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Introduction

It’s no secret that people are hungry for information. But they’re also really hungry
for tools that will help them apply the information they’ve learned. And that’s why
offering a checklist, planner or “x-day” guide as a giveaway can be both popular with
your prospects and very profitable for you.

S N
NOTE: Since these three types of giveaways are very similar with

regards to how you create and cash in with them, we’re going to
cover all three in this lesson. Indeed, you can create a checklist
that’s also a planner or x-day guide. That’s the type of giveaway
we’re going to focus on in this lesson. We’ll refer to it as a

checklist planner or checklist guide throughout this lesson.
"« J

For example, you might create a “30 Day Guide to Setting Up a Website.”
Under each day (Day 1, Day 2, etc.) you’d offer a mini checklist of what to do
on that day. Thus, it’s not just a checklist or guide — it’s also a complete
planner for carrying out a specific task.

The reason why this is so popular is because people often read a lot about how to
complete a task, but once they’re done reading they’re not exactly sure what steps
to take next. A checklist planner takes the guesswork out of the task, because it tells
people exactly what to do and when to do it.

What makes this such a profitable giveaway for you is that most of your prospects
probably won’t know exactly how to complete each step covered in the checklist
planner. That’s why promoting an in-depth information product or tool within or at
the end of the checklist planner is so effective.

So, how do you create and cash in using a checklist planner?
That’s what you’re about to discover.

Read on...
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Section 1: Create

As always, the first step is to be clear about your goals for your checklist planner. In
most cases, your goal is to lead your prospects towards making a purchase. As such,
that means you’ll need to decide what to sell from within the planner.

One of the best products you can promote is some sort of information product.
That’s because a checklist planner makes for a great overview of a process (it tells
people what to do), and the information product complements this overview by
telling people exactly how to complete the steps.

For example, if you sell a 7-day guide to writing a sales letter, then you can sell
an in-depth copywriting course on the backend.

Alternatively, you can sell a tool to help prospects complete the process. For
example, if you're selling an email marketing checklist planner, then you might sell
an autoresponder on the backend.

Still another thing you can sell is a done-for-you service. For example, if you're
selling a checklist guide for testing and tracking a sales letter, you might offer a
done-for-you optimization service.

Finally, you might consider selling coaching on the backend. For example, if you're
selling a 30-day checklist planner for setting up an online business, then you might
offer business coaching to help people take each of the steps outlined in the
checklist planner.

Point is, be sure you know exactly what you’re selling before you write a single word
of your checklist guide. That’s because your guide should naturally lead to the offer
you’re promoting.

Once you know what you’re selling, then the next step is to start creating your
checklist planner. Here’s how...

Step 1: Determine the Topic

Here’s where you decide what task, exactly, your planner is going to cover. Since
you’ve already decide what to sell on the backend, then generally this step is easy.
All you need to do is provide an overview of the task covered in the offer you intend
to sell.
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For example:

» If you're selling a blogging guide, then you can give away a checklist planner
that gives people an overview of how to set up and cash in with a blog.

» If you're selling a diet guide, then you can offer a checklist guide to getting
one’s nutrition and exercise in order.

» If you're selling a course in getting into graduate school, then you can offer a
checklist planner for increasing the odds of getting accepted.

» If you're selling a travel guide, then you can offer a checklist planner that gives
an overview of how to pack, what to see, and how to make the most of the
vacation.

» If you're selling a career-building guide, then you can give away a checklist
planner that helps people find and land lucrative jobs.

In all of the above examples, the checklist planner provides an overview of an entire
process. In some cases, you may provide a checklist for PART of a process.

One way to do this is to provide a more comprehensive checklist for the first part of
a process, and then sell a product which helps people with the second half of a

process.

For example, if you're selling a blogging guide that focuses on how to create
engaging blog posts and monetize the blog, then you might sell a checklist guide
that shows people in-depth how to set up the blog. Once a prospect’s blog is set up,
the next logical step is to build the blog and monetize it, which is where the paid
product comes in.

In other cases, your checklist may provide an overview of part of a process (versus a
comprehensive take on it), and the product you’re selling will fill in the details.

For example, if you're selling a career-building guide, then you might give away a
checklist on one part of the process, such as writing an effective resume. The guide
then fills in the details on that process, as well as subsequent steps of the process.

Having said all that, in most cases creating a checklist guide that gives an overview
of the entire process is your best bet. Unless you can think of a reason why that
won’t work in your particular situation, in which case you may narrow the focus.

Make your decision about what, exactly, your checklist guide is going to cover, and
then move onto the next step...
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Step 2: Decide on the Number of Days

The next thing you need to do is determine how many days long your planner will
cover. This is going to depend on the following factors:

» The topic. You need to be realistic about how many days (or weeks or even
months) it will take for your average prospect to walk through the steps of
a process.

