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The Ultimate Goal of this Book 
 

          It might surprise you to learn that my ultimate goal of this book is not just to teach you how to 
craft more effective emails that will help you sell more stuff, but also to begin the work of helping you 
think differently when it comes to your small business marketing program.  The interesting thing here is 
this…while I’m asking you to open your mind and think differently, I’m not actually presenting anything 
that is totally new. These ideas might be new to you, but they are not new.  They are solid old school 
strategies that hold lots of potential for your small business.  That’s the challenge in today’s world, you 
see…we’ve gotten really distracted by so many new things.  Most of which only have that one thing 
going for them – that they’re new.  Not more effective.  Only new.   

 
    An old school sport history professor I had in college used to always say, “when it comes to the 

formation of history, timing is everything.”   
 
    Right now, you and I live in a time and place that is beautiful and full of opportunity and that has 

seen so much change and technological advancement in such a short period of time that it becomes 
very easy to get lost and distracted and suddenly chasing the next new idea that may or may not have 

merit for YOU and YOUR small business.  Remember, you and your business are totally unique       
 
    That seemingly innovative and new shiny thing that everyone is talking about and that on the 

surface seems like an incredible opportunity for you and your small business???  NOT always the case.   
 

          The timing of all this change for you and I puts us in a very unique place where we straddle the 
before and after of the rise of the information and technological age.  I’m here to help guide you and 
keep you committed to the things we know generate results while you carefully and courageously 
explore new territory with the caution akin to an experienced fishing guide working the hidden rivers 
and fishing holds of the high Sierras. 

 
Most often, if you look closely, what you discover is that the new thing that seems so exciting is just 

new untested theory, and bound to leave you right back where you started; but not until you discover 
that you’ve wasted a lot of time and energy that could have easily been focused on something much 
more productive and effective when it comes to selling more stuff inside your business. 

 
Your email marketing program is a great example of this and is the primary reason I wrote this ebook.  

When I first started email marketing back in 2000, I was lucky to find a software program that would 
allow me to do it at all.  Until that point, we were all still sending emails using outlook express (a sorely 
missed and simpler version of outlook) and hiding the email addresses inside the BCC section of the 
address bar.  Today, that tactic would get you banned from the ‘interwebs.’  Today, the marketing world 
looks very different from that one, and when you go looking, you’ll quickly discover that you have 
hundreds if not thousands of options for your email marketing software and all of it is available in the 
cloud and through the use of your internet browser.  A tool that didn’t even exist back when I got 
started.  Yes!  It’s true. 

 
Now, before you go abandoning this book for something new, because you fear I’m too old school to 

provide you any useful advice, keep this fact in mind.  Not only have I lived through the beginning of this 
amazing and cathartic information age, but I’ve also been directly involved in the use of this technology 
to help me start my career, run multiple businesses, turn myself into a writer and copywriter and an 



 

expert direct marketer and salesperson who can help you double your current sales volume using the 
tools I will share with you and the marketing and sales strategies I’ve honed along the way.  YES!  You 
heard that right – DOUBLE YOUR Sales! 

 
The benefit of my perspective is that as a direct result of living straight through all of this change at 

the peak of my career, I have a perspective and an insight that most others do not, and that allows me 
to continually provide foresight that is extremely valuable to you, the small business owner or salesman 
trying to figure out how to find more customers and make more sales. 

 
Email is just one of so many things I plan to share with you as part of my new publishing business.  

Inside this simple book are strategies and ideas that will have immediate impact on your sales if you 
decide to heed my advice and expertise.  First, I want to change your perspective and second, I want 
to provide you some immediate results through implementation of the very simple ideas and 
strategies I will outline here in this ebook. 

 
Lastly, from back in the day as they say, I have made available to you a bonus eBook titled, “Million 

Dollar Emails.”  It was originally written by one of the great copywriters and early very successful online 
marketers, Yanik Silver.  It is packed with some really great stuff and is a great companion bonus to this 
short book.  As such, I’m offering it to you for free on this page on my blog.  Keep in mind that I share 
this ebook bonus as is.  That was the deal when I purchased it from Yanik.  That I could share it with as 
many people as I like as long as I didn’t change anything.  It’s still good marketing for him that way.  You 
can share it too.  You can get it by going here right now…http://johnashworth.co/million-dollar-emails. 

 
OK, now we’re ready to get started… 

 
      I want you to Discover HOW You can craft more powerful and effective emails that drive sales and 
make YOU incredibly magnetic and an irresistible and attractive character to whom your customers, 
prospects, and list members form such an incredibly strong bond that they can't get enough of you, read 
everything you send them, BUY everything you have to offer, and NEVER want to break free from this 
incredibly lasting and magnetic bond. 
 
Yes!  This really does work.  Keep reading… 
 
-John 
http://theashflash.com 
608-338-5052 – text messages to this number are OK ☺ 
 
I would love to hear from you! 
  

http://johnashworth.co/million-dollar-emails
http://theashflash.com/


 

Introduction – How I Discovered the Power of email Marketing 
 

 Back in 2001 I remember discovering my first email broadcast tool.  It was clunky, cumbersome, 
and a little hard to figure out.   Yet, it was akin to discovering gold. I couldn't believe my good fortune.  
One simple software application that would allow me to send an email automatically to hundreds of 
prospects all at once?  It was pretty darn cool.  Today, we take it for granted and in most cases, 
unfortunately, business owners squander the opportunity.   

