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INTRODUCTION 

 
Most people I talk to want freedom and choice in their lives. They want to make a real impact on other 
people, and they also want the resources to take care of themselves and their families. That’s what 
success looks like to most people. 
 
The old path to success relied on a stable job, good benefits and a nice pension. If you’ve paid attention 
to the news at all, those are getting harder to come by in the modern economy. With globalization and 
automation continuing to grow, it’s only going to get tougher over time.  
 
Entrepreneurship is different. The same forces that are hurting traditional jobs - globalization and 
automation - work in favor of entrepreneurship. Take globalization, for example. Thirty years ago, only 
the largest corporations could afford to sell products in other countries; most businesses were limited to 
their local community. Today, anyone with an internet connection can sell their products and services 
all over the world. That opens up a huge opportunity for those willing to take it. 
 
That’s why entrepreneurship is the clearest pathway to success in the modern economy. 
 
In my best-selling book, eSCAPE: The 4 Stages of Becoming a Successful Entrepreneur, I used my story, 
along with the stories of friends and students from all over the world, to prove the power of 
entrepreneurship.  
 
That book lays out a timeless system to make the shift from an employee to a thriving entrepreneur. 
Becoming an entrepreneur requires you to make an identity-level shift, so you need different beliefs and 
habits than employees to succeed as an entrepreneur.  
 
While that internal transformation is important to become an entrepreneur, it’s not the only thing you 
need. To start and grow a business, you also need a business plan that generates what’s at the center of 
every great business: revenue. All successful businesses need to generate revenue. Without it, your 
business will wither and die. 
 
Marketing and sales are the parts of your business that are all about generating revenue. Because they’re 
so important, every entrepreneur needs to learn and understand how they work. 
 



 

6 

Unfortunately, many people think of manipulation when they think of sales and marketing. However, 
that’s not how good sales and marketing work. The best marketers and salespeople focus on building 
relationships with people because It’s a lot easier to sell to someone who trusts and respects you than to 
someone who doesn’t. 
 
If you become a master of building relationships, you’ll be more likely to succeed as an entrepreneur. 
 
That’s why the topic of this book, email marketing, is so important. 
 
Email marketing is when a group of potential customers give you permission to send them emails. You 
then send them emails that deliver content, promote offers and build relationships. 
 
Whether you already have a business or dream of starting one, email marketing will help you move in the 
right direction. 
 
I have been using email marketing for over 15 years. During that time, I have attracted over five million 
email subscribers and have generated more than $200 million in revenue primarily through email marketing.  
 
That revenue has come from promoting offers in niches ranging from entrepreneurship to personal 
development. I’ve served hundreds of thousands of customers and have helped heroes of mine like Les 
Brown and Robert Kiyosaki use email marketing to grow their businesses.  
 
Now I want to share what I’ve learned with you. 
 

The Opportunity 
In this book, you’ll discover a SUSTAINABLE business model that isn’t going to cost you your life 
savings to get up and running. It’s the same business model that helped me get to the point that I’m at 
today. 
 
While email marketing has changed in some ways since I started 15 years ago, the underlying principles 
are the same. It’s timeless in the same way the principles for building relationships with other people are 
timeless.  
 
That’s why these statistics do not surprise me... 
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As you can see, email marketing has a higher rate of return and conversion rate than newer, flashier kinds 
of marketing like social media. Email continues to grow in popularity and to be widely used on a daily 
basis. 
 
If you ever hear anyone say that email marketing is dead, ignore them. All signs point to it continuing to 
be a powerful marketing tool well into the future.  
 
Think about it - do you intend to stop using email in the foreseeable future? 
 
Email marketing will continue to be one of the best online business opportunities, but you need a system 
and a plan to take full advantage of it. 
 
While I can’t tell you you’ll be rich by the end of the week, I can tell you that email marketing has worked 
extremely well for me, has transformed the lives of thousands of students and can be built upon for the 
rest of your life. 
 
In this book, I’m going to provide you with the blueprint I’ve used to build my business up to the point 
that I’m at today. For it to work, you have to get out there, get your hands dirty, fail a little bit and figure 
out exactly what works for you and your business.  
 
What It Takes To Succeed 
Before we get into the weeds, I have an important message for you; you are responsible for your success 
with this book. 
 
To become a successful entrepreneur, you need to to take ownership over your mindset and actions. 
This book contains proven strategies for using email to grow a business, but those strategies will only 
work if YOU choose to change your life. 
 
This book gives you a map, but only you can walk your path, so take these tools and apply them. A 
successful entrepreneur learns from the best, yet they take full responsibility for their life and make it 
happen. 
 
Every time I log onto Facebook, I see “entrepreneurs” promising me that their system is the one that’s 
going to get me rich by the end of the week. While these systems often sound great, that just ISN’T the 
reality of becoming an entrepreneur.  
 
I would be doing you a disservice by pretending that you’re going to become a successful entrepreneur 
without experiencing some struggle.  
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There are literally thousands of examples of entrepreneurs who have experienced major failures on their 
way to success because it’s a part of the process... 
 

 Steve Jobs: Fired from Apple in 1985 after losing a power struggle with the CEO. He returned 
to Apple in 1997 and helped kick-start its current success. 

 Oprah Winfrey: Born into poverty. After overcoming adversity throughout her childhood, she 
launched a career in television. One of her early producers fired her and declared that she was 
“unfit for television.” She went on to build a television empire. 

 Peter Thiel: Lost 90% of Clarium Capital’s $7 billion dollars in assets due to mismanagement. 
This is the same guy who co-founded PayPal, invested early in Facebook and has a couple of 
billion dollars to his name. 

 Evan Williams: His podcasting platform, Odeo, failed when Apple announced the podcasting 
section in iTunes. He went on to become a founder of Twitter. 

 Arianna Huffington: Could barely get publishers to look at her writing. Her second book was 
turned down by 36 publishers, but she kept pursuing her goal and now owns The Huffington 
Post, one of the world’s most successful websites. 

 
After the financial crash in 2008, I went $1.7 million IN DEBT. I had built a successful company - with 
email marketing at its core - in my 20’s. BusinessWeek named me one of the top entrepreneurs under 30, 
and it looked like I had the golden touch.  
 
Then I bought a little too much into the hype. I thought everything I tried would be successful. I shifted 
my business away from email marketing and doubled the size of my team. When the financial crisis hit, 
my company was poorly positioned to withstand it. 
 
It took many years of getting back to the basics of email marketing and hard work to climb out of that 
hole. Now Lurn is an eight-figure company with a growing team that serves more students than ever. 
 
None of the success myself and my fellow entrepreneurs experienced came without hardship. It’s how 
we learn. It’s how we grow. It’s how we become better entrepreneurs. You don’t need to go millions of 
dollars in debt, but you do need to steel your spine against adversity so you’ll persist even when you get 
knocked down. 
 
To persevere, you need to make a commitment to your success and happiness. I want you to commit 
right here, right now to relentlessly pursuing success as an entrepreneur.  
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Specifically, I want you to commit to… 
 

 90 days to learn the system, get it off the ground, build a foundation for success and generate 
initial sales. 

 One hour a day for 5 days a week to work on your business. 

 Getting 10,000 email subscribers. This is the tipping point for most new email marketing 
businesses. 

 
If you make that commitment, you’ll put yourself in a great position to succeed. 
 
You also might want to invest in additional training. While this book will give you what you need to get 
started with your business, if you want more advanced training and powerful tools that automate 
different parts of this business, I suggest checking out the Email Startup Incubator. It’s our best selling 
course and has helped thousands of students start their own email marketing businesses. 
 
You can learn more about it at Lurn.com/EmailEdge 
 
That journey starts right here by reading the entirety of this book and applying what you learn in the real 
world. Remember, when life pushes you, stand straight, smile and PUSH IT THE HECK BACK. You 
can do it. I have faith in you. 
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CHAPTER 1: OVERVIEW OF THE SYSTEM 

 
I want you to take a moment to consider this question: what are some important skills that every 
entrepreneur needs to learn? 
 
Many ideas come up like...  
 

 Money management 

 Communication 

 Leadership 

 Networking 

 Problem-solving 

 Project management 

 Time management 
 
After all, you can’t run a business without any of these, right? You do need all of these, but times have 
changed, and the way we communicate is different.  
 
Text messages are more common than phone calls. People communicate more over social media than in 
person. According to Statista, close to 300 billion emails are sent every day - far more than physical mail.  
 
To succeed as an entrepreneur, you need to communicate with customers. As you saw earlier, email is 
the most important form of communication in this new world. That’s why mastering email marketing is 
essential for modern entrepreneurs. 
 
It doesn’t matter whether you’re starting a new business or growing an existing business. It doesn’t 
matter whether your business is based online or offline. Email marketing is critical to the success of your 
marketing strategy no matter what type of business you are. 
 
Entire multi-million dollar businesses, including my own, have been built on the foundation of a single 
email list. There are many reasons why email marketing works, but there is one simple concept that 
stands above all the rest… 
 
Relationships. 
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We’ve mentioned this a few times already for a reason. Relationships are essential for business success. In 
the modern economy, it’s more important than ever. 
 
Twenty years ago, the best marketers put up great billboards, produced excellent television ads and sent 
out direct mail. The best ads got you to take action right then and there to make a buying decision. 
 
However, things have changed. Because of the internet and social media, buyers take more time to make 
decisions. They do their research and are more likely to buy from brands they trust and respect versus a 
random company they stumbled upon in a magazine.  
 
Now, more than ever, consumers are in the driver’s seat. They make fewer impulse purchases. They take 
their time. This is why building relationships with potential customers is so important. You must create 
that trust and respect with potential customers.  
 
Why is email the best for that? You get direct access to the prospect over a long period of time. If you 
send an email and don’t trigger the spam filter, it’ll land in their inbox just like all their other emails. 
Because of that unfiltered access, you're able to stay relevant and in front of the prospect.  
 
When you use email marketing, you go beyond a one-time interaction with potential customers like a 
billboard would. They don’t hear one pitch from you and vanish into thin air. Instead, you’re able to 
communicate with them over and over again.  
 
That means you’ll be able to offer your customers something amazing – continuous value.  
 
When you can do this well, your customers will trust and respect you. That breeds loyalty, and loyalty 
leads to long-term success since you’re able to make sale after sale. This is a recipe for a lot of revenue 
and a lot of business success. You can do this via email better than any other medium, including social 
media. 
 

Social Media Vs Email Marketing 
At first, you might think you can do something similar on social media. After all, marketers are crazy 
about social media nowadays. Some of them even say that email is dying because of the glitz and 
glamour of social media. 
 
They point to the fact that Facebook has over two billion users. They point to the fact that people spend 
a lot of time on the top social media websites. They point to the massive reach a “viral” post gets. 
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I get it, and I am a huge fan of Facebook for advertising. Lurn spends $300,000 - $500,000 every month 
running ads on Facebook. I also believe that with a great social media strategy that integrates Facebook, 
Instagram, Youtube and others, you can attract new customers organically. 
 
However, when it comes to relationship building, Facebook and other social media platforms are not 
great. The biggest reason is that Facebook’s algorithm is ruthless. If you have 10,000 followers on 
Facebook, you’ll be jumping up and down if 500 of them see a post you make. 
 
Unless you pay to boost your posts, Facebook has made it so that your posts don’t get much visibility. 
According to the advertising firm BonseyJaden, average organic reach on Facebook plummeted from 
5.4% in 2015 to 1.2% in 2018. I can tell you from personal experience that those numbers match our 
experience. 
 
Facebook isn’t alone. Instagram, Twitter and Youtube are all moving towards a “pay to play” model 
where you’ll need to cut them in if you want to get visibility. 
 
Email is different. 
 
When you send a message via email, the only filter is the spam folder. As long as you follow the best 
practices laid out in the chapter covering deliverability, a high percentage of your emails will land in your 
subscribers’ inboxes. When it does, that email will have equal priority to every other email in their inbox. 
 
That’s the clearest pipeline to get your marketing message out there. In my 15+ years as an internet 
marketer, I’ve done it all. I’ve tried just about every online marketing method out there, and I’ve seen 
others try them too. NOTHING works better than email marketing. 
 
For example, I sent out an email to my list today and 80,000 people read it. That means I reached 
enough people in one day to sell out a large sports stadium. I can do this every day, whenever I want. 
That’s powerful. 
 
And what’s even better? It works for all kinds of businesses. 
 
Email Marketing Works For All Kinds Of Businesses 
At Lurn, we know there are many different types of online businesses. We work with people from all over 
the world running businesses like: 
 

 Affiliate marketing  
 Selling advertising 
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 Selling online courses and other digital products 

 Selling software 

 Selling coaching and consulting services 

 Freelancing 

 E-commerce 

 Even offline businesses 
 
Email marketing can be used for any type of business.  
 
Take Kathy Mac, one of our Lurn students.  
 
Kathy runs an eCommerce business where she embroiders by hand, and she came to us with a store that 
was generating some sales. While she had the email addresses of customers and people who visited her 
store and didn’t buy, she never did anything with them. 
 
She took one of the simple templates we’ll cover later, spent 20 minutes typing out an email and sent it 
to her list. In a single day, she generated $1,500 in sales from just one email. 
 
I’ve even helped local businesses use email marketing to grow their businesses. If you know me, you 
know I’m a fan of cars, so every once in a while I get my cars detailed by a guy in my area named Melvin. 
He's a great guy who I've known for years, and he’s the go-to guy for car detailing in my area.  
 
A couple of years ago, Melvin was cleaning and detailing my car. Since it was a nice day outside, I started 
a conversation with him. “Business must be busy,” I said. He looked up at me and responded, “Actually, 
no, not really. I've been looking for more appointments..”  
 
Given how good his reputation was, I found that interesting. Searching for answers, I found that his only 
way of reaching out to customers was by manually sending them text messages. However, this took up a 
lot of time and wasn’t scalable or automated.  
 
So, I asked him, “Melvin, how many email addresses do you have from clients you’ve serviced over the 
last couple of years?” Luckily, he used Square as his payment app so he was able to quickly log in and 
check. “Oh, I have 150,” he said. 
 
I said, “Great. Let's do a little experiment. Download that list of 150 people. Let's upload it into an email 
autoresponder and write them a quick email encouraging them to book an appointment with you and 
give them a $10 off coupon. Does that sound good?”  
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He loved it, so then I had him... 
 

 Download the file  
 Upload the file into an autoresponder 
 Write a quick little email 
 Link to his scheduling app with a coupon for $10 off if they booked in the next four hours 

 
This took him less than 15 minutes to set up. 
 
It wasn't more than a few hours before he’d made seven bookings. He charges about $120 per car, so 
he’d booked around $770 worth of business after deducting the money for coupons. That was $770 
from taking just 15 minutes to write an email. From there we put together an ongoing email marketing 
strategy to stay in touch with customers and generate more bookings. 
 
As you can see from the examples so far, no matter what kind of business you decide to do, email 
marketing will form the cornerstone of building your audience, connecting with your customers and 
generating revenue. 
 
