Welcome to Easy Email Marketing. I'm your host, Yael Keon, Mum, fifo
wife, mba, coffee lover, survivor superfan 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 I want to introduce you
to a simple strategy, one easy tweak that you can use to enhance
every email you send.

So I'm unsure if you've ever felt this way. I know I certainly have.
Where you write a fantastic piece of content for your list. Whether
it is something really helpful, whether it is something that's just
a love letter written from your heart, whether it is like a quick
tip, something behind the scenes. And you're sending this content
out because you know your audience is interested in it. It gets them
engaged, it gets them opening the emails.

But there's no clicks, there's no conversions and sometimes it feels
like you are just constantly investing your time creating this
content, but there is no direct result. Then we've got the flip side
where perhaps you are in a more sales promotion period and you're
sending emails out and you feel like all of a sudden you've got so
much you need to get across, there's so much you need to share with
your audience about this offer, about these products, but you're
struggling to fit it all in.

But you don't want to send like 10 emails for this one thing, but
you don't want to make it super long and you're just struggling to
find this balance. Similarly, I hope you have a number of post
purchase or delivery automations, onboarding automations for
clients, or perhaps your regular emails for your membership, et
cetera. And you feel like you get the same questions come up time
and time again.

You feel like you've got so much you need to share and get across
immediately, but you don't want to overwhelm them. This strategy
that I'm going to share with you, the sandwich strategy, is the fix
to these problems and it's very, very simple. It is beginning to
treat your emails like a sandwich. So you've got all the good stuff
in the middle. So your regular content, your sales pitch, your
letter, whatever it is, is the good part of the email.

That's the main body, that's what you're talking about that's what
the subject line relates to that is going on. But we want to utilise
the header areas and the footer areas of your emails to enhance
them, to perhaps make other offers to share important things to
summarise, et cetera. So you can use this strategy in any of those
scenarios that I just spoke about. So when you are not selling, so
you are just sending helpful content, when you are selling and when
you are in delivery mode, these can also be in your regular
campaigns or your automations.

So let's run through some really specific examples so you can see



how you might want to apply this strategy to your business. Let's
start with the header section. So when we think about websites,
right, we think about the header of your site as being like the most
important thing. And one day I had this brainwave of like, what if
we treated that top part of your emails similar to how you would
treat your website header section.

Now this does not mean you have some big slideshow situation, but we
can pull some key elements. The first one could be a promo banner.
So you know how you've got those banners across the top of your
site. They're just the thin ones that could say, you know, you've
got this offer on at the moment, why not put a colour blocked banner
at the top of your emails which is just like a one liner.

Maybe it has a button, maybe it's just a hyperlink and it just
shares something that's going on. One thing I didn't mention right
at the top is these elements do not always have to do with the
content of the email. It can just be these extra little things
almost like an advertisement, right? So the promo banner there could
be we've got this event coming up or we've just launched this
product or we've got this feature product or it could be, we've got
this service.

So just a few words right at the top with a link and it can relate
to the email or it doesn't have to. You could also have a menu. So
you could have some menu items right at the top. So things like your
shop, to book now, to access the portal to log in to whatever
regular links that you might, that someone might go to just there at
the top.

So it's easy access, people can see where they go. I wouldn't have
as many as you would have on your website, but some really key
highlighted links. Another thing that you include in this header
area is an option for deciding on the email preferences. So you can
have a Little link there that says update your preferences here
about which emails you want. Or it could be to opt out of a
promotion.

So you could just have right at the top. I had that recently in my
launch. If you don't want to hear about this offer, just click here.
We won't send any more of these emails, but you'll stay on this
list. So you give that option right at the top so you're not feeling
like you're losing those unsubscribes. Another thing you might want
to consider using during a promotion period is a countdown timer.

