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EMAIL SALES 
SUCCESS REPORT  

A Step-By-Step Guide to Selling Other 
Peoples’ Products by Email and Start 

Earning Your 4, 5 and 6-figure Paydays 

Once you’ve established an email relationship with your hungry 
buyers, it’s time to promote your first affiliate product.

To do this, you need to create an email that tells them about 
your chosen product in a way that grabs them emotionally and 
persuades them to click on your affiliate link. 

They will then be redirected to the product owners promotional 
website.

You don’t have to sell the product yourself. 

All you do is generate interest and then direct your reader to 
click on that link.

If your reader then goes on to buy after reading the material on 
the product owner’s website, you will be credited with the sale 
and receive your commission (based on the terms of the 
affiliate agreement).




There is a proven, scientific way to do this, based on decades 
of testing by the world’s greatest direct marketers. 

It was taught to me by publishing legends Bill Bonner and 
Mark Ford back in the early 1990s…  and I still use it today.

In this report, I’m going to show you the formula for a classic 
sales email. 

It’s what’s known as a ‘solus’ promotion, which means that the 
entire sales job is done in that one email. 

There are, of course, other methods of selling a product using 
multiple emails, known as a ‘campaign’, which you will learn in 
the next module. 

But this is the most direct and simple way to promote a 
product.

Before you begin, you’ll need all the details of the product you 
are going to promote. Check the following:

• Is there existing promotional copy? This will usually be 

in the form of an online sales page or a product website. 
If so, you’ll be able to take all the necessary elements for 
your email from this. The good news is, the product 
creator’s copywriter has done the hard work for you, 
laying out the big benefits of the product and the offer. 


• Is there a sales email you could adapt? The product 
owner may well supply some copy for a sales email. You 
can also use this as a basis for your promotion. However, 
rather than take it wholesale, I’d recommend that you 
make sure it contains all the elements that I show you in 
this report. And also that you tweak so that it fits the style 
and voice you’ve been using in your regular emails. 


Most affiliate products will have one, or both, of the above 
ready for you to use. 

To begin, let’s look at the overall structure of your email.




The Structure of A Successful 
Promotional Email 

Your sales email needs the following elements:

An attention-grabbing subject line

A headline

A compelling lead that connects with the reader’s pain 
or desire

A big promise of an ideal outcome

A clear benefit, or list of benefits, of the product you are 
selling.

A reason for telling them about this

Proof to back up your claims 

A call to action – some push for the person to click

A push factor – it could be price, time limited urgency, 
special bonuses, limited availability, uniqueness 

Reassurance – removing risk, offering guarantees 

Sign off


All these elements need to be in place if you want to ensure 
you make sales. These are far more important than the style of 
your copy, so focus on these before you edit and refine the 
text. 

Okay, now let’s go through each section…


ATTENTION GRABBING SUBJECT LINE

I recommend you do this last, once the email is written and 
you know what the core promise of your pitch will be. 




It should express the main benefit or outcome of the product 
you’re  selling. 

This could mean it’s a shorter version of the headline you 
choose. Or it could be an interesting, urgent or unusual 
element that will intrigue the reader to click.

Ultimately, the rules for writing it are the same as for the 
regular content emails. So please refer back to my special 
resource for subject lines in Module 5, which includes a swipe 
file of ideas you can use as templates. 


HEADLINE  

Your headline is the piece of copy that appears right at the top 
of the email when the reader opens it. Being the first thing they 
see, it needs to achieve FOUR things: 


Grab attention

Flag down subject

Arouse their interest 

Motivate them to take action (ie. read on)


Here are some examples…

• The world’s most successful Amazon seller reveals how 

to make £1,500 a week on Amazon


• How to Slash Your Household Bills in Half in 28 Days 

• Revealed, the amazing ‘trade copying’ cheat that could 

make you 200 pips per week

• Are You Making this Dangerous Mistake With Your 

Bookkeeping?

• How to Get an Awesome Website in 60 Minutes Without 

Any Tech Skills




Remember that the best headlines appeal to emotions.  To 
increase the impact of your headline, replace dry boring words 
with stronger, more emotional ones where possible. Examples 
of emotional words include:

• Shocking

• Awesome

• Amazing

• Dangerous

• Deadly

• Exciting

• Mindblowing


Also try one or more of these ‘hotwire’ words. These are 
proven to hook people:

• You – connects directly with the person reading so they 

feel it’s speaking to them along

• Easy – show how much easier life will be if they read on.

