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The 4 Steps

1. May good thoughts be your 
sword & shield.

2. Ignore Adversity.

3. Abide by the rules of love.

4. Larger than life is just the 
right size.



Rule #1



May Good Thoughts               Be Your Sword & ShieldContent

Email Marketing = Style AND Substance

● Make a strong visual impression

● … but know the power of your words!

● Your (From) Name is important



Visuals that Work in Email Marketing

● Buttons > text links 
● with enough white space around buttons to 

make them stand out

● Built as “bulletproof” buttons (not images)



Visuals that Work in Email Marketing

● Buttons > text links

● “Anchoring” drives up response by 
showing the original price (scratched 
through) and how much less the reader 
will pay if they act now



Visuals that Work in Email Marketing

● Buttons > text links

● “Anchoring” drives up response by 
showing the original price (scratched 
through) and how much less the reader 
will pay if they act now

● Use humans! Their stories and smiles.
○ BONUS: Faces draw the eye wherever THEIR 

eyes are looking

○ BONUS: Videos can be a huge lift!



Visuals that Work in Email Marketing

● Buttons > text links

● “Anchoring” drives up response by 
showing the original price (scratched 
through) and how much less the reader 
will pay if they act now

● Use humans! Their stories and smiles.

● Graphics make skimming easier, 
especially with large numbers or data 

○ BONUS if they’re animated! Relevant motion 
draws the skimming eye.



Copy that Works in Email Marketing

● Prioritize clarity over cleverness: 

○ What is the offer?

○ How can they use it?

○ When does it expire? (urgency works!)

○ What will they get when they click?



Copy that Works in Email Marketing

● Prioritize clarity over cleverness: 

○ What is the offer? How can they use it?

● Tell (Human-Centered) Stories
○ Use the voices of your customers! 

(testimonials, ratings, videos, etc.)



Copy that Works in Email Marketing

● Prioritize clarity over cleverness: 

○ What is the offer? How can they use it?

● Tell (Human-Centered) Stories
○ Use the voices of your customers! 

(testimonials, ratings, videos, etc.)

● Keep it Skimmable (but not 
necessarily short)



Calls-to-Action (CTAs) that Work in Email Marketing

● Buttons > Text links… usually

● Keep ‘em Short

● If you have an easy-to-tout offer, put 
it in the button, i.e. “Get Free Report”

● The right CTA will vary along the 
customer journey: 

○ Learn More works best for top of funnel 
shoppers

○ Buy Now works best for mid-/bottom 
funnel conversion-focused emails

😖



Offers in Subject Lines

If you have an offer, put it in the subject line.

And don’t forget about making the preheader WERK!



Review the Pros

ü Animated deal banner

ü Short headline in hero image

ü Short, skimmable paragraph with 

bolded key point.

ü “Bulletproof” buttons

ü Plenty of white space

ü Price anchoring 

ü “Deals you missed” (FOMO!)

ü 5-star customer testimonial



Rule #2



Ignore Adversity

● Email is here to stay!

“20 years of doomsaying and 

email (results) did not BUDGE”



Why Email Marketing in 2026?

● It’s FAST

● It’s low cost

● It’s HIGH ROI



Rule #3



Abide by the Rules of Love
Inbox Placement

Email Marketing is now (and truly has been) 
a permission-based channel, letting email 
subscribers tell us what they want & how 
often they want it.



Only Add Subscribers Who Opt In for Email

● Be clear about how their email address 
will be used

● Make the user take an action to join

● Don’t buy, rent, trade, share or “borrow” 
email addresses



Abide by the Rules of Love
Inbox Placement

● BUT Unengaged friends subscribers are 
holding us down from our true success

● Time to check yourselves – or them –
and ask “Are you still interested?”

Try a Re-engagement Campaign to 13-
month inactive subscribers and if they don’t 
respond, time to trim!



Re-engagement Campaign Sample

● An Inactive Sub Re-engagement:

○ Send 3 emails (not just 1)

○ Easy Yes/No buttons (or Stay/Go buttons)

○ Subject line is more important than ever!

● If they click YES, they stay

● If they click NO, they go



Rule #4



Larger than Life is Just the Right Size

● Think big. No… BIGGER!

● Marketing across the customer journey 
with automation from shopping to 
buying to referring

Email Marketing success goes beyond 
monthly promo emails and uses data to 
drive results.



Winners of the Email Marketing of the Year Contest:

● Data-driven timing (Automation)

● Data-driven lists (Segmentation)

● Data-driven content (Personalization)

● Data-driven insights (Optimization)



Automation That Works

● Welcome Email(s)



Automation That Works

● Customer Onboarding

● Cross-sell & Upsell

● Referral Program

● Re-engagement

● Welcome Email(s)

● Lead Nurture



Segmentation That Works

● Best offers to best customers

● Exclusive invites

● Product- or category-specific targeting
○ Tied to past purchase, web browse behavior 

or specifically shared areas of interest

● Removing deal purchasers from 
emailed reminders 



Personalization That Works

● First name. (Yes, still.)

● Assigned Location or Rep
○ Great to “sign off” from that person

○ And/or to use testimonials or stories about
that person

● Reason to Buy/Path to Purchase
○ Based on past engagement/clicks



Optimization That Works

What does your analytics data tell you about 
what works in email?

Look for overperformers
● Example: Product-focused content drives the most 

high-value actions on the site from email
● Example: 5 out the top 10 emails for the year were 

about sports-related events

Look for underperformers
● Example: June’s offer drove 1/5 of the traffic/ 

transactions of our usual offer-based email



Optimization: A Consistent, Measured Testing Plan

Scan to get my
Testing Strategy Template:



RECAP:
The 4 Steps

1. May good thoughts content be 
your sword & shield.

2. Ignore Adversity.

3. Abide by the rules of love
inbox placement.

4. Larger than life is 

just the right size.
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