
Email Marketing

Hybrid Racing

Email Marketing Optimization, Strategy, and Campaign Management

We joined the Hybrid Racing team to take over and continue the 
growth of their email marketing channel as their team needed to 
shift focus internally to content marketing and operations. With 
Black Friday our focus, we worked with them to revamp their 
existing email marketing flows, and overhaul their email 
templates, and collaborate on a Black Friday Campaign, which 
resulted in a 33% growth in sales over the previous year.

The Bottom Line

Growth in sales over previous 
Black Friday Holiday Campaign

+33%



Email Marketing

Lambs

Email Marketing Management & Strategy

We partnered with Lambs to take over their email 
operations during a phase of expansion - as their email 
operations had fallen behind the rest of their growth.





We first overhauled their core flows and automations to 
give them a creative facelift more in line with the new 
branding, and expanded the flows to include newer 
products they were releasing and deeper 
segmentation.





During this time, we also executed their Black Friday / 
Cyber Monday email campaigns, which set revenue 
records for them.





We've continued to create new campaigns and flows 
which have resulted in an increase in both email volume 
and revenue, while keeping thir growing subscriber lists 
healthy in order to fortify the email channel.



Our Services

Lambs Results

The Bottom Line

Increase in Avg Monthly 
Revenue attributed to 
Email

30% Maintained healthy balance of revenue generated from email 
across Flows and Campaigns.

Set Black Friday 
+ Cyber Monday

email sales 
records

Optimized flow segmentation & content improved revenue 
per recipient by over $1 (thousands of recipients per month 
of their abandoned cart flows).



Email Marketing

Hard Core Waterfowl

Email Marketing & Strategy, Platform Migration & Shopify Integration

Hard Core Waterfowl brought us on as part of a transition from a 
distribution based business model to a direct to consumer one. In 
addition to helping them transition from a WooCommerce to 
Shopify site and backend, we migrated them to Klaviyo from 
Mailchimp and established a new, consistent customer journey 
through email. 



With a large investment in the transition, Hard Core looked to us 
to help them aggressively drive revenue through email to get in a 
good cash position before the holidays, while expertly navigating 
their subscriber base onto a new communication strategy - 
without  a big dip in engagement or creating an unsustainable 
email program for the long term.   

A solid team effort and communcation strategy led to a great 
holiday shopping season and a well established email channel 
moving forward.

We need to cancel tomorrow’s email send and postpone until 
Cyber Monday ... too much business and low on inventory.

You guys are too good.

-  Brian Regan, Head of Marketing at Hard Core Waterfowl



Hard Core Waterfowl

The Bottom Line

Store revenue attributed 
to email in 30 days after 
deployment

20%

Cleanup and migration 
from Mailchimp to Klaviyo 

Maintained open rates above industry averages while driving 
significant Q4 revenue with aggressive campaign strategy

Optimized content, segmentation, and messaging across Q4

resulting in improved CTR and conversion rates



Email Marketing

Modern Picnic

Email Marketing, Platform Optimization, and Communication Strategy

We joined the Modern Picnic team prior to the holiday season to 
lead their email marketing strategy and optimize their existing 
email flows in Klaviyo.  After re-configuring their flows to better 
nurture their new subscribers, we created and executed a holiday 
communication strategy, mixing new content with product 
announcements and promotions, resulting in double the holiday 
sales of the previous year.

The Bottom Line

Growth in sales over

Q4 of the previous year

+50%



Modern Picnic

MH Digital re-configured, streamlined, 
and created new forms of revenue by 
implementing new flows, segmentation 
and messaging branching/strategy. 



They establish a smooth workflow to 
encourage collaboration and their team is 
organized, responsive, and hard-working.






-  Ali Kaminetsky, Founder

We re-defined the Modern Picnic nurture and content 
strategy, resulting in a 29% increase in revenue driven 
by the Welcome Series, inclusive of advanced filtering 
and A/B testing within the flow.


