Micro Reach Mastery Live Training: Session 2, Part 2

Date: Tuesday, January 13, 2026 Instructor: Vanessa

Introduction to Al Content Creation

00:00:01 All right.

00:00:02 Do we see the screen now?

00:00:04 Session four, using the Al the right way.

00:00:15 If | use contact at.com, is it okay?

00:00:18 I'm sorry, bros, | don't understand the question.

00:00:23 Uh, workbook link. Yep. Thank you. Keeping me honest, folks.
00:00:31 Okay, so session four.

00:00:35 oh as my send address.

00:00:37 Um, uh, okay, so this is a best practice, not a rule.

00:00:42 Can you use, can you send from contact@domain.com?

00:00:47 Meaning your name is contact, you can, but it does not build authority and it doesn't do
well to build a relationship with your recipients.

00:00:57 Um, business help contact, et cetera.

00:01:00 These, um, it is universally accepted that a name performs better than a catchall in
that, um, in that name field before your domain.

Clarifying CAN SPAM

00:01:16 Oh, Tim is correcting me.
00:01:18 Okay, so this is what can SPAM means.

00:01:20 I'm gonna read it to you. The controlling the assault of unsolicited Pornography and
Marketing Can Spam Act of 2003 is a law passed in 2003, establishing the United States First
National Standards for the sending of commercial email.

00:01:36 Tim, thank you. It's from Wikipedia.



00:01:39 | stand corrected nobody.

00:01:44 Tell Brian that | got it so wrong.

00:01:47 3:05, we're gonna start in on using Al the right way.

00:01:51 Okay, so this is a technical how to as well as a, um, best practices.

00:01:57 So, um, there is gonna be some technical stuff and some, um, implementation advice.

Account Setup and Domain Requirements

00:02:08 Um, real quick, I'm gonna answer one tech question.
00:02:10 Paul, I'm late for the session with the bundle purchase.
00:02:12 | must buy a domain to send email. Yes.

00:02:14 With your CRM, you must purchase your own domain and set up your own center
address.

00:02:19 If you don't already have one, you can use one you already have, but it is for cold
email.

00:02:23 You have to have a real domain you cannot send from@gmail.com with our CRM like
a free account.

The Human-Al Hybrid Model

00:02:35 Okay, so what we're gonna cover is the human Al hybrid model.
00:02:40 Don't just rely a hundred percent on Al and you don't have to do it all yourself.
00:02:44 We're gonna use this as a tool to make our lives better.

00:02:48 Um, subiject line science using Al to generate high converting subject lines, uh, the five
archetypes of a successful subject line, and, um, creating variations in real time.

00:03:05 I'm gonna teach you how you can jump into any ai, what to plug in and, um, how to get
results.

00:03:13 Okay? So it is a paradox.
00:03:17 Everyone in the world has access to the same tools.

00:03:22 What's a sender address?



00:03:23 And he said C-I-N-D-E-R, like a fire sender.
00:03:27 Um, and it's sender, S-E-N-D-E-R sender.
00:03:31 The person who sends the person who has sent the email, you are the sender.

00:03:38 And, um, the links for the workbooks for one and two are all the same format, so, um,
you can use this link and just edit the number at the end and you can get there.

00:03:56 How do you prevent getting the same results as everyone else?
00:04:01 The answer is a lot of people don't. Right?

00:04:03 That's why all of this generic Al schlock is everywhere is because people say, um, |
wanna sell blue widgets.

00:04:12 Give me an email to sell blue widgets.
00:04:14 And Al goes, okay, | know how to write an email to sell blue widgets.
00:04:17 And it gives you the same thing. It's given 10,000 other people, okay?

00:04:20 The difference comes in, um, when you, the human make the, uh, adjustments and
tweaks to get the better content.

00:04:29 So the outcome is everybody sending the same content, everybody sees the same
content engagement is dropping.

00:04:37 And this is because fan filters are getting smarter, but also people are getting smarter,
right?

00:04:42 Uh, you can, you can, you can clock Al a lot.
00:04:45 | mean, the, the, the bad Al is easy to tell, okay?

00:04:51 So the mistakes that people are making is, like | said, saying give me an email to sell a
blue sprocket or a blue widget, okay?

00:05:00 Al lacks human context and empathy.

00:05:04 1t takes general content and just spins it up.

00:05:07 And that's how you land in the spam folder.

00:05:09 And the no oversight is where you lead to, um, that same repetitive dead content.

00:05:17 If you just ask a simple, straightforward, what everybody else is asking, you're gonna
get a simple, straightforward, what everybody else is getting response.



Balancing Technology and Humanity

00:05:29 So how do we fix it? You use it as a tool.
00:05:32 You balance between technology and humanity.
00:05:35 You don't rely on it to do everything for you.

00:05:37 You put yourself into the instruction, your tone, your voice, your goals, your objectives,
your messaging information about your audience, okay?

00:05:50 You let the Al do the grunt work, the research, the formatting, but the creation, the
empathy, the voice, the judgment, that's you, okay?

00:06:03 And what you get out of that is authenticity, right?

00:06:09 Not cookie cutter garbage.

00:06:15 We call this the 80/20 hybrid workflow.

00:06:17 It doesn't mean you do 80% of the work, right?

00:06:19 Let the Al do all of the hard work.

00:06:23 | don't know if you've noticed, but my slides are stunning.
00:06:26 Thank you, ai.

00:06:27 Now, they did not come up with this by themselves.

00:06:30 | wrote this course, | decided what | wanted to share with you.
00:06:36 | let the graphic design of Al design make the slides for me, okay?
00:06:42 Al provides the speed, right?

00:06:48 Um, I'm the 20, I'm 20%. I'm the human.

00:06:51 I'm your empathy, I'm your strategy, I'm your brand voice.
00:06:53 I'm the final polish.

00:06:56 Thank you, Marty.

00:06:56 But, um, the research kinda let me down.

00:07:00 Not tell me what can SPAM stood for.



00:07:02 But Al can only do so much for us.

00:07:06 But yes, | used Al as a research tool for, um, information about the SPF and DAC and
the DKIM about the, um, minutiae of the rules of CAN spam.

00:07:18 It did the research for me and it helped me format into a presentation.
00:07:22 | knew what | wanted to teach and how | wanted to teach it.

00:07:26 Al did the heavy lifting for me to put together the presentation.

What Al Does Best

00:07:30 The same can apply to emails. Okay? So what does Al do?
00:07:35 Best research.

00:07:38 Analyzing a lot of data nearly instantly, creating variations, different versions of content
S0 you can test and pick what you like.

00:07:50 Um, if you get 50 emails generated, | might only like three or four if Al gave me 50,
right?

00:07:58 But at least | get the option to pick what | do like and go from there.
00:08:04 Um, ideation.
00:08:05 | like getting ideas, um, brainstorming, uh, 'cause Al will do it endlessly.

00:08:13 And formatting, | absolutely a hundred percent recommend once you get everything
done, built, written.

00:08:20 Um, even if you take what Al gives you and spin it up and make it at your own, let Al
be your grammar checker, your spell, check your format because, um, nothing steals authority
faster than there, there, there using the wrong, um, grammatically the wrong word, right?

00:08:43 Um, folks love to tell you when that should have been.
00:08:46 Apostrophe re yes, thank you.

00:08:50 Oh, and Richard says it does a great job of translation as well.
00:08:52 That scares me if | can't check its work.

00:08:56 | don't know what it made me say if it translates for me.



00:08:59 So | have not used Al for translation, but, uh, it's good to know that, um, it has come a
long way.

Tool Recommendations and User Feedback

00:09:06 Uh, perplexity is especially optimized for research authenticity, so it's better than
chatty, GEM, Claude, et cetera, for that purpose.

00:09:14 Thank you, Kevin. That is great feedback.
00:09:16 | personally love the tool Manus, M-A-N-U-S.
00:09:20 Oh, love it, love, love, love. Oh, okay.

00:09:24 Richard speaks the languages so he can check.
00:09:27 Okay, you got one on us.

00:09:29 That, yes, if | could do that, if | could proofread it, | think that would be very, very
helpful.

00:09:34 | can't say in reading social posts with wrong spellings, it's a pet peeve, but | don't
correct people, Kathleen.

00:09:40 | am so aware of it.

00:09:42 Um, if you are in Facebook groups with me, and I, | believe you are, and | believe a lot
of you are, um, anytime | have to stand up and post in front of the hundreds and hundreds and
thousands of you, | will run it through Al to make sure | haven't made any grammatical errors
even so much as a social Facebook post.

00:09:59 Yes. Uh, what do | use Manus for Mary?
00:10:02 Absolutely everything.

00:10:04 1t made these slides for me.

00:10:06 I, uh, adore it.

00:10:08 Facebook bought Manus, so enjoy before Facebook ruins Manus Marty, you are
preaching the truth.

00:10:14 | got that notice that, uh, it was part of, um, meta now and | was like, oh, alright, | gotta
check out something else.

00:10:25 Manis link, uh, Richard, here, let me put it in Manus, M-A-N-U-S.



00:10:30 And | think it's manus.ai, but I'm not sure.

00:10:32 But if you just type that in that you'll find it, uh, there is a free version, Renee,
absolutely.

00:10:37 Um, | pay for it, and | think it is amazingly worth it.

00:10:41 Every single penny I've got, the mega one, it's like 197 a month, | would pay double
that.

00:10:47 Um, Manus ai, it says, yep, Al is excellent for HTML, landing pages and sales pages.
00:10:52 | use Claude. Okay, mark, I'll check out Claude.

00:10:54 | do also use it for, | love to let it code for me for html.

00:11:01 Okay, lemme put this in for everybody.

00:11:15 What do humans do best?

00:11:16 We know what Al does. What do humans do, right?

00:11:18 We have strategy. We are the why.

00:11:22 Why are we sending this email? What message do we wanna convey?
00:11:24 What is our tone, our empathy? Who are we? Right?

00:11:29 We talked about solving a problem for the customer and giving before you take.
00:11:34 This is what you have to identify in your messaging for the ai.

00:11:38 You can explain to the Al how to incorporate it, but you have to identify it and present
it, your voice.

00:11:45 Um, the way | speak in email is vastly different than the way Chad nicely speaks, or
the way Luke McGuire speaks, or the way Joshua Zamora speaks, or the way Brian Anderson
speaks.

