-esygn-bookings/45min

