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We've already sent well over a
MILLION emails this year at the
Entrepreneurs Circle.

We send so many because email remains the

single most effective way to not only sell to your
prospects, but engage, segment and support them.
Now with that volume of emails comes a whole lot of learning.

In fact, over the past six months, we've TRIPLED the effectiveness of our emails.

We're getting more opens, more clicks and more sales at a time when for most, email is on the
decline.

(I'm not sharing this to brag, it's one of those ‘this stuff really does work so you should
keep reading on’ type situations!)

So, without further ado, let's share the NINE “sneaky” (but ethical) tricks you can implement in
your next email to:

e DOUBLE your open-rates

e TRIPLE your click through rates

e BOOST your engagement

The first step to increasing your emails’ effectiveness is to increase your open rates.

Think about this a second...

If you're running email marketing campaigns and you do nothing else but double your open
rates...

You've just doubled your business.

So, let's start with some “sneaky” tricks to increase your email open-rates.
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Here's what your email looks like in your prospects/
customers inbox.

Bluesmart Team The Good, The Bad & The Alright: We want to hear from you! - Hi Cameron, Last year, we ran more than 3|
MeUndies The best decision you’ll make this week. - Go ahead... use up all of the world's comfy. World's Most Comfo
Amazon.com Leave Packaging Feedback for your recent purchases at Amazon.com - Dear Cameron, Thank you for yo
Spotify The songs you love, whenever you want them: create your first playlist - Make your own playlists on Spo
Rightmove Property Alerts Cameron, 14 new properties for sale in But London (Drawn Area) - Be the first to view properties that matd
Just Eat Were you happy with your order from Oriental Jade Cafe? - How was your takeaway?

Todd Gross UPDATE: Easy Sketch Pro + **Designo Pro**.. Price goes up at Midnight EDT - Last week, | asked for Eaf

Laura Newboult

Trainline

Amazon Prime Now

Italian-Style Bolognese (Ragu) - https://www.facebook.com/1614251518827491/videos/1917235631862410/
Your journey to Haymarket (Edinburgh) tomorrow - Important last minute information for your journey from @

Your Amazon Prime Now order of "Kanex USB-C to Gigabit..." - Amazon Prime Now Order Confirmation O]

Jeremy Strong RESOLVED: Problems with audio and connection on some calls - INTERMITTENT CALL FAILURES AND

Kirsty Astley April notices - WELCOME BACK |t is so nice to have you all back on site. Over the next few weeks there are

Eyal from ManyChat Getting Messenger subscribers - You haven't set up any Growth Tools yet! Hey Cameron! Looks like you ha

Aynsley @ TaxGo Remember this? - Back in the 1980's s to Europe cost several hundred pounds?And then along cal
DJI Introducing the DJI Phantom 4 Advanced - A Perfect . Intro
Christian Aid Meet Michael, our global neighbour - Easter Appeal: Michael's Yo u r E m al I I Chri
Infusionsoft Tell us about your Customer Support experience - Hi Cameron, Thank you for being an Infusionsoft custo

Disney Store Your Mystery Offer Awaits at Disney Store - Get your exclusive CODE now! | View Web Version Disney Sto:

It's sat amongst dozens of other emails all ready to be deleted at the click of a button or a swipe
of a finger.

The first step to TRIPLE the effectiveness of your emails is to get them opened!

So how do you attract people’s attention and get them to open/read your email?

The key is the SUBJECT LINE.

Every successful subject line falls under one of four categories:

() Curiosity
@ Benefit
® Scarcity
® Results
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Let’s look ot each one in detal:

O Curiosity

These subject lines get the email opened by making the
reader curious (duh!). They are based on mystery and
leave the reader wanting more.

Here are some examples of ‘Curiosity’ subject lines that we've used in the past:

Why we paid Google £5,312,789...

This just got weird...

Was this you [FIRSTNAME]?

e More , Less work

e 52% more clicks from THIS?!

@ Benefit

These subject lines get straight to the point. They outline the
benefits of what you're offering right in the subject line.

