Unit-3
E-MAIL MARKETING

3.1 Introduction to E-mail marketing

Email marketing is a powerful digital marketing strategy that involves sending targeted email messages to
a group of recipients with the goal of building and nurturing relationships, promoting products or services,
and driving engagement and conversions.

« It is a cost-effective and efficient way to communicate with your audience and can be a crucial
component of your overall marketing strategy.

» Email marketing is a versatile tool that can be used for various purposes, from building brand awareness
to driving sales and customer loyalty.

» When executed effectively, it can be a highly profitable and efficient way to connect with your audience
and achieve your marketing goals.

» emails should be visually appealing and mobile-responsive. Clear, concise, and aesthetically pleasing
designs make it easier for recipients to engage with your content.

» Email marketing drives traffic to blogs, social media post etc., it can also segment amils and target users
by demographic.

* Email marketing has its own set of disadvantages like

1.spam: entering into spam if spam laws are not followed and need to be actively avoiding spam filters. To
cut down on the amount of unwanted emails, many servers have filters in place to lessen the number of
spam emails a person receives.

2.Apperance: if mails are too large, it might take a long time to load. Due to varying servers and computer
settings design may not come through the way it was created.

3.engagement:as competition is more, it’s necessary to continuously find ways to engage audiences.

Types of Email marketing

There are many different types of email marketing. Each one serves a different purpose and takes a
different avenue to engage with your audience. We are going to look at some of the many different types,
S0 you can create the best email marketing campaign for your company.

1.Welcome emails

This type of email welcomes customers and encourages them to learn more about your product or service.
They often offer a trial or other bonus. It is used to introduce a potential new customer to the business.



2.Newsletter emails

Newsletter emails are very popular, and they often highlight new products and services. They may also
include articles, blogs, and customer reviews. Usually, there will be a call to action to move the reader to
do something, whether that is reading a new blog post or checking out a new product.

3.Lead nurturing emails

This type of email targets a specific audience through a series of emails in the hope of eventually
converting them. Typically, lead nurturing emails focus on a group that is interested in a specific product or
service and then build their interest through more emails that offer additional information or relevant
promotions. The goal is to push users from the consideration stage to the purchasing stage.

4.Confirmation emails

Those that have recently signed up for emails or newsletters, or have purchased an item online for the first
time may get a confirmation email. This ensures the prospect that the information has been received and
they are on the list to receive additional information. These are also a way to let users know that their
purchase has been received or that their sign-up was successful and can include more actions for them to
take.

5.Dedicated emails

If you want to reach out to only a portion of your email list, this is called a dedicated email. Its list may be
based on recent purchases, inactive clients, new members, and other specific types of criteria.

6.Invite emails

These types of emails often announce upcoming events, new product launches, and seminars. Most
companies use these types of emails when there is something special going on to gain attention and
increase awareness about special events.

7.Promotional emails

These types of marketing emails are very common and tend to be generic and go out to a large audience.
They are usually used to maintain awareness and may tease new products and services.

8.Survey email

Feedback from customers is one of the best tools for a business. Sending out these emails communicates to
your customers that you value their opinion and want to create an experience, product, or whatever you’re
offering that they’ll enjoy. Businesses can also take the feedback from these surveys and apply them to
their offerings, creating what is hopefully a better product.

9.Seasonal marketing emails

Many companies take advantage of the holiday season or special occasions to reach out to their customers
and prospects with information on upcoming sales and promotions. They are often tied to holidays like
Christmas, Mother’s, and Father’s Day.


https://mailchimp.com/resources/how-to-create-lead-nurturing-strategy/
https://mailchimp.com/resources/why-you-need-customer-reviews-and-the-best-ways-to-get-them/

3.2 E-Mailing List

A mailing list is simply a list of addresses to which the same information is being sent. If you were a
magazine publisher, you would have a list of the mailing addresses of all the subscribers to the magazine.
In the case of an electronic mailing list, we use a list of email addresses from people interested in hearing
about or discussing a given topic.

