
EMAIL IS ALIVE AND KICKING!  

How to convert email 
subscribers to customers  
Jenny Taaffe, MD iZest Marketing  
 



In a social media era is Email 
Marketing still relevant? 

 

 

Yes! But it’s not just a Social Media era, it’s 
also a mobile era! 



Social Media & Email 



Email & Conversion 



Mobile Email 



Mobile Email 



Smartphone Layouts 

 

 

 



Use of Language 



Social Proof 



Language + Social Proof  



Special Offer Promise 

 



Bribes!  



Off Line 

 

 

 

 

 
 

 



Subject Lines 



Subject Lines 



Subject Lines 

Keywords: exclusive, alert, free delivery 

 

 

 

 

Personalised 

A 

 

’ 

 

 



Subject Lines 

Emotional Triggers: 

 

‘When will you finally put your feet up?’ 

 

‘You need a break’ ’ 

 

 



Is there a typical open rate? 

For Travel & Tourism businesses:  

 

• 27.7% - Mail Chimp (2.8% click through) 

 

• 21.6% - Silver Pop 

 

• 20.27% - Constant Contact  

 



What will affect this? 

 

• The size of your database 

 

• When your database started  

 

• How often you ‘clean’ it 

 

• Your policy around hard and soft bounces  

 



Desktop V’s Mobile Opens 



When to send an email 
 

Emails sent between 8pm and midnight achieved higher open 
rates, click thru’s and conversions than at any sent during the 
day time. 
 
Best Days? Saturday & Sunday 
 
       
Study by Emarketer.com, April 2013 



Case Study  

• 60,000 customers on the database 
 
• 280,000 emails sent per month 
  
• Average open rates of 16-17%,  
 highs of 20% 



Irelandhotels.com Data 2013 

At 13% Open Rate = 7,800 see the ezine 
 
At 20% Open Rate =  12,000  
 
That’s an extra 4,200 opens  
 
Which is 16,800 extra per month 



Relevent Content 



Customer Acknowlegement 



Personalise 



Great Offers 



Great Offers 



Innovative Layout & Clear Call to Action 

 

 

 

 

 
 

 

Source: beautiful-email-newsletters.com 



Innovative Layout & Design 
 

 

 

 

 
 

 



Clear Message 
 

 

 

 

 
 

 



Measurement 



Measurement 



Tip #1 – Invest Time 

 
 

1. Into your email content planning 
 

2. Your email design templates – be bold, be different 
 

3. Your subject lines 
 

4. Analysis of each campaigns results & learn from this 
 

 

 

 



Tip #2 – Use Names 

 
 

1. Make sure you are collecting first and last names 
correctly  
 

2. Use the option to personalise the subject lines and 
intros to your emails  
 

3. Make this work both ways – send and sign off your 
emails from an individual  
 

 

 



Tip #3 - Testing 

• Work our your typical conversion rate from an email 

• Try sending your emails at different times of the day 
and different days of the week  

• Test different subject lines for the same email  

• By this testing, see can you increase your open and 
conversion rates, and therefore increase revenue  



Key Takeaways 

• Email is as relevant as ever & a great selling tool – 
don’t forget about mobile!  

• Get them to subscribe through special offers, great 
use of language or bribes!  

• Subject lines – short, personal, emotive 

• Encourage them to click with – great content, supurb 
design, clear calls to action 

• Analyse results of each and every campaign 



Contact Jenny 

• Email:  jtaaffe@izest.ie 

• LinkedIn:    ie.linkedin.com/in/jennytaaffe 

• Twitter:    @jen_iZest 

• Website:  www.izest.ie 

 



WEBINARS 

For details on future webinars please visit http://failteireland.webex.com 
 
If you want to register for future webinars email websupports@failteireland.ie  

Online Resources 
failteireland.ie/Market-Your-Business-With-Failte-Ireland.aspx  
 
Courses Available 
failteireland.ie/Business-Supports/Websupports/Events 
 
Online Business Tools  
failteireland.ie/Develop-Your-Business/Business-Tools.aspx  

 
For any other questions, contact the Business Supports 

team on 01-8847762 
 
 

KEEP IN CONTACT 

Fáilte Ireland 

88-95 Amiens Street 

Dublin 1 

Ireland 

Lo-Call: 1890 525 525 
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