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Introduction
Info products are powerful and versatile business tools. 
They can be used in a variety of ways 

to enhance your business’s presence 

DQG�SURȴWDELOLW\��

Info products take the work you  
already do best and turn it into  
helpful advice, education, or  
training in a digital or physical form. 

Info products can become a source of 
recurring revenue, all while building 
brand awareness, enhancing your  
reputation, increasing prospect  
engagement, and attracting more  
clients.   

Best of all, they require only a bit of  
up-front time to create. After that, 
the entire sales process can be fully  
automated, bringing you income even 
while you sleep and freeing you from 
the “trading time for money” trap. 

What makes info products great? 

Here’s a short list: 

• High perceived value in the eyes of your 

prospects, clients, and customers.  

• They serve as a leveraged use of your time 

–create it once and sell it again and again 

(and again!)

• Low one-time cost to produce and the 

SRWHQWLDO�IRU�KXJH�SURȴWV�LQ�UHWXUQ���

• Helps position you as a category expert 

and sets you apart from your competition.

• Increases your visibility and reach to serve 

more clients without requiring more of your 

limited time.  

An Important Part of any  
“Expert” Business

Info products are a great way to  
GLHUHQWLDWH�\RXUVHOI�LQ�WKH�FURZGHG�
marketplace by packaging your expertise 
and knowledge in a way that is unique 
to you –a.k.a. your ‘signature solution’.  
However, the reality is that  info products 
can be tricky to create and are hard to 
VHOO�LI�\RX�GRQȇW�NQRZ�WKH�ȴQHU�QXDQFHV�
of the info product sales process.

That’s why I’m proud to present my 14 
“Must Knows” in order to create and sell 
a successful info product. 

I hope you enjoy it.

Sheryl Wolowyk 
The Income Acceleration Coach 



You must know who your audience is.No. 1

This is true for all businesses but it is especially critical with info-marketing and info products. 
:K\"�%HFDXVH�FXVWRPHUV�ZKR�SXUFKDVH�LQIR�SURGXFWV�DUH�ORRNLQJ�IRU�VSHFLȴF�DQVZHUV�WR� 
VSHFLȴF�SUREOHPV��GHOLYHUHG�LQ�D�VSHFLȴF�ZD\��
It’s why you must have a laser focus on who your audience is and what they are looking for.

/HWȇV�VD\�\RX�DUH�D�KHDOWK�FRDFK 

VSHFLDOL]LQJ�LQ�PHQȇV�KHDOWK�DQG�DUH�
VHOOLQJ�D�GLHW�H�ERRN� 

Did you know that women account for 
85% of all consumer purchases including 
everything from autos to health care?

That means even though your clients 
are going to be men, the women behind 
these men are going to be the ones 
buying your e-book for their husbands 
and boyfriends or are in their ear urging 
them to buy it.

7KLV�ZLOO�HHFW�KRZ�\RX�PDUNHW�\RXU�LQIR�
product. 

You need to get crystal clear on who you 
are speaking to and make a concise case 
for why they should buy your product. 

)LQG�\RXU�QLFKH�

7KH�EHQHȴWV�RI�IRFXVLQJ�RQ�\RXU�QLFKH�DUH�
HUGE!

1. It will be easier for your ideal clients to  

understand “what you do” and how you

can do it for them.

2. You become known as an authority and an 

H[SHUW�LQ�\RXU�ȴHOG�

3. You can develop products or services  

hyper-focused on your increasingly thorough 

knowledge and understanding of what they  

are interested in.

4.  It will be easier to identify and target  

potential clients and partners.

���0RUH�UHIHUUDOV�IURP�PRUH�TXDOLȴHG�VRXUFHV�

6.  Less competition.

%RWWRP�OLQH"�)LQG�\RXU�QLFKH�DQG� 
GRPLQDWH�LW�
You can’t be all things to everyone but 
you can be everything to someone. 
Knowing who that someone is will be 
critical to the success of your info  
product. 