There are two types of Email Mailing Lists
1. Announcement Lists
These are used so that one person or group can send announcements to a group of people, much like a

magazine publisher's mailing list is used to send out magazines. For example, a band may use a mailing list
to let their fan base know about their upcoming concerts.
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2. Discussion List

It is used to allow a group of people to discuss topics amongst themselves, with everyone able to send mail
to the list and have it distributed to everyone in the group. This discussion may also be moderated, so only
selected posts are sent on to the group as a whole, or only certain people are allowed to send to the group.
For example, a group of model plane enthusiasts might use a mailing list to share tips about their model
construction and flying.

3.2.1 How to create your email list

Creating an email list involves a few key steps to set up and manage effectively

1.Choose an Email Marketing Service: Select an email marketing service provider like Mailchimp,
Constant Contact, Convert Kit, or others that suits your needs. These platforms offer tools to manage
subscribers, create campaigns, and track analytics.

2.Set Up Your Account: Sign up for an account on your chosen email marketing platform and follow their
instructions to set up your account, including adding your business information and verifying your domain.



3.Create Signup/opt in Forms: Design and create signup forms that will be embedded on your website or
used in other promotional efforts. These forms should collect essential information from subscribers.

. Make a header that stands out visually and grab reader attention.
o Don’t complicate the form any further than necessary.
. Your opt-in form should have double confirmation.

4.0ffer Incentives: Provide incentives to encourage people to sign up, such as offering a free E-book,
discount, or exclusive content in exchange for their email address.

5.Segment Your List: Plan how you'll segment your list based on interests, demographics, or behaviours.
Segmenting allows you to send targeted and relevant content to specific groups.

6.Comply with Regulations: Ensure compliance with data protection laws like GDPR or CAN-SPAM
Act. Obtain explicit consent from subscribers to send them emails and provide options to unsubscribe.

7.Start collecting mails: implement your form across various channel and consistently encourage sign ups.

8.Regularly Engage Subscribers: Consistently send valuable and relevant content to your subscribers.
Maintain regular communication without overwhelming them with excessive emails.

3.2.2 How to Building an email list

It involves several steps and strategies. Here are some effective methods to build an email list

1.Create Valuable Content: Offer something valuable like a newsletter, eBook, or exclusive content that
people can receive by signing up for your email list.

2.0pt-in Forms on Website: Place opt-in forms strategically on your website, including pop-ups, sidebar
forms, or inline forms within blog posts.

3.Offer Incentives: Provide incentives like discounts, freebies, or special offers for subscribers to
encourage sign-ups.

4.Social Media Promotion: Promote your email list on social media platforms by sharing the benefits of
subscribing and directing followers to sign up.

5.Host Webinars or Events: Hosting webinars or online events is a great way to collect email addresses
from interested participants.

6.Referral Programs: Implement referral programs where existing subscribers can refer friends in
exchange for rewards or exclusive content.



7.Use Lead Magnets: Create lead magnets such as checklists, templates, or resource guides that require an
email address for download.

8.Guest Blogging and Partnerships: Write guest posts for other blogs or collaborate with
influencers/brands in your niche, and include a call-to-action to join your email list.

9.Networking Events or Conferences: Collect emails at networking events by having a sign-up sheet or
using tools for direct collection.

3.3 E-mail marketing campaign

Creating effective email campaigns is essential for achieving your marketing goals and engaging your
subscribers.

1.Define Your Goals: Clearly outline the objectives of your email campaign. Are you aiming to increase
sales, drive website traffic, promote a new product, or nurture leads? Understanding your goals will shape
your campaign strategy.

2.Know Your Audience: Segment your email list based on demographics, behaviors, or preferences.
Tailor your email content to each segment to make it more relevant and engaging. Personalization is key to
capturing your audience's attention.

3.Create High-Quality Content: Provide valuable and engaging content in your emails. Use a mix of text,
images, and multimedia to make your messages visually appealing.

