
The Anatomy of  
High-Performing SMS 
Campaigns: 25 Billion 
Messages Reveal What 
Works

You might be inadvertently harming your 
conversion rates by up to 24%—just by 
sending the wrong SMS message. New data 
uncovers how to send campaigns that convert.



The right SMS message copy can boost conversion rates by up to 19%. The wrong copy 
can harm CVR by as much as 24%. But until now, no one had the data to prove which 
specific elements of text messages drive performance—and which ones hurt it.


We changed that by analyzing over 25 billion SMS campaign messages sent through 
the Attentive platform in 2024. We drew on what we’ve learned from working with 
thousands of marketers to build a comprehensive content framework and tag more 
than 100 different content components in each message. Think: scarcity language, 
product mentions, tone, offer formats, and dozens of other elements that marketers 
choose when crafting their campaigns.


Then, we built a state-of-the-art analytics engine to isolate the true impact of each 
individual message element. This approach moves beyond simple correlation to 
identify causation, controlling for confounding factors like seasonality, company 
baseline performance, message timing, and vertical to deliver the most accurate 
performance insights possible.


The result? The first-ever comprehensive 
analysis of what SMS content actually 
works today.

It's based on the results of real messages that brands sent to customers—giving you 
highly actionable insights you can apply to your program right away.

Bonni Beauty: Hey bestie!



Our most synergetic shoe ever 
just dropped.



Buying it? Easier than breathing. 



Shop NOW before it’s gone. 
https://bonni.attn.tv/ghi/n8dk

Thanks! 

Friendly

Superlative

Hyperbole

Scarcity
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Our seasonal sitewide sale just 
went live—and it’s giving big 
savings energy  Enjoy 25% off 
all SKUs this weekend only. Shop 
now: [link]

Our best sale of the season starts 
NOW and you don’t want to miss 
it. Get 25% off sitewide this 
weekend only. Shop now: [link]

In this example, a poorly crafted SMS message uses a funny tone and jargon to 
promote an offer—resulting in a campaign that’s hard for the audience to connect to.


The improved version of the message uses superlative to describe the sale, second-
person to make the offer feel personal, and it gets a boost from scarcity-driven 
language.

Your SMS copy directly impacts revenue
Your copy choices significantly impact campaign performance. A single phrase or 
tone shift can mean the difference between a message that converts and one that 
gets ignored.


Our analysis reveals that:

� Top-performing content elements can boost conversion rates by up to 19% and 
click-through rates by up to 10�

� Poorly-performing elements can hurt conversion rates by as much as 24% and 
click-through rates by 10�

� The same content element can perform differently depending on if your message 
includes an offer or not, and what other elements it's paired with
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How to turn these insights into higher-
converting campaigns

These findings represent the largest-scale analysis of SMS content performance ever 
conducted. But they're a starting point and may need refinement to work best for your 
audience. Here's how to make the most of them:

1 Test for your brand.

While our data spans thousands of companies across industries, every brand 
and audience is unique. Use these insights to prioritize which elements to test 
first, but always validate the results with your own subscribers.

2 Consider context.

We've separated our findings by whether messages include offers because 
performance varies significantly depending on whether the message contains a 
discount. Pay attention to these nuances as you apply the insights.

3 Run varied tests.

Individual content elements rarely exist in isolation, so you'll want to run multiple 
varied tests to truly understand what works for your brand and audience.

The Anatomy of High-Performing SMS Marketing Campaigns
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Unprecedented scale and scope.


We analyzed a massive amount of SMS campaign data in a way that has never been 
done before—over 25 billion messages from thousands of brands across 13 industries. 
There are near infinite combinations of message content, so to narrow it down, we 
drew on what we’ve learned from working with thousands of marketers to build a 
comprehensive content framework. This allows us to then identify and tag more than 
100 different message components, from emoji usage to complex features like tone, 
language styles, product mentions, and offer formats.

Advanced causal analytics.


The biggest challenge in analyzing message performance is separating correlation 
from causation. Confounding factors like seasonality or company baseline 
performance can skew results.


