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Email Marketing Strategies 
Transcript 

This is a transcript of the audio seminar, edited slightly for easy reading! 

You can find the audio version at www.writershuddle.com/seminars/dec2012 

 

Ali: Hi, I’m Ali Luke, and I’m very pleased to have Henri Junttila with me today, 

for our December seminar on Email Marketing Strategies. 

Introduction to Henri Junttila  

Henri, you were born and raised in Sweden, I believe, but your parents are 

Finnish and you currently live in Finland – is that right? 

Henri: Yeah, right on the border, about 500 meters from the Swedish border, 

so I’m kind of a mutant of both Finland and Sweden.  

Ali: Cool. And I know that we were just saying (before starting recording) that 

you became a father about 10 months ago, so you’ve got a young son and I 

think one of the great things for people like us who have our online businesses 

is we’ve got the freedom to see kids and to be at home with them and just to 

watch them grow up. 

What I wanted to say to the Writers’ Huddle is that Henri has a blog called 

Wake Up Cloud, and that’s about turning your passion into a thriving lifestyle 

business. So for me, what Henri does is on the intersection of business 

development and personal development. 

He sells quite a number of online products, so ebooks and ecourses, online 

workshops, and so on. I know that he uses a blog and uses his mailing list – 

which is what we’ll be getting into today – to market those products. 

Henri and I have written for quite a few of the same blogs, which means that 

it’s exciting for me to get to chat to him, because I bump into him a lot online. 

www.writershuddle.com/seminars/dec2012
http://www.wakeupcloud.com/
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I’m really keen to pick his brains today and dig into some of the strategic side 

of email marketing. 

So, Henri, welcome to the Writers’ Huddle – and is there anything I haven’t 

said that you just want to add by way of introduction to yourself? 

Henri: No, my mind is blank! 

Ali: We’ll jump in with some questions, then. I think most of these are 

questions that came from people within the Huddle, so we’ve got a bit of a 

range of people at different stages of email marketing. 

We’re going to begin with some quite basic stuff, because I know that a lot of 

people haven’t yet set up a list, haven’t yet had a go at doing any email 

marketing. 

Email Marketing Basics 

Ali (cont): Maybe you could start by giving us a quick explanation of what email 

marketing means, and particularly how it’s different from having a blog. 

Henri: Basically, email marketing means getting people to join your email list 

and give you permission to email them so you can get in touch with them, 

through getting in their inbox.  

What it really comes down to is that people who are on your email list are 

more responsive – they care more, and they do more – so it’s better for 

whatever you’re doing.  

If you want to promote your book, you’ll get more people to take action than if 

you just had RSS subscribers. If you want to sell online products, you’re going 

to get more people to buy your products – or your coaching services, or 

whatever it is. 

Email is just so much more effective and over 90% of the revenue that I bring 

in for my business comes from my email subscribers. 

Ali: Wow, that’s an impressive number – and I think, certainly for me, my email 

lists have been a really core part of my marketing. I agree with you that people 
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are more responsive – because when you’ve got their email address, you’re 

getting right in their inbox, and they won’t just forget to come by your blog. 

How to Start Building Your Email List 

Ali (cont): One of the questions we had within the Hudddle was how you 

build a list in the first place. We agree it’s a good thing – but how do you start 

to build one, or can you just get a list somewhere when you’re starting out? 

Henri: What I always recommend is not to buy a list because it’s hard to find 

good lists you can buy. I always recommend to my clients that they build their 

list from scratch. 

There are numerous email marketing services out there – MailChimp is free, 

but it comes with a few catches, and there are some hoops that you have to 

jump through, but it should be fine if you’re just promoting your books.  

I use Aweber and have been using them since 2007, and it’s one of the most 

popular options out there. It does cost $19/month, so it’s some money – but 

you’re going to make your investment back so fast it’s ridiculous, so you 

shouldn’t  really put it off. 

If you want to go with something free, you can always test MailChimp. 

Ali: Yeah, I’ve used both MailChimp and Aweber and I think they’re both good 

services. I use Aweber for my own work and one of my clients uses MailChimp, 

so I definitely recommend going with one or the other. 

We’ve got some materials for the Huddle from Seth Leonard which cover the 

more technical side of that. (Password is huddle.) 

Encouraging People Onto Your Email List 

Ali (cont): Just in terms of list-building, once you’ve set up the list with Aweber 

or MailChimp, how do you encourage people to get onto the list? How do you 

encourage them to sign-up?  

http://sethleonard.com/writers-huddle
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For instance, I provide ebooks for people who subscribe to the Aliventures 

newsletter, and I think you have an ebook for your subscribers. Is that 

something you would recommend – or is it enough to offer readers some great 

content in the newsletter itself? 

