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Income on Autopilot: 
A Behind-The-Scenes Look at How I Use 

Autoresponders to Make $30,000 per Month on 
Autopilot 

 

Do you dream about checking your email first thing in the morning, and discovering 
you’ve made sales overnight, while you were drooling on your pillow? 

Who wouldn't, right? But the ugly truth is this: 

Tons of Internet marketing gurus claim they have a quick, easy, sexy system for helping 
you achieve this goal. There seem to be hundreds (maybe even thousands) of ways to 
accomplish this just-out-of-reach dream. 

And for many bloggers, it feels like they’ll never get there. They feel like they are 
stranded in the middle of the ocean, low on energy and surrounded by sharks, 
desperately swimming toward an island that slips farther and farther away. 

If they realize they’re following the wrong course, they change directions. But they get 
exhausted, start swimming in circles, and begin to feel desperate. And the sad truth is 
that most desperate swimmers never reach the shore.  

Sound familiar? 

I get it. But here’s the good news: 

As a Serious Bloggers Only member, you’ve got something that other people don’t 
have:  

Me. 

I promised you that with every issue of the SBO report, I would provide you with a 
blueprint for success. And today I’ll give you a huge piece of the very best plan for 
making money online.  

In this issue, I’ll give you my formula for earning income on autopilot. 
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This system is the foundation for many of the other techniques you’ll learn in the SBO 
community. Get this right, and everything else you learn will just add rocket fuel to your 
online business. 

I’ll take you through the exact system I use to make $1,000 every single day, 
automatically – with no additional effort on my part.  

Of course you won’t make $1,000 a day right out of the gate. If I promised that, I’d be 
just as bad as those sharks who promise overnight success. 

Here’s the truth — you need to start small and scale up. But if you take these steps, and 
do the work thoughtfully and carefully, you can start building consistent, automated 
income for your business.  

And that’s a dream we all want to swim for – right?  

The (Real) Key to the Income Autopilot Kingdom 
So what’s the real secret to making income on autopilot? The answer is actually far 
simpler than you think. It’s called autoresponders.  

What’s an autoresponder? My favorite definition is the one Sonia Simone wrote for the 
Copyblogger blog. She writes,  

 “An autoresponder is just a sequence of email marketing messages that gets 
sent to subscribers in the order and frequency that you decide. 
 
That autoresponder creates a great experience for your first subscriber. And it 
creates the same great experience for your 100,000th subscriber.  
 
It never gets tired. It never needs the weekend off for Father’s Day or Mother’s 
Day…It never gets bored with your marketing message. It never gets snarky. It 
never gets sick of newbies. 
 
It delivers your best content, in the best possible order and frequency, to every 
new reader who finds you. Forever. 
 
Whether you want a day off to head to the beach or a month off for a life-
changing adventure, your autoresponder is back home taking care of business.” 
 

Chances are, you’ve received autoresponders before – but you may not have known 
that’s what they were called. If you’ve signed up for a free report or free video series, 
you most likely received an automated welcome email message that included a link to 
your free gift. That welcome message is an autoresponder.  

http://www.copyblogger.com/email-autoresponders/
http://www.copyblogger.com/email-autoresponders/
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If you’ve ever written to friends or colleagues and received an automated email 
message saying they were on vacation — that was an autoresponder, too. Any 
automated message that gets sent to someone (without the sender needing to send it 
manually) is an autoresponder. 

An email autoresponder series (like Sonia describes above) is one of the all-time best 
sales tools you can have in your business if you’re selling your products and programs 
online.  

While you can use an autoresponder series to sell practically anything, I’ve discovered 
they’re particularly good for selling products priced over $100 – stuff that is usually a 
little too pricey to be an impulse buy. A series can help you sell higher-end products, 
programs or services that usually make people think a bit before they plunk down a 
credit card. 

My Proven Formula for Creating a Wildly Popular 
Autoresponder Series 
The formula we’ll use to set up a high-converting autoresponder sales sequence is 
illustrated in the diagram on the following page. Don’t worry if you don’t understand 
some of the steps -- we’ll go through each of them in detail. Just check out the diagram 
and get the general overview of how the process works.  

I’m giving you the autoresponder sequence that is easiest to implement – the system 
that will get you set up with an income autopilot system as fast as possible. This 
strategy is the fastest to implement, and when you’re just beginning to set up systems 
like this, faster is always better.  

Keep in mind that as you grow, your autoresponder sequences will expand and change, 
and they may get more complicated. They’ll get better and more sophisticated. Some of 
my current autoresponder sequences are very complex (with lots of twists and turns and 
special timing) but you don’t need to begin there.  

Go through this sequence of steps, set up your autoresponder, and you’ll be on your 
way. Then tweak it later.  And as you begin, remember the adage, “Don’t let perfect be 
the enemy of good.” Get it done, and fix it later. 

I want you to think of the autoresponder sequence in four stages: 

Stage 1: Give away free valuable content, while dropping hints or giving nudges 
about your paid program or product. 

Stage 2: Send a pitch email about your product. 
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Stage 3: Describe time-sensitive bonuses new clients will get when they buy 
your product within a specific timeframe. 

Stage 4: Give final reminders to buy (when the offer is closing). 

 

How AutorespondersHelp You Build Relationships with Your Prospects 

There’s another secret benefit to creating a smart autoresponder sequence for your 
business.  

When you start your relationship with your potential clients by sending them useful, 
interesting content, you actually get to build a relationship with them as they go through 
your sales pitch (whether they buy from you or not). 

In other words, you’re going to sell to them, and they’re going to thank you for it.   

With my GuestBlogging autoresponder, I actually get a lot of thank-you emails from my 
subscribers, and no one complains that I am being too heavy-handed with my sales 
pitch. I get hundreds of comments on my blog posts and videos, and people are 
incredibly grateful that I shared the information with them. 

