
 

 



Introduction 

Hello and welcome to this training on email marketing. 

So you’ve setup a list, added a few emails into your autoresponder, 

sent people to a squeeze page, given them a gift in exchange for 

their email…then you sit there and wonder why people don’t open 

up your emails. 

Here’s a question for you: 

Why should anybody ever read your emails? Why should they read 

your email, instead of everybody else’s email? 

Let’s take a look at this scenario; if you’re like me, you probably get 

100s emails per day from people whose lists you’re on, that doesn’t 

even include the 200 emails from spammers. 

So of those 100 emails per day, how many do you think I open? 

Maybe 5, maybe 6. So that’s about a 5-6% open rate from my own 

personal account. 

Now why do I open only a handful of emails each day? 

The truth is I only open emails from a certain number of people, and 

I literally open their emails every single time they send me one. 

These people (there are probably about 5-10 of them) are marketers 

that I respect highly, and whom I think I can learn something from.  

Did you get that? 

I respect them. They know a lot more than I do in certain areas. They 

make more money than I do. I trust them. I like them. I can learn 

from them.  



I imagine you do the same thing with a certain number of marketers 

who send you emails, and I’m guessing pretty much everybody else 

does the same thing as well. 

So what does this mean for you and your business? 

If you’re actively building your list and you want to get your emails 

opened more often, you have to become one of these marketers 

that people respect, and actually want to hear from. 

That means you have to provide your subscribers with more 

information than the next guy, you have to provide them with better 

information, you have to be more trustworthy, more respected, 

more well liked…basically you have to become one of your 

subscribers’ ‘must open’ marketers. 

You have to become one of those people who provides subscribers 

with so much value that they actually look forward to your emails, 

and will not just open your emails, but will actively read it and click 

through on the links you include. 

So how do you get there? How do you become a ‘must open’ 

marketer? 

You over deliver. 

You give out only the best information and advice, make it more 

interesting, more valuable, and more useful than anything the next 

guy is going to write. 

And this is exactly what we’re going to cover in this training program. 

So let’s get right into it… 

 

 



What’s The Purpose Of Your Email Campaign? 

Before you write a single email, or make a single dollar from your list, 

the first thing you absolutely have to do is to determine what it is 

you actually want to accomplish with your email campaign. 

What is the purpose of your campaign? 

Most people that are just starting out will think they have to start 

building a list purely because everybody is telling them that “the 

money is in the list”.  

But having a list in and of itself is useless. The list by itself does not 

make you sales and profits – it’s what you do with that list that 

creates sales and profits. 

You need to have a purpose for why you are building your list and 

creating an email campaign. 

Perhaps you’re working for a non-profit organization and you want 

to spread the word about your cause. Or maybe you’ve just written a 

new book, or created a new product, and you want to drum up sales. 

Whatever your purpose is, you need to make sure that every email 

you write in your campaign draws you closer to achieving that goal. 

If your email doesn’t move subscribers closer to taking the action 

you want them to, then it will gradually detract them away from your 

purpose. 

So if you want to sell your new book or your $97 product, everything 

you do as part of your list building and email campaign should build 

up to people making a purchase from you.  

Now, that doesn’t mean that every email you send them is a promo 

for your product, instead it’s actually the complete opposite; every 



email should be building more rapport with your subscribers so that 

they come to know, like, and trust you enough to purchase your 

book, your training, your video product, or whatever it is you’re 

trying to sell to them. 

Each of your emails should be building credibility, it should be 

building trust, and it should be making your subscribers more 

comfortable with the idea of buying your product. 

So you need to know what your purpose is when creating your email 

campaign, and that also determines the next section. 

 

How To Organize Your Email Campaign 

To move people closer to making a purchase from you, you don’t just 

send them sales emails all day. You need to use a number of 

different types of emails in your email campaign. 

You need to write content emails, referral emails, free gift emails, 

and feedback emails. All of these emails should bring people closer 

to your goal for your list. 

So what you should do is send your list a lot of very useful content 

early on. You should have already provided them with a free gift for 

subscribing to your list, now in the first few emails you should send 

them more useful information that builds on what you covered in 

your free gift. 

The more value you provide early, the more receptive your 

subscribers will be to your promotional emails later on. 

What you’re doing with these initial emails is you are building long 

term reciprocity. So if you give something of value to someone, they 



will not only feel grateful but they will feel as though they want to 

give something back to you. 

In your case, the more valuable information you provide to your 

subscribers, the more likely they are to feel comfortable purchasing 

your products later on. 

A lot of people balk at the thought of giving away valuable 

information and knowledge for free. They want their subscribers to 

pay for their best information, but here’s the problem with this type 

of thinking; how would your subscribers know that you are 

knowledgeable if you don’t give them valuable and high quality 

information for free to begin with? 

If you think you don’t have enough knowledge or advice to actually 

give away for free, then you need to learn more. Study more about 

your niche, read, buy training products for your own knowledge.  

So your campaign should be organized based on the premise that 

you need to give first by providing high quality, valuable information 

to build credibility, and then you will receive later when your 

subscribers buy your products. 

 

How To Create Credibility With Your Subscribers 

Having credibility with your subscribers is absolutely critical to your 

success. If your subscribers don’t trust you or don’t believe you know 

what you’re talking about, then they sure as heck aren’t going to buy 

from you. 

If you want them to buy anything from you, then you have to make 

them trust you first. 



So how do you do that? 

There are two important ways to achieve trust and build credibility 

with your subscribers. 

