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LƴǘǊƻŘǳŎǘƛƻƴ 

Many marketers love launching new products, simply 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 

ǇǊƻŘǳŎǘǎΦ LƴǎǘŜŀŘΣ ǘƘŜȅΩǊŜ ŀƭǿŀȅǎ ƭƻƻƪƛƴƎ ǘƻ ŎǊŜŀǘŜ ŜȄŎƛǘŜƳŜƴǘ ŀǊound their next 

new product. 

Now what if I 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? 

IŜǊŜΩǎ ǿƘŀǘ LΩƳ ǘŀƭƪƛƴƎ ŀōƻǳǘΥ ȅƻǳ Ŏŀƴ ōǊŜŀǘƘŜ ƴŜǿ ƭƛŦŜ ƛƴǘƻ ŀƴ existing product. All 

you have to do is make a few simple tweaks, and you can start creating a lot of 

ŜȄŎƛǘŜƳŜƴǘ ŀƴŘ ǎŀƭŜǎ ŀǊƻǳƴŘ ǘƘŜ ǇǊƻŘǳŎǘ ŀƎŀƛƴΦ LǘΩǎ ŜŀǎȅΦ 

[Ŝǘ ƳŜ ƎƛǾŜ ȅƻǳ ŀ ǎƴŜŀƪ ǇŜŜƪ ŀǘ ǘƘŜ ǎŜǾŜƴ ǎǘǊŀǘŜƎƛŜǎ ȅƻǳΩǊŜ ŀōƻǳǘ ǘƻ ŘƛǎŎƻǾŜǊΥ 

1. CǳǊƴƛǎƘ CǊŜǎƘ CǊŜŜōƛŜǎ 

2. {ŎƘŜŘǳƭŜ {ǇŜŎƛŀƭ {ŀƭŜǎ 

3. ¦ǇŘŀǘŜ ŀƴŘ ¦ǇƎǊŀŘŜ 

4. tŜǊŦŜŎǘ ǘƘŜ tǊƻŎŜǎǎ 

5. [ŀǳƴŎƘ ά[ƛǘŜƭȅέ 

6. CƻŎǳǎ ƻƴ CƻǊƳŀǘǘƛƴƎ 

7. /ǊŜŀǘŜ ŀ /ƻƴǘŜǎǘ 

If this sounds like a good way to make more money while doing less work, then 

ȅƻǳΩǊŜ ƎƻƛƴƎ ǘƻ ƭƻǾŜ ƭŜŀǊƴƛƴƎ ŀōƻǳǘ ǘƘŜǎŜ sure-fire revenue-boosting strategies.  

[ŜǘΩǎ ƧǳƳǇ ǊƛƎƘǘ ƛƴΧ 

{ǘǊŀǘŜƎȅ ІмΥ CǳǊƴƛǎƘ CǊŜǎƘ CǊŜŜōƛŜǎ 

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. 

! ƎƻƻŘ ŜȄŀƳǇƭŜ ƻŦ ǘƘƛǎ ƛǎ ǿƘŀǘ LΩǾŜ ŘƻƴŜ ŦƻǊ {ƛȄCƛƎǳǊŜ{ŜƭƭŜǊΦŎƻƳΦ ¢Ƙƛǎ ǎƛǘŜ ƴŀǘǳǊŀƭƭȅ 

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 

interest levelled off ς 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, 

ǎǳŎƘ ŀǎ ǿŜōƛƴŀǊǎ ŀƴŘ ǊŜǇƻǊǘǎΦ  LǘΩǎ ŀƴ Ŝŀǎȅ way to bring interested prospects into 

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: 

1. ¸ƻǳǊ ŦǊŜŜōƛŜ ǎƘƻǳƭŘ ōŜ ƘƛƎƘƭȅ ŘŜǎƛǊŀōƭŜΦ ¸ƻǳ ǇǊƻōŀōƭȅ ŘƛŘ ȅƻǳǊ ƳŀǊƪŜǘ 

ǊŜǎŜŀǊŎƘ ǘƻ ƳŀƪŜ ǎǳǊŜ ȅƻǳǊ ǇŀƛŘ ǇǊƻŘǳŎǘ ƛǎ ƛƴ ŘŜƳŀƴŘΣ ǊƛƎƘǘΚ ¸ƻǳ ƴŜŜŘ ǘƻ 

Řƻ ǘƘŜ ǎŀƳŜ ǘƘƛƴƎ ǿƛǘƘ ȅƻǳǊ ŦǊŜŜōƛŜΦ Iƛǘ ǳǇ ƳŀǊƪŜǘǇƭŀŎŜǎ ƭƛƪŜ !ƳŀȊƻƴΦŎƻƳΣ 

/ƭƛŎƪōŀƴƪΦŎƻƳ ŀƴŘ W±½ƻƻΦŎƻƳ ǘƻ ŦƛƴŘ ƻǳǘ ǿƘŀǘ ǇǊƻŘǳŎǘǎ ŀǊŜ ƛƴ-ŘŜƳŀƴŘ ƛƴ 

ȅƻǳǊ ƴƛŎƘŜΣ ŀƴŘ ǘƘŜƴ ŎǊŜŀǘŜ ǎƻƳŜǘƘƛƴƎ ǎƛƳƛƭŀǊ ǘƻ ƎƛǾŜ ŀǿŀȅΦ 

2. ¸ƻǳǊ ŦǊŜŜōƛŜ ǎƘƻǳƭŘ ōŜ ǾŀƭǳŀōƭŜΦ Wǳǎǘ ōŜŎŀǳǎŜ ȅƻǳΩǊŜ ƎƛǾƛƴƎ ŀǿŀȅ ŀ ǇǊƻŘǳŎǘ 

ŘƻŜǎƴΩǘ ƳŜŀƴ ƛǘΩǎ ƴƻǘ ǿƻǊǘƘ ƳǳŎƘΦ hƴ ǘƘŜ ŎƻƴǘǊŀǊȅΣ ȅƻǳ ǎƘƻǳƭŘ ōŜ ƎƛǾƛƴƎ 

ŀǿŀȅ ǇǊƻŘǳŎǘǎ ǘƘŀǘ ȅƻǳ ŎƻǳƭŘ Ŝŀǎƛƭȅ ǎŜƭƭ ŦƻǊ ϷнрΣ Ϸрл ƻǊ ƳƻǊŜΦ ²ƘŜƴ 

ǇŜƻǇƭŜ ǎŜŜ ǘƘŜ ƘƛƎƘ ǾŀƭǳŜ ȅƻǳ ƻŦŦŜǊ ƛƴ ȅƻǳǊ ŦǊŜŜ ǇǊƻŘǳŎǘǎΣ ǘƘŜȅΩƭƭ ōŜ ŜȄŎƛǘŜŘ 

ǘƻ ǎŜŜ ǿƘŀǘ ȅƻǳ ƻŦŦŜǊ ƛƴ ȅƻǳǊ ǇŀƛŘ ǇǊƻŘǳŎǘΦ 

3. ¸ƻǳǊ ŦǊŜŜōƛŜ ǎƘƻǳƭŘ ōŜ Ŝŀǎȅ ǘƻ ŘŜƭƛǾŜǊΦ LŦ ȅƻǳ ŎǊŜŀǘŜ ŀ ŦǊŜŜōƛŜ ǘƘŀǘ 

ƎŜƴŜǊŀǘŜǎ ŀ ƭƻǘ ƻŦ ƛƴǘŜǊŜǎǘΣ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ōŜ ǘƛŜŘ ǘƻ ȅƻǳǊ ŘŜǎƪ Ƴŀƴǳŀƭƭȅ 

