Creating Effective Follow Up Email Series
Checklist

This checklist is designed to help you create an effective email follow up series that converts subscribers into customers. 
· 

When creating an email series, remember the buyer's journey and speak to them based on this.
Journey Stage 1 - Talks more about their pain points, includes several emails and may look something like this:
· Welcome email (covered in the Converting Subscribers to Customers checklist)
· Talk about the problem they are having.
· Discuss how the problem affects them and what it might look like if they no longer had this problem. 
· Talk about other solution methods available and why they don't work or what they may be missing.
· Offer your solution
· Ask if they have questions regarding the problem or solution
· Final stage 1 email - remind them of the problem, reiterate the offer, summarize the benefits, make a compelling and time sensitive offer.  

Journey Stage 2 - Educates readers on how your product or service solves their problem. Include some reminders to check out the product, schedule a consultation, or whatever it is you're trying to get them to do.  This stage may contain several emails that include things like:
· Articles that talk more about the problem, the benefits of no longer having it and the solution you offer.
· Demonstrations on how to use the solution you're offering
· Training webinars 
· Pre-recorded videos
· Tips for getting the best results
· Ebook, guide, tutorials
· FAQ
· Invite them to join a private group or follow you on social media

Journey Stage 3 - Offers them proof and can be done over a few emails as well.
· [bookmark: _GoBack]Show them testimonials from previous customers
· Share stats, before and after photos, or other proof that your solution works
· Share replays of webinars where you talked about your results
· Share media from interviews you've had and past events you've participated in regarding your solution and results.
· Share case studies you've conducted 
· Share reviews and comparisons
· Final stage 3 email - make it simple but repeat the problem, the solution and the benefits. Help them visualize no longer having the problem; how it would feel, what it would look like, how would it improve their life. Include a different testimonial or thanks email from a satisfied customer. Give them a limited offer (limited time, limited licenses available, etc.). Make it an awesome offer they would be nuts to refuse.
Other things you can do to help improve conversion rates
· Create cart abandonment emails. Ask if they had trouble checking out. Do they need more information or clarification? Is there something else they'd like to see?
· Segment your mailing lists into smaller, focused groups so subscribers only get information about what they need help with.
· When a subscriber becomes a buyer automatically move them to a buyer list and remove them from the original list.
· Add incentives throughout your follow up series; birthday, holiday or VIP offers.
· Track your open rates, clicks and buys. 
· Low open rates mean your email subjects are weak. 
· Generally speaking, low click through rates are caused by one of a four things. Your segmentation is off. Your messages lack personalization. Your call to action is not strong or clear enough. Or you lack clarification on what exactly you are offering. 
· Low buy rates mean your sales page needs to be looked at, tweaked and improved upon. It could have similar issues as mentioned above or a completely different problem. You will need to test several versions to find what works best.
· Ask for more information on the opt-in. Short opt-ins are recommended but if you want to offer special discounts for birthdays, anniversaries, etc., you will need to ask for that information during the signup process. 
· Add rules or triggers to your email series so that emails are automatically sent when those triggers are tripped. For example, if they've entered their birthday when signing up, when that date comes around, a rule is tripped, sending them a birthday wish email. 
· Give them a guarantee. They'll be more apt to buy if they have nothing to lose.
· Surprise them with free stuff, not just information but other, interactive, things like contests and quizzes.
· Ask for their opinions and feedback. Thank them for it. When they feel they are being heard, they're more likely to invest in what you have to offer.
· Create a re-engagement email series for former customers who have been inactive for a while. You might offer a welcome back deal. Ask where they are in the process of finding and implementing a solution, and if you can help them in some way. 


