Welcome to Easy Email Marketing. I'm your host, Yael Keon, Mum, FIFO
wife, MBA, coffee lover, survivor super fan, and creator of the
email experience. In Easy Email Marketing, you'll benefit from my
nearly 20 years experience where I'll be teaching you all the tips,
tricks, and insider info on how to create feelgood nons spammy
experiences for your subscribers.

Let's get stuck in. Welcome back to Easy Email Marketing. I'm your
host, Yael Keon, and today's episode I'm going to be talking to you
about one of my favourite topics, hashtag nerd alert, email
automation. Now, please don't go running in the opposite direction,
email automation is not that complicated. Often we hear the word
automation and we think,

oh my goodness, that's just sounds too hard. And let me tell you,
you do not need to be tech savvy to have this figured out. In fact,
in this episode, I'm going to explain how easy it really can be. So
today I'm going to share what automations really are and how it all
works. I'll be letting you know my favourite five top five
automations and also how to get started if you are interested in
layering this into business.

In fact, you probably are already using some automation and not
really knowing it. So what is email automation? In a nutshell, all
it is is if this happens, then that happens. That's all it is. So
the, if this, we will call a trigger. So you need some sort of
trigger in place that lets your email marketing software know that
it's time to do a certain action,

and the action is the then that. So you've got a trigger and an
action. So the most common example of this, which you are probably
already using and not necessarily knowing, is the trigger is someone
has signed up to your email list and the action is to send a welcome
email or send their freebie or their discount code, whatever it is
that is an automation.

And as you can see, it's really, really simple. Now, we can get a
little bit fancier with some of them by adding filters to these
automations. And this is basically where you ask conditions on these
things. So a trigger is someone signs up to your list and then you
filter would ask, did they say they were a beginner or are they
advanced?

So you could have a filter on an automation and then send a
different action, a different email based around the answer to that
question. Another common filter you would use is have they purchased
from you before? Because you might speak to people who have
purchased from you in a very different way from those who haven't,
or you wouldn't want to be giving them your first purchase discount
code if they have already purchased from you in the past.

So that's all. It is a trigger and an action and the filters in
between. So my top five automations, how could you use this in real
life? The first one is of course the welcome automation. In fact, I



think this is the number one thing you need to get going in your
business as soon as possible. So even if you just start with one
welcome email,

it's really, really important to send this so that people remember
that they joined your list for one thing, but also they're used to
starting to interact with you right from the beginning. Also, when
someone first signs up to your list is when they are most excited to
hear from you. When they are most interested to know about what you
have to offer.

They are actively googling or looking for a solution to a problem
that you can help them with. So you send them a welcome email and
then I recommend actually having a series of emails after that where
you are answering common questions, talking about some of their
challenges and just building that know, like, and trust factor and
ideally leading to their first offer.

Next after this is the content funnel. So you might've heard of this
referred to as a nurture sequence. Basically this is where after
someone goes through their welcome experience with you, they can go
through another series of emails, which is kind of like a best of
tour of your content. So if you've got a back catalog of amazing
blog posts or podcasts or videos,

this is your opportunity to send those out as emails so that all
your subscribers or your new subscribers see them. So you would send
out perhaps one a week for four weeks, eight weeks, 12 weeks, six
months, however long you've got content for. And the key here is
they wouldn't be receiving your other regular emails. They are just
going through this welcome experience and,

and then getting these nurture emails. So they're getting the best
of tour, they're getting the best from you, and you are not relying
on sending those regular updates and throughout this you are giving
them opportunities to purchase from you as well. The next important
automation and number three is the post purchase emails. So this
could take the form of just a thank you email,

so saying thank you for your first purchase or your repeat purchase,
letting them know what it means to you and that you are here to help
if they've got any questions. For services or for digital products,
this would look more like an onboarding series of emails. So saying,
Hey, I'm so excited to work with you. Here's what you need to do to
get the most out of it.

This is where you can go for support, answering some frequently
asked questions and sending a series of emails that really help them
get the most out of their purchase and create those happy customers.
The fourth type of automation that you want to include is a
retargeting automation. So this is where someone has shown some sort
of interest in a product or service but have not purchased yet.

So the classic example here is of course the abandoned cart, but you



can also have a variant on that, which is called browse abandonment.
So this is where they actually look at your website. So they might
look at a product specifically or a sales page or a services page,
but they do not even add it to cart or they do not book in with you.

So you could send them an email automatically that either just is
direct and says, Hey, I saw you check this out, do you have any
questions? How can I help you? Or it could be a coincidental email,
which just happens to send them a special offer. Or if you are
worried about sending this out, you could just send it so it's a
notification to you,

which could be really effective if you have a high end service or
package. And if someone is interested and they check it out, it's
really helpful for you to be notified and then you can personally
outreach to them and really tailor your response to their unique
situation. Okay, and then the final one, the fifth one is the
customer win back automation. So it is so much easier to get repeat
business than new customers.