For example, some things are fairly simple and don’t take a whole lot of
time, such as setting up a WordPress blog. In other cases, a process may
take months, such as getting one’s nutrition and exercise in order.

» Your audience’s knowledge/experience. If you’re dealing with someone
who doesn’t have the knowledge or skills to complete a process quickly,
then your checklist guide will be stretched out over a longer period of time
(because you need to give the user time to learn how to do the task).

Let’s go back to the example of setting up a WordPress blog. Someone
who has some technical background will be able to do this task quickly (in
about 10 minutes), even if they’ve never done it before. On the other
hand, someone with no technical knowledge at all will need to learn about
things like editing files and FTPing. This task may take them several hours
to complete.

Point is, you really need to understand the task itself as well as your audience in
order to determine how many days it will take for the average user to complete the
task or achieve their goal.

TIP: Obviously, there are other situation-specific factors you
need to consider. For example, if you're creating a guide
to losing 10 pounds, it will take very little time for some-
body who is obese to lose that amount. Meanwhile, it will
take longer for someone who is just trying to shake off
those last 10 pounds.

As such, you need to be clear about who the checklist is
most suitable for.

Once you’ve decided how many days your checklist will cover, then move onto the
next step...
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Step 3: Develop Mini Checklists for Each Day

Now what you need to do is list the steps your prospects need to take each day in
order to complete the task.

Take note: some of the steps you list may be immediately actionable (without any
additional explanation).

For example, a weight-loss checklist may have a step such as “Cut back your soda
intake by 25% today.” That’s clear-cut. No further explanation is needed, even for a
complete beginner.

In other cases, your steps may require explanation. For example, a weight-loss
checklist may have a step listed as “Determine your ideal number of daily calories.”
Someone who has never done this before won’t know how to make this calculation.
You can leave steps like this deliberately vague, so that users need to purchase your
embedded offer to get more information.

Point is, offer a balance of immediately actionable information with steps that
require additional explanation. The immediately actionable information makes your
checklist useful and provides instant gratification, while the steps which require
additional information lead the prospect towards your paid offer.

So, let me give you an example of what your checklist may look like. Let’s suppose
you’re creating a five-day guide to finding and recruiting joint venture partners.
Here’s an excerpt of the first two days that shows you how this guide may take
shape:

Day 1
Create a big list of potential joint venture partners by following these steps:
e Search Google for your niche keywords to uncover top websites.

e See who has the bestselling products on ClickBank and similar
platforms.

e Check who has the biggest platforms on social media.
e Ask your existing partners to introduce you to their partners.
e Ask your contacts for recommendations.

e See who’s winning the affiliate contests in your niche.

Page 5


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

Strateqy #4 — Step by Step Checklist Planners

Day 2
Research your potential partners, and remove anyone who shows any of the
following red flags:

Pattern of complaints from customers.

Pattern of complaints from business associates.

Pattern of complaints from freelancers.

Any fraudulent activities.

Check the existing partners on your list have a GOOD reputation in the niche. Ask:
e Isthe potential JV partner well-respected by colleagues and customers?
e Does the potential partner consistently put out high-quality products?
e Has the person been established in the niche for at least a year?
e Have your interactions with the person been professional/courteous?

e Does the person project a professional image on social media and
elsewhere?

Check that the person has a big platform or ability to promote. Platforms include a
busy blog, big social media platforms, a forum, a newsletter, or similar.

(Then you’d continue in the same manner with Days 3 through 5 of this checklist
guide...)

As you can see in the above example, there is a mix of immediately actionable steps
with steps where the user may need more information in order to complete that
step. In some cases, a single sentence provides immediately actionable information
with a step that requires explanation.

Take this example: “See who has the bestselling products on ClickBank and similar
platforms.”

Seeing who has the bestselling products on ClickBank is immediately actionable for
most people (though some people may need an explanation of how to do this).
Seeing who has the bestselling products on “similar platforms” requires more
information (what platforms exactly?).

Generally, creating the checklist is a fairly simple process if you’re using it as an
overview of your paid product. All you have to do is go page-by-page through the
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paid product, pull out the main concepts and steps, and then create the checklist
from that information.

For example, if a paid weight loss product spends a chapter talking about
balancing clean macronutrients (carbs, good fats, and protein), then one of
your points in your checklist may be something like:

“Be sure you’re eating a healthy balance of slow-burning carbs, essential fats,

and clean protein.”

That point provides good information, but doesn’t go into detail about how, exactly,
to eat this sort of a healthy balance.

Or let’s suppose you’re promoting a Facebook marketing guide. A couple pages in
the paid product may be devoted to the right way to set up a Facebook Group in
order to attract members. Your checklist may cover this point like so:

“Set up a Facebook group, paying particular attention to the way you name it and
the description you create for it.”

