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6 WAYS TO DRIVE MORE 
EMAIL REVENUE

Expand your email program and increase 
sales with Fresh Relevance
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As an email marketer, you have a lot on your plate.

You’re tasked with sending customers the right message at the right time to 

drive click throughs, conversions and revenue. And that’s if customers sign up 

and stay subscribed in the first place.

With marketing resources stretched to the limit, time that should be spent 

strategizing is eaten up by designing emails and curating content.

You know that data is the key to delivering engaging content. But the necessary 

data is often unavailable, stale, or requires input from multiple teams.

Once you’ve launched a campaign and results start coming in, it’s difficult to 

prove the value generated to your boss. Often, you’ll need to aggregate reports 

from a range of systems, and the numbers don’t seem to add up.

But don’t despair, you’ve come to the right place. 

In this eBook, we’ll discuss:

●  Six key steps to generate more sales from your email marketing.

●  The tools to look out for when building your email program.

●●  The sales uplift you can expect.

●●  Top campaign examples from leading brands. 

So let’s dive right in!

@

Hello!
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1. Build an engaged  
email list

On the average eCommerce site, 60% of visitors 

bounce before even looking at a product. The more 

shoppers you can identify, the more opportunities 

you have to follow up with relevant email content 

that nudges them back to your store. 

But onsite popovers can seem like a mine-field. 

How do you ask customers for their email address, 

without pushing them away? The key is to focus  

on timely, relevant data capture. 

The solution
 
Strategically placed data capture popovers grow 

your list of engaged subscribers. It’s important to  

be mindful of timing and context.

By tailoring onsite popovers based on the visitor’s 

behavior, you can show each customer the most 

relevant message to encourage them to sign up. 

Behavioral popovers with Fresh Relevance

Fresh Relevance makes it easy for 

marketers to design branded,  

mobile-optimized pop-up messages,  

and determine how and when the  

pop-up triggers.

You can tailor messaging based on the 

segments a visitor is in, the pages they’ve 

viewed, or contextual data - such as their 

geolocation, local weather forecast, traffic 

source, or device. 

Use our intuitive drag-and-drop marketing 

rules to show the right pop-up to the right 

person at the right time. For example, after 

a customer has viewed a certain number of 

product pages, or when they abandon  

a cart.
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Contact lens supplier Feel Good 

Contacts serves targeted data 

capture popovers to visitors 

based on their profile and 

lifecycle stage. Crucially, the 

popovers are subtle and don’t 

interrupt the customer journey.

The introduction of targeted 

popovers generated more than 

10,000 additional registrations 

in the first month alone. And 

these sign-ups translate 

into sales. 

“There’s been very promising 
growth in the number  
of customers who go from 
signing up for an account  

to becoming a new customer” 
 

- Louisa Brooks, Email Marketing Manager at  

Feel Good Contacts

333%
increase in  

sign-ups month- 
over-month
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@

2. Send real-time emails 

Email remains consumers’ preferred way to receive 

brand communications. But the email channel 

has so much more potential than sending generic 

bulk emails. 

By responding to customers’ individual needs in real 

time, email marketers can improve the customer 

experience, bring shoppers back to the website, 

and generate significant incremental revenue. 

 

The solution

A triggered email campaign identifies customers 

who take a certain action, and sends them a 

highly targeted email - or series of emails - that 

encourages them to take the next action. For 

instance, a customer who abandons a cart is sent  

an email reminding them to complete the purchase. 

On average, brands who send both cart and browse 

emails generate 10% more eCommerce revenue.

But using the triggered emails functionality 

provided in your ESP, such as a basic cart 

abandonment tool, means you might be missing 

out on a big chunk of potential revenue. It’s worth 

exploring a dedicated platform to help.

 

Triggered emails with Fresh Relevance

Fresh Relevance is the leading cart 

abandonment provider in the UK, 

recovering more carts than any other 

system. We help you identify shoppers 

across devices, even when they aren’t 

logged in.