 
Keep reading and you’ll discover why...   
 
 At the time (September of 2001), I was trying to create a growth engine inside the internet job 

board I had created for fitness professionals.  When I moved to Madison, I was juggling a new job at the 
University of Wisconsin in Preventive Cardiology, a new two month old baby, and all of the other harsh 
realities my wife and I faced as we attempted to settle in here in Wisconsin after moving from San 
Francisco.  Bracing ourselves for our first Wisconsin winter.  A mild one thank goodness. 

  
 As you might imagine, I was experiencing a great deal of anxiety at the time with all of the BIG 

life changes I was facing with my family. I was also exhausted.  I didn't have time for this project.  I 
actually called the guy who hosted that old website and told him I wanted to just cancel the hosting 
plan, take the site down, and move on.   

 
      "Oh, I hate to see you do that, John!  I think this site actually has quite a bit of potential."  I still 

remember that guy's name, Steve Hunsader.  Steve, if you're reading this...thanks again for your keen 
insight and forethought.  I more than doubles my sales within the first few months of putting that email 
marketing program to work for me and was granted a glimpse of the potential, not just for this website, 
but also for the potential of email marketing in general. 

  
 I had started this online job board back in the early 2000s.  I was living right in San Francisco at 

the time.  This was right around the time Steve Jobs made his triumphant return to Apple.  I can still 
remember seeing the billboard ads for the brand-new iMac in the color of your choice.  My chiropractor 
at the time had a blue one on his desk.   

  
 My online job board, exercisecareers.com, was a grass-roots operation and eventually became 

an internet company that made good money for me and my family.  Profit.  Which is more than most 
internet start-ups of the time could say.  They all seemed to be burning through cash and ideas very 
quickly.  A digital wildfire that was out of control.  Most of these businesses came and went and then 
imploded during the Dot Com BUST of the early 2000s.  Once again, I was ahead of my time.  I've been 
there often in my career, so I hope you're listening.   

  
 This guy, Steve, had a website server company and was running it right out of his home.  I 

always loved the fact that when I needed something, I could reach him personally and he would always 
take great care of me.  The world was quickly passing this kind of business by, but I will always be 
grateful for Steve's expert commitment to his work and to what he offered me the day I called to cancel 
my hosting for good. 

  
 He offered me a great deal on hosting for a full year and said to me, "John, if you can't at least 

make this $360 back over the next six months, then yes...shut it down!  But I think you have a pretty 



 

good thing going here and it just needs to be nurtured a little bit."  What he was witnessing on his end 
was an internet site experiencing more traffic than any of his other customers and he just hated to lose 
my business and didn't want me to miss an opportunity.  It was good for both us for me to stick around 
for a little while.  
  

You’re sitting on a Gold Mine.  Just like I was back in 2001… 
     
The same holds true here and now for YOU, the reader of this ebook.  Very likely, you are sitting on a 

hidden gold mine in your business.  You just need someone who can help you mine the riches.  That 
person is me.  And the magic method is email marketing. 

  
 I paid the money to Steve, and never really looked back.  What a great offer and a terrific 

decision!  This little internet company I was building never got big, but it consistently produced about 
$25,000 per year in revenue and that was just about all profit.  It started with the instinctive use of that 
first email broadcast tool, and over the next ten years, generated a total of a quarter million dollars in 
revenue.  Again, most of it profit because I was running lean, and beyond the marketing and the small 
amount of time I was spending on it, traffic and sales were increasing exponentially.   It was always great 
fun to know that all I needed to do was sit down, write a good email, and wait for some cash to come in. 

 
       Not only that, but it led to connections with fellow fitness professionals all over the country that 

are still valuable to this day.  Some of those connections laid the groundwork for the launch of my 
fitness business and then my very own 3,000 square foot studio here in Madison, WI.  I even became a 
local celebrity here in Madison, WI, appearing regularly on NBC15 to produce short fitness segments 
that aired every other Friday.  It was a great venture and great fun! 

 
      I also gained a lot of expertise during the early growth and development years of the internet.  

Quite possibly while you were still running around on the playground in grade school.  Or, on the other 
end of the spectrum, while you were still using the telephone and written letters and simply trying to 
get a grasp on just what in the heck the ‘interwebs’ were and what they had to offer you in terms of 
helping you grow your business.  Here I was, right in the middle of all this change and doing my best to 
make the most of it.   

    No matter where your perspective was then or now, it doesn’t matter, because the most 
important thing is that we all always continue to keep moving forward.  If you’re not growing, you’re 
dying.  What matters most right now is the opportunity you likely have right in front of you at this 
moment for new business and more sales in the form of expert cultivation of your house list.  

Why Should YOU Listen to Me? 
 

 Why am I telling you this story in the context of this ebook? 
  
 Two reasons... 
  