Again, that point tells your readers what to do, but it doesn’t provide the necessary
in-depth detail that most people will need to complete the step.

As mentioned, the reason for providing this sort of overview is because people will
need more information. And you can fulfil this need by selling an in-depth
information product from within the checklist.

Let’s take a closer look at your monetization strategy for this giveaway.

Section 2: Cash In

Now that you’ve created your checklist, it’s time to cash in with it. How you do that
depends on what you’re selling.

In MOST cases, if you've created a checklist planner that serves as an overview of
how to complete some process, then you can pitch the paid product at the end of
the checklist.

You may also build anticipation once within the middle of the checklist about the
product you’re promoting.
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Let’s suppose you're selling a copywriting guide. And let’s suppose your checklist
provides an overview of all the steps required to craft a good headline and opener,
introduce the product, provide a bulleted benefit list, handle objections, offer a
guarantee, present a call to action and so on.

As mentioned above, the key is to provide a mix of self-explanatory (immediately
actionable) information alongside information that requires additional explanation.
You can then pitch the product —in this case, a copywriting guide — at the end of the

checklist along with a call to action.
For example:

Are you ready to put this checklist to work for you? Then download the Whiz

Bang Boom Copywriting Guide, which shows you everything you need to know
about writing high-converting, extremely profitable sales letters! If you’ve ever
wanted to know what the million-dollar copywriters know, then click here now

to get started...

You can also build anticipation from within the checklist. Let’s stick with the
copywriting checklist guide and paid offer. Within the checklist you may have a step
that requires more information, and next to that step you can let people know that

they’ll be able to get more information.
For example:

Be sure to handle buyer objections, which is an important key to getting
people to move towards your order button. (Check the bottom of this checklist
for a resource that shows you how to boost your sales letter conversions by

raising and handling objections the right way.)
Let me give you another example.

Let’s stick with the idea that you’re giving away a copywriting guide. In this case,
however, let’s suppose you’re selling a large set of copywriting templates for
headlines, sales letter openers, benefit statements, guarantees and more. You may

even include an entire sales letter template.

Within the copywriting checklist guide you may build anticipation, like this:

Need help creating cash-pulling headlines? Check the recommendation at the
bottom of this checklist to find out where to get your hands on 101 headline

swipes and templates!
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Then at the end of checklist you can pitch the offer like this...
/

\

Now that you know all the pieces and parts you need to create a high-
converting sales letter, your next step is to take action. And you can make this
step easier and faster than ever by putting these 99 sales copy templates and
swipes to work for you!

This package includes headlines, openers, guarantees, calls to action,
postscripts, and everything else you need to build a high-converting sales
letter!

Best of all, you can have your sales letter up and running in as little as 15
minutes from now. Yes, these templates and swipes make it THAT easy!

But don’t take my word for it — click here to download this package today. And

9 do it now, because this incredible offer could disappear at any time! y

You’ll note in the above example that the last paragraph includes a clear call to
action: “click here to download this package today.” You'll see that it also stirs up a
sense of urgency by suggesting the incredible offer could disappear.

You see, one really good way to boost conversions is by creating urgency. Often this
is done by presenting a limited-time or limited-quantity offer.

However, the problem with doing that is that it limits how long you can use that
particular giveaway. Once the offer has expired, your giveaway is done for. And all
the people who downloaded that giveaway can no longer take advantage of the
related offer, which can dampen conversions when they notice that others were
able to get a deal that’s no longer available.

That’s why you may consider creating scarcity and urgency in other ways.

The above scarcity-inducing statement (“could disappear at any time”) doesn’t say it
WILL disappear. It only says it MAY disappear. And oftentimes, that’s just enough to
get people clicking on your link and moving towards your order button.

Now let’s wrap things up...
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Conclusion

And there you have it: you just learned how to create and cash in with a checklist
planner!

As you discovered in this guide, a checklist planner is very useful and in-demand
among prospects, because it gives people a clear “action plan” of what they need to
do every day in order to complete a task or achieve a goal. And you’ll love
distributing this giveaway too, because it naturally provides an overview of a topic,
which makes it easy for you to promote an in-depth treatment of that same topic.

Best of all, creating a checklist is simple. Just pull the main points and steps out of
your backend product, and use that information to build your checklist.

So, what are you waiting for? Go ahead and start creating a checklist today, and very
soon you could be reaping profitable rewards!

Has this this short report proven helpful?

Hopefully, it’s provided you with a solid introduction as to how you might create
your own checklists and help start to accelerate your business growth, if that’s one
of your primary, long-term objectives. However, I’'m sure that you realise that
there's a great deal more you’ll also need to do in order to get your business to the
level that you truly want.

