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Introduction 

 

Hi, my name is Rick Nuske and I would like to welcome you to the third 
module of my Email Marketing Success program. 
 

In the first two modules, we covered the basics of email marketing and 
how to start making money with your email list.  If you’ve followed the 
program so far, you should be well on your way to getting your list set 
up, sending emails, and making some money online. 
 

In this module of my Email Marketing Success program, you will learn 
how to: 
 

- Incorporate copywriting into your emails 

- Build trust and credibility with your email list 

- Add essential elements to your emails to maximize their readability 

- Decide if you should create the content yourself or outsource it 

- Maximize the profit potential of your emails 

 

The tips and strategies found in this module of my Email Marketing 
Success program will help you to write the best possible emails and 
maximize their effectiveness for your profitability.   
 

If you’d like information on my other business-building products, 
please visit my website at www.myfuturebusiness.com.  
 

To your success, 
 

Rick Nuske 

 

 

 

 

 

  



 

  

 
What is Copywriting? 

 

Copywriting is also known as sales writing.  It is used in the advertising 
and marketing of an item, product, service, business, opinion, or idea.  
This is done to persuade the reader to buy, sign up, or opt-in to what 
is being advertised. 
 

Copywriting is one of the most important skills you can learn as an 
internet marketer, especially if you are focused on email marketing.  
Once you learn how to write sales letters and sales emails, your 
business will have no limitations. 
 

Most people don’t even realize that they see copywritten materials all 
day long.  It’s in the newspaper ads, it’s in our commercials, and it’s 
definitely online in the form of ads, sales letters, and landing pages.  
By having copywriting skills, you can sell just about anything if it’s a 
worthy item. 
 

If writing intimidates you, the task can always be outsourced.  
However, the better the copywriter, the more they will cost you.  Top 
copywriters demand and receive up to $50,000 to write a sales letter.  
Not only that, but most will also receive a commission or royalty based 
on the sales generated from their copy. 
 

Their commission is usually around 2 – 3% of the sales generated from 
their sales copy.  So you can see why knowing this skill can be very 
profitable for you but it will also fuel your business revenue. 
 

The good news is that copywriting isn’t hard to learn.  You really don’t 
need to be the best writer to be good at it.  The main thing you need 
to know is what essential elements are needed in sales copy for it to 
be effective. 
 

 



 

  

 
One way to learn copy is to write it.  You can take samples from what 
you see online or what you receive in the mail and just copy it down.  
It’s actually one of the things they teach you when you are learning 
how to write sales copy.   
 

Writing it down helps you develop a rhythm of how the sales letter 
should flow and the language involved in persuading consumers to 
buy.  You can also take courses on copywriting or buy books on the 
subject but the essentials will come from actually writing existing copy 
yourself. 
 

Another trick that some of the top copywriters do is to collect sales 
materials for their reference or what is also known as a swipe file.  
They can collect massive amounts of copy over their careers and use it 
to develop ideas and formats for their own copy.   
 

They don’t actually copy this material word-for-word to use as their 
own but it does help them to develop their own flow and see how 
others are successfully reaching their audience.  If you are interested 
in copywriting yourself, I strongly recommend that you develop your 
own swipe file. 
 

Start collecting offers both online and offline that grab your attention 
or get you to respond.  Create a file on your computer or some spare 
some room in your filing cabinet for this sort of material and you will 
always have examples of how sales materials should be written. 
 

  



 

  

 

How Copywriting Applies to Email Marketing 

 

Never forget that the emails that you send to your list are meant to 
entice readers to buy your product or service.  Copywriting fits 
perfectly into your email marketing efforts, as your email copy should 
elicit a positive response from your emails. 
 

Think of the emails you receive from other marketers or businesses.  
I’d be willing to bet that most, if not all of them, were written by 
copywriters.  Marketers know that their message needs to get through 
and make an impact on the reader.  Having copywritten materials will 
pretty much guarantee you sales. 
 

All of your emails or any other written promotional material will need 
to have essential elements in order for them to be effective.  A little 
later in this section, I will go over these in more detail. 
 

If you’re finding that your emails aren’t getting a good response rate, 
it may be time to either learn copywriting tactics or hire a copywriter 
to write your emails.   
 

It may also be a good idea to invest in some copywriting books that 
will help you to learn the process faster.  One that I recommend is The 
Copywriters Handbook by Robert W. Bly.   
 

