
 

 
  



PART ONE  

WHY YOU NEED AN EMAIL LIST 
 

 

You have a business you care deeply about. You want it to 

be healthy, thriving, and successful. 

For a business to thrive, it must have fresh customers on a 

consistent basis. A business that only ever serves its current 

clientele will sadly wither and die. 

 

 

 

 

 

 

 

 



Instead, you must regularly attract new, interested 

consumers who are intrigued by your message and willing to 

learn more from you. So interested, that they provide you a 

way to communicate with them, even before they have ever 

made a purchase. 

These are known as leads. And they are the lifeblood of your 

business. 

When a lead willingly gives you permission to contact them, 

something magical happens. A relationship is born. From 

that point forward, it is your responsibility to nurture a deep 

and dynamic friendship with this potential buyer. You create 

excitement for your ideas and products, inciting interest and 

word-of-mouth marketing. This will bring in consistent 

profits over a long period of time. 

In this blueprint, I’m going to share with you my secrets to 

expanding your influence, generating more leads, and 

seeing your business grow. 

And it all starts with the email list.  



WHY DO I NEED AN EMAIL LIST? 

Didn’t your parents ever teach you stranger-danger? You don’t just 

hand your money over to someone you don’t know. You have to learn 

whether or not you can trust them first. 

Before a lead decides that your products are worth investing in, a 

relationship must be developed. You need to communicate with them 

over a period of time to prove your value and trustworthiness.  

Let’s say you have a cosmetics business. Judy stumbles upon your 

website and checks out a make-up tutorial you’ve posted on your blog. 

She loves the techniques you share with her. But then she browses 

another website and soon forgets about you and your business 

completely. After all, there are thousands of make-up tutorials online. 

Why would she remember yours? 

But let’s say you had a free gift for her in exchange for her email 

address. Now, even if she leaves your website and forgets about that 

specific blog post, you can still remain an active part of Judy’s life. 

People are very protective of their email addresses. If they give you 

this morsel of their information, it means they really care about your 

message. This means that if you put time into building a high-quality 

email list, you will soon have a following of targeted, devoted fans. 



You will know them. They will know you. You can deliver relevant 

content to them and they will become loyal advocates for your work. 

As your email list grows, every marketing strategy and technique you 

use will be so much stronger. It is a solid foundation for you to build 

the rest of your empire upon. 

  



PART TWO 

BUILDING A HIGH-QUALITY LIST 
 

 

One of the worst mistakes that marketers make is they forget that 

their leads are real people. They become so focused on driving up the 

numbers that they would do anything to make their list bigger, 

creating a bulging list filled with thousands of subscribers. 

Thousands of totally useless subscribers.  

The last thing you want is a huge list of people who don’t care about 

what you have to say. If your list-building efforts are going to have 

any value, you need to focus on attracting high-quality leads and not 

just any Jane-Doe on the internet.  

This is why it is so important for you to find your niche and focus on 

serving their particular needs. If your audience is non-specific, you will 

not be able to communicate with them in a way that connects with 

their desires and interests. You will not be able to build a community 

or develop trust. 

Worst case scenario, they’ll tag you as a spammer and your reputation 

will be tarnished forever. 



Don’t just build a list of followers. Build a list of high-quality, engaged 

followers. 2,000 high-quality leads that are devoted to you are a 

hundred times more valuable than 5,000 leads who don’t care. 

  



PART THREE 

SETTING GOALS FOR YOUR LIST 
 

Without setting goals for your email list, it will be impossible for you to 

properly know how effective your efforts are. Goals provide a 

framework that allow you to evaluate your progress over a period of 

time. 

The best goals are SMART goals. 

 

 

 

  

 

 

 

 



SPECIFIC 

Make several goals that have a narrow focus that than one massive 

goal that is too broad. Create goals with a clear purpose. 

MEASURABLE 

There must be a clear, numerical way for you to demonstrate when 

you have achieved your goal or it will be impossible for you to know if 

it is complete. Analytics provides straightforward indicators for 

success, such as the number of subscribers you have on your list or 

the click-through rate. 

ATTAINABLE 

Your goals must be possible for you to accomplish with the resources 

available to you, but still challenge you to go father than ever before. 

