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Executive Summary
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You know as well as we do that Salesforce 
Marketing Cloud (SFMC) is an incredibly 
powerful platform. It’s why you’ve invested so 
much into it. It is, however, notoriously complex 
and, in our experience, is rarely used to its 
full potential.
 
At times, it can be extremely frustrating to use 
the platform and utilise its full capabilities - 
especially when you spend a significant amount of 
your budget on its implementation only to be left 
with a solution your teams sometimes struggle to 
get to grips with. It’s even more frustrating when 
the results you want from your email marketing 
aren’t as strong as you’d hoped and you struggle 
to justify the investment you’ve made in SFMC.
 
It’s here we want to help.

These strategies will show you how to get the 
most out of your resources, make your email 
marketing work harder and smarter, improve ROI, 
build stronger relationships with your customers 
and mitigate your risk while at the same time 
saving you time, money and energy.

ADVANCED AUTOMATION
Learn about the different types of automated emails and how Journey Builder can help you 
nurture new prospects and carry a higher percentage through to conversion.

SOPHISTICATED SEGMENTATION
Learn why segmenting your data is fundamental when it comes to sending personalised, 
relevant email campaigns that deliver higher conversion rates.

CREATIVE CONTROL
The power of your brand matters and, by levelling up your email marketing creativity, you can 
easily stand out from the competition.

ROBUST REPORTING
Learn the value of in-depth reporting and how the insights you glean from it can help you 
make better, data-driven decisions.

OUTSOURCING OPPORTUNITIES
With time at a premium and resources stretched, sometimes outsourcing is the best option. 
We’ll show you why.
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Advanced Automation

The future of email marketing revolves around automation and a 
brand’s ability to harness the power of data, then combine it with 
creativity and commerciality to deliver results. This is where the 
best automated email journeys come from.

Effective, efficient and engaging email marketing automation 
programmes can help your business grow while at the same time 
giving more to your customers and prospects.

It doesn’t matter if your mailing list includes 20,000 recipients or 
2 million, believing your entire database will respond to the same 
message in the same way is a dangerous assumption - and one you 
make at your own peril.

This is where automated emails become your best friends.

They are such a powerful tool for communication because they are 
most commonly ‘triggered’ by the behaviour of your subscribers or 
actions they take. They can be proactive and reactive, and are one 
of the most effective ways of doing more with less.

Like many things, knowing where to start can be the hardest thing 
to get right. Broadly speaking, there are four different types of 
automated journeys you can use with email marketing...
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You might just use one of these, you might use all four. The trick is to constantly 
test what works for you, learn from your customers and prospects, and evolve 
your offering to give more to them and, in turn, see a higher ROI from your 
email marketing.

KEY TAKEAWAY

Automated emails generate 75% more revenue than “one size fits 
all” campaigns (Source: DMA) and nurtured leads make 47% larger 
purchases (Source: The Annuitas Group).

Are you leveraging SFMC’s Journey Builder to its full potential and 
reaping the benefits of advanced automation?
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Advanced Automation

 Far too often welcome emails are an afterthought - sometimes done poorly, 
often not done at all. Yet they give you a perfect opportunity to start building 
brilliant relationships with your customers and prospects. Welcome emails are 
triggered when someone signs up to receive your emails or makes a purchase 
and gives you consent to send marketing emails to them. 

2. NURTURE TRACK

Never underestimate the importance of good, regular communication. It’s much 
easier to keep hold of existing customers than it is to find new ones. Emails 
after your customers have made a purchase from you are just as important as 
everything that’s happened presale. These could include anything from a simple 
“How did we do” email through to a friendly reminder of the services you offer.

4. POST-TRANSACTIONAL AND RETENTION

Transactional emails, typically sent after a purchase has been made, are the 
perfect opportunity for you to continue building rapport with your customers as 
well as the ideal vehicle from upselling. 