 

START: Prospect signs up using an opt-in form 

Autoresponder sequence: 

Email 1 (Gives free content)  
Email 2 (Gives free content)  
Email 3 (Gives free content)  
Email 4 (Pitch) – links to sales video or page 
Email 5 (Describes time-sensitive product bonus)  
Email 6 (Describes time-sensitive product bonus)  
Email 7 (Describes time-sensitive product bonus)  
Email 8 (Reminder) – Gives 24-hour notice that the product is closing 
Email 9 (Reminder) – Last call on the last day - product is closing 
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So I get to advertise to people – and they appreciate me doing it.  

If you follow this formula and build your own powerful autoresponder, you’ll not only 
make sales – you’ll turn your subscribers into loyal fans, too. 

How to Avoid the 3 Biggest Autoresponder Mistakes 
There are hundreds of different ways to set up your autoresponder sequence. I’m 
teaching you the fastest and more profitable way to set it up. 

But as you get started and decide how you want your series to look, I want you to be 
aware of several common autoresponder mistakes.  

Let’s take a deeper look at each of these mistakes, and figure out how to avoid them.  

• Mistake #1: Treating your autoresponders as ONLY a bribe to subscribe, 
instead of a sales tool. 

You want to be really clear about exactly why you’re creating an email 
autoresponder series. Some bloggers use an autoresponder strictly as a “bribe” or 
incentive to entice people to join their lists. They may give away a multi-part e-
course as a way to bond with their visitors and develop ongoing relationships with 
them.  
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For example, a food blogger might build an opt-in page, and give away a five-part 
course on how to making fast weeknight dinners. Then she could send her content 
out to subscribers over the course of 15 days by sending one email every three 
days. An email series like this might potentially entice some folks to sign up (and it 
might work to bond with the audience). But this blogger would attract more 
subscribers if she turned all five emails into one instantly downloadable free report. 
Then she could use subsequent emails in her autoresponder series to sell a paid 
product -- like an online cooking class or a cookbook.  

These bloggers might give away tons of value with their autoresponder sequence, 
but they don’t make a clear offer to buy a product or program within those emails. 
That’s a HUGE mistake. They leave money on the table. 

I want you to create a sales conversion machine, not just a bonding tool. You have 
plenty of ways to create trust and camaraderie with your community, and your 
autoresponder can be a small part of that effort. That just shouldn’t be its only job. 
Your autoresponder can act as a 24/7 salesperson for you – make sure you set your 
series up for success by creating a clear, compelling offer. 

I’ll take you step-by-step through the process of setting up a successful promotion 
series. But just to give you a quick overview, our plan works like this: 

1. Give them that free giveaway gift that they can access immediately (free 
report, cheat sheet, video, etc. (not a long series that they’ll get one at a time, 
for weeks) 

2. Use subsequent follow-up emails to give away additional useful content. 
3. Make a relevant offer. 
4. Give them additional bonuses if they buy now. 

 
• Mistake #2: Leaving many days between emailing autoresponders.  

 
If you're creating your autoresponder in order to make sales, you need to email your 
prospects every day while they’re going through the sequence. Send emails one day 
after another, with no gaps in between. This sequence only lasts nine days so don’t 
worry that you’re emailing them too frequently. (Besides, on six of those days you’re 
giving them free valuable content.) 

I’ve tested it again and again, and I’ve consistently found that when I space out my 
series and skip days between emails, it dramatically lowers the amount of sales I 
make with my series.  
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If you space the email too far apart, your prospects “cool off,” which means they 
forget about you, your awesome content, and your product. Emailing them every day 
assures they don’t have time to cool off. 

One email a day means more money in your pocket – so space your emails close 
together.  

• Mistake #3: Waiting too long to sell instead of gently nudging the prospect 
toward the sales letter from the very beginning. 

You don’t need to send ten emails before mentioning that you have something for 
sale. And you don’t need to mention your offer in a backhanded, embarrassed way, 
either.  

Many people wait too long to introduce an offer, and then their prospects feel 
betrayed when a seemingly pushy sales letter surprises them out of the blue. 

Follow the sequence below to create a high-conversion sales sequence for your 
autoresponders – I’ll spell out exactly when you can start nudging your prospect 
toward your sales letter or video.  

Ready to start bringing in money on autopilot every month? Let’s dig into the steps… 

The Essential 5 Steps to Creating a Highly Profitable 
Autoresponder 
Step #1: Discover the Easy Button Your Audience Will Be Powerless 
to Resist 

Your first job is to discover the absolute easiest solution to one of your clients’ biggest, 
most urgent problems. What you’re selling to the client is the solution to their problem. 
We call that solution the “Easy Button.”  

Picture a big red button that instantly takes away your client’s problem. That button is 
what you’re trying to discover. If you can find it, you just made your job a thousand 
times easier…because in many ways,Easy Buttons sell themselves. 

Examples of “Easy Button” products include: 

A basic example of an Easy Button product is a food processor, like a Cuisinart. 
It makes the difficult job of chopping vegetables as easy and idiot-proof as 
pressing a button. 
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In the WordPress world, premium themes are Easy Button products. It doesn’t 
take any technical skill to create a beautiful website – you just install the theme.  

Blogger, author and speaker Chris Guilleabeau sells a product called “How to 
Write, Sell and Publish Your Book.” It describes a detailed, step-by-step process 
his customers can use to self-publish their books or sell their manuscripts to a 
traditional publisher. http://unconventionalguides.com/publishing.htm 

So how do you discover the Easy Button? If you don't know what that Easy Button is -- 
and even if you think you do, but you’re not entirely sure – your best bet is to do some 
one-on-one coaching with members of your audience.  

In the first issue of the SBO Report, “The Six-Figure Roadmap Report,” we talked about 
how to time the launch of your coaching services correctly (hint: the launch happens 
later than you might think). I gave details on how to survey your readership base, find 
out exactly what problems and issues they struggle with, and offer one-on-one coaching 
services to help people fix their biggest problems.  

