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Many marketers love launching new produdsnply because the excitement

surrounding a product launch tends to deliver a lot of new customers and sales.
However, once the launch is over, some of these marketers neglect their existing
LINE RdzOGa® LyaidSIRYI GKS@& QNX olnt thdirdext f 2 21 7
new product.

Now what if | told you that you could enjoy those same sales rushes without having
to do all the work of creating an entirely new product?

Sounds good, right?
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you have to do is make a few simple tweaks, and you can start creating a lot of
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If this sounds like a good way to make more money while doing less work, then
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One of best ways to generate interest around a product is to create related freebies

to give away to the prospective market. Better yet, if you can create something that
will go viral, then your market will pass your freebie along to other prospects.

I 322R SEIYLXS 2F GKA& A& o6KIFIG LQAS R2y
created a lot of interest from people who want to start successful businesses selling

information products. However, after the launch and my initial marketing, the
interestlevelledoff ¢ and so did the sales, as expected.
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My solution to bumping sales back up to launch levels was to create new freebies,

ddzOK a 6SoAYl NBE |lwgyRo bNdg inierésIediptospedts int@ a
your sales funnel so that you can show them the value of your paid offer.

Now, you can offer most anything as a freebie, as long as it has these four
characteristics:

Y
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Examples of good freebies include:

Reports

Ebooks

Videos

Audios

Webinars

Teleseminars

Software, apps or other tools

Access to a membership site

Mind maps, process charts and worksheets
Infographics

List of recommended tools

X®lIyYyR 20KSNJ aAYAfI NI G22ta FyR
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then need to purchase your course to find out how to turn this
blog irto a money maker.

1 A webinar giving prospects an overview of how to run a successful
blog. It shows them what to do, but not how to do it. Prospects will
need to purchase your full course to get all the details.

1 A free WordPress plugin that helps bloggeaesate blogs that are
optimized for the search engines. These prospects will neddyo
your course to learn exactly how to get traffic to their blogs.

So you get the ideacreate a freebie with these fokeyO K | NI OG0 SNRA &G A Oa
impress prospecta’ho will then develop an interest in your paid offer.

b2e £SGQa GF1S | t221 4G GKS a8S02yR &N
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Another great way to drum up renewed interest and boost sales is to create a
specal offer, which generally comes in one of til@avours

1. Offer a sales priceThere are several ways to offer a better price on an
existing product. For example:

1 Buy X, Get Y for free. You can see an example of this on
SixFigureSeller.com, where you ¢ary one month of training
and get the remaining three months for free.

1 Percentage discount. This is where you offer a percentage off the
regular price, such as 30% or 50%. This works well if your offer
has multiple levels, such as bronze, gold and platitiars,
because then prospects know they get a good deal no matter
what option they choose.

T Cftlrd RAAO2dzyi®d ¢KAA A& BKSNB &2
ddzOK & Ppn 2FF GKS NBIdz I NI LINRA
a single product, such asdeo or ebook.
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1 Offer a lowcost trial. This works well for membership sites or

a2F0G6INB Fa | ASNIBAOS o{!'!1 {0 27
these different types of trial offers for your cable bill or cell
LIK2Yy S oAffd . | ar @l fLINRXA LISKOSI aA PRI

them three, six or more months at a greatly reduced rate, after
gKAOK GAYS (KSeQff LI e& GKS NB3Id
2. Offer additional bonus productsThe idea here is to sell your offer at the
same price, but your customers get more baagtheir buck.

PN

C2NJ SEI YLX S £SiQa &adzJll2asS e2dz aSff
free lowcalorie cookbook as a bonus. You might generate renewed
interest in your offer by tossing in a caloeunting app as well.

Now, in all cases, the key toing this strategy to boost sales is to attach a limit or
an expiration date on your offer.

For example, your 50% discount might end in one week.
Another example: the free bonus offer ends when 100 people have claimed it.
Still another example: a discouot bonus ends when 100 people have claimed it OR
it ends in one week, whichever comes first.
TIP: When you impose these sorts of limits, you can include a live countdown
Of 201 2NJ aAdSya tSFaée¢ GAOTSNI G2 AYyON
b2g SiQal K WESI GKRHR YSGK2R F2NJ NBySgA

{ ONYIGBSEE! LIRIFGS YR ! LJANY RS

This particular method is often used to renew interest in software. Indeed, even
LIS2LX S 6K2QNB OdzNNBydGfeée dzaAy3da 2yS OSNEA
latest version with new and better features.