Our solution: We built a sophisticated analytics engine that removes bias from over 50 
confounding factors to determine the true impact of each messaging feature. The 
engine is powered by a Propensity Score Matching (PSM) algorithm—a similar 
methodology used by companies like Airbnb and Netflix to determine causal effects 
from data. PSM works by finding “identical twins”: messages that are similar in every 
way except for the feature being analyzed. Any performance difference between 
those messages is therefore attributable to that feature.

The result:


The first-ever SMS message analysis engine that gives the clearest possible view of what 
each element contributes to performance—giving you insights you can trust and act on.


The learning compounds as we continue developing our framework, test new strategies, 
and identify new content elements that lead to conversions.


Ready to dive into the data? Learn which content elements drive the strongest 
performance for messages—and which ones you should avoid.

The methodology behind these 
groundbreaking insights

This research is only possible because of Attentive's unique position in the SMS 
marketing ecosystem. As the first-to-market SMS marketing software in 2016 and 
leading provider ever since, we have years of experience and the largest data set on 
SMS performance in the world.


This groundbreaking analysis delivers insights with:
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How to boost 
performance in SMS 
campaigns with offers

The Anatomy of High-Performing SMS Campaigns

When your SMS campaigns include discounts, sales, or promotional offers, 
subscriber expectations shift. They're primed for a deal and ready to act—but 
only if your message hits the right notes.


Our analysis of offer-based campaigns reveals that the most effective content 
elements for messages including a discount often differ from those that work 
in other contexts.


Top-performing message elements can boost conversion rates by up to 12% 
and click-through rates by 10% in offer campaigns. But choose the wrong 
elements, and you could see conversion rates drop by as much as 11% and 
click-through rates by 5%.


Context matters, too. How you combine different content elements can 
change the results. A feature that performs well on its own might hurt 
performance when paired with certain other elements—or it might create an 
even bigger lift when combined strategically.


These insights are based on billions of messages across over a dozen 
industries, giving you a data-backed roadmap for crafting offers that convert.
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9 best-performing SMS elements 
in campaigns with offers

Scarcity and urgency1. +12% CVR     +4% CTR

Scarcity and urgency language creates immediate pressure to act by highlighting 
limited product availability or time constraints. This includes phrases that suggest 
products are rare, running low, or available for a limited time—making subscribers feel 
they’ll miss out if they don’t act now.


The best use of scarcity creates genuine urgency through believable time or quantity 
constraints.

Big Fig Mattress: 

Shoulda upgraded sooner? 
Maybe. 

Coulda been sleeping better? 
Definitely. 

Woulda missed this deal? Not 
today! 

$500 OFF ends tomorrow!



{link}

Piper Lou: 3 FREE TUMBLERS! 
Buy 1 Get 3 for FREE! Use code: 
2025 at checkout - before it 
ENDS. 



Shop: {link}

Crossrope: ENDS TOMORROW. 
Get a FREE Wall Mount with a Get 
Lean Set purchase. Save over 
$40 with code SPRING20: 



{link}

Other elements magnify the impact of scarcity language, creating a compound effect. 
Compared to all non-scarcity messages, these are the top-performing elements to 
combine with scarcity:

Negative-oriented language 
(focusing on loss/consequences) +24.5% CVR +9.8% CTR

Second-person point of view +23.1% CVR +9.3% CTR

Conversational tone +14% CVR +4.7% CTR

The Anatomy of High-Performing SMS Marketing Campaigns
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Scarcity isn’t universally effective. When paired with humor, this combo 
actually negates the impact of scarcity. Compared to non-scarcity messages, 
scarcity messages with a humorous tone improve conversions by a mere 0.6% 
and harm clicks by -0.3%. 


The playful tone undermines the urgency you’re trying to create by making your 
scarcity claims feel less serious.


Using percentage offer formatting for deals—like “X% off—consistently outperforms 
dollar amounts like “$X off” when it comes to conversions.


Percentages require less mental math. When someone sees “$20 off,” they need to 
figure out what they’re buying to understand the actual value. “20% off” immediately 
communicates value that shoppers can process quickly in the moment they’re 
deciding whether to buy.


