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1. Understand the power of story
2. Improve our websites
3. Automate a simple email campaign





STORY



StoryBrand
Donald Miller







A Character
The customer is the hero,

not your school.

What do they want?



With a Problem
Talk about the problem 

over and over again

External: What is a problem your 
customers deal with as it relates to 
your product or service?

Internal: How is this problem 
making your customers feel?

Philosophical: Why is it “just plain 
wrong” for your customers to be 
burdened by this problem?



External

A degree can only 
help so much,

Internal

which makes you worry 
about finding a school 
that offers the right 
experience. 

Philosophical

We believe college 
should be a personalized 
experience that's tailored 
to your needs.



Meets a Guide
Customers aren’t looking 
for another hero. They’re 

looking for a guide.

Empathy: What brief statement 
can you make that expresses 
empathy and understanding?

Authority: How can you 
demonstrate competency in 
solving your customer's 
problem?



Empathy

We get it. It can seem impossible 
to pay for college.

Authority

But we can help make it work. 
Over half of JBU students who 
applied for aid last year come 
from families with an income of 
less than $80,000.



Who Gives 
Them a Plan
Customers trust a guide 

who has a plan.

Are there 3 or 4 steps your 
customers can take that would 
lead them to a sale or explain 
how they would use your 
product after the sale?



Don’t get stuck on 
the sticker price

Over 97% of undergraduate 
students don't pay full-price to 
come to JBU, so don’t let this 
number keep you from pursuing 
the college experience you want.

Reduce your costs 
with scholarships 
and grants

This is free money from JBU, the 
government and other groups 
awarded based on your individual 
achievement or financial need.

Get your custom 
affordability plan

Work with your counselor to 
explore campus employment 
programs, payment plans and 
manageable loans, if necessary.



And Calls
Them to Action

Customers don’t take 
action unless they are 

challenged to.

Direct: What is your direct call 
to action?

Transitional: What transitional 
calls to action will you use to 
on-ramp customers?



Direct

Apply now

Transitional

Download our guide to 
choosing a major



That Helps Them 
Avoid Failure

Every human being is trying to 
avoid a tragic ending

List the negative 
consequences your 
customers will experience if 
they don't use your product or 
service.



And Ends in 
Success

Never assume people understand 
how your brand can change their 

lives. Tell them.

List the positive changes 
your customers will 
experience if they use 
your product or service.





Click here to view a 
sample BrandScript

https://www.mystorybrand.com/brandscript/cHVibGljOk1qRXdNakUyTWk5bE1ESTNORE5tTldOalpUbGxaV1Ez


Does this actually work?





10
unique clicks

31
unique clicks



Improve our websites



Make an offer 
above the fold

What do you offer?

How will it make my life better?

What do I need to do to buy it?





Use clear call to 
action buttons

Primary Button

Secondary Button





Give them 
a plan

Use three steps when possible.







Use very
few words

People don’t read websites. 
They scan them.

Make sure you have headlines.

Cut paragraphs in half and then 
try to cut them in half again.





Automate a simple 
email campaign 



Create a 
Transitional Call 

to Action

What is something they 
need to know, understand 
or believe before they will 
come to your school?



Example titles

Build Your Dream Home: 10 Things to Get Right Before You Build

5 Mistakes People Make When Buying Solar Panels

5 Steps to Choosing a College Major



Write 4 Emails

3 Nurture Emails: Send 
free, valuable information 
with an ad for your school 
within the email.

1 Hard Sell: Create a 
sense of urgency and a 
strong call to action



How to write a nurture email

1. Talk about a problem
2. Explain a plan to solve the problem
3. Describe how life can look for reader once the problem is solved





How to write an offer email

1. Resonate – talk about a problem
2. Redefine – explain a plan to solve the problem hopefully in a unique way
3. Redirect – preemptively address their reservations 
4. Call to action – tell them what to do next





Use MailChimp 
to automatically 

send them
Starts at $10/month



Resonate and 
communicate clearly


