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Welcome!

Hi there and welcome to The Email List Building Playbook. In this guide I have complied some of the best tips and strategies for building a profitable email list that you can market anything and everything you want to. I encourage you to print this guide out, sit down with a notebook, and take notes on anything that sticks out to you. Then take your notes and decide what you want to implement in your own email list building strategy.

An email list is THE most profitable thing you can build for your online business, so take your time with what I'm about to share with you and go use it!

Let's get started…

Note: If you would like to learn tons of traffic and online marketing strategies in a hands-on way, I highly recommend that you get all the workshops from LearningIM.com at Your LearningIM.com Full Workshop Bundle Lifetime Offer Affiliate Link


The Definitive Answer To: What Is Email List Building?

You’ve probably heard marketers say, “build a list” or “the money is in the list”. And that’s probably lead you to wonder what in the world they’re talking about. They’re talking about one of the most powerful marketing tactics ever and one that can be used by just about anyone!

What is this tactic?

Email list building!

Email list building is when you collect the email addresses of those who want to hear from you via an email list management service or software. This can be done on your website, your social media channels, or anywhere else you “do business” on the Internet. You can do this as a business owner (online or offline), as an artist, as an influencer, etc. Basically, anyone that has something to say and/or sell can build an email list that they email whenever they want with anything they want. 

Have you ever put your email or name and email into a form on a website and started getting emails from that website? Well, that’s email list building being used by the site owner and it's one of the most powerful and profitable things you can do for your business. 

To help you further understand exactly what email list building is and why you should be implementing it here are a few scenarios of email list building in action!

Email List Building Scenario #1: Physical Product Store

In this scenario let’s say someone has an online store that sells physical products. They could have a pop-up that comes up when someone visits the site offering them a discount in exchange for their email address. This would build the store owner a list of people who are interested in what they have to offer. They could then email that list about special offers, new products, etc. 

Email List Building Scenario #2: Digital Product Seller

Another scenario here… Let’s say someone is in the survival niche and they have a blog where they post information about their niche and also point people to digital products that they sell about survival. They could create a free survival checklist and give it away to anyone who visits their blog and signs up for their email list. Just by creating an opt-in form on their blog sidebar with this offer they could build an email list from all the traffic that they get to their blog. They could then email that list when they post new content to the blog, information about their digital products, and even things that they’re an affiliate for. Basically each time they send an email they could be making money! 

Email List Building Scenario #3: Influencer

And now the influencer scenario! Let’s say someone is an influencer on Instagram for the world travel niche. They could have a link in their bio that they constantly tell their followers about via their content and posts. That link could go to a lead capture page where the followers can sign up for updates from the influencer. This would give the influencer another way to reach out to their followers other than just by posting on Instagram. This is good for many reasons, but mainly as an insurance policy. What if that influencer wakes up one day and Instagram has decided to delete their account? Game over for that influencer! It has happened and happens all the time. If the influencer has an email list, they can simply setup a profile on a different social media site and bring their following there. 

I’m giving you this scenario, so you can see just how powerful email list building can be even outside of just emailing offers to your audience. In this scenario having a list could even save a business. 

Email List Building Scenario #4: Live Events

One last scenario here… Let’s say someone is doing a live event where they bring in a bunch of speakers on a topic. You’ve probably seen these before and they do them in several different niches. The self-help niche probably being the most popular one that these are done in. The event coordinator could of course add people to an email list when they buy a ticket to the event, but what about all of those people who don’t sign up? 

With a simple popup with a free offer on the topic of the event being offered in exchange for the website visitors email address they could build an email list to email those people repeatedly to encourage them to buy a ticket to the event. It is said it takes a prospect 7 times (on average) to see an offer before they actually buy, so this could be a great way to get more people buying tickets. Without this email list building strategy, most of the event coordinators traffic generation efforts would be lost because only about 1% of people who come to the page will even buy the tickets. So, in this case an email list could add a lot of money in ticket sales! 

Now for each of these scenarios there are many other email list building strategies that could be used for each one, but I just wanted to give you one example per scenario to really help you understand exactly what email list building is. You need to see how powerful this can be for your business. According to DMA Marketer Email Tracker, for every $1 spent on email marketing and list building, the average expected return is $42! There’s not many other strategies that even come close to this!

Okay, are you ready to get started with building your own email list? Well, while there is a lot that goes into it, you can easily get started by finding an email list building service (such as Aweber), creating something that your target audience will want (something free, a discount, etc.), and putting a form to collect the email of the user on your website or social media channel. From there I highly recommend you start studying more about email list building because there’s a lot more that goes into it, but hopefully this quick tutorial and the scenarios above have gotten you excited enough to start your profitable journey!


The Complete Guide To Email List Building

Email list building is a strategy you use to collect email address from those who come to your website or any Internet "property" where you can put an opt-in form on. Online (and offline) business owners can use email list building to build a database of prospective clients. They can then email this database anytime they want with anything they want. Things like company updates, special offers, new offers, new content, etc. Email list building is a vital strategy because it's "on demand" communication with people who are interested in what you have to offer. When someone comes to your website and uses your opt-in form to get on your list, they are telling you they are interested in your information and what you have to offer. There aren't many other marketing strategies that can compare to the power of email list building!

Another reason email list building is so important is because you own that email list and have total control over it. It doesn't matter if the search engines change their algorithms or if a social media site changes their rules and/or limits/bans your account. You will always have your email list that you can email. Even if you are using a managed service like Aweber to build your email list. You can always download the leads in your email database and take them wherever you want.

However, email list building is not an easy strategy. Nothing that works this powerfully is going to be easy. But if you have patience and a strategy all the time and effort that it takes will be more than worth it! Just this little fact from dma.org backs up my statement of email list building being more than worth it. "For every $1 spent on email marketing, the average expected return is $42. In comparison, PPC advertising yields $2 for every $1 spent."