When you launch a business using the Six-Figure Roadmap, you have a business 
model that allows you to regularly do priceless research that will help you develop your 
Easy Button. 

Coach as many of your clients as you can, and really listen to what those clients are 
saying. Be a useful and helpful coach, but also keep one ear open for what their 
common complaints are. Listen for trends – for problems that get repeated over and 
over. Take notes while you’re coaching, and when you look back over your notes to 
review your sessions, watch for common problems that are mentioned by multiple 
people.  

Once you’ve found the most common problem (the most frequently asked question you 
get in your coaching sessions), your next job is to experiment with different solutions to 
that problem. As you work with these clients, take notice of the solutions you can offer 
that: 

1) Clients can act on easily without a ton of resistance, stumbling blocks, technical 
problems or other issues. 

2) Clients can get the most results from because it really solves what’s keeping 
them up at night. 

Once you’ve narrowed down your options and found a workable solution, simplify that 
solution into a crazy-easy system that is so straightforward and easy, anyone could do 
it. We’re talking templates, checklists, blueprints – the works. Design your solution so 
that it’s completely idiot-proof. This solution will ultimately become your product.  
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The GuestBlogging course was the Easy Button I created as a result of doing a series 
of coaching sessions. I offered coaching sessions in a blog post on Copyblogger in 
which I asked people to share their biggest blogging frustration. 
http://www.copyblogger.com/screwed-up-blog/ 

This is a screenshot of the blog post I wrote for Copyblogger, asking readers to share their 
biggest frustrations with blogging. Over 300 people commented on the post and shared their 
problems and frustrations with me. 

 

Because of that blog post, I quickly had about 50 coaching clients and many of them 
told me that one of their biggest problems was traffic. I tried out different things with 
different people to solve the traffic problems, and guest blogging was the only solution 
that consistently worked for the people who did it.  

So that taught me that the best thing you can do is find a common problem, try multiple 
solutions to solve that problem, and see which one people can actually do (and get 
results from).  

Then make your solution as simple as you can – make it absolutely foolproof, requiring 
no confidence or special skills in order to complete it.  

This solution becomes your product, and you’ll sell it using the autoresponder sequence 
we’re creating. Everything else is built around this Easy Button product.  

http://www.copyblogger.com/screwed-up-blog/
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Make your Solution So Simple, Anyone Can Do It 

Want to know what I mean by making it super, super simple?  

Here’s an example: When I first launched the GuestBlogging course, I told students 
they could search through the website Alltop to discover guest posting opportunities. I 
gave them instructions for searching through AllTop, and gave them some simple blog 
criteria to look for.  

But I discovered that it was just too overwhelming for my students to go through AllTop 
and do their own searching. People just weren’t doing it.  

So I made it easier. I paid somebody to comb through AllTop and the rest of the web 
and make a categorized list of the 100-best blogs to approach for guest posting 
opportunities. I call it “The Big Black Book: 105 Rock-Solid Targets To Shoot For” and 
it’s now a critical part of the GuestBlogging course.  
 
A screenshot of the Big Black Book from the GuestBlogging course.  
 

 
 
Now we walk students through picking a category and going through the list – it makes 
the process significantly easier and less intimidating for them. The Big Black Book is 
now part of my Easy Button. 
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So now is the time to take your Easy Button solution and turn it into a product. 
Remember – it doesn’t need to be rocket science. It just needs to solve their problem in 
a simple, straightforward way.  
 
Again – make your product so simple that anyone could do it. Then get ready to move 
on to our next step. 
 
Step #2: Create Content That Solves Your Audience’s Three Biggest 
Problems  

Now that you’ve created a simple-to-use product, let’s shift gears and talk about the 
content you’ll give away on your autoresponder, in order to help you SELL that product. 

Yep -- you’re going to give content away. It’s the absolute best way to build 
relationships with prospects who sign up to receive your autoresponder, and move them 
toward the ultimate step we want them to take (which is buying your product). 

And now we need to figure out what you’ll give away. 

What (Exactly) Do People Want? 

Businessman Leo McGinneva famously said: 

“People don’t buy quarter-inch drill bits. They buy quarter inch holes.” 

Do you know what your customers truly want?  

People are attracted to specific, tangible outcomes. The middle-aged man doesn’t want 
a diet plan – he wants to stop feeling out of breath every time he walks up the stairs. A 
25-year-old bride doesn’t want dance lessons – she wants to wow her groom on the 
dance floor at their wedding. 

Ask yourself, “What’s at the foundation of what my customer truly wants?”  

Then create three pieces of outstanding free content that helps him or her move 
toward one of their most-desired outcomes.  

Let’s look at some examples. 

When I created the GuestBlogging program, I wanted to focus on helping students get 
traffic. If traffic is the larger, over-arching goal, we can break it down into more specific, 
smaller, tangible goals.  

So the three outcomes I focused on are the following: 

• My blog is on the front page of Google. 
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• I just got 2000 new Twitter followers. 
• A popular blogger just linked to me. 

Then I came up with a clear, easy-to-follow, unique way to reach each of those goals.  

With my GuestBlogging autoresponder sequence content, I teach my prospects a way 
to use guest posts to get Twitter followers. That video is one of the pages I link to in my 
autoresponder sequence. Here’s a link to that content. http://guestblogging.com/twitter-
traffic/ 

We’ll go into more detail about how this works in just a bit. For now, just remember that 
your job is to create three pieces of irresistible, incredibly useful content that help 
your prospects reach the outcomes they really want to reach. 

Need one more example of how this process works? Let’s look at another successful 
example. 

Launch coach Anne Samoilov Serves Up Super-Targeted Launch Advice 
 
Anne Samoilov is the brilliant consultant who has worked behind the scenes of some of 
the largest and most successful online launches in history. As a coach, Anne helps 
people launch their new businesses, dream projects, huge programs, or spectacular live 
events.  
 
