
Best Tactics For Email 
Sales Promotions 



Email marketing has quickly become the go-to strategy for businesses. But not everyone understands how to use 
it effectively in their marketing efforts. When it comes to promotions, coupons or other special offers that can 
drive sales and expand your business, it’s important to consider the “how” and “why” of email marketing that 
makes it such an essential component to your marketing strategy.

Studies have shown that over 60% of marketers rank email as the top Return on Investment (ROI) generator. So 
it makes financial sense to create an email promotion that’s sharp, on point, targeted, and takes full advantage of 
the medium. Here are some of the most essential tactics for creating a dynamic email campaign.

KEEP A CLEAN LIST
It won’t matter how amazing your product or service is or how outstanding the special offer or discount if you 
don’t have a solid list of current or prospective customers who will be interested. Best practices for building and 
maintaining email lists include making sure the people on them actually want to receive your marketing emails. 

Give customers multiple opportunities to subscribe to your lists—either in person or at your store or office. Also 
give them the chance to opt-out of the list by clicking a link on their email. You only want to contact those who 
want to hear from you, and that includes removing recipients from your lists who never open your messages.

That makes real-time reports of your email campaign results VITAL to maintaining a healthy mailing list. Why 
waste time reaching out to uninterested recipients?



GET PERSONAL
It’s Not Just Business; It’s Personal 
Make sure customers feel special when they 
open and read your email. One of the most 
important best practices of list management is 
ensuring that email recipients don’t see the 
names of everyone else on your list. 

But it’s about more than just respecting their 
privacy; add a personal touch so that your 
customer truly feels like every email 
promotion is about them and their needs… not 
your business’ needs. 

Above all, drop the “corporate speak” when 
you email; remember, the person on the other 
end is a person.

Tell a Story
These days, everyone is leveraging the power 
of story to sell their product or service. And 
why not? People love stories, and you have 
one to tell, too. 



If you feel like your customers already know your story, then it’s time to craft a new one. Let people know what’s happening 
now, but give them a peek of what’s to come, too. People love to feel like they’re in on a secret!

CREATE A COMPELLING SUBJECT LINE
Research indicates that a third of recipients will open an email based on subject line alone, so it’s essential to get that right. 
Obviously, customers are much less likely to open an email with a bland subject line; the same is also true for a subject that has 
too much hype. The happy medium is a title that is compelling without being overlong. 

You also want to avoid setting off spam triggers, so you’ll want to know what words, phrases, and even symbols can activate an 
email program’s filters and send your important marketing message off to the Junk Mail folder. It’s a big list so you’ll want to be 
familiar with it (yes, phrases like “act now,” “free offer,” and even “this isn't spam” are featured prominently, so it’s just as 
important for you to know what NOT to say).

HAVE A GREAT PROMOTION
So you’ve got a great list, a great product, and compelling copy to get your customers interested. That won’t matter if you don’t 
offer them something to convert their interest into action (which usually means buying something). 

What are the best types of promotions for email marketing campaigns?

Fortunately, you won’t have to reinvent the wheel to make sales, increase ROI, and build your brand. Just remember that the 
same principles that apply to traditional marketing will often translate to email marketing.

.



 Consider these strategies:

1. Offer a Discount 
You don’t need fancy software or a Da Vinci illustration to offer 
your customers a good, old-fashioned opportunity to save money. 
Give them something via email that they can’t get at your store or 
on your website: a discount code that’s good only for your 
specific product or service. Just be sure to track it and follow 
through… including sending a thank you email after they 
purchase.

2. Flash Sales
If it’s appropriate to your product or service, a limited-time offer 
such as a flash sale can be essential to your promotional toolkit. 
One study showed that nearly 60% of businesses report higher 
email open rates for flash sale emails over regular ones. 

Offering limited-time discounts and incentives like time-sensitive 
free shipping can be a great way to boost sales.

3. BOGO
The Buy One Get One Free (BOGO) promotion is quickly 
becoming a popular tradition at many stores, both in person and 
online. Everyone likes to feel like they’re getting free stuff—and 
that includes online shoppers. In fact, studies have shown that 
BOGO is the most popular type of promotion. Regular customers 
will often take advantage and even prospective ones may jump 
onboard. Why not give it a try?



SET YOUR COMPANY APART 
WITH VIDEO

If email marketing alone has tremendous potential, then it’s 
easy to see why adding video to the mix can be even more 
powerful. Video Emails and Video Newsletters are among the 
most dynamic sales tools available that can help you create 
substantially better connections with current and prospective 
customers alike. 

Through its world’s first all-in-one Video Marketing Solution, 
Talk Fusion can help you reduce costs associated with your 
email marketing. Not only does it lead the industry with 
patent-pending Video Email and Video Newsletters, but Talk 
Fusion also offers essential analytical tools to help determine 
the effectiveness of your campaign, your call to action, and 
much more. 

Remember needing to see real-time reports on who is (or isn’t) 
opening and using your email? That’s part of Talk Fusion’s 
comprehensive reporting suite to efficiently analyze your 
results and make decisions about future campaigns.



Never miss an opportunity to expand your customer base; your prospective clients can fill out a Sign-up Form on your 
website or Video Newsletter at any time, day or night. That adds a qualified lead to your mailing list—someone who you know 
wants to learn more about your product or service.

Talk Fusion’s video auto responders let you schedule emails in advance and give your customers quick answers, or provide 
them with early info on promotions or specials. And auto responders can be configured to automatically follow up with a 
Video Email thanking your new lead for signing up and letting them know you’ll be reaching out to them again soon.

With the power of video, you can combine the best tactics for sales promotions with the best practices for email marketing, 
creating campaigns that are both powerful and memorable. The results will speak for themselves.