If you’re really serious about learning everything there is to know 
about copywriting, then I would purchase the course Accelerated 
Program for Six-Figure Copywriting by American Writers and Artists, 
Inc.  It’s a very comprehensive course and it was created by some of 
the most successful copywriters in the world.  It will give you plenty of 
information on how to write good copy. 
 

If that all sounds like too much work, I will go over how to outsource 
this and other skills in more detail in a few sections from now. 



 

  

 

Knowing Your Audience 

 

The more you know your audience, the better your success will be 
when you send emails out.  When you are aware of what products 
they respond to or shy away from, you can fine-tune the offers that 
you send to them. 
 

This may take some time to do but paying attention to what offers 
they respond to, the types of content they download and purchase 
will help you to streamline your efforts for better profits. 
 

You may find that segmenting your list will also help you to be more 
profitable.  I will go over segmenting later in this program but know 
that essentially, you will want to target certain people with certain 
offers. 
 

As you start to email to your list, you will notice trends.  Certain 
groups of people will always buy; certain ones may not buy anything.  
As I mentioned, this may take some time to discover but once you 
know who is buying what, you will be able to market specific products 
to specific people. 
 

It’s important to note that there will always be specific types of people 
that make up the bulk of your list.  This probably won’t be clear until 
your list grows but it’s worth noting now. 
 

One type of person on your list is going to be those always looking for 
a discount.  They will only buy something if there’s a sale involved.  
You may even see other internet marketers send emails like “ABC 
Product is 30% off This Week Only.”  This is specifically for those types 
of buyers. 
 

Another type of person on your list is the one that buys a product for 
$50 and then will spend another $500 or more in your Upsell process.   



 

  

 
 
This type of buyer loves buying products and is always looking for 
something that will further enhance or build upon what they’ve 
already bought. 
 

It’s important to know where these types of buyers exist on your list 
so you can focus on them if you are selling something that involves a 
membership.  They will be the perfect target for products that have 
Gold or Premium memberships. 
 

Then there are the people new to your list.  This is the group of people 
that just joined your list and you haven’t had a chance to develop a 
relationship with them yet.  These are your prospects and you will 
need to spend the majority of your time with them to build the 
relationship up to make them actual customers. 
 

 

 

 

  



 

  

 

Building Trust & Credibility 

 

It’s important to build trust and credibility with your audience from 
the very beginning and continue to make it an ongoing effort.   
 

You first build trust and credibility with your audience by doing what 
you say you’re going to do.  If you say you’re going to offer a free class 
or webinar, follow through with it.  That means that even if only one 
person shows up, you still do it.  If you say you’re going to provide free 
content, make sure you deliver it or make it available immediately. 
 

It’s also a good idea to send emails out to your list with just valuable 
information and no selling involved.  If the emails you send out are 
always looking for a sale from your list, you could hurt your credibility.  
If people see that you’re only about selling, they may start to doubt 
your intentions. 
 

Make it a rule that you send information-only emails to your list so 
that they don’t think you’re only interested in them buying something.  
If it helps, create a schedule so that you can plan when you will send 
information-only emails and when you will send offers so you can 
keep an even balance with your list. 
 

 

 

 

 

 

 

 

 

 

 

 

  



 

  

 
Essential Elements to Successful Emails 

 

When writing any promotional material, it requires including essential 
elements in order for it to be effective.  Without these elements, your 
reader won’t take action and you won’t make any sales.   
 

By knowing these essential elements and including them in your 
emails, you are already steps ahead of most of the other beginning 
marketers out there.  When done right, these elements will get people 
to take notice of your emails and will entice them to take action. 

 

Speak Directly to Your Audience 

 

When you write your email content, it needs to attract your target 
audience.  The best way to do that is to speak directly to them.   
 

Instead of saying “our customers”, you should say “you”.  All of your 
content should make the reader feel like they are the one person you 
are talking to.   
 

When writing your emails, think of the frame of mind people are in as 
they are reading.  Are you directly addressing a problem they may 
have?  Is your email going to engage them or bore them to pieces?  
Take the time to consider what your audience might be thinking as 
they are reading. 
 

 

What keeps them up at night?  What problems are they having that 
are causing them stress or straining their relationships?  Is their 
problem related to money, their health, their job, their personal 
relationships, their kids, etc.?  Once you take this into consideration 
and address their problems within your emails, you will be able to 
draw them in to your message. 
 



