
5 Elements of a 100-point Email Campaign
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Be sure to include the unique differentiators that set your winery apart. For 
example, if you have a special label that has a heart on it and Valentine’s Day 
is coming up, focus on the love and care that goes into the bottle, or “100% 
Estate, 100% Love”. 

Exclusivity and clearly stated deadlines are key. Consider implementing a 
countdown timer if it fits the theme of the campaign, as “Fused Offers” are very 
effective. Time follow up emails around the deadline as a helpful reminder to 
non-converters that the promotion is ending. 

Simply telling somebody what they should do next will prevent them from 
dropping off. Test verbiage: Learn More, Shop Now, Explore the Selection, 
Secure Today, Mix and Match, etc. 

Consider testing % off vs. the actual dollar amount of savings vs. actual wine 
price to see what is most effective for your brand.

Offers like “storewide savings” leave the subscriber with a blank image of an 
empty shopping cart. Give them some featured wines to consider. 

5. Develop a Theme or Hook

4. Add Urgency with Time and/or Quantity Limits 

3. Ask For a Specific Action

2. Price Your Offer Whenever Possible

1. Make a Specific Offer To Sell Something

It is not always possible to achieve a score of 100.  However, the biggest mistake is sending 
an email campaign that scores fewer than 70 points.  It’s a disservice to your business and a 
disservice to your subscribers. Your subscribers cannot act because they have not been given 
enough information about your business to act.

Extra Touches 
1. Repeat the offer

2. Summarize information

3. Avoid clichés

4. Use power words

5. Write like people talk rather than work for eloquence