3. TRANSACTIONAL

 Far too often welcome emails are an afterthought - sometimes done poorly, 
often not done at all. Yet they give you a perfect opportunity to start building 
brilliant relationships with your customers and prospects. Welcome emails are 
triggered when someone signs up to receive your emails or makes a purchase 
and gives you consent to send marketing emails to them. 

1. WELCOME EMAILS
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Let’s take a look at how understanding your audience can 
benefit your email marketing campaigns.

Blasting the same content to everyone on the database, in 
a generic tone, won’t get the same results as tailoring your 
message. Knowing what your audience is interested in will help 
you to tailor campaigns to meet their needs (and not just your 
sales targets). 

Data is the key to understanding your audience. This includes 
data specifically about them (e.g. where they live, when their 
birthday is, what they like) and data about how they behave 
(e.g. how often they purchase from you, what they buy, what 
content they engage with.)

Once you have this data - and understand how to use it - you 
can segment your database and send highly targeted emails 
to your subscribers which stand a much higher chance of 
converting than a ‘batch and blast’ email.

Segmentation and dynamic content work because they put 
the right message in front of the right people at the right time. 
Relevance is everything and, the more relevant your campaigns 
are, the more successful they will be.

Personalised emails, driven by data and sophisticated 
segmentation, work. Email campaigns with a personalised 
subject lines can increase open rates by 50% (Source: 
Marketing Dive), 74% of marketers say targeted 
personalisation increases customer engagement (Source: 
eConsultancy), and there’s an average increase of 20% in sales 
when using personalised experiences (Source: Monetate).

Personalised emails are more likely to be opened, engaged 
with, and have a better chance of driving sales. With huge 
advances now being made with hyper-personalisation - where 
email marketing campaigns contain real-time content that 
refreshes at the moment of open - the importance of using 
segmentation in your email marketing is only going to increase.

INCREASE IN SALES WITH 
PERSONALISATION: 20%

+20%

Sophisticated Segmentation

KEY TAKEAWAY

A segmented database and personalised email 
marketing campaigns are hugely effective ways to 
improve your email marketing ROI.

Are you able to successfully and easily segment 
your database in SFMC? And are you using ‘Email 
Studio’ to send more targeted campaigns using 
segmentation to really leverage your data and 
increase conversion rates?
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Creative Control

Here’s a question for you, are your email marketing campaigns more 
than just a template with your logo and colours added to it? 

If they’re not, the chances are you’re losing the battle of the 
inbox. Every email you send is fighting for space in the 
inbox and, if they don’t stand out, they aren’t going to 
be opened. 

There’s nothing worse than generic, vanilla emails. 
They smack of laziness and can easily undermine all 
the hard work you put into other areas of your marketing 
and branding. Custom, tailormade email campaigns - 
crafted specifically to your needs and requirements - 
look better, perform better and portray your brand in a 
much better light.

This should include harnessing the 
latest advances in email marketing 
development to include content like 
animated images (something we 
specialise in here at Jarrang) Using 
animated images in an email campaign 
can increase revenue by up to 109%, click rate by 42%, and 
conversion rate by 103% (Source: Marketing Sherpa).
 

Unfortunately, SFMC is heavily reliant on templates. Changing 
these templates is incredibly tricky unless you have someone 
versed in code working in house - and it’s also far from 

straightforward to run a simple A/B test campaign (a vital 
component to maximising your returns). Yet, you need 

to have creative control over your campaigns to make 
sure you look better than your competitors and 

see a better ROI. Those businesses that are 
nailing good creative execution with SFMC 

have moved beyond templates to create a 
customised experience for their audience.

KEY TAKEAWAY

Creative control over all aspects of your 
email marketing campaigns is vital if you 
want to optimise your engagement and 
conversions to keep you ahead of the field.

Do your emails stand out from the crowd 
and utilise the best practices needed for next 
generation email design?
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Effective reporting is essential in order for you to 
understand how you’re performing, how people engage 
with your email marketing campaigns and how you can 
improve and iterate to get better results.

