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Autoresponders. What are they? 

Autoresponders are emails, simple as that. Autoresponders are 
a way to sequence email messages so they go out 
automatically to the list.  

Ask any successful entrepreneur and she’ll tell you, the faster 
you can move a potential client from the “prospect” side to the 

“buyer” side, the higher your profit margins will be.  

That’s why marketing agencies have poured millions of dollars into analyzing marketing strategies, client 
onboarding methods, follow-up sequences, and more.  

As an online entrepreneur, you have a distinct advantage because you now have the same powerful tools 
at your disposal as the corporate giants without all the expense. 

But if you’re not taking the best advantage of them, you’re leaving money on the table. 

The most powerful of these tools? Your email sequences. While the “know, like, and trust” factor is 
important when it comes to making sales, it’s essential to remember that you need to establish a 
connection as a real person.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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Even if they’ve only just met you… 

A well-designed follow-up sequence can quickly: 

• Establish you as the leader in your market 
• Create anticipation 
• Deliver high value 
• Provide proof of concept 
• Solidify the “know, like, and trust” element 
• Turn browsers into buyers 

The key is creating an irresistible flow leading naturally from 
one step to the next, giving valuable content along the way—whether free or paid—so it becomes a no-
brainer for your prospect to take you up on your offers.  

In fact, she’ll anxiously await your next email (and the next, and the next) and happily fill her virtual cart 
with your latest products and services.  

And all because you’ve designed an email follow-up they can’t bear to ignore.  

Let’s review why your emails are so important… 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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They’re important because again… 

It can take at least 7 or more contacts with your subscriber 
before they decide to buy. They’re not ready. They land on the 
website or into your funnel. Maybe they think your offer looks pretty 
good. But they’re not quite ready to buy yet. 

Remember, this is why you create your opt-ins in the first place—
you need to know who is landing on your website. Without an 
opt-in, there is no rhyme, reason, or record of them being there at 

all. And what good does that do you or your client?  

Not much, and it puts a tremendous burden on you as a copywriter. It would be a mistake to think you’re 
going to write such stupendous and persuasive copy that everyone is going to succumb to your charms 
and buy immediately. 

People have to think. They might have to go talk to their partner about it. Whether it’s for a few minutes or 
a few days, they ask themselves, “What do I think about investing in this? Is this the right fit for me?” They 
have to think about it.  

That autoresponder message is the way you keep tapping them on the shoulder, saying, “Hey, I know you 
were interested in this. Let me explain it a little more for you.” 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 



SESSION 9: DEMYSTIFYING AUTORESPONDERS // AUTHENTIC COPY  

5 

 

It’s a way to give more content and provide more value; it’s a 
way to expand on specific points of your sales message.  

Each email will have a different trigger, a different focus, a 
different psychological button getting pushed. 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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You’re going to sequence them. Here’s why… 

Let’s say your prospect has read the first two emails in the 
sequence about starting an online business. They may be 
interesting and engaging but still not the trigger for them. 

Then there’s the third one. The third one is about working from 
home. Maybe that’s one of their “big whys” about starting an 
online business, even more than how much money they can 
make. 

THIS is the one that may ring their chimes.   

Now they’re thinking, “Oh, I hadn’t really thought it was possible, but now I’m excited! That sounds really 
good.” NOW they are ready to buy.  

That’s what happens. I’ve gotten emails from people saying it felt like I was reading their mind. They 
needed the specific message they’d gotten that particular day and it hit exactly right.  

That’s why they’re so important.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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You build a list, and you build trust. You become a friend, 
teacher, inspiration, leader, coach…maybe one of those things, 
maybe all. 

Through this process, your subscribers grow to trust you and 
become your customer base.  

Remember, the most expensive cost of acquiring a customer is on 
the front end getting them into your sequence, getting them into 
your business. That is where the most money goes. 

If you’re running Facebook Ads, your campaign could be costing you $2,000, $10,000, even $30,000 a 
month for those people to click on the ad, go to the site, and opt in.  

Speaking of Facebook, and any social media for that matter, maybe you’re thinking having a lot of friends 
and followers is good enough. 

Here’s what’s wrong with that thinking. 

If the people interested in what you have to say are not on YOUR very own email list, they are not really 
yours at all. 

Don’t make the mistake of thinking the participants on social media channels care one bit about how well 
YOU are doing. They care about how THEY are doing. 

