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The Dinner Party Strategy
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   A little bit about me:
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There’s no one right answer for 
email marketing. 
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To start, take a look at these welcome sequences. 
See if anything stands out to you.



To start, take a look at these welcome sequences. 
See if anything stands out to you.

They’re all the bare minimum. (If that, tbh.) 
A welcome, maybe one other email, and then straight into the 

promotional email bin they go. Not exactly the most compelling way 
to start a new relationship with your potential customers.
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1. Welcome
2. Appetizers
3. Main Course

4.  Side Dishes
5.  Dessert
6.  Invite Back

To get ready for you dinner party, you’ll need:
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You wouldn’t greet someone at your house by turning your back to 
them, letting them fumble with their bags and shoes while trying to 
figure out where to put their coat, and you certainly wouldn’t start 
shoving the main course in their face before they’ve even walked in the 
door.

A dinner party requires a warm welcome, a friendly greeting, and lots of 
pacing. This email is the beginning of a beautiful relationship… so treat it 
like one. 

Say hi, make sure they feel welcome and comfortable, and get to know 
them. You can stuff their face with pot roast, er, your product, later.

Check out the sample warm welcome from Sasha at ILIA Beauty on the 
next page —> 
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Now that your guests are nice and cozy, you start bringing the value. In a 
dinner party value looks like appetizers, drinks, snacks. (Who doesn’t love 
snacks?!)

In an onboarding sequence, value is giving your new customers what 
they need, not your product. Remember, your customers (should) have 
other touchpoints, like in-app messaging, so you can stick to delivering 
value and hit them with product features later.

If you must talk features, do it from a value-based perspective. What 
benefit will the customer get from using this feature? Make it about 
them and their goals.

Like this section of an email from Nisolo—> 
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The is the moment you’ve been waiting for… you get to talk about your 
product!

At your dinner party it’s finally time to serve the main course and in your 
onboarding sequence that means this email is dedicated to the product.

But think about that dinner. Let’s say you’re serving pot roast as the 
main course. The conversation is going to be pretty boring if you focus 
on how long it took you to shop for that cut of beef, how much it cost 
you to buy, how your kids screamed in the car on the way home from 
the grocery store. Who. Cares.

If your conversation centers on what matters most to your guests (how 
the beef was grass-fed, you used a family recipe, it pairs well with the 
wine) your dinner party is going to build connection and engagement.

People will be talking. Like this email from Thrive Market —> 
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A main course alone doesn’t make for a good dinner party.

And product-focused emails alone (no matter how value-based) don’t 
make for good onboarding.

Your new customers are trying to learn a new skill, show off to their boss, 
feel confident and competent, and they feel pretty alone in doing all of 
this.

But you can change that!

Delivering value again (aka teach what you know) is the best way to keep 
the connection going between those new customers and your brand. 
Teach them something and you’ll be friends forever.

Summersalt offered subscribers an option to get joy-boosting emails 
and SMS during quarantine —> 
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Think it’s time to talk product again?

Not so fast.

Well, at least not in the context of what’s in it for them.

At this point in your dinner party/onboarding sequence things are 
starting to wrap up. They’re either purchased or they haven’t, guests are 
going home.

Get them to stick around a little longer with an enticing dessert!

An opportunity to try a sample size of a product is totally sweet  —> 
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The dishes are dirty, bellies are full, new friends have been made, and 
dessert plates have been cleared. 

Now what?

A good party host invites their friends back. They plan the next gathering 
(assuming everyone had a good time, of course). And you can do that in 
your onboarding too.

When a customer doesn’t convert right away, sometimes that’s just the 
beginning. You could offer to extend their welcome coupon, invite them 
to join a personal shopping session, or get them to engage with you via 
email exchange about what worked and what didn’t (there’s gold in 
those replies, btw)

Check out the sample return invite from the team at Felix Gray —> 
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Make it about them, not you.
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Notice anything about these subject lines?
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Notice anything about these subject lines?

They’re questions and/or use “you” or “your”
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https://kopywritingkourse.com/subject-line-generator-formula/

https://coschedule.com/headline-analyzer

Not sure if your subject line is gonna work? 
You can generate it (with the generator formula link) 

or analyze one you’ve already written (with the headline analyzer)

https://kopywritingkourse.com/subject-line-generator-formula/
https://coschedule.com/headline-analyzer
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Once you land your email in the inbox with an irresistible subject line, you’ve reached 
one of the most important parts: the actual email content.

Promo after promo after promo gets old, but if your emails regularly provide useful 
information, you’ll earn a reputation with your readers – and that means more opens 
overall.

Putting a first name in a subject line is not the kind of personal you want to think 
about. Try writing an email to your list the same way you’d write an email to a friend – 
friendly, respectful, and never boring. 

The world is full of distractions – your emails shouldn’t be. A cluttered or confusing 
layout can get in the way of your message, and might not display properly on mobile. 
Take a look at your email in different forms before you send, and make sure it’s easy 
to read!
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Like this!
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Yikes! 😬
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Be useful. 

Get personal. 

Limit distractions. 
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Find me on Twitter and tell me what you learned - @lovevalgeisler
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exactly the same principles
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I’m here to help you do it for yourself, right now

http://www.fixmychurn.com
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hello@fixmychurn.com
fixmychurn.com


