
5 SMS Campaign Flows That 
Will Help Boost Your Profits 

Even Outside of BFCM
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Introduction

Why do we stay loyal to brick-and-mortar businesses? Why do you like to keep going back to that little shop on the 
corner when you might get lower prices at Walmart?



Most probably because of how they make you feel. They know you and they want to talk to you, not just rush over 
checkout. 



Even in the age of drone deliveries and AIs, the need for human interaction still persists: if anything, it got more 
important. 



As an online brand, you might not be able to interact with every one of your customers when you sell online, but you 
can still make the communication more interactive and personal.



How do you communicate with people online? You can send them an email, or an instant message.  While email is 
great, people just don’t have interactive conversations via email anymore. Our other favorite is Messenger, but you 
need to rely heavily on the ever-changing Facebook and iOS regulations.



This is why at Recart, we’ve been working hard to introduce our new solution: SMS Marketing.



You might be wondering how effective our SMS Marketing solution would be for your brand, so we took 5 of our 
Scale Plan customers from different industries, sizes, and backgrounds, and analyzed the results they achieved over a 
30-day period between Oct 24, 2021 to Nov 22, 2021 (intentionally leaving out the lucrative BFCM weekend).



Among the 5 brands, we got an average of a 16.92% engagement rate and 10.21% opt-in rate on their welcome pop-
up; a 33.1% CTR on the welcome SMS; an 8.38% CTR on the abandoned cart flow; and a 28.2X ROI on their SMS 
campaigns.



The results speak for themselves but don’t take our word for it.



Read on to find out who these brands are, why they chose Recart, how we could help them, and exactly how much 
they managed to grow over the course of 30 days.
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How The Boss Palace Turns 15% Of Its 
Website Visitors Into SMS Subscribers

# 1 The Boss Palace

est. 600,000
SMS Subscribers

est. $120,000
Revenue since using Recart

The Boss Palace is a full-service business development company that helps business owners build successful 
eCommerce brands. Through their Shopify store, they offer resources such as vendor lists, marketing guides, and step-
by-step instructions on building a profitable platform. 

While already a strong and well-established brand 
before joining Recart, the ROI on The Boss Palace SMS 
campaigns was suboptimal. Having nearly 600,000 SMS 
subscribers, they needed to make sure that their SMS 
campaigns reach their leads without much difference in 
time.



Unfortunately, with their previous solution, sending a 
campaign to such a large database would take over 3 
hours with 80 MPS, making time-sensitive offers 
pointless.



Even though The Boss Palace spent over 10,000 USD on 
SMS campaigns on a monthly basis to reach their 
subscriber list, the low Marketplace Performance Score, 
the high costs of sending a text message, and the lack of 
strategic help pushed the store to look for a new SMS 
marketing solution.

With the help of a dedicated account manager, The Boss 
Palace started using Recart’s fully mobile-optimized 
Welcome Popup.

We’ve added the brand’s logo and colors to the popup, 
with an attractive discount code and a single-tap button 
to subscribe to the SMS list. The message “Ends 
tonight!” also creates a sense of urgency, encouraging 
new visitors to opt in.

The Challenge

The Solution
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As a next step, we set up the SMS welcome flow sequence. To maximize the click-through rate and lower the costs, 
we kept it to only one message after the obligatory opt-in SMS. The text message includes the coupon code with a 
link back to the Shopify store, making it easy for shoppers to act and for The Boss Palace to track results.

To save items left in the virtual shopping cart and further improve the company’s revenue, we put together a short but 
effective Abandoned Cart flow. The sequence starts 12 minutes after a shopper left the cart. A short, 157-character 
long text message informs the potential buyer about the abandoned cart, with an added urgency: the items won’t 
stay in the cart forever. 

There’s one more text message 12 hours later, letting the shopper know that they only have 15 minutes left to 
purchase.
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The Boss Palace also regularly runs one-off, time-sensitive campaigns. Recart has allowed the company to segment 
its audience, to be able to send more targeted campaigns with a better engagement rate and return on investment. 
Some of their segments include: “Engaged customers that haven’t purchased in the last 4 days” or “Customers that 
spent over $300” 



They can now track expenses easily. Before sending out any campaign, Recart always imforms merchants about the 
estimated cost of the campaign, the number of subscribers and the amount of messages they will send. v

By the end of November 2021, The Boss Palace has achieved great results with Recart. The SMS lead-generation 
welcome pop-up now has an excellent 14.79% opt-in rate and 20.20% engagement rate. 



The welcome sequence sent to new subscribers, despite how concise it is, has a CTR (click-through rate) of 42.7% - 
almost half of the people who get the first text message, decide to navigate back to the store! 



