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et’s talk about list building and email marketing. You may have heard the expression that 
the money is in the list and I can tell you from experience that this holds true. There  
isn’t another part of my online business that even comes close to the profits generated 

as a direct — or indirect — result of the emails I send to my subscribers and customers. 

I’m sure you’re seeing great results with your own email marketing and list building. But what
if it could be better? What if a few little tweaks here and there could improve your conversions
and your bottom line? The hard truth is that you can be pretty successful at this and still leave
money on the table. Heck, I know for a fact that there are things I can improve and that I will
continue to improve upon over the coming weeks and
months. It’s those small changes and tweaks, done consis-
tently, that improve our bottom lines and help us become
even more successful at what we do. 

Those small tweaks and changes are what this report is all
about. It’s about those forgotten list building and email 
marketing tasks that will make a difference in the long run.
Sure, your list may be growing nicely and you’re seeing good
results (Results = Sales) but there’s always room for improvement. What surprised me, when
I started working on this in my own business is that there are parts and pieces I’d completely
forgotten about because everything was running smoothly. And it was those things — those
little tweaks and tasks — that ended up making the biggest difference. Those are the things I
want to share with you in the coming pages. 

We’ll start by taking a look at what these forgotten tasks are and why they matter. Then we’ll break
it down and walk through list building and email marketing tasks separately. I recommend you read
it cover to cover first. It’s not an epic novel, so you can easily do it in a short time. That will give you
a good overview and understanding of what this is all about and how it will work. Then I want you
to go back through it with a notebook in hand or a word document open. Take notes and start
making a list of all the small projects you’ll start to tackle as a result of reading this.
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From there, pick one and start working through the list. As you start to see results from these
small changes and tweaks — some of which you can make in a few minutes here and there —
you’ll be motivated to keep going. 

Make it a habit to check on your list and your email reporting regularly and keep improving as
you go. You’ll be amazed at how much of a difference it will make. 

What Are Forgotten List Building And Email Marketing
Tasks And Why Do They Matter? 
List building and email marketing are critically important parts of your online business — or
even for brick and mortar businesses for that matter. They help us stay in touch with our per-
fect-fit clients and prospects, helps to get to know them better, and of course continues to
bring them back to your site or store again and again. 

Since you’re reading this report, I’m assuming that you already have a list and that you’ve been
sending emails to them on an at least a somewhat regular basis. 

Chances are that you set up your list and your first few emails quite a while ago. You’re com-
fortable with the entire process — maybe you’ve even gotten a little too comfortable — and
overall, things are running smoothly. Why then is it important to take a look at these “forgotten
tasks”? 

I alluded to it in the introduction, but wanted to take a closer look at what they are, how they
came about, and why it’s worth your time and effort to go back and work on these tasks. 

When you think back on the last time you set up a new list or opt-in funnel, you realize that
there are a lot of “set it and forget it” type tasks. You go through the process, set something
up (like your opt-in page, or the welcome email that goes out to your readers, for example),
and then move on with everything else you have to do to grow this new list and run the rest
of your business. How often do you take the time to go back and review those things? Do you
even know what it says in your welcome email for a particular list of subscribers? 

Or what about a specific opt-in page or form on your site? Do you know what your opt-in rate
is and are you actively working on improving those conversions? Are you looking through the
reporting available through your auto-responder to see which email has the best open rates,
and which ones cause more readers to click the unsubscribe link? This is all important data, but
we often forget to review it regularly, let alone act on the information provided by the data.

Let me ask you a question. How often do you go back and check on the links you set-up in
your emails and your auto-responder messages?

Products and content sometimes becomes unavailable and you really don’t want to rely on
your readers to let you know about dead links. You also want a chance to go back and review
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the offers. Maybe things have changed and what you’ve promoted is now outdated. Or maybe
you’ve found something even better since you wrote that A/R message two years ago. 

There are lots of moving parts and bits and pieces that are easily forgotten.

You’ve spent some time coming up with and creating sales funnels that have a lot of automated
components to them. They’re great for leverage and growing your passive income, but they’ll
continue to work much better for you if you take the time to review them regularly. 