If you’re not using email marketing, you’re leaving money on the table! 
That’s why, when we sit down with new students at Lurn, building an email list is usually the very first 
step we get them to take. 
 
No matter who you are, what your business is or how big your budget is, today’s technology makes it 
easy to collect email addresses and send out emails to every person on your list with the click of a button. 
 
In fact, there are only two things you absolutely need to start your business. 
 
First, you need an autoresponder. This automatically collects email addresses and allows you to send 
emails to your subscribers. The starting cost of this is around $20/month. 
 
Second, you need to build a one-page website to collect email addresses. The cost of this can be as low as 
$10/month if you build the page yourself or $30/month-$50/month if you use a service like Sendlane. 
 
There are other optional expenses that can help you, such as a course to get advanced training or 
investments in traffic to fuel the growth of your list, but the core expenses are low. What other business 
can you get off the ground for under $100? Not many. 
 
The biggest obstacle to your success is not money; it’s your limiting beliefs. 
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Many people don’t think they’re good enough at writing or marketing to succeed with email marketing, 
but I’ll tell you right now that this is a MYTH. These are skills you can learn, and there are amazing tools, 
training and templates out there that will help you learn them. 
 
I’ll tell you a secret I’ve learned after doing this for more than 15 years – the more authentic you are in your 
emails and the offers you promote, the more effective and successful you’ll be. This means you don’t have to be 
a fancy writer. In fact, trained writers sometimes struggle with email marketing because their writing is 
too polished. 
 
People don’t like interacting with faceless corporations; they want to interact with other people. If you 
can be authentic and allow your personality to shine through, you’ll be more likely to succeed than 
someone who has been trained as a writer but doesn’t know how to be authentic. Write simple, be 
genuine and make the occasional mistake. It doesn’t hurt you - in fact, it can even help you! 
 
If you move past your limiting beliefs and are willing to invest time and money into your business, you 
can succeed as an email marketer. 
 
At that point, the key is using the right system. 
 
The Proven 10 Step System 
By this point, you understand the opportunity in email marketing. You’ve seen how email marketing has 
helped both me and many of my students build their businesses. You understand how email marketing 
requires a smaller investment of time and money than most businesses. 
 
Now it’s time to get into the weeds and talk about the 10-step system to create massive success with 
email marketing. 
 
The 10 steps we’ll cover for the rest of the book are... 
 

1. Choose your business model: We’ll help you decide what products and services, or 
combination of products and services, to sell. 

2. Pick the right niche: We’ll help you choose your niche and find your target audience.  
3. Create your free gift: We’ll help you create the free gift that you’ll offer to people in exchange 

for their email address. We love free reports, but there are other good options that we’ll cover as 
well. 

4. Create your opt-in page: We’ll help you design an opt-in page that converts visitors into leads.  
5. Quickly monetize your list: We’ll introduce you to ideas to start generating revenue 

immediately. 
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6. Pick the right autoresponder: Autoresponders automate emails to your subscribers, and we’ll 
help you choose the right one for your business. 

7. Write amazing emails: We’ll introduce the different types of emails, how to structure 
campaigns and how to write copy that converts. 

8. Monetize your list long-term: We’ll discuss strategies you can use to generate multiple streams 
of income to make your business more stable. 

9. Generate traffic: Learn the best sources of free and paid traffic so you can generate leads for 
your business consistently. 

10. Scale: We’ll discuss how to grow your email list to build more relationships and make more 
sales. 

 
We’ll cover ALL of this in this book. 
 
Remember, email marketing is a skill set that is valuable whether you already have a business or are just 
starting out. Even if you simply want to make a little extra cash on the side, this is a great way to start. 
 
Take notes as you through the book, but, more importantly, take action. Notes are great to refer to when 
you need to remember something, but DOING things is the only way to actually learn. 
 
Do you think you could read three books about the guitar and then know how to play it? No, you have to 
read about a chord and then pick up the guitar and play the chord. Otherwise, it’s all just theory. 
 
 
Carry that mindset forward as we discuss the first step, picking your core business model. 
Chapter Takeaways: 
 

 Communication with your customers is more important than ever 
 Email is the most important form of communication in today’s world 
 Relationships are essential for success in business, and email gives you direct access to 

someone’s inbox 
 Social media is great, but it’s increasingly becoming a pay-to-play environment 
 The only limit in email is the spam filter 
 Email works for businesses of all sizes and in all niches 
 All you need is an autoresponder and a one-page website 
 You don’t need to be a trained writer - anyone can learn copywriting 
 We’ll cover the 10 steps you need to take to succeed with email marketing 
 Taking action on what you learn is the most important thing you can do 
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CHAPTER 2: PICK YOUR BUSINESS MODEL 

 
The first step to succeeding with email marketing is to figure out what you’re selling. 
 
You might already have a business. If so, excellent. Email marketing will help you grow that business. If 
you don’t have a business, that’s also OK. I’m going to expose you to some of the best business models 
out there in this chapter. 
 
Ultimately, you CAN’T be successful with email marketing if you aren’t clear on what type of business you’re 
running. If you don’t have offers to promote, then all the relationship-building in the world isn’t going to 
result in any revenue. 
 
The best business models offer tremendous value to customers over the long-term. They generate enough 
revenue to make it worth your time and are also in alignment with your goals & priorities. 
 
To choose the best business model for yourself, it’s helpful to start with three important factors... 
 

#1: Money 
How much money do you have to invest in your business? Some businesses require a substantial 
investment, while others require next to nothing.  
 
For example, selling physical products requires you to invest a couple thousand dollars to buy your initial 
inventory whereas selling digital courses requires no upfront investment. 
 

#2: Time 
Some people have more time than others. Fortunately, there are business models that suit any time 
availability.  
 
For example, if you create and sell your own courses, that requires you to invest a substantial amount of 
time to create a course. On the other hand, if you sell someone else’s course as an affiliate, your time 
commitment is small. 
 

#3: Interests, Strengths And Weaknesses 
Your interests play a huge role in the type of business you choose. Your business should excite you. If you 
don’t like it, you likely won’t follow through on your goals. 
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Love working directly with people? There are businesses that are ideal for this like coaching and 
consulting. Do you prefer setting up systems and letting them run? There are businesses that will allow 
you to do just that such as eCommerce and affiliate marketing. 
 
I want you to keep these three factors in mind when considering the various business models in this 
chapter. Keep an open mind, but also stay in alignment with the amount of time and money you’re 
willing to invest.  
 
With that in mind, let’s talk about some of the best business models to combine with email marketing. 
 
Affiliate Marketing 
Financial: $1000 for investing in traffic, $500-$1,000 for training. 
Time: 10 hours to set up the initial funnel. 5-10 hours/week ongoing. 

 
This business model is all about selling someone else’s product. You can sell things like courses, books, 
software and services in any niche imaginable. The best affiliate marketers find products their followers 
are interested in, promote those products to them and get a commission on any sales that are made.  
 
This is my favorite business model to get started with. It is, after all, how I made my first $1 million 
online. I did this by building an email list and promoting courses created by other people to my 
subscribers. My subscribers clicked on my unique link in my emails, visited the sales page of the product 
I was promoting, and when they purchased it I got commissions that were as high as 100% of the sale! 
 
Because you’re selling other people’s products, there’s no time invested upfront to develop your own 
products. You can literally have this business up and running in a few hours without a significant 
investment of time or money.  
 
Once it’s running, this business model needs little input from you. That means you’re free to run other 
businesses or continue holding down your regular 9-5 job. What’s not to love? 
 
To learn more, check out the Digital Bootcamp on the Lurn Nation platform. 
 
Create Courses 
Financial: $1000 for investing in traffic. $100-$300 to set up the funnel. $500-$1,000 for training. 
Time: 40-80 hours to create the first course and funnel. 5-10 hours/week ongoing. 
 
People are hungry for information, and they go online to find it. Why else would Google be the largest 
website in the world? 
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One of the best business models out there takes advantage of people’s need to know more about the 
world around them. You do this by creating digital courses to help them solve their problems and feed their 
obsessions. 
 
Think about how much money people are willing to pay to learn. At subsidized public universities, the 
average yearly tuition is around $10,000. At private colleges, it’s close to $35,000. Student loan debt is 
second only to mortgage debt in the United States.  
 
However, demand for education goes beyond universities. People spend millions of dollars every year on 
digital courses. The course marketplace Clickbank has over 200 million customers every year. Udemy, 
another course marketplace, was valued at $2 billion during a round of financing in 2020. Lurn 
consistently sells over $10 million per year in courses. 
 
The evidence is clear... 
 
People will invest thousands of dollars to educate themselves. 
If someone wants to develop skills like coding, utilizing Microsoft Office programs, copywriting, 
marketing and graphic design, online courses are an increasingly popular place to turn.  
 
There are also courses that help people solve problems in their life or achieve their aspirations. Courses 
on personal development, dating strategies, losing weight, muscle building, preparing for natural 
disasters, yoga and more are in high demand. 
 
To develop a course, you need expertise on a specific subject or topic. This can be expertise built up over 
years of training/experience or just something you know more about than others. 
 
Creating courses doesn’t have to be elaborate or cost a lot of money. You can use the camera on your 
phone, an inexpensive microphone and some free or inexpensive software. You can even start with 
written courses if you’d rather not do video. 
 
If you don’t have an area of expertise – which I highly doubt is an issue – you can leverage the expertise 
of others. Simply interview an expert in a specific field and design a course around that knowledge. 
 
The biggest challenge with this business model is that it takes TIME to get off the ground. 
 
If you’re willing to invest that time to get started, you can build a successful business creating and selling 
courses. I’m passionate about this business model since it’s the core of our business. 
 
To learn more, check out Publish Academy on the Lurn Nation platform. 
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Coaching and Consulting 
Financial: $1000 for investing in traffic. $100-$300 to set up the funnel. $500-$1,000 for training. 
Time: 20-40 hours to create the first funnel. Ongoing commitment depends on the number of clients and your 
program's structure. 
 
Every person on the planet has goals & challenges. They want to get in shape…they want to grow their 
business… they want to throw the wedding of their dreams. 
 
While some people are go-getters who want to figure out everything themselves, it’s usually easier to 
work with someone who can help them solve those problems and reach their goals in a hands-on way. 
 
That’s why coaches and consultants are in such high demand. 
 
When it comes to coaches, most people think of sports. The sports coach is the perfect example of what a 
coach does – the sports coach works with athletes to get the best possible performance out of them. 
 
If you get into coaching, that’s exactly what you’re going to do. You’ll work to get the best possible performance 
out of your clients, whether that is in the realm of fitness, finances, business or some other facet of life. 
 
Consultants are slightly different than coaches. Nearly every industry out there has consultants. There 
are business consultants, such as marketing and management consultants, and there are consultants in 
the fitness and nutrition industries. 
 
Consultants are more hands-on than a coach. They are paid to help their clients solve problems and get what 
they want. 
 
If you love working with people, want to have a substantial impact on them and have a specific area of 
expertise, this is a great business model for you. As someone who’s invested over $250,000 in coaching, 
I’m a big believer. 
 
One benefit of this business model is that coaches and consultants are able to charge high rates for their 
services. One client can be worth thousands of dollars. Imagine making one sale and seeing thousands of 
dollars in your bank account. That’s an awesome feeling for new entrepreneurs. 
 
I remember working with one of my students, Laura. She is a talented, accomplished woman who is 
passionate about helping women achieve their goals. After just a few days of work setting up her 
coaching funnel, she went live and started bringing in traffic.  
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At first, Laura was frustrated because the first few leads didn’t pan out. I remember how a little bit of 
doubt crept into her mind during those anxious first weeks as she invested money into ads but wasn’t 
making any sales. Then she closed her first client. Boom, $5000 in the bank. Her confidence skyrocketed 
as she realized this business could bring her the financial success she desired. That’s the power of high 
ticket offers. 
 
Biggest challenge: not believing you can be a coach or consultant. 
 
This is a limiting belief! I guarantee you have something you’re better at than other people. There are 
many people out there who are willing to pay you for your expertise on that topic.  
 
Just remember – you don’t need to be THE best or have high-end credentials. You only need to be 
better at it than most people. If you can do this in one area, you will be a successful coach or consultant. 
 
To learn more, check out the free Coaching & Consulting Bootcamp on Lurn Nation. 
 

eCommerce 
Financial: $1000 for investing in traffic. $2500 for inventory. $500-$1,000 for training. 
Time: 5-10 hours/week ongoing. 
 
The internet has made it simple to sell physical products. 
 
You no longer need to invest tens of thousands of dollars upfront in overhead costs. Instead, you can 
create a website and sell products there.  
 
You can make it even simpler by leveraging the power and reach of an established marketplace like eBay 
or Amazon. The downside of this approach is that you need to give them a cut of what you make. 
 
The marketplace you choose will depend on what you want to sell. For example: 
 

 Products you make yourself, like Kathy from earlier 

 Products you find at garage sales, estate sales or thrift stores that you resell online for a higher 
price 

 Products, generally from overseas, that you dropship  
 Products, generally from overseas, that you private label 

 
That last option is popular with our students.  



 

23 

The way it works is you identify a product in high demand. You then find a supplier of that product who 
can manufacture it inexpensively, often from China. You order that product, put your branding on it, 
and sell it at markup either on your own website or one of the established marketplaces. 
 
There are literally millions of physical products in every niche imaginable. The possibilities of what you 
can sell are nearly endless. You can have your very own brand selling products in a category you’re 
interested in. 
 
If this appeals to you, then I highly recommend you consider this business model. 
 
You can start flipping products immediately with almost no money down. Or you can go full steam 
ahead, stocking an inventory of private label items from China. 
 
The biggest challenge with eCommerce is that it’s all about volume. 
 
The margins are smaller with eCommerce because you need to buy inventory and deal with shipping 
costs. That means you need to sell more to make a decent profit. As long as you have a solid plan, and 
you have the time and money to invest, you can build a strong business. 
 
To learn more, check out the eComm bootcamp on Lurn Nation. 
 

Other Ideas 
So far we’ve discussed the most popular business models for our students. However, they aren’t the only 
options.  
 
There are so many other ways you can build a business... 
 

 Freelancing: Offer your services to others for a fee. These are services such as writing, editing, 
software design, graphic design, website design or being a virtual assistant. 

 Agency: Grow your freelance business into an agency and manage a team of service providers. 

 Create software: Find a problem to solve, create the software to solve it and then sell it. 

 Influencer marketing: Grow huge audiences on social media and sell paid promotions and 
advertising. 

 Many, many more. The possibilities for entrepreneurship are limitless. If there’s value to offer, 
there’s a business to build! 
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Take Action 
Take some time to reflect on the different models we’ve talked about in this chapter. Consider the 
amount of money you have, the time you have to invest and your interests. Once you’ve narrowed that 
down, decide which business model is the right one for you. 
 
Now, do you want to know a secret? 
 
Many of these business models complement each other – and you can do more than one! The most successful 
businesses, just as with the most successful finance strategies, create multiple streams of income. 
 
