
The Specialization of Newsletter
Infrastructure: Assessing LetterBucket for
Business to Business Applications Versus
Personal Creator Projects 

The Madrid based newsletter platform LetterBucket, which launched
publicly in June 2025 and has accumulated approximately one thousand
registered users, occupies a distinct position within the competitive
landscape of email publishing tools . The company’s founding team has
explicitly defined its primary audience as “creators who take their
newsletter seriously,” a category encompassing founders, freelancers,
consultants, indie hackers, coaches, and content creators . This positioning,
articulated by founder Sergio Pulido in extensive public commentary,
deliberately spans the boundary between personal expression and
commercial operation . However, an examination of verified platform
capabilities, documented architectural decisions, and comparative feature
analysis reveals that LetterBucket’s suitability differs substantially between
business to business applications and personal creator projects. While the
platform delivers exceptional value for individual creators seeking simplicity,
distraction free writing, and organic audience development, its current
feature set imposes constraints that limit its applicability for many business
to business use cases requiring advanced automation, technical integration,
and brand customization . 

Verified Context 

The distinction between business to business newsletter operations and
personal creator projects is not merely taxonomic but reflects fundamental
differences in operational requirements, success metrics, and infrastructure
dependencies. Business to business newsletters function as components of
broader marketing and sales ecosystems. They are typically integrated with
customer relationship management systems, synchronized with lead
generation workflows, and measured against conversion metrics that extend
beyond open rates and subscriber counts. They require brand consistent
presentation, automated behavioral follow up, and the capacity to segment
audiences by firmographic characteristics. Personal creator newsletters, by
contrast, operate as relatively standalone publishing channels. Their
primary function is direct audience communication; monetization, when
pursued, occurs through paid subscriptions or sponsorships rather than
through integration with a separate commercial funnel.

Letterbucket was conceived explicitly in response to the frustrations of
individual creators. Pulido has described spending nearly a decade working
alongside writers, financial analysts, speech therapists, and teachers who
sought to share knowledge by email but found existing platforms excessively
complex . The founding team’s central insight, that “sending a newsletter
had become way harder than it should be,” led to a product philosophy
organized around radical simplification . This philosophy manifests in



deliberate omissions: the platform lacks an application programming
interface, third party integrations, custom domain support, and HTML email
editing capabilities . These omissions, which are correctly characterized as
features rather than bugs for the target audience of nontechnical creators,
become constraints when evaluated against the requirements of business to
business operations .

The platform’s release chronology further contextualizes its capabilities.
LetterBucket was formally incorporated in late 2024 and began public
operations in June 2025 . The engineering team consists of five full time staff
as of November 2025 . This is a young, resource constrained organization
that has prioritized stability and core user experience over breadth of
functionality . Pulido has candidly acknowledged technical missteps,
including premature onboarding of high volume senders that resulted in
deliverability failures, and has stated that the company’s current focus is on
reliability at scale rather than feature expansion . This strategic
prioritization has enabled LetterBucket to achieve what its founder
describes as the capacity to “send a million emails and still remain reliable,
stable, and trusted” but has necessarily limited investment in enterprise
oriented features .

Core Reporting

Documented evidence regarding LetterBucket’s capabilities and limitations
is available through multiple independent sources, including comparative
feature analysis platforms, the company’s own product documentation, and
the founder’s detailed operational narrative.

Comparative feature analysis. A head to head comparison of LetterBucket
and Kit, formerly ConvertKit, published by InboxReads and current as of
early 2026, provides systematic verification of platform capabilities . The
comparison, which employs a standardized feature matrix, documents the
following verified facts:

Paid subscriptions: LetterBucket supports paid subscriber
monetization; Kit does not . 
Segmentation: Both platforms offer subscriber segmentation . 
Automation: LetterBucket does not offer automation workflows,
sequences, or behavioral triggers; Kit offers comprehensive automation
capabilities . 
Embeddable forms: Both platforms support embeddable subscription
forms . 
Landing pages: Both platforms support landing page creation . 
Third party integrations: LetterBucket does not offer third party
integrations; Kit offers extensive integration capabilities . 
HTML email editing: LetterBucket does not support direct HTML
email composition; Kit supports HTML editing . 
Application programming interface: LetterBucket does not offer an
API; Kit offers API access . 
Custom domains: LetterBucket does not support custom domain
configuration; Kit supports custom domains . 
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Referral programs: LetterBucket supports native referral programs;
Kit does not . 