We are all learning and evolving as online marketers. Along with that our niches evolve. Think
about weight loss tips from ten years ago vs. what you would recommend today for example.
It would be quite different, wouldn’t it? And the same holds true in just about any other niche.
There are fresh ideas and new products to share with your readers. You find new ways to 
improve what you’re doing already. 

And your audience changes right along with you. 

I’m sure the people who signed up two or three years ago for your list are very different today.
And the new subscribers you’re attracting are different from the people who signed up for your
list when you first got started. We all evolve and change right along with the world around us.

Which is why it’s so important to stop from time to time and re-evaluate. 

Ask yourself if you’re still serving your market to the best of your abilities. If not, it’s time to
make some changes and those changes should be reflected through your list building and email
marketing efforts. 

Why Does It Matter?
This is starting to sound like a lot of work isn’t it? The good news is that it is very doable as
you’ll see in the next few pages. As a whole, it may seem a little overwhelming, but if you take
it step-by-step and work on a little project or a quick task here and there, you’ll hardly notice
the extra work. What you will notice — rather quickly — is the results, or why tackling these
forgotten list building and email marketing tasks matter. 

Let’s start with the obvious. When you make small improvements in conversion and fix broken
links, the first thing that goes up is likely your income. You can increase your profitability here
and there with little tweaks. Any single one may not make a huge impact on the amount of
money coming into your business, but combined they can add up to quite a nice chunk of
change each month. That means that you don’t have to work as hard on things like getting
new subscribers, creating more content, finding fresh offers etc. Instead, you focus on making
what you have work harder for you. Trust me, that’s a good thing and not only will it give you
more money in the bank, it also gives you more time to for the fun stuff like spending time
with your family, or taking some much deserved time off. 
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But it isn’t just about you. By taking the time to review your list building funnels, you have a
chance to serve your market better. Over time you can learn a lot about your readers and cus-
tomers simply by listening to them. As you learn more about their goals and what’s holding
them back, you get a much better understanding of what they need from you. As a result, your
business and the products you create and recommend will evolve over time. 

By going back and reviewing some of the old A/R’s (auto-responders) and lead magnets you’ve
been using for example, you can make sure what you’re sharing with your audience is up to
date and reflects your current knowledge and views. 

It goes without saying (I hope) that your subscribers and customers are the most important
part of your business. Without them, you have no business and there’s no money to put food
on the table, pay the rent, or have that fun vacation. Your first priority should always be to
take care of them and one of the ways you do that is to make sure the information you provide
them is correct and up-to-date. 

Doing this will do more than help out your readers and customers. It will also protect your 
reputation. Let’s face it, when your readers encounter dead links, or worse, buy outdated
courses and programs it makes you look bad. If on the other hand you make an effort to keep
everything up to date and working, your audience will notice and they’ll be that much more
likely to recommend you to others. 

This in turn will help you grow faster. Word of mouth advertising is a powerful thing. And it
doesn’t stop there. Fixing all those little broken links, improving conversions on your opt-in
pages and emails, and making small improvements in quite a few different places will add up
quickly. As a result your business will grow faster. 

You’ll take better advantage of all the traffic that hits your site. You’ll get better at “speaking
directly” to your people, your ideal audience. They will notice and start sharing what you have
to offer. 

These things are why paying attention to these forgotten list building and email marketing
tasks matters. 

Now that I have your attention and hopefully have you properly motivated, let’s get to work. 

I’ve broken the remainder of this report into two parts. One focuses on list building, the other
on email marketing. Since the two are so closely related, feel free to switch back and forth 
between the two as you start to work on your list funnels and your emails. 

First, though, I recommend you read through the rest of this report to get a good overview of
what you’ll be working on and what little leaks you can fix throughout your online business.

Then you’ll be able to get right to work fixing anything that needs attention.

Come on, it’ll be fun! 
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Forgotten List Building Tasks 
eady to get to work? Let’s start by looking at some list building tasks that you may
have forgotten about. Hopefully you haven’t ignored all of these, but I’m sure you’ll
find a few things throughout this report that could be improved upon. 