Take Lurn, for example. While the primary source of our revenue comes from selling courses, we also 
generate income from selling live events, coaching services and affiliate products. The connective tissue 
that makes it all possible is our email list. Having multiple streams of income provides more stability for 
you and your business. If one stream weakens, the others can compensate.  
 
Whichever stream (or streams) you choose, building an email list will be an important part of your 
strategy. Think about the business models we talked about in this chapter. Wouldn’t you be more likely 
to succeed with each of them if you had an audience of potential customers who trusted and respected 
you? For all the reasons we talked about before, email marketing allows you to build that audience. 
 
In the next chapter, we’ll take the next step and get clarity on your niche: the customers you’ll sell stuff to. 
 
Chapter Takeaways: 
 

 Before you get started with email marketing, you need to know what business model you’ll use 
 To choose the right business model, you need to consider how much money you can invest, how 

much time you have, and what your interests, strengths and weaknesses are 
 Four popular business models are affiliate marketing, course creation, coaching & consulting 

and eCommerce 
 Affiliate marketing is selling other people’s products and earning a commission 
 Course creation is creating digital courses that help people solve problems or achieve their goals 

and selling them 
 Coaching & consulting involves either giving people advice or working hands-on with them to 

solve a problem 
 eCommerce is selling physical products online 
 Some other options are freelancing, building an agency, creating software or doing influencer 

marketing 
 Many of these business models complement each other, so you can do more than one 
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CHAPTER 3: PICK THE RIGHT NICHE 

 
To build your business, you need to know who your customers are. That’s why it’s important to select 
the right niche. 
 
A niche is a NEED. 
 
Every human being has basic needs like...  
 

 Food 

 Clothing 

 Water 

 Shelter 

 Belonging 

 Love  
 
...to name a few. 
 
Now, take a moment to consider how a niche reflects these needs: 
 

 Finance – People need money to pay for shelter, to buy food and to pay for clothing. Without 
enough money, they don’t have their needs met, let alone their wants. 

 Health & Fitness – People need to get enough exercise and good food to stay strong and 
healthy. They also want to be slim and fit so they feel good about how they look in the mirror. 

 Romance & Dating – Humans are social beings who want relationships, love and family. We 
need a sense of belonging. 
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You can’t do any marketing for your chosen business model until you decide what niche you’re in 
because that tells you the needs you’ll help your customers fulfill.  
 
Let’s use the affiliate marketing business model as an example.  
 
How are you going to know what affiliate product to market if you don’t have a niche? Is it going to be a 
diet plan or a way to raise your income to six figures? Who do you market this to? The target audience 
for the diet plan will be very different from the target audience for an increased income.  
 
What if you are in eCommerce? What are you selling? Baby products or pet products? What audience 
are you targeting? What’s your message to them? How can you best serve their needs? 
 
Knowing your niche matters because choosing the wrong niche can sink your business before it begins. On the 
other hand, choosing the right niche can lay a solid foundation for a wildly successful business. 
 
Are all niches created equal? No. Some niches are more profitable than others. I highly recommend 
combining your interests and passions with profitability as much as possible.  
 
I learned my lesson on choosing profitable niches early on in my career. When I was first trying to figure 
out what kind of business to start, I typed 'how to make money online' into Google.  
 
I began to click from one place to another and learn about the various opportunities online until I landed 
on one particular forum that appealed to me. This forum spoke about people who were selling 
information online in PDF format and charging anywhere from $30 to $100 for the PDF. Being that I 
was in college and buying textbook after textbook, I understood the value of information. 
 
This business model made sense to me, so as I began to research it more and more, I started to get drawn 
to it more and more. I realized that I needed to pick a topic that I was good at. I needed to create an 
information product that I'd be able to start selling immediately.  
 
“I’ve been a good student my entire life,” I thought to myself, “and so many other college students throughout 
the country are struggling just to pass.” Continuing this thread, I started researching the market for 
information products that helped college students improve their GPA.  
 
I couldn’t find a single product! I knew this was going to be massive. 
 
So, I got to work immediately and started creating my first information product: BetterGPA. I spent 
months laboring over that product. The day came when it was time to launch my sales letter, and I was 
excited. I was nervous, anxious and scared, but I hit the button.  
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It was live.  
 
I remember going to class and having no idea whether I had a sale or not. I wouldn't know until I 
returned to my dorm room. I remember leaving the class and basically bolting down the university and 
getting back to my dorm room, running to my computer, turning it on, logging in and seeing, of course, 
not a single sale.  
 
It had only been a couple of hours, so I decided to give it until the evening. Evening came. No sales. A 
couple of days went by. No sales. A week went by. No sales. The only thing I had done was spend money 
on advertising.  
 
I hadn't made a single sale, and I was concerned.  
 
I started to evaluate every piece of what could have gone wrong. Was it the quality of the product? No, 
the product was excellent and I got great feedback from the few people who bought it. Was it the 
marketing? No. The marketing was spot-on.  
 
The actual reason was something fundamental to this niche: college students don’t like spending money 
on anything other than pizza and partying. Buying a guide to help them study is just something they 
don’t want to do with their limited funds. 
 
If I had spent the time doing niche research, I would have spotted this issue and avoided months of work 
putting the course together. 
 
This is a great example of why spending some time on niche research is so important. If this is your first 
business, stick to proven niches. In our experience, these are some of the most profitable niches: 
 

 Health & Fitness 
 Bodybuilding 
 Weight Loss 
 Nutrition 
 Dating 
 Business 
 Investing 
 Pets 
 Survivalist 
 Personal Development 
 Style 
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Of course these are not the only niche ideas; there are plenty more out there. 
 
We’re going to go through how to choose the one that’s right for you, but you can also get more 
advanced training in our course 50 Niche Ideas inside of Lurn Nation. 
 
So, let’s dive in and look at the five easy steps to take to choose a good niche. 
 

Step 1: Choose Something Digital Friendly (If You Aren’t Selling Physical Products)  
If you aren’t doing eCom, your niche will be more profitable if you choose a niche that allows you to 
create digital products like... 
 

 eBooks 

 Online courses 

 Video courses 

 Webinars 
 
Even if you start by monetizing your business with a coaching and consulting offer, you may want to 
open other lines of cash flow down the line. 
 
Let’s say you’re a fitness coach, for example.  
 
A lot of fitness coaches will sign on clients for several months to help them lose weight, increase muscle 
or accomplish some other health-related goal. While this type of coaching is profitable, the health coach 
can scale their business by creating digital products.  
 
They could create weight loss courses, weightlifting courses, workout videos, books about nutrition or a 
range of other digital products. Most niches have a digital opportunity, but think it through before 
landing on your final niche. 
 

Step 2: Ensure There’s Healthy Competition  
Despite what you may think, you want to have some healthy competition in your niche. Competition 
means businesses are actually making money. It means there are people looking for information in that 
niche and there’s a pool of prospective customers to market to.  
 
Remember my BetterGPA product? I thought I was going to become an instant millionaire since there 
was nobody else creating products like that for college students. As it turned out, there was a reason why 
nobody else was creating those products: college students don’t want them. 
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Now, I don’t bother with a business unless I know there’s some movement in that space already. As long 
as you come in with quality offers and solid marketing, you should have no problem breaking through.  
 
The only time you should avoid a competitive market is if the competition is solely based on price. For 
example, you’ll probably not make any money creating and selling generic toothbrushes. People tend to 
buy the cheapest ones they can find, and there are huge corporations who will easily undersell you.  
 
One interesting way to assess competition in your niche is to go over to Udemy and create an instructor 
account. In the ‘tools’ section of your instructor account, there’s a a tool called Marketplace Insights. 
 

 
 
After clicking into that tool, you type in your niche, and Udemy returns a bunch of marketplace data for 
you based on the activity of its users. For example, say that my niche is bodybuilding.  
 

 
 

With this information, I know there’s a good amount of demand for my niche and that the market isn’t 
oversaturated.  
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Step 3: Asses The Size Of The Audience  
The larger the audience, the better off you’ll be. The more active that audience is, the better you’ll be. 
That much is obvious. The question is how to determine how big and active an audience is? 
 
You can easily find out information about your audience size (and a whole lot more) by using 
Facebook’s Audience Insights tool. To get this tool, create a free Facebook business account at 
business.facebook.com. 
 
Audience Insights provides information based on the data Facebook gathers from information provided 
by Facebook users and third-party data.  
 

 

 
In the example above, we entered ‘yoga’ into the Interests section to see what the audience size is for 
yoga in the United States. As you can see, the estimated audience size for yoga in the United States on 
Facebook is 25-30 million people. That is a large audience! 
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You also get other valuable information like... 
 

 Demographics 
 Page likes 
 Location 
 Activity 
 Household 
 Purchase 

 
Another quick strategy to use to assess your audience size is to go over to magazines.com. A good rule of 
thumb is that if the audience you want to target doesn’t have a dedicated magazine on the website, be 
careful; it likely isn’t big enough to be profitable.  
 
Step 4: Check Search Engine Demand 
If no one is searching for keywords in your niche, that’s a sign people aren’t interested in the topic. 
 
This goes back to the first point we made in this chapter; niches are needs. When we have needs, we go 
online to find ways to fulfil those needs. That usually begins with a Google search. If keywords in your 
niche are getting a lot of searches, that means there’s a need in the marketplace. 
 
The best way to find out what keywords are popular is to use a keyword research tool. Ahrefs, Moz and 
SEMrush are some of the best paid tools on the market, but there are also a couple of free tools as well. 
Neil Patel’s Ubersuggest tool is free (at least for now) and Google Trends is always free. 
 
You can use these tools to: 
 

 Search for new keywords 
 Combine multiple keyword lists 
 View trends and search volumes 
 Obtain performance forecasts 

 
When you type in a keyword, we’ll use yoga as an example, it tells you approximately how many searches 
there are per month and how difficult the keyword is to rank for. 
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With yoga, there’s a lot of search demand, and it isn’t too difficult or expensive to run paid ads. On the 
other hand, ‘make money online’ is much more difficult. 
 

 
 
Search demand is lower, and it’s much more difficult to run paid ads. 
 
What to really be careful about is pursuing niches that have both low search volume and high difficulty. 
 
You can also go over to Google Trends and see how certain topics have been trending over time. For 
example, the phrase ‘data science’ exploded around 2014 and has been increasing ever since. 
 

 
 

On the other hand, the search demand for ‘travel agent’ has crashed over the last 16 years because more 
and more people are using online resources to plan their trips. 
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The information you gather between your keyword tool of choice and Google Trends should give you a 
clear idea of whether keywords in your niche are being searched for. 
 

Step 5: Think About The Long-Term Potential  
Does your niche have staying power? Will you be able to keep customers coming back for many years to 
come? 
 
For example, pregnancy is a high-need niche. The audience is large. Pregnant women actively search for 
information on the search engines. However, pregnancy is also short-lived. You only have their attention 
for 9 months, which limits how much you can promote to them. 
 
Evergreen niches, on the other hand, are always in demand. Take the exercise niche, for example. People 
who get into the habit of exercising do it several times a week and often turn it into a habit for the rest of 
their lives.  
 
Their demand for fitness content is never going to go anywhere because they’re always looking for new 
fitness routines and ways to stay healthy over the years. 
 
However, if a time limited niche does interest you, see if you can scale this niche to include related 
niches. With pregnancy, see if you can go beyond pregnancy to early stages of parenting as well. That 
way, you’ll have a niche that keeps people coming back for years. 
 
If you’re having trouble coming up with niche ideas, there are several resources you can use to start your 
research. 
 

Generating Niche Ideas 
I realize that generating niche ideas can be intimidating.  
 
Unless you have something solid in mind from the beginning, you might be sitting there wondering 
where to start. After all, there are hundreds of niches and thousands of more narrow sub-niches. 
 
The good news is that there are many resources out there that you can use. If you look at the most 
popular courses, books, magazines and videos on these websites, you can discover what people are 
interested in. 
 
Again, Udemy is a good place to start here. 
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On their homepage, you can explore the categories section where they have a list of hundreds of 
different niches.  
 

 
 
You can then plug those different niches and keywords into the Audience Insights tool we covered 
earlier in the book to assess supply and demand for each niche idea. 
 
Another good place to do some research is on ClickBank, an affiliate marketplace. When you go to 
ClickBank, you’ll see a long list of niches on the side of your page. 
 
When you click into one of the niches, you get a bunch of data on how the affiliate products are selling. 
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The grav (gravity) is a score that represents how many affiliates have made sales on the product in the 
previous 12 weeks. A score of 20 or higher is often representative that a product is selling well, so you 
want niches that have a lot of products with a gravity of 20 or higher.  
 
Spirituality, New Age & Alternative Beliefs has multiple pages of products that score a 20 or higher, 
while the Cooking, Food & Wine section has just a few products. 
 
One final place to do research on niches is Amazon. 
 
If you go to the books section inside of Amazon, you’ll find a big list of potential topics that you can use 
to research your interests. 
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Within those niches, you’ll then see a bunch of sub-niches to help you narrow down even further. 
 

 
 

Within those sub-niches, it then narrows down even further. 
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If you go into a niche and find that there are very many books with 100+ plus reviews, it’s likely a slow 
niche that wouldn’t make a good business for you. 
 
It’s important to take this section seriously because choosing a good niche is one of the most crucial steps you 
can take on your email marketing journey. When you have your niche in place, you will know who you are 
marketing to and what kind of value you need to offer them. 
 
In other words, you’ll get to know your audience on a personal level, and that will help set you apart from 
your competition. Once you have all this in place, you’re ready to begin putting together an email 
marketing strategy. 
 
Chapter Takeaways: 
 

 A niche is a need 

 Your solution to fill a specific need is how you make money 

 Health, wealth and relationships are three of the biggest niches/needs and are evergreen 

 You can’t sell to anyone if you don’t know your niche 

 You should combine your passions with potential profitability/demand to choose your niche 

 There should be some competition in the space already - if there’s no movement, there likely 
isn’t any demand for what you’re offering 

 There are five steps to follow to choose your niche 
1. Make sure it’s digital friendly 
2. There should be healthy competition 
3. There should be a large audience already 
4. There should be a lot of search demand 
5. There should be long-term potential 

 Udemy’s Audience Insights tool is good for assessing supply, demand and competition 

 Facebook Insights, keyword research tools (Ahrefs, Moz, SEMrush, Ubersuggest, etc) and 
Google Trends are good for assessing audience size 

 Udemy, ClickBank, and Amazon are good places to generate niche ideas if you don’t know 
where to start 

 Once you’ve selected your niche, you’re ready to start building an email marketing strategy 
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CHAPTER 4: CREATE YOUR FREE GIFT 

 
The first question I get when I talk about building an email list is usually, “Why would someone sign up 
to get emails from me?”  
 
It’s a fair question. All of us have inboxes filled with emails, including emails from companies we don’t 
bother to read anymore. Why would someone voluntarily add more email to their already full inboxes? 
 
Many businesses fail with email marketing because they don’t address this question. If all you do is put a 
little blurb on your website that says “sign up for my free newsletter,” few people are going to choose that 
option.  
 
Look at the example below... 
 

