
Module 6 - Killer Copy 

00:00 Now it's time to create your launch emails. This is going to take away so much of the stress and the 
pressure during your launch, because we're going to create the core ones in advance. The way that this 
lesson works is I'm going to show you the core emails that you need to focus your time on, but truly, 
you're going to send a lot more emails than this. Because you're going to send emails that support the 
workshop, that are transactional or confirmation emails. You may choose to do some surprises 
throughout your launch. So we're going to create the core content first, because these emails, really the 
most important ones, the ones that require more thought, you can actually take a lot of the principles 
and apply it to the supporting emails. 

  The ones that we're focusing on are the seven emails here. Invitation. Reminder to show up 
live. Day one workshop. Day three, a momentum booster. The pitch, so actually cart's open. Day 10, on 
the fence email, and day 10, cart close. We have invested a huge amount of time into this particular 
module for you, because we want you to have all of the resources to make this super easy. When you 
scroll down underneath this video, you're going to see that there are some email templates for you to 
use. Now the important thing is that this is not just about you becoming a cookie cutter version of me. 
This is about you understanding, why are we doing this? What are the principles of sending these emails? 
So I want you to to go through the principles to understand why we're doing it, and then you've got some 
templates to use, as well. 

  On a couple of the emails, you've got a couple of different versions, so you can just see how 
they are structured. You can use those templates as is, obviously changing it for your business, or you 
can just use the framework and the principles to craft your own. You're going to have your own style, and 
if you have been writing out tonnes of content before, then you're going to have your own style of 
content. So understand the principles, check out the templates, use them if they're appropriate. If not, 
you've got the principles there to guide you on how to do the rest. So I hope you love using these as 
much as we love creating them for you. 

  Okay, so let's talk about the actual emails that you need to create. Email one, you're going to 
send this out seven to 10 days before your launch starts. My recommendation is actually that for the 
week before your workshop starts, you've got day one, you have a welcome week where you're doing fun 
activities to get to know each other. Now that's only really appropriate if you have a Facebook group, but 
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I do recommend it, because you've got a place then where you can have conversations with people and 
really truly get to know them. So send that out seven to 10 days before your launch starts. 

  Your objective here is to get them to sign up for the events. This is an important email that is 
going to go out to your whole list. I want you to get them excited, share the benefits that they're going 
to get from joining. Remember, benefits over features. You can actually chunk down this email into a 
shorter version for your invitation on social media. You can use it in your ads. You can use the snippets 
for your stories on Instagram, for example. So this email is crucial, because this is actually getting people 
signed up for your events. This is definitely an important one. 

  Email two, I would send this out maybe 48 hours, 72 hours, before your first workshops. This 
is all about getting people to actually show up live. When people show up live, they're more likely to 
engage in the content. People who engage in the content are more likely to buy. So we want people to 
show up live, and so underlining the importance of being all in for this experience is going to encourage 
them to do that. No one wants to be flaky or be accused of being flaky, especially if you're in the 
transformation space. So if you build that excitement and underline that importance of them being all 
in, they are going to really identify with that and go, "Yes, that's the kind of person I am. I'm definitely 
going to show up live for this." If you have a workbook, this is where you can remind them to download. If 
you have a group, remind them to join us. This is all about getting people to take that action ready 
before your launch actually starts. So I would recommend sending that out like two or three days before 
your launch starts. 

  Email three is on day one at the workshop, day one right there. Email three is all about 
getting people to show up live on the call. It is about building that anticipation and excitement. Again, 
getting them to show up live and you want to make sure that you don't forget to include the details. One 
of the things that you can do with this is you can take the core part of this email, that excitement 
builder, and why it's so important to actually show it for this particular thing you're teaching. You can 
then use a variation of this email and you can send it out to your main list as a second invitation to join. 
Because when we talk about email one, some people might not have opened the email, some people 
might have forgotten, so if we send out a variation of email three as a second invite, it's just re-inviting 
those people to come and join. 

  The, "We're starting today," email goes out to the people who've signed up for your event, but 
you can send out the variation to your main list. Remember, you have your launch list, they're the people 
who've signed up and opted in for your free launch event, and then you'll have your main list that you've 
already been building. Two different things. These emails, most of these will only go out to your launch 
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list, but this is one that you can turn into a second invite just to get more of your main list signed up for 
your launch event. 

  Okay, email four. Sometimes when we are doing a launch, we can lose a bit of momentum, 
and that often happens after workshop two. So this one, the subject of this, it can be around building 
momentum. It can be around keeping them motivated and engaged in your actual launch, reiterating the 
benefits of what they're going to get from taking part. So I would recommend sending this out when 
momentum dips. Often this is after workshop two, but if you finding there's not a lot of people who are 
engaging, then you can send it out as your workshop two email. So this is really a bit of a get out of jail 
free card. 

  You are going to send out an email to everybody on workshop one, three and five. If you're 
doing a challenge, you're going to send out one every day. But if you use the copy principles in this, 
you're going to be able to use that when momentum dips. So this is up to you, if and when you use it. 
You're absolutely going to be emailing people every day with something, whether it's workshop one, 
whether it is, "I'm doing a live stream today," but this one, the content you'll find in this template is all 
about boosting their momentum and getting things going again. It does happen. You will get this step in 
the middle of your launch workshops where people are forgetting or maybe it's hard, so this is absolutely 
there to boost that momentum. 

  Email five, cart open. You've done your whole workshop. You've done catch up weekend when 
you've done your pitch. This is the email you're going to send out after your pitch. This is all about the 
excitement of your offer and giving people the sales page again. So you want to re pitch the offer to 
those who watched your pitch, but also don't forget that some people might not have watched that pitch 
yet. So you're going to share the highlights of the offer, as well, and also don't forget to share your fast 
action bonus. What I would recommend is you send this out a couple of hours after your pitch, which 
gives you then time to deal with the replay and get that sorted out. 