00:11:56 Um, you, once you get to know someone via their email, you can tell when the content
creation shifted or shifts, right?

00:12:08 And you get an email from me, you get an email from Brian, you can tell the difference.

00:12:13 The voice matters and people will follow you and respond to you and respect you
when they connect with your voice.



00:12:25 So making sure you don't lose that, even when you're using Al is imperative and the
final judgment, you have to be the one to say, I'm not saying that that does not align with my
ideology, my methodology, my messaging, right?

00:12:38 Don't let an Al just churn out, churn out, churn out without you being the final yes, no.

The Prompting Process

00:12:49 And so putting this together for to be effective, right?

00:12:55 So a prompt is the first step when using ai, a prompt is what you are telling the Al to
do.

00:13:01 You are prompting it to take action, okay?

00:13:05 Let the Al give you a draft. It's quick.

00:13:09 They can, um, make lots of changes.

00:13:11 They can give you 10 different versions and almost a blink of an eye.
00:13:16 Uh, you are not limited to the first thing. It kicks out.

00:13:19 You can't hurt its feelings by saying you don't like it.

00:13:23 This is wrong. You did this wrong. | don't like this.

00:13:27 | don't sound like that. | don't like this word.

00:13:29 Never say this. You just keep feeding it, feeding it, feeding it until it gives you a version
that you are ready to work with.

00:13:38 Again, 80% there, okay?

00:13:41 Then you take that document and you perform the human edit.

00:13:44 This is where you go and you put your hands, um, your hands in the content, right?
00:13:50 You change what you say, you make it your own.

00:13:56 And then what | think is absolutely necessary is after you have made your
adjustments, give it back to the Al and say, this is my final version.

00:14:10 This is what | ended up saying. Review it.

00:14:14 Tell me, have | made any mistakes?



00:14:17 Check my grammar, check my spelling, check my formatting.

00:14:20 And | like to ask, is there anything you would change?

00:14:25 How would you make this better?

00:14:26 | would not have them edit the document, but | would have it evaluate what | had said.
00:14:32 And now, final last, will this trigger spam filters, right?

00:14:40 And then take the advice and you can repeat three and four ad nauseum if the Al
comes back and goes, yeah, no, you have way too many exclamation points.

00:14:50 Way, way too much capitalization.

00:14:52 And you said, you talked about huge sums of money, and we don't trust this URL, it's
on a blacklist, right?

00:15:00 Go back, make the edits, feed it back in, and then ask it again.
00:15:06 Check my spelling, check my grammar, check my formatting.
00:15:08 How would you make this better? Will | hit spam filters?

00:15:10 Does this part make sense?

Politeness and Al Training

00:15:25 I'm a firm believer that polite prompting yields better Al results, including please and
thank you, Kevin.

00:15:30 Okay? You're gonna laugh, but | have never given a prompt to Al where | didn't say
thank you, or please, | just can't do it.

00:15:38 It might be the southern bill in me, but | keep my manners even to our robot overlords.
00:15:45 1 1 do. And you know, why not being polite doesn't cost anything.

00:15:53 | would like for it to be polite back to me if they're learning about us, right?

00:15:57 1, that's how | speak the way | wanna be spoken to.

00:15:59 | also congratulated for great work, Kevin, okay? Yes.

00:16:02 But there's a reason for this.



00:16:04 | want it to know what | like, | want it to know when it comes across content that it's
produced that is acceptable to me that | want more of.

00:16:16 | do acknowledge it because you are, you're training the chat.

00:16:20 Okay? So, um, it is funny to congratulate Al and work well done, but there is a, a real
reason for it.

00:16:28 Please read that and thank you costs.

00:16:31 | read, okay, | read that please and thank you costs chat, GBT a lot of money to run
their program.

00:16:37 Um, | read that too, that anytime you say thanks, they have to process it and it takes
like computer processing speed.

00:16:44 So | don't just throw off a casual thank you.

00:16:47 But if | am continuing a conversation and I'm teaching the Al that | like what it did, not
just a, not just a throwaway, thank you.

00:16:57 But yes, this is content | like, this is what I'm using.

00:17:00 This is my final version. | like this.

00:17:03 Um, | do believe that that teaches so | get more results of what | like.
00:17:07 Be sure to ask nicely if Al will spare you during the coming Kirby.
00:17:12 Yes, yes.

00:17:13 | gotta be on the, | gotta be on the protected side for Skynet, right?
00:17:18 Are, are we showing our age that we're we're scared of Skynet?

00:17:22 Um, | learned that when | get too conversational, it starts to waste my time with too
much small talk.

00:17:26 Richard, | have noticed that too.
00:17:28 I've noticed that too, especially with Gemini.

00:17:32 | was using the Google version, Gemini and it, um, | think the ai, they are, um, just like
any, um, algorithm, right?

00:17:44 An algorithm and Facebook X, Twitter, Instagram, et cetera, the purpose of the
algorithm is to keep you engaged, to keep you coming back for more.



00:17:54 So if you are conversational and chatty, you're teaching the algorithm of the Al that you
enjoy chattiness and conversation.

00:18:03 So to keep you looped in it tries to give you what it thinks you want, right?

00:18:08 So why | will never use Al as a therapist, like some of my, uh, I've heard of folks doing,
not to get too far off, but yes, you, every interaction you have with an Al teaches it more about
you, what you want, and that can benefit you, um, when it's not just trying to chat you up over
coffee, but the more you use a specific program, a specific Al like Claude or Manus or et cetera,
et cetera, et cetera, you are honing in on getting better results.

00:18:39 So your humanity, um, well, it doesn't really, like your soul doesn't infiltrate the ai, but
you are training your voice, which is very powerful.

Case Study: Al Only vs. Hybrid

00:18:51 So a case study, the hybrid difference, Al versus hybrid, right?

00:18:56 Al only. So your open rates tank, you get opt outs, you get spam complaints, you, you
don't get any replies, but a hybrid model, your open rate goes up and your reply replies go up
because a person can tell if they're talking to a robot, and if you are just copy pasting ai, they
are literally just talking to a robot and you're just gonna kill your engagement.

Module 2: Subject Line Science

00:19:24 Alright? So module two, subject line science, the art and psychology of the open.
00:19:29 So that's the technical part of how to use ai.

00:19:33 Now we're gonna talk about how we're gonna spin Al to help us be more effective with
our subject lines, which ultimately is gonna drive the opens and clicks.

00:19:45 So why does subject lines matter?

00:19:47 Um, it's the three second decision, right?

00:19:51 If someone doesn't like your subject line, they're not going to open your email.
00:19:56 What they see in their inbox matters.

00:19:58 Their decision is based on subject line alone.

00:20:02 How many of you are on your phone and just swipe, swipe, swipe, swipe, swipe,
swipe, swipe, swipe, swipe through, sending emails completely still bold, unopened, unread,
right to trash.



00:20:13 1 do it, clearing it out, trying to get to inbox zero ignored.

00:20:20 Um, worse, worse, they open it and market a spam if it's a, an atrocious subject line.
00:20:30 So why good enough no longer works?

00:20:34 Inbox saturation plus Al filters.

00:20:37 People not only can tell with that gut instinct when they see a subject line, also the
machines are filtering out what they identify as Al slash spam generated subject lines.

00:20:54 So you have to step it up.

00:20:57 Used to when people were getting 15 to 20 emails a day, it was easy.
00:21:03 You were always going to get seen, probably going to get open.
00:21:07 But now people have hundreds if not thousands of email.

00:21:10 | believe the statistic is the average person gets 252 emails every single day.
00:21:16 Lord, help them if they don't have a good filter, right?

00:21:20 You have to be better than good to get the attention.

00:21:24 So how does Al help you?

00:21:26 | struggle with having lots of ideas.

00:21:30 | might have one good one and | get married to it.

00:21:33 I'm like, Ooh, this is great.

00:21:35 This is the best email subject line that has ever subject line.

00:21:40 This is amazing and it could be awful, but if I'm not thinking of or looking at or
considering other options, | have limited myself.

00:21:50 So the Al is able to, | can say, | like this subject line, this is my email.
00:21:56 Give it the content. My goal is maximum opens.

00:22:02 Help me write a hundred emails that are irresistible, that will compel my audience to
open my message.

00:22:11 And then | will get a list of a hundred that | can then pick from.

00:22:18 | can split test, | can queue 'em up.



00:22:20 | could easily make a hundred touch email campaign.
00:22:26 Think about it. We touched on this yesterday.
00:22:29 If no one opens an email, the content doesn't matter.

00:22:32 Which means if you had a hundred touch email, an email a day for a hundred days
where the only goal wasn't open so that you could move people out of cold to warm, right?

00:22:45 Your only goal isn't open.

00:22:47 You could use the same email every single day.

00:22:51 Just change the subject line. Set up a hundred day campaign.

00:22:56 So, so long as when the email is open, they stop getting that campaign.

00:23:02 So they could open on day three, they could open on day 75, same email content,
easy work, and then you can track and see which subject line had the highest conversion, right?

00:23:17 When did we start seeing people open, right?

00:23:21 So super easy, it would take you 60 seconds to get a hundred subject lines, and then
you could set up a hundred touch email campaign for a a cold to nurture.

Crafting the Perfect Prompt

00:23:35 Alright, so a perfect subject line prompt.
00:23:39 How do you get there? How do you get to a good subject line, Kevin?

00:23:44 Thanks. Kevin says, holy bleep, Vanessa, | never thought of using sprawling Al options
to lengthen autoresponder sequences.

00:23:51 See, that's fine.

00:23:53 When our, when our great ideas come together and we can share them, it makes
everybody better.

00:23:57 Thank you, Kevin. I'm glad that was helpful.
00:23:59 Uh, you see, I'm obsessed.
00:24:00 What about video inside at the end of a subject line, test it, Marty, test it.

00:24:06 | love to use video and brackets, right?



00:24:10 As like the first word, if | am sharing a video, right?
00:24:13 We have to keep it authentic, have to keep it real.
00:24:15 Um, | do bracket video, close bracket, subject line.
00:24:18 What is the video about? Right?

00:24:21 Are these prompts in the course?

00:24:22 Uh, course no, Tim, well, except that this is here. Yes. In your slide deck, but you see,
yes.