And speaking of numbers email list building is one of the easiest tactics to track also. You can track things like how much traffic your lead capture page gets, how much your other opt-in forms on your website gets, conversion rates (how many people opt-in at your lead capture page or how many people buy a product after the opt-in), and so much more! Being able to easily track things makes it easier to see what is and isn't working. You can put all of your time and money only into what's working in your list building strategy.

So, with all of this said, let’s jump into how you can get started with your own email list building strategy. Here are the components that every email list building strategy must have!

Component #1: Lead Capture Page

Having a page on your website that is devoted solely to building your email list is the first component you should create. You can use this in any way you want to build your list. Offer a lead magnet, notifications offer, discount offer, etc. Whatever your business needs and goals are will depend on how you create this page and what you offer, but it’s sole purpose as I said needs to be to get people onto your list.

Component #2: Traffic

Once you have your lead capture page ready then the next step is of course putting people in front of it. You need to get traffic to your lead capture page or no one will every get on your email list.

There are many ways to drive traffic to your lead capture page. You can use paid traffic, SEO, organic social media marketing, and the list goes on and on. Pick one traffic strategy to start with and if it works for you keep using it and add other strategies for more traffic. You can see what is and isn’t working for you using the next component.

Component #3: Tracking

This is a component that many never add into their email list building strategy and when you don’t have this component you’ll never know what is working for you and what isn’t. This could lead you to wasting a lot of time and money. Find a tracking solution like Google Analytics, and get it setup so that you can track how much traffic your lead capture page is getting, from what sources, and how much of that traffic actually opts-in to get on your email list. You may find other variables you want to measure also, but these things are the essentials.

Now I want to give you a few “optional” components. While these are optional components, the more of these components that your email list building strategy has, the better!

Component #4: Multiple Lead Capture Pages

With most online businesses you wont just have one lead capture page. You can create multiple lead capture pages offering different things to get people on your list. By doing this you can build a huge database of email addresses who are all interested in your business and/or the topic of your business. When you use tracking you can also see what lead capture pages work best for you and put more focus on getting those lead capture pages more traffic.

Component #5: Multiple Lead Capture Forms

There are more ways to build your list than just lead capture pages. You can use lead capture forms in many ways. You can use lead capture forms to use “content upgrades”, “content locking”, pop-ups, scroll/notification bars, put them on the side bar of your blog (or in any other spot of your blog/website), within gamification strategies, and the list goes on and on and on. Study email list building strategies regarding lead capture forms and you’ll see there are hundreds of ways that you can use them to always be encouraging your traffic to get on your email list.

Now what I’ve giving you here is a complete guide on building your email list. However, each component needs to have its own strategy that you personally create based on the goals of your business. Start with the first component and get it created for your business, and then move through each of these components until you have a list building strategy that is working well to build your email list!

Note: If you want to jump start your list building right now, I highly recommend you grab your spot in The List Building Kickstart Workshop at Your The List Building Kickstart Workshop Affiliate Link


Essential Tools You'll Need For Building Your Email List

If you’re just starting on your journey to building your own email list, you might be feeling overwhelmed and have absolutely no idea where to start. I get it! I’ve been there and done that. The key is to start with the tools you need for building your email list, and then you can worry about tactics and techniques and getting traffic and the other 10,000 things (maybe not that many) you need to know. If you don’t have the right tools and setup then there’s no reason to worry about the rest of the stuff, right? So, in this short guide I want to shoot you straight and give you just the tools you need to get started.

List Building Tool #1: Autoresponder Service

The first tool you must secure is a good autoresponder service. This is what will capture and house all of those people’s email addresses that get on your list. It will allow you to manage their email addresses, send automated follow up emails, and also allow you to send an email to your list(s) whenever you want.

Sidenote: Notice I just said list(s). That’s because as time goes on you’ll probably have different email lists for different things in your business. Or not. But, for now just focus on that one list.

I want to give you a big warning here because your email list is going to be a very valuable and essential asset in your business. Do not go for the cheapest or even a free autoresponder service. Look for one that has the functions you need and is reliable. Also, don’t try using a software that you install on your own domain name. There is a lot of management that goes into using those and if you’re new you could find yourself with a big list that never gets your emails delivered to them because you haven’t managed things properly.

My biggest autoresponder service recommendation goes to Aweber. They have been around for decades now, they’re easy to use, they have lots of tutorials on how to use their service, and they have a great support team to help you.

Do not skimp on this tool! It is a vital tool. It’s what will bring you the most money and it’s incredibly important that you start with the right one from the beginning because moving your email lists to a new service isn’t an option and if it is, it can be a very hard option where you could lose a lot of your list.

List Building Tool #2: A Website

There are many ways for you to build your email list. Basically, anywhere you can copy and paste the opt-in form code from your autoresponder service you can use that to build your list. But if you’re not putting your opt-in forms on your own website then you are at the mercy of the owners who own where you’re putting your opt-in form. So, you need to have your own website where you build a page(s) that allows you to create lead capture pages.

Lead capture pages are pages where you place your opt-in form along with any text that persuades the visitor into giving you their name and/or email address. There are many tactics for this, and they are often called different things (like squeeze pages), but as I said above. Focus on your first list and I recommend building a lead capture page for that first list.

There are many tools out there that will allow you to build lead capture pages and they charge you a monthly fee. There are many tools out there that will allow you to pay a onetime fee, and of course I recommend the onetime fee option to save some money.

A great tool to use for building lead capture pages is OptimizePress. It’s a WordPress (which is a popular blog and website building software) plugin that gives you several lead capture page templates that you can easily edit to your own needs via their drag and drop interface. 

This is the tool that I recommend, but you can do some research and find the best lead capture page builders for your needs. My advice is to pick one and only stick with it. There’s no need in “tool hopping”. Once you find something that works stick with it. You’ll save a ton of time and money by following this piece of advice.