That’s why in addition to knowing 

WKH�RYHUDOO�WDUJHW�PDUNHW��\RX� 
PXVW�EH�ZLOOLQJ�WR�JR�HYHQ�GHHSHUȐ



You must know who your “ideal client” 
is within your audience. 
Within your target audience are a mix of potential clients and “ideal clients.”
Your ideal clients are hidden within your target market which is why it’s important to get really clear 
RQ�ZKR�WKH\�DUH��$QG��ZK\�WKH\�DUH�PRUH�OLNHO\�WR�VHDUFK�IRU�ZKDW�LW�LV�WKDW�\RX�KDYH�WR�RHU�
Our fancier term for this is “niching” and it’s the secret to making money with info products. 

/HWȇV�JLYH�DQ�H[DPSOH�
Let’s say you are selling instructional golf 
videos. Your market is, naturally, people  
who golf. 

%XW�ZKR�H[DFWO\�DUH�\RX�WDUJHWLQJ"��
Men or women? Are they beginners or 
professionals? Why do they play golf? 
How often do they play? Is it an every 
weekend thing or just when the boss 
asks? How old are they? 

Further more, with what SPECIFICALLY 
are they asking for support? 

Why are they looking for golf tips? Are 
WKH\�SURV�ORRNLQJ�WR�JDLQ�DQ�HGJHbRU� 
beginners looking to be competent? 

No. 2

Smart expertpreneurs™ MUST know 

WKH�DQVZHUV�WR�WKHVH�TXHVWLRQV�� 
You MUST understand EXACTLY who 
your ideal client is. 

Understanding this demographic and 
psychographic information of your ideal 
FOLHQW�ZLOO�KHOS�\RX�GHȴQH�\RXU�QLFKH�DQG�
allow you to create an info product that 
is laser-focused on their unique needs, 
wants, and desires. 

If your info product is created with your 
ideal client in mind, they will jump at the 
opportunity to buy it.

5HPHPEHU�� 
7KH�PRQH\�LV�LQ�WKH�FODULW\�



You must be clear what it is they are 
REALLY buying.
Knowing who your target market is can be critical.
Equally important is knowing what they are looking to buy from you.

/HWȇV�VWLFN�ZLWK�WKH�JROI�WKHPH�DQG�
\RX�VHOOLQJ�WKRVH�WLSV�DJDLQ�
You must understand that your clients 
aren’t “buying” a golf video. The video is 
simply a means to an end. 

What they are buying is the dream of 

EHLQJ�D�EHWWHU�JROIHU��
7KDWȇV�ZKHUH�WKH�YDOXH�LV� 
Or suppose you are a marketing expert 
selling social media advice that leads to 
PRUH�ZHE�WUDɝF��<HV��\RX�DUH�VHOOLQJ� 
social media techniques but the  
customer really wants a means to more 
ZHE�WUDɝF�DQG�XOWLPDWHO\�PRUH�FOLHQWV�
and money.

So, in creating your info product you 
must show them that it will help them 
make more money because that is all 
they care about.

My Point?  You must be clear on the  
value your product provides and  
communicate this clearly in your  
marketing messages.

No. 3

You can’t assume they know how your 

LQIR�SURGXFW�ZLOO�GHOLYHU�YDOXH��

:KDW�DUH�WKH�RXWFRPHV�DQG�EHQHȴWV�
people experience if they purchase your 
information product?

+RZ�ZRXOG�WKH\�EH�EHWWHU�R"

What is the promise or value you are  
giving when people purchase the  
product?

7KHVH�DUH�WKH�EHQHȴWV�WKDW�\RXU�LGHDO� 
client would view as important and  
valuable. At the end of the day you are 
creating a product around what they 
want. Not what you think they want.

7KH�ZD\�WR�H[SODLQ�KRZ�\RXU� 
LQIR�SURGXFW�GHOLYHUV�YDOXH�LV� 
WZR�IROGȐ�



You must know how to speak 
to benefits and features.