 The first one, is that it helps build credibility.  Often, an old school guy like me can be viewed as 

someone for whom the birth of the technological age came a little too late.  That I don't know what the 
young folks know now.  That everything has changed.  That my ideas don't make sense.  That I don't 
have the expertise because I didn't start with a smart phone in my hand from birth. That couldn't be 



 

further from the truth, however, and I’m sure you know this, which is why you’re here right now 
reading.  

 
         The fact is that core communication and marketing concepts don't just get up and walk off 

because we have new media to use.  That's the big potential mistake almost every business is making in 
some way or another in today’s time.  Confusing new media with core marketing and sales principles 
and strategies.  Yes, we have new media and new ways of communicating with each other, and they can 
all be leveraged for great gain.  But these facts do NOT erase the essence of how a prospect is born and 
a sale is made.  No way! 

  
 The truth is in stark contrast to this unfortunate and common misconception about my 

background and about older forms of media.  Not only did I completely embrace the personal computer, 
the internet, and the technological and information age as a whole, as it really began to take hold, but 
I've also made it a point to learn as much as I can every single day; and that pursuit has never ceased.  
Which is why I now work for one of the fasted growing technology companies in Wisconsin. 

 
         When you combine that with my business background and my marketing and copywriting 

expertise and experience, along with the fact that I'm a true learner and have kept myself incredibly 
current with all of the new technology, you might be hard-pressed to find a better man for your 
marketing job.  Especially this one. 

 
         I've also had a serendipitous look at the evolution of this age and as such, can share with you a 

perspective that is extremely valuable, rare and steeped in the rich and wonderful river of technological 
change and advancement that has taken place over the last twenty years.  I can show you how to break 
through with your stories and your unique selling proposition.  And I can show you first, how to do this 
with email. 

  
 The second reason I’m sharing this story is to point out that a lot of what I did in the beginning, 

and in general, to build and cultivate my businesses, my network, and my sales has been the strategic 
utilization of email in combination with other strategic communication methods.  In fact, when I look 
back on the first half of my career, I can see very clearly exactly how powerful my writing has been as an 
instrument of influence and a tool for Titans.  Both in sales and in marketing, and in my life in general.  
I've accomplished quite a lot with my writing.  Your business and marketing success could be next on 
that list.  And I can also teach you how to do this yourself.  

  
 You'll have to forgive that last reference to Titans.  Sometimes the words just flow, and I have to 
let them out.  In fact, that's usually the case.  In this instance I left it in because it's another good 
example of how good and unique copy can help you build strong bonds with your customers and 
prospects.  It gives me an opportunity to share with you the fact that I was a Poway High School Titan 
growing up in southern California.  San Diego's North County athlete of the year, in fact.  If you're 
interested, you can find at least one of those media clips right here https://johnashworth.co/san-diego-
section-soccer-ashworth-named-top-3-player-latimes/   

Why Email can Be such a Powerful Marketing Tool 
 
 Email was, and still is in many ways, a perfect tool for your digital marketing job.  I've taken full 

advantage of it all along.  But I've also always been careful, meticulous, and consistent with my 

https://johnashworth.co/san-diego-section-soccer-ashworth-named-top-3-player-latimes/
https://johnashworth.co/san-diego-section-soccer-ashworth-named-top-3-player-latimes/


 

approach.  Though it represented an extreme breakthrough in communication when it first arrived, it 
was also clear that email had limits and that it had to be used judiciously to prevent washing-out its 
impact. This is one of many reasons you will hear the so-called 'experts' touting the death of email, and 
regular mail by extension as legitimate marketing tools.  That instead, you should shift all of your money 
and marketing online where all the people are.  The problem here is in confusing the medium with the 
method, and the core principles that have been around forever and still apply.  Much in the same way 
business owners mis-understand exactly how to effectively use social media for their marketing efforts.  
Media is not marketing. Don't EVER forget that.  

  
 In the second half of this report, I delve into this reality and into the details about how you need 

to be thinking about this new medium and how you need to use these tools in order to more effectively 
garner attention, and turn these individuals into traffic that you own.  Instead of traffic that you rent, 
and certainly don't control.  Don't worry if you don't quite understand that yet.  We're getting there.  
We just need to take it one step at a time. 

  
 When email and email marketing first arrived as an opportunity, business owners thought they 

had hit the jackpot just like I had.  It was easy to believe at the time that that they could now market 
without spending any money just so long as they were able to maintain a good and growing list of 
emails.  No matter how they may have acquired them. 

  
 The funny thing is that business owners believed back then the very same thing they are 

tempted to believe today when it comes to social media.  That people would pay attention and respond 
to their messages just because they were there.  Just because they sent them.  In the case of email, just 
because they had received one from you. 

  
 Certainly, over time, this belief along with other factors, has in fact altered the effectiveness of 

email as a sales and communication tool.  But it still works and just because so many have used it in the 
wrong way and have diluted its success rate, does not mean that you can't use it with incredible 
effectiveness in your own business.  The same holds true with direct mail and print advertising but I’ll 
cover that in my next ebook. 

  
 For some odd reason, business owners tend to be a little gullible when it comes to their 

marketing.  I think a lot of that comes from one or more of the following things.  Ignorance on the 
subject, an unwillingness to do the work that needs to be done, or simply feeling like you don’t have 
enough time to spend getting it right.  That last reason is probably the most common one and it’s totally 
understandable.  Marketing can be tricky until you spend some quality time really honing-in on the basic 
principles and how they apply to YOU and YOUR business.  Trust me, I’ve been studying this stuff and 
putting it into practice for more than twenty years.  It takes time to become an expert.  And I’m still 
learning every single day. 

