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Written and Published by Richard Goutal 
Copyright © Richard Goutal, 2009 All Rights Reserved 
 
No part of this publication may be reproduced or transmitted in any form or by any means, 
mechanical or electronic, including photocopying and recording or by any information storage and 
retrieval system, without express written permission from the author. 
 
Brief excerpts of text may be used for review purposes when properly credited. No illustration, 
photo, table, or chart may be used for review purposes. 
 
For clarity: 
 
You can Resell the Book    [NO] 
 
You can Transfer Resell Rights [NO] 
 
You can Give Away for Free [YES] 
 
You can Use as a Bonus [YES] 
 
You can Sell on Auction Sites [NO] 
 
You can Change or Amend [NO] 
 
You can Copy Part or All  [NO] 
 
 
This e-book is designed to provide accurate and helpful information regarding the topic covered: 
options for marketing available to home businesses.  It is provided with the understanding that 
the publisher is not engaged in rendering any legal, accounting, or other professional service.  If 
such advice is required, please consult a qualified attorney, accountant, or other qualified 
professional. 
 
The information presented is presumed to be accurate as of July, 2009.  The pricing and features 
of each service company reviewed in this document change frequently.  That is especially why 
the following paragraph is true! 
 
While every effort has been made to provide accurate information, the author/publisher assumes 
no responsibility for error, omissions, lack of care, default, negligence or contrary interpretation of 
the subject matter herein.  The reader, who has freely received this book, assumes sole 
responsibility for the use of the information contained herein.  The author/publisher assumes no 
loss or damage of any kind whatever arising as a result of the reader acting on any 
recommendation expressly or implicitly published herein.  No guarantee is made.  Each reader 
must test everything for himself. 
 
RG Consulting Partners may receive a commission or other benefit when a reader clicks on the 
link of any of the reviewed services in this report and makes a purchase. 
 
 



www. RG Consulting Partners.com  Page 1 
  

 

R e p o r t  o n  Au t o r e sp o n d e r s  
 
 
 
 
There are quite a few companies that offer an autoresponder service.  While it is possible to have your 
own autoresponder software program installed on your server, the benefits of using an emailing service 
far outweigh any possible benefits of using such installed software; chief among these benefits is the high 
deliverability of the emails sent with a service as opposed to the deliverability of email sent from any 
program on your server, not to mention the risk of being blacklisted by major servers around the world.  
 
So this report focuses on emailing services with built in autoresponder capability. I have selected four of 
these services to research and compare.  These services are Aweber, Constant Contact, iContact, and 
MailChimp. 
 
 
Cost s:   Let's begin with cost. The typical cost structure is a monthly charge based on the number of 
confirmed contacts stored in your lists. Presumably, since the number of contacts will grow as your 
business grows, it is useful to think ahead.  From Table 1 we learn that the pricing advantage changes as 
the number of contacts grows: For under 100 contacts, MailChimp is the winner because it is free. If you 
are not going to have more than 1,000 contacts, iContact and MailChimp are nicely priced. Above 1000 
contacts, the monthly cost for all four services is very close. 
 

Table 1:  Comparison of Monthly Costs  

Monthly Cost for Up 
to x Contacts 

Aweber Constant 
Contact 

iContact MailChimp 

100 $19 $15 $10 Free 

250 $19 $15 $10 $10 

500 $19 $15 $14 $10 

1,000 $29 $30 $19 $30 

2,500 $29 $30 $29 $30 

5,000 $49 $50 $47 $50 

10,000 $69 $75 $74 $75 

Note: Accurate in July, 2009.  Remember: Pricing by each company is subject to change at any time! 
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However, three of the companies offer various types of discounts based on an  annual pre-paid account 
(MailChimp is the exception).  The way in which those discounts are calculated differ considerably.  
Table 2 shows the lowest annual costs.  When your total contacts are in the 2,500 to 10,000 range, the 
lowest annual pre-paid cost is provided by Constant Contact. 
 
 

Table 2:  Comparison of Lowest Annual Costs  

Lowest Annual Cost 
for Up to x Contacts 

Aweber Constant 
Contact 

iContact MailChimp 

100 $194 $153 $107 Free 

250 $194 $153 $107 $120 

500 $194 $153 $151 $120 

1,000 $314 $306 $205 $360 

2,500 $314 $306 $313 $360 

5,000 $554 $510 $507 $600 

10,000 $794 $765 $799 $900 

Note: Accurate in July, 2009. Remember: Pricing by each company is subject to change at any time! 

