
Write your launch emails 

In this lesson, we're going to start the process of writing your core launch emails. Your emails are going 
to be there for different reasons at different stages and what we're going to be doing is creating the 
CORE emails. So we're not creating absolutely every single email that you're going to need but the ones 
that require more thought, more creativity and that have a very strong intention and objective when 
you want people reading them. So we're going to create a big chunk of them right now because it makes 
everything so much easier later on down the line when you've got the core of the work done. You'll hear 
me say this time and time again about copy, if you want to get better, you have to consistently flex the 
copy muscle and what I mean by that is you always need to be writing. And I know that for many of us, 
writing is not a natural skill, it definitely was not for me, and here I am six years into my business journey 
and I feel like only now am I starting to get average. But by spending time now crafting your emails and 
by applying all the principles that I'm going to be teaching you, you're going to have so much more 
success and you're going to find it easier and it will not feel like the drag that maybe it's felt like before. 
You'll feel like your copy is certainly landing in a completely different way.  

An important note, we have provided lots and lots of templates for you to use but please bear in mind 
that these are mine and these are what I've used for my audience, they're my voice. So I don't want you 
just to take these and use them as they are because they won't work for you because this is my voice 
and my market. So I've given you these because they really give you context because you are my ideal 
customer obviously. So when you read this, you go, "Yes, I can see "how that applies to me," and that you 
can apply the same thing to your audience. So model what I'm teaching you, don't copy and adjust it to 
your audience, their needs and to your own event topics. You have to use your own voice, you have to 
use your own personality, you and I are not the same person. So if you're simply doing what I've done 
and thinking a cookie cutter version is going to work for you, the principles will work and we're going to 
teach you all of those but it's all about your voice, your personality, that's the thing that is going to 
connect.  

The thing I want you to remember as well is that everything is a test. So what I often do between my 
launches, I try different things. So what you create for this first launch, you will build upon the success 
of the things that work really well next time and the things that maybe didn't work as well, you're going 
to pivot those next time. So it's all about testing new things every single time you launch, it's a process of 
optimisation. So we're going to be creating your core emails. We're not going to create all of the emails 
right now, these are just the key emails. So I think we've got 11 that we're going to be creating. I'm going 
to do the warm up emails, that's about getting your master list ready for your events, the people who've 
already been joining your list, we're going to get them excited. Then there's some invites and there's 
some content consumption and engagement creation emails that we're going to use. And then as we 
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move into the conversion stage which is about converting your leads into buyers, we have some more 
emails that are really going to help that process.  

First, let's talk about the warm up emails, I've given you three here and there are three emails that you 
can use anytime really in the lead up to your welcome week. So this is the same content calendar that 
we used in the early stages of the programme. It's got the various stages, warm up, leading up to 
welcome week into the event week and then into conversion week. So I've dotted out the, I've plotted 
out, dotted out, same thing. I've plotted out the kind of rough days you're going to send these. Now 
depending on you, your market, when you're doing your launch, what you've already got coming up, 
maybe there's some holidays, your dates are likely to change so I haven't given you you must send this 
email on this day, some of you may choose to start your event on a Thursday, some of you may not be 
able to send an email on a Monday 'cause it's a holiday. So this is a rough guide and you really need to 
use your own common sense to decide whether your email needs to go out a day before, a day later but 
these are just some rough guidelines to help you plot them out. So the warm up emails, typically these 
are going to go out in the space two weeks before your first invite goes out. So this is before welcome 
week so you'll see here I've done it on like a Thursday, a Monday and a Thursday again, you can send 
whatever days is best for you. So this is about pivoting from your typical broadcast emails, the things 
you've been sending out every week and it's about helping people to gain value from your specific 
content in your launch. So for me, shifting limiting beliefs and helping them to see there's new ways of 
doing things, new possibilities, it's about opening up their mind, it's about creating curiosity and it's about 
pre-framing the value of what you've got to offer in your launch and building authority. So there's three 
emails here and really, there's kind of a similar framework for each but you'll seeing all of the examples 
how to actually use this idea of shifting beliefs and opening up their ideas, opening their mind to new 
possibilities, creating a curiosity gap. You'll see how we use those in each of these three emails.  