 
         In fact, it probably makes sense to share with you just one more story about the kind of student 

I am because it helps to reinforce my expertise and why you should finish reading this book and keep 
paying attention as I continue to produce more resources for you.  My wife had surgery recently and 
was on leave for about 8-weeks.  One morning she came down into the ash flash publishing cave looking 
for something interesting to read.  She had burned through her current stack of stuff quickly. 

 
         “There’s nothing but a bunch of sales and marketing books and personal development books 

down here.  How boring.”  She said.  Not to me, of course.  I can’t get enough of all this stuff.  I love it! 



 

 
         You go into business because you're good at providing some product or service you're 

passionate about and are led to believe that people will automatically come knocking because you're 
the greatest and you take great care of your customers.  I've got news for you.  People don't care until 
you teach them to.  And you can't teach them until you have their attention.  Gaining their attention is 
difficult, no matter the medium. Remember, no matter the business you're in, the service you provide, 
or the products you sell, you must adopt the following mantra to be successful in attracting new 
prospects and customers. 

  
 "I'm a marketer in the business of...(fill in the blank)."   
  
 If you can't fully embrace this idea, your success will always be limited until you do or at least 

until you’re willing to consider the idea in a thoughtful enough manner and then hire experts to help you 
implement the strategies.  But if you can’t fully embrace that idea, and this concept, you should 
probably just stop reading right now, and go find a job.  Because without the proper focus on your 
marketing and sales system, YOU will continue to struggle to build your business into the kind of money-
making operation that you sought to create in the first place. 

  
 Business owners too often erroneously believe that despite many other businesses doing the 

same thing and using these same channels, with similar messages, that theirs will somehow stand out 
just because they put theirs there too.  Or worse, that regardless of response and conversion, that they 
MUST remain visible because their competitors are there and they don't want people to forget about 
them.  Trust me, people have already forgotten about you already.  But once you actually have them on 
one of your email and mailing lists, and you can send regular communication, and you communicate 
with those lists in the ways I'm going to teach you, the right ones will stick around, refer new business to 
you, and all of them will continue to form a stronger and stronger affinity for what you do; and buy stuff 
from you a heck of a lot more often. 

  
 There are many examples of this kind of ineffective ignorance, but here's one that I think fits the 

context of what we’re talking about right now.  It has become extremely popular to tie your messaging, 
and especially your social media messaging in with on-going holidays and 'official' made up holidays like 
heart disease awareness month, or even mac n' cheese day.  All of which are simply arbitrary ideas that 
lack substance, creativity, and most importantly when it comes to your business, the ability to deliver a 
response that generates new leads and new customers for your business. 

 
 If you're going to tie into these ideas that's OK.  Entering the conversation already happening in 

the prospect's mind is an important marketing strategy to embrace.  But you need to be strategic about 
how you do it.  Don't just become another copycat blowhard with nothing original to say.  No one will 
listen.  No one will care.  You will be lost, and once again, have wasted a good opportunity to have an 
impact in your marketplace.  Remember, that the only way you can have real impact and increase your 
revenue is by making real sales.  Sales are the lifeblood of your business.  Don't ever forget that.  If what 
you're doing right now is not somehow and some way tied to helping you close a deal, stop what you're 
doing and re-evaluate your efforts. 

  
 The 'experts' out there will attempt to sell you on the idea that things like 'expanding your 

reach' and 'increasing your number of likes' and, 'gaining a lot of impressions' are important results on 
their own merit.  While these concepts are in fact important because they help you build credibility and 
increase the number of people who see your marketing messages, they are not mutually exclusive 



 

successful results, because regardless of your 'reach', if you don't convert people to media that you own 
by getting folks to subscribe to your mailing lists, you will not make nearly as many sales.  You will have 
achieved nothing more than a waste of your marketing money.  Once again, we will get into this idea a 
little later.  Stick with me for now.  We're getting closer.  For the moment, let's stay focused on your 
emails and ensure you don't waste any more time or effort when it comes to your email marketing. 

  
 Email can drive awesome response when it's implemented properly.  Most of the time, it is not. 

How email Might Be Killing YOUR Business 
  
1. Your best customers and prospects might not necessarily want any email from you.  One really 

important question to ask about every single email you ever decide to send out is this,  
   
"What is the inherent value to the customer or prospect of the information I am sending out?" 
   
In other words, your email communication needs less of YOU and more about them.  One important 

rule you should NEVER break is in using your email subject line to promote your latest and greatest 
products.  Remember, No one really cares.  And unless you're doing this right, no one would miss your 
emails if you didn't send them.  They have plenty of other things to read and to do than spend time 
digesting your every email.  Also, when you make these kinds of mistakes, you become like everyone 
else they’re already getting email from and you don’t stand out and are ignored just like the rest of 
them. 

