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The Online Marketing Made Easy Podcast with Amy Porterfield 
Session #1 

How to Build Your Email List with Social Media 

Show notes at: http://www.amyporterfield.com/episode1 

You're listening to the Online Marketing Made Easy Podcast, episode #1. 

Hey there! I'm Amy Porterfield and welcome to the very first podcast episode of Online 
Marketing Made Easy. A big thank you to all of you who have been encouraging me to get 
this podcast off the ground. It's been a huge work in progress; anyone who has a podcast 
already knows that it's no easy task to get a podcast up and running.  So thank you for 
taking the time to listen! 
 
Now as you might already know, for the past few years I've been focused on Facebook 
Marketing.  I co-authored the book Facebook Marketing All-In-One for Dummies and I've 
created quite a few online marketing training programs with an emphasis on Facebook 
marketing strategies. 
 
And although it's obvious I am a big fan of Facebook marketing, I've also found great 
success in other social media platforms and online marketing strategies outside of social 
media marketing.  SO this podcast is going to go broader than just Facebook marketing and 
touch on the most important strategies when it comes to marketing a business online. 
 
Today's focus is list building with social media. 
 
Let's go ahead and dive in. 
 
Here's what we're talking about today. When it comes to using social media as a list 
building tool, you've got to look at it in two different ways. Indirect and direct. 
 
The surefire way to make list building on social media sites extremely easy and practically 
on auto-pilot is to make sure that you focus on both. So the indirect would be community 
building, engagement, getting to know your audience, listening, and the direct will be that 
gotta have it offer where you're putting out links and driving traffic to a webpage where 
people can opt-in for whatever offer it is that you've created. Both indirect and direct are 
extremely important in order to fill your list with quality people that are interested in what 
you're all about. 
 

http://www.amyporterfield.com/episode1
http://www.amazon.com/Facebook-Marketing-All---One-Dummies/dp/1118466780/ref=la_B004ZZMO46_1_1?ie=UTF8&qid=1358282508&sr=1-1
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In this session we'll also talk about the best types of opt-in offers that work really well on 
social media sites, and I'll give you specific list building strategies for Facebook, Twitter, 
YouTube and Pinterest. 
 
Before we get into some of the how-to when it comes to building your list with social media 
sites, let's talk about that list. Email lists are not just a bunch of names and emails. You 
really have to look at them as your community, as people that are truly interested in the 
knowledge that you're giving them, and you've got to treat that list like gold. 
 
Email lists allow you to stay top of mind with your audience, because at any given time 
some of your audience might be on social media sites, some might not. But with email, 
people get to open up those emails on their own time, so they're not missing a bunch of 
your messages on social media. I truly believe that you do need to be active on social 
media, but you also need to have a really strategic plan with email marketing. 
 
When you do have an email list, you get to learn more about your community and find out 
what they need and what they want, and from their feedback, you can learn how best to 
deliver it. I could go on and on about the power of an email list, but if you're listening now, 
you likely already know it's a must for anyone doing business today. 
 
When we're talking about list building, we've got to back up a little bit and talk about email 
marketing. Because once you have the list, obviously you're going to start marketing via 
email. 
 
Remember the days of AOL and those three little words, You've Got Mail? I used to love 
those three little words. I was in college in Santa Barbara when I got my first AOL account, 
and I got so excited every time I opened up my email. I loved getting mail!  
 
These days, it's a little bit of a different story. If you're anything like me, you're extremely 
busy and getting more email is not necessarily at the top of your "gotta have it" list. 
 
We often dread opening up our inboxes because we know a flood of new emails will come 
rushing in, adding even more stress to our day. And although there are a bunch of those 
emails that might stress us out, there are a few emails that come in on a regular basis from 
people that we highly trust, we really like to get their emails, and I call these the Worth It 
Emails, the emails that are worth opening at any time of the day when I get them. 
 
Why are these emails usually worth opening? They tend to always have content that is 
really good, never disappoints. And they tend to either entertain, educate or empower--
three words I live by any time I create content. 
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So if something's going to entertain you, educate you or empower you, you tend to keep 
going back for more. Also, the emails that I always open up from other people outside of 
my niche or inside my niche are from senders that I really want to connect with or that I 
have connected with in the past. Maybe it's someone I haven't met yet but I want to 
partner with, or I'm really looking forward to meeting somebody at the next online 
marketing event--whatever it might be, we usually open emails from people that we really 
want to connect with in the real world as well. 
 