  But this is an important one. This is, "Doors are open, guys. I am super excited." This is the 
email that people are often scared to send, because it's, "Oh, my gosh, this is the final part of my whole 
launch," but this is one of the most important ones. Remember, sell the benefits. The highlights of the 
offer is important here. You don't want to make this a really, really long email, but equally, you do need 
to sell. Even if you've done your pitch, you still need to use this email to support the offer. 

  Email six, on the fence. Let me just go back to this. Days nine to 11. You're going to be doing a 
variety of cart conversion strategies. You might be doing things like a case study interview series where 
you're bringing on your best successes and you're interviewing them in a live stream. It might be a Q&A 
live stream. If you've got like a membership or a course, it might be giving people a peak inside to 
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actually show them what it looks like. So depending on your business, your market and your offer, you're 
going to be doing a variety of different activities during day nine through 11. We're going to talk about 
that in a later module. Don't necessarily worry about when you're going to send out the on the fence 
email. I usually send this out on day three or day four, but it does depend on what activities I'm doing 
during my cart open period to get people to buy. 

  Write this one, because you are going to send this, but you don't have to make a decision on 
what day you're sending this until later on in the programme. This one is all about getting people off the 
fence. If people are, "Oh, I just don't know if this is right for me," there will be some juicy objections, for 
sure. This one is all about overcoming those objections and getting them to go and take that action. 
When it comes to people being on the fence, they're more likely to make a decision towards the end of 
the cart, so this is why I send this out on day three or day four when I've had time to send out success 
stories, I've had time to reiterate the offer. Maybe I've done a couple of bonuses, so I've got as many 
people off the fence as I possibly can, and then I've got this juicy piece of content to send out. 

  The final email we're going to focus on, although it won't be the final email that you send, will 
be the last chance, the cart close emails. This is just about getting those people to recognise that there is 
a deadline. You're going to get most of your buyers on the final day, because we're humans, and when the 
fast action bonuses have gone, there's no reason for people to buy until the deadline. So you will get a lot 
of people who wait. You can get up to like 40% to 50% of sales on the final day, so it's important that 
you do send the emails. You will be fatigued on this day, you'll be tired, but this is one of the most 
important days, because people need a deadline. They need a deadline to take action. Some people are 
crazy, they buy in the last 10 minutes. As a spontaneous buyer, I can't wrap my head around that, but it's 
what happens. 

  So you will send this one. This will be obviously the juicier email of your cart close emails, but 
you're also very likely to send out a couple of short reminders after this. Maybe two hours before cart 
closes and maybe half an hour before. Whatever feels good to you, and depending on what time of day 
you obviously close your cart. If you're doing a midnight cart close, then you may want to do an email at 
9:00 in the morning and then another one at around 3:00, and then maybe another one at around 
8:00. If you're doing a 5:00 PM then you're going to want to do those slightly earlier. So it's totally up 
to you when you do these, but you will send out a couple more short reminders after this. 

  In my final emails of my launch, I always laugh and joke about it, because I always feel, "Oh, 
gosh, I can't send this other email. I can't do this," but you're going to get people who don't see things, 
who forget. And so I actually say, "Oh, my gosh, guys, I'm so sorry I'm sending this email, but I always get 
people who say, "I didn't see the email," so I want to make sure as many people see this, because when 
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cart is closed, when doors are closed, you won't be able to get back in this offer for a really long time. So 
I want to make sure that you have got this email in your inbox right now to help you make the decision." 
So I laugh and joke about it, because I hate sending emails, but I also hate the idea that people could 
have signed up for the programme if they'd just seen it. So yes, you'll feel ick. Yes, you won't want to 
send it. I'm exactly the same, but it's super important to do that. So this is your kind of juicy, cart close 
email on that final day. 

  So my lovely as I said, these are the core seven emails, but you will have emails going out 
every day for your Q&A calls, catch up weekend, sharing success stories, talking about some of the 
frequently asked questions that you get. So I want you to focus on this list of emails first, then you can 
move into the supporting emails, depending on those kind of activities you're doing. You don't need to 
worry about them right now. The only seven I want you to focus on right now are the core emails, 
because they are the most important ones. These are the ones that are actually going to move the 
needle. If you miss out some of the other ones or the other ones are super basic and short, it does not 
matter, because these are the ones that are going to do so much of the heavy lifting for you. 

  So it's time for you to #DoTheWork. It's time to go and craft your emails. As I said, if you 
scroll below this video, you've got the framework and copy principles for each. You've got templates that 
you can use. They might work straight away, but they'll really give you context. Having gone through one 
of my launches or read my copy and signed up for this programme, you will be able to see how I use 
these in my business and you'll have context of how they made you feel, so that will really help you to 
understand the framework and the principles behind them. Use those templates if they're good. If not, 
use the principles to guide you on what you need to create. 

  Just do a couple of draughts. Keep working hard on these. It is a big task. I hate writing 
emails, but these, if you create them now, it is going to remove so much of the stress and pressure 
during your launch event. Because this is crucial. It is crucial to have the email. Unfortunately, what 
happens is most people don't write these. Then they write them on the fly, and then they wonder why 
they're not creating engagement in their launch because they're not actually in there, and equally, 
they're not getting the results they want because they're not sending out emails. So working on quality 
prep is going to help you so much for when you actually get to your launch event. So #DoTheWork time. 
I'll see you in the next lesson. 
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