
 

 

 
25 Low-Cost Ways to Build and Monetize Your Newsletter List 
 
This free report from Sandi Smith and Ghost Partner is part of your BizBoost News bonus 
and for your internal company use only.  It is not for distribution to clients or use in your 
newsletter.   
 
One of the biggest assets of businesses in the information age is not their buildings.  It’s not 
their inventory.  It’s not machinery or their fleet of cars.  It’s not even something physical in 
the Newtonian world. 
 
It’s simply their list of clients who have opted-in to receive information from them on a 
periodic basis.  It’s not likely you’ll see the value of this asset on the balance sheet any time 
soon, but that’s not a reason to underestimate the possible gold you can earn from your list if 
you know how.   
 
That’s all the more reason to learn how to sow the seeds, grow and nurture list, so you can 
receive a harvest of profits when the time is right.  Here are 25 ways to grow, nurture, or 
monetize your precious new digital asset. 
 

1. Add an opt-in box on every page of you web site.  Not just a newsletter page.  Not 
just the home page.  Every page.  An opt-in box provides a form field for name and 
email (or at least email address) so that people interested in you can subscribe.  Get 
your webmaster busy and on this one right away.   

 
2. Add customer email addresses directly to your list.  If your list management 

system allows it (Constant Contact does), add a separate list for customers, and add 
their emails.  This means you’ll need a way to collect emails at point of sale time, so 
be sure to create that procedure and put it into action.    

 
3. Sweeten the pot.  For some people, it won’t be enough enticement to get your free 

newsletter if you simply say “Get my free newsletter.”  Add the free report we gave 
you in Bonus #1, and you’ll be able to say “Get my free report, “The Top 10 Money 
Leaks in Your Accounting System.”  Add this line to your opt-in box and you’ll get 
a lot more signups from your web page.   

 
4. Do you use Outlook or another mail program that allows you to customize your 

signature line in your emails that you send out or reply to? Then include a line that 
says something like “Want to Know The Top 10 Money Leaks in Your Accounting 
System?   Get my free report:” and then provide a link to your home page.      

 
 



 

 

 
5. Are you active on Twitter?  Tweet this:  “Want to Know The Top 10 Money Leaks 

in Your Accounting System?   Get them free here: [link to your web site] “ 
 

6. Got an article hanging around or could you write one?  Post it to 
www.ezinearticles.com and include in your short author bio at the end that you have 
a free newsletter and your web link.   Here’s the wording I personally use:   
 
Sandi Smith coaches small business owners to boost their revenues, live fearlessly, 
and take giant leaps in their business using the science of breakthrough success. 
Sign up at http://www.sandismith.com to get her FREE newsletter full of business-
building tips. 
 

7. ISPs and ProAdvisors:  Are you a Certified QuickBooks ProAdvisor?  Mention your 
free newsletter offer on your Intuit profile page.   

 
8. CPAs: Are you a member of your state’s CPA society?   Modify your profile to 

mention your free newsletter offer.   
 

9. EAs: Do you belong to your state EA Chapter? Modify your profile to mention 
your free newsletter offer.   

 
10. Make your opt-in box even more enticing.  Write three bullet points that readers 

will get when they sign up.  Here are some you can use with BizBoost:   
 

• Tips to grow your revenues in any economy   
• Ideas to save time, cut expenses, and reduce stress   
• Accounting news that’s not boring or overwhelming  

 
11. A little privacy please.  Be sure you post your company’s privacy policy on your 

web site.  Some subscribers look for that and are turned off if you don’t have one.   
 

12. More best-practices for your opt-in box:  Include a description of who your 
newsletter is aimed for.  For example, “Small business owners.”  See my opt-in box 
as a sample at www.sanidsmith.com . 

 
13. One last best practice for your opt-in box:  Add a value in parentheses so people 

know the value of what they are getting for free.    For example, value $299.  
 

14. Got a profile on Yelp, Google Places, or another review site?  Add your free 
newsletter offer there.   

 
 

http://www.ezinearticles.com/
http://www.sandismith.com/
http://www.sanidsmith.com/


 

 

 
15. When you go to a networking meeting, don’t try to sell people who are total 

strangers your service.  Instead, ask them if they’d like to subscribe to your free 
newsletter.  If they say yes, ask them for their card, and enter their email address 
when you get home.   

 
16. Belong to any Chambers or other groups where your profile is posted online?  Post 

your free newsletter offer there.   
 

17. Got a LinkedIn account?  Post your free newsletter offer there too.  Getting the 
hang of this?  Everywhere you are online, you want your free newsletter offer. 

 
18. Got a Facebook page?   Post your newsletter offer in your page description as well 

as periodically post it out as a status update.   
 

19. Honor the 3:1 selling ratio.  Send out at least three value-packed newsletters that 
don’t sell anything for every email you send out to your list that is a sales pitch.  
Otherwise you will burn out your list.  Do periodically send out a “Special 
Announcement” to your list that lets them know of any special offer, new product, or 
new service you have available for them.   This is how you serve your list as well as 
increase your own revenue.   

 
So for one year of BizBoost News comprising 26 issues, you can safely send out 8-9 
pitches.  If you offer tax, plan to send half of your offer emails during tax season 
(have them written and ready to go ahead of time). If you offer bookkeeping, send 
your offers in October-November (for payroll and inventory implementations as an 
example) and in January, just before tax season.    

 
20. Periodically offer a free call, webinar, class, open house, or teleseminar.  Get new 

prospects to opt-in to your list in order to receive the call-in codes.  This grows your 
list by the hundreds.   Plus you can use your free call as a preview to announce a 
new product which could result in additional sales.   

 
21. Add a Forward to Your Friend Link in your newsletter to encourage people to 

share.   
 

22. Post your newsletter on a blog and tweet it out through social media.  Yes, posting 
the BizBoost newsletters to your blog as well as you newsletter is part of what you 
paid for and we encourage you to do so.   

 
 
 
 



 

 

 
23. Partner with someone who has a big list of people who are your ideal clients.  Do 

#20 for his list, but have all of them opt-in to your list so you can grow your list.  If 
you do make an offer, it’s generally accepted that the revenue is split between you.    
When you get the right partner, this is a way to Quantum-leap your list by hundreds 
or even thousands overnight.   

 
24. Become a guest on a radio show, TV, or other news media and give some great tips.  

Be sure they mention your website.   
 

25. Shoot a video and post it to YouTube.  At the end offer a slide that show the web 
page for the opt-in.  If you get the right heartfelt message in your video, they 
sometimes go viral and you can get a bunch of signups.   

 
As your list grows, you’ll likely become very protective of it, making sure that your 
followers receive only the best information and deals.  The people on your list will trust you 
more and more over time.  Let them get to know you, and they will reach out when they’re 
ready to do business.   
 
Try these 25 tips and watch your list grow before your very eyes.   

 