List Building Tool #3: Opt-in Form Tool

Now there are many ways other than a lead capture page to build your email list. You can use pop-ups, slide in forms, in-content forms, chat bots and other interactive content, content lockers, tool bars, and the list goes on and on. You’re going to want to look for a tool that does multiple things.

For example, Thrive Leads allows you to create all kinds of opt-in forms on various parts of your blog and website pages. Using it you can create pop ups to build your list, in-content forms in your blog, opt-in forms for your sidebar of your blog, and so much more. It’s a tool that does so much and when you’re looking for an opt-in tool to build your email list(s) in multiple ways this is what you need to be looking for.

List Building Tool #4: Tracking Tools

Tracking your efforts with email list building is another essential part of all of this. You need to track your advertising, but also your email open rates, click-through rates, your opt-in forms and lead capture page metrics, and more.

A good autoresponder service will allow you to track your email open rates and click-through rates in your emails, but you will need something else to track other metrics. 

Tools like ClickMagic and/or Google Analytics will allow you to track many things outside of your emails that also go hand in hand with your list building efforts, so make sure you have the tool you need to track everything so you can see what is and isn’t working. 

The tools I’ve told you about here are all you need to get started. As your list grows, as you get more knowledge and learn more strategies and techniques you might find that you need more tools, but for now this will more than get you started.

Do your due diligence and research your options, but as I said above. Do not be a “tool hopper”. Don’t buy a bunch of tools that you don’t need right now or possibly will never need or use. You will waste valuable time and money. Your real focus needs to be on getting started and building that email list! So get started by picking a good autoresponder service, building your first lead page, and driving traffic to it. Next, start placing opt-in forms everywhere you can on your site (don’t go too crazy, because you don’t want to annoy your visitors), and before you know it you’ll have a list building machine that grows your email list for you. 


How To Create A Lead Magnet To Build Your Email List

If you’re looking for ways to create a lead magnet to build your email list then you’re definitely on the right path in your list building journey! Lead magnets are great to use on squeeze pages to get people to opt-in to your email list! But your lead magnet absolutely must be something your target audience wants. Something that they would probably pay for in order to get their hands on. Yes, it must be that good, or people are just going to click away from your squeeze page and probably be gone forever. 

In this tutorial we’re going to cover how to create a lead magnet that actually gets people to opt-in to your list, and also the different types of lead magnets that you can create. First let me give you some tips to keep in mind when you’re creating your lead magnet!

Tip #1: When you start thinking about what lead magnet to create you need to think about what your target audience wants or needs. What problems do they have that you could solve for them? What topic do they want to know about? You can figure this out by looking at your target audience on social media and what they are talking about, or by doing some keyword research. Take that information and create your lead magnet.

Tip #2: Be specific. You can create several lead magnets, so get really specific with your lead magnet and who it’s for. For example if you’re in the self help niche your target audience probably has all kinds of wants and needs, but if you’re selling a product on how to be more happy in life, then you’re going to need to create a lead magnet that is ultra specific to that topic. 

Tip #3: When you’re trying to build your initial email list keep your lead magnets quick and easy to consume. When a lead doesn’t know who you are or how you can help them, they’re not going to give you much attention. But if you can quickly and easily give them a result, they’ll pay attention to you when you pop into their email inbox!

Tip #4: Depending on the lead will depend on the lead magnet you want to offer them. For example, if you’re creating a lead magnet to get people interested in a high-ticket offer you have, you may want to create a lead magnet that goes into greater detail and offers a lot of information. The opposite of the above tip. 

Tip #5: Whatever kind of lead magnet you choose to create make sure that it looks professional and that you use a nice design that grabs people’s attention. This often gets missed, but the “experience” the person has also has a big effect on how they interact with you. Now with online services like Canva it’s easy for anyone to create lead magnets that are gorgeous, and if you can’t do that you can at least hire someone to do it for you. It’s that important!

Tip #6: As I said above you can and should create multiple lead magnets, so always be on the lookout for more lead magnet ideas you can use to build your email list even bigger or build an email list for a different goal or funnel.

Tip #7: Think outside of the box! Everyone and their dog are giving away free ebooks. If you do the same thing how are you going to stand out in the crowd? Look at what others are using as lead magnets in your niche and do something different!

Tip #8: This should go without saying, but you should make it super easy to get and consume your lead magnet. If you ask for too much information, if you make people jump through hoops, etc. your lead magnet will never do it’s job, so make sure it’s a “straight shot” for people to get right to your lead magnet.

Tip #9: Sell from within your lead magnet. Now I’m not saying to post ads and links all over your lead magnet, but if you have things you want people to buy from you, you can offer them in your lead magnet. Make sure whatever it is that you’re selling from within your lead magnet aligns with why the person opt-ed in to get your lead magnet, but you most definitely want to be selling in your lead magnets.

Tip #10: Don’t be afraid to give too much. What I mean by this is don’t hold back your best ideas, information, resources because you feel like you wont be able to make money from the person who opted-in for your lead magnet. Now I have said for the most part your lead magnet needs to be quick to digest, so you don’t want to give too much, but never hold back your best. Your lead magnet’s job is to “wow” the person who is consuming it.

Tip #11: My final tip here is to always be listening to those who consume your lead magnets so you can work to make them better. Once you have an amazing lead magnet your list building will be so much easier and you’ll get much better results. Once someone has downloaded your lead magnet follow up with them for feedback. Put your lead magnet in front of people (for example your mastermind group or your peers) and ask for their feedback and see what you can do to make your lead magnet better.

Now to wrap this all up here are a list of the type of lead magnets that you can create. Take a look at this list and see which type would be best for your next lead magnet.

