
Welcome back to Easy Email Marketing. I'm your host Yael Keon and 
today is a fun one where I'm going to stare into my crystal ball and 
make some predictions about where email marketing is going in 2025. 
Well, it's fun for me anyway because I love, you know, coming up 
with these creative ideas and thinking about how are people using 
their emails. So I have based this around what I've seen happening 
in my clients inboxes and what they've been doing. I have basing 
this on what I see email marketing software updating.

So make sure you check out episode 120 where I talked about some of 
the email software updates and a lot of that, you know, they're 
obviously looking into what people are doing and so the changes that 
I'm seeing them make has influenced this as well. So I've come up 
with seven different predictions which I'm going to share in this 
episode. And then I thought, you know what, I'm going to try to back 
this up with some statistics as well.

So I went and did some digging around some statistics and it was 
awesome to see that a lot of what I was predicting is reinforced by 
numbers. So a fantastic report which I found was done by Forbes and 
they've released an email marketing statistics report in the last 
few months. So I'll link that in the show notes. But first I just 
want to say that email marketing is not going anywhere.

It is more important than ever. It is more powerful than ever. And 
the statistics in this report really show that. A quick whip around 
is that 88% of people check their email every single day. That half 
of marketers see email marketing as their most impactful channel. 
And when you think about how many different marketing channels there 
are out there, they see email as the most impactful. People are 
three times more likely to make purchases from email marketing 
rather than social media.

And 50% of people say they buy from a marketing email at least once 
a month and return on investment is still sitting strong at $36 for 
every dollar spent. So email marketing is something you need to 
continue to prioritise and if you haven't prioritised it yet, get on 
it. So take this as your reminder. Okay, let's get stuck in to my 
predictions. So prediction number one is that deliverability 
monitoring is more important than ever.

So back in February, Google and Yahoo announced the email 
authentication changes and that all came into effect. And hopefully 
you covered that all off. But personally I have seen trends for 
deliverability challenges and deliverability decreasing with a range 
of service providers. I am not sure if this is because people are 
hitting that spam report button a little bit more freely or, you 
know, just a lot of the metrics are changing.

Outlook and Hotmail are particularly nasty for this and they don't 
provide a lot of tools in order to really, you know, try to get back 
on track. And often anytime you look up, you know, why are my emails 
not getting delivered? They all just say the same thing. You know, 
they give that generic deliverability advice, you know, saying don't 



send to people that don't didn't sign up to your list and all of 
that kind of thing.

And it's like, well no I didn't. I do all the right things. I've 
done all the authentication stuff. But still, sometimes things can 
go wrong. So in the Last episode, episode 121, I spoke about the 
three must do end of year tasks and one of them is deliverability 
monitoring and looking at your deliverability. So make sure to check 
that out. And that told you roughly what you need to do just to make 
sure that everything's okay.

But we just need to make sure you are looking at this on a regular 
basis because it can change in an instant. So if you are not 
monitoring your numbers following virtually every email, you need to 
be doing it because if something changes, you want to be onto it as 
soon as possible. Prediction number two is attention must be grabbed 
quickly. According to that same Forbes article, emails have an 8 
second average viewing time.

8 seconds. We are not sitting here reading emails in depth. So 
perhaps if you write a really beautiful letter, people might sit 
there and read those ones out. But a lot of people won't. So we need 
to make sure we grab attention quickly. So of course the subject 
line is crucial for this. I think adding elements like a too long 
didn't read section right at the top or right at the bottom is 
fantastic for this.

Adding a PS which summarises the email or gives a clear call to 
action again is really really important. In fact, the PS is I 
believe, is the second most read bit of content in an email, and 
making sure to action banners are right at the top. So making sure 
people can get an essence of what the email is about quickly, making 
sure it's scannable, you've got nice headings, short sharp 
sentences, dot points, reinforcing imagery, gifs, whatever it is 
that grabs attention quickly and helps people go, yes, I want to 
read more now.

I will add a caveat to this, in that sometimes going the opposite 
way can really help you as well. And I'll go into a bit more into 
this in the last prediction, but sometimes it just means standing 
out as well. So if everybody is doing the big flashy gifs and the 
big emojis and that sort of thing in the industry, maybe you stand 
out by doing something a little bit different.

So it doesn't have to necessarily be the flashiest, but has to have 
really clear, concise language and be really tailored to your 
audience. Okay. Prediction number three is engagement is more 
important than ever. So get creative. And both of these predictions, 
attention must be grabbed quickly and engagement is more important 
than ever, both of these impact your deliverability as well. Right. 
So obviously if people are opening emails because you've got their 
attention, if they're reading your emails because you've got their 
attention, and then if they're engaging with the emails by clicking 
and replying, etc,



that all sends great deliverability signals and helps your 
deliverability. Now let's focus specifically on engagement. So when 
I'm talking about engagement, it's making sure your emails are not 
always this one way street. We want people to do things. So of 
course traditionally, often we send things out. We say click to read 
this blog post or click to purchase. Click to shop now. But we want 
to make sure we're adding in additional interactive elements that 
help people take action when they're not necessarily always in that 
buying or reading an in depth article frame of mind.