These are also excellent for segmenting your list, because if someone clicks on the email and
opens it, you know they're interested in achieving/receiving that benefit themselves.

Here are some 'Benefit’ subject lines that have worked well for us:

Get Traffic on Demand

How to Write Facebook Ads that Convert

Generate £5,000 from ONE email

How to build your Facebook following

See how the subject lines are very different to the ‘Curiosity’ based ones. They are clear, to the
point and tell you exactly what you're going to find within the email.
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® Scarcity

These subject lines are mainly used for sales messages
and launches. They convey urgency and the fact that the
reader might miss out on something soon.

Some examples of ‘Scarcity’ subject lines that you could swipe directly if you wanted:

e FINAL NOTICE

 Last chance to become a VIP

e Deadline: 5:00pm

e You're about to miss out [FIRSTNAME]...

® Results

These subject lines use proof, quotes and case studies to
build credibility and get your email opened.

Some 'Results’ subject lines that have been successful:

o [CASE STUDY] £52,492 from one Facebook Ad
e 1,219 Leads from Twitter
o Swipe this £19,833 template

Note how all of these subject lines use very specific numbers. That's the key to their success —
the numbers are real — do NOT round up!

If you want your emails to get opened then build your subject line around one of these four
categories.

BONUS:

if you can merge your recipient’'s name into the
subject line you'll see a huge boost in open rates.
Examples:

e Hey [FIRSTNAME]!
e Have | upset you [FIRSTNAME]?
e This is for you [FIRSTNAME]

Our eyes are naturally drawn to our name when we see it, so by including it in your
subject line you'll draw more attention.

Speaking of attention, let’s look ot "sneaK\/" trick number z...
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Emojis are a great way to get your emails to stand out.

Take a look at this inbox, which email stands out?

Just Eat

Todd Gross

Laura Newboult
Trainline

Amazon Prime Now
Jeremy Strong
Kirsty Astley

Eyal from ManyChat
Aynsley @ TaxGo
Aynsley @ TaxGo
DJI

Christian Aid
Infusionsoft

Disney Store

Were you happy with your order from Oriental Jade Cafe? - How was your takeaway?

UPDATE: Easy Sketch Pro + **Designo Pro**.. Price goes up at Midnight EDT - Last week, | ask:
Italian-Style Bolognese (Ragu) - https://www.facebook.com/1614251518827491/videos/191723563
Your journey to Haymarket (Edinburgh) tomorrow - Important last minute information for your jour
Your Amazon Prime Now order of "Kanex USB-C to Gigabit..." - Amazon Prime Now Order Confi
RESOLVED: Problems with audio and connection on some calls - INTERMITTENT CALL FAILU
April notices - WELCOME BACK It is so nice to have you all back on site. Over the next few weeks
Getting Messenger subscribers - You haven't set up any Growth Tools yet! Hey Cameron! Looks li
Remember this? - Back in the 1980's when flights to Europe cost several hundred pounds?And then|
1 don't believe this... (i) - That's what business owners are saying when they come across an accol
Introducing the DJI Phantom 4 Advanced - A Perfect Entrance into Aerial Imaging View in Browse:
Meet Michael, our global neighbour - Easter Appeal: Michael's story No pictures? View this email
Tell us about your Customer Support experience - Hi Cameron, Thank you for being an Infusions:

Your Mystery Offer Awaits at Disney Store - Get your exclusive CODE now! | View Web Version D

If you're like most people, it would have been this one:

Aynsley @ TaxGo | don't believe this... @ - That's what bus

By adding an emoji to your subject line, you add a bit of colour (promise!), personality and make
sure you stand out from the crowd.

