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Unit 411 Email marketing 
 

UAN: R/505/9105 

Level: 4 

Credit value: 7 

GLH: 35 

Aim: With this unit, learners will evaluate email 
as a marketing tool.  Learners will develop 
an understanding of best industry practice 
required and be able to explain and 
demonstrate a range of organisational, 
marketing and technical concepts and 
factors. 
 
Learners will be expected to be able to 
employ industry best practice to analyse 
information to develop a brief and establish 
customer profiles for a campaign, design a 
message, whilst considering technical and 
legal issues, manage a mailing list and run a 
campaign. They will also be able to 
evaluate campaign success and their own 
performance. 

 

Learning outcome 

The learner will: 
1. understand requirements for email marketing campaigns 

Assessment criteria 

The learner can: 
1.1 explain the requirements for different stages in email marketing 

campaigns  
1.2 explain how to profile target audience for email marketing 

campaigns  
1.3 explain ways of generating leads for email marketing  
1.4 evaluate an email marketing campaigns against legal 

requirements. 

 

Range  

Requirements 
Budget, time, staffing, expertise (in-house, outsourced), software 
 
Stages 
Set objectives, specify message, create mailing lists, create message, 
design and style message, technical test, send, report, evaluate 
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Legal requirements 
Use and storage of personal information, confidentiality, SPAM, 
unsubscribe, cross border issues. 

 

Learning outcome 

The learner will: 
2. understand design criteria for email marketing campaigns 

Assessment criteria 

The learner can: 
2.1  explain possible calls to action of an email message 
2.2 describe best practice in writing copy for email marketing 

messages 
2.3 describe best practice in the technical design of email marketing 

messages 
2.4 evaluate e-mail marketing platforms  
2.5 explain the causes of technical obstacles encountered in email 

marketing 
2.6 explain the data required from technology to measure success. 

 

Range  

Writing 
Copywriting, tone of language, corporate style, organising content, 
links, calls to action, use of headlines, proof reading, sign off 
 
Technical design 
Design layout, style, use of rich media, HTML coding, links, tracking 
codes. 

 

Learning outcome 

The learner will: 
3. be able to run email marketing campaigns 

Assessment criteria 

The learner can: 
3.1 establish a customer profile for an email marketing campaign 
3.2 create a brief for an email marketing campaign 
3.3 create a mailing list for a customer profile 
3.4 apply criteria from a brief to create a marketing email message  
3.5 test a marketing email  
3.6 evaluate the success of an email marketing campaign against aims 

and objectives from a brief 
3.7 evaluate own performance in running an email marketing 

campaigns 
3.8 recommend actions for improvement to own performance and an 

email campaign. 
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Range  

Brief 
Customer profile, campaign objectives, success criteria, budget 
 
Create 
Write copy, technical design. 
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Unit 411 Email marketing 
Supporting information 

Guidance 
The expectation is that learners will originate, implement, manage and 
evaluate a campaign in the workplace. A basic objective may be set by a 
line manager (e.g. sell more shoelaces) but the campaign brief should be 
developed and implemented by the learner. 
 
3.3 It is expected that learners will be working on the development and 
implementation of a real world campaign and will therefore be able to 
develop customer profile(s) from existing data that a business holds about 
its customer and the specifics of the campaign objectives. 
 
1.3 Ways of generating leads for example; 
Researching (social media and business networks, sales data, 
subscription lists, membership lists, trade organisations), purchasing,  
 
2.1 Calls to action for example; 
Complete a form, provide personal information, write a review, purchase 
a product, find out more information, watch a video, visit a website  
 
2.5 Technical obstacles for example; 
Missing images, image blocking, broken layout, rendering issues in 
differing email clients, firewall and network blocking, attachments  
 
3.3 Create for example; 
Research and record, purchase, identify customers in an existing 
database, segment according to criteria in a brief 
 
3.5 Test for example; 
Evaluate results against objectives, adjust for technical issues.  
  