So when you think of these three things, the content's always good, they either educate, 
entertain or empower, and they're from senders that we want to connect with, you've gotta 
think "How can I be that person that's sending email that are wroth opening?" So really look 
at your content, look at how you're delivering the content, make sure it's what your 
audience wants, and be that go-to source, that authority in your field so people are excited 
and they actually want to meet you in the outside world. They're more apt to open your 
emails when they see them in their inbox. 
 
If you want to grow a list of quality raving fans that cannot wait to open your emails when 
they see you in their inbox, it starts with the content. So when it comes to content, 
here's what you want to ask yourself: 
 

 What are my audience's pain points?  
 What are they struggling with?  

 What keeps them up at night?  
 And how can I best deliver the solutions they need?  
 How can you become that go-to source for your audience? 
 And what resources do I need to create the content?  

 
Because here's the deal--you might not be the best person to churn out that content, to 
write those emails, to write the blog post. You might be running a business, but there might 
be somebody else that would be better at writing the content. So, figure out what resources 
do you need to make sure you're producing quality content on a consistent basis. 
 
Then I want you to ask yourself "What are the top three ways I'm going to promote it?" It's 
one thing to create the content, but then you've got to market it, you've got to promote it. 
If we're talking about opt-in opportunity content, meaning content you create to get the 
name and email, then you REALLY have to have a strategy to market that, because it's one 
thing to create the content but it's just going to sit there if we don't figure out how to 
market.  
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And in the session here, I'm going to show you ways to market your content on social 
media sites, so that you can drive people to opt-in to your list building opportunities. 
 
Speaking of content, let's talk about the content you're going to create for your opt-in 
opportunity, because before you start marketing on social media sites to collect names and 
emails, we've got to have a really good opt-in opportunity that your audience cannot resist 
giving you their name and email in order to get this free content. The most successful, 
valuable giveaway offers on social media sites are, quite honestly, across all online 
marketing are those offers that are made up of premium content. 
 
Once you figure out what your audience needs, then you need to create premium content in 
the form of a valuable giveaway offer. Premium content is very different from just content. 
Here's what premium content is not: 
 

 It's not an eBook that's thrown together with three of your blog posts that you did a 

few years ago. 

 

 Or it's not a video training that you created in ten minutes, you threw on the flip 

cam, the lighting's kind of bad, the camera's kind of shaky, but the content's really 

good, you just did it off the cuff. 

 
Off the cuff doesn't usually work for most of us. It works for a few people and it's rare. So I 
wouldn't do things on the fly in a hurry, and even though you think the content's good, the 
delivery's a little weak, because here's the deal: anything that you just throw together 
quickly should not be your premium content offer giveaway.  
 
Here's why this does not work: The content that you give away when someone first ops in 
to your list is that first impression. It's like the first date. Think of it this way: You're going 
on a first date with the hottest girl or the hottest guy in school, and there's a lot of 
competition. So if you don't show up your best, you're not going to get a second chance.  
 
And that's exactly how it works with premium content. If you put your best stuff out there, 
and people opt in and it's your first impression of you, they're going to say "I can't believe 
this was free! I can't believe it's this good and I didn't pay a dime for it! I wonder what else 
he or she has out there?" 
 
If you go to this with premium content, create your best content as the author giveaway, 
and use that on all your social media sites to collect names and emails, I can promise you 
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that you will build a list of quality names and emails, people that really, genuinely are 
interested in what you have to say and what you have to sell. 
 
If you start with premium content, you're well on your way to growing a quality email list. 
 
Here's some of the most popular giveaways that you can use as premium content 
for your giveaway offer: 
 

 Training programs 

 Three-part video series 

 eBooks that are not a bunch of content thrown together at the last minute 

 Cheat sheets, guides and free chapters. These are what I call the "PDF goodies." 

 
So, people don't have a lot of time to read, you know, 600 page eBooks and watch hour 
long videos, so what you want to do is deliver content that they can consume quickly but 
really get a lot of value from. 
 
That's why I love the three-part video series. Not only do you get to create three different 
pieces of content, but you get to go into their email three or four different times as you're 
delivering this free video series that they've signed up for. So I love the multiple touch 
points of a three or four-part video series. 
 
