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Introduction 
The most successful businesses today are those that can move fast and stay flexible 
amid many economic and technological changes. As a small business owner, it can be 
hard to find the time to fit marketing into your busy day-to-day schedule. Even more 
daunting, it can seem impossible to come up with marketing ideas that produce results 
and fit your budget.  

Yet marketing is one of the most important functions your company can perform. 
Marketing communications not only help your business find new customers, but also 
connect with existing ones. Adam Sutton of MarketingSherpa says, “Growing your 
email list has benefits beyond the obvious increase in size. For example, new 
subscribers are often more active than older ones. They just signed up for your emails 
and want to click and open them. For this reason (and many others) you should always 
strive to grow your email list. Doing so will help keep your engagement numbers 
healthy and ensure your brand is connecting with new prospects.”1 

To be successful, your business must build awareness of your products and services, 
increase sales, and develop a solid reputation as honest and knowledgeable. 

Email marketing is a widely used strategy because it offers the ability to: 

• Connect with customers quickly. 
• Easily reach a large, diverse audience. 
• Keep costs to a minimum. 
• Measure your results. 

The Direct Marketing Association found that the return on investment for email 
marketing is still about $41 per dollar spent.2 More businesses than ever are turning to 
email marketing as a main vehicle for marketing communication. In 2012, email 
marketing is projected to drive $651 billion in sales in comparison to $642 for direct 
marketing.  

                                                        
1 Adam Sutton, “Email Research: Top 3 tactics to grow your list,” MarketingSherpa blog, January 17, 2012.  

2 Direct Marketing Association, “DMA Releases New 'Power of Direct' Report; DM-Driven Sales Growth Outpace Overall Economic Growth,” October 2, 2011.  

http://sherpablog.marketingsherpa.com/email-marketing/top-list-growth-tactics/
http://www.the-dma.org/cgi/dispannouncements?article=1590
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How to Incorporate E-marketing into Your Business 
Email marketing is remarkably easy to incorporate into your day-to-day business 
activities. Any time your company attends an industry event, develops a new product, 
or reaches a milestone, it is important to share that information with both your current 
and potential customers. Delivering efficient and effective communications helps keep 
your business top of mind and enables you to frequently interact and understand what 
is important to your customers. 

Some information you should communicate to contacts includes: 

• Telling all your customers about a new product or service. 
• Telling customers who own a particular product about a complementary 

product or service. 
• Promoting sales and special offers. 
• Sending a customer a loyalty award. 
• Newsletter, industry news, coming events. 
• Ask for feedback. 

Ideas for Using E-marketing in Your Sales and Marketing 
1. Follow up with new contacts. Email is a great way to follow up with a contact 

after they visit your business or you call them on the phone.  
2. Make a splash with a new product or service. Let all of your customers 

know about a great new product by sending them an email. 
3. Celebrate holidays with special promotions. Do you have special sales 

around holidays like the 4th of July or after-Thanksgiving? Are some of your 
products particularly popular gifts at certain holidays, such as chocolate at 
Valentine’s Day? Send out an email letting customers know about great deals.  

4. Create custom industry-specific promotions for certain types of buyers. 
E-marketing gives you the ability to easily target groups of customers with 
specialized messages and promotions, at a very low cost. If you sell business-
to-business goods or services, this can be a great way to target individual 
industries. 

5. Customize promotions by region. Some products are most popular in 
certain regions and e-marketing makes it simple to create lots of different 
promotions, so you can sell snow shovels in Wisconsin and sunscreen in 
Florida. The faster your customer spots relevant, useful items in your email, 
the more likely he or she will purchase.  

6. Share achievements. Has your company been the focus of a review by a 
newspaper, magazine, or online journal? Have you won any recent awards? 
Let customers know about your accomplishments—it adds to your company’s 
credibility and expertise.  

7. Mark an anniversary. Combine a “thank you for your business” email with a 
Sage ACT! Smart Task to product an automated loyalty email sent to 
customers on the one-year anniversary of their first purchase. Why not use this 
opportunity to offer a small gift or discount with your products? 

8. Send a regular e-newsletter. Share new product information, special offers, 
and other relevant news with your customers every month, or once per quarter. 
The repetition will help keep your business on your customers’ minds. 
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Tips for Generating Content 
The content of your message should be authentic and concise. The key to success is 
to offer concrete, eye-catching material that sparks the reader’s interest. You can send 
messages about promotions and products, and value-added content about issues or 
trends affecting your clients’ business. 
 
Remember, your ultimate goal with e-marketing is to nurture and grow your contact list. 
Your email should always have a clear message and call to action so that your 
contacts know what the next step will be. Encouraging your readers to take action 
provides you with valuable data that you can use to determine who is most interested 
and can help your sales team focus on the hottest leads. You can even survey your 
customers to encourage interaction and to get additional information. 