One important way is to be congruent in everything you do and say. 

You can’t say one thing in one email, then a few days later say 

something that contradicts that in another email. You also can’t tell 

your list to do things a certain way, then you go and do something 

completely different. You need to be consistent and congruent in 

everything you say and do. 

People will spot the inconsistencies right away and it hurts your 

credibility and your trust levels significantly. 

The other important way you can build credibility with your 

subscribers is to over deliver. 

Now that doesn’t just mean providing more information, or more 

content, it also means providing better information and better 

content. 

It means giving people more value than they expect. 

What some successful marketers do is on their download pages, in 

addition to the product people bought from them, there are a few 

additional free gifts they give to people. These are unadvertised 

bonuses that provides more value than is expected. They don’t have 

to do it, but they do. 

They over deliver. 

Do you think you could do something like that as well? Just provide a 

few extra bonuses that are related to what people just bought or are 

looking to download. 



What you could also do when you tell people you will give them a 

free gift for opting into your list is to also give them 2 or 3 extra free 

gifts in the first email alone. Then you could go another extra mile 

and give them a few more over the next few days. 

So you promised to give them one free gift if they opt-in to your list, 

they got that, but they also got several additional free gifts without 

needing to take any further action.  

The key here is to make those other free gifts just as, or even more, 

valuable than the one they signed up to download. 

That’s how you over deliver, and that’s how you build trust and 

create credibility with your subscribers. 

When you do that, your subscribers are going to look forward to your 

emails, and they’re going to open up their wallets for you. 

 

How To Create Rapport With Your Subscribers 

Along with building trust and credibility with your subscribers, 

another critical thing you have to do is build rapport with them. 

You have to get the people on your list to believe that you care about 

them, and that you are there to support them and help them, not 

just to make sales off of them. 

Now, most of them will realize that you are making money by selling 

products to them, but they have to believe your intentions are 

primarily to help them first, rather than just using them to make 

sales. 

You have to exchange something of value for the money they give 

you when they buy your products. 



Just like if you go to a day job, your company will pay you, but first 

you have to give them something that is worth what they will pay 

you. You need to first do your job, whatever it might be, in order to 

get paid. 

You are exchanging something of value (your time, knowledge, skill 

etc.) for something else of value (in the case of a job, it’s a salary).  

And it’s the same thing with your email list.  

They aren’t going to just buy something from you because you want 

them to; you need to first exchange your knowledge or talent with 

them, before they buy anything from you. 

You have to help your subscribers first, then they will pay you, and 

you accomplish this by creating rapport with your subscribers. 

How do you do this? 

There are two things you need to do here: 

1. You have to give valuable information and advice to them first 

2. You have to interact with them on a personal level 

So with the first one, it’s a pretty common feeling among us humans 

that if you give something to someone, they feel obligated to give 

something back in return. 

The same principle applies online with your email list. You need to 

give your subscribers something of value first, and in return some 

will reciprocate by buying something from you. 

The more you give – whether that is free ebooks within your niche, 

videos or audios teaching them something specific, or just specific 

tips and tactics you’ve discovered – the more likely people on your 



list will feel the need to give back to you, and usually they do that by 

buying your products. 

So one part of building rapport with your subscribers is to give first; 

the second is to interact with them on a personal level. 

Now you do this by actually communicating with your subscribers 

individually. 

One way to achieve this is to send your subscribers feedback emails. 

We’ll cover how to write feedback emails a bit later in this training, 

but basically what you do with feedback emails is you send your 

subscribers an email asking them for feedback about something 

specific. 

You ask them something about what problems they’re facing in your 

niche, and you tell them that you will reply to their questions 

personally. 

So if you’re in the weight loss niche, and you ask your subscribers to 

send you questions they have about ab workouts, you’re going to get 

a bunch of replies with questions like what’s the most effective 

workout, or how often they should workout?  

The key is you need to respond to the emails you get from your 

subscribers personally. I know this will take a few minutes each, but 

you’re generally going to get very similar questions. 

What you’re doing here is setting yourself apart from the rest of the 

marketers out there who just automate their email marketing.  

When you actually interact with your subscribers on a personal level, 

they will see you more as a friend and a trusted adviser than just a 

faceless marketer on the Internet. 



They’re going to come to know, like, and trust you – you’re building 

rapport – and this is the difference between being a successful email 

marketer, and just a regular email marketer who doesn’t make any 

sales. 

The more rapport you can build with your subscribers – by giving 

them high value information first, and interacting with them 

personally – the greater your chances are of making sales over the 

long term from your list. 

Most people don’t take the time to build this rapport with their list, 

which is why they struggle to make any sales. 

Don’t do what they do. 

Take the time to build rapport with your list and they will reward you 

for that. 

 

How You Should Write Your Emails 

So now you know why you’re creating a list, and what your purpose 

for your email campaign is, it’s time to actually get started putting 

things together. 

And it all starts with writing emails. 

Now most people when they see this will think there is some magic 

formula for writing emails that gets people to open every time, get 

people to click on every link, and hypnotize them into buying 

products from them over and over again. 

Unfortunately, this isn’t the case. There is no magical formula, there 

is no secret tactic, and there is no blueprint to success with email 

marketing. 



You see, if there really was a formula and everybody in-the-know 

was using it, then you would get bored very fast. 

Your emails would be just like mine and everyone else’s emails that 

followed the same formula. 

