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Disclaimer: 

  
This work may not be copied, sold, used as content in any manner or your name 
put on it.  
 
Every effort has been made to be accurate in this publication. The publisher does 
not assume any responsibility for errors, omissions or contrary interpretation. 
We do our best to provide the best information on the subject, but just reading 
it does not guarantee success. You will need to apply every step of the process 
in order to get the results you are looking for.  
 
This publication is not intended for use as a source of any legal, medical or 
accounting advice. The information contained in this guide may be subject to 
laws in the United States and other jurisdictions. We suggest carefully reading 
the necessary terms of the services/products used before applying it to any 
activity which is, or may be, regulated. We do not assume any responsibility for 
what you choose to do with this information. Use your own judgment. 
 
Any perceived slight of specific people or organizations, and any resemblance to 
characters living, dead or otherwise, real or fictitious, is purely unintentional.  
 
Some examples of past results are used in this publication; they are intended to 
be for example purposes only and do not guarantee you will get the same 
results. Your results may differ from ours. Your results from the use of this 
information will depend on you, your skills and effort, and other different 
unpredictable factors.  
 
It is important for you to clearly understand that all marketing activities carry the 
possibility of loss of investment for testing purposes. Use this information wisely 
and at your own risk. 
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Introduction: 

  

Welcome to Email Marketing Understood, a step-by-step Email Marketing 

Training, designed to walk you through the process of getting the most out of 

email marketing for your business. This is exactly what you are going to learn: 

1. The Only 3 Ways to Grow a Business. 

2. The 5 key elements that you MUST have in place to increase sales and 

double (and even triple) profits. 

3. How to get started with email marketing. 

4. The 10 do’s you have to apply for Successful Email Marketing Campaigns. 

5. The 10 don’ts to avoid for Successful Email Marketing Campaigns.  

6. Successful case studies that you can copy for your business. 

More than any other marketing tool, email marketing has the ability to create 

measurable profits for your business.  Let’s get started. 

To Your Success, 

Kate Bourland 
Business Consultant 
Certified Email Marketing  Expert 
Certified Social Media Consultant 
My Calendar:  Schedule A Breakthrough Session 
http://www.katebourland.com 
 
Connect With Kate 
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   Who I Am? 

My name is Kate Bourland and I’m dedicated to 

helping motivated entrepreneurs, solopreneurs 

and small business owners understand how to find 

their voice, get clarity and take the right action 

towards growing their business and making 

money, both online and off.  I’ve worked with 

hundreds of small business owners and entrepreneurs and I know first-hand the 

struggles they face.  I’m a teacher and a doer:  I actually use the same strategies 

and tactics that I share in my trainings.   

Most small business owners focus on the wrong things when it comes to 

marketing their business.  They spend their time chasing marketing trends (think 

Facebook) without having a firm marketing foundation in place. Then, when the 

method doesn’t work they write it off as ineffective. This is unfortunate because 

the success of the method is dependent not on the method itself but on the 

foundation upon which it is built.  The trick to success with marketing is to 

understand why you’re doing something and putting a consistent system in 

place that capitalizes on business objectives.  Without this small business owners 

are doomed from the start.   

My mission is to help people like you understand the why behind the how.  

When a business owner understands why they are doing something, the how 

becomes more effective and positive results follow.   
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3 Ways to Grow a Business 

There are only three ways to grow a business: 

1. Increase the number of leads that convert into customers. 

2. Increase the average transaction value per customer. 

3. Increase the number of transactions each customer makes. 

Email marketing is the only marketing channel that consistently plays a role in all 

three of these critical business strategies.   Email marketing is used at the top of 

your marketing funnel to attract new customers and at the end of your 

marketing funnel to help build relationships, brand awareness and repeat 

business.  This explains why every $1 spent on email marketing brings in an 

average return on investment of $44.25. (source) 

In addition: 

 Email Marketing is 40% better at acquiring new customers than Facebook 

or Twitter. 

 Email Marketing conversion rates are nearly 3 times greater than Social 

Media. 

 90% of large businesses use email marketing to increase profits. 

So how do you, as a small business owner, harness the power of email 

marketing to grow your business and increase profits? 