So a great easy way to do this is by adding little clickable polls 
within emails by people clicking an answer and it will take them 
through to a particular webpage. You could add in surveys, 
Mailerlite surveys block is amazing for this and it can be as easy 
as you know, asking them to give like a rating on something or it 
could be asking a question. You can also have like little review 
blocks where people are actually in the email, clicking, giving a 
five star review, et cetera.

You could send out gifts. So I mean like digital download gifts that 
people can, you know, click through and they get to download and 
that's something just, that's extra and nice. So that encourages 
your clicks. Of course we want to make our buttons and our click 
through actions really, really obvious. So making them contrasting 
colours, underlines, all of that, making it really clear what you 
want them to do.

And one other thing which I'm very intrigued to see where this goes 
is the addition of gamification. So this is where we add more fun 
elements to emails. So you see this a lot on websites, but it might 
transfer to emails too. So we see this a little bit on the fringes 
with things like quizzes. So Mailerlite actually has a quiz option 
too and you can look at embedding quiz based software in emails.

So it means that the first click just takes them out to the quiz, 
but it means that that's great engagement. We've also seen things 
like perhaps calculators. So again if people click to go through and 
do a calculator to do some sort of maths around your thing, whatever 
it is that you offer. People put in puzzles. So different things 
again like I've seen people put like versions of wordle in emails 
and we're seeing like spin the wheel.

So I've seen this as a opt in incentive a lot more recently instead 
of just saying hey, get your 10% off, you know, spin the wheel to 
see what your offer is going to be and you'll get the result there. 
But I've seen it actually more recently actually going into emails 
and you can play with things there. Now obviously this is not 
necessarily possible with everything, but we just want to think 
about how we can make things more fun and more interesting.

So it doesn't have to be every email, but I would love to see 
everyone think at least one email a month. If you're sending 
something out at least every week, make sure one a month is just 



something that really gets that engagement that really gets 
something going through. Okay, prediction number four is 
personalised content. I don't think this one is going away. There is 
no doubt about it.

As I said, inboxes are busy and that attention must be grabbed 
quickly. But having personalised emails actually increases open 
rates by 26%. So again, personalised content coming in strong. So 
this is not just about adding someone's first name to the opening 
because everyone does that. I'm talking about using their name 
throughout and even using other fields in the body of the emails. So 
if they select what type of business they have, for example, I could 
create a sentence in my email that says "your E commerce business" 
or "your service based business".

So you can do it at that level, but you can also do it at a full 
content block level in many pieces of software too where you can say 
if they are a customer, show them this content block. If they're not 
a customer, show this content block and they will alternate which 
one they see. Klaviyo even takes this up a notch where you can make 
these content blocks universal so you can easily update them at any 
time and have them across all your automations.

So adding these elements makes them feel a lot more personalised and 
your subscribers will really notice the difference. And even if you 
can't do it hugely across, you know, within emails, you can look at 
splitting up your automations on flows based around what you know 
about people. And if you're concerned, if you're like, you know 
what, I don't know enough information about my subscribers to add 
this detail.

Well ask. Because interestingly 83% of customers are happy to share 
data, to have personalised experiences. So preferences centres or 
asking a few categorising questions to help you create that content 
is what's going to help get your emails opened. And I'm a firm 
believer that if someone sees that you're asking a question that is 
genuinely saying, you know, I only want to send content that is 
relevant to you,

they are more likely to prioritise your emails and open them because 
they feel like they're being heard and they don't feel like they're 
not being mass marketed to as much. Okay prediction number five and 
this one should not surprise you and that is that AI is on the rise. 
Okay, I don't need to look into my crystal ball to see this one. AI 
is everywhere. I went into detail in this on episode 120 with the 
email marketing software changes and spoke about a lot of the ways 
that email marketing Software is adding AI into the picture.

So in fact 47% of email marketers say they use AI when creating 
their campaigns. Now this takes a number of different forms. Of 
course the most obvious one we think about is writing your content 
and now this is not just being within ChatGPT or something like that 
is people are writing the emails and getting within the email 
marketing software, getting email content written for them. It's 



also impacting email design, so putting in a few brand elements, you 
can ask the software to design email templates for you.

A great area which I think is really, really helpful is subject line 
optimization. So you can put something in and see what else, what 
other options it creates for you. There are also automation 
builders, et cetera. So you can say what you want an automation or a 
flow to do and it will just build it for you. And there's also 
things like the predictive content. So we spoke about personalised 
content in terms of learning about people, but there's actually 
predictive stuff too.

So predicting when people will open emails, so your send times, when 
they are more likely to place their next order, what products they 
interested in. So they have little AI calculations in the background 
that are calculating these for you and you can use that data to set 
up different automations or place content in your emails. But with 
all of these, of course you must review it. So with the content etc, 
you still need to make sure it sounds like you, that it's still 
speaking about what you want to speak about.