ŘŜƭƛǾŜǊƛƴƎ ƻǊ ǎƘƛǇǇƛƴƎ ŦǊŜŜōƛŜǎΦ ¢ƘŀǘΩǎ ǿƘȅ ŀ ƎƻƻŘ ŎƘƻƛŎŜ ŦƻǊ ŀ ŦǊŜŜōƛŜ ƛǎ ŀ 

ŘƻǿƴƭƻŀŘŀōƭŜ όŘƛƎƛǘŀƭύ ǇǊƻŘǳŎǘ ƻǊ ŜǾŜƴ ŀ ƭƛǾŜ ŜǾŜƴǘ ǘƘŀǘ ȅƻǳ ŎǊŜŀǘŜ ƻƴŎŜ 

ŀƴŘ ǇǊƻŦƛǘ ŦǊƻƳ Ŏƻƴǘƛƴǳƻǳǎƭȅ ǘƘŜǊŜŀŦǘŜǊΦ   

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 

¶ ΧΦŀƴŘ ƻǘƘŜǊ ǎƛƳƛƭŀǊ ǘƻƻƭǎ ŀƴŘ ǊŜǎƻǳǊŎŜǎΦ 
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4. ¸ƻǳǊ ŦǊŜŜōƛŜ ǎƘƻǳƭŘ ƴŀǘǳǊŀƭƭȅ ƭŜŀŘ ǘƻ ȅƻǳǊ ǇŀƛŘ ƻŦŦŜǊΦ ¢Ƙƛǎ ƛǎ ǇŜǊƘŀǇǎ ǘƘŜ 

Ƴƻǎǘ ƛƳǇƻǊǘŀƴǘ ǇŀǊǘ ƻŦ ȅƻǳǊ ŦǊŜŜōƛŜΦ ²ƘƛƭŜ ƛǘ ǎƘƻǳƭŘ ōŜ ǳǎŜŦǳƭ ŀƭƭ ƻƴ ƛǘǎ 

ƻǿƴΣ ƛǘ ǎƘƻǳƭŘ ŀƭǎƻ ōŜ ƛƴŎƻƳǇƭŜǘŜΦ ¢Ƙŀǘ ƳŜŀƴǎ ǘƘŀǘ ȅƻǳǊ ǇǊƻǎǇŜŎǘǎ ǿƛƭƭ ƎŜǘ 

ǘƘŜ Ƴƻǎǘ ǾŀƭǳŜ ŦǊƻƳ ȅƻǳǊ ŦǊŜŜōƛŜ ƛŦ ǘƘŜȅ ǇǳǊŎƘŀǎŜ ȅƻǳǊ ǇŀƛŘ ǇǊƻŘǳŎǘΦ 

[ŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳ ƘŀǾŜ ŀ ŎƻƳǇƭŜǘŜ ŎƻǳǊǎŜ ƻƴ Ƙƻǿ ǘƻ ǎŜǘ ǳǇ ŀƴŘ Ǌǳƴ ŀ 

ǇǊƻŦƛǘŀōƭŜ ōƭƻƎΦ 9ȄŀƳǇƭŜǎ ƻŦ ŦǊŜŜōƛŜǎ ƳƛƎƘǘ ƛƴŎƭǳŘŜΥ 

¶ ! ǊŜǇƻǊǘ ǎƘƻǿƛƴƎ ǊŜŀŘŜǊǎ Ƙƻǿ ǘƻ ƛƴǎǘŀƭƭ ŀ ²ƻǊŘtǊŜǎǎ ōƭƻƎΦ ¢ƘŜȅΩƭƭ 

then need to purchase your course to find out how to turn this 

blog into a money maker. 

¶ 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. 

¶ A free WordPress plugin that helps bloggers create blogs that are 

optimized for the search engines. These prospects will need to buy 

your course to learn exactly how to get traffic to their blogs. 

So you get the idea ς create a freebie with these four key ŎƘŀǊŀŎǘŜǊƛǎǘƛŎǎΣ ŀƴŘ ȅƻǳΩƭƭ 

impress prospects who will then develop an interest in your paid offer. 

bƻǿ ƭŜǘΩǎ ǘŀƪŜ ŀ ƭƻƻƪ ŀǘ ǘƘŜ ǎŜŎƻƴŘ ǎǘǊŀǘŜƎȅ ŦƻǊ ǊŜƴŜǿƛƴƎ ƛƴǘŜǊŜǎǘ ƛƴ ȅƻǳǊ ƻŦŦŜǊΧ 

{ǘǊŀǘŜƎȅ ІнΥ  {ŎƘŜŘǳƭŜ {ǇŜŎƛŀƭ {ŀƭŜǎ 

Another great way to drum up renewed interest and boost sales is to create a 

special offer, which generally comes in one of two flavours: 

1. Offer a sales price. There are several ways to offer a better price on an 

existing product. For example: 

¶ Buy X, Get Y for free.  You can see an example of this on 

SixFigureSeller.com, where you can buy one month of training 

and get the remaining three months for free. 

¶ 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 platinum tiers, 

because then prospects know they get a good deal no matter 

what option they choose. 

