
Simplified Infrastructure: How Letterbucket
Addresses Structural Barriers for Small and
Medium Creators in the Newsletter Economy 

A software platform developed in Madrid and publicly launched in June 2025
has achieved adoption by approximately one thousand registered users and
now delivers millions of emails monthly to audiences exceeding one million
subscribers [citation:1]. Letterbucket, founded by Sergio Pulido and a small
team of developers, targets a segment of the creator economy that
established email marketing platforms have historically underserved:
individual writers, freelancers, consultants, and small business owners who
lack dedicated marketing staff or technical expertise [citation:1][citation:3].
Analysis of user data, platform documentation, and founder interviews
reveals that Letterbucket’s advantages for this demographic derive not from
superior computational capacity but from deliberate architectural
minimalism, product decisions that privilege cognitive accessibility over
feature breadth, and a pricing model that does not penalize audience growth
[citation:1][citation:5]. 

Verified Context 

The contemporary newsletter software market is dominated by platforms
that evolved from marketing automation tools designed for enterprise
customers. Products such as HubSpot, Mailchimp, and ActiveCampaign
originated in an era when email marketing was the domain of dedicated
professionals and have retained feature sets that presuppose familiarity with
concepts including DNS configuration, embed code placement,
segmentation logic, and multivariate testing [citation:1]. Concurrently,
consumer oriented platforms such as Substack and Beehiiv have simplified
the writing and distribution process but have done so within business
models that emphasize platform lock in and revenue sharing arrangements
[citation:1][citation:4].

A 2024 report titled “The Future of Newsletters” commissioned by The
Hustle and cited by Letterbucket’s team identified three principal challenges
confronting newsletter operators: cost, subscriber growth and retention, and
competitive saturation [citation:5]. The report’s findings empirically
validated observations that Pulido and his co founders had accumulated
during nearly a decade of work with content creators. Pulido described
encountering a recurring complaint: “I want to make a living from my
knowledge, but every platform just makes things harder” [citation:1].
Specific cases included an economist who spent more time configuring
domains and templates than writing market analysis and a language teacher
who abandoned attempts to share lessons by email after becoming
disoriented by integrations and analytics dashboards [citation:1].

Letterbucket was formally incorporated in response to these documented
friction points. The company’s public launch occurred in March 2025,
followed by a period of rapid iteration driven by direct user feedback



[citation:1][citation:4]. The founding team consists of three individuals who
have collaborated on technology projects since adolescence and presently
employs five full time staff [citation:1]. The platform is headquartered in
Madrid, Spain, and as of late 2025 derives approximately 60.9 percent of its
web traffic from the United States, 31.1 percent from Spain, and 8.0 percent
from the United Kingdom [citation:6].

Core Reporting

Documented advantages of Letterbucket for small and medium creators are
evident across four operational domains: setup time and cognitive load,
composition workflow, audience growth infrastructure, and economic
structure.

Setup time and cognitive load. Pulido articulated the platform’s
foundational premise as follows: “if creating a newsletter takes more than
five minutes, something’s wrong” [citation:1]. In pursuit of this standard,
Letterbucket eliminated configuration steps that competing platforms treat
as mandatory. There is no requirement to manually verify domain ownership,
generate DKIM records, or navigate complex sender authentication
interfaces. The platform abstracts these technical dependencies,
provisioning deliverability infrastructure transparently. This approach
reduced the median time from account creation to first campaign send to
under five minutes, a figure the company validated through observation of
early user behavior [citation:1]. The platform’s interface is described in user
documentation as containing “no unnecessary features, no clutter, no
learning curve” [citation:3].

Composition workflow. Letterbucket embeds a text editor modeled on the
design conventions of Notion, a popular productivity application [citation:2]
[citation:3][citation:7]. The editor supports block based formatting,
embedded media, and responsive layout rendering without requiring HTML
knowledge or template selection. This design choice represented a
deliberate trade off. The founding team elected to develop the editor from
scratch rather than integrate a pre existing framework, a decision that
delayed the product’s release by approximately one month [citation:2].
Pulido characterized this as a mistake in execution but affirmed that the
resulting user experience, described as “intuitive, polished, and almost
identical to what we envisioned,” has contributed to user retention and
positive word of mouth referrals [citation:2].

Audience growth infrastructure. The platform incorporates native tools
for subscriber acquisition and retention that do not require third party
integrations. Custom subscription forms can be generated and embedded on
external websites without manual code insertion. Analytics dashboards
report subscriber growth patterns, engagement metrics, and campaign
performance without specialized interpretation [citation:7]. An artificial
intelligence assisted list cleaning function automatically identifies inactive
subscribers and removes duplicate entries, maintaining list hygiene and
controlling sending costs [citation:7]. Advanced segmentation capabilities
permit categorization of subscribers based on behavior and stated interests,



enabling targeted content distribution without complex rule configuration
[citation:7].

