
Behavioral Segmentation for Email & Automation
A comprehensive cheat sheet covering behavioral segmentation strategies for enhancing email marketing and automation efforts. Learn how to

target your audience based on their actions and improve engagement.

Understanding Behavioral Segmentation

Types of Behavioral Segments

Implementing Behavioral Segmentation in Email Automation

Core Concept

Behavioral segmentation groups customers based on

their actions and behaviors, not just demographics or

firmographics. This allows for more personalized and

effective messaging.

Focusing on what customers do provides deeper insights

than who they are. Trackable actions include website

visits, email engagement, purchase history, and app

usage.

Benefits of Behavioral Segmentation

Increased

Engagement

Relevant content leads to higher

open rates, click-through rates, and

conversions.

Improved

Customer

Experience

Personalized messaging shows

customers you understand their

needs and preferences.

Higher ROI More efficient marketing spend by

targeting specific segments with

tailored offers.

Better Customer

Retention

Proactive engagement based on

behavior fosters loyalty and reduces

churn.

Key Behavioral Data Points

Website Activity: Pages visited, time spent on site,

resources downloaded.

Email Engagement: Opens, clicks, forwards, unsubscribes.

Purchase History: Products purchased, frequency of

purchases, average order value.

App Usage: Features used, time spent in app, frequency

of use.

Content Interaction: Articles read, videos watched,

comments made.

Purchase Behavior

Segmenting based on buying habits:

Frequent Buyers: Reward loyalty with exclusive

offers.

One-Time Buyers: Encourage repeat purchases with

targeted promotions.

High-Value Buyers: Offer premium support and

personalized recommendations.

Lapsed Buyers: Re-engage with special discounts or

new product announcements.

Engagement Level

Segmenting based on interaction with your content:

Active Engagers: Provide early access to new

features or content.

Passive Engagers: Entice with compelling content

and clear calls to action.

Inactive Users: Re-engage with personalized email

campaigns or surveys.

Click-Through Rate (CTR) Based: Send different

content based on what links users click.

Website Behavior

Segmenting based on website activity:

Page Visitors: Target with related content or product

recommendations.

Form Abandoners: Follow up with reminders or

assistance.

Product Viewers: Offer special deals or highlight

product benefits.

Shopping Cart Abandoners: Send reminder emails

with incentives to complete the purchase.

Lifecycle Stage

Segmenting based on where the user is in their journey:

New Subscribers: Welcome series with introductory

content.

Trial Users: Provide support and encourage

conversion to paid plans.

Long-Term Customers: Recognize loyalty and offer

exclusive benefits.

Churn Risk: Proactively address concerns and offer

incentives to stay.

Setting Up Tracking

Ensure you have proper tracking in place to capture

behavioral data. This may involve:

Website Tracking: Using tools like Google Analytics

or dedicated marketing automation platforms.

Email Tracking: Utilizing tracking pixels and link

tracking to monitor opens and clicks.

CRM Integration: Connecting your CRM to your

marketing automation platform for a unified view of

customer behavior.

Event Tracking: Capturing specific actions within

your app or platform.

Automation Workflows

Design automated workflows that trigger based on

specific behaviors:

Welcome Series: Triggered by new subscription.

Abandoned Cart Series: Triggered by abandoned

shopping cart.

Re-engagement Series: Triggered by inactivity.

Upsell/Cross-sell Series: Triggered by specific

product purchases.

Personalized Recommendations: Triggered by

browsing history.

Personalized Content

Use behavioral data to personalize email content:

Product Recommendations: Display products based

on past purchases or browsing history.

Dynamic Content: Show different content blocks

based on user behavior.

Personalized Offers: Provide discounts on products

or services relevant to the user’s interests.

Tailored Messaging: Adjust the tone and content of

your message to match the user’s lifecycle stage.
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Best Practices and Optimization

Examples of Automation Triggers

Trigger Email Content

Visited product page

> 3 times

Email featuring that product and

similar items.

Opened welcome

email but didn’t click

Follow-up email with a different

call to action.

Made a purchase in

the past month

Email showcasing new products

and exclusive deals for loyal

customers.

Downloaded a

specific ebook

Email with related content and

an offer for a consultation.

Data Privacy and Compliance

Always adhere to data privacy regulations (e.g., GDPR,

CCPA) when collecting and using behavioral data. Obtain

consent where necessary and be transparent about your

data practices.

Testing and Iteration

Continuously test and optimize your behavioral segments

and automation workflows. A/B test different email

content, triggers, and offers to improve performance.

Monitor key metrics such as open rates, click-through

rates, and conversion rates.

Segmentation Granularity

Find the right balance between segmentation granularity

and manageability. Too few segments may result in

generic messaging, while too many segments may be

difficult to manage and maintain. Focus on the segments

that will have the biggest impact on your business goals.

Dynamic Segmentation

Implement dynamic segmentation to ensure that users

are automatically added to or removed from segments

based on their changing behavior. This will help you keep

your segments up-to-date and relevant.

Avoiding Common Pitfalls

Over-segmentation: Creating too many segments

with limited data.

Ignoring Data Privacy: Failing to comply with data

privacy regulations.

Static Segments: Not updating segments based on

changing behavior.

Irrelevant Messaging: Sending generic messages

that don’t resonate with the segment.

Lack of Testing: Not testing and optimizing your

segments and workflows.
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