Let’s dive in… 

https://calendly.com/kbdigital/breakthrough/
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 5 Key Ingredients to Increase 

Sales with Email Marketing 

There are 5 extremely important elements you must have in place in order to 

make great money using email marketing:  (Read this Blog Post for more Info) 

1. Start with a product or service that’s high quality and something 

people want to purchase. (You need to be clear on what it is) 

 

2. Put a system in place to help you collect the email addresses of both 

customers and prospective customers. This is the “list building” 

component of email marketing. I call this the foundation.   

 

3. Establish a promotions strategy that lets your customers know about 

your offer.  Examples include social media, television, newspaper or 

radio.  SEO (Search Engine Optimization) also falls into this category. 

 

4. Next, you need a quality and consistent communication strategy to 

help skyrocket your business. This is where email marketing shines.  

Use it to send   follow up emails such as thank you messages or 

newsletters and to deliver special reports or offers. 

 

5. Finally, you need a strategy that will convert the people that signed up 

for your list into new and repeat customers. 

 

https://calendly.com/kbdigital/breakthrough/
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How to Get Started with Email 

Marketing 
1.  Write down your business objective and tie it to a specific product or 

service.  Examples would be: 

a. Restaurant:  I want to increase dinner business on Monday nights. 

b. Chiropractor:  Increase the number of repeat customers 

c. Non Profit:  Raise Immediate funds for a critical need 

 

2. Build your foundation:  

a. Choose an email marketing software to help you collect and 

organize the email addresses. In most cases, I recommend 

Constant Contact as a good place to start.  Check out my blog post 

The Top 5 Email Marketing Automation Tools to choose the right 

tool for you. 

b. Gather a list of your existing prospects and customers names and 

email addresses into an excel spreadsheet.  Segment this list by 

customer type and assign a label to each name on the list.  For 

example:  VIP, Leads Group, Media,  Not Yet A Customer 

c. Create lists in your email software to match your customer label. 

d. Upload the customer list to your email marketing software. 

e. Create a special offer that will encourage your customers and 

visitors to sign up to receive your newsletters.  Your offer must be 

something of value to your ideal customer. 

f. Add a sign up for at your cash register and on your website. 

https://calendly.com/kbdigital/breakthrough/
http://www.katebourland.com/constantcontact
http://www.katebourland.com/the-top-5-email-marketing-automation-tools/
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3. Pick your traffic source – your offer will get no traction if people don’t know 

about it so you MUST add a promotion element to email marketing.  This is 

the list building phase.   

a. How are you going to promote and advertise your offer. 

b. Develop short term (fast results) and long term (slow results) 

sources.  Facebook ads or television are examples of fast result 

advertising sources.  Search Engine Optimization (SEO) is a long 

term strategy as it doesn’t usually bring in immediate results.  

c. Be willing to invest some dollars to get started. 

d. .  Watch my 60 Ways to Grow Your List Training for ideas. 
 

4. Develop your Communication Strategy (this is where you make money so 

pay attention) 

a. Write a series of 5 – 7 emails to be sent as follow up messages.  

Upload them to your email marketing software. 

b. Include links and special offers to purchase something from you in 

the series of emails. 

c. Use these messages to build relationships with your customers. 
 

5. Turn subscribers into new and repeat customers.  This is where you see 

the cash really start to flow. 

a. Include links to your website within the body of your emails 

b. Add payment buttons into your emails to encourage customers to 

“buy now.” 

c. Offer coupons to get customers back into your store or office. 

d. Be consistent. Communicate at least monthly, ideally weekly or bi-

weekly.  

https://calendly.com/kbdigital/breakthrough/
http://www.katebourland.com/60-ways-grow-email-list/
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That’s all there is to it.  Have a plan and implement it.  These five basic steps to 

set up a profitable email marketing campaign can help you double and even 

triple your revenue. 

 

Use this as a guide as a cheat sheet to help you get you on the right path.  Over 

the course of the next 14 days, I’ll be sending you a series of email trainings that 

will walk you through each of these steps and include additional training that 

will show you exactly: 

 

 How to Segment your Email List for increased profits 

 How to Write emails that GET Opened 

 How to Build powerful relationships with your list 

 How to Discover the Right Time for mailing 

 How to Know how Frequently you should mail your list 

 How to Track your success 

 How to Rinse & repeat and scale your business 

 

 

 

 

Ready to Take Your Marketing to the Next Level? 