For example, Microsoft Word puts out a new version every couple years. Even folks
GK2QNB dzaAy3a | LISNFSOGfe 3I22R O2L¥kR 2F |
new version to get the latest features and béite (such as saving to the cloud, for
example, or a more usdriendly interface).

However, while it works great for software and apps, you can also use it for
AYTF2LINRRAzOGAD |, 2dz Oy fSG LIS2LX S (y26 A
number ora year. For example:

1 The Whiz Bang Diet, Version 3.0
9 This Whiz Bang Diet, 20Edition
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f Removedated Y F2NX I GA2y® [ SU1Q& &adzZll2asS &z
tips for a specific exercise that has now proven to be ineffective. You can
remove this outdated information.

TIP: To make your product more evergreen, avoid making any references
that date the conent.

C2NJ SEI YL S5 iathedWAWH SANI huillemeReBr©OnI¢

O2y Syl &aSSY 2t Rtakedplatedithred yestiS a KI OS5
Other examples include mentioning current news events, refererares
yearsthat pinpoint a timeframe (such asaming thecurrent president).

1 Update the list of tools, products and other resources. The next thing to do
Is update any other resources or tools you recommend. For example, if
your diet book recommended a type of whey protein that is no longer
available then remove this recommendation and replace it with a
different whey protein.

¢LtY 'aS NBRANBOG ftAyl1a FT2N NBa2 dzNI
you should redirect these links through your own site, or you can use a
service like Tiny URL.

The rason for doing this is if a resource gets moved or there is another

LINE RdzOG @2dz ¢l yid G2 NBO2YYSYRI @2dz
your products floating around with dead links. Justlit the destination

2y @2dz2NJ NERANBOUG f Xxsiillaasver beyoiRda@d? dzNJ LI}

1 Update the content. Have you developed a new research since the original
version? Has there been new research presented? This is the sort of stuff
you can include in your updated version.

1 Add new tools. This includes tools sushnaind maps, spreadsheets,
worksheets and similar tools to help people act on the information.

1 For example, your weight loss product might now include calcwienting
worksheets to help peoplseeexactly how much they should be eating.

1 Expand on importanconcepts. Finally, you can go into more depth in
certain sections of your product. For example, a weight loss book that
focused on nutrition and exercise might be more wellnded if you
expand the section on getting and staying motivated.
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So creating aevised, updated or upgraded version of your product is the third
YSGK2R F2NJ 3SYSNIdAy3a Y2NB altSao [ SiQ:z

{ ONJIOSE et SNFSOG GKS t NRrOSaa

Often when people want to generate more sales, one of the first things they do
SELI YR GKSANI I RGSNIAaAy3d NBIFOKP ¢KI GQa
doing on a regular basis. However, there is a way to get more sales without
spending a single minute or investing a single dime in advertising.

How?

Simple: by tweakig your sales process. In other words, do some testing to create a
sales letter that converts as high as possible.

Sometimes marketers think that if their sales letter is pulling in a decent conversion

NI 6§82 GKSYy AGQ& G322 R 2562 dEAKED ¢34 2¢YKSSI8K AYWATE
ONR {1 SYyKE

But the thing is, just a small bump to a conversion rate can really make a difference

in your bottom line.

C2NJ SEI YLX SE& 2 tzfptid) & 29 adzhvitrddos réte on a $100 product.

That means for every 100 pelepwho visit your site, two buy and you make a total

2F bPunnd® 90Sy AT (GKAA UGUNIFFAO O2aita | ¢
However, just crunch a few numbers to examine the possibilities. If you bump your
conversion rate just one percentage pointdéi: 2y | Pwmnn LINR RdzOG
YIE{AYy3 pbPonn FT2NJ SOSNE mnn GAaAU02NRP® ¢KI
front end. But you also have an extra customer whose lifetime value might be worth
hundreds or even thousands of dollars to you.

ThepointisthatA 1 Q& ¢St f G2NIK &2dzNJ 0AYS G2 GSa
a2YS (ALA F2NJ R2AYy3 (GKAa&X

Tip 1. Get a tracking tool.

