THE COMPLETE GUIDE TO
EMAIL MARKETING

Want to perfect your email marketing campaigns? Are you just starting on building an email list?
Whether you’re a complete beginner or simply want some tips on how to get more out of email
marketing, read on for the complete guide to email marketing.

WHY EMAIL?
Email marketing has been around for years now and it still is one of the top marketing channels
for making sales and driving more traffic. It’s pretty easy to keep up with once you’ve gotten the
hang of it, and it brings in results, more so than many other channels:
•

Get more traffic

•

Reach more people

•

Make more sales and conversions

•

Keep your audience up to date with new releases

•

Build stronger, long lasting relationships with your audience

•

And last, but not least, email is here to stay – at least for the foreseeable future!
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WHO SHOULD BE USING EMAIL MARKETING?
Email marketing is a channel that works across all types of businesses and websites; whether
you have a small blog or a huge online or offline store, you would still benefit from using email.
Whatever your business or website is about, you should start gathering emails and subscribers
as soon as possible – its’ going to be of huge help in the long run!

HOW TO GET STARTED WITH EMAIL MARKETING
Ideally, you should start building an
email list and creating an email
marketing campaign as soon as your
business and/or website is up and
running. The sooner you start, the
better – otherwise, you’re going to
lose a lot of potential customers,
traffic and significant connections.
The first thing to do as you get started is to establish what goals you want to achieve from your
email marketing campaign. If you’re clear on what your goals are, it will help you create better
campaigns so that you achieve exactly what you need to achieve.
A few examples of common goals are:
•

To promote a product launch

•

To promote your blog

•

To drive traffic to your website

•

To promote a webinar, online course etc.

•

To increase sales

Once you know what your goals are, it’s time to start building your list.
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INCENTIVES
In order to get people to sign up to your email list, you need to think of incentives that will give
them a good reason to sign up.
People want to avoid spam at all costs and giving your email up left and right is asking for spam
and phishing emails. Not to mention, the average email user is bombarded with emails every
day, even when you can’t remember subscribing to any of them. So why would they want to
subscribe to yours too? Why would they add to their growing pile of daily inbound emails?
In order to build up a good list, you need to offer them incentives that will make it worth their
while to sign up for your emails. In other words, you need to provide value.
There are numerous types of freebies you could be offering as subscription incentives, such as:
•

eBook

•

Ultimate guide

•

Checklists and cheat sheets

•

Templates

•

List of useful tools

•

Educational podcast

•

Educational video

•

Webinar

There are many different types of incentives that you can offer, based on what type of business
and website you have.
One of the types of incentives that have worked best for me, are content downloads. These,
however, work only if you have a blog.
Every time you write an extensive guide, or a how-to post, you can add a content download for
people to get. It can be a PDF version of your guide, or a checklist, for example, but whatever it
is, it needs to be related to the post they’re writing. This is a great way of gathering more
subscribers, as the content download is very relevant to the reader, which makes them more
likely to want to subscribe than just any guide or e-book that you might have on your website.
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The one thing you should keep in mind is that whatever you might be putting up to be
downloaded, it has to be something that is of value to your audience. If you’re not sure what you
could have to offer, one way to go about it is to study the competition and see what they’re
giving away.

EXPLAIN WHAT YOUR EMAILS ARE ABOUT
Apart from offering incentives to attract more subscriptions, another important aspect is to
explain what your website visitors are getting into as subscribers.
There are several ways to go about this. For example, you can do it directly within your opt-in
form:
“Subscribe for all the latest Facebook news and get this Ultimate Guide to Facebook Ads for
free!”
You can also do it in your first email to a new subscriber. Use the opportunity to explain what
you’re going to email them about, as well as to assure them that you won’t be bombarding them
with emails, but rather send regular updates with useful information that they would benefit from.
Look at it as a trade: you get to advertise yourself on a constant basis, while also providing them
with something valuable to potential subscribers.

THE FIRST EMAIL
To create a good email marketing campaign, you need to make sure all of your subscribers get
an introductory first email right after they’ve subscribed.
Take the opportunity to thank them for subscribing to your email list and, like I mentioned earlier,
to explain what you’re going to email them about in the future.
Make sure to also highlight that they can easily unsubscribe if they want to; otherwise, you’re
going to alienate visitors and potential customers.
These are some of the main things you should inform subscribers about in your first email:
•

How often you’re going to email them
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•

What you’re going to email them about

•

Will they be getting any more exclusives?