4.Call to Action (CTA): an email marketing call to action is a button or hyperlinked line of text that
directs a user to a website of a brand’s choosing. The point of a CTA 1is to drive consumers to action. Every
email should have a clear CTA. Whether it's "Shop Now," "Learn More," or "Download Now," your CTA
should be noticeable.

5.Personalization: Personalize your emails by addressing recipients by their name and tailoring content
based on their past interactions with your brand. Use data from past purchases, browsing behaviour, and
more to create a personalized experience.

6.Timing and Frequency: Timing matters in email marketing, consider your audience’s time zone and
behaviour to schedule emails at optimal times. Be mindful of the frequency of your emails to avoid
overwhelming subscribers.

7.A/B Testing: Continuously experiment with different elements of your emails. Test variations of subject
lines, content, CTAs, and visuals to determine what resonates best with your audience.

8.Segmentation: segment your email list to send relevant content to different groups. Segmentation can
significantly boost engagement and conversion rates.

9.Automation: Use marketing automation to send targeted messages based on specific actions, such as
welcome emails, abandoned cart reminders, and follow-ups after purchases. This saves time and ensures
timely communication.



10.Transparency: Ensure your emails comply with email marketing regulations like CAN SPAM . Be
transparent about your identity and the purpose of your emails. Provide an easy way for subscribers to opt
out (unsubscribe).

11.Track and Analyze: Use email marketing analytics to track the performance of campaigns. Monitor
open rates, click-through rates, conversion rates, and unsubscribe rates. Analyze the data to make informed
decisions for future campaigns.

12.Mobile Optimization: Given the increasing use of mobile devices, it's essential that your emails are
mobile-friendly. Test how your emails appear on various mobile devices and ensure they are easy to read
and interact with on small screens.

13.Feedback and Iteration: Encourage feedback from subscribers and use it to improve your email
campaigns. Regularly review and iterate on your email marketing strategy to keep it fresh and engaging.

14.Maintain a Consistent Brand Voice: emails should reflect your brand's voice and identity.
Consistency in tone, style, and messaging helps build brand recognition and trust

3.4 Email Automation and Segmentation

Email automation

» Email automation refers to the use of technology and predefined workflows to send emails to subscribers
or customers at specific times or in response to certain actions.

* The primary goal of email automation is to provide personalized and timely content to recipients,
improving engagement and conversion rates.

1.Welcome Series: When someone subscribes to your email list, you can automatically send a series of
welcome emails that introduce your brand, products, or services.

2.Campaigns: email campaigns involve sending a series of emails over time to nurture leads or educate
customers. These can be triggered by various actions or time intervals.

3.Abandoned Cart Emails: If a user adds products to their cart but doesn't complete the purchase, you can
automate emails to remind them about the items and encourage them to complete the purchase.

4.Event Reminders: Send automated reminders to registered attendees before a webinar, event, or product
launch.

5.Post-Purchase Follow-Ups: After a customer makes a purchase, you can automate emails to ask for
reviews, provide additional product recommendations, or offer customer support



Email segmentation

Email segmentation is the art of splitting your list into different groups. These segments consist of people
with similar characteristics. Segments can then be emailed reflecting the content and timing appropriate to
them.

Segmenting your lists helps you get better response rates (open & click). By sending messages to targeted
groups within your lists, your recipients will find your campaigns more relevant, hence these appropriate
campaigns get better results.

Listed below are the top 5 ways you can segment your list

1. Geographic email segmentation: The most obvious way to segment emails is through geography. For instance,
imagine your business is hosting a special event. You send out content to a full email list, which includes contacts
both local and distant.

2. B2B and specialization email segmentation: You work with other businesses. You may sell or provide services
to other businesses. And because of the different people you work with, you wouldn’t send the same email to a
vendor contact as you do to a sales manager, a marketing specialist, or an administrative assistant. They each require
their own messaging.

3. Content-specific email segmentation: For this, you need to rely on data collected about specific contacts. What
pages did they visit on your site? What did they download from it? What tools did they use? Did they purchase
anything?