Schedule a Free 30 Minute Strategy Session 

You’ll meet with me, Kate Bourland, to discuss exactly what you need to do to 
generate more customers for your business. You’ll leave the call with a clear 

plan on how to move forward, with or without our help. No Pressure, No 
Strings Attached. 
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The 10 do’s of email marketing. 

When using an email mail marketing campaign to enhance your sales, just use 
these email marketing do’s to improve the overall performance of your 
campaign.  

1. Use automation to follow up leads 

Follow up allows you to set a reminder for the prospect about your product and 
services which they currently receive. You can save your subscriber data in your 
database. 

Automation emails can include a confirmation mail, cart status to motivate them 
to complete their purchases, receipts, and promotional emails, etc. These types 
of follow up emails assist you to shorten the process of purchase.  

Within the email you can include graphics of a product and a direct link to the 
particular landing page to close a deal. This is the easiest and best way to hook 
up the prospect with your brand.  

2. Clean your email lists 

Most marketers usually ignore handling their email list because they take it as a 

low priority work. But every marketer really needs to devote some time to 

managing their list to increase the open rate.  

Create a list of those subscribers who have not clicked on your email within a 

complete year and drop them a mail to validate their subscription. This method 

will eradicate non responsive leads from your list to get a clear overview of your 

actual clicks and open rate. Remember a clean email list saves both time and 

money, and improves conversions.  

3. Offer the option to unsubscribe 

It is necessary to involve an unsubscribe link in your every email. Because if they 

are unable to find an unsubscribe link, they probably mark your emails as spam 

which can adversely upset your deliverability. 

https://calendly.com/kbdigital/breakthrough/
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Ask them why they want to unsubscribe and for what they are looking. Don’t 
create a lengthy process to unsubscribe, it can make your customers annoyed 
and they will never come back.  

You can manage subscriptions to maintain relationships with your customers. If 
your email advertisement campaign is focused and relevant, your recipients will 
not likely unsubscribe.   

4. Use Abandoned Shopping Carts to Your Advantage 

Segment your audience according to their actions and page views, and list your 
abandon cart leads for better targeting. You can send personalize emails to 
customers that left your webpage after adding a product in cart. This can clearly 
assist them to recall your brand and they can come back to your website.  

An email letting your prospective customers know that there is something in 

their cart can motivate them to complete their purchase. You can send these 

types of emails after an hour of abandoning a cart to improve mail opening rate 

and online conversions.  

5. Follow the CAN-SPAM Act Laws 

Whether it is an email marketer or someone else, everybody hates spam. So be 

sure that your emails are following the CAN-SPAM Compliance rules. Ensure that 

you are targeting the right person with the content they are looking for. This will 

enhance the prestige of your brand and conversion rates.  

Here are 7 rules that you should follow at the time of creating an email.  

- Headers need to be clear and concise. 

- Don’t lie in subject line. 

- Classify your email as an advertisement. 

- Provide a physical address in email. 

- Let your prospects know how to unsubscribe. 

- Remove unsubscribed leads from your list. 

- Analyze what your email marketing team is doing. 

If you are following all these rules, there are more chances that your email will 

directly hit your prospects inbox.  

https://calendly.com/kbdigital/breakthrough/
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6. Make your landing page one click away 

A one click landing page is a fantastic way to bring your subscribers back to your 

website and increase engagement.  Include a link to a landing page It can be 

difficult to add a video in your email, it can be difficult to find the right place for 

it. You can opt for embedded video, but it is still a two click landing page. One 

click to check out the video and another click directing customers to the landing 

page. 

To direct your prospective customers to a one click landing page, you can 

choose a static image with the landing page link that has an auto-play video. 

You need to seize the attention of your prospect, demonstrate what makes you 

different from other businesses and test variations of email content to find the 

right copy. You can also include a call to action with engaging content.  

7. Split Testing 

Before mailing an email to your list, you should always analyze it. To run an 

effective marketing campaign, it is certainly necessary to track and test what 

works for your audience. You can try to include a video in your mail.  

You can test your emails subject line, copy, call-to-action and greetings. Analyze 

which things bring conversions to you. Regular testing can improve your open 

rates, conversions, sales and revenue.   

