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Why Email Still Wins 
in the Age of AI

AI flooded every channel. Marketers feel the pressure to produce 
more content, optimize for algorithms, chase the next platform.

Meanwhile, email keeps working.

Why:

● You own the list
● You control the delivery
● You measure what matters

Before you automate everything with AI, get the fundamentals 
right. These 7 tactics make email healthier and more effective 
starting today.



Email is owned media. 
AI made it MORE valuable.

Marketing breaks into three categories:

● Paid Media - You rent attention (ads, sponsorships)
● Earned Media - You earn attention (press, shares, reviews)
● Owned Media - You control attention (website, email, 

content)

AI flooded paid and earned channels with noise. Algorithms 
shift overnight. Reach gets throttled. Trust erodes.

Email is different. You own the list. The inbox can't be gamed 
by bots. When someone opens your email, that's real 
attention. Real intent.

Protect it.



The 7 Tactics



Validate Your List
Tactic 1

● Clean data = fewer bounces, fewer complaints, 
and a stronger reputation

● Risks of sending to unverified/outdated contacts

● Simple workflows:

○ Validate before every major campaign

○ Automate verification for new leads

○ Monitor list health continuously



Check Sender Reputation
Tactic 2

Simple checks to run:

● Review domain health and authentication status

● Check for blacklist or blocklist listings

● Confirm proper SPF, DKIM, and DMARC alignment

Maintaining a healthy sending domain:

● Warm up gradually when increasing volume or using a 
new domain

● Monitor engagement signals to avoid reputation drops

● Aim for a consistent, authenticated, low-bounce sending 
pattern



Segment for Engagement 
and Inbox Placement

Tactic 3

Segmentation

● Use segmentation as delivery tool, not just for 
personalization

Use Your CRM

● Engaged vs. unengaged

● Recent activity segments

● Behavior-based microsegments (downloads, clicks, page views)

Targeting Benefits

● Smarter targeting reduces spam-filters and increases relevance



Segmentation Tips
Tactic 3 Cont.

DON’T…

● Repeatedly send to your whole list - most email tools

let you automatically send to only “engaged contacts” 

DO…

● Lean on your CRM to find active segments to engage 

● Send targeted content to targeted lists



Nurture the Curious
Tactic 3 Cont.

Nurture sequences work when you give real 
value to people who opted in but aren't ready 
to buy yet.

We send longer-format emails with complete 
insights. No click required to get the payoff. 
Cadence varies between 1 and 3 weeks.

● Strong open rates (25%+)
● Low click-through expectations 
● Downstream conversions from people who 

read but didn't click

The goal isn’t the click. The goal is to stay top of 
mind until they're’ ready.

Subject Why your 
negotiations fail

Preview text Four early 
moves that can help



Simplify Copy & Design
Tactic 4

Improving email performance 

● Clear, lightweight emails perform well 
in B2B inboxes

● Actionable tactics
○ Shorter sentences
○ Fewer images
○ Direct CTAs
○ Scannable structure



Beat the 
Cluttered Inbox 

Tactic 4 Cont.

New client. 40K contacts. Sporadic sends to 
a fraction of the list.

We cleaned the list with ZeroBounce, then ran 
a four-week warm-up with simple, valuable content. 

Results: 

● Open Rate 23% and Click Through Rate 39%

● Now sending weekly to 13K engaged contacts

● They'd been sitting on their best asset the whole time

Subject: Your sales forecast is probably 
erratic and far too inaccurate (here's why)

Preview text: An 8-minute read that could 
save you months of missed forecasts.



Data-Native Audiences: 
Email is the Endpoint 

Tactic 4 Cont.

● One of our clients sells digital asset market data. Their 
weekly newsletter is packed with insights their audience 
actually wants to read.

● Opens run 30% to 40%. Click-throughs hover at 2% to 5%.

● We don’t panic.

