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ABOUT  JOOVY

When I met Joovy, they had
largely been focusing their
efforts on B2B sales through
brick and mortar retailers and
online distributors.

They were looking for a pivot, to
claim more market share by
focusing their sales efforts more
on direct to consumer sales.

Background
The biggest challenge by far with
Joovy was that they had never
done this. Much of their DTC
sales had come from referrals to
their brand.

To capture more market share,
they needed an understanding of
the digital landscape that their
existing team did not yet have.

Obstacles



DEST INY  HAGEST AUDACITY
BRANDS

HOW  WE  WORKED
TOGETHER

With a marketing team who's
exclusive focus had been on retail
sales and trade shows, I put
together a consumer-facing
digital strategy we could use to
start building their B2C pipeline.

Digital  Marketing
Strategy

Joovy needed a way to grow that
wasn't tied to exorbitant ad
spend. Using the psychographic
of the scrupulous parent, I
created a content strategy that
included SEO and content
marketing, deploying Joovy
magazine as a brand awareness
vehicle.

Content
Marketing

One of the first steps to
implementation of this strategy
was hiring a team. I handled
branding and copywriting and
over-arching strategy, and
assisted leadership in pulling
together a team to implement
social and email campaigns.

Executive
Consulting

Since much of the leadership of
the company was beyond the age
demographic of their target
audience (young parents), Joovy's
messaging needed an update.

I updated all of their product
copy, including native and retail
product descriptions, and put
together a brand book we used
to inform the rest of the site
copy. 

Branding  &

Copywriting
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WHAT  WE
ACCOMPLISHED

"BIGGEST PRODUCT
LAUNCH EVER"
For the launch of their much anticipated Caboose S
stroller, Joovy shattered their product launch sales
record in the first 24 hours of launch.

+ 32%
Increase in direct to consumer revenue from
Joovy.com in the first 12 months of us working
together.

+350%
Increase in conversion rates on products targeted as part of
our content marketing campaigns.
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CREATIVE  SAMPLES

EMAIL
CAMPAIGNS
AUTOMATED EMAIL SEQUENCES DESIGNED TO CAPTURE
MORE REVENUE FROM ABANDONED CARTS
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JOOVY MAGAZINE
THE CONTENT MARKETING ENGINE THAT BROUGHT SEO AND
INFLUENCER MARKETING TOGETHER TO DRIVE NEW
CUSTOMER ACQUISITION

https://magazine.joovy.com/
https://magazine.joovy.com/
https://magazine.joovy.com/
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SITE COPY
SEO PRODUCT DESCRIPTIONS AND BRANDED SITE COPY THAT
GAVE THIS BRAND A NEW SENSE OF IDENTITY, AND TURNED
FEATURES INTO BENEFITS THAT RESONATED WITH THEIR
CUSTOMERS

https://joovy.com/about/
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THE JOOVY BRAND
BOOK
A REFRESH FOR AN INNOVATIVE BRAND
THAT WAS STRUGGLING TO REACH THE
PARENTS WHO WOULD FALL IN LOVE WITH
THEM

REQUEST LINK



MORE  THAN  A
CLIENT  -  A
PARTNERSHIP
Over the course of the two years I worked with Joovy,
I witnessed the company going through a kind of
rebirth.

The CEO told me the story of how he founded the
company, of what he wanted it to be, and I was
captivated.

Through all of this, though we wound up going our
separate ways amicably, I got to know and work with
a company that had little experience with DTC and
digital marketing, but was fearless enough to try.

Joovy is the client dreams are made of, and their
transformation is one that I am deeply proud of.
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