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Connecting the Dots: How Firecrown
Unified Audience Data to Drive
Growth

» A Media Operator Webinar Summary - May 14, 2025

In this dynamic webinar hosted by Jacob Donnelly, Founder of A Media Operator and
sponsored by Omeda, Nicole McGuire, COO of Firecrown, discusses the transformation
of a fragmented portfolio of media brands into a unified data-driven powerhouse. By
centralizing audience data across dozens of acquired brands and leveraging Omeda’s
CDP, ESP, and fulfillment capabilities, Firecrown unlocked operational efficiencies,
fueled subscription growth, and set the foundation for organic expansion across
subscriptions, e-commerce, and advertising.

The conversation dives deep into how Firecrown tackled data silos, prioritized audience
identity resolution, enhanced personalization, and built a foundation for high-performing
dynamic newsletters, better content targeting, and strategic cross-brand promotion.
This summary captures the core takeaways and strategic insights from the session.

Want to watch the replay yourself? Here’s the link.

& Key Takeaways & Strategic Insights:

&' Data Unification & Infrastructure

e Firecrown unified disparate audience data from over two dozen brands (!)
using Omeda's platform (CDP, ESP, and fulfillment in one).

e Consolidation reduced data translation issues, improved real-time marketing
capabilities, and streamlined operations.

e Moving to a single Omeda instance allowed cross-brand behavioral targeting
and promotion.

e They tackled complex fulfillment conversions, vertical merges, and
anonymous-to-known data resolution efforts.

e Tagging and content categorization across legacy sites (some with 15K+
tags!) was necessary for accurate personalization.
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Bk Personalization & Campaign Impact

Unified data allowed dynamic newsletter content (example: industry
newsletter click-through rate jumped to 14%).

Personalization increased stoppage rates at metered walls, driving higher
subscription conversions.

Beginner email series in model railroading example: adjusted content journey
led to improved user engagement.

Behavioral data enabled targeting past subscribers still engaging on site-
“Welcome Back” messaging drove strong conversions.

Cross-brand personalization and bundling are in development for future
offers and upsells.

# Content Strategy & Monetization

Audience development and editorial teams now collaborate closely to adjust
coverage based on behavioral data and conversion performance.
Subscription growth is prioritized over e-commerce, with product offers
layered in later based on known interests.

Events and book products will benefit from the same audience data strategy.
Firecrown’s future growth will lean more into organic expansion vs. M&A.
Retargeting former subscribers (once unknown) has become a high-
performing tactic, enabled by data stitching.
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