And an eBook? You can include a bunch of links for different opportunities that you have 
out there. You can drive them to more of your content. eBooks are fantastic--I don't love 
calling them eBooks, I would call them a guide or some kind of training session. Think of a 
really creative name for them. But they do really well when they're not just thrown together 
with a mishmosh of content that you've created in the past. Remember, we're talking 
premium content. 
 
Free chapters of your books do really well! I have a pop-up on my website where you can 
get a free chapter of my book, and that converts probably better than most everything else 
I have out there as a list building opportunity. Crazy, right? 
 
But when you give away premium content, more and more people start to hear about it and 
your list will grow quickly. 
 
Building out the premium content, I want you to spend a good chunk of time, let's say a 
week or two, to really detail out what you want to do with the content, how you're going to 
solve those pain points, and what content is really going to make that huge impact where 
the first time someone reads it or watches it, or whatever it might be, they think "Holy cow, 
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this is good stuff, I've gotta have more!" That way, they're going to continue to open up 
your emails well beyond that first email with the free giveaway offer. 
 
Now, remember in the beginning I told you there were two types of social media list 
building strategies: the indirect and direct? Let's talk about both of those. 
 
The indirect are different strategies that you use on social media sites to build 
relationships, because if you don't build that relationship, you don't build that trust, they're 
not going to sign up for any great offer you have out there because they don't have that 
connection with you. So you've gotta do some work in the indirect. Showing up daily as an 
authority in your niche, sharing your knowledge, letting your fans and followers go behind 
the scenes with you so you're more than just a brand.  
 
I always tell this story where on Facebook, I once posted a question to my audience asking 
them how the heck do I potty train my dog, Gus. He was brand new, a brand new puppy at 
the time, he was peeing all over my house, and I really needed help. I posted this on my 
Facebook Page, not my profile, but my business page, and I got over 100 comments of 
people that were more than happy to help me out with this crazy issue I was having with 
my dog. 
 
Now, when you let people go behind the scenes with you and you don't just talk about 
business all the time, you build a relationship, a genuine relationship where people start 
seeing you more than just a logo or a brand. 
 
So take back the curtains a little bit, and get a little personal on your social media sites to 
build trust as well.  
 
Also, answer questions, ask questions, create one-on-one conversations where you're using 
first names and talking to people individually, but this is public and more and more people 
see you connect with others. That's just as important as talking to the masses.  
 
Connecting with one-on-one people using first names on social media sites will truly help 
you build your email list, because when you start marketing that "gotta have it" giveaway 
offer, more people will pay attention. 
 
Also, encourage fans and followers to listen to your web show or podcast or read your latest 
blog. The goal here is to constantly be putting out great content that does not require an 
opt-in. There's no barrier to actually consume the information.  
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Because you want to have a good mix of free content with no barrier, and then when you 
do come out with some content that there IS a barrier, they do need to give you their name 
and email, they're more likely to do so because they've already experienced all your other 
great content in the form of your web show, podcast, blog post, whatever it might be. 
 
Also, strategically placed calls to action in your post, like "click like" or "retweet this" or "ask 
people to share it!" or "ask for comments!"--asking for the engagement will skyrocket your 
engagement and get you out in front of more and more people on social media sites.  
 
There have been many studies that have been done that show if you ask for the like, you 
ask for the retweet, you ask for people to actually leave a comment, you're going to get 
more engagement. 
 
Just to sum up this indirect piece of list building on social media sites; The more 
engagement you get, the more trust you build, the more community that you engage with, 
the more people will be willing to give you their name and email when you start to promote 
your "gotta have it" giveaway offer. So remember that--the indirect, the engagement 
building, is extremely important to building your email list on social media sites. Make it a 
point every single day to connect with your social media audiences. 
 
The second type of social media list building is the direct. This is where you're 
actually going to be putting out status updates on Facebook and tweets with strong calls to 
action to sign up for your free giveaway offer.  
 
For me, it's usually webinars. I do a lot of webinars. Every quarter, I do at least one or two 
webinars, and it's a great list building opportunity for me. I give away great free content 
and then I usually promote my latest program, product or service at the end of the webinar. 
 
With me, I'll actually put out post and videos that say "Hey, I'm doing a brand new webinar, 
it's free, sign up here." That would be considered a direct promotion of an opt-in 
opportunity. 
 
Also, I do video a lot as well. I'll create, let's say, a two or three minute video, I'll tell people 
about my opt-in opportunity, and I'll encourage them to click the link and sign up.  
 