Here are some of the subject lines we've used that make use of emojis:

Nigel Botterill ¥4 The Duke of Edinburgh knows [CLUB EMAIL] - One of t

Frahana at the EC %’ Sunday Success Fuel %’ - Hey Emma, "I love reading yo|

Nigel Botterill =" Nige has got you a free ticket... - Hi Cameron Nige is sp

Frahana at the EC @ NBTV 358 - Nige plays for Miami Heat - Hi Cameron, La

Nigel Botterill f’?‘ Lobster Syndrome [CLUB EMAIL] - | met one of our new
Nigel Botterill Fancy a chat Cameron? B - Hi Cameron, One of our Busin
Nigel Botterill It's your lucky day Cameron Botterill! ¥ - Hi Cameron Bottf]
Nigel Botterill You Killed Us &/ - Hi Cameron, I've been bombarded with vi

Nigel Botterill ) Sue's New Lemon Squeezer [CLUB EMAIL] - Mrs B has
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our fovourite emaojis for
moarketingmessages include:

® The Green Tick:

Want more leads? You got it!

This one's great for affirming a point and it stands out in the inbox like a sore thumb!

@ The Alarm Clock:
DEADLINE: 2 hours left...

This emoji is now a staple in any deadline driven campaign we run. It stands out and
perfectly sums up the feelings this email should ‘get a move on!’

® The Heart:
You'll ¥ this...

This emoji is perfect because, like green tick, it stands out massively in the inbox. It is also an
instantly recognisable, universally accepted icon that makes your reader feel all warm and
fuzzy on the inside (at least, on a subconscious level!).
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Here's the deal.:

On the tests we've run, we ALWAYS see an increase in open-
rates when we include an emoji in the subject line. Always.

Most notably was on this email where this one change increased our open
rates by 62%!

BEFORE AFTER

Fancy a chat Cameron? Fancy a chat Cameron? E

Can you spot the difference?

Just by adding the g we increased our open rates by 62%!

We get our emojis from GetEmoji.com and depending on your email service provider,
you may be able to copy and paste them in.
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"Wait... Didn’t we alregady
cover the subject line!

Yes! We did. But what we're talking about here is the often
forgotten ‘second’ subject line.

When you look at your inbox you'll see just three things in each email.

Just Eat Were you happy with your order from Oriental Jade Cafe? - How was your takeaway?

sk

63

|1. From NameI ‘

n] 3. Second Subject Line L

Trainline Your journey to Haymarket (Edinburgh) tomorrow - Important last minute information for your jour|
Amazon Prime Now Your Amazon Prime Now order of "Kanex USB-C to Gigabit..." - Amazon Prime Now Order Confi

Jeremy Strong RESOLVED: Problems with audio and connection on some calls - INTERMITTENT CALL FAILUH

Ki Actlo April noticas JAELCOME BACK It is so nice to haveg be next few weeks
Getting Messenger subscribers @ou haven't set up any Growth Tools yet! Hey Cameron! Looks

Aynsley @ TaxGo Remember this7 - Back in the 1980's when flights to Europe €0 al nundred pounds?And then|
Aynsley @ TaxGo | don't believe this... @ - That's what business owners are saying when they come across an accoy
DJI Introducing the DJI Phantom 4 Advanced - A Perfect Entrance into Aerial Imaging View in Browse:
Christian Aid Meet Michael, our global neighbour - Easter Appeal: Michael's story No pictures? View this email of
Infusionsoft Tell us about your Customer Support experience - Hi Cameron, Thank you for being an Infusions
Disnex Store Your stteﬂ Offer Awaits at Disnex Store - Get your exclusive CODE now! | View Web Version DI

() From Name
#) Subject Line
) Second Subject Line 4= or ‘preview’

The Second Subject Line is the preview of the first few sentences of your email.
You can see them here when we look at the inbox:

The second subject line is critical to getting your email opened, and yet, so many people just
ignore what they use in their emails.

The most common ‘second subject line” in a marketing email is:

Weekly Newsletter - Having trouble viewing this email? View it in your browser.|

What an absolutely, totally ridiculous waste of space!
e [t does NOT compel you to open the email in any way.

e [t screams “I'm a mass mailed promotional email, please ignore me!”

(When was the last time you emailed a friend with that sentence?)
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The truth is, unless you're sending hard-coded emails to a
list where most of your recipients are using an incredibly
outdated email service (think PRE-Outlook 2003!), this
sentence is not needed.

