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What is Pre-Selling
pre·sell 

1. To sell (a house, for example) in advance of construction.
2. To promote (a product not yet on the market) by means of advertising.
3. To condition (a potential customer) in advance for later purchase of a product.

What pre-selling really is, is simply ‘partnering’.

It’s about partnering with someone who has a problem and coming up with a solution to fix it. 

Once you arrive at the point where you have a solution that fixes their problem, the sale 
should just happen… well, there still is some tact to it, but in a perfect world, if you’ve done a 
good job up to this point, it should just happen.

This is something I’d repeat every morning.

Why Pre-Sell Your Ideas?

On the surface, it's to collect money in advance to build the product. But if you look deeper, 
there's so much more to it.
 
Even if you have money to develop, you STILL want to pre-sell because it validates you are 
solving an idea that people are willing to pay for (before it even exists).
 
Ultimately, we pre-sell to reduce risk. 
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Risk comes in three forms:  Time. Money. Social.
 

Time. Building a product can take a lot of time. And when we don't have a customer 
base, we generally take 4-6x as long trying to get the product 'perfect' before  

  shipping it. 
 
Pre-selling forces us to build only what matters most and to ship quickly. To focus on the 
“Minimum Movement, Maximum Impact” (MMMI) activities.
 
And, when you learn how to frame the offer properly, your customers will actually be MORE 
excited by having a product that does less. 
 
They will give you space to make mistakes and they'll be happy to go through the product 
creation process with you because they’ll have bought into your vision. 

 
Money. This one’s a no brainier. If you don't have any money, it's hard to get a 
product created.
 

And raising money takes your focus away from what truly matters.... Serving the customer.
 
By pre-selling, you let your customers fund the idea. They give you cash up-front to develop it 
AND you'll have a better product because you’ll have their ideas and feedback throughout 
the development process.  
 
So you know you’re building EXACTLY what they need. 

 
Social. In some cases, people have built social capital with an audience and they 
don't want to waste that social capital on a product or idea people won't buy.

 
So by taking the process slowly and framing it all properly, you won't risk creating and 
promoting a product that nobody in your audience actually wants.
 
You’ll know EXACTLY what people will pay for… before offering it in public.
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Ultimately pre-selling your product gives you:

money you don't have to build the product

a customer base with low expectations so you can build the most basic version of the 

software

a user test group to make sure the product is exactly what they want

customers who have bought into your vision from day one

a bunch of testimonials and case studies before you ever start marketing to a large 

scale audience.

 
On top of all that, it allows you to figure out your marketing messages and hooks.
 
If you have the best product in the world, you still have to sell it. 

After the product is ready, you still have to learn how to prospect and get customers.
 
By focusing on that BEFORE the product is created, when it’s ready to sell, you'll already have 
all your marketing channels ready.
 
And on top of everything else, the original group of customers you work with will become 
your biggest fans.

They'll feel like building the product was partly their idea. So you'll get case studies and 
testimonials from them... And likely a bunch of referrals.

Is it ethical? Who else does this?
 
I get this question over and over from people.  "Is it ethical to sell something that doesn't 
exist?"
 
The purpose of this is not to deceive people. The purpose is to verify the idea matters to your 
prospects and get revenue first so you can build something awesome. 
 
When you frame it that way, they'll be excited to pay you ahead of time.
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And if you're still not certain, consider this....
 
I believe educators are some of the best (and at some level, the most corrupt) marketers out 
there.
 
Who else can make 18 year olds take out $10,000 to $100,000 in student loans to take a few 
classes…. And guarantee nothing in return except a fancy sheet of paper. 
 
Pretty ridiculous, right?
 
Have you ever taken a moment to consider how they sell the courses?
 
Think about it...
 
If you want to take one semester long business class at Harvard it will cost you $6,246.  (And 
you’ll learn a fraction of what you’re learning in the Foundation. ;) 

But how does Harvard decide what courses to offer each year? 
 
They pre-sell them.
 
Harvard shows all the classes available for the fall semester in the spring. Students sign up in 
April and if one class doesn't get full, they cut it.
 
They KNOW each class will be profitable. 
 
And when you sign up for a course, do you think the teacher knows everything they're doing 
to teach?
 
Hell no. They have syllabus... A rough outline of the content they'll cover. That's it.
 
That way the school knows there won’t be a single class that loses money.
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How to Create An Offer

Here are the elements:
• The Pitch
• The Benefits
• The Catch
• The Track Record
• The Guarantee

 

The Pitch
 
Figure out exactly how much money you need to get the first 
version of the product created.  Let’s say you need to raise 
$5,000. 
 