Think about it; if you were exchanging emails with someone, it could 

be a good friend, an acquaintance, a family member, anybody, and 

every email you got from this person was written exactly the same 

way every time, like it was based on a formula. For example, they 

always opened with the same few lines, and always told a quick story 

about what happened to them that day, and then they always asked 

you for some advice with a problem they’re having. Obviously it can 

be any formula, but the point is it is the same type of email based on 

the exact same formula every single time. 

What would happen if you received the same type of email every day 

from this person? 

You know what would happen; you would get very bored of their 

emails, very quickly. 

Now what would happen if that person emailed you often but in a 

sporadic nature, where sometimes they would tell a great story, 

other times they ask you for advice, and even every now and then 

they recommend a great new website or tool they found yesterday. 

Maybe some of the emails will just ramble on, whereas others get 

right down to the point. The difference is you don’t know what to 

expect. You don’t know what’s going to be in the next email, 

whether they will be happy or sad, or if they’re going to be angry or 

peaceful. But the point here is there will be anticipation and 

excitement in waiting for their next email. 



That is exactly how your emails should be as well. You want your 

subscribers to eagerly anticipate your next email and be excited to 

receive it. 

If you make them predictable, boring or unexciting, your subscribers 

won’t be looking forward to reading your emails at all. That’s how 

most marketers write their emails. 

But if your emails are fresh and different, you write from the heart 

and with genuine honesty, you’re going to be seen differently by 

your subscribers. 

Write with your own personal style and personality; don’t try to be 

someone else. 

The main thing is you need to stay away from the idea that you need 

a formula or a template to write successful emails. 

People who use these so-called blueprints are those who don’t get 

any results. They don’t put their own personality into their emails, 

they don’t write from the heart, and they don’t really care about 

their subscribers; they just hope they can put together a few email 

swipes from an affiliate product and make some sales. 

Don’t do this.  

You need to write from your heart. You need to write to your 

subscribers like you’re writing to a good friend. You should envision 

that you are writing to just one person when you are writing your 

emails – just one person – then send that to your entire list. 

Yes, some people aren’t going to like your emails or your style, that’s 

fine; just let them opt out of your list. If they don’t like your emails, 

there’s a good chance they’re not going to buy from you, so who 

cares if they leave? 



If you write enough emails from your heart, you’re going to keep the 

subscribers who view you as someone they know, like, and trust. And 

these subscribers are the ones who are going to buy from you over 

and over again. 

So write your emails from your heart. Show that you actually care 

about your subscribers and that you want the best from them. 

 

Writing Headlines For Your Emails 

The headline is one of the most important parts of your email. The 

headline is what draws the reader’s attention to your email. It tells 

them what the email is about and allows them to determine if 

they’re going to open it up or not. 

The headline is often what dictates if only a few people open your 

emails or whether a large portion of your list opens your email. 

Of course the best way to get people to actually open and read your 

emails is to develop a relationship with your subscribers, but a good 

headline is still important in convincing your subscribers that your 

email is worth reading. 

So here are some headline ideas you can use in your own campaigns: 

Benefit Headlines: These headlines let your subscribers know that 

they will be getting a specific benefit once they open and read the 

email. A few examples could be: 

Lose 10 pounds in 7 days…? 

How you can train your puppy to stay 

Discover the secrets of selling your own books online… 



 

Problem Headlines: These headlines highlight a problem the 

subscribers might be going through and presume to offer a solution 

within the email. For example: 

Are you struggling to lose your belly fat? Not anymore! 

Need relief from stress? Check this out… 

Embarrassed by your hair loss? You need to see this! 

 

How-To Headlines: These headlines tell the subscribers they are 

going to learn ‘how to’ do something within the email. Here are a 

few examples: 

How to lose 10 pounds in the next 21 days! 

How to potty train your child in 3 days! 

How to win friends and influence people 

 

Direct Command Headlines: These headlines tell the subscribers to 

do something specific, for example: 

Read this if you want to discover the secret of growing pumpkins! 

Get started with your own online business today! 

Stop struggling to lose weight today! 

 

Question Headlines: These headlines ask subscribers a question 

about some problem they are going through. Here are a few 

examples: 



How long have you struggled to lose your belly fat? 

Do you need help with your marriage? 

Why haven’t you started making a full time income online? 

 

Offer Headlines: These headlines present a specific offer to the 

subscriber, for example: 

Free shipping on all books ordered today! 

20% off if you order today! 

Buy one get one free…24 hours only! 

 

Use these headline examples in your own email campaigns. 

Obviously use your own offers and benefits to fit your subscribers. 

 

Writing A Call-To-Action In Your Email 

One of the most important parts of your actual email is your call-to-

action. You don’t write emails to your list just for the sake of writing 

emails. 

You also want them to take some kind of action. 

You want them to click on a link to read a blog post, or to watch a 

video, or to check out a new product you just released. 

Basically, you want them to take a specific action, and to do this, you 

have to tell them specifically what they need to do. 



So when you write a call-to-action in your email, don’t be afraid to be 

direct. Tell people exactly what to do. You don’t want any of your 

subscribers to read your email and then wonder what they are 

supposed to do after reading the email. 

Here are a few examples of some good calls-to-action: 

Click here to get started. 

Check out this video to get the full details. 

If you want to learn more, just go here: 

 

Of course you want to either make that call-to-action a link to the 

page you want to send your subscribers, or just have the actual URL 

next to or below the call-to-action. 

