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A word of warning before we begin. This guide’s topic
is something we feel strongly about.

Expect robust arguments (supported by data)
and, in parts, the occasional rant at the myths and

misconceptions we see believed and perpetuated by
many.

So, let’s get started.



A well-written, interesting and, above all else,
relevant newsletter adds value to everyone who
receives it and demonstrates your expertise.

Do you want to do those things 4 or 12 times
per year?

Many advisers/planners worry that monthly
newsletters will annoy, bombard, or alienate the
people receiving it.

If you're one of those advisers/planners, here’s some
data to show that you really don’t have anything to
worry about.

Recently, we took over a client from another
marketing agency that previously recommended
sending newsletters quarterly. The two they sent in
the first half of 2022 had open rates of 48.99% and
43.57%.

Towards the end of last year, we moved them to
monthly newsletters. The open rates rose to:

Hopefully, that significant increase in open rates is
enough to kill the myth that monthly newsletters are
unpopular with clients.




If you don’t nurture “right-fit” prospects who don’t immediately
become clients, you waste the time and money you’ve spent
generating the enquiry.

Your newsletter aims to position you as a go-back-to expert in
the minds of prospects. You’'ll achieve that objective far more
quickly if you send the newsletter monthly, not quarterly.

How long does it take to onboard a new client these days?
Three, four, even five months?

That’s a long time when they might go weeks without hearing
from you. And that’s where your newsletter comes in. If you
send it monthly, they’re guaranteed to hear from you every
four weeks or so. That touchpoint will help to remind them why

they chose you.




Every time your monthly (or weekly) newsletter
lands in someone’s inbox, it boosts your
reputation for reliability.

The length of time between quarterly newsletters
means this just doesn’t happen. It feels like you're
starting all over again every time you send it.

If consistency demonstrates reliability and breeds
confidence, the opposite is also true.

A lower send frequency can mean prospects, who
are naturally less familiar with your brand, are
more likely to forget who you are and why they’re
on your distribution list, increasing the likelihood
that they’ll unsubscribe.

Advisers and planners also tell us that lots of
clients start to expect and anticipate a monthly
update — sometimes going as far as complaining if
it doesn’t arrive!

Once you’ve invested time and money in
producing high-quality content, you want as many
people to read it as possible, right? So why hide it
away on your website where people are unlikely
to find it?

Over the years we’ve spoken with some advisers,
planners, and marketers who write content
monthly but only share it in their newsletter every
quarter.

That’s madness!
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People aren’t bookmarking your website and
regularly checking back to see if you’ve published
something new. If you want to maximise the
number of people looking at your content, you
must put it under their noses. The best way to do
that?

SEO? Nope. Social media? Think again.
A newsletter? That’s right!

It's all about making sure the balance between
content production and promotion is right.

Writing monthly and sharing quarterly = wrong.

Writing monthly and sharing monthly = right.

Quarterly newsletters make it hard to be bang up-
to-date.

For example, right now there’s talk of another
banking crisis after the problems at Credit Suisse
and Silicon Valley Bank. In the long run, all will be
well, but some of your clients might be concerned.
If you send your newsletter every month, it won’t
be long before your clients get the information,
confidence, and reassurance they need from you.

That might not be the case if you publish every
three months.

Equally, if you're sharing news that is no longer
hot off the press (which it won’t be if it happened
two months before your newsletter goes out),
you’re not presenting yourself as a go-to expert
with your finger on the pulse.

If your clients, prospects, and professional
connections can get relevant and timely
information elsewhere, why would they sit around
waiting for your quarterly update?



REMEMBER: MONTHLY
> QUARTERLY

There we have it: seven reasons why you should

publish your newsletter at least monthly, and not

quarterly. If, by now, you don’t buy my arguments,
we can’t be friends.

Only kidding. | still love you.

But come on, what possible reasons can there be
for sending a newsletter less frequently than once
a month? If you can think of any, email
hi@theyardstickagency.co.uk i’d love to hear
them.
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And if now’s the right time to review how
you do newsletters, click here to request
our newsletter pricing.
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