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✓ What’s the purpose?

✓ What should they do after?

✓ What do I want them to believe?

WHAT
We get a lot of people asking us why their marketing emails are not
working and what they can do differently to get results from their
marketing emails - whether they are working on trade show
promotion, new product introductions or following up with
prospects.

There are 3 W’s I like to think of when working on a really great email. The first is

WHAT.
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✓ “What’s In It For Me”

✓ Imagine one person you are writing to

✓ WIIFM in the first line

✓ Write how you’d talk to them

✓ Is this email giving or taking?

WIIFM
Imagine the person you’re writing to. What's her name or his name?
Literally. Have you already done a little persona work?

This is the second "W"
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✓ Compare number of you, your to I, we, us

✓ Hello first name

✓ From signature

✓ 3 learning styles - visual, auditory, kinesthetic

✓ What’s a great subject line?

WORDING
Count number of “you” “your” vs. “I” “we” “our”… This sounds easy,
maybe too simple, but it’s really powerful. If you only do one thing in
this video, this might be the one to choose. Doing this will
completely change the tone of your emails, which will in turn change
how it feels to the reader, and make your communication really
effective.

This is the third "W"
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1. What is the purpose of your email? What do you want the reader to believe ?

2. What should your prospect do after reading your email?

3. What's the name of the person you wrote to?

4. What's the WIIFM? What benefit are you offering the reader?

5. How many you and yours are in the email? 

6. How many I, we, us, ours are in the email?

7. Would the subject line cause you to open this email?

Success Worksheet
Fill in this worksheet

Aim for just a few words or a sentence
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www.kokoroinc.com
Are you frustrated by low results from your marketing and know

you should get a 100 to 200% return using today’s advanced

sales and marketing systems, but don’t know where to start? Or

just don’t have time?

Are you at at a small high tech company, maybe a broadcast

television equipment or software manufacturing company? And

are you wondering why the marketing you’ve been doing for the

past 5, 10 or 15 years is not working any more? We can give you

guidance on what's working now

BOOK A FREE CONSULTATION
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