You can put this at the top of your emails as well, and that just
instantly communicates any urgency you have around an offer. And one
other thing that I think is super, super powerful is combining this
header section with conditional content. So when I talk about
conditional content, this means only certain subscribers will see
this piece of content if they meet certain conditions. So if they
fit in a certain category, if they're interested in a certain topic,
or if they have purchased something or not purchased, or even their
timing.



So a few ways you could use this for e commerce, something that I
found really powerful is having rewards points. So if you've got a
rewards programme, you could have a banner up there showing, here's
your rewards points balance. So you have the merge content there,
but it only shows to people who are on the rewards list. Similarly,
you could do this with wish list reminders. So if they have a wish
list for your website, you could link that at the top.

But again, you only show it if they have items in their wish list.
So it's just that quick reminder of, hey, I've got this thing there.
It could also be a discount code. So if they are currently in your
welcome experience or they have some sort of special offer
currently, you can display it, but not everyone will see it. So that
is really quite cool. And you can combine this conditional content
with some of the other header options I spoke about.

So say, for example, with the promo banner, maybe you have two
different services that suit two different categories of people. You
might show one service to one and one to the other. That's where it
gets really, really powerful. Okay, let's get into some footer
examples, because the footer I think is actually even more powerful.
People, I don't know if you notice this in your own behaviour, but

when you open an email, typically what will happen is you see the
subject line, you go, oh, that interests me. Then you open it and
you kind of scan through the whole thing. You don't necessarily read
it top to bottom in order, you scan through. So that's why I talk
often about having like, you know, breaking up content with bold
text and headers and having lots of white space.

But in the act of scrolling through often what you'll find is that
you go to the footer first. So it's kind of like the read the
subject line, you've got the opener and you scroll down, you see the
footer because you're kind of trying to get a sense of what this
email is about. So the footer section is gold and we can use this in
a few ways.

The first one is using a simple PS phrase. The PS is actually second
to your subject line as the most read copy in your emails. So we can
do a few things with our P.S. you can reinforce the offer so you can
just reinforce you know what you have shared in the email. You could
add on to your offer so you could go P.S.

you also get this bonus and it's not something you've spoken about
in the email. So again it's a way we can introduce new elements that
you just didn't feel we had time in the body. It could be an
announcement that has nothing to do with content like PS I just
launched this or I posted something on Instagram which you might
find interesting. Or have you have you checked out this product?

You could present an alternative offer. So it could be as simple as
PS not into this, we also have this option for you. You could use it
as a sneak peek of what is coming up. So you could go PS in next



week's email I'm going to be sharing something about this, so stay
tuned, so it wets the appetite for the next one. Or it could be,
next week I'm hosting a masterclass or I'm announcing a masterclass
about this so you know, make sure you are ready and you're going to
check it out.

Or it could be as simple as PS do you want to get started? Here's
how you can book a discovery call with me and it's just that simple
one liner thing that people scan down and it can do with your
content or it can have absolutely nothing to do with the content of
the email. But what it does is 1 they typically read this piece of
copy but 2 it always plants the seed that there's something else to
do.

Another creative way to use this footer space is to have a TLDR so a
too long didn't read. So you could put this down the bottom which is
just a very quick summary of the email and a simple call to action
and then they can decide whether they're going to go back to the
email or not. You could also include a prominent call to action. So
almost like an advertisement in your footer.

So it could be like an image or some words which is like here, check
out this product, check out this service or check out this course
and it's got this literal graphic from your site and they click
through and go to it. Or you can have a featured products or
services section. So you could have here's some ways to work with
me. And it has way one, way two, way three and it's just this list
in the footer and people can click and check it out again.

It's something that's just almost in every email but it's not to do
with the content. So it doesn't have that pushy element. You could
also feature products from your store and it could be your newest
releases, it could be from a certain category, it could relate to
the content of the email. If you're giving tips around, you know,
styling scarves, for example, you could have in the footer, here's
some of our best selling scarves and it's something to do with that.