App
Assessments
Audio Book
Best Of XYZ
Class
Calculator
Calendar
Community Access
Challenge
Case Studies
Cheatsheet
Checklist
Consultation
Collection Of Quotes
Discount Code/Coupon
Event Tickets
Email Course
Free Design Elements
Free Trial
Group
Generator
Handout
Infographics
Interviews
Mind Map
Membership
Planners
Printable
Prompts
Presentations/Slides
Quote
Reports
Recipes
Routines
Resource List
Sample
Script
Sales Material
Study Guide
Short Ebooks
Swipe File
Spreadsheet
Summary/”Cliff Notes”
Tutorial
Templates
Toolkit
Vault/Library
Video
Video Transcripts
Waiting List
Webinars
White Papers

I’ve given you a lot of information here, so take what you’ve learned in the tips section, get an idea for what your lead magnet will do to help your target audience, pick the type of lead magnet you will create, and go continue with your list building journey!


How To Create A Lead Capture Page To Build Your Email List

There are many ways to build your email list. Lead capture pages, squeeze pages, social media posts, and the list goes on and on, but what is the one thing they all have in common?

They are all trying to persuade the viewer to give you their email address. Period! That’s it!

Bottom line when you’re building your email list you absolutely must have the skill of writing persuasive words (often called copy) that get people to give you their email address. If you don’t possess this skill or have the funds to hire those who do you are done before you even get started. All of your list building efforts are for nothing if the words on your page/post don’t persuade the viewer to opt-in to your list. 

Because lead capture pages (sometimes called squeeze pages) are where you should be driving most of your traffic, I’m going to give you a short little crash course here on how to write persuasive copy that gets people to actually opt-in and get on your email list. Here are all the components that make a great lead capture page:

The Headline: 

This is arguably the most important part of your lead capture page. Your headline must stop people from clicking away and grab their attention and you have about 3 seconds to do that. You can do this by making a promise of a certain outcome. What will be the result the person gets when they opt-in and consume your lead magnet? Describe that in an exciting and time sensitive way and you’ll stop people and bring them to your… 

The Pitch/Offer:

Whatever your lead magnet is you need to “pitch” it to your viewer. Let them know the benefits they’ll get by opting-in and consuming it right now. This is another crucial part, and your copy need to be all about your viewer and the benefits they will get by getting your lead magnet. 

The Call To Action:

Now craft a call to action that tells people exactly what to do and reiterates the benefits they’ll get by taking action. People will not automatically do the obvious thing, so you’ve got to tell them exactly what to do and exactly what will happen when they do it.

Here’s an example… “Enter your name and email in the form below and I’ll send XYZ straight to your inbox so you can XYZ today.”

The Opt-in Form:

Your opt-in form is something that most people overlook when creating their lead capture page. There are some tactics here that you need to implement. 

First make sure you explain that you don’t SPAM or sell their information (if you don’t). Also, don’t use generic phrases like “Signup For Updates” or “Subscribe” or “Signup For My Newsletter” on your opt-in button. Use a strong call to action to get them to push that button and opt-in.

The Social Proof:

Social proof are things like big authority figures who have talked about you, places you’ve been published, how many subscribers you have, how many downloads you have, and testimonials. It’s a proven fact that social proof on your lead capture page will make it convert better. That means more subscribers, so don’t skip this!

Now if you’re just getting started you might only be able to use testimonials and that’s ok. Just find a few people who have used your lead magnet and benefited, read your content and benefited, etc.

Those are the basic components that your lead capture page should have, and you need to get really good at creating each one of them. Study the creation of each component. Google and YouTube both have a ton of information on this topic, and when you group study with practice you’ll see that you get better and better at creating each component. 

Now to wrap this up, here are a few tips to keep in mind when building your lead capture page:

Tip #1: It’s very important that you keep your lead capture page quick, simple, and easy! Use the least amount of copy for each component that you can. Just get to the point and make it all about the benefits the user will get. Also, make it super easy for the viewer to opt-in. Request as little information as possible.

Tip #2: I have seen some horribly designed lead capture pages in my time and I never even read the headline which means I never see what they are offering. I simply click off the page and I’m gone forever. Create a clean design for your lead capture pages and I suggest using templates from a page builder or even hiring a professional to create your squeeze page for you. Don’t waste your time driving traffic to a lead capture page with a poor design because you’ll be wasting time and money.

Tip #3: Make sure that you have removed all distractions for your lead capture page. Legal document links in your footer are fine, but there should be no links or ads to anything else. Your copy and your opt-in form with limited graphics is all you need to have.

Tip #4: If your lead capture page is designed for it then use multiple opt-in forms. You need to have one “above the fold” and one near the bottom for those who scroll straight to the bottom of pages. You’d be amazed at how many people hit a page and go straight to the bottom.

Tip #5: This is a great tip, so don’t miss this. For those who try to leave your page have an exit intent pop-up that comes up and offers them your same offer, but in a way that makes them feel like they will miss something if they don’t opt-in right now.

Here’s an example… Wait! You Don’t Want To XYZ? If you leave now you’ll never be able to XYZ, so grab this now.

Now I’m writing something very generic there, but you get the point. Like I said, don’t miss this tip because it could send your conversion rates through the roof!

Now with all of this information I’ve just give you, you’ve got a good start! But I highly recommend two things:

Recommendation #1: Never stop learning how to write copy for your lead capture pages. Study everything you can get your hands on about the topic. You need to master each of the components I’ve talked about here. 

Recommendation #2: Hire people who are proven to be good at writing copy for your lead capture pages until you can master it yourself. 

Between being able to write copy that persuades people to opt-in to your list and driving targeted traffic to your lead capture pages there is nothing more important when it comes to email list building. I can’t stress this to you enough. So, take what you’ve learned here, hire experts to help you when you can, and never stop studying because this is the one of two skills that hold the key to your success with email list building.


