
Welcome back to Easy Email Marketing. I'm your host, Yael Keon, and 
today's episode has been inspired by a recent discussion with a 
client who was really struggling to send out regular emails to her 
list. The main reason was that she felt like she needed to create 
some "really helpful" content each and every time. And that just 
caused writer's block, that just caused this pressure to feel like 
you need to find something helpful, something new, something really 
inspiring.

And there's also that side of things where you think, okay, now I'm 
giving away all of my knowledge for free. And that's this real 
struggle right. Now, this client is in the coaching and healing 
services space. So I just asked, in your last session with your 
client, I'm sure you shared some sort of insight or piece of advice 
or you saw your client have an aha moment. What was that one thing?

What was that one thing that stood out for you? And what if you just 
took that one thing and wrote a letter to your list sharing that 
thought? So literally, a letter sharing your thoughts or what you 
would write to that client now? And then the funniest thing 
happened. She said, oh, I've actually written a letter for this 
exact client I spoke to yesterday and I was just going to send it 
off to her.

So I was just like, okay, well, that's it, the work's already done. 
Just make it more generic and you've got your email. Obviously you 
don't want to give away people's personal information here, but that 
thought, the nugget of wisdom that she had there, will help so many 
people on her list. And that's the email. And now all of a sudden, 
the burden has been lifted, this pressure is off.

She can see that what she is sending is still helpful, but it's not 
feeling like it's giving away too much of itself. It's not feeling 
like it's some sort of corporate writing practise that she needs to 
put into her emails. And now, as a result, she's consistently 
sending a letter to her list every second week. Could do it more 
often if she chose, but that's the flow that she's fallen into.

And this is also seeing the emails being opened and engaged with and 
getting replies, because this is the type of content her audience 
wants, right? They want that encouragement on an ongoing basis. So 
sometimes, you know, you just need to hear that message. You just 
need to hear that one thing that just makes you Take a breath and 
go, ah, that's right, and reminds you about something important.

Too many people think that to earn that privilege of being in 
someone's inbox that you need to have that "helpful content" or that 
it needs to be like this roundup of different items like those more 
traditional newsletters. Nope. Your emails can be whatever helps 
your audience. It is just as helpful to send a quick tip, a mindset 
shift, or a bit of encouragement as it is to send 10 top tips for 
blank.

It may even be more helpful because in today's busy inboxes it might 



feel too much to read those 10 tips and just get overwhelmed by all 
the things you need to do, but only 20 seconds to feel a bit of 
encouragement or to learn one lesson. And that may just be what they 
need in the moment. So I'm going to give maybe 10 prompts that you 
can use, but totally go into ChatGPT and ask them to create some 
prompts for you to help you come up with ideas for this type of 
content.

So some things you could use as a writing prompt are: what's a 
recent client breakthrough you can share? What's a belief that holds 
your clients back the most? What's something you're currently 
working on in your own growth? What's the most common excuse you 
hear and how do you bust it? What is the one thing your subscribers 
need to hear at this particular time of year? So for example New 
Year's or back to school, Maybe there's a common challenge or 
something there?

What's a phrase or mantra that you constantly repeat to your 
clients? What book or quote has recently inspired you? What's a 
powerful question you can ask that can shift someone's perspective? 
What's a piece of tough love your audience needs? And what's 
something you used to believe but no longer do? So there's some 
prompts. Have a think about that and feel free to pause and write 
some down. I will also have a longer blog form version of this 
podcast so they'll be all listed out there on the website as well.

But you can see how this style of email really ties in amazingly 
with like sharing stories and like behind the scenes content. So you 
can go, I was at this recent event and the speaker mentioned this 
and they made me think that or I was working with this client on 
this challenge and she said something very interesting to me that 
made me take a step back. It's so much easier to write with that 
kind of context and it doesn't feel like it needs to be this lengthy 
thing, you can just provide that one piece of insight.

Another like great side effect of this is it makes for an amazing 
email list builder. So another big struggle for business owners is 
getting people to sign up to your list in the first place. So of 
course you've heard me say it a million times that no one wants to 
sign up to your newsletter. So don't put at the bottom of your 
webpage, sign up to my newsletter.

Subscribe. And while things like lead magnets work, they don't work 
quite as well as they used to. And there's definitely some specific 
strategies that we need to get a bit more clever with our approach 
of lead magnets because people are just much more wary about handing 
over their email addresses and perhaps with some sort of lead 
magnet, I think, oh, just to get that one thing and then what other 
emails am I going to get?