Even if your dollar savings are substantial, consider testing leading with the 
percentage and including the dollar amount as a supporting detail: “20% off 
mattresses (save up to $200)”.

alice + olivia: Happy Birthday 
Month, Babe! Since you're 
queen for the month, here's 15% 
off your next order (exclusions 
apply). Shop using 
22459CDNMF by 11/31: {link}

Onecklace: They say that ""not 
everything that shines is gold"", 
but in this case all our collection 
shines in 14K solid gold! 

Enjoy an exclusive and for very 
limited time 10% OFF with code: 
14KGOLD

{link}

Papa Gino's: Dover! A special 
offer for you: 20% OFF Your 
Entire Online Order! CPN 9649. 
Exp 6/9: {link}



*Exclusions Apply

Percentage offer format2. +10% CVR     +0% CTR

The Anatomy of High-Performing SMS Marketing Campaigns
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Speaking directly to subscribers with “you,” “your,” and “yourself” in offer messages 
consistently outperforms generic messaging by making offers feel personally relevant 
rather than broadcast to everyone—even if they are.


It shifts focus to the subscriber, making the same offer feel tailored rather than mass-
distributed.

Piper Lou: 3 FREE TUMBLERS! 
Buy 1 Get 3 for FREE! Use code: 
2025 at checkout - before it 
ENDS. 



Shop: {link}

Big Fig Mattress: 

Shoulda upgraded sooner? 
Maybe. 

Coulda been sleeping better? 
Definitely. 

Woulda missed this deal? Not 
today! 

$500 OFF ends tomorrow!



{link}

Crossrope: ENDS TOMORROW. 
Get a FREE Wall Mount with a Get 
Lean Set purchase. Save over 
$40 with code SPRING20: 



{link}

Alpacas of Montana: Your 10% 
off Alpaca Running Socks 
expires tonight!  Code Auto 
Applies at Checkout.



Shop Now & Save: {link}

Chubbies: YOUR EARLY ACCESS 
STARTS NOW!



THE END OF SUMMER SALE is 
officially on with up to 65% off 
select styles! 

SHOP NOW: {link}

ThreadBeast: I got you approved 
for $100! 



Today only, use the link below to 
get $100 in bonus items in your 
1st box!



{link}

Second-person point of view3. +9% CVR     +5% CTR

Newness4. +5% CVR     +2% CTR

Describing something as “new” increases engagement and conversions by tapping 
into subscribers’ desire for fresh experiences and the excitement around being among 
the first to access something.


But it doesn’t always have to be a new product. It could be a new bundle, offer, 
benefit, or loyalty perk.
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Piper Lou: 3 FREE TUMBLERS! 
Buy 1 Get 3 for FREE! Use code: 
2025 at checkout - before it 
ENDS. 



Shop: {link}

Big Fig Mattress: 

Shoulda upgraded sooner? 
Maybe. 

Coulda been sleeping better? 
Definitely. 

Woulda missed this deal? Not 
today! 

$500 OFF ends tomorrow!



{link}

Crossrope: ENDS TOMORROW. 
Get a FREE Wall Mount with a Get 
Lean Set purchase. Save over 
$40 with code SPRING20: 



{link}

DIFF: LUCKY YOU! We're offering 
Buy 1, Get 1 FREE savings on 
NEW ARRIVALS! 

Shop Now -> {link}

Hint: Say  to new Tangerine 
Hint. As invitingly tasty as water 
gets, with true fruit a'peel! Being 
an SMS VIP, you're among the 
first to try it in two bundles and 
get 18% off + FREE shipping.
 


Shop Now: {link}

drink poppi: our dreamy new 
flavor, now available on Amazon 

 shop our Cream Soda 12-
pack and get this flavor fantasy 
20% off for a limited time 

{link}

Look for opportunities to frame familiar offers or products through the newness lens—
new pricing, new curated collections, new variants.

Ease5. +5% CVR     +0% CTR

Describing how quick and easy it is to buy or use your product removes friction from 
the purchasing decision. “Easy” language reassures subscribers that acting on your 
offer won’t be complicated, time-consuming, or require significant effort.


