
NURTURING
LESSON TWO -  CULTIVATING RELATIONSHIPS 

MODULE 05 / LESSON 02



The Essence of Email Nurture

● Using email to stay in touch, offering and 
giving (versus pulling) and serving your 
audience.

● Offer content and education that is 
needed and desired, simultaneously 
initiating them to you and your body of 
work.

● Cultivation and staying top of mind on a 
regular basis. 
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Crafting The Perfect Email

●  Keep it super simple
○ Text only
○ White background
○ Banners are not needed! 

● Clear, direct and single call-to-action

● At least 2-3 well-placed links, with one 
being in the first section of the email 
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Email Strategy  
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● Consistently, weekly nurturing for relationship 
building and cultivation.

● Open rates = subject lines, click through rate 
= clarity of copy. 

● Nurture your full list until you need to 
segment.

● Email drives to nurture content (guide 
download, micro videos. Repurpose content 
you already have. 
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Email Timing

● Example: Tuesday - Thursday AM 
(PST) - depends on where your 
audience lives. 

● Experiment and see what times work 
best for your audience. 

● Track open rates and 
responsiveness to identify patterns 
over longer periods of time. 
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Subject Lines

● Curiosity driven and personal (1-1)

● Shorter tends to perform better 
(there are exceptions)

● Examples:
○ We are live now! 
○ Join me in an hour
○ Talk soon! 
○ Thank you
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Open and Click-Thru Rates
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As a target number, you want:

● 20%+ open rate (the smaller your list, the 
higher you want that number to be)

● 1-5% click-thru rate (the smaller your list, 
the higher you want that number to be)

● Opt-outs less than 1%



Segmentation

● Segmentation allows you to personalize the 
content to parts of your list at different times, 
increasing relevancy. 

● Nurture full list and have special/exclusive 
content for parts of your list if appropriate (ie 
your waitlist).

● Having more products requires more 
segmentation (and customized nurture 
strategy). 
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Email Example
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Monitoring Feedback & Growth
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● Full list size 

● Social media following 

● If webinars are part of your nurture 
strategy: registered, attended live and 
watched replay 

● Open and click-thru rates of weekly 
nurture emails 

● Intuitive tracking: How interested are 
people in your free content? Feedback, 
questions? 
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Next….

WITH GRATITUDE

We will look at best practices with creating a content 
strategy that is powerful, effective and aligned. 


