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The good news: 

• You’re going to learn to follow a roadmap that will increase your revenue from  

email marketing.  

• Each step will be increasingly more powerful than the one before. 

The bad news: 

• Each of the 6 steps takes a bit more effort that the one that came before. 

• You’ve got work to do! 



The Basics: 

• Formatting 

• Responsiveness 

• The Slippery Slope of Spam 

 1.  



Well over 50% of email opens  

happen on a mobile device. 

Check your email for 

responsiveness 

before sending it out.  



Spam? Check your score! 

http://spamcheck.postmarkapp.com/ 



Your email service should have a Spam check. 

Make sure your mailer passes the test! 



 2.  Keep your list fresh! 

• Is your email getting opened? 

• Be a Perpetually Proactive Prospector 

• Avoid intrusive popups 



Email lists degrade at about 20% a year 

• 1000 names in 2013 =  

•   800 names in 2014 = 

•   640 names in 2015 = 

•   512 names in 2016 =  

•   410 names in 2017 



Prospect, prospect, prospect 



Pop Up Etiquette 

Pop-ups can be effective 

in building your email list.  

Use best practice! 

1. Be low impact. 

2. Pop-up. Once! 

3. Danger: Mobile. 

4. Follow through 



 3.  Segment your list 





Use a 1 or 2 question 

quiz to segment your 

email list. 



 4.  Be Informative! 

• Avoid the Slippery Sales Slope 

• Be of Service 



The 80/20 Rule 

•80% Information 

•20% Sales 



 5.  Learn more about your customers 

• Ways to gather data 

• What to look out for 

• Going beyond email 



The Reality:  

If you really want to compete,  

email alone is not enough 

Vs 



 6.  Build your sales engine 
• Create Automations 

• The virtuous cycle - getting better with age 



I’m a Marketing 

Automation 

This is a subset 

of the 

automation. 



Getting better with age?  

Here’s how: 

• Take your best guess, then test 

• Use the results to refine your automation 

• Sell, Rinse, Repeat 

• Recycle: What works today, will likely work tomorrow. 



Peter@InboundAV.com 



InboundAV.com 



Please rate the session you just saw on the NAMM 

App. 

 

Choose the session, look for the clipboard  

and enter your review. 

 

Thank you! 