Growing your list on a consistent basis is one of the best things you can do to insure business
growth. If you want your business to thrive, you need to do something at least every single
week that helps you grow your audience and your subscriber base. I’m sure there’s a lot you’re
doing already to send fresh traffic to your site or your blog. But are you taking full advantage
of the list building capabilities this offers? 

Your first goal when a new reader makes it to your site, should always be to get them on your
list. The first thing you should do then, is make sure that there is an opportunity for your vis-
itors to do that on every single page of your blog or website. (You never know on what page
they might enter your site.) Take a look through your site and
make sure you have opt-in forms on all pages. They could be in
the side bar, they could be pop-ups or pop overs, or they could be
within your content or at the end of your blog posts, for example. 

Start by making sure you have some way for your readers to opt-
in on every single page on your site. 

Then mix it up and see what works better for you and your read-
ers. Maybe a pop-up gives you a much better conversion rate than
the side bar opt-in. And don’t forget to sprinkle some opt-in forms
into your content. Start with a few of your most popular and most visited pages and see how
those convert for you. 

Of course opt-in forms aren’t your only options. They’re a quick and easy thing you can throw
on every page of your site, but they aren’t always the most efficient way to grow your list. 

The best way to convince a visitor to sign up and become a subscriber to your list is through
an opt-in page. I hope you have at least one or two of these set up for your site and are driving
traffic to them regularly. If you don’t, put this high on your to-do list. If you have the pages up,
but aren’t actively working on sending traffic to them, work on a plan to start doing that. You
can use paid advertising, include links in all your social media profiles and on your blog posts
where applicable. You can also have your affiliates send traffic to these lead pages or swap ads
with other list builders. They recommend your opt-in page and you recommend theirs to your
current subscribers. Keep working on new techniques to try to send a steady stream of traffic
to those landing pages. 

Developing fresh new opt-in pages that speak directly to a particular portion of your audience
or that take a new angle on your main topic is another great idea. A new visitor may not be

R

A quick word about Pop-Ups... 

Plain and simple, they work. You
may say they annoy you and
think they’ll annoy your readers
but the study-proven reality is
that pop-ups will increase your
opt-in rate exponentially. So 
before you dismiss the idea of
using them, you might just want
to give them a try.
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too interested in your first opt-in page, but will jump on the lead magnet offer of a different
one without hesitation. Don’t be afraid to try new things. Throw an opt-in in at the end of all
your blog post, install an app that gives you the ability to display the opt-in offer as a bar above
your header, or in the corner of your page, making it look like the folded corner in a magazine.

There are lots of different tools and plug-ins out there to help you get the attention of your
site visitors.

Note: If you’re a Wordpress user, give the plug-in, Bloom, a try. Bloom allows you to 
easily customize some pretty neat opt-ins that you can drop into your blog posts and at
other places around your site. 

Switch things up and move your opt-in forms around. You never know when you’ll finally catch
the attention of a long time blog reader and convince him or her to sign up for your list. Keep
it fresh, keep trying new techniques and see what works best for you and your audience. 

Since we’re on the topic of opt-in pages, this is also a great time to remind you to review those
pages from time to time. 

It’s another one of those tasks that’s easily set up and promptly forgotten as long as it contin-
ues to work. Make sure your opt-in pages are looking nice and reflect what you know and what
you share with your subscribers. Try new techniques, new copy, and anything else you can
think of to see if you can increase your conversions over time. (Just be sure to change only
one thing each time, measure, and then try something else.) 

You’ll have to send a lot less traffic to your opt-in pages if you can improve your conversion
rates. Doesn’t it make more sense to work on those tasks than stay busy day in and day out
doing everything you can to drive more traffic to your site. 

The tasks in this section and the next are all about working smarter instead of harder Take
that concept to heart and work on improving your list building and email marketing funnel a
little here and there. It will start to pay off before you know it. 

Let’s move right along and talk a little more about conversion. 

The key to improving your opt-in conversions is testing. You want to test anything and every-
thing you can. We already touched on testing different placements of your opt-in forms, and
trying out different types (side bar forms, within blog posts, pop-ups etc.). 