And really cool with both of these as well, we can go back to that
conditional content thing. So we can personalise these product
feeds. So if you're using like Klaviyo, you can say personalise this
feed based around what they interested in. So it uses predictive
content based around what they've looked at on your website. Or you
can again go with the categories option and say, hey, we know that
they're interested in this category so we'll show them this service,

if they fit this description, we'll show them an alternative
service. You could do like a little bit of a stage tracker as well.
So if someone's working with you, you could have something like
you're at this stage, stage one and then your next step is stage two
and then there's stage three after that. And it just kind of shows
the progress and it just reinforces where on the timeline they are
and it just mentally prepares them that there's more to come.

You could include some handy links in here. This is very valuable if



you have a course or a membership or even for your services etc. So
you can choose to only show this to people who already are members
etc. And it could be links to your billing and accounts to the
portals, to Facebook groups, to the latest videos, just a section
where they know they can go and it's just right there at the bottom
of the email.

You could also include a testimonial. So this is a great way to just
again have some risk reversal in there to have that social proof. So
again it can relate to the content of the offer or it can be just
something that is hey, it was amazing to work with you on this. I
got this result and just having that testimonial in the footer area.
One really handy thing especially for e commerce businesses,

I've spoken about this before but I am going to talk about it time
and time again. You get the same questions all the time about what
are your shipping terms, what are your returns policies, what
warranties do you have? Can you create a little graphic banner like
and you just have a couple of little icons that answer those
questions really shortly and sharply. And it's right there at the
bottom of every single email.

So those questions are answered immediately without your subscriber
needing to click through to your website go where's the shipping
section? And finding that information. Then it's just on hand and
they feel confident that they're going to make a great decision
buying from you. Of course we regularly see your social links in the
bottom of emails. That's totally cool if you want to do that. But
you could also take that a step further about maybe featuring
something that you had on socials like a post or a live or a
conversation you're having.

Or you could feature a recent blog or a past blog or I know I have
this in some of my tip based emails. It goes, for more about this
here's a couple of blog posts or podcast episodes you might enjoy if
you want to dig deeper and it gives more links. So they are a whole
tonne of ideas. And I will try to put together a blog version of
this podcast so that you can just refer to that and get all these
ideas in one handy place and just pick a mix the ones that you want.

But the pro tip here is start with a template. So go into your
software and create a template using all of these sections that you
think would be really handy. So just create it in one place. Better
yet, most software allows you to save individual sections or content
blocks as save sections that you can just drag and drop into the
email builder. So once you've created these once, create your master
template which has the sections that you would use regularly.

So perhaps you've got one that's for a testimonial. Maybe you've got
your FAQ icons and maybe you have a banner at the top. So you create
a template that's got them all the time. Or maybe you end up with a
template for your membership and then one for your more regular
emails. Or you have one for sales, for content, for regular and you
just create a few of these templates but save all the blocks so you



can just mix and match and just literally drag and drop.

So most of these things you only need to create once. The exception
might be the PS on the too long didn't read where you just create
some short copy around that stuff. So that makes it super easy to
implement. So my challenge to you is, can you think of just one of
these things that if you added to your emails, how will that help
you start to get some conversions?

More engagement with your emails, more clicks. Because that is
becoming more and more crucial. It isn't just about people opening
anymore. We know we can't even trust open rate data. We need people
clicking, we need people engaging, but we don't want to have every
email feeling like it's a complete sales pitch and we don't want to
have necessarily that newsletter style approach of having three
different articles for people to choose from.

Instead, we're having a great value email and it is sandwiched by
something in the header and something in the footer that either
reinforces that email or just gives them something else to check
out. So hopefully you have found this helpful. I would love to hear
if you implement any of these strategies and how you go with it.
Thank you so much for joining me today. Do let me know about what
you've enjoyed from this episode or what you want to know more
about.

I'm over on Instagram at @yaelkeon and I'll see you in the next
episode. Thank you for listening to Easy Email Marketing. It's an
absolute honour 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.