If a customer clicks through, we’ll also 

rebuild their cart with the items they left 

behind. So shoppers are far more likely  

to convert.

With our drag-and-drop interface, you 

can easily automate workflows to trigger 

different programs based on the shopper’s 

behavior, preferences and context. Treat 

customers differently if they’re a top buyer, 

lapsed customer, or a new shopper – or 

based on the value of products they 

interacted with. 

We sit between your ESP and eCommerce 

system to enable more sophisticated 

triggers, such as form and browse 

abandonment, and custom triggers.

https://www.freshrelevance.com/blog/we-are-the-leading-cart-recovery-provider-in-the-uk
https://www.freshrelevance.com/blog/we-are-the-leading-cart-recovery-provider-in-the-uk
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Rip Curl is the market leader of surfing wetsuits, 

surf watches, and casual surf apparel. 

 

The company works with Fresh Relevance to 

maximize revenues from its cart and browse 

abandonment program. 

“We’ve seen a terrific return 
on all Fresh Relevance 
integrations, with an 
incremental increase in 
revenues month-on-month. 
Abandonment emails are 
achieving a strong 10.3% 

sales uplift.”

- Brooke Farris, General Manager Digital at Rip Curl

10.3%
sales uplift from  

abandonment  
emails
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3. Leverage  
behavioral data 

You know that “spray-and-pray” marketing emails 

are less effective than targeted campaigns. 

There’s no guarantee that offers will be relevant to 

customers’ needs, or stimulating enough to  

drive conversions.

But it can be difficult to get your hands on the right 

tools and data to segment customers effectively. 

Often, behavioral and transactional customer data 

sit in inaccessible silos, in an unhelpful format. 

Creating email marketing segments can mean 

manually moving around large quantities of 

personal data which poses challenges under GDPR.  

 

The solution

Behavioral data can be used to enrich or replace 

your current segmentation strategies.  

A good first step is to segment your email list  

based on browse and purchase history. This 

will allow you to customize emails according to 

shoppers’ interests. 

You can also introduce advanced email triggers 

such as back in stock or price drop messages - 

which give an average sales uplift of 3%.

Behavioral targeting with Fresh Relevance 

Fresh Relevance integrates customer data 

across systems in real time, including your 

ESP, eCommerce platform, and customer 

database. You can also start capturing 

activity before a customer signs up, and  

tie their identity back to their behavior once 

they’re identified. 

Our Segment Builder lets you create 

behavioral segments based on customers’ 

activity. For example, people who browsed 

particular types of products in a given 

timeframe. You can also build segments of 

shoppers who browsed products that have 

dropped in price, or come back in stock. 

Analytics fields let you customize email 

marketing for top buyers, new customers & 

lapsed customers. 

Advanced Customer Tagging tracks 

customers’ affinity to target based on 

brand, color, style, and more.

Once a segment is created in Fresh 

Relevance, the resulting list of contacts 

can be automatically exported to your ESP 

for use in bulk emails - so no more manual 

data handling. 

Audience analytics dashboards lets you 

compare segments at a glance. Quickly see 

how many shoppers are in each list, how 

active they are, and what they’re buying. 

IronmongeryDirect used Fresh Relevance to 

implement specific abandonment strategies to take 

new and lapsed customers on different journeys.
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IronmongeryDirect used  

Fresh Relevance to implement 

specific abandonment strategies 

to take new and lapsed 

customers on different journeys. 

This has resulted in some 

impressive statistics.

“At least 4% of 
our weekly sales 
revenues can be 
directly attributed 
to our abandonment 
activity, which this 
year represents an 
average sales uplift 

of 7.2%”

- Yolanda Denkmayer, CRM 

& Retention Executive at 

IronmongeryDirect. 