00:24:29 Um, so, uh, for context, act as a world class copywriter.
00:24:35 So you're telling the ai, um, what hat to put on, what role it will be acting in.

00:24:42 Now give it a goal. Write 10 subject lines for audience and define the specific
deliverable and the target audience.

00:24:49 So write 10 subject lines or a hundred subject lines for my audience, which consists of,
um, we'll take you guys students learning about cold email marketing, right?

00:25:02 The topic is about using Al to generate quality subject lines.

00:25:09 Um, my tone using the educational informal, um, confident style, right?
00:25:20 | want to come off as an authority. | could say that.

00:25:23 And your constraints limited under 50 characters.

00:25:25 Don't use emojis. Um, don't overuse capitalization and, um, don't use exclamation
points.

00:25:31 That's what | would say. So role, task, topic style constraints.
00:25:36 This is the core structure, the skeleton of a good prompt.

00:25:41 You can add as much in here as you want, but also remember after you get the first
response, you can go back and fine tune by simply asking it to make changes and say, Hey, |
don't like this topic, or | don't like your tone.

00:25:55 Make it friendlier. Make it 25% more professional, right?
00:26:01 You can make all kinds of adjustments.

00:26:05 Um, okay, so Asma says the depth disappeared.



00:26:08 You guys still see my screen, the perfect subject line prompt.

00:26:11 Um, why no emojis?

00:26:13 | use emojis sparingly because they can get junkie.

00:26:16 They start to look too, um, garbagey, right?

00:26:20 Especially if you're using cartoony ones.

00:26:23 But if that's your tone, if that's what you want to convey, you can use them.
00:26:27 This is an example of asking for a subject line that does not have a emaoji.
00:26:32 It's not a rule that you can't use emoji. Okay?

00:26:35 It's back now. Great.

Subject Line Archetypes

00:26:38 Okay, so there are five subject line archetypes.

00:26:41 These are key, um, categories or building blocks of what make a email marketing
arsenal.

00:26:50 Um, so everything kind of will fall into one, uh, of these categories, primarily any kind
of effective subject line that you've got.

00:26:59 Uh, Richard is very, uh, spot on. He's got a great idea.

00:27:04 He goes, you can ask the Al to create your voice from a series of great emails and
documents.

00:27:11 So you feed the ai, you say, Hey, read these five emails and these five documents that
I've written that showcase my voice and learn how | speak.

00:27:22 That is a fantastic pro tip marketing. Psych 1 0 1 LOL.

00:27:27 That's right, Kevin. All right, so the psychology of the click, right?

00:27:32 So these will feel, you'll feel it resonate.

00:27:37 You'll recognize it as we go through curiosity, asking a question, peaking interest.
00:27:44 Open the loop.

00:27:46 Urgency last day, last copy, three hours.



00:27:51 You're familiar. A ticking clock benefit, solving a problem.
00:27:56 | let, this is my preference. Offer.

00:27:59 Give, provide, give a benefit, give a solution.

00:28:02 Promise value.

00:28:06 As long as you can deliver social proof, everybody else is doing it.

00:28:10 And not just peer pressure, but it does work, and | can prove to you that it works very
powerful.

00:28:16 The crowd trust personalization, okay?

00:28:20 Using those merge fields, including their name, including their city, including their
business name, the personalization is, um, an attention grabber.

00:28:31 | have fooled myself.

00:28:33 | have sent emails for Brian where | use a person's first name in the subject line, and |
got the email from Brian that said, Vanessa, in the subject line, and | gave myself an anxiety
attack because | thought | was in trouble.

00:28:46 It's very effective. It is effective can, it can be overused.
00:28:51 So be careful. Um, uh, Kevin says, | hate false scarcity though.
00:28:56 Absolutely, Kevin, oh my gosh, it is so overused.

00:29:00 I, | commit to you, everybody here, you hear me?

00:29:03 If you see an email from me that says we have X amount left available, or we have X
amount of time, it is not false.

00:29:09 We do limit what we are able to offer, because | hope you see the level of attention
and care and support we provide to our members, our customers, our community.

00:29:23 | could not do this. We've got hundreds of people on the call.
00:29:25 Could you imagine if | had thousands, right?

00:29:28 We have, we do limit the availability in courses and memberships so that | don't
sacrifice and | don't compromise on the support you get, but no, | agree.

00:29:37 False scarcity is it's overused and to the point where people don't believe it.

00:29:41 Uh, but these are the archetypes.



00:29:43 So | 1, | challenge you to go through your email inbox and everybody who's trying to
sell you something, | bet you can put into one of these categories.

Archetypes Deep Dive

00:29:53 Alright? So curiosity, the human needs to close the information gap.

00:29:57 You are triggering, uh, an itchy brain is how | think about it.

00:30:01 Well, | wanna know, | wanna know you, you've, you've tempted me.

00:30:05 I, now | wanna know, I'm opening it because, um, it can also feel clickbait, right?
00:30:09 So again, use it, uh, at your discretion.

00:30:12 You won't believe this.

00:30:13 The number one mistake did you see, this is best for driving high open rates when
content is truly surprising.

00:30:20 When you are, when you do have something interesting to talk about.
00:30:24 Uh, urgency.

00:30:25 The fear of missing out people procrastinate.
00:30:28 Urgency forces action people. Unfortunately, it's true.
00:30:32 They wait till the last minute.

00:30:34 How many of y'all knew about micro reach mastery?
00:30:37 It was open for seven days.

00:30:40 How many of you bought on that Friday?

00:30:42 You don't have to tell me. | know, | saw the numbers.
00:30:47 That is a case study of multi-touch email marketing.
00:30:52 You got more than one message, right?

00:30:54 And then you took your time to decide.

00:30:55 I'm not saying you waited till the last minute.



00:30:57 | absolutely appreciate that you evaluated your options and chose to join me and be
here with me and learn about this.

00:31:06 Um, but yeah, a lot of, a lot of the action, a lot of the movement will happen on the last
day.

00:31:11 Your card's expiring.
00:31:12 There's only three spots left, last chance, et cetera.

00:31:14 Um, but as | said, we closed down micro reach mastery that Friday because training
started today.

00:31:21 Um, we don't want folks buying tomorrow and missing all the training, right?

00:31:26 I'm giving you the experience of live interactive training because that's what we
promised.

00:31:31 Uh, Kevin says, | bought just over an hour before the deadline.
00:31:35 If it wasn't for the last minute, | would, you know, it really, it gets me going.
00:31:40 So the golden rule, never fake it.

00:31:42 False urgency destroys trust.

00:31:46 But if you are putting a cap and you're discussing a cap, honor it, right?
00:31:52 Marty says, | had to wait for Luke to give the buy link.

00:31:54 | was, oh, was was Luke procrastinating? All right?

00:32:00 So, so that's urgency.

00:32:04 It works, but don't overuse it.

00:32:04 Don't abuse it and be for real, okay?

00:33:43 Benefit the value promise, my personal favorite.

00:32:09 Um, so what's in it for me?

00:32:12 Everybody really wants to know.

00:32:12 Let's cut to the chase. How does this benefit me?

00:32:14 | wanna tell you, | wanna tell you right up front.



00:32:16 I've got something great and it's gonna help you.
00:32:20 This, um, nuclear offer from Brian that's rolling out in a couple of weeks.

00:32:25 The, the, the benefit archetype that we are gonna hit on this so hard, we are gonna
help so many American businesses, and, um, I'm telling you, I'm gonna create all of the email
campaigns, all of the content.

00:32:38 I, | will use all of the archetypes, but the benefit angle is, um, | believe it will be the
most effective.

00:32:45 It was for ERTC. Um, and that's what I'm excited to produce.

00:32:49 Um, it will, uh, an example.

00:32:52 So if you were selling online marketing to another business, right?

00:32:56 Some examples are double your open rates, the secret to 10 time, 10 XROI.
00:33:00 Your free guide is inside you are giving without asking.

00:33:06 It's great for direct offers.

00:33:08 Lead magnets.

00:33:10 People say lead magnet magnets. | think of them as bribes.

00:33:14 | will give you this.

00:33:16 If you will opt in, if you will open, if you will click, um, | will give you this reward
because | want to give you that rank score to move you to hot.

00:33:26 | will give you something of value better to make it incredibly valuable.

00:33:31 So you are getting off on the right foot with this customer, with hugely over
over-delivering.

00:33:36 All | had to do was click and | got this awesome download this ebook, this mind map,
this worksheet, this video training.

00:33:42 And you didn't ask me for a penny.

00:33:44 You didn't try to sell me anything that instantly develops a strong rapport, a good
relationship.

00:33:51 | am making a good first impression or second impression or third impression.

00:33:55 Um, but yes, you will, you'll come to learn this about me.



00:34:02 The benefit archetype is my favorite.
00:34:04 Uh, you have to be careful with bribes on Facebook.

00:34:04 Kevin says, um, yes, if you wanna expand on that, um, | believe as long as you're
following the don't trick, like I'm truly going to give you this wonderful thing that I've put work into
and built for you.

00:34:19 And, um, I'm, all I'm asking in return is a name and email address on my opt-in form.
00:34:24 That's what | mean by bribes Kevin, uh, and increases your list.

00:34:28 Um, Antonio caught me my little flub.

00:34:31 | like lead maggots magnets.

00:34:36 Magnets peeps seem to be jaded to trade their opt-in for lead magnet lately.
00:34:41 Marty Marty's saying, yeah, you really have to bring the value.

00:34:44 People don't want to give their email and, uh, phone number, and I'll tell you,
Christmas shopping online, every single site wanted to give me a 10% off coupon for my name
and email.

00:34:58 So | set up a, i | told you all about my Hotmail address.
00:35:04 | created Nessa shops at Gmail and she gets all my advertising spam and coupons.

00:35:12 But what they, what they did with that prolific, prolific lead capture and not adding a lot
of value is they got a dummy bad email address for me.

00:35:23 Oh, uh, engagement bribes with Facebook.

00:35:25 They really, uh, don't like, uh, lots of pages get banned that way.
00:35:29 Yes, Kevin, you're absolutely right. Yes.

00:35:32 Okay, so social proof archetype, um, the power of the crowd, right?

00:35:37 Peer pressure. Um, but it does build instant trust when you can show that others are
participating or achieving.

