
Email Marketing Automation
For SMB Retailers

Send the right message 
at the right time



Personalized emails deliver 6x higher transaction 
rates compared to blind emails

What Type of Email Marketer are YOU?

A. I don’t send emails to my customers.
B. I send general emails to my entire contact list.
C. I send personalized emails based on customer 
buying patterns and demographics.

If you’re like majority of retailers, your answer is B.

Cumulus not only specializes in retail software 
and eCommerce, we offer email marketing that’s 
personalized for your customers. We “break 
through the noise” so you can increase traffic and 
sales to your website and physical stores.

2 | www.cumulusretail.comMake it personal! According to Experian, personalized emails 
drive 41% more unique click-through rates.

“Break Through The Noise” With Cumulus



3

How It Works

IT’S SEGMENTED.
Cumulus Retail’s marketing automation tool pulls CRM and sales 
data in real-time to dynamically segment email lists. Segments 
can be based on: Demographics, shopper preferences, prior 
purchases, last purchase date and more. It merges duplicate 
records (based on unique emails) so you can account for their 
complete history from all retail channels.

IT’S PERSONALIZED.
Tailor each email campaign to perfectly align with what your 
consumers want. Instead of sending a single email to your entire 
contact list, consumers will receive emails actually meant for 
them, increasing the chances they’ll click and convert into a sale.

IT’S AUTOMATED.
Create automated workflows that trigger emails in a number of 
ways. For example: When a customer makes a purchase online 
or in-store, clicks a link in an email, adds a product to a shopping 
cart, or converts from Google AdWords that way you’re 
engaging with consumers at the right times.

IT’S MEASURABLE.
Cumulus provides advanced marketing metrics (i.e., click 
throughs, conversions, bounce rates). With this data, you can 
identify which campaigns and segments provide the best 
results, enabling you to optimize future campaigns and allocate 
resources in the areas that have the most impact.

3 | www.cumulusretail.comThe open rate for e-mails with a personalized message was 18.8%, 
as compared to 13.1% without any personalization in 2016.

PROMO
****

ENTER CODE



Email Workflows You Should Consider
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Send a thank 
you email and 

encourage customer 
to write an online review, 
which boosts consumer 
confidence and builds 
SEO on your website

Send an email 
reminding shopper 

they have item(s) in cart. 
Offer incentives, product 
reviews and alternative 

items to get them          
to purchase

Send an email 
reminding them they are 
a valued customer, and 
offer an incentive to get 

them back into 
your store

ENCOURAGE ONLINE REVIEWS 
Customer makes a purchase

RECOVER ABANDONED CARTS 
Customer adds item(s) to cart 

but does not purchase

BRING CUSTOMERS BACK 
Customer doesn’t purchase in 

6 months

TRIGGER

OUTCOME

4 | 4 | www.cumulusretail.comE-commerce customers who received multiple abandoned shopping cart emails are 2.4 
times more likely to complete the purchase than those who receive only one follow up email.
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5 | www.cumulusretail.comEmail marketing has a median ROI of 122% – more than 4X higher than 

other marketing formats, including social media and paid search.

Email Workflows You Should Consider
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Send your customer an 
incentive for being loyal to 

your brand

Remind customer 
about their balance, 
and offer them an 

incentive to spend it 
(they’ll probably spend 

more than their card 
balance)

In 2 weeks, suggest 
complimentary items 

(training wheels). At the 
end of Winter suggest 

tune up, new tires. 

BOOST CUSTOMER LOYALTY
Customer events (i.e. birthday, 

anniversary of 1st purchase)

REDEEM GIFT CARD BALANCES 
Gift card has remaining balance 6 

months since last purchase

SELL MORE PRODUCTS 
Customer purchases 

a kid’s bicycle

TRIGGER

OUTCOME
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Email Workflow #1: Encourage Online Reviews
Trigger: Customer makes a purchase

6
6 | www.cumulusretail.comAccording to a Local Search Ranking Factors Report from MOZ, online 

reviews account for more than 10% of Google’s SEO results logic.

INVITE CUSTOMERS BACK TO 
REVIEW THEIR PURCHASE

SEND REMINDER

OFFER AN INCENTIVE

ASK IF THEY ARE HAPPY 
WITH THE PRODUCT

CUSTOMER WRITES REVIEW

DOES NOT 
OPEN EMAIL

OPENS EMAIL, BUT DOES NOT REVIEW



Email Workflow #2: Abandoned Cart Recovery
Trigger: Customer items(s) to cart but does not purchase

7 | www.cumulusretail.comThe Direct Marketing Angency’s National Client Email Report found remarketing 
emails average 30% conversion, compared to the overall average of 5%.