• Discover – shows there’s something new to find out, 

triggering that urge for a dopamine reward. (‘new’ and 
‘latest’ will also work).


• Never – while the brain wants pleasure, it instinctively 
avoids pain so show you’re going to move them away 
from something bad - “what never to eat on an 
aeroplane” being a famous example. 


• Save – an instant shortcut to the idea they’re going to 
save money, time or stress.


• Results – people want to see the outcome	 

• Secret – it’s used a lot, but still has that primal allure for 

people to find out something




• Instant – an instant reward or instant gratification helps to 
hotwire the brain


• How to – shows there’s going to be a pay-off, something 
specific that they’ll benefit from 


• Limited – this gives the sense there’s a deadline or 
exclusivity 


For more inspiration, download the Headline Templates and 
Swipe File from the resource section. 


COMPELLING LEAD  
This is your opening sentence or paragraph(s). The aim is to 
engage instantly with the reader on an emotional level.

You can take one of two approaches:

• Pain/Fear – address a specific negative experience that 

the reader might have had or wants to avoid. This could 
include physical pain, emotional pain, social discomforts 
and money worries. An example would be an instant 
website building platform that doesn’t require tech or 
design skills. You’re helping them avoid those stresses 
and worries.


• Desire – you could equally address a reader’s strong 
desire for something to happen in the future. This could 
include mental wellbeing, wealth, fulfilment and freedom. 
An example might be a Forex System that could deliver 
them financial independence, with more time to enjoy 
their life. 


With both options you need to portray either the negative 
problem or the ideal outcome in a way that the reader can 
instantly understand. 




What are they frustrated about? 

What emotions do they feel? 

What are their deep desires?

Here’s an example, using the ‘desire’ approach in the business 
and home enterprise niches:


“Hi NAME, 


Imagine that you could wave a magic 
wand and get all the website traffic 
you ever wanted.


Well, today I want to show you 
something really exciting…


It’s an amazing way to get thousands of 
visitors clicking on your website every 
day, week after week…


And all of it on autopilot.


And here’s the same one, but using the ‘pain’ approach.  


“Hi NAME


It’s so frustrating…


You spend hours every day on social 
media marketing…


And yet it barely makes a difference to 
your website traffic.


I know the feeling – it can make you 
wonder if there’s something wrong with 
your business or products.




But I want to show you something that 
could put an end to your worries.


Let me give you another example of the desire 
approach, using the self development niche. 


Hi NAME


Imagine that all your dreams could come 
true.


A wonderful career.


Healthy, loving relationships…


And enough wealth to keep you 
comfortable…


It’s what almost all of us desire, 
isn’t it? 


But what if I told you that there was a 
‘secret’ to attracting these things 
into your life?


It might sound incredible, but read on 
and I think you’ll be amazed. 


Here’s the ‘pain’ version…


Hi NAME


Some people seem to get all the luck.


They have great jobs, big houses and 
perfect marriages…




You don’t want to feel jealous, but you 
do.


It can sometimes feel like you have to 
try harder, work harder and suffer more 
to get what you want.


Sometimes, life just doesn’t seem fair. 


But what if I told you that there was a 
way to change this?


The secret is to paint a picture in words of the situation your 
Hungry Buyer is likely to be in.

• What will the future look and feel like for your reader if this 

product helped them achieve their desired results?  

• What will things be like for your reader if they don’t use 

this product and carry on as they are? 

Decide upon this first, then write it in the clearest way 
possible.


PROMISE  
Now make a specific promise to overcome that fear/pain or 
help them achieve that desired goal. 

To do that, simply take the main promise of the affiliate product 
from the headline of the promotion. 

Show your reader what this product will do for them, and what 
the specific result will be in terms of time, money, success, 
career, health, wellbeing, etc, 

Taking the same examples as before….




“You could set up this powerful lead 
generator in just 30 minutes and it 
could run on autopilot for you, saving 
you hours of time spent on marketing. 


No more wasted social media efforts. 


No more disappointing sales. 


No more panic about your income. 


Or


Today I want to show you a really 
absurd, but extremely effective 
"Manifestation Formula". 


This will FORCE the universe to give 
you the life of your dreams - money, 
happiness and success.


Make sure the reader knows right away what’s at 
stake – what have they to lose by not reading this? 
What have they to gain?


  

CLEAR BENEFITS 
Now break the promise down into some specific benefits. 