 

  

 
Your content should not be all about your company.  Again, you 
should place emphasis on them and what benefits they will receive 
from your offer.  You still will want to provide site visitors with trust 
and credibility through information about your business but make sure 
your focus is on your audience’s needs and how you can fulfill those 
needs. 
 

  



 

  

 

Strong Headline 

 

One of the most important elements in copywritten material is a 
strong headline.  However, with email marketing your headline is the 
subject line of your email.  Given that, it’s also one of the most 
important parts to your email.  Some internet marketers will even say 
that your headline is 50% or more of the value of your email. 
 

Think about the emails you receive.  Certain emails grab your 
attention and get you to open them while others don’t.  Your emails 
have to be one of the emails that your audience receives and can’t 
wait to open.  Your email should compel your audience to open it right 
away and without any hesitation. 
 

Take a look at these Subject Lines: 
 

- July 2013 Monthly Newsletter 

- Acme Weekly Specials 

- Did you hear about this? 

- 25% Discount on Shoes! 

- Holiday Specials 

- I almost forgot… 

 

Which ones caught your attention?  Which ones are you likely to 
open?  Chances are it was “I almost forgot…” or “Did you hear about 
this?”  These headlines were written to grab the reader’s attention 
and they work.  Another copywriting trick is to use the ellipsis or “…” 
in your copy.  It makes the reader feel as if they will be missing 
something if they don’t keep reading.  Curiosity will get your reader 
every time. 
 

 

 

 

 



 

  

 

To be honest, if the subject line of your email fails to attract the 
members of your list, you might as well not send the email at all.  An 
ineffective subject line will cause people to skip over your email or 
possibly delete it, leaving your email unread.  Deliver a strong and 
powerful message in your subject line and you are more likely to see 
strong results. 
 

One word of caution as you’re developing your list.  As you build your 
list, you will have the opportunity to gather the first name of your 
audience for use in your emails.  Resist the temptation to use it in the 
headline.   
 

Take a look at these headlines: 
 

● Rick, have you seen this? 
● Rick, join us now! 
● Will you be there Rick? 
● A note about your account, Rick 

 

They don’t seem natural, do they? They make your email look too 
“sales-y” before it’s even opened and it will only succeed in turning off 
your reader.  It doesn’t appear to be from a legitimate source and it 
may even be mistaken for spam. 
 

Also, keep in mind the length of your subject line.  It shouldn’t be so 
long that it cuts off before your reader can see all of it.  The standard 
rule is to keep the subject line to less than 50 characters. 
 

 

 

  



 

  

 
The First Line  
 

The first line of your email must also lead readers into the email so 
that they continue reading and eventually take you up on your offer.  
You may use the same line or a variation of your subject line but either 
way make sure that it is something that will draw them in and get 
them to continue reading. 
 

This is also where you will want to add some personalization to your 
email as well as identify who you are.  This will help you to build a 
rapport with your audience.  Instead of instantly saying, “Buy this 
now” you can build up to it with a short scenario of something that 
happened to you that lead you to the same result. 
 

You can draw people into your story and they will relate to you on a 
more personal level.  It will help them to view you as more of a friend 
if they can see that every day things or issues happen to you too.  They 
will feel like they are doing business with you and not just any other 
company. 
 

One Idea per Email 
 

Only provide one topic or idea within your email.  You don’t want to 
overwhelm or confuse your audience by bombarding them with a ton 
of information. 
 

If you do have more than one idea to present in relation to your offer, 
consider sending out a series of emails to your list.  This will keep 
them focused on what you’re selling and improve the chance that they 
will keep reading to take you up on your offer. 
 

 

 

  



 

  

 
Benefits and More Benefits 

 

The copy within your emails should always emphasize the benefits of 
your product.  It’s not about what the product does; it’s about what 
the product does for your audience. 
 

Does it solve a problem?  Does it help them make money or save 
money?  Whatever benefits your product provides should be the focus 
of the subject matter of your emails.  It will help readers to see that 
you are speaking to them directly, that you understand their needs, 
and that you are the one and only answer to their problems. 
 

Strong Offer & Call to Action 

 

In most cases, your offer will be your call to action.  This is basically 
what you want the reader to do once they’ve read your email.  This 
will be a link to your landing page, but how will you get them to click 
on it? 

 

You must create a sense of URGENCY. 

 

You can state that the link is only valid for the next few days, you can 
only give such a good deal to the first 100 people, or that there is a 
deadline to register for an event or webinar. 
 