Next, start testing your individual forms. Try a different color, layout, font, headline, bullets,
call to action, subscribe button and anything else you can think of. Auto-responder services
these days make it very easy to split test just about anything you can think of. 

Make a list of things you want to test against each other, read up on A/B split testing to get
even more ideas and then set aside a little time each week to test something new. Based on
my own experience, it won’t take you more than a few minutes to make a couple of small
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changes and review the data from your last test. Even minor tweaks can improve your opt-in
rate and over time those small increases result in quite a few extra subscribers. 

And since we’re on the topic of testing, let’s talk about your lead magnets. 

You know what I’m talking about. Those are the short reports, videos, email courses or audio
recordings that you’re offering your subscribers as a thank you or ethical bribe for signing up
for your free list. Chances are that you put something together when you first set up your list
and then never looked back. That could be a big mistake. Think about how much you’ve
learned about your audience and about marketing in that time. 

Go sign up for your own list right now. 

Pay close attention to every step along the way. Take notes of anything and everything you
can improve throughout the process. Then download your lead magnet and read through it
with fresh eyes. 

Next you have two choices. You can either start fresh with something new and different that
your subscribers will love, or you can work on improving your existing one. If you’re really 
ambitious you’ll do both and test the two offers against each other. Either way, you want to
end up with a quality lead magnet that makes a great first impression. You also want it to be
something that your potential subscribers are anxious and excited to receive. Make it fun, make
it entertaining, and make it helpful. Some of the best lead magnets out there help the audience
solve a problem. 

Once you’re done with that, go through the auto-responder emails you have set up for your
readers starting with the welcome email. 

Does the content you’re sharing there still reflect what you’re currently doing? Do all the links
in those emails still work? Do you have better content and offers to share? Can you add fresh
content to the A/R sequence? 

Make a list of what you can do to improve your auto-responder to make it more helpful to your
audience, and more profitable for you. These are the emails every single reader on your list
gets sooner or later. It’s always a good idea to go back and make sure everything is still working
and keep adding to it. 

And let’s not forget about the thank you page. This is the page your readers land on after they
sign up for your list. This is usually where they download the lead magnet. 

But don’t waste this important page!

You have a fresh, hot lead looking at prime web site real estate. Use this page to either build a
deeper relationship with your readers, or get them to make that all-important first sale. Put
together a fantastic, irresistible offer at a low price that’s hard to refuse. Try to move them as
quickly as possible from the subscriber list to the paying customer list. Those folks are a lot
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more valuable to your business and a lot more likely to buy from you again and again. Make it
a point to review and test this offer often. Changing it as you see fit. Be sure you make just
one offer on your Thank You page. Otherwise, your new subscriber may not be able to make
a decision and decide to buy nothing at all. 

Speaking of offers…. They aren’t just for emails and thank you pages. Have you thought about
monetizing your lead magnet directly? 

Work a great offer — possibly the same one you’re using on your thank you page – into your
lead magnet. This will greatly increase your chances of closing more sales which is important
on so many levels. Not only do you want to turn subscribers into customers as quickly as pos-
sible, you also give yourself a lot more options when it comes to list building — if you can make
it profitable from the start. 

If you can convert say 20% of your subscribers to buy your $20 product right away, you can
suddenly afford to buy some advertising. You can give Facebook ads a try, or you can buy
newsletter ads and the likes. In other words, you have a lot more options for growing faster. 

Work on all the paid and free traffic you can get to your opt-in forms and opt-in pages. Look
into a new advertising method each week or put some fresh lead building content out there.
Offer to write an article for an online publication in exchange for a by-line that includes a link
to your opt-in page. Track and refine your Facebook advertising. Keep working on getting
more traffic and making the most from the traffic you have. 

Start with your list of things to work on and improve upon. Add to the list as you learn more
and keep getting better at this email marketing gig. Then make it a point to work on at least
one task from that list per week. 

If you’re feeling ambitious, and if you break that list down into simple little tasks, you can even
get one done per day. You’ll be pleasantly surprised at how quickly your list will start to grow
once you get into the habit of doing that. More importantly, your list will start to become more
profitable.

We’ll kick it up a notch in the next section when we focus on the email marketing aspect of this. 