 

How To Write Content Emails 

Content emails should really be the backbone of your email 

campaign. This is where you provide high value advice and 

information to your subscribers, and it’s also how you build a 

relationship with them. The more great content you provide to them, 

the more they will come to know, like, and trust you. 

So how do you write content emails? 

Basically you write them like you would write articles. 

If you have something you want to share with your readers – it might 

be a useful tip, some advice, a solution to a problem – then just write 

a short article about it. 



The only difference between writing an article and a content email is 

that with the email you just use shorter sentences and shorter 

paragraphs to improve readability.  

The key with content emails is to also write them like you are 

standing in front of them and discussing this issue with them. You 

make it more personal that way. 

What you can do to open the email is tell the readers why you want 

to share this piece of content with them. So it could be because you 

get a lot of questions about it, or because it’s something you’ve been 

thinking about lately, or because it’s something new. Tell them why 

you are writing this piece of content for them. 

Then get right to the point and tell them the tip or piece of advice 

you want to share with them. 

You also want to make the content email action oriented. So for 

example, you might write a content email about how to do 

something better. Once you’ve shared the information with them, 

then give them a set of action steps they can instantly apply. It 

doesn’t have to be extensive, just a couple of steps should do. You 

want them to take action when they finish reading your email. 

This does two things; first it makes your email stand out. Most times 

with content emails people will just skim through them and take in 

the main points. But when you have action steps in your email, it 

makes the reader stop and actually think about what you’re saying. 

The second thing having action steps accomplishes is that it trains 

your readers to take action when they read your emails. You will also 

have other emails in your campaign where you want them to click 

through to your blog or sales page, so this gets them into the habit of 

clicking links in your emails. It builds trust. So when they see the links 



in your emails, they know they are going to be sent to a high quality 

page. 

You want them to get comfortable clicking links in your emails so 

when it comes time for you to promote a product to them, they will 

be comfortable clicking the link to checkout the sales page. 

 

How To Write Free Gift Emails 

These are some of the easiest emails you’ll write, but they’re also 

some of the most effective when it comes to building a relationship 

with your subscribers. 

Basically what you’re doing is providing your subscribers with a free 

gift. Of course it’s not just for the sake of it, it’s so you can build 

reciprocity like we spoke about earlier in this training. The more high 

quality content you provide to your subscribers, the more they will 

feel like they need to reciprocate later on. 

So with these emails what you want to do is keep it really simple. 

Just create a short PDF report or audio or video. It can be anything 

that provides some high quality advice. It can just be one tip or one 

piece of advice, but make sure it can genuinely benefit your 

subscribers. 

Then within the actual email, just keep it short and sweet; tell them 

you created a report, or video, for them, and that they can download 

it for free. 

Don’t try to sell anything to them in the email or within the free gift. 

Just give them the gift, no strings attached. You will be rewarded for 

it later. 



How To Write Promotional Emails 

These emails are the ones where you really make your money. Well, 

actually you really make your money when you build a strong 

relationship with your subscribers, but these promotional emails are 

where you collect the money. 

The secret to writing successful promotional emails is that the better 

your relationship is with your list, the easier it will be to promote 

something to them. 

If you have built a solid relationship with your subscribers by sending 

them free content and free gifts that are all high quality and 

valuable, then you have already created the trust necessary for them 

to be comfortable clicking through to your sales page and checking 

out the product you are offering. 

If you’re sending subscribers to your own product pages, then they 

will be used to reading your style and personality, but if you’re 

sending them to an affiliate product then you need to tie them into 

your own credibility in your email. 

You see if you’re sending them to an affiliate offer created by 

someone they’ve never heard of before, you need to put their mind 

at ease and tell them that they can trust this person as well. 

So what you can do to tie in the affiliate offer with your own 

credibility with your list is by talking about how you have benefited 

from this product. 

Tell them about a problem you were having and how you struggled 

with this problem for a long time, before you found this product and 

used it for yourself. The product worked for you, so that’s why you 

want to recommend that same product to your subscribers. 



Basically what you’re saying is that this product is good enough for 

you, so it’s good enough to share with your subscribers as well. 

Remember your subscribers trust you, so if you recommend 

something, there’s a good chance they’re going to check it out. 

If you’re promoting a product you’ve just created, then tell your 

subscribers that this is a new product and you want them to check it 

out. 

Keep it short and simple. 

Something else you can do if you are promoting a product that isn’t 

new is to qualify the readers first. So you could write something like: 

“Do you want to learn how to create high-converting squeeze pages?  

Then check this out: “ 

So you qualify people to ensure that only people who want to learn 

about this specific lesson will click through, which is going to mean 

your sales page converts at a much higher rate. 

 

How To Write Feedback Emails 

Feedback emails are when you send an email to your subscribers 

asking for feedback about something specific, and requesting that 

they actually reply to the email and give you their answers. 

It’s something most people won’t ever do…but it’s probably one of 

the most valuable emails you can send to your list. 

A lot of marketers just want their email marketing to be completely 

automated – they just want to upload emails into their 



autoresponder and have them go out automatically – and they don’t 

bother to interact with their subscribers much on a personal level. 

But when you send feedback emails, you are doing a few important 

things all at the same time. 

First you’re finding out what your list wants to learn more about, and 

when you know that it’s easy for you to provide it to them. 

You also show them that you a real person who wants and values 

their feedback. 

At the same time if you personally answer their email, that will set 

you apart from the rest of the marketers online who they don’t have 

a personal connection with. 

So you’re building a closer relationship with your subscribers when 

you use feedback emails. It creates an incredible sense of 

personalization that most marketers don’t ever bother with. 