Henri: The newsletter is good, but what it comes down to is giving people a 

reason to subscribe.  

For example, you can tell people that they’ll get a weekly tip, but that’s often 

very vague. Sure, some people will sign up, but you might not get as many as if 

you gave them an ebook, because people can see an ebook or an audio or 

even a video and they know that they’ll get something right away. 

So what I recommend to my clients is first, have the ebook so they get 

something right away, but also follow up with a really juicy newsletter. 

Ali: Yeah, I think that’s a good tip. I know there’s been times when I’ve signed 

up to newsletters just to get the ebook, and then the newsletter itself is so 

self-promotional or so boring that I just unsubscribe straight away ... which is 

not very good for the person who’s running that.  

Formatting Your Emails – Text or HTML? 

Something else one of the Huddlers asked was what type of format do you use 

for emails, whether to: 

 Just use plain text. 

 Use HTML and make it very graphical. 

 Go with what’s sometimes called “HTML Lite” – so it looks like plain text, 

but a few words might be in bold or something. 

Do you have views on the pros and cons of each of those? 

Henri: Again, I’d say that it doesn’t really matter what you choose. What 

matters is that you get the newsletter going and actually send the emails to 

people. I use just text or HTML lite where I have the HTML version and Aweber 

automatically creates just a text version. 
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I’ve been back and forth with fancy HTML templates, but now I’ve gone back 

to text because it’s so much simpler. I’ve actually had people tell me that they 

prefer the text because it’s easier to read on mobile phones and it’s just easier 

for people to get into plain text. 

Ali: I think that’s a really good point, and if people are unsure which to go for, 

plain text is probably the best option because it’s simpler all round. 

Knowing How Much of Your Message to Include 

Ali (cont): Something else we were wondering is how much or how little of 

your message you should put within an email?  

Blog Posts 

So maybe if you’ve got a long blog post that you want to promote, do you put 

the whole post in the email, or just the first paragraph?  

Henri: I’ve done both and I prefer having just a short write-up and then a link 

to my blog post.  

The reason I like that is because I can still personalise it, I can give the 

newsletter people something personal where I talk about why I wrote the post 

and how it’s relevant to them. Then I’ll have the link, and I could have a P.S. 

linking to something else or just reminding them of something. 

When you link like this, you can drive people back to the blog, you can get 

more people to share your stuff and you’ll get more comments and 

interaction, compared with if you just had your blog post in the email. 

You can obviously put in links so people can share the email, if you have the 

full message, and you can link to your comments section – but I found that just 

having a short email with a link to the blog works best for me. Again, it’s much 

simpler and it’s less hassle to figure out all the technical points. 

Ali: I think also people don’t necessarily want to read a whole post within their 

email inbox itself, within Gmail or Outlook or something. They may not want to 

read the whole blog post there, but they can open it up or even bookmark it 

for reading later. 
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Henri: I don’t think it really matters that much because when I’m on my cell 

phone, if people send me an email with a whole article, I’m OK reading that – 

and I’m also OK clicking over to a blog post. What matters is the content. 

Special Promotions 

Ali: Related to this is the question of if you’re doing a specific promotion – 

you’re basically doing a sales letter by email – do you put the whole of the 

sales information in the email, or do you just have a short email and link it to a 

landing page? 

Henri: The email should do the curiosity part. The subject line should get 

people to open it up, and the email should get people interested enough in the 

offer so they click over to your sales page, and your sales page should do all 

the convincing and give people all the details about your offer. 

Ali: That’s definitely been my take on it. Within an email, you’ve not really got 

the space to do all the stuff you’d want to do on your landing page. You can’t 

include graphics so easily – you can, but people don’t always have the graphics 

turned on in emails. 

Henri: It gets messy, that. 

Ali: It does. And I don’t know that people necessarily want all the details of an 

offer in an email.  

When I do emails about Writers’ Huddle, when we open up for new members, 

the email itself is usually just five or ten bullet points – but the landing page for 

Writers’ Huddle is really long. Because it’s a web page, there’s space for that.  

And obviously things like the buy buttons, the join now buttons, are on the 

landing page – you can’t really put those within an email. 

Henri: Exactly. It’s just messy all around if you try to put it all in the email. 

Frequency of Emails 

Ali: In terms of keeping the list going over time, obviously we need to be 

sending stuff to people – how frequently do you think we should be emailing 
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them? Should it be every day, every week, every month? What do you think is 

a good balance there? 