Email one, for me, I want to start off with the biggest outdated belief here. I typically speak about 
mindset here because for me, the mindset part of what we do with launches is the key piece, if I can 
help you build a better mindset, I can help you have a better launch. So it's about shifting their biggest 
outdated belief to a new belief that serves them better. It's about opening up the curiosity gaps like, 
"Oh, yes, this is good I want to know more." You start to seed your upcoming live event and then asking 
for a reply back, I love getting these emails back. So because I use story, I always get people 
commenting back saying, "I love this, I love this story "about this particular thing." So I think you'll really 
enjoy these, they really do connect with people on a different level. Email two is very similar, challenging 
and common, a challenging a commonly held belief or a standard practise, shifting an outdated belief to 
a better belief. And again, opening the curiosity gap and inviting replies, so it's very similar format to 
email one. And email three, again, is all about shifting beliefs, opening up the , words are hard today, 
opening up the curiosity gap some more and then positioning your event and building excitement for 
that because email three is going to come very soon before your invite goes out, so you can really start 
speaking to it in email three. So there you go back to the calendar, you can see warm up one, warm up 
two, warm up three.  
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Then we have the key event emails. So the key events, we really start sending these out at welcome 
week because what we don't want to do is start inviting people into your live event on day one of your 
live event, so we have a week before welcome week, so we want to send out that main invite then. So 
you can do it seven to 10 days before your first workshop, I like to have as much time as I can to get 
people into my group, I love to have a group for my events. And if I do it 10 days before, I just have to 
bear in mind that I maybe don't want to have my group open, I don't open my group until a week before, 
I don't want to be entertaining people in a group for a really long amount of time. I just lose steam and I 
lose energy, it's such a long period anyway that if I have my group open for a huge amount of time, 
people start to get bored. So your objective with your main invite is to get people to sign up to the 
event. And the reason I say main invite is because as you get better at launches and after you go into 
launch two, launch three, you'll probably have two or three different versions of invites that speak to 
different people, different segments. You might focus on the positive so what does it take to build a 
successful business versus the negative, all the mistakes that people make when they're building a 
business. And so your invite can be polarised, it can be really speaking to one opposite side and then 
speaking to the other side. So the reason I say main invite is because you can create as many invites as 
you want but right now, I just want you to create one. So it's all about getting them excited, it's about 
sharing the benefits they'll get from joining and this invite is going to form your ideas for creating social 
media posts, you can turn this into snippets that you can use on Instagram or Facebook, any platform 
you're using, on your Facebook page, in your group and you can also use this to turn into an ad.  

This main invite will be repurposed for so many different things. You're then going to create a show up 
live email and you're going to send this around halfway through welcome week. I usually send about 
three or four days before my event starts. It's about getting people to show up live and so one of the 
things I talk about in my launch is the importance of being all in. And it's about just letting people know 
if you want to get the most from this experience, I want you to be all in, carve out the time, put it in 
your calendar, make sure that they know why this is going to be hugely, hugely valuable and exciting 
'cause they're going to love this whole experience. Now, don't worry too much about the details. In this 
email, you will have some details about your event but don't worry about that right now, leave a space 
for it and we can come back to it later. The most important thing we do right now is focus on the big 
benefits of them actually signing up for your event. We're then going to have, we start today which is 
workshop one. It is all about getting them to show up live for that first workshop. It's that final 
excitement builder and it's a reminder for them to attend live again, let's go all in, show up live and carve 
out the time, it's going to be amazing.  

Again, don't worry about the details right now like the time and where they can get the links, we'll cover 
all of the techie pieces later on down the line, just leave a space for it. And so you'll see me, let me go up 
to my calendar. It's an event wing so we start today email, that's that one there and then one of the 
other ones I love, love, love to send is, sorry, wrong section. Here we go, a mid-launch booster. So you'll 
find you'll have a dip in the middle of your launch and the same, you have a dip during cart open week. 
And this is a mid-launch booster so it's all about using this when needed, it's about boosting content 
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consumption, it's about keeping them motivated, reminding them that they can come and get their 
questions answered. So if things go quiet, this is a little tool that you can pull out of your toolkit and you 
can use this. It's all about getting people to continue taking action. And the reason I want you to write 
this one now is because you're going to find during your event you're so busy speaking to all your people 
that you wouldn't have time to craft really great emails. So this is all about getting prepared with the 
most important emails. And then we move into the key conversion emails.  

