Welcome to Easy Email Marketing. I'm your host, Yael Keon, Mum, FIFO
wife, MBA, coffee lover, survivorsuper 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 feel good non-spammy experiences
for your subscribers.

Let's get stuck in. Welcome back to Easy Email Marketing. I'm your
host Yael Keon, and today it's all about those sales promotions. So
now back in podcast episode, I think it was 22, I shared different
ways you could increase your sales without feeling salesy or icky or
spammy, but in this episode I'm taking a different approach or angle
and I'm talking about what you can be doing during those times when
you are running some sort of a sales promotion.

So whether that is a new product release, opening availabilities in
your booking calendar, opening your cart for launch, or just running
a traditional 48 hour flash discount sale. So I'll be sharing 10
different tips and things you should be looking at to be getting the
most out of these times. Because let's be honest, sometimes we have
the best of intentions when it comes to these promotions,

but we can get a little bit trigger shy when the time comes and we
really play ourselves down, and the opportunity you provide your
audience down because remember, the best way you can serve your
audience and serve your subscribers is for them to buy your thing.
That's how you help the most. So please don't be shy about talking
about the amazing opportunities they have to work with you or buy
from you.

So think of these 10 different tips as a bit of a checklist as you
are going through creating your promotional strategy. Just making
sure you aren't running this at 50%. We want to be running this at a
110% and getting the most out of these times. And also at the time
of recording, we are coming into that holiday season. So this
episode will be released in early October and Black Friday,

cyber Monday and Christmas and all those promotional times are all
on the horizon and we wanna be start thinking about these things
right now. So think of this as a bit of your prep work, a bit of
some time to plan ahead, 'cause you definitely want to be starting
to think about this stuff now. The last thing you wanna be doing is
running around last minute.

So let's get stuck into these tips. And the first one is definitely
the one you wanna be thinking about now and that is not neglecting
your runway. So what I mean by your runway is the periods of time
between your promotions when you might not necessarily be selling
anything, or at least you're not running any sorts of promotions
going on. This is your opportunity to be building up trust with your
subscribers, for building connection,

for building authority, and just providing amazing value to your
audience, but also with a little bit of anticipation built in. So



perhaps you want to be building up how amazing your products or
services are through different ways of providing value, like through
helpful tips and advice in the lead up to your promotion, so that
when it does come the time that you are going to be offering a
discount or offering a limited availability or offering that it's
the last chance,

this is the only time they can purchase from - you want them to be
ready. So think of this time as them getting ready. So if you want
some ideas of different things you can send during this time, I
highly recommend my freebie, which is 80 plus fill in the blank
email ideas. That is where you can go think of a topic that your
promotion is gonna be around and pick out,

pluck out some ideas, put in your topic name in any of the blanks,
and use them in this runway period just to build that anticipation
and that excitement. So you can grab that anytime at yaelkeon.com/
ideas. So that's tip number one. Please don't neglect this runway.
Think about this as your opportunity to build anticipation. Tip
number two is to give your audience a heads up.

This is especially important for things like Black Friday when every
man and their dog is doing some sort of promotion. You do not want
to get lost in the crowd. Of course, you definitely don't have to
run one of these promotions. I certainly don't and every year, but
if you are, give your audience a heads up. So a few days before,

let them know that something amazing is coming, that a special
opportunity, something they don't wanna miss out on is coming as
part of these Black Friday deals. So please don't be shy about
sharing that something's coming up so that then when the day comes,
they've already half in their mind decided, oh yeah, that's when I'm
gonna buy something from them. And they're looking for that email
instead of you competing with all the other emails out there.

Tip number three is to send more emails than you are comfortable
with. So many times I see people running a promotion and they send
one email, one email to let us know that there's this great
opportunity for me to work with you. That is not enough. If you are
running a 48 hour promotion, I want you to send at least four
emails.

So that means one, which is the heads up one, and then three during
that period of time. If it's a longer promotion, you might not need
to send one a day, but I still want you to be sending more than
you're comfortable with. And at a minimum saying something's coming,
now it's available and this is your last chance. Now that doesn't
mean you don't need to have other content in those emails.

You absolutely can, but you need to make sure you are sending a few
more emails. 'cause we don't know if they've seen that first one or
not. Or they just might want that reminder to make sure they buy

because they might've thought, oh yeah, I'll get to that later. And
then they get distracted and then they forget to come round back to



it.

Which leads me to tip number four, which is to resend to unopens.
Now, I'm not the type of person who recommends you resend every
single email to those who do not open, but I believe that there are
a few really strategic times that you want to use this. So this
means that if you send out an email and 20% of your audience opens
it,

that's 80% left who haven't opened that email. So you can do a
resend unopens, most email software has this available as a feature
where it'll resend it to the remaining 80%. So I recommend doing
this after about 24 hours. So we do definitely want enough
opportunity for them to have read the original email. And I also
recommend changing the subject line so that it doesn't look exactly
the same in the inbox or it might appeal to different people.

Which leads me to tip number five, which is to mix up your subject
lines. So have some which are a bit more curiosity inducing, like
you don't want to miss this or how to get this result and the how to
is actually to buy your thing. So a few things that are curiosity
inducing combined with some straight up ones. Some that say
literally doors closing or last chance for 20% off.