Economic structure. Letterbucket operates on a flat fee subscription
model keyed to subscriber count. The platform offers a thirty day free trial
requiring no credit card information [citation:3][citation:4]. Pricing is
designed such that “an affordable tool” permits creators to allocate
economic resources toward audience acquisition rather than software
overhead [citation:5]. This stands in contrast to platforms whose pricing
scales aggressively with list size or which impose incremental charges for
access to essential features such as automation or analytics. Pulido stated
that the company’s business model is “simple” and derived from two
revenue streams: monthly subscription fees and, in future releases, a
commission on sponsorships arranged between creators and advertisers
[citation:1].

Additional platform features documented in product literature include
automatic publication of newsletter content to a companion website,
eliminating the need for separate blog infrastructure; built in search engine
optimization tools to improve organic discovery of archived content; and
responsive email rendering across desktop and mobile devices [citation:3]
[citation:7]. The platform also supports automated workflows for
personalized email sequences, though early adopters reported that certain
automation features initially generated inflated metrics due to false open
events triggered by Apple and Google proxy crawlers, a bug subsequently
addressed by the engineering team [citation:1].

Quantitative indicators of platform adoption are available through third
party analytics aggregators. BuildorNot.io reported that Letterbucket
received 2,031 monthly visits in December 2025, with a bounce rate of 0.4
percent and an average visit depth of 1.5 pages [citation:6]. Direct traffic
accounted for 39.0 percent of visits, search traffic for 36.9 percent, and
referrals for 13.1 percent [citation:6]. The platform’s domain was registered
in November 2024 and is secured through November 2027 [citation:6]. User
base estimates vary between sources; SaaSHub reported approximately five
hundred newsletters active on the platform, while Pulido in November 2025
stated that the platform was “close to hitting one thousand registered users”
with approximately two hundred actively publishing [citation:1][citation:3].

Evidence and Source Integration

The evidentiary basis for evaluating Letterbucket’s advantages rests on four
categories of documentation: direct testimony from the company founder,
platform generated feature documentation, third party traffic analytics, and
user discussion records.

Pulido’s account, published on the Substack platform Fake Mayo in
November 2025, provides detailed first person narrative of the company’s
founding rationale, product development process, and early operational
metrics [citation:1]. The account includes specific, falsifiable claims
regarding user counts, email volume, and technical incidents. Pulido stated
that the platform experienced deliverability failures when onboarding two



large creators prematurely, that emails were blocked by Gmail and Outlook
filters before proper IP warm up procedures were implemented, and that the
engineering team subsequently developed competence in managing domain
reputation and SendGrid rate limits [citation:1]. This testimony is
corroborated by separate LinkedIn posts authored under the name David
Conelly Orellana, attributed to the Letterbucket team, which describe the
decision to build a custom editor and the strategic focus on affordability,
retention tools, and creator collaboration [citation:2][citation:5].

Platform feature documentation aggregated by SaaSHub and Elite AI Tools
presents a consistent inventory of capabilities [citation:3][citation:4]
[citation:7]. Both sources emphasize the Notion style editor, automatic
website publication, and growth focused analytics. Elite AI Tools additionally
documents the artificial intelligence assisted list cleaning and advanced
segmentation functions, which are not prominently featured in the founder’s
narrative but represent substantive technical differentiation from simpler
newsletter tools [citation:7]. These features directly address the subscriber
growth and retention challenges identified in The Hustle’s industry report
[citation:5].

Traffic data from BuildorNot.io provides independent verification of the
platform’s geographic distribution and user engagement patterns [citation:
6]. The predominance of United States traffic despite the company’s Spanish
origin is consistent with Pulido’s statement that most users are American
and that a single Singapore based creator measurably shifted national traffic
rankings [citation:1]. The low bounce rate of 0.4 percent and modest visit
depth of 1.5 pages suggest that visitors arriving at the site are
predominantly existing users accessing the application interface rather than
prospective customers browsing marketing content, a pattern consistent
with a mature software as a service platform.

The SaaSHub comparison page identifies Letterbucket’s primary
competitors as Beehiiv, Substack, CuratedLetters, GrowList, Promo.ai,
Audienceful, and Quillflow [citation:4]. This competitive set positions
Letterbucket within the creator focused newsletter segment rather than the
broader marketing automation category occupied by HubSpot, Salesforce,
or ActiveCampaign. The company’s self described primary audience,
“creators who take their newsletter seriously,” encompasses founders,
freelancers, consultants, indie hackers, coaches, and content creators
[citation:3][citation:4].