 
Source: everydayhealth.com 

 
Most people see a message like this and think “oh no, more email.” Unless you’re already a fan of 
Everyday Health, you’re unlikely to sign up. 
 
Most of the people who discover you online have no idea who you are. You don’t have any credibility in 
their eyes. They aren’t going to voluntarily consent to receiving emails from you unless you have 
something to give them in return. 
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How can you get this consent? Like all relationships, you first need to offer value. The best way to offer 
value is giveaway something for free. The story below reveals the power of this strategy. 
 
How A Free Gift Led To A $10,000 Investment 
Around 15 years ago, I felt like I hit a ceiling with my business. A course I created sold pretty well, but 
even after spending months working on my sales copy it wasn’t making as many sales as I wanted. 
Frankly, it wasn’t worth continuing unless I saw those numbers go up. 
 
Then I came across a simple web page that caught my attention. A guy making $20 million a year offered 
3 free videos which revealed how he did that. I naturally opted in. I knew he was going to sell me 
something, but I had no plans to buy - I intended to watch the videos and go. 
 
Long story short - the videos and his follow-up emails were so good that I ended up buying his stuff. This 
wasn’t a $47 course - it was a $10,000 mastermind and I did it happily! It was one of the first examples of 
how a free gift can take someone who would otherwise never consider buying your product to invest 
large amounts of money. 
 
There is a 0% chance I would’ve invested $10,000 into that mastermind on day 1. I did not know who 
this person was and he had no credibility in my eyes. Frankly, I was so caught up in the day to day grind 
of my business that his free gift needed to do a lot of work to get my attention in the first place. 
 
The free gift changed everything. It cut through all the distractions by speaking directly to my biggest 
challenge. It got me to give him my email address so he could continue communicating with me. It gave 
him an opportunity to demonstrate his value to me. Ultimately it led to a big sale. 
 
This is a story that’s played out many times in my life. I’ve spent over $500,000 in courses, coaches and 
live events. Most of those transactions began with free content. 
 
Opt-in pages with free gifts give people a chance to engage and build a relationship with you. It's like 
dating vs marriage. If you run around the streets asking random people to marry you, maybe 1 out of 
10,000 of them will say yes. 
 
On the other hand, if you ask random people to go to coffee with you, I bet you’ll get more like 1 out of 
50 to say yes. 
 
That's what a free gift is. It's a risk-free "date" to get a taste. That way, you, as the marketer, can build 
your true value and through that relationship, your sales conversions will go through the roof. If it’s good 
they’ll think “if this is what they’re giving away for free, how good must the paid stuff be?” 
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Here are 3 more key benefits to offering a free gift. 
 
1. Consent 
Consent is important. Without it, your emails are spam.  
 
Beyond morality, consent plays a useful role for you as a marketer. Once someone has said “yes” to one offer, 
even if it’s free, they’re more likely to say yes to another offer. By saying yes the first time, they are open to 
future offers you promote to them. The free gift entices them to give you that consent. 
 
The word FREE works like magic. People see it as a no-risk situation. If they don’t like the free gift, they 
can unsubscribe and never hear from you again. But if they do like it, they’ll probably want more. That’s 
because you’re giving them something of… 
 
2. Value 
With the free gift, you’re giving your audience something of great value to them – and you aren’t asking 
for anything more than an email address in return.  
 
The best free gifts are focused. They don’t give away the full system. They ideally help the new 
subscriber start getting results quickly. 
 
For example, if you’re in the weight loss space, you don’t want your free report to be 200 pages long and 
cover your entire weight loss system. Instead, you want to give away something tangible, like a meal plan 
the reader can use to lose weight this week, or a simple 10-minute workout to shed body fat. 
 
The most valuable training at this stage is something the reader can apply that day and see a meaningful 
result. If you can deliver those quick wins, they’ll eagerly come back for more. 
 
3. Trust 
Trust and respect are important in any relationship. The relationship you build with your subscribers is 
no different. That starts with the free gift. 
 
When someone gets a quality free gift from you - especially if they see a positive result - they’ll trust and 
respect you. You’ve given them a risk-free environment to start relationship building and have 
demonstrated that you’re a credible authority who can help them. Is there a better way to get things 
started with them? 
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It’s Clear: The Free Gift Is Not Optional! 
You absolutely must offer a free gift to your audience to build an email list. There’s no other way. The 
question is what kind of free gift will you offer? The only limitation is your imagination; however, there 
are 3 types that I am a big fan of.  
 
Option 1: Report 
Short 10-20 page reports are easy to write and highly valuable. 
 
One reason reports work so well is they don’t require much of an investment from your subscribers. 
They don’t know you yet. They don’t want to read a long eBook laying out your entire system. However, 
if you can give them some tactics they can apply immediately and see a result with, you’ll gain A LOT of 
credibility with them.  
 
Because they’re easy to create and highly valuable, reports are the free gift we suggest most of our 
students create.  
 
Free reports are not college papers. They’re short, efficient & filled with content that can help your 
customers get results. Sometimes they deliver a 5 step program to overcome a problem. Other times 
they’re case studies that open the reader’s eyes to how someone like them achieved their goals. 
Sometimes they’re a list of tactics that can help the reader make their dreams a reality, such as the 
example below... 
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Generally, reports are emailed to new subscribers as PDFs when they join your email list. They have 
good visual flow which means they’re easy to scan, have short paragraphs and lots of images. Do not 
create dense, boring reports filled with blocks of text and expect your new subscribers to read them! 
 
Option 2: Webinars 
Webinars are virtual classes on a particular topic. Like reports, they’re all about helping attendees get 
results. Unlike reports, on webinars you can actually engage with them live by answering questions and 
even talking to them. 
 
The biggest benefit of webinars is that you can make a personal connection with new subscribers. This 
personal connection is a great way to start building the trust and respect that’s critical to your 
relationship with them. They’ve paid off for us at Lurn. We’ve generated over 1.2 million leads thanks to 
our webinars. 
 
Webinars don’t have to be live. You can pre-record them and play them on replay for new subscribers. 
This saves you time, and even though you’ll lose some interactivity, you can still deliver tremendous 
value. 
 

 
 

Option 3: Video Training 
In 2017, my marketing team got together to brainstorm some ideas for lead generation. We had multiple 
funnels set up with reports and webinars, and while they performed well, we felt there was a new angle 
we hadn’t explored yet.  
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That’s when the idea his us - what if we gave away a free course?  
 
After all, Lurn is a digital publishing company. We primarily sell courses and live training. What better 
way to entice new prospects to invest in our training than to give them a free course to sample? 
 
It wasn’t a surprise when we put together short free courses - we call them bootcamps - and they 
performed well. What surprised me was how well they performed. In many ways, they outperformed the 
report and webinar funnels we had up and running. 
 

 
 
Our Digital Bootcamp and Facebook Bootcamp are two examples of these free courses. You can check it 
out at Lurn.com/classroom. In fact, there are over 25 free courses on the platform at the time of this 
writing. 
 
These free courses have tremendous value. However, they’re time consuming to create and aren’t 
recommended for beginners. For 99% of those reading this book, you should create a free report as your 
free gift. 
 
When you decide on your free gift, you need to create it! 
At this point, you might be sitting there wondering how on earth you’re going to come up with a free gift. 
Fortunately, it’s simple! You probably already have all the tools you need to create your free gift all on 
your own. If you don’t, they’re easy and inexpensive to get. 
 
Think about it.  



 

46 

Writing a report requires nothing more than your computer and a word processing program. Creating a 
video can be done with your smartphone camera and a $10 tripod. Hosting a webinar requires your 
computer, a $50 USB microphone and a webinar platform like Zoom or GoToWebinar. 
 
I’ve created hundreds of free gifts in my career as an email marketer that have attracted over 7 million 
email subscribers. I’m not the most talented writer or a technological genius. If I can do it, you can do it 
too. 
 
That said, if you don’t want to create a free gift yourself, there’s an equally attractive option... 
 
Consider Outsourcing It 
Outsourcing is a word that will come up a lot in this book. Every successful entrepreneur delegates tasks 
to other people. Sometimes those people are employees. Other times they are freelancers, agencies and 
contractors. 
 
Outsourcing is NOT only for wealthy entrepreneurs, especially in the internet age. There are websites 
out there which connect entrepreneurs with freelancers on a project by project basis. You don’t need to 
make a long-term commitment, and there are freelancers who’ll work for a wide range of rates. 
 
That means you can outsource tasks on any budget. If you don’t want to write a free report, go on a 
freelance marketplace like Upwork and pay a freelance writer to write it for you. A 15 report can be 
written anywhere from $100 on the low-end to $300 if you have a larger budget. If you recorded a 
webinar but don’t want to edit it, go on Fiverr and pay someone to do it. If you want to shoot a 
professional looking video go onto Craigslist and find a local videographer. 
 
Like I said, you can do this on any budget. 
 
With all of these options available, there’s no reason why you can’t create a compelling free gift that acts 
like a magnet for new subscribers. That said, the free gift on its own won’t build your list. For that, you 
need a web page that’ll present the free gift’s value and get people to subscribe to your email list. We’ll 
talk about how in the next chapter. 
 
Chapter Takeaways: 
 

 The first offer in your funnel should be a free gift 
 The best free gifts are valuable, easy to consume and relevant 
 The most common type of free gift we use and suggest are free reports 
 More advanced free gifts are webinars, video trainings and even books 
 You can create your free gift yourself or outsource it 
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CHAPTER 5: CREATE YOUR ONE PAGE WEBSITE 

 
The most common mistake I see online marketers make is sending cold traffic directly to a sales page. As 
we’ve talked about, customers today will only buy from you if they trust and respect you. When you send 
them directly to a sales page, you haven’t built any trust or respect with them. 
 
Instead of sending them directly to sales page, it’s much better to send them to an opt-in page to get 
them on your email list before sending them to your sales page. The opt-in page is where you offer your 
free gift in exchange for the visitor’s email address. It’s also the first place you can genuinely connect with 
them and start building a relationship. It looks something like this: 
 

 
 

Think of the opt-in page as the equivalent to a storefront in the brick-and-mortar world. It’s the first real 
impression people get of you and your business. This is where they peak through the window to see what 
you have and choose whether to go inside or pass you by. 
 
When I tell students they need to add this extra step to their funnels, some of them push back. Even the 
best opt-in page doesn’t convert every visitor into a subscriber. Wouldn’t I lose some potential 
customers before they saw my sales page?  
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Maybe, but it’s more than offset by two things... 
 

1. Most people who are willing to pay for your offer are willing to get something for free from you. 
2. There’s a pool of potential customers who would buy your main offer but need to trust you first. 

 
It’s like the dating example from earlier. You don’t propose on the first date. That’s a big commitment to 
make when you don’t know someone. It’s better to date someone over a period of time where you can 
build trust & respect before asking for such a big commitment. 
 
The opt-in page allows you to get that pool of customers who aren’t quite ready to buy from you yet. By 
emailing them, you have an opportunity to build a relationship with them so that when you propose 
(present your offer), they’re receptive. 
 
If you’re serious about email marketing, you need an opt-in page. Unlike other online businesses, you 
don’t need to build a big complicated website. You just need one simple page that anyone can create. 
The simplicity of opt-in pages are a part of their power. They limit the visitor’s options to two choices: 
opt in or leave. There are no distractions on the page. 
 
Before we get into the details of how to build an opt-in page, let’s take a moment to consider why opt-in 
pages work so well. After all, you might still be wondering why you should go through all the trouble to 
create an opt-in page and not just send them directly to a sales page or store. 
 
Opt-In Pages Have Lots Of Benefits 
The short-term benefits are obvious when you look at the numbers. When people are sent directly to a 
sales page, your conversions will probably be 1%-2%. You also only get the opportunity to sell to them 
once. If they click away, you lose them forever. 
 
When people are sent to a well-made opt-in page first, 40%-60% of them will join your email list. Because 
they’ve consented to receive emails from you, you can build an ongoing relationship with them. That 
also means you can sell to them over and over again WITHOUT having to spend any extra money. After 
all, emailing someone is free. 
 
This is different than sending them straight to a sales page, where you lose them unless they buy your 
product. You’ll have no way to connect with them in the future. To get them back, you’ll have to invest 
more money and time. 
 
The benefits of the opt-in page FAR surpass anything you could do with a simple sales page. 
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The key to a good opt-in page is simplicity. 
 
Keep the opt-in page simple – the simpler the better. The ONLY purpose of this page is to get people to 
opt into your email list. That’s it. Don’t overcomplicate it. Look at the example below. 
 

 
 

As you can see, this page is simple. There aren’t any distractions. The design is clean, the image is nice 
and the color scheme works. There is only one link to click, and it has a clear call to action that says “Yes! 
Give Me Free Instant Access.”  
 
Some other rules to follow on the opt-in page include: 
 

 Use as few words as possible, and make them powerful. 

 Make the heading and link button stand out. 

 Make the page easy to scan. 

 Make the page look professional. 

 Be in compliance with local regulations such as the European Union’s GDPR standards. 
 
Simple, effective and professional. This is key.  
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You want your opt-in page to stand out and get noticed in the sea of spam and junk that permeates the 
internet. With that in mind, let’s take a look at the 4most important design elements on your opt-in 
page… 
 
Essential Element #1: The Image 
The image of your free gift is the first thing visitors will see when they land on your opt-in page. Many opt-in 
pages don’t have any images at all. If you’re going to have one though, make sure it’s high quality. 
 
If you’re using a free report as your lead magnet, the image will be the cover of your report. To get the 
most out of it you want to make sure it… 
 

 Looks professional 

 Has a strong title and subtitle that communicate the key benefits of the report 

 Is easy to see and read 
 
I recommend using fiverr.com to create your cover. You can get someone to create a basic cover for 
under $50. If you want to create it yourself you can use a photo editing program or a free tool like 
canva.com 
 
Essential Element #2: The Headline 
The headline is the most important design part of your opt-in page. It’s how you grab the reader’s attention 
and get them to stay on the page. In many cases a good headline is all it takes to double the conversion 
rate of a struggling opt-in page. On the other hand, a poor headline can sink even the best looking opt-in 
pages.  
 
The best headlines speak directly to the visitor’s problems or aspirations. When I think back on all the 
opt-in pages that have convinced me to take action, they all had headlines that spoke directly to what I 
wanted at the time. 
 
It’s easy to come up with great headlines if you spend some time trying to understand your audience. 
What are their problems and aspirations? It’s not hard to find this information out. Check out forums 
where your customers have conversations. Go on Google and find the top blogs in your niche and see 
what topics their most popular articles tackle (For more on finding forums and blogs, check out Chapter 10). 
 
Once you have them hooked, you want to keep them hooked. This is where the third element comes 
into play… 
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Essential Element #3: Benefits 
After addressing the biggest problem or paint point in the headline, you want to let the visitor know what 
they’ll get when they say yes to your offer.  
 
You’ll often hear marketers say “focus on benefits, not features.” The benefits are the “what does it do” 
part of the promotion. Features are the “how does it do it” part. For example, if you’re selling a mobile 
phone, a feature would be, “It has an integrated email application.” The benefit would be “You can check 
your emails no matter where you are.”  
 
