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Traveling Wild Woman



Congratulations!!  You just created a killer opt-in/free
gift and you’re ready to take your new community member
on an adventure with you!!  This is your opportunity to give
your potential clients tons of value to say “THANK YOU for
giving me your precious email address!”

You may think I’m over exaggerating, but it’s true!!  People
are hesitant to give their email address to strangers
because they typically don’t want their inbox flooded
with BUY MY THING, AND BUY IT NOW emails!

The welcome email funnel is a way for you to build your
Know, Like + Trust factor, and form a relationship with
your new, potential client.  You will be taking them on a
ride, giving them even MORE free stuff, tips, tricks, things
to solve their problems immediately, and resources to take
with them.  You’re letting them get to know you better as
if you're going out to have some coffee and chat.  

Automate the emails so they go out every 3-4 days.  You
want to keep them warm and interested in you, your story,
and what you’re doing.  

Anything shorter and you may increase your unsubscribe
rates because they’re feeling overwhelmed with content.  

Anything longer and you’ll prolong the process of getting
them on the phone for a free strategy session.  



How to Structure the Emails

Automate these emails to go out three to four days apart
from one another so their inbox doesn’t get overloaded,
but also so they stay engaged and interested, looking
forward to the next gift you’re providing them.  

1. Thank them for opting in and let them know how much

you appreciate them allowing you into their sacred space.

 Send them the link to the download or PDF, and let them
know you’ll be checking in with them in a few days to see
how they’re doing.  Also invite them into your private
Facebook group, if you have one.  It’s a great way to
communicate with them and keep them engaged!

2. Check in with them to see how they’re doing with the

guide/free gift.  Has it been helpful?  What was their
biggest takeaway?  Include a link to the guide again, making
sure they actually received it and opened it.  We get busy
and forget, so you just wanted to pop in and make sure
they’re getting the emails.  You can add a P.S. at the end of
the email and invite them into your private FB group, or
direct them to your other social media platforms.  

3. About You.  Tell the reader a bit about your story.  What
got you to where you are now, and how does it tie into the
work you’re doing?  This is not an opportunity to sell or
talk about packages yet.  Consider this the first date, in
the coffee shop.  You’re taking this new relationship super
slow.  



4. Give them another free gift!!  This is your opportunity to
shine and really help them solve some problems, so give
them great content and make them feel super loved up.
 This can be content that you’ve already created, or an easy
checklist or guide for them to print out and use.  People
love to touch material, so pop your logo on the top, turn it
into a PDF and make it fun and easy for them!!

5. Check in with them!  Ask them a question about
themselves!!  How have they liked the guides?  This is a
super short and simple email asking the reader a quick
question about themselves, trying to engage them and see
how responsive they are.  (Farther down the line, you can
also segment lists of the people who respond, so you know
who is a warm/hot lead and who needs more content and
communication.)

6. Give them more VALUE in the form of a blog post, an

article you’ve written, or resource that has helped you in

some way.  This is a great opportunity to show off some
content that you’ve created to position yourself as a
leader or expert in your field!

7. Testimonial.  Social proof of your work is going to help
people know what you do, and see what’s possible for them
by working with you!!  This is the time to link to your sales
page, pointing the reader to your website so they can start
poking around and seeing what it is you actually do.  



8. MORE VALUE.  Again, some content that you’ve created,
books you’ve found helpful or have changed your life, or
something that you want your ideal client to have their
hands on.  You’re giving them content and making them
feel like they’re part of your inside circle now.  You can
even offer them items that are reserved for paying clients,
so they get an idea of what they’ll get WHEN they hire you!
 
9. Testimonial.  One more for good measure.  Include a nice
picture and a testimonial that kicks some serious ass and
showcases your best work!!  Where was your client before
they started working with you, and what did they create
while working with you?  Testimonials are a great way to
not only demonstrate your skills in your industry, but also
a way to promote your client.  Sharing is caring!

10. Invite them into a complimentary Strategy Session, or a

free call with you, that doesn’t have a pitch at the end.

 You want to get them on the phone so they can hear your
voice and build your Know, Like and Trust factor!!  At the
end of the Strategy Session or complimentary Get-to-
Know-You call, you can invite them into a Business
Assessment/Discovery Call, whatever you’ve titled your
Sales Call.  

Of course, if they want to talk about working with you at
this time, go for it!  Typically I like to email them later,
thanking them for their time and inviting them into
another call.  



If both of you have time to move right into a Discovery Call
to talk about working together, then by all means
continue.  Strategy Sessions are a great way to add value,
get the potential client on the phone, and allow them the
opportunity to experience what it’s like working with you.
 

Or…if you have a product under $100, you can pitch that.
 Remember, you haven’t even talked to this person on the
phone yet, so the likelihood that they’re going to buy your
$4000 program is pretty unlikely.  You’re still dating at this
point, so you want to take this nice and slow.

You’re building a relationship here, and the goal of the
welcome series is to keep them on your list and engaged.
 You don’t want to pitch too hard so they feel taken
advantage of or ‘sold to’.  This is definitely a slower, more
organic process, but you’ll notice that the Unsubscribe
rate is lower and your Open Rate is higher!!

If you'd like to continue this conversation, head on over to
The Traveling Wild Woman Coaching Community on
Facebook, where we talk about marketing, business,
mindset and travel!!

www.travelingwildwoman.com

http://www.facebook.com/groups/travelingwildwoman