Subscribers make a split-second decision about whether to engage with your texts. 
Language that focuses on removing specific friction points—like "easy returns" or 
"simple set-up"—removes mental barriers before they become deal-breakers.

Peach & Lily: Get weekend-ready 
skin in two steps with our Glass 
Skin Hydrate & Illuminate Duo 
(save $13 + free shipping). 



Prep with our iconic serum, then 
glide on our new highlighting 
balm for instant Glass Skin. Shop 
now: {link}

Montelle Intimates: Your dreamy 
V-Day set is just one click away - 
enjoy up to 70% OFF sale + 
FREE shipping! Shop Now {link}

Southtree: Preserve your past in 
3 easy steps:



1. Send us your stuff 

2. We hand-digitize 

3. Relive 



50% OFF > {link}

The Anatomy of High-Performing SMS Marketing Campaigns
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“Easy” language gets a significant boost when paired with other message 
components:

Second-person language +9.3% CVR +1.6% CTR

Conversational tone +6% CVR -0.9% CTR

Mentions Stock6. +4% CVR     +7% CTR

Stock messaging is a specific subset of scarcity and urgency worth calling out. 
Mentioning that a product is low in stock, has been in high demand in the past, or 
could be sold out soon creates genuine scarcity that encourages shoppers to act now.


If possible, tie your stock messages to actual inventory levels, like “only 5 left in your 
size,” rather than using generic promotional language, like “selling out fast.” It makes 
the scarcity real and gives subscribers quantifiable information they can use to make 
a decision.

Piper Lou: 3 FREE TUMBLERS! 
Buy 1 Get 3 for FREE! Use code: 
2025 at checkout - before it 
ENDS. 



Shop: {link}

Big Fig Mattress: 

Shoulda upgraded sooner? 
Maybe. 

Coulda been sleeping better? 
Definitely. 

Woulda missed this deal? Not 
today! 

$500 OFF ends tomorrow!



{link}

Crossrope: ENDS TOMORROW. 
Get a FREE Wall Mount with a Get 
Lean Set purchase. Save over 
$40 with code SPRING20: 



{link}

Sunice Sports: FEW SIZES LEFT! 
Get up to 60% off top-selling 
activewear before it's sold out! 



Shop Black Friday: {link}

Woxer: LOW STOCK ALERT!! This 
sale is BUSY! Items are going 
FAST. SAVE 40% before YOUR 
Favorites are gone. Shop now 
>> 



{link}

JOCKO FUEL: FLASH SALE | 30% 
OFF Gingerbread Cookie Protein-
no code needed. Save on this 
limited-edition flavor for all-day 
muscle support. Quantities 
limited. Only available while 
supplies last.



GET SOME: {link}

You can also add campaign follow-ups to initial messages to focus stock messaging 
on users who have clicked but not converted for a targeted approach.

The Anatomy of High-Performing SMS Marketing Campaigns
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While “easy” paired with a conversational tone slightly decreases click-through 
rates, it still boosts conversions. This suggests the combination works better for 
subscribers who are already engaged—like in follow up messages—rather than 
for generating initial interest in an offer.



In campaigns with offers, superlatives are often used successfully to describe the sale 
or offer. Describing your deal with words like “the best deal of the year” or “the lowest 
price it’s ever been” boosts conversions by providing justification for acting now.

Piper Lou: 3 FREE TUMBLERS! 
Buy 1 Get 3 for FREE! Use code: 
2025 at checkout - before it 
ENDS. 



Shop: {link}

Big Fig Mattress: 

Shoulda upgraded sooner? 
Maybe. 

Coulda been sleeping better? 
Definitely. 

Woulda missed this deal? Not 
today! 

$500 OFF ends tomorrow!



{link}

Crossrope: ENDS TOMORROW. 
Get a FREE Wall Mount with a Get 
Lean Set purchase. Save over 
$40 with code SPRING20: 



{link}

Lightopia: The biggest sale of 
the season is HERE! Memorial 
Day savings up to 50% + free 
shipping on best selling brands. 
Shop now > {link}

Shapermint: [SMS EXCLUSIVE] 
Biggest one-day price drops as 
low as $10.99! Get EXTRA 20% 
OFF w/code MY20 {link}

Love in Faith: *Sweatshirt 
CLEARANCE*



BIGGEST Sweatshirt Clearance of 
the year!



