
Salesforce Certified Marketing Cloud Consultant Exam Study Guide: Messaging 

Summary 

Messaging in Marketing Cloud is where strategy meets execution, accounting for 14% of 
the exam, and it’s your chance to shine in crafting personalized, effective, and deliverable 
messages that drive client goals. This topic focuses on designing and sending emails—
whether transactional (e.g., order confirmations) or commercial (e.g., promotions)—using 
tools like Email Studio, Content Builder, and personalization techniques such as 
AMPScript. You’ll need to balance creativity with technical precision, ensuring messages 
look great, land in inboxes, and resonate with recipients. It’s not just about hitting “Send”; 
it’s about tailoring content to segments, optimizing for engagement, and navigating 
deliverability challenges like spam filters or IP reputation. 

The exam tests your practical skills: “How do you personalize an email for 1M 
subscribers?” or “A client’s emails hit spam—what’s wrong?” You’ll need to master content 
creation—templates, dynamic blocks, A/B testing—while understanding send types, 
subscriber management, and best practices for inbox placement. Beyond basics, you’ll 
tackle advanced scenarios: multi-language campaigns, compliance (e.g., CAN-SPAM), or 
troubleshooting failed sends. This guide goes all-out, delivering exhaustive detail with step-
by-step guidance, real-world applications, and advanced techniques to ensure you’re 
ready for any messaging challenge. From crafting a subject line to warming an IP, you’ll 
have it all covered. 

Key Concepts 

• Content Personalization: Tailoring messages with subscriber data—names, 
preferences, behaviors. 

• Email Types: Transactional (priority sends) vs. Commercial (marketing blasts). 

• Deliverability: Ensuring emails reach inboxes—IP warming, authentication, spam 
avoidance. 

• Content Creation: Building templates, blocks, and dynamic content in Content 
Builder. 

• Subscriber Management: Handling opt-ins, opt-outs, and preferences. 

Detailed Bullet Points 

Content Personalization 



• Use personalization strings for basics: %%FirstName%% pulls from Data 
Extensions or subscriber data. 

• Leverage AMPScript for logic: %%IF EMPTY(FirstName) THEN "Friend" ELSE 
FirstName ENDIF%%—defaults gracefully. 

• Pull dynamic data: %%SET @Product = Lookup("Orders", "ProductName", 
"CustomerID", SubscriberKey)%%—shows last purchase. 

• Insert dynamic content blocks—e.g., “Men’s Sale” for male subscribers, “Women’s” 
for female—based on Gender field. 

• Use Einstein Content Selection—auto-picks top-performing assets per subscriber. 

• Test personalization—send to a test DE with nulls (e.g., no FirstName) to catch 
errors. 

• Limit complexity—nested AMPScript (e.g., 5+ conditions) slows rendering; keep it 
lean. 

• Validate data sources—e.g., “Orders” DE must exist or Lookup fails silently. 

• Preview in Email Studio—swap SubscriberKeys to see variations. 

• Document scripts: “@Product pulls last order—requires Orders DE.” 

Email Types 

• Transactional: High-priority, one-to-one—e.g., “Your order #123 shipped.”  

o Use Triggered Sends—API or CRM-driven, bypasses throttling. 

o Set as Transactional in Send Classification—avoids opt-out rules. 

• Commercial: Marketing blasts—e.g., “Black Friday Sale!”  

o Use Guided Send or Journey Builder—handles bulk volumes. 

o Requires opt-in—ties to CAN-SPAM compliance. 

• Mix both in journeys—e.g., Transactional “Order Confirmed,” Commercial “Add 
Accessories” 3 days later. 

• Test send type—Transactional skips suppression; Commercial respects it. 

• Monitor queues—Transactional prioritizes, Commercial may delay at peak. 

• Define in Setup > Send Classifications—label clearly (e.g., “Trans_Orders”). 



• Track separately—Transactional for delivery, Commercial for engagement. 

Deliverability 

• Warm IPs—start at 10k sends/day, double weekly to 100k—builds reputation. 

• Use Sender Authentication Package (SAP)—private domain (e.g., 
“email.client.com”), DKIM, SPF. 

• Avoid spam triggers—e.g., “FREE” in caps, excessive exclamation marks (!!!). 

• Maintain bounce rates—<2% hard bounces; >5% flags ISPs—clean lists pre-send. 

• Send to engaged subscribers—e.g., opened in last 6 months—cuts spam 
complaints. 

• Test with tools—Mail-Tester or GlockApps—aim for 9/10+ score. 

• Monitor blacklists—check MX Toolbox; delist if hit (e.g., Spamhaus). 

• Set throttling—50k/hour—prevents ISP blocks during big sends. 

• Use suppression lists—unsubscribes, bounces, legal exclusions—auto-applied. 

• Document warmup: “Day 1: 10k, Day 7: 20k—target 100k by Week 4.” 