Benefits are more impactful than features. A sleeping bag with a 2-inch thick insulating layer is nice. But 
when you say, “You’ll be warm and cozy all night no matter how cold it gets outside,” that’s more real.  
 
The key with benefits is to let people know that the offer will address their key problem or pain point. If 
you’re promoting a one-month meal plan, some benefits could be: 
 

 Cut down on the amount of time you spend on meal prep so you can have more time with your 
family. 

 Healthier meals will give you more energy to do the things you love. 

 Save money because you’re not eating out as much. 
 
If you’re promoting a webinar on financial planning, benefits could be: 
 

 Have three months of expenses saved within six months. 

 Stop losing sleep because you’re worried about paying the bills. 

 No longer need to deny your kids opportunities because you can’t afford them. 
 
Your opt-in page needs to lay out the benefits of your free gift. While you can have bullet points like the 
example earlier in the chapter, you could also do this with just a subheadline, like the example below. 
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Source: themanifestationblueprint.com 

 
The headline on this page is “It’s Time To Manifest Your Dreams.” The subheadline below it lays out a 
specific set of benefits the visitor will get if they get and apply the free gift. Adding bullet points wouldn’t 
add much value to this page (remember: simple!). 
 
If you choose to use bullet points, you want them to be easy to skim. They’re essentially teasers for 
what’s in the free gift. Look at the example below. 
 

 
Source: http://matrixsuccessnetwork.com 
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This example works because the bullet points add value to the sales message. The visitor will skim the 
bullets and likely see something that they really want to find out, making them likely to take advantage of 
the offer. The key with bullets is to hint at the information that’s waiting for them once they subscribe, 
making them think “I’ve got to find that out!”  
 
One thing you’ll notice with these examples is how much you see the word “free.” Don’t be afraid to use 
the word “FREE.” A FREE report. A FREE video. A FREE mini-book. A FREE email course. People love 
FREE! 
 
The fourth element is where you convert the new subscriber… 
 
Essential Element #4: The Opt-In Box (Call To Action) 
The opt-in box is where you want your visitors to end up. 
 
Everything you’ve done up to this point should lead the visitor to the opt-in box. This is where they’ll 
provide their email address to subscribe to your list. You need a strong call to action where you tell them 
exactly what to do (“enter your best email below to get instant access”) 
 
The opt-in box can be integrated right on the page (single page opt-in) or be a separate box that appears 
once someone clicks a button (double page opt-in). 
 
The first opt-in page you saw in the previous page is an example of a single page opt-in. The visitor can 
type in their email address right on the page and click the “Click Here To Get Instant Access” button.  
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In the second example, when the visitor clicks “Yes, Give Me Free Instant Access,” a box like this 
appears... 
 

 
 
Both approaches work, but I personally prefer the double page opt-in approach. It adds an extra level of 
consent, which means the quality of leads is slightly higher. That said, the difference is small and we’ve 
had plenty of success with single page opt-ins. 
 
The key to a good opt-in box is a strong call to action, especially on the big bright button they click on. 
Here are some things NOT to put on your opt-in button – “Click Here,” “Sign Up,” or “Subscribe.” 
Boring!  
 
Instead you want to excite people. You want to give people a benefit right on the button so they’re 
enticed to click. Examples of great button text are: 
 

 Free Instant Access 

 Yes! Send Me My Free Report 

 Give Me These Secrets 

 Yes! Sign Me Up 
 
This fourth element might seem more obscure than the other two, but it really makes a difference. When 
all 4 elements - image, headline, benefits and the opt-in box - are all firing, you’ll give your opt-in page 



 

55 

the best chance of success. 
 
How To Create Your Opt-In Page 
When it comes to creating your opt-in page, you have the same options as those for creating your free 
gift – you can do it yourself or outsource it.  
 
Creating the page yourself is easier than you might think. There are services like Clickfunnels, Sendlane, 
Leadpages and OptimizePress that make it simple to create opt-in pages using pre-created templates. 
They all require a monthly fee and you’ll need to create and host your free gift separately. 
 
With these resources, it’s not difficult to get your one-page website up and running.  
 
The free gift and opt-in page act as magnets for potential subscribers and customers. They are essential 
pieces for your business, so you should spend at least a week putting them together. When you do, 
you’re ready to start thinking about monetization. 
 
Chapter Takeaways: 
 

 An opt-in page is a simple one page website that offers your free gift in exchange for the visitor’s 
email address 

 The best opt-in pages are simple because they limit distractions 

 The 4 most important elements of an opt-in page are the image, headline, benefits and call to ac-
tion 

 You can use single or double opt-in processes 
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CHAPTER 6: FAST MONETIZATION 

 
Once you have your free report and your opt-in page finished, you’re ready to bring new subscribers 
onto your email list.  
 
We aren’t building an email list for fun. We’re using it to grow our business, and that means generating 
revenue from new subscribers. You’ll generate most of your money over time by promoting offers with 
your emails, but there’s an even quicker way to generate some revenue... 
 
The Thank You Page (TYP). The page that pops up after someone joins your email list. You’ve probably 
seen thank you pages that look something like this: 
 

Thanks for Subscribing 
We’ve sent an email to the address you provided. 

Simply follow the instructions to confirm your subscription and get your free gift. 
 
What a waste of a good page! 
 
Saying something like this on your TYP amounts is a wasted opportunity. This is a moment where you 
have the new subscriber’s full attention. They just gave you their email address and are excited to get the 
free gift.  
 
As any good marketer knows, moments like these are opportunities for monetization. If you present an 
offer to the new subscriber, you can start earning back the money you’ve invested in advertising to get 
this new subscriber. This is the reason why I’m able to spend so much on ads every month - I get my 
money back quickly. 
 
I call this my secret TYP Strategy. 
 
The paid offer you present can be anything. It could be a course you’ve created. It could be a group 
coaching session. It could be a product. It could be an affiliate offer you’re promoting. The only 
requirement is that it needs to be connected in some way to whatever topic your free gift covers. 
 
As a general rule, you’ll want to start with a low-ticket offer, which in most niches will be something that 
costs under $50. The reason is simple: your new subscriber doesn’t know you yet. They aren’t ready to 
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invest a lot of money with you yet. That’s fine - after building a relationship over time with emails, you’ll 
be able to sell them whatever you want. 
 
The key with TYP offers is to position them in an intelligent way. While you have the new subscriber’s 
attention, some of them aren’t in the right headspace to see an offer that asks them for even a small 
amount of money.  
 

The Wrong Way: Send Subscribers Straight To A Sales Page 
When I first started using the TYP Strategy, I sent new subscribers directly to a sales page where they 
were presented with my offer. We generated some sales from this, but the numbers weren’t impressive. 
Some subscribers even complained. 
 
The reason is that it’s jarring going from a free offer directly to a paid one. It’s not natural and new 
subscribers understandably didn’t like it. To improve the customer experience (and generate more 
sales), we came up with a better way to smooth the transition from free offer to paid offer. 
 

Better Option: Set Up A Segue Page 
A segue page is a simple idea. Instead of sending new subscribers directly to a sales page, we send them 
to a page that thanks them for subscribing, tells them their free gift will be emailed to them, and 
encourages them to check out a special offer that can help them solve a problem or get results. 
 
When we transitioned to segue pages, we saw as much as a 65% increase in sales from TYP offers. 
 
We aren’t selling anything on this page. We are pre-selling, which means getting the customer excited 
about the upcoming offer.  
 
You probably enjoy watching movies. However, if you’re watching TV and land on a channel playing a 
movie you’ve never seen or heard of, you’re probably going to change the channel to something else. 
You aren’t mentally prepared to invest 2 hours into watching a random movie you’ve never heard of. 
 
However, if your friend is sitting with you and raves about the movie and compares it to another movie 
you enjoyed, you will probably give the movie a try.  
 
That’s the power of pre-selling. It’s all about generating excitement for what you’re about to sell. Segue 
pages allow you to pre-sell the TYP offer. Look at the example below...  
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When the subscriber lands on this page, they’re thanked for signing up and are told to check their inbox 
for their free gift. This connects them to the opt-in page they were just on. The next part of the page pre-
sells them on the offer and provides them with a link to click to go through to the offer. They must 
choose whether to click through to the sales page or not.  
 
Choice is huge when it comes to marketing. As we talked about earlier, when someone chooses to click, 
it’s a micro-commitment that leads to more actions in the future. 
 

The Art Of Pre-Selling 
Remember, on the segue page you are not selling the product - you are pre-selling. The sales page will do 
the heavy lifting, you just need to convince them to get there. 
 
With pre-selling, you’re selling the idea of the product. You’re not selling the steak, you’re selling its 
smell and sizzle. The formula for pre-selling is simple... 
 
Create excitement. Edify. Set expectations. 
 
You do this by first stating the problem or pain point. Then you tell them there’s a solution, give them 
proof of that solution and provide them with a call-to-action (CTA) so they can go get the solution. 
 
Be sure to tell the subscriber what they’ll see when they click through. 
 
If they’re going to see a sales page, then tell them they’ll see a sales page. If they’re going to view a video, 
then tell them they’ll view a video. So many marketers skip this piece of the puzzle. When they do, even if 
people click through to the sales page, conversions are low because expectations aren’t properly set. 
 
Be sure to tell them why they need to watch the video or read the sales page. Make it personal. Use a 
story, whether it’s your story or someone else’s. A good story doesn’t look like pure marketing, and it 
helps the reader connect with your message. 
 
These are important copywriting tips, and we will talk more about them in chapter 8 since many of these 
pre-selling principles apply to the way you write your emails. We’ll talk more about that soon enough, 
but before that you need to take the important step of choosing an autoresponder to communicate and 
connect with your new subscribers.  
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Chapter Takeaways: 
 

 It’s important to present new subscribers with an offer quickly 

 This offer should ideally be low ticket and be connected to the free gift 

 Having a segue page between the opt-in page and the sales page for your initial offer allows you 
to smoothly transition the subscriber 

 It’s important to pre-sell, not sell, on your segue page 

 Pre-selling involves creating excitement, edifying and setting expectations 



 

61 

CHAPTER 7: PICK THE RIGHT AUTORESPONDER 

 
So far we’ve mostly talked about getting people onto your email list. This is important. You need 
subscribers to do email marketing. 
 
If you want to generate consistent revenue with email marketing, you need to build a large email list. 
After 15 years of experience as an email marketer, I regularly generate $2 per subscriber per month 
worth of revenue. If I have an email list of 100,000 people, that means I’ll usually generate $200,000 
worth of revenue from that list each month. If that list doubled in size, I’d double my revenue. If it 
shrunk in half, so would my revenue. 
 
Less experienced marketers probably won’t generate $2 per subscriber each month, but their revenues 
will still be tied in with how big their list gets. Size is important. If you only have 500 subscribers and 
aren’t generating consistent revenue, that isn’t much of a surprise to me. My biggest piece of advice 
would be to get more subscribers. If you had 5,000 subscribers and weren’t generating any revenue, 
there are lots of things you could do to generate more of it. 
 
That’s why when you’re starting out as an email marketer, priority #1 is getting your first 5,000 
subscribers. It’s a big enough number to where you should generate consistent revenue and while having 
a solid foundation for future growth. 
 
We’ll talk more about growing your email list in chapter 10 where I’ll break down the best ways to drive 
traffic to your opt-in page. Before we get to that, we need to set up the emails you’ll send to new 
subscribers. That way you’ll be able to take full advantage of new subscribers. 
 
To accomplish this, we need to talk about every email marketer’s favorite tool: the autoresponder. 
 

The Indispensable Tool 
Without an autoresponder, email marketing campaigns would be tedious and overwhelming.  
 
Think about it. When you run an email marketing campaign, you have to: 
 

 Build your list of subscribers. 

 Write every email you plan to send. 

 Send each email you write to every subscriber on your list. 
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 Segment your email list so you’re sending the right emails to the right subscribers. 

 Send all the emails on time based on your predetermined email schedule. 

 Keep up with every new subscriber, every person who has made a purchase and every person 
who has abandoned a shopping cart. 

 
Imagine doing this manually with thousands or even tens of thousands of subscribers. You’re looking at 
A LOT of time and effort to keep things running smoothly. Email marketing wouldn’t be a worthwhile 
endeavor any more. 
 
This is where the email autoresponder comes into the picture. The autoresponder is a service that does 
most of the work for you. It will automatically... 
 

 Collect and organize all your subscribers in a database.  

 Segment your email list in whatever way you want. 

 Personalize every email you send out. 

 Automate the delivery of emails based on a predetermined schedule. 

 Retarget subscribers based on the parameters you set. 

 Track essential data so you can make your email campaigns even better. 
 
All you need to do is write the emails and set the schedule. The autoresponder literally does everything 
else. It doesn’t get any simpler than this! 
 
When you have an autoresponder working for you, you’ll reap some powerful benefits. The most 
important is that you’ll have more time to devote to the areas of your business that generate the most 
revenue, mainly writing good emails and creating/finding new offers to promote. 
 
Given how powerful autoresponders are, you clearly need to invest in the right one. The question is, 
which autoresponder works best for your business? 
 
Every good autoresponder should have certain features to ensure your email campaign runs smoothly. 
There are 5 in particular I think are important. 
 

Essential Factor # 1: Integration  
Your autoresponder must be able to integrate with other platforms and services you’ll use with your 
business. These include WordPress, shopping carts and the opt-in page service providers we discussed 
earlier. Integrations are usually listed on the autoresponder’s website. 
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Essential Factor #2: Ease Of Use 
If your autoresponder isn’t user-friendly, then what’s the point? You won’t save much time and effort, 
and you’ll feel frustrated.  
 
Unfortunately ease of use is difficult to gauge until you actually try the autoresponder out. Luckily most 
autoresponder services offer a money back guarantee that allows you to go in and play around before 
making a commitment. 
 

Essential Factor #3: Deliverability  
The best written emails are useless in your subscriber’s spam folder. Unfortunately, if you go with certain 
discount autoresponders, your emails will likely end up in that dreaded place.  
 
The reason is that the quality of the autoresponder company’s servers where they send out emails are 
important. Discount autoresponders attract spammers. If Google and Yahoo notice that a bunch of 
spammy emails are coming from a particular server, they will blacklist ALL the emails coming from those 
servers, including your legitimate ones. 
 
For that reason, make sure you are using an autoresponder that weeds out spammers and has a proven 
track record of deliverability. 
 

Essential Factor #4: Scalability  
You want your business to grow. You might start with a small email list, but eventually you want it to 
blossom into something much larger. Your autoresponder must be able to grow with you.  
 
Some autoresponder companies specialize in working with small email lists and aren’t equipped to deal 
with scale. The ones that are have different pricing plans that depend on list size, making it easy to 
upgrade when your business gets bigger. If it’s one flat fee for any sized list, watch out! 
 

Essential Factor #5: Extras  
Autoresponders have extra features that differentiate them from the competition. Some of these features 
center around what data they track. Others allow the autoresponder to specialize in particular industries. 
For example, some autoresponders are optimized for selling eCommerce products on Shopify.  
 