We've heard that all before, right? So if you have a service that
requires repeat customers, if you have a consumable product or even
if you have something that people will come to to get different, to
get things, different things from your range, you definitely want to
have this. So this could take two forms. One is the replenishment or
re-booking reminder.

So this is when it's a regular thing that someone should be stocking
up on or booking another session for. So if say for example, you
sell moisturizer and it takes three months to go through one of your
tubs of moisturizer, after two months or 10 weeks, you could send
‘em an email, say, Hey, are you running low? Now,

you would be using a filter here to filter out anybody that has
purchased since that last time. So it's only people have not
purchased in that timeframe. Similarly, you can do this for
services. So if you have repeat services, if someone hasn't booked
in a session with you and they're due to have that session, you
could send in them a reminder email to rebook,

or the other version of this is the customer winback, where it's
even a lengthy piece of time and and someone still hasn't purchased.
You could send out an email saying, Hey, we miss you. We'd love to
see you again. This could include a special offer or it might not,
but it starts getting back those repeat customers. So those top five
automations are the welcome email,

the content funnel, the post purchase thank you, or onboarding, the
retargeting email and the customer win back or replenishment. So you
might be thinking, okay, yeah, that sounds like a lot, and yes, it
can be, but hopefully you're seeing also the things that you can
start taking off your own plate and also the extra sales that you
can get after only setting up something once.



So to get started, the first thing I always recommend is just pick
one. So of these ones that I've spoken about here today, which one
do you think provides the biggest opportunity for you? Now hint, if
you don't have a welcome series, it's gonna be that one. But
anything else you think, okay, I think this one will provide me with
the most value,

then honestly just go in and look up what your email marketing
software can do. Now, most email marketing software either have a
recipe or a set way to do these things. So you should just be able
to do a Google search of MailChimp abandoned cart and find in the
MailChimp help files how to do it. Like most of them already have
ways in which it's set up.

Some make it easier than others, of course, which is always the way,
but you can just do a quick search to see which ones are available.
The other thing you might need to consider is what other things your
email marketing software needs to talk to to make an informed
decision. So what I mean by that is, is your email marketing
software connected to your e-commerce store so it can see who's
customers,

who's purchased who, who hasn't, and ideally what they've purchased
and how much, and all of that good stuff. You might want to connect
it up to your booking software. So if you have a Calendly or an
Acuity or some other calendar booking system you use for your
business, just simply knowing, when was the last time someone booked
in with you and when's the next time is really,

really helpful. And you can even try to identify who's booked what
packages or what services, and you can create marketing around that
too. And finally, having some sort of website tracking in place.
Now, this isn't possible with all email marketing software, but
being able to view who checks out what pages is really, really
helpful information.

And one thing, if one of these things doesn't connect up directly,
just check out Zapier, and that's kind of a connector software which
could connect two pieces of software together. So if they don't have
a direct integration, just do a quick search, under Zapier to see if
you can have an integration through that way.

But really most of the time your email marketing software should be
able to handle it all for you, and you should be guided through how
to set it up. But of course, if you want my support and my guidance
and my tech tutorials and all the shortcuts and notes, you can
always choose to join the email experience, which is my online
membership that teaches you all about email marketing.

So I share all the how-tos behind this, and I'm there to answer your
questions and help you along the way. So you can always check that
out at yaelkeon.com/experience. So hopefully this episode has gotten
you a little bit excited about automations. Hopefully you haven't
totally freaked out, and hopefully you are feeling it is doable for



you, and hopefully you're seeing how much easier it will make your
business and life.

Because ultimately having these automations in place will mean that
you are relying much less on promotions. You won't be needing to
send as many newsletter style emails, and you'll also be sending
emails when subscribers are most interested in hearing from you, so
it's at the right time as well. So it's not in the effect you're
sending emails regularly, even if you are not actively doing it,

but it's at the right time for them. And ultimately, you'll actually
be sending emails and you won't be relying on showing up every
single week as much as you were in the past. So thank you for
joining me today. I'd love to hear from you about what you have
enjoyed from this episode or what you want to know more about in
future.

So please connect with me over on Instagram. I'm @yaelkeon, all one
word, and I'll see you in the next episode. Thank you for listening
to Easy Email Marketing. It's an absolute honor that you chose to
listen. If you love this episode, then it would mean the world to me
if you could leave a review so that others can find this podcast and
make their email marketing easy too.

Finally, make sure to subscribe so that you don't miss a thing.
Until next time, have an awesome day and make sure to keep showing
up and serving in those inboxes.



