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Client 

Dental membership company with a sister marketing agency offering PPC, SEO, 
and customer-review management services. 

Challenge 

The marketing agency had a large, unsegmented email list. They grew the list by 
offering free marketing resources (e.g., social media checklists). They engaged 
the list with timely information (e.g., monthly newsletters). However, few of the 
dentists reading the emails were signing up for strategy sessions – the first step 
to becoming paying clients.  

The existing emails suffered from two problems. One, the information contained 
in them about marketing was broad and general. For example, the emails talked 
about “social media” do’s and don'ts rather than Facebook do’s and don’ts. Two, 
they failed to distinguish between single-site and mulit-site dental practices. The 
data showed that spending for advertising and marketing increased in proportion 
to the number of sites a dentist owned. 

Solution 

The emails needed to do a better job of tapping into the aspirations of those on 
the list. That is, their desired future state. Once those aspirations were clear, the 
emails needed to highlight the gap between the reader’s present state and their 
desired future state. The emails would then need to present the agency as the 
way to bridge the gap.  

I wrote a series of emails using language pulled from the agency’s client 
transcripts. I reframed spending on advertising not as a luxury or hated expense, 
but as a tool that successful dentists used to create their ideal life. The emails 
spoke to mulit-site owners, although I had no control over the segmentation of 
the email list. Prospects on the email list responded immediately. 

 

 



First-email results: 

●​ Several multi-site dental agencies signed up for the free marketing 
consultation (the email’s single Call-to-Action). 

●​ $80K in new client retainers as reported by the president of the marketing 
agency, one month after launch. 

●​ Direct quote from the president: "Your work has landed us some big-fish 
clients."  

Explanation 

At heart, the email’s effectiveness wasn’t dependent on the subject line or copy 
tricks. It was effective because it spoke to their desired future state in plain 
language. The first email was not “salesy” but it did frame the free consultation as 
the first step towards a better life. The email worked because it spoke to a 
specific audience and provided a strong reason for them to invest in the 
marketing agency. 

Postscript 

I understand how to activate or revive email lists that have gone silent. Your 
current email list, no matter its condition, likely represents untapped demand. If 
you run a membership site, email response rates are a strong proxy for 
membership activity. That includes cancellation rates. Let me help you refine your 
email list to its full potential. Do that and we’ll always deliver the right message at 
the right time.  

Contact me at mike@mikedevaney.com to start the conversation. 
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