You must strike a delicate balance between goals that are too easy 

and impossible. 

RELEVANT 

Your goal must somehow bring you closer to achieving your ultimate 

vision for your business. If your goal does not contribute to the 

success of your business, it is not relevant and should be discarded. 

TIME-BOUND 



Set a deadline for your goal to give it a sense of urgency and focus. 

This will help you to prioritize your actions. This also provides 

milestones for you to evaluate whether your actions are worthwhile or 

not. 

You should set a series of goals with different timelines, including short 

term, medium term, and long term goals. Here are some examples of 

what your SMART goals may look like: 

Short term 

I will have 250 subscribers on my list in 3 months. 

I will have 500 subscribers in 6 months. 

Medium term 

I will have 1,500 subscribers in 1 year. 

I will have 5,000 subscribers in 2 years. 

I will have hosted 3 summits in 2 years. 

Long term 

I will have 8,000 subscribers in 5 years. 

I will have 20,000 subscribers in 10 years.  



PART FOUR  

CREATING AN IRRESISTIBLE LEAD MAGNET 
 

 

 

 

 

 

 

 

 

The most beloved and effective way to quickly obtain the trust of a 

potential lead is to give them a free gift in exchange for their email 

address. These are known as lead magnets, because they attract leads 

to your business. 

It’s easy to see the appeal of getting something of value for free. But 

the greatest lead magnets do so much more than merely attract 

subscribers. Your gift has the ability to win the hearts of your leads 

before they have even opened a single email from you. This may be 



your first opportunity to make a positive impact in their lives and 

convince them that your message is worth listening to. 

If you want to serve your leads a delightful taste of your business, 

remember the word SERVER. 

Simple. Effective. Relevant. Valuable. Emotional. Revealing. 

SIMPLE 

Your opt-in gift should be bite-sized. A 200-page ebook or 3 hour 

video series is bulky and difficult to consume quickly. If your leads are 

not able to enjoy the benefits of your gift the moment it is 

downloaded, you’ll lose the opportunity to make an immediate impact 

on their lives. 

Example: a checklist of things to pack when going on vacation. 

EFFECTIVE 

This lead magnet should offer a solution to a problem your ideal 

customer is currently struggling with. It needs to be useful and 

practical. The best ones are things the user can see, grab, and begin 

using immediately. 

Example: a vegan recipe book. 

RELEVANT 



You should design your gift with a single audience in mind. Consider 

the needs of your ideal customer and how you can offer a solution 

tailored specifically to their situation. This will prove you know and 

understand the problems they face and you have what it takes to help 

them. 

Example: an exercise video for expecting mothers. 

VALUABLE 

Create something that will impress your leads and inspire joy and 

excitement. Make it creative, generous, and fun. Don’t allow it to be 

filled with typos or amateur graphics. They will learn to expect this 

quality in all aspects of your business. 

EMOTIONAL 

You want your subscribers to believe that you are one of them and 

that you care about their problems. If your leads can identify with you 

as someone who has walked in their shoes and overcome the trials 

they are currently facing, they will look up to you as a leader and 

influencer in your field. 

Example: a guide on traveling in the Caribbean on a limited budget. 

REVEALING 



The very, very best lead magnets will reveal the consumer’s needs for 

your product while still offering something of great value. This will 

illicit desire in your subscribers to go to the next level and explore how 

your services solve problems that they didn’t even realize they had 

before. 

Example: a guide to the top 7 mistakes people make while dieting 

(which reveals their need for your services as a nutritionist). 

  



PART FIVE  

DESIGNING A CONVERTING LANDING PAGE 
 

The sign-up process for your email list must be a quick, simple, and 

even fun experience. If it is too long or complicated, interested leads 

will quickly become uninterested and move on to other things. 

It is crucial that you have a dedicated sign-up page (also known as 

landing pages) for every lead magnet you create. Landing pages can 

be search engine optimized by using keywords throughout the page, 

so it will be easier to discover online. They are also easy to link to on 

social media or blog posts. 

THE BUILDING BLOCKS OF A LANDING PAGE 

Design 

Keep it simple. Don’t bog the page down with too many distractions. 