After you send your subscribers a feedback email, some of them will 

reply, what you should do is actually read through the emails.  

Make note of some of the more common questions – generally most 

of the emails will have similar questions. Just list those common 

questions out in a text document like Notepad. Once you’ve 

compiled a list of the common questions, answer them within 

Notepad. 

Then reply back to every email personally. The questions that are 

common you can just copy and paste your answer within the 

individual email, but also make sure you answer the rest of their 

questions as well.  

Now if you’re thinking that answering each of the emails personally 

is a waste of time, think again. What you’re doing is building a 



deeper relationship with your subscribers – they are real people – 

and if they actually reply to your email it means they are the type of 

person who does what you tell them to do. 

They are likely going to be the same people who download your free 

gifts, who open up and read all of your content emails, and they are 

also most likely the same people who will buy from you again and 

again. 

So the more you develop the relationship with these people, the 

more likely they are going to respond to the rest of your emails – 

including the emails where you are promoting a product. 

Remember, all of your emails should be trying to build trust or build 

credibility. These feedback emails are perfect for you to build trust 

with subscribers who perhaps didn’t completely trust you before – 

not enough to buy from you anyway – and by you replying to and 

interacting with them personally, you finally were able to get them 

to trust you enough to buy from you.  

The more trust and the more credibility you build with your list, the 

more likely they are going to end up buying from you. 

So use feedback emails and don’t be afraid to respond personally to 

those emails. 

 

How To Write Emails That Generate A Response 

The key to getting a good response from your subscribers when you 

send them emails is to write each email as if you are writing to one 

person, and not to an entire list of people. 



When you write as if you’re communicating to an entire list, there’s 

no personal connection being made. 

When you write an email with just one person in mind, you make it 

personal and you get a much better response. 

Now how do you do this consistently so you can make a personal 

connection in all of your emails? 

You have to focus on writing your emails as if you’re writing to one 

person, not a group of subscribers. Imagine you are writing a 

personal email to a friend. Imagine if one of your friend’s is on your 

list, they signed up because they are interested in what you have to 

offer, and they want to hear from you. When you sit down to write 

an email, just imagine yourself writing a personal email to that one 

friend. 

Don’t write to a group. Don’t use words like ‘my subscribers’ or ‘my 

list’. Instead use the word ‘you’ often, like you would if you were 

writing an email to a friend. 

Your subscribers will know they aren’t the only person on your list, 

but when you address them individually and personally, they make a 

connection with you on a deeper level, and the level of trust and 

credibility will increase again. 

The deeper your connection can be with each of the individuals on 

your list, the better the response will be from your list as a whole. 

 

 

 

 



How To Properly Format Your Emails 

Something most people don’t pay enough attention to is the 

formatting of your emails. This is critical to getting a higher response 

to your emails. 

If your emails aren’t formatted correctly, it’s going to be difficult for 

your subscribers to read them, or they might end up just not reading 

it at all. 

One critical factor to keep in mind with formatting is that most 

autoresponder service providers will limit each line of your email to 

65 characters wide. 

What this means is that if your email goes over 65 characters on a 

line, the autoresponder service will wrap the text to the next line, 

which can generally make the email look pretty messy. 

So what you want to do is to limit each line of your email to less than 

65 characters. Just hit ‘enter’ before the 65 character limit and keep 

it consistent throughout the entire email. 

Another thing you want to do to make your emails more readable is 

to keep your paragraphs short, and break them up with empty lines 

to create more white space. 

Take a look at these two sample emails: 



 

As you can see, the way the first email is formatted would make it 

extremely difficult and cumbersome to read. 

You need to format your emails similar to the second sample so it’s 

easy to read and will actually get a decent response. 

Use a lot of white space in your email to break up the sentences and 

paragraphs, and don’t be afraid to emphasise specific sentences, like 

a call to action, on a single line by itself. 

It will help to make it stand out from the rest of the email, so you’re 

making it easier for the reader to see the most important parts of the 

email and take action on it. 

 

Why You Must Write Your Own Emails 

When it comes to writing high-response emails, a lot of people get 

worried. 

They don’t know how to write an effective email campaign. 



So the first thing they might do is hire someone to write the emails 

for them, or they get a set of templates and write something based 

on them. 

The problem is that you’re not writing from your heart if you hire 

someone or write from a template. You need to write your own 

emails if you really want to have a personal connection with the 

people on your list. 

This is a really important concept that not a lot of people will ever 

consider properly.  

When you build a list, you’re not just collecting a bunch of emails; 

you’re really trying to build a series of relationships with a bunch of 

individuals. 

Each person that is on your list and actually reads your emails is just 

one person, and to establish a trusting relationship with that one 

person you have to have consistency in your communication. 

Imagine you’re trying to establish a friendship with someone in 

person, but instead of actually talking to them yourself, you hire 

someone else to talk to them for you, or to tell you what to say. 

What’s going to happen? 

Even if you’re the one actually talking to the person, you might be 

saying what someone else is telling you to say, and if you do that, 

you’re not the one building a relationship with that person – they are 

really communicating with a different person, not you! 

It’s the same thing when you write emails to your list. 

When you hire someone else to write your emails for you, you are 

not communicating directly with your subscribers, and they are not 

making a connection with you. The truth is they are actually 



communicating with someone else – the person who wrote the 

emails. 

They can’t develop a bond with you if your emails are different in 

style or personality, or if they aren’t consistent. 

