
How to win at email marketing and 
Facebook advertising 
Amplify your messages and drive new customers 
to your list  



BE A MARKETER 
All it takes is Constant Contact®  

#BeaMarketer 
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Email is hard to beat. It’s where people are.  

Source: Marketing Sherpa - survey of consumer attitudes  

91% of US 
adults… 

… like to receive 
promotional 
emails from 
companies with 
which they do 
business. 



What can email do for your business? 

“Every time I send out an email, I get a sale in 15 
minutes. Overall, I get up to four times as many sales 

with these newsletters than I did with my old ones, 
and they’ve gone from about $50 per order to $100.” 

- Irene Schmoller, founder Cotton Clouds 

Boost repeat business. 

http://www.cottonclouds.com/index.asp


What can email do for your business? 
Create and increase awareness. 
“The emails are an important reinforcement of 

brand. I get calls from people I’ve never met all the 
time. They get the newsletter, or a friend of theirs 

gets the newsletter, and they know I’m the person to 
call. It really helps establish credibility upfront.”  
- Brandon Stewart, realtor at David Griffin & Company Realtors 

http://www.mod214.com/


What can email do for your business? 
Drive revenue and profit. 

“It has definitely been the easiest way to reach 
people. If we have a slower day and know that we 
want to reach local people, we can create a quick 
email and will get at least a few calls right away.” 

- Christine Copertino, spa director for Allegria Spa 

http://www.allegriaspa.com/


49%  of consumers like a 
Facebook business page 
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41%  want regular updates 
from brands they like  

Source: Syncapse 



What can Facebook do for 
your business? 

“The targeting has absolutely been the best 
feature. The biggest goal for us is to get that local 

exposure, and being able to target people on 
Facebook that live within a 25-mile radius is key. 

There’s no doubt about it — it works.” 
- John Jeserski, founder DineBestForLess.com 

Build awareness. 

https://www.dinebestforless.com/


What can Facebook do for 
your business? 

“We noticed that it was working right away. Our 
reach and clicks were far beyond what we were told 

to expect from the ad.” 
- Darin Hager, founder Heyday Footwear 

Drive measureable ROI. 

https://www.heydayfootwear.com/


Agenda 
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1. Create a great email 
2. Facebook marketing the right way 
3. Put it all together: Facebook ads 
4.Next steps 
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What is email marketing? 
Delivering professional 
email communications... 

to an 
interested 
audience... 

Containing 
information the 
recipient finds 
valuable... 

that looks great 
in any inbox! 



Frequency:  
Bi-weekly / monthly 

Content:  
Promotional / limited 

content 
Deals or coupons 

Promotions 

Frequency:  
Event / date driven 

Content:  
Promotional or 

educational with targeted 
message  

Surveys, new products, 
special events 

Announcements 

Frequency:  
Monthly / quarterly 

Content:  
Educational (often non-

promotional) 

Newsletters 



Look great – and recognizably you – in any inbox! 

Select a mobile-
friendly template 
that matches your 

message 

Make sure your 
brand is consistent 

everywhere 



20 lines of text or less 

How much is enough? Less is more.  

15 Source: http://news.constantcontact.com 

3 pictures or less 



Source: ContentLEAD, Infographic: Anatomy of the Email Marketing Message, 2015 
Source: Constant Contact Data Reveals Direct Correlation Between Email Campaign 
Effectiveness and Number of Images and Text Lines Featured, 2015 
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• 82% of people pay more attention 
to emails with pictures 

• Use alt text and preheader text: 
email readers may not see images 
by default 

• 3 or fewer images for highest click 
through 

• Spotlight your products, services, 
employees and customers 

• Don’t use images of your content 

 

Make it engaging with photos 



It’s not always about you.   
It’s about what you know, or what you have access to. 

Figure out  
how much is 

“enough” 

Turn questions 
into content 

Images are 
content too 

Presidential election 
predictions 
Experts say it’s a tight race 
between the top 2 candidates. 
more on page 2 … 

State economy outlook 
Leaders discuss economy 
improvements at annual 
meeting. 
more on page 7… 

Oscar nominees 
revealed 
Academy announces this 
year’s best films and actors. 
more on page 12 … 

Focus on  
being relevant 



1. Single column template 

2. Fewer than 3 Images 

3. Fewer than 20 lines of text 

4. No more than 3-5 links 

5. Action above the scroll line 

Follow this simple recipe for success... 



If you’re not 
measuring... 
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You’re not 
marketing. 