Also with the automation specifically, like sometimes it will not do 
things right. So you need to make sure that's in place. You can't 
just blindly rely on what it creates for you. You need to understand 
what it is creating and how it's segmenting and how it's dividing up 
people so that you can get it right for you. So prediction number 
six is actually still on the theme of AI, but AI in the inbox.

So AI is also going to impact the way people read the emails. So for 
example, Apple has introduced AI summaries with their iOS 18.1 
update. So in a nutshell it means that it will take longer emails 
and summarise it into bite size highlights. So you need to make sure 
your messages are clear, you need to make sure your subject lines 
are on point because they don't change the subject line.

So these are still your number one piece of copy, and you need to 
make sure your calls to action are strong. So when AI is generating 
these summaries, it is giving the right message. And this is a 
little bit concerning because you think, oh, hopefully they really 
grasp a sense of what you know, I'm about. But if you are writing 
clearly, if you are already in the habit of making sure you have 
really well summarised emails, it should be obvious, but I also see 
it as a plus because if you do it right,

for example, if you're writing like a sales email with like a 
special offer, AI summaries will like summarise it into a one liner 
saying 20% off for seven days and they'll do that for you. So you're 
not the one being pushy anymore. It's this AI bot that's saying 
here's the offer. So all of a sudden you're not relying so much on, 
you know, making that big flashing sign at the top.

You can obviously make sure that in the email you are really clear 
about what you want them to do and what the offer is. But you can 
use the subject line for some fun language and then the summary will 



do the work for you, which is really, really cool. Okay, so AI 
summaries are going to be interesting to see how that impacts click 
throughs etc. And how we as email marketers can work with that to 
make sure that AI is creating great summaries for us.

And finally, prediction number seven is pushing back against all of 
that and that is that being real will help you stand out. So again 
we've had a big theme here about grabbing attention and if we are 
all of a sudden going full AI, everything starts to sound generic, 
everything starts to sound the same and we're not going to stand 
out. So please use AI as a tool for inspiration, to help you get 
ideas, to help you edit if you need to, or condense into those dot 
points to help you come up with some fun plays on words or 
analogies, etc.

But please do not lose yourself or your brand identity in the 
process. My biggest tip around this is to read it back out loud to 
yourself and ask does it sound like you? If it doesn't, you need to 
go through and re edit it. AI is notorious for making emails in 
particular, you know this really formal language because I think, 
okay, email is like this, you know, formal professional medium, but 
it's not, it's a conversational medium.

So we still need to sound like you. So we don't want it polished 
perfect. Because if everything out there on the Internet is polished 
and perfect and it sounds like this big professional brand, people 
lose that connection to you as a small business owner and that's 
your biggest strength. So we've got to play this little balance 
right? So don't think you need to play the full AI game.

Definitely there are some tools which are amazing and will help you 
like I love the predictive stuff. I love things like subject line 
optimization and I love it for ideas and even sometimes just giving 
me a starting point. But please make sure it still sounds like you. 
Okay, so quick recap on all those predictions is number one, 
deliverability monitoring is more important than ever. Number two, 
attention must be grabbed quickly.

Prediction three engagement is more important than ever. Prediction 
four personalised content. Prediction five, the AI rise will 
continue. Prediction six, AI in inboxes needs to be a focus and 
prediction number seven, being real will help you stand out. So as 
you can see, email marketing is not a dying art, it is becoming more 
important than ever and the technology behind it is advancing almost 
faster than we can keep up with.

So if you are thinking of it as just email newsletters or sales 
promotions, then you are really missing out if you are ready to make 
a start, restart or just want to optimise what you are using now. 
One great first step I can highly recommend is my free Get Started 
with Email Marketing course. This includes almost two hours of video 
trainings divided into bite sized chunks and you can take action 
today so you will understand what email marketing really is.



You'll get the eight steps to implementing your email marketing 
strategy and have all your burning questions answered like through 
my FAQ section, things like when's the best time to send an email 
and how to know if I'm doing any good, etc. And yes, this is even 
for you if you have an established email list because you may have 
missed a few crucial steps. So you can grab that today at 
yaelkeon.com/start

or if you're like, you know what, I would prefer you to just do it 
for me Yael or I just want to work through with you my strategy and 
what's going to work well for me. Head to my website yaelkeon.com 
and look at the Work with Me page. I do have a limited number of 
places opening up at the start of this year so if you're looking at 
one on one support, definitely check that out.

Thank you so much for joining me today. I would love to hear from 
you what you've enjoyed from this episode, perhaps what has 
surprised you, what you're excited about and what you know different 
thinking you've had or of course I'm always interested to hear what 
you want to know more about. I'm happy to dig further in to some of 
these topics in the future. Please let me know over on Instagram.

I'm @yaelkeon and I'll see you in the next episode.