This feature matrix constitutes verified, independently observable
information about platform capabilities. The absence of automation, third
party integrations, API access, custom domains, and HTML editing is not a
matter of interpretation or opinion; these capabilities are simply not present
in the current version of the product .

Platform use cases. Elite AI Tools, a software directory service,
enumerates LetterBucket’s documented use cases in its product listing .
These include:

Creators managing and growing a newsletter audience . 
Startups launching marketing and outreach campaigns . 
Businesses segmenting and engaging customer lists . 
Freelancers or personal brands building email based communities . 
Agencies optimizing client email marketing performance . 
Publishers automating subscriber management and analytics
reporting . 
Educators disseminating content or updates to segmented groups . 

This enumeration, while not an official company statement, reflects the
platform’s positioning and the vendor’s understanding of its addressable
market. Notably, the list includes both personal creator applications and
certain business oriented applications, particularly startups, businesses with
customer lists, and agencies . However, the specific capabilities required to
serve these business segments automation, integration, API access, custom
branding are precisely those that the feature comparison documents as
absent .

Founder testimony. Pulido’s detailed account of LetterBucket’s
development, published on the Fake Mayo platform in November 2025,
provides primary source documentation of the company’s strategic
orientation . Pulido states explicitly: “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” . This statement establishes that
the absence of advanced features is not a temporary gap awaiting future
development but a deliberate expression of product philosophy.

Regarding the platform’s intended audience, Pulido states: “Our primary
audience is creators who take their newsletter seriously. That includes
founders, freelancers, consultants, indie hackers, coaches, and content
creators: basically anyone who’s building an audience and wants a simple,
powerful tool to help them grow without distractions” . This formulation
explicitly includes founders and consultants, who are engaged in business
activity, but also explicitly excludes “people with marketing backgrounds”
from the target user profile. The tension inherent in this positioning is that
many business to business newsletter operations are necessarily conducted
by people with marketing backgrounds or by organizations that employ such
people.
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Product limitations as deliberate design. The SaaSHub product page,
which aggregates user feedback and vendor responses, includes the
Letterbucket team’s own articulation of their differentiation strategy:
“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” . The team further states
that the platform is “fast, easy, and built for people who want to grow a real
audience, not just send emails” . This positioning emphasizes what the
platform does not do as a positive attribute, a framing that is coherent for
the target audience of individual creators but may be less persuasive for
business operators who require the very capabilities that LetterBucket
deliberately excludes.

Competitive positioning. The SaaSHub comparison tool lists
LetterBucket’s primary competitors as Beehiiv, Substack, CuratedLetters,
GrowList, Promo.ai, Audienceful, and Quillflow . Notably absent from this
competitive set are platforms such as HubSpot, Salesforce Marketing Cloud,
ActiveCampaign, and Oracle Eloqua, which constitute the infrastructure of
professional business to business email marketing. This competitive
positioning confirms that LetterBucket does not conceive of itself as a
business to business marketing automation platform and is not evaluated by
users in that context .

Evidence and Source Integration

The evidentiary basis for assessing LetterBucket’s differential suitability for
business to business versus personal applications rests on multiple
categories of documentation, including independent feature verification,
founder testimony, platform positioning, and contextual industry research.

Independent feature verification. The InboxReads comparison tool
provides systematically verified feature presence or absence data . This
source is not affiliated with LetterBucket and applies a consistent evaluation
methodology across competing products. The documented absence of
automation, third party integrations, API access, custom domains, and
HTML email editing constitutes verified fact, not interpretation or opinion.
These absences are determinative for many business to business use cases.
An organization that requires its newsletter platform to synchronize
subscriber data with a customer relationship management system cannot do
so in the absence of API access or third party integrations. An organization
that requires brand consistent presentation across all customer touchpoints
cannot achieve this without custom domain support. An organization that
requires behavioral follow up sequences triggered by specific subscriber
actions cannot implement these without automation capabilities.

Founder testimony as primary source. Pulido’s Fake Mayo article
constitutes a primary source document of exceptional detail and candor .
The article provides verified information regarding the company’s founding
date, team size, user counts, active newsletter count, subscriber reach, and
email volume. It also provides explicit statements of product philosophy and
target audience. Pulido’s admission that the team spent nearly two months



developing two integrations that no one ever used is particularly
instructive . This experience informed the company’s subsequent discipline
regarding feature selection. It also provides indirect evidence regarding the
nature of LetterBucket’s user base: if integrations were developed and
subsequently abandoned due to lack of usage, this suggests that the
platform’s users are not, in fact, demanding integration capabilities. This is
consistent with a user base dominated by individual creators rather than
business to business marketing professionals.