 
Regarding Table 2:  The web sites for Constant Contact and iContact clearly identify the annual prepay 
pricing. Aweber calculates its annual prepay fee differently and it is not easy to find on their website.  I 
had to call a sales person.  MailChimp does not have an annual prepay discount, so their lowest annual 
fees are the result of multiplying their monthly fee by 12 months.  
 
MailChimp alone offers an optional plan for an account that does not require any monthly fee.  (This is 
not shown in any of my tables.) You simply buy credits which carry over from month to month and use 
the credits like stamps: one credit = one emailed message in any campaign. 
 
 

 
http://budurl.com/RGCPaweber 

 
http://budurl.com/RGCPiContact 

 
http://budurl.com/RGCPconstantc 

 
http://budurl.com/RGCPmailchimp 
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St ar t ing Out :   All of the companies offer different ways to try out their service with the MailChimp 
offer being the most generous.  See Table 3. 
 
 

Table 3:  GETTING STARTED 

Aweber Constant 
Contact 

iContact MailChimp 

30 day money-
back guarantee Free 60 day trial. Free 15 day trial. 

Try it free with up 
to 100 contacts for 
as long as you like. 

 
 
Of course the services assume that once you have gotten familiar with their system you will resist trying 
to learn another system.  In some cases, as I will explain later, once you have built a list of 25+ names, it 
can be a challenge to move the names to another service.  
 
 
Per m ission  T er m inol ogy:   All quality email services are permission-based. They strictly insist that 
all of their clients have lists that contain only contacts that gave their permission to receive email.  Such 
strict enforcement can convince email delivery companies (like Yahoo, Hotmail, Verizon, Comcast, AOL, 
Earthlink, etc) that they do not send unwanted email (spam). Because they can give that assurance, any 
email sent from the four companies in this review are widely white listed; that means the chances of your 
email being rejected for delivery are greatly reduced. 
 
However, the four companies differ in the way that they insist on your contacts giving you permission to 
send them email.  AweberÕs insistence is the strictest as they require everyone on your list to Òdouble opt-
in.Ó This contributes to AweberÕs reputation for highest deliverability rates. 
 
So letÕs clarify Òdouble opt-inÓ and related terms. 
 

!  Opt-in, or subscribe Ð [verb] To choose to receive email communications from a 
particular person, company, or organization.  When a person does opt-in, they give 
their permission to receive such communications.  Opting-in to receiving email is a 
specific permission, different from simply purchasing a product from that same person 
or company.   

 
!  Single Opt-in Ð [noun] A single opt-in list is created by (1) inviting visitors to 

subscribe to an email list, perhaps from a sign-up form on a blog or web site, and (2) 
sending an immediate message to that visitor acknowledging the subscription, 
reviewing the nature of the subscription, and providing an immediate way of 
unsubscribing should the contact choose to do so.  

 
!  Double Opt-in, or confirmed opt-in  Ð [noun] A stricter method of ensuring that 

contacts on a list have given permission.  It creates an extra step in the sign up process. 
Specifically, it means that when a contactÕs name is added to your list, the contact is 
automatically sent an email that asks her to click a link in the email confirming that she 
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really wants to be on your list. Again, it requires a second action by the prospective 
contact.  Common wisdom says that fewer people will take this extra step.  Research 
validates that as many as 40% do not continue to this extra step.  (There are ways to 
write the messages in the sign up process to increase final confirmation.) 

 
Just as many marketers shy away from using the double opt-in for fear of a diminished 
number of sign ups, an increasing number are using it because they know it ensures a 
more loyal list of readers, and guarantees better deliverability.  As the public grows 
ever more weary of spam, it also grows in its acceptance of the double opt-in process. 

 
 

Table 4:  ADDING NAMES TO LISTS 

  Aweber Constant 
Contact 

iContact MailChimp 

Is manual loading of 
names onto a list 

possible? 
YES YES YES YES 

After adding a name 
manually, does the 
service require the 
contactÕs confirmed 

permission                         
(or double opt-in)? 

YES 
NO. ItÕs 

optional but 
suggested 

NO. ItÕs 
optional but 
suggested 

NO. ItÕs 
optional but 
suggested 

After a contact signs up 
from an online sign up 
form, does the service 

require a confirmed                    
(or double opt-in)? 

YES 
NO. ItÕs 

optional but 
suggested 

NO. ItÕs 
optional but 
suggested 

YES 

Can I manually load a 
list from: 

1- Someone elseÕs list? 
2-A purchased list of 
confirmed opt-ins? 

NO: 
Forbidden. 

NO: 
Forbidden. 

NO: 
Forbidden. 

NO: 
Forbidden. 