And yet, not only do most people include it in their emails, but they give it pride of place right at
the top so that it's pulled in to the second subject line.

So let's look at some GOOD examples of second subject lines:

DEADLINE: Expires in 2 hours... - And I'm not kidding - you're going to miss out soon!

This 'second subject line’ complements the main subject line. It reinforces the message and
further compels you to click and read the email.

Here's another example:

Swipe our £12,849 Facebook Ad Template - Just copy and paste! It works in any industry.

This second subject line works because it overcomes two of the main objections people would
have when reading the main subject line.

"Swipe our £12,849 Facebook Ad Template" - the reason someone
wouldn't open this email is because they think “that’s going to take too much work” OR “that
won't work for my business/industry.”

This second subject line overcomes both of those objections and is therefore going to give us
more opens!
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So, we've covered the subject line, and the ‘second
subject line'...

..there's just ONE more thing that will affect whether someone opens or ignores your email.

1 ’
The ‘From’ name.
Just Eat Were you happy with your order from Oriental Jade Cafe? - How was your takeaway?
Todd Gross UPDATE: Easy Sketch Pro + **Designo Pro**.. Price goes up at Midnight EDT - Last week, | ask

Laura Newboult Italian-Style Bolognese (Ragu) - https://www.facebook.com/1614251518827491/videos/191723563

Trainline Your journey to Haymarket (Edinburgh) tomorrow - Important last minute information for your jour|

Amazon Prime Now Your Amazon Prime Now order of "Kanex USB-C to Gigabit..." - Amazon Prime Now Order Confi
Jeremy Strong QLVED: Problems with audio and connection on some calls - INTERMITTENT CALL FAILU
Kirsty Astley Aori &ys - WELCOME BACK It is so nice to have you all back on site. Over the next few weeks
Eyal from ManyChat

Aynsley @ TaxGo

Aynsley @ TaxGo = is... - That's what business owners are saying when they come across an acco

DJI Introducing the DJI Phantom 4 Advanced - A Perfect Entrance into Aerial Imaging View in Browse
Christian Aid Meet Michael, our global neighbour - Easter Appeal: Michael's story No pictures? View this email

Infusionsoft Tell us about your Customer Support experience - Hi Cameron, Thank you for being an Infusions
Disney Store Your Mystery Offer Awaits at Disney Store - Get your exclusive CODE now! | View Web Version D

The ‘from’ hame is WHO the email comes from.

You can see from the image above that people take very different approaches to their ‘from’
names. (Most people put no thought into them whatsoever!)

The key here is that people RECOGNISE who you are. We don't like to open emails from
strangers!

So once you choose your ‘from’ name it's best to be consistent with it.

We find the 'From’ name that gets the most opens is:

Nigel Botterill
Who'd have thought?!
Using a personal name as the ‘from’ name makes the email look and feel like a personal one

Using a company name screams ‘Il AM AN AUTOMATED PROMOTIONAL EMAIL' and will often
decrease your open rates.

If we're using a new name and want to avoid confusion then we combine the two:

e.g Jess at the EC

This can be a best of both worlds situation, because it remains personal, but also reminds
people where we're emailing from.




EMAIL
MARKETING
TRICK #9

TIMING
(AVOID THE PURGE!




16 | NINE “sneaky” tricks to TRIPLE your email conversions

What's the first thing you do in the morning?

If you're like 49% of people, you'll roll over in bed, grab
your phone and begin the daily ritual of PURGING THE

INBOX.

It's true, almost half of your audience is reading their emails first thing in the morning, in bed.

But guess what...

...they're not reading them to take action, to click through to your sales page, or even to read

your lengthy email.

They're doing one thing.

Purging.

Their fingers are swiping to delete
email after email, BUT there’s a simple
way to avoid your messages being
purged, deleted and unread.

Send them later in the day!

It really is that simple. Send your emails
later in the morning when people are
out of bed and in the office, or better
yet — send them in the afternoon.

REMEMBER:

all markets and audiences are

different, so the best thing to dois to
test what time of day your email list
responds to best.