•

How can they unsubscribe?

THE REGULAR NEWSLETTER
Over the years, I’ve made mistakes and learned a lot while sending out newsletters to my lists.
Now, I found the best use of a newsletter is to use it as a way to update your list on recent
events and blog posts and also include a personal touch. Newsletters are perfect for cementing
relationships with your list, while also driving a little bit more traffic to your website.
When it comes to newsletters, I feel like it’s a good opportunity to show some of your personality
and share some personal things about your life.

THE SALES EMAIL
The thing about newsletters is, they don’t exactly put any money on the table. They serve other
purposes, such as driving traffic to your blog or website and building and nurturing relationships
with your list, but, there is no ROI directly from them. That’s where sales emails come in.
A lot of people have a fear of selling to their list – they’re afraid of alienating their list and putting
them off.
But, the harsh truth is, your list costs a lot of money and time (email marketing tools, etc.), so if
you’re not selling anything once in a while, there’s little point in just having freebie-seekers –
that’s not going to bring in any ROI.
So, don’t be afraid to send sales emails; just, don’t overdo it by sending more than a few a
week.
The way you should word your sales emails depends a lot on what you intend to sell. Do you
want to promote a new product? Then, a short and sweet email showcasing the email would do
the trick. Or, if you sell a service, use the sales email to explain how you would help a particular
business/company and talk about how you’ve helped similar businesses in the past.
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Lately, I’ve been trying a new (to me) type of sales email: the long form sales email.
Basically, it’s almost like a short blog post where I give my subscribers a useful tip and then I
explain how I can help them.
When it comes to sales emails, I would recommend experimenting with both short form and long
form email formats, to see how it affects your results.

EMAIL AND MOBILE
Many people nowadays access their emails via their
mobile phone. In fact, sources say that 55% of
emails are now opened on mobile devices. While the
exact stats differ among this years’ email research
studies, one thing they all agree on is that most
emails are now opened first on a mobile device.
This means that you should make sure your emails
are properly optimised for phones and tablets, so
that they are easy to read on whichever device your subscribers choose to use.

EMAIL SUBJECT LINE
Your emails’ subject line is one of the most important aspects of a good email, as it’s what
determines if your subscribers are going to open the email and read it.
To put it simply, you need to keep your subject line short and sweet and not too sales-y. From
here, it’s a question of trying to attract your subscribers’ attention in a long list of unopened
emails.
It’s quite similar to blog posts and their headlines – in both cases, the titles are the main
deciding factors for opening and reading them. If the headline is not good enough, or catchy
enough, you simply won’t get the click; or in this case, you won’t get your email opened

 Lilach Bullock

www.lilachbullock.com

6

Here are some tips for subject line best practices:
•

Keep it short and sweet – people often open their emails on their mobiles, so you want
to make sure they can see the important keywords in your subject line that will
determine them to open the email

•

Personalise where possible, by including the recipients’ name in the subject line

•

Mention what the email is about: “Increase your email subscriptions by x%” or “here is
your guide to conversion optimisation”

•

Deadline subject lines: do you have any exclusive offers or discounts? Use subject
lines like “Exclusive offer for you, [first name]” or “Last day to get your free gift!”, for
example

•

Use numbers: I’ve found that just like blog posts with numbers in the title tend to work
better and get more traffic and engagement, the same happens with email subject
lines. It can be something like “10 ways to increase your conversion rate today”, just
don’t ever put price in your subject line – that rarely works well!

•

Use action-oriented verbs first – these types of verbs tend to attract more opens, so
use words like “discover” or “find the best way to…” or “get the new…”

Make sure to test out different types of subject lines to find out what works best with your
audience and subscribers. By using an email marketing tool, you can easily set up A/B testing to
 Lilach Bullock

www.lilachbullock.com

7

test out different subject lines for the same email, and see which one gets the most opens and
clicks.

