
How to be Effective at Promotional Emails
如何有效做好邮件促销

By: Jessy Jex, Associate Director, SWREG



Why do you want to email your customers?

Allows you to promote, inform, and reach out to your customer base

Keep in touch and create a loyal, appreciated, and active customer 
base

Represents 10% of enterprise level clients gross sales  = significant 
source of revenue



What is the first step?What is the first step?

Need to collect customer emails & build a list

Always obtain permission!  Only email customers that opt-in.

Ways to collect email:
Sign-up form on your website for newsletter
Request email upon trial downloads
Refer a friend options
Offer incentives to opt-in (bonuses, special offers) 
Provide signup in shopping cart Digital River order forms offer thisProvide signup in shopping cart  - Digital River order forms offer this
Look out existing lists – transform inactive subscribers to active



Design Best Practices for ConversionDesign Best Practices for Conversion

There are several important design factors to ensure you have a good open 
and conversion rateand conversion rate

Use a template for consistency 
Customers recognize offers
Adds professionalismAdds professionalism
Reinforces your brand name and style

Include Box Shots of the Products offered
Include only 1-2 products per promotion
In promotion describe how this benefits the customer – why they want itp y y
Strong call to action – let the customer know what you want them to do
Bullets that contain the product features
Buy Now buttons at top and bottom of email
I l d t t ti i lInclude customer testimonials

Example used for SEO product: Ed Keay-Smith, AdWordsMarketing.com, says:

"I now have many of the top positions on Yahoo, MSN and have far improved my position on Google to the 1st, 2nd or 
3rd pages for keywords relating to my website. I liked that I could download the *product* trial version to test drive it 
before I spent my money. 

I i d ith it th t I ld h b t id t t it I ll lik d th th t I ld t i thI was so impressed with it that I would have been stupid not to use it. I really liked the way that I could customize the 
reports for my clients when doing SEO work for them. This aspect alone has won me tens of thousands of dollars worth 
of fees when using this part of the software.“



Email – Example

5

Uniblue:
> Strong Call to action

p

g

> Bullets of Product Features

> Awards and Testimonies 

> Result: 8% increase in response> Result:  8% increase in response



Design Best Practices for Conversion ContinuedDesign Best Practices for Conversion Continued

Feature Awards for product – if strong industry recognitionFeature Awards for product – if strong industry recognition
Screenshots of program
System Requirements of product
Subject line – should summarize offer not sell itj

Keep to 50 characters or less
Avoid all Caps works, word “Free”, and exclamation marks
Example: Rip, burn and convert your DVD and audio - best selling DVD Ripper suite almost 50% off

Buy Now button links Direct to Cart –reduce # of clicks in purchase process
If il bl li ti i t ’ i t ilIf available, use personalization – insert person’s name into email

Increases open rates by as much as 10% (Jupiter Research)

Consistency with timing
Set timing or frequency of email upon opt-in of the customer to your list with intro email
Once established make sure you deliver on the commitment you have made to your listO ce estab s ed a e su e you de e o t e co t e t you a e ade to you st

Vary product and types of offers to customer list so they don’t get bored and opt-out
Single discounted product ($ or % off)
New version or release
Unique bundled product
Buy one get one freey g
Informational Newsletter



Design Best Practices ExampleDesign Best Practices Example



Design Best Practices Example ContinuedDesign Best Practices Example Continued



Design Best Practices for Deliverability & Avoid SPAM FiltersDesign Best Practices for Deliverability & Avoid SPAM Filters

There are several important design factors to ensure your 
promotional email doesn’t get block by ISP’s or go into the spam filterpromotional email doesn t get block by ISP s or go into the spam filter

Avoid certain words such as free or money, excessive capital letters, and 
exclamation pointsp

Keep email simple and professional
Need a good balance of graphics and text as image blocking is common
Excessive use of different colors, fonts, sizes, and images will cause high spam filtering
Avoid overly large fonts
Keep email clean and stick to at a maximum 2-3 different font types and sizes

Send a HTML and text version
Avoid file attachments
Outlook 2007 results in using older HTML styles for higher deliverabilityOutlook 2007 results in using older HTML styles for higher deliverability

Inline CSS style definitions
For table layout designs use no DIV tags
No background images
No floats or CSS positioning
No animated GIFs or FLASH
No forms, JavaScript, or Active X
Maximum width at 600px – very important for proper rendering in email clients