Henri: Once again, I just want to remind people that what matters is you 

actually get the email out.  

How often you email doesn’t really matter, so long as you don’t go to the 

extremes. Don’t email, say, twice a day. That works for some people but a 

general guideline is say one to three times a week is a safe bet to start off with. 

Once you get started, you’ll begin to get feedback from people. Some people 

will unsubscribe no matter what you do. The important part is getting started, 

and also being aware of what you can produce. 

If you can’t get three high-quality newsletters or blog posts out each week, 

then you’re better off sticking to just one – which is what I do. I just send out 

one. I started with three, but I discovered that I was burning out and just falling 

into the whole hamster wheel of content creation that you see so many 

bloggers fall into. 

It doesn’t really matter if you give one good piece of content a week or three, 

as long as it’s good stuff and people get value out of it. 

Ali: I agree with you, and I almost went the opposite way to you. I started off 

emailing maybe once or twice a month, and then once I had enough readers, I 

did a survey to try to get that feedback from them.  

To my surprise, the most popular option was that people wanted to have the 

newsletter every week. So then I increased the frequency to weekly, which 

seems to have gone down quite well, and my list has grown faster. 

It’s really worth listening to what people want. I think it’s quite easy for us to 

assume, as writers, that other people will be like us – that they’ll want the 

newsletter every day, or only once a month. It’s better to get some real 

feedback and find out exactly what they do want. 

Henri: Yeah. Again, it’s more about starting than trying to figure stuff out 

before you start – because that’s impossible. I want to do that, and everyone 

wants to do that, but you have to start before you feel like you’re ready. 
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Ali: Exactly. It’s what I’ve heard described as the “Ready – Fire – Aim” 

approach. You just do something, and then you adjust your course. 

Blog Posts or Separate Newsletter? 

The next question I have is whether you should just send out your blog posts 

by email, or whether you should have a separate newsletter. Will people just 

want the content that’s already on your blog or should it be something 

exclusive to the mailing list? 

Henri: When I write an article, in the email, I write something personal and I 

give them a link to the blog post. I do this because people enjoy it and 

because it doesn’t really matter if you give exclusive content. 

It’s better to give exclusive content if you want people to sign up to your 

newsletter, but the good thing about the online space is that you can start off 

really simply and just have, say, an ebook people get and then they get your 

weekly newsletter, which is your blog post. 

Adding an Autoresponder 

Down the line, if you want to put in an autoresponder, you can do that, and 

you can change this up really easily. Again, it’s about starting really simply so 

you don’t overwhelm yourself or freak out or anything, and then see what 

happens. 

Ali: I agree. Do you want to just explain to us briefly what an autoresponder is, 

and how that’s slightly different from sending out, say, a weekly broadcast? 

Henri: Okay. So, in Aweber, it’s called a “follow-up sequence”. The first in this 

sequence is the welcome message that people get when they sign up to your 

list and confirm their email address. This could be your ebook or whatever 

you’re giving away, or you’re setting expectations for what they’ll be getting on 

the newsletter. 

You can also create more follow-up messages and these are automatic emails 

people get after a certain interval, so you can set them anywhere from one day 
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to 999 days. If I sign up today and confirm my email, I get your welcome 

message – and if you’ve set up an auto-responder or follow-up message to go 

out seven days from now, then I get that one week after I sign up. 

It’s a good way to give people a natural sequence, and especially useful if you 

want to introduce people to what’s going on at your blog, give them links to 

your best content, talk about what you do, and maybe even make a soft offer 

for one of your products. 

Ali: Great, that makes a lot of sense. I’ve seen autoresponders and follow- up 

messages being used by people who want to deliver a free ecourse or 

something that’s a lead-in for their sales funnel. It’s a way of showcasing some 

of their best content and just drip-feeding that to people over a week or a 

month or however long it might be. 

Like you say, you can set the follow-up to whatever number of days you want, 

so there’s a lot of flexibility. 

Henri: There’s a lot of things you can do with an auto-responder. You could 

even have a five day ecourse when people first sign up.  

Then if you want to send out broadcasts (you write an email, send it out, and 

people get it all at once), you can filter out the people who are on the ecourse, 

so the people who are on Day 1 – 5 won’t get your broadcast. Just the people 

who’ve finished the ecourse will get the broadcast.  So there’s a lot of small, 

cool things you can do, at least in Aweber. 

Getting People to Open Your Emails 

Ali: Great. The next question I wanted to ask was how we get people to even 

open the emails in the first place? How do you create a good subject line that 

attracts people? Not the sort of subject line where they just think, oh, it’s some 

boring newsletter and they hit delete – but something that encourages them to 

open that email up. 