Anne’s also got a well-converting autoresponder sequence that leads prospects to her 
(paid) Launch Walkthrough program. You can check it out (and sign up for her killer 
content) here: 
http://annesamoilov.com/launch-walkthrough 
 
Anne’s initial opt-in page, where people sign up to get her autoresponder sequence 
(which includes a sample of her paid program, the Launch Walkthrough). 
 

http://guestblogging.com/twitter-traffic/
http://guestblogging.com/twitter-traffic/
http://annesamoilov.com/launch-walkthrough
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Anne knows that her clients’ primary goal is to run a successful launch. She has also 
picked apart that bigger goal, and discovered a couple of specific, tangible goals within 
it.  
 
Turns out, her target client really wants a launch that is relaxed and stress-free. No one 
wants a launch that ends with them being carted off in a straitjacket.  
 
To move her prospects closer to that goal, Anne gives her subscribers a couple of 
helpful articles in her autoresponder. One of those articles discusses budget 
considerations during a launch, and helps readers figure out if they should spend 
money on a costly site redesign before the launch. She discusses the Return on 
Investment (ROI) of a few different website makeovers and ways to keep graphic design 
under control, so that you don’t blow all your launch profits on expensive graphic 
designers before your project hits the airwaves.  
 
Anne’s autoresponder sequence is focused and smart – she gives content that speaks 
to her audience’s specific desires, and then makes a highly relevant offer for her full 
(paid) Launch Walkthrough program. Right now, Anne’s series is converting well for her, 
and as she continues to attract new leads and fine-tune her emails, she’ll continue to 
have more and more automated success.  
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Anne’s blog post about keeping design costs under control during launches 

 

Planning your Giveaway Content 

Once you’ve decided on which of your clients’ desires to focus on, your task is to create 
three separate articles or videos that move them closer to reaching that outcome. 
This will be the content your prospect signs up to receive.  

Picture it like a trade: They give you their email address, and you give them some killer 
content that will help them achieve their dreams.  

Wondering if you should create a blog post or a video? I’ve discovered that text and 
video both convert well if they’re done right, so you can use either one – just choose a 
format you’re good at. 

Videos should be no longer than 10 to 15 minutes. If it's an article, shoot for 1000 to 
1500 words. You don’t want your content to be so long and involved that it overwhelms 
your prospects.  
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In your content, you want to make sure you’ve given lots of value. But you can avoid 
giving away the farm by using a time-tested trick of free content.  

What you want to do is give your prospect the what, but not the how. Tell them WHAT 
they need to do, but you don’t necessarily want to go through every step of HOW to 
actually do it.  

Neil Patel of QuickSprout explains the process this way: 

“Give away what you know – but not the process. Give away your knowledge, but 
you don’t give away the information about how you got that knowledge, or what 
you do with it…here’s an easy example of what I mean. Let’s say a mechanic 
tells you that from his experience car oil should be changed every 3,500 miles. 
That’s good information to know. And it’s coming from an authority. The only 
problem is you have no clue on how to change oil. So you hire the mechanic.” 
 

Remember, though – you’re not doing any heavy selling in your article or video (or in 
your email). You’re just trying to give them plenty of value, and plant a seed in their 
minds that you can provide solid, actionable advice that will get them results.  

None of the emails I send during the GuestBlogging autoresponder sequence actually 
mention guest blogging. They focus on growing your Twitter following, getting on the 
first page of Google, and attracting your first 1,000 blog subscribers.  

I do tell them how they can get ranked on the first page of Google (which is an outcome 
any blogger wants). Then in the video, I reveal that guest blogging is the way to get 
ranked well in Google.  

Another email focuses on how to get more Twitter followers – and that email leads to a 
video that tells them guest blogging is the way to get more followers.  

All of the videos do eventually talk about why guest blogging is a good choice for 
helping you reach your goals – but the content doesn’t tell you HOW to get guest 
blogging gigs, what to do once you’ve been accepted as a guest blogger, or how to get 
the most out of a guest blogging opportunity. I’m explaining the what, not the how.  

And even though you’re not hitting them with a heavy sales pitch, it is 100 percent okay 
to start talking about your paid products or services a little (and start linking to your 
sales page or video). 

When we looked at my example video (about getting more Twitter followers) in Step #2, 
we talked about giving your prospects useful, implementable solutions that will allow 
them to reach the outcomes they want the most.  

http://www.problogger.net/archives/2012/06/04/how-to-be-a-guru-6-paths-to-blogging-stardom/
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But the great part is that you can get them to reach their goals AND start hinting about 
your paid programs, too. Let me show you how I do this. 

Here’s a screenshot of the page I created for my Twitter video, which I called, “How to 
Build a Rabid Following on Twitter.” 
 
This is a screenshot of the video about getting more Twitter followers. 

 

 

 

Notice the way I’m also teasing the paid offer at the bottom of the video. Check out the 
button under the video window that reads, “Watch Next Video.” That button leads to my 
sales video for the GuestBlogging program.  

By creating a page with a useful video on it AND a prompt to my paid program, I’m 
actually doing three things: 
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1. Giving the prospects valuable information 
2.  Teasing the sale of the paid product -- for folks who just want to check it out and 

mull over the offer 
3. Giving the people who are already ready to buy an easy, simple way to do so  

It’s a great way to make a piece of video content do three distinct (but important) jobs at 
one time. 

Why You Shouldn’t Use Attachments or Downloadable Content 

Don’t make your content available as a download or attachment to your email. Put all 
your content on a web page (blog post, or video embed) as opposed to giving up all the 
goods in the email itself. The two reasons for this are the following: 

1. People regularly lose downloadable PDFs and videos, or they simply don’t know 
how to find items they’ve downloaded to their computers. If you simply give them 
a link to a standalone page, there is far less confusion. You’ll have happier 
prospects and field fewer follow-up questions. 