9 Free Email List Building Strategies

Email list building is a strategy game. You’ve got to have multiple strategies that you’re using, testing which ones work, and then using what works the best for you and your business. In this tutorial I’m going to give you 9 free email list building strategies that you can start using to see what works for you. 

Email List Building Strategy #1: Let’s Play A Game

Gamification is when you design something that allows your website visitor to interact with your website in a way that is like playing a game. When they interact they get some kind of reward. Some examples of gamification for email list building are spin-to-win or wheel of fortune type apps, surveys, quizzes, virtual scratch off tickets, tests, etc.

Email List Building Strategy #2: Have A Referral Program

People love to tell others about things they love. So, if someone loves being on your list because of what you offer then they’ll probably tell others about being on your email list. A great way to really encourage your current subscribers to do this is to give them rewards for referring others to your list. You can do this by paying them or giving them points to redeem things they would normally have to pay for.

There are several apps that will allow you to do this. Do a Google search, see what your options are the best for your business and start your own referral program for your online business.

Email List Building Strategy #3: Offer A Content Upgrade

A content upgrade is offered in a piece of content you have on your blog. You can offer an upgrade to it to entice the reader to get on your email list. 

Here’s an example: You have a great piece of content about building an email list. You could have an opt-in form where the reader could enter their email address and get the video tutorial version of it.

There are many different types of content upgrades you can offer, and I recommend doing one on every piece of content you post. The more opt-in forms you have the more leads you can get!

Email List Building Strategy #4: Have A Contest!

Having a big contest is a great way to build your email list. What is something your target audience would love to win? Once you have that in mind and you can actually provide it to them setup a content where those who opt-in to your email list can win it. There are so many ways you can do this, but I recommend looking at apps and tools that will allow you to run contests and then develop your idea from what those apps and tools will allow you to do.

Email List Building Strategy #5: Strategic Discount Codes

We all love to save money and studies have proven we have no problem giving up our email address to get a discount. But to go one step further you could add a discount code on your checkout page and have the viewer opt-in to your email list for it. Not only will this build your email list, but if someone is on your checkout pages, they are a red-hot lead who may be teetering on buying. This could be the thing that pushes them over the edge and makes them buy! Also, by getting them on your email list at this point if they abandon their cart you can pull them back in and a lead that has made it this far is more likely to actually come back and buy!

Email List Building Strategy #6: Exit Intent Pop-Ups

If someone is about to leave your website and they’ve taken no action you’re probably going to lose them forever. With an exit intent pop-up with a good free offer you could get them on your list and market to them in various ways. Most people think they’ll remember to come back to a website, but 99.9% of the time they don’t. Your job is to create an offer that’s so amazing that they can’t help but give up their email. 

Email List Building Strategy #7: Presell Notifications

Have a lead capture page and/or opt-in form that offers presell notifications is a great way to build a list of hot targeted buyers. They know you have things for sale and they want to be notified when they can buy them. That’s them telling you to sell them something.

Depending on what you sell will depend on how you create these but using scarcity to get them to opt-in is a great tactic to use with this tactic. If they feel they will miss out not only will they want to jump on your list, but when you email them they will be a lot more likely to open your emails!

Email List Building Strategy #8: Multiple Strategies For Ecommerce Stores

If you own an ecommerce store, then there are multiple strategies that you can use with lead capture forms on your site in various areas of your site. In the above tip I talked about presell notifications and you should use that too, but you can also use tactics like cart abandonment strategies, collection updates (if you sell collections of things), back in stock notifications, and many more. It’s vital that your ecommerce store take advantage of all the lead capture form strategies you possibly can.

Email List Building Strategy #9: Use The Free Account Strategy

A great way to build your email list is to give people a “free account” on your website. This account will give them access to freebies, discounts, and anything else you want to give them to help market your business. When they signup for their free account you can add them to your email list. This has a very high perceived value and will be a great incentive to get people on your list. 

As you can see from the strategies I’ve given you here, you’ve got to have an email list building strategy made up of many strategies. I do recommend you start small. At least have a strong mail lead capture page for your business and drive traffic to it. Then add more strategies as time goes on, keep up with your strategies and see what is and isn’t working, and of course use more of what is working. But it all starts with your first main strategy!


How To Use Social Media To Build Your Email List

When you boil email list building down, it basically consists of two different things: Creating things (lead capture pages, opt-in forms, lead magnets, etc.) that build your list and driving traffic to those things. In this tutorial we are going to focus on the latter. And we’re going to get super focused and talk about one big tactic when it comes to driving traffic. Social media marketing!

Social media marketing is when you use social media sites that already have traffic and get your posts/ads in front of that traffic. Specifically, the traffic they have that is interested in what you have to offer. For example, if you’re in the gardening niche you will be targeting the traffic that social media sites have that are interested in gardening. It’s not like you’re trying to get everyone on Facebook to come to your site because not everyone will be interested in gardening.

Now before we get into the how let’s get into the “which”. Like which social media sites should you be using to drive traffic to your lead capture pages. Yes! This is the first thing you need to determine because not every social media site is going to have your targeted audience. You can determine if a social media site has users in your target audience using the following tactics:

Tactic #1: Start by searching for your audience on the actual social media site. Use keywords and see if there are people talking about your niche and related topics. 

Tactic #2: Using the search function again in the same way look to see if there are people who are running ads for your niche. If people are spending money on advertising you can almost guarantee that your target audience is on that social media site.

Tactic #3: What kind of content do you create? Different social media sites like different types of content. For example, YouTube is all videos, so if you don’t create videos, it’s not going to be for you. Research which social media sites use the type of content that you create and forget the rest. If you don’t create a certain type of content there is no reason to pay any attention to social media sites that focus on that kind of content.