¶ Cƭŀǘ ŘƛǎŎƻǳƴǘΦ ¢Ƙƛǎ ƛǎ ǿƘŜǊŜ ȅƻǳ ǎƛƳǇƭȅ ƻŦŦŜǊ ŀ άŘƻƭƭŀǊ ƻŦŦέ ŦƛƎǳǊŜΣ 

ǎǳŎƘ ŀǎ Ϸрл ƻŦŦ ǘƘŜ ǊŜƎǳƭŀǊ ǇǊƛŎŜΦ ¢Ƙƛǎ ǿƻǊƪǎ ǿŜƭƭ ƛŦ ȅƻǳΩǊŜ ǎŜƭƭƛƴƎ 

a single product, such as video or ebook. 
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¶ Offer a low-cost trial. This works well for membership sites or 

ǎƻŦǘǿŀǊŜ ŀǎ ŀ ǎŜǊǾƛŎŜ ό{!!{ύ ƻŦŦŜǊǎΦ Lƴ ŦŀŎǘΣ ȅƻǳΩǾŜ ǇǊƻōŀōƭȅ ǎŜŜƴ 

these different types of trial offers for your cable bill or cell 

ǇƘƻƴŜ ōƛƭƭΦ .ŀǎƛŎŀƭƭȅΣ ǘƘŜ ƛŘŜŀ ƛǎ ǘƻ άƘƻƻƪέ ǇǊƻǎǇŜŎǘǎ ōȅ ƎƛǾƛƴƎ 

them three, six or more months at a greatly reduced rate, after 

ǿƘƛŎƘ ǘƛƳŜ ǘƘŜȅΩƭƭ Ǉŀȅ ǘƘŜ ǊŜƎǳƭŀǊ ƳƻƴǘƘƭȅ ŦŜŜΦ 

2. Offer additional bonus products. The idea here is to sell your offer at the 

same price, but your customers get more bang for their buck.  

CƻǊ ŜȄŀƳǇƭŜΣ ƭŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳ ǎŜƭƭ ŀ ǿŜƛƎƘǘ ƭƻǎǎ ǇǊƻŘǳŎǘ ǘƘŀǘ ƛƴŎƭǳŘŜǎ ŀ 

free low-calorie cookbook as a bonus. You might generate renewed 

interest in your offer by tossing in a calorie-counting app as well. 

Now, in all cases, the key to using 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 discount or 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 

ŎƭƻŎƪ ƻǊ άƛǘŜƳǎ ƭŜŦǘέ ǘƛŎƪŜǊ ǘƻ ƛƴŎǊŜŀǎŜ ǘƘŜ ǎŜƴǎŜ ƻŦ ǳǊƎŜƴŎȅΦ 

bƻǿ ƭŜǘΩǎ ƘŀǾŜ ŀ ƭƻƻƪ ŀǘ ǘƘŜ ǘƘƛǊŘ ƳŜǘƘƻŘ ŦƻǊ ǊŜƴŜǿƛƴƎ ƛƴǘŜǊŜǎǘ ƛƴ ȅƻǳǊ ǇǊƻŘǳŎǘΧ 

{ǘǊŀǘŜƎȅ ІоΥ ¦ǇŘŀǘŜ ŀƴŘ ¦ǇƎǊŀŘŜ 

This particular method is often used to renew interest in software. Indeed, even 

ǇŜƻǇƭŜ ǿƘƻΩǊŜ ŎǳǊǊŜƴǘƭȅ ǳǎƛƴƎ ƻƴŜ ǾŜǊǎƛƻƴ ƻŦ ǘƘŜ ǎƻŦǘǿŀǊŜ ƻŦǘŜƴ ǳǇƎǊŀŘŜ ǘƻ ƎŜǘ ǘƘŜ 

latest version with new and better features. 

For example, Microsoft Word puts out a new version every couple years. Even folks 

ǿƘƻΩǊŜ ǳǎƛƴƎ ŀ ǇŜǊŦŜŎǘƭȅ ƎƻƻŘ ŎƻǇȅ ƻŦ ŀƴ ƻƭŘŜǊ ǾŜǊǎƛƻƴ ǿƛƭƭ ǎƻƳŜǘƛƳŜǎ ǇǳǊŎƘŀǎŜ ǘƘŜ 

new version to get the latest features and benefits (such as saving to the cloud, for 

example, or a more user-friendly interface). 

However, while it works great for software and apps, you can also use it for 

ƛƴŦƻǇǊƻŘǳŎǘǎΦ ¸ƻǳ Ŏŀƴ ƭŜǘ ǇŜƻǇƭŜ ƪƴƻǿ ƛǘΩǎ ŀƴ ǳǇŘŀǘŜŘ ǾŜǊǎƛƻƴ ōȅ ƛƴŎƭǳŘƛƴƎ ŀ ǾŜǊǎƛƻƴ 

number or a year. For example: 

¶ The Whiz Bang Diet, Version 3.0 

¶ This Whiz Bang Diet, 2020 Edition 
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.Ŝƭƻǿ ȅƻǳΩƭƭ ŦƛƴŘ ǘƘŜ ǎƻǊǘ ƻŦ ǳǇŘŀǘŜǎ ȅƻǳ ƳƛƎƘǘ ƛƴŎƭǳŘŜ ƛƴ ȅƻǳǊ ƴŜǿ ŀƴŘ ƛƳǇǊƻǾŜŘ 

ǾŜǊǎƛƻƴΦ ²ŜΩƭƭ ŎƻƴǘƛƴǳŜ ǘƘŜ ŜȄŀƳǇƭŜ ƻŦ ŀ ǿŜƛƎƘǘ ƭƻǎǎ ōƻƻƪ ŦƻǊ ǘƘŜ ŜȄŀƳǇƭŜǎΧ 

¶ Remove dated ƛƴŦƻǊƳŀǘƛƻƴΦ [ŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳǊ ƻǊƛƎƛƴŀƭ ǾŜǊǎƛƻƴ ƛƴŎƭǳŘŜŘ 

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 content.  

CƻǊ ŜȄŀƳǇƭŜΣ ǎŀȅƛƴƎ άƭŀǎǘ ȅŜŀǊ in the WƛƴǘŜǊ hƭȅƳǇƛŎǎέ will make the 

ŎƻƴǘŜƴǘ ǎŜŜƳ ƻƭŘ ƛŦ ǘƘŜ ƎŀƳŜǎ ƘŀǾŜƴΩǘ taken place for three years. 

Other examples include mentioning current news events, references or 

years that pinpoint a timeframe (such as naming the current president). 

¶ 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. 

¢LtΥ ¦ǎŜ ǊŜŘƛǊŜŎǘ ƭƛƴƪǎ ŦƻǊ ǊŜǎƻǳǊŎŜǎ ǘƘŀǘ ŀǊŜƴΩǘ ƻƴ ȅƻǳǊ ǎƛǘŜΦ tǊŜŦŜǊŀōƭȅ 

you should redirect these links through your own site, or you can use a 

service like Tiny URL.  

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

ǇǊƻŘǳŎǘ ȅƻǳ ǿŀƴǘ ǘƻ ǊŜŎƻƳƳŜƴŘΣ ȅƻǳ ǿƻƴΩǘ ƘŀǾŜ ǘƘƻǳǎŀƴŘǎ ƻŦ ŎƻǇƛŜǎ ƻŦ 

your products floating around with dead links. Just edit the destination 

ƻƴ ȅƻǳǊ ǊŜŘƛǊŜŎǘ ƭƛƴƪǎΣ ŀƴŘ ȅƻǳǊ ǇǊƻŘǳŎǘΩǎ ƭƛƴks will never be outdated. 