This was proven over and over in the Google slap days, when thousands of marketers found their markets 
disintegrating and disappearing overnight. It’s happened on Facebook when they decided to change the 
rules of the game and rearranged their criteria and algorithm. 
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Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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The only real estate you can control is the real estate you 
own… 

…which is your subscriber base on YOUR list.  

That’s why it is so important for you to understand your avatar.  

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Your “perfect person” and why they joined your list in the first 
place. 

You might also think of them as your dream client.  

Before you can design a compelling follow-up email sequence, 
you have to know exactly who those readers are.  

We discussed this in the first session, and you may already have 
a clear idea who your dream client is. But are your initial offers 
and subsequent follow-up messages in line with that ideal?  

Many times, they’re not. And that can cause your marketing funnel to fall apart before you even get past 
their initial opt-in. 

Your initial offer should flow naturally into your first email follow-up, which presents the next logical step 
for readers to take. At each step (or email) along the way, the next logical move—whether to download a 
free report, watch a video, join a private Facebook group, or purchase a product—is a clear no-brainer.  

The entire sequence is designed to appeal to the person who most needs and wants the information you 
have to offer.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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When you really think about your dream client, there are 
several key pieces to consider: 

STEP ONE: CONSIDER: 

• Their current business or life goals. Are they a brand-new 
business owner or savvy 7-figure entrepreneur? You likely will not 
resonate with both (no one can), so if your focus is on beginners, it 
makes no sense to create offers designed to appeal to more 
established business owners.  

 
• Their financial status. Can they afford your services and 

products? This is especially important if your dream client is just starting out.  
 

• Their location. Even if you’re doing business online, location can be important. For example, exchange 
rates can make your US-based coaching programs prohibitively expensive for Canadian buyers. This is 
even more important if you host local seminars or retreats.  

 
• Their drive. Will they happily and willingly take the actions required to move to the next step? Are they 
truly motivated or just a tire kicker who likes the idea of big rewards but is unwilling to do the work? 

Keep in mind, over time your ideal client avatar will evolve. You may move from marketing to beginners to 
a more experienced, savvy marketer.  

You may narrow or change your focus. You may even discover the market you thought was your ideal is 
actually not a good fit in many respects, including personality, commitment, and values.  
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For all of these reasons and more, it’s a good idea to revisit your dream client avatar from time to time. 
This can happen through emails, your ASK campaigns where you survey them, and other avenues of 
social media. 

And you should definitely clarify this before you invest both the time and money to create new products or 
build more funnels.  

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Let’s pause for a moment here about the deeper core of how you’ll create your emails. 

When you go through the next session about adding a spiritual dimension to your business, it’s important 
to look beyond the surface, the “let’s just get them to buy stuff” mentality.  

Obviously, you are in business to make money. But we’re talking about real people here, with all the 
challenges, disappointments, joys, and “miracle moments” that are part of life for all of us. 

Every part of your marketing should be about delivering REAL VALUE to your audience, and that 
includes your emails. 

When you become real and authentic to them, you connect at a deeper level. 

One way you can do this is with stories: highly targeted and intentional stories.  

Your goal is to deliver value and offer solutions to their problems.  

This means you don’t wait to have money in your hand before you care about them. 

You don’t hold them hostage just so you can sell them something. 

You are willing, able, and committed to guiding, advising, befriending, and even protecting them.  

This commitment on your part—this core of authenticity—needs to light the way for everything you do. 

Not only will you create an army of devoted fans, followers, and friends… 

You will make money in a way that feels good, right, and worthwhile. 
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Make no mistake…money is a blessing. Money gives you options. Money allows you to reach even more 
people, take care of your loved ones, and have a beautiful life. 

It’s all good when you build on a foundation of integrity, honesty, value, and the best interest of your 
customers and clients. 

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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I mentioned this before, but I’m going to say it again because I want you to OWN this… 

If you’re writing for your own products, here’s my advice… 

Be. YOU.  

Don’t try to be somebody else. You know what I mean…you see that marketer who’s ripping it up online, 
so you’re just going to try and be THEM. No. Don’t do that. 

This training is called Authentic Copy for a reason. It’s about speaking your truth, sharing your spirit and 
unique zone of genius (yes, you DO have that!), and just GOING for it without holding back. 

If you’re writing for clients, it’s part of your mission to be able to step into their shoes and represent them. 
Help them be who THEY are to their clients and customers. 