Analytical Interpretation

Letterbucket’s advantages for small and medium creators are best
understood not as incremental improvements to existing newsletter software
but as a systematic reallocation of complexity. Established platforms
concentrate complexity in the user interface, requiring creators to master
technical configuration, template design, and analytical interpretation.
Letterbucket relocates that complexity to its own engineering infrastructure,
absorbing the costs of domain reputation management, deliverability
optimization, and cross platform compatibility within the product itself.



This architectural orientation is favorable to creators because it compresses
the time interval between intention and execution. A writer who conceives of
a newsletter at 9:00 AM can, under this model, have a subscriber form
embedded on their website, a first issue drafted, and a distribution list
uploaded by 9:05 AM. The economic value of that compression is substantial
for individuals whose labor is uncompensated during configuration periods.
More significantly, the reduction of cognitive barriers expands the pool of
potential newsletter operators to include individuals who would previously
have been excluded by technical intimidation or time scarcity.

The platform’s approach to monetization further advantages its target
demographic. By decoupling pricing from feature access and maintaining
flat fees keyed to scale, Letterbucket enables creators to experiment with
newsletter operations without incurring sunk costs in software
subscriptions. A creator who abandons their newsletter after three issues
has lost only time, not capital. This stands in contrast to platforms that
require annual commitments or that charge for automation, segmentation,
and analytics as premium add ons. The company’s stated intention to derive
future revenue from sponsorship commissions rather than extracting
additional fees from creators creates incentive alignment: Letterbucket
benefits when creators grow large enough to attract advertisers, and
creators retain a greater share of their earnings [citation:1][citation:5].

The platform’s most significant strategic risk, disclosed candidly by Pulido,
is that its emphasis on simplicity may be perceived as feature poverty by
more sophisticated users [citation:1]. Creators who graduate from small to
medium sized operations, accumulating tens of thousands of subscribers and
requiring advanced automation workflows, may encounter limitations in
Letterbucket’s deliberately constrained tool set. The company’s response to
this risk has been to maintain strict product discipline, rejecting features
that do not improve the core writing and sending experience regardless of
competitive pressure. Pulido articulated this philosophy as follows: “If it
doesn’t improve the creator’s experience, it doesn’t make it in” [citation:1].
Whether this discipline will retain users as they scale or whether
Letterbucket will occupy a sustainable niche serving the long tail of small
creators remains an open empirical question.

The platform’s handling of technical failures provides a further interpretive
lens. Pulido’s public accounting of deliverability problems, false open
metrics, and unused feature development functions as a form of reputational
bonding. By disclosing errors rather than obscuring them, Letterbucket
signals to prospective users that its relationship with creators is transparent
and that feedback mechanisms are operative. This transparency is itself an
advantage for small creators who lack the leverage to demand
accountability from larger vendors [citation:1].

Stakeholder and Expert Perspectives

Sergio Pulido, Founder of Letterbucket, articulated the company’s origin
and value proposition in extensive public commentary. “Before building
Letterbucket, I spent several years working side by side with all kinds of



content creators, writers, financial analysts, speech therapists, teachers…
people with so much to share, but without the right tools to do it,” Pulido
stated. “During that time, I kept hearing the same complaint: ‘I want to
make a living from my knowledge, but every platform just makes things
harder’” [citation:1]. Pulido characterized the company’s mission as building
“a space where creators can write without worrying about the technical
side, where they don’t need to be marketers to grow, or developers to edit. A
tool that simply works” [citation:1].

Regarding product philosophy, Pulido stated: “From day one, we were very
clear about what we didn’t want to be: A bloated suite packed with
unnecessary options. A pricing model that punished growth. A tool only
people with marketing backgrounds could actually use” [citation:1]. He
further emphasized that “there’s no growth without simplicity. Removing is
just as important as adding” [citation:1].

The Letterbucket team, in responses published on the SaaSHub platform,
described the company’s differentiation from competitors: “Because it keeps
things simple. Letterbucket gives you a clean writing experience, automatic
publishing to your site, and growth-focused tools without the complexity or
bloat of other platforms. It’s fast, easy, and built for people who want to
grow a real audience, not just send emails” [citation:3][citation:4]. The team
characterized the platform as “beautifully simple—like writing in Notion, but
built for email” [citation:3].