Standard metrics like open and click-through rates 
are useful markers yet can often be meaningless when 
taken on their own, which is why they are often known 
as vanity metrics. Context is key to understand what 
these metrics mean and what trends they show.

You should be able to analyse all the results from your 
email marketing campaigns, use the insights from them 
to improve your next send and increase your ROI. 

• Examine how campaigns perform in comparison to targets - set these targets before each send. This might 
include vanity metrics such as Open & Click, and are even more valuable if they include Conversions or Goals.

• Analyse benchmark figures so you can see how your campaigns stack up against industry averages and against 
your previous campaigns.

• See how engaged your database is and where your conversions are coming from.

• Track how your customers and prospects engage and interact with your email marketing campaigns and the 
content within.

• Be able to seamlessly integrate your email marketing with Google Analytics - including setting up goal and 
ecommerce conversions.

• Have long term trend reporting in place so you can go beyond reporting on a single send.

• Act on your analysis to improve future campaigns, spot trends, and tailor your approach.

Better reporting will give you stronger insights and deeper analysis, enabling you to make better decisions and 
turbocharge your ROI.

Robust Reporting

AS A STARTING POINT, YOU SHOULD:

KEY TAKEAWAY

Robust reporting is an integral - and often 
overlooked - component in a successful email 
marketing programme.

Are you able to get the insights you need from 
SFMC to help you make better decisions and 
improve your ROI?
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Getting the most from SFMC is hard. 
It requires time, effort and a significant 
financial investment.

Often it’s not the best use of your resources. You 
want your team to be focussing on new ideas, 
creating compelling content, delighting your 
audience, and growing your business - not stuck 
with their nose buried in SFMC for hours as they 
struggle to figure out how to import an image in the 
correct format or implement dynamic content.

Sometimes it pays to focus on what you do best 
and bring in the experts to do what they do best. 
Think of it like DIY; we’d all fancy taking on painting 
the walls ourselves but when it comes to rewiring 
the electrics most people out there will call an 
electrician because they need the job doing right, 
without mistakes, and in a timely manner.

There’s a time and place to bring in specialist help. 
It takes time, knowledge, and expertise in order to 
unleash SFMC’s full potential. And we know from 
experience these things can often be in short supply 
for businesses at the best of times. 

Whether you have limited capacity or key members 
of the team move on after receiving their SFMC 
training, factors outside of your control can combine 
to stop you running effective email marketing 
campaigns that deliver on engagement, conversions, 
and ROI. 

The most important areas of SFMC you could 
outsource are:

• Day to day email marketing management  
with Email Studio, Journey Builder and Audience 
Studio.

• Advanced data segmentation.
• Campaign deployment including designing, 

building, testing and sending email marketing 
campaigns.

This will make your life easier, bring in the expertise 
and capacity that your team might not have, and help 
you create campaigns that will deliver for you and 
your business.

KEY TAKEAWAY

Outsourcing areas of your email marketing can free 
up your time, increase your ROI and actually save 
you money.

Do you have the right level of resource in-house in 
order to get the most from SFMC?

Outsourcing Opportunities
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THINK SOMEONE ELSE MIGHT ENJOY THIS EBOOK?

GIVE IT A SHARE!

WE TURN YOUR DATA INTO SALES WITH 
HAND-CRAFTED, INDUSTRY-LEADING EMAIL 
MARKETING CAMPAIGNS DESIGNED TO 
INSPIRE YOUR CUSTOMERS AND HELP YOU 
ACHIEVE YOUR BUSINESS GOALS.

Do you want to take the ROI you see from Salesforce 
Marketing Cloud to the next level? If you do, we’d love 
to help.

LET’S TALK. SEE FOR YOURSELF HOW WE  
CAN IMPROVE YOUR RESULTS.

JARRANG.COM

HELLO@JARRANG.COM

0203 597 4975
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