During the examined period, The Boss Palace has been able to recover nearly $1000 USD worth of items from 
abandoned carts, with a 5.7% CTR after the first, and a 3.5% CTR after the second message. 



We also managed to achieve improvements with one-off messages. With Boss Palace’s previous solution, it took up to 
3 hours to reach their nearly 600,000 subscribers but with Recart’s 200 MPS, the messages now can reach all their 
leads in less than 45 minutes. 



Overall, The Boss Palace has been able to improve their ROI by spending less, reaching their audience faster, 
segmenting their list based on their engagement, and taking advantage of the strategic technical and marketing help 
provided by Recart.

The 30-Day Result
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How Sleep Wrld Made Almost 30% Of 
Their Total Revenue in Just 30 Days

#2 Sleep Wrld

est. 100,000
SMS Subscribers

$35,000
30-day revenue

Sleep Wrld is a world-leading brand with a large customer base, delivering all over the globe.  They sell pajamas and 
loungewear, specialized in onesies, which is a type of loose-fitting casual jumpsuit for adults.

Sleep Wrld was already using SMS to target their 
customer base before switching to Recart, but they ran 
into multiple issues.



Sending campaigns to a large list (they have above 
100,000 subscribers) takes a long time, and similarly to 
The Boss Palace, their previous solution could only offer 
a MPS of 80. 



Such a slow rate can ruin the efficiency of time-sensitive 
campaigns: it could take up to an hour between the first 
and the last person receiving the same message. Not 
being able to send limited-time offers to the entire list 
without a significant gap prevented the company from 
having a satisfactory ROI.



For an online-only brand, growing the subscriber base is 
crucial, but, as their previous solution wasn’t built for 
conversion optimization, they weren’t able to build their 
list through their welcome pop-up effectively.



On top of this, the price per text message was 
unjustifiably high and, since Sleep Wrld got little 
technical support and strategic help, and ran into too 
many bugs while using the software, they decided to 
look for a new SMS marketing solution.

The Challenge
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One of the main aspects that make Recart stand out 
from the competition is that we’re not just selling a 
product: we’re providing a service. All of our Scale Plan 
users get a dedicated account manager with extensive 
experience with Shopify, our product, and marketing. It’s 
no different in the case of Sleep Wrld.



We started with a makeover of the welcome popup. We 
tailored the mobile-optimized pop-up’s design to the 
Sleep World brand, with a clear message offering a 
coupon code and a visible CTA button inviting the visitor 
to activate the code. The goal is always to make lead 
generation pop-ups attractive and easy to opt-in. 



The Welcome Flow follows a different strategy than that 
of The Boss Palace. After the initial text message that 
reveals the coupon code, the automation waits an hour 
and checks whether the subscriber has already 
purchased any product in the last 30 days, or at least

started adding items to their cart. Those who haven’t, 
get the coupon code again. The automation then waits 5 
days for the next message and then sends a final offer 3 
days later. 



We set up a longer Abandoned Cart flow for Sleep Wrld, 
to tailor it better to clothes shoppers’ habits. Shoppers 
get a message with a delay of 12 minutes, 8 hours, 16 
hours, 48 hours, and finally, 96 hours. The abandoned 
cart messages offer shoppers a 25% discount for a 
limited time, and those who make a purchase or remove 
the items from their cart, stop receiving the messages.



On top of the automated flows, Sleep Wrld takes 
advantage of one-off limited-time messages to boost its 
revenue. With Recart, they’ve been able to create 
multiple segments and message only those leads who 
haven’t purchased from them for over a month, for 
better CTR and CX.

The Solution
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With the welcome pop-up that Recart designed, Sleep 
Wrld has been able to 3x their SMS subscriber base. The 
pop-up now has a 12.17% opt-in rate and an 18.20% 
engagement rate.



Their welcome flow, offering a free product or high 
discount right after opting in, has an incredibly high 
31.8% CTR, and this rate is still at 8.9% on the last day 
of the automation. With the welcome flow, they 
currently generate $4 per recipient. 



During the 30 days we examined, Sleep Wrld managed 
to save over $5,500 in revenue from recovering 
abandoned carts, more than 15% of their attributed 
revenue for the month. 



The majority of their highest-performing one-time 
messages are now targeted at specific segments

(Engaged subscribers, or subscribers who haven’t 
purchased in over a month) and their top 4 campaigns 
have an average 5X ROI and 7% CTR. 



During the 30-day period we examined, Sleep Wrld 
made $35,000 in sales, which is 27% of their total 
attributed revenue! 



In addition, Sleep Wrld can now always keep track of 
how much each of their new campaigns will cost, even 
before hitting ‘Send’.