00:35:46 It reduces the risk perception when folks feel comfortable that someone else has done
the thing and gotten the results that they want.

00:35:54 Um, and so examples are what 10,000 marketers are reading the strategy.



00:36:00 Um, this industry leader like site, an industry leader that Steve Jobs uses, um, join the
top 1% of creators.

00:36:09 It is important that this is accurate.

00:36:11 Do not fabricate social proof.

00:36:14 Don't just make up numbers.

00:36:15 Use Al to research and give you a real good fact. Simple.
00:36:28 Archetype five, personalization, the mirror effect. Yep.

00:36:33 | fooled myself using my own name in my own email subject lines.
00:36:37 It's true, but when people see their name, they stop and take notice.
00:36:41 They just do. Um, so it also helps you connect.

00:36:45 It makes a person feel seen.

00:36:48 Um, now this, your order 1, 2, 3, 4, 5 is ready.

00:36:51 This does harken back to don't be misleading, right?

00:36:56 If their order is ready, then this is very applicable.

00:37:00 This will get an open, uh, open most likely.

00:37:04 And for our New York customers only, this is an example of being able to target your
messaging, um, with information that you do get through the micro reach mastery, um, list
cultivation generation that we give you, right?

00:37:17 You can make it a merge field.

00:37:19 So if they're in New York, they're in la, they're in Atlanta, they're in Cleveland,
wherever, you can have one email that uses a merge field in the subject line, but every single
subject line feels a little more personal.

Red Flags and Spam Filters

00:37:30 Okay? Laura says, she can't hear me doing a little audio check.
00:37:34 Make sure everybody else can.

00:37:43 okay, Steven can hear me.



00:37:44 We're gonna roll.

00:37:46 Okay, so red flags, so in your subject line, there are words that will make the spam
traps, or not the spam traps, the spam filters stand up and go, absolutely not.

00:37:57 Um, and they will get flagged and you will most likely go into the spam folder.

00:38:03 Now, this doesn't necessarily hurt your cinder reputation directly, but it, uh, affects
your, opens your engagement, et cetera, et cetera, and can result in spam complaints if
someone were to say, go through their spam folder, report all a spam, something like that.

00:38:20 So it's not an immediate consequence, but it does increase your risk.
00:38:27 So these are words that | would be careful about.

00:38:29 Um, free cash credit, a hundred percent free risk free guarantee.
00:38:35 Anything in all caps, not a good call.

00:38:38 And too much punctuation. I'm guilty of this.

00:38:41 I'm a vibrant person. | love an exclamation point.

00:38:43 | really have to consciously tone myself down.

00:38:46 But think about it, just looking at the screen, you get the feeling, you know, you get
spam mail, you see this, and you're like, yeah, no, that tracks right?

00:38:57 Like, it's just an instinct. We've got that.
00:39:00 Just that doesn't feel like a communication from a trusted source.

00:39:03 This doesn't feel like information communication or a conversation I'm having with
someone that | want to have.

00:39:15 Ideal length of the subject line about 50 characters.

00:39:18 It's not, uh, make or break.

00:39:20 Uh, how about emgjis in the subject line?

00:39:22 You can use them, Richard. Um, | would use them sparingly and appropriately.
00:39:25 Um, they can get too cartoony.

00:39:30 You know, I've gotten, uh, spam emails with, um, balloon, balloon balloon, firework,
firework.



00:39:35 Well, and it's just like, you know, you're not telling me happy birthday, right?
00:39:40 You're just trying to look different than the other male in my inbox.

00:39:46 And I, | pick up on that, but yeah, it got my attention, but not in a good way.
00:39:51 Is that just for the subject line or for the body as well?

00:39:54 Tony? A fantastic question.

00:39:56 Um, it can apply to the body.

00:40:02 It's more impactful in the subject line.

00:40:05 Any of this that gets overused in the body, yes, can change the weight of the spam
filter.

00:40:12 Can they see the body? Uh, at this point, if they have not opened the email, they
possibly could see the body if they're using the preview pane, but there's really no way for us to
know that, right?

00:40:30 So at this point, we're assuming that it is an unopened email and they're just looking at
the subject line.

00:40:35 Quotes are my kryptonite, LOL you. So many quotes, Marty.

00:40:39 I'll use a dash like a hyphen and parentheses because my a DD comes through and |
type the way | talk and | will have a sentence with like three side quests and dash parentheses.

00:40:56 So yeah, I, um, | rely very heavily on Al to correct my formatting.
00:41:02 Help me use fewer words. Help me get right to the point.

00:41:04 Yep. Dash, | do that, Richard. Yes, me too. Exactly.

Split Testing Strategies
00:41:10 All right, so how do we make it even better?

00:41:14 Let's take that example of we have a hundred subject lines.

00:41:17 How do we even know where to start if we're not gonna do the hundred email nurture,
like | talked about.

00:41:23 If we really do wanna figure out what's the most effective subject line for the marketing
material that | want to get in front of eyeballs, the way is with split testing.



00:41:38 So pick two very different subject lines, okay?
00:41:43 Don't choose two subject lines that are similar.

00:41:46 They have to be dramatically different so that you can hone in on what's working,
right?

00:41:52 | wouldn't say, Antonio, how are you doing today?

00:41:55 And Antonio, how are you doing this evening? Right?

00:41:57 That's not different enough to identify what works and what doesn't work.
00:42:02 Okay? So you pick one variable, just the subject line, right?

00:42:07 Or just the from name or just the time of day you send it, or just the content of the
email something, but just, just one thing.

00:42:17 Choose your sample size.

00:42:18 You have a thousand people that you want to eventually send this content to pick a
hundred and then send 51 variant and 50 the other.

00:42:28 Okay? So it's all of the exact same content except just the subject line is different.
00:42:33 50 people got one and 50 people got the other.

00:42:35 There's group A and group B.

00:42:37 Now, trust the numbers, not your feelings. Okay?

00:42:42 | get married to one subject line that | wrote, and | think it's the best subject line in the
whole wide world, and | was absolutely dead wrong.

00:42:50 Okay? So you take those, that little group of 150 got one 50 got the other, which email,
which subject line got the most opened?

00:43:00 | mean, if it's 49 and 51%, then your subject lines were not different enough.
00:43:07 You're probably gonna see something like 42 opened versus 18 opened, right?

00:43:13 It's gonna be a dramatic difference because you've got a dramatic difference in
content.

00:43:18 Then you've got 900 people that didn't get the email at all.

00:43:24 Now you send that email with the winning subject line.



00:43:34 Everybody with me on what split testing is and why it works.
00:43:41 a normal subject line compared to bold, italic, underlined subject line.

00:43:44 So then | like a visually interesting, um, content, subject lines usually don't, um, the
formatting doesn't change.

00:43:55 So in my inbox, an unread email is all bold and | can't have a italicized subject line and
a, uh, an email that | have opened, the subject line becomes un bold and that's just it.

00:44:08 So formatting, um, doesn't weigh heavily for me personally in, um, subject line
creation.

00:44:15 Uh, you can split test the body of an email.

00:44:19 Yes, | recommend you do that After you identify what the winning subject line is, then
take that winning subject line and then have your only variable be the body of the email.

00:44:30 Uh, what about the subject line? Quick question, Tracy.

00:44:32 That's a great one. It is used a lot, so you have to be careful when you implement it,
right?

00:44:39 When are you gonna use that iron when it's hot?

00:44:42 Um, I'd love to hear the subject line you thought was so good but wasn't Sandy.
00:44:46 I've scrubbed it from my memory. | don't remember.

00:44:48 Honestly, | have, | have great ideas that | think are the best I've ever had once a week.

00:44:55 | mean, | have 'em all the time, but I've learned, I've learned to, to test.

Audience Feedback and Advanced Targeting

00:45:01 Uh, Roche says, | like that strategy. Yes, it's effective.
00:45:04 Like why go by your gut? Like, we've all been wrong.

00:45:08 We've all thought like, oh yeah, this is it and it might work on you because that's, that's
what | think is good, is what would work on me.

00:45:14 Oh, man, yeah, that grabbed my attention.
00:45:16 Oh yeah, that would p my curiosity, but that's just me, the masses.

00:45:22 That's who | wanna reach.



00:45:24 Um, any option to profile in another way to influence the subject line, eg male female
provided that is still allowed.

00:45:33 Richard, if you wanna split test further and see, um, if you have that data, if the person
you're sending to is male or female, you can perform that analysis.

00:45:43 Yes, that information is not something that | have handy a lot of the time, but, um, it
would be very, very interesting if you're marketing differently to men and, uh, than you are to
women.

00:45:54 Very good insight. Um, why not send the message with the winning subject line to all
the non opens of the non-winning group as well?

00:46:00 Sheldon, yes, you could do that.

00:46:02 | wouldn't do it the same day. Um, because you don't wanna overwhelm, especially if
you're doing cold email testing.

00:46:08 You don't wanna email the same people twice in the same day.
00:46:11 But yes, follow up, uh, unopened with the winning.

00:46:16 Yes, | would just do it the next day and let your audience tell you whether it's a good
idea or not.

00:46:22 Antonio, we should put that on a plaque on our wall.
00:46:26 Let your audience tell you if it's a good idea or not.

00:46:29 | love it. That is perfectly stated.

Memorial and Call to Action

00:46:32 Uh, by the way, oh, Cindy, you are gonna make me cry.

00:46:37 Cindy says, happy birthday to my dad. Thank you.

00:46:40 | did share yesterday that today would've been my father's birthday.
00:46:42 So thank you everybody.

00:46:43 You can give a 13 in the chat to say happy birthday to Papa Jewel.
00:46:47 That was my dad. Alright, so here's your checklist.

00:46:50 Let's build it.



00:46:53 So everybody, when you get off this call, oh God, thank you everyone.
00:46:55 Thank you. Alright, you're gonna have to gimme a minute.

00:46:59 Thanks.

00:47:03 Okay, so when we get off the call, | challenge you all to pick your Al of choice.
00:47:10 | love Manis. Um, I've used Gemini.

00:47:13 | use that for more of my personal stuff, but Manis is my work.

00:47:16 Horse work, ai. Um, there is chat, GBT.

00:47:20 There is Claude.

00:47:22 There's, | mean, everybody has probably played with one, worked with one, found one
that you like.