39 sweatshirt options - grab best 
sellers FAST

{link}

Because superlatives don’t increase click-through rates, this suggests their core 
benefit is in closing deals rather than creating interest. So support these messages 
with other engaging elements to encourage more clicks.

Superlatives7. +4% CVR     +0% CTR

New product mention8. +3% CVR     +6% CTR

New product announcements give subscribers a specific reason to engage right now 
by tapping into their curiosity about what’s fresh.


You don’t need to limit “new product” messaging to major releases. New colors, styles, 
or flavors of existing products tap into the same psychology even when the core 
product isn’t entirely fresh.

The Anatomy of High-Performing SMS Marketing Campaigns
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Piper Lou: 3 FREE TUMBLERS! 
Buy 1 Get 3 for FREE! Use code: 
2025 at checkout - before it 
ENDS. 



Shop: {link}

Big Fig Mattress: 

Shoulda upgraded sooner? 
Maybe. 

Coulda been sleeping better? 
Definitely. 

Woulda missed this deal? Not 
today! 

$500 OFF ends tomorrow!



{link}

Crossrope: ENDS TOMORROW. 
Get a FREE Wall Mount with a Get 
Lean Set purchase. Save over 
$40 with code SPRING20: 



{link}

Sassy Jones: Did you see what 
just dropped on the site ?!  
The NEW Maasai Sherrie 
collection  Yep!  Get 25% 
OFF with code: ELITE until 
Midnight (est)! {link}

Jon Renau: Happy Launch Day! 
The awaited Heat Defiant 

Collection Volume II is now 
available online for purchase! 



Use promo code 
HD2LAUNCH1024 for exclusive 
10% savings*



Reveal Collection: {link}



*Offer expires at 11:59 PM PT on 
11/1/24. Offer valid online on in-
stock items only."

Jennifer Zeuner: Fall in love with 
our new puffy heart collection! 
For a limited time, enjoy 25% off 
our curated Valentine's Day Gift 
Guide. 



Use code LOVETHIS

{link}

New product messages are great for generating initial buzz. Follow up with 
conversion-focused messages in follow-up campaigns

Negative-oriented language9. +3% CVR	+10% CTR

Using language that focuses on potential loss, urgency, or consequences of inaction 
drives engagement by tapping into subscribers’ pain points or fear of missing out.


Negative-oriented language works because it emphasizes what subscribers stand to 
lose or the problems they’ll face if they don’t act. Whether it’s missing out on a deal or 
continuing to experience the difficulties your product solves.

Modern Matter: Last chance to 
score exclusive Archive 
Collection styles at 40% OFF! 
Time's running out to elevate 
your space with our limited 
stock. Shop now:

{link}

Big Fig Mattress: Missing this 
sale?!? So not worth it. Last 
chance to get $500 off with 
code LABORDAY Offer expires at 
MIDNIGHT! {link}

Sassy Jones: Final Call  Sis, 
don't miss out on your VIP 
privileges!  Only 4 hours to 
secure 25% off The NEW Ebony 
Indigo! {link}

FOMO language is particularly powerful for driving engagement.

The Anatomy of High-Performing SMS Marketing Campaigns
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Avoid these: 4 worst-performing SMS 
elements in campaigns with offers

Using humor, wit, or a playful tone in offer messages—including puns, jokes, pop 
culture references, or light sarcasm—consistently hurts clicks and conversions.


Depending on the message, humorous messaging can backfire when promoting a 
discount or sale because it can feel dismissive of the subscriber’s decision-making 
process. When subscribers are evaluating whether to spend money, humor can come 
across as flippant or disrespectful—like you’re not taking their financial choice 
seriously.


A humorous tone can also muddy the message if it’s amusing at the expense of clarity.