¶ 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. 

¶ Add new tools. This includes tools such as mind maps, spreadsheets, 

worksheets and similar tools to help people act on the information. 

¶ For example, your weight loss product might now include calorie-counting 

worksheets to help people see exactly how much they should be eating. 

¶ Expand on important concepts. 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 well-rounded if you 

expand the section on getting and staying motivated. 
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So creating a revised, updated or upgraded version of your product is the third 

ƳŜǘƘƻŘ ŦƻǊ ƎŜƴŜǊŀǘƛƴƎ ƳƻǊŜ ǎŀƭŜǎΦ [ŜǘΩǎ ǘŀƪŜ ŀ ƭƻƻƪ ŀǘ ǘƘŜ ŦƻǳǊǘƘ ƳŜǘƘƻŘ ƴƻǿΧ 

{ǘǊŀǘŜƎȅ ІпΥ tŜǊŦŜŎǘ ǘƘŜ tǊƻŎŜǎǎ 

Often when people want to generate more sales, one of the first things they do is 

ŜȄǇŀƴŘ ǘƘŜƛǊ ŀŘǾŜǊǘƛǎƛƴƎ ǊŜŀŎƘΦ ¢ƘŀǘΩǎ ŀ ƎǊŜŀǘ ƛŘŜŀΣ ŀƴŘ ƛǘΩǎ ǎƻƳŜǘƘƛƴƎ ȅƻǳ ǎƘƻǳƭŘ ōŜ 

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 tweaking 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 

ǊŀǘŜΣ ǘƘŜƴ ƛǘΩǎ άƎƻƻŘ ŜƴƻǳƎƘΦέ ¢ƘŜȅ ƳƛƎƘǘ ŜǾŜƴ ǎŀȅΣ ά²Ƙȅ ŦƛȄ ǎƻƳŜǘƘƛƴƎ ǘƘŀǘΩǎ ƴƻǘ 

ōǊƻƪŜƴΚέ 

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

in your bottom line. 

CƻǊ ŜȄŀƳǇƭŜΣ ƭŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳΩǊŜ getting a 2% conversion rate on a $100 product. 

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

ƻŦ ϷнллΦ 9ǾŜƴ ƛŦ ǘƘƛǎ ǘǊŀŦŦƛŎ Ŏƻǎǘǎ ŀ ōǳŎƪ ŀ ǾƛǎƛǘƻǊΣ ǘƘŀǘΩǎ ŀ ƴƛŎŜ ǇǊƻŦƛǘΦ 

However, just crunch a few numbers to examine the possibilities. If you bump your 

conversion rate just one percentage point to о҈ ƻƴ ŀ Ϸмлл ǇǊƻŘǳŎǘΣ ǘƘŜƴ ȅƻǳΩŘ ōŜ 

ƳŀƪƛƴƎ Ϸолл ŦƻǊ ŜǾŜǊȅ млл ǾƛǎƛǘƻǊǎΦ ¢ƘŀǘΩǎ ŀƴ ŜȄǘǊŀ Ϸмлл ŦƻǊ ŜǾŜǊȅ млл ǾƛǎƛǘƻǊǎ ƻƴ ǘƘŜ 

front end. But you also have an extra customer whose lifetime value might be worth 

hundreds or even thousands of dollars to you. 

The point is that ƛǘΩǎ ǿŜƭƭ ǿƻǊǘƘ ȅƻǳǊ ǘƛƳŜ ǘƻ ǘŜǎǘ ȅƻǳǊ ǎŀƭŜǎ ƭŜǘǘŜǊΦ {ƻ ƭŜǘ ƳŜ ƎƛǾŜ ȅƻǳ 

ǎƻƳŜ ǘƛǇǎ ŦƻǊ ŘƻƛƴƎ ǘƘƛǎΧ 

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 Google Analytics, or the open source alternative at 

Piwik.org. 

!ƭǘŜǊƴŀǘƛǾŜƭȅΣ ȅƻǳ Ŏŀƴ ǳǎŜ ŀ ǎƛƳǇƭŜ ǎǇƭƛǘ ǘŜǎǘƛƴƎ ǎŎǊƛǇǘΣ ǿƘƛŎƘ ƛǎ ŀƭǎƻ ŎŀƭƭŜŘ ŀƴ ά!κ. 

ǎǇƭƛǘ ǘŜǎǘƛƴƎέ ǎŎǊƛǇǘΦ ¸ƻǳ Ŏŀƴ ŦƛƴŘ ƴǳƳŜǊƻǳǎ ƻǇǘƛƻƴǎ ŀǾŀƛƭŀōƭŜ ǳǎƛƴƎ ŀ DƻƻƎƭŜ ǎŜŀǊŎƘΦ 

These simple scripts work by randomly dividing your traffic and sending half your 

ǾƛǎƛǘƻǊǎ ǘƻ ά±ŜǊǎƛƻƴ !έ ƻŦ ȅƻǳǊ ǎŀƭŜǎ ƭŜǘǘŜǊΣ ŀƴŘ ƘŀƭŦ ȅƻǳǊ ǾƛǎƛǘƻǊǎ ǘƻ ά±ŜǊǎƛƻƴ .έ ƻŦ 

your sales letter.  
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LΩƭƭ ŜȄǇƭŀƛƴ ǘƘŜǎŜ ŘƛŦŦŜǊŜƴǘ ǾŜǊǎƛƻƴǎ ƛƴ ǘƘŜ ƴŜȄǘ ǘƛǇΧ 

Tip 2: Test one 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 rates, then you have confidence 

ǘƘŀǘ ƛǘΩǎ ŘǳŜ ǘƻ ǘƘŜ ƛǘŜƳ ȅƻǳ ǿŜǊŜ ǘŜǎǘƛƴƎΦ 

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, including colour and font style. 

¶ The order button. 

¶ A text letter versus video sales letter versus video plus text. 

¶ Long form copy vs. short form copy. 

{ƻ ƭŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳΩǊŜ ǘŜǎǘƛƴƎ ŀ ƘŜŀŘƭƛƴŜ ǘƻ ǎŜŜ ƛŦ ȅƻǳ Ŏŀƴ ƛƳǇǊƻǾŜ ȅƻǳǊ ƻǾŜǊŀƭƭ 

ŎƻƴǾŜǊǎƛƻƴ ǊŀǘŜ ōȅ ŎǊŜŀǘƛƴƎ ŀ ōŜǘǘŜǊ ƘŜŀŘƭƛƴŜΦ ¸ƻǳΩŘ ŎǊŜŀǘŜ ǘǿƻ ǾŜǊǎƛƻƴǎ ƻŦ ȅƻǳǊ 

sales letter: Version A and Version B. 