Your offer will vary depending on the product you are offering but 
regardless make sure that they have enough reason to take advantage 
of it now before it goes away. 
 

Never leave your readers hanging at the end of your email.   
 

Always provide directions on what you want them to do once they are 
done reading.  Don’t assume that they will know what they should do.   
 



 

  

 
Should You Use a P.S? 

 

Most marketers say yes and I would agree.  Studies have shown that 
when people read any sales-related material, including emails, the first 
thing that people read is the subject line or headline.  The second 
thing that they read is the P.S. If either one of those don’t grab their 
attention, the rest of the material is lost.   
 

By providing a P.S. in your copy, it gives you a quick opportunity to 
attract those readers and remind them of what your offer is about.  
It’s almost too important to not include one. 
 

Here are a couple of examples from well-known internet marketers 
using a P.S. in their emails: 
 

 

 
 

 

 

 



 

  

 

 

 

 
 

 

 

 

 
 

 

 

 

 

 

 



 

  

 

 

 

 
 

 

 

You can see that each P.S. reminds the reader of what action they 
need to take and why they must take it now. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

  

 

Email Etiquette 

 

Frequency of Emails 

 

Even though the point of doing email marketing is to email your 
customers, you will want to make sure that you don’t email them too 
much. 
 

How much you email them will depend on the message you are trying 
to put across.  If you are just emailing your list to deliver a newsletter, 
you will only email them once every time you create a new newsletter.   
 

Most businesses create a newsletter that is delivered monthly.  
However, if you are emailing them about a special offer you will want 
to email them a few times over the course of a few days so that they 
have a chance to take advantage of it and remind them before it 
expires. 
 

Number of Emails 

 

So just how many emails should you send? 

 

In general, the more emails you send, the more you risk someone 
unsubscribing from your list.  This is why it’s so important to get your 
content right and targeted toward the right audience. 
 

You may find that emailing your list once a week or a few times a 
month will work well.  Any less than that and you run the risk of 
people forgetting what your business is about.  Any more than that 
and they may get frustrated and end up unsubscribing altogether.   
 

 

 

 

  



 

  

 
Email Content  
 

Even though your emails are designed to get someone to click on a 
link to buy something, you don’t want to push it. 
 

Email marketing is about soft selling.  You want to gently lead your 
audience to the action that you want them to take.  It shouldn’t be a 
hard sell like some of your other marketing content.  Actually, your 
audience shouldn’t feel like they’re being sold to at all.   
 

The message should encourage and give them a reason to take action 
that will lead them to your landing page or the sales page on your site 
and not the actual sale itself. 
 

Remember to mix up your messages.  Not every email should be 
geared towards selling something.  Some of your emails should 
include information-only material to benefit your audience.  As I’ve 
mentioned before, if all of your emails are sales-related, your list will 
lose interest in you. 
 

Real Examples from Internet Marketers 

 

You may have noticed in the last section that I included an email from 
internet marketer Ryan Deiss.  He is well known for his ability to 
attract an audience who is interested in learning more about internet 
marketing.  His focus is on helping others succeed in this market as 
well. 
 

Let’s take a look at one of his emails: 
 

 



 

  

 

 
 

 



 

  

 

 

 
 

 

Look at the headline - BREAKING NEWS… 

 

That’s definitely a way to grab someone’s attention, especially if you 
know the email is coming from someone like Ryan Deiss who’s 
constantly coming out with new products for those interested in 
succeeding in the internet marketing field.  It’s still simple but yet it 
basically begs you to open it to see what’s going on. 
 

Do you notice how the link is right there as the very first line of the 
email?  There’s no mistaking that link is there for someone to click on 
it right away.  Some marketers will make the mistake of only placing 
the link at the bottom of the email.  This leaves very little opportunity 
for someone to click on the link if they don’t read through the whole 
email.   
 

The main reason for your email is to get someone to click on that link.  
Don’t make someone have to scroll to get that click.  Make the link 
visible throughout the entire email. 
 



 

  

 
 
Some other key elements of his email include how he signs off.  It’s 
not the bland “Sincerely” or “Thank You.”  It’s “See you there.”  It 
sounds like it’s coming from a friend and that’s exactly what you will 
want with your emails - casual and friendly. 
 

Notice that he does include a post script or P.S. in his email also.  In it 
he mentions that even though he is charging $7, he’s going to donate 
that fee to a special charity and that it will be a great alternative to 
spend time in the webinar than participating in Black Friday. 
 