Plot twist: The sale continues! 
30% off isn’t benched just yet. 
Don’t drop the ball—grab it 
before it vanishes for real this 
time.

While humor might work in relationship-building messages, it clashes with the 
purchase decision moment when they’re looking for reasons to trust you with their 
money.

Humorous tone1. -11.4% CVR     -5% CTR

The Anatomy of High-Performing SMS Marketing Campaigns
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Using industry-specific terms, technical language, or insider phrases in offer messages 
hurts performance because it forces subscribers to translate your message to figure 
out what you’re selling before they can evaluate your offer.


Ultimately, subscribers are making quick decisions about whether to engage, so if they 
can’t immediately understand what you’re offering, they’re likely to move on.

Capture every moment with the 
new UltraCam Z5—now with a 
24MP stacked CMOS sensor, 
8K30 video, AI autofocus 
tracking, and dual native ISO. 
Includes complimentary 
LensMap+ subscription.

What counts as jargon varies by audience. While "moisture-wicking technology" could 
confuse casual shoppers, it might resonate with serious athletes. Test your language 
with actual customers to find the right balance.


The key is using the same language your audience uses, not the language your 
industry uses to talk about them.

Jargon2. -9.8% CVR     -4% CTR

Using vague, sweeping statements in offer messages leads to watered-down 
messaging, giving subscribers nothing to latch onto.


These are usually empty words that don’t help subscribers understand the value of 
your product or offer better.

Generalization3. -8.2% CVR     -3% CTR

The Anatomy of High-Performing SMS Marketing Campaigns
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Nothing compares to our 
bestselling espresso machine. 
On sale now!

Replace generalizations with concrete details that encourage shoppers to take 
advantage of your offer.

The data was not conclusive with regards to including questions or social proof on 
their own. However, combining these elements consistently hurts performance—likely 
by creating messages that are too long and unfocused.


Subscribers have to process a question, evaluate a social proof claim, and decide 
whether to act on your offer all at once.

Ready for ultra-long lashes? 
10,000+ 5-star reviews can’t be 
wrong!  

 “This mascara changed my life!” 
- Sarah M.  

Get yours 30% off today!

Our data found that messages of more than 240 characters have an 8.5% lower 
conversion rate than those between 160 and 240 characters. But we recommend 
keeping SMS copy between 75–115 characters when you can.

Question + social proof4. -6.4% CVR     -4% CTR

The Anatomy of High-Performing SMS Marketing Campaigns
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How to boost 
performance in SMS 
campaigns without offers

The Anatomy of High-Performing SMS Campaigns

Without the immediate hook of a discount or sale, SMS campaigns without an 
offer need to work differently to capture attention and create a desire to buy.


Subscribers are evaluating your messages differently based on desirability, 
timing, and needs rather than deals.


Top-performing SMS message elements can boost conversion rates by up to 
19% and click-through rates by up to 9% in messages without offers.


But the wrong ones can cause conversion rates to drop by as much as 112% 
and click-through rates by 8%.


Combining features here also has an impact—sometimes in different ways 
compared to messages with offers.


Here’s what data from 25 billion campaign sends across 13 industries has to 
say about crafting high-performing messages without discounts.

© 2025 Attentive Mobile Inc. 17
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6 best-performing SMS elements 
in campaigns without an offer

Mentions Stock1. +19% CVR     +8% CTR

Stock messaging is a powerful motivator to act, no discount required. Mentioning that 
inventory is limited or a product could sell out is the most effective way to drive 
purchases in messages that don’t contain an offer.


If you can, use real-time inventory levels to send these messages to subscribers who 
have shown interest in a product, or to shopper segments likely to be interested based 
on interests and purchase behavior.

Bulova: The highly-anticipated 
NEW Lunar Pilot Meteorite watch 
is back in stock! With only 5,000 
pieces available worldwide, each 
watch boasts a unique dial made 
from genuine Muonionalusta 
meteorite. Elevate your 
collection with this exclusive 
timepiece.



Shop now: {link}

Menagerie Flower: Our NEW 
2025 Bare Root Rose Collection 
is here and it's already a hit! 
These stunning roses are selling 
fast, so don't miss out. Spruce 
up your garden today!