2. If you put the content on a separate web page, and then link to that web page in 
your email, you are subtly training your subscribers to click on your links (and 
expect something good when they click). If you give people three autoresponder 
messages and they all include great content -- but that content is all in the body 
of the email – people won’t know what to do when they get your pitch email. 
They’ll be less likely to click through to your sales video or page. Reward them 
for clicking links in emails, right from the beginning. They will learn to click on 
your links and expect something useful and positive in return. 

Deciding Which Piece of Content Will Be Your Initial Opt-in Offer 

Once you’ve created three pieces of irresistible content, you need to select one of them 
to use as the focus of your initial opt-in page.  

Here’s how it will work: One piece of your content will be in the spotlight as your opt-in 
offer. The other two pieces will be additional value-added content that you will send your 
prospects via email, during your email autoresponder sequence. 

If we look back at our diagram, we are working on the content to give away in our first 
three emails. 
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Email #1 – Sending them the piece of content you advertised in your opt-in form 

Email #2 – Sending them the second piece of giveaway content  

Email #3 – Sending them the third piece of giveaway content 

So by the time you’re ready to send the fourth email, the only thing you have sent your 
prospect is three pieces of extremely value content that speaks directly to them and 
shows them how to get to some of their most-desired outcomes. 

So when you choose the first piece of content to give away (to send in email #1), you 
want to choose the most enticing piece of content – the one your prospects will find 
most drool-worthy. You want them banging down your door to hand over their email 
addresses so they can receive your cheat sheet, video, report, template or other free 
gift. Make your initial opt-in so good that it’s a no-brainer for people to sign up for it. 

When you’re creating your opt-in page, be thoughtful and careful about the copy you 
include. Focus on the benefits of signing up for the free gift. Yes, it’s great to tell them 
it’s a 20-page e-book or report. But you’ll get more people to sign up if you describe (in 
vivid, clear, emotional language) what the result will be if they sign up and get your free 
gift. 

If you’re feeling ambitious, you can also mention your other incredible content on your 
opt-in page. It’s totally okay to do so, and may make it even easier for people to decide 
to sign up. 

START: Prospect signs up using an opt-in form 

Autoresponder sequence: 

Email 1 (Gives free content)  
Email 2 (Gives free content)  
Email 3 (Gives free content)  
Email 4 (Pitch) – links to sales video or page 
Email 5 (Describes time-sensitive product bonus)  
Email 6 (Describes time-sensitive product bonus)  
Email 7 (Describes time-sensitive product bonus)  
Email 8 (Reminder) – Gives 24-hour notice that the product is closing 
Email 9 (Reminder) – Last call on the last day - product is closing 
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The opt-in page for my GuestBlogging autoresponder describes the benefits of signing 
up for the initial cheat sheet AND the follow-up videos.  http://guestblogging.com/ 

 

Need help creating a landing page or opt-in form for your site? You can ask your web 
developer to do it for you (just make sure to give him or her crystal-clear direction on 
what you need). Or you can use LeadPages, a do-it-yourself landing page tool that 
allows you to create high-converting landing pages and opt-in forms without knowing 
how to code.  

Once you’ve created content that helps your potential customers achieve their most-
desired outcomes, (and created a killer opt-in page that converts site visitors into leads), 
you’re ready to move on to the next step.  

Step #3: Create Three Roadblock-Busting Bonuses  

Now it’s time to create the content for emails #5, #6, and #7.  

For these emails, you’ll advertise some amazing things your prospects will get if they 
sign up for your program right away. They ONLY get the bonuses if they fork over the 
cash and make the purchase. 

So now it’s time to create some irresistible bonuses you can create for your product. 
And how do you do that? 

Start by thinking like your customer.  

http://guestblogging.com/


 

© 2014 SeriousBloggersOnly.com and Boost Blog Traffic Inc. 
 

P
ag

e 
20

 

Every prospective buyer has objections when they’re considering a purchase. They all 
have a little voice in the back of their minds that says, “This won’t work for me.” That 
voice incessantly provides a running list of reasons WHY it won’t work. 

But here’s the good news -- with the bonuses you give away with your product, you can 
bust through those objections. 

So think about what it’s like to be your prospect. Consider what they feel like if they’re 
considering buying your Easy Button solution. Then complete the sentence, “This won’t 
work for me because…”  

What reasons bubble up to the surface? Sit with it for a bit, and truly listen to that inner 
voice. What scares your prospect? What is he afraid of? What makes his circumstances 
special and unique? (And how does that uniqueness disqualify him from using your 
system in his mind?) 

Write those objections down – they are marketing gold. Then pick three of the 
objections and fill in as much detail as you can. Make sure you’re crystal clear on every 
detail of each of those three objections.  

Now your job is to create three product bonuses that alleviate your client’s main 
objections and make it ridiculously easy for him to click that Buy Now button. 

Here are two examples of objection-overcoming bonuses: 

David Siteman Garland sells a high-end course called “Create Awesome Online 
Courses.” His customers want to create evergreen courses (and stop selling their 
hours for money) but many of them have trouble with the technical side of things. 
One of their main concerns about buying David’s course is that they won’t have 
the technical knowledge (or the right tools) to publish a website, create videos for 
their courses, or sell the classes online using a shopping cart.  

So David created a bonus called “The Tech Guide of Awesome” that gives his 
students all of his best recommendations for tech tools and resources. With his 
resource guide, David’s students have everything they need to create, promote 
and sell their online courses.  

Men’s fitness trainer Ryan Masters has customers who lead busy lives and 
juggle lots of responsibilities. One of his prospect’s major objections is, “I don’t 
have time to work out.” To get past this roadblock, he not only designed a fitness 
program that gets results in only 3-5 hours a week, but he also offers a set of 
80/20 workout blueprints as a product bonus – so his customers focus only on 
the workout activities that are getting them real results. 
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Here’s a third example and how this worked for me. 

