7 WAYS TO BOOST EMAIL
CAMPAIGN CONVERSIONS




BN
COPYRIGHT NOTICE

Copyright©2014 by Marketers Publishing Group, Inc. and www.EmailDelivered.com.

ALL RIGHTS RESERVED.

No part of this publication may be reproduced, storedin aretrieval system, or transmitted in any form or by any means,
electronic, mechanical, photocopying, recording, scanning or otherwise, except as permitted under Section 107 or 108 of
the 1976 United States Copyright Act, without either the prior written permission of the Publisher, or authorization through
paymentofthe appropriate per-copy fee.

LIMIT OF LIABILITY/DISCLAIMER OF WARRANTY:

While the publisherand author have used their best effortsin preparing this guide, they make no representations or
warranties withrespecttothe accuracy orcompleteness of the contents of this book and specifically disclaim any implied
warranties of merchantability or fithess for a particular purpose. No warranty may be created or extended by sales
representatives or written sales materials. The advice and strategies contained herein may not be suitable for your situation.
You should consultwith a professional where appropriate. Neitherthe publisher northe author shallbe liable for any loss of
profitorany othercommercial damages, including but notlimited to special, incidental, consequential or otherdamages.

IMPORTANT NOTICE
Anyreferencestobestpractices, specific ISP recommendations, and overall suggestions are as accurate as possible based
onthe date of publication. The accuracy of thisinformation cannot be guaranteed beyond the currentdate of publication.

CONTACT INFORMATION

Forgeneralinformation onourotherproducts and services, visitus online at www.EmailDelivered.com. Fortechnical
support, please send your questions viaemail to http:/support.emaildelivered.com.

Phone:(512)981-5413 | Fax:(305)675-4664

Web: www.EmailDelivered.com | Support: http:/support.emaildelivered.com

E ©Copyright2014  EmailDelivered.com  Marketers Publishing Group, Inc. QE:MAIL DELIVERED


http://www.EmailDelivered.com
http://www.EmailDelivered.com
http://www.EmailDelivered.com
http://www.EmailDelivered.com
www.EmailDelivered.com
http://support.emaildelivered.com

- {2
7 WAYS TO BOOST EMAIL CAMPAIGN CONVERSIONS

What’s the biggest challenge to increasing your email campaign profitability? Conversions,
right?

Email marketing remains one of the most cost effective and profitable marketing channels, however, because that
opportunity is widely known and the competition for subscribers’inbox attention can be considerable.

The good newsisthat much of your competition does notknow how to create high converting email campaigns. As with most
thingsinlife,the 80/20 Pareto Principle applies. Thatmeansthattwenty percent of email marketers generate 80% ofthe
profits. And by extension, 80% of email marketers probably do not have consistently profitable email campaigns.

Why isthis? One of the reasons many email marketers are not profitable isbecause itis so low cost. Inthe world of direct
mailand printadvertising the costs are relatively high and therefore campaigns that do not produce profits get cut quickly
toconserve costs. Whereas with email marketing, many companies are not as quick to cut off campaigns thatdon’t
convert. Also, directmail has beenperfected over 100 years and email marketing is stilllessthan 20 years old sothereisan
experience gap aswell.

E ©Copyright2014  EmailDelivered.com  Marketers Publishing Group, Inc. QE:MAIL DELIVERED


http://www.EmailDelivered.com
http://www.EmailDelivered.com
http://www.EmailDelivered.com

Thatmeansthose few who know whatthey are doing
cantake advantage ofthatexperience gap andreap
disproportionate rewards.

The even better news is that what works to
increase conversions in email marketing is
relatively simple to apply. Here are 7 things you
can test and apply to your email campaigns to
boost conversions.

1) WRITE TO ONE PERSON:

Emailis apersonal communication medium. While

people do use email forwork, people receive emailon

theirphones, ontheirtablet, and ontheir computers

whentheyare home, atplay, traveling, in additionto

atwork. Soitmay make sense foryou to write emails

inapersonalvoice asif youwere writingtoonly one

subscriber, evenif you have untold thousands reading

the same message. Each subscriberwhoreads

your promotions willfeel more like they are receiving
apersonalcommunication. Don’tyou feelmore

connected when someone writesto you personally? ~ \\
I’m asking to demonstrate the pointbecause by -
addressingyouinthe secondpersonas ‘you’, I'm

demonstrating the very writing style I’'m suggesting in

thistip.
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2) WRITE CONSISTENTLY:

The phrase out of sight out of mind applies to email marketing. If

you email lessthanonce every week ortwo, you risk having some
subscribers forgetwhoyou are. Aslong asyou are sending emails
thatyoursubscribersfind valuable andinteresting, thereis abenefitto
more frequentemails. While itisimportantto match your subscribers’
expectations as to how often you will send emails, some ofthe most
successfulemail marketers mail daily and some mailevenmore than
oncedaily. Thatmay notbe appropriate foryour situation, butif you
have reasonto mail more frequently itmay increase your conversions.
Ifyou’ve only ever mailedinfrequently, itmay be agoodideatoinvite
your subscriberstooptinforahigherfrequency listandrestrictyour
higherfrequency email schedule tothatnew list.

