
ALINEA BUSINESS
B U S I N E S S  G R OW T H

A N O N Y M I Z E D  C L I E N T  C A S E  S T U DY

REVENUE GREW EVERY MONTH.

SCALING EXPOSED

THE NEXT CONSTRAINT.

Established motorsports e-commerce campaign, January through July 2025 versus 2026.

$1,334,429.64
Google-reported campaign revenue, 30.9% above the comparable 2025 period.
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

T H E  R E S U LT

$314,897.52 MORE REPORTED REVENUE.

SEVEN STRAIGHT MONTHS ABOVE 2025.

The team increased investment and produced more Google-reported revenue in every comparable 

month from January through July.

2 0 2 5  S P E N D

$79,345.17
January through July

2 0 2 6  S P E N D

$120,860.40
52.3% higher

2 0 2 5  R E P O R T E D  R E V E N U E

$1,019,532.12
12.85x calculated ROAS

2 0 2 6  R E P O R T E D  R E V E N U E

$1,334,429.64
11.04x calculated ROAS

30.9%
MORE REPORTED REVENUE

7 OF 7
MONTHS ABOVE 2025

$7.59
PER ADDITIONAL AD DOLLAR
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

B U S I N E S S  C O N T E X T

A PROVEN PRODUCT. A REAL BASELINE. A 

SCALING QUESTION.

The client was an established motorsports e-commerce brand with a paid-media system already 

producing substantial revenue. The opportunity was not to create demand from zero. It was to grow 

the result without assuming that a larger budget would solve every constraint.

B U S I N E S S  M O D E L

E-COMMERCE
motorsports category

C O M PA R I S O N

7 MONTHS
January through July

B AS E L I N E

2025
same months

C L I E N T  I D E N T I T Y

ANONYMIZED
metrics preserved

Source: supplied 2025 and 2026 client revenue workbooks. Client identity has been intentionally anonymized.
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

W H AT  W O R K E D  F I R S T

THE FIRST QUARTER ABSORBED MORE SPEND 

WITHOUT LOSING EFFICIENCY.

January through March produced the cleanest scaling pattern. Spend increased moderately while revenue 

held pace or grew faster.

JA N UA RY

13.10x

$173,281.78 reported revenue. 

Spend rose 21.1% year over year 

while revenue rose 20.6%.

F E B R UA RY

14.52x

$192,129.15 reported revenue. 

Revenue grew 27.7% on 23.7% 

more spend.

M A R C H

16.76x

$221,697.16 reported revenue. 

Revenue grew 28.3% on 20.9% 

more spend.

MARCH PRODUCED A 21.35x INCREMENTAL RETURN.

The first-quarter pattern suggests that something beyond budget was working more effectively. The 

workbooks do not identify whether the support came from audience, creative, allocation, conversion, product 

demand, or another factor.
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

T H E  S C A L E - U P

THE TEAM INVESTED MORE AFTER Q1 

PROVED THE OPPORTUNITY.

A P R I L  S P E N D

$19,379.40
77.3% above April 2025

A P R I L  R E V E N U E

$223,142.33
45.9% above April 2025

M AY  S P E N D

$22,038.81
89.2% above May 2025

M AY  R E V E N U E

$201,247.09
45.7% above May 2025

$10,391.65 MORE SPEND. $63,143.37 MORE 

REPORTED REVENUE.

May produced a 6.08x incremental return on the added year-over-year spend. The larger budget generated 

meaningful revenue growth, but it did not preserve Q1 efficiency.

01 COMMERCIAL GROWTH

Revenue remained materially above the 

prior year after the budget step-up.

02 EFFICIENCY TRADEOFF

Spend grew faster than revenue, making 

incremental return the next operating 

question.
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

M O N T H LY  E V I D E N C E

EVERY COMPARABLE MONTH FINISHED ABOVE 

THE PRIOR YEAR.

The top-line growth was consistent. The efficiency pattern was not. Revenue rose every month, while the April budget step-up 

marked the start of a sustained ROAS decline.
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

D I M I N I S H I N G  R E T U R N S

APRIL BROKE. MAY FAILED MARGINALLY. 

JUNE BOTTOMED.

A P R I L

-31.3%
first ROAS break

M AY

-8.23x
sequential marginal 

return

J U N E

7.94x
deepest trough

J U LY

+4.7%
early stabilization
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

W H AT  T H E  M E T R I C S  S AY

BUDGET-ONLY GROWTH STOPPED 

WORKING AS WELL.

01 VERIFIED SUPPORT

Q1 absorbed a moderate spend increase while preserving or improving efficiency. Something beyond 

budget was supporting the result.

02 VERIFIED FAILURE

After April, each new layer of year-over-year spend produced less incremental reported revenue.

03 LIKELY PIVOT

Spend peaked in May, then declined in June and July. ROAS bottomed in June and stabilized slightly in 

July.

04 UNRESOLVED MECHANISM

The workbooks do not identify whether the constraint was audience saturation, creative fatigue, 

product mix, seasonality, conversion friction, or tracking.
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

T H I S  A P P L I E S  W H E N

THE BUSINESS HAS DEMAND. THE NEXT 

DOLLAR NEEDS A THRESHOLD.

01 PROVEN PRODUCT

Historical campaign data provides a 

credible baseline.

02 PAID MEDIA REVENUE

The business is already producing sales 

from advertising.

03 SCALING AMBITION

The owner wants more revenue without 

blindly accepting weaker economics.

04 MARGIN VISIBILITY

Store revenue and contribution margin 

can define a real scaling threshold.

05 WILLINGNESS TO PIVOT

The team will change the system when the next dollar becomes less productive.

WHAT THIS RESULT PROVES

The campaign produced 30.9% more Google-reported revenue across seven comparable months and a 7.59x 

incremental return. It does not prove that efficiency increased forever or that platform revenue equals audited cash 

revenue.
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ALINEA BUSINESS
B U S I N E S S  G R OW T H

T H E  N E X T  Q U E S T I O N

GROWTH IS NOT JUST MORE REVENUE.

IT IS KNOWING WHAT THE NEXT 

DOLLAR WILL DO.

If your campaigns are producing revenue but the economics weaken as spend increases, identify 

the constraint before funding another layer of the same system.

ALINEABUSINESS.COM

Google-reported campaign revenue is not the same as audited cash revenue. Results vary by business, offer, margin, market, tracking, and execution. This 

V1 uses January-through-July data because those are the comparable 2026 months available in the supplied workbooks.

Client identity has been intentionally anonymized. Metrics were calculated from the anonymized client rows in the supplied 2025 and 2026 revenue workbooks.
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