For most of you reading, you don’t need to worry about getting a specialized email autoresponder. By 
working with a good company with a solid track record that meets the other factors, you’ll get what you 
need from it. 
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Keep all 5 of these factors in mind as you evaluate different autoresponders. Reading reviews and 
studying the list of features on the autoresponder’s website is a good place to start. Ultimately the results 
you get will tell you the most, so try to choose an autoresponder with a free trial period. 
 

Popular Autoresponder Services 
There are many autoresponders out there to consider. A simple Google search of “best autoresponders” 
will give you 630,000 results.  
 
Here are some autoresponders emails marketers I personally know use. 
 

 Aweber 

 GetReponse 

 MailChimp 

 Infusionsoft 

 1ShoppingCart 

 ActiveCampaign 

 Constant Contact 

 iContact 

 Benchmark 
 
What do we use at Lurn? We use Sendlane. 
 

 
 
Full disclosure – SendLane is an autoresponder service I co-founded with my good friends Jimmy Kim 
and Zakariah Meftah. We built the platform together because we know email marketing in a way few 
others do. We know what people in our industry need, and we wanted to provide that to them. 
 
You can use SendLane with any size of business, from the smallest to more than 100,000 subscribers. 
The cost is competitive, and you get so much email marketing power, including... 
 

 Integration with Wordpress along with the most popular shopping cart and lead generation 
platforms 
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 Unlimited numbers of lists and campaigns for scaling potential
 Top-notch servers to maximize deliverability
 Professional looking templates and an intuitive click and drop interface
 Essential tools and data for email marketing campaigns
 Exclusive integration with the powerful Launchpad software in Email Startup Incubator

It’s a great autoresponder for email marketers, designed by veteran email marketers. Check out the link 
below to sign up for a 14 day free trial. 

Sendlane.com 

Bonus Tool: Link Tracking 
Before we move on to writing the emails you’ll load into the autoresponder, I’d like to discuss one more 
valuable tool for email marketers. 

You will be sending a lot of emails where you ask the recipient to click on a link. Those links will take 
them to content and offers you’re promoting to them. Your success as an email marketer will depend in 
large part on how many of your subscribers click on the links you send them. 

That means you want the links to look nice, and more importantly, track who is and is not clicking on 
them. 

That’s why we recommend investing in a link tracking tool. The one I recommend is Rebrandly. 

Rebrandly takes long, messy links and shortens them so they include your brand name. This makes your 
links more attractive, and therefore more likely to be clicked. It also tracks every single link click you 
get in your emails. I can’t emphasize enough how important this is to make the kind of data-driven 
decisions we’ll discuss in chapter 11. 

You MUST know how your emails are performing in every single way and Rebrandly allows you to do 
just that. With Rebrandly, you can manage, measure, and optimize your links. A link tracking tool like 
Rebrandly is essential to making solid, data-based decisions as an email marketer. 

While an autoresponder is mandatory, link tracking tools are optional. However, if you want to give 
yourself the best possible chance of success I encourage you to use one. If you’d like to learn more about 
Rebrandly, check out the link below. 

Rebrandly.com 
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Now that you’ve got the right tools, it’s time to load them up with emails. In the world of email 
marketing, this is where the rubber meets the road. Get ready because the next chapter is perhaps the 
most important in this book. 

Chapter Takeaways: 
Autoresponders are a crucial tool for email marketing. Here’s a recap of the essential factors an 
autoresponder needs: 

 Essential Factor #1: Integration

 Essential Factor #2: Ease of Use

 Essential Factor #3: Deliverability

 Essential Factor #4: Scalability

 Essential Factor #5: Extras

Recommended Tools: 

 My Recommended Autoresponder: Sendlane.com

 My Recommended Link Tracking Tool: Rebrandly.com
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CHAPTER 8: WRITE AMAZING EMAILS 

This is the most important chapter in the book.  

The key to email marketing success is to send out high-quality emails on a regular basis. Those emails 
will allow you to connect with your subscribers and promote offers. 

If you can write great emails, it’s one of the most valuable skills in the world. Let’s get into what you need 
to know. 

Automated Vs Broadcast Emails 
Automated emails are automatically sent to individual people after a certain number of days since they 
first subscribed. The automated sequence of emails is triggered when they subscribe. A subscriber who’s 
been on your email list for nine days will receive a different email than someone who’s been on your list 
for three days. 

Broadcast emails are sent to all your subscribers at the same time. 

As you’ll learn later in this book, there’s a time and a place for both. Generally, we recommend using 
automated emails for onboarding new subscribers, and broadcast emails are great for ongoing 
communications and promotions. 

It’s All About The Click 
One common beginner mistake is to put too much content in their emails. 

Emails are not a great place to deliver longform content or try to sell the offer you’re promoting. 

The ONLY goal of the email is to get them to click on the link. 

That’s it.  

Sell the click, not the offer. I want you to make that a mantra for yourself. 

The sales page you send them to will make the sale. The blog post, YouTube video or podcast you direct 
them to will deliver the content. 
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The key to writing good emails is to… 

 Write great subject lines to entice people to open the email.

 Write great copy to hook people’s attention and pre-sell the offer.

 Include a clear, compelling call-to-action (CTA) to get the click.

The better you get at writing subject lines, email copy and CTA’s, the better your emails will get and the 
more effective you’ll be as an email marketer. 

This is one part of an overall skill set we call copywriting - persuasion through the written word. 

If you’d like to improve your copywriting skills, I encourage you to do two things: 

1. Start a swipe file. Collect emails you receive from experienced marketers - in your niches and in
other niches - and study them on a regular basis. Never copy anything word for word. Just use
what you find as inspiration.

2. Invest time and money into copywriting training. We have a program called Conversion Acade-
my which at Lurn.com which gives some of the best copywriting training out there.

In addition to improving your copywriting abilities, there are three “rules” I’d like to share with you 
about writing and delivering emails. 

3 Rules of Email Marketing Strategy 
Email marketing isn’t just about sending a bunch of random emails and hoping it works. If this is all 
you’re doing with your email marketing campaigns, you’re leaving a lot of money on the table. 

An email marketing campaign is a precise machine.  

These three rules will help ensure your email marketing strategy works as effectively as possible: 

Rule #1: Mail Your List Multiple Times Per Week 
I’m well aware of the fact that there are plenty of people out there who say you should not email every 
day – that you should email once or twice a week.  

Any more than that and they say your subscribers will get sick of you. 

They’re wrong! 
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You will actually lose people if you don’t email them often enough.  
 
I’ve had students who have come to me and told me they went on vacation and didn’t email their list for 
two weeks. When they came back and sent out an email, the open rate was HALF of what it was prior to 
their vacation. 
 
That’s half the number of people getting your message. A list of 1,000 subscribers becomes a list of 500 
subscribers in the blink of an eye. 
 
I learned this lesson many years ago. I went to a marketing seminar where the speaker said, “Email your 
list every day.” I was skeptical, but I did it. 
 
Sure enough... 
 
I ended up with fewer unsubscribes, more opens and I increased my sales! 
 
Whether it’s everyday or every other day, make sure you’re emailing your list on a consistent basis. 
 
Rule #2: Mix Up Your Emails 
It’s important to vary the content of your emails. 
 
Mixing up the content of your emails is good both for keeping your subscribers happy and ensuring you 
won’t run out of things you can email to the list.  
 
If you send out the same type of email every day, both you and your subscribers will be bored to death. 
Switch it up and everyone wins. 
 
There are three types of emails you should send out: 
 

 Content 

 Relationship building 

 Promotional 
 
You should also send out hybrid emails that combine elements from two or more of these types.  
 
The best way to do this is to use stories. Stories allow you to promote while also delivering content and 
building trust with your subscribers. 
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Mixing things up is important. Too many sales emails and your subscribers will start unsubscribing due 
to sheer boredom and annoyance.  
 
Too many content and relationship-building emails and you won’t make any sales.  
 
If you follow this rule, you’ll maintain a good balance that keeps everyone happy. 
 
Rule #3: Never Use Swipes 
This boils down to one simple message – don’t get lazy and complacent when sending out emails. 
 
I don’t care how many amazing emails you’ve sent out in the past. It only takes a few boring or spammy 
emails to ruin the relationship you’ve developed with your subscribers.  
 
Swipe emails are a trap that cause many email marketers to get lazy and complacent. 
 
So, what are swipes?  
 
These are the emails that the person whose product you are promoting has posted on their affiliate page 
for you to use. It’s tempting to use these emails rather than taking the time to create your own. 
 
Don’t do this! It makes me crazy when I see people doing it. 
 
What you have to remember is that these emails are generic. They weren’t written based on your 
subscribers and the relationship that you have with them. They weren’t designed to deliver value to 
them.  
 
A vast majority of the time, these emails haven’t even been tested. 
 
You can use swipe emails for ideas, but take the time to write your own emails. This will ensure you’re 
looking out for your subscribers’ best interests. Remember, people trust you when you’re authentic, so 
this maintains a healthy relationship with your subscribers. 
 

Mastering Emails 
Earlier I mentioned that there are three types of emails, along with a fourth that I call “hybrid” emails. 
Let’s go deeper with each. 
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Content Emails 
Your subscribers did NOT join your list to get constant sales emails. 
 
Sending out promotional emails once in a while is fine, especially as you build a relationship with your 
subscribers. But what they signed up for was valuable content.  
 
You need to deliver content that makes their lives better in some way. Maybe it’s strategies to help them 
achieve their goals. Maybe it’s tactics to overcome problems in their lives. Maybe it’s an overview of the 
biggest opportunities they’re missing out on. 
 
With this in mind, here are different types of content emails you can send out regularly to deliver value 
to your subscribers: 
 

 Emails that link to your blog posts 

 Emails that link to any other content you create like YouTube videos or podcasts 

 Emails highlighting other people’s content 

 Webinars and teleseminars 
 
Notice how this content is not in the email itself. Emails are not the right place to deliver content. 
Websites, blogs, podcasts and YouTube are much better places to deliver the actual content. 
 
All you’re trying to accomplish with the emails you send out is to get the click. Nothing more, nothing 
less. 
 
Relationship Emails 
All marketing is based on building relationships. 
 
Your subscribers want to feel connected to you. The more they trust and respect you, the more likely 
they’ll be to buy from you. 
 
One of the best ways to connect with people is by telling stories. 
 
People love stories. 
 
Human beings have been telling and relating to stories for tens of thousands of years. Stories are one of 
the best ways to convey information and connect with people. 
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Work some stories into your emails – they could be your own stories or the stories of your customers, 
colleagues or anyone else that is relevant and interesting. 
 
Stories also happen to be a great way to effortlessly deliver content and promotions as well. Those are 
hybrid emails. We’ll talk about those soon. But first, let’s get into promotional emails. 
 
Promotional Emails 
The more content and relationship emails you’ve sent out, the more open your subscribers will be to the 
sales emails you deliver. 
 
All of your previous emails have prepared the reader for the promotional email. 
 
Take care when you craft these emails. Here are some guidelines to help out: 
 

 Send multiple promotional emails, each pre-selling from a different angle. 

 Promote offers you believe in. 

 Don’t oversell – remember the only goal is to get them to click on the link. 
 
Hybrid Emails 
It’s great to have guidelines and structure with emails, especially when you’re just starting out. However, 
over time you will begin to bend the rules, and will find that many of your emails don’t fit into neat 
categories. 
 
Many email marketers limit themselves by rigidly thinking about the three types of emails we’ve already 
talked about.  
 
That’s not all there is to email writing. Many of the best emails I’ve written have been hybrids. They have 
content, promotional and relationship-building elements. Usually this is done with storytelling. 
 
I call these “hybrid emails.” 
 
There aren’t specific guidelines around hybrid emails because they are, by definition, dynamic. That’s 
part of the fun - writing emails that don’t conform to a specific template, but still get the job done. 
 
The First Ten Days 
When you have a new subscriber, you want to start your relationship with that person on the right foot.  
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To do this properly, I highly recommend you send out 10 emails over 10 days. You can go a little shorter 
or longer than this, but I’ve found 10 days to be the sweet spot. 
 
The very first email will go out as soon as the person signs up for your email list. After that, you want to 
send out one email each day for the next nine days. 
 
These emails will be a mix of content and promotions. You want to provide value with content and make 
the subscriber excited to receive and open your emails. You also want to set the expectation that you will 
send promotions to them.  
 
The key with your first 10 days of emails is to... 
 

 Introduce yourself 
 Edify yourself 
 Build credibility 
 Build trust 
 Provide social proof 
 Generate sales 

 
More than anything, this sequence of emails allows you to establish a relationship for long-term 
monetization. Don’t be short-sighted and chase after instant sales. 
 
Finally, make sure you write great emails that get delivered AND opened. 
 
Your subject line is the most important part of your email. 
 
This is the first thing people see. It’s the first impression of your email. And if it doesn’t grab their 
attention in the sea of emails they have in front of them, they won’t bother opening it. 
 
Your subject line should: 
 

 Be short – You don’t want the subject line to get cut off. A lot of people are using a mobile 
phone with as few as 27 characters of visible subject line 

 Say something that gets the attention – This could be a burning question or something 
controversial 

 Have no spammy words – Words like free, money, $$, guaranteed, buy, clearance and 
opportunity are all considered spammy 
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These subject line rules are incredibly important, especially the spammy words rule.  
 
If you have words like these, your email will trigger the spam filters and your email will NOT be 
delivered. 
 
If the email isn’t delivered, it’s wasted. It doesn’t do you or your subscribers any good at all. We call this 
deliverability. 
 
We’ve covered a lot of ground in this chapter. Writing emails is an incredibly important skill. In fact, it 
will largely determine the success of your email marketing campaigns.  
 

Chapter Takeaways: 
 

 Learning how to write great emails is one of the best skills you can have. 

 The goal of the email is to get the click. Sell the click, not the offer. 

 Automated emails are automatically sent to individual people after a certain number of days 
since they first subscribed. The automated sequence of emails is triggered when they subscribe. 

 Broadcast emails are sent to all your subscribers at the same time. 
 
3 Rules For Emails: 
 

 Rule #1: Mail Your List Multiple Times Per Week 

 Rule #2: Mix Up Your Emails 

 Rule #3: Never Use Swipes 
 
Types of Emails: 
 

 Content 

 Relationship 

 Promotion 

 Hybrid 
 
With any email you’re writing, remember that the most important part is the subject line. If they don’t 
open the email, then the rest is pointless. 
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CHAPTER 9: MONETIZE WITH AFFILIATE MARKETING 

 
There are many ways to monetize your email list. This can include promoting your own courses, 
coaching services, physical products (eCommerce) or freelance services. 
 
Email marketing is indispensable for promoting all of these offers. No one type of offer is better or worse 
– it’s what works best for you and your business. That said, we’ve found that the best place to start is with 
affiliate marketing.  
 
Affiliate marketing is when you promote other people’s products and get a commission for every sale 
you make. It’s simple. First you find an offer to promote. Then you get a special link that identifies you as 
the source of any visitors you send over. Once you have the special link, you’ll write and and send out an 
email that presells the offer. When a subscriber clicks on your unique link and buys the offer, a 
percentage of that sales goes to you. 
 