How I Overcame Objections to GuestBlogging 

In my GuestBlogging course, we recommend people link to an opt-in page at the end of 
every guest post they publish. That’s often a big sticking point for students.  

Many of them don’t know how to set up an opt-in page. They may not be signed up with 
an email marketing service. A lot of them find the entire opt-in process confusing and 
overwhelming. So they think the GuestBlogging program won’t work for them, because 
they can’t make it over that hurdle.  

In order to get past that objection, and make the whole process quick and painless, I 
added a little bonus to the program that teaches students how to set up a quick and 
dirty opt-in page and autoresponder sequence.  

They get the bonus if (and ONLY if) they buy the product. But when I advertise this 
bonus to my prospects, it helps them get over the mental roadblock that would normally 
stop them from buying the product. 

They look at my sales page, think, “This won’t work for me because I don’t know how to 
create an opt-in form for my site.” Then they get an email that says, “Don’t worry. I’m 
going to teach you how to create an opt-in form on your site. It’s okay that you don’t 
know how to do that. Come on in and join the party.” 

If you create good bonuses for your products that help people get over their mental 
roadblocks, you will make more sales and have happier customers. 

The Bonuses That Work Best - “Done-for-You” Services or Solutions  

Some of the best bonuses you can offer are ones that include a “done-for-you” 
component. Depending on your industry and niche, done-for-you might mean software, 
templates, or an add-on service in which you actually complete a portion of the system 
for the client.   

Copyblogger’s upcoming software product, The New Rainmaker Platform (currently in 
beta) is designed to be a complete “done-for-you” WordPress business website platform 
with all the functionality built in and ready to go out of the box – no technical skills 
needed. http://www.newrainmaker.com/platform  

So figure out what kinds of objection-busting bonuses you can offer (especially if you 
can create a done-for-you service) and create them. They don’t need to be as 
complicated as the Rainmaker Platform – just tightly focused and uber-helpful. 

Now you’re ready to put everything together.  

http://www.newrainmaker.com/
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Step #4: Write Your Email Series 

So far, you have designed a piece of highly effective  opt-in content for your clients, 
created two more pieces of targeted content that helps your prospects achieve their 
most desirable outcomes, and developed three objection-busting bonuses for your Easy 
Button program or product.  

Now it’s time to put on your copywriting hat, put all the pieces together, and create your 
actual autoresponder email sequence. 

Remember – you’re creating the following sequence with your nine emails: 

 

Keep your content emails under 100 words if possible, and then link to your online 
resource (video or article). Your job in every email is simply to convince the reader to 
click on the link – you don’t need to get fancy with the email content. 

David Siteman Garland’s second content email entices the reader to click on the link. 
His emails are a little long, but he does a nice job of “selling the link.” 

START: Prospect signs up using an opt-in form 

Autoresponder sequence: 

Email 1 (Gives free content)  
Email 2 (Gives free content)  
Email 3 (Gives free content)  
Email 4 (Pitch) – links to sales video or page 
Email 5 (Describes time-sensitive product bonus)  
Email 6 (Describes time-sensitive product bonus)  
Email 7 (Describes time-sensitive product bonus)  
Email 8 (Reminder) – Gives 24-hour notice that the product is closing 
Email 9 (Reminder) – Last call on the last day - product is closing 
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How to Write Your Autoresponder Series in Just One Afternoon 

If you’re focused and you’ve done all your prep work, you can write your autoresponder 
series in an afternoon. Schedule the time, then sit your butt in the chair and don’t let 
yourself get distracted by your phone. Or email. Or Facebook. Or YouTube.  Just sit and 
write the series until you’re finished.  

If you need help, use my GuestBlogging sequence as a template -- we’ve given you the 
entire series of emails in the SBO members’ area. Or check out some of the example 
emails from popular bloggers like Anne Samoilov, David Siteman Garland or Beth 
Hayden (also available in the members area).  

You’ll be writing a total of nine emails. Are longer sales sequences out there? Yes, 
absolutely. You could run a constant sales pitch for 3 or 4 months – and a sequence like 
that probably will wring every last possible immediate sale out of your prospects. 

But when you do that, you’re breaking their trust. When someone signs up to receive 
your content, they are counting on you to NOT spam them or pitch them so aggressively 
they want to barf when they see your name in their inbox. If that happens, they will 
unsubscribe and never refer any of their friends or family to you. You don’t want that. 

So take a longer-term perspective. You want people to stay on your list so you can 
teach them something else (and possibly pitch additional products that might be a good 
fit for them). Plan on having a longer relationship with that prospect – not just one that 
lasts until the end of the autoresponder sequence.  
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Here’s why that is critical: 

There are likely people who go through your autoresponder sequence who are 
interested in what you’re selling – they’re just not interested in it right now. You may 
have the opportunity to make the sale later – whether it’s days, months or even years 
down the road. So you want to make sure you don’t ruin the relationship by over-
promoting with an autoresponder sequence.  

Don’t Panic – It’s Time to Make Your Pitch 

When you write email #4 – the pitch email -- make it direct and concise. You don’t need 
to include links to any additional content in the note – the purpose of the email is JUST 
to drive them to the sales page where they can find out a little more about the product 
and actually make the purchase. 

If you’re already selling your product, you are probably already using a sales page. Your 
page might include a video, or it may be text-only. Either way, in this step, you just need 
to point people to your sales page (in a link) and let them complete their purchase. 

World-class copywriter Frank Kern’s formula for pitch emails is the following:  

1. Here’s what I have.  
2. Here’s how it will help you.  
3. Here’s what to do next (link to sales page or sales video). 

You don’t need to add a ton of extra detail, like “Get it now, while you can still get a 
spot.”  Your job is to whet their appetites, then get them to click on the link. That’s all. 

Amy Porterfield keeps her sales pitch email short and simple.  
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Above all, be confident in what you’re offering. Remember that you just spent three 
days sending these potential customers useful content that will help move them forward 
and achieve their goals. Most people will be fine with getting a short, concise sales offer 
(especially for a relevant product) after getting such great content from you.   