 
 
All four services in this review support the use of double opt-in.  However, only Aweber requires it for 
every contact.  Mail chimp requires it for sign ups from your forms.   
 
Also, all four services allow you to manually add names to your list or import a list of names to your list 
with the understanding that these are individuals who have specifically indicated to you that they would 
like to receive your emails.  The ability to add and remove names to your autoresponder manually is vital. 
Often, people will contact you without going through your autoresponder. These people need to be put on 
the autoresponderÕs mailing list.   
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In the case of Aweber, however, you can only import a list of names if: 
 

1. That list was created on another service where you chose to use the double opt-in 
method for every name and you can prove it.  In that case, an Aweber customer service 
rep will step you through the process. Otherwise, 

 
2. You must use their program to send your list a request to re-confirm their interest in 

receiving email from you.  Aweber provides advice on the best way to do this. 
 
In the case of the services that allow you to use a single opt-in process, you must ÒsignÓ (click or initial) a 
statement swearing that the names you are entering have requested to receive email from you.  None of 
the services allow you to load contacts or lists of contacts unless you have personally been given 
permission to put them on your email list.  So that means Ð 
 

!  No contacts from a purchased list. 
!  No contacts from someone elseÕs list. 
!  No contacts from a list you have put together by scraping together email addresses 

from web sites and the CC on emails received from others. 
!  No contacts from your own customer list if you havenÕt communicated with them for 6 

months. 
 
Perhaps you can see why it is critical to create your own list.  As many would say, if you do not have 
your own list, you do not have a business at all.  In the beginning of internet marketing, you might earn an 
affiliate commission by attracting people to the squeeze page of other internet marketers (Mike Dillard, 
the Renengade University, Charlie Page, the 90 Day Marketer, and others).  However, the prospects that 
you have attracted did not sign up on your list, they signed up on someone elseÕs list.  In order to add 
them to your list, you will have to send them an invitation to sign up in a personal email. 
 
This is why the wise marketer will first attract prospects to her own list, and then direct them to affiliate 
sign up forms. 
 
T r ack ing and A nalyt ics:    Not having the ability to track responses can cost you business. If you 
canÕt track response rates, you wonÕt have any way of knowing whether your messages are doing you any 
good. A good autoresponder will provide the ability to track responses.  
 
The most important things to check include: Who is opening the email?  Who is clicking on the links? 
Which links are receiving clicks? All of the four services reviewed allow you to track those responses.   
 
Some of the best analysis comes from split testing.  This is where you divide your part of your list into 
two groups and send each group the exact same email but with one change; for example a different 
subject line.  Why?  To learn which subject lines work best with your group.  However, of our four email 
service companies, two make this job very easy: Aweber, first of all, and to a lesser degree, MailChimp. 
In the case of the other two services, any split testing must be devised by the user and done manually. 
 
MailChimp is unique in that it has made integration of Google Analytics quite easy. 
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Table 5 summarizes what each of the four emailing services offer with respect to tracking and analytics. 
  
 

Table 5:  TRACKING 

  Aweber Constant 
Contact 

iContact MailChimp 

Who opens the email? YES YES YES YES 

Who clicks on links? YES YES YES 
Who clicks 
which links 
= XTRA$ 

Which links got clicks? YES YES YES YES 

What email addresses  
got bounced? 

YES YES YES YES 

Conversion rate? YES NO - ? NO  YES 

Revenue created? YES NO - ? NO YES 

Geographically 
mapped  locations of 

email that got opened? 
NO NO NO YES 

Google Analytics 
integration? 

NO NO NO YES 

Split testing to see 
what works? 

YES: 4 
groups. 
Test for: 

1-Subject 
lines 

2-Parts of 
message 
3-Parts of 

sign up 
forms 

NO, not 
automated. 

NO, not 
automated. 

YES: 2 
groups. 
Test for: 

1-Subject 
lines 

2-Day and 
time of day 

 
 

 
http://budurl.com/RGCPaweber 

 
http://budurl.com/RGCPiContact 

 
http://budurl.com/RGCPconstantc 

 
http://budurl.com/RGCPmailchimp 
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Ot her  Com par at ive Poi nt s:    There are many other things to look at when choosing an 
autoresponder.  A few of these considerations are shown in Table 6. 
 
 

Table 6:  SELECTED OTHER POINTS 

  Aweber Constant 
Contact 

iContact MailChimp 

RSS Feed conversion 
to email?    (Used to 

convert blog posts into 
a newsletter 

broadcast via email.) 

YES NO YES YES 

Templates for HTML 
design of newsletters? 

103 plus 
multiple color 

schemes 
400+ 300+ 

100+ plus 
ÒautomagicÓ 
design tool 

Survey application 
included? 

