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WE arE 
introducing in 
thE folloWing 
documEnt:

1. How to build an 
audience with your 
current contacts.

2. How to start thinking 
about the right content 
for people.

3. The advantages of using 
a tool like MailChimp 
to manage your email 
marketing.

4. The benefits and tips 
for developing graphical 
based emails.

5. Simple tools to track 
you email interactions.

6. Simple tips to remarket 
to your database.

Email
markEting.
crEatE an audiEncE...

in direct marketing, it’s long been 
said that a bad offer to a good list will 
perform better than a good offer to a 
bad list. the point being that without 
a decent audience, you may as well 
forget about it. You may have a great 
product or service, but unless you have 
a long list of people who are at least 
prospective customers, even the best 
marketing efforts in the world probably 
won’t be able to sell it.

That’s how it is in social media, too. You can spend a ton of 
time and money in creating content that absolutely rocks, 
but if you aren’t reaching enough people, your efforts will 
be in vain and you won’t have a chance of going viral.

This document will aid you in building an audience with 
specific content and tools to help accurately track and 
record your campaign.

“You can spend a ton of time and money in 
creating content that absolutely rocks, but if you 
aren’t reaching enough people, your efforts will 
be in vain.”
 
-  Bob Cargill 
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SEgmEnt and conquEr

Start by creating one long list of email 
contacts on a spreadsheet. You will 
need a to segment these people into 
groups based on their interest in your 
business.

You may want to go a more sophisticated route 
and undertake the same process using a Customer 
Relationship Management (CRM) tool like Saleforce 
or Zoho and/or you can use tools such as Mailchimp’s 
segmentation tool to group your database lists.

The aim is to develop your list so you know what areas of 
interest your contacts have in regard to your business. 
As you are going through, put to one side the people you 
don’t know how got on your list in the first place. If you 
can’t work out the connection to them they probably 
don’t know you either and its the equivalent of spamming 
them. Concentrate on the group of people you know. It’ll 
be them you will be tailoring your communications to in 
future.

Tip: The simplest way of doing this is to create 
a spreadsheet and work your way down your 
contacts. Highlight the prospects who are the 
highest value to you and detail their interests and 
business problems.
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high ValuE contEnt crEation

the next step is to look at ways to give 
your segmented database contacts, 
powerful, useful / problem solving 
information related to your business.

You can create this content and use it across lots of 
platforms that will generate new subscribers. Distribute 
your key messages via email but its combination of tools 
that will help you gain the greatest reach. Let people 
consume your content on their terms. Consider reusing 
your problem solving content across:

• Social Media
• In A Blog
• Sharing A Whitepaper Or
• Creating A Free E-Book

It’s important to keep in sync with your customer’s 
train of thought and the issues they may face. This is 
where segmentation of ‘types’ of issues becomes really 
important. When you recognise these problems, think 
about creating content to solve these issues and update 
the relevant audience. There is no one-size fits all here. So 
if it requires some personalisation, do it and send
the relevant content to the ‘few’ people you know it will 
have a positive impact on. It’ll be easier to manage the 
enquiries back and will build your reputation. Sharing this 
content will give people a reason to visit your website or 
pick up the phone and speak with you further. 

Going forward if you don’t have a mechanism of managing 
your emails you’ll need to invest in some form email 
campaign software, we use and recommend Mailchimp. 
Albeit there are others; Constant Contact, Aweber, 
Campaign Monitor all with good reputations for email 
management.

“There is no one 
size fits all here. So 
if it requires some 
personalisation, do it 
and send the relevant 
content to the ‘few’ 
people you know it 
will have a positive 
impact on.”
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mailchimp

historically, one of the main issues 
when sending to a large database list
was getting your bulk emails into 
recipients inboxes and past their email 
server.

Bulk emails that weren’t from your own ‘office / personal’ 
email address often meant you could quickly be seen as 
SPAM by the recipeints email server. This would mean 
your email server IP was blocked and your emails didn’t 
get through.

Tip: If you think you have done some damage 
by sending out bulk emails, speak with your 
hosting com- pany and/or check your web / email 
server’s ip address (if you don’t know it, check out 
this tool to find your website’s IP: https://www.
site24x7.com/find-ip-address-of-web-site.html 
then check your status on http://mxtoolbox.com/
blacklists.aspx.

MailChimp.com is now so popular most email servers 
know to allow emails from MailChimp through. As such, 
one of the key benefits of using a third party such as 
MailChimp is that you are using an independent set of 
servers away from your own company email address, 
which now won’t be in danger of getting blacklisted as a 
SPAM email address. But that’s just the start. Mailchimp 
offers extremely powerful tools to send and track how 
businesses are interacting with your business. You can 
track:

• Who opened your email and how often.
• What they clicked on within the email.
• Advanced tracking through Google Analytics to see 
where they went on your website.
• Lots of advanced reporting tools for showing the 
success of your email campaign.