But by having a consistent strategy like this, you can see that the 
opt in incentive is the emails themselves. So the incentive for 
someone signing up to your list is that they will get these amazing 
emails. And so you just need to phrase it that way. So I've seen 



this in practise by going on like Instagram stories and saying, 
here's an email that I sent out to my list today and you can 
screenshot it and then say, hey, if you want more emails like this, 
join my list. On the lead page,

you could provide a couple of the examples of ones you have sent so 
they can see exactly what they're going to get. And they're like, 
oh, I would like some of those. And you can even like screenshot 
replies that you get to the emails. Obviously removing identifying 
details that show that people love them. So that's social proof. So 
the key here is to just not name it, "join my newsletter". Instead,

have a play. Again, ChatGPT is wonderful. You could use something 
like Truth Teller, get your wisdom drops. I love alliteration. So 
resilient reminder, little lift, curiosity club, success scoop. Or 
you can say get your scoop full of success, something like that 
Miracle minute. You can talk about insiders or VIPs etc. Think about 
different phrases that can say get this and then underneath give 
them the type, you know, the type of content that they would see and 
so that they know that they will be looked after and they will get 
this great information.

Side note here, I'm not a huge fan of using anything that's tied to 
a particular day or frequency. So like Wednesday Wisdom for example, 
I'm not a huge fan of that because it restricts you to Wednesdays. 
And the danger with these is that you might feel constrained and 
then if you miss one, you feel like you can't come back to it and do 
it again for a whole other week.

Similarly, I don't love saying weekly wisdom because maybe there'll 
be some times when you don't have the space or capacity to send that 
or you've got something else you need to send instead that week, so 
you want to replace it with something. So I don't like committing to 
a time unless truly, you know yourself and you know that if you name 
it Monday minute, that you will absolutely get in and do it every 
Monday because you promised it.

So for me, I like to have that little bit of flexibility in my 
naming. Now, one other question that does come up that I will 
address here is okay, but what about sales? So obviously, if 
someone's thinking about doing this approach, I'm hazarding a guess 
that you might not love sending emails that are all about sales. And 
perhaps that was one of your challenges in sending emails in the 
first place, is you just didn't want to feel like you're just 
talking about the same offer time and time again.

But this strategy actually works extremely well with a sales 
approach because what you can do is just weave in natural mentions 
of your offers in this, so you can talk about, you know, whatever 
client package that they're on, whatever session type they had, 
whatever course they are in, and just hyperlink it naturally or you 
can talk about it and then you just have at the end,

"If you want to get started" or "if you want to know more, here's a 



link". And it's as simple as that. But the content of the email is 
really, really helpful. Additionally, in my previous episode, I 
shared a whole range of content blocks that you can add in the 
header and the footer. I dubbed it the sandwich strategy in my 
previous episode. So that's things like adding testimonials or ps's 
and different things around the content of the email, but it's not 
the content of the email itself.

So this shift in strategy that I'm talking about here ties in 
perfectly with that previous episode. So make sure to check it out. 
And just because you sent this style of email doesn't mean that you 
always need to use this style. This is just one thing that's kind of 
your go to if this aligns with you and this is something that you 
feel suits your business type and your personality and what you love 
to use.

You can scatter pure sales ones in between. So you can have three 
months like this and then have a fourth one which is purely like 
hey, I'm now taking new clients or I'm launching or you can do a 
full launch or a full promotion in between as well. So hopefully you 
have found this strategy and this mindset shift helpful. Now you do 
not need to follow this strategy.

If you love writing 10 top tips, you can absolutely do that. If you 
love being a lot more practical or a truth bomb teller or you're an 
E commerce business and it's just better to talk about your products 
in that way. Absolutely. I wanted to share this though because I 
wanted you to see that there's many different ways you can use email 
and the best way to use it is in a way that your subscribers engage 
with.

So who are they? What do they want to know about, and send that. 
What do they open? What do they click? So this might take a bit of 
experimenting, but you'll be amazed at just how opening your eyes to 
the different possibilities can help. So if you did want more 
guidance on this type of strategy or just generally what to send or 
what to write in your emails, then I can recommend my DIY course 
Engaging Emails.

And this is where you can write emails your subscribers want so you 
can understand what makes a great email. Create open worthy content 
and tactics to increase those opens, clicks and conversions. You can 
grab that now at yaelkeon.com/engage. Thank you so much for joining 
me today. I would love to hear from you about what you've enjoyed 
from this episode and if you do try this strategy, actually let me 
know.

And I would love to hear from you what feedback you got or even 
forward it to me. I love to see emails in the wild. And of course if 
you want to know more about email content or anything else in future 
episodes, please let me know over on Instagram. I'm @yaelkeon and 
I'll see you in the next episode.