Sage E-marketing for ACT! 
There’s a reason why e-marketing is so popular. Emails are easy to create, easy on  

the budget, and—most importantly—proven to drive  
sales if done right.  
 
A subscription to Sage E-marketing for ACT! gives you  
a simple way to grow your business by regularly  
communicating with your contacts. See how easy it is to  
create and send professional, eye-catching emails that  
fit the style of your brand. Extend your reach to  
Facebook®, Twitter®, and LinkedIn® using social  
sharing features. Then, take a look at easy-to-analyze  

graphs that help you understand the impact of your messages. 
 
Since Sage E-marketing for ACT! integrates with Sage ACT!, you can take full  
advantage of your Sage ACT! database by sending emails to the contacts, lookups,  
groups, and companies you already manage with Sage ACT!. Building your lists with  
new details from surveys or web forms is a breeze too; Sage E-marketing for ACT! can  
help fill in contact details and add new contacts to Sage ACT!.  
 
Anyone can send email. The key is to do it smartly and efficiently with Sage E- 
marketing for ACT!. 
 
Let’s follow along with Bob, Owner of XYZ Corporation as he uses Sage E-Marketing 
for ACT! to grow his business. Bob’s company will be unveiling a new, lightweight, 
waterproof hiking boot—the LiteHiker—later this year. But first, he really needs to sell 
some of the excess inventory of XYZ’s current boot model, the SolidStepper. 
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Generate Lists Directly From Sage ACT! 
First, Bob thinks about who his target market is. He wants to use his frequent customer 
list to offer them an exclusive sale on the old SolidStepper boot. The customer profiles 
show that these customers buy boots several times per year so he has decided to offer 
a 40% customer appreciation discount. In Sage E-marketing for ACT!, Bob picks his 
target list directly from Sage ACT!. From here, he can also view contact history and 
see what communications have been sent to these customers in the past.   
 
 

 

 

 

 

 

 

 

 

Choose Your Content and Template 
Bob wants to clear out as much inventory as possible this week. He selects a clean 
template design that announces the sale. Bob customizes the text so that the headline 
reads: Customer Appreciation Days: SolidStepper Boots 40% off! He customizes the 
bottom line to read: Order SolidStepper today and explore the outdoors! 
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Survey Your Customers 
If you want to know what interests your customers, how they think, or what they prefer, 
you will find e-marketing is a great way to quickly field a survey and receive rapid 
results. To his Bob also adds a link to a customer survey so he can collect information 
about his customers’ hiking frequency and the types of trails they visit. He hopes this 
information will be useful when sending out product announcements for the 
SolidStepper. 

 

Consider Mobile Devices 
When Bob selects his template, he knows from experience that his customers are 
active and a large percentage of them use smartphones. In fact, approximately 35% of 
U.S. adults use smartphones and 87% of those browse the Internet and read email.3 
He picks a template that is simple and concise so that his message will be clear to 
recipients. Think about mobile devices as you send out your email.  

Ensure You Are Sending Compliant Email Marketing Messages 
Nobody wants to send or receive spam. If a user reports Bob’s email message as 
spam, his company could be blacklisted and worse, subject to penalties of up to 
$16,000 for each violation. With Sage E-marketing for ACT!, Bob reduces his risk. He 
also runs his email through a free tool before sending it to make sure that spam filters 
won’t junk it. 
 
 

 
 
 

                                                        
3 Anusha Sethuraman, “Looking back at 2011: The year of the mobile,” SmartOnline, January 3, 2012.  

 

Free Spam Check Tools 
 

www.swiftpage.com/spamcheck  
www.spamcop.com  

spamcheck.sitesell.com  

http://www.smartonline.com/mobile-2/looking-back-at-2011-the-year-of-mobile/
http://www.swiftpage.com/spamcheck
http://www.spamcop.com/


    Sage ACT! 

 
Sage E-marketing for ACT!: How to Build Successful Email Marketing Campaigns 8 

Deliver Email 
Bob has finished editing the template and is ready to send the sale message. In Sage 
E-marketing for ACT!, Bob chooses the send now option. It is a Monday. 

There are several options to choose from when sending an email communication 
including: 

• Send now—send the message right away. 
• Schedule send—send the message at a specified time. For example, 

Tuesdays and Thursdays at 3:00am have statistically shown to have higher 
open rates than emails sent during business hours. Bob typically uses this 
option when sending out the company’s hiking newsletter.  