00:47:28 | don't dissuade you from using anyone.
00:47:32 | don't think one is, um, infinitely better than the other.

00:47:37 | prefer Manus. And so whatever you, and don't pay for one, use a free one to get
started.

00:47:41 Like practice. This should be in your worksheet.
00:47:45 If not, | will add it to the worksheet after, ‘cause it's very important.

00:47:49 Um, | want you to choose an Al tool, anything, whatever it is, craft a detailed prompt
with clear instructions, right?

00:47:58 We had the, the tone and the voice and the message to dah dah.
00:48:02 Experiment with different parameters.

00:48:04 Once it gives you an answer, go back and tell it to change things.
00:48:09 | don't like your tone. | do like this word.

00:48:13 | want to be sure to say that the sky is blue.

00:48:17 | want to be sure to include this link and, and watch how it morphs your content for
you, right?

00:48:26 Then take, get it to where you don't have any more instructions, right?



00:48:30 Play with it for a while. Take it and then make it your own.

00:48:34 Copy it out of the ai, put it in a Word doc or a Google Doc or whatever, and just, | don't
know, | like to say go by vibes.

00:48:42 How could you make it sound more like you?

00:48:45 What would you not say? What would you say?

00:48:47 Change the formatting. Maybe intentionally misspell a word.
00:48:51 Just so you can test it out.

00:48:53 Then copy it, come back to the Al and say, this is my final version and these are what,
this is what you ask it.

00:49:03 Please check my grammar, spelling, and formatting.

00:49:12 Will this trigger spam filters?

00:49:16 And what would you change to make this better?

00:49:20 And see what it says, right?

00:49:22 And document your process and learnings. See what it says.

00:49:26 So just make any subject line, email, just play with it.

00:49:34 Can you add those prompts to the workbook?

00:49:36 Um, yes, yes, yes, yes. If they're not there, | will add them. Yes.

00:49:40 And again, you guys will get the slides, you'll get the transcript, you'll get the video.
00:49:44 You'll, you'll have all of this, but | will make sure that it's that this part is in the

workbook.

Recap and Next Steps
00:49:55 thank you Irene.
00:49:58 Thank you. Alright, where are we?

00:49:58 So this is our last slide and we're right at four o'clock guys.

00:50:00 We did it. We, we hit the time today.



00:50:03 So our recap in our next steps.

00:50:04 So using Al the right way, be sure you use the hybrid model.
00:50:08 Don't let the robot speak for you, right?

00:50:10 You are your own voice.

00:50:12 Um, consider the subject line science.

00:50:17 Those five archetypes. They are what works.

00:50:22 That's why they are the archetypes 'cause they work, right?
00:50:25 The psychology of the open and, um, part two, voice and scale.
00:50:31 This is where you take the tools at your disposal and let it do the heavy lifting for you.
00:50:39 You have one email that you love. This is a great email.
00:50:43 You've split tested it, proven it, it's great, it's great.

00:50:47 | need 10 more like this.

00:50:51 Tell the ai, give me 10 like this.

00:50:51 Like this is what | like about these emails.

00:50:53 | need 10 more versions, all with a subject line.

00:50:55 And then boom, you've got an email that you love that you've tested that works, and
now you've got a 10 touch email campaign, right?

01:03:02 Avoid the bot tone and start building your brand voice.

00:51:08 The human element, the human aspect, the soul of your communication comes in with
the 20% that you carry after you let the Al do the 80% of the hard, uh, the hard work, right?

00:51:22 The research and the duplication and the spinning.
00:51:27 Alright, that is our Al training.

00:51:31 That's our session four. Um, | am here with you for q and a.

Q&A Session

00:51:36 Let's shift, and I'm just gonna jump in.



00:51:38 So if you've had questions as we've gone along that | have maybe missed, plop 'em in
and we're just gonna run through 'em.

00:51:43 So where are the replays?

00:51:46 All of our replays are available at our portal.

00:51:49 You have to log into the micro reach mastery course.

00:51:52 The static content that was there when you purchased will remain there.

00:51:56 That's instructions on how to request your, uh, leads list, as well as how to request
your CRM.

00:52:02 And we're adding as we go within 24 hours, the replays of all of these trainings with
the replay video.

00:52:09 We will include the slides, the transcript of the call, the video, uh, the work, the link to
the worksheets, and any pertinent information that we come up with.

00:52:18 Like yesterday, we identified that, um, y'all wanted me to share my email validator tool
that | recommend today.

00:52:25 We'll share that. | love Manus.
00:52:31 How do | request my done for you setup?

00:52:31 Sorry, maybe you covered it, but | was late Engie, if you purchased the engagement
amplifier system that we covered yesterday in, um, session two of yesterday's call, it is
automatically installed for you.

00:52:45 You don't have to do anything. So the done for you will just happen.

00:52:49 Um, the engagement amplifier workflows are added to everyone who purchased the
bundle or the engagement amplifier upsell and all of the emails.

00:52:59 The email campaigns, | believe there are 189 individual emails spread across 20
campaigns.

00:53:05 Um, all of the campaigns are multi-touch.
00:53:07 Those are installed for you as well.
00:53:09 So you do not have to request it. We are just doing it.

00:53:12 We're doing it for you. DFY without prompting, the only thing you have to request is
your lead list because you have to tell us who do you wanna talk to?



00:53:22 What industry slash niche and what geographic locations, state and city in, um, state
and city in the United States, or any city in the world.

00:53:31 Our lists are global and you do have to request that the CRM be set up initially only
because we need information that is not available to us with your purchase record.

00:53:43 In order to set up the CRM, we just need a little more information so that we can set it
up for you.

00:53:48 So go ahead and fill that out.

00:53:49 It's, uh, instructions and a form.

00:53:55 You just fill out the form, easy peasy, lemon squeezy.

00:53:58 Don't get locked in or hung up on the answers on that form.

00:54:02 Business name, URL, et cetera.

00:54:04 You can change it at any time, but go ahead and get it set up.

00:54:08 Is there a generic template for the email list uploads?

00:54:11 Um, Kevin, I'm not sure what you're asking.

00:54:15 Um, the template, you upload a CSV and you simply map the columns to the fields.

00:54:23 So the column that says first name on your spreadsheet on the CSV, you'll just tell the
CRM that all of the content in that column is first name.

00:54:31 Like that's how you map it. And you can map anything.
00:54:35 You're not restricted to a certain set of merch fields.

00:54:40 Say you wanted to have, if, if you had a list that told you somebody's favorite color, you
could create the merge field in your CRM favorite color and then map it to a column in your
spreadsheet.

00:54:53 You're not limited. We're in the business of figuring out how to say yes.
00:54:56 Right? Um, let's see.

00:54:59 Can you cover Canadian rules as well, David?

00:55:01 Uh, rules for what?

00:55:06 Um, email marketing?



00:55:06 Uh, that would be, um, | don't know them, so | can't talk about them here, but we can
definitely, uh, dive in.

00:55:14 Um, let's see.

00:55:16 What would you suggest?

00:55:16 Address an email if you don't have a first name, uh, initial.
00:55:21 So e last name at uh, domain.com.

00:55:29 Please go over the hybrid model again.

00:55:31 Raymond is asking, the hybrid model is simply, you do 20% of the work on your
content and you let the Al do 80% of the work, the hard stuff, the research, the analysis, the
formatting, the coming up with ideas, and then you come in and you smooth it out and you make
it your own.

00:55:52 And then you turn back to Al and say, check my work.

00:55:55 | don't wanna make any silly mistakes.

00:55:56 And then you work in that 80/20 hybrid model to get great content.
00:56:02 Um, when should we start warming up the domain email Andy, right now?
00:56:07 Absolutely.

00:56:08 Uh, yesterday's challenge was to load a list of 50 and pick any email campaign and
just let it ride to start warming up your domain.

00:56:18 Yep. Pick any campaign, preferably maybe like a five touch, and then pick any 50
contacts with email addresses and just let it start dripping.

00:56:27 Um, as you know, the digital world changes every day and every minute.

00:56:31 Will we be updated whenever something changes or do you discover a new strategy
or tactic for email marketing?

00:56:36 It's a really great question. We will talk tomorrow about, um, options and opportunities
for continued ongoing training, right?

00:56:50 This, the micro reach mastery class is static.
00:56:52 It's these three days and the content that you've got, right?

00:56:55 And the support desk of course.



00:56:57 But, um, we'll talk more tomorrow about keeping things rolling.
00:57:01 How about that? Any idea when Brian will introduce the new affiliate opportunity?
00:57:06 Yes.

00:57:07 By the end of January, everyone will have their NDAs, and once those NDAs are
signed, you will be brought into the fold to discuss details.

00:57:15 Um, question from session three.
00:57:17 Would it be good practice to prune original lists by checking the CRM contacts weekly?

00:57:23 Um, if you're using the micro reach mastery CRM, that is happening for you
automatically, right?

00:57:30 Your leads are segmenting based on activity in real time with no intervention from you.

00:57:39 You can just keep feeding it cold emails and running 'em through so that they become
warm and then hot.

00:57:48 And then how you, um, nurture the warm and hot leads with your, with your content.

00:57:54 Um, you wouldn't want to remove anybody if they opted in or complained of spam
because you want the record that they don't want to hear from you.

00:58:03 | like to keep them, not prune them, but keep them in so that | don't accidentally maybe
opt them back in if they reported me as spam if they didn't opt themselves back in because
we're loading lists, right?

00:58:14 | want to wait for Brian's offer.

00:58:16 What list should | request?

00:58:18 Uh, Antoin, if you wanna wait, that's absolutely fine.

00:58:21 We will give you all those details after Brian issues. The NDAs.
00:58:23 Um, an idea, oh, my, my questions are going too fast.
00:58:29 Um, | don't see the transcripts.

00:58:35 Where can | find them?

00:58:35 They might still be generating, we'll need to, um, make sure that they are, uh, proofed
and loaded.



00:58:41 So we're working as fast and hard as we can to get all that content published, but |
know the videos are there.

00:58:46 Um, any id, oh, that was it.

00:58:48 Do you have a suggestion of what industry is the best for our list that we will request
for the upcoming affiliate program, Jeff?

00:58:54 | do, but | can't share it yet.

00:58:56 So once the NDAs are signed, that's when we will bring everybody in.

