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Establishing Thoughts 
In order to make a good strategy, it is important to first understand consumer behaviour 
towards your products, in the online realm, within the geography you wish to operate in. 
Further, once a trend is established we will understand which marketing channels to 
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activate based on the industry standards as defined by your competition. Let’s do a 
product by product analysis for USA: 

Trend Analysis 
Tinctures 

 
 
The need for tinctures is trending up at the moment and the top 10 geographies 
showing highest interest can be seen above. It would be prudent to begin marketing 
operations in those 10 states before anywhere else. Let’s see what people look for 
exactly: 
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Top cannabis related tincture searches have been highlighted. You’ve to make sure to 
have content on your website addressing these very searches and you’ve to make sure 
to have the content updated every week at least 3 times. There is huge competition in 
the industry coming from large players and advertising via Google Ad-Words is not an 
option because it is blocked so you have to make sure to ramp up your organic ranking 
game. For that purpose you need to have a very frequently updated blog addressing 
exactly the queries shown above. Now we’ll look at your other products’ trends and I 
won’t explain in detail because now you know how to look at these graphs and what to 
infer from them. 
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Gummies
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When searching for gummies people don’t usually mean cannabis gummies as that is 
on the 6th and 8th position so these won’t sell as easily as the tincture would. In this case 
you’ll have to advertise these on cannabis specific ad networks like 
http://www.mantisadnetwork.com/, https://kushclicks.com/ & https://www.litads.net/. 
You’ll also have to use influencer advertising via Instagram, influencers can be found via 
www.influence.co 
   

 

http://www.mantisadnetwork.com/
https://kushclicks.com/
https://www.litads.net/
http://www.influence.co/
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Vape Oil 
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Vape oil pens are in a higher demand than the oil itself and most people refer to it as 
cbd oil instead of vape oil so you’ll have to modify the copy on your website accordingly. 
The need for this product is high so you’ll be able to sell this via influencer marketing 
and organic marketing efforts meaning blogging weekly.  
 

Hemp Powder 
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Hemp Powder seems to be most in demand in New York and people mostly just look for 
hemp powder protein as the rest are very weak trends. Now let’s have a look at how 
your competition is catering to the industry demands. We’ll figure out which marketing 
channels to activate by having a look at their performance.   
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Competitive Analysis 
Traffic, Engagement & Benchmarks 
(Zoom in for detail) 

 

In order for a brand to be considered business efficient in the online realm it should 
drive at least 30,000 visitors per month. Anyone driving below this number is 
considered irrelevant. For a brand to dominate sales, they should be dominating all 
columns or success metrics (bottom graph). In this case there is nobody dominating all 
metrics in the bottom graph. Overall industry bounce rate average seems to be around 
30%, meaning 70% of the audience is generally retained. Overall visit duration in the 
industry is around 1 and a half minutes meaning people have a short attention span 
before they buy. It remains to be seen how you perform as it would be a good indicator 
of how well your product is liked.  

In order for you to be successful you should reach the following metrics by the end of 
the first year: 

1. At least 30,000 visitors per month 
2. At least 2 minute avg. visit duration 
3. At least 2 pages visit per visit 
4. 30% bounce rate meaning 70% retention after the first page has been viewed 

In order to understand how most websites encourage good sales in this domain, here 
are a few important generic pointers (checklist), these things are an absolute must for 
any brand starting in this category: 
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Community 
Make a sub section or a landing page on your website which will be a community of 
“cbd enthusiasts”. This will be a club of your most loyal customers. This will contribute 
towards your most loyal and long lasting customers. People who are part of this club 
get special “privileges” towards your products. Promote this landing page via social 
channels and on your packaging. This increases your customer lifecycle. 
 
Videos – Budget dependent 
Create video advertisements to share on social media. These advertisements are to 
showcase how good your products are. Each product gets its own product video. 
 
Gift Vouchers 
Promote gift vouchers on social media and your website. Provide these gift vouchers to 
people who sign up for your special privileges club. Also provide these gift vouchers on 
special occasions like Mother’s Day etc. 
 
Give incentives for product reviews 
Have your fan base (that you create by promoting your Facebook page) give your 
products good reviews. This will help build authority. Promote coupons/gift vouchers 
via social media in return for good reviews of products on your website. 
 