DRIP EMAIL MARKETING
Drip email marketing or email automation marketing, is a way to make sure all of your new
subscribers get the emails that you want them to see.
Most subscribers only the latest emails you’re sending out, but with email automation you can
make sure none of your important messages are lost. Drip emails can also help you retain more
subscribers and turn more subscribers into customers – when done right!
There are two main ways to set up a drip email marketing campaign: create a specific timeline
for sending a set of emails to new subscribers, or send specific emails based on your
subscribers’ actions.
This can all sound daunting, but with the right tool, it can be easy to set up and the best part?
You get to write all of your emails in one go, and the automation service does all of the work for
you!
Here are a few situations in which drip emails can get you better results:
•

New subscribers and buyers: whether they’ve recently purchased one of your
products or services, or simply subscribed to your email list, this is the perfect time to
reach out to your new users and welcome them. Have they just bought something from
you? Send them a couple automated emails that can help them make the most out of
their buy, such as top tips, case studies and examples they can use. Have they
subscribed to your blog? After sending them a welcome email, you can send them a list
of all your best blog posts

•

Reengage unsure customers – more often than not, people will abandon their
shopping carts when shopping online, whether it’s a physical or digital product. A few
emails sent at a strategic time though, can help bring them back and turn them into
customers. Wait a few hours after they left your website and then send them an
automated email reminding them their shopping cart is still there and you’re massively
improving the chances that they will come back and actually buy.
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SEGMENT YOUR LIST
Segmenting your email list can be a lot of work, but doing it can help
you get better results, improve your open and click rates and get
more traffic and more conversions and leads. In fact, you could get as
much as a 58.21% higher click rate on average for most types of
segmented email marketing campaigns.
By segmenting your list, you can send better emails to the right
people, which in turn, improves your open and click rates. List segmenting works hand in hand
with drip email marketing, so by setting up both, you have the potential to massively improve
your results.
By properly segmenting your list, you can also get fewer un-subscribers. If you are only sending
them emails that they would be genuinely interested in, then they’re more likely to remain
subscribers.
How you segment your list is completely up to you; to give you a few examples, you can
segment them
•

By the date they joined your subscriber list

•

By interest

•

By customer type and past purchases

•

By location, age and gender

•

By job title and industry

•

By shopping cart abandonment

It’s up to you how you segment your list and it can vary depending on your type of business and
how your list interacts with you. But good segmentation, coupled with an appropriate drip email
marketing campaign can really improve your results and help you achieve your goals much
faster.
Most email marketing tools offer segmentation features, such as ConvertKit.
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TIME
Another important thing to consider is the time you
send your email. There are some ‘rules’ that work
across industries, but generally, it’s best to test
when your audience is most likely to open one of
your emails.
For example, don’t send out your emails in the
middle of the night, when your audience is
sleeping

(this

is

particularly

important

for

businesses operating in different time zones) or
Friday at 5 p.m. when most people are getting
ready for the weekend and not as interested in
checking their emails and such.
The best time to send out emails is not only are
they getting them while they are at their computer
or phone, but also when they have the time to
take action. If you’re emailing your list about a
new blog post on Friday evening, they will most likely prefer to get ready for a night out then
start reading another article. And by the time Monday comes, they’ll completely forget about
your email and have many other emails that need dealing with. The best time to send your
emails differs, so the best way to find the right days and times for you, use split testing.
However, generally, the best days for sending emails are considered to be Tuesdays and
Wednesdays.
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A/B TESTING/SPLIT TESTING
In order to get the most out of your email
marketing and make sure you get more clicks,
leads and conversions, use split testing to
perfect your strategy and campaign.
With split testing, you make small changes in
your emails and try out the two versions to see
which one gets you the best click through rate.
The best way to go about it is to only test one
change at a time; otherwise, you might not
know exactly what it was that got you better results.
There are several things that you can change in your emails and test, such as:
•

Subject line: the more you test out different types of subject lines, the more you’ll be
able to tell what type of headline works best with your audience

•

Time: as I mentioned earlier, the time you send out your email can have a big impact
on its success and click through rate

•

Call to action: if your email contains a call to action, try out different wordings to see
which ones get the most conversions

•

Email layout: try out different placements of your email content, different spacing, etc.

