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The meeting began with a round table discussion on 
how everyone uses newsletters at their company. A 
common thread in the group was the difficulty in 
generating good content for their newsletters. 
 
The focus of discussion was in two main areas 
regarding newsletters: 
 

 Developing an effective external newsletter (but 
the info is applicable to internal) 

 Distribution of the newsletter either 
electronically or printing and mailing hard copy 

 

Why Newsletters Work? 
 One of the reasons newsletters work so well is 
that they cut through the “noise” of the day and 
act as a filter for relevant information; but only if 
it has quality content. 

 If done correctly, it will cause your audience to 
pause and read the newsletter which is full of 
information that you provided to them.   

 Newsletters are much easier to develop with the 
advancement of technology. Most anyone 
nowadays can develop a newsletter. 

 

 

The 7 Whys of the External Newsletter 
1. They help build stronger relationships with 

your audience. 
2. Build trust 
3. Bring in new business for your company 
4. Build credibility 
5. Help you stand out from competition 
6. Enhances your reputation as “expert” in your 

field 
a. Writing articles help you gain 

credibility 
b. Can be helpful when venturing into 

new markets 
7. External print newsletters tend to have a 

longer shelf life than most other publications 
 
 

Questions for Developing your Newsletter  
 How does it fit within your current marketing 
goals? 

 Who is the point person? This is the person that 
manages the content and development. 

 How often to publish? – Consistency is key. 
 What to feature in the newsletter? It can be fun 
stuff too. It doesn’t have to be all about business. 

 Will we print, email or both? 
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Comparing Print vs. Email 
 Print is better for a larger document.  
 Print allows you to control the look. Email may 
cause a different look depending on who is 
receiving on what type of system and email 
service provider. 

 Less competition with print versus email. 
 Print is portable and passable – You can take it 
with you or use it as a hand out. 

 Longer shelf life for print vs email 
 You can mail hard copies to anybody whereas 
email may get kicked back. 

 Printed newsletters cost more to distribute 
 Tougher to track  
 

 Email is cheap – Free to distribute and at most 
$30 per month for a distribution service  

 WARNING - DO NOT MASS Email from your 
outlook – Use a third party provider to distribute 
so that it isn’t considered spam. 

 Email is quick 
 Disadvantage is that you need to continually add 
new contacts to move them through the sales 
funnel. 

 No change of address notification with email. It 
just gets kicked back. 

 It could be tagged as spam 
 
 
Developing Your Newsletter Content 

 It is highly recommended for external 
newsletters to do project spotlights. 

 Provide business tips to help your audience 
 A question/answer format works well 

 Share information on trends coming to the 
industry 

 Keep a log of ideas so that when you need to 
develop content you have a list of ideas. 

 It is a good practice to develop a “Framework” for 
your newsletters.  

 
 
Basics for Building your Subscriber List 

 View your website as a hub of a wheel and your 
social media (email newsletter) as the spokes 
pointing back to your website. 

 Develop a mechanism on your website to capture 
information on the visitors 

o If you have something of value the 
visitor will give their name and email 
address to download the information. 

  How to guide in setting up your email or print 
distribution list: 

o Are they past customers who have 
willingly shared their info with you? 
You can add them. 

o Are they prospects that have willingly 
shared their info with you? You can 
add them. 

o Did you get their business card at 
trade show or expo? You can add 
them. 

o Did they share their info with you as 
part of a drawing? You can add them. 

 It’s a good idea to segment your contacts into 
categories depending on who they are, or what 
market they are in. 

 
 

Did You Know?  
The most valuable piece of print real estate is the 
back panel with the mailing address. The second is 
the main page of the newsletter. 

 


