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Building Better Emails
Tips and tr icks to get  more f rom your  campaigns

- Keep your header image narrow. A header image that 
is too large (from top to bottom) may be all that a 
reader sees in email previews. Since images are often 
blocked, your recipient might only end up with this 

- Test personal emails. If you?re not getting the response 
rate you?re looking for, try testing a simpler email that 
looks more personal. Skip the header and other images and write it as though it is coming 
from your personal email. Sign off with a real name and contact info.

- Write a strong subject line. Your subject line should be short and to the point but clearly relay 
what is in the email. Read more about subject lines and test your subject lines with this free 
tool.

- Use personalization (but test it). Personalize with your subject?s first name but ALSO address 
them in your copy as well. For example, Dear Barbara, As a B2B marketing consultant, are you 
challenged with managing multiple client campaigns? The mail is addressed to me so I know they 
clearly know who I am and what I do.

- Keeping with the above, make sure your lists are segmented and you are sending unique 
emails to each list. 

- Avoid jargon. This really goes for ALL your marketing 
copy. In that same vein ? ignore marketing ?buzzwords? 
as well. Write as if you are talking to a client or prospect.

- If you are creating a marketing email (versus something 
more personal), the images you use matter. Don?t grab 
random stock. The images need to help tell your story. 
Make sure to add alt-text tags to images so if the images 
are blocked, the reader knows what the image is and can 
download.

- Make your call to action EASY to find. If you?re using HTML, a button is good (don?t forget the 
alt-image text and put the hyperlink under the button). If it?s more personal, you can use a 
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hyperlink but make it larger and a different color. 
Don?t make them look for what you want them to 
do.

- Keep it short and make it easy to scan. Various 
studies show that shorter emails have a higher 
response rate. In general, 200 words or less is ideal. 
Use bullets and chunks of copy to make the main 
points easy to spot in a quick scan.

- Send at optimal times (and test them). There are 
dozens of studies on best times to send email and, not surprisingly, their findings are 
different. That is largely because every email is targeting a different audience with a different 
offer. For B2B, some data shows that Tuesdays and Thursdays are the best days with 10 a.m. 
- 11 a.m. being the best times. That being said ? TEST your emails at different times and see 
what works for you.

- Use landing pages. Getting someone to click through your email is just the first step. Now you 

need to get them to take action ? for example, register for your event or download an eBook. 

A strong landing page increases the likelihood people will take action. A good landing page 

includes:

- Graphics that match your email to show they are in the right place.
- A reason for taking action. What they will learn at an event for example and a more 

detailed agenda.
- A short form that collects ONLY the information you really need. The more fields, the 

lower the completion rate. We suggest name, company and email for most forms.
- A thank you page or other acknowledgement. For an event, a tool that adds the 

information to a calendar is great as is one that generates an email with details. At the 
very least, a thank you for registering pop-up is required. You can use a tool like 
Unbounce to create landing pages that convert.

Market ing Mat t ers is a series of tip sheets, videos and other content from The Partner 
Marketing Group that address the most commonly asked questions and issues faced by 
our clients. If you need consultative support to help you build your lists, or a 
recommendation for a reputable list broker, please contact us at 
info@ThePartnerMarketingGroup.com or 734.425.7414.
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