● For this audience, asking them to click is friction. They 
consume the insights directly in the email. The newsletter 
does exactly what it's supposed to do: prove expertise and 
support the sales team.. 

● Sometimes the best CTA is no CTA at all.



Optimize Subject Lines & Preheaders
Tactic 5

Subject lines

● Simple formulas

● How to create curiosity without misleading

● Test, test, test

Preheaders

● Complimenting the subject without repeating

● Test, test, test



Subject lines work when they 
signal insight, not marketing

Tactic 5 Cont.

Lead with idea, not your CTA

● Say something meaningful is inside. Do not ask for action 
in the subject line

Use specificity to earn curiosity

● Concrete details beat clever language every time.

Tie insight to relevance or risk

● Professionals open emails that help them think or avoid 
mistakes.

The highest open rate - 44% and highest CTR - 9% for our 
weekly newsletter in 2025 

Subject: LinkedIn’s Latest Algorithm: 
Here’s What’s Actually Working



CB Insights—A Great B2B 
Email!

Tactic 5 Cont.

● Sent from the founder's email

● The preview text has company name 

● Irreverent tone

● Frequency restraint (1, 2, 3 weeks)

● Pattern interrupt backed by data

○ “The AI agent bible”
○ “Vibe coding is over.”
○ “killing PowerPoint”
○ “ChatGPT goes social”
○ “Amazon’s AI employees”
○ “Old IPOs”



We tried this . . .  
Tactic 5 Cont.

Subject tldr quick industry news: Jay Schwedelson

Preview text 1 minute read

● Quick brief no sales email to opt- in base 
as a 2026 experiment

● No sales action requested, just a gift.

● 44% Open. 6% click through (which was 
not necessary)

Idea from- Jay’s Podcast “Do This Not That” 



Test Your Email’s 
Inbox Placement 

Tactic 6

● Pre-send testing catches issues before damage 
occurs

● What good testing includes:

○ Blacklist checks

○ Content scoring

○ Authentication insights

● Deliverability review = long-term performance 
improvement



Adjust Send Timing 
& Frequency

Tactic 7

Better results come from adjusting when 
and how often you send, not sending more.

● Timing that performs well.
○ Jay Schwedelson's Guru Calendar 

● Avoid overwhelming audience

● Testing ideas:
○ Cadence
○ Send windows
○ Triggered vs. batch sends

https://outcomemedia.whitepaperhouse.com/lp41


Early Week Education  
Late Week Conversion

Tactic 7 Cont.

Mid-Week Value, Zero Sales Pitch

Dan Tyre's monthly mentorship newsletter hits Wednesday 
inboxes with one thing: useful content.

This edition: goal-setting frameworks, personal updates, 
vision boards, community events. Long-form email that delivers 
value without requiring a click.

Why it works:

● Mid-week when people have mental space
● Personal storytelling builds connection
● Only sent to engaged subscribers

The goal isn't conversion. It's staying top of mind.

Subject: February Tyre Mentorship Program Newsletter 



Seasonal Fatigue 
Tactic 7 Cont.

● Sent Dec 23 at 4 am local time

● The cost of every email you send is 
unsubscribes. 

Was this worth even one unsubscribe?



Bringing It All 
Together: The 
Fundamentals That 
Drive Email Success



Stronger Data. Clearer Messages. 
Better Deliverability

● Email succeeds when:

○ Your data is clean

○ Your message is clear

○ Your sending habits are intentional

● AI helps create content, but deliverability + 
engagement still rely on fundamentals



Questions or want to 
learn more?

Scan to create your free 
ZeroBounce account!

● Get started with email validation and deliverability tools

● No commitment - just explore and test with your own data

Create a free ZeroBounce account!

● Get the Guide: Improving Email Deliverability in 2026

● Google, AI-powered Algorithms, Spam, Technical Setup, 
Engagement, and Metrics - What B2Bs need to know 
right now!

Scan here to get the 
deliverability guide!

Get a free email deliverability guide!
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