These two versions of your sales letter would be exactly the same, with the 

ŜȄŎŜǇǘƛƻƴ ƻŦ ǘƘŜ ƘŜŀŘƭƛƴŜΦ ²ƘŀǘΩǎ ƳƻǊŜΣ ȅƻǳΩƭƭ ǎŜƴŘ ǘƘŜ ǎŀƳŜ ǘȅǇŜ ƻŦ ǘǊŀŦŦƛŎ ƻƴ ǘƘŜ 

same day so that you know any difference in the conversion rate is due to the 

different headlines, and no other variable. 

hƴŎŜ ȅƻǳΩǾŜ ŘŜǘŜǊƳƛƴŜŘ ǿƘƛŎƘ ƘŜŀŘƭƛƴŜ άǇǳƭƭǎέ ōŜǘǘŜǊΣ ǘƘƛǎ ǿƛƴƴƛƴƎ ƘŜŀŘƭƛƴŜ 

becomes your control. Now you can test your winning headline against other 

headlines to see if you can improve your conversion rate some more. 
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hƴŎŜ ȅƻǳΩǾŜ ǘŜǎǘŜŘ ǎŜǾŜǊŀƭ ƘŜŀŘƭƛƴŜǎ ŀƴŘ ŎƻƳŜ ƻǳǘ ǿƛǘƘ ŀ ŎƭŜŀǊ ǿƛƴƴŜǊΣ ǘƘŜƴ ȅƻǳ 

can test another element of your sales letter, such as the call to action. 

²ƘƛŎƘ ōǊƛƴƎǎ ǳǎ ǘƻ ǘƘŜ ƴŜȄǘ ǘƛǇΧ 

Tip 3: Start with the significant factors. 

There are certain parts of your sales letter which will have the biggest impact on 

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

headline, your P.S. and your call to action. These are the main items you should test 

first. Time permitting, you can test the other items mentioned earlier, such as the 

guarantee. 

!ǎ ȅƻǳ Ŏŀƴ ǎŜŜ ƛƴ ǘƘŜ ŜȄŀƳǇƭŜ ŀǘ ǘƘŜ ōŜƎƛƴƴƛƴƎ ƻŦ ǘƘƛǎ ǎŜŎǘƛƻƴΣ ƛǘΩǎ ǿŜƭƭ ǿƻǊǘƘ ȅƻǳǊ 

time to track and test your sales letter as well as your overall advertising campaigns 

and sales process. 

bƻǿ ƭŜǘΩǎ ƭƻƻƪ ŀǘ ŀƴƻǘƘŜǊ ƳŜǘƘƻŘ ŦƻǊ ƎŜƴŜǊŀǘƛƴƎ ƳƻǊŜ ǎŀƭŜǎΧ 

{ǘǊŀǘŜƎȅ ІрΥ [ŀǳƴŎƘ ά[ƛǘŜƭȅέ 

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 is not only 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 infoproduct as well. Let me give you a few examples of how to 

create a lite version for different types of products: 

¶ [ƛǘŜ ǾŜǊǎƛƻƴ ƻŦ ǎƻŦǘǿŀǊŜ ǿƛǘƘ ŦŜǿŜǊ ŦŜŀǘǳǊŜǎΦ [ŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳ ƘŀǾŜ ŀ 

weight-loss app that helps people calculate how many calories are in the 

mealǎ ǘƘŜȅΩǊŜ ŜŀǘƛƴƎΣ Ƙƻǿ ƳǳŎƘ ǇǊƻǘŜƛƴκŦŀǘǎκŎŀǊōǎ ƛƴ ŜŀŎƘ ŦƻƻŘΣ ŦƻƻŘ 

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 to upgrade to the full version to unlock 

the other useful features. 

¶ [ƛǘŜ ǾŜǊǎƛƻƴ ƻŦ ŀ ƘƻƳŜ ǎǘǳŘȅ ŎƻǳǊǎŜΦ [ŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳ ǎŜƭƭ ŀ ōƛƎ ŎƻǳǊǎŜ 

that includes a main manual, worksheets, and several bonus reports and 

tools. Your lite version may be the main manual only. People will need to 

upgrade to get access to all the other beneficial goodies. 

¶ 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, customerǎ ǿƛƭƭ ƴŜŜŘ ǘƻ ǳǇƎǊŀŘŜ ǘƻ ƎŜǘ ŀƭƭ ǘƘŜ ŘŜǘŀƛƭǎ ŀƴŘ άƘƻǿ ǘƻέ 

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 who purchased 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. 

bƻǿ ƭŜǘΩǎ ǘake a look at the sixth method for generating more excitement and sales 

ŀǊƻǳƴŘ ŀƴ ŜȄƛǎǘƛƴƎ ǇǊƻŘǳŎǘΧ 

{ǘǊŀǘŜƎȅ ІсΥ CƻŎǳǎ ƻƴ CƻǊƳŀǘǘƛƴƎ 

This is actually pretty simple ς you can create excitement around your product 

simply by changing the format. And in some cases, changing the format will actually 

increase the perceived value of the product as well. 

Text-based 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. 

CƻǊ ŜȄŀƳǇƭŜΣ ƭŜǘΩǎ ǎǳǇǇƻǎŜ ȅƻǳΩǊŜ ǎŜƭƭƛƴƎ ȅƻǳǊ Ŝōƻƻƪ ŦƻǊ ϷнлΦ ¸ƻǳ Ƴŀȅ ōŜ ŀōƭŜ ǘƻ ǎŜƭƭ 

the video-based course for $47 and a coaching class version of this product for $97. 

Now, there are two ways to use this method: 

