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Consumers turned to ecommerce and Amazon in particular during 

this COVID-19 crisis.  
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We saw a marked increase for art material search terms on Amazon 

during the build up and continuation of the crisis

Acrylic Paint was 

the 130th most 

searched term on 

Amazon.com
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Consumer behavior and our full support of Amazon as a retailer and 

a channel has led them to become the #1 Global Customer in 2020

£11.82M
YTD Sales In

+108% vs 2019

• Surpassed 2019 Total Sales

• #2 Customer in NA

• #2 Customer in UK

• #1 Customer in Iberia

• 14% of total global turnover
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Our core brands have seen tremendous growth this year

YoY

• W&N +131%

• LQ +64%

• LB +79%

Snazaroo is 
experiencing a decline

• SNZ -42%
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Amazon Dashboard –YTD Thru August 2020
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While still higher than last year, sales out has been 
declining over the last three months

Sales out has been like a rollercoaster, up one month, 
down the next, but trending up over the last 3-months.  

While still higher than last year, sales out has been 
declining over the last three months.

After experiencing a slight decline from May to June, 
we have are trending upwards over the last 2-months.

Sales Out volume approaching last year’s volume. Has been consistent in the last 4-month and higher 
than last year.
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Amazon Dashboard –YTD Thru August 2020

Watercolour is the top selling range and is +135% YTD. Oil is 
second and is up +119%.  Acrylic is third but has highest 
growth +217% vs last year.

Basics still the leading range in revenue and growth +220%. 
Sold more $’s in individual tubes YTD than we have in sets.

Globally, the brand is -42% YTD.  The last three months have 
been declining.  YTD, UK market is flat, and NA is -65%

Large growth in March due to Covid-19 but a sharp decline in 
April due to French warehouses closures but seeing growth 
return since May. Overall, +94% YTD
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Case Study:  Snazaroo Sales in North America utilizing Profitero

• Snazaroo Sales in NA down believed to be due to COVID-19
• Less physical parties
• Consumers weary of touching their face

NA Sales

65%

Category

29%

• Overall sales of Face Paint on Amazon is down 29%
• Snazaroo has lost market share and was higher the category decline
• Product Views to Snazaroo is up but Conversion Rate is significantly down

8%

Traffic

3.3%
Conversion

9% 2019 vs. 5.7% 2020

• The North American team devised a comprehensive plan for Halloween
• Lower priority on driving new traffic to the category or Snazaroo
• Higher priority on increasing conversion (Content, Coupons/Promos)

• UK Market working with an Amazon Agency to help drive traffic and sales.

Data Driven Decision Making
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Our current key challenges center around stock availability and how 

we then focus our resources and A&P budget effectively towards 

what we have

Key Challenges Summary

Low or no inventory of top sellers Increase in demand as consumers gravitate towards Amazon

Decrease in item visibility Leads to loss sales and long-term search rankings (digital shelf space)

Increase item visibility When item is back stock we will need to compete for the shelf space (AMS Ads)

Increase awareness of in stock items
Turn our focus and attention to those items that we do have in stock that are similar to the 
best sellers that are out of stock.  Will have to compete for shelf space by increasing 
traffic/views to these products via AMS Search advertising
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Our key plans to maximise Amazon are centered around data driven 

decisions and developing a deeper understand and alignment 

across Europe

Opportunities Summary

Data Driven Decisions
Using Amazon Analytics and Profitero to help us better understand consumer behavior and 
to make data driven decisions to proactively drive conversion

Catalog/Content optimizations
Focus on in stock items to optimize content for user experience and organic search 
rankings.  Focusing on the right products for the Amazon consumer and optimizing content 
to help further drive conversion.  Creating ‘Mobile Hero Images’

Amazon Europe
Developing a deeper understanding of our sales across the European markets. Starting to 
align our thinking across all EU markets and have recently hired Pan-EU Amazon Manager

Reach new consumers Consumer behavior during these times has led many to try our products for the first time
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Amazon continues their online dominance, and we will be there to 

help inspire every artist in the world with our historic brands

• Data Driven Decision Making

• Deeper understanding of consumer 

behavior

• Focus on optimizing Europe – strategic 

hiring of Pan-EU Manager role

• Strategically Investing our A&P 

• Building a stronger partnership with 

Amazon in the US – weekly calls with a 

human!
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