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Today’s Speaker:  Jay Schwedelson

JAY SCHWEDELSON - who????
• President & CEO – Outcome Media
• Founder of SubjectLine.com 
• Served 8 Years: Board of Directors – DMA
• Founded DMA’s Original Email Council in 1998 – Over 1000 Members

• Crain’s Top 100 Industry Professionals (10 Years in a row)

Worldata executes over 40,000 Email, Online and Direct Marketing Campaigns on Behalf of Clients Each 
Year. 

Demand Gen Experts:  Email and Direct Mail.  Database Growth and Data Hygiene/Improvement Specialists.

We are the largest buyer of permission email media in North America.

Our research division, Worldata Research, provides free industry metrics based on these programs.  Our 
email research is based on over 6 billion transmitted messages annually.



Apparently, we 
are all ‘full of it’…

And we know it.









Marketing Success is 
ALL About Being Current



Marketing Success is 
ALL About Being Current

LAST 60 DAYS:

‘True’ ‘Truth’ ‘Actual’ ‘Real’

In Subject Line Increases Open Rates:

Business: 28%

Consumer: 21%



Apple uses this tactic all the time







LAST 60 DAYS:

‘REALLY”

In Subject Line Increases Open Rates:

Business: 17%

Consumer: 19%



Shhh…I’m Clueless 
(please help me)



101 =        



101 =        

LAST 90 DAYS:

‘101’ In Subject Line 

Increases Open Rates:

Business: 31%

Consumer: 19%



How Our ‘Win-Back’ 
Program is Going…



Remember me?

Crazy Incentive

Feedback & Verification

Desperation

Goodbye

#1

#2

#3

#4

#5

Will This Work? Sort of.



Remember me?

‘REMEMBER ME’

Open Rate For 18 Month+ 

Non-Engaged:

Business: 3%

Consumer: 6%



Crazy Incentive

‘Crazy Incentive’

Open Rate For 18 Month+ 

Non-Engaged:

Business: 3%

Consumer: 8%



Feedback & Verification

‘Feedback & Verification”

Open Rate For 18 Month+ 

Non-Engaged:

Business: 9%

Consumer: 7%

Best for 
Business



Feedback & Verification

Best for 
Business

• Are you still with XXXXX?
• Is your team still using XXXXX?
• Is XXXX still your CRM?
• Verify your active status…



‘Feedback’ + ‘Incentive’

Click-Through Rate For 18 Month+ 

Non-Engaged:

Business: 0.10%

Consumer: 0.90%

Great for 
Consumer



Desperation

‘DESPERATION’

Open Rate For 18 Month+ 

Non-Engaged:

Business: 6%

Consumer: 7%



Desperation



The Very Rare Real 
Goodbye…

‘REAL GOODBYE’

Open Rate For 18 Month+ 

Non-Engaged:

Business: 5%

Consumer: 9%









• ‘Free’ in the Subject Line: BtoB UP 24% BtoC UP 31%

• [Bracket] in Subject Line: BtoB UP 18% BtoC UP 14%

• !Exclamation Point in Subject Line: BtoB UP 12% BtoC UP 11%

• Numbers In Your Subject Line: BtoB UP 21% BtoC UP 25%

• Emoji’s In Subject Line: BtoB UP 21% BtoC UP 27%

• Capitalization in Subject Line: BtoB UP 17% BtoC UP 19%

‘Email Experts’ are THE WORST!







Unsubscribes are NOT bad



Unsubscribes are NOT bad





SOURCE: HubSpot: 

As much as 25 percent of 
your email list attrition may 
simply be due to such natural 
causes as employee turnover 
or life stages.



UNSUBSCRIBES are a sign you are FINALLY 
getting Attention!

Open Rate 
Increase

Unsubscribe Rate 
Increase

Business 21% 6%
Consumer 27% 2%

Subject Line Testing and Impact…

Emojis vs No Emojis

Open Rate 
Increase

Unsubscribe Rate 
Increase

Business 24% 5%
Consumer 31% 3%

Free vs Complimentary

5% Increase means you go from 1% to 1.05% WHO 
CARES!!!!!



Your ‘From Address’ 
MATTERS!!!!!



Email Delivery From Address: =

Jschwedelson@CorpWD.com

‘Friendly From’ (alias) = 

Jay Schwedelson

mailto:Jschwedelson@CorpWD.com


Email Delivery From Address: =

Jschwedelson@CorpWD.com

‘Friendly From’ (alias) = 

Jay Schwedelson

THIS NEXT STAT 
IS A BIG DEAL!!!!

mailto:Jschwedelson@CorpWD.com


‘Friendly From’ Addresses That 
Match Topic of Subject Line Offer 

Have Increased Open Rate:

BtoB = UP 34%
BtoC = UP 37%





Specific ‘Friendly From’ Addresses Accomplish 2 
Things:

1. Establishes Relevance Immediately 

2. Allows for Dramatic Increase In Sending Volume



Example: Salesforce



Example: Wayfair



Example: Walmart



Example: American Academy of Dermatology





Sending 3 Emails Per Week from 3 ‘Friendly From’ Addresses 

VS. 

3 Emails Per Week from 1 ‘Friendly From’ Address

Using 3 ‘Friendly From’ Addresses:

BtoB Open Rate Increase: 41%

BtoC Open Rate Increase: 34%



Why Do People Open 

Emails?





• The Keynote Speaker Is…

• Have you seen…

• For HR Pro’s Only…

• The 2022 Industry Trends…

• The Sale Starts In…

• The Winner is…









… =  SUSPENSE:

‘…’ At End of Subject Lines: 

BtoB: 31% Higher Average Open Rate

BtoC: 28% Higher Average Open Rate



Quick TIP



TIPS is Surging!

Last 3 Months:

‘Tips’ in Subject Line 

Increases Open Rate:

Business – 21%

Consumer – 19%



FREE STUFF! And Something New…



59

FREE Email Marketing 
Calendar:  

Best and Worst Days to Send
B2B and B2C Versions!

2022!!!

Thank You!

A few things…



This is going to be a big deal…
GuruConference.com



“SEND ME EVERYTHING”
Sign me up for GURU!
Send me SLIDES
Send me CALENDAR
Sign me up for SCOOP

JayS@CorpWD.com

mailto:JayS@CorpWD.com


“SEND ME EVERYTHING”
Sign me up for GURU!
Send me SLIDES
Send me CALENDAR
Sign me up for SCOOP

JayS@CorpWD.com

Almost forgot!  
Subjectline.com!

mailto:JayS@CorpWD.com