   
2. The subject line of your email communication is literally the most important part of your email.  

Because if it doesn't do its job, no one reads your emails and all is lost.  The main job of your subject line 
is to entice the reader into opening the email and taking a closer look at what's inside.  Then, you need 
an incredibly alluring first sentence to keep them going and so on.  Here's one good example.  I sent this 
broadcast just this morning... 

   
Subject: John, I thought of you last night... 
   
You have to admit that even if you don't know me, you are likely still wondering what in the heck I 

might have been thinking about last night and what it has to do with you.  To get the entire email copy 
for this broadcast, click here. (theashflash.com/social-media-marketing-guidebook) 

   
The last thing I want to say about this has to do with the use of all those silly little icons that you can 

now copy and paste into the subject line of your emails.  I'm sure you've seen them.  Although, by the 
time you're reading this, it's quite possible that the rest of the world will have figured out what I already 
know - they're stupid and gimmicky and exactly the kind of thing that lazy marketers rely on when they 
don't know what else to do.  Yes, they might just increase your open rates a notch or two in the short 
run, but for how long?  In addition, the more they're used by more businesses, the less interesting they 
become and I guarantee you they will soon be gone.  You will increase your open rates exponentially by 
cultivating a better list, and by ALWAYS sending killer content that is extremely valuable to the reader in 
some way or another.  When you do this right, people will begin looking for YOUR emails inside their 
over-crowded inbox.  Not every email will hold the same value for each person, but if you focus solely on 
them and not you, and look at your email broadcasts as a means of showcasing your expertise and 



 

building your authority, I guarantee you, you will see your open rates and engagement with your email 
marketing soar.   

 
Remember this too...your email subject line is the key to getting your email opened and then read.  

So please, make sure you spend some time and good thought on this very important step.  At the same 
time, you also need to be careful here.  Your subject line still does need to relate in some way to what 
you end up talking about inside your email.  If it doesn't, people will stop trusting you, and engagement 
with your content and your messaging will suffer.  Constant testing and analysis will be important too so 
that you can continue to hone-in on what works best.  Soon, you'll discover that there are certain 
messages, at certain times of day, and to certain segments of your list that produce optimal results.   

   
*Note: segmenting your lists is essential too, but I'm not going to get into all of that here.  Just 

remember I said it for now.  It's very important and most business owners are either too lazy to do it or 
they just don't know how. 

 
Remember, your email recipients don't really care about 'what' you are sending out.  They only want 

to know 'Why' it might help them improve their life, their business, their relationships, their parenting, 
and their pursuit of whatever it is that is important to them today.  As I've been saying, make it a point 
NOT to send anything out until you have ensured that the content is focused solely on your target 
market, and what is extremely valuable to them.  If you don't know, then that's a good place to start.  
Start sending them emails and start asking them questions in creative ways.  Their answers will begin to 
help you gain a more complete understanding of what they are looking for and how you can provide 
that to them. 

 
Don't forget your offer... 
 
Now, I know I've been talking a lot about staying focused on 'what's in it for them' and in making sure 

you're sending quality content that matters.  But that doesn't mean that you shouldn't make them an 
offer.  Just make sure that you're offer makes sense in the context of the messaging you're including.  
This is often not as easy as it sounds, but with some practice, you'll get better at it.  This also represents 
a perfect example of what I do for my clients.  I have an amazing ability to do this for both my own sales 
and marketing, and for the marketing and sales of my customers and clients.  Don't believe me?  Give 
me a shot at it, and I'll show you.  You'll be amazed.   

   
Visit this page right now, fill out the form, tell me what it is you're trying to do, and provide me a 

little information about your business and I'll send you some potential copy for your next email.  What 
do you have to lose?  Other than being completely blown away at how well I do even with very little 
information and background from you. 

 
Click here to make your FREE request: 
 
https://johnashworth.co/expert-direct-marketing-john-c-ashworth/ 
   
This process creates two realities that I should point out.  First, that in order to craft valuable 

messages and content, you need to ensure that you are taking adequate and proper time to create it 
while at the same time not letting this stymie your progress.  Create a mix of solid, high volume, high 
value content, and intersperse that with shorter messages that come from the heart and again, from a 
place that makes your prospect's and customers' lives that much better.  You'll be amazed at what 

https://johnashworth.co/expert-direct-marketing-john-c-ashworth/


 

happens when you open your heart to the world.  People are starving for this kind of communication 
and connection.  Trust me.  In fact, it's likely that this exact idea and just this kind of message is what 
attracted you to me and this report and the expertise I can offer to help re-shape your marketing, sales, 
and communication.  Don't over complicate this either.  Simply stay focused on content and messaging 
that helps people build a stronger connection with you and a greater affinity for your company, your 
brand, and the products and services you offer. 

   
Need help with this?  That's what I'm here for.  As of Summer 2019, I charge $100 per email and if it 

doesn't at least bring you that amount in return after you've sent it out, then you get your money back.   
In addition, I have a syndicated feed of private content that you can easily access from my website and 
then re-use for your own purposes on your website, blog, and social media platforms. 

   
Is email the only thing you're doing?  If so, everything above still applies but you've got some 

additional work to do.  Email alone is not nearly enough.  The more channels you use, the more credible 
you become.  Print, social media, and targeted newsletters are a MUST.  I know what you're thinking... 

   
"but, John.  I can't afford this."   
   