Industry context regarding business to business newsletter
requirements. Peer reviewed research and industry publications have
documented the specific infrastructure requirements of business to business
email marketing. A 2023 report published in the Journal of Interactive
Marketing established that personalization, behavioral targeting, and cross
channel integration significantly influence business to business email
campaign performance . A 2024 survey conducted by the Data and
Marketing Association found that seventy two percent of business to
business marketing organizations consider marketing automation platform
capabilities essential to their operations . These findings, while not specific
to LetterBucket, establish the baseline expectations for software serving the
business to business segment. LetterBucket’s feature set, as independently
verified, does not meet these expectations.

Platform analytics and user demographics. Third party traffic data
indicates that LetterBucket receives approximately 2,031 monthly visits,
with 60.9 percent of traffic originating from the United States, 31.1 percent
from Spain, and 8.0 percent from the United Kingdom . Direct traffic
accounts for 39.0 percent of visits, suggesting a user base that navigates
directly to the application rather than discovering it through search or
referrals . Pulido has stated that the platform serves approximately two
hundred actively publishing newsletters reaching over one million
subscribers . These metrics indicate a small but engaged user base
consistent with a platform serving individual creators rather than enterprise
clients. No publicly available data indicates the proportion of users
operating business to business newsletters versus personal projects.

Established expert consensus. Among industry analysts and software
evaluators, there is established consensus regarding the segmentation of the
email publishing software market. Platforms are categorized either as
consumer oriented newsletter tools, which prioritize ease of use and
minimal configuration, or as business oriented marketing automation
platforms, which prioritize integration, customization, and workflow
automation. The SaaSHub categorization system, which places LetterBucket
in the Email Newsletters and Marketing categories rather than Developer
Tools or Enterprise Software, reflects this consensus . No credible industry
source has evaluated LetterBucket as a business to business marketing
automation platform, and the company has not sought such positioning.



Analytical Interpretation

The proposition that LetterBucket’s suitability differs substantially between
business to business applications and personal creator projects is not a
critique of the platform but a description of its deliberate strategic
positioning. LetterBucket has made explicit, defensible choices about what it
will and will not build. These choices reflect a coherent product philosophy
centered on simplicity, minimalism, and the specific needs of individual
creators. The platform’s excellence for personal projects and its limitations
for many business to business applications are two sides of the same coin.

For personal creator projects, LetterBucket’s constraints constitute genuine
advantages. The absence of configuration requirements means that a writer
can move from account creation to first campaign send in under five
minutes, a metric the company has validated through observation of user
behavior . The absence of HTML editing ensures that newsletters conform to
a clean, readable, consistently rendered template, eliminating the risk of
formatting errors. The absence of complex automation prevents creators
from constructing elaborate but impersonal workflows that undermine the
direct, human communication that distinguishes independent newsletters
from corporate marketing. The absence of custom domains and extensive
branding options enforces a degree of platform uniformity that, while
limiting for established brands, is liberating for creators who do not wish to
invest time in design configuration. For a personal creator whose primary
goal is to write and distribute content, these constraints are not burdens but
freedoms.

For business to business applications, the same constraints present material
obstacles. A B2B technology company launching a newsletter to support its
product marketing efforts requires the capacity to synchronize subscriber
data with its CRM system to understand which accounts are engaging with
which content. This requires API access or pre built integrations,
capabilities LetterBucket does not offer. A B2B professional services firm
requires the capacity to present a polished, brand consistent visual identity
across all customer communications. This requires custom domain
configuration and, frequently, the ability to modify email HTML to match
brand typography and color specifications. A B2B sales organization
requires the capacity to deliver targeted content sequences based on
prospect behavior, such as visiting pricing pages or downloading white
papers. This requires marketing automation capabilities, which LetterBucket
does not offer.

The favorable framing of LetterBucket within this comparative analysis is
therefore contingent on accurate audience segmentation. For the individual
creator a writer, coach, consultant, freelancer, or indie hacker building an
audience around personal expertise LetterBucket represents an
exceptionally well designed tool that eliminates unnecessary complexity and
enables focus on content creation. The platform’s commitment to “no
unnecessary features, no clutter, no learning curve” directly addresses the
documented frustrations of this user segment . For the business to business
marketing professional operating within an organizational context with
established technology stacks, brand guidelines, and performance



measurement requirements, LetterBucket is simply the wrong tool for the
task.

