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How to turn your email list into a 
high-converting cash machine 
with data-driven storytelling
Hey there!

Thanks for joining me on the Kissmetrics webinar.  I hope you learned a 
few things that you can apply to your business, and had some fun along the 
way.  I put this sheet together so you would have some concrete takeaways 
and tools to use from the webinar without having to take meticulous notes.

I’m also giving you my e-book, ‘Counter-Punch Story Selling,’ which really 
dives into how to tell a story that sells (the e-book is a separate download).

Reach out to me with any questions, and I would love to hear the stories 
you come up with.  (Seriously, send your stories to mike@chimpwolf.com - 
I read and respond to every email).

Good luck with your business, and stay dangerous. :)

-Mike Rinard

Webinar Recap: 
1. Make it personal 
2. Keep it interesting and entertaining  

and nothing can go wrong 
3. Do the research, get to know  

your customers 
4. Have fun with stories 
5. Test and experiment 
6. SCALE 

mailto:mike@chimpwolf.com
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Types of Research
1. Simple surveys (google forms are a great resource)
2. Customer Conversations
3. Online data-mining

How to sort your research spreadsheet to discover the 
best responses in seconds:
1. Copy/paste your responses in a new google spreadsheet in column A
2. Use the “=len()” function to get a character count for all of your 

responses - put this in column B
3. Sort your data by Column B “Z-A”, putting the responses with the 

highest character counts at the top
4. Read through the top responses and pull out pain points and language 

you can use - copy and paste these into columns C and D
5. Skim through everything else

The 4 Story Elements  

1. ACTION 
2. STRUGGLE 
3. RESOLUTION 
4. LESSON LEARNED 
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The Story Template: 

Today I <insert action or activity and sensory info>.   

At first I <insert struggle or problem you had with activity, and show the 
action>. 

But eventually <insert what you did to overcome, and show the 
resolution>. 

Here’s what I found surprising: <insert your lesson learned, connect it to a 
big idea, and lead into the call-to-action for your product>. 

Use this story template however you want.  I like to copy and paste it 
into a new document when I am writing so I don’t have to start with a 
blank page, and to make sure I get all of the story elements in my story. 

(If you want to learn more about story selling, check out the download 
‘Counter Punch Story Selling’). 

The 2 major edits:  

1. Concision - take out unnecessary words and phrases 
Example:  
 
“I have been wanting to go to the beach for a while today, and I 
finally did”   becomes   “I went to the beach today.” 

2. Punch - change “limp words” into Power Words 
Example:  
 
“How to engage your customers and get them to read your stuff”  
becomes  “How to Hijack your Customers Brains. 
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How to transition from the story to your product:
Turn phrases: 
1. “So why am I telling you this?” 
2. “This is a great example of…” 
3. “This reminds me a lot of…” 

Anchoring: 
Anchor words you drop before and after a story to knit everything together 
and hold it in place. 
Before: single word forecasts that connect to your lesson learned, big idea, 
or product. 
After: recap or recall 

Example of anchoring: 
Anchor word: Instinct 
Big idea/Lesson learned: Instincts are important for our well-being 
Product name: The Instinct Sock 
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Scaling your stories across your marketing 
Take that story and repurpose it across ALL of your marketing: 

1. Product descriptions 
2. Sales pages 
3. Social media 
4. Blog posts and other content (even video) 
5. Sky is the limit! 

Okay, I think that’s it.  Now…go find some stories and test them in your 
marketing. 

I can’t wait to see what you come up with.  :) 

-Mike


