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The Eight-Point Framework for a Perfect Welcome Email

An effective welcome email has several elements that need to come together seamlessly. Do you need every
element in this list in each email?

No, not at all.

A compelling subject line and personalization should be present in each email you send—that’s a no-brainer.
For the other elements, you will use your judgment based on your goals.

1. A clear and persuasive subject line

Your first email is always about delivering something that the subscriber wanted. Answer the need that
resulted in a person sharing their email address with you.

Welcome. Here’s the Five Minute Journal Quickstart |

If you promised a resource promised.

Thank you. Your copy of the Amazing SEO Report is attached.

Start an adventure with 10% off.
If you promised a discount
It’s your birthday—here’s a 15% coupon just for you.
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Example:

Here is your free Travel Insurance Cheat Sheet I

;: Damian Tysdal via aulomalions mesy net
ﬁr’ tame =

Hare's a link fo our Travel Insurance Cheat Sheet download page

It anly takas 5 minutes to Qo ovar  and you'll know more about traval
Insurance than 95% of people

IU's the easiest way 1o "gel” Ihe Dasics. . and a greal placa 1o star

What you will get from the cheat sheet--

« what ravel nsurance covers

= whal 15 not covered

+ differences between the lypes of plans

+ key terms defined simply {no insurance jargon)

Get the Cheat Sheet Now-->

You will probably have more quastions, so if you don't mind I'l sand some mare
helpful info over the next faw weeks

In the meantime, feal free to send an email with any gueastions you have

[hanks!

2. Personalize the email.

Wouldn’t you rather someone refer to you by name? Sure you would, it evokes a positive emotional response.
But personalization doesn’t have to stop there.

+ Use their first name or last name depending on the tone you want to convey
+ Acknowledge their recent interactions with your business

+ Show you care about them, not just yourself
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3. Nail the opening line.

The opening line of your email is nearly as important as your subject line. If it doesn’t hook your subscribers,
they won’t read the rest of the email. Sorry, there is no magic formula for this, but here’s what usually works.

+ Be engaging

+ Be authentic

+ Be truthful

« Be transparent
+ Be persuasive

+ Be helpful

4. Include a warm thank you.

This is a given, but it often gets left out. Show your subscribers you are grateful for their trust—even if they’re
just hunting around for a discount.

5. Tell your brand story well.

Have you heard the saying “a story well told is a story well sold?” Your brand story is the emotional piece that
gets subscribers interested in staying aware of your brand. Not just interested for now, but interested enough
to open the next email. The brand story in your welcome email should be engaging, authentic, and concise.
You’ll have plenty of other emails to expand and demonstrate your story if you do this well.
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Here’s an example that does a good job:

M -W Your Account | Moosejaw.com
00Ses

JACKETS CLOTHING GEAR FOOTWEAR MOOSEJAW BRAND

-.-.

WELCOME

Smart move signing up for Moosejaw emails

Clearly you are a person of discerning taste when it comes to email marketing..
and it wasn't just for the discount or to Impress your friends. Either way, we're sure

wou'll soon agree with Josh F.*

I love how engaging
and witty your email
marketing is, | work in
marketing and | really
leok forward to
getting your emails,

This company gave me a compliment and then some social proof that gives me hope their emails are going to
be fun to read. Their welcome email is well branded with photography that matches their outdoor products.
They explain their brand and even tell their own story—it’s fun.
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Moose | amails come chock full with "Madness®... our brand of fun to
hopafully bring you a smila, even if you'ra not in the market for new outdoor gear
Of course the emails are even chock fuller (more chock ull?) of deals, exclusives

and perks for when yvou are in the market.

NC ywosu're 5t Il readi 1] all of rl'l\_ serall down for even mare stuff about ‘-.-'I:;u-:u,-|.-|-.'\.-
I IMAZING Rewards Program and wWays LD expanance aven more of the Madness

In the meantime, wa'll leave you with the kind words of Sabrina H.*:

Your website and
marketing are amazing... g
I'm committed to every
last word you print.

| have visited every
couple days just fora
laugh, not even
shopping. Thank you for
existing, I'm so grateful
you are in my life.

Thanks Sabrina, you're m:

A\ OWHO'IS

6. Set expectations for future communications.

What email content can subscribers expect to receive from you? How often? What benefits can they expect to
see in those emails? It’s imperative that you set those expectations for your subscribers, because it’s how you
gain their trust.

7. Ask for a micro commitment.

This is an element that’s not often used, but it sets the tone for the relationship going forward. What’s a micro
commitment? Put simply, it gets a subscriber in the habit of saying “yes” to you. Small victories could be
anything from connecting with you on social media, or whitelisting your emails, or filling in a short survey
that helps you learn more about them.

8. Remind subscribers why they signed up.

This is a wise practice for every email you send, but especially significant with a welcome email because it
sets expectations and starts to build trust.
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