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FROM CHALLENGES
TO TRIUMPH
In this scenario, the fictional company
FuxeGlow is launching its new signature
product line, FuxeGlow Radiance. It
features anti-aging serums, hydrating
face oils, and revitalizing night creams. 

FuxeGlow aims to position itself as the
go-to premium organic skincare brand
for individuals who value clean beauty,
high-performance skincare, and an
indulgent self-care experience.

THE CHALLENGES

Sales Growth Goals
Achieve a 20% increase in online sales in the
next six months with a marketing budget of
$50,000.

Small In-House Marketing Team
This premium skincare startup has one content
writer, one designer, and one digital ad
specialist.

Target Audience
Highly selective about skincare, the women
most likely to purchase from FuxeGlow need
social proof and evidence of effective results.

NEW PRODUCT LINE
The FuxeGlow Radiance Collection
consists of three premium skincare
products: Radiance Renewal Serum
($90), Hydration Fuxe Facial Oil ($110), and
Revitalizing Night Cream ($95).

Jaclyn Blute’s Portfolio

LinkedIn Profile

New England (Remote)

FuxeGlow is new to the market
Target audience is very discerning
Establishing a strong digital presence
to differentiate from competitors

STRATEGIC RESPONSE
Highlight FuxeGlow's commitment to eco-
friendly and cruelty-free skincare
Attract affluent, eco-conscious beauty
buyers aged 25–45
Build brand recognition and awareness
through SEO, paid ads, influencer
collaborations, and social media

PROJECT DETAILS

https://jaclynblute.com/
https://www.linkedin.com/in/jaclyn-blute-83705a77


FUXEGLOW TARGET AUDIENCE
Primary audience:

Women aged 25–45
Affluent, eco-conscious consumers who prefer clean, organic skincare
Residing in urban luxury markets (New York, Los Angeles, London, Paris)
Following brands like Drunk Elephant, Tata Harper, and La Mer
Active on Instagram, Pinterest, and beauty blogs

Psychographic traits:
Prioritize self-care and wellness
Willing to pay a premium for clean, high-performance skincare
Trust expert dermatologists, influencers, and beauty communities

CAMPAIGN CHANNELS & STRATEGY
Channels: Instagram & Influencer Partnerships
Because FuxeGlow is new to the market, influencer marketing is key to the multichannel
campaign. To align with the brand values, we should choose eco-conscious influencers
with a steady followership and audiences primarily located in/near our target cities such
as New York, Los Angeles, London, and Paris. 

Dermatologist-backed or industry-qualified influencers will improve confidence in highly
discerning client bases. Organic posts should include how-to carousels to inform new
clients and Reels that demonstrate product texture/benefits and company values.
Instagram ads will allow us to target lookalike audiences based on followers of Drunk
Elephant, Tata Harper, and La Mer.

INFLUENCER MARKETING
Night/day routine Reels would showcase how the Radiance Collection fits into daily self-
care and beauty rituals. Integrating with organic goals, a 7-Day Radiance Challenge
would be promoted first by influencers sharing their own visible skin improvements. A
giveaway of FuxeGlow products or promotions would incentivize organic engagement. 

To reinforce brand values, influencers should be encouraged to highlight eco-friendly
packaging and cruelty-free credentials as well as the results. With permission, we could
also recycle top-performing influencer content into paid ads.



Organically, our informative Carousels mentioned in Campaign Channels should highlight
key ingredients and skin benefits (such as glow and hydration) as well as product texture.
Reels would offer video demonstrations of how it might feel to use the product, absorption
levels, and layering instructions with makeup and other skincare formulas. 

Behind-the-scenes content humanizes FuxeGlow while promoting sustainable sourcing
and eco-conscious values for the brand. If available, user-generated content (UGC) from
early customers and consenting influencer partners could be incorporated.

We could create Story collections on Instagram for common topics and concerns,
including eco-conscious value props and skincare Q&As (like what order to use products
in). Our pinned posts should include a mix of educational content, influencer videos, and
behind-the-scenes posts. 

While using our paid ad budget to target lookalike audiences for fans of Drunk Elephant,
Tata Harper, and La Mer, we should focus on clear value props that address complaints
about those three brands. Combining these with limited-time incentives like a free deluxe
sample or free shipping will help attract new customers looking to explore other solutions
that could outperform their typical brands.

CAMPAIGN EFFECTIVENESS
Instagram and influencer campaign strategies are effective because they’re designed to: 

build credibility quickly through influencer-led outreach
help cultivate brand awareness
communicate eco-conscious value props
encourage recognition and engagement with user-generated content (UGC) 
connect with high-intent users through paid digital ads

Discerning customers who are selective about skincare can hear from trusted voices
about genuine benefits. An emphasis on results will encourage the primary audience to
see FuxeGlow as a premium product worth the cost. Organic campaign elements offer
more information to incoming social media traffic from influencers (and encouraging
them to follow our brand). It speaks to the green values of our target client persona as well. 

By turning to UGC and influencers, we also cultivate a sense of community around the
brand. Paid ads that connect with influencers as well as organic campaigns help
strengthen our customer funnel/journey too.

With our lookalike targeting for ads, we can convey how we outshine the existing brands
without having to mention them directly. This campaign focuses on short-term conversion
goals and increasing awareness while also thinking of the big-picture goals to make
FuxeGlow more recognized in the industry. Scalability is part of the design to ensure these
campaigns can grow with the company.

INSTAGRAM STRATEGIES


