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MAGGIE: Hey, guys.  Today on the Marketing Moxie Show, we're talking about 

email marketing and some things you can get on top of for 2015. 
 
INTRO: Welcome to Marketing Moxie with your host, Maggie Patterson.  This 

show is dedicated to practical and proven, online and offline, marketing 
ideas that you can take away and apply to build your business, all with 
Maggie's signature, to the point, style and sass.  Let's go.   

 
MAGGIE:  Our guest today is Lara Wellman from Wellman Wilson Consulting, and 

Lara lives just down the road from me in the big city of Ottawa, so that's 
actually how I know her - through B School as well.  Funny, we've never 
met in person when we only live 45 minutes apart, but today she is our 
guest talking about email marketing.  And we are going to talk about how 
you don't own social and some great ideas for making a better opt-in.  
Let's go.   

 
 Hey, guys.  I have Lara Wellman here today.  We are going to talk a little 

bit about email marketing because email marketing, my friends, is one of 
those things we cannot ignore and, I think, even more so as we're going 
into 2015 and beyond because our friend Facebook is making lots of 
changes, and we no longer can rely on that to run our business.  Lara, 
welcome to the show. 

 
LARA: Thank you for having me. 
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MAGGIE: Let's talk about email marketing.  I know sometimes when I bring it up 
with my clients, they kind of roll their eyes, and they think, "Maggie, what 
decade are you coming from?"  Why do small businesses need to care 
about email marketing, even if it sounds old school to us? 

 
LARA: And it really does sound old school.  That seems to be what everybody 

thinks: "Isn't email done?"  And it's not.  It absolutely isn't because we all 
still check our email every day, right?  I don't know very many people who 
don't check their email every day, if not multiple times a day.  

 
 With social media, it's great.  I work in social media all the time, but you're 

hoping that people see your message.  When you send an email, it 
comes into their inbox.  You know that they're going to see it.  That's why 
it's so important.  It's a whole other game as to whether or not they're 
going to open it and read it, but you know they're going to have that 
option to see it and decide whether or not to open it.  And it's just not true 
in all the other networks, and so that's why I think it's one of the most 
important online marketing tools. 

 
MAGGIE: Yeah, and I think the interesting thing about this is the whole, like, don't 

build your business on rented land.  If Facebook goes away tomorrow, do 
you have those people's information in your group?  Maybe.  Maybe not. 

 
LARA: No.  I know.  Yeah, you need to think of your website as your home base, 

and you need to build your own list.  Building a list of people that are your 
audience is absolutely crucial. 

 
MAGGIE: How obsessed should we be with the numbers of list building?  I know 

that this is something that comes up all the time, people bragging about 
list size, your open rates.  How much should we really care about this 
stuff and, if there are metrics, what are the ones we really should focus on 
so we're being productive and not just stroking our egos? 

 
LARA: Absolutely because, with all these things, it's quality over quantity.  You 

can have a list of 10,000 people, but if nobody is opening it and nobody 
cares what you have to say, it's not doing any good for your business 
either.  You need to know that even if you have a small list, what you're 
looking for is how it's performing.  Are people opening it?  Are people 
reading it?  Is it converting?  All of those things are far more important 
than how huge your list is.  A list doesn't need to be big to make a big 
difference in your business.  It could be a few hundred people, and you're 
getting sales and leads from it all the time. 

 
 The other thing is I think a lot of people have unrealistic expectations.  I've 

heard people complain that nobody reads their emails.  And when it turns 
out what is 'nobody reads your email,' well only 40% of the people who 
get my email read it - that's actually really good, right?   

 
MAGGIE: Yeah. 
 



LARA: Sometimes we just need to have the right expectations.  You don't read 
every email you get from somebody.  You read some of them, probably.  
Knowing that just because somebody doesn't read every single thing that 
you send them doesn't mean they don't like what you have to say.  
They're still seeing you some of the time, and that's what's important.   

