
 
Best Single Welcome Letter to New Subscribers 
Silver B2C 
ALCO Rewards Program Welcome 
 
Brand/Client Side Team: 
Brent Streit 
 
Vendors/Agencies: 
ER Marketing 
 
MarketingSherpa Summary – Why They Won: 
 
Marketers for the regional retailer ALCO had a challenge with their customer rewards program. 
Because signups were collected in stores on paper forms, there was a two-week lag before they could 
process registrations and send a welcome email. So, the welcome email had to remind subscribers that 
they’d signed up, remind them of the program details, and set expectations for future email volume 
such as a weekly circular and a weekly special offer email. Despite the long lag time, their utilitarian 
message achieved an average open rate of 35.5% and an average CTR of 14.8% 
 
From Their Nomination Form: 
 
This email is effective because it sets expectations and provides an opportunity to update 
information, in a friendly voice that mirrors the ALCO store experience. It does not push them to 
buy, but maintains the friendly voice and also offers them the chance to connect with ALCO on 
Facebook and Twitter. 
 



 
 


