
Closing the Deal via  
Direct Engagement 

Don’t “sell,” but rather educate and engage 



Where did we leave off? 

The “Sales Funnel” 



“A Loop of Engagement” 

Facebook  Post 
OR Ad 

Website (Blog 
Post OR 

Landing Page) 
Autoresponder  

Retargeting Ads 

Opt-in Offer 

Feed the machine! 
 

 

 

 

*This might be the 
most important point 
of the whole class! 





 

 

 65-75% of new visitors to your website or blog will visit just 
once and never again. 

 

 It requires an average of 7 points of contact before someone 
decides to purchase a product or service. 

 

This puts you in tough spot, because; 1) it takes repeated 
interactions to build enough trust for the person to buy from 
you, yet; 2) most will never return to your site a second time, 
let alone a seventh one. 

First, Consider this… 



The Solution: 
Build and nurture targeted email lists! 



 

 It is NOT the contacts in your email account (gmail, etc.) 

 It is NOT the people who subscribe to your blog 

 It is NOT your social media followers 

 

 

 Rather, it is the set of email addresses that you collect 
through an opt-in form, where the readers give you their 
permission to contact them directly. 

What is an email list? 



 You “own” them, whereas you’re really only “borrowing” your Facebook Page or 
Twitter handle or YouTube channel.  

 

 Everybody checks their email every single day (or more often). It can’t be missed.  

 

 Reach out to them when YOU want to! 

 

 It feels more personal and direct, especially when you “customize” your 
messages. 

 

 Most importantly, it builds an on-going relationship of trust and keeps the channel 
of communication open. 

Why is it important to build lists? 



AWeber Mail Chimp 

Examples of Email Service Providers 

N.B.  This has nothing to do with your Gmail, Hotmail, etc. Indeed, if 
you use those, you can be labeled a spammer!  

http://www.aweber.com/grow-your-business.htm?id=453870
http://www.aweber.com/grow-your-business.htm?id=453870
http://mailchimp.com/


 Most important element: Subject Line. If it doesn’t get opened, 
then the rest won’t matter. Always look for ways to improve your 
open rate by testing subject lines & copy. 

 Personalize it when appropriate.  

 Keep it concise, 500 words MAX, but shoot for 200-300. 

 Make sure there’s one good takeaway for the reader; something 
actionable or at least interesting/entertaining. 

 For personal brands, don’t use a lot of fancy formatting. Maybe 
some bolding and bullet points at the most. 

 Notice that emails that arrive in the “Promotions” tab of Gmail 
from bigger brands look very different. 

 Have ONE Call To Action in EVERY email (and put it on its own line)!  
*Get your subscribers in the habit of clicking. 

 

What makes a good email? 



Subject lines that get opened 

 BENEFIT Email Subject Lines: “Lose Weight While You Sleep.” 

 QUESTION Email Subject Lines: “Tired of Making Your Boss Rich?” 

 TESTIMONIAL Email Subject Lines: “Tiger Woods Can Afford any car; He 
Drives a Buick.” 

 REASON WHY Email Subject Lines: “5 Reasons Why You Should Use Aweber 
instead of Mail Chimp.” 

 HOW-TO Email Subject Lines: “How to Make a Fortune with a Foolish Idea” 

 INTRIGUING PROMISE Email Subject Lines: “The Lazy Man’s Way to Riches” 

 TEASER Email Subject Lines: “Soon, an Economic Emergency Could Wipe 
You Out” (Click Bait) 

 SumoMe Headline Generator LETS TRY IT!!! 

http://www.aweber.com/grow-your-business.htm?id=453870
http://www.aweber.com/grow-your-business.htm?id=453870
../../Copy of SumoMe Headline Generator.xlsx
../../Copy of SumoMe Headline Generator.xlsx
../../Copy of SumoMe Headline Generator.xlsx


How to stay in “constant contact” 

What to write about in your 
autoresponder 

(And how often?) 



 Direct them to helpful pages on your website, such as your most popular blog posts 
or “how-to” articles. This will give a significant boost to your traffic.  

 
 Stories, case studies, examples to help them solve a problem while simultaneously 

demonstrating your authority. 
 
 Inspirational messages, or better, excerpts from YOUR best content.  
 
