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In Module 2 you'll learn:

e How to warm up cold traffic
e Which content works best?
e How to balance content & sales
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3. Hot - people who have bought from you recently

RECENTLY
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HOT Traffic

e Recent customers (last 30 days)
e Stays on your webinar after offer presented
e Current subscribers (paid)
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WARM Traffic

e Customers older than 30 days
e JV traffic
e Really engaged leads
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COLD Traffic m

Someone who has never
heard of you before!
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Funnel Influence

Copywriting Strategy Is... using copy &
content to move leads from cold to hot
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Copywriting Strategy #1:

e Deposit goodwill before making a
withdrawal

e Results in advance

e Duty Of Care
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Copywriting Strategy #2:

e Your content must counter objections, e.qg.

Counter: Content to show how
how to implement fast
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Copywriting Strategy #2:

e Or another objection such as

“This works for you but
It won't work for me”
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Copywriting Strategy #2:

e Or another objection such as

Counter: content showing
relevant case studies
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e Take your prospect on a journey
e Your sequence should be an ongoing story
e (Great copywriters use OPEN LOOPS

Remember these guys? Br eaking.
............................................................................ Bad
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The TV show Breaking Bad

e Used OPEN LOOPS
- Not just from one episode to the next,
but also over the entire season
e Journey from teacher to drug baron . ¥
- We like Heisenberg as much as Mr White Br eaking
because we're on the journey with him |
Bad



You can use the same
thing in your copy to keep
your readers reading
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Remember the journey?

e Nobody wants to watch a VSL
e Nobody wants to be in a funnel
e Nobody wants to read emails

UNLESS... you give them the value they are
looking for when they sign up
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Remember the journey?

e Nobody wants to watch a VSL
e Nobody wants to be in a funnel
e Nobody wants to read emails

The JOURNEY you take them on is how you
provide the value that keeps them coming back
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Next steps:

1. Create one good STRATEGIC content piece
2. Incorporate it into your marketing
3. Rinse and repeat!
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Module 3: The Engagement Funnel

3 ways to keep people active in your funnel
How many emails are in a funnel?

What should those emails say?

Email timing & sequencing

How often should you email?