©0000BT 7 3¢ 6:26 am 7 % 100% H

< Gmail Inbox Done

Friday
Unarranged Overdra...
hty of notice about

g. Is this email not

it in your browser. Your Flag
hse refer to the

er of this email for inf...

M 0

Delete

® Bluesmart Team
The Good, The Bad & The Alright:

Hi Cameron,

Last year, we ran more than 300 facegf

Avoid...
‘The PURGEY’

World's Most Comfortable Underwear and

Loungewear - MeUndies. Obsessed with the
@MeUndies Lounge Pants! Let's Get Comfy
ABOUT US | CONTACT US | PRIVACY POLICY ©...

® Amazon.com Thursday
Leave Packaging Feedback for your recent...
Dear Cameron, Thank you for your recent
purchase from Amazon.com! Did you know that
you can help improve Amazon's packaging by

Filtered by: »
e Unread D/
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The Magic number is: FoUR.

If you're sending an email and you want people to click
through (whether it's to a piece of content or a sales
page), you need to add a link. And from what our research
tells us, you should add at least four of them.

You can definitely add more but | wouldn't recommend any less.
So why four?
The truth is that people are unique, they won't all click for the same reasons.

By including more links (at different points in the email) you increase your chances of ‘catching’ as
many people as you can.
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Let’s look ot this exa,mPIe:

EXPIRES TOMORROW: | just wanted to let you know that this special offer expires tomorrow.

Go here and get it now. 1 LI n k 2
.

Your Business & Lifestyle Transformation Kit is available at an 83% discount... 4— LI n k 3

...BUT, only for the next 24 hours. < Li n k 4

Inside it you'll discover:

-

e The one small change you can make INSTANTLY in your business to grow your turnover LI n k 5
virtually overnight

e The SINGLE MOST IMPORTANT THING that you need to focus on as a business owner Ll n k 6
(this one might surprise you...) '\_//

.

e The SHORTCUT to super-charge your marketing efforts (especially if you're B2B) LI n k 7
—

e The ONE COST that you want to be as HIGH as possible (but which 98.7% of business Li n k 8

owners ignore SHtiraly
...and much MORE.

.
Get it here now (for 83% OFF!). Ll n k
— 9

PLUS you also get an entire year of p Circle ip included

free! (and by free | mean FREE - no recurring fees, no contracts, no monthly charges, nothing).
Enjoy,

Nigel Botterill

P.S - this special discount will expire in 24 hours time.

. .
Click Here to grab Your Business & Lifestyle Transformation Kit. & LI n k 1 0

Each link is appealing to a different type of person and a different reason why they might click.
Link 1: some people like to have a big image to click on, so we give them the chance early
on in the email.

Link 2: ‘Go here and get it now' We're being direct, telling them exactly what to do.

Link 3: '83% discount... This appeals to the people who are interested in the great discount
and savings available to them.

Link 4: 24 hours...’ This link is appealing to those who are more deadline driven.

Links 5, 6, 7 & 8: These are all bullet points of what the recipient will discover if they

invest in this product. We don't know which point they'll find most appealing and so we make
sure we link them all.

Link 9: ‘Get it here now’ Again, we're being direct — this time at the end of the email to pick up
anybody who read through the content and needs to be told what to do next (people like to be
told what to do).

Link 10: ciick Here to grab your Business & Lifestyle Transformation Kit This link is in the
PS. of the email to pick up the people who just skip straight to the end of the email (there’s
LOTS of people who do this!).

Obviously you don't need 10 clicks in every email you send...

...but as a rule of thumb: More Links = More Clicks

Speaking of links, le+'s wiove on to “sneaky’ +actic number 7.




™
[
=
M=

™ o
o
r

l

MARKE
TRIC

(9
=S
(@
m
%
<~J
SR

=
{

(¥




21 | NINE "sneaky” tricks to TRIPLE your email conversions

It is human nature to click a play button.

It's a fact of life. When you put a play button in front of
someone, every fibre of their being is telling them to click it!
This is a great way to get more clicks from your emails.