Use Cookies To Your Advantage 
Cookies (AKA browser cookie) is a text string that is stored in a web browser. It’s data 
sent by a web server to a browser and then sent back unchanged by the browser every 
time it accesses the server. Prime objective of cookies is to enrich the browsing 
experience of user by personalizing it according to user's behavior. For example, it 
enables user to save username and password into the browser so that he/she doesn’t 
have to remember it. In e-commerce, following four are the most commonly used 
cookies: 
 

Website functionality cookies: These type of cookies enable a visitor to use features 
like shopping cart and wish lists. 

Website analytics cookies: Online retailer use these cookies to measure and analyse 
how customers use the website. This allows retailers to improve their shopping 
experience. 

Customer preference cookies: When browsing or shopping online, these cookies enable 
website to remember preferences of the customer (for example user name, language or 
location). This makes browsing experience of the user simpler, easier and more 
personal. 
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Targeting cookies: These cookies are used to deliver targeted content. These cookies 
also limit the number of times customer see something on the website (some 
advertisement or any other content). 

Examples of usage of Cookies: Gilt remembers gender of a user and redirects him/her 
to the specific category each time he or she opens gilt.com. 
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Invite customers to be part of a community 

When talking to many online retailers, we have noticed that word ‘membership’ in 
Internet retail is losing its meaning. When a user is invited to register on a store, the 
benefit that’s projected to a user on the registration page are mostly usability related, 
for example: 

Save credit card details for faster shopping 

Manage order history 

Gain access to your Wish List 

Track your orders easily etc 

It’s not that the above benefits are not important but these benefits cannot build 
communities. A customer won’t come back to a store just because he/she won’t have 
to enter his credit card or billing information again. Of course, this helps in retaining 
customers but it may not be as helpful in building a long-term relationship with them. 
The projected benefit of registration by an Online retailer should go beyond usability 
and give user an opportunity to be part of the business. Your real job starts after they 
have registered, see how you want to engage with them. 

Personalized Email Marketing 

Retail stores are using emails not only as a marketing channel but also an instrument to 
build relationship with their customers. They create intelligent email marketing 
campaigns to give personalized shopping experience to their customers. They collect 
email addresses and other customer information when they subscribe and combine it 
with their purchasing behavior. This enables them to send the most targeted content, 
product recommendations and deals via email. 

Incentivize customers in the form of referral programs 

Apart from affiliate marketing, online retailers use incentivization as tool to fuel their 
brand’s word of mouth. For example, run a $25 referral program to reward your 
customers to encourage them to share their experience with your products with their 
friends. Such programs can help you increase the reach of your brand from your own 
customer base. 

However, don't base the word of mouth of your brand entirely on a referral or reward 
program. If your products, content and entire business model aren't compelling, referral 
program won’t do any good to your brand. You will only end-up wasting time and money 
in implementation of a reward program which will never work because the product and 
brand aren't worth sharing yet. 
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Before we move forward it is important to understand the 7 main traffic generating 
channels in any industry, make sure to understand them thoroughly before beginning 
the next analytics section. 
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Channels 
 

1. Direct traffic: This is when people directly visit a website by putting its web 
address in the browser. This kind of traffic is indicative of how strong a brand is 
in any arena. If most people visit a website directly, it means that this is a very 
well known and established brand.  

 
2. Mail Traffic: This is a form of promotions where monthly mailing campaigns are 

established by a brand to maintain and increase brand recognition levels. It is 
imperative for a brand to stay at the top of its consumer’s minds by repeatedly 
putting out its marketing collateral in front of them to see.  

 
3. Referral Traffic: This is the traffic that is brought in via other websites or 

influencers in any arena. For example, if local news outlets or related bloggers 
feature a brand name on their site, then this brand gets traffic redirected from 
these influential websites to its own website. For this reason an influencer 
activity and media outreach are two important methods of getting referral traffic. 

 
4. Social Traffic: This is the traffic that comes from all social media channels. It is 

imperative that quarterly “branding campaigns” are implemented across all 
social media channels for any brand. This branding isn’t valid in all industries and 
this is highly specific to working well for only certain niches properly. 

 
5. Organic Traffic: This is the traffic that comes in via search engines such as 

Google, Bing and Yahoo or any other local search engines. This is why SEO is 
important and this is why a “blog” is necessary to be operated on any brand’s 
website.  

 
6. Paid Text Ads: This is the first part of a Google Ad-Words campaign. This is the 

non display segment where one bids on the most valuable keywords related to 
their brand and related to the consumers needs.  

 
7. Display Ads: The second part of Ad-Words where relevant images are involved 

and the ads are called “display ads”. 
 