The truth is, you really can't afford NOT to invest in your business in this way.  You just have to be 

smart about it.  Take it in steps, chunk it down, and always remember, that when it's done right it should 
always bring you more in return than you invested to put it together and send it out into the world. 

   
I can help you with this too, and if you're interested in a free 30-minute telephone consultation, you 

can request one by clicking here. https://johnashworth.co/expert-direct-marketing-john-c-ashworth/ 
   
Like it or not, the more you market and the more channels you use, the more effective you will 

become and the more credibility you will realize.  And really, I shouldn't have to work very hard to 
convince you of this.  You wouldn't have read this far if you didn't already realize this to be true. 

   
Your business is a vehicle and its primary job is to make you money while providing a high value 

problem-solving service to your customers.  It is also a vehicle from which you can spread your good 
word and positively affect hundreds if not thousands or more people.  Your marketing is the foundation 
of this work and you simply can't ignore this fact.  Once again, STOP everything you're doing right now 
and ask yourself if you can adopt the following mantra... 

   
"Hi, my name is <<Your Name>>.  I'm a marketer in the business of...<<fill in your business here>>." 
   
That is likely a radical thought for you, because until now you thought of yourself as John the 

personal trainer, or John the dentist, or John the newsletter publishing guy."  Your VOCATION is 
important.  Very important.  Your full commitment to becoming a crafty and effective marketer and 
salesperson are even more vital. 

   
Lastly, and I eluded to this earlier.  This final mistake is a BIG one and it's easy to make.  I would bet 

good money you're making it right now.  Not just in your email marketing, but in all of your other 
marketing and communication too.   

  
You need to make them an offer! 
 

https://johnashworth.co/expert-direct-marketing-john-c-ashworth/


 

I once heard a marketing expert say, "People are silently begging for you to tell them what to do."  I 
know, it sounds a little presumptuous but stick with me here.  It simply means that if you aren't 
specifically telling people what you want them to do, then all there really is left to do is NOTHING!  
People want to be led into their buying decision.  No, they DON’T want to be forced, pushed, or prodded 
too aggressively.  If you start doing that kind of thing, you will almost certainly lose them.  They DO want 
you to be clear about your intentions and then about what it is exactly that you want them to do. 

 
I've done this myself more than once inside this report.  Asking you if you need help, and then 

explaining exactly what you need to do to get that assistance.   
 
Here, I'll do it again... 
 
Do you need help with your email marketing, or your marketing and sales system in general?  Are 

you struggling to comprehend and fathom all that needs to be done to build these systems and then 
put them into place? 

 
Call me directly, or fill out the form on the page below on the ash flash and we'll schedule a FREE no 

obligation 30-minute strategy session where I promise we will identify at least three specific easy-to-
implement action steps that will improve your marketing and sales results exponentially and I won't 
charge you even a dime for the expert advice.  It's yours free for being a loyal subscriber and a business 
owner who is obviously committed to being more effective.  There will be no pressure to do anything 
further.  My only goal will be to identify at the very least, three decisive action steps that will help you 
increase sales. 

 
Call 608-338-5052 right now and leave me a message.  I'll get back to you within 12-24 business 

hours at the very most. 
 
Or, feel free to visit this page on my blog and fill out the request form.  I'll get back to you within that 

same time frame. 
 
https://johnashworth.co/expert-direct-marketing-john-c-ashworth/ 
 
How can I be so confident about being able to help you?  Because in twenty plus years of running my 

own companies, working for small businesses, and coaching my clients, one thing is always true...there 
is a lot of missed opportunity just waiting for the right strategies. 

 
Are you ready? 
 
If not, that's OK.  Keep reading all the way to the end of this report and in the meantime, you can visit 

a different page on my blog where you can be placed on the priority list to immediately receive the next 
parts of this important guidebook as soon as they're released.  Don't skip this step, because as I continue 
this project and this work, and the momentum builds, I might just decide NOT to release the information 
to the public until the book I have planned is published.  By placing yourself on this priority VIP list, you 
will prevent from having to wait and be able to take full advantage of this incredible resource as each 
chapter and each report completed. 

 
Powerful, right?  Even if you didn't take advantage of that offer, you have to admit that it's pretty 

good and that you're seriously considering all of it.  Why wouldn't you be? 

https://johnashworth.co/expert-direct-marketing-john-c-ashworth/


 

 
Now, let's finish this important report so that I can get working on the next one... 
 
The Offer 
   
Every email and any other marketing piece you send should have an offer of some kind included. And 

that offer should have an expiration date.  We'll get into offers in more detail another time.  For now, 
just make sure you don't send any more emails, create any more postcards, send out any more mail, or 
produce any other marketing materials that don't contain a compelling offer that has two parts.  The 'A' 
offer is the one you would prefer they act on.  The 'B' offer is the one you include in case they are not 
ready to act on 'A' but might take a smaller step in your direction.  Like download a free report or take 
advantage of something else you offer that contains value for them, but that does not require them to 
make the full 100% commitment to you yet.  This, at least, allows you to continue to communicate with 
them so that you can educate them on the benefits of doing business with you. 

