
Great e-newsletters drive sales 
The ultimate goal of an e-newsletter program is to convert readers into buyers and evangelists. An 
effective e-newsletter program pays for itself in multiples by generating strong sales leads. Here’s 
how to create an e-newsletter program that boosts sales. 

By Rebekah Donaldson 

If your company regularly e-mails a newsletter to prospects, 
customers, partners, and colleagues, you are taking advantage 
of a powerful marketing tool.  
 
Now make sure that your marketing effort also generates 
more sales. 
 
It’s not enough to send out material and hope for the best. 
You’ll want to measure the percentage of recipients opening 
the newsletter. You’ll want to learn which elements are the 
most popular and how much time readers spend with each. 
That allows you to fine-tune later editions and keep interest 
high. 
 
“The information we push to sales from our e-newsletter 
program gives us the ability to have probing conversations 
with our clients around what they are interested in, and see 
where it leads in terms of new orders,” says Gia McNutt, 
chief executive officer of Rocklin-based SOS, a leading 
provider of advanced communications solutions for business. 
 
People will look forward to your newsletter as a valuable 
resource, and the information you glean by measuring their 
responses can be used to feed leads to your sales team. When 
a reader shows deep interest in a particular product, you’ll 
know to call them to follow up. Tracking their strongest 
interests can help you upsell existing customers, strengthen 
your relationship and generate more referrals. 
 
Interesting content is vital. Aim for four to eight elements 
each month, organized around a feature article of about 1,000 
words. Over the course of a campaign, content should in-
clude customer success stories and testimonials, tips, an-
nouncements of workshops, executive profiles and reader 
responses to previous newsletters. 
 
Even customers not ready to buy yet will stay “warm” if they 
are getting information that helps them. 
 
But also make sure each issue includes a special offer, one 
that readers can’t afford to pass up, and which requires them 
to respond to get the deal. Include easy-to-use links that 
allow readers to request information in the format they pre-
fer: mail, fax, e-mail attachment or Web download. When a 
contact responds to your offer, immediately confirm receipt     

and thank them. Then follow up with a second message 
signed by their area sales rep and including that person's 
direct telephone number. 
 
To create a ‘ripple-effect’ with your published articles, 
invite readers to reprint the newsletter articles, with permis-
sion and proper credit. Your readers then become an addi-
tional distribution channel. 
 
Once you know which features appeal to which readers, you 
can consider segmenting the audience, providing variations 
on content likely to appeal to each cluster of recipients. 
 
How do you know if the newsletter is performing well? 
 
With our program for SOS, about 200 recipients open each 
issue and 13 percent to 20 percent of recipients click on a 
link in the e-newsletter we send. Overall, the issues generate 
a 3.5 to 4.5 percent click through rate – better than the in-
dustry benchmark.  
 
The number of people opening the e-newsletter tends to be 
tied to how well the recipient knows the sender. The click-
through rate is nearly always tied to the content.  
 
“It’s extremely powerful to be able to view what your cli-
ents and prospects are interested in,” says McNutt. 
“Recently, members of our team were preparing for a tele-
conference with a tough customer. I could see from the 
newsletter data that this customer had shown deep interest 
in a customer success story we ran in our most recent news-
letter issue. I was able to arm our team with this knowledge, 
and they say it helped them enormously in getting ready for 
the call. They also said that the customer seemed impressed 
by what they had read. As a result the call went great and 
our relationship with this customer is stronger than before.” 
 
By enhancing sales’ 360-degree view of the customers and 
prospects they work with, your e-mail newsletter program 
can help sales to upsell existing customers, generate more 
high-quality sales leads, convert more sales leads into sales 
(and more quickly), strengthen the bond with existing cus-
tomers and other contacts, and enhance referrals.  
 
Now that’s marketing ROI. 

Whether you are a startup 

organization or a large 

corporation with many 

product lines, Ad Hoc 

has the background and 

expertise to build cohesive 

messaging strategies that 

define your market situation, 

communications and 

positioning strategy, 

brand personality, and 

messaging guidelines. 

 

For nearly a decade, 

Ad Hoc has been helping 

companies clarify their 

messages to maximize 

valuation and visibility. 

 

Call Ad Hoc today at 

402.572.6510 or visit us  

on the web at 

www.AdHocCR.com 

Contact Shelli Ryan, APR, 

of Ad Hoc Communication 

Resources at 402.572.6510 

or Shelli@AdHocCR.com. 

www.AdHocCR.com 
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Exclusively serving the technology business community, Ad Hoc Communication Resources is a 

public relations firm that advances reputations, accelerates business growth, and builds leadership 

positions. Ad Hoc strategists have at least 15 years of business-critical communication experience 

for on-call assignments, flexible engagements, and ongoing communication programs. 

Business-to-business marketing strategies from the award-winning Ad Hoc Communication Resources team. 
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