Know what metrics matter 
Open rate 

Pro: Indicates who is interested 

Click-through rate 

Pro: Shows who is engaged and 
taking action 

Shares 

Pro:  Illustrates the content your 
audience finds most valuable 
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Con: Can be triggered 
automatically and be a false 

positive 

Con: Only shows individual 
recipient action 

Con: Only part of the story 
without the ‘click’ 

Opt-outs 

Pro: Gives you an opportunity to learn what’s not 
working 

Bounce rate 

Pro:  Helps you keep your list healthy and email 
deliverability rates high   



Agenda 
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What is it? 

Post this: 

How 
often? 

Business 
benefit 

Largest social 
sharing site for users 
and businesses 
Text, links, photos and 
videos that engage, 
inform and promote 

1-2 X per day 

Reach large audiences, 
advertising platform 



Business value: 
Reach large audiences 

 
 
 

Use Facebook’s Insights tool 

Be aware of Facebook’s algorithm 

Create and share the right content 

 



50% 30% 
20% Ask questions,  

use images & video. 
Get likes, shares  

& comments.  

Be useful.  
Give interesting 

information. 
Promotion 
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Content best practices: Write for your audience, not for you 
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Facebook content that works 
Photos Status updates Videos 
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Content curation is sharing content from other sources. 



Where do you find it? 
• Check the news 
• Read blogs 
• Follow others on social media 
• Google Alerts 
• Subscribe to email lists 
• Customers or employees 
• Don’t forget to give credit to 

the original author or source! 
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Presidential election 
predictions 
Experts say it’s a tight race 
between the top 2 candidates. 
more on page 2 … 

State economy outlook 
Leaders discuss economy 
improvements at annual meeting. 
 
more on page 7… 

Oscar nominees revealed 
Academy announces list of this 
year’s best films and actors. 
 
more on page 12 … 



The “EdgeRank” algorithm 
shows posts based on … 
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Facebook has an algorithm 

• Interest of your fans 
• The post’s performance among other 

users 
• Performance of your past posts 
• Type of post the users prefer 
• How recent the post is 



What types of posts are doing well 

Engagement metrics 

Who engages with your content  
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Use Facebook’s Insights tool 
to know what works for you 

When your fans are online 



1. Follow the 50% 30% 20% rule 

2. Try photos, videos and status updates 

3. Use curated content 

4. Pay attention to audience preferences 

 

Follow this simple recipe for success... 



Agenda 
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• Reach more existing fans 
• Reach new people 
• Get more from your email 

Email + Facebook ads 
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Turn your email into a 
Facebook ad 
• Promote your email right 

from your account 

• You have control over your 
ad’s look and feel 

• Target the right customers 

• Optimized for mobile and 
desktop 

• Track your ad’s performance 
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1. Start with the right email 
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2. Choose your targeting 
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3. Customize your ad 
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4. Track your results 



1. Images should have less than 20% text 

2. Keep your title short 

3. Use the right keywords 

4. Include a strong call to action 

Follow this simple recipe for success... 



Agenda 
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Next steps 

41 

1. Build better emails and share the right 
Facebook content  

2. Measure and find what works for email and 
Facebook 

3. Create a Facebook ad for an email that does 
well and drive people to your list 

4. Target the right audience 
5. Review your results and apply what you’ve 

learned to your next Facebook ad 



Amplify your email... 
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Drive traffic back... 

Facebook LinkedIn Twitter Pinterest 



Anatomy of an email. And your email checklist. 
Keep the preview pane in mind, 
maximize the top 2-4 inches 

Choose the right template 
for your message & design 

for mobile 

Place your logo left or center, 
never on the right 

Use your brand colors 

Include your business 
name in text 

Communicate through 
pictures and make them 
clickable 

Less is more. Focus on 
relevant content. 3 or fewer 
images and about 20 lines of 
text have the highest click-
through rates.  

Keep key call-to-action 
above the scroll line 

and optimize your links. 

Use social media buttons  

Use the Share Bar 
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Anatomy of a Facebook ad. And your Facebook ad checklist. 

Use an image with less 
than 20% text Choose an image that 

showcases your services 

Tell people why they need to 
click on your ad 

Use a strong call to action 
in less than 25 characters  

Tell your story in less than 90 
characters 
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Resources 
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Get started today… 
60-day free trial 

www.constantcontact.com 

Learn more... 
Local and online seminars 

www.constantcontact.com 
Scroll down to Seminars & Training 

Find help... 
Constant Contact Marketing Resources 

blogs.constantcontact.com/library 
Check out blog posts, guides, videos, infographics, 

recorded webinars and more! 
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