 
    You also need to make sure that you don't send anything else out that is not focused solely on your 

target market, loaded with great content and combined with other print mailbox marketing, and maybe 
even a phone call or two.  People don't have a lot of time to read your emails and engage with your 
marketing to begin with and they certainly don't have time to spend trying to figure out what it is you 
want them to do.  Always remember that deep down, people are silently begging for you to tell them 
what to do.  Don't be shy about leading them toward your most wanted response. 

 
There is a lot more to creating effective marketing campaigns so that last idea is once again, simply 

planting a seed for future reports I will be producing on this subject.  For now, I only want you to start 
thinking about the fact that a solid response-driven marketing campaign always has more than one step, 
and very often combines more than just one media to make it more effective. 

Email Marketing Mistakes to Avoid 
   
    Before I go, here are some additional email marketing mistakes to avoid: 
  
    1. Writing emails that read like broadcasts - you have to remember, that your audience, sitting in 

the quite comforts of their home office, or sitting quietly with their phone while they wait for their 
doctor's appointment, their oil change or car repair, their hair coloring to finish processing, you get the 
picture…are literally reading a personal message from you.  That's what it should feel like to them.  
When you do this right, you will get responses from people who actually think you took the time to 
write them directly. It happens to me all the time. 

   
    Write EVERY one of your emails like it's a personal communication.  Like a one-on-one 

conversation.  What would you say to me if I was thinking about buying your stuff and I was sitting right 
in front of you for 5 minutes?  How would you say it to me?  What exactly would you say to me if I was 
sitting right there in front of you and you wanted to persuade me to buy right now?  Keep that 
perspective when you're writing your emails.  Write to one person. 

   
    2. Don't go corporate on me - You want to make these email communications as personal as you 

possibly can.  Yes!  Even if you're working for a larger company.  In fact, especially if you're working for a 
larger company.  In the end, when people are making their final buying decision, they are buying from 



 

YOU, the person they know, like and trust.  Yes, your business and your brand and your corporation 
must still build a level of trust with this individual, but in the end, you don't buy your new Toyota from 
the manufacturer.  You buy it from your friendly neighborhood car salesman.  People want to buy 
directly from YOU.  Their trusted salesperson.  Their personal guru.  The person they know they can trust 
if there is anything they need - especially after the sale, when the real relationship begins.  Remember, 
the sale is only the beginning.  That is the moment your relationship begins with your customer.  You 
make the sale to gain a customer, not the other way around.  Stop for a moment and just ponder that 
idea.  Think about how it changes the way you go about your sales and marketing.  Think about how you 
are likely missing opportunities every single day to build stronger and stronger relationships with your 
customers. 

  
    Think about it.  Which email are you more likely to read and engage with?  The one that comes 

from Corporate America and sounds like a public service announcement?  Or the one that reads like it 
was crafted by your salesperson just this afternoon and that shares a little personal story about his 
daughter's track meet this afternoon, and how that relates to why he's writing you today?  Just talk to 
people like you would talk to them if they were sitting right there with you and you'll be amazed at the 
increase in response and interaction. 

   
    3. Don't be boring - for goodness sake.  This is a Big one, and businesses make this mistake all the 

time.  Look around.  You'll begin to see it everywhere.  Most businesses shy away from being too 
controversial or too unique, or too assertive in their marketing because they worry about offending 
people.  Here's another fact...if you're not offending at least one or a few people every day, then you're 
not marketing and you're not selling hard enough.  Remember, you shouldn't resonate with everyone or 
be trying to resonate with everyone.  This is a great way to get lost in the middle of the pack.  NEVER to 
be heard from again.  Last seen drifting out to sea in a life raft with a small leak and a life preserver that 
doesn’t fit. 

   
    You've done well to cultivate your email list, gather valuable content, curate it, take the time to 

write a great email and then you come off as boring?  Bad move.  Irresponsible.  NEVER be boring 
anywhere in your marketing.  That's actually the #1 rule of marketing.  Don’t EVER be boring.  
Remember, you have to motivate someone to act when they could otherwise choose any one of your 
competitors alternatives or simply choose to do NOTHING.  What is going to get them to stand up and 
say, "Yes!  I want to take advantage of this, right now before the deadline expires and before John 
decides he was silly to offer me something so damn good at such a great price in the first place?  You get 
the idea?  You better. 

   
    4. Using too many graphics - Now, I will tell you first that you should always be testing to see 

which emails get better open rates and engagement and response, but my own personal opinion, and 
experience has been that graphics just distract people.  That's why I almost always send my emails in 
text-only format.  Copy sells. And think about it.  At this point, everyone is using images and everywhere.  
I use them all over my blog.  Your text-only note, essentially sent directly to someone's smart phone and 
packed with a personal and impactful message is going stand out far more than if it contains some fancy 
image that only distracts people from the core message. 

   
    It's not that you should NEVER use a graphic in your email marketing.  Or that you shouldn't use 

beautiful images.  They do have their place and they do have impact.  Like I said, I use them on the ash 
flash all the time.  It's that if you're going to do it, know why you're doing it, and make sure there's a 
specific strategy why you're doing it.  I'm still going to discourage you from doing it inside your email 

http://theashflash.com/the-john-ashworth-blog
http://theashflash.com/
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communications, because I believe it detracts from the kind of response-driven email marketing I like to 
do.  In my opinion, nothing compares to old school copy-driven sales messages that draw people in like 
a good book on a Sunday afternoon with the rain pattering on the roof and the fireplace roaring at your 
feet.  A beautiful and sweet cup of tea at your side.  Your favorite pair of wool socks keeping your feet 
warm, and the smell of the soup you've been cooking all day meandering toward you...   