Now use those tactics on the top social media sites to find your target audience and best fit for your business. Here are the top 10 social media sites that you can use in your email list building efforts:

Facebook
Twitter
LinkedIn
YouTube
Instagram
TikTok
Pinterest
Reddit 
Tumblr
NextDoor

Of course, there are many more out there that you can research, but I’m just giving you the top 10 here.

Now once you determine which social media sites have your target audience on them then it’s time to decide which one you want to start with, and I can’t stress this next part enough. Start with one and only one. 

Once you pick the one you want to start with, you have another decision to make. Are you going to use the paid advertising that the social media platform offers or are you going to use organic marketing?

If you’re going to use the paid platform the social media site offers, then you will want to start by learning how to use it. Don’t go in blind! You want to educate yourself or hire someone to manage your ads for you. There is a sharp learning curve for paid advertising platforms on social media, so don’t skip this part.

If you don’t have the funds for the paid platform then you will have to go the “organic” route and that’s ok because it can be just as effective but will take more time.

Again, you will start by learning. Learn how the social media site that you’ve chosen works and how to get started using it. Once you have some knowledge and you’re setup properly on the social media site then start creating content for it and building your following. You will have to research how to do both of these things in a strategic way so that you’re not wasting time on what doesn’t work, but here are some tips that will get you started on just about any social media site.

Tip #1: Create An Optimized Profile

On most social media sites, you will create a profile and that’s where your content will be posted. Make sure that you create an optimized profile that tells people exactly what you do and how your profile and your content will help them. If you can put links to your website, make sure that you put a link to your lead capture page. Spend some serious time creating an optimized profile because it will be the biggest part in you building your following and getting that following to your lead capture pages and other opt-in forms.

Tip #2: Create Great Content

The easiest way to create great content that gets you followers and people clicking is to research what others in your niche are doing. Analyze the content they create that gets a lot of engagement and use that for ideas for content that you create. I do not mean copy them, but you can definitely get ideas from them.

Another tip on content creation: Every single piece of content you create needs to have a goal. That can be to get people to your lead capture page, to a piece of content that gets people to your lead capture page or an opt-in form, or to grow your following on that social media site. 

Tip #3: Interact And Engage With Others

It’s called social media because it’s a “social thing”. You have to interact with others and depending on the social media site will depend on how you do this. Things like post reactions (liking the posts), commenting, sharing, etc. are all examples of engaging with others. The more you do this the more you will be seen which in turn will build your following and get the content you create seen!

Once you get one social media site working for you and you have time to add another one then I recommend you do so, but don’t try and do more than one at a time or you will drive yourself mad and not see much in the way of results.

I know I just gave you a lot of information to digest here. Social media marketing is a big traffic tactic, but it works very well when you do it right. To sum everything up for you here is what you need to do to get started. Begin by researching what social media sites will be right for your business and decide if you’re going to use paid advertising or organic advertising on them. Start with one, learn how everything works, and start using it. When you see good results then add the next social media site that has your target audience on it into your marketing plan. Follow the advice I gave you here and you should see great results for your email list building!

Helpful Resources: I want to recommend a group of workshops that will teach you how to use many different social media sites correctly. By going through these workshops, you will know exactly how to use each of them, how to get setup on each of them, and how to use EACH to get the website traffic that you need! 

They are:

1. The Facebook Traffic Takeover Workshop - Your The Facebook Traffic Takeover Workshop Affiliate Link

2. The YouTube Traffic Takeover Workshop - Your The YouTube Traffic Takeover Workshop Affiliate Link

3. The Instagram Traffic Takeover Workshop - Your The Instagram Traffic Takeover Workshop Affiliate Link

4. The LinkedIn Traffic Takeover Workshop - Your The LinkedIn Traffic Takeover Workshop Affiliate Link

5. The Twitter Traffic Takeover Workshop - Your The Twitter Traffic Takeover Workshop Affiliate Link

6. The Pinterest Traffic Takeover Live Workshop - Your The Pinterest Traffic Takeover Live Workshop Affiliate Link

And remember if you get the entire LearningIM.com Full Workshop Bundle Lifetime Offer you get ALL of the above workshops for one price. You can see that at Your LearningIM.com Full Workshop Bundle Lifetime Offer Affiliate Link


6 Tactics To Use A Blog To Build Your Email List

Every online business needs a business foundation. A business foundation consists of a lead capture page (squeeze page), a follow up email sequence for that lead page, and a blog. The lead capture page and email sequence are obvious. They are used to build an email list and use email marketing to get conversions from that email list. 

But what’s the blog for? A blog is the most multifaceted tool you can have in your business. You can use it for SEO, content marketing, selling, and even list building. In this short resource I’m going to give you 6 tactics to use your blog to build your email list!

Tactic #1: Optin Form Positions

Your Blog’s Header – Grab your visitors attention as soon as they hit your page, by putting an opt-in form and offer in your blog’s header. 

Your Blog’s Sidebar - Now depending on your blog’s design will depend on if you have a sidebar or not, but it can actually be worth changing your blog design to use this tactic. Placing an opt-in box with a good free offer in your blog sidebar is “prime real estate” because that’s one of the first places the visitors’ eyes go. Take a look at the most popular blogs online and you’ll see they’re all using this tactic.

Within Your Content – As a blogger each piece of content should have a goal. Make a sale, position you as an authority, etc. Another great goal is to write blog posts to build your list. Simply add an opt-in form right at the start of your content, in the middle, or at the end. 

Pop Ups – You can use pop ups on your blog to build your list in multiple ways. Have a pop-up as soon as they visit your page, when they try to leave your page, when a certain link is clicked, etc.

Your Blog’s Footer – A lot of people don’t pay attention to their site’s footer and if you’re one of them you’re missing out on another piece of valuable real estate. Make sure and put an opt-in form down there.

