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Creat ing Cur ios i ty  In  Your   
Sa les  Emai l s  

Question: Do you have any advice for techniques on making clients curious 
via e-mail?  

Answer: The best way is to look at open rates. Try saying basically the same 
thing in the headlines 3 different ways and see which gets opened more...  
In email, there are some rules of thumb:  

1)  The subject line should be personal and casual “Are you going to make 
it?" works better than "webinar commencing imminently"  

2)  The subject line should talk about tangible results "you should see what 
this guy did in just 7 minutes" works better than "you should see what's 
possible in a short amount of time"  

3)  The subject line should be counterintuitive "lose weight by eating more" 
works better than "lose weight by eating less"  

4)  The subject line (and email) should contain no methods at all "how to 
make a 5 star meal in 9 minutes" works better than "if you make tuna 
tartar and a salad, it doesn't take long and tastes great."  

The biggest curiosity drivers are: 
Secrets, Celebrities, Huge Results, Big Mistakes, Sex, Breaking Rules, Cheats, 
and Personal Relevance 

NOTE OF CAUTION: Most of the above is tested for people who score high 
as opportunists, and therefore have low commitment. The lower you 'stoop' 
to generate curiosity, the more heavily you'll have to push 'empowerment' 
in order to keep the customer engaged.  

Huge Results and Celebrities can be an exception. (e.g. imagine getting this 
headline. "Come to dinner with Warren Buffet and talk about how he made 
his first Billion") curiosity is high, but commitment is still high. Vs. (e.g. I didn't 
believe it either: make $47,300 TONIGHT by filling out a silly form??). Curiosity 
is high, but commitment is low... meaning that the people you are 
attracting by that subject line/headline are less likely to actually put things 
into action - which makes them poor customers for most companies.  
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