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What is your lead magnet/freebie about? 

What pain points does it solve/help with? 
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Look back at your surveys and pick out any key language that
relates to your freebie that you could use on your landing page.

Keeping the focus!



Remember that when people click through to your landing page
from social media etc. you want them to sign up!! 

 
Make sure the wording is juicy enough so they want to enter their

name and email and get your freebie. 
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List the benefits of the benefits they will get from downloading your
freebie:

What did you call your lead magnet? 

Write a catchy headline for your landing page: 

Do you have a high-resolution image to use for your lead magnet
and landing page? If not, where will you get one from? 



Sales Funnel
It's time to write your 5-6 emails for your sales funnel. Don't let your

brain freak out over this. This is *just* 6 emails. You could write
them in a day or a weekend. They don't need to be long.  

 
Turn off all distractions, take a deep breath and just go for it. You

can edit and tweak afterwards. DONE is better than perfect!
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DAY 3  = More amazing tips  
 

Juicy secret email - more value! 
 

Share the secrets (top tips) focusing on helping one of their pain points. 
 

P.S. Tell them you'll be sharing some common misconceptions/problems
related to_____( what you'll be selling)! 

DAY 2  = Show you're the expert 
 

High-value content email again! 
 

Share a bit about your story, why you do what you do and give them
some more free, valuable content.  

 
Also make sure they've looked at your freebie you sent them yesterday! 

 
P.S. Tell them to keep an eye on their inbox for a juicy secret you'll be

revealing.  

DAY 1  = Welcome email.  
 

Send them a welcome. 
 

Give them what they asked for - the freebie you promised.  
 

Introduce yourself (briefly). 
 

Add a P.S. 
 For example: P.S. Look out for my top tips on ____  



Sales Funnel
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DAY 4  = Social Proof 
 

Share common misconceptions. 
 

Testimonials / Social proof 
Showcase current or past clients saying how awesome you are. 

 
Add a P.S. telling them to hit reply to get in touch so get these results for

themselves or add a link to the sales page on your website. 

DAY 5  = Sell! 
 

This is a sales pitch email. Do not be afraid to sell! 
 

Share your service/package and its value (how THEY can get the
'benefits of the benefits'). 

 
Share HOW to purchase it too - make it very clear.  

 
P.S. Remind them of a pain point you'll solve and/or the time limit. 

(OPTIONAL) DAY 6  = Are you in or are you out? 
 

Remind them of limited time to take you up on your offer! 
 

Positioning emails: do it now, take action, enough is enough of
____(pain point), etc. 

 
Remind them of the benefits of the benefits.  

 
P.S. Tell them this offer/price goes away today.  



What is the aim of these emails? 
What do you want your subscriber to do (the call to action) by the

end of the series?
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Copy and past from MODULE 4 the benefits of the benefits they will
get from working with you/this specific service or package:

Is there one service/package that you'd like to get them to purchase
first? If so, this can be your main focus and the call to actions: 



Create the FIRST EMAIL that your potential client will get when
they opt-in to your free offer (see my crib sheet above to help)... 
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Create the SECOND EMAIL that your potential client will get  
(see my crib sheet above to help)... 
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Create the THIRD EMAIL that your potential client will get 
(see my crib sheet above to help)... 
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Create the FOURTH EMAIL that your potential client will get  
(see my crib sheet above to help)... 
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Create the FIFTH EMAIL that your potential client will get. This is
normally a sales pitch that also gives them ONE call to action  

(see my crib sheet above to help)... 
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Create the SIXTH (OPTIONAL) EMAIL that your potential client will get.
This will be a reminder that your offer ends soon 

(see my crib sheet above to help)... 
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ADDITIONAL EMAILS (OPTIONAL) 
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How do you feel about your sales funnel? What do you still need to
put in place? What are you still unsure of? What do you need to

figure out?
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NOTES 



Copyright Emma Ward 2018. Not to be distributed. 
 
 

These materials are owned and copyrighted by Emma Ward. As a condition of accessing and
viewing the materials, you agree to limit your access and viewing to its intended use (i.e., for

your own personal education and training). You are strictly prohibited from a) using any of the
materials in an unauthorized manner; b) sharing any of the materials with any other person or

entity; c) copying or recording any of the materials; and d) disclosing, distributing, or
otherwise disseminating any of the materials to any other person or entity. 

http://www.emma-ward.com/work-with-me