7.2%
sales uplift  

from segmented 
recovery emails
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4. Drive sales with product  
recommendations

On-site product recommendations have come a 

long way. But when it comes to email, marketers 

often have to settle for manually curated product 

suggestions. These are a good start, but don’t 

guarantee a relevant, engaging experience  

for customers.

It’s time for email to catch up. With the right 

technology, you can leverage website data to  

build email recommendations that are both 

targeted and compelling.

 

The solution

Product recommendations based on a combination 

of wisdom of the crowd and customer data - such 

as their location, browsing and buying behavior - 

can offer a more curated experience. This in turn 

increases relevancy, streamlines the purchase 

journey and aids discovery.  

It’s important to align recommendations with 

different stages of the customer journey. For 

example, new customer acquisition can focus on 

trending products recommendations, while existing 

customers can be targeted with  

suggestions based on past  

purchases. By tailoring suggestions  

to each stage of the customer 

journey,brands can generate  

10% more online sales.

Product recommendations with 
Fresh Relevance

With Fresh Relevance, you can increase click 

throughs with product recommendations 

tied to the recipients’ preferences and 

behaviors. Mix and match a range of 

recommendation types for the best results: 

●  ‘People like you buy’,  

●  ‘Purchased together’,  

●  ‘People went on to purchase’,  

●  ‘Similar products’,  

●  ‘Trending products’,  

●   Personalized products that the individual  

has interacted with

Filter product recommendations to meet 

your business objectives. For instance, 

only show products within a certain price 

range, exclude products that the customer 

has recently purchased, or only show the 

highest rated products.

Use geotargeting to filter product 

recommendations based on the customer’s 

location or nearest physical store, so 

individual customers will only see products 

or events available near them.
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FFX Tools started using Fresh 

Relevance to recover revenue 

with cart abandonment 

emails. The company quickly 

built on their email success 

by introducing product 

recommendations.

The company’s personalized 

cart and browse abandonment 

emails achieve an impressive 

click to open rate of 45%. 

Bulk marketing emails have 

been another success: The click 

to open rate has soared from 

3% to 25% with the inclusion of 

dynamic, personalized content.

“We’re now using  
Fresh Relevance product 
recommendations in most of  
our emails. They’re really easy 
to use. Plus, we can customize 
the types of products that 
appear based on our needs,  

and get great results.” 

-  Chris Hibbard, Content and Systems Support Manager 

at FFX Tools

Click to open  
rate soared  
from 3% to

25%
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5. Boost click throughs  
with dynamic content

If done manually, it’s a challenge to create engaging 

content at scale that’s relevant to each customer.

Luckily, email marketers have tools at their disposal 

to automatically generate compelling content that 

speaks to customers in real-time.

 

The solution 

With dynamic content, you can automatically 

generate engaging creative that’s unique, relevant, 

and up-to-date at the instant a customer opens 

an email. 

 

Many types of dynamic content pull in information 

from your website, so there’s limited creation 

required – you’ll just need to set up the layout. 

Dynamic content with Fresh Relevance

Fresh Relevance SmartBlocks are blocks of 

dynamic, personalized content for all your 

emails. These can be generated at send or 

open time, rendered as an image or html. 

Drag and drop marketing rules let you 

control which kind of dynamic content gets 

shown to granular customer segments:

 

●   Put customers in buying mode with 

customized content based on product 

preferences, location, nearest store, 

weather, or time of day. 

●   Boost urgency with animated 

countdown timers, and dispense 

personalized coupons to nudge 

customers towards a conversion. 

●   Build trust and excitement with real-

time popularity messaging, ratings  

and reviews. 

●   Deliver the most relevant content 

at open time by leveraging real-time 

website content such as web crops, and 

real-time external data feeds, such as 

live prices or live availability. 

●   Encourage omni-channel engagement 

with social media feeds from Instagram, 

Pinterest or Twitter. 

●   Drive footfall to physical locations with 

nearest store banners.
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557%
increase in click 

throughs with  
dynamic email  

content

 

Vision Direct has introduced 

Fresh Relevance dynamic 

content into marketing emails. 