White space keeps people relaxed. Keep the most important 

information above the fold (the part of the page they see before they 

have the scroll down).  

Headline 

This is the first thing people see. It is the greatest factor in influencing 

a user to sign up. Use powerful, active language. 



Image and video 

Select visuals to represent your lead magnet, such as an image of the 

gift itself or the result the gift will bring. These images should evoke 

emotion. You could also add a short video that explains why the user 

needs this gift. 

Call to action 

This is a form with space to enter contact information and a button to 

submit it. Ask for only the most essential information: name and email 

address. Make it as simple as possible. Too many questions will deter 

the user. Add a big, attention-grabbing button. 

Language 

Don’t add any more information than is totally necessary. Use short 

bullet points. Add exciting, emotional words, such as active verbs and 

inspiring adjectives. Focus on the results this gift will bring the user.  

Privacy policy 

Link to your privacy policy so people can read it if they want to. This 

will help the user trust you more. 

  



BONUS  

SEGMENTING YOUR LIST 
 

One of the most common reasons a lead will unsubscribe from a list is 

because the messages they are receiving do not relate to their needs 

or situation. If your emails don’t connect with a specific reader or feel 

like a waste of their time, you run the risk that they will ignore future 

emails, unsubscribe, or mark you as spam. 

One of the best ways to combat this is through segmentation. This is 

when you chop your list into smaller groups based off of the 

information you collect about your leads. Then you can send messages 

that are relevant to them. This is one of the greatest benefits of email 

marketing: the power to put unique content in front of unique 

consumers. 

Here are some ways you can segment your list:  

DEMOGRAPHICS 

This includes any definable characteristics you have about your 

subscriber, such as age, gender, job position, salary, etc. These traits 

help you identify the context the consumer lives in. 

Example: sending a Mothers’ Day promotion exclusively to the women 

in your list. 



STAGE IN SALES FUNNEL 

New subscribers need to be nurtured and eventually encouraged to 

buy. Current customers need to be presented with opportunities for 

up-sells. Loyal customers need to be presented with opportunities to 

become advocates for your brand through word-of-mouth marketing. 

Example: sending your current customers a tutorial of a new, creative 

way to use your product. 

INTERESTS 

Understanding why a lead signed up for your list and what they’re 

looking for will help you know how to best provide for their needs. 

Example: sending different newsletters to users who opted in for your 

fiction-writing ebook vs. your poetry-writing ebook. 

PURCHASING HISTORY 

Segmenting customers by their purchases will alert you of their 

interests. 

Example: sharing specific health tips for those who bought your 

diabetic cook-book. 

GEOGRAPHIC REGION 



Dividing your list by country or state may help you determine what 

products your subscriber is interested in or what language, slang, or 

graphics you should use. You can also send promotions for regional 

events or holidays. 

Example: inviting local customers to a grand opening for a new brick-

and-mortar store. 

USER ACTIVITY 

Most email services rank your subscribers depending on how active 

they are on your list. Use this information to divide your list between 

your most engaged users and your least engaged users. 

Example: sending less emails to your least active users to keep from 

annoying them. 

  



COMING SOON 
 

Look out for my new book and list building program coming soon! 

Learn more tips and strategies on how to create irresistible lead 

magnets, designing brilliant landing pages, and building deep 

relationships with your subscribers. 

Plus, get additional chapters on: 

- Writing intriguing subject lines 

- Using analytics to gauge your success 

- Building your list with social media 

- Running summits and webinars 

- And so much more! 

  



ABOUT SERENA 
 

Serena Carcasole is an author, speaker, and online business 

and marketing expert. She is the CEO and founder of 

Virtual Business Solutions on Demand, a virtual 

assistant firm that specializes in helping business build 

high-quality email lists, design lead-generating 

websites, and expand their online presence. She is 

passionate about sharing her knowledge and 

expertise with others and desires to help 

people everywhere live a laptop lifestyle and 

gain success as online entrepreneurs. 

Visit my websites at: 

www.vbsondemand.com  

www.ultimatewellnesshub.com 

www.networkofvirtualassistants.com 

www.valicious.com  

www.amazingwomenofinfluence.com  
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