00:58:59 We'll train you, we'll tell you the industries and give you the content.

00:59:04 What is the domain extension of the link? Manus?

00:59:08 Im, thanks. Oh, is it manus.ai?

00:59:11 Lemme, lemme just, you know, lemme, lemme just go now that we're not at our slides.
00:59:16 Oh, it's Manus. Im, that's, that's all it is.

01:00:34 Uh, did you say that our registrar or you guys set up the Dmar SPF stuff?

00:59:37 Marty, you do, you purchase your domain, you set up your email and you set up your
Dmar SPF and then, um, you then set it up with the micro reach mastery CRM Okay.

00:59:48 Plan on promoting Brian's offer.

00:59:49 So have to wait for details. Yep.

00:59:52 Um, you can pick any, your domain and email.

00:59:55 You don't need to make that relevant or specific to, um, this offer.
01:00:00 It can just be you as a agent, right?

01:00:04 Um, the name of the company that Brian, that you'll be promoting with Brian, uh, the
one rule is that you cannot use that in your domain.

01:00:11 So it, you don't need to know it to set up your domain.

01:00:14 So however you want to represent, represent yourself as a, um, a marketer, as a
representative.

01:00:22 Um, you can, uh, when you put the list in the CRM, are you able to extract them out
later?



01:00:28 Yes, you can download your list. Absolutely. Yes.

01:00:31 Should I have gotten my CRM log in already, Nicola? Maybe.

01:00:35 Um, it takes about 24 hours after a request for us to get it out.

01:00:39 Um, you can always log in to our support desk and check your ticket history.
01:00:45 All confirmation and delivery, um, of everything we do, um, comes from that desk.

01:00:53 So when we send you a list, when we create your CRM, when we answer your ticket,
it's all housed in your ticket history.

01:00:59 So if you ever can't find something that you know you should have, um, you can go in
and just look at your tickets.

01:01:06 Um, even if you didn't create a ticket, we can create a ticket on your behalf.
01:01:10 That's what we do when we deliver your CRM.

01:01:12 Um, and if you don't see it there, you can open a ticket and ask for the status and we'll
take care of you.

01:01:19 Um, if you use your existing business in the CRM with this compromise, anything or
should you use other info Ricoh, fantastic question.

01:01:29 | do not recommend you use an existing business agency domain as your cold sender
domain because while we do everything we can to keep you safe and keep your sender
reputation, high things happen if you already have a business.

01:01:49 And that domain is business.com.

01:01:51 | recommend for your cold email, not your hot, your cold email efforts, choose
something similar to business.com.

01:02:01 For example, business.info right.com.
01:02:08 Of course, the most reputable best.
01:02:09 Yes, everybody loves it.com and al.

01:02:11 An alternative could be, if you are business.com, you could choose something similar
such as my business.com.

01:02:19 Keep it on the.com and similar to your official domain, but do not send cold email from
your official agency or business domain.



01:02:31 Can you please explain a little bit more about what you said yesterday about starting
an email with, | hope this email finds you well?

01:02:38 Yes. Um, | was recently a, um, a judge at a college marketing competition where, uh,
one of Brian's company sponsored.

01:02:58 Body Miracle was the sponsor and college students from around the nation all
competed, uh, to be the best marketer, basically the best marketing plan for Body Miracle.

01:03:10 And they all had to pitch me on being, um, the hypothetical winner of landing me as a
client.

01:03:19 Um, so | met with dozens of just bright eye, bushy tail, shiny face marketing students,
the best the country had to offer, right?

01:03:33 'cause they had to go through qualifications and stuff to reach the point of presenting
to me.

01:03:38 And when they got to me, um, part of the evaluation was they had to email me and |
had to evaluate their emails.

01:03:47 And nine out of 10 or 99 out of a hundred of those emails all started with, | hope this
email finds you well.

01:03:55 And I, | got to the point where | knee jerk went, eh, and took points off for it because it
is so obviously, if not absolutely generic and lazy, it was probably ai, right?

01:04:08 So | hope this email finds you well.
01:04:10 It, it's a pet peeve of mine.

01:04:14 So it's not an, an official rule book, but, um, book, I'm sure I'm not the only one that
feels that way.

01:04:20 So, no, | like to say no email has ever found me.
01:04:23 Well, Brian's offer has its own email content.

01:04:27 Yes, William, | will be creating the email campaigns to share with you so that you can
plug and play right into promoting Brian's new product.

01:04:36 And, um, | will be leaning heavily on the benefit archetype.

01:04:39 You're very welcome, Raymond.



01:04:42 So Inge says, so once I'm in my CRM after requesting it, which | did, is there training in
the CRM as well for the DFY or is there anything else for me to do inside the CRM in order to
make it work?

01:04:54 The training | shared at the top of the hour, | shared a little video from Rose that is the
technical training for using your CRM.

01:05:03 All of the engagement amplifier workflows, infrastructure is already added for you.
01:05:09 And the done for you emails that came with your purchase are loaded.

01:05:13 So there's nothing else you have to do besides load your list and send the messages.
01:05:18 If you want to generate your own content, you absolutely can.

01:05:21 And that training, uh, briefly showed you how you could do that.

01:05:24 You simply, uh, create a new workflow, input your email content, et cetera.

01:05:30 So you choose your own level of involvement on that.

01:05:32 You can use the emails straight outta the box as they are.

01:05:37 You can go in and edit them, make them your own, tweak them a little bit, or you could
generate completely original content.

01:05:43 It is totally up to you.

01:05:49 In the course content section, when do we mark complete an example?
01:05:53 Module one, welcome to onboard and so forth.

01:05:55 So Steven, um, that, uh, completion is really just a structure of the CRM course.
01:06:03 I'm not monitoring your completion.

01:06:05 If you feel like you've gotten everything you need out of those few paragraphs, which |
believe just introduced you to us and said, join us live Monday, Tuesday, Wednesday of this
week.

01:06:14 Um, | believe you're complete, so you can mark it as complete if you're done.
01:06:17 Uh, will there be a PDF with the full training for the first day?
01:06:20 Miss? Yes, Richard?

01:06:23 Um, the PDF uh, worksheets will be shared if they aren't already there.



01:06:26 The slides from the training, uh, the video of the training and the transcripts will all be
published inside the Micro Reach Mastery course.

01:06:36 Um, can you recap what we should have completed by today?
01:06:39 Is there a step to step checklist? There's not really.
01:06:42 Um, | want you to go at your pace.

01:06:44 | have challenged you to send, to start warming up your domain, have your CRM set
up and send those 50 emails.

01:06:51 And then today | challenged you to play around with Al of your choosing to practice
prompts, to create email, subject lines and content.

01:07:00 There is not, um, a pace that | am requiring you to keep.
01:07:05 | encourage you to take action.

01:07:07 Um, the best way to learn is to fail everything.

01:07:11 | know, | know because | screwed up along the way.

01:07:14 Now, | am very blessed and fortunate that | get to share with you my successes and
my wisdom that I've earned.

01:07:23 Uh, my kids don't listen to me.

01:07:25 | try to give them the same benefit.

01:07:27 They wanna learn everything the hard way themselves.
01:07:30 | think you're here because you don't wanna learn the hard way.
01:07:32 You wanna, you want to benefit from my experience.

01:07:34 And | think that's because we're all grownups and we've, we've all failed and we've all
struggled.

01:07:39 And if we can help lift each other up and help make it just a little bit easier in this life,
that's what we're here for.

01:07:45 So, no, I'm not gonna hold your feet to the fire and say, you've gotta have this done by
now.

01:07:49 | want you to feel confident.

01:07:50 | want you to feel comfortable to take action.



01:07:53 But | encourage you, | challenge you to take those baby steps so that you do feel
comfortable because the greatest confidence booster is standing back up after you fall, right?

Importing Content to External CRMs

01:08:07 Um, | am using my own CRM, not the micro reach mastery CRM.
01:08:12 Can | still import the hundred email campaigns?
01:08:15 It was, uh, so it's 20 campaigns and 189 unique emails.

01:08:19 If you want to manually copy and paste them and recreate that content into your CRM,
you absolutely can.

01:08:25 You have purchased the content, it is yours to use any way you wish.
01:08:29 So the answer is yes.

01:08:31 Uh, will the DFY email be sent out the moment we sign the NDA and we have Brian's
offer, or will we or will the DFY?

01:08:39 Okay, so once the NDA is signed, you'll be invited to come participate in the group
where we'll, we will be sharing content teaching you about the offer and we will be giving you
those, those emails.

01:08:54 And yes, once that all rolls out and you have a micro reach mastery CRM, we will push
it.

01:09:00 We will push that campaign directly into your account.
01:09:04 You don't have to ask for it.

01:09:04 We will do that.

01:09:07 | don't know the timing.

01:09:08 I'm not gonna tell you that it's instant is | guess what I'm saying.

Formatting Cold Emails

01:09:12 Do elements in outgoing cold emails such as videos, graphics, and HTML produced
design result in risk of mail being marked as spam?

01:09:21 It does increase the risk. It does.



01:09:24 Um, your deliverability rates on ice cold emails are going to be greater when it's
text-based because remember, all you're trying to do is get that first hand raise on ice cold
emails once someone's opened, clicked, been ranked, got a score moved to warm, that's when
you can start getting fancy with it, right?

01:09:46 The only goal of the very first of those ice cold emails are just to get engagement,
right?

01:09:53 So you're not trying to make a sale, you're not trying to be too flashy, you just wanna
get some attention.

01:09:58 Uh, how long should it take for the first test email to come through Kevin?
01:10:03 Um, are you saying that you set up your CRM and you've sent a test to yourself?

01:10:15 and it should happen, you know, minutes not very long.

Practice and Learning

01:10:17 Um, so we use existing email sequences for warming up, irrespective of what is in the
mail so they get more generic to warm it up.

01:10:24 Yeah, Richard, uh, my challenge for that first 50, just so that you can practice loading a
list and turning on a workflow, just so some emails go, um, | say it doesn't matter and you can
use any of the email campaigns that are in there.

01:10:38 You are just looking to get some opens and clicks so that you can see how things
work.

01:10:44 And if someone does respond back and wanna buy a service that is offered in any of
those done for you emails, send me a ticket.

01:10:52 Um, we'll buy that lead off of you or, um, help you fulfill it and turn them into a
customer.