Forgotten Email Marketing Tasks
o far we’ve focused a lot on the bits and pieces involved in building your list and finding
your readers. It’s time to switch gears and focus on the actual email marketing. There
will be a bit of overlap here and there, but I’m sure you’ll find some fresh ideas and new
tasks to add to your running list of forgotten email marketing and list building tasks. 

Part One – Auto Responder Messages 
Let’s dive right in and start with the first email that goes out to your readers — the welcome

S
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email. I briefly mentioned reviewing this earlier as part of the list building process, but I think
it’s a topic worth diving into a little deeper. 

Log into your auto-responder dashboard and find your current welcome email. Copy and paste
it into a word document and start analyzing it. Does it truly represent you and your online
business? Is it still a good fit for your ideal audience? Things change over time and it’s not 
uncommon to see a subtle shift in audience and purpose over time. Make sure your welcome
email reflects your current thinking and goals. (And your sense of humor, if you’ve got one.)

Be very clear on what the main purpose of your welcome email is. 

Yes, part of it will be to welcome your readers and acknowledge that they’ve successfully  joined
your list plus it should deliver your lead magnet as well, but it doesn’t end there. In addition,
you can use your welcome email to give your readers a chance to get to know you, share your
social media profiles or other places where they can learn a little more about you. 

For example, you could record a video where you share a little more
about who you are and what your business is all about. Then invite read-
ers in the welcome email to watch the video. 

This is also a great place to set expectations for your email schedule. Let
them know how often they can look forward to getting an email from
you. If you send broadcast emails out on a certain day of the week for
example, share that with them. If your list is set up with an auto-respon-
der that goes out every couple of days, let them know when the next email is coming and what
it’s about. Sharing this type of information will have your new subscribers looking for your next
email, which will greatly help with open rates. It may even prompt them to go look for the
email in the dreaded Gmail promotional folder, or even go dig it out of spam. 

In other words, setting expectations greatly increases your chances of getting your readers to
open your email, and even having them take actions — like adding your email address to their
approved contacts list — that will insure that your messages get delivered to their inbox (or
having your messages routed to the primary Gmail inbox instead of the promotional one). 

Rework your welcome email as needed and save the new version in your auto-responder. Then
schedule to review it every three to six months or so to make sure it still reflects what you
want for your business. 

Another great quick task to add to your list is to check what you have set up as the “from field”
and what email address you’re using as the reply to address for your list. The first and most
obvious task is, of course, to make sure the email is one you still monitor regularly. You don’t
want to miss out on chances to interact with readers that reach out to you. While you’re at it,
make sure your emails are set up so that a reader can simply click “reply” if they want to get
in touch with you. Never ever ever use a “do not reply” from email address!!!!
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Then take a look at how your “from field” displays. What does it say and does it still make
sense? Could you word it better, or use a tag or keyword that better represents you and your
brand? Take a look at what others in your niche and industry are doing for fresh ideas. 

Next, it’s time to review your auto-responder messages. 

These are the emails that go out to your readers at regular intervals. The welcome message is
usually the first of those emails going out. Look through them one by one and check for all of
the following: 

Attention Grabbing Subject Line 

Start with the subject line (or wait until you’ve edited and changed the content if you’re doing
a complete content overhaul). You need to give your readers a reason to open your emails and
you do that with the subject line. 

Make sure it’s attention grabbing and interesting without going over the top or being spammy.
Read up on writing good subject lines, and browse through emails you’ve gotten recently that
grabbed your attention. See if you can emulate those types of subject lines and make them
work for your purposes. 

Helpful and Current Content 

Review the content and make sure it is still current and reflects what you’re doing these days.
Your auto-responder is your chance to connect with and get to know your readers while 

establishing your expertise and showing your readers everything you
have to offer (with offers sprinkled in of course …. More on that next). 

Read through each email in your auto responder sequence and ask
yourself if what you’re sharing is still helpful and current. If not, make
a plan to replace it in the coming days and weeks. Of course you can
also change and rework the emails right now if you’re feeling ambitious

and have the time. If not, be sure to schedule it sooner rather than later. 