The spiritual practices I’ll be sharing with you can help you do this at an amazing level, rather than from 
your imagination. It’s powerful. 

You’re building a long-term-value customer base you can talk to whenever you want.  

They’ve already told you they’re interested and then they buy from you. At this point you’re engaged—the 
feelings are growing. Then it’s like, “What else do you have? I really love your stuff. I really love you! Oh, 
you have the new Gucci bag in your store, I love those too. I want one.” 

You’re building relationship and trust.  

When your emails are thoughtfully created and written in the authentic voice of whomever that person is 
to their prospects, you build relationship and trust. And when you do that, you’re building an enduring 
business.  
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Up to 90% of sales can come from autoresponders. I get together with colleagues who have multimillion-
dollar empires, and this has been their experience as well. The heavily weighted part of the sale can be 
from the autoresponders. 

That’s why when you’re dealing with a client, this is part of what you’re explaining to them in a 
consultation. You can specifically ask them, “Are you aware that this is why they’re so important?” 

So you’re not telling them how to do it, how to write one; you’re telling them why it’s important. What they 
need, not how. And you’re building that into your project for them. 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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STEP TWO: CONSIDER AN EMAIL SEQUENCE 

You will very likely have multiple follow-up email sequences in 
your business. While you have a larger, overarching funnel with 
a clear goal (perhaps a VIP day or exclusive retreat or 
marketing intensive), your emails will move subscribers deeper 
into your funnel. 

For example, you may offer a free webinar training to show 
attendees the power of blogging for business. You make an 
offer for your fee-based blogging training at the end. And a 

certain percentage of your attendees buy. Yay! 

But some don’t. That’s where your email sequence comes into play. 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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After the webinar, you’ll reach out with a series of at least seven 
emails which could cover topics like… 

• Continuing to emphasize the importance of blogging 
• Provide proof of concept through case studies and testimonials 
• Highlight stories and examples further supporting your teaching 
• Offer additional tips and strategies not covered during the 
webinar 
• Give links to supporting documents and additional resources 
• Possibly give away an infographic or blueprint to help them even 
more 
• Limited-time, fast-action discount or “last chance” to get the 

special pricing 

In this example, offering a second chance to enroll in the paid blogging training is the goal for this follow-
up sequence, but not your big, end-of-funnel goal.  

It’s merely one step along the path to that VIP program, retreat, or high-end private coaching program. 
Once you have proven the value you provide and created a bond with your customers, the next steps 
become even easier. 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 



SESSION 9: DEMYSTIFYING AUTORESPONDERS // AUTHENTIC COPY  

19 

 

Here’s An Exercise That Will Help: Determine Your Goal  

The primary offer for my dream client is:  

____________________________________________________ 

This offer is perfect for them because it will: 

 

You can always come back to this exercise later, when you can 
take some time to think this through.  

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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STEP THREE: GIVE YOUR IDEAL CLIENT WHAT THEY 
WANT AND NEED 

Whether you are writing copy for your own products or writing for 
clients, these strategies will prove very valuable. 

Keep in mind that asking readers to allow you into their email 
inbox requires an incentive worthy of their trust.  

Gone are the days when you could simply say, “Get our weekly 
newsletter” and have a flood of subscribers.  

Today’s customers are much more discerning and sophisticated, with more emails flowing in than they 
can possibly read in one day (more on that in Step 6). 

It’s a problem for all of us, and now it’s more important than ever to create an offer that readers simply 
cannot refuse. 

But don’t think you have to go all crazy creating a 300-page downloadable book or provide a 6-module 
course as your opt-in incentive.  

Though there IS a strategy of giving away a complete program to a limited number of people…but that’s 
another story for another day!  

For the most part, today’s subscribers are in a hurry and are often much more likely to appreciate (and 
use) a simple checklist, worksheet, or resource guide.  
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That 300-page e-book might sit unread, unused, and gathering virtual dust on their hard drive. You know 
the feeling, right? 

But a checklist or infographic your subscriber can turn to again and again will often be seen as much more 
valuable.  

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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You may at some level already know exactly what your dream 
client wants and needs—even if you don’t fully recognize it quite 
yet. Think about: 

The most commonly asked questions you get on a 
consistent basis. If you’re continually fielding questions about 
the tools you use to run your business or which of your training 
programs are best for a beginner, then it’s easy to see that a 
resource guide would be well received.  
 