3) WRITE STRONGER SUBJECT LINES:

One ofthe most effective ways to boostyour email conversionsis
togetmore emails opened. After all, an email thatgoes unopened
can’'tgetany conversions. Self-interestis apowerful motivatorand
curiosity can be even more powerful than the promise of personal gain.
Curiosity allegedly killed the cat, after all. That’s why using curiosity
orabenefitinyour subjectlines, oreven better, using both, canboost
youropenrate significantly. Youmay find that mailing the same email
with adifferentsubjectline willgeta differentresponse fromthe same
list. Try splittesting the same email copy with different subjectlines
and see which ones convertbesttoyourlist.
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4) TEST THE LENGTH OF YOUR EMAIL COPY:

Few debates have raged aslong within copywriting as whether short
orlong copy outperformbetter. The bestansweris:itdependsonyour
situation. Ifyou are currently writing shortemails, test writing longer copy
andviceversa. Intoday’s hectic lifestyle pace, youmayfindthatreaders
willrespondto shorter copy withamore directapproach. Or, you may
findthat subscribers willrespondtolonger, more in depth messagesif
they enjoy your messages and like toimmerse themselvesinthe content.
Similarly some offers are so obvious thata straightto the point pitch will
convertbetterthanalongwind up. However, more complex offers will
sufferwithoutasufficientcase beingmade. Eitherway, copyis nevertoo
long, it’sonlytooboring. Aslongasthe copyisgood, it should convertand
holdthe targetaudience’s attention and should be aslong as necessary to
dothejob,andnotlonger.

5) ADD STORIES TO YOUR EMAIL COPY:

Mostemails are predictable and boring, especially after subscribers have
receivedthe same basic message formatoverandoveragain. Ifyoutell
engaging storiesin youremails you could see a substantialincreasein
conversion, evenwhen selling the same offer. Forexampile, ifyou tell
stories aboutyour customer successes, oryourown experiences, oreven
the story of the development of your product, the message can be more
engaging and converthigher. We are conditioned across human history
andacrossall culturestofind stories engaging and the best sales people
use storytoconvey sales messages.
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6) FOCUS ON ONE RESPONSE PER EMAIL:

Acommon mistake many email marketers make is to divide the focus on their emails by asking their subscribersto consider
too many differentthingsin a single message. Forexample, you could promote an upcoming event, anew product, and ask
foraresponsetoasurveyallinone email. Butthereality is that your subscriberis more likely torespondto amessage thatis
focused ononething. There are many reasons forthistendency soit’s worth testing to see if exclusively focusing on one topic
peremailboost conversions. Afterall, if you wantto promote a productand the email contains multiple links to different calls
toaction, how canyouknow how effective the offerwas? This advice may notapply to anewsletter with multiple topics, butit
almostalways does apply to adedicated email promotiontasked with selling an offer.

7) CREATE SEQUENCES:

Peopletendtoliketofinishwhatthey startwhenitcomestoinstallments. If you cancreate a series of several emails about
atopicthen make sure to mentionthatinthe subjectline. Forexample, “Howto lose weight overthe holidays (Part 1 of 5)”.
Whenyoumailthis seriesto yourlist people willtend to try toread each one. This canboostyour conversions because you
have captured your subscribers’interest. Also, ifthey tuneinon Part 2 thenthey may well seek out the previous emailand
also pay extraattention so astobe sureto see the remaining parts. That'swhyitis bettertosay ‘Part X of Y’than just stating
‘PartX’. Thatway your subscriber can anticipate how many parts to watch outfor.

Ofcourse, youdon’thave to apply allthese 7 tips atonce. However, doing justone can help youincrease your profitability
relatively easily and you cantest more ofthese strategiesin a step by stepmannerastime andresources allow.

The keyistounderstandthatincreasing conversions can be accomplishedinmany ways andto testdifferentfactorsona
consistentbasis to maximize profitability.
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REGISTER FOR EMAILDELIVERED UPDATES

The keytoemail marketing is staying Sign upforourweekly newsletter (and Don’tforgettofollow usonlineand
ontop ofthe trends, knowingwhat'’s occasional notifications) at http:/ tosignuponourwebsite fornews,
workingnow, andwhat’'scominginthe =~ www.EmailDelivered.comtodayand updates,tips, andhelpfulresources.
future. stay ontop ofthingslike:

www.facebook.com/

Eachweek, we provide email + ISPchanges & updatesthat EmailDelivered

marketing and deliverability reports, affectdeliverability and inbox

articles, whitepapers, andtraining placement... u www.twitter.com/

i . . . emaildelivered
videos. + Emailmarketing bestpractices...

www.plus.google.com/

+ Improvingyouremail ROIL... 8 +Emaildelivered

* Increasing subscriber (p www.pinterest.com/
engagement... emaildelivered

*  Andmuch, muchmore.. www.youtube.com/user/
EmailDelivered

www.linkedin.com/company/
email-delivered
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ABOUT

EMAILDELIVERED

EmailDeliveredis your “virtual” email
administrator, handling the technical
side of email marketing while still giving
business owners and marketerstotal
controlovertheiremail.

In additionto done foryou
managementservices,
EmailDelivered also provides
consulting, training, and email
campaigndesign.

Formore information onhow
EmailDelivered helps you take back
controloveryouremail marketing
(and notbe held hostage by youremail
provider) visitus online at http:/www.
EmailDelivered.comtoday.
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Heather Seitzis the co-founder, and
Marketing Director at EmailDelivered,
anemail deliverability management
and consultingcompany basedin
Austin, Texas. Theirsole focusison
getting youremails delivered!

Heatherhasworked withtop online
business owners and marketers
aroundthe worldto help solve delivery
problems andimprove the results from
theiremail programs.

OTHER WAYS TO GET THIS
INFORMATION

Available at http://www.

EmailDelivered.com/resources
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