FEATURES BENEFITS

7KH�HDVLHVW�ZD\�WR�WKLQN�DERXW�WKH�GLHUHQFH�EHWZHHQ�EHQHȴWV�DQG�IHDWXUHV�LV�WKDW� 
EHQHȴWV�DUH�WKH�DFWXDO�YDOXH�GHOLYHUHG�DQG�WKH�IHDWXUHV�DUH�WKH�ZD\�\RX�GHOLYHU�WKLV�YDOXH�

7KH�EHQHȴWV�PD\�EH�HDVLHU�VDOHV��PRUH�
ZHE�WUDɝF��RU�PRUH�IUHH�WLPH��

7KH�IHDWXUHV�DUH�WKH�ZD\�\RX�GHOLYHU�
WKLV�YDOXH��$�ZHELQDU������FDOOV�� 
D�3')�

Suppose you are selling a new info  
product: a sixth-month business  
coaching course on how to write copy 
that increases sales. This is done through 
weekly calls and written content in PDFs.

7KH�EHQHȴWV�IRU�WKH�FXVWRPHU�DUH�D 
better-converting landing page and email 
campaigns which then lead to more sales 
and more money.

The features are the weekly calls and the 
PDFs. They are the tools you use to deliver 
YDOXH�DQG�EHQHȴWV�

.QRZLQJ�WKH�GLHUHQFH�LV�NH\�WR�
\RXU�VXFFHVV��ZKLFK�EULQJV�XV�WR�
LQIR�SURGXFW�Ȋ0XVWȋ���Ȑ

No. 4



You must know how to present  
your information.

No. 5

ΖȇP�D�YHU\�EXV\�SHUVRQ�DQG�Ζ�DP�RIWHQ�WUDYHOLQJ��VR�Ζ�OLVWHQ�WR�D�ORW�RI�
audio. I like being able to take an mp3 and put it on my iPhone and 
then listen to it in the car or on the plane. 

It’s my preferred format for digesting 

FRQWHQW� 

+RZHYHU��HYHU\RQH�LV�GLHUHQW��:KLOH�Ζ�
may prefer listening to an audio book 
in the car, others may prefer to watch a 
video or read an e-book.

The way you deliver your content is as 
critical as the content itself.

This is tied to “Must Knows” 1 and 2 

�NQRZLQJ�\RXU�DXGLHQFH�DQG�QLFKH���
EHFDXVH�\RX�PXVW�KDYH�D�FOHDU�XQ�
derstanding of who you’re targeting 

so you can package your info product 

LQ�D�ZD\�WKDW�QRW�RQO\�PDNHV�VHQVH�
WR�WKHP��EXW�DOVR�H[FLWHV�WKHP�DQG�
LQVSLUHV�WKHP�WR�DFWXDOO\�EX\�

That means you must deliver your 
content in a format (audio, video, print, 
etc…) that is ideal for your target market. 
A membership site where people can 
get content in a variety of formats is a 
YHU\�HHFWLYH�ZD\�WR�SDFNDJH�\RXU�LQIR�
products. 

7KH�FRUUHFW�IRUPDW�PDNHV�D�GLHUHQFH�LQ�
two ways:

• Whether or not the customer will actually use  
   your info product.
ȏ�:KHWKHU�RU�QRW�WKH\�ZLOO�EX\�LW�LQ�WKH�ȴUVW� 
   place.

Is your target market young and  

WHFKQRORJLFDOO\�VDYY\"�

Perhaps you can create a webinar series or 
a podcast.

ΖV�\RXU�WDUJHW�PDUNHW�ROGHU�DQG�PRUH�
FRPIRUWDEOH�ZLWK�JHWWLQJ�WKHLU�KDQGV�RQ�
\RXU�PDWHULDO"

Consider mailing them an informational 
booklet (Yes, real mail!).

7KH�ZD\�\RX�GHOLYHU�\RXU�FRQWHQW�LV�D�
GLHUHQWLDWLQJ�IDFWRU�DQG�WKHUHIRUH�FDQ�
EH�D�FRPSHWLWLYH�DGYDQWDJH��

7KLQN�FDUHIXOO\�DERXW�WKH�EHVW�PH�
dium for your  

LQIR�SURGXFW��ΖW�FRXOG�HDVLO\�
EH�WKH�UHDVRQ�VRPHRQH�FOLFNV�
Ȋ%X\�1RZ�ȋ



You must tell your story.
Prospects don’t just buy your service. They also buy you. 
7KH\�EX\�\RXU�VXFFHVVHV��\RXU�IDLOXUHV��DQG�ZDQW�SURRI�\RX�
achieve the results they are looking for.