By ‘benefits’ I mean the advantages and outcomes of the 
product features. 

For instance, let’s say for example that you were selling a 
pencil. 

A feature might be its soft graphite tip. 




But the benefit of that feature might be: “creates great looking 
pictures, particularly good for shading”. 

So my recommendation is to list every single feature of the 
product you want to sell, and then write down the ultimate 
benefit of each feature for the customer.  Specifically, how will 
it help them in their life? 

This could take the form of 3-5 bullet points. 

For example… 


• It will take just 30 minutes to set 
up 


• It runs on autopilot 24/7 without 
any input from you


• You could see between 1000-2000 
extra visitors per week – the kind 
who will enjoy your content and buy 
your products 


Or it could be in the form of short punchy sentences…


The kind of life where you make more in 
a month than you used to in a year...


The kind of life where other people are 
inspired by you and want to impress 
YOU...


...Where you make your wildest dreams 
become a reality.




It could be an information product that has multiple different 
secrets, tips and insights. In which case take the best ones 
and tease the benefits like this. 

Taking the personal finance niche, for example:

• The important ‘hidden’ detail you 
must check BEFORE you invest in any 
tech stock. 


• A little-known inheritance tax 
shortcut that will save you £200 or 
more in solicitors’ fees 


• Important! You must do this if you 
own a home and you’re over 60.


A REASON FOR TELLING THEM 
Here’s where you can now make your personal endorsement 
for this product with a line or two about why you’re telling them 
about this product. Your choices include: 


• I’ve just discovered this and it looks 
amazing


• This has just come to my attention and 
it’s so good I had to tell you about it 
straight away. 


• I need to show you this before it’s too 
late, as this is only going to be 
available for a limited time. 


• I’ve been given exclusive access to this. 


• I’ve had great results from this 




• I’ve been recommended this by someone who 
has used it, who’s views I trust 


• I’ve just bought this myself 


• I’m going to try this too 


• I’ve seen/heard great feedback/results/
testimonials about this 


• I’ve secured a great deal or discount on 
this 


• Because of [reason] I think this will be 
perfect for you 


PROOF  
There needs to be proof to back up your claims. 

You can use statistics, charts, quotes, illustration, sales 
figures, examples, diagrams, quotes from experts. 

These can all be taken from the promotional literature for the 
product you are selling. 

It can also include using social proof. This is where you show 
that other people are using this. For instance, case studies or 
testimonials. 


CALL TO ACTION  
Tell people what they need to do to get the benefits. 

Explain the actions they need to take. 

Make sure you give them a link, and ask then to click on it. 

Don’t give them other calls to actions or include links to other 
sales pages or resources. (The only exception is that it’s 



sometimes of benefit to offer them the opportunity to contact 
you if they have a problem or query.)

NB: You should repeat the link THREE TIMES in the email or 
more. A link near the top, one in the middle of the message, 
then one before you sign off.


PUSH FACTOR 
If possible, come up with a special (and genuine) reason for 
them to act: 

• Discount 

• Limited supply – stock is running out “there are only 50 

printed copies” or “these are the last 23 in the print run” 

• Closing date for offer – “This must end on November 

10th” 

• Time sensitivity of the product – “the deadline for your tax 

return is April 5th/if you want to get this set up in time for 
Christmas 


• Remind them of the urgency of the problem which the 
product can solve


• If there’s a limit on the number of customers who can sign 
up, say so. It there’s a deadline, make it clear. Give 
specifics. 


• The 3rd party is giving you a special allocation or unique 
discount,


You should also emphasise benefits that a prospect sacrifices 
by waiting too long. For instance, “If you wait until next month 
to do this, you might find yourself paying double for web 
hosting next year.”


 REASSURANCE  



Take away any element of risk. Most (if not all) products you 
recommend will have some form of money back guarantee, a 
return policy, or special promise. Reassure them.  Emphasise 
how easy it is to order and how soon they can get the product.

Here’s an example.


“Order today and you can have instant risk-free 
access to everything in the programme for 30 
days. If you are unhappy with it, let [product 
supplier] know and you’ll get a full refund without 
question.”  

Also remind them of the big promise and the potential 
outcome. Sum up again the potential benefits of buying the 
product (and/or negative outcome of not taking action). 

Then repeat the link again. 


SIGN OFF  
Say something personal to sign off – wish them the best, make 
a parting promise or reassure them this is a great opportunity, 
then add your name and signature. 


