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It's time to kill a big, fat, sacred cow.

We are all hardwired to pay attention to things that are different
in our environment.

Sacred Cow Barbecue

1

from Jack Born

The central idea of this email is: you MUST use a 
deadline.

I hope you’re hungry because it’s time to kill a big fat sacred cow and put it on “the
barbie” as they say in Australia. 
 
This first email about launches is really a long email and yours doesn't have to be
this long. 
 
I don't want to get freaked out by the length of this email because again your
email can be much shorter.  
 
But it's the structure that I want to show you and walk you through now. 
 
I start off this email by killing a sacred cow. In other words I want to attack a myth
that is pervasive in that they probably have been hearing over and over. 
 
There's a few reasons why this is important.

If the message that you're putting out into your market is really just more o fthe
same of what they're already hearing, then why should they pay attention to you? 
 
So by killing a sacred cow right away in your email you're demonstrating that this
information is worth their time and it's worth paying attention to, just because it's
different.
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Killing a sacred cow helps you establish yourself as an authority.

Remember it's incredibly important to continue to grab
attention.

Sacred Cow Barbecue cont.
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The other reason why it's so effective to kill a sacred cow is because it helps you
establish yourself as an authority in the mind of your subscriber. 
 
Now, at this point I want to mention something that I really shouldn't have to say
but I'm going to say it anyway: you really have to believe in what you're saying.
Take a stand that you believe in. I will never advocate just making something up
for the sake of marketing. 
 
But I hope that what you have to say to your subscribers is in some way different
than what they've been told by everyone else in your marketplace. 
 
Or at the very least I hope that what you're saying is different than what they
already believe to be true about themselves about their skills about their ability to
achieve their goals… About something that they currently believe. 
 
It's vitally important that you have something new and different to say. 
 
So focus on what is different and really bring it out in your email and bring it out
early. 

I also want to remind you that it's incredibly important to always be grabbing
attention, to be focusing attention, interrupting their attention. Just because your
subscriber opens up your email you should never assume that your job is done
and they're going to read the entire email. 
 
So by starting with the controversial stand… by starting with something that is
clearly different… it's going to be a lot easier to grab their attention and to show
them the value in spending the time reading your email.
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Back up every claim you make with some form of proof.

You should be able to sum up this long email into one core idea.

Sacred Cow Barbecue cont.

1

from Jack Born

The other thing that I want to pay close attention to, not just end this email, but in
all the emails that you're going to read, is that for every claim that I make I'm
backing it up with some form of proof. 
 
So for example when I say that you don't want to depend on launches I don't just
leave it that… I back it up with proof, I back it up with analogies, I back it up with
statements that other people have made. 
 
I use pictures. I use quotes. I use videos. I use analogies. I use anything that will
help me back up my claims with proof to really drive home that what I'm saying is
true.  
 
I think like an attorney would making his case in court. I want to make my
arguments absolutely airtight. And I do this by making a claim and then backing it
up with proof. 
 
By the way, his is a technique that I learned from my friend, Todd Brown. 

That's really important for you to be able to do not just in an email but also for any
marketing message. Whether it's a webinar, a video sales letter, or an email, your
communication needs to have a central idea. 
 
The central idea of this email is: you MUST use a deadline. 
 
So in your first email you really want to drill into your subscribers mind one core
idea that is central and required in order for them to naturally come to the
conclusion that your product or your service is the thing that will solve their
problem. 
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Don't forget to focus on their pain.

Give context to their past efforts.

Sacred Cow Barbecue cont.
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I also want you to notice that several times in this email what I'm doing is on on
focusing in on the pain that they probably have experienced from doing the thing
that I'm telling them not to do anymore. 
 
In other words, I'm really focusing in on the pain that the myth is causing them and
I want to dispel the myth, kill the sacred cow and in the process elevate myself as
a respected authority and as a hero who is solving that pain. 

Below my signature there's a section where I am giving context to their past
efforts. You don't have to do this but the reason why I've done it here is because a
lot of the people who are reading this email have previously bought into this myth
about launches and now that I have just killed that sacred cow and put the Cal me
on the barbecue I don't want them to feel bad. 
 
There's a real risk that someone could walk away from this email thinking, “Great I
just wasted a whole bunch of money and time following that advice" 

Near the end of the email, open another loop.

Near the end of the email right before my signature I open up another loop.
Another way to call a "open loop" Is a cliffhanger. And as I've mentioned before it's
extremely important to use a cliffhanger in your emails to get them anticipating
and looking forward to the email that you're going to send them tomorrow. 
 
You need to always be trying to regain their attention and focus their attention
where you want it to be. 



5

STEPPING STONE EVERGREEN SEQUENCE

Give context to their past efforts, cont.

Sacred Cow Barbecue cont.
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So by giving context to their past efforts you're letting them know that they did not
waste their time… They did not waste their money… that all of this time and energy
money and knowledge will come to use if they just follow what I'm about to share
with them. What I'm doing is I'm absolving them of past decisions - bad decisions. 
 
It's a more artful way of saying, "it's not your fault". But it's so much more effective
for them to come to the conclusion, "hey you know what, it's not really my fault" it
is for me to just out right say it. 

Key takeaways from this lesson.
The key takeaways from this lesson are that you really need to take a stand and
say something different. You also need to keep in mind that you constantly have
to regain their attention and refocus their attention because there's never a point
at which you can just assume that you've earned their attention and they're going
to continue to give it to you. 
 
And finally it's vitally important that as you make your claims that you back up
those claims with different types of proof. 
 
Think like an attorney and make your arguments absolutely airtight so that there's
no way your subscriber can think “Ah, that’s not true.” And they can’t minimize
what you’re saying as just salesmanship and puffery. 
 
Your subscriber’s guard is up. You haven’t earned their trust yet. 
 
But if you write this email well, you’ll make a big step forward towards earning
their trust because you’ll show them a new way of looking after at their problems
and a new way of solving their problems backing it up with airtight proof so they
know that what you're saying is true. 
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Example Day 1 Email
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Example Day 1 Email cont.
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Example Day 1 Email cont.
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Example Day 1 Email cont.
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Example Day 1 Email cont.
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