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ABOUT CLIENT

Happy Phone is a Swedish brand founded in 2022, specializing in certified
refurbished smartphones, including iPhone and Samsung devices. The brand
enables customers to buy and sell phones online, offering carefully tested devices
with warranty, competitive pricing, and fast delivery. With a strong focus on
sustainability and circular consumption, Happy Phone extends the lifecycle of
mobile devices while providing reliable and cost-effective alternatives to new
technology.





STRENGTHS WEAKNESSES OPPORTUNITIES THREATS

Strong focus on refurbished
smartphones (iPhone &
Samsung)
Competitive pricing vs new
devices 
Full online model: buy & sell
phones easily online
Certified devices with 12-
month warranty
Sustainability-driven brand
(circular economy
positioning)
Backed by Fix My Phone
expertise & supply network

No physical store presence
(online-only trust barrier)
Lower brand awareness
compared to established
competitors
Refurbished market = price-
sensitive customers
Limited differentiation in
crowded resale market

Scale high-demand models 
Expand Google Shopping &
Performance Max for
revenue growth
Leverage sustainability
messaging in ads
Retargeting & full-funnel
optimization (ATC →
Purchase)
Increase repeat purchases
& trade-in cycle
Capture competitor traffic
with price-focused
messaging

Highly competitive and
price-driven market
Strong local & international
competitors
Rising CPCs and acquisition
costs
Economic conditions
affecting consumer
spending
Seasonality impacting
demand (e.g. post-peak
drops)
Price comparison behavior
of users

SWOT ANALYSIS



KEY STRATEGIES
IMPLEMENTED

Sales funnel approach: Guide all traffic through a structured customer journey to improve conversion
rates, reduce CPMs, and maximize the value of collected data through strategic retargeting and
dynamic ad campaigns.

Product focus strategy: Prioritize the top-performing products with the strongest buying intent and
highest ROAS to maximize efficiency, improve CPA, and scale what’s already converting best.

Focus Ad communication on unique selling points, highlighting product quality and competitive
advantage features to build brand positioning



ADS 



CAMPAIGN KPI’S  
1 month of cooperation 



BUSINESS GROWTH
ROAS OF 5.28 IN 1 MONTH

✦ Within the first month, we successfully launched and scaled from zero to 10,521 unique clicks, achieving
a strong 3.39% CTR and 8.10% unique CTR, indicating highly relevant targeting and engaging creatives from
day one.

✦ The funnel developed quickly, generating 1,310 add-to-carts and 735 checkouts initiated, resulting in 72
purchases in the first month of activity.

✦ We reached a ROAS of 5.28 while maintaining a cost per purchase of SEK 915.57, establishing immediate
profitability from launch.

✦ Overall, we moved from a cold start to a revenue-generating, scalable structure within 30 days, validating
both the strategy and execution early on.



REACH OUT TO US 
FOR ANY QUESTIONS.

EMAIL 
info@adomatiq.io

WEBSITE
https://www.adomatiq.io/
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