And if they’re NOT okay with it, let them unsubscribe. They’re not perfect clients for you, 
and that’s okay. (Be sure the email software service you’re using allows you to limit 
sending pitch emails ONLY to people who haven’t purchased your product yet.) 

How to Make the Offer So Good, They Can’t Say No 

Now that you’ve made your offer, your job is to be Don Corleone from The Godfather. 
You want to make ’em an offer they can’t refuse. 
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When you write the bonus emails (that’s emails #5, #6 and #7), you are “stacking” the 
bonuses to create an irresistible package. You are applying subtle-but-friendly pressure 
for the reader to take you up on your offer. 

You’ve probably heard about the concept of scarcity in copywriting, and how using it 
can increase your conversions by motivating people to make the purchase today.  

In a nutshell, the principle of scarcity states that people value something more if it is in 
short supply. To use scarcity in your email sequence, you have three choices. You can: 
 

1. Limit the amount of products you sell. 
2. Limit how long they’re available. 
3. Offer special limited-time bonuses or discounted pricing. 

 
In this sequence, we want to use the third option. You’re going to offer your irresistible 
objection-busting bonuses to prospects, and let them know that you are only offering the 
bonuses if they sign up for the product within a certain timeframe.  

By adding bonuses like this, you’re essentially saying, “Here's what I'm giving you,” but 
the hidden message is actually, “You’ve got to sign up before the certain date.” It’s a 
subtle thing, but you’re using a sneaky (and effective) type of camouflage scarcity.  

It’s incredibly effective because when you put the focus on giving them something, you 
come across as generous and giving. If you try to do scarcity without the bonuses (and 
you do it badly) you can easily come across as greedy. Exactly what you don’t want.  

To the prospect, using scarcity in the wrong way feels like you’re taking their candy 
away. If you say, “It's closing down, and you’ve got to buy now,” it doesn’t feel good. 

So instead of giving them a yuck feeling by threatening to take something away (by 
closing the program registration, etc.), you want to give them more and more value with 
your bonus offers. Pile up those bonuses, and let people know they can only receive 
those awesome extras if they sign up to buy your product by a certain date.  

Using scarcity like this makes the whole process more believable and authentic, and 
you don’t come across looking like a jerk. And the great part is – it works really well.  

Frank Kern calls this offer process “stacking the cool.” You offer an awesome bonus in 
an email. The next day, you email them and give them another great bonus. Then 
ANOTHER one, the day after that.  

And when you’ve created an incredibly attractive offer by stacking up irresistible, useful 
bonuses that bust right through their major objectives, your prospects fold under the 
weight of all that awesomeness, and they click on that Buy button. 
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It makes the sale SO much easier – and it’s a much more generous approach, too. 
You’ll sleep better at night doing it this way. 

I offer a super-useful bonus – my teleseminar with Johnny Truant about earning $2000 
per guest post – when people buy my GuestBlogging program by the registration cut-off 
date. This bonus helps people break through one objection that comes up when they’re 
deciding whether or not to register. That roadblock is “I have to do guest blogging FOR 
FREE? How I am going to make money doing this? 
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Give a “Last Call” in the Autoresponder Sequence 

Make sure the last two emails are scheduled to go out right before your program or 
product registration period will end – one email giving them 24 hours notice (email #8), 
and one additional that gives a final “last call” just 2 to 3 hours before the official close 
(email #9).  

You will be tempted to skip these emails. Do not give in to that temptation. If you do, 
you will lose money. 

You’ll be amazed at how many people will wait until the last possible second to sign up 
for your program. You’ll increase your sales considerably if you include a few last-
minute reminders. 

Queue Up the Whole Sequence  

Once you’ve got all the emails written, proofread, and tested, you’re ready to create the 
autoresponder campaign in your email marketing software (AWeber, MailChimp, 
Infusionsoft, or whatever you’re using). 

Remember that you want to queue up the emails so that your subscriber will receive the 
first one immediately after they sign up and confirm their email address. Then send one 
additional email every day until the subscriber gets to the end of the sequence. I’ve 
heard from several sources that autoresponder email messages sent early in the 
morning (New York time) get a better open rate. 

Once you’ve got your opt-in and autoresponder set up, then the fun begins. You can 
start sending some visitors to your opt-in form (using my suggestions below), track the 
sign-ups and confirm that they’re getting the emails at the right times, and (hopefully) 
watch the sales start coming in.  

Of course, you’ll need to test things out and tweak as needed, but now the hardest part 
is behind you. Whew!  

Way to go! Stop for a moment and congratulate yourself on getting this far. You’ve done 
something most bloggers and online marketers only dream of -- and you should feel 
incredibly proud of yourself. 

Step #5: Create multiple paths to bring people to your autoresponder 

Once your autoresponder is set up correctly (and you’ve got some sales coming in), you 
can take steps to scale up. And the best way to do that is to add more leads into your 
income autopilot machine. 
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It’s time to develop multiple “on-ramps” so people can easily opt in to your list and start 
receiving the great content on your autoresponder. We’ll go into more detail on some of 
these techniques in future SBO reports -- but for now, I just want to get you thinking 
about some possibilities.  

Here are some of the best on-ramps to consider: 

• Monthly emails to your list – If a prospect hasn’t already received your 
autoresponder sequence (and hasn’t purchased your product), you can regularly 
email them with an enticing description of the content you’re giving away on the 
series. By doing so, you ensure that all of the people on your list have the 
opportunity to go through the sequence, get the value from the content, and 
receive your offer.  

Use your email marketing provider (AWeber, Infusionsoft, MailChimp, etc.) to 
regularly pull out a list of people who haven’t received your autoresponder 
sequence. Then send a quick message to those folks with a link to your opt-in 
form. If you’re not clear on how to do this, ask your email marketing provider how 
to go about it.  