This creates a desire to buy your  

SURGXFW��$IWHU�DOO��ZKR�GRHVQȇW�ZDQW�WR�
EX\�D�WULHG�DQG�WUXH�PHWKRGb"
It’s why you must let the potential  
customer know that you practice what 
you preach. You must show them how 
when you personally adopted the  
information contained in your product, 
life got better. You made more sales, 
increased conversions, or accomplished 
whatever it is the product seeks to do. 

The great part about sharing your  

VWRU\�LV�WKDW�LW�DGGV�WR�\RXU�FUHGLELOLW\�
If you are selling the latest cutting edge 
online marketing techniques, why 
wouldn’t you use them yourself? 

By sharing your own success story 
regarding your unique information, it 
shows that you stand by your info 
product. It also adds a personal touch as 
real customers like to do business with 
real entrepreneurs.

Sharing your story makes you more 
UHODWDEOH��3URVSHFWV�ZLOO�ȴQG�VRPHWKLQJ�
with which they can make a connec-
tion. They might buy from you because 
of your amazing info product, but the 
clincher may be that they too are from 
South Carolina or also have a  
Labrador.

Bottom line: give them something  
to relate to.

You can point to your own results as 
TXDQWLȴDEOH�SURRI�WKDW�\RX�NQRZ�ZKDW�
you are talking about. It adds a layer of 
proof and credibility that is critical for 
information products. 

7KLV�OHDGV�WR�WKH�QH[W�FUXFLDO�SRLQWȐ

No. 6



You must build credibility.No. 7

8QOLNH�D�WDQJLEOH�SURGXFW�ZKHUH�WKH�YDOXH�LV�GHULYHG�IURP�WKH�TXDOLW\�RI�WKH�SURGXFW��DQ�
info product’s value is derived from the information it provides. 
7KH�WKLQJ�LV��LQIRUPDWLRQ�FDQ�EH�IRXQG�DQ\ZKHUH��*RRJOH�LV�D�EHDXWLIXO�WKLQJ��:KDW� 
VHSDUDWHV�\RXU�LQIRUPDWLRQ�IURP�DQ\WKLQJ�\RXU�SRWHQWLDO�FXVWRPHUV�FDQ�ȴQG�ZLWKRXW� 
you is that you have something they can’t get anywhere else. 

<RX�KDYH�\RX��
Your information is unique because you 
have expertise. They will pay to learn 
from an expert: a professional  
FRS\ZULWHU��D�ȴQDQFLDO�ZL]DUG��D� 
marketing specialist or whatever it is  
that you are.

<RX�KDYH�WR�PDNH�LW�FOHDU�WKDW 
WKH�SRWHQWLDO�FXVWRPHU�LV�JHWWLQJ� 
information they can’t get anywhere 

HOVH�EHFDXVH�\RX�DUHQȇW�DQ\ZKHUH�
HOVH��7KLV�LV�WKHLU�RQO\�FKDQFH���

You must highlight your expertise in 
order to promote your credibility as an 
H[SHUW�LQ�\RXU�ȴHOG��<RX�PXVW�FRQYLQFH�
others that you are someone they NEED 
to learn from. 

3HRSOH�ZRQȇW�SD\�WR�OHDUQ�IURP�\RX� 
XQOHVV�WKH\�IHHO�\RX�DUH�D�TXDOLȴHG�
WHDFKHU��DGYLVRU��FRDFK��RU�PHQWRU�

So be sure to make it clear that you  
are the bee’s knees.



You must use social proof.
Fact: It’s much easier for a third party to sell others on you. 

Share case studies and statistics. And  
UHPHPEHU�WKDW�WKH�PRUH�TXDQWLȴDEOH�
your results, the stronger your social 
proof will be. 