NO YES YES NO 

Create sign up forms 
for you to place on 
your squeeze page, 
blog, web site, etc. 

YES YES YES YES 

Does the service 
facilitate dividing the 
list into ÒsegmentsÓ 
based on product or 

service interests of the 
contact? 

YES 

YES 
(by searching 
on Òcontact 

detailsÓ) 

YES YES 

 
 
Comments: 
 
!  Segmenting lists has great value.  Create separate lists in the autoresponder for prospects and 

customers or for each separate product offered. Segmenting oneÕs list allows one to create even 
more targeted messages for that list....and the core of effective marketing is to match your message 
to your market. Not every message you send out relates to everybody on your list, and the more 
you're able to tailor your message to that market, the more effective it will be. 

 
!  The ÒHTML to text conversionÓ feature works better in some autoresponders (Aweber) than others 

(iContact and MailChimp). 
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P u t t i n g  t h e  A u t o r e sp o n d e r  t o  Wo r k  
 
 
Once you have selected one of the four email services, itÕs time to build a list and make some money!   
 
H elp fr om  Exper t s:    First of all, you might want to step back up your sales funnel for a moment.  
How will you get people to actually sign up for your newsletter, e-course, boot camp, orÉ whatever?  Do 
you need help writing the ad copy or the text for your squeeze page?  Why not get help from one of the 
best copywriters around, Clayt on  Mak epeace.  He has a long-standing offer to give you four great 
reports, totally free.  Simply go to his website and sign up onÉ his autoresponder! 
http://www.makepeacetotalpackage.com/ 
 
He will send to you: 

!  The Eight Components of Irresistible Direct Offers 
!  How to Write Killer Ads and Compelling Sales Copy !  This is the one I find really helpful! 
!  How to Decide Where to Advertise 
!  Why Your Advertising Never Makes You Money 

 
 
 

Now, exactly what do you plan to do with that autoresponder you 
are getting?  If you donÕt tune in to Char lie Page, you will miss 
some of the best information available.  He has a terrific video 
series called Follow Up Selling Systems. IsnÕt that a main purpose 
of an autoresponder Ð to follow up?   

 
In the first video calledÉ H ow  You  Can Pr of it  Fr om  Fol low  Up Mar k et ing,   Charlie covers 
the basics of follow up marketing - what it is and how you can use it to sell more online or offline. Next 
Charlie describes ten ways to use an autoresponder.  You can get this information free from RG 
Consulting Partners!   And, you can access it in two formats Ð the original video and a transcript of the 
video! 

!  Access CharlieÕs 90 minute teaching on video here:  http://budurl.com/CharliesVideo 
 

!  Download the transcript of this 90 minute video here: http://budurl.com/CharliesTranscript   
 

 
 

Finally, I want to recommend an e-book called Romancing the Sale: How to Build 
and Maintain Highly Profitable Customer Relationships that Last by Bar bar a 
Silva.  This book is not free but it is worth your time and money.  In this book, Silva 
puts the role of the autoresponder into perspective, into the context of other activities 
that are part of interacting with customers in the course of doing business.  Her book 
is about the process of the sale, the big picture of connecting with customers.  And 
into that context she describes a sample sequence of message topics for your 
autoresponder.  Read details of her book offer here: 

http://budurl.com/SilvaBook 
 

 

 



www. RG Consulting Partners.com  Page 9 
  

Our  List  of  Ideas for  Use w it h an A ut or espon der :     
 

"  Start with 4-8 days of daily emails followed by one email every 3-5 days.  All of those should run 
from the autoresponder automatically once a person has signed up for your list.  At the same time, 
they can, along with everyone else on the list, receive the general (and more current) 
newsletter/broadcasts. 

 

"  Create an e-course.  The first message in the series is an introduction and orientation. Subsequent 
emails are the lessons; one email per lesson.  Each email can have content, videos, podcast or 
whatever is necessary to provide the lesson.  You can even provide a link to a quiz.  Use this free 
service to create quizzes - http://www.classmarker.com/. Set an appropriate interval for the 
messages (lessons). 

 

"  Create e-training.  If an e-course is to teach concepts and information, then an e-training can be 
used to provide how-to instructions.  Use this when your customer has just purchased a new 
product from you.  Or use it to get a new MLM distributor up to speed on the first Òhow toÕsÓ for 
your team. 

 

"  Create excitement for coming events or products with a series of ÒSneak PreviewÓ emails.  No 
doubt if you think of some of the great recent campaigns for product launches you will get some 
ideas.  Think of movie trailers (previews) available online. Think about pre-releasing the first 
chapter of a great e-book.  Build up slowly.  In the last few days, sell Òpre-launchÓ copies. 