REMIND CUSTOMER TO CHECKOUT, AND OFFER 
REVIEWS AND SUGGESTS PRODUCTS

SEND REMINDER

OFFER AN INCENTIVE

TRIGGERS WORKFLOW #1 
(ASK FOR REVIEW)

CUSTOMER WRITES REVIEW

DOES NOT 
OPEN EMAIL

OPENS EMAIL, BUT DOES NOT REVIEW



Email Workflow #3: Bring Customers Back
Trigger: Customer doesn’t purchase in 6 months

8 | www.cumulusretail.com A recent eMarketer report says automation has driven conversion 
rates as high as 50% for B2C marketers.

OFFER AN INCENTIVE TO MAKE A PURCHASE

SEND REMINDER

OFFER AN INCENTIVE

TRIGGERS WORKFLOW #1 
(ASK FOR REVIEW)

CUSTOMER COMPLETES PURCHASE

DOES NOT 
OPEN EMAIL

OPENS EMAIL, BUT DOES NOT PURCHASE



Email Workflow #4: Boost Customer Loyalty
Trigger: Customer events (i.e., birhtday, anniversary of 1st purchase)

9 | www.cumulusretail.comAccording to the Epsilon Email Institute, triggered emails average 70.5% higher 
open rates and 152% higher click-through rates than “business as usual” emails.

SEND CUSTOMERS AN INCENTIVE FOR BEING 
LOYAL TO YOUR BRAND

TRIGGERS WORKFLOW #1 
(ASK FOR REVIEW)

SEND A REMINDER

DOES NOT OPEN EMAIL

CUSTOMER COMPLETES PURCHASE



Email Workflow #5: Gift Card Balance Reminder
Trigger: Gift card has remaining balance, 6 months since last purchase

10 | www.cumulusretail.comA study by Pardot reveals that over 75% of email 
revenue is made from non-generic campaigns.

REMIND CUSTOMER ABOUT REMAINING 
BALANCE ON GIFT CARD

OFFER AN INCENTIVE

TRIGGERS WORKFLOW #1 
(ASK FOR REVIEW)

CUSTOMER COMPLETES PURCHASE

DOES NOT 
OPEN EMAIL

OPENS EMAIL, BUT DOES NOT PURCHASE

SEND REMINDER



Email Workflow #6: Sell More Products (upsell, cross-sell, etc.)
Trigger: Customer purchases a kids bicycle

11 | www.cumulusretail.comAccording to eMarketer, data from Barilliance shows the best retargeting 
conversion rate happens when the first retargeting email is sent within an hour.

REMIND CUSTOMER ABOUT REMAINING 
BALANCE ON GIFT CARD

TRIGGERS WORKFLOW #1 
(ASK FOR REVIEW)

CUSTOMER COMPLETES PURCHASE

DOES NOT 
OPEN EMAIL

OPENS EMAIL, BUT DOES NOT PURCHASE

SEND REMINDER

SEND REMINDER

CAN TRIGGER 
OTHER 

WORKFLOWS



6 Steps To Email Automation — Our Approach

12 | www.cumulusretail.comA study by Campaign monitor shows that emails with 
personalized subject lines are 26% more likely to be opened

Create & design 
responsive emails 

(messages, promotions, 
graphics)

1. DESIGN EMAILS

Consolidate data 
from all channels to 

segment lists 
based on live 

CRM/sales data.

3. SEGMENT EMAILS

Perform A/B tests 
to determine the best 

subject line, layout 
and incentives. 

5. EXPERIMENT

Create promotions 
based on trends, 

best practices and 
what has worked.

2. CREATE PROMOTIONS

Create multiple 
campaigns to flow 

automatically based 
on specific triggers.

4. AUTOMATE WORKFLOWS

Optimize your 
campaigns based on 

prior metrics 
(i.e., open/

click/conversion rates).

6. EVALUATE

Cumulus Retail provides the tools so you (or your marketing staff) can execute your own marketing efforts. We 
can also provide email templates and sample workflows so you can get started quickly.

Whether you are driving consumers to your physical store(s) or eCommerce site, email marketing is
by far the most effective and cost efficient form of reaching your consumers.



To Learn More, Visit:
www.CumulusRetail.com/EmailAutomation

CAM Commerce Solutions 
A Subsidiary of Celerant Technology

CAM Commerce Solutions, founded in 1983, develops, markets, installs and services highly integrated Point-of-
Sale, ERP and Payment Processing solutions for small to medium size merchants as well as specialty markets. 
These integrated solutions include: point-of-sale, inventory management, eCommerce, gift cards, customer 
loyalty, and extensive reporting. In 2012, Celerant Technology, a privately held Corporation, providing seamless 
multi-channel solutions to retailers across all industries, merged with CAM Commerce. As a mid-market retail 
system leader, Celerant provides solutions to continually accelerate retail growth through innovative technology. 
As a result of this partnership, CAM Commerce offers Cumulus Retail, an easy-to-use and flexible, Cloud-based, 
SaaS solution.

5555 Garden Grove Blvd; Suite 100
Westminster, CA 92683

United States 
(714) 338-0200

www.cumulusretail.com 

To Learn More, Visit:
www.CumulusRetail.com/EmailAutomation