4.Behavior-specific email segmentation: This goes into a level of email marketing segmentation that’s even
deeper. How long is a customer lingering on a page? How many pages do they view on an average visit? Do they
visit and buy quickly, like an impulse buyer? Or do they visit a few times in a week, loading the same items into an
online cart and cancelling, like a nervous buyer?

5. Influencer email segmentation: This is more complicated than the title alone suggests. Customer loyalty is no
longer just about purchase totals and the frequency of purchases. Today, it’s about who recommends your brand.
Who’s given you testimonials or reviews? Who shares your brand on social media? Which platform? How effective
are they? Send superficially to those customers—and show them some love for being a voluntary brand ambassador.

3.5 E-mail marketing Metrics and Analytics

Email marketing metrics are numbers or percentages that indicate the success of an email marketing
campaign.

The Important email marketing metrics are
e Open Rate — The number of people, who opened your email as well as the total no of times your

email got open. If you have a low open rate, then you have to make your email subject and content
more appealing and try sending the email in different schedules.



Click Rate — The number of people, who clicked a link in your email as well as the total number of
times these links were clicked in your email. The goal of your email is to get the reader to take
action. If this metric is low, maybe the quality of your content is not where it needs to be or not that
compelling. Make sure your links and “Calls-to-Actions” are visible.

Bounces — The number of people who did not get your email, e.g., their email account could not be
reached. To avoid bounces, make sure your email list is clean from bouncing addresses. This list
should prominently have those email addresses, which have been collected from a signup on your
website, or having them opt-in to receiving special offers from you, once they make a purchase.

Unsubscribe — The number of people who removed their email from your list by a link posted at
the bottom of the email.

Forward — The number of people who forward the email using “Forward to Friend” at the bottom
of the email. The email platforms can (should) not capture data of people clicking the actual
forward link in their email client.

Complaints — The number of times a contact reports your message as spam in their email client.
Similar to unsubscribe, to avoid complaints, and make sure you are not spamming your customers,
don’t send multiple emails in a day.

Email marketing analytics

Email analytics refers to the process of gathering and analysing data from email campaigns. It helps track
open rates, click-through rates, and user engagement to measure email performance and make data-driven
improvements.

Email marketing analytics track the result of your email campaign. It tells us the statistics of our email
campaign. After sending emails to the list, tracking shows us the result of our campaign.

How many customers opened our email?

How many have clicked on any link or clicked to any “Call to Action” button?
How many of them marked our email as Spam?

Who unsubscribed from our mailing list?

How many bouncing emails are still there?

There are many factors that are mentioned, when you see your analytics report.




Understanding content marketing

» Content marketing is a strategic marketing approach that involves creating and distributing valuable,
relevant, and consistent content to attract and engage a target audience.

* The primary goal of content marketing is to build and nurture a loyal audience, ultimately driving
profitable customer action. Content marketing focuses on understanding your target audience's needs,
preferences.

* Your content should provide solutions, answers, or entertainment that align with what your audience is
looking for. Content marketing encompasses a wide range of content formats, including blog posts, articles,
videos, social media posts, eBooks, webinars, and more.

* The choice of format should be based on your audience's preferences and the message you want to
convey. High-quality content is important. It should be well-researched, well-written, and visually
appealing (if applicable).

* Consistency is key in content marketing. Regularly publishing content helps establish your brand as a
reliable source of information and keeps your audience engaged

* Optimizing your content for search engines is important. Using relevant keywords, meta tags, and
providing value to readers are essential for visibility in search engine results pages.

* Creating great content and distributing it effectively plays a very important role. This can involve sharing
it on social media, through email marketing, on your website, or through partnerships with influencers or
other websites.

» Marketing relies on data to evaluate performance. Use tools like Google Analytics, social media insights,
and email marketing analytics to track how your content is performing. * Content marketing can be a
highly effective way to connect with your audience, establish your brand's authority, and ultimately drive
business growth.

* Success in content marketing often requires a deep understanding of your target audience, ongoing
analysis of what works, and a commitment to providing valuable content consistently.