1. hŦŦŜǊ ŀ ǎǘŀƴŘ-ŀƭƻƴŜ ǇǊƻŘǳŎǘ ƛƴ ŀ ƴŜǿ ŦƻǊƳŀǘΦ CƻǊ ŜȄŀƳǇƭŜΣ ȅƻǳǊ ǇǊƻǎǇŜŎǘǎ 

ƎŜǘ ǘƻ ŎƘƻƻǎŜ ŀǘ ŎƘŜŎƪƻǳǘ ǿƘŜǘƘŜǊ ǘƘŜȅ ǿŀƴǘ ŀƴ ŜōƻƻƪΣ ǾƛŘŜƻ ƻǊ ŜǾŜƴ 

ōƻǘƘΦ 9ŀŎƘ ƻŦ ǘƘŜǎŜ ǘƘǊŜŜ ƻǇǘƛƻƴǎ ǿƻǳƭŘ ŎŀǊǊȅ ŀ ŘƛŦŦŜǊŜƴǘ ǇǊƛŎŜ ǘŀƎΣ ǿƛǘƘ 

ǘƘŜ Ŝōƻƻƪ ōŜƛƴƎ ǘƘŜ ƭŜŀǎǘ ŜȄǇŜƴǎƛǾŜ ƻǇǘƛƻƴΣ ŦƻƭƭƻǿŜŘ ōȅ ǘƘŜ ǾƛŘŜƻΣ ŀƴŘ ǘƘŜ 

ŎƻƳōƛƴŀǘƛƻƴ ǇŀŎƪŀƎŜ ŎŀǊǊȅƛƴƎ ǘƘŜ ƘƛƎƘŜǎǘ ǇǊƛŎŜ ǘŀƎΦ 

2. !ŘŘ ǘƘŜ ƴŜǿ ŦƻǊƳŀǘ ŀǎ ŀ ōƻƴǳǎΦ !ƴƻǘƘŜǊ ǿŀȅ ǘƻ ǳǎŜ ǘƘƛǎ ƳŜǘƘƻŘ ƛǎ ǘƻ ƻŦŦŜǊ 

ǘƘŜ ƴŜǿ ŦƻǊƳŀǘ ŀǎ ŀ ōƻƴǳǎ ǘƻ ǘƘŜ ŜȄƛǎǘƛƴƎ ǇǊƻŘǳŎǘΦ {ƻΣ ŦƻǊ ŜȄŀƳǇƭŜΣ ƛŦ 

ȅƻǳΩǊŜ ǎŜƭƭƛƴƎ ŀƴ ŀǳŘƛƻ ƻǊ ǾƛŘŜƻ-ōŀǎŜŘ ǇǊƻŘǳŎǘΣ ǘƘŜƴ ȅƻǳ Ƴŀȅ ƻŦŦŜǊ ǘƘŜ 

ǘǊŀƴǎŎǊƛǇǘǎ ŀǎ ŀ ōƻƴǳǎΦ 
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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. 

!ƴƻǘƘŜǊ ŜȄŀƳǇƭŜΥ ȅƻǳ ƳƛƎƘǘ ǘǳǊƴ ŀ t5C Ŝōƻƻƪ ƛƴǘƻ ŀ ǇƘȅǎƛŎŀƭ Ŝōƻƻƪ ǳǎƛƴƎ !ƳŀȊƻƴΩǎ 

CreateSpace.com services. Then you can even sell the physical book in 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 

ŀ ōƛƎ ōƻȄ ŘŜƭƛǾŜǊŜŘ ǘƻ ȅƻǳǊ ŎǳǎǘƻƳŜǊΩǎ ŘƻƻǊ ǎǘŜǇΦ Wǳǎǘ ǎŜŜƛƴƎ the big box will create 

ŀ ƭƻǘ ƻŦ ǾŀƭǳŜ ƛƴ ȅƻǳǊ ǇǊƻǎǇŜŎǘΩǎ ƳƛƴŘΦ 

¢LtΥ !ƴƻǘƘŜǊ ōŜƴŜŦƛǘ ƻŦ ŎǊŜŀǘƛƴƎ ŀ ǇƘȅǎƛŎŀƭ ǇǊƻŘǳŎǘ ƛǎ ǘƘŀǘ ȅƻǳΩƭƭ ƘŀǾŜ ŀ ƭƻǿŜǊ 

ǊŜŦǳƴŘ ǊŀǘŜ ǾŜǊǎǳǎ ŘƛƎƛǘŀƭ ǇǊƻŘǳŎǘǎΦ ¢ƘŀǘΩǎ ōŜŎŀǳǎŜ ŎǳǎǘƻƳŜǊǎ ƴŜŜŘ ǘƻ 

ŀŎǘǳŀƭƭȅ Řƻ ǎƻƳŜ άǿƻǊƪέ ƛƴ ƻǊŘŜǊ ǘƻ ƻōǘŀƛn a refund, such as repacking the 

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 thing about 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 

ŀǳŘƛƻ ǾŜǊǎƛƻƴ ǘƻ ƭƛǎǘŜƴ ǘƻ ƛƴ ǘƘŜƛǊ ŎŀǊ ƻǊ ǿƘŜƴ ǘƘŜȅΩǊŜ ǿƻǊƪƛƴƎ ƻǳǘΦ 

bƻǿ ƭŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘŜ тth method fƻǊ ƎŜƴŜǊŀǘƛƴƎ ƛƴǘŜǊŜǎǘ ƛƴ ȅƻǳǊ ŜȄƛǎǘƛƴƎ ǇǊƻŘǳŎǘΧ 

{ǘǊŀǘŜƎȅ ІтΦ /ǊŜŀǘŜ ŀ /ƻƴǘŜǎǘ 

There are two kinds of contests you can create to generate interest in your product: 

1. ! ŎƻƴǘŜǎǘ ŦƻǊ ǇǊƻǎǇŜŎǘǎΦ 

2. ! ŎƻƴǘŜǎǘ ŦƻǊ ŀŦŦƛƭƛŀǘŜǎΦ 

[ŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘŜǎŜ ǘǿƻ ǎŜǇŀǊŀǘŜƭȅΧ 

1. Contest 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: 

https://www.3dconsultingservices.com/call/
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Key 1: Offer your product as the prizeΦ 5ƻƴΩǘ ƻŦŦŜǊ ŎŀǎƘ ƻǊ ŀƴȅǘƘƛƴƎ ŜƭǎŜ ƴƻǘ 

ƭŀǎŜǊ ǘŀǊƎŜǘŜŘ ǘƻ ȅƻǳǊ ƴƛŎƘŜΣ ƻǘƘŜǊǿƛǎŜ ȅƻǳΩƭƭ ŜƴŘ ǳǇ ǿƛǘƘ ŀ ƭƻǘ ƻŦ ŜƴǘǊŀƴǘǎ 

ǿƘƻ ŀǊŜƴΩǘ ƛƴǘŜǊŜǎǘŜŘ ƛƴ ǿƘŀǘ ȅƻǳΩǊŜ ǎŜƭƭƛƴƎΦ 

Key 2: Make it go viral. You can use a tool like Rafflecopter.com to give 

people extra entries into the contest when they tell their friends about it on 

Facebook or other social media. 