8. Include a signature 

Always seek to incorporate a complete signature at the end of every email to 

increase the opportunity of further communication. You can take advantage of 

the power of the signature in your email marketing campaign to improve the 

company’s reputation.  

You must include Name, Title, Business name, Physical Address, Web address 

and social media links. You can also give multiple details using semi-colons (:) 

and pipes (|). 

https://calendly.com/kbdigital/breakthrough/
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An email signature can become an advertisement tool for your businesses, social 

networks and website. It boosts brand awareness and the sign line can be the 

prime aspect of your comprehensive branding.  

9. Use a double opt-in email list 

Internet Service Providers and mailing services take advantage of various filters 

and analysis to avoid the hazard of spam. A double opt-in email list is a great 

method to build an immense quality email list. It also assures that all of your 

email conversions are delivered into your prospective audiences’ mailbox.  

Utilizing a double opt-in list validates the subscribers who actually demand an 

email from your brand. As your prospective audience signs up for a newsletter, 

they receive a verification mail to confirm their subscription. This way, you can 

diminish the low quality sign ups and bounce rate.  

10. Write enticing subject lines and messaging 

Whether you are using welcome emails, new product announcement emails, 

promotional emails, newsletter emails or any other type of email, to boost your 

email opening rate it is important to add a subject line to your email. If you don’t 

include a subject line, all your efforts are in vain.  

That is why, you really need to have appealing, interactive and relative content in 

your subject line. Provide at least one offer that is related to your subject title.  

You can also present tips, guides, case studies and other giveaways to interact 

them. All of these little things can boost your brand value. 

 

 

 

 

 

Ready to Take Your Marketing to the Next Level? 

Schedule a Free 30 Minute Strategy Session 

You’ll meet with me, Kate Bourland, to discuss exactly what you need to do to 
generate more customers for your business. You’ll leave the call with a clear 

plan on how to move forward, with or without our help. No Pressure, No 
Strings Attached. 
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The 10 don’ts of email marketing 

Email marketing is an excellent technique to organize an extensive audience for 

your products and services.  Be sure to stay focused on your email marketing 

campaigns and eliminate these “don’ts” to build a perfect marketing strategy.  

1. Don't Purchase email lists 

Purchasing an email list can be a time saving approach, but it will surely disturb 

your brand after some time. It is the one action that you should definitely avoid.  

Forcing yourself into people’s inboxes is like encroaching on their space. Instead 

of disrupting people's solitude by imposing your brand on them, cultivate your 

email list instinctively in the correct manner by mailing to opt-in leads only.  

The concept of creating a valuable email campaign is to attain a prospective 

audience. Rented lists can have a chunk of exceptions who will possibly never 

click on your email. This can harm your domain reputation and it can be expelled 

by email and internet service providers.  

2. Don't ignore your campaign reports 

Taking advantage of Email Marketing, but not analyzing your campaign outcome 

on a regular basis is a big no-no. Without measuring reports, you will not be able 

to observe your open rate, bounce rate, new subscriptions, and other analytics.  

When you're not engaged, you can have a decreased open rate and you'll be 

worsening the chances of getting clicked regularly for each campaign. You 

should evaluate every campaign's outcome to figure out the analytics and 

optimize accordingly for great results. You can also utilize A/B split testing. 

https://calendly.com/kbdigital/breakthrough/
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You should experiment with new ideas, calls to action and landing pages, and 

use your analytics to improve your email marketing campaign.   

3. Don’t send the same content over and over 

Sending the same content can save you time, but it can harm your reputation. 

The functionalities of subscriber lists don’t matter, if you mail duplicate content. 

Duplication can diminish the engagement rate and your audience will not 

respond to your email.  Hence, your opening rate will decrease and your 

unsubscribe rate will increase.  

If you copy content, you could initiate unpleasant user experiences and your 

audience may mark your email as spam. Internet service providers and email 

services may penalize and ban your business website and email address.  

So, be relevant with every email to keep your subscriber with you. Create fresh, 

unique and informative content without copying to improve new subscriptions 

and your open rate.  

4. Don’t use Offensive content 

Everyone doesn’t think in the same manner. Your email may have irrelevant and 

low quality content that can hurt your audience's feelings. 

Never try to make a sale of your product and services via email. This may cause a 

lower opening rate, lower engagement, higher unsubscribing and bounce rate, 

which can harm your brand name. 