So, if you want help with growing your business quickly, head over to...

www.3dConsultingServices.com

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

| guarantee you’ll be delighted that you did!
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Appendix — Checklist Planner

THE CHECKLIST PLANNER

A CHEC)

=

Create your checklist around

selling a single product or service,

Think of your checklist as a “lite”
version of your paid offer.

. The Beginner's Guide to An Exact Step-by-Step How to [Get Something
|Some Topic): Planner for [Some Topic). Complete] In Just [Numb

[An X-Day Guide]. The Beginner's Guide An Exact Step-by-Step Planner for Your of Days). How to Write the First Draft of

to Getting a Promotion: A 40-Day Guide. First Year Of Homeschooling Your Novel in Just 30 Days From Now.,

Q. What is the secret to creating a useful planner?

A Be a

the planner t

Q. How do you add value to the planner?

STEP1: STEP 2: STEP 3: STEP 4:
A 4 v v .
Determine The Topic. Decide On The Number Of Days. Develop Mini Checklists Deploy Your Monetization Method.

o Base your topic around what  *  Determine what steps the audience For Each Day. o Plant a seed (build

you're selling. should take on which days. o Put all steps and tasks in anticipation) early in the
o Create something usefulyet  *  Know your audience so you know the exact order they should planner.

incomplete. how long it will take them to be completed. o Insert a link and call to action
¢ Outline a step-by-step complete the steps. o Create immediately at the end of the guide.

guide. ¢ Assume your audience only has a actionable steps to provide

limited amount of time to work each day. instant gratification
WHAT WORKS BEST: CREATE A PLANNER WITH “BITE SIZE" TASKS SO THAT USERS KNOW EXACTLY WHAT TO DO

EACH DAY. PROMOTE A PRODUCT AT THE END WHICH EXPLAINS IN GREATER DETAIL HOW TO COMPLETE THESE STEPS,

CLICK HERE For A Step-By-Step Training Tutorial For Creating This Type Of Lead Magnet EIMEINTIFNERYENY

LIST PLANNER GIVES PROSPECTS ASTEP-BY-ST AY GUIDE

OF WHATTO DO TO COMPLETE A

TIPS AND SHORTCUTS
*

v

Craft a checklist that's useful in that Encourage users to print off the Consider promoting a

it lists all the steps, yet incomplete checklist and refer to it often needed tool or resource as

because it doesn't explain in-depth (Hint: They will see your paid one of the steps.
how to complete the steps., offer every time they use it.)

TITLING TEMPLATES

FREQUENTLY ASKED QUESTIONS AND ANSWERS

fic as | 1ble that every require

their level of knowledge. IE If it

Varie
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About The Author:

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

If you're thinking “Yes, | do!” you’re certainly not alone. Many
professional service providers feel exactly the same way as you

=g because their expertise is in providing the service that they are
y gualified to provide, rather than in the selling of it.
And just imagine for a second how much easier it would be, how much happier you’d
feel and how much more you could be earning if suddenly you discovered the secret

to having a crowd of clients wanting to engage you, rather than you having to go out
searching for them.

If our paths haven’t crossed before, let me introduce myself. I’'m Tim Dodd, a former
chartered accountant and specialist business workflow consultant. In simple terms, |
help clients put in place processes that attract potential new business automatically.

If you are an entrepreneurial business owner or professional 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 with
your best clients, doing what you enjoy doing most, then | am certain that | can help
you to achieve that goal.

If you like the idea but aren’t convinced I'd be able to help your particular business,
make an appointment to speak with me today and find out why I’'m so confident that
| can.

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

time that is most convenient for you.

There is no charge, and when we talk, | promise to provide you with at least one
strategy you could implement immediately, which will transform how you win new
clients in the future!

And, whether you decide to get in touch or not, may your God always go with you and
continue to guide you along the path you’ve chosen and were created to pursue in
order to prosper and live a uniquely fulfilling life.

| truly look forward to speaking with you.

Timy


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

These Days Traffic Generationlsn’t A Problem.
Convincing Browsers To Buy Is The Challenge!
Yet, A Few Little Tweaks To Your Website Can

Soon Fix That When You Know What To Change...

How To Convince Buyers
Your Service Delivers
The Outcome They Want

Tim Dodd

_

Readers Who Implement These
Changes Truly Appreciate The
Difference It Makes To Their Sales!

Every self-respecting business owner
would like more paying customers. It
doesn’t matter what you sell, the end
goal of being in business is to keep
finding people who want and, more
importantly, are in a position to buy
the product or service you offer.

So if you have a website and want to
learn how you can easily set yourself
apart from other suppliers in your
marketplace, take a proper look at this
easy to follow guide right now. Then
start by completing the first exercise
and very soon you'll see it yield truly
excellent returns on a tiny investment!
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