The P.S. is also a great way to build up anticipation of an upcoming 
event.  You could say something like “Look for my email next week on 
how to make money online within one week.”  
 

This kind of marketing works because if people get used to you 
sending emails regularly, they will be looking for more tips and 
information from you every time you send an email.  Keep in mind 
that next to the headline, the P.S. is one of the most read elements of 
your email. 
 

Let’s take a look at another email from an internet marketer named 
Eric Louviere.  While he isn’t as well-known as Ryan Deiss, he has 
almost ten years of experience in the internet marketing field and has 
a large following of students. 
 

 

 

 

 

 

 

 

 

 

 



 

  

 

 

 



 

  

 

Notice how he creates a sense of urgency right there in the subject 
line of the email - Your Own Online Business Running by Today! (Last 
Chance).   
 

Not only does he create urgency once but actually twice.  He states 
that you can have an online business by the end of the day and that 
it’s your last chance to get it. 
 

Think about the fact that if you are sending emails to people 
interested in internet marketing, they are probably receiving a lot 
more emails on the subject than just yours.  The urgency created in 
this email helps it to stand above all of the others that may be 
received and begs for attention. 
 

Note how within the first few lines of the email he mentions again that 
this is the last chance to get take advantage of his offer and that it is 
time sensitive.  He mentions that he created the content himself and 
how easy it is to get started right away. 
 

  



 

  

 
He also includes a P.S. to drive home the point that this is a quick way 
to build a complete business in very little time and how time is limited 
to take him up on his offer. 
 

Let’s take a look at another email sent by Ryan Deiss: 
 

 
 

You’ll notice the urgency within the subject line - 20 red-hot products 
you can cash-in on TODAY! 

 

He goes straight into talking about someone else’s success and there’s 
no mistaking that this is an affiliate link.  He rarely sends long emails to 
his list and this one is no exception.  He does it often so it appears to 
work for him.  You’ll notice that he also has two post scripts to remind 
people to sign up. 



 

  

 

By now, you should be seeing a pattern in the way these emails are 
written.  All include a strong headline that grabs your attention.  The 
affiliate link is placed within the email as early as possible and then it 
is sprinkled throughout so that the reader can’t miss it.  The emails 
also include a P.S. to remind the reader of what they could be a part of 
and to not miss out on the opportunity. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  



 

  

 
Outsourcing Tasks 

 

Focus On What You Do Best & Make More Money 

 

For most business owners, it’s hard to fathom letting someone besides 
themselves handle essential tasks.  However, it’s important to focus 
on what you do best so that your business can thrive.   
 

This is especially true when it comes to creating your email content.  If 
you’re not a professional writer or you don’t want to bother with 
learning copywriting, it is probably a good idea to outsource the task.   
 

Outsourcing your content to a professional will ensure your success 
and it will allow you to focus on running your business.  Leaving the 
writing to a professional will also increase your chances of success. 
 

Online Project Sites 

 

It may seem like it would be a lot of work to find someone that you 
can trust to handle those jobs that are best left to someone else.  The 
good news is that it is a lot easier than it sounds. 
 

Thanks to the internet, there are now many resources available for 
businesses needing to outsource jobs or tasks.  One of the main 
resources that a business can use is an online project site. 
 

These sites exist so that employers can post specific jobs and then 
freelancers or contract workers can bid on those jobs.  The online 
project sites are set up so that you can see how much experience a 
freelancer has, what their rating is, and what other clients have said  
about their work.  That way you know what you’re getting into and 
you can choose wisely from your list of candidates. 
 

  



 

  

 
 
In addition to content writing, these project sites also allow you to 
seek freelancers and contractors who can provide services such as 
accounting and bookkeeping, IT, sales and marketing, website 
development and design, and much more. 
 

The online project site that I prefer is Elance.com.  I have had good 
experience with the professionals I have used there and it is free to 
get set up.  
 

 
 

I have provided a list of reputable online project sites in the bonus 
section of this program. 
 

If you’re interested in learning more about how to outsource 
important tasks, please refer to my Awesome Outsourcing Program 
for more information. [insert link to that specific product] 

 

 

 

 

 

http://www.elance.com/


 

  

 
 
TO DO LIST  
 

- Learn copywriting or outsource the work to a professional copywriter 
you can work with 

- Make sure all of your emails contain the essential elements they need 
to succeed 

- Follow email etiquette to avoid alienating your list 
- Study the emails of successful internet marketers to ensure your own 

success. 
 

 