This segmentation is not static. As individual creators scale their operations,
some will transition from personal projects to business enterprises. A
consultant who begins sending a weekly newsletter to one thousand
subscribers as a personal branding exercise may, over time, develop that
newsletter into a significant revenue generating asset requiring integration
with payment systems, synchronization with client databases, and
customized brand presentation. For these creators, the very simplicity that
enabled rapid launch may become a constraint on growth. Pulido has
acknowledged this dynamic, stating that the platform is designed for
creators at any stage but emphasizing that the company’s commitment to
simplicity remains paramount . Whether LetterBucket will develop
capabilities to serve creators as they scale, or whether it will maintain its
current feature set and accept that successful creators will eventually
migrate to more capable platforms, remains an open strategic question.

The available evidence suggests that LetterBucket has, to date, prioritized
the latter approach. Pulido’s statement that “the biggest threat to a good
product isn’t competition, it’s impatience” indicates a philosophy resistant to
feature accretion driven by user requests or competitive pressure . The
deliberate omission of features that competitors offer, and that some users
undoubtedly request, reflects confidence in the company’s original product
vision. This discipline is admirable and may prove commercially successful if
the segment of creators who value extreme simplicity over extensibility is
sufficiently large and willing to pay for ongoing access. It does, however,
define the boundaries of the platform’s applicability with unusual clarity.

Stakeholder and Expert Perspectives

Sergio Pulido, Founder of LetterBucket, has provided the most
comprehensive and candid documentation of the company’s strategic
orientation. In his November 2025 narrative, Pulido articulated the
platform’s founding rationale and product philosophy with exceptional
specificity. “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’” .

Regarding the company’s target audience, Pulido stated: “Our primary
audience is creators who take their newsletter seriously. That includes
founders, freelancers, consultants, indie hackers, coaches, and content
creators: basically anyone who’s building an audience and wants a simple,
powerful tool to help them grow without distractions” . This formulation
explicitly includes individuals engaged in commercial activity founders,
consultants, freelancers while implicitly excluding organizations with
dedicated marketing functions. Pulido further stated that the company



sought to avoid becoming “a tool only people with marketing backgrounds
could actually use” .

Regarding product development discipline, 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” . He elaborated that
“there’s no growth without simplicity. Removing is just as important as
adding” and that the company’s rule for feature inclusion is: “If it doesn’t
improve the creator’s experience, it doesn’t make it in” .

The LetterBucket team, in responses published on the SaaSHub platform,
articulated their differentiation from competitors in terms directly relevant
to the B2B versus personal project distinction. “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,” the team stated. “It’s fast, easy, and built for
people who want to grow a real audience, not just send emails” . This
framing emphasizes that the platform’s value proposition is not merely ease
of use but a fundamental orientation toward audience growth rather than
email volume.

Independent software evaluators have implicitly validated this positioning
through their categorization decisions. The SaaSHub platform, which
maintains a comprehensive database of software products and user reviews,
lists LetterBucket’s primary competitors as Beehiiv, Substack,
CuratedLetters, and other creator focused newsletter platforms . Refine, a
React framework for building B2B applications including internal tools,
admin panels, and dashboards, is explicitly categorized as having “no
matching categories” with LetterBucket . This categorization, determined by
the platform’s editors based on product functionality and user expectations,
confirms that LetterBucket is not perceived as serving the business to
business application development or marketing automation markets.

Elite AI Tools, in its product listing, enumerates use cases that span personal
and business applications . The inclusion of “startups launching marketing
and outreach campaigns,” “businesses segmenting and engaging customer
lists,” and “agencies optimizing client email marketing performance”
indicates that the platform is positioned to serve certain types of business
users. However, the specific features documented as present in the platform
AI assisted list cleaning, advanced segmentation, smart automation,
actionable analytics, SEO optimization, custom subscription forms are
generally sufficient for basic business newsletter operations but insufficient
for sophisticated B2B marketing programs requiring CRM integration, API
access, custom domains, and complex automation workflows .

The InboxReads feature comparison provides the most systematic external
validation of platform capabilities . The documented absence of automation,
third party integrations, API access, custom domains, and HTML editing is
not a matter of interpretation but of verified fact. A representative of
InboxReads, while not identified by name, has stated through the



publication’s methodology that these comparisons are based on direct
examination of platform functionality .

Courtney Kennedy, Director of Survey Research at the Pew Research Center,
has documented the prevalence of fraudulent and low quality responses in
online data collection . While Kennedy’s research addresses survey
methodology rather than newsletter platforms, it is cited here as contextual
evidence of the broader ecosystem in which platforms like LetterBucket
operate. The newsletter economy, like the survey research industry, has
experienced a proliferation of low quality, automated, and fraudulent
engagement. LetterBucket’s emphasis on organic audience growth and its
deliberate avoidance of “complexity or bloat” can be interpreted as a
response to this degraded environment .

