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Creating Effective Email Marketing Campaigns

• Developing Your Message
• Profile your Target Investors
• Source and Compile Your Investor Target List
• Executing Your Email Campaign
• Examples of Email Formats
• Increasing Your “Hit Rate”
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Developing Your Message
• Minimum annual marketing expense:  $75K-100K

• Excluding cost of a marketing staff

• Highlight firm’s distinct value

• Identify your “hook”

• Hook:  8-12 words that get to foundation of your firm’s value to investors

• BHA hook:  “Connecting Fund Managers With Investors”

• Create an elevator pitch

• BHA elevator pitch:  “Through one-one one interviews, BHA collects investor’s 
fund strategy preferences, fund manager requirements and allocation timelines. 
Fund managers drastically improve their marketing efforts because BHA knows 
where the money is.”
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• “Hit Rate” determined by whether investor is looking for your fund

• Target investors based on your size and strategy

 Categories of investors

 Tailored email to investor interests gets higher response rate

• Outreach:  broad versus targeted

 Targeted—leads to higher results from a smaller group

 Broad—captures a few “outliers” that were not identified

 BHA sales example-California trip

– Created Global Target List of likely prospects

– First email to entire state, 2nd email is targeted to cities
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Define Your Investor Targets
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• Creating a Global Target List

– Your internal contact list
– Investor contact databases

• General investor list  1-2% hit rate (Whitehall Financial Data)
• List of investors interested in your fund strategy  3-5% hit rate  (BHA)

5

Define Your Investor Targets (cont.)
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• Format the data
• Correct names
• Avoid multiple emails to same contact
• Avoid general emails
• Remove “Do Not Calls”
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Source and Compile Your Distribution List
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• Subject line
– Determines open rate 90% of the time
– State your purpose
– Use…spacing – characters for ease of understanding
– Limit to approximately 90 characters

• Body
– Hook and elevator pitch
– Action item

• Follow Up
– Approach:  phone versus email
– Multiple attempts
– Phone canvassing
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Executing an Email Campaign
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Examples of Email Formats

Second attempt:  sent 3-5 days 
after first request

Final attempt:  sent few days 
before trip

First attempt:  sent 2 weeks prior to trip

• Consistently results 
in 15+ meetings per 
week

• Second and final 
emails have a higher 
response rate than 
first attempt

• Use email software 
to track opens and 
clicks

• Meeting requests for a marketing road trip
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Examples of Email Formats (cont.)

• Email containing click-throughs

• Make attachments into 
clickable links

• Use multiple  click-throughs

• PPC includes links to relevant 
documents and link to general 
brochure 
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Examples of Email Formats (cont.)

• Customize email around recipients’ current interests

Customize:

• Email based on recipient’s 
current interest

• Subject line

• Body of email

Creating Effective Email Marketing Campaigns



• Cut through the “noise” and get noticed

• Investors get hundreds of unsolicited emails, calls and pitch books each week

• High competition:  20K alt. fund managers chasing after 50K investors

• A compelling pitch and a value driver are mandatory

• Target the right contact for maximum return

• Small firm  CIO

• Medium investor  CIO and MD

• Large investor  Analyst, Director and MD

• Using email software
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Increasing Your “Hit Rate”
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The Fund Manager’s Marketing Manifesto

The Fund Manager’s Marketing Manifesto:
Best Practices for Fundraising in the Alternative Investment Industry

• Actionable solutions to marketing challenges facing         
alternative investment fund managers
• Step-by-step guide

Section 1 – The Preliminaries of a Fundraising Campaign
Section 2 – Identifying and Engaging with Potential Investors
Section 3 – Developing Relationships on the Campaign Trial
Section 4 – Nurturing Your Investor Relationships

The book is available for purchase at www.brightonhouseassociates.com

Download a free chapter of The Marketing Manifesto on The Brighton House 
Associates website:  Researching the Investor Universe to Identify Prospects
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http://www.brightonhouseassociates.com/�
http://www.brightonhouseassociates.com/�
https://www.brightonhouseassociates.com/site/docs/Marketing_Manifesto_Chapter_4.pdf�


• Brighton House Associates is a research company that collects valuable investor information 
through one-on-one interviews that reveal investor fund strategy preferences, fund manager 
requirements, and allocation timelines. Through these interviews, the BHA research team 
identifies where alternative institutional capital is currently in play and where it will be 
allocated. This investor mandate information is sold to alternative managers as part of the 
BHA database subscription service. BHA’s unique ability to pinpoint where investors are 
targeting their dollars helps fund managers significantly improve their marketing efforts. 

• At the beginning of 2011, of the 7,000 active mandates collected by Brighton House 
researchers, 821 were from hedge fund investors that are currently evaluating and allocating 
capital to managers with under $200M in AUM.  With investors increasingly emphasizing and 
evaluating Hedge Fund run by Emerging Managers, 2011 will be an extremely important year 
for emerging funds looking to build their asset base.  The Fund Manager’s Marketing 
Manifesto addresses the many challenges and obstacles that prevent many funds from 
running successful marketing campaigns. 

Brighton House Associates
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