Here are some of the advantages of affiliate marketing: 
 

 Easy 

 Inexpensive 

 Quick to set up 

 Doesn’t require expertise 

 No need to provide customer service 

 No ceiling to how much you can promote or earn 

 You don’t even need your own product 
 
For these reasons, affiliate marketing is a great way to build a business or supplement income from other 
sources. 
 
I made my first $1 million in commissions promoting affiliate products. Even though my business today 
is centered around courses and live events, we still generate millions of dollars every year from affiliate 
promotions. 
 
Affiliate marketing can be done in many ways, but I’ve learned from experience that the best way is 
through email marketing. When you bring these two together, you have an awesome business model 
and an effective way to generate a lot of sales quickly. 
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This is all possible because of the relationships you build through email marketing. 
 
Like we’ve talked about many times throughout this book, there’s no better way to build relationships 
with your customers than through email marketing. The trust and loyalty you can build on a mass scale 
cannot be matched by social media or other types of marketing. 
 
When you’ve built trust and respect with your subscribers, you can say. “Hey, check out this product” 
and many of them will check it out. Some of them will even buy it just because you recommended it. It’s 
really hard to create that dynamic without email marketing. 
 
To get started promoting affiliate products, you need to find offers to promote. That means exploring 
marketplaces designed to connect product owners with affiliate marketers. 
 

Best Affiliate Marketplaces 
There are hundreds of affiliate marketplaces you can choose from – but not all are created equal. You 
want to search for the right affiliate marketplaces based on niche, branding and personal preference.  
 
You also want to stick with the best, because they have proven track records. 
 
Here’s a list of some of the best affiliate programs. Some are third-party affiliate platforms and others are 
companies that run their own affiliate program: 
 

 ClickBank 

 JV Zoo 

 CJ Affiliate (was Commission Junction) 

 OfferVault 

 Click2Sell 

 CommissionSoup 

 ShareASale 

 FlexOffers 

 Avangate 

 AdCombo 

 AffiBank 

 AvantLink 

 Max Bounty 

 Tradedoubter 
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 Awin 

 Rakuten 

 Amazon Associates 

 eBay 
 
Keep in mind that these aren’t your only options. You can also find affiliate offers in the following ways: 
 

 Private affiliate programs – There are individual businesses and online marketers with their 
own affiliate programs. Maybe your favorite brands have affiliate programs. 

 Blogs and newsletters – Browse blogs and newsletters to see what is being promoted by 
affiliate programs. 

 Facebook – There are many affiliate groups on Facebook. 

 Forums – Some forums are dedicated solely to affiliate programs. 
 
Once you have chosen your affiliate program, you need to decide on the product you will promote. 
 

Choosing the Right Affiliate Offer 
Remember, the affiliate offer you choose will be in the niche you chose earlier on. 
 
One of the first things to consider when you’re choosing your affiliate offer is the price point. There are 
three options here: 
 

 Low-ticket – Between $1 and $37 

 Mid-ticket – Between $37 and $197 

 High-ticket – Over $197 
(Note: These price ranges vary from niche to niche) 
 
The lower the price point, the easier it is to sell the product. 
 
With low-ticket products, you can often sell with a simple promotional email. After all, it’s not much of a 
financial commitment from your subscribers, and they already trust you. 
 
However, when you start getting into mid-ticket offers, you’re going to need to warm people up before 
they buy. This could be something like dedicating a whole week of emails around the topic of the offer 
before sending the link to the sales page. 
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When it comes to high-ticket offers, you have to do A LOT more. I highly recommend that affiliates do 
their own webinar for high-ticket offers. 
 
Webinars are so effective for selling high-ticket products for the following reasons: 
 

 You’re on live with your audience. 

 You can interact with them directly. 

 You create an event around it (I call it “event-based marketing”). 

 You can generate excitement on a massive scale. 

 You can answer questions and share comments. 

 You can let the audience know how many people are buying. 

 You can really create a sense of scarcity. 
 

 
 
Aside from webinars, other excellent methods for promoting offers are: 
 

 Product reviews – When you do an in-depth product review, people can see how the product 
stacks up. If you do a good job, people will come to trust your reviews over time. 

 YouTube videos – People love videos. You can do product demos, present research, tell a 
personal story, share a testimonial or anything else that is connected to the product. 
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At this point, you might be wondering which price point of offers you should promote.  
 
Is it better to stick with low-ticket, mid-ticket or high-ticket? My experience has taught me that a mix of 
all three is ideal. 
 
Listen, if you only promote low-ticket offers, it will be harder to make a lot of money in commissions. 
But if you only offer high-ticket items, you’ll be alienating the subscribers who can’t afford them. 
 
The best thing to do is promote one of each type of offer each month. 
 
Promoting a low-ticket, mid-ticket and high-ticket offer each month will maximize the number of people 
making purchases. They’ll also come to expect those promotions each month. 
 
You also need to gather data on potential affiliate offers so that you can choose the very best. The top 
things to look at are: 
 

 Conversion rate – This tells you how well the offer is selling. 
 Commission – This should be at least 50%. 
 Sales page quality – Check the quality, length and comparison with competitors. 
 Market – The more competition in a market, the better. It means you’re dealing with a hot 

market and people are buying. 
 Reviews/testimonials – Find out what people are saying about the product. 

 
You need to check all of these aspects of each affiliate offer you’re considering.  
 
If the conversion rate and commission aren’t high enough, you won’t make any money. If the sales page 
is ineffective, you won’t make any money. If people don’t like the product, it’s not worth selling. 
 
Now, here’s the last thing I want to say about choosing an affiliate product. I highly recommend you 
sample it yourself. 
 
How can you recommend a product to your subscribers – the people who trust you – if you wouldn’t use 
it yourself? If you try it out yourself and love it, you will stand behind it fully and have more confidence 
in your promotions. You can also share your own story with it. All of this will increase your sales. 
 
Most vendors will give you access to products they are selling, or will at least give you a sample. Many 
products you promote also offer a money back guarantee, which means you can try the product out and 
can return it if you don’t like it. 
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Separate Yourself With Bonuses 
In some cases there are A LOT of marketers promoting the same offer. How can you stand out? 
 
It’s simple: add bonuses. Your audience will eat this up! People love bonuses, sometimes even more than 
the offer itself. 
 
Some ideas for bonuses include… 
 

 Reports or eBooks you wrote 

 Courses 

 Webinars 

 Coaching calls 

 Q&A sessions 

 Community (Facebook, forum, etc) 

 Mastermind access 

 Discounts on other products 
 
There are other things you can offer as bonuses, but hopefully these get your creative juices flowing. 
 
At this point, you know who you’re selling to, how to sell it, and what you are selling.  
 
This might have left you wondering how you’ll attract people to your email list in the first place. And 
that’s exactly what we’re going to talk about next… 
 
How to drive traffic. 
 

Chapter Takeaways: 
 

 Affiliate marketing is the best business model to start out with. 

 When you combine affiliate marketing with email marketing, you have a powerhouse of sales po-
tential. 

 Here are the benefits of affiliate marketing: 
○ Inexpensive 
○ Quick to set up 
○ Doesn’t require expertise 
○ No need to provide customer service 
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○ No ceiling to how much you can promote or earn 
○ You don’t even need your own product 

 
How To Start Affiliate Marketing: 
 

1. Find a good affiliate offer to promote 
2. Develop a promotional strategy based on the price 
3. Promote it 
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CHAPTER 10: CREATE A TRAFFIC MACHINE 

 
Traffic is the lifeblood of your business. 
 
Think of traffic as like fuel for a car. You need fuel for your car to run. Traffic is the fuel that your 
business runs on. 
 
A big part of how successful you are as an email marketer is the size of your list. The bigger your list, the 
more people you can promote offers to. You could have the nicest looking opt-in page, amazing emails 
and the best free report, but if you don’t drive visitors to your opt-in page, nothing is going to happen. 
 
Traffic is that lifeblood. You need it to come in on a regular basis. 
 
Just like a store cannot survive if new people are not walking through its doors on a regular basis, your 
online business cannot survive if new prospects aren’t landing on your opt-in page on a regular basis. 
 
The good news is that there are lots of places to get traffic online. 
 
We like to break it down into investment and organic traffic options. In this chapter, I’m going to show you 
how to take advantage of both of them. Both are highly effective at driving traffic and both are critical to 
the success of your marketing campaign. 
 
Let’s start by taking a look at my favorite way to drive traffic: investment traffic. 
 
Investment Traffic 
Investment traffic requires you to invest money. I call it “investment traffic” instead of “paid traffic” 
because you are making an investment into your business expecting a return on that investment, not 
dumping money into a black hole. 
 
Investment traffic costs money, but it saves you time. With organic traffic it can take a while to build a big 
email list. With investment traffic, however, you can build a big email list virtually overnight. 
 
A solid Investment traffic strategy is... 
 

 Quick to get started 
 Easy to scale 
 Highly targeted 
 Professional 
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Some sources of investment traffic cost very little and some cost a lot. Most can be launched for as little 
as $5/day. When you think about the tens of thousands of dollars traditional marketing costs, you can 
see why online traffic sources have an advantage. 
 
With this in mind, let’s take a look at the best forms of investment traffic. 
 
Facebook Ads 
Facebook advertising is my absolute favorite way to generate investment traffic. 
 
There are more than 2 billion Facebook users. Only Google has a larger platform.  
 
Some advantages of Facebook include... 
 

 Inexpensive – as little as $5 per day 

 Quick – have your ad up and running in just a few minutes 

 Provides highly targeted advertising 

 Improves brand awareness 

 Has great analytics 
 
The targeting features in particular set Facebook apart from other platforms. For better or worse, 
Facebook has a tremendous amount of data on their users. That allows you, the marketer, to create ads 
that are more targeted than just about any other platform. 
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If you’re interested in learning more about Facebook ads, I encourage you to check out the free 
Facebook Bootcamp on the Lurn Nation platform: Lurn.com/classroom 
 
Google Ads 
Google is the largest search engine on the internet. Google also happens to own YouTube, the largest 
video website (and second largest search engine). Many of the most popular websites feature Google Ads. 
 
All in all, Google has a massive reach. This is an excellent opportunity for traffic. 
 
With Google you can create... 
 

● Display ads – Ads that show up based on websites the user has visited 
● Search ads – Ads that show up based on the search term used 
●  
● YouTube ads – Ads that show up at the beginning of a YouTube video 

The main drawback with Google Ads is the learning curve is steep. It can be complex to learn and 
master. Once you learn everything you need to know, you can reap the benefits of Google advertising. 
 
To learn more, I recommend checking out our traffic courses on the Lurn Nation platform: 
Lurn.com/classroom 
 
Solo Ads 
Solo ads are dedicated emails promoting your website. These emails go out to another marketer’s list. 
 
This form of investment traffic is powerful, and it’s a simple effective way to build your email list. 
 
You can think of solo ads as renting someone else’s list for sending an email. You write an email and they 
send it to their list. Sometimes the solo ad provider will write the solo ad for you. 
 
The list owner usually charges per link click. This is good because it’s based on performance. However, 
solo ads usually require at least $100 to get started. 
 
The reason why solo ads are appealing to email marketers is that they put your opt-in page in front of 
people who have already signed up for someone’s email list and are engaged enough to click on your link 
and subscribe. This is a really warm audience, and why solo ads work well for beginners. 
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Organic Traffic 
Organic traffic is traffic you don’t have to invest money into. 
 
What you do have to invest is time and effort. The more time and effort you invest, the more organic 
traffic will come your way. It’s that simple. 
 
Here are some of my favorite sources of organic traffic. 
 
Blogging 
Blogging can be a great way to connect with your audience and generate leads. 
 
You can easily develop a relationship with the people who follow your blog by providing valuable content.  
 
In addition to building authority, credibility, and trust, a well optimized blog will generate traffic from search 
engines. 
 
Google thrives by giving people what they’re looking for when they search for different keywords. If you 
have a blog with high quality posts that address the keywords people search for, they will find you. 
 
The key with blogging – and with any of these ways of generating free traffic – is consistency. Be 
consistent in when you post and how often you post. 
 
In addition to that, follow these guidelines: 
 

 Keep focused on a specific topic 

 Make your titles enticing to draw in more readers 

 Start off with a single short sentence or question that intrigues the reader 

 Use short paragraphs 

 Enhance the visual appeal using things like bullet points, images, and infographics 

 Use a specific system or formula, such as “5 steps” or “7 tips” 

 Provide a call-to-action (CTA) 
 
To see an example of a blog that generates search engine traffic, check out our blog at lurn.com/blog 
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To turn blog visitors into subscribers, you need an opt-in box somewhere on the blog page. This allows 
visitors to opt-in to your email list. You can also link to your opt-in page within your blog posts. 
 
Forums 
Forums are communities online where people discuss a particular topic. There are forums in just about 
every niche imaginable that you can find with a Google search. 
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I once built a list of 5,000 subscribers and made $10,000 in just two months just by participating in a 
forum. 
 
I was promoting software as an affiliate and I learned to use that software well. I found a forum in that 
niche and offered free coaching on the software for anyone who used my affiliate link to buy it. A lot of 
people took me up on the offer. 
 
Sounds good, right? Remember what I said earlier. With organic traffic, you need to invest time. I spent 
six hours a day for over two weeks on that forum.  
 
When driving traffic from forums, it will take weeks or months to build up your reputation. The good 
news is that if you’re willing to invest that time, the payoff can be well worth it. 
 
Social Media 
Social media is huge, and it will only continue to grow. Everyone and their grandma is on social media. 
And this is great for marketers. 
 
Social media works in a similar way as forums. You get on there and you participate! Build a following, 
connect with those followers, and build strong relationships. 
 
Just remember, social media is all about engagement. 
 
Interact with your followers. Provide value. Ask questions. And post consistently. Not only that but 
follow other people. You want to build a supportive environment where you build each other up. So, 
comment on their posts and share their content. 
 
The best social media platforms to use right now are: 
 

 Facebook 

 Instagram 

 LinkedIn 
 
Each of these has unique advantages. 
 
Facebook is a great overall social media platform. It has the most people and the most features. You can 
share videos, images, links, events and a lot more. Honestly, every business should have a Facebook 
page. 
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LinkedIn is THE social network for B2B (Business-to-Business). If your business sells to other 
businesses, LinkedIn is a must. It’s a phenomenal platform for professional networking. LinkedIn is also 
growing a lot, which makes it a great opportunity. 
 
Instagram is another platform that is growing fast. Though it doesn’t have as many features as Facebook, 
it’s easier to reach more people via Instagram.  
 
Instagram is a heavily visual platform. So if you want to create images, share pictures or make short 
videos, it’s a great choice. Instagram is best for visual niches like fitness, fashion, photography, food, 
cooking and travel. 
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Think about which platforms match up with your niche, your skill set and your interests. You don’t have 
to post everywhere. Focus on the platform or platforms that are most in alignment with you, post 
consistently and engage people. 
 
