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Why Email Marketing Still Matters

Email marketing gives your business a direct line to customers, prospects, referral partners, and past
buyers. Unlike social media, where algorithms control how many people see your content, your email
list is an owned audience. When someone subscribes, they are giving you permission to continue the
conversation in their inbox.

The goal is not to send more emails. The goal is to send better, more relevant emails to people who
actually want to hear from you. A strong email strategy can help you stay top-of-mind, promote offers,
educate your audience, nurture leads, and drive repeat business.

The best email marketing programs are built on permission, value, consistency, and list health.

Step 1: Understand Permission Before You Send

Email only works when you have permission. Sending to people who did not ask to hear from you can
hurt your deliverability, damage your sender reputation, and create spam complaints.

Express Permission

Express permission means someone clearly and intentionally asked to join your email list. This may
happen when they fill out a sign-up form, download a guide, register for a webinar, enter a giveaway, or
check a consent box during checkout or registration. Express permission is the best and safest option.

Implied Permission

Implied permission may exist when someone has a business relationship with you, such as a customer,
client, vendor, or recent prospect. However, implied permission can be less clear and may not always be
enough depending on the situation, industry, or platform rules. When possible, turn implied permission
into express permission by asking people to opt in.

Never purchase an email list. Purchased lists often contain outdated contacts, people who never
consented, and spam traps. Spam traps are decoy email addresses used to identify poor sending
practices. Hitting spam traps can cause internet service providers to filter your emails into spam or
block them entirely.

Step 2: Create a Reason to Subscribe

People rarely join an email list just because a business asks. You need to give them a clear reason to
subscribe. This is often called a lead magnet or a give-to-get offer.

Good lead magnet ideas include:

e Checklist, guide, ebook, workbook, or printable resource

e Webinar, class, event, or training replay

e Contest, giveaway, or limited-time offer

e Loyalty or referral program

e Case study or industry report

e Exclusive tips, early access, or subscriber-only promotions

The best incentive solves a specific problem for your audience. For example, a roofing company might
offer a storm damage checklist. A fitness studio could offer a meal prep guide. A B2B company might
offer a buyer’s guide or webinar registration.
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Step 3: Build a Simple Sign-Up Form

Your sign-up form should make the value obvious and the process easy. Avoid asking for too much
information too soon. At minimum, collect first name and email address. Try to keep the form under
five fields total unless there is a strong reason to ask for more.

A strong sign-up form should include:

e A headline that highlights the value of subscribing

e A short description of what the subscriber will receive
e Simple form fields, ideally first name and email

e Clear expectations about frequency and content

e A confirmation or thank-you page after signup

Example: “Get practical marketing tips delivered to your inbox twice a month. No fluff, just ideas you
can use.”

Step 4: Turn Social Followers Into Email Subscribers

Your social media followers are valuable, but you do not own those platforms. Accounts can be
restricted, algorithms can change, and organic reach can drop without warning. Use social media as a
bridge to grow your email list.

Ways to convert followers into subscribers include:

e Create posts that invite people to subscribe

e Share a preview of your “email of the week” in Stories or Reels

e Add asign-up link to your bio

e Usealink hub such as Linktree, Beacons, Taplink, Campsite, or Milkshake

e Pina post that promotes your lead magnet

e Add newsletter sign-up links to your Facebook page, LinkedIn profile, and website

A simple “link in bio” strategy works best when the destination page is clear and focused. Do not send
people to a cluttered page where the email sign-up is hard to find.

Step 5: Use Conferences, Events, and Webinars

Events are one of the best ways to grow a high-quality email list because attendees are already
engaged. Whether you are hosting a webinar, attending a conference, or speaking at a local event,
make the sign-up process easy.

Recommended event list-building tactics:

e Place a QR code on signage, slides, flyers, or booth materials

e Offer an event-specific download or giveaway

e Create an event-specific landing page

e Set up a dedicated welcome automation for that event

e Track event signups separately so you can measure ROI

e Mention “follow us” and “join our list” during live presentations

Page 3 | DAM Marketing Services



Event-specific automations are especially useful because they allow you to tailor the follow-up
message to the conversation that just happened. Someone who met you at a conference should not
receive the same first email as someone who downloaded a guide from your website.

Step 6: Segment Subscribers for Better Results

Segmentation means grouping subscribers based on behavior, interests, location, customer status, or
other useful data. Segmented emails tend to feel more relevant because the content matches what
the subscriber actually cares about.

What Is Click Segmentation?