Recart has set up the brand’s SMS marketing strategy 
from a technical and marketing perspective and keeps 
giving the company recommendations on how to 
improve.

The 30-Day Result
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How Bella All Natural Converts 50% Of 
Its New SMS Subscribers Into Shoppers

#5 Bella All Natural

est. 88K
SMS Subscribers

est. $155,000
30-day revenue

Bella All Natural is a supplements brand, and it was founded in 2014 by Daisy Cabral. The business caters to all ages 
and is now the leading choice for natural supplements.

The Bella All Natural brand has been taking advantage of 
SMS marketing for a long time, and it’s been important 
for them to be able to reach their customers through a 
variety of channels.



While they already achieved success with this form of 
marketing; however, the solution ended up being too 
expensive without bringing the expected ROI. 

With the help of a dedicated account manager from 
Recart, we gave the SMS marketing strategy at Bella All 
Natural a complete makeover. 



As you’ve seen with the other examples, we make sure 
to keep the pop-up consistent with the brand, with a 
clear, highly visible incentive and call-to-action.



To maximize the number of visitors signing up, we made 
the form visible on every page on their Shopify site. 



A successful subscription is followed by a simple, short 
welcome flow that delivers the discount code and a link 
to navigate back to the store. The shorter the message, 
the less expensive it gets, and cutting costs was 
important for Bella All Natural when they joined us.

The Challenge

The Solution
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That also applies to their Abandoned Cart flow. We set up the automation flow for Bella All Natural so that it sends 
one message after 60 minutes of a user leaving their cart, with a 10% off coupon code for extra incentive.

What’s most important for Bella All Natural are the one-time messages. Unlike what we’ve seen with other brands, 
the brand sends most of its messages for all of its subscribers but also uses the Never Purchased segmentation. Since 
they joined Recart, they’ve sent nearly 30 SMS campaigns.
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Aside from the fact that Recart offers lower prices than their previous solution,  Bella All Natural has also been able to 
start budgeting for their SMS efforts more effectively. Before sending out a new campaign, they can now see the 
estimated price, the number of subscribers they’d send the campaign to, along with the amount of total text 
messages.

Bella All Natural’s welcome pop-up currently has a 5.33% opt-in rate with a 12.10% engagement rate, but those who 
subscribe react surprisingly well to the welcome SMS: the brand’s welcome flow has an outstanding 50.2% CTR and 
has brought in over $24,000 in sales during the 30-day period.



Even though their Abandoned cart flow is short, the message with the coupon code resulted in a 12.9% CTR with 
nearly $3,000 in sales, during the same period. 



Their four top-performing one-off SMS campaigns have an average of 36X ROI, with over 10 of their campaigns 
reaching higher than a 15X ROI.



Overall, with constant help and advice from the dedicated customer success manager, Bella All Natural has been able 
to lower its costs while achieving a significant boost in its ROI. 

The 30-Day Result
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How MamaSezz Achieves 100x-150x 
ROI on Most of Its SMS Campaigns 

#3 MamaSezz

est. 4,000
SMS Subscribers

est. $38,000
30-day revenue

MamaSezz is the leading whole food plant-based meal delivery company in the U.S. They deliver hearty, fresh, ready-
to-eat whole food plant-based meals right to their customers’ door,  making it easier for them to stick to a healthy, 
vegan diet. 

Unlike the first two stores we examined, MamaSezz is a 
smaller, family-owned brand that never used SMS or 
Messenger marketing before adapting Recart.



In the past, they relied exclusively on email marketing for 
communication, and they were curious to explore new 
channels to be able to improve their revenue and 
customer experience. 

As a Scale Plan customer, we assigned an eCommerce-
expert account manager to MamaSezz. The health food 
brand was new to mobile marketing, so we started with 
extensive training to get them up to speed.



We tailored the pop-up form to the MamaSezz brand, 
making it attractive with a $15 off coupon code, and 
unlike in the previous examples, we also added an 
exclusion: the pop-up isn’t shown on blog pages.  As the 
subscriber enters the welcome automation flow, they 
get the $15 off discount code right away. This message - 
unless the subscriber makes a purchase or at least puts 
items in their cart - is followed by two more messages: 
the first one 24 hours later, and the second one 48 
hours after that.

The Challenge

The Solution
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We’ve also set up an elaborate Abandoned Cart automation flow for MamaSezz, to give enough time for shoppers to 
make up their minds. Shoppers get 5 reminders in total (unless they decide to make a purchase or remove the items 
from their cart) with the following delays: 1 hour, 23 hours, 72 hours, 120 hours, and then finally, 336 hours. 
MamaSezz doesn’t offer a discount until the 4th message.