01:10:58 But the likelihood of a Phish biting on your very first 50 emails is low.

01:11:06 The goal for this, | don't wanna set any incredible expectations that you're gonna get
49 new customers and not know what to do with them, right?

01:11:14 This is just so you know how to load a list, you know how to turn on an email
campaign, you know how to track the reporting.

01:11:23 | want you to get in there and get your hands dirty.



01:11:26 Um, in the CRM with how it's working, um, will there be training for Brian's affiliate
product offer?

01:11:32 Yes.

01:11:32 Um, what's your preferred list cleaning service?
01:11:36 You guys nailed me on this one yesterday.
01:11:37 | think it's email verifier.

01:11:39 Um, but we've got the, uh, I'll make sure that the link is in the training, but, um, just
Google email verifier this MRM RM training ends tomorrow.

Next Program Notifications and CRM Login

01:11:48 How will we know when the new program is ready?

01:11:51 | will email you, Jeff, so watch your email.

01:11:54 Add help at our support desk to your safe sender list.
01:11:57 | will be reaching out, uh, as soon as those NDAs are ready.
01:12:00 Uh, what is the link to get to the CRM uh, go high level app?

01:12:06 Right? Um, once your account is set up, you get, um, an email with your credentials
and stuff sent to you by my team from our support desk, but it is built on the Go high level app.

01:12:17 So you just log in at go high level.

01:12:20 Um, is there a way to still get the CRM Michelle?
01:12:22 Send me a ticket and um, yeah, we'll work that out.
01:12:25 The offer is officially closed.

01:12:26 We're not taking new customers, but if you've changed your mind, you wanna add the
CRM?

01:12:29 Yes, please send me a ticket.

Bundle and Lead List Clarifications

01:12:34 Uh, hi Vanessa, you're doing an awesome Oh, thank you.



01:12:35 James says, I'm doing an awesome job with the webinars.

01:12:37 | purchased the bundle and in the members area, it states, okay, so yes, James, you're
right, the bundle, um, it had an a live on the fly bonus increase for your list from 5,000 to 7,500.

01:12:50 We didn't get the members area updated.

01:12:52 So we do have a list of everyone who bought via the bundle request.
01:12:55 Your lead list, you should get 7,500.

01:12:57 If you get fewer than 7,500, just reply and say, Hey, | need more emails.
01:13:03 | bought the bundle, and we will take care of you. Yep.

01:13:14 Is us okay? Yes, Dana?

01:13:16 Uh, | think you can't do.gov, but | think US is fine.

01:13:20 Where do we enter our sender domain in the CRM, um, in the setup, in the account
set up?

01:13:26 Um, if you have technical questions about the cm, please send a ticket and I'm gonna
let Rose help you on those.

01:13:33 business.net would be better than business Info.
01:13:35 You're absolutely right, Bobby. Yep.
01:13:37 Net is better than info.

01:13:39 Um, when you're picking alternative domains, um, | hope this question finds you well,
Tim, you're cracking me up.

01:13:45 The question found me very well, 'cause | love a good joke.

Editing Content and Promotion Options

01:13:48 Um, will we be able to change five touch cold email to three touch cold email per week
if we choose to in the micro reach system?

01:13:54 George? Yes, absolutely.
01:13:56 All of the content in your micro reach mastery CRM is yours.

01:14:01 You can make any changes to it you wish.



01:14:04 Add, remove, edit, tweak, it's all yours up to you.

01:14:09 I'm not gonna monitor it.

01:14:11 | won't even know you do it.

01:14:11 It will not hurt my feelings. Do it however you prefer.

01:14:17 Can we get a chance to promote Brian's weight loss product program?
01:14:20 Femi, if it opens up again, yes.

01:14:22 Currently we're not taking new affiliates.

01:14:25 If it does, yes you can.

01:14:28 Um, does the website ask for when setting up Micro Reach Mastery have to be the
one we will use for promoting the offer?

01:14:37 No, you can change it at any time.
01:14:39 You are not locked in, you can change it.
01:14:41 So just pick something to get started.
01:14:44 Get rolling.

01:14:45 We can change it later. Um, | use it because | thought it felt more personal and human
for warmth.

01:14:52 I'm talking about | hope this email finds you well.
01:14:54 What would you suggest to start an email to make it feel more personal?
01:14:57 Human and warmth. | don't mean to shame you.

01:15:00 I'm sorry that my personal opinion of that sentence | saw, | got a hundred emails from
these children with the same thing.

01:15:08 1 just like, hi, hi, name, hello, name.

01:15:13 | don't think you have to make it anything more than that.
01:15:16 Think about how you read emails fast.

01:15:18 Get to the point, right?

01:15:21 You can stand out in other ways besides the greeting.



01:15:25 | like to make it more warm and personable more towards the end because I've kind of
drawn them in.

01:15:31 | got to the point | didn't waste their time, | didn't bore them, but | interested them and
now they're paying attention and now | get to be a little bit more myself.

01:15:40 So | wait that humanity at, um, to, towards the close of the email.

Website and Affiliate Links

01:15:47 Um, can you elaborate on what type of website we get as members of this program?
01:15:51 | believe on the webinar, Brian said that he, uh, Vanessa created a website using ai.

01:15:57 So what he means is any sales page that we use to sell a product, right when this
nuclear offer that you get to promote happens, there will be a sales page that | build.

01:16:11 | have not built it yet. | am building it and | am using ai.
01:16:16 Once it's live, we will create affiliate links that we will give you.
01:16:22 So you will have a link that takes a buyer or customer or a lead to the page | built.

01:16:29 So that's the website when they fill out their name and phone number and email
address on that lead capture form on the website | build, it's tracked to you.

01:16:37 And then you get a dashboard or portal, a client portal where you will see everyone
who you referred to this page, to this offer who gave us their name and email.

01:16:53 And it's tracked to you. So you will see all of your potential deals.

01:16:56 You'll see when they convert over to being a customer, they've paid their bill and that
and you're owed to commission.

01:17:03 So it's not a website that you get to interact with or customize in any way for
compliance purposes.

01:17:09 It is a naked affiliate link.
01:17:11 You do nothing except share link that tracks that you sent them.

01:17:14 Make sense? Should a domain for our cold email campaigns be specifically designed
for Brian's offer?

01:17:21 That is not necessary. Rushed. You do not have to do that.



Prompt Guidelines and Strategy

01:17:24 Um, | like your graphics.
01:17:27 Can you share some of your prompt guidelines for it?

01:17:29 Um, yeah, guy, | like to say, um, the colors I like, | like for it to be visually dynamic For
these, um, |, | indicated | like, um, dark blue, uh, electric neon.

01:17:41 Um, | wanted it to be, uh, attention grabbing and engaging words like that.
01:17:46 Um, | usually use words that evoke a feeling or a concept more than specifics.

01:17:52 Um, | will give a reference image, like if | have a logo that | want to, um, match if
there's a color scheme, um, I'll include those.

01:18:03 Let's see. How can | discuss an overall strategy?
01:18:09 Uh, Tim, you can opt for one-on-one coaching with me.

01:18:15 Um, the support desk does not discuss strategy per se there for technical and account
help.

01:18:22 Um, but tomorrow we will discuss, like | said, uh, an option for those who want to
continue with an ongoing access to training and membership.

01:18:31 So there will be options open tomorrow to keep it going.
01:18:37 Um, make sure that Kathleen stays subscribed in order to get offer notifications.

01:18:41 Okay, cath, Kathleen, you hear that? No opting out.

Requesting Leads and Proprietary Content

01:18:48 Opt on the form requesting email addresses.
01:18:48 We, if we only want a hundred names instead of 5,000, do we use another option?
01:18:52 No, Elaine, you're going to get all of the results for the criteria you request.

01:18:57 So you probably, | mean, you might get 5,000 if it's a very populated, very dense, um,
niche and area, but we, we can't break out that 5,000 into little hundred, um, result batches.

01:19:12 Okay? Um, if we already have a high level, will you be loading the emails into our
existing account?



01:19:17 Are we on our own? Robin?

01:19:18 We will only be able to load the engagement amplifier and the email content into the
micro reach mastery CRM.

01:19:26 So, um, it is proprietary information, so we do publish it in our CRM in a fashion that
cannot be transferred to other high level accounts because, um, it's proprietary.

01:19:39 We don't, we're not letting anybody else promote this offer besides our MicroAge
mastery folks.

01:19:46 Uh, | just googled email verifier, but there is no company by that name.
01:19:48 Maybe try email verification, but | | will get the link for us.

01:19:52 Um, so we can change the sending domain from.nets.com for all the hot lists.
01:19:59 Then we would use two different domains on the cold and the hot leads.
01:20:03 Richard, that is the concept. Yes.

01:20:05 So if, um, if you had a domain that you were sending all of your cold mail from, you
would then, and this is a scale up, this is advanced placement training.

01:20:16 Once you start to segment your list, when you start mailing your hot list in large
quantities, right after you get a hundred, 200, 300, 400 hot, that's when you would look at
adding a, um, a domain for your official agency.

01:20:33 Your business and Hot, hot lists can be mailed from your official real, um, domain.

Audience Personalization

01:20:42 Let's see. Um, all right, we're just gonna keep doing g and a for as long as you guys
are here and as long as you want it.

01:20:53 I've had good responses opening leads in Hawaii with Aloha Sheldon, that's very
interesting.

01:20:59 Um, and | like the, uh, the personalization of it, right?
01:21:03 It's, it's the same concept of saying hello Hawaii City, right?
01:21:08 Um, you know your audience and you're personalizing to it.
01:21:11 It's not mindless robot speak.

01:21:13 The first sentence in the first email in the series we were provided says no.



01:21:18 It says, | hope your weak is going well.
01:21:19 Okay, | got ahead of myself.

01:21:21 | thought you were gonna say that. It said, | hope it finds you well because | have very
strict guidelines to not say that I'd be so embarrassed.

Program Specifics and Bundle Bonuses

01:21:30 Can we have the context of this promotion so that we can know what the ideal avatar
for the sale is going to look like?

01:21:35 Johannes? Nope. We're not sharing anything until we get the NDA signed.

01:21:39 Um, | thought | bought the bundle, but someone mentioned the price last night and |
think there was a difference.