How to Create Your  
Sales Email 

Now you know what you need in your sales email, let’s look at the 
process. 


First, let’s get you prepared. 


So before you write anything, follow these steps. 


Start with your customer. Take a look at your Hungry Buyer 
Profile and remind yourself of what their primary fears and 
desires are. What problems do they regular encounter? What are 
their frustrations and goals? You should keep a very clear image 
of your ideal buyer in mind while you go through the next steps.




Carefully read the promotional literature for your affiliate 
product. This will either take the form of a sales page that they 
have made, or a product website that contains details of the 
product’s benefits and features, price, offer and guarantee. 


Write down the big primary promise of the product. If their 
sales literature has a headline, then that will be what you’re 
looking for. 


List the features and benefits. Take every feature of the 
product you are selling and work out what benefits that feature 
delivers. If there is a sales promotion, a copywriter will have 
done this for you already. 


Is there a USP? If there is something unique about this product 
that makes it different (or better) to their competitors, then make 
sure you write this down too. 


Find the proof. Look for all the evidence supplied by the 
product creator, including studies, results, stats and testimonials 
from customers. If necessary, do some of your own research. 


Write down clearly what the price offer is, the duration of the 
guarantee and any bonuses.


Finally, write down any special urgency or reason to respond 
to this email now.  This could be the same reason as on the 
affiliate product owner’s sales promotion but it’s even stronger if 
related to something special arranged between you and the third 
party, something unique that you’ve achieved through your 
efforts or connections.


You should now have a document in front of you with the essential 
notes you need to create your email. 


Now drop those notes into the structure.


An attention-grabbing subject line


---------------------------------------------




A headline.


---------------------------------------------


A compelling lead that connects with the reader’s pain or 
desire. 


---------------------------------------------


---------------------------------------------


---------------------------------------------


A big promise of an ideal outcome


---------------------------------------------


---------------------------------------------


A clear benefit, or list of benefits, of the product you are 
selling.

•---------------------------------------------

•---------------------------------------------

•---------------------------------------------

•---------------------------------------------


Reason for telling them


---------------------------------------------


Proof to back up your claims 


---------------------------------------------


---------------------------------------------


---------------------------------------------


A call to action


---------------------------------------------


A push factor – it could be price, time limited urgency, 
special bonuses, limited availability, uniqueness 


---------------------------------------------


Reassurance – removing risk, offering guarantees 




---------------------------------------------


Sign off


---------------------------------------------


Now add linking sentences between each segment so that they run 
together smoothly and logically.


Use phrases like: 


“And that’s not all…” 


…“and here’s why it’s so important”… 


“It might surprise you to know this, but,… “


“Here’s another example”… 


“Don’t worry, it’s easy”…. 


“Let me show you what I mean”… 


Think of it as if you are guiding someone along, making sure they’re 
with you at each stage of the email. 


To help you, here are some templates.


Fill-in-The-Blanks Promotional  
Email  Templates 

Here are two templates to get you started. (I’ll give you plenty more in 
Module 9).


1.

Subject Line: How to Get X without X


How to Get X Result in Y Time 
Without Z Obstacle


Hello Name 




Imagine that you could get [desirable outcome].


You’d enjoy [benefit], more [secondary benefit] and less 
[hassle]


Well, today I want to show you something really exciting…


It’s an amazing way to get [ideal outcome] in [timeframe] 
without [usual obstacle]


If you’re fed up with [common problem] then I think you’re 
going to love this.


It’s called [name of product] and it could help you

• Improve your [results] in 3 simple steps

• Bring you [big benefit] in [time frame]

• Make it easier than ever to [get result] – without 

needing [common thing]

• Reduce [insert problem] with a [insert unlikely solution] 


To find out more, click here: LINK 

I absolutely love this, and as soon as I saw it I couldn’t wait 
to show you. 


The feedback I’ve seen is utterly amazing. 


For example, here are some of the people using it.


“I have been getting x result and I couldn’t be happier” – 
person’s name


“So good, I only started this a few weeks ago and already I 
am [getting result]” – person’s name


 “Wow, I managed to [overcome problem] in x weeks” – 
person’s name


I’m not surprised it’s getting such a good response. As you’ll 
see if you click the link below, this [system/platform/method] 
has delivered [statistical result].


But today you can see for yourself, risk free. 




All you have to is click here [LINK], enter your details, and 
you can get instant access to [name] for 30 days on a trial 
basis.