• Send as—send the message from someone else in your company who has a 
team account. Bob uses this option when he wants his customers to respond 
directly to his product design team when they are conducting product tests. 
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Once Bob sends his email, he receives a report of the total number of addresses and 
compares it to his list for accuracy. He has named the email blast “SolidStepper 
Customer Appreciation Sale” so that he can track and report on the results of the 
campaign.  

 

 

 

 

This email blast information is automatically written into Sage ACT! history so he can 
check  to see what messages have been sent to contacts, who has opened them, who 
responded to the survey, and more. 

Share Your Promotions with Social Media 
Bob can spread the message further to Facebook®, Twitter®, and LinkedIn® using 
social sharing features to get even greater visibility. He can include links to XYZ 
Corporation’s social media sites in the email message and can post or tweet them 
directly. Bob’s customers can then share the message with others.  
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Track Results and Generate Reports 
On Tuesday, Bob checks on his “SolidStepper Customer Appreciation Sale” results. He 
tracks the open rates, click rates, delivered versus sent, bounced, and opt-outs.  
 

 
 
 
 
 
 
 
 
 

The data is also sent back to XYZ Corporation’s Sage ACT! database, so Bob can 
generate call lists for the sales team.  
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Each email is given a score based on the number of times a contact opens and/or 
clicks on links in the message. Someone who opened the email three times and clicked 
on four links is given a higher score than another person who only opened the email 
once. A ranked, qualified call list is produced for XYZ’s sales team—viewable from the 
contact record in Sage ACT!—so they know who to follow up with first. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
From the survey responders, Bob’s sales team plans to call the hot leads first. Before 
calling each lead, the salesperson can pull up each customer’s history in Sage ACT! to 
see how many times they opened the email, what links they clicked on, how they 
answered the survey questions, as well as other data about the customer. The 
salesperson can record any notes from the call into Sage ACT! 

Marketing Follow Up 
Based on the campaign results, Bob tests additional email messages to customers 
about the SolidStepper sale. He tries changing subject lines, offers, when he sends the 
email, and targets a specific segment of the customer base. Bob also tests an entirely 
new template to see what improves the open and click rates and ultimately the sales! 
 
Additionally, Bob uses data from the survey responses to build his campaign to launch 
the company’s new boot, the LiteHiker.  

 
 
 

 



    Sage ACT! 

 
Sage E-marketing for ACT!: How to Build Successful Email Marketing Campaigns 12 

Conclusion 
Email marketing is an effective, inexpensive tool that can benefit your organization’s 
marketing efforts. With a subscription to Sage E-marketing for ACT!, you can easily 
send professional-looking email communications to your customers and prospects and 
confidently track the results. Because Sage ACT! integrates with your Sage ACT! 
database, you can automatically keep your contact database up to date with valuable, 
actionable data for your sales force. You will also learn more about your contacts so 
you can keep them informed and engaged. 
 
Further, options such as Drip Marketing4 can help you take email marketing a step 
further. Make the automation work for you intelligently by designing multi-step 
campaigns that reach out to the right customers at the right time—so they get timely 
communications that are relevant to their interests. Sage E-marketing for ACT! not only 
helps you easily deliver email communications, but also nurture and grow your 
prospects and customers so you can turn your leads into loyal customers.  

                                                        
4 Drip Marketing is purchased in addition to the Email Marketing service level. Each additional user is an additional cost. View plans and pricing at www.act.com/SEMA. 

http://www.act.com/SEMA


About Sage ACT! 
Sage ACT! is the #1 Contact and Customer Management choice of small businesses and sales teams designed to help you build the long-lasting, profitable relationships your business thrives 

on. With Sage ACT!, it’s easy to manage anything and everything related to your contacts and calendar. Think of it like your business’ command center that serves up relevant relationship 
details and also connects you to powerful, subscription-based sales and marketing services, desktop and web-based productivity tools, and social media. Unlike other solutions that claim to 

get results, you can actually accomplish more, faster, by simply choosing to use Sage ACT!. 
 
Important Notes: Sage E-marketing for ACT! requires an additional subscription and is powered by Swiftpage™. Review Sage ACT! system requirements at www.act.com/systreq. You must 
purchase one license of Sage ACT! per user. Scalability varies based on hardware, size, and usage of your database. Visit www.ActSolutions.com or contact your add-on product provider to 
determine compatibility for your add-on products. 
 
*Sage ACT! Certified Consultants are third-party vendors. Sage and its affiliates are in no way liable or responsible for claims made related to the services provided by third-party vendors. 

©2012 Sage Software, Inc. All rights reserved. Sage, the Sage logos, ACT!, and the 
Sage product and service names mentioned herein are registered trademarks or 
trademarks of Sage Software, Inc. or its affiliated entities. All other trademarks are the 
property of their respective owners. 
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