I love video, short video, as a way to get people to opt in to whatever offer you have to 
give away! Short video works FANTASTIC, on YouTube of course, but also Facebook and 
Twitter and you can even use it on Pinterest. So create those short little videos inviting 
people to sign up for your free giveaway offer is a great way to add a personal touch to any 
list building social media strategies on social media. 
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I also use Facebook ads to drive traffic to my opt-in offers as well, so that's another direct 
strategy to list build on social media sites. 
 
Speaking of those specific strategies like Facebook ads and video marketing and all that 
good stuff, let's now dive into how to list build on social media sites. 
 
Let's start out with Facebook. My favorite list building strategy for Facebook are Facebook 
offers. Now, if you've ever tried Facebook Offers, you know that they're pretty powerful 
when it comes to really connecting with your ideal audience on Facebook.  
 
For those of you that are not familiar with Facebook Offers, they are a type of Facebook Ad, 
but they're extremely easy to set up, so in the status update box, when you have 400 fans 
or more--that might change, you might need less than 400 fans, so just go check your 
Facebook Page, look in the status update box, and see if it says "Offers" as one of the 
options. 
 
When you click on Offers, it will take you step-by-step to create a Facebook Offer. 
 
Now, when you create a Facebook Offer, you can create one for an online business OR a 
local business like a mom and pop shop. In the past, you could only create it for those local, 
physical businesses, but they changed it, so now you can create them for online businesses.  
 
So you can run an offer to get people to sign up for your webinar. You can run an Offer to 
get people to sign up for a boot camp that you're doing online or a summit. Or you can 
even run an offer to get people to actually buy a product, program or service.  But I like 
using Facebook Offers to get people to opt in to a free giveaway offer like my webinars. 
 
So what will happen is you create a Facebook Offer and then you post it on your Page and 
then you pay to promote it. So you do have to pay to play. You actually can run a promoted 
post, or a page post ad--you can Google those to learn more, but basically they're a type of 
inexpensive Facebook ads to get your Offer out into the news feed. 
 
All Offers, once you promote them, can get out into the News Feed, and they're seen by 
fans and friends of Fans and non-Fans. It depends on who you want to market to. 
 
So you can actually put out a Facebook Offer and market to all the fans of your competitor's 
Facebook Page. You would do that inside the Ads Dashboard and it's a really great way to 
really target your ad to people that you know are your ideal audience. 
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So, targeting is a really important piece of the puzzle here, but here's what you'll do. You'll 
set up your offer, it gets out into the News Feed, people see your offer, so let's say--I'll give 
you an example, one of my good friends had an Offer, a three day virtual cleanse.  
 
It was free, people would opt in, she'd send you details to do a virtual cleanse with her, so 
you'd see the offer in your News Feed, you'd click on it, and here's where it gets really 
good. You will then, if you click on her offer, you'll get an email in your personal email 
address. The email that you actually use to login to Facebook? That's the email Facebook 
will use to send you the offer. 
 
So it goes into my personal Gmail account, I see the offer, I open it, and inside that email is 
a link to sign up for the three-day virtual cleanse. I click on the link and I get taken to her 
website and I get taken directly to an opt-in Page. 
 
For about $30, she actually created the Offer for her cleanse, it gets out into the News 
Feed, people can click it, it goes into their inbox, it tells you where to go to opt-in to the 
cleanse. Now she's collecting names and emails through the Facebook Offers.  
 
And of course she can upsell them after they do the three-day cleanse because they're 
going to be happy campers that want to know how to do business with her even more. As 
you can see, obviously collecting offers leads to profits. 
 
Facebook Offers, again, are one of my favorite ways to build an email list on Facebook. And 
they actually are seen by mobile users as well. Not all ads are seen by people on mobile 
devices. Smart phones? Facebook Offers ARE seen by people on mobile, and what they're 
finding is about 30% of people claiming offers are doing so via a smartphone. So that's just 
one extra reason why you want to use Facebook Offers. 
 
Inside of my show notes I have a direct link to learn more about Facebook Offers, and some 
examples of Facebook Offers to get your creative juices flowing to find out how you might 
use Facebook Offers for your business. 
 
So that's your Facebook List Building Strategy. Let's move on to YouTube. 
 