 Ask questions about things that people in your target group might be struggling 

with. Example: “What’s your biggest challenge right now?” 
 
 Any type of quick, actionable “win” for your readers. They’ll respect your for it. 
 
 This all will ensure that when you send out a broadcast email the open rates will be 

much higher. 
 

85-90% Valuable Content 
10-15% Promotional 



Jab, jab, jab…Right hook! 



“PRE-SUASION” 
 

Cultivate the soil before you try to plant any seeds… 





What could/should have I done better here? 



Personalize it! 



Local Realtor 

 Ask a Realtor: FAQ 

 5 Time-Saving Tricks for Your 
Apartment Hunt 

 How One Family Found the 
Perfect Pet-Friendly Place 

 To Rent or To Buy? An Expert 
Weighs In 

 3 Questions to Ask Your Landlord 

 We Want To Hear From You! 

Aquarium Equipment 

 Setting Up Your Aqua Reef Lights 
in 3 Easy Steps 

 Troubleshooting: Common 
Problems and How to Fix Them 

 How To Maximize Your New 
Aqua Reef Lights 

 How Do You Like Your New Aqua 
Reef Lights? 

 Top 5 Accessories to Enhance 
Your Aquarium 

 

Two examples from Aweber 

http://www.aweber.com/grow-your-business.htm?id=453870


 Use internal analytics to know who opened, who clicked, 
(and who didn’t).  

 Upload lists to Facebook or Google to create custom 
audiences.  

 From your custom audiences you can create “lookalike” 
audiences. Filter for geography and other demographics. 

 Segment your list to improve message-specific targeting. 

 As with everything, A/B test to improve open rate and 
conversion rate. 

 Clean your list once in a while.  

 

Remarketing to/from Your Lists 



Autoresponder versus Automation 



What? 

How? 

When? 

Email Blasts 



Supplement Your 
Autoresponder 

 Offer discounts and coupons 
to subscribers 

 Seasonal Deals. 

 “Don’t miss my live speaking 
gig in your area.” 

 “I’m launching a new product 
next week.” 

Create Time-Sensitive 
Newsletters 

 A weekly, bi-weekly, monthly, 
or quarterly publication. 

 Tend to be more styled than 
autoresponders. 

 Current events, related to an 
industry or geographic 
location. 

Two Ways to Use Blasts 



Review of steps to building an engaged “fan” base. 

The Flow of Engagement  



“A Loop of Engagement” 

Facebook  Ad 

Website 
(Landing Page) 

Autoresponder  

Retargeting Ads 

Opt-in Offer 

Feed the machine! 
 

 

 

 
*This might be the 
most important point 
of the whole class! 





 How? 
 

 Facebook Posts/Ads 
 Facebook Live Video (greatest 

organic reach right now) 
 Regularly scheduled Tweets via 

Hootsuite 
 Google organic search (optimize 

highest ranking posts) 
 Google ads (costly, so ROI must be 

worth it) 
 Podcast (either your own or as a 

guest) 
 YouTube videos 
 Other ideas? FB Messenger? Text 

(CallLoop)? 

Start by driving traffic to your Blog 



Capture Emails 



Confirmation Page (Double Opt-in) 



Download 



Establish Credibility & Trust 



Send an Offer 



 Most important element: Subject Line. If it doesn’t get opened, 
then the rest won’t matter. Always look for ways to improve your 
open rate by testing subject lines & copy. 

 Personalize it when appropriate.  

 Keep it concise, 500 words MAX, but shoot for 200-300. 

 Make sure there’s one good takeaway for the reader; something 
actionable or at least interesting/entertaining. 

 For personal brands, don’t use a lot of fancy formatting. Maybe 
some bolding and bullet points at the most. 

 Notice that emails that arrive in the “Promotions” tab of Gmail 
from bigger brands look very different. 

 Have ONE Call To Action in EVERY email (and put it on its own line)!  
*Get your subscribers in the habit of clicking. 

 

Let’s go over it one more time: 
 

What makes a good email? 



The Takeaway: 

*If you’re not building email lists, 
you’re missing the whole point! 

In the digital world, Email is what creates engagement, and 
engagement is the difference between a small, passive audience, 
and a larger one that takes action on your site. (i.e. “converts”) 



Questions? 

Thanks for a GREAT class! 