In order to make tracking easy, you need a tool that counts visits and calculates
conversions. One such tool is Gtg4nalytics, or the open source alternative at
Piwik.org.

lf GSNYIFGA@Stes &2dz Oy dzaS I &AYLX S &Ll
AL AO0 GSadAay3aégd AONARLINI® 2dz OFyYy FTAYR VY dz
These simple scripts work by randomly dividing your traffic and sending half your
GAAAG2NE (2 G+xSNBA2Y !¢ 2F @2dzNJ al f Sa f
your sales letter.
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Tip 2: Tesbne factor at a time.

The key to testing and improving your sales letter is to choose just ONE element of
your sales letter to test at a time while holding all other variables constant. That

way, if there is a significant difference in conversion ratesntpou have confidence
GKFG AGQa RdzS (2 (GKS AGSY &2dz g6SNBE GSaf
Here are some parts of the sales letter you can test:

The headline

The subheadline

=

The opening paragraph of your letter.
The body of your letter.

The P.S.

The call to action.

The guarantee.

The price of the product.

The name of the product.

The bonuses offered with the product.
The placement of testimonials.

The graphics.

The overall design elements of the page, incluagioigurand font style.
The order button.

A text letter versus video &2s letter versus video plus text.

=4 =4 A 4 A 4 A4 4 A4 4 A4 4 A A4 A

Long form copy vs. short form copy.

A~

{2 tS0Qa adzlJll2asS e2dz2OQNB GSadAay3a || KSI Rf
O2Yy@BSNEAZ2Y NI} GS o6& ONBFGAYI | o0SUTGSNI KS
sales letter: VersioA and Version B.

These two versions of your sales letter would be exactly the same, with the
SEOSLIiAz2y 2F (GKS KSIRftAYS® 2KIF{iQa Y2NEB:3
same day so that you know any difference in the conversion rate is due to the

different headlines, and no other variable.

hyOS @2dz2Q0S RSUSNNYAYSR 6KAOK KSIFRfAYS ¢
becomes your control. Now you can test your winning headline against other

headlines to see if you can improve your conversion rate Some.
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can test another element of your sales letter, such as the call to action.
2 KAOK oNAy3Ia dzaa G2 GKS ySEG AL

Tip 3: Start with the significant factors.

There are certain parts of your sales letter whiah havethe biggest impact on

your conversion rate. These include the price, the name of your progout,

headine, your P.S. and your call to action. These are the main items you should test
first. Tme permitting, you can test the other items mentioned earlier, such as the
guarantee.

14 &2dz Oy aS8S8S Ay GKS SEFYLXS |G GKS o0
time to track and test your sales letter as well as your overall advertising camnspaign

and sales process.

b2g tSGQa €221 0G0 FYy20KSNJ YSOUK2R FT2NJ 3¢

{ONIIOSB e[ & A QK &
The idea here is to offer a lite version of your product, which means this new
product comes with fewer features and benefits. The benefit isamby do you

make money on the lite version, but you also make even more money when people
choose to upgrade to the full version of your product.

While this is common with software and apps, you can certainly offer a lite version
of just about any infoprodct as well. Let me give you a few examples of how to
create a lite version for different types of products:

T[AGS OSNBERAZ2Y 2F a2F06I NB gAIGK FSHSN
weightloss app that helps people calculate how many calories are in the
meah (0 KS@QNX SlFadAy3aT K2g YdzOK LINRGSA
suggestions for balancing the meals for better nutrition and to hit weight
loss goals, and so on. A lite version of the software may count calories and
nothing else. Customers will need tpgrade to the full version to unlock
the other useful features.

T[AGS OSNEAZ2Y 2F | K2YS &aiGdzReé O2dzNA S
that includes a main manual, worksheets, and several bonus reports and

tools. Your lite version may be the main manoaly. People will need to
upgrade to get access to all the other beneficial goodies.

9 Lite version of an ebook or video. A lite version may excerpt out part of the
product, such as the first half of a book or video. While it stands alone as
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useful, customei @ Aff YySSR (G2 dzZLJANI RS G2 3S
information.

You get the idea.

The key in all cases is to present an upgrade option not only on the sales page, but
also within the lite version of the product itself.

So, for example, people whmurchased software should see a call to action and an
upgrade link every time they log into the software. Likewise, people who watch a

lite version of a video, listen to an audio, or read a book should see a link to upgrade
to the full version.

b2g fakeia®ak atithe sixth method for generating more excitement and sales
I N2PdzyR Iy SEAalGAy3a LINRRdAzOG X

{ ONJI0SEHEC20dza 2y C2NXI GGA Y3
This is actually pretty simptgyou can create excitement around your product

simply by changing the format. And in sonases, changing the format will actually
increase the perceived value of the product as well.