When we're talking video marketing and specifically using YouTube to market your videos, 
what you want to think bout is strategically leveraging your videos to drive traffic to your 
opt-in opportunities. Now, if people are watching your videos all the way through, they're 
likely interested in what you have to say, and you want to make sure you do not lose them 
after that video ends. 
 

http://amyporterfield.com/episode1
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I have a friend, Derek Halpern, and this guy--he's from socialtriggers.com--he is REALLY 
really good at strategically placing opt-in opportunities all over his website. One thing that 
he did teach me is that if someone's going to read my entire blog post, he says you've got 
to have an opt-in opportunity at the end. Because most people just skim a blog post, don't 
even get to the end. But those people that read from start to finish? Those people are hot 
leads. They're truly interested in what you have to say. So always get them on your email 
list so you can continue the conversation with them. 
 
Same goes for video marketing as well. If someone's watching your video to the very end, 
you've GOT to tell them what to do next. So I'm going to give you three list-building 
video tips. Two are extremely easy but often overlooked, and one's a bit more advanced. 
 
My good friend and YouTube expert James Wedmore, he said it best in a recent post, and I 
quote "You'll quickly discover that you don't need millions of views to get results. It's all 
about the quality of your visitors, not the quantity. Your YouTube videos will build report 
with your viewers, so that the time they end up on your website--" or in our case, your opt-
in Page--"they're primed, pumped and ready to take action with you. In short, your 
conversion rates go up." 
 
It's perfectly said. We definitely want to focus on quantity and not quality, and we've got to 
move people to action, so that when they're ready, when they're on our opt-in Page, they're 
ready to give us their name and email. 
 
So your first easy-to-implement list building tip for YouTube is to make sure that 
you end each video with a call to action. 
 
Sounds easy, right? But it's so often overlooked! So no matter what type of content you're 
teaching in your video, you want to end your video by telling your viewers where they can 
go to get more great info from you. You can send them to your website, or better yet send 
them to a webpage that's designed with a great opt-in opportunity. 
 
So you can say, "Hey, if you like this training today, I also have a free webinar all about 
XYZ, just go to www.whateveritmightbe.com and check it out!" And then you send them 
somewhere where it says exactly what you just said, meaning you want to make sure 
there's a relationship or there's relevancy between what you promised in the video and 
where they're going. That way it will convert better. If there's any confusion, they're likely 
not going to give you their name and email. 
 

http://socialtriggers.com/
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So whatever you promise in the video, tell them to go there, and when they go there make 
sure that you're referencing exactly what you just said. Then you'll have your opt-in 
opportunity right there. 
 
Also, the second tip--again, extremely easy, often overlooked--is to make sure 
you add a call to action AND a hotlink in the video description. So I would include it 
right at the beginning of the description. So something like "To get even more great list 
building tips, go to amyporterfield.com/listbuilding." That's a fake URL, so don't go there! 
But my point being, in the description just right off the bat before you say anything else, tell 
them what to do and give them a link where to go. Preferably sending them to an opt-in 
opportunity. 
 
But then to take it one step further, you can actually talk a little bit more about the topic at 
hand and tell them what's in it for them, and then again list the URL where you want them 
to go. Now you got it in there twice--it's a little extra work, adding in a little extra copy, but 
it's definitely worth it.  
 
So spend some time on each of your video descriptions because it's directly below the video 
descriptions. Because it's directly below the video, people are going to see it, and you want 
to tell them what to do next. 
 
You're going to tell them what to do next in the video, and what to do next in the video 
description. 
 
So two easy tips that are often overlooked but easy to implement. 
 
Let's move on to the more advanced list building YouTube tip, and that is to 
create a call to action overlay. Again, this one takes a bit of time and it's not extremely 
easy to set up, but if you're a little bit more advanced, and you want to take it to the next 
level, video overlays on YouTube are fantastic for list building and for driving traffic outside 
of YouTube. 
 
An overlay is a simple banner ad that sits on the lower third of your video. You've likely 
seen them many times in other videos, and now that I'm talking about it you're probably 
going to see them everywhere. It's funny how that works, right? 
 
So you get to decide on the copy of the banner ad, the thumbnail image and the destination 
where you want your users to go. This pops up in the video and it's clickable. So while your 
video's playing or when your video ends, they can click on that little banner ad and you can 
take them outside of Facebook. 



 

12 

 

 
This is extremely, extremely valuable when you want to actually get your YouTube viewers 
to take action and also sign up your email list. So I encourage you to create the overlay and 
then of course send them to a great opt-in opportunity that they can NOT live without, and 
they've got to opt-in to get it. It's a great strategy, I use it all the time and it really helps my 
opt-in conversions. 
 