It’s always a far better idea to write your own emails yourself, even 

for affiliate promotions. Don’t use the standard emails people 

provide you to promote their products. The way it’s written isn’t you 

– it’s not your personality, and it’s not your style. Even if they say it 

generated a great response, the fact is it was effective on someone 

else’s list because they have a connection with their list. You need to 

establish your own connection with your own list and write your own 

emails to them. 

Now you might be thinking that you don’t know how to write 

effective emails to your list. 

The most important thing to do is just write. Just start writing your 

emails. Make a plan of what you want to write in each email; what’s 

the main purpose of that email? Then just write. 

Remember just imagine if you’re writing that email to a friend you’re 

trying to help; write from the heart. 

You’ll find that the more emails you write, the better you’re going to 

get. Over time you’ll be able to see in your stats which emails got a 

better response, and start making changes to your emails to include 

more of the elements that made your emails successful. 

You don’t need to learn everything about how to write effective 

emails; if you have written just one email to a friend, any type of 

email, then you already know what you need to do to write an 

effective email campaign. 



In most cases you’re also going to make adjustments to your email 

campaigns as you learn more about how to write effectively. Start 

tracking the response rates and open rates. You’re going to quickly 

learn what works with your list and what doesn’t.  

You need to learn by doing; what works for my list, may or may not 

necessarily work for your list. The only way to find out what’s going 

to be effective for you with your subscribers is to email them and 

track your results. 

After you get your results, you make the necessary adjustments to 

make your email campaign even better. That’s how successful 

marketers really become successful; they try something, then track 

the results, and make adjustments to improve their campaigns. 

That’s what you should be doing as well. 

 

How Often Should You Be Mailing Your List? 

This is the type of question that pops up all the time when it comes 

to email marketing. 

The fact is there are many different marketers that use many 

different frequencies of mailing. What works for one marketer might 

not necessarily work for another. 

The reason is because each list is unique. Each list is a market on its 

own. Each list responds to different things.  

Your list will respond differently to my list, and it’s also different to 

everybody else’s list, so it’s difficult to say a certain frequency of 

mailing works better than something else. 



However, there is one thing that is always consistent throughout all 

lists; the more frequently you email your list, the more sales you will 

end up making, the more unsubscribes you will get, the lower your 

open rates will be, and the lower your click through rates will be. 

On the other hand, the less frequently you email your list, the higher 

your conversion rates will be, the fewer unsubscribes you will get, 

the higher your open rates will be and the higher your click through 

rates will be. 

Now you might be thinking it’s generally a better idea to mail less 

frequently if open rates and response rates are higher, but at the end 

of the day you still need to make sales, and generally speaking the 

more you email your list, the more sales you’re going to make. 

That doesn’t mean you always send them sales emails; emailing 

them frequently means you email them with a combination of 

content emails, free gift emails, feedback emails, and sales emails. 

Some marketers mail their list every day, others 2-3 times per week, 

even more will mail their list even less than that.  

The bottom line is you need to test different frequencies with your 

own list and see what works the best for you. 

Those marketers who email every day are probably making more 

sales overall, but they’re getting more unsubscribes. Now if you’re 

getting 50-100+ subscribers per day, you can afford to lose 20 

people, for example, through unsubscribes when you email them 

daily. But if you’re only get about 10-20 subscribers per day, you 

probably can’t afford to email your list daily and risk getting 10 

unsubscribes per day. 



It all depends on how much traffic you’re driving on a daily basis, 

how many subscribers you’re getting, and how effective your emails 

are. 

Another thing to keep in mind is you don’t have to just stick with the 

same frequency forever. If you’re just starting out and your list is 

growing slowly, maybe you can start off by emailing 1-2 times per 

week. Then as you grow your list faster, then you can increase the 

frequency of emails. 

If you’ve got a few products available, perhaps you can mail more 

frequently to get some sales coming in. 

But you need to keep in mind that you will get unsubscribes 

regardless of how often you email your list; the question is, can you 

replace those subscribers consistently? 

Email marketing isn’t just about sending emails to your list, it’s also 

about continuing to build your list on a daily basis. You don’t just 

build a list of 5000 and stop. You keep building your list every single 

day, and you continue to test what works with your growing list. 

 

How To Track The Success Of Your Campaigns 

So we’ve talked about how important it is to track the effectiveness 

of your emails, and see where you can improve your campaign.  

If you want to be successful with email marketing, you need to be 

able to measure how effective your emails are, what is actually 

making your emails effective, and what is just not working for you. 

One way to measure how effective your emails are is by seeing how 

many sales you actually produce, but this will only work in isolation 



with promotional emails. It obviously doesn’t work with content 

emails where you’re not necessarily promoting a product for your 

subscribers to buy. 

With most autoresponder services, they will be able to provide you 

with accurate stats about your emails and campaign. 

So the most common email marketing metrics you should pay 

attention to are: 

 

Delivery Rate 

The email delivery rate refers to the percentage of emails that were 

actually delivered to your subscribers. This is an important indicator 

of the quality of the email leads you have in your list. If the delivery 

rate is low, and you have focused on driving traffic from a particular 

source, then it indicates that the quality of that traffic source is 

suspect. You want the delivery rate to be as high as possible. The 

higher the delivery rate, the higher the quality of the leads on your 

list. 

 

Open Rate 

The open rate is the percentage of subscribers that actually opened 

the email you sent to them. This is one of the most important 

metrics you need to measure in your campaign. 