To raise $5,000 you might want 10 “Founding Members” who 
invest $500 each.  Or 20 members who invest $250 each. 

Regardless, you want a specific amount of money you need to raise 
and a limited number of spots for people to join.

Having an exact number is crucial because it explains WHY people should risk giving you 
money before a product exists.  
 
 

The Benefits
 
Founding members should get benefits nobody else will get.  They are 
taking a risk investing in something that doesn’t exist yet and so they 
should get extra rewards.
 
List everything you can to make the deal as sweet as possible. 
 
Here are some ideas:

• Free service for XX months
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• Locked in low price for life
• Free consulting from you
• Free training for their team
• Free implementation of the software in their business
• Direct access to your cell phone for instant service at anytime

 
Think of everything you can possibly do to help them and their business and spell it out in the 
benefits area.
 
The more you can offer, the better deal it will seem to the prospect.
 

The Catch
 
Truth is, anytime someone sees a really good deal, in their mind they’re 
always wondering, “So… what’s the catch?” 
 
Address that up front and tell them there is a catch…
 
If you’re going to give them all those killer benefits for such a great deal, 
you want some things in exchange.
 
Here are some examples of what you’ll want in return:

• Testimonials
• Case studies
• Referrals
• Feedback
• Survey info
• Patience as we get the first version built

 
The strategy here is to make “The Benefits” long and awesome and make “The Catch” short 
and easy for the prospect to do.  
 
Explain to them that you’re willing to create such a killer package for 10 people because, if 
you don’t raise $5,000, you won’t be able to build the software. 
 
That’s why they’re getting such a great deal. 
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Framing it this way makes prospects seem like they’re in the power seat and like they’re 
getting a great deal… all while you’re still able to raise the money you need and get the 
feedback and case studies to keep marketing your product.
 
Do it right and you’ll create a win/win/win all the way around. 
 

The Track Record
 
Asking for a sale is always easier after you have a track record.  If you can 
point them to anything in the past you’ve done or succeeded with, it will 
make the transaction smoother because they’ll trust you more.  
 
If you have a bigger track record, you’ll be able to make bigger deals 
happen with less effort. 
 
Examples:

• Endorsements from people
• Testimonials from past clients
• Press you’ve been featured in
• Past successes in business

 
Having a track record isn’t a necessity.  When I built Referral Squirrel I had no experience in 
the real estate industry what-so-ever.  And it didn’t matter.
 
Just know that, if you can do this once without a track record, this process will only get easier, 
and easier, and easier, to do over and over again. 

Dane told me how when he started he had no credibility, only 1 in 50 people ever questioned 
his track record. When it happened, rarely, Dane said, “You know what, I don’t have one, but 
I’ll work my ass off for you and I’m so positive you will be happy... and if I don’t produce the 
result I’ll offer you a full refund.’ Needless to say, he got the sale.
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The Guarantee
 
If you come up against a LOT of last minute resistance or hesitation, you can 
always offer a guarantee.  Tell them if they’re not happy with the product, 
you’ll refund their money.
 
This can be a bit scary because it really puts you in a pressure situation to 
deliver on your promises. 
 
But sometimes that’s exactly the kick in the pants we need to make things happen. I prefer to 
have my ass on the line.

Referral Squirrel Case Study  
How I Made $1K/Month in Two Days

Background:  Referral Squirrel was a company I built that helped Realtors get more referrals 
by partnering with local restaurants to send special deals to their ‘sphere of influence.’   I 
wanted to expand the business into Omaha, but didn’t have anyone signed up.  I couldn’t get 
realtors to sign up without restaurants on board... and restaurants wouldn’t sign up without 
realtors on board.  So I used this presell process to sign up 20 realtors in two days.  

The Pitch
I needed to go to restaurants with a list of 20 realtors who were already signed up and using 
our service.  Otherwise I wouldn’t be able to get any good deals from the restaurants for the 
realtors to send to their audiences. 
 
The Benefits
So if you sign up today, you’ll get:

• First month for $1 instead of $67
• Price locked in for life – It will never go up
• Free PDF on how to build your ‘Sphere of Influence’
• No contract or minimum commitment (like most services)
• You’ll get to influence which restaurants we partner with
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The Catch
I need you to sign up today without knowing what the first campaign is
 
The Guarantee
If you don’t like the restaurants we choose, I’ll refund your money
 
The Track Record
None
 
Using this system, I signed up 20 realtors for Omaha in two days at $67/month.

Now it’s your turn, get after it!

Want more?
Click Here and Apply To Become A Member Of The Foundation

You'll Learn How To Build A Profitable, Recurring Revenue Web Based Product 
in 6 months... Even If You Don't Have Any Ideas Or Development Experience.
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