So to find out how to do call to action overlays--remember, it's not easy so you've got to be 
patient with yourself, but it's definitely worth it--all you need to do is Google "YouTube call 
to action overlay." O-V-E-R-L-A-Y. And you'll find a lot of great tutorial videos; look for the 
most recent because the dashboard changes all the time when you're setting up these 
overlays. Look for the most recent tutorial. I've seen a few great ones when I was doing a 
search, so you're sure to find out how exactly how to do it just by doing a search. 
 
There you have it, three tips to help you get more leads on YouTube. 
 
Now let's move on to Pinterest. 
 
Full disclosure, I do not use Pinterest as much as I use Facebook and Twitter. However, I 
recently heard a stat that probably will get me to pay much more attention to Pinterest. 
 
Recent data shows that Pinterest is driving more referral traffic than LinkedIn, Google+ and 
YouTube combined. The only other social media site that's driving more traffic is Facebook. 
So with Pinterest, there is some huge opportunity here that I think many of us have not 
really jumped on to explore, so I really want to encourage you to explore Pinterest, 
especially for building your email list. 
 
So think of Pinterest as your digital billboard. Pinterest is full of browsers, and that’s' a great 
thing. Because even if they don't go to Pinterest to find out about your latest project, which 
likely they're not doing, they're on Pinterest, they're looking around, and if you put some 
focused effort to growing a presence on Pinterest, it can be a huge referral traffic source for 
you because as these browsers are clicking around Pinterest, they're going to come across 
some of your images. And the goal here is to make sure that those images go directly to an 
opt-in. 
 
The list building tip for Pinterest is to create images that are relevant to your giveaway offer 
and pin them on Pinterest. Now, here's the important piece: Make sure to include the link to 
your opt-in page in the description field when pinning the image. So any time you pin an 
image, you get to put in a little description. That's where you're going to make sure that 
you put a link directly to your opt-in opportunity. 
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Now, if you need a resource to help you create really cool images, my good friend Melanine 
Duncan, who's a Pinterest expert, got me turned on to PicMonkey.com. PicMonkey.com is a 
really cool free tool that allows you to quickly create images that look fantastic, and you can 
use these images across all social media sites, but if you want to create some cool images 
to use on Facebook and Twitter even and of course, Pinterest, for your free offer giveaway, 
definitely check out picmoneky.com 
 
One more tip for Pinterest. You can add a link to your opt-in page via your Pinterest profile. 
Unfortunately, it won't be a hotlink, which is a bummer, I know. But it's still important to 
add it to your profile because everyone these days knows how to copy and paste, and we 
just want to drive attention to your opt-in page. 
 
Also, you have the opportunity to add your website to your profile. So you actually can add 
a URL to your opt-in page in your profile, and then there's a separate section where they 
ask you to add your website. Well, you don't have to add your website or go directly to your 
home page. You can send them to an opt-in page. So that second link where they ask you 
to put in your website? It shows up as a little globe icon under your about section on your 
profile on Pinterest. 
 
Now, again, you can add in an opt-in page URL and not necessarily just your website to 
your homepage. So now you have two places to promote your opt-in opportunity on 
Pinterest. Inside the show notes I show you a picture of my own profile on Pinterest where 
I have my two different links both going to a free webinar about Facebook Marketing.  
 
So I took advantage of both of the sections of my profile on Pinterest and made sure I was 
driving traffic to an opt-in opportunity. So make sure to check out the show notes to see an 
example of just that. 
 
Okay, so now we're moving on to our final list building tip, and this one is for 
Twitter. 
 
The best way to grow your email list via Twitter is to do exactly what I just told you to do 
with Pinterest, which is to add the URL to your opt-in page to your Twitter profile/bio. It's 
either called a profile or bio, it's the same thing. 
 
However, this time it's a little bit more powerful than the example I showed you on 
Pinterest. Because both of the URLS you can add are clickable, meaning there are hotlinks 
in the profile. 
 

http://picmonkey.com/
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So, for an example, if you go to my Twitter account, twitter.com/amyporterfield, you'll see 
that in the bio I talk about getting access to a free webinar, and I have the link to the opt-in 
page of the webinar. And then also I have a link directly to my website. So you can mix it 
up and have two different links, hotlinks, in your twitter profile. 
 
Now, what you want to do is make sure the links to your opt-ins actually look good. 
Meaning they're not bit.lys or tinyurls where people aren't really sure where they're clicking 
to. Studies show that people are more likely to click on links in social media sites that 
actually tell you where you're taking them. 
 