Content Creation 

• Build templates in Content Builder—drag-and-drop slots for headers, body, footer. 

• Create reusable blocks—e.g., “Footer_Unsubscribe”—saves time across emails. 

• Add dynamic content—rules like “Age > 30 → Show Retirement Ad”—no coding 
needed. 

• Use A/B testing—Subject Line A: “Save Now!” vs. B: “Don’t Miss Out!”—split 10% 
audience. 

• Optimize for mobile—short subject lines (40 chars), big buttons (44x44px). 

• Include alt text—e.g., “Shop Now button”—for accessibility, deliverability. 

• Test renders—send to Litmus or Email Studio preview—catch Outlook quirks. 

• Lock templates—restrict edits to slots, not layout—keeps brand consistency. 

• Version control—name as “Promo_2025_v1”—tracks updates. 

• Document assets: “Header_Block: Blue logo, used in all promos.” 



Subscriber Management 

• Use All Subscribers for basic lists—syncs opt-ins/outs automatically. 

• Prefer Data Extensions for complex data—e.g., “Email, Preference, LastClick.” 

• Handle unsubscribes—global via All Subscribers, BU-specific via Publication Lists. 

• Add preference centers—CloudPages form updates “Newsletter = Yes/No” in DE. 

• Suppress junk—e.g., “test@test.com,” competitors—via Automation Studio. 

• Respect opt-ins—double opt-in for GDPR—email confirmation link. 

• Monitor status—Active, Bounced, Unsubscribed—in Contact Builder. 

• Test unsub—click link, confirm status flips to “Unsubscribed.” 

• Purge inactives—e.g., no opens in 12 months—via SQL query. 

• Document lists: “AllSubs: Global, DE_Prefs: Campaign-specific.” 

Table: Email Types Comparison 

Type Purpose Priority Example Setup Tool Compliance 

Transactional 
Immediate 
action 

High Order receipt Triggered Send 
Exempt from opt-
out 

Commercial Marketing Medium 
Sale 
announcement 

Guided Send, 
Journey 

Requires opt-in 

Hybrid Mixed goals Varies Order + upsell Journey Builder 
Split 
classifications 

This table clarifies send types. Transactional gets VIP treatment—fast, no suppression—
while Commercial plays by marketing rules. Hybrids blend both—common in journeys. The 
exam might ask: “Order confirmation—how?” (Answer: Triggered Send, Transactional 
classification.) 

Comparison: Personalization Methods 

Method Use Case Pros Cons Example 
Best 
Practice 

Personalization Simple Easy, no No logic %%FirstName%% Check DE for 

mailto:test@test.com


Method Use Case Pros Cons Example 
Best 
Practice 

Strings subs code nulls 

AMPScript 
Complex 
logic 

Flexible, 
powerful 

Coding 
required 

%%IF Age > 18 THEN 
"Adult" ELSE "Youth" 
ENDIF%% 

Test all 
conditions 

Dynamic 
Content 

Rule-
based 
blocks 

Visual, 
user-
friendly 

Less 
granular 

“Gender = F → Women’s 
Ad” 

Limit rules 
(e.g., 5 max) 

Einstein 
Selection 

AI-driven 
content 

Auto-
optimizes 

Setup, 
cost 

Best image per user 
Train with 6+ 
months data 

Lookup Rows 
External 
data 

Ties to DEs 
Slow if 
overused 

Last order via Lookup 
Cache 
frequent 
lookups 

Personalization ranges from simple (%%FirstName%%) to sophisticated (AMPScript, 
Einstein). Dynamic Content’s drag-and-drop ease suits non-coders; Lookup Rows pull 
deep data but lag at scale. The exam loves this: “Show last purchase—how?” (Answer: 
AMPScript with Lookup.) 

Case Study: Holiday Promotion Campaign 

Scenario 

A retailer plans a December promotion: personalized emails to 500k subscribers 
segmented by past purchases—Electronics, Apparel, Home. Emails include a 15% off 
code, sent December 1, with a follow-up December 10 if no click. Goal: 10% redemption 
rate. 

Messaging Process 

• Assessment:  

o Data: “Customers_2025” DE—SubscriberKey, Email, FirstName, 
LastCategory. 

o Segments: Electronics, Apparel, Home—via purchase history. 

o Goal: 10% use “HOLIDAY15” by December 31. 



• Solution:  

o Content Creation:  

▪ Template in Content Builder: Header (logo), Body (category image), 
Footer (code + unsubscribe). 

▪ Dynamic Content: “LastCategory = Electronics → Tech Deals” (3 rules 
total). 

▪ Subject: “%%FirstName%%, 15% Off %%LastCategory%% Gifts!” 

▪ AMPScript: %%SET @Greeting = IIF(EMPTY(FirstName), "Shopper", 
FirstName)%%—covers nulls. 

o Send Setup:  

▪ Journey Builder:  

▪ Entry: “Customers_2025” DE, 500k subscribers. 