6R�JR�RQ�DQG�OHW�\RXU�ELJJHVW� 
IDQV�GR�WKH�EUDJJLQJ�IRU�\RX�

<RXU�RZQ�VWRU\�DQG�FUHGLELOLW\�DUH�NH\�
LQJUHGLHQWV�WR�DQ\�JRRG�LQIR�SURGXFW� 
Another key piece is showing the  
potential customer that you aren’t the 
RQO\�RQH�ZKR�KDV�EHQHȴWHG�IURP�WKH�
LQIRUPDWLRQ�\RXU�SURGXFW�RHUV��

This means showing that you have 

VXFFHVVIXOO\�SDVVHG�WKLV�NQRZOHGJH�RQ�
to others and they have had success 

DV�ZHOO�
This lets the prospect know that you 
aren’t tricking them into buying a bad 
product. 

Testimonials are one version of social 
proof. Another is Proof in Numbers.

When applicable, share the power of 
\RXU�RHU�E\�FLWLQJ�WKH�QXPEHU�RI� 
people who have purchased, download-
ed, signed up, or donated. 

No. 8

I bought “Thingamabob 
X” and  it completely changed 
our business! Our email  
conversions have increased 
150% and we are making 50% 
more revenue this quarter 
than last quarter. I can’t  
recommend  “Thingamabob 
X” enough!”

-Delighted Fan & Client



 You must know how to sell your info product.
Let’s say you have created a revolutionary info product that would transform your  
FOLHQWVȇ�OLYHV��ΖWȇV�D�WUXH�KRPH�UXQ��ΖW�SURYLGHV�JUHDW�YDOXH��LV�DRUGDEOH��DQG�EORZV�WKH�
competition out of the water.

NONE of that matters if you don’t 

NQRZ�KRZ�WR�VHOO�\RXU�SURGXFW��
Creating a brilliant info product is not like 
Field of Dreams: Just because you’ve built 
it doesn’t mean they will come.

+RZ�ZLOO�SHRSOH�ȴQG�\RXU�SURGXFW�
amongst the billions of internet pages? 
What sales strategies will you use to 
drive eyeballs to your landing pages?

You can use:

• Webinars
• Email campaigns
• Social Media
• Tele-seminars
• Selling from the stage
• Or a hybrid of all the above. 

(YHQ�LI�WKH\�ȴQG�\RXU�LQIR�SURGXFW��ZLOO�
you know how to position the value and 
get the sale?

It’s critical to not only get your message 
out there but also have the sales  
conversation that your prospects want 
to hear, in the format that they want. 
Setting up your marketing plan and sales 
funnel is crucial to the success of ANY 
info product.

<RXU�PDUNHWLQJ�HRUWV�DUH�FULWLFDO��7KH\�
must get your info product in front of  
the right people in the right context  
and format at the right time. All while  
positioning your info product as  
something they can’t live without.

It takes a combination of a good info 

product and an appropriate  

PDUNHWLQJ�SODQ�LQ�RUGHU�WR�PD[LPL]H�
\RXU�SURȴWV�

No. 9



You must justify the cost while  
demonstrating value.

No. 10

It goes without saying that customers care about price. 
%HIRUH�WKH\�LQYHVW�ZLWK�\RX��WKH\�KDYH�WR�IHHO��DQG�EHOLHYH��WKDW�\RXU�LQIR�SURGXFW�LV� 
worth the price you’re asking. They have to believe they will get more value out of  
their purchase than what they put in.

���/HW�WKH�SRWHQWLDO�FXVWRPHU�VHH�KRZ�
TXLFNO\�WKH\�ZLOO�UHFHLYH�D�UHWXUQ�RQ�
WKHLU�LQYHVWPHQW��
Let’s go back to the example where your 
info product uses social media to deliver 
PRUH�ZHE�WUDɝF��/HWȇV�VD\�\RX�DUH�VHOOLQJ�
it for $1,000.  

$Q�H[DPSOH�RI�KRZ�WR�GR�WKLV�

2) Show the cost of NOT purchasing 

\RXU�LQIR�SURGXFW��:KDW�ZLOO�EH�WKH�
FRVW�WR�WKH�SURVSHFWȇV�KHDOWK�� 
KDSSLQHVV�RU�VWUHVV�OHYHOV�LI�WKH\� 
don’t purchase your info product?