Valid and Interesting Offers 

It’s a good habit to make offers for your own products and those you’re an affiliate for throughout
your A/R content. If you don’t have a lot of offers in there right now, there’s no better time
than the present to fix that. 

Sprinkle them in your existing content as recommended products for example, or just work a
link into the content you’re sharing. You can also write and add reviews and other solo mails
into your auto responder where it fits and makes sense. 

Look through any existing offers in those email sequences and make sure the offers are still
valid and that what you’re recommending is still current and helpful to your readers. If it isn’t,
replace it with a better offer. 
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Working Links

As you’re scanning through the content in your auto responder messages, don’t forget to check
every single link in each message to make sure it’s working! 

We sometimes make mistakes when creating links, and of course pages disappear from the
web over time. You know how disappointing it is when you click on a link to something you’re
very interested in only to find it go to a 404 error page, or worse to a website that no longer
exists. Make it a habit to check all outgoing links in your automated emails regularly. 

Add New Messages Regularly

Last but not least it’s time to add more messages to your auto responder sequence. It’s some-
thing you want to add to regularly going forward. Start by deciding how often you want new
messages to go out. One per week is a good starting place. 

Create a calendar with ideas for new messages and then add writing and adding it to your
weekly list of things to do in your business. Over time, every single one of your subscribers will
see these emails, so they are most definitely worth the effort.

Part Two – Broadcast Emails

Now we’re going to switch gears and focus on your outgoing broadcast messages. 

Since you’re working on and sending these emails in real time, there’s a little less work to do,
but thinking through some things and doing a bit of testing is some time well spent. 

Review Your Schedule

Start by taking a fresh look at your current email marketing schedule. Evaluate what’s working
and consider changing it up to take better advantage of your list and your messages. 

For example, if all you’re doing is sending a monthly email newsletter, consider breaking it up
into shorter, weekly messages. If you’re spending a lot of time and effort putting together a
weekly newsletter, without profiting much from it, consider simplifying your broadcast emails. 

And besides, folks have pretty short attention spans these days and with the advent of mobile
phones and other hand-held devices, where they are more and more reading their emails,
shorter emails will likely get read or at least looked at before they hit that delete button or
move on to something else.   

Continuing to do something out of habit or because that’s what you’ve always done and what
your subscribers are used to, isn’t a good enough reason to keep doing it. Adjust and tweak
your schedule as needed to work for you and your bottom line. 

Does The Content You Share And The Format You Share It In Still Make Sense? 

Let’s go back to the newsletter example for a bit. Many of us who have been in the email mar-
keting business for a few years started out publishing electronic newsletters. Some of them
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were quite extensive, or the equivalent of a small digital magazine sent out to our readers on
a regular basis. While this has worked well in the past, times have changed. In general readers’
attention spans have gotten much shorter and most of us are seeing better results with tightly
focused, shorter emails sent more frequently. 

Take a look at the format you’re sending your messages in right now and consider your options. 

This could include things like shorter newsletters or shorter emails, but also using a set tem-
plate, sharing images, plain text vs. html etc. Take a moment to evaluate the format you’re
using and considering other formats you could try. Find out what works best for your market
and your business right now. 

Now is also a great time to think about the type of content you share in your emails. It’s easy
to get stuck in a rut and share the same or similar stuff over and over again. Maybe it’s time to
mix things up — just make sure you’re still serving your market to the best of your ability. 

Ask Your Readers For Feedback

When you’re out of fresh ideas, or are considering trying something new and different, it can
be helpful to ask your readers for feedback. Don’t be afraid to email them and ask them to
share their opinion. 

If you’re starting to run out of content ideas, or just want to add a few fresh ideas, ask your
subscribers what they would like to learn more about. Another option is to have them share
their best tips, ideas, and recommendations that you can then share with the rest of your read-
ership. It’s a great way to add more content without a lot of work on your part. 

If this interaction with your readers isn’t yet a regular habit of yours, it’s something well worth
developing. Not only do you get lots of great ideas and suggestions, it also strengthens the
bond you have with your readership as they feel more involved and more part of your online
community. 

