How To Master Your Email
Campaigns To Sell More
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More than_347 billion emails are sent every single day...now that's a lot of emails. Your
potential clients are already being marketed to by hundreds of other brands and businesses,
so the question is: Why should they choose you?

When it comes to email campaigns, you need to stand out or your business will be lost in their
inbox with hundreds of others. Even if you have a fantastic product, consumers won’t
purchase it if you don't market it to them in the right way. Here are three ways you can
optimize your email campaigns to get more sales and convert more leads.

Focus on Benefits and Not Features

Consumers have access to a constant stream of information and products in today's age, and
that includes your potential clients. You should make it easy for your clients to decide if they
will benefit from your services.

Never assume that your client knows about your product, service or brand. You should
continuously show them how your services can help them, and how you solve a problem for
them. This could mean using real-world examples, such as testimonials or highlighting
possible pain points for them, so you can clearly illustrate the value you provide.


https://www.statista.com/statistics/456500/daily-number-of-e-mails-worldwide/

Personalise

All customers want personal experiences. Consumers are more likely to buy from a brand that
gives them a personalized experience. As many as 71% of consumers feel that a personalised
email has an impact on whether they open the email in the first place.

Including things such as names, or providing personalized suggestions based on past
purchasing habits of the client can help create a much more personalised email experience
for them.

Segment Your Audience

Categorising your audience can help you create an even more personalised email experience.
Based on your audience demographic, you can create different campaigns that speak to
them, with different visuals and content.

This could mean personalising your meals based on gender, age or location. Clients will likely
find the content more relatable and feel as though you understand them as a consumer,
building trust.

There are many other strategies you can implement that can help improve your email
campaigns, but we believe these three are some of the most effective. By implementing
these, you will be able to leverage your email campaigns and communicate the value of your
product by marketing to individuals in an impactful way.


https://www.dynamicyield.com/files/research/state-of-personalization-in-email.pdf