Keeping these terms in mind, let’s move on to the marketing mix on the next page:   
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Marketing Mix & Demographics 
(Zoom in for detail) 

 
 
The first graph shows how traffic is driven by your competition (bar graphs) as 
compared to the e-commerce industry (the blue shaded background). Organic search, 
social media and referral traffic are the most important in your industry and your 
competitors are currently even outperforming industry average performance in 2 
channels. These channels are supplemented by e-mail marketing but that can only be 
done once you have existing customers. The focus channels for you automatically 
become SEO, social media push and referral marketing/influencer marketing with some 
paid advertising via cannabis based ad-networks as already explained in the trend 
section. 

It seems your product is demography neutral since almost all ages and both genders 
are interested in buying the product. However we will see a more specific demographic 
breakdown later in this document. 

Let’s study each channel more carefully to sort out the finer details.   
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Referral Traffic 
(Zoom in for detail) 

 
  
The idea behind referral marketing is to get relevant links to your brand. In your case, it 
would be getting referrals from health blogs, cannabis reviewers, shopping websites, 
cannabis based influencers’ online presence, travel/lifestyle magazines, news/media 
websites etc. If you look closely you’ll see that your competition set is getting a lot of 
relevant traffic from relevant categories already. You have to jump on this and get as 
many relevant referrals as fast as possible and the best 2 ways to do this is via monthly 
PR activities and monthly influencer marketing activation. 

Your immediate strategy should be to diversify your referral efforts into 2 parts. The 
first focusing on SEO link juice and the second focusing on getting relevant referrals 
from industry influencers.  

A list of all websites that your competition gets traffic from has been provided to you to 
get ideas from.  

Quarterly PR activities and influencer marketing based referrals are very strongly 
suggested for you because the more authoritative a referral is the better your brand is 
perceived to be.   
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Search Traffic 
(Zoom in for detail) 

 

Currently search engine traffic is mostly organic and Non-branded. Meaning people are 
finding out about new brands via generic searches. We have already established that 
you will need advertising support either via influencers or via cannabis ad networks. 
This all the more stresses the need for paid advertising to increase brand recall via 
repeat exposure to brand stimuli to compete with the heavy generic traffic. 

Search Competition Landscape 
 

Brand Name 

Organic 
Traffic 

(monthly 
visitors) 

Organic 
Keywords 

Paid Traffic 
(monthly 
visitors) 

Paid 
Keywords 

Amount 
Spent 

(monthly) 

CBD oils & 
edibles  4088  504  0  0  0 

Buy hemp 
CBD oil  70  280  0  0  0 

The CBD 
distillery  6618  504  0  0  0 

Healthy 
hemp oil  18845  3235  0  0  0 

Everyday 
optimal CBD  0  36  0  0  0 

 
Top organic Keywords for each brand have been provided for you to see what they each 
rank for, what their brands standing is in the minds of the organic consumer.   
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Social Media Landscape 
(Zoom in for detail) 

 
Reddit, Facebook & Youtube bring the most traffic to this competition set but Instagram 
is still missing from the mix. Your social media should be ONLY influencer marketing 
driven since advertising such products is not allowed on social media so you’ll have to 
promote them through people who already have a large following for such products. 
You can flank the competition by using Instagram influencer’s to promote your 
products, you can find these guys here: www.influence.co. Just look out for people with 
a following of 15K and above and ask them to promote your products on a monthly 
basis (keep changing the influencer). Reddit activation is important because there is a 
huge community of people asking questions about such products there, for example 
look at these threads which get The CBD Distillery its traffic: 
https://www.reddit.com/r/CBD/comments/72xi8y/rcbd_has_vetted_the_most_popular_
companies_to_the/?st=jfys9ez0&sh=da47c707, 
https://www.reddit.com/r/CBD/comments/5tvoz1/where_to_buy_cbd_companies_with
_high_morals_and/?st=jfys9dir&sh=1ee640a5,  
 

You need to participate in such discussions and drive traffic to your brand by spreading 
awareness via such targeted communities. There are 100s of such questions being 
asked or discussions happening on Reddit every day.   