Sticky Bars – These are “bars” at the top of your page that scroll with the user while they’re scrolling your site. I don’t advise making a huge one because it will interfere with the user actually being able to use your site, and you’ll lose them quick. However, a colored sticky bar at the top of your site with a call to action to click to your squeeze page is a great way to get people onto your email list.

Side Note: There are some great solutions out there that will allow you to use all of these with one solution. Thrive Leads (although it’s a paid WordPress plugin) is one of the best out there that is an all-in-one solution. If your blog runs on WordPress, I highly recommend you check it out. 

Tactic #2: Use A Subscribe Link In Your Top Menu

If you have a menu at the top of your blog, you should have a link to your lead capture page in your top menu. You can use a one-word call to action like updates, subscribe, free offer, etc. and simply link it to your lead capture page. When visitors click this they’ll be taken straight to your lead capture page and be able to get on your email list. 

Tactic #3: Content Marketing

If you have a blog, you should definitely put all that content you post to it to good use. You can use content marketing in various ways, but the two most popular are search engine optimization (SEO) and posting your content to social media. Just make sure that posts you’re using content marketing tactics with have a call to action for your lead capture page and/or an opt-in form so people coming to your content from your efforts can get on your email list.

Tactic #4: Guest Blog Posting

You’re a blogger and you can create content. That’s a valuable skill and you can put it to use on more than just your own blog. Look for other blogs in your niche that except guest blog posts. Write great content for them and either link back to your blog or lead capture page to build your email list. This is a great tactic because you can use the traffic that other blogs have to build your own email list. 

Tactic #5: Encourage Sharing Of Your Posts That Build Your List

One of my favorite things about a blog (if you’re using WordPress) are all the amazing plugins you can use to do a multitude of different things. There are several plugins out there that allow you to put social share buttons on various spots on your blog. You can use “floating” buttons that scroll with the viewer as they read your blog post, buttons that you can place before and/or after your blog post, buttons you can put on your site bar and more, but always encourage the viewer to share your posts and your blog. If you get good at getting people to share your content you can bring a lot of extra traffic to your blog and thus building your email list.  

Tactic #6: Content Locking

Have a killer piece of content? Use content locking to get people to opt-in to see your piece of content. Now you’ve got to put some work in to this and really make people want to get access to your content (by using persuasive text and really describing the benefits they’ll get by reading your blog post), but this is a great way to get people to jump on your list.

As I said above, a blog is an important part of your business foundation. If you don’t have one yet I highly recommend setting one up and using as many of the tactics that I’ve shared here with you to use it to build your email list. Always keep the users experience on your blog as your first priority, but use as many of these tactics as you possibly can to always be putting an opt-in form or lead capture page in front of your viewer. 

[bookmark: _Hlk106382146]Note: If you don’t currently have a blog you’re missing out on a lot of marketing strategies that you could be using in your business. The Blog Marketing Kickstart Workshop will show you how to setup a blog to use in your marketing and ALL the marketing strategies you can use with a blog. You can grab your spot at Your The Blog Marketing Kickstart Workshop Affiliate Link


How To Use Multiple Lead Capture Pages To Build Your Email List 

When it comes to building your email list, using multiple lead capture pages with different specific offers on them is a great strategy. I equate this strategy to being a fisherman. When you’re out fishing you fish in different spots for different types of fish. You use different lures and bait to catch these different types of fish. It’s no different for email list building. You’re “fishing” for leads, so you should be using different offers as lures and bait to “catch” as many leads as you can. 

In this short tutorial I want to lead you through a couple of scenarios. You can use what you learn here and apply it to your niche because this tactic works for just about any niche out there and any type of online business. Let’s dive in! 

Scenario #1: Digital Product Business In The Self Help Niche

In this scenario let’s say that you have 5 different digital products that you sell, and they are all related to the self-help niche. You have a main lead capture page that you drive all your traffic to so you can build your list. From the lead capture page, you offer a lead magnet which is a check list on how to live your best life. This is a great start!

Now let’s say that your product topics are: self-care, meditation for stress relief, habit building, growth mindset, and journaling for self-awareness.

Now your general lead capture page offering your check list on how to live your best life is a great lead magnet for what you have and should “catch” a lot of leads that might buy one or a few of your different products. However, by offering a topic specific lead magnet from an individual lead capture page for all of your product topics, you’re going to be able to build super targeted lists that buy your products like crazy. Plus, when you use targeted lead capture pages in your advertising people are going to be a lot more likely to buy from you because of how targeted your “message to market” is. 

For example, for your meditation for stress relief product, you could create a short downloadable guided meditation for stress relief audio and build a lead capture page to give it away for free. Your follow up emails would focus on building a relationship with your lead on this topic, providing them with information on this topic, and pitching your product on this topic to the lead.

You could repeat this process for every product you have and have several lead capture pages out there “catching” targeted leads for you and selling your offers on autopilot.

This also opens up more opportunities for promotions and advertising campaigns for you.

You could create topic specific blog posts and point people to the matching topic lead capture page to build your list. This is going to send your conversion rate for your lead capture pages through the roof because you have a topic specific blog post pointing the reader to a matching topic specific lead capture page.

The same thing will happen with your social media posts and ads when you use this topic. Create topic specific social media posts and ads that point people to the matching topic specific lead capture page and your conversions will also be much higher than if you used just your general topic lead capture page.   

Let’s quickly take a look at one more scenario to really help you get the impact that using multiple lead capture pages could have on your list building and ultimately your sales.

Scenario #2: Physical Product Business In The Self Help Niche

In this scenario let’s say that you sell physical products within the self-help niche. Again, you have a general lead capture page on the topic of self-help. You have three physical products which are, a journal for achieving goals, a book on self-awareness, and a workbook on overcoming trauma. 

Now as I said above, your general self-help lead capture page would probably work okay to get people interested in the topic of self-help onto your list, but by creating topic specific lead capture pages for each of the topics you have products for, would build super targeted lists of leads that you could put those specific products in front of.