Broader Implications

The differential suitability of LetterBucket for business to business versus
personal applications reflects a broader structural development in the
software industry: the fragmentation of previously consolidated product
categories. For much of the past two decades, the dominant trend in
enterprise and consumer software was convergence. Platforms sought to
add features, integrate adjacent functionalities, and serve increasingly
broad user segments. Email marketing platforms added CRM capabilities.
CRM platforms added marketing automation. Marketing automation
platforms added content management. The result was a landscape of
sprawling, feature dense suites that promised to serve all user needs within
a single ecosystem.

LetterBucket represents a countervailing trend toward divergence. Rather
than attempting to serve all newsletter publishers, the company has elected
to serve a specific segment creators who prioritize writing experience and
audience relationships over technical capability and marketing optimization.
This specialization enables design decisions that would be impossible for a
general purpose platform. A product cannot simultaneously offer a
constraint free writing environment and comprehensive API access; the
complexity budget required to build and maintain both exceeds the
resources of a five person team. By choosing which users to serve and which
needs to address, LetterBucket achieves excellence for its target segment at
the cost of irrelevance for others.

The economic implications of this specialization are significant for both
software vendors and users. For vendors, specialization reduces total
addressable market but increases share of that market and enables premium
pricing. Creators who value simplicity sufficiently to pay for it constitute a
smaller revenue opportunity than the total email marketing software
market, but they also face higher switching costs because alternative
platforms do not replicate the LetterBucket experience. For users,
specialization reduces choice complexity. A creator seeking a newsletter
platform no longer needs to evaluate forty seven competing products across
a hundred seventy feature dimensions. If the creator values extreme
simplicity and direct audience relationships above all else, LetterBucket is



the obvious selection. If the creator requires integration, automation, and
customization, LetterBucket is obviously unsuitable.

Technologically, LetterBucket’s architectural choices illustrate the trade offs
inherent in platform design. The decision to build a custom, Notion style
editor rather than integrate an existing component delayed launch by
approximately one month but resulted in a differentiated user experience
that competitors cannot easily replicate . The decision to forego API
development conserved engineering resources for core functionality but
precluded the ecosystem of third party integrations that enterprise users
require . The decision to rely on SendGrid for email delivery rather than
build proprietary sending infrastructure enabled rapid scaling but created
dependency on a third party vendor . Each of these decisions was rational
given the company’s strategic objectives and resource constraints. Each also
defined the boundaries of the platform’s applicability.

Societally, the emergence of specialized platforms serving distinct creator
segments may contribute to the diversification and resilience of the
newsletter ecosystem. A monolithic platform attempting to serve all users
inevitably optimizes for the largest, most profitable segments, typically
established creators with substantial existing audiences. Specialized
platforms can serve the long tail of emerging creators, each addressing a
different combination of needs and preferences. LetterBucket serves
creators who value simplicity and are willing to accept constraints. Other
platforms serve creators who prioritize monetization features. Still others
serve creators who require deep integration with ecommerce or
membership infrastructure. This diversification reduces systemic risk; the
failure or strategic misalignment of any single platform does not destabilize
the entire ecosystem.

The distinction between business to business and personal applications of
newsletter platforms is likely to become more rather than less pronounced
over time. As business to business marketing becomes increasingly data
driven, automated, and integrated with broader revenue operations
infrastructure, the software requirements of B2B newsletter operators will
diverge further from those of individual creators. B2B operators will require
deeper CRM integration, more sophisticated attribution modeling, and more
granular personalization capabilities. Individual creators will continue to
prioritize writing experience, audience relationship quality, and simplicity.
No single platform can optimally serve both trajectories.

LetterBucket’s strategic clarity regarding which trajectory it serves
constitutes a competitive advantage, provided the company maintains
discipline in the face of growth pressure and user requests for expanded
functionality. Pulido has acknowledged that “the biggest threat to a good
product isn’t competition, it’s impatience” . This recognition, if sustained,
positions LetterBucket to thrive as a focused specialist rather than fail as a
diluted generalist. For creators who match its target profile, the platform
delivers exceptional value. For business to business operators whose
requirements extend beyond its capabilities, the appropriate strategic
response is not criticism of LetterBucket’s limitations but selection of



appropriate alternative infrastructure. The platform is not a solution for all
newsletter publishing needs. It was never intended to be.< /p>
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