 

"  Promote products and events appropriately: slowly.  Avoid the blatant pitch by taking your time 
over 7-10 emails.  All the time provide value in your message topic.  Build interest slowly. Start 
with an informative message that educates the reader in some way on the topic that your product 
or service is related to. At the bottom of the message, include a link to the sales page for your 
product. Use that first message to focus on the problem that your product or service can solve, 
with just a hint of the solution. 

 
Build up from there, moving into how your product or service can solve a problem, and then with 
the next message, ease into the benefits of your product - giving the reader more actual 
information with each message. Your final message should be the sales pitch, not your first one!  
With each message, make sure that give valuable information related to the topic. This is what 
will keep them interested in what you have to say. 

 

"  Use messages to maintain motivation in a team.  Include how-to tips. Include success stories.  
Congratulate individuals that made progress. 

 

"  Product purchase series.  Use a short series (1-3 messages) that are specific to a just completed 
transaction.  It should kick in with a receipt, etc.  This can include up selling with special deals 
available with Òthis coupon codeÓ and available for the next 3 days only.  One of those messages 
can include a list of frequently asked questions to provide a first line of customer service 
regarding the purchase(s) made.  Think through your ordering process and include solutions to 
ÒproblemsÓ that some people may experience. 
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"  (Do you save great emails as models from which to learn? Keep a folder ÒModel PR EmailsÓ as a 
reference for yourself.) 

 

"  Promote special events.  One way is to have a regular weekly or monthly ÒNewsletterÓ with an 
ÒUpcoming EventsÓ column always in the same place.  Another way is to have a series of 
promotional items on autoresponder.  Segment the list so that once someone has signed up for the 
event, they cease to get the promotional emails, and start to get the preparation emails. 

 

"  Offer a contest.  You can create the series largely in advance with the first messages focused on 
the rules and entry requirements, and subsequent messages providing success tips and 
encouragement. 

 

"  Offer a series of puzzlers.  As a part of one message, include the riddle, puzzle, trivia question, or 
what have you. The next message includes the answer to the previous puzzle and then present the 
next puzzle.  These can also be case studies with the case study best solution provided in the next 
message. 

 

"  A continued story!  Tell your information in story form. Communicate your message in an 
adventure thriller disguise with an obvious ÒlessonÓ to each installment.  However, be sure to end 
each chapter as a cliffhanger!  Remember the Hardy Boys?  Nancy Drew?  The chapter always 
ended with a smack on the head,  a mysterious new clue, or a sudden avalanche of danger. Make 
it fun and they will look forward to the next Òepisode.Ó 

 

"  Use a link in an email message to send readers to a Òsecret locked vaultÓ Ð or other name. This 
would be a password protected web page where you keep several free downloadable ÒgiftsÓ just 
for your readers.  Provide the password in the email.  As time goes on, you can email your list 
periodically as you update the ÒvaultÓ with additional gifts Ð e-books, software, recipes, photos, 
coupons, etc. 

 

"  Be sure to personalize the messages.  The autoresponder gives you the chance to include the 
readerÕs first name, so go ahead and do it! 

 

"  In addition to the autoresponder feature, use the broadcast feature to create a regular newsletter, 
also called an ezine. 
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U se f u l  L i n k s 
 
 
 
Glossar y of  T er m s:   From Constant ContactÕs resources.   
 http://www.constantcontact.com/learning-center/glossary/email-marketing/index.jsp 
 
 
Em ail Mar k et ing Guidebook s and A r t icles-  Fr ee Downloads:    
 From MailChimpÕs resources. http://www.mailchimp.com/articles/ 
 
 
Fou r  Select ed Em ailing Ser vice Com panies:    
 

 
ht tp: / / budurl.com/ RGCPaweber 

 
 

 
ht tp: / / budurl.com/ RGCPconstantc 

 
 

 
ht tp: / / budurl.com/ RGCPiContact  

 
 

 
ht tp: / / budurl.com/ RGCPmailchimp 

 

 
 
 
RG Con sult ing Par t ner s:   http://www.rgconsultingpartners.com   
 

For the last 15 years Ruth and Richard have been operating several 
home based businesses, as well as providing business consultations to 
both large corporations and small home businesses. Whether through 
online training, telephone mentoring, or classroom workshops -- it is 
our privilege to help businesses large or small improve their results. 
 
If you have any questions about the information suggested by this     
e-book, feel free to contact us.  Our contact information is available 
from our web site. 
 

 

 