This is a great approach if your info  
SURGXFW�GRHVQȇW�SURYLGH�D�ȴQDQFLDO� 
EHQHȴW��

/LNH�WKLV�

���0DNH�WKHP�IHHO�OLNH�WKH\�VWXPEOHG�
XSRQ�WKH�EHVW�GHDO�RI�WKH�FHQWXU\�� 
/D\�RXW�WKH�FRVWV�RI�WKH�LQGLYLGXDO� 
IHDWXUHV�VR�\RX�JHW�WR�D�KLJK�GROODU�
ȴJXUH�DQG�WKHQ�GLVFRXQW�WKDW�WRWDO�
DPRXQW�
Let’s stick with the same social media  
info product example.

6RPHWKLQJ�OLNH�WKLV�

7KHUH�DUH�WKUHH�SULPDU\�ZD\V�WR�GR�WKLV�

On average, it creates about 1000 new  
visitors to your site a month.

If just 1% of those visitors buy a product from 
your site at $50, that’s an extra 500 dollars a 
month in revenue, or an extra $6,000 a year!

<RX�ZLOO�EUHDN�HYHQ�DIWHU�MXVW�WZR�PRQWKV�

OUR PRODUCT Do you want to spend another 

GD\�IHHOLQJ�EORDWHG�DQG�KDWLQJ�
what you see in the mirror?

With my 10 super awesome 
workout tips you can look 
great in just 2 weeks!



 You must sweeten the deal.No.11

)LUVW�\RX�PXVW�MXVWLI\�WKH�FRVW��DQG�RQFH�WKH�SURVSHFW�LV�FRQYLQFHG�WKDW�\RXU�LQIR�SURGXFW�
SURYLGHV�JRRG�YDOXH�\RX�PDNH�\RXU�RHU�LUUHVLVWLEOH�E\�VZHHWHQLQJ�WKH�GHDO�

*LYH�WKHP�D�ERQXV��

3HRSOH�OLNH�IUHH�VWX��6R�JLYH�WKHP�VRPHWKLQJ�RI�
value that taps into this. 

This can be as big or as small as you want but it 
DGGV�PRUH�YDOXH�WR�\RXU�RHU��<RX�FDQ�WLH�WKLV�
into both cost and scarcity statement to score 
bonus points.

How does this sound?

6HH�KRZ�WKHVH�VHQWHQFHV�ZLOO�SRVLWLYHO\�DHFW�WKH�
potential customers cost-value analysis while at 
the same time creating scarcity?

/RJLFDO�RU�QRW��D�ZHOO�WKRXJKW�RXW��ERQXV�LV�
RIWHQ�ZKDW�SXVKHV�SHRSOH�RYHU�WKH�WLSSLQJ�
SRLQW�IURP�UHDGHU�WR�EX\HU�

7KH�ȴUVW����SHRSOH�WKDW�EX\�WKH�SURGXFW�JHW� 
a FREE one-on-one call with me to go over 
your Facebook strategy, a $300 value!

Ȋ7KH�ȴUVW����JHW�D�FRS\�RI�P\�RXW�RI�SULQW� 
book on Facebook strategies” 



You must know how to create scarcity.
People want what they can’t have. 

This touches on the scarcity play, which is 
further motivation for the potential  
customer to BUY NOW.

There are four types of scarcity.

ȏ�/LPLWHG�WLPH�RI�\RXU�RHU�
• Limited quantity of main product. 
ȏ�/LPLWHG�WLPH�DQG�TXDQWLW\�RI�\RXU�RHU�
ȏ�/LPLWHG�TXDQWLW\�RI�ERQXV�RHUV�

These techniques force the prospect to 
make a decision because tomorrow things 
PLJKW�EH�GLHUHQW��7RPRUURZ��WKHVH� 
opportunities may be gone.