Textbased products tend to have the lowest perceived value, followed by audio
products, video products, coaching courses and live events (which have the highest
perceived value).

You can boost the perceived value of an ebook by using it as the basis for creating a
video product. If you have a video product, you can boost its perceived value by
using it as the basis for a coaching class.

C2NJ SEI YL SE2t8280Baa8tZmIgaSe2dz2N) S6221 Tz
the videabased course for4¥ anda coaching class version of this product for $97.
Now, there are two ways to use this method:

1. h FFSNI-HE 2003 yIRNE RdzO (i 7\ Yy Yy Sg LISONDEl

~

3S4 G2 OK224aS 4 OKSO(12dzi #KS{KSNJ

020K®d 91 OK 27 ﬂKSéS GKNBES 2LIJiA2ya
GKS So6221 o0SAy13 KS f SIald SELISyairos
O2YO0AYlFGA2Y LI KABRSAODINNEOFIGERS

221 RR UKS ySg¢ F2NXYI 0O Fa | o02ydzad ! y2i
0KS yS¢ F2NXNIO a | o02ydza G2 GKS

e2M5 aSttAy3a gl & SjERMzJNEFNdzCEﬁ)\ZRSuEKS)/ @
OGN yAONR LEA3IGE & || 02ydz
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Another way to generate interest by changing the format is to turn a digital product
into a physical product, or vice versa. Keep in mind that physical products carry a
higher perceived value, so your product will be worth more if you turn it into a
physical product.

For example, you may take your downloadable video, burn it on a DVD, and ship the
DVD to customers.

l y2GKSNI SEFYLX SY @2dz YAIKG Gdz2NYy || t5C ¢
CreateSpace.com services. Then you can even sell the ply@itain the Amazon
marketplace.

Still another example: you can turn a downloadable home study course into a

physical product. This is the sort of product with many components that will come in

|l o6A3 062E RStAGSNBR (2 & 2tieNlg BoozailliceedtsS NI &
I 20 2F OFfdzS Ay @2dzNJ LINPALISOG QA YAYR(

¢CLtY !''Y20KSNI OSYSTFAG 2F ONBIFIGAYy3I | L
NEFfdzyR NI UGS OSNRERdza& RAIAGEFE LINPRdAzOG A& ®
I Oldzr f f & R2 &a2YS &g suchag re@abkiRdtin (i 2
product and shipping it back. Compare that to simply sending an email to

request a refund on a digital product, and you can see why the refund rates

differ so much between downloadable and physical products.

The cool thingbout this method is that people will often purchase both versions of
the product. For example, someone who really likes the book may also purchase the
I dZRA2 @SNBRAZ2Y (G2 ftAad0Sy (2 Ay GKSANI OF N

b2g fS0Qa "ma@&ndd? NJGI3 SIKSNITGAY I AYUSNBadG Ay

{ ONIIOISE e/ NBFHGS | [/ 2yaSai
There are two kinds of contests you can create to generate interest in your product:
1.1 02y GS&ad F2NJ LINRPaLISOGa®

2.1 02y GSad F2NIIFFFAEALGSAD
[ SGQa t221 Fd GKS&asS G¢g2 aSLI N aGStex
1. Catest for Prospects
You can build up your prospect mailing list and generate excitement around your

product by offering a contest. There are four keys to this strategy that will really
help generate excitement and sales:
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Key 1: Offer your product as theipe® 52y QG 2FFSNJ OF 4K 2N
fFaSNI GFr NBSGSR (2 @2dzaNJ yAOKSET 20KSNY
gK2 I NBYyQliG AYyiGSNBalSR Ay gKIF G @&2dzQNS
Key 2: Make it go viralYou can use a tool like Rafflecopter.com to give

people extra enties into the contest when they tell their friends about it on
Facebook or other social media.