If you have several emails in your campaign, and a few of them have 

higher open rates than average, take a closer look and see why that 

might be. Maybe it was a good headline. Maybe it was the benefits 

you mentioned. Whatever it was, pay close attention and implement 

that lesson into the rest of your campaign.  



On the other hand, if some of your emails have much lower open 

rates than normal, it might indicate that their headlines are not 

effective and it might be worth changing them to test what else 

might work more effectively. 

If your email open rate drops dramatically and stays at a lower rate 

than normal after a specific email, it might mean something in that 

email turned subscribers off your subsequent emails. If you see this 

happening, you need to take a closer look at the email immediately 

before the open rate drop occurred – what is within that email that 

might have turned your subscribers off? Did you promise something 

and didn’t deliver? Did you promote a product that has a bad 

reputation? Was something wrong with the content or free gift you 

provided? Take a closer look, send a test email to yourself, click 

through to all the links, and read through the email again – you need 

to find out what the issue is and fix it. 

Your subject line is the first thing people will see in their email inbox, 

and that is usually one of the biggest factors that will determine 

whether they open your email or not. So you need to work on 

improving your subject lines. The other important factor is you and 

the relationship you have with your subscribers. Like we mentioned 

earlier in the training, if you have a good relationship with your list, 

they are going to look forward to receiving your emails and open 

them once you send them.  

 

Click Through Rate 

The click through rate is the percentage of subscribers that actually 

clicks on one of the links in your email. 



Aside from open rates, click through rates are probably the second 

biggest indicator of how effective your emails are.  

A low click through rate might tell you that your subscribers don’t 

trust you enough to click the links in your email, or that the content 

isn’t something that interests them enough to find out more on 

another page. If this is the case, you need to make sure you target 

your list with the right content and information. You also need to 

continue to build rapport and credibility with your subscribers in 

order to get them to trust you more. 

Something you can also do within the email itself to improve your 

click through rate is to have more than one link. Perhaps you want to 

send subscribers to a post on your blog; have a link in your intro, and 

also have a link at the end of your email as well. Have multiple links 

that all send subscribers to that one page. The more links you have, 

the more chances subscribers have of clicking on a link. So don’t be 

afraid to put another link or two in your email, as long as it fits within 

the context of your email. Don’t just put links for the sake of it 

though. Tie it in with the content or the message you want to convey 

in your email. 

 

Unsubscribe Rate 

The unsubscribe rate is the percentage of people who unsubscribe 

from your list after receiving emails from you. 

Most newer marketers get far too caught up with this – they freak 

out when people unsubscribe. They don’t want to do anything to 

offend people, and when people unsubscribe they take it personally. 

Here’s the truth; people will unsubscribe from your list.  



They will unsubscribe from your list when you send them a valuable 

content email, they will unsubscribe when you send them free gifts, 

they will unsubscribe when you ask for feedback, and yes, they will 

even unsubscribe when you send them promotional emails.  

Having a small percentage of people unsubscribe on each email you 

send them is normal. Sometimes they just aren’t interested in that 

particular niche anymore, sometimes they have found a different 

solution to their problem, or sometimes they just don’t want to 

receive your emails anymore. 

Don’t get caught up with it. You should be consistently sending 

traffic to your pages to build your list every day, and you should be 

doing everything you can to bring in more subscribers every day than 

the number of people who unsubscribe from your list. 

Now if your unsubscribe rate is really high, for example higher than 

20%, then you need to look closer at the emails you sent them and 

see why so many people would be unsubscribing from your list.  

You always need to track your results, and make adjustments to 

better improve your email campaigns. 

 

The Biggest Email Marketing Myth 

The biggest myth about email marketing is that you can create one 

product, setup one email campaign and just ride that out to riches 

for the rest of your life. 

It’s a nice thought; just create a product once, write a few emails, set 

them up on your autoresponder, then sit back and watch your bank 

account grow. 



Unfortunately, in the real world, it doesn’t work like that. 

Regardless of how great your product is, how effective your emails 

are, and how many people you have on your list, things will change 

over time. Demand for your product will change, other marketers 

will create products that compete against yours, consumer needs 

change, and people’s interests change as well. 

It’d be great if you could do the work once and then make 

‘automated profits’ for the rest of your life. But that doesn’t happen. 

Things will change, and in order to continue to make a living with 

email marketing, you need to adapt to the changing world, and to 

the changing needs of your market. 

You can’t just rely on one product or one email campaign to succeed 

online. You need to continue to promote multiple products with 

multiple lists targeting multiple niches.  

Always ask yourself, “What else can I offer my subscribers? What do 

they need now? What are my competitors doing that I’m currently 

not doing?”  

If you don’t adapt with your market, you’re going to be left behind 

and you’ll soon find that your product and email campaigns will 

become outdated.  

Something else you’ll need to adapt to are your traffic sources. Some 

traffic sources will get saturated with marketers all selling the same 

thing, other traffic sources simply die out. So you need to establish 

multiple traffic sources if you want to consistently build your list over 

time.  

Don’t just rely on one traffic source. If you do that you’re putting 

your entire online business at risk. 



An example of people who do this are those who rely completely on 

SEO to bring traffic to their site. They optimize their sites and do 

everything they can to please Google’s search engine algorithm. They 

might see some good traffic for a while, but as soon as Google 

changes their algorithm, the traffic they were getting completely 

dries up and they’re left with nothing. No rankings, and no traffic. 

They’re back at square one because they made the mistake of relying 

completely on one source of traffic. 