01:21:44 So | don't know now, as soon as the ticket, gets support up is, and we will make sure
you got what you paid for.

01:21:50 Um, can | use Chad NICE's newsletter set up to also promote Brian's offer?
01:21:53 Yes.

01:21:58 Yes, absolutely. Yes. Um, great notebook, uh, graphics.

01:21:58 Thank you, mark.

01:22:00 Um, Al manis and | worked very, very hard to make a good show for you.
01:22:05 Are we building our list by promoting Brian's offer?

01:22:08 Will we own the contacts of the people who are, um, using the link?
01:22:12 Yes.

01:22:13 Yes, absolutely.

01:22:13 All of the lead lists that we give you that you then email according to you, own that that
is yours.

01:22:21 Do whatever you want with it.
01:22:23 Um, knowing the key avatar, Brian's offer helps us build the correct type of hot list.

01:22:28 Yes, you're absolutely right.



01:22:29 And once we do get those NDA signs, we will share that with you so that you can do
SO.

Segmentation and Additional Leads

01:23:36 Can we upload more than one list and keep them segmented, Marty?
01:23:40 Absolutely, yes.

01:23:41 When you upload a list, you can add a tag to it.

01:23:43 | highly recommend it.

01:23:44 Um, you upload your list, um, and | think we went over it in the training at the top of the
hour.

01:23:49 Um, and then you take that whole list and you apply a tag and | would do it the name
of the list, HVAC in Miami, right?

01:22:56 And then the date, maybe if you're doing multiples, right?
01:22:59 So that you know that that is a segment of that list.
01:23:02 So then when it becomes hot, you also know.

01:23:04 So, okay, now it's in the hot list and it is HVAC and it's in Miami, so absolutely you can
keep those segments in.

01:23:13 Where can we buy more email leads, William?

01:23:15 We will be discussing that in our, um, our call tomorrow about the ongoing
maintenance and progress with support and training with the micro reach mastery.

01:23:26 Um, is it okay to wait until Brian gives us a new program to request your list?

01:23:30 Absolutely. Jeff, wait, if you wanna wait, wait.

Email Verification and Sending Domains
01:23:34 | found the site that matches email verifier online.
01:23:37 That's what it is.

01:23:52 Does our CRM allow for the second email for hot leads?

01:23:55 Uh, this version of the CRM sends from one domain, one email address at a time.



01:24:03 So this version before we scale up, before we grow, while you're just working on cold
emails, only has, uh, the single sender, because this is forced compliance.

01:24:13 We called it yesterday, we talked about putting the bumpers, the guardrails up on the
bowling alley so that we don't get ahead of ourselves in, uh, tank our sender reputation, right?

01:24:23 So the guidelines, the, um, the bumpers are on these accounts.

01:24:27 Uh, when | was filling in the niche today, | realized that the niche is not about what your
business is, not what you're absolutely right, Johannes.

01:24:33 It's not what you do. It's who are you looking to talk to?
01:24:37 Do you wanna talk to roofers?

01:24:39 Do you wanna talk to electricians?

01:24:41 Do you wanna talk to restaurants?

01:24:42 Do you wanna talk to plastic surgeons or dentists?
01:24:45 Um, that's what we mean by niche.

01:24:47 Who do you want to talk to?

Scaling and System Inclusions

01:24:51 Uh, da da da, uh, Richard.

01:24:54 Yes, you would have to upgrade your account, uh, and we can help you do that if you
are ready to scale up.

01:24:59 If you want to do that, please send in a ticket and we will walk you through how to do
that.

01:25:04 Um, but I'm not pushing anybody to spend any more money right now, right?

01:25:09 We just got started here. You've got everything you need to follow the Micro Reach
Mastery Methodology system to work your code lists that we give you, um, without scaling up,
without upgrading, without any more.

01:25:24 What | promised when we, when you bought Micro Reach Mastery was that there was
nothing more to buy and you had everything you needed to truly get started.

01:25:31 There was no gotcha, there was no bait and switch.



01:25:34 You've got your CRM, you've got your list, you've got your email content, you've got
what you need to start warming up that list of 5,000 or 7,500 from cold to warm.

01:25:44 Now if you're ready to scale up, | will help you.

01:25:46 | will not hold you back, but I'm not gonna pitch it.

01:25:50 And, um, we can talk about it in tickets. How about that?

01:25:52 Um, do, do, do George asks with the list, can you split it between different offers?
01:25:57 Yeah, absolutely. You can split it if you want.

01:25:59 Segment that list any way you want to.

01:26:02 Um, and then after you've offered one to one and the other to the other, you can flip
flop them and offer 'em both, right?

01:26:09 Totally up to you.

Done-For-You Clarifications

01:26:16 So Kevin wants me to say, | think it's important to inform the group that the
D-F-Y-C-R-M feature is only available to persons who bought the bundle or the OTO one.

01:26:24 Those who just got the software will have to configure and manage the CRM on their
own.

01:26:28 Kevin, you're absolutely right.

01:26:32 The done for you aspect of your purchase if you purchased the bundle or the OTO, is
that we will load the Engagement Amplifier system into your account for you.

01:26:45 That is the complete infrastructure that we went over yesterday that ranks and
segments your list in real time.

01:26:51 That is the done for you aspect.
01:26:54 Everyone gets all of their email.

01:26:56 The email campaigns, if you bought the software, the email campaigns will come
loaded.

01:27:02 That is what done for you means in this context.

01:27:11 Nothing else is done for you.



01:27:14 Everybody get that?

01:27:14 You have to load your own lists, you have to, the campaigns are there for you to use,
but you have to push send.

01:27:18 That is for across the board, okay?

01:27:22 If you did not buy the Engagement Amplifier System upgrade, then your CRM is not
going to be doing that segmentation.

01:27:34 Everyone received an email that said, did you miss something?
01:27:36 Did you want something and not get it?
01:27:39 There is a link to the Engagement amplifier.

01:27:41 If yesterday's training made you wish that you had bought that add-on, you can still
have it.

01:27:46 Like | said, we are not taking new customers, we're not taking new members.
01:27:50 No one else can join Micro Reach Mastery.

01:27:53 But if you decide that you regret that you did not buy that Engagement Amplifier
workflow, and | highly recommend it, it's incredibly powerful.

01:28:00 You can go ahead and buy it and we will add it to your CRM.
01:28:03 Kevin, thank you for allowing me to clarify that.
01:28:10 Yeah, Kevin said, yep, that email's how | got here.

01:28:16 Um, | know in the heat of the moment when those webinars are going and people are
buy and buy and buy and it's really easy to say no, right?

01:28:20 But then you think about it later, and | don't ever wanna like pressure somebody to buy
something that they might not need.

01:28:25 | firmly believe in letting people have space and air and room to make an informed
decision that's right for them.

01:28:32 | don't like that. That scarcity, high pressure selling.
01:28:36 How do we buy that upgrade?

01:28:37 Uh, Michelle, it's in your inbox.



01:28:40 It's a subject line, um, that says, oh gosh, don't quote me, but it's like, did you miss
something you wanted in Micro Reach Mastery, | think.

01:28:50 And if you're, if you're looking for it, you can open a ticket at our support desk we'll
help you.

01:28:55 I'm not gatekeeping. | want you to have the Engagement amplifier.

Scaling Lead Generation

01:29:57 How are you able to give lots of people 7,500 leads for all of these companies?
01:30:01 For example, are there, are there tens of thousands of these companies?
01:30:04 There are and we can search them anywhere in the world.

01:30:08 Um, and we don't have that many people all wanting leads of the same industry in the
same geographic location.

01:30:18 We don't have any, we haven't had any overlaps.

01:30:20 So, um, we are able to, because we don't rehash recycle, reuse, regurgitate a static
list, we are getting real data in real time from publicly available information.

01:30:33 Um, it's almost boundless.
01:31:37 Is there a community of people starting?
01:31:37 We will not have a micro reach mastery Facebook group, et cetera.

01:32:00 We will talk about, um, options for folks that want to continue on with training and
community tomorrow.

Bundle and List Services

01:32:36 Uh, Vanessa, the bundle deal, does that include the amplifier?
01:32:40 Yes.

01:32:40 The bundle includes the CRM for two years, 7,500 lead list, the amplifier and small
group onboarding, um, training that starts next week.

01:32:52 Uh, can you also generate lists on make money online? Yes.

01:32:56 We have a biz op list. It's not as, uh, much of a living document.



01:33:00 It's not real time.

01:33:00 ltis a list that we have procured and curated over time of folks that, um, are in the biz
op realm that have, um, expressed interest in biz op products.

01:33:15 Um, but yes, we do have that.

01:33:16 Um, but yeah, biz op, you definitely have to clean it with an email verifier, um, just
because of the nature of the list.

01:33:23 But yeah, if we bought the bundle, do we have to sign up, register for the small group
coaching, or is it automatic?

01:33:31 You have to pick your session. So you have to pick which time you wanna come to the
small class.

01:33:33 So yes, you do have to sign up.

01:33:34 There's a link in your email, um, that tells you, uh, click here to pick your session.
01:33:56 Yep. All right, everybody, uh, | bought the bundle. Is the OTO one included?
01:34:03 It is included Pierre? Yes.

01:34:03 Is there not a danger of burning my main website?

01:34:08 Should | use a different URL? Yes.

01:34:11 | emphatically encourage you to not use your URL that you use for your main
business.

01:34:17 That's where you would pick a domain that is similar but different than your primary
URL for your domain, right?

Closing Remarks

01:35:07 Um, and if you can't find it [the small workshop link], it's okay.

01:35:08 Come to the support desk and we'll help you.

01:35:14 Alright, so | see everybody say, tell, tell me goodnight. Good afternoon, good evening.
01:35:16 | hope you have a fantastic day.

01:35:18 I'm gonna go get to work, um, adding all of these questions on all of this interaction
into our FAQ document that I'm working on, that | started from yesterday.



01:35:26 | hope you all have a great night and | hope you join me again tomorrow for our final
session, 2:00 PM Eastern Wednesday.

01:35:33 Uh, we'll wrap everything up and hopefully, um, launch off into a profitable future
together.

01:35:39 Thank you so much for your time.
01:35:41 It has been a pleasure and an honor and a joy.

01:35:44 Thank you so much and we'll talk to you tomorrow.
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