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Power of Stories
Stories convince and persuade.
You probably heard how stories are one of the most effective ways to convince
and persuade.
So I'm leading with the story but not just that, I'm dropping my reader right into the
middle of the juicy part of the story rather than starting at the very beginning.
As I've mentioned many times before and I'll mention again, it's vitally important to
not assume that you have their attention and that they're going to read your email.
So what I'm doing here is I'm regaining their attention and pulling them into the
story.
I've got a screen shot of the actual video which if they click on, it takes them right
to the case study. One of the reasons why I love to use screenshots of the videos
is because it adds social proof and people pay attention to faces. We are
hardwired to pay attention to faces. It's been shown that even babies have the
ability to recognize faces very early, that's how we know that is hardwired into
each of us.
I continue the story right after the screenshot of the video. And notice that I've
changed the font of the quote so that it stands out from the rest of the text so that
they get the point of what I want to convey with the social proof. So even if they
don't scroll down the screen whether they're on laptop or mobile device, they're
going to get the point of the case study even if they're in a rush and don't have
time.

Use stories to model behavior for your readers.
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Power of Stories cont.
Help people who don't have time to watch the case study.
About halfway through the email I summarize the interview and I do this because
again, a lot of people don't have time to watch the entire case study. But they see
that there is a case study, they see her picture, they read her words. It's almost as
good as reading the entire case study and watching the entire video.
But also what I'm doing by summarizing the case study is that I'm really coaching
the behaviors of successful entrepreneurs. This is a really savvy technique to learn
from a wicked smart marketer named Michael Cage.

Use your story to model behaviors for your readers.
If in the process of telling your story you can highlight the actions and behaviors
that you want your readers to model, this is a very powerful way for you to not just
entertain and deliver the surface-level narrative, but to weave almost embedded
instructions into the story that you're telling.
Another way to think of this is that if you were to divide the world into winners and
losers, winners do the following things… Losers do the following things… obviously
your reader wants to be in the winter category. So when you demonstrate “This is
what winners do" you're setting up a construct that moves your subscriber closer
to the actions that you want them to take.
So for example when I point out that she invests in her business… the real reason
that I'm bringing this up is because Deadline Funnel is an investment that costs
more than other alternatives, but I'm trying to coach my reader to follow the path
of a successful entrepreneur who treats her business like a real business and
makes real investments in her business rather than trying to "go cheap”.
And when I point out that Jasmine takes action quickly… I want them to come to a
decision and take action quickly.
And then I use the context of taking quick action to remind my reader that time is
running out on the special offer.
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Power of Stories cont.
Everyone wants to model successful entrepreneurs.
I continue with the third point again coaching the behavior I want them to model,
which in this case is modeling successful entrepreneurs.
And what's useful about pointing this out is that I can now highlight the fact that
some of the most respected thought leaders in my market use my software.
Now the behaviors that I'm pointing out are clearly self-serving because I'm tying
them into taking a test drive of my software.
But it's still effective because the behaviors that I'm pointing out are clearly solid
advice and they're clearly true.
For example it's hard to argue with the advice that you should invest in your
business if you want to succeed.
It's difficult to argue that taking action quickly is not the behavior of successful
business owners.
And it would be really challenging to argue that if you want to be successful you
should ignore what successful people are doing.
And at the very least, at the end of it, he gives me the context to list out a long list
of thought leaders who use my software. Because this is very powerful social
proof.
And finally at the end of the email I remind them again about the special deal. And
although I don't mention exactly when the deadline is, I've now started to let them
know that this special deal will not be around forever.
It's going to expire soon.

3

STEPPING STONE EVERGREEN SEQUENCE

from Jack Born

4
Example Day 4 Email
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Example Day 4 Email cont.
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