As we’ve seen before, MamaSezz also takes advantage of segmentation. We recommended the brand to separate 
previous customers and those who never purchased before, for more accurate targeting. 

Adapting SMS marketing as a new channel has brought great results for MamaSezz.



The welcome pop-up has reached a 23.10% engagement rate and an 8.97% opt-in rate, which then led to a 27.2% 
CTR in their welcome SMS flow. 



With their automated Abandoned Cart flow, the brand has managed to save nearly $1,000 in revenue during the 
examined 30-day period.



While all these results are already amazing, MamaSezz has achieved the best results with its one-off campaigns. 



Their four top-performing campaigns have an average of 136.5X ROI with an average CTR of 9.5%.



MamaSezz has nearly 4,000 SMS subscribers, 25% of which was gained during our examined period, between 10/24 
- 11/22.  

The 30-Day Result
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How Lighthouse Kids Company 
Tripled Its SMS List in Just 30 

Days

#4 Lighthouse Kids Company

est. 6K
SMS Subscribers

est. $14,000
30-day revenue

Lighthouse Kids Company is a minority-owned, diverse, eco-friendly business with a loyal fan base. Their main 
product is eco-friendly reusable cloth diapers. 

The LKC brand was already familiar with SMS Marketing 
but the technology they were using was rather limiting. 
One of the biggest limitations they faced was that they 
could only collect phone numbers during checkout, 
which significantly slowed down their list growth. 



The company also lacked direction: due to the lack of 
training and support, they never tapped into the full 
potential of SMS marketing and weren’t using it 
consistently and strategically.

After the initial training, the most important step was to 
create a powerful welcome pop-up so that Lighthouse 
Kids Company can start growing their SMS list at a much 
faster rate.



We decided to show the pop-up on all pages, and use 
the curiosity effect on top of the discount incentive. The 
visitors can opt-in easily and are guaranteed to get some 
type of discount, but to find out how big the discount is, 
they need to tap the button and opt in first.



LKC delivers the promise: once we subscribe, we 
randomly get assigned a discount: $5, $10, or 10% off 
the next purchase. 

The Challenge

The Solution
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The Randomizer feature is set up in a way that 50% of the traffic would always get the 10% discount, making sure 
that the campaign stays profitable.



The welcome automation flow doesn’t follow up with their subscribers without them interacting with the brand again. 

Lighthouse Kids Company doesn’t put much emphasis on the Abandoned cart flow: they only send one text message 
an hour after the cart was abandoned, with no discount code.



On the other hand, the online store has been taking advantage of one-off flows and they send campaigns regularly. 
Most of their campaigns are sent to their entire list, but they also use the “Never purchased” segmentation. 

Ever since they joined Recart, Lighthouse Kids Company gained over 4,000 new SMS subscribers, nearly 70% of their 
total number of leads.



The brand currently has an impressive 9.79% opt-in rate on their welcome pop-up and an average of 13.6% CTR. 
Even though they don’t put much emphasis on their Abandoned Cart flow (no incentive and follow-up), they still 
managed to recover $126 in revenue over the 30 days.



The brand has reached outstanding results with its one-off messages so far. They already have 10 campaigns with 
over 40x ROI and their top 4 campaigns have an average of 97x ROI and 16.27% CTR.

The Result
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As you can see, the five brands we analyzed come from 
entirely different industries, sizes, backgrounds, and 
were facing different challenges before joining Recart.



In each of their cases, we were able to improve the 
merchants’ ROI, with an average of 10.21% opt-in rate 
on their welcome SMS opt-in pop-ups: a 33.1% CTR on 
their first welcome SMS; 8.38% CTR on their abandoned 
cart flow with thousands of dollars recovered. 



On average, their campaigns have reached a 28.2X ROI, 
but many of their campaigns achieved well above 100X.



All of these merchants have been able to lower their 
expenses thanks to Recart’s lower costs, transparent 
fees, and the campaign cost calculator that they see

What does your Shopify store need to grow?

automatically, every time they’re about to send a new 
campaign, so that they can adjust the content and logic 
of their text messages in time. 



At Recart, we’re not expecting our customers to be 
marketing pros. We’re proud of our product, but the 
service we provide is the most crucial for us. 



All our Scale Plan clients get a dedicated customer 
success account manager, with great knoweledge of 
Recart, marketing, and technology, holding our 
members’ hand not only during the initial setup and 
training, but for the entire duration of our relationship. 
We constantly look for ways to help you grow, create a 
better SMS strategy, write better copy, improve your 
SMS list’s quality, targeting and so on. 

In Short...

Book a free demo with us and let’s discuss how we could help you 
boost your ROI like never before!

https://recart.com/book-a-demo