 
 

 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Frequent thread topics in your Facebook groups or niche 
forums. Chances are you’ll see the same questions pop up 
again and again. For example, if your clients are virtual 
assistants, or even you as a budding copywriter, you know that 
just about every day someone asks, “Where can I find my first 
client?” A one-page “How to land your first client” guide is the 
perfect incentive for this market.  
 
 
 
 
 

 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Client surveys you’ve conducted. Remember the power of 
asking! If you’ve never done a client survey, start now! You can 
use SurveyMonkey.com for free. We talked about that in a 
previous session. Ask questions. And then take the opportunity 
to read through the responses and see… 
 
 
 
 
 
 
 

 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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What is the most pressing problem your market faces? 
What language do they use to describe the issues they face? 
Which resources would make it easy for them to move to the 
next level in business or in life?  
 
 
 
 
 
 
 

 
 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Competitor’s offers. Take a look at what others in your niche 
offer. But rather than aiming to duplicate their efforts, ask 
yourself where the gaps are in information and how you can fill 
them with your valuable content.  

You don’t have to create something from scratch either. You 
can design a new opt-in incentive quickly by repurposing other 
content. For example: 

 

 
• Repackage a free webinar & worksheet 
• Compile a series of blog posts into a PDF 
• Brand and package the checklists and worksheets you use in your own business 
• Offer a free chapter of your latest book 
• Take pieces of existing content and repurpose them as social media posts 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Your Next Exercise: Create Your Opt-In Incentive  

Using the ideas here, decide what offer is likely to be most 
compelling (and useful) to your dream client.  

Remember, this is just to get your creative juices flowing. Come 
back to these questions after you’ve gone through the Session.  

My opt-in offer to my dream client is: 

____________________________________________________ 

 

They have a pressing need for this because: 

_____________________________________________________________ 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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STEP FOUR: MAP YOUR FUNNEL  
We already know what the goal of your follow-up sequence 
is. Now it’s time to create the step-by-step process that will 
effortlessly lead your subscriber down the path to the goal.  

But first, a word about funnels! 

If you’re not familiar with the term, you need to get up to 
speed, both for yourself and your clients. 

A marketing funnel is a series of steps or sequences your 
prospect needs to go through before they reach the point of 
taking action or converting to a sale. 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Marketing expert Neil Patel has an excellent overview of 
funnels on his blog: 

https://neilpatel.com/blog/how-marketing-funnels-work/ 

There are many ways to create a smooth funnel, made easier 
by the use of software created specifically for that purpose. 
This is how you can build your own marketing funnels 
effectively and quickly, and certainly your clients can too. 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 

https://neilpatel.com/blog/how-marketing-funnels-work/
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The best tool I’ve found for this is ClickFunnels.  

I recommend signing up for the free trial and getting 
acquainted with what it can do for you and your clients. It’s 
powerful and extremely effective. 

Your email sequences will be part of your funnel. 

Every email in your sequence will build on the previous one, 
providing another piece of valuable content and more 
resources your reader can use.  

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 

http://tinalorenz.com/ClickFunnels
http://tinalorenz.com/ClickFunnels
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This serves several purposes and is WHY you should build 
an email sequence… 

Help your subscriber to achieve their goals 
 
 
 
 
 
 
 
 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Clearly establish your expertise in the niche (so you become 
the go-to expert) 
 
 
 
 
 
 
 
 
 
 

 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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“Train” your subscribers to open their email (because the 
information is so valuable to them) 

Think of it like teaching a middle school math class. You can’t 
expect your class members to easily grasp algebra if they don’t 
yet know how to add and subtract. You must give them the 
prerequisites first, before asking them to move to higher-level 
subjects.  

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Figure out what those prerequisites are, and what order they 
should be consumed in, and you’ll be well on your way to 
creating a well-planned and highly profitable follow-up 
sequence.  
 

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Exercise: Plan Your Follow-Up Sequence 

• Start with your initial download/welcome message, and then 
decide what subscribers will want/need to know next, and how 
the information should logically flow to be most beneficial to 
them.  

• When you require a sequential order to your products, you can 
avoid overwhelm for your prospects and also increase their 
ability to use what they have invested in more effectively. 

 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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STEP FIVE: STRIKING THE DELICATE BALANCE 
BETWEEN INFORMATION OVERLOAD AND ENDLESS 
OFFERS  

If you want to be known as the go-to expert in your niche, you 
must provide rock-solid information providing value to your 
subscribers.  

