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NOT GETTING
STARTED

When asked the question, "What would you do differently if you had to

start over again?" most entrepreneurs responded by saying that they

would focus on building a list sooner.  One of the biggest mistakes that I

see entrepreneurs make is not getting started building a strong

audience/list.  Many of them do not see the benefit of building a list and

they underestimate the power of email marketing. 

 

Do yourself a favor and don't be like those entrepreneurs.  Learn from their

mistakes and start list building from in the beginning. Email marketing

is still the strongest form of marketing ever to exist.  It may costs you a little

in the beginning to acquire an email, but once you have it; it's worth its

weight in gold.  Every $1 spent on sending emails can potentially return

$43. ROI's like this simply make email marketing a no brainer.  So get

started today.



NOT COMMUNICATING
ENOUGH WITH LIST

My mentor Daegan Smith used to say, "Two emails a day will keep the J-O-B

away." He was under the impression that you can never send enough emails

to people who love you.  I must say that I agree.  Your Super Fans will never

get enough of you.  But if that's too much for you, then I would say that you

should send out emails at least 3 to 5 times a week.  When you are

having a product launch it's okay to send out an email everyday and

sometimes two times a day.  

 

When folks first join your list, you need to take them through at 10-14

day induction series.  This let's them get to know you.  There are a specific

series of emails that you absolutely must send during the induction phase

and the most important one is the Thank You email.  There are certain

elements you should include in your thank you email like showing your

subscribers all the ways they can "connect" with you.  It's important to let

your subscribers know how to find you.  They will love you for this.

 

If you're not doing a launch and don't have anything major going on then it's

important for you to keep in touch at least once a week.  This way you can

stay top of mind with your leads.  Always remember that when you're out of

sight, you go out of mind. Therefore, you should always send emails to stay

connected with your audience.



NOT SHARING
ENOUGH STORIES

Always remember that facts tell and stories sell. You need to have a

combination of both.  But stories will take your business over the top. 

 

What type of stories can you tell to sell?  Well, there are a ton of them,

but the most important stories that you can share via email are success

stories.  People want to know in their mind when you're selling products

online a few things and they are:

 

Can this person do what they say they can do?

Have they done it for themselves?

Have they taught anyone else to do it?

Can they teach me how to do it?

 

If you can successfully answer the questions above in your ideal

customer's head then you can convert them.  The best way to make this

happen is by the sharing success stories of your customers/clients. 
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USING A CORPORATE
VOICE

You're emails should contain your true and authentic voice.  This is going to

be one of the primary keys to success.  Most people click away from long

and boring emails.  Unless that's the audience that the email is geared

towards.  

 

Your voice should represent your brand identity.  This is where most people

run into a major disconnect and it prevents them from converting their lists. 

 Zig Ziglar said, "If people like you they will listen to you, but if they trust

you they will do business with you."  If you're showing one voice in your

advertising messages and another voice in your email messages then your

clients won't trust you.  It's important to represent your brand values,

especially via email.  

 

At this point, I would do a general audit of your emails to find out if you're

using the right voice to represent your brand.  If not, then maybe this is the

problem and the reason why you're emails aren't converting. 



NOT USING EMAIL
MARKETING
SOFTWARE

I sometimes wonder what in the world is going on in the minds of

entrepreneurs when they don't use a professional email marketing software.

When you don't do this you run the risk of being a slave to copying and

pasting emails in Gmail and this is not a good look for business.  You

will never be able to scale your business this way. 

 

My email marketing service provider of choice is Aweber.  However, there are

a ton of different services that are free like Mailchimp, which is free for the

first 2,000 emails. This is soooooooo worth it.  

 

Investing in a professional email marketing software provider is probably one

of the best investments a small business owner could ever make.  Do not

take this for granted.  Especially when the stats show (as previously stated)

that every $1 invested in email marketing can return $43.  These are stats

that you cannot take for granted at all.

 

 



NOT HAVING A
BUYERS LIST

If you don't have a special list of people who have purchased from you,

then drop the mic because you're making a HUGE mistake.  Why?

Because your best customer was your last customer.  And why aren't

you communicating with the people who buy from you?  This should be

your VIP list.  Seriously!

 

In marketing there is a metric called Lifetime Value of a customer.  It is

probably one of the most important metrics in business.  One of the goals

of most marketers is to increase the lifetime value of a customer. And how

you do this is by getting your last customer to spend more money. 

 

I promise if you look at your sales data, you will find that one customer

who has spent more money than anyone else.  I mean he/she has

purchased every single thing you've created. That's your Super Fan.

That's your business avatar.  And your biggest goal in life should be to get

them to spend even more money with you.  Loyalty programs were

created for them.

 

At the end of the day it costs more money to acquire a new customer

than it does to get more sales from an existing customer, which is why

you need to make that 1 degree shift in your marketing efforts and focus

on your past buyers. 



STOP GROWING YOUR
LIST

If you have a lead magnet that converts and brings you new leads every

time you promote it, then you should run that lead magnet over and over

again.  Don't stop.  This is probably one of the worst things that we do is

become victims of our own success.  When we find something that

works, we for some strange reason stop working it. It's that good ole

"RINSE" and "REPEAT" that we forget to do.  Then what happens is

one day we look up and we don't have anyone to talk to.  Our list goes

stale and we get into trouble.  

 

But let me say this, if those leads do not unsubscribe, then run a re-

activation campaign and warm them up again.  You can breathe new life

into a list and convert them. Some people will stay on your list for 10 years

before they convert.  But if they convert at your highest rate, then it was

worth it. 

 

My advice here is plain and simple.  Never stop growing your list.   
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