SHOP NOW: {link}

Dippin Daisys: LOW STOCK 
ALERT- New Calypso One Piece 
is selling fast. Grab your fave 
print for your surf sessions!



SHOP NOW: {link}

Note: These performance improvements are compared to other messages without an 
offer, not to offer-based campaigns. So performance of low-stock messages without 
an offer can’t be compared to low-stock messages with an offer.

The Anatomy of High-Performing SMS Marketing Campaigns
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The Anatomy of High-Performing SMS Marketing Campaigns

New product mention2. +17% CVR     +9% CTR

New product mentions also perform exceptionally well in campaigns without an offer. 
Product launches leverage curiosity and natural urgency to get the latest products 
and styles.


When subscribers are excited for something new, it justifies action even at full price.

Tacoma Lifestyle: Brand new 
addition to the shop! Morimoto 
XB EVO Tacoma Headlights 
(2016-2023). Shop now: 

{link}

SOLAÍ: Sunrise Collection is 
online now!  Featuring new 
colors in our To The Beach 
Striped Set & more! 



SHOP THE COLLECTION 

{link}

Mavi Jeans: Looking for 
something new and hot? 
Summer new arrivals are here!



Check it out: {link}

New variants of tried-and-true products can trigger the same response, so these SKUs 
are also worthy of an announcement.

Negative-oriented language3. +14% CVR     +6% CTR

Loss aversion is a strong motivator. Using language that focuses on what customers 
might miss out on creates emphasis around problems your product solves or 
opportunities that won’t last.


Highlight what could happen if customers don’t act. The key is to make the 
consequence feel real and immediate.


This is a great approach for limited launches, price increases, and communicating 
product benefits.
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The Anatomy of High-Performing SMS Marketing Campaigns

HBI: Bowels backed up? 
Constipation is a warning sign for 
bigger issues. Learn how to fix it 
here... {link}

Bear Mattress: Did you know 
many mattress brands use 
fiberglass in their mattresses? 
Not Bear. 



Read more about what 
fibgerglass-free really means: 



{link}

Kt by Knix: Remember that 
feeling of wondering if your 
classmates could see your bulky 
pad under your pants? Or worse: 
leaks? Same. That's why we 
made UltraThin period undies for 
your teen. 



Shop now:

{link}

Scarcity and urgency4. +13% CVR     +7% CTR

Scarcity and urgency boost messages that don’t include an offer by referencing limited 
quantities, exclusive access, or time-sensitive opportunities to give shoppers a reason 
to act now.


The key is keeping it authentic and not overdoing it. Genuine limitations work well, but 
manufactured urgency backfires when customers recognize it as a tactic.

Burger Lounge: 



The last day to try our Red Velvet 
shake is Tuesday!



Give it a try before its gone: 
{link}

Old South Apparel: Don't miss 
out on our restocked hats! Grab 
your favorite before they're gone 
again.



Shop now: {link}

Streaker Sports: FINAL DAY FOR 
HOLIDAY SHIPPING  Order by 
10AM ET on December 10th for 
delivery by Christmas* 



{link}



*We're counting on you USPS  
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Scarcity messages also get magnified when paired with other elements. Compared to 
all other messages that don’t include an offer, these are the top-performing elements 
to combine with scarcity:

Platitudes 
(common phrases or clichés) +21.7% CVR +12% CTR

Second-person point of view +19.1% CVR +9.9% CTR

Negative-oriented language 
(focusing on loss/consequences)

+16.8% CVR +11.3% CTR

Hyperbole5. +5% CVR     +1% CTR

Exaggerated language can help grab shoppers’ attention and get them excited about 
your product or brand.


This differs from messages with superlatives, which often use words like “best” or 
“fastest” to describe a product’s benefits. Hyperbole instead often evokes a strong 
emotion through over-the-top language, like “this year’s must-read book” or “this 
backpack is the ultimate adventure companion.”

Health-Ade: It's written in the 
stars!  Reply with your 
zodiac sign below, and we'll 
reveal which flavor you are.