But if all you offer is information and are afraid to actually sell 
something, your first email containing an offer will be met with 
incredulous glares and an astounding unsubscribe rate.  

The fact is, you must “train” your subscribers to expect—and even appreciate—periodic offers. Savvy 
readers understand that the best information comes with a price tag. But if you establish a pattern of all 
information, all the time, they’ll begin to think this is the norm for your subscribers and will likely ignore any 
offer, regardless of how useful it might be.  

With that said, though, you must be careful not to go too far in the other direction either. Pounding your 
subscribers with endless offers will quickly burn out your list and result in a higher than usual unsubscribe 
rate.  

The secret? Striking the perfect balance—for your particular subscriber base—between offers and 
information.  

Some markets will happily accept a higher percentage of offers when compared to information, while 
others will resist every attempt to “sell them” something.  
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You may already know the mindset of your subscribers and their expectations. But if not, you’ll soon find 
out simply by continuing to communicate with them and asking for their feedback and questions. 

You’ll eventually find the sweet spot for your subscribers. But if you’re still struggling with that, this is 
something you can test along the way (see Step 9).  
 
 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Exercise: Give Them Quality Content 

Brainstorm tips, strategies, and stats your readers need to have 
throughout your follow-up sequence. Start with the questions 
they’re likely to have as they read each email. Then determine 
if the answer can be conveyed in an email or if it requires 
something larger—such as your paid product or service.  

(Hint: If every question requires a paid product to answer, 
chances are your follow-up sequence is too broad. Consider 
narrowing your topic before continuing.) 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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STEP SIX: THE GRAND OPENING—HOW TO CREATE A 
CLICKWORTHY SUBJECT LINE  

Getting your emails opened is the biggest hurdle you’ll face with 
your follow-up sequence. Most of us have email inboxes 
bursting at the seams. In fact, some studies claim the average 
adult receives 147 emails per day!  

It’s kind of shocking, but that number is probably even higher for 
those in business or who want to be.  

Not only that, but email systems such as Gmail now helpfully 
filter incoming mail into buckets or folders, so users can quickly see which emails are promotional and 
which (presumably) they really want to read.  

As you can imagine, this type of auto-filtering can make it super tough to get the attention of your 
subscribers.  

Even though they’ve asked to receive your emails, the combination of filtering, overzealous spam 
controls, and an overflowing inbox means your subscriber won’t always see your email. And if she does, 
there’s no guarantee she’ll open it.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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But you can tip the odds in your favor by: 

Avoiding spammy words and phrases such as “free” or “$$$” and 
excessive exclamation points. 
 
 
 
 
 
 
 
 

 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Using a reputable email management system with good 
deliverability rates (HINT: This is why I recommend ConvertKit!) 
 
 
 
 
 
 
 
 
 
 

 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 

http://tinalorenz.com/ConvertKit
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Keep it short. Ideal subject lines have fewer than 60 characters.  

Beyond that, though, you have to actually create intriguing 
headlines that your reader simply cannot resist. 

 

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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 Here’s some ideas you can use: 

• Ask a question (“Could you do me a favor?”) 
• Personalize your subject with a first name (“Hey 

John, did you grab this yet?”) 
• Leave them hanging (“This is my best tip for better 

branding…”) 
• Make it time sensitive (“Ends Thursday: 50% off on all 

my social media courses”) 
• Use multimedia (“How I organized my home office in 

an afternoon – before and after pics inside!”) 
• Make it a list (“3 ways to land your first copywriting 

client this week”) 
• Use a direct call to action (“Register today”) 
• Use emojis to attract and stand out in the crowd (  “Want my best cookie recipes”?) 

Creating great subject lines takes practice, and it’s one of the things you’ll discover how to test and tweak 
in Step 9. But for now, keeping these tips in mind and creating a swipe file will help get you in the habit of 
crafting clickworthy subject lines.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Exercise: Create a Swipe File 

A swipe file is simply a collection of content—in this case, email 
subject lines—that inspire you in some way. Copywriters have 
used this technique for decades to avoid writer’s block and to 
create better sales copy, calls to action, and yes, even subject 
lines.  

Remember, swiping does not mean you plagiarize. It’s not 
such a big deal with a subject line for an email, but it IS a big 
deal with all the rest of your copy. Swiping is meant for 

inspiration and to get your creative juices flowing about how you can use the pacing and general idea of 
the copy you are swiping to write original copy.  

