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Introduction:

 


To improve your chances of success, any
marketing email should be followed up a day or two later with a
second.

 


There are many reasons for this, but
primarily:

 


1. You need to build trust, so every contact
is essential.

2. People often need to see an offer a couple of times before they
take action.

3. Email filters can block your email message from getting to your
subscriber’s in box, if it appears ‘spammy’.

4. Maybe your email subject line sucked?

 


This eBook provides twenty nine ways to
follow-up with your subscribers, so that you can get a second
chance…

 


 


* * * *

 


 


 1.
Price Hike

 


Price is always a key determinant in a sale,
so warn your prospects that your product is about to go up in
price. If they have any interest in your product and initially
hesitated to think again, they will want to buy it before the
increase! It’s human nature…

 


 


* * * *

 


 


 2. Affordable Payments

 


In the current ‘tough’ economy, offering easy
affordable payments makes the deal digestible, even if they have to
pay more overall. Inform your prospects that you have added an easy
payment plan. If your product is very expensive, people may be
uncomfortable dishing out all their money at once. A payment plan
allows clients to budget in the cost over a period of time, which
suits them better.

 


 


* * * *

 


 


 3. Server went Down

 


Tell your prospects that your server went
down due to the traffic you received.

People will assume that the rush for your
product caused it and must therefore be

good.

 


 


* * * *

 


 


 4. Email Junk Folder

 


With Spam filters so strong nowadays, having
sales email end up in the junk folder is normal in Internet
Marketing. So, write to your prospects saying that your first email
may have been filtered due to the fact that you forgot to spam
filter check it. The other point to say is that you noticed from
your delivery stats that many of the e-mails did not get
delivered.

 


 


* * * *

 


 


 5.
Price Drop

 


People love a bargain so, advise your
prospects that the price of your product just got lowered. There
could be many reasons for doing this, from a mistakenly over priced
item or state of the economy. Just write and let them know.

 


 


* * * *

 


 



6. Bonuses Added

 


If people are in 2 minds on a purchase,
adding some weight to your offer definitely helps their quandary.
So, alert your prospects that you have added new bonus products to
your offer. It could be a bonus product that you have added or
something that your joint venture partners donated. Get it in!

 


* * * *

 


 


 7. Autoresponder Problems

 


This is a classic! Write to your prospects
mentioning some problems you had with your server or auto-responder
service. Say you weren’t really sure if the first email you sent
out arrived safely. To be fair, our industry relies very heavily on
IT, so this reason can be very plausible indeed.

 


 


* * * *

 


 


 8. Sale Ending Soon

 


Creating urgency is a great sales tool, so
alert your prospects that your “sale will soon be ending”. Tell
them that they may not have another chance to buy your product in
the near future. For a real effective exercise, send your follow-up
message as close to the deadline as possible.

 


 


* * * *

 


 


 9. Numbers Dwindling Warning

 


This is a classic demand and supply topic!
Advise your prospects that only a few copies of your product
remains. The fewer amount of products you have left… the faster
they will buy. It’s human nature not wanting to miss out!

 


 


* * * *

 


 



10. Holiday Email

 


“Because of the busy holidays, you may have
missed my first email”. People usually ignore, skip over or delete
a lot of emails during the holiday period because they are less
focused, so this is a great way to re-open the door.

 


 


* * * *

 


 


 11. Answering FAQ’s

 


Send an email to your prospects saying that
your email generated a lot of questions about the product, so you
decided to answer the most popular questions in your follow-up
email.

 


 


* * * *

 


 


 12. Affiliate Promotion
Bonuses

 


If you have affiliates promoting your
product, then highlight to your prospects the bonuses
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