Your email needs to be compatible based on your audience’s requirements.  

Always try to engage your audience with your brand. You can tell them about 

your product's benefits and other free content to get more subscribers and 

https://calendly.com/kbdigital/breakthrough/
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potential buyers. In every email, remind them about yourself and they will be 

more likely to complete a purchase from you. 

5. Don’t Send Emails too frequently 

Every marketer and business need that subscriber to click and check for their 

revealing and impressive email instead of rolling their eyes. Increasing the 

frequency of your email can force your subscriber to opt to unsubscribe or mark 

you as spam. Overdoing it can harm your email marketing campaign. 

Yeah, you can increase the frequency of your emails during the holiday season 

such as Cyber Monday, Black Friday and more. You can create numerous emails 

for numerous objectives to help reduce the number of people that unsubscribe.    

6. Don’t Spam 

Never spam your prospective audience. If they see that you're spamming, they 

will promptly request an opt-out from your email list. If there are too many 

emails stated as spam, your email marketing campaign can be blacklisted by 

email services.  

Spam like subject lines, too frequent emails, unrecognizable email addresses, 

email with all images that users are unable to see, emails that look completely 

different from the pre-email and hiding the unsubscribe button are the types of 

emails that are sent to spam.  

To avoid spamming, send your list with a request to opt-in for your services and 

follow the CAN-SPAM act correctly. Remove those subscribers immediately who 

opted to unsubscribe.  

https://calendly.com/kbdigital/breakthrough/
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7. Don't forget to socialize 

If you ignore placing social media links in your email, it means you're losing your 

audience. Without social media links, you are limiting your reach. 

Using social media links in your email can extend your reach and add an extra 

edge in your email marketing campaign. You can emphasize to them to follow 

you on social media. Thus, you can engross your prospective audience on other 

platforms and this will improve brand recognition and give you a second 

opportunity to remind them about your products and services. 

This integration of email and social media will drive more customers toward your 
website, increase revenue and conversions.  

8. Don't forget to use proper subject lines 

Neglecting the use of proper subject lines can hurt your email marketing 

considerably. Using lots of CAPITAL letters in your subject line may provoke the 

spam filters, and your email will immediately end up in the junk folder. 

Never try to use promotional and advertisement related subject lines. In the 

subject line, you should always try to communicate what is inside your mail. 

Create your subject line as a question and show them that the answer is inside 

the email. Don’t include spam words in your subject line.  

Also, test different versions of the subject line to find the one which converts 
best.  

9. Don’t use too many offers 

Don't include too many offers in your email. It can become confusing to your 

prospective audience and they could become annoyed. Try to communicate with 

and engage your audience, instead of selling with email marketing. 
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With more images, more links and calls to action, your customers will be unable 

to find where to click. Multiple offers in an email can reduce the effectiveness 

and your chances to get to your goal. Don’t be in hurry and try to do it all at 

once. It can ruin your brand.  

Use a single call to action with a proper landing page to maximize your open rate 

and conversions.  

10. Don't use too many graphics 

Everyone knows that “a picture speaks a thousand words”, but that does not 

completely fit with email marketing. Some email services immediately ban 

images, and it becomes irritating when you click an email and no image appears; 

instead of text and graphic HTML elements.  

Don’t use too many images which don’t fit into your email campaign. Use fewer 

images with a valid reason for their existence to improve your branding efforts. 

Take advantage of the numerous display options and file types, so that you can 

resize your image according to your campaign. 

 

 

 

 

https://calendly.com/kbdigital/breakthrough/


 
 

Page 18 

Need Help Putting Together Your System? Schedule a FREE Strategy Call Here 
 

Real Life Case Studies 

1. Wekiva Falls Resort: $6,000 in revenue with a Special Offer 
2. Directors Centre drives 50% of new Business with Email 
3. Non-Profit raises $6,000 with one email 
4. Gallery increases attendance at local events 

 

Ready to Take Your Marketing to the Next 

Level? 

Schedule a Free 30 Minute Strategy Session 

You’ll meet with me, Kate Bourland, to discuss 
exactly what you need to do to generate more 
customers for your business. You’ll leave the 

call with a clear plan on how to move forward, 
with or without our help. No Pressure, No 

Strings Attached. 
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