SOLAÍ: Meet the new Amelia 
Button Down Cardigan in Baby 
Pink + Oatmeal 

Tones + textures we can't get 
enough of. The Amelia Cardigan 
is your new fall obsession. Shop 
Now {link}

NEAT Method: This year's must-read 
just hit bookshelves! The NEAT 
Method Organizing Recipe Book is 
finally here with 70 easy to follow 
step-by-step projects. Shop now: 
{link}

Too much hyperbole in the same message can feel over the top, so we recommend 
sticking to just one.

The Anatomy of High-Performing SMS Marketing Campaigns
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The Anatomy of High-Performing SMS Marketing Campaigns

Conversational tone6. +3% CVR     +0% CTR

A conversational tone uses casual language that makes your brand feel approachable, 
allowing you to build connection and trust with your subscribers.


By mirroring how people naturally talk, it allows your brand to express in a more 
genuine, less corporate way.


If you opt for a conversational tone, it should feel genuine to your brand voice. It could 
feel off to subscribers if it doesn’t match your communication across other channels.

Rylee + Cru: In case you missed 
it, we launched a capsule 
collection inspired by the East 
Coast. Full of hand-drawn prints 
that remind us of our friends out 
east. 



Shop the New England Capsule: 
{link}

True Lemon: Zest friends 
forever? Then why keep secrets! 
Tell us all in our survey. 
{link}

Kodiak: A brand-new recipe you can 
surprise mom with on Mother's Day 
(battle of the berries edition)!! Text 
back one letter (e.g. A) from the list 
below, we'll send you a new spring 
recipe. 



Choose wisely, Mom's happiness 
depends on this - haha... kidding 

 



A - Blueberries  

B - Strawberries 

Try pairing your conversational tone with “ease” language that emphasizes how 
simple it is to buy or use your product. This combo boosts CVR by 6%. It does reduce 
clicks by 0.9%. This slight dip in click-through rates suggests the combo is best for 
following up with subscribers who are already engaged, like in follow-up messages, 
rather than generating initial interest.
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Avoid these: 2 worst-performing SMS 
elements in campaigns without offers

In campaigns that give a discount, we saw that superlatives were effective when 
describing the offer. In other campaigns, however, superlatives like “best” and 
“fastest” are often used to describe the product or its benefits. In these cases, they 
tend to make messages fall flat.


They can feel repetitive or unbelievable without proof.

NEW: Try the most advanced 
wireless earbuds available and 
hear every detail like never 
before.

Instead, use concrete, value-driven language that builds interest and trust.

Superlatives1. -11.4% CVR     -6% CTR

The Anatomy of High-Performing SMS Marketing Campaigns
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Jargon-filled language should also be avoided in any kind of SMS marketing 
campaign. Industry-specific terms and technical language hurt performance by 
creating a barrier to understanding.


If a shopper has to translate what you’re saying, they’re likely to ignore your message.


Instead, use language your customers use when talking about their needs and 
problems. For example, “sweat-proof fabric” might be clearer to casual athletes than 
“moisture-wicking technology.”

Restock alert  Our award-
winning magnesium supplement 
is back. Powered by our 
patented UltraBio Complex for 
enhanced delivery and 
absorption.

Jargon2. -7.8% CVR -6% CTR

The Anatomy of High-Performing SMS Marketing Campaigns
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Next steps:  
Level up your SMS 
campaign performance

The Anatomy of High-Performing SMS Campaigns

You now have access to the most comprehensive analysis of SMS content 
performance ever conducted—insights that no other platform could deliver 
because they don’t have the scale or depth of message data that 
Attentive does.


But data is only valuable when you put it to work. Now it’s your turn to turn 
these insights into higher-performing campaigns:

� Prioritize the highest-impact components for your campaign type that’s 
relevant to the message you’re sending�

� Validate results through multiple, varied tests to understand what works 
for your audience�

� Pay attention to elements that consistently boost or hurt performance 
for easy wins with minimal effort.

When every text message competes for attention, small improvements can 
create big performance wins. Keep this analysis handy for your next campaign 
planning session to make smarter decisions that drive better results.
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