
5 Email
Marketing Tips

Get your email marketing right this holiday season with 
these 5 insightful tips! It’ll feel like you hired an amazing 

salesman at a fraction of the cost!

We’re amongst the largest shopping frenzy of the year, and you’ll need to make sure 
your campaigns are set in place, and your landing pages are optimized for viewing 
on mobile, desktop, and tablet devices. Ensure that your social media calendars are 
filled up with organic and Ad posts for the remainder of the year. You’ll even have to 
talk with your writers and editors to check that all blog content is ready to go, and 
optimized for SEO.

Still, there’s one more thing you ned to check! Your email marketing! That’s right, 
some e-commerce sites get 30% of their revenue from proper email marketing strat-
egies and tactics. Use these 5 email marketing tips to make sure you’re email is 
driving the most sales it could!

1. Be Personable

Don’t be afraid of using the name of your 
customer. Studies show that people like 
to hear or read their own name. In fact 
when you use someones name it let’s 
them know that you know. In your emails 
this translates as a more personal form 
communication, and your customers are 
bound to enjoy it!



2. Automate your 
Email Ctampaigns
By automating your email campaigns 
to trigger after your prospects perform 
specific actions you’ll be opening a line 
of communication at the right times. For 
example, if a site visitor has just finished 
reading about how to create, edit, and 
manage a social media calendar and 
they’re looking to download your free 
template (coming soon to Mad Market-
ing) you can have the email automatical-
ly sent. This can work with a variety of 
circumstances including sending follow 
email scheduled to send after any specific 
amount of time.

3. Don’t Fear Emojis

By this time you should have an idea of 
who your target market it, and if you’re 
further a long you may have a few buyer 
persona files taped up on the walls of your 
work space. That being said, you’ll have 
an idea of whether or not your customers 
would appreciate the use of emojis in your 
marketing communications. So, here’s the 
tip, if you know your target audience would 
like to see emoji’s don’t be afriad to use 
them, because they’ll love them AND be 
more engaged with what you have to say!



4. Use Retargeting 
Emails

There’s a magical thing we all know of 
as marketers, and it’s called abandoned 
carts! It’s a little bitter sweet, because that 
means we didn’t close the sale; however, 
it allowed us to get creative and come 
up with retargeting abandon cart emails! 
Every now and then prospects add an 
item to cart and get distracted and don’t 
check out. To combat lost revenue due 
to abandon carts we can create dynamic 
cart abandonment emails. These emails 
will show prospects what they’re leaving 
behind. Idealy, you want to send a total of 
3 abandon cart emails before you remove 
them from your subsrciber list. Hint: On 
the last one you want to include a pro-
mo code for the items in their cart if they 
checkout within a certain time.

5. Use Google Analytics to Schedule More 
Effective Emails.

As you may already know, Google Analytics (GA) is an extremely powerful tool 
when comes to tracking movement, actions, and events on your site. You can use 
GA to schedule emails to send at a day and time your prospects are present or 
more engaged on your website. You can break down the days and times by either 
a time when you have more users browsing your site; or you can break it up into 
ecommerce conversion rates specific to category level pages. GA has the ability to 
break up big data into snack size bites that will allow you to optimize your actions 
according to DATA!

Happy Marketing from
Mad Marketing!