So you wanna mix it up because there'll be some people that you know
that are just scanners and they're just looking through the subject
lines. And if they see, oh there's an offer going on right now, I
need to prioritize looking at this because it's the last chance. Or
having the curiosity ones gives you more time to kind of talk about
things and

might work a bit more with the fence sitters. So make sure to mix it
up. And if you are using the previous tip of resending to unopens,
switch between the two - alternate. So if the original email was
something curiosity inducing, make the replacement subject line a
straight up one or vice versa, however way you went.

So make sure to be mixing up your subject line so you'll appeal to
different sorts of people. Tip number six is to use clear calls to
action. So many times I see in emails when there's a promotion

running, there's just like this subtle little thing. This says, oh,
by the way, if you want to buy this, here's where you can shop now.

No, we want them to know easily within a second of opening that
email what you are asking them to do next and how to do it. We want
to make it as easy as possible and obvious as possible. So you can
do this by using a really high contrast coloured font to the rest of
your text. So for example, in my emails,

my normal font is like almost black. And then my call to action, my
links are always bright, hot pink. It stands out similarly, you can
use buttons either at the bottom of your email or in the middle of
your email. And again, using a high contrast colour. And that just
makes it really easy to click and really obvious what you want them



to do.

And finally, making sure when you are mentioning, you know, click
here to shop now, that you are being really clear about the urgency
details. So there are only a few places available or prices are
going up soon. So making sure you are mentioning some of those
details in there. Tip number seven is to infuse your personality.
Just because you're running a sale doesn't mean you have to lose all
your personality.

Sometimes we feel like we have to be so straight up, but remember
why people are on your list in the first place and how they relate
to you. So don't be scared to use gifs, don't be scared to share
some jokes, even laugh at yourself a little bit. Try to keep the
vibe just positive and talking about some of the amazing things
going on.

Or use the power of story in these emails and sharing examples of
transformations that you've made or just mistakes you've made and
how you know you wish you didn't do it, things like that. So make
sure you add a bit of personality in these emails, tip number eight
could be the most important. And that is to focus on the benefit.
Please don't just say,

oh, get my thing. It has four widgets, five colours and comes in
this size. That doesn't tell me anything about what benefit the
product offers you, what the outcome is, how they're going to feel
when they have got your item, your dress in their wardrobe. You
know, focus on why they should be buying this. What is the outcome?

What is the transformation of them working with you? And check at
the end every single email, am I talking about this enough? Because
that's what people are buying. They aren't buying the the drill. So
I've heard this analogy like people don't buy the drill, they buy
the hole in the wall. What is the hole in the wall in your scenario?

Tip number nine is to make sure you are combining your email
marketing with your other marketing channels. Of course, people want
to hear these messages from you, they need to hear these messages
from you in multiple different ways or see it in different ways, or
they might engage with you in some ways and not another. So you
could do this by creating some content that's around your topic area
through blogs,

podcasts, episodes, videos. You could also of course be promoting
your campaign on socials, but you can do it again in a straight up
way or having some fun with like reels or stories, for example. And
don't forget the power of advertising here as well. So if you've got
an amazing promotion going on, you could also layer in some
advertising where you're targeting your warm audience.

So people who are already on your list or who visit your website or
who follow on social media and just make sure that they get this ad
that says, this offer is available now because we want to make sure



they see it. And finally, tip number 10 is to be tracking your
numbers. You always want to be comparing one promotion to the next
one to learn from it so the next one can be even better.

So when I'm talking tracking, I'm talking about how many people are
opening, how many people are clicking, and definitely how many
people are buying. Yes, you probably also want to look at
unsubscribes and your unsubscribes during a sales promotional period
will probably be slightly higher than for your average email, but
that is okay if they're unsubscribing. Now that means they're not
your customer and you don't want them on your list anyway.

So make sure you're tracking them and figuring out your percentage
conversion rates. So the percent of people opening, and again, the
most important stat is the percent of people who buy. So again, your
open rates might be lower than your traditional email, but if your
sales rates are higher, then that's the real number that you're
looking at. So make sure we are tracking your numbers so you've got
something to compare to Next time. You know which emails performed
best,

if you try something different, like some sort of different offer,
what offers resonate best with your audience and learn from there
and optimize and keep tweaking and improving every single time. So
there you have it. That's 10 different ways you can enhance your
next sales promotion. A quick recap, tip one, don't neglect the
runway. Tip two, give a heads up that something amazing is coming.

Tip tip three, send more emails than you are probably comfortable
with. Tip four, resend to unopens for the occasional important
email. Tip five, mix up your subject lines. Tip six, use clear calls
to action so that someone knows exactly what they need to do Next,
tip seven, infuse some of your amazing personality into the emails.
Tip eight,

focus on those benefits. Tip nine, make sure to combine your email
marketing promotions with your other marketing channels. And tip 10,
track those all important numbers so you can keep doing better and
better every single time. If you want guidance with any of these
tips, I share a ton more with in-depth lessons, different tech
tutorials and plenty of examples, including scripts where you can
build your flash promotion off.

All of this is inside the email experience by online email marketing
membership that helps you serve your subscribers with open worthy
emails. Surprisingly simple automation and office at sell. So if you
want any of that's good stuff, make sure to get on the wait list at
yale kione.com/experience. Thank you so much for joining me today.
I'd love to hear more from you about what you've enjoyed from this
episode,

what tip perhaps you are going to take away with you or what you
wanna know more about. So please reach out to me on Instagram. I am
at Yale keone or 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.



