
PHILIPS Water Project 
Summary



Achievements 
Obtained

•Sales Growth: 
• Achieved significant growth in sales.

•Amazon Choice Recognition: 
• Attained the prestigious 'Amazon's Choice' 

designation.

•Keywords Ranking: 
• Improved product rankings and visibility on 

the Amazon platform.

•Ads ROI (Return on Investment): 
• Optimized advertising campaigns to enhance 

return on investment.



Sales vs 
Budget

76% Growth 
in year 2023 

176% 



Amazon’s 
Choice—Overall Pick

Multiple listings have been recognized by 
Amazon as 'Amazon's Choice - Overall Pick' 
for various key terms (major keywords).



Soda Maker sales: top 
3-5 in category.

•Starting from 0, after two years 
operation, achieved the second-highest 
sales ranking for Soda Maker machines in 
a category largely dominated by 
SodaStream. 

•Secured a position in the top three for 
both 'Most Wished for' and 'Gift Idea' 
categories.



Most SKUs major keyword search ranks organically in top 3-5.



Advertising ROI 
remains around 
8.7, with ads 
cost < 5% to 
overall sales.



Challenge

Product Quality Challenge

Competitors Brand have strong category dominance

Amazon Seller Account Suspension and Resolution

Off-site Brand Promotion Constraints（Raina）

Multi-Channel Diversification Challenges（Raina）



Product-Specific Quality Problems
Active Bottle: 

Leakage and Filter 
Replacement

Water leakage

Difficulty in 
replacing filters

Soda Maker: 
Inadequate Soda 

Production

Unsatisfactory 
performance in 

soda water 
production

Nozzle prone to 
ice formation, 

resulting in CO2 
wastage

UV Bottle: 
Charging Cable 

Stability

Charging cable 
securing problem

…..



Packaging and User Manual Problems

• Filter installed in opposite position
• Customer inability to draw water due to install the filter in 

opposite position installation

Everyday Bottle: Filter 
Installation

• Absence of customer service contact details on packaging
• Difficulty for customers in reaching out for assistance, 

leading to negative reviews on platforms like Amazon

Communication Gap: 
Lack of Customer 

Support Information

……



Redharp's Proactive Approach

• Weekly Analysis of Customer Feedback and 
Reviews

• Collaborative Solutions with AQ Team: Redharp 
providing practical solutions to AQ team based 
on operational insights

• Cooperation with after-sales and customer 
service teams to minimize negative reviews

• Reduction in unnecessary negative reviews, 
enhancing overall customer satisfaction

• Proactive measures to address customer 
concerns and maintain positive reviews



Competitors Brand have strong category 
dominance

PHILIS Water’s Major Products Lines are Filtered Water Bottles & Soda Makers

• Strong Market Monopoly in Filtered Water Bottles Category on 
Amazon
• Brita's Dominance
• Brita's Exclusivity in Top 10 Best Sellers

• Similar Dominance in Soda Makers Category on Amazon
• Sodastream's Monopoly
• Sodastream's Exclusivity in Top 5 Best Sellers



Achievements on 
Amazon

Recognition: Both Products Awarded 
Amazon Choice - Overall Pick Tag

Disruption: Breaking the 
Monopoly, Breaking 
into Top Best Sellers

Everyday Stainless 
Filtered Water Bottle: 
Entered Top 10

Soda Maker: Secured a 
Position in Top 5



Seller Central Account Suspension

Reasons for manipulating reviews ranking:

• Listing Review Ranking Below 4.3 (Amazon Displayed 4 Stars) for 
Multiple Key Listings.

• Observable Decline in Conversion Rates and Sales Compared to Listings 
with 4.3 Stars and Above (Amazon Displayed four and half Stars).

• After multiple communications during weekly meetings with the AQ 
team and explicit authorization obtained, in an effort to boost sales and 
conversion rates, we tried several actions to raise review rankings. 
Unfortunately, some of  the actions violated Amazon Policy, leading to 
the suspension of the account.



Actions Taken After SC Account 
Suspension

Engaged appeal services to initiate 
the account reinstatement process.

Activation of RedHarp Backup 
Account：Initiated RedHarp‘s seller 

central account to ensure continued 
operations during the suspension 

period.

Rapid Transfer of Listings and 
Inventory to RedHarp Account

SKU Migration to Vendor Central: 
Transferred SKUs to Vendor Central to 

diversify the sales channels.

Recovering Sales and Growth: 
Overcame challenges, including the 

complete deletion of reviews on 
multiple listings. Within 1-2 months, 

sales were restored to 
pre-suspension levels, and 

subsequent rapid growth was 
experienced in the year 2023.



Recommendations for 2024

• Launch more SKUs with differentiation.
• Improve Product Quality & Enhance packaging materials.
• Put More Budget on PR & Social Midea Influencer.



C
atego

ry In
sight

Market Demand and 
Trends

Origin of 
Seller

Launch Time Trends Launch Time



C
atego

ry In
sight

Brand 
Concentration(68.4%)

Pric
e

No. of Reviews Review Ranking