The other key benefits of MailChimp suitable for most 
small businesses are: 

• Its free for up to 2000 users sent out within a month*
• Up to 12,000 emails are free within a month*
• It is very user friendly and easy to set up.
• Widely accepted by email servers.
• Lots of advanced features to segment your database - 
Tracking and report functionality.

*but you must show the MailChimp footer advert.
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graphic BaSEd EmailS or plain tExt?

if you are 
considering using 
mailchimp as an 
email-messaging 
tool there are 
options to use 
html (graphic 
Based email) or 
just plain text.

You can choose from 
grahpic based templates 
too. The key consideration 
is that email clients, 
such as Outlook express, 
Outlook and Thunderbird 
all render graphical emails 
differently so you need 
to test your creation for 
consistency using a tool 
such as Litmus.com the 
many common email 
clients.

It doesn’t have to be a 
HTML email (graphic-
based); it can just be plain 
text. The point is to make 
your emails personalised.

Tip: Not just by saying 
Dear xxxx (albeit 
we do recommend 
personalising like 
this too), but by 
segmenting your 
database lists, so 
you send content 
suitable to particular 
audiences.

You want the person you are emailing to feel that this is 
content of relevance to them and that its not just another 
piece of generic content. Plain text, whilst not visually 
appealing can get to the point straightaway and be just as 
effective albeit not have the same brand impact. If you’ve 
got something of value to say, people will read your emails.

The beauty of Mailchimp is the ability to track who 
opened the email, who sent it on to others, who clicked on 
the links and start the process of ranking who is interested 
in the content you sending out and therefore start to 
become the main prospects in your pipeline.

You can advance this by starting to track people via your 
website and see the information that is of interest to 
them. This might prompt you to contact them directly to 
make the sale.

If you do get into conversation further with your prospect 
/ customers. You are more than likely going to send 
follow up information and links via your personal email, 
highlighting other key information about the product/
service. You can now go one step further and look at what 
people do with that email once it has been sent by you. 
You are able to embed and track the links that are opened 
through an email tool such as Hubspot’s Sidekick (http://
www.getsidekick.com/).

Tip: You can take your lead management to a new 
level but you’ll need an organised way in which to 
manage those leads and leap into action when a 
prospect is warming up. CRM tools such as: Zoho 
and SalesForce can help you with this. As will 
RulerAnalytics and LeadForsenics.
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rE-markEting

Your audience is smart and they want 
solutions to problems they face. getting 
good information to your customers 
offers you the opportunity to present 
more solutions.

In this way you will build trust with them and they will 
be more likely to buy from you. You can do this by re-
marketing to the customers you have via email. Offering 
this level of personalised content is an excellent way to 
engage customers and offer a great customer service.

Here are some top tips if you have an ecommerce website:

• Customise purchase receipts with your branding, 
customer contact information and cross- sale of related 
products.
• Re-market to people that have ‘abandoned’ shopping 
carts.
• Maximise wishlists by encouraging end users that 
haven’t bought their ‘wishlist’ item by
letting them know when a product might be ‘out of stock’ 
or is on sale.

If you’re more service based (but this applies to 
ecommerce to then consider these points also):

• Review seasonal or cyclical purchases and remarket to 
your customers just in time for the next purchase.
• Relate services and offers to lead people to a new area 
of your business and complement what people already 
know about you.
• Use customer reviews and testimonials as a ringing 
endorsement of your products/services you want to resell. 
If your database consists of like-minded people (and will 
be if you’ve built it), it’s likely these endorsements will 
help re-enforce and encourage other customers to buy 
from you.

the aim is to create relationships that 
are more mutually beneficial for you 
and your customer base.

The main outline of this approach is:

• Create some engaging content that your customers 
need to know
more about.
• Create a blog for it and distribute it online.
• Send notifications using different media to the segments 
of your database.
• Capture more informative content and develop more 
knowledge about what your visitors
want.
• Engage your prospects with relevant solutions to their 
issues.
• Re-market your emails to your customers.
• Track their interaction and offer more personalised 
solutions at timely opportunities.

I hope these points have helped you think of new ways to 
add-value to and engage with your customers in new and 
informative ways.

Your feedback is always welcome and if you want to talk 
something through please contact:

Nick Taylor on 0151 203 2073 or email nick.taylor@e-
blueprint.co.uk 

website:www.e-blueprint.co.uk

a final chEckliSt
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