So you need to always pay attention to what’s happening in your 

market. You need to be willing to adapt and change if you want to 

succeed with your online business in the long term. 

 

How To Make Money From Your Subscribers In 

The Long Run  

So now you know the importance of having to adapt and change to 

your market and your subscribers’ needs, instead of just relying on 

one product or one email campaign, here’s how you can set your 

online business up for success. 

There are really two ways to continue to make money from your 

subscribers over the long run: 

1. Create more products to sell to your list 

2. Find more affiliate products to promote to your list 

So either way you need to sell more products to your list – the only 

difference is if you want to create your own products to sell, or focus 

on promoting affiliate products instead. 



There are benefits to both options, but overall it is usually much 

more profitable to create your own products, especially when you 

are going to be spending most of your time selling to your 

subscribers.  

Now let’s say you’re going to create your own products, another 

major consideration you need to make with your products is the 

price range. 

One option you can take is to create new products that are about the 

same price range and quality as other products your list has already 

purchased. 

The other option is to create products that are larger, more 

substantial, and therefore more expensive than the products your 

subscribers are already purchasing. 

The idea with creating more products at a higher price range is that 

you are able to target your subscribers who are able and willing to 

pay a higher price for high level training. Obviously there will be a 

lower percentage of your list who will be able or willing to pay more, 

but those who are will usually become your most loyal customers. 

This gives you the opportunity to continue to provide them with 

even more solutions and better training, which means you are also 

able to sell more higher priced training to them.  

So how do you go about doing this? 

The simple answer is you need to have a sales funnel. 

A sales funnel is a collection of products within the same niche that 

you present to your subscribers over time. The longer they remain 

on your list, the further they progress through your sales funnel and 

the more products you will present to them.  



Usually a profitable sales funnel begins with building a list of free 

subscribers when you offer a free gift to visitors in exchange for their 

email. Once they’re on your email list, you build a relationship with 

them and offer them a low priced product first that is designed to 

give your customers a ‘trial’ of what you have to offer and the level 

of value you provide in your products. 

Once your subscriber has bought a product from you and entered 

your sales funnel, he will be presented with even more higher level 

products at a higher price tag over time. 

A typical sales funnel might look something like this: 

- A free offer where you build your list of free subscribers 

- A $7-$27 product, which is the frontend product that 

introduces buyers to your paid products 

- A $47-$77 product, which can be a 100 page ebook 

- A $97-$297 product,  which can be advanced video training 

- A $497-$1000 product, which might be a coaching or 

mentoring program 

Obviously the type of products can be altered, and the price points 

changed as well, but this basic sales funnel should give you an idea of 

the different types of products you can create and the different price 

points you should be targeting. 

So let’s take a look at how this type of sales funnel might work. Let’s 

say you get 5000 free subscribers who signup to your email list. You 

send them a few content and free gift emails to start off with, then 

you present them with a low priced entry-level product at $7. Now 

maybe 10% of your subscribers might buy that product. 

Now you have 50 customers, who used to be free subscribers. Those 

50 customers are then immediately moved to your buyers list, where 



you will only promote products of a similar or higher value and price 

point as the one they already purchased. You then present them 

with the next product in the sales funnel, which is a more extensive 

product at a higher price point, and over time you continue to 

promote the other higher level and more expensive products to your 

buyers. 

The key is to continue to move people through your sales funnel; 

from free subscribers to buyers of low-priced products, then to 

buyers of higher-priced products, and then buyers of even higher-

priced products. 

Obviously the value you provide has to justify the price point for 

each product, so instead of providing just an ebook, maybe you could 

create a membership site, or a coaching program. Whatever it is 

make sure it is far more extensive and far more valuable than other 

products at a lower price range. 

You should of course also continue to provide a lot of high quality 

content for free as well. The difference now is with your buyers, the 

free content needs to be even better than it is for your free 

subscribers. 

So you need to always be giving more content, as well as giving 

better content. 

 

 

 

 

 



Wrapping Things Up 

Successful email marketing isn’t something you can just learn once 

and master. 

You need to test things out, track what works, then tweak your 

campaign to improve your results. 

You have to think of email marketing, and your overall online 

business, with the big picture in mind. You can’t just create one 

product and one email campaign and expect that to make you rich. 

You need to build out a proper sales funnel, create multiple email 

campaigns for each of your products, and track the effectiveness of 

those campaigns.  

You need to stay up to date with what’s happening in your niche, 

what your subscribers are doing, and what they need. If you rest on 

your laurels after creating just one campaign, you’re going to be left 

behind by your competition. 

Most importantly, you need to focus on building a solid relationship 

with your list. It’s about building a relationship with your subscribers, 

building credibility and rapport, so they will come to know, like and 

trust you enough to buy from you not just once, but many times over 

the long run. 

Don’t think about email marketing with the short term in mind. 

That’s a mistake most people make. They only think about the first 

sale. They only think about making sales on one product. What they 

don’t realize is that one product isn’t enough. You need to have 

multiple products at multiple price points in your sales funnel if you 

really want to succeed and make money from your subscribers over 

the long run. 



I hope you have enjoyed this email marketing training, and that you 

go out and actually implement what you have learnt. Don’t just go 

through this training and then do nothing with it. That’s what a lot of 

people will do when they buy any type of training, and that’s also 

why most people struggle with their online businesses.  

Put this training to use for your email campaigns and build a long 

term online business that you can be proud of. 

 

 

 

 

 

 

 

 