 
MAGGIE: I think that's such a good point because I know, for me, I had an 

unrealistic expectation about how fast my list would be built.  I thought, 
oh; like, looking back at my goals for 2014, I mean I had big goals.  I was 
like, oh, I'm going to hit this many.  And I'm like, "Not even close, Maggie."  
And it doesn't really matter because my list is engaged, productive, and 
converting, so I don't need more thousands of people if it's working for me 
how it is right now. 

 
LARA: Absolutely.  You don't need -- I hear a lot of people.  They go through 

their list, and they clean out.  They delete people who don't even open 
their emails.  It's really not about having this huge list.  It's about knowing 
that the people on your list care what you have to say.  If it takes a longer 
time for you to build that list, but they're good, like you've really nurtured 
them, then you're great.   

 
MAGGIE: All right, so I have another business in the paper crafting industry, and I 

have three clients I can think of that are clients today that I met way back 
in the beginning.  One of them was on my list for four years, opening my 
emails every single week, and then finally her situation changed at home.  
She was able to start doing stuff, and she said it: "I came to you because 
I kept hearing from you."   

 
LARA: Mm-hmm. 
 
MAGGIE: So I don't believe in the delete, the cull of the herd.   
 
LARA: Yeah, well, and I'm not going to do it either, but it's an interesting theory, 

right?  The theory that you don't need people who don't care. 
 
MAGGIE: Yeah. 
 
LARA: That's just become dead weight when you have people on your list who 

really, really care and they're watching.  Just yesterday, I had a new client 
come for our first meeting, and they had been following me for two years, 
and it took two years of getting my emails.  Every time, like we talked 
again a year ago and now they've become a client, and they said straight 
out it's the constant, regular, quality emails that keep reminding us we 
need to talk to you.  Even if it takes time sometimes -- 

 
MAGGIE: Yeah. 
 
LARA: -- that regular reminder that you're there, that you know what you're 

talking about, that you can offer value, all of that slowly builds up your 
reputation in people's minds so that when they are ready, and if that's in a 
week or in a year or in two years, they're going to think of you first. 



 
MAGGIE: For sure.  Email opt-ins, I want to talk a little bit about this because they're 

a bit cliché and boring at times.  It's an ebook.  It's a guide.  It's the same 
old kind of thing.  What can we do to freshen this up or make it more 
compelling so people want to hand over their email?  I know, I personally, 
I would say, every week I'm getting pickier about who I will give my email 
to. 

 
LARA: I think what's happening because, yes, every business knows they're 

supposed to give away something for free in exchange for an email 
address, and so everybody is trying to sort of one-up each other -- 

 
MAGGIE: Yeah. 
 
LARA: -- with these bigger and better solutions.  And what's happening is you're 

getting these enormous things.  Most of the time when somebody is just 
checking you out, they don't necessarily want to spend 5 hours reading 
100-page free ebook.  

 
 What I think is, you need to figure out what is a big question that your 

audience has.  What is it that they need to know for them to start even 
thinking about working with you, and then answer that question.  If you 
can give me something where you've answered a problem for me or given 
me a quick solution to something, and it took me, I'm talking about 
something that should take no more than, like, two or three minutes to go 
through, I think that's really where the value is.  If you can answer 
something, provide value, and I've just gotten something great from you in 
a really short amount of time, I'm going to be like: "That was great!"  If I 
sign up for something that's huge, and I never read it because it's so big, 
I'm not going to find out how great you are. 

 
MAGGIE: Yeah. 
 
LARA: That's what I think.  I think, as we go into the new year, try and make the 

thing that you give away smaller, just tons of value, right?  A really great 
answer to something, but short.   

 
MAGGIE: Yeah.  Make it really bite size. 
 
LARA: Yeah, because that's where you're going to get somebody.  You've 

provided them something great.  You answered their question.  Maybe it's 
just something like, "I don't know how to do this."  Well, here are three 
easy steps to do this thing.  "Oh, great."  And that is super valuable.  
Then they're going to keep paying attention.   

 
 It's more that you want to make sure that they take the time to go through 

what you sent them.  If it's too huge, they may just never look at it, 
because some things are just, they're getting bigger and bigger and 
bigger and bigger and bigger, and people don't have time to go through it 
all, necessarily.   