Are there rules about good subject lines? Is it similar to blog post titles and 

headlines or are there different rules for email subject lines? 
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Henri: I’d say it’s very similar to headlines – the same principles apply. You 

want to get people curious enough to open the email. 

I’d suggest you look at what makes you open emails. For example, if I’m really 

interested in someone and I have a good connection with the blogger, even if 

they have a newsletter where every subject line like X Blogger’s Newsletter, 

Issue 57, then I’m going to open it because I’m interested in what they have to 

say. 

You can increase your open rate by having good subject lines, and I’ve seen 

some interesting ones you can use. The ones that really tend to work well are 

short ones, it could be something like Did you see this? Or Crazy stuff... or It’s 

all about the money – or is it? Stuff like that. It’s not exactly something that 

does well in a blog headline but it does well in email, because email has a more 

personal feel to it.  

I recommend that you start by using the subject lines you feel comfortable 

using, and then look in your email service provider at what the open rates are 

for different subject lines, and that will start telling you what people are 

interested in.  

Ali: Definitely it’s a good idea to subscribe to some lists from other people in 

your area, so not only look at your own open rate and track that, but sign up 

for five or six lists and see what emails you open, what’s in the subject lines, 

what do they have in common? 

Henri: And also, pay attention to what you like about them and what you 

don’t like. For example, if the subject line gets you to open the email and then 

you’re disappointed, pay attention to why you’re disappointed. All of that stuff 

you can use.  

This is how I do a lot of my learning with everything from writing and 

copywriting to creating products. I buy products, I read blog articles, and I 

notice how I react to different things. And if a sales letter is really good and I 

black out and I’m at the buy button, then I back-track and really pay attention 

to what exactly happened. 



Writers’ Huddle: Email Marketing Strategies – Transcript December 2012 

© Ali Luke, 2012 www.writershuddle.com P a g e  | 11 

Ali: I think one of the best ways to learn is to be quite analytical about, okay, 

this works for me but why does it work? Or, I always open emails from this 

particular person – why is it that I do that? 

Henri: Exactly, when you just observe what’s going on. 

Etiquette of Product Promotion 

Ali: So if we’ve got a specific product, like a book or an ebook to promote – not 

everyone in Writers’ Huddle is at this stage, but I know some people either 

have a book or are working on one – obviously you can use an email list to 

promote that, but we’re wondering about the etiquette about that a little bit. 

Should you send out several emails, perhaps, or just one email if you’re 

promoting a new book? 

Henri: Think about your reader, who’s reading your newsletter, and think 

about how relevant the offer will be. If you’re a book author and you have 

books coming out, that’s going to be relevant for your main list and everyone’s 

going to be interested in that.  

It depends on the expectations you set for people when they sign up. I’ll give 

you an example of what I usually do, because I have a general email list or 

newsletter where I talk about lifestyle business and personal growth, and just a 

few months ago, I launched an ebook-writing workshop.  

That’s not relevant for everyone, so I created a new list and gave people an 

incentive to join the new list. I gave them a few week’s worth of audio classes 

and some articles. The people who were interested in writing ebooks joined 

the new list from the main list, so I wasn’t pushing my ebook stuff on the main 

list all the time. 

When the workshop launched, I told the main list, hey, you can check it out 

here if you want to, but I really put most of my focus on the interest list for 

people who wanted to know about writing ebooks. So, it really depends how 

relevant you are to your main list. 

Ali: That makes a lot of sense.  
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Using Free Content as a Sign-Up Incentive 

Ali (cont): Something you were just mentioning there is that you gave them 

incentives and you gave them some freebies and so on, to give them a taste of 

what they would get if they went forward and signed up. 

Is that something you would recommend – that if you’re doing a book or 

ebook or ecourse promotion, you give people some free content? 

Henri: Again, it depends. If you’re just starting out, it might be overwhelming 

to give people too much content, so focus on just getting stuff done at first. 

But if you can give people an incentive – even if it’s just a short five-page 

report or a twenty minute podcast, that’s always better. I mean, if you think 

about how you would react – I’d always be interested in getting free stuff so it 

would definite motivate me to join a list! 

But then again, if you just have a waiting list, some people will join that 

because they’ll be interested in your products. It won’t be as many, though, as 

if you give people great free content so that they can get warmed up to what’s 

coming in the premium version, where they actually have to pay you. 