Content strategy and planning:

* Developing a comprehensive content marketing strategy and planning process is crucial to achieve your
marketing goals

» A well-executed content marketing strategy and plan not only drive organic traffic and engagement but
also build your brand's authority and credibility in your industry.

» Regularly assess your strategy's performance and adapt to changing trends and audience needs to
maintain the effectiveness of your content marketing efforts.



1.Set Clear Objectives

Start by defining clear, specific, and measurable objectives for your content marketing efforts. Consider
what you want to achieve, such as increasing brand awareness, generating leads, driving sales, or educating
your audience.

2.1dentify Your Target Audience:

» Target audience is who you create your content for. Having a clear vision of the target audience is needed
to happen before any type of content is created or promoted.

* Create detailed buyer personas to understand your ideal audience.
These personas should include demographic information, interests, and online behaviour.
3. Content Research and Ideation:

It describes the process of developing new content ideas to engage target audiences. Conduct market and
keyword research to identify trending topics, keywords, and content gaps. Brainstorm content ideas that
align with your objectives and audience interests.

4.Content Types and Formats:

Determine the types of content you'll create, such as blog posts, videos, infographics, podcasts, webinars,
whitepapers, or social media posts.

* Choose formats that resonate with your target audience and align with your content objectives.

5. Content Calendar: Create a content calendar that outlines when and where you'll publish each piece of
content. Ensure consistency in your publishing schedule.

* Content calendars include status updates, planned promotional activity, partnerships, upcoming events.
* It’s very important to decide what your content calendar should include such as date, time, visuals, links
6. Keyword Research:

Use a variety of tools to brainstorm potentials keywords and phrases related to business. These can include
Google’s keyword planner.
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* Perform keyword research to identify relevant keywords and phrases for each piece of content. This will
help with search engine optimization (SEO).

* Look for keywords with search volume and low competition as these will be the easiest to rank for.
7. Content Creation

Develop high-quality content that addresses the needs and interests of your target audience. Ensure that
your content is well-researched, informative, and engaging.

8. Content Optimization

Email optimization is a range of practices marketers use to improve the deliverability, engagement and
conversion of the emails they send. Optimize your content for search engines by incorporating relevant
keywords, meta tags, and optimizing images and other media. Make sure your content is mobile-friendly
and loads quickly.

9. Promotion and Distribution

* Plan how you'll promote your content through various distribution channels, including social media,
email marketing, paid advertising, and partnerships. ¢ Tailor your distribution strategy to each content piece
and platform.

10. Engagement and Interaction

Engaging content helps build brand awareness. Customers who feel engaged are more likely to come back.
Monitor comments, shares, and feedback on your content helps to engage with your audience by
responding to comments and encouraging discussions.

11.Performance Metrics

Define key performance indicators (KPIs) to measure the success of your content marketing efforts.
Common KPIs include website traffic, conversion rates, engagement metrics, and revenue.

12. Content lteration

Regularly review the performance of your content and adjust your content strategy and plan based on
analytics and audience feedback.
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13. Content Calendar and Scheduling

Maintain a content calendar that includes publication dates, content topics, and distribution plans. Schedule
content releases in advance to maintain consistency. They provide details about content channels,
initiatives, content type, campaigns, production status, strategy.

14. Budget and Resource Allocation

* Determine your content marketing budget and allocate resources for content creation, distribution, and
promotion.

» Segmenting audience can help improve email delivery, open rate, CTR, conversions and retention.it can
also avoid wasting money on sending irrelevant emails.

» Another way to allocate budget is to test and optimize email campaigns and strategies.as these help in
identifying performance.

* Investing in quality is important as when it comes to creating and delivering valuable content,
professional copywriting, design and formatting.

15.Documentation and training

* Documenting and providing training in content strategy is essential to ensure consistency, align team
members, and communicate your content strategy effectively

* This document should serve as a central reference for your content strategy and include all the essential
elements.

* Organize workshops or training sessions to educate team members about the content strategy document
and its component

12



13



