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Whenever someone asks me to share exciting news 
about their latest work, I would love to send this 

email reply: 

Dear So and So,

Congrats on the launch of your new book/course/
business! It sounds fabulously cool and I’d love to shout 
it from the rooftops and share with my friends and 
email list as you’ve asked. But since you’re the one 
asking for the favor, could you maybe help a sister out 
by not making me do all the work here? 
 
Kisses, 
Maria 

Whether you’re launching your website, promoting a 
special deal or simply sharing with the world your newest 
creation, one of the best ways to exponentially reach more 
people with the news is to partner up.

We’ve all done it: You create this gorgeous new six week 
course or value-packed free webinar and you send an email 
to your friends, family and colleagues asking them nicely 
to “Please share this!”

But too often I see everyone from entrepreneurs to authors 
standing in their own way when it comes to rallying others 
to spread the word. They put the entire burden on the 
person they are asking. They expect them to take time out 
of their busy day to look up the information, come up with 
the copy for the post, find the email link to the sales page 
or – in some cases – even leave out the ACTUAL name of 
the thing they want promoted!

We’re all busy, folks. Your big launch is not even a blip 
on someone else’s radar. They have their own stuff to deal 
with. I mean, seriously, they have work to do, kids to raise 
and binge episodes of House of Cards to catch up on. 
Respect their time.

You have to make it as easy as possible for someone to 
promote you so they don’t even think twice about it. 

Here are 4 clever ways to make it super easy for people to 
promote you:

1. Be brief and  
use bullets
Don’t simply make them link to a page they’ll be forced to 
sift through. Or worse send them 9 paragraphs painfully 
detailing the ins and outs. Instead, give them the high-
lights in the email: Name of (whatever it is), dates, cost, 
target audience, and WHY that person’s own tribe will 
or should care. People are often reading this on the go, so 
respect that. Bulleting out the main points can help.

Example :
Hi Trish! Would you mind sharing the news of my latest coach-
ing program with your community of working women? It’s 
right up their alley as they work to save money and fund their 
dreams! 

• 6 Weeks to Solvency: A 6 week virtual coaching program
• 10 am to 11 am Pacific Time Wednesdays starting August 

x ending on September Y
• It’s perfect for anyone in your tribe who is struggling to 

pay off loans or credit card debt to help them fund their 
future.

• Registration and Details: xxx.com

• Cost: $250

2. Write the copy  
for them
If you are asking someone to Tweet, post or send info 
in their next email newsletter, don’t just say, “Would you 
please promote this thing for me? Thanks!” Instead take 
the time to craft the actual tweets, posts or copy so they 
can easily cut and paste. Give them some options so they 
can choose the platform that works best for them. When 
you ask someone a favor, you have to make it a no-brainer 
because even if they really, truly do want to help, they’ve 
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got stuff to do. And PS, don’t forget to SHORTEN THE 
LINK and embed it for them! It’s crazy to make them cut 
and paste the link, embed it and then share it.

PS: This is the part where you can link them to a 
promotional page that specifically has all the copy/posts 
ready to cut and paste. I see this with book promotions 
all the time. It’s useful if you are offering a lot of options 
yet you want to keep the email itself short and sweet. 
Just depends on how much you’re offering them for the 
promotion. 

Example :
Here are some snappy tweets, Facebook posts or some newsletter 
copy you can use which I crafted for you to save you some time – 
but please feel free to edit and add your own flair! 

Tweet: In debt? Check out this new course from my gal @
twitterID to get footloose and fancy free: bit.ly/6weekssolvency

FB: We all know being in debt sucks. It’s sucks your money, 
energy and even health. Make this the year you stop the 
madness! My good pal, Jane Doe is a money expert and wise 
woman who can help you get from stressed to solvent in no 
time. 6 Weeks to Solvency starts on August x so sign up now 
and grab your spot! Details: bit.ly/6weekssolvency

Newsletter Copy:  (You get the idea….!)

3. Make images  
available
Images help our social media posts stand out so why not 
offer them an option to share some cool ones? Especially 
if  they use Pinterest or Instagram. You may want to send 
them to a page where they can download images of various 
sizes to use (unless you think your images are small enough 
to not clog up their email server), Not sure of how to size 
the images for each platform? Check out this image size 
cheat sheet.

4. Offer an incentive 
that helps their brand
Why not make this opportunity one in which they can 
earn brownie points with their peeps? Create a special 
discount code just for their community or throw in a little 
something extra that can boost their brand as well. And 
PS, Depending on how exclusive you want the offer to be 
(i.e., not for all their Twitter fans, let’s say, but just their 
email subscribers), you can add this code straight into the 
pre-written posts– again, to make it super easy for them to 
share.

Example :
If you’d like to offer them some extra love, please accept this 
unique discount code just for your people. Just have them type 
the code SAVVY at checkout and they will automatically get 
$50 off!

OR

And let’s do something special for your community: if you’re 
game. I’m willing to put together a free webcast and co-host it 
with you (I’ll do all the work!) that we can promote exclusively 
to your list. This way, we can promote the course and code, but 
you can also talk to them about what you’ve got cooking, too!

The bottom line: When you ask for 
promotional help, you have to make it as 
easy as possible for the person to say yes and 
take immediate action.
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ABOUT MARIA ROSS
Maria Ross is a brand strategist, author and speaker who 
believes cash flow and creativity are not mutually exclusive. 
As creator of Red Slice, she advises startups, solopreneurs 
and small businesses on how to craft irresistible brands. 
Maria is the author of Branding Basics for Small Business: 
How to Create an Irresistible Brand on Any Budget, (2nd 
Edition) and the newly launched eBook series, The Juicy 
Guides for Entrepreneurs, as well as her powerful personal 
memoir, Rebooting My Brain. 

A dynamic speaker, she has delighted audiences ranging 
from The New York Times to the Chamber of Commerce 
to BlogHer and has appeared in and written for numerous 
media outlets, including MSNBC, ABC News, The 
Huffington Post, Forbes.com, NPR and Entrepreneur 
Magazine. Maria lives in the San Francisco Bay Area with 
her husband, toddler son and their precocious Black Lab 
mix. Learn how to tell your irresistible story at red-slice.
com or spark a conversation with Maria on Twitter  
@redslice. 

Sign up for my email tribe for insights and inspiration 
AND get a free brand guide to boost your popularity! 
Check out the details here.

Maria Ross
Brand Strategist, Author & Keynote Speaker

www.red-slice.com    © 2016, Maria Ross, All Rights Reserved 4

http://bit.ly/brandingbasics2
http://bit.ly/brandingbasics2
http://bit.ly/brandingbasics2
http://red-slice.com/juicy-guides/
http://red-slice.com/juicy-guides/
http://amzn.to/1LYL66O
http://www.twitter.com/redslice
http://www.red-slice.com/sign-up
http://red-slice.com/
https://twitter.com/redslice
https://www.facebook.com/redslice
https://www.linkedin.com/company/red-slice-llc