So while you’re reading your email every day, don’t just hit delete. Read the subject lines. Which work for 
you? Which ones make you want to click? Start a list and turn to that when you’re writing your own subject 
lines.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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STEP SEVEN: CRAFTING COMPELLING CALLS TO ACTION 

While we’ve already established that not every email should 
contain an offer, each email definitely must have a call to action. 
Never leave your readers without something to do “next.”  

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Calls to action should be: 

Clear. This is not the time to be subtle. Tell your reader exactly 
what she should do:  
• Watch the video 
• Download the checklist 
• Join the Facebook group 
• Register for the training 

 
 
 

 
 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Benefit driven. Why should he do this thing? What’s in it for 
him?  
• Watch the video to learn the time-saving design secrets  
• Download the checklist to discover the exact strategy I’m 

using 
• Join the Facebook group and get your questions answered 

during live trainings 
• Register for the webinar for easy-to-follow, step-by-step 

advice 
 
 

 
 
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Limited. Too many calls to action will confuse your reader, and 
a confused mind doesn’t buy…or do anything else you’d like 
them to do. Ideally, you should have a single call to action per 
email. Two calls to action are acceptable if you are using one to 
segment them to another topic in your email provider system. 
Again, I recommend ConvertKit because it is reliable and easy 
to use.  
 
If you’re presenting a paid offer, it should be the only call to 
action.  
 
You can certainly have more than one hyperlink with your 

call to action though! I use words as a hyperlink, just like I did for my ConvertKit recommendation.  
 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 

http://tinalorenz.com/ConvertKit
http://tinalorenz.com/ConvertKit
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Exercise: Create your email calls to action 
 
 

 

 

 

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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STEP EIGHT: PUT YOUR EMAIL CAMPAIGNS ON 
AUTOPILOT WITH CONVERTKIT 
The beauty of a follow-up email sequence is that it works 
even when you aren’t. Unlike sending broadcast emails 
(which you have to log in and send), a follow-up sequence 
goes out on a schedule that you’ve predetermined. 

Not only that, but while a broadcast email only goes out to 
those who are on your subscriber list at the time you send 
the email, your follow-ups go to everyone who subscribes. 
Each new subscriber enters into your list at the beginning 
of the segment they are tagged to. They will see each 
email in the sequence. 

That means that more people are seeing your best emails and offers over a longer period of time. That 
gives you the opportunity to: 

• Create a recurring stream of income by offering products, services, and even affiliate programs 
consistently to everyone who subscribes to your list.  
• Offer better support to your potential and future clients by providing them with exactly what they need at 
the right point in their journey with you.  

The key to this lies in smart automation. You want to be sure you’re offering the next logical product 
based on where your customer is in the funnel, and you need to ensure you’re not continuing to offer a 
product she’s already purchased.  

http://tinalorenz.com/ConvertKit
http://tinalorenz.com/ConvertKit
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Most email systems today allow you to tag and segment subscribers from one campaign to another based 
on their behavior.  

A system like ConvertKit also assures they will not get duplicate emails or emails regarding a topic they 
have not been segmented into for interest.  

However, it takes a bit of forethought and planning to ensure the flow is natural and that your subscribers 
don’t accidentally receive random, unexpected messages.  

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 

http://tinalorenz.com/ConvertKit
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Exercise: Plan Out Your Automation 

Whichever email system you’re using, spend some time 
mapping out exactly what will happen to subscribers as they 
move through your funnel. You can sign up for a free trial with 
ConvertKit so you can try it out to see how this works. 

 
 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 

http://tinalorenz.com/ConvertKit
http://tinalorenz.com/ConvertKit
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STEP NINE: TEST, TRACK, TWEAK, & TRIUMPH! 

Completing your follow-up emails is not the end of this project. 
Instead, it’s really just the beginning.  

Savvy marketers know that consistent business growth (and 
the higher profits that come with it) requires continual testing, 
tracking, and tweaking.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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Virtually everything can be tested, but some of the most 
common are: 

•Opt-in headlines
•Calls to action
•Email subject lines
•Email send days/times
•Email offers/calls to action

You can set up split testing of your opt-in page using your 
page builder (ClickFunnels does an amazing job of split 
testing designs) or using Google Webmaster Tools. You can

split test subject lines and other email elements directly from most email management systems. 

If your system does not allow for split testing, you can still test the overall effectiveness of follow-up emails 
by changing a single element (such as the subject line) after a certain number of subscribers have already 
received the email. You decide how many to use for the split test. Compare your open rates prior to the 
change to those after the change to determine if the change was beneficial or not.  