After you've delivered your amazing event, that is when you're going to open doors, your offer is now 
available. It's about getting people excited about your offer, re-pitching the offer you just made to those 
people who watched your final session, sharing your fast-action bonus. So you've already crafted out 
your idea for this. And this email is about giving the highlights of your offer. So although this will go out 
to people who've signed up for your launch, this can also go out to your main list, just make sure you 
tweak it so that people who are reading this who maybe haven't gone through your event have got the 
context and they understand what this is all about. You're then going to do an on the fence email. Again, 
you've already done this, refer back to your irresistible offer for the objections you've already uncovered. 
This is about helping to uncover the objections and to get people off the fence. People will be feeling all 
kinds of different things throughout cart open week or conversion week. So we want to do everything 
we can to help them discover that this is the right thing for them. There'll be lots of different objections, 
internal objections, there'll be product objections. So this is all about helping to uncover those and help 
them to make a decision. And then you have a cart close email, helping them to see that the deadline is 
about to come. Now, I'm asking you to create one email here but you'll actually send out three on cart 
close day. Some people freak out, they're like, "I can't send three emails." It always feels horrible but that 
final email you send is going to get so many people off the fence. So this one actually I tend to send out 
in the morning of my cart close and then I'll do some short emails throughout the day just to remind 
people, people need a deadline and what you don't want to do is hold back on the final day for fear of 
annoying people. Send more emails than you ever would , it feels horrible, you feel like you're pestering 
people. Everyone feels the same, I've never met someone who doesn't like to send that last email but 
when you realise there was someone there who was waiting and you said one thing to them that got 
them off the fence, that made them buy, that reminded them when they had intended to buy in the 
morning and they simply forgot, you realise why having a few emails going out in your cart close day is 
so so important.  

Those are the key emails, 11 emails, your job now is to go and write your emails. This will probably take 
you a couple of days which is why there's not too much content this week. It's about the doing but what I 
am going to quickly show you is how to use this page because we have put so much time and effort into 
making this easy for you. So let me switch to my screen. Here we go, so this is the page you're on now. 
So when you scroll down, the first thing you're going to see is a pop out of the calendar again, yours will 
be different to mine, some of you will be doing different things at different stages so I haven't given you 
dates but these are just to show you when you could do it. So for example, the mid-launch booster email 
when we want to get people engaged in the content and asking questions, that mid-launch booster you 
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can send whenever you need to send it, you may not need to send it if things are really crazy but it's 
there when you need it.  

Your warm up emails can be sent whenever you want to do it. So this for me is a kind of a rough guide. 
It's not set in stone, make it work for you. And then when you further scroll down, let me just show you, 
this page is amazing, we put so much time into all of these frameworks for you. So when we go to the 
first one, okay, so we're in the warm up emails, we go to the first part, so you'll need both of these, warm 
up one, framework and copy principles. Me move this page over, here we go. So this is the format of it. 
So this is explaining all of these pieces of the emails, the components and an explanation of each of 
them. So this will really help you to craft your emails. And then I've also given you an example, this is my 
template. So this is going to give you the pieces, how I've done that. So for some of you who have gone 
through my recent launches, you'll probably recognise some of these emails and you remember them. 
So we've given them you here to give you context, please don't use my copy, use your own copy but you 
can definitely use my framework, you can use the example and make this all about you, make this about 
your voice, make this about your personality. So we've done this for each of the key emails so when you 
scroll down, you'll see them all here. Now my recommendation is to use something like Google Docs 
and have a folder for them. So it doesn't have to be anything crazy but definitely have them in a place 
where your whole team can access them.  

But by having these 11 key emails is going to make creation of all the other emails and your social posts 
so much easier. So now it is time to do the work, go and write your emails and I'll see you in the next 
lesson.
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