
Make it mobileUse for lead generation Track analytics

PLAN YOUR CAMPAIGN 
Email is still the workhorse. 

89 percent of marketers say 

email is their primary channel 

for lead generation and drives 

more conversions than any other 

marketing channel—including 

search and social.1

Though some predicted email 

marketing would fade with the 

advent of messaging apps, email 

marketing is alive and well—as long 

as it’s personalized and built for the 

mobile device.  

 

Email is nearly 40x better at 

acquiring new customers than 

Facebook and Twitter2 and 

continues to be the top source of 

analytics data for marketers.
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When and where people check their email3

Email
How to craft email marketing to drive leads and 
nurture prospects.
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According to the 2016 ADI 

Email Survey, Americans 

spend 30 hours a week 

checking email. 

http://www.mindsailing.com


CREATE YOUR MESSAGES 
Before and after the click.

EXECUTE 
Try it out.
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Who’s it from? Pick the 
most logical, recognized 
contact name for the 
“from” field in your email. 

Who’s it to?  
Personalized subject lines 
can increase open rates 
by as much as 42%.

When leads subscribe, 
they should enter a sequence 
that provides high-value 
educational content (60%) 
and actionable/promotional 
content (40%) allowing 
readers to learn, while being 
encouraged to move forward. 

The subject line is an important 
trigger in the reader’s decision-
process. It must tell the reader 
what is in it for them. 33% 
of email opens are based on 
subject lines.4

  Include alt text. If images don’t 
work or the email displays 
differently on mobile devices, 
alt text connects the dots for 
the reader. 

  Include strong calls-
to-action in more than 
one place. Including a 
call-to-action button 
in addition to text links 
can increase conversion 
rates by as much as 28%.5

If your business is small to mid-sized, build email 
capabilities using free or low cost tools to engage and drive 
prospects to a concrete action such as “sign up for our 
webinar.”  Test before the blast and measure what works to 
engage your audience.

  Deploy a true marketing automation discipline to 
increase and nurture your database of prospects. 
Utilize abundant online and in-person events hosted 
by marketing automation vendors and subject 
matter experts to improve your effectiveness. 

There are more than 250 email marketing solutions 
on the market with capabilities that range from click-
through tracking, to multi-variate testing, to behavior-
based marketing and integration with CRM software 
and other applications. Look carefully at demand-
generation training resources from the vendor, with an 
eye toward maximizing performance on the platform 
and substantively bridging the gap between marketing 
and sales. 

Tuesday through Thursday are a safe bet for  
optimizing open rates. However, time of day,  
day of the week, and frequency is unique to your  
audience. Emails timed to an event, milestone  
or behavior see significant lift in open rates and 
click-throughs.

 Test, test, test. If your list is 1,000 or more, start 
testing other items, such as subject lines, calls-to-
action, images, headers, layout, link positioning, 
copy, length, tone and content—to learn what 
makes your readers click.
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