Remember, for accurate split testing, only change ONE element at a time for a test. Otherwise, you won’t 
know what made the difference in your test data. 

But before you do any of that, it’s a good idea to get some baseline numbers so you’ll know where you 
stand at the beginning.  

http://tinalorenz.com/ClickFunnels
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Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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Exercise: Track Your Numbers 

You should be able to find all this data in your email system. 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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As you get more experienced, you’ll find autoresponders can be easy and fast for you to write without 
creating an entire outline of them first. 

Once you understand autoresponders, they’re a pleasure to write. You can have fun with them; you can 
be a little more creative with them. You can write them pretty fast. 

Remember, your client needs more than one; they likely need at least 7. You are going to write a 
sequence of autoresponders for them. Once someone posted in a copywriting group: “Do I just talk to the 
client and then they tell me how many they want and then I give them the price?” 

No. As a copywriter, that is not what you do. You need to tell your clients what they need; don’t ask them. 
When it comes to the autoresponders, don’t say, “How many do you need?” 

That’s like saying, “Here I am, the short-order copywriter, ready to go. That will be 5; okay I’ll throw em’ on 
the grill and have them for you tomorrow.” 

You don’t want to do it like that. You want to recommend what they need because you might get clients 
saying, “I just need 1 or 2 autoresponders.” 

You need to talk to them and discuss their product and their goals. Find out about their target audience 
and their current clients. Establish your expertise by advising them. 

You’ll explain to them that you frequently find clients may think they only need 1 or 2 but what they 
actually need is at least 7. And this is why. 

Take the lead. You’re the marketing strategist now. Your job is to raise their awareness about how this is 
going to help their marketing and why it’s important. 
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I’ve never had a client yet say, “Oh no, I don’t think I need that. I don’t need to increase my sales that way. 
I don’t need to build my list that way. I don’t need that.”  

They’re always like, “Okay, let’s do that. I want that too.” 

 

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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So you tell them what they need; don’t ask them. Position 
yourself as the expert and lead the way.  

It builds your digital marketing 101 package! You have a sales 
letter, the opt-in, and a series of autoresponders. You can 
eventually build $25,000 packages and deliver the value for your 
clients. It gives them a full-spectrum marketing package that can 
serve them very profitably.  

If you’re not quite there yet, no worries. You can deliver the 
goods for less than that but do NOT undersell yourself! You can 
actually shoot yourself in the foot by not charging enough 

because your client expects it won’t be dirt cheap to do all of the strategy and copy components.  

Remember, you could easily charge $3,500 to $4,000 for your digital marketing 101 “Triple Whammy” all 
day long. Frankly, that’s a bargain!  

And it’s a strong and viable starting place for almost anyone’s marketing funnel.  

Also remember, I’m not in any way promising what YOU will make. It’s up to you to do the work, 
market yourself, and create your success.  

I can’t do that for you and neither can anybody else.  

Now maybe you’re new to online marketing and don’t really understand how to talk about marketing. 
Could be you’re thinking, “What will I say?” 
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Just follow the path I’m outlining for you in this training. You can do the “Triple Whammy” components and 
be giving your client a lot of value. They need this! It’s a very solid beginning, and it’s also a beneficial and 
effective way to build a marketing package. 

All you have to do is stay three steps ahead, and this training will help you do that. Over time, you will 
develop more ease and expertise as you get more experience. 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Remember: Do NOT ever say, “I’m new,” “I’m just getting 
started,” or “I’ve never done this before!”  

There’s no need to even bring this up. Anoint yourself as a 
copywriter and go for it. There’s not going to be anyone waving a 
wand over your head and proclaiming it for you. YOU have to 
proclaim it for yourself.  

Every copywriter on the planet started as a beginner. I sure did! 
But once you find your momentum, you’ll also find your 
confidence is growing by leaps and bounds! 

Imagine how exciting it will be when you book your first project. That’s when you’ll realize how vast your 
potential is. It’s like lighting a fire under your desire to succeed and building into a thriving business.  

I did it, and so can you. 

I know there are a lot of assignments in this session. I hope you’ll take the time to go through each 
exercise before moving on. It will help you gain even more clarity. 

And you know what? You only have ONE more session to go! 

Session 10 is where the key to your hidden power awaits… I can’t wait to share it with you. 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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