 

http://www.influence.co/
https://www.reddit.com/r/CBD/comments/72xi8y/rcbd_has_vetted_the_most_popular_companies_to_the/?st=jfys9ez0&sh=da47c707
https://www.reddit.com/r/CBD/comments/72xi8y/rcbd_has_vetted_the_most_popular_companies_to_the/?st=jfys9ez0&sh=da47c707
https://www.reddit.com/r/CBD/comments/5tvoz1/where_to_buy_cbd_companies_with_high_morals_and/?st=jfys9dir&sh=1ee640a5
https://www.reddit.com/r/CBD/comments/5tvoz1/where_to_buy_cbd_companies_with_high_morals_and/?st=jfys9dir&sh=1ee640a5


21 
 

Youtube also needs to be activated using influencer advertising, an example of such 
advertising can be seen for Superior Hemp Oil: 
https://www.youtube.com/watch?v=48lTsqQXjL8 another example for CBD Distillery 
(which is one of your competitors): https://www.youtube.com/watch?v=DmBZCdjmUsY 
they activated this influencer in Feb last year. A simple YouTube search will result in 
many such influencer videos with a high number of views, these really help with 
branding as people like to see reviews of what they’re buying and if these reviews are 
being done by people they follow and trust in the industry then it really affects their 
purchase decision. 
 
 
Suggested platforms to activate: Facebook, Instagram, Youtube & Reddit 
 

1. Facebook & Instagram: post 3 times daily, build a community of at least 10,000 
people so that they become your organic reach for the future these have to be 
relevant people not randomly bought traffic so please reach out to an 
experienced social media manager. Instagram would be a copy of the same 
posts, minimum community needed of 15000 followers. 

   
2. YouTube: Activate influencer marketing.  YouTube influencers can be found via 

www.famebit.com & www.neoreach.com  
 

3. Reddit: You will need to strategically seed questions or solutions on relevant 
threads in order to get forum search traffic, example link already provided above.  

   

 

https://www.youtube.com/watch?v=48lTsqQXjL8
https://www.youtube.com/watch?v=DmBZCdjmUsY
http://www.famebit.com/
http://www.neoreach.com/
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Final Recommendations 
 
 

- Your primary aim should be brand awareness and by the same logic your first 
goal should be to achieve 30,000 visitors per month number within 6 months. 
This is to be done by activating Referral, Social, Organic & ad-network advertising 
as already discussed in the report. 

 
- Blogging: The organic part of your brand repositioning will be content lead, 

without great content you position yourself well. You need to have a very 
frequently updated cannabis based blog, have a look at The CBD Distillery’s blog: 
https://www.thecbdistillery.com/cbd-movement-blog/ it is very frequently 
updated. Another example is this particular blog post by Healthy Hemp Oil: 
https://healthyhempoil.com/what-is-hemp-protein/ this is targeting “hemp 
protein” a keywords which was highly trending.  You need to have similar content 
up on your website on a monthly basis focused only on your products and 
relevant keywords  to be considered an authoritative figure in the industry. You 
cannot always only rely on influencers as eventually you’ve to become an 
influencer yourself.  

 
- Social Media: You need to strategically activate social media as per the social 

section keeping in mind that a large and loyal community is your most important 
asset.  

 
- Influencer marketing needs to be activated, Suggested Reading on Influencer 

marketing: http://bit.ly/2vrG4wO & http://bit.ly/2vvoKWc. Platforms have already 
been suggested, influencers can be reached using those platforms. Influencer 
channels to be used: Youtube videos, Instagram Posts and Facebook brand 
mentions. Campaigns are to be developed only for branding. Discount based 
campaigns can also be developed based on your pricing model. 

 
- Here are the ideal budgets for advertising: 

 
o $1000 per month on Cannabis Ad-Networks 
o $1000 per month distributed between influencers for various activities 

(posts, videos) 
 

- SEO: It is important to maintain a high ranking when people search for products 
related to your brand, for this purpose running monthly SEO activities is 
imperative and cannot be skipped. To begin with, focus your SEO efforts only in 
top 5 geographies mentioned in trend analysis for each product  as those will be 
the most responsive to marketing/promotions. 

 

https://www.thecbdistillery.com/cbd-movement-blog/
https://healthyhempoil.com/what-is-hemp-protein/
http://bit.ly/2vrG4wO
http://bit.ly/2vvoKWc
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Activating all these things together should get you up to speed in 6 months and by the 
end of 1 year you should see yourself reaching the metrics specified in the engagement 
section. 

 

 
 
Contact 
Jon Little _720-572-9605 
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Digital Devil’s Advocate 

 

 

 

Contact Me: 

Akshat Misra, Founder Digital Devil’s Advocate 
 

Mail:  akshat@digitaldevilsadvocate.com 
 

 
 

 

http://www.digitaldevilsadvocate.com/
mailto:akshat@digitaldevilsadvocate.com