Indecision is the death of a sale and these 
techniques force the prospect to make a 
decision because tomorrow things  
PLJKW�EH�GLHUHQW��7RPRUURZ�WKHVH� 
opportunities may be gone. 

It may seem backwards but the truth is 
that prospects are more afraid to lose 
something they almost got than gain  
something. 

ΖWȇV�VLPSOH�\HW�HHFWLYH�

No. 12



You must have a guarantee.
Even the most believable claims of how an info product can help someone will be met with doubt. 
:KHWKHU�\RXȇUH�VHOOLQJ�D����RU���������SURGXFW��WKH�PRPHQW�\RX�DVN�VRPHRQH�IRU�WKHLU�PRQH\�D�ZDOO�
is created that can only be broken down through trust. 

A guarantee is like a warm blanket around 
your prospect. It’s a layer of comfort and  
eases their mind. It shows that you stand 
behind your info product and if they don’t get 
the results they are looking for, you’re happy 
to refund them their money.

You must take steps to eliminate risk. You can 
do this by building credibility over time and 
developing a reputable brand that already  
carries a moniker of quality.

Think Mercedes or Timberland. If you don’t 
have over 100 years of constant quality, a 
guarantee is the way to go.

You’d be amazed how a 30-day money  
back guarantee or a free trial period can  
increase sales.

:LWK�D�JXDUDQWHH��\RX�UHPRYH�WKH 

HOHPHQW�RI�ULVN��6R�ZKDW�KDYH�WKH\�
JRW�WR�ORVH�ZKHQ�\RX�SURPLVH�WR� 
refund their money if they aren’t  

VDWLVȴHG"
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First of all, my brand new “Awesome 
Sales Info Product” is 6 hours of  
dynamic sales strategies that you can 
listen to:

• on the go,

• in your car,

• or relaxing at home. 

Imagine what dedicating just 6 hours  
to a CRUCIAL part of your business 
can do for your future.  Just applying  
a couple of these principles can  
exponentially grow your business.

Don’t miss this rare opportunity to 
SRZHU�XS�\RXU�SURȴWV�IURP�WKHVH�
proven sales strategies. 

You must be willing to combat  
objections in order to close the sale.
(YHQ�LI�\RX�KDYH�WKH�EHVW�LQIR�SURGXFW�RI�DOO�WLPH��SHRSOH�ZLOO�VWLOO�KDYH�VRPH�REMHFWLRQV��
$QG�LI�\RXȇUH�QRW�ZLOOLQJ�WR�DGGUHVV�WKHP��\RX�UXQ�WKH�ULVN�RI�ORVLQJ�DQ�ȊDOPRVW�EX\HU�ȋ�

2EMHFWLRQV�DUH�VLPSO\�RSSRUWXQLWLHV�
LQ�GLVJXLVH��They are a natural  
reaction to any sales conversation,  
and smart entrepreneurs address 
them accordingly. 

:KDW�DUH�VRPH�REMHFWLRQV"

• “I don’t have the time”

•  “I don’t have the money.”

• “I don’t believe this product does  
   what it says it can do.” 

Combating objections is just a matter 
of understanding their concerns and 
addressing them authentically. It helps 
to ease their concerns and ideally leave 
them with NO good (or logical) reasons 
not to purchase your info product. 

How do you do this?  
You address their concerns.
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This removes the last shred of 
doubt and indecision that the 
prospect may have.  If everything 
is addressed appropriately, you 
should be able to close the sale for 
those who haven’t been convinced 
otherwise.  



([SHUW�(OHYDWLRQ
info@expertelevation.com
1-855-XCEL-NOW (855-923-5669)
www.expertelevation.com

Conclusion.
Creating a successful info product isn’t just about great content. 

It’s about understanding what your ideal clients are looking for and delivering 
an experience that will help them. 

Take these “Must Knows” and  
use them to create an info  
product that will amaze you in 
how it sells itself and provides 
constant value and income for 
you.

7U\�LW�\RXUVHOI��ΖI�\RX�QHHG�
KHOS��UHDFK�RXW��7KDWȇV�ZK\�
ZHȇUH�KHUH�

Introducing...



www.ExpertElevation.com