Key 3: Get people excited about your product. One way to do this to create a 

ŎƻƴǘŜǎǘ ŜƴǘǊȅ ǘƘŀǘ ǊŜǉǳƛǊŜǎ ǇŜƻǇƭŜ ǘƻ ǘŜƭƭ ȅƻǳ ǿƘŀǘ ǘƘŜȅΩŘ Řƻ ǿƛǘƘ ǘƘŜ 

product. This gets people imagining themselves using the product, which 

increases their desire for the product. Which brings us on ǘƻ ǘƘŜ ŦƻǳǊǘƘ ƪŜȅΧ 

Key 4: Offer discounts to all entrants. You should have three or four top 

winners who get your products and perhaps other related prizes. However, 

you can then offer ALL entrants a deep, limited-ǘƛƳŜ ŘƛǎŎƻǳƴǘΦ {ƛƴŎŜ ǘƘŜȅΩǊŜ 

already excited about your product, this discount should be enough to give 

you a nice sales boost. 

bŀǘǳǊŀƭƭȅΣ ȅƻǳΩƭƭ ƴƻǿ ƘŀǾŜ ŀ ƴŜǿ ƳŀƛƭƛƴƎ ƭƛǎǘ ƻŦ ǇǊƻspects that you can follow up 

with frequently to close the sale on your main offer and other related products and 

services. 

bƻǿ ǘƘŜ ǎŜŎƻƴŘ ƳŜǘƘƻŘΧ 

2. Contest for Affiliates 

Sometimes sales drop off because affiliates lose interest and stop promoting. If you 

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. 

¢LtΥ LŦ ȅƻǳ ŘƻƴΩǘ ȅŜǘ ƘŀǾŜ ŀƴ ŀŦŦƛƭƛŀǘŜ ǇǊƻƎǊŀƳ ǎŜǘ ǳǇΣ ǘƘŜƴ ƎŜǘ ǘƘŀǘ ŘƻƴŜ 

!{!tΦ LǘΩǎ Ŝŀǎȅ ς ƛŦ ȅƻǳΩǊŜ ǎŜƭƭƛƴƎ ŘƛƎƛǘŀƭ ǇǊƻŘǳŎǘǎΣ Ƨǳǎǘ ǳǎŜ ŀ ǇƭŀǘŦƻǊƳ ƭƛƪŜ 

Clickbank.com or JVZoo.com. 

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

also want to offer random-draw prize entries to anyone who sells at least one or 

two products. That way, even your smaller affiliates will get excited about the 

contest ς ǘƘƻǳƎƘ ǘƘŜȅ ƪƴƻǿ ǘƘŜȅ ŎŀƴΩǘ ǿƛƴ ǘƘŜ ǇǊƛȊŜ ŦƻǊ Ƴƻǎǘ ǎŀƭŜǎΣ they at least 

have a chance of winning the random drawing. 

bƻǿ ƭŜǘΩǎ ǿǊŀǇ ǘƘƛƴƎǎ ǳǇΧ 

https://www.3dconsultingservices.com/call/
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/ƻƴŎƭǳǎƛƻƴ 

LŦ ȅƻǳ ƘŀǾŜ ŀƴ ŜȄƛǎǘƛƴƎ ǇǊƻŘǳŎǘ ǿƛǘƘ ǎǘŀƎƴŀǘƛƴƎ ǎŀƭŜǎ ŦƛƎǳǊŜǎΣ ƛǘΩǎ ǘƛƳŜ ǘƻ ōǊŜŀǘƘŜ 

some life back into the product, create some excitement around it and start getting 

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 

ŀƎŀƛƴΦ [ŜǘΩǎ ǊŜŎŀǇ ǘƘŜ ǎŜǾen methods: 

1. CǳǊƴƛǎƘ CǊŜǎƘ CǊŜŜōƛŜǎΥ ²ƘŜǊŜ ȅƻǳ ƎƛǾŜŀǿŀȅ ƴŜǿ ǇǊƻŘǳŎǘǎ ǘƻ ƎŜƴŜǊŀǘŜ 

ƛƴǘŜǊŜǎǘΦ 

2. {ŎƘŜŘǳƭŜ {ǇŜŎƛŀƭ {ŀƭŜǎΥ IŜǊŜ ȅƻǳ ƻŦŦŜǊ ŘƛǎŎƻǳƴǘǎ ƻǊ ōƻƴǳǎ ƛǘŜƳǎ ǘƻ ōƻƻǎǘ 

ȅƻǳǊ ŎƻƴǾŜǊǎƛƻƴ ǊŀǘŜΦ 

3. ¦ǇŘŀǘŜ ŀƴŘ ¦ǇƎǊŀŘŜΥ ¢Ƙƛǎ ƛǎ ǿƘŜǊŜ ȅƻǳ ƻŦŦŜǊ ŀ άƴŜǿ ŀƴŘ ƛƳǇǊƻǾŜŘέ 

ǾŜǊǎƛƻƴ ƻŦ ȅƻǳǊ ǇǊƻŘǳŎǘΦ 

4. tŜǊŦŜŎǘ ǘƘŜ tǊƻŎŜǎǎΥ IŜǊŜ ȅƻǳ ŘƛǎŎƻǾŜǊŜŘ Ƙƻǿ ǘƻ ƛƳǇǊƻǾŜ ȅƻǳǊ ŎƻƴǾŜǊǎƛƻƴ 

ǊŀǘŜ ǘƻ ƳŀƪŜ ƳƻǊŜ ƳƻƴŜȅ ǿƛǘƘƻǳǘ ƎŜǘǘƛƴƎ ƳƻǊŜ ǘǊŀŦŦƛŎΦ 

5. [ŀǳƴŎƘ ά[ƛǘŜƭȅέΥ ¢ƘŜ ƛŘŜŀ ƘŜǊŜ ƛǎ ǘƻ ŎǊŜŀǘŜ ŀƴŘ ǎŜƭƭ ŀ ƭƛǘŜ ǾŜǊǎƛƻƴ ƻŦ ȅƻǳǊ 

ǇǊƻŘǳŎǘΣ ǿƘƛŎƘ ƴŀǘǳǊŀƭƭȅ ƭŜŀŘǎ ǘƻ ǇŜƻǇƭŜ ǇǳǊŎƘŀǎƛƴƎ ǘƘŜ Ŧǳƭƭ ǾŜǊǎƛƻƴΦ 

6. CƻŎǳǎ ƻƴ CƻǊƳŀǘǘƛƴƎΥ IŜǊŜ ȅƻǳ ŦƻǳƴŘ ƻǳǘ Ƙƻǿ ǘƻ ŎǊŜŀǘŜ ŜȄŎƛǘŜƳŜƴǘ ŀƴŘ 

ŜǾŜƴ ōƻƻǎǘ ǘƘŜ ǇŜǊŎŜƛǾŜŘ ǾŀƭǳŜ ƻŦ ȅƻǳǊ ǇǊƻŘǳŎǘ ōȅ ŎƘŀƴƎƛƴƎ ǘƘŜ ŦƻǊƳŀǘΦ 

7. /ǊŜŀǘŜ ŀ /ƻƴǘŜǎǘΥ Lƴ ǘƘƛǎ ƭŀǎǘ ƳŜǘƘƻŘ ȅƻǳ ŦƻǳƴŘ ƻǳǘ Ƙƻǿ ǘƻ ǳǎŜ ōƻǘƘ 

ŎƻƴǘŜǎǘǎ ŦƻǊ ǇǊƻǎǇŜŎǘǎ ŀƴŘ ŎƻƴǘŜǎǘǎ ŦƻǊ ŀŦŦƛƭƛŀǘŜǎ ǘƻ ŎǊŜŀǘŜ ƳƻǊŜ ǎŀƭŜǎΦ 

 

