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Send us your questions during the webinar
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TODAY’S INTENTION 
To learn how to create an inbound automation strategy that is 

human, helpful, and builds trust. 
(and not just for marketing)
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TODAY’S AGENDA 
1. Why is an automation strategy using the buyers process is so 

important?

2. How to leverage email best practiced to optimize workflows

3. What does an automation look like in motion?

4. How do you leverage HubSpot for automation?

5. Questions // Discussion 
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Companies that automate 
lead management see a 
10% or more bump in 
revenue in 6-9 months time.

SOURCE: Strategic IC, 2017
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Businesses who nurture 
leads make 50% more sales 
at a cost 33% less than non-
nurtured prospects.

SOURCE: Strategic IC, 2017
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80% of marketers using 
automation software 
generate more leads.

SOURCE: LinkedIn, 2016
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Automation drives a 14.5% 
increase in sales productivity

SOURCE: Nucleus Research, 2017
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Automation drives a 14.5% 
increase in sales productivity 
and a 12.2% reduction in 
overhead overall.

SOURCE: Nucleus Research, 2017
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Inbound professionals say 
that the biggest benefit of 
automation is saving time.

SOURCE: Venture Harbor, 2017
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Buyers Journey – Series 
of steps taken to make 
a purchasing decision
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Email Marketing Tips -1
1. Do not buy email addresses.

2. Abide by CAN-SPAM rules.

3. Ensure your opt-in process complies 

with GDPR.

4. Email new contacts within 24 hours.

5. Send your emails from a real person, 

not your company.

6. Pre-set the preview text.

7. Write clear and clickable subject lines.

8. Keep your emails concise.

9. Include one call-to-action button per 

email.

10. Add alt text to your CTA image.

11. Hyperlink your emails' images.

12. Include noticeable text links
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Email Marketing Tips -2
13. Place at least one clickable item above 

the fold.

14. Add alt text to all of your images.

15. Avoid background images.

16. Add social sharing buttons.

17. Simplify sharing with ready-made 

tweets.

18. Add an email forwarding option.

19. Clean up the plain text version of your 

emails.

20. Optimize your emails for mobile users.

21. Preview and test your emails before 

sending them.

22. Don't be afraid to 'clean up' your contact 

list.

23. Monitor each email's performance.
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Personalization and Imagery

Marketing emails need to be personalized to the reader and filled 
with interesting graphics. 

Few people want to read emails that are addressed "Dear 
Sir/Madam" -- as opposed to their first or last name -- and even 
fewer people want to read an email that simply gives them a wall of 
text. 

Visuals help your recipients quickly understand what the point of 
the email is.
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Responsive Design

Effective email marketing campaigns are designed for all devices on 
which users can read their emails -- desktop, tablet, and 
smartphone. 

Email campaigns that are designed for mobile devices are 
especially important -- a quality known as "responsive design." In 
fact, 67% of emails today are read on either a smartphone or tablet.
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An Appropriate Call-to-Action

Above all, exceptional marketing emails must contain a meaningful 
call-to-action (CTA). 

After all, if brands are taking up subscribers' time -- and inbox space 
-- with another email, every message must have a point to it. 

Internet users get multiple emails per day -- why should they care 
about yours?
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Improve Email Deliverability

Work with your IT team to connect your email sending domain. This 
confirms that you own the email domain you're using.

Enable double opt-in on your forms. This extra step helps you avoid 
fake or misspelled email addresses

Enable graymail suppression in your email settings. Graymail is a 
term for email that sits unopened in your recipients' inbox, which 
makes you look like a spammy sender.
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Optimize Emails

1. Personalize
2. Link in first paragraph with 

strong offer
3. Image relates to offer
4. CTA, Link to offer
5. Bullets about value
6. Social sharing
7. From person, not a company
8. P.S. with links
*Always segment when possible
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Optimize Emails

1. Relevant, you gave a 
donation

2. Where the donations 
went

3. What you gave
4. Status of how your gift is 

progressing

2
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Optimize Emails cont.

5. More buy-in with location
6. Proof Points
7. Imagery – more proof
8. Additional engagement –

next step in the process
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Sample Email 
Recruitment 
Workflow

1. Prospect stage
2. Inquiry stage
3. Visited campus stage
4. Applied stage
5. Accepted stage
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Sample Email 
Recruitment 
Workflow

1. Funnel Stage begins the 
automation of emails

2. Six funnels stages: 
prospects, inquired, 
visited, applied, 
accepted and summer 
melt.

1
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Sample 
Recruitment Email

1. Goal clickable image 
CTA to visit campus

2. Personalization
3. Additional links
4. Alternate goals: inquire, 

visit & apply
5. Social sharing
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Sample 
Recruitment 
Workflow

1. Enrollment trigger 
prospect 

2. Exclusions
3. Additional exclusions, 

conditions
4. Delay 3 days
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Sample 
Recruitment 
Workflow

1. Selected email 
2. Delay 14 days
3. Selected emails

Branching logic continues

1

2
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Marketing automation goal is 
to nurture your contacts with 
highly personalized, useful 
content, to help convert 
prospects to customers and 
turn customers into delighted 
customers.

Source: GETTY 
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Responding to actions 
your contacts take not
actions by the marketer.
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There are many 
marketing automation 
tools out there. 

Workflows SequencesChatbots
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Workflows
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You can use workflows to:
• Automate your lead nurturing tasks

• Complete internal functions

• Assign deals 

• Create tasks 

• Lead rotation

• Email marketing
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Let’s Look at Dynamic Content
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Let’s Look at Dynamic Content
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