












 

 

Results  

This email campaign provided a product update describing new features to the OpsVeda 
platform. It had a 21% open rate and was opened 31 times by a prospective client, 
Husqvarna (one of the top 50 companies in Europe)  near the decision stage of the sales 
pipeline. After OpsVeda’s CEO and Head of Sales saw the engagement metrics from 
Husqvarna’s team, they immediately traveled to meet with the prospect and closed a major 
deal. 