•

Email content: it’s also useful to try out different wording in your email until you find
the style that your audience responds best to

•

Images: visual content can be very powerful and can have different impact on different
people, so it’s worth trying out different imagery to see what works best

•

From name: the name you use can have an impact on your clicks; for example, it could
work better if you use your company name, or you could get more people to open it if
you used your real name. Ideally, it should be a name that the people in your list will
recognize – otherwise, they’ll likely consider it to be spam and not open it
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MEASURING YOUR EMAIL MARKETING
PERFORMANCE
Email marketing analytics are extremely important as they can help
you create better email marketing campaigns, get more subscribers
and less un-subscribers and general get better results and more
clicks.
Thankfully, email marketing tools have built-in analytics and they generally have all the stats you
need in order to make an informed decision.
It’s important to check your analytics often so that you can make changes to future campaigns:
•

Opt-in forms: which opt-in forms are getting you the most subscribers and which the
least? See if you can find a common link among the best, as well as the worst and use
that information to create better, more engaging subscription forms.

•

Open rate: which emails are getting the biggest open rate and why? This can help you
figure out what types of subject lines attract your subscribers’ attention the most. A
good open rate over more of your emails can also mean that you’ve managed to build a
good relationship with your subscribers, while if most of your emails don’t get opened,
that could mean your subscribers are deleting them instantly or simply ignoring them.

•

Click rate: Which emails are getting the most clicks? The click through rate usually has
to do with the content of your email. They’ve already opened your email, so it’s fair to
say they were interested enough to read it or quickly go through it. So why aren’t they
clicking on your links? In most cases, it’s because you haven’t managed to convince
them with your copy that they should click.

•

Unsubscriptions: find out at what point users are unsubscribing. With this information,
you can make changes to the offending emails and try to get fewer unsubscriptions in
the future. A high unsubscription rate can also be a sing of no segmentation or bad list
segmentation. If you strive to only send the different members of your list emails that
they would be interested in, you can get fewer unsubscriptions.
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USEFUL TOOLS
CONVERTKIT

ConvertKit is an email marketing tool designed specifically to help bloggers make more
conversions. Although it hasn’t been around long, it’s grown very rapidly to become one of the
email marketing tools on the market.
You can use ConvertKit to create forms, landing pages and send out email broadcasts. One of
the best features, though, is its’ drip email marketing automation. Setting up a drip sequence
can get very complicated with other tools, but with ConvertKit, it’s extremely easy to figure out
and set up drop email marketing automation. Read here for my full review of ConvertKit.
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OPTINMONSTER

OptinMonster is a lead generation and opt in form tool. It’s one of the best I’ve ever tried, as it’s
massively improved my results since I’ve started using it.
The optin forms are very easy to create, customise and optimise for conversions. OptinMonster
also has a lot of useful features designed to help you get the best possible results, such as exit
intent technology, page level targeting and very easy to use A/B slip testing tools.

CONCLUSION
A good email list still is and most likely will continue to be one of the top resources you can have
as a business or marketer. And while it can be a lot of hard work to keep up a strong email
marketing campaign, the results make it well worth it.
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About Lilach Bullock
Highly regarded on the world speaker circuit, Lilach
Bullock has graced Forbes and Number 10 Downing Street
with her presence! In a nutshell, she’s a hugely connected
and highly influential serial entrepreneur – the embodiment
of Digital Intelligence.
Listed in Forbes as one of the top 20 women social media
power influencers and likewise as one of the top social
media power influencers, she is one of the most dynamic personalities in the social
media market and was crowned the Social Influencer of Europe by Oracle. A recipient
for a Global Women Champions Award (by the Global Connections for Women
Foundation, GC4W) for her outstanding contribution and leadership in business.
After launching her first business within three years of becoming a mother, her financial
success was recognised by being a finalist at the Best MumPreneur of the Year Awards,
presented at 10 Downing Street. Following a resultant offer and wishing to spend more
time with her daughter, she sold her first business to focus on social media, developing a
multi-site blog and online marketing portfolio that generated in excess of 600,000 +
visitors per month.
Lilach is consulted by journalists and regularly quoted in newspapers, business
publications and marketing magazines (including Forbes, The Telegraph, Wired, Prima
Magazine, The Sunday Times, The Guardian, Social Media Today and BBC Radio).
What’s more, her books have achieved No 1 on Amazon for Sales and Marketing and
Small Business and Entrepreneurship.
When Lilach isn’t working she enjoys spending time with her family and is an avid fan
of Zumba.
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