Regarding the competitive dynamics of the creator economy, the
Letterbucket team expressed a collaborative rather than adversarial
orientation. In a LinkedIn post attributed to the company, the team stated:
“The Content Creator Economy BENEFITS from competition in a way
traditional businesses don’t. We don’t believe that your newsletter must be
the only one on a niche. It is already proven than most of your subscribers
will come from newsletters on the same industry, so we will boost these
interactions and help creators get in touch with each other to cross-promote
their newsletters” [citation:5]. The post characterized this dynamic as “a
clear win-win” and emphasized that “in this new economy, we all benefit
more from collaboration than competing against each other” [citation:5].

Early adopters have provided informal feedback consistent with the
company’s positioning. Pulido reported that users offered comments
including “It feels like I’m actually talking to a person … I like it and it’s not
like I’m just filling out a quiz in the back of a school classroom” in reference
to the conversational quality of the interface [citation:1]. While these
testimonials are not independently verified, they are presented as evidence
of the platform’s reception among its target audience.

Third party evaluators at SaaSHub summarized the platform’s value
proposition as follows: “LetterBucket is the all-in-one platform for
newsletters, built to deliver an exceptional user experience while making it
effortless to grow and monetize your audience” [citation:3]. The evaluators
noted that the platform’s primary details had been verified within the last
quarter and could be considered current [citation:3].



Broader Implications

Letterbucket’s emergence and early growth signal a structural shift in the
relationship between software platforms and creative labor. For two
decades, the dominant model in content creation tools has been feature
accretion: vendors added capabilities continuously, competing on the length
of feature lists and the sophistication of automation. This model assumed
that users possessed both the desire and the capacity to master increasingly
complex systems. Letterbucket’s countervailing assumption, that users
desire minimal functional surfaces and maximal cognitive offloading, may
presage a broader reorientation across the creator economy.

The economic implications for small and medium creators are substantial.
Newsletter operation has historically entailed fixed costs of time and
attention that function as regressive barriers to entry. A consultant billing at
two hundred dollars per hour cannot afford to spend ten hours learning an
email platform; a teacher working on weekends cannot afford to configure
DNS records. By compressing setup time to under five minutes and
eliminating technical configuration entirely, Letterbucket lowers the
opportunity cost of entry for high value labor while enabling participation by
individuals with limited technical exposure. This democratizing effect, if
sustained and scaled, could increase the diversity of voices in the newsletter
ecosystem and reduce the concentration of audience attention among
established media brands.

Technologically, Letterbucket’s editor development decision illustrates a
trade off that confronts all early stage software companies. The one month
delay incurred by building a custom editor rather than integrating an off the
shelf framework represented a significant opportunity cost [citation:2].
However, the resulting differentiation a writing interface described as
“intuitive, polished, and almost identical to what we envisioned” may
constitute a defensible competitive advantage [citation:2]. Competitors who
rely on third party editing components cannot easily replicate the
seamlessness of a purpose built solution. This suggests that for product
categories in which user experience is the primary value driver, vertical
integration of interface components may justify substantial development
investment even at early stages.

The platform’s traffic data reveals an audience predominantly located in the
United States despite the company’s Spanish origin [citation:6]. This
geographic distribution reflects the global nature of the creator economy
and the absence of transportation or logistics barriers in software
distribution. However, it also implies that Letterbucket must compete for
attention in the world’s most saturated and competitive software market.
The company’s reliance on direct traffic and word of mouth referrals,
channels that constituted its primary growth drivers, suggests that organic
community building may be a more efficient acquisition strategy than paid
advertising for platforms serving this demographic [citation:1].

The broader sustainability of the creator economy depends in part on the
availability of infrastructure that does not extract disproportionate value
from creators’ labor. Platforms that charge escalating fees for access to



audience data, that claim perpetual rights to user content, or that capture a
significant percentage of creator revenue through transaction fees reduce
the economic viability of independent content production. Letterbucket’s
business model, which seeks revenue primarily from subscriptions and
secondarily from advertising commissions, represents an alternative to both
the advertising supported and the transaction fee models. If this model
proves scalable and profitable, it may provide a template for future
infrastructure investments in the creator economy.

Ongoing investigations and emerging evidence will determine whether
Letterbucket can maintain its product discipline as competitive pressure
intensifies. The company has already resisted the temptation to add features
that would compromise simplicity, a restraint that becomes more difficult as
users request capabilities observed in competing products. Pulido
acknowledged this tension, stating that “the biggest threat to a good
product isn’t competition, it’s impatience” [citation:1]. Whether
Letterbucket sustains its focus on the small and medium creator segment or
drifts upstream toward enterprise functionality will determine whether its
documented advantages remain accessible to the audience for whom they
were designed.
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