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OVERVIEW 

In 2019, Top Knot approached Blue Door to help develop and implement a digital 
advertising campaign to help tell the story of the brand and product and increase online 
sales. Top Knot is an athletic and lifestyle apparel brand that created a hat specifically 
for women. The hats feature a sleek and contoured look and feel, breathable fabric and 
back closure technology which allows the consumer to comfortably wear the hat with 
a ponytail. 

Blue Door’s mandate included strategy development and digital advertising. After 
conducting market research as well as an audit of the Top Knot brand, Blue Door 
created a full-scale digital advertising campaign to build brand awareness and increase 
online sales.
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THE SOLUTION 

Blue Door analyzed monthly, quarterly, and annual sales of Top Knot to build a full-service digital marketing 
strategy that increased awareness for the USP of Top Knot and sales on the online store. This included:

• Increase reach on Facebook and Instagram

• Increase impressions and share of voice on Google

• Increase website traffic to generate awareness for the Top Knot brand and its products

• Increase online sales

Blue Door identified these goals and key performance indicators to ensure alignment with client expectations 
and Blue Door’s ability to execute. Blue Door set the foundation to ensure the strategy was supported from the 
ground up. This meant that we needed to create ads and ad targeting based on the creative we were provided, 
which would support the marketing functionalities that were outlined in our strategy. 

Blue Door was tasked with creating and executing a full-scale digital advertising campaign across Facebook, 
Instagram, and the Google Search Network. The goal of the campaign was to generate awareness for the Top 
Knot brand, and specifically to focus on the USP of Top Knot hats. This played an important role in how we 
deployed our campaign, as based on feedback that we got from past and present consumers was that it was 
difficult to ascertain what made Top Knot hats unique.
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We built a deployed a six-part campaign which included the following phases:

1. Awareness Building

2. Interest Building

3. Consideration Building

4. Intent Building

5. Evaluation Building

6. Sales Building

Each phase of the campaign utilized a different type of creative based on the needs of the consumer in each 
segment of the sales funnel. It was critical early in the campaign to utilize creative that showcased the USP (the 
magnetic back closure technology) to separate Top Knot from the competition. Once the users were targeted 
based on their interest, behaviours, and geography, they were retargeted with new advertisements that promoted 
various lifestyles associated with the Top Knot brand (boxing, hiking, running, soccer, etc). As the consumers 
moved down the sales funnel, they were targeted with advertisements with a much more specific Call to Action 
(CTA) with catalogue-style creative to showcase the different products that were available.
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CAMPAIGN SERVICES 

• Market research

• Full brand audit

• Strategy development

• Creation and deployment of digital advertisements on Facebook, Instagram, and Google

• Monthly reporting and metrics review

View campaign videos here.

https://www.dropbox.com/sh/pdq0pbtnpw8vntr/AADMiWv3Ng2bTn_YtqWuYtraa?dl=0
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THE RESULTS 

• Landing Page Views (LPV): 17,127 ($0.51/LPV)

• Reach: 845,000 (+2,179%)

• Impressions: 2.24 M (+81%)

• Goal Conversions: 39,691

• Online Store Sessions: 34,672 (+261%)

• Total Sales: $5,415 (+15%)

• Online Sales: $3,977 (+48%)