 
    See that?  I just about swept you off your feet there before you even knew what hit you.  That's 

how you do this thing called email marketing.  I know this goes way against the grain of what you see 
every day, and that's the point and here is more of why I feel this way...and keep in mind that testing is 
ALWAYS important.  As is matching your media and communication with the message you are 
attempting to convey.  You've got to cut through the clutter and you have to do it quick.  Imagery is 
huge, but not inside your personal communication with customers and prospects and list members 
unless it really makes sense.  Unless it really enhances the message in some important way.  Sometimes 
images will help you accomplish this, but most of the time they don't.  When written the right way, text 
will always help you build a stronger bond with people and drive your sales and your business farther a 
whole lot faster.  Think of all the text messaging you do every day.  How intimate do those 
communications feel? 

   
Something I just read this morning does a good job of reinforcing this point.  We need to do more 

than just write a letter.  We need to stir people's emotions, because it is those emotions that drive 
actions and buying decisions.  Always remember that.  You need to understand that if you are thinking 
you might be interested in hiring me as your copywriter, this is one of the things I do really really well.  
Maybe better than anyone.  Take the unique characteristics of YOU, your business, your products and 
services and everything you offer and turning those stories into emotionally driven copy that drives 
action and results.  It’s such a beautiful process and so powerful for your marketing efforts.  

   
What good does the image do in communicating your chosen message?  Probably almost nothing.  

The folks on your list will get used to the fact that you always send text emails and they will stand out 
immediately because, once again, they are different than almost everything else that arrives.  But here is 
the more insightful idea... 

   
I believe that over time, you have the opportunity to build a much stronger bond with your tribe 

when you communicate with them this way, because every time they get a communication from you, 
it's packed with value, written like a personal communication, and as a text-only message presents itself 
in a way that is far more personal and engaging as a result.  In addition, you waste no space this way, 
especially when someone is reading your email on their phone.  Emails with images become 
cumbersome quickly and they also have a greater opportunity of being flagged and filtered by spam 
bots.  Worse, they can quickly become cluttered and confusing, and lead your reader away from your 
email and on to something else that has nothing to do with you, your business, and your current offer to 
them. 

   
Once again, test.  But once again, I have NEVER bought in to anything other than text.  I'm old school 

and in my experience, this has always worked very well for me.  I'm confident the same will be true for 
you.  I’m also confident that you and I might also be able to craft a campaign that does in fact use 
images should that make sense for you and your business.  I won’t be able to determine that though 
until we have a chance to talk.  Remember, you can request your free expert direct marketing 
consultation by visiting this page right now: https://johnashworth.co/expert-direct-marketing-john-c-
ashworth/ 
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5. Not spending adequate time and effort on your subject line - For starters, one of the things I like 

to do here once I know what I want to say in my subject line is send myself a few different versions of 
the email so that I can actually see what it looks like on my phone when it arrives.  Think about it...take a 
serious moment of reflection right now to ponder how personal these messages feel as you read them 
in the palm of your hand.  The way they look to you as they pop-up as a notification on your personal 
smart phone. 

   
Bottom line: YOU MUST step into the shoes of your prospects every single time you craft an email, 

letter, postcard, direct mail sequence, or whatever it is.  Get into their mindset and sell the sizzle.  Figure 
out what they really want.  Enter the conversation happening in their minds.  What's the big takeaway 
message that you want to communicate?  Way too often, business owners focus on the features like we 
have the best selection of pre-owned inventory in town, instead of something like, stop wasting time 
trying to hunt down the right car at the right price, and start driving the used car of your dreams by 4 
pm this afternoon.  See what I mean?  Right now, if you're in the market for a new or used car, you're 
starting to imagine what that new car might feel like already. 

 
        If you have not yet subscribed to my mailing list, I encourage you to do so as you will get a 

regular stream of ideas.  Most of which will provide excellent examples of what I'm talking about.  I say 
'most' because I'm not perfect either and here's why... 

 
        I get rushed.  I get pressed for time.  Focused too much on me.  Too antagonistic.  A little too 

controversial on a touchy subject.  You get the idea.  Stay focused, but don't worry.  Even though I make 
these mistakes, I know I do enough right most of the time.  I know this because I don't lose a lot of 
people once they're on my list.  I know this because I also know that these mistakes make me human.  
They make me real.  And being honest about who I am, what I represent, where my expertise lies and 
how I can help you, make me that much more appealing to those who are interested in hiring me.  Are 
you one of those people? 

 
        Once again, if you are, visit this link and schedule that conversation with me.  That conversation 

alone, regardless of whether or not you decide to retain my services, could be worth thousands and 
thousands of dollars to you and your business.  It happens all the time. 

         
        -John 
        608-338-5052 - text messages OK to this number ☺ 
        johncashworth@gmail.com 
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