SmartBlocks prominently 

positioned within the body of 

the email are automatically 

populated with relevant 

and personalized product 

recommendations. 

They include recently viewed 

products and latest purchases, 

as well as crowd-sourced 

information on what other 

people have been recently 

looking at on the website.

Dynamic content has had an 

impressive impact on click-

throughs, with the company 

recording a 557% increase.
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6. Report, test,  
optimize, repeat

As studies prove year after year, email is the best 

performing digital channel for ROI. Yet, sometimes 

it’s challenging to put a value on your email 

marketing efforts. 

It can also be tricky to understand which campaigns 

and content are resonating with subscribers. 

You need a personalization platform that makes 

it easy to test, optimize, measure and compare 

performance at a granular level. 

 

The solution

Take the guesswork out of email marketing with 

comprehensive real-time reports. Choose a  

system that reports on metrics you care about, 

including revenue. 

Use split testing and control groups to test, 

compare and optimize campaigns and content 

types, increasing revenue and adapting to 

customers’ behavior over time. 

Reporting, testing and optimization with 
Fresh Relevance

With Fresh Relevance, you can monitor 

metrics for revenue, uplift and identification 

rate at a glance. You can track and 

compare the revenue generated by each 

email program or piece of dynamic content. 

Look beyond the last click to find email 

activity that contributed to a sale. 

Set up control groups to work out how a 

trigger campaign or piece of content is 

contributing to engagement and sales. A 

small percentage of customers is excluded, 

and their activity compared against those 

who were exposed to the program.

Audience analytics dashboard lets  

you compare segments at a glance.  

Quickly see how many shoppers are in 

each list, how active they are, and  

what they’re buying.

Using drag and drop rules, you can split 

test various email programs or content 

blocks for granular customer segments. 
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Tap Warehouse uses Fresh Relevance to 

continually test and improve email performance.

Senior Digital Marketing Executive, Frode 

Myklebust explains: “We offer free delivery on 

orders over £250 and wanted to assess the  

impact of dynamically including a message in the 

pre-header and body of our cart abandonment 

emails, which qualified for this service.”

43%
conversion rate  

uplift recordered 
through dynamic 

content split  
test

“Working collaboratively with Fresh Relevance, we conducted  
an A/B test and recorded an impressive 60% improvement in 
click-to-open rate, but more impressively it also resulted in a 

43% conversion rate uplift!” 
 

-  Frode Myklebust, Senior Marketing Executive at Tap Warehouse
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With the right technology  

in place, it’s never been easier  

to delight customers and 

drive revenue through  

marketing emails.

Automate better-converting 

lifecycle campaigns, coordinate 

customer data and convert more 

shoppers into customers with  

Fresh Relevance.

The personalization 
platform to boost ROI

Fresh Relevance is the comprehensive 

personalization platform for digital marketers that 

drives revenue and loyalty by delivering a targeted 

cross-channel customer experience. Powered by 

real-time data, Fresh Relevance seamlessly works 

with the existing martech stack, unifies siloed data 

and tracks all customer behavior to provide unique, 

actionable insights into each shopper. 

www.freshrelevance.com hello@freshrelevance.com @FreshRelevance

Using machine learning, the platform helps select 

the most relevant tactics to guide customers 

along their journey across channels and devices. 

The platform’s range of digital marketing tools 

is unrivalled and includes personalization, 

recommendations, triggered messages, dynamic 

contextual emails, social proof, campaign testing 

and reporting. 

Real-time content and automation

Triggered 
messaging

Product  
recommendations

Popovers Social proof Contextual 
content

Targeting &  
segmentation

Measurement  
& reporting

Testing &  
optimization

Behavioral targeting

Geotargeting

Revenue-based  
reports & dashboards

Audience Analytics

A/B and MVT

Control Groups
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