Always remember the fundamentals of social media strategy... 
 

 Post consistently 

 Interact with people - Start conversations, reply to people, answer questions 

 Provide value with what you post 

 Follow other people in your niche 
 
Think of your social media following as your tribe. These are people who are interested in what you're 
sharing and engage with you. Your email list is like the inner circle of your tribe. These are the people 
who are most engaged and most likely to take action on something you promote. 
 
Here’s how social media connects to email marketing. Make sure you place the link to your opt-in page 
on your profile page. As you gain more followers and they grow to know and trust you, they will find 
their way to that link and opt in. 
 
You can also share content related to your niche and opt-in offer. And when you share the content, you 
can link to your opt-in page. 
 
Let’s take the fitness niche as an example, and your free gift is a four week workout plan to build lean 
muscle. You can share an image that lists 10 benefits of working out. In this post, you can link to your 
opt-in page with your workout plan as the free gift. You can give people a call to action to get them to 
click the link. In this case, it would be something like, “Get my FREE ‘4 Weeks to Lean Muscle’ workout 
plan here.” 
 
YouTube 
YouTube is the second-biggest search engine in the world. 
 
People collectively watch more than 1 billion hours of YouTube videos a day. That is worth a lot and 
you need to take advantage of that. 
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Making YouTube videos can be a great way to build your email list. It’s not complicated. Even your 
smartphone will make good quality videos. As long as you post consistently and provide valuable 
content, you will grow your following. You can make videos focused on: 
 

 Product reviews 

 Tutorials and how-to videos 

 Interviews 

 Video courses 

 Customer profiles 
 
Tons of people search YouTube for everything they’re looking for. So if you craft your video titles with 
relevant keywords, people will find you. And because it’s video, it’s really engaging and you build trust 
with people quickly. 
 
Don’t forget to leave thoughtful comments on other popular videos in your niche. Yes, it takes some 
time and effort, but it can increase your level of exposure and improve your standing as an expert in the 
community. 
 
Building your list with YouTube is simple too. All you need to do is link to your opt-in page in the 
caption of your videos. Put a call to action before it too. Something like, “Get my free report…” 
 
Whatever form of traffic you choose, narrow your focus. 
 
Many of our students make the mistake of trying out more than two traffic sources at the same time. 
Don’t try to do everything. 
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Focus is powerful. Pick one organic and one investment source of traffic, learn as much as you can about 
them and aggressively try to make them work. That’s the most effective pathway to success with traffic. 
 

Chapter Takeaways: 
 

 Traffic is the lifeblood of your business. 

 You need traffic in order to generate sales. 

 There are the two main categories of traffic: 
○ Investment traffic (money) 
○ Organic traffic (time) 

 Platforms For Investment Traffic: 
○ Facebook Ads 
○ Google Ads (including YouTube Ads) 
○ Solo Ads 

 Platforms For Organic Traffic: 
○ Blogging 
○ Forums 
○ Social media (Facebook, Instagram, LinkedIn) 
○ YouTube 
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CHAPTER 11: GROW & SCALE YOUR BUSINESS 

 
Everyone wants to grow their business. 
 
Whether your goal is to build a huge business or a business just large enough to eliminate your financial 
worries, you’ll need to focus on growth and scale. 
 
As we talked about earlier, the size of your email list is important. If you want to be successful as an email 
marketer, you need to grow the size of your list. 
 
Data Is Essential 
It’s difficult to grow your business if you don’t know what’s going on. 
 
How do you make your business more effective at hitting your goals - and how do you make your 
marketing reach more people - if you don’t know how it’s currently performing?  
 
The answer is this. You DON’T – unless you experience some dumb luck. 
 
You NEED to know the performance of your business inside and out so you can make data-driven 
decisions.  
 
That means you need to know your metrics. Metrics are numbers that tell you how healthy your 
business is.  
 
The primary metrics you need to watch are how many emails are: 
 

 Deliverability 
 Open rates 
 Clicks 
 Earnings 

 
When you know what’s working, you can do more of it. When you know what’s not working, you can 
stop doing it. This will optimize your marketing campaigns to ensure the most favorable results. 
 
With that in mind, let’s take a closer look at the metrics you are measuring and how to use them to grow 
your business… 
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Increase Deliverability & Open Rates 
In order for your email campaign to be successful you MUST create emails that are delivered, read, and 
acted upon. This can only happen if your emails actually land in your subscribers inbox instead of their 
spam folder. 
 
That’s why email deliverability is so important. 
 
To boost email deliverability, there are ten important things to do with all your emails. 
 

1. Write original content. Don’t use swipes as is 
2. Send your emails from a professional email address. Use yourname@yourdomain.com rather 

than yourname@gmail.com  
3. Scrub your list at least every two months by getting rid of people who never open your emails 
4. Use a link shortener to make your links more visually appealing 
5. Stick with simple looking emails rather than fancy templates 
6. Avoid “trigger words” that trigger your emails to go to the spam folder 
7. Avoid all caps and excessive punctuation in your subject lines 
8. Send emails at around 8am-9am EST or 3pm-4pm EST for most opens 
9. Have CTA’s in all your emails (get them to click the link) 
10. Test as much as possible 

 
If you do these 10 things on a regular basis, your deliverability rates will be high and more of your 
subscribers will see your emails. 
 
If your deliverability rate is high, there are some other important metrics to track. 
 
Click-through rate (CTR) – The CTR shows you how many people are clicking the links in your 
emails. Obviously, the higher the better. Here are the guidelines to gauge how good your CTR is: 
 

 Threshold (average) = 5%-10% 
 Healthy = 10%-20% 
 Great = Over 20% 

 
If you’re getting just average CTR, then you need to improve. If it’s less than 5%, that’s not good at all. If 
your CTR is low, one or both of the following is happening: 
 

 The links are not being presented to the list properly 
 They aren’t interested in what you’re promoting 
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To track CTR, I recommend using a service dedicated to tracking link clicks. You only want to track 
unique clicks and your autoresponder isn’t going to be accurate enough. 
 
Open Rate – Open rate measures how many people are opening your emails. Here are the guidelines to 
gauge how good your open rates are: 
 

 Threshold (average) = 5%-10% 

 Healthy = 10%-20% 

 Great = 20%+ 
 
The biggest influence on your open rate is your subject line. If it doesn’t catch people’s attention or 
intrigue them in some way, they won’t bother to open the email. 
 
Earnings-per-click (EPC) – You can find your EPC by dividing your earnings by the number of clicks 
you had. If you earned $200 in commissions from 100 clicks, then your EPC is $2 per click. 
 
The higher your EPC for a particular offer, the more aggressive you should be in promoting it. 
 
It’s important to remember that you will have ups and downs. One email might not get as high an open 
rate or as high a CTR. That’s why you should also be focused on the overall trends in your metrics. 
 
If the trend is negative, meaning your metrics are going down over time, you need to check your emails 
carefully to determine why the trend is negative. Is what you are promoting that is the problem? Is it 
your subject lines? Does your copywriting need to get better? Is there a specific metric dragging down 
the rest? 
 

Copywriting For Better Open Rates & Conversions 
Copy is the beating heart of every marketing campaign. 
 
Every single word you write matters. Make sure you are creating engagement with every word you write. 
 
If the copy in your email is good, people will read every word and want to click on the link. 
 
Here are some basic copywriting tips to get your started: 
 

 Write an attention-grabbing subject line 

 Vary the length of your sentences 



 

95 

 Space out your paragraphs so it’s visually appealing 
 Don’t overuse adjectives and adverbs 
 Write in a casual tone, as if you’re speaking to a friend 
 Tell stories 

 
Always keep an eye on your metrics. Notice what works and what doesn’t work. Make some adjustments 
if needed and try again. And remember that your copy needs to be geared to your list. Don’t write in a 
generic or overly formal tone, speak their language and build that relationship. 
 
Even with all this, you’ll inevitably experience some bumps in the road… 
 
Common Issues As You Scale 
No business will grow without a few hiccups. Here are the most common problems you’ll run into as you 
scale your email marketing business: 
 

 People aren’t buying – Chances are you aren’t varying the type of emails you are sending out. 
Pull back on the sales emails, deliver more value and see what happens. Also make sure you are 
promoting high quality, relevant offers. 

 People are unsubscribing – The most obvious reasons are too many promotional emails and 
the content is bad. Improve your content and vary it to provide more value. 

 Low open rates – When open rates drop off after your first email, it’s okay. That’s natural. When 
your open rates go down later on, it can be due to a number of factors, such as low-quality 
subscribers or boring subject lines. 

 
Now let’s talk about how to grow your business… 
 
Scaling Your List 
Now that your list is growing its base of subscribers, how can you continue to scale it?  
 
Here are some ideas of ways you can add to your offerings and take your list to the next level: 
 

 Add more offers to the mix – Once you have promoted one offer, move on to the next, then the 
next. You’ll always want something to promote to your list and this is the easiest way to do it. 

 Expand your horizons – Remember all the other options for online businesses we talked about 
in Chapter 1? Digital products, physical products, freelancing, affiliate offers, coaching and 
consulting. Many of these are naturally compatible with your core business. Consider creating 
your own offers in one of these categories. 
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 Brand your business – If you haven’t already created a brand for your business, do it. This will 
increase the recognition of your business and help take it to the next level. 

 Find more traffic – Expand the sources of new traffic to your opt-in page. 

 Build better sales funnels – The better your funnels, the more revenue you’ll generate. Always 
continue to optimize them. 

 Make full use of the Facebook pixel: If you use Facebook Ads at all, the Facebook pixel is a 
powerful tool. It allows you to target, retarget, build custom audiences and more. 

 Scale your advertising budget – As you grow and start seeing returns on your investment, start 
increasing your advertising budget to reach more people. 

 Utilize Webinars – Webinars are powerful tools to connect with your subscribers and promote 
high ticket offers. This will open up new opportunities for your business. 

 

Vertical vs. Horizontal Expansion 
The final word I have to offer on scaling your business is about vertical vs. horizontal expansion. 
 
Here’s what I mean by vertical and horizontal: 
 

 Vertical – When you go deeper into the same niche and increase the size of your list. You will 
offer more products at the low-ticket, mid-ticket, high-ticket price points within the same niche. 

 Horizontal – This is when you build more lists and diversify the types of niches you operate in. 
This way, you will operate multiple lists within multiple niches, instead of one list in a single, 
deep niche. 

 
Getting into new niches stretches the capabilities of most marketers. Remember, focus is powerful. 
That’s why, In general, it’s better to go vertical before you go horizontal. This is especially true if you’re a 
beginner. 
 
These are some of the most important principles of scaling. If you approach scaling in an intelligent way, 
the sky's the limit for your business. 
 

Chapter Takeaways: 
 

● You need to know your metrics in order to effectively grow your business. 
● Here’s what to keep your eye on: 

○ Deliverability 
○ Open rates 
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○ Clicks (CTR) 
○ Earnings (EPC) 
○ There are two ways to scale your business: 

■ Vertically - Building your business and your list within the same niche. 
■ Horizontally - Building multiple lists in different niches. 

 
Note: I recommend starting with vertical scaling to maintain focus, especially if you’re a beginner. 
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CHAPTER 12: MAKE THIS A REALITY 

 
Are you ready to tap into the power of email marketing? 
 
Are you ready to grow any type of business you choose? Are you ready to live that vision you’ve always 
had for yourself? Are you ready to make this a reality? 
 
Of course you are, that’s why you’ve read this far. You have all of the fundamental tools, now, it's time to 
start applying what we discussed in this book. It’s time to take action. 
 
Here are the steps to refresh your memory: 
 

1. Choose your business model 
2. Pick the right niche 
3. Create your free gift 
4. Create your opt-in page 
5. Monetize your list 
6. Pick the right autoresponder 
7. Write amazing emails 
8. Monetize your list long-term 
9. Generate traffic 
10. Scale 

 
That’s it. If you focus on those steps, success is inevitable. It’s not instantaneous. But if you apply 
consistency, it works. 
 
This is a proven system that I’ve successfully used many times over. Thousands of students have applied 
it to create their own success in dozens of niches and with every business model. 
 
So now you might be asking yourself, “Ok, this all sounds great, but what’s the next step to take?” 
 
Here’s what I recommend: 
 

 Step 1: Get The Support You Need 

 Step 2: Make a Strong Commitment 
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Step 1: Get The Support You Need 
I personally invest hundreds of thousands of dollars per year in coaching and education for myself. 
 
Why do I do this? Because it pays off exponentially. When you learn from the best, it accelerates your 
own success. 
 
If you learn from people who have actually done what you want to do (or something similar to what you want 
to do), you avoid a lot of mistakes, save yourself a lot of headaches and ensure your success. 
 
I don’t recommend anything I don’t do myself. Investing in support is something that got me to where I 
am today, so I highly recommend it to everyone. 
 
That’s also why I created Lurn. 
 
Our mission at Lurn is to be the transformative home for entrepreneurs. To deliver on that mission, we 
have dozens of digital courses on Lurn Nation. We also have the physical Lurn Center in Maryland, 
USA. 
 
Everyone needs different levels of support. And we provide that. There’s some people that can take 
everything in this book and create massive success. If you’re one of those people, that’s awesome. 
 
However, there’s a lot that can’t be conveyed just through text in a book. That’s why we have more 
options for you. 
 
If you want to be an absolute master of email marketing and learn this process step-by-step, in more 
detail, we got you covered. 
 
There’s a natural next step I recommend to help you become a master at email marketing and grow your 
business. It’s called Email Startup Incubator. 
 
Email Startup Incubator is the best course on email marketing out there. I say that with confidence and 
I stand behind it fully. If this book is like a high school course in email marketing, Email Startup 
Incubator is like a masters degree. 
 
It walks you through every single step you need to take to build and grow your business with email 
marketing. There’s video presentations, demonstrations, tons of resources and even live Q&A’s with the 
Lurn team. 
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So if you want the step-by-step mastery process of email marketing, definitely join Email Startup 
Incubator at the link below: 
 
Join Email Startup Incubator Here 
 
Step 2: Make a Strong Commitment 
In order to be successful, you have to COMMIT to success. 
 
When you make a strong commitment, nothing can stop you from achieving what you really want to 
achieve. Joining a course like Email Startup Incubator is a commitment. That’s partly why I recommend it. 
 
Regardless of what path you choose to take, I want you to commit to your success right now. 
 
I want you to commit to yourself. We always try to be there for other people, but so often we forget to be 
there for ourselves. So I invite you to make a strong commitment to yourself. Find that burning 
inspiration within and commit to your success. 
 
Right now, I want you to take out a pen and paper and write two things: 
 

1. Write down this sentence - “I commit to my success!” - And feel it! 
2. Write down the very next step you’re going to take (joining Email Startup Incubator, choosing 

your niche or business model...etc.) 
 
Now it’s time to take action. Implement what you learn in this book. Check out Lurn.com/EmailEdge 
for the more advanced training. Do whatever it takes to be successful. 
 
Commit to yourself. Commit to your success. Take that first step today.  
 
Remember, when life pushes you, stand straight, smile and push it the heck back. 
 