Testing And Tracking

As you start to try new things, don’t forget to test and track your broadcast emails. Then go
back and review the test results. This could be as simple as going back and reviewing the emails
that got the biggest open rates, or as involved as tracking what emails ended up being the
most profitable ones. 

Get in the habit of collecting as much data as possible and using it to make smart decisions
going forward. You may want to create a spreadsheet — either in a spreadsheet program or
just on paper — to track the analytical data provided by your auto-responder service. It’s the
best way to look for trends so you can make changes when necessary or do more of the same. 

Do more of what works well and stop doing the things that don’t give you results. Over time
you’ll not only improve your bottom line, but you’ll become a much better email marketer. 
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Bonus Tip – Redirecting Links

Here’s a quick tip that will come in handy in all of your email marketing, and elsewhere. Instead
of sharing links to other people’s content and offers with a straight link or your raw affiliate
link, redirect it. There are quite a few different ways to do this. I recommend using a plugin
like Pretty Links if you’re running a WordPress blog for your website. Not only will it redirect,
it will also give you some basic stats that will help in the testing and tracking I mentioned earlier
in this report. 

This also allows you to regularly go back and check on those redirected links. If the link no
longer works, or it points to something (be it content or a product) you no longer support,
you can quickly and easily change it out. For example, let’s say you recommend website hosing
to your readers. When you decide you like a different hosting company better, you simply
switch out the target URL on the redirected link and that change will be reflected across all
emails and other content where you’ve shared this redirected link. 

This also means you don’t waste valuable links in older, archived email content when the target
URL no longer works because a product has been taken off the market, or affiliate linking struc-
tures were changed. Start using redirected links whenever possible and don’t forget to add
checking on the redirects you’ve created regularly. Put it on your calendar every few months. 

Conclusion
There you have it. We’ve gone through the various aspects, parts, and pieces involved in list build-
ing and email marketing. I shared plenty of forgotten tasks for each along with plenty of reasons
why it ‘s important to pay attention to said tasks and make them work to your advantage. 

We started out by taking a look at what forgotten list building and email marketing tasks are,
why they are commonly forgotten, and why you can’t afford to make that mistake. We also
walked through various tasks for list building and email marketing respectively. 

If you haven’t already done so, I encourage you to go back through this report with pen and
paper in hand, making a list of the various things you want to work on, check on, and improve
upon. 

But don’t stop there. Many of the tasks I shared with you throughout this report are things
you need to work on and check on regularly. Put it on your calendar right now and make sure
it gets done. 

As I’ve mentioned before, once you start seeing the results of taking care of these forgotten
list building and email marketing tasks, you’ll be highly motivated to keep up the good work. 

For now, make a list, make a plan, get to work and start checking tasks off your to-do list. 
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Hi, my name is Marty Marsh, and I’d like to share

with you just for a moment about coaching, men-

toring, and consulting for the business folks I

fondly call “Soul Proprietors.” Business people

probably a lot like yourself.

Soul Proprietor Coaching — Mentoring, Consulting
— whatever you call it — is different than more 
traditional coaching, but if you think that marketing
your business as a soul proprietor would mean that
you are being wimpy or meek, please think again.

Soul Proprietors achieve their business and mar-

keting goals by being clear about what they want

and what they’re offering. And because they’re
consistent in their use of marketing and sales strate-
gies that are the most comfortable for them, market-
ing becomes simple and natural. Without being
aggressive, pushy or hard-sell, Soul Proprietors 
educate their clients and give them great value —
and the clients come as if by magic. 

Soul Proprietors, like yourself, are 

creative, fun business people with big

hearts who really just want to serve

their clients by helping them solve

their problems and do it with the high-

est of integrity.

I work with people who want to
start a business or practice and
help those already in business who
want to grow their customer base
and enjoy higher revenues.

I also help coaches, owners of small
businesses, independent profes-
sionals and professional practitioners
of all kinds to nurture long-lasting
relationships by helping them stay in
touch with their clients and pros -
pects regularly and consistently.

As a result of my work, business
owners are able to attract more of
their right-fit clients, create more
long-lasting relationships, have more
fun, and ultimately, create a more
sustainable income

MARTY
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Grow your business...