 



MAGGIE: If we magically, beyond the opt-in, wanted to change one thing for our 
email marketing in 2015, what would you say is a good thing to work on? 

 
LARA: What's a good thing to work on to change?  Well, I think, being consistent, 

knowing that you should be sending your emails to people, that you 
shouldn't feel like you're bothering people sending something, a regular, 
valuable, piece of information that's not going to be too hard to digest on 
a regular basis to stay top of mind.  Just be consistent so that people 
know that when your email comes in, they're going to get a little 
something useful, and that's all that it is.  Then they know what to expect 
so that they can decide.  

 
 When they have to make that decision when they see your email in their 

inbox, "Do I have time to read this or not, and is it going to be worth my 
time?" that they're going to think, "Yes, this isn't going to take long, and 
it'll be totally worth it.  I'm going to read this." 

 
MAGGIE: Yeah, I think that's a great point, the totally worth it factor, because I know 

there are some people I get in my inbox, and I'm like, eh, I don't really 
have time for that right now.   

 
LARA: Exactly. 
 
MAGGIE: Whereas other people I literally am like, ooh!  Oh, what are they doing 

this week?  I want to know. 
 
LARA: Exactly.  Yeah, so just the more you can set expectations, the more likely 

people are to be ready to read what you send them. 
 
MAGGIE: Perfect.  Lara, where can people find you?  I know you mentioned you 

have a checklist we're going to share with the audience too. 
 
LARA: We do.  We try to provide these simple tools that will help people with all 

their online marketing.  We have a daily checklist, so it's a list of things 
that you can do on a daily basis to stay on top of your online marketing.  
That's at WellmanWilson.com.  If you sign up for our newsletter there, 
then you'll get that checklist. 

 
MAGGIE: Perfect.  I will have that linked up in the show notes over at 

www.MaggiePatterson.com/episode47.  Lara, thank you so much for 
sharing your insight today.  Everyone, go fix your opt-ins right now.   

 
LARA: Thank you for having me. 
 
MAGGIE: It was short, sweet, and action packed, just like we like it here on the 

Marketing Moxie Show.  
 
 Point number one for our takeaways is you don't own social, so what are 

you doing spending all your time building a Facebook community when 
you, my friend, could be building your email list.  If you're only focusing on 
social and ignoring your email list, stop it because you will pay for this 



later.  Speaking of groups, if you want to hop on over to the Marketing 
Moxie group, www.MaggiePatterson.com/group. 

 
 Takeaway number two: You need to not be obsessed with your numbers.  

The actual size of your list does not matter as much as the engagement 
of your list.  If you're going to get obsessed, understand open rates.  Get 
realistic about what to expect.   

 
If you have a 50% open rate and you're converting people at 5% into 
sales off your list, you're rocking it.  You're way above industry average of 
1% to 2% conversion, and you're really creating something big.  You don't 
need a big list to be successful from your list.  I definitely know this is the 
case because my list is growing, but it's not massive.  The reality is, I 
convert people every single week off that list.   

 
 Number three, opt-ins: Create something small and bite size.  I thought 

this was so refreshing.  It doesn't need to be a huge ebook or a guide.  In 
fact, the simpler it is, the more consumable it is for people the better.  
Lara's advice about answering one big question they have, I think, really, 
really stuck with me.  What do they need to know to actually be able to 
take action?  Is it a checklist?  Is it a short guide?  Is it a one-pager?  
Creating a really actionable resource can make a huge difference. 

 
 If you want to check out more about Lara and what we've discussed 

today, you can hop on over to the show notes at 
www.MaggiePatterson.com/episode47.  You also can find a link to Lara's 
daily online marketing checklist.  You will also find -- I'm not sure what 
you'll find over there.  We haven't done the show notes yet. [Laughter]  

 
 Thank you so much for listening and have an awesome week. 
 
OUTRO: Thank you so much for listening.  Hop on over to our home base at 

http://www.MaggiePatterson.com for the show notes and more episodes.  
And you can join the Marketing Moxie Facebook group at 
www.MaggiePatterson.com/group.  And remember, as Yoda says, "Do or 
do not.  There is no try."  That's what having moxie is all about. 
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