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Methods Of Right E-mail Marketing 

 

By: Phil 

 

“60% of marketers do not get the success of e-mail campaigns because they are still 

using the tactics of “rush forward and pray” in order to increase their database and 

sending of their messages to as many customers as possible, but the most important 

factor in e-mail marketing – is to send timely relevant emails to the target audience that 

would want to read the mail.” 

 

In the current conditions companies are not able to prevent a potential decline in sales because 

of ineffective strategy of e-mail-marketing, quickly lost its meaning. The best way to avoid this is 

segmentation. 

Recommendations of experts start with the basics – make sure you have a ‘clean’ target list, 

where each person was questioned about the desire to get e-mails. It makes no sense to send 

spam to them; it’s a waste of time and money. 

Do not hurry. 

Many companies in such a hurry collect data to create lists, as the result that a lot of sections 

and segments are absent that makes it impossible to work effectively with target customers. 

Each section, for example, gender differences, must be clearly and accurately formed. 

Keep it simple. 

Start with the broader categories, such as division of clients for men and women. This will allow 

dividing quickly the customers, and in accordance with this to divide the letters, and in addition, 

it will provide an opportunity to ask the right questions. When a client registers and agrees to 

receive e-mails, make sure that you have collected information about his age and place of 

residence, it will let make specific suggestions and offer truly relevant information. 

Once you have got customers, keep them and watch them. Update the database when clients 

refuse to subscribe, it will allow maintaining a mailing list clean and give an opportunity to avoid 

unnecessary sending of letters. Segmentation should not be complicated. Even the division of 

gender can have enormous consequences. This process can be completely automated, and 

then it becomes very simple – as a click of right button of the mouse, but only as long as you 
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have a current and complete database. Such a tactic would lead to an obvious return of 

investment and ultimately have a positive impact on the outcome. 

Engaging interactive media channels, including mobile and video devices, making lots of noise, 

professionals of direct marketing are still focusing on the time-tested programs in order to 

generate revenue. 

Communication via e-mail may be more rapid, cost-effective and focused than most other direct 

marketing channels. And, although the digital era changed the face of direct marketing in 

general, time-tested principles of direct marketing are still applicable today – with the added 

advantage of more modern and detailed information. 

Source: Web Design Business Articles 

 

 

 

 

 

 

About Profitera Corporation Sdn. Bhd. 

Profitera Corporation is a leading technology provider of Revenue Collections, Debt Recovery and Agency 

Management Software Solutions. With offices in Malaysia, Singapore, the US and Partners in Asia, Middle East and 

Europe, Profitera provides solutions to help its Customers focus on their Clients and optimize Profits throughout 

their Revenue and Profitability Lifecycle. As experts in Revenue Collections, Debt Recovery and Agency 

Management, Profitera continuously brings real-time scalable technology to the doorstep of its Customers to help 

reduce Bad Debt and improve Profitability. 

Enterprise Revenue Collections & Debt Recovery Software Systems 

SMS Notification and 2-way SMS Interaction software platform 

Data Management and Software Integration Services 

Data Analysis, OLAP and Multi-dimensional Cubes for Online Interactive Reporting 

 