For example, for your journal that you sell on achieving goals. You could create a lead capture page that gives a cheatsheet for the quickest way to set and achieve a goal. You could have a follow up system for those leads that bring them to your product page to buy it. The lead is saying “yes” they are interested in this topic when they signup, so putting them directly in front of a product that helps them with this topic is a sure-fire way to turn your lead into a buyer!

Again, using content, social media posts, etc. that are on a specific topic and then direct your lead to your free offer for that specific topic raises your conversions on your lead capture pages which will get you more leads and more sales.

Another example with putting this into practice would be if you wrote a blog post with 10 tips for setting and achieving goals, and then pointed readers to your lead capture page giving away your lead magnet about setting and achieving goals, which lead them to emails putting them in front of your product about setting and achieving goals.

As you can see having more lead capture pages that are topic specific to products you promote (either your own, products you’re an affiliate for, programs your in, etc.) will really help you in your business. This isn’t only with conversions, but also with your list building numbers in general. 

Famous online marketing information provider HubSpot.com has reported that “While most companies don't see an increase in leads when increasing their total number of landing pages from 1-5 to 6-10, companies do see a 55% increase in leads when increasing their number of landing pages from 10 to 15.”

Armed with this information, I hope you’ll take this tactic and run with it because this is exactly how you really take your email list building efforts to all new levels!


How To Track Your Email List Building

If you’ve started building your email list using multiple traffic tactics, multiple lead capture pages with multiple offers for getting people on your list, using multiple opt-in forms on various parts of your blog/website, etc. etc. etc., do you have any idea of what is and isn’t working with your list building efforts? Even if you’re just getting started and you only have a simple lead capture page up to build your email list. Do you know if it’s working? If that traffic you’re sending to everything actually getting leads on your email list?

If you answered “no” to any of what I just asked, then you need to stop what you’re doing right now and figure out what is and isn’t working in your email list building efforts because you could be wasting a lot of time and even money.

So, first things first: Email list building and email marketing are related, but they are different activities. Email list building are the things you do to get people on your email list. Creating lead capture pages, lead capture opt-in forms for your blog/website, creating lead magnets, and driving traffic to all of those things. Email marketing is what you do once you have at least one person on your email list. Things like creating email sequences, promotional emails, offers to get people to buy from you, etc. As I said, these things are related, but they are different. I say this because it’s important that you understand this but also because moving forward in this tutorial, we’re only going to be talking about how you can find out what works with your email list building. 

To get started, you’re going to need something that tracks different things in your email list building efforts. 

Things like:

How many people are coming to your website.

Where those people are coming from. What websites/ads are those people coming from?

Are they using desktop or their mobile? This is important in how you build your sites and how you allow people to access the things you want them to access like downloads, additional offers, etc.

How many of the people who are coming to your site actually opt-in on your lead capture page and your other opt-in forms.

How many clicks are you getting on the links you have that build your email list.

What content is working best to meet the goals you have.

And the list goes on and on, but those are the important things. With email list building you need to know what traffic source is getting the most people to your opt-in forms and what opt-in forms are getting you the most leads. As I said knowing more helps, but these two variables are vital. Imagine if you knew exactly where to get traffic and what opt-in form, piece of content, and/or lead capture page got the most people to get on your email list? You could put all of your time and money into getting the most traffic to that one thing!

See why this is so important? I’m sure you do, but you’re probably wondering how to track all of this. With a tracking system!

And boy does this open up a whole can of worms because there are several of them out there all the way from free to paid and all the way to simple to even a Stanford engineering graduate couldn’t use it. This is why most people have no clue about any of their metrics for their email list building. It’s hard to figure out what to use, what to track, and how to make it all work together. Here is what I recommend that you do to make this super easy on yourself. You can do one of two things.

You can study what your options are. You can easily do a Google search and find a ton of options for setting up a tracking system for your email list building. Look at the options and note what each one does that you need it to do. Keep in mind the pricing for these options too. What can you afford? Based on your research which one does what you need it to do at the price you can afford. That will be your tracking tool.

Or you can just go with the industry standard Google Analytics and if your site is built using WordPress you can use a plugin like Analytify (paid WordPress plugin). If not, then I highly recommend learning everything you can about Google Analytics and configuring your website to use it. It’s a lot to learn, but if you can at least learn the basics for tracking the following actions, then you’ll be off to a great start.

Tip: There are different versions of Google Analytics. Make sure you learn to use the most current version or you could do a lot of learning for the wrong version.

What you need to be tracking:

How many people are coming to your lead capture page and how many of those people are getting on your email list (subscribing).

How many people see opt-in forms on your website/blog and how many of those people are getting on your email list through them (subscribing).

How many people click on your ads/social posts for something that you’re using to capture leads and how many of those people are getting on your email list (subscribing).

If you have offers that are paid that leads are shown you should be tracking how many of your leads buy those offers.

Now of course depending on your business there may be other things you need to track, but this is the bare minimum. A good rule of thumb though is if something can be tracked for how well it works… track it!

Now that you’re armed with this information, you’re either going to go start your research for the best tool to use to track your email list building or you’re going to do what I’ve recommended and forget the research and just jump in. Whatever you do though, don’t let another day go by where you’re not tracking your email list building, so you can devote all of your time and resources only to what works.


Now What?

I’ve just given you everything you need to know to not only get started building your email list, but to build multiple email lists in a big way. I hope you took a lot of notes and use them to implement what you’ve learned here. No matter if you’re just getting started with email list building or you’ve been doing it for years, you’re now armed with some serious strategies.

If you’re brand new, then use what you’ve learned to create a plan and then push forward until you’ve got the entire plan created and running for you. If you’ve already built an email list use what you’ve learned to improve your list building game. Either way it comes down to this… You’ve got to take action!

I wish you much success on your email list building journey!
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