Design Best Practices for Deliverability & Avoid SPAM FiltersDesign Best Practices for Deliverability & Avoid SPAM Filters

Include unsubscribe information at top and bottom of email – make it 
easy for customer’s that don’t want emails to remove themselvesy

Include your Company’s contact information, address, and phone 
number – conforms to US SPAM laws

Include an option for the customer to add your email address to theInclude an option for the customer to add your email address to the 
safe senders list

Example: To ensure you receive future customer-only offers, please add 
swreg@reply.digitalriver.com to your address book. If you no longer wish to receive email offers from 
SWREG, please unsubscribe here.p

Provide an option to view email online – helpful for customer’s that 
view and buy via mobile devices

If initial email to your list send out email slowly to avoid email server y y
providers from blocking your IP

Each ISP has rules on the number of emails that can be sent in a period of time per hour per day –
be sure to regulate the number of outgoing emails per hour

Lastly Test! Make sure you test each promotion via several emailLastly, Test!  Make sure you test each promotion via several email 
clients before sending



Design Best Practice ExampleDesign Best Practice Example

Opt-out and Safe Sender Option

B Sh t f P d tBox Shot of Product

Visible Buy Now buttons at top 
and bottom with Call to Action

System RequirementsSystem Requirements

Screen shots of program

Bullets to describe features

Good Mix of Images and TextGood Mix of Images and Text

Minimal font colors and sizes



Comparison on design for same promotional offer – Design #1Comparison on design for same promotional offer Design #1

Initial Design
Missing Best PracticesMissing Best Practices

Design width to large
Too many offers/distractions in email

Bundle on top, single products offer below

System requirement missingSystem requirement missing
Not enough text to images ratio
Too many images
No Screen shots of program
Multiple font sizes and colors
Multiple call to actions (buy or try? which product)

Best Practices CoveredBest Practices Covered
Box shots of Products
Bullets to describe features
Visible Buy Now Buttonsy



Comparison – Design #2Comparison Design #2 

Redesign of same email
Proper design widthProper design width
Changed to one offer  - bundle/toolkit
Contains system requirement
Good text to images ratio
Screen shots of program
Minimal font sizes and colors
One call to action – BUY!
P iti d d t ll i l tiPositioned products as an all-in-one solution  
Box shots of Products
Bullets to describe features
Visible Buy Now Buttons on top and bottomy p
Told why they need it: 

Whether you have a Mac or PC, we've got the all-in-one solution for 
your iPod and iPhone! 

The iPod/iPhone Multimedia Toolkit brings together the ultimate tools to 
manage and get the most out of your iPod and iPhone.manage and get the most out of your iPod and iPhone. 



Measuring Results What to look forMeasuring Results – What to look for

Delivery Rate– number of emails delivered as a % of total emails sent.  Need to account 
for delivery to inbox and delivery to spam/junk/bulk folders

Abuse report rate- many email clients allow users to report a message as spam without 
even opening it.  Monitor this metric very closely as a high spam rate will ruin reputation and 
cause severe deliverability issues in the future

Open Rate – tracks emails that were viewed in preview screen or opened in an email client 

Unsubscribe Rate– number of customers opting out of your list, need to watch as any 
significant spikes denotes your email lacks relevancy to your list

Forward Rate– only if utilize forward to a fried function It is a good measure ofForward Rate– only if utilize forward to a fried function.  It is a good measure of 
promotional emails relevancy and good way to capture additional emails if they convert

Click-through rate– number of unique clicks on your email promotions, specifically the buy 
now button – great metric to measure relevancy

C i t D d h t ti t f th t T i ll thi iConversion rate– Depends on what action you want from the customer.  Typically this is 
the order closure ratio for your campaign.  (number of sales divided by unique clicks)

Return rate per subscriber– revenue generated by email campaign, or the $ per email.  
Important to measure success and calculate ROI if paying fees to an email marketing 
systemsystem



How to be Effective at Promotional Emails

Any Questions?

This presentation, materials, and email campaign templates provided on your Digital River USB drive 
Please also feel free to contact me with questions at jjex@swreg.org or reference: www.developer-resource.com

I will also be providing a workshop on Email Best Practices in the Digital River Hospitality Room

Other email site references: http://www.emailsherpa.com/ & http://www.emarketer.com/