Ali: Yeah. I think the thing with the free content is that you don’t necessarily 

have to create something completely new – though I think it’s a good approach 

if you can. Say you’ve got an ebook, you could give away the first three 

chapters for free to your email list. Or if you’ve got a series of audio recordings, 

you could give away one of those or part of one of those – almost like a free 

sample. 

That can be a good way to not only give people an incentive, but also to show 

them that this is going to be a high quality ebook (or whatever the product 

might be). 

Henri: Yeah. The best way to work your interest list is to have great content, 

but also content that links up to your premium offer. So it might be the 

benefits of writing an ebook, if I’m offering my ebook writing workshop, or the 

biggest mistakes people make – and then talking about how we’re going into 

this in more depth in the actual workshop. 
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You’re giving content but you’re also hinting that there’s more depth available 

for those who are interested. 

Ali: I think that’s a good way to go.  

The Importance of Taking Action 

Ali (cont): Wow, we’ve covered some really good ground.  

What, for me, is coming out as a common theme is that it’s best to just get 

going with an email list. Don’t agonise over how frequently you should be 

emailing, or exactly what the content should be, or whether you should use 

HTML or plain text – but just to make some decisions and begin. 

Then, once you get some subscribers, see what’s working, what could be a bit 

different, and adjust your course as you’re going along. 

Certainly, that’s the approach that I took, and it sounds like that’s the 

approach you’ve taken with your list as well – just to dive in and to really get 

some momentum going. 

Henri: It’s so easy to get stuck in the details of which service provider to pick, 

or whether to use a template or text, or how long it should be and all that 

stuff. But in the end, what it really comes down to is that you’re giving 

people what you told them you were going to give them, and you’re doing it 

in a way that doesn’t burn you out.  

Getting started is the key because that’s when things will become clear. 

Ali: Absolutely, because you learn much faster once you’re actually doing it. 

And even if you make a few mistakes, it’s not the end of the world.  

It’s Okay to Make Mistakes 

In fact, I think with an email list, especially at the beginning, it’s fine to make 

mistakes because there won’t be that many people reading your emails. I know 

in some ways that’s not very encouraging! But in other ways, it means that if 
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you’ve only got 10 subscribers or 50 subscribers, you don’t have to panic that if 

you make one mistake, the whole world is going to know about it. 

Sometimes on your blog, because it’s that bit more public, you do worry what 

if I make a mistake, what if it gets tweeted about or something. I think the 

email environment is quite a safe place to just experiment a bit. 

Henri: Even if you make a mistake, if you’re honest about the mistake and you 

tell people about what’s really going on, it can really build deeper connections 

with people. So you really can’t make mistakes, even if you make mistakes! 

Ali: Exactly. And I think people like to know that you’re human as well. I’ve had 

email newsletters where someone’s sent a blank email, or there’s broken links, 

or the title says “Test email” – all sorts! It doesn’t make me unsubscribe, I just 

think Oh, they’re human too! It makes them a bit more real to me, if anything. 

Henri: If they start sending you test emails every day, that’s going to become a 

bit more annoying... 

Ali: Sure. But if it’s just a one off and there’s some small mistake – I’m sure it’s 

embarrassing for the people who’ve made the mistake, but for their readers, 

it’s not the end of the world. 

Henri: Like I said, you can capitalise on the mistake and poke fun at yourself 

or talk about why you made a mistake, or just use it in whatever way you 

can, because it’s just going to add more connection. It makes it fun if you’re 

not too serious about what you’re doing. 

Ali: Having a light-hearted approach is definitely a very good idea. 

Great, I think that’s everything I wanted us to get through today. Was there 

anything else that you wanted to mention about email marketing for the 

Huddlers? 

Henri: Covering more stuff might overwhelm people. There’s not really more 

information needed – what’s needed is that people take action. That’s when 

things will become clear, and you actually learn stuff.  

So stop reading more about email newsletters, and start one, and see what 

happens! 
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Ali: And when you do get your email newsletter up and running, or if you do 

have any questions or problems that are stopping you getting going, then 

there’s the forums in Writers’ Huddle. Please come by and let us know how 

you’re getting on. I’ve put up a thread for this particular seminar. 

We can just do a little bit of trouble-shooting, because like Henri says, the key 

thing here is to really take some action. Not to read yet another blog post or 

listen to yet another seminar, but to get moving and to get all of those benefits 

that an email list is going to bring you. 

Henri: Yeah, definitely. 

Ali: Thanks so much, Henri, for joining us today. It’s been really great to get to 

chat to you and to get to pick your brain as well. 

Henri: Awesome, it’s been a pleasure. 

  

http://www.writershuddle.com/forums/seminars/december-email-marketing-strategies

