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Will Wang’'s Seven-Email Sequence for
Maximizing Conversions

1.

Introduction and value delivery: Start with an email that delivers the
value you promised when they signed up, like a useful video or a lead
magnet. This establishes trust and sets the tone for your relationship.

. Engagement and confirmation: Send a follow-up to ensure they've

received the Initial offering. Ask for their thoughts or if they have any
challenges, opening the door for conversation.

. Nurture with case studies: Share success stories and case studies

that address common objections or fears, showing transformation and
results from your services or products.

. Personal story and vision casting: Use storytelling to help your

subscribers envision the success and changes they could experience
with your help.

. Educational content and tips: Provide actionable tips or insights

wrapped In an engaging narrative, adding continuous value.

. Direct offer and call-to-action: After nurturing with value, make a

direct but respectful offer, asking if they need help with specific
challenges, leading them towards taking action.

. Overcoming objections: Address any remaining doubts or fears that

Might prevent action, offering solutions and highlighting the
consequences of inaction, possibly leading to a more direct call to
action like booking a call.

Throughout the sequence, ensure that each email builds on the last,
fostering a relationship that's based on providing value, bullding trust,
and guiding the recipient on a journey from awareness to action.
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