For example, I use amyporterfield.com/webinar. It's a little bit longer of course than a bit.ly 
or a shortened link, but it tells people exactly where they're going. 
 
Now, I discovered this really cool plugin called Pretty Link. This plugin allows you to create 
short links coming from your own domain. So unlike bit.ly and tinyURL, which it comes from 
THEIR domain, you get to create Pretty Links that look like what I just told you. 
AmyPorterfield.com/webinar. You're more likely to get the click when you use a plugin like 
Pretty Link to make the link look really good. 
 
Also, every time you use a Pretty Link, it actually tracks all the clicks, so you get metrics 
from it as well. 
 
Another benefit to having your URL to your opt-in listed in your bio on Twitter versus adding 
the website where most people add a link to their website on Twitter, if you include a link to 
an opt-in in your bio, that's going to show up all around Twitter and related sites, meaning 
your bio shows up but often the link to your website does NOT show up.  
 
So if you went to, let's say, Klout, they actually show my Twitter bio with a link to my opt-
in, but they don't show that I live in San Diego and they don't show a link to my website. 
They only show the information in the actual bio on Twitter. 
 
But I have a hotlink in there, so people can go directly to my opt-in. 
 
One more thing, Twitter Lists, which are really popular. When you're browsing Twitter Lists, 
the bio is the only thing that shows up for people that are mentioned in the Twitter list. 
Again, it's clickable. So the website doesn't show up for the person, but if they have a link in 
their bio, that DOES show up.  
 
So you're going to get a lot more traffic for your URL to your opt-in when you include it 
inside the bio on Twitter and not just in that little section where they ask you to include 

http://twitter.com/amyporterfield
http://amyporterfield.com/webinar
http://prettylinkpro.com/
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your website. So that is a great tip, easy to do, it will take you two minutes, and you can 
start driving even more traffic to your opt-in opportunity. 
 
I have one more tip for Twitter when we're talking about growing your email list. There is a 
really cool tool out there called Click to Tweet. It's one of the simplest tools around right 
now to help you promote your content on Twitter. 
 
Here's how it works. First, you write the message you want everybody else to share for you. 
So I might write "Check out @amyporterfield's latest webinar, ‘How to build your email list 
with social media marketing.’" And then I might put a link to the actual opt-in page. So 
that's the tweet I want everybody to share.  
 
So you write the tweet in the box on the website, and then you click the "generate" button 
to create a custom link. So now you have this custom link that you can copy and paste 
anywhere on the web. So you can put it on your website, in emails, on Facebook, wherever 
you want to put this custom link. Whoever clicks on that link you just created will have the 
message automatically added to their Twitter status box. Then all they need to do is click to 
tweet it out. So see how powerful this might be? 
 
Here's how I use it. When people sign up for my webinars, once they sign up I take them to 
a thank you page on my website that says "Thanks so much for joining my webinar, here's 
what you want to do next." You know, make sure you put it in your calendar, show up 
early, all those great things about webinars. And then I say, "If you want to share this 
webinar with your friends, click here now."  
 
They click basically where it says "click here now", they just click those words. Their Twitter 
account pops up. Inside their status update on Twitter is my message, "Hey 
@AmyPorterfield's having a webinar, check it out here." They click tweet, now they've just 
told all their friends about my webinar. Pretty cool, right? 
 
Click to tweet is a tool that you cannot live without. It is free, it is easy to use and there's 
SO many different possibilities that you can use for it. You can put it in your newsletter. Like 
I said, you can put it in emails. You can put it on your website. Wherever you want, but it 
really does help you share the message on Twitter. So make sure you check out 
clicktotweet.com 
 
Those are my two tips to help you build your email list on Twitter. 
 

http://clicktotweet.com/
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Wow, that was a lot to cover in such a short period of time. We've finally come to the end 
of our list building strategies, and hopefully you found some good list building tips you plan 
to implement for your own business. 
 
Now, if you did find some valuable tips in this podcast today, please take a minute to 
subscribe to the podcast, because it will only get better from here! And be sure to share it 
and tell all of your friends about it on Facebook and Twitter and all of your social media 
sites. I would truly appreciate the social media love! 
 
Thanks again for listening, and I can't wait to connect with you again. Bye for now! 
 

Show notes at: http://www.amyporterfield.com/episode1 
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