You can take a screenshot of the video and the inbuilt play button:

Our favourite play buttons to use in our email images are:

2 0

(You might recognise them, they're from Netflix, YouTube and Facebook — three of the most
popular video sites out there — so people are accustomed to clicking those buttons!)

Make sure you LINK the screenshot/image in the email.

There's nothing worse that a non-functioning play button!

»

Images are another great click-getting tool.

People click on pictures. So include them in your emails.
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BUT...

...if you want to get really smart with images in your
emails, and really boost your click through rates there's a
great tool we highly recommend.

It's called Niftylmages (niftyimages.com) and amongst other things, it lets you
add your recipients hame into an image.

SAY IT
ISN’T SO...
| CAMERON {

It involves a little technical wizardry but it takes just a few minutes and works a treat!
You build your image and generate a string of code which you then insert in your email.

You can be creative with it, put people’s names on an invitation, on a sign, on a piece of card
that you're holding, or like we did below — in a speech bubble.

This image received our highest EVER click through rate when we sentit:
And you can see why!
Obviously where it says Cameron, it would say YOUR NAME — crazy eh!

In the video we talk about our members, which is who this email went out to (so we weren't
lying!) — but we got huuuuge click throughs for us.

Let's talk about

Cameron...

BONUS: Members of the Entrepreneurs Circle can benefit from an exclusive
25% off Niftylmages subscriptions with our EC Deals (woohoo!).
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Staying on the topic of images and clicks — GIFs (used
correctly) can be devastatingly effective for your CTR.

By adding a bit of motion to your emails, you can grab attention, generate interest and most
importantly increase your clicks.

Use them to animate buttons, show more of a product or just catch people’s eyes.
Here are some examples we're using right now:

(I realise these GIFS are NOT moving, but I'll try my best to describe them to you! You can see
the moving versions of all these GIFs at: entrepreneurscircle.org/nine-sneaky-tricks-triple-
email-conversions)

FIFTY SHADES & || FITy SHADES £
OF MARKETING& | OF MARKETING &,

Book Your Ticket To The Book Your Ticket To The
'Hottest' Business Event Of The Year 'Hottest' Business Event Of The Year

Book Your Seat Book Your Seat

We used this GIF when we were selling tickets to our EC National Event a few months ago. It
was very simple, the red button flashed from red to blue — that's it.

It may be simple, but this flashing button increased our CTR by 22%.

This GIF was responsible for over 150
reviews for the Entrepreneurs Circle on
Facebook. The stars would light up one after
another to draw attention (and encourage a
high star review!).
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This is quite possibly the ‘sneakiest’ of all our email tricks.

It's not something you want to overuse. But if you need a high click through rate it's great to
whip out and deploy.

We call them ‘Imitation Surveys’ and they look like this:

How many times should you email your list?

Vote below:

Once a Week Imitation Survey

Twice a Week

Three Times a Week
Every Day

Now see the real answer in this video:

But all is not as it seems...

You see, this survey is in fact just a single image, and when you click anywhere on the image
you're taken to the same page (I told you it was sneaky!).

People like to have an opinion, and are therefore likely to click on a survey in an email.

Now you CAN get very fancy with this and build the email with different images and links that
actually segment your list using these ‘surveys.’

But the key is to make sure the message in the email transitions into the landing page.
You can't just have a survey and then ignore the fact you've sent them a survey!

In this example we were asking people which Facebook Ad image they thought performed
better before taking them to a video where we explain the answer and why.

(In case

you were
wondering, it
was the one on
the right!)

We're trusting you with this ‘sneaky’ trick...

...use it for good. Not evill And deploy it whenever you need a surge of clicks.




Phew!

Thot’s oll folks..

It's up to you now to implement these ‘sneaky’
tricks in your own emails (and watch your
conversions shoot through the roofl).

So whether you put an emaoji in your subject
line, send your email later in the day or even
create an imitation survey, make sure you take
action and swipe our ‘sneaky" tricks for yourself.

Z EntrepreneursCircle