• Opt-in forms on your blog -- If you’re publishing great content like a smart 
blogger, you can turn your blog into a sales machine. Just make sure you’ve got 
a highly-visible and enticing opt-in form on your site. 

 You can create that highly visible opt-in form by using: 

o Unpop forms – The Unpop WordPress plugin, which is one of our 
products, allows you to put a small, unobtrusive (but still attention-getting) 
sign-up box on any page of your website. Unpop forms are considerably 
less annoying than traditional pop-up boxes, and they convert 
exceptionally well.  
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On BoostBlogTraffic, we capture about 10 percent of our new visitors 
using Unpop boxes. You can create a universal Unpop box that shows up 
on every page of your site. Or if you want to get really fancy, you can use 
page-specific Unpop forms that are customized based on the content on a 
particular article. Unpop boxes are a great way to make sure you’re 
capturing lead information from your constant stream of new blog visitors. 

o Feature boxes – Adding a feature box to the top of your site (like the one 
we use for BoostBlogTraffic.com, or the one on social media expert Beth 
Hayden’s site, BethHayden.com) can really boost your conversion by 
making your opt-in offer crystal clear and visible. Our tests indicate that 
you can expect 10 times more sign-ups when you use a Feature Box 
(when compared to a small opt-in form in the sidebar of your site).  
 
Many WordPress themes now include a large feature box that you can 
connect directly to your email marketing software. With smart WordPress 
themes and flexible plugins, it’s easier than ever to get people signed up 
and receiving your autoresponder series by using smart design. 
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The feature box on our BoostBlogTraffic.com site offers readers a free “52 
Headline Hacks” report when they sign up. http://boostblogtraffic.com 

 

Social media expert Beth Hayden’s website feature box gives subscribers a 
free Pinfluence marketing guide when they sign up. http:// BethHayden.com 

 

• Guest posts – I might be a bit biased (okay, a lot biased) but I believe guest 
posts are still the #1 way for you to reach huge numbers of new potential leads, 
and drive those prospects to your site. One of the best things you can do for your 
business is to consistently publish exceptional guest posts for popular bloggers. 
 
This guest post, written by GuestBlogging student Kavetha Sundaramoorthy for 
the popular blog TinyBuddha.com, brought Kavetha 170 new blog subscribers in 
just the first two days after it was published.  http://tinybuddha.com/blog/dare-to-
live-10-unconventional-ways-to-be-true-to-yourself/ 

http://boostblogtraffic.com/
http://tinybuddha.com/blog/dare-to-live-10-unconventional-ways-to-be-true-to-yourself/
http://tinybuddha.com/blog/dare-to-live-10-unconventional-ways-to-be-true-to-yourself/
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• Webinars delivered to your own list – I have a couple of webinars that are in 
regular rotation in my business. They’re a great way to continually offer value to 
the people on my list (and they help me add new subscribers as well). Take a 
look at the content you’ve created during this process, and see if you can expand 
on any of it and turn it into an hour-long webinar. Then use that webinar to drive 
people to your autoresponder sequence before, during and after the webinar. 

 
• Joint venture webinars – Doing webinars for other bloggers’ communities is a 

terrific way to get in front of new people, help you develop relationships with 
other influencers, and sharpen your sales process. You can advertise your 
autoresponder sequence as a thank-you for signing up for the JV webinar, or 
drive people to sign up for your autoresponder content during the event itself. 
Joint ventures can be a brilliant marketing tool, especially when paired with a 
high-converting autoresponder. 

 
• Advertising – Facebook ads are one of the hottest ways to build your list (and 

generate new sales) by reaching possible customers. With over a billion users, 
Facebook’s potential is nearly limitless. It’s totally worth experimenting with 
Facebook ads to drive people to your opt-in offer. You can also try pay-per-click, 
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print advertising, or other types of ads. Just remember to start small and build 
your way up – advertising can be a HUGE money pit if you’re not careful. 

Amy Porterfield’s successful Facebook ad campaigns drive prospects to her ongoing 
Facebook marketing webinars. Then she follows up after the webinar with additional 
value-added content and a relevant offer (her popular FB Influence program).  

 

Are you ready to set up an income on autopilot 
system that works for you, no matter what? 
The great thing about creating an autoresponder sales sequence is that once you have 
it set up, it will act as an invisible sales workhorse for you.  It will bring in sales 24 hours 
a day, whether you’re sleeping, working, vacationing with your family, or watching the 
latest season of Game of Thrones.  

Most online businesses and bloggers who want to earn income don’t (or won’t) go 
through the work to figure these steps out and build an autoresponder structure that can 
bring them consistent, reliable income.   



 

© 2014 SeriousBloggersOnly.com and Boost Blog Traffic Inc. 
 

P
ag

e 
34

 

But you can.  

You can start now to bring in an extra $1,000 a day – or more – with a smart 
autoresponder.  

You can stop flailing around in an ocean of get-rich-quick schemes, and start generating 
the passive income that has eluded you for so long. 

After you set up this system, you need to continually feed leads into the on-ramps that 
lead to your autoresponder series. If you do that consistently, you will regularly churn 
out reliable, predictable income.   

Imagine what you will be able to create in your business if you have easy, regular sales 
coming in – profit that comes in every day, whether you’re working your butt off or not. 
Imagine not needing to chase projects and clients just to keep groceries on the table.  

Picture the freedom that steady income could give you. You can work with more 
passion, serve your clients and customers you love, and step into the amazing life you 
have always dreamed of.  

Sound far-fetched? It’s really not. 

It’s just a matter of deciding to stop swimming in circles and make the choice to focus 
on the strategies that really work. So haul yourself out of that water, shake yourself off, 
and stand up here on solid ground.  

The view’s fantastic from here. 


	Here’s a screenshot of the page I created for my Twitter video, which I called, “How to Build a Rabid Following on Twitter.”