▪ Step 1: Send Email—December 1, Commercial classification. 

▪ Decision Split: “Clicked?”—Yes exits, No waits. 

▪ Wait 9 Days—December 10. 

▪ Step 2: Send Email—“Last Chance, %%FirstName%%!”—to 
non-clickers. 

▪ Throttle: 100k/hour—5 hours total send. 

o Deliverability:  

▪ SAP: “promo.retailer.com”—DNS set, IP warmed (50k/day prior). 

▪ Suppression: Unsubscribes, bounces from “Suppress_2025” DE. 

▪ Test: Mail-Tester score 9.5/10—tweak “FREE” to “Save.” 

Implementation 

• Steps:  

o Build template—test renders on iPhone, Outlook; adjust button size. 

o Segment in Journey—SQL: SELECT SubscriberKey, Email, FirstName, 
LastCategory FROM Customers_2025—split into 3 DEs. 



o Send test to 100—confirm personalization, links work. 

o Activate journey—monitor send logs, click rates. 

• Validation:  

o December 1: 500k sent, 25% open, 8% click—Electronics leads. 

o December 10: 375k follow-ups, 15% click—boosts redemptions. 

Outcome 

• 11% redemption (55k uses)—beats goal, $500k revenue. 

• Deliverability: 98% inbox placement—SAP pays off. 

• Follow-up doubles clicks—non-clicker nudge works. 

Lessons Learned 

• Dynamic Content—3 rules max; 5+ slowed sends. 

• IP warming—started late, hit 2% bounces Day 1; recovered by Day 3. 

• Test data—null FirstNames caught post-send; fixed with AMPScript. 

Advanced Topics 

Multi-Language Messaging 

• Setup: DE field “Language” (EN, ES, FR)—dynamic content per value. 

• Example: “EN → Save Now, ES → Ahorra Ahora”—same template. 

• Challenge: Translate all assets—subject, body, footer; test renders. 

AMP for Email 

• Use: Interactive emails—carousels, forms in Gmail. 

• Steps: Enable in Setup, code in HTML block—e.g., <amp-carousel>. 

• Benefit: 20% higher engagement—clicks without leaving inbox. 

Deliverability Deep Dive 

• Blacklist Recovery: Hit Spamhaus? Submit delist request, clean list, resend. 

• Engagement Scoring: Use Einstein to prioritize—send to 80+ scores first. 



• Domain Reputation: Split sends—e.g., 50% “promo1.client.com,” 50% “promo2”—
if one tanks. 

A/B Testing Framework 

• Test: Subject, content, send time—10% audience each. 

• Analyze: Open rate, click rate—pick winner after 24h. 

• Scale: Roll out to 90%—e.g., “Save Now!” wins at 30% open. 

Practical Frameworks 

Email Design Checklist 

1. Define goal: “10% redemption.” 

2. Pick template: Promo layout—image, text, CTA. 

3. Add personalization: Name, category via AMPScript. 

4. Set send type: Commercial, Journey-driven. 

5. Test: Mobile, desktop, spam score. 

6. Document: “Holiday Promo: Dynamic by LastCategory.” 

Deliverability Setup Guide 

1. Configure SAP—domain, DNS live. 

2. Warm IP—10k/day, 4 weeks to 100k. 

3. Clean list—remove inactives, bounces. 

4. Throttle sends—50k/hour max. 

5. Monitor—<2% bounces, no blacklists. 

6. Log: “Warmed to 100k by Dec 1.” 

Troubleshooting Guide 

• Spam Hits: No SAP—add it, retest. 

• No Personalization: DE field missing—map correctly. 

• Low Opens: Subject weak—test “Urgent” vs. “Save.” 

• Send Fails: Queue full—reduce throttle, retry. 



Practice Questions 

1. Client wants “Hi John” in emails—how?  

o Answer: %%FirstName%% or AMPScript with fallback. 

2. Emails in junk—why?  

o Answer: No SAP, IP cold—configure SAP, warm sends. 

3. Transactional send setup—where?  

o Answer: Triggered Send, Transactional classification. 

Best Practices 

• Keep It Simple: One personalization layer—e.g., name—not five. 

• Test Rigorously: Every device, every segment—catch flaws. 

• Prioritize Inbox: SAP, clean lists—deliverability first. 

• Engage Fast: Short, punchy—open rates drop after 50 chars. 

• Document: Template, send plan—replicate success. 

Real-World Application 

A travel firm sends personalized offers: 

• DE: “Travelers_2025”—Email, Name, LastDestination. 

• Journey: Offer (Day 1), Reminder (Day 5)—“%%Name%%, revisit 
%%LastDestination%%!” 

• Result: 15% bookings—messaging ties data to action. 

 