If you change your mind for any reason, you can get your 
money back in full.


However, I’d urge you to act today.


They are offering 30 day risk-free trial access for a 25% 
discount for a very limited time only. 


Remember, there’s no commitment. You can try this out at 
home, see the results for yourself, and if you’re not happy for 
nay reason within 30 days, you lose nothing!


To claim your discount, click here [LINl.


I can’t wait to see what kind of results you get from this. 


Best wishes


Your name


2.


Subject line: Hurry, take a look at this before it’s too late


For the next X days only, the UK’s 
top [expert in] can help you [get 

amazing result] – without you risking 
a penny!


Hi NAME




Sometimes [task or subject] can be a nightmare…


You spend [time/money] trying to get [result] but you’re 
constantly disappointed.


Either you [get bad outcome 1] or, even worse [bad outcome 
2]


I know from experience how hard it can be!


But there is an alternative…


I’ve discovered a system/platform/method] is delivering [result] 
for hundreds of people.


It’s helping them get [outcome] without [usual obstacle]


And increasing their [results/performance/happiness] in double 
the time.


If you want to know more, take a look at this: LINK


It could help you:

• Make [amount of money] from [task] 

• Enjoy [big benefit] in [time frame]

• Reduce [insert problem]


And best of all, it’s something that doesn’t require any 
specialised skills or previous experience.


As you’ll see, it’s been delivering real [returns/gains/benefits] 
over the past [time-frame].


For example:

• Result 1

• Result 2

• Result 3


Which is absolutely amazing – and no wonder it’s getting 
comments like these:


“I have been getting x result and I couldn’t be happier” – 
person’s name




“So good, I only started this a few weeks ago and already 
I am [getting result]” – person’s name


“Wow, I managed to [overcome problem] in x weeks” – 
person’s name


When this utterly mind-blowing product came to my attention 
a few weeks ago, I just HAD to get in touch with its creator 
and arrange you a special deal.


So I’m delighted to announce an exclusive 30 day money 
back trial, just for me readers PLUS a 10% discount.


You won’t find this anywhere else!


However, they’re only keeping this open for X day, so you’ve 
only got until the DATE to grab this one!


To take up your offer, click here and enter this discount code 
XXXX.


You’ll get instant online access to the full [product/
programme/system], including [benefit 1], [benefit 2] and 
[benefit 3].


They’re also offering a brilliant bonus – [title] which will help 
you get [benefit 4].


Try it all out for the next 30 days and see the results for 
yourself.


If you’re not 100% delighted for any reason, let them know 
and you’ll get a refund of what you paid. 


To claim your discounted trial click here.


This is such an exciting new product and I really hope it 
transforms your [subject/task/result].


Yours


Your name


Editing Your Sales Email 



Once you’ve finished edit the copy into shape. 


Shorten the sentences, reword any copy that you’ve lifted from existing 
material and try and find the clearest way of saying what you mean. 


Use the same editing process and shortcut editing tools I 
recommended for the editorial emails.


Read the sales email out loud, all the way through from beginning to 
end. 


If any of the lines sound awkward when you say them out loud, or if 
they don’t sound like something you would say in a conversation, then 
simplify or change those bits. 


Now use the checklist below to make sure you have all the correct 
elements. 


Sales Copy Checklist 
Structure Checklist 


Headline – does it make a bold promise?


Lead – Does the lead get in step with the reader’s goals or 
fears? 


Promise – Do your opening paragraphs offer a clear outcome for 
the reader, either achieving a goal or avoiding a problem?


Picture – Have you tried to get the reader to imagine how good 
(or bad) their life will be with your product or service? 


Proof – Is what you promise or claim believable? Have you 
offered evidence, like testimonials or results?


Risk-reversal or reassurance – Have you answered any potential 
objections or fears that might stop someone from buying your 
product. 


Call to action – Have you made it clear what the prospect has to 
do to order the product, sign up for the service or subscribe? 


Offer – Do you make it clear exactly what the customer is going 
to get?


Urgency – Is there a good reason for the prospect to act on this 
now rather than later? 




Style Checklist 

Is the headline large and in bold? – It must stand out. No clutter, 
no images behind it. 


Does the email address a single “you” rather than being aimed 
at a group or audience? 


Is the email written in plain everyday language?


Are all the sentences easy to read?


Does each bit flow logically into the next with linking copy?


Are the paragraphs in a variety of different lengths? 


Are there any flowery words, jargon or business-speak?  