Hopefully, this short report has provided you with a solid introduction as to how you 

can sell more of your existing products and services and help to accelerate your 

ōǳǎƛƴŜǎǎ ƎǊƻǿǘƘΣ ƛŦ ǘƘŀǘΩǎ ƻƴŜ ƻŦ ȅƻǳǊ ǇǊƛƳŀǊȅΣ ƭƻƴƎ-ǘŜǊƳ ƻōƧŜŎǘƛǾŜǎΦ !ƴŘ LΩƳ ǎǳǊŜ 

ǘƘŀǘ ȅƻǳ ŀƭǎƻ ǊŜŀƭƛǎŜ ǘƘŀǘ ǘƘŜǊŜϥǎ ŀ ƎǊŜŀǘ ŘŜŀƭ ƳƻǊŜ ȅƻǳΩƭƭ ƴŜŜŘ ǘƻ Řƻ ƛƴ ƻǊŘŜǊ ǘƻ ƎŜǘ 

your business to the level that you truly want. 

So, if you wanǘ ǘƻ ƎǊƻǿ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǉǳƛŎƪƭȅΣ ƘŜŀŘ ƻǾŜǊ ǘƻΧ 

www.3dConsultingServices.com 

and see how else we can help you achieve your long term goals faster. 

²Ŝ ƎǳŀǊŀƴǘŜŜ ȅƻǳΩƭƭ ōŜ ŘŜƭƛƎƘted you did! 

  

https://www.3dconsultingservices.com/call/
https://www.3dconsultingservices.com/closure/
https://www.3dconsultingservices.com/closure/


 

 

!ōƻǳǘ ¢ƘŜ !ǳǘƘƻǊΥ 

Do you ever wish there was an easier way to attract clients? 

LŦ ȅƻǳΩǊŜ ǘƘƛƴƪƛƴƎ ά¸ŜǎΣ L ŘƻΗέ ȅƻǳΩǊŜ ŎŜǊǘŀƛƴƭȅ ƴƻǘ ŀƭƻƴŜΦ aŀƴȅ 

professional service providers feel exactly the same way as you 

ōŜŎŀǳǎŜ ǘƘŜƛǊ ŜȄǇŜǊǘƛǎŜ ƛǎ ƛƴ ǇǊƻǾƛŘƛƴƎ ǘƘŜ ǎŜǊǾƛŎŜ ǘƘŀǘ ǘƘŜȅΩǊŜ 

qualified to provide, rather than in the selling of it. 

And just imagine for a second how much easier it would be, how much happier 

ȅƻǳΩŘ ŦŜŜƭ ŀƴŘ Ƙƻǿ ƳǳŎƘ ƳƻǊŜ ȅƻǳ ŎƻǳƭŘ ōŜ ŜŀǊƴƛƴƎ ƛŦ ǎǳŘŘŜƴƭȅ ȅƻǳ ŘƛǎŎƻǾŜǊŜŘ ǘƘŜ 

secret to having a crowd of clients wanting to engage you, rather than you having to 

go out searching for them. 

LŦ ƻǳǊ ǇŀǘƘǎ ƘŀǾŜƴΩǘ ŎǊƻǎǎŜŘ ōŜŦƻǊŜΣ ƭŜǘ ƳŜ ƛƴǘǊƻŘǳŎŜ ƳȅǎŜƭŦΦ LΩƳ ¢ƛƳ 5ƻŘŘΣ ŀ ŦƻǊƳŜǊ 

chartered accountant and specialist business workflow consultant. In simple terms, I 

help clients put in place processes that attract potential new business automatically. 

LŦ ȅƻǳΩǊŜ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ōǳǎƛƴŜǎǎ ƻǿƴŜǊ ƻǊ ǇǊƻŦŜǎǎƛƻƴal service provider, who 

would like to automate their lead generation, prospect follow-up and business 

relationship building processes in order to spend more chargeable time working 

ǿƛǘƘ ȅƻǳǊ ōŜǎǘ ŎƭƛŜƴǘǎΣ ŘƻƛƴƎ ǿƘŀǘ ȅƻǳ ŜƴƧƻȅ ŘƻƛƴƎ ƳƻǎǘΣ ǘƘŜƴ LΩƳ ŎŜǊǘŀƛƴ that I can 

help you to achieve that goal. 

LŦ ȅƻǳ ƭƛƪŜ ǘƘŜ ƛŘŜŀ ōǳǘ ŀǊŜƴΩǘ ŎƻƴǾƛƴŎŜŘ LΩŘ ōŜ ŀōƭŜ ǘƻ ƘŜƭǇ ȅƻǳǊ ǇŀǊǘƛŎǳƭŀǊ ōǳǎƛƴŜǎǎΣ 

ƳŀƪŜ ŀƴ ŀǇǇƻƛƴǘƳŜƴǘ ǘƻ ǎǇŜŀƪ ǿƛǘƘ ƳŜ ǘƻŘŀȅ ŀƴŘ ŦƛƴŘ ƻǳǘ ǿƘȅ LΩƳ ǎƻ ŎƻƴŦƛŘŜƴǘ 

that I can. 

Just head over to www.3dconsultingservices.com/call and select the appointment 

ǘƛƳŜ ǘƘŀǘΩǎ Ƴƻǎǘ ŎƻƴǾŜƴƛŜƴǘ ŦƻǊ ȅƻǳΦ 

¢ƘŜǊŜΩǎ ƴƻ ŎƘŀǊƎŜΣ ŀƴŘ ǿƘŜƴ ǿŜ ǘŀƭƪ L ǇǊƻƳƛǎŜ ǘƻ ǇǊƻǾƛŘŜ ȅƻǳ ǿƛǘƘ ŀǘ ƭŜŀǎǘ ƻƴŜ 

strategy you could implement immediately 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 

ŀƴŘ ŎƻƴǘƛƴǳŜ ǘƻ ƎǳƛŘŜ ȅƻǳ ŀƭƻƴƎ ǘƘŜ ǇŀǘƘ ȅƻǳΩǾŜ ŎƘƻǎŜƴ ŀƴŘ ǿŜǊŜ ŎǊŜŀǘŜŘ ǘƻ ǇǳǊǎǳŜ 

in order to prosper and live a uniquely fulfilling life. 

I truly look forward to speaking with you. 

 

  

https://www.3dconsultingservices.com/call


 

 

 

 

 