Key 3: Get people excited about your produ@mne way to do this to create a
Oz2yidSald SyuNrR GKIFO NBldANBa LIS2LIX S 0
product. Thigyets people imagining themselves using the product, which
increases their desire for the product. Which bringongi 2 0 KS T 2 dzNJi ¢

Key 4. Offer discounts to all entrant¥ou should have three or four top

winners who get your products and perhaps ethelated prizes. However,

you can then offer ALL entrants a deep, limiiedh YS RA &O02dzy (i & { A
already excited about your product, this discount should be enough to give

you a nice sales boost.

bl GdzNI f f &> @&2dzQf f y 2 gspekts thaSyod canyflladv upy I A £ Ay
with frequently to close the sale on your main offer and other related products and
services.

b2g GKS aSO2yR YSGK2RX

2. Contest for Affiliates

Sometimes sales drop off because affiliates lose interest and stop promoting. If yo
can get affiliates interested in your offer again, then you can boost your sales. One
good way to do this is to offer a contest for affiliates with generous cash prizes and
other rewards (such as iPads) for those who sell the most products during the
contest period.

¢CLtY LF &2dz R2y Qi &Sl KI @S |y | FFALA
{1t ®d IKKADaABHRBNE aSttAy3dI RAIAGEE LINP
Clickbank.com or JVZoo.com.

In addition to offering prizes for the top three to five teelling affiliates, you may

also want to offer randonrdraw prize entries to anyone who sells at least one or

two products. That way, even your smaller affiliates will get excited about the
contestci K2 dzZaAK GKSeé& (1y28 GKS& Olthepaileagth y 1§ K S
have a chance of winning the random drawing.

b2g tSGQa 6N LI GKAYyIaAa dzLIX
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| 2y Of dzaA 2y

L @2dz KIFc@3S |y SEA&AGAY3I LINRBRIZOG 6AGK &l
some life back into the product, create some excitement around it and gédting

those sales notifications lighting up your inbox again.

The good news is that you just learned seven proven ways to do it, and you can use
any of these methods (or a combination!) to get your sales snapping and crackling
F3FAYyd [ SUehdmeBRIOI LI GKS aSg
1.CdzNy A aK CNBERNENBZIA IAWVSI gl & ySg L
AYGSNBalo
2.{ OKSRdzA'S { LSRRI &2dz 2PaENI RA&AO2dzy (i &
82dzNJ O2y OSNEA2Y NI GSo
3.V LRIFGS | YREKAEINIFRSH KS KBS g8 2-dy R2 FATYSLNN.
GSNEAZY 2F &2dzNJ LINRRdAzO( @
4.1t SNFSOUG UKSNBt NR2QI8 3RIAYa O2 OSNBR K2 g (2
N}¥GS G2 YIS Y2NB Y2ySeé gAGKz2dzi 3S
5.[ I dzyffOKiE ¥IKE ARSI KSNB Aa @ENBONDY (57T
LINE RdzOG X 6KAOK Yyl adaN)>fteé fSIFRa (2 L
6.C20dza 2y CENBlI @2xz F2dzy R 2dzi K2g (2
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Hopefully, this short report has provided you with a solid introduction as to how you
can sell more of your existing products and serviceshatg to accelerate your
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your business to the level that you truly want.

So,ifyouwad 02 3IANR G &2dzNJ 0dzaAySaa ljdzAaolftes

www.3dConsultingServices.com

and see how else we can help you achieve your long term goals faster.
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Do you ever wish there was an easier way to attract clients?

LT @2dzOQNB (GKAY{1Ay3a &, Sar L R2H
professional service providers feel exactly the same way as you
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w qualified to provide, rather than in the selling of it.
And just imagine for a second how much easier it would be, how muchidrap
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secret to having a crowd of clients wanting to engage you, rather than you having to
go out searching for them.

LT 2dzNJ LI 0Ka KISy Qi ONPBBEEGRLOABTENBI52E
chartered accountant and specialist business workflow consultant. In simple terms, |
help clients put in place processes that attract potential new business automatically.

LT 22dz2OQNB |y Sy i NBLINBY S dzKdrvice poodirters whs & &
would like to automate their lead generation, prospect folloyw and business
relationship building processes in order to spend more chargeable time working
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help you to achieve that goal.
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that | can.

Just head over tavww.3dconsultingservices.com/caind select the appointment
GAYS GKIFIGQa Yz2ald O2yOSYyASyd F2N &2 dzo
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strategy you could implemenimmediately which would transform how you won
new clients in the future!

And, whether you decide to get in touch or not, may your God always be with you
YR O2yGAYydzS (2 3FdzARS @&2dz Ff2y3 GKS LI (
in order to prosperand live a uniquely fulfilling life.

| truly look forward to speaking with you.

Timy
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