Click segmentation uses subscriber behavior to organize your list. For example, if you send an email
with links to SEQ, social media, and web design services, you can tag subscribers based on which link
they click. Over time, this helps you understand what each person is interested in.

Simple ways to collect subscriber data include:

e One-question surveys

e Preference centers

e Clickable interest buttons inside emails
e Event registration forms

e |Lead magnet categories

e Past purchase or inquiry history

The more you know about your audience, the easier it becomes to send emails that feel helpful instead
of generic.

Step 7: Write Emails People Want to Read

Good email content is useful, timely, and easy to understand. Avoid making every email a sales pitch. A
healthy email calendar includes a mix of education, storytelling, helpful resources, promotions,
reminders, and updates.

Consider using this simple content mix:

e Educational tips that solve common problems
e Behind-the-scenes updates from your business
e Customer stories, testimonials, or case studies
e Seasonal reminders or timely advice

e Promotional offers with a clear call to action

e Helpful links, guides, or checklists

Every email should have one primary purpose. Before you write, decide what you want the reader to do
next: read a blog, book a call, register for an event, download a resource, reply to a question, or make a
purchase.

Step 8: Build a Welcome Sequence

A welcome sequence is an automated series of emails sent after someone subscribes. This is one of the
most important automations you can create because new subscribers are usually most engaged right
after they join.

A simple five-email welcome sequence could include:
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Welcome and deliver the promised resource.

Introduce your business and explain who you help.

Share a helpful tip, article, or checklist.

Provide social proof, such as a testimonial or case study.

Make a soft offer, such as scheduling a consultation or requesting a quote.

Step 9: Maintain List Health

List health matters. An unmanaged email list can increase costs, reduce engagement, lower inbox
placement, and damage your domain or sender reputation. Clean lists typically produce better results
because your emails are going to people who are more likely to open, click, and engage.

noAWN

After each send, review bounces within 24 to 48 hours. Some bounce issues require manual review, but
staying on top of them helps prevent larger problems.

How to Handle Common Bounce Types

Bounce Type Recommended Action

Nonexistent address Check for obvious typos. If there are no prior opens and the
address is invalid, unsubscribe or delete it.

Mailbox full Review the last open date. If the subscriber has not engaged in
a long time, consider removing the address.

Auto-reply Usually safe to ignore unless it indicates the person is no longer
with the company.

Suspended address These have bounced repeatedly and are often placed on hold
by your email provider. Remove or unsubscribe.

Undeliverable Delete or unsubscribe to protect list health.

Step 10: Protect Deliverability

Deliverability is the ability of your email to reach the inbox instead of being filtered into spam.
Permission, engagement, list cleanliness, and sending consistency all play a role.

To improve deliverability:

e Use express permission whenever possible

e Avoid purchased or scraped lists

¢ Remove hard bounces and undeliverable contacts

e Send consistent, relevant content

e Avoid misleading subject lines

e Make unsubscribing easy

e Monitor open rates, click rates, unsubscribes, and spam complaints

A smaller, engaged list is usually more valuable than a large, cold list that does not open or click.

Step 11: Measure What Matters

Email marketing should be measured, but not every metric tells the whole story. Open rates can be
affected by privacy settings, so look at multiple data points before making decisions.

Useful email marketing metrics include:

e Open rate: Indicates subject line and sender recognition, but can be imperfect
e Click-through rate: Shows whether people are engaging with your content
e Conversion rate: Measures the action you care about, such as purchases, calls, or registrations
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e Bounce rate: Helps identify list quality issues

e Unsubscribe rate: Shows whether content is mismatched or too frequent

e Spam complaint rate: A warning sign that permissions or expectations may be unclear
e Revenue or lead value: Connects email marketing to business outcomes

Quick Email Marketing Checklist

Lead magnet or sign-up incentive created
Simple sign-up form published on website
Social media bios link to email sign-up page
Welcome email or automation created
Subscriber expectations clearly stated
Audience segments or tags set up

Email calendar planned for the month
Bounce cleanup process in place

Monthly performance reporting reviewed
CTA included in every campaign
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Need Help Getting Started?

Email marketing works best when it is planned, consistent, and properly managed. If you need help
creating a lead magnet, setting up your sign-up forms, building automations, writing campaigns,
cleaning your list, or developing a strategy that supports your business goals, DAM Marketing Services
can help.

Contact DAM Marketing Services to get started with email campaigns and email marketing support
that helps you connect with your audience and drive results.

DAM Marketing Services

dammarketingservices.com
817.368.4020 | dalana@dammarketingservices.com
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