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Hi Guys,

My name is Mark McRae.

I have been with ClickBank for over 17 years and 
sold millions of dollars through product launches 

and sales funnels.



We have launched over 70 products and release a 
sales funnel every month on average.

So today I want to cover….



How To Successfully Launch A
New Product Or Sales Funnel



At the end of the presentation I will give you a link 
to download the slides. I like to takes notes when I 
watch these things but the slides will be available. 



The first thing I want to bring up is that I don’t 
think product launches and sales funnels are 

working as well as they used to.



I think you need a new twist on them in order to 
keep them as effective as they used to be. 

I will talk about that later on.



And remember product launches and funnels have 
been around for a very long time.

Internet marketers did not invent them.



An Election Is A Kind Of Launch

The candidates is the product and the party is the brand. 







Funnels in the offline world are
typically called Pipelines.



Sales Funnel 101



Traditional sales funnel

Most sales funnels are some variation of this.



Sales Funnel. General Motors



Sales Funnel. Caterpillar



Sales Funnel. Dell



Sales Funnel. Coca Cola



Launches and funnels are just processes to convert 
people to customers.



People don’t remember much when they watch 
your VSL or read your sales copy.



THEY REMEMBER THE STORY (HOOK)



THEY REMEMBER THE STORY MORE IF YOU CAN 
ATTACH EMOTION TO IT… CAN YOU GET THEIR 

HEART RACING?



I would estimate that 80% of the success of your 
launch and funnel is directly related to how good 

the hook is.



Apple famously used a hook for the launch 
of the iPod several years ago: “1,000 songs 

in your pocket.” 

This wasn’t just a TAG line it became a 
mission statement. 



The Most Important Part Of The Launch And 
Funnel Is The Hook



Cosmopolitan – “50 Ways To Thrill A Man –
Warning By #18 He’ll Barely Remember 

His Name”



4-Hour Workweek – “The 4-Hour 
Workweek: Escape 9-5, Live Anywhere, 

and Join the New Rich”

As soon as people hear this title they 
remember it.



A lot of the hook will depend on whether you are 
the front man for the product, you hire someone 
to be the front man, or the product itself is the 

center of attention.



Let me give you some examples.



We have one person we work 
with who was a Marine. The 
TAG line for the product was

“NO ONE GETS LEFT 
BEHIND”

The story was that as an ex-Marine it was embedded in him 

to leave no one behind and regardless of how long it took 

he was going to make sure you got the results you wanted.



On another occasion we 
were working with someone 
who at one time worked on a 

potato farm.

The hook developed into a 
poor potato farmer who lost 
his farm in the 2008 financial 
crisis and how he fought his 

way back to success.  



Let’s say you are thinking of launching a product 
about the cure for diabetes. The Top results by 

views on YouTube were:  



The #1 Result was
DANGEROUS FOODS FOR DIABETIC PATIENTS.

That might turn into 

Three Deadly Foods For Diabetes And Three 
Foods That Could Help You Cure Diabetes in 30 

Days.

(The hook is that food can cure in a set amount of 
time.)



The #2 Result was
Yoga For Life - How To Cure Diabetes By Yoga -

5 Simple Exercises That You Can Do in Your Own 
Home That Can Cure Your Diabetes In Under 30 

Days.

(The hook is that exercise can cure diabetes.)



The #7 Result was
Kill Diabetes Forever In Just 8 Days Easy And Faster 

- Home Remedy

A Simple Home Remedy You Can Buy In Any 
Store That Will Kill Diabetes In 8 Days

(The hook is that a home remedy can cure 
diabetes.)



Next we need an empathy map:  



See

- How much harm diabetes causes the body.
- Others who have disabilities.

Say

- They are going to start exercising.
- They are going to start a diet.

Gain

- They will gain their mobility back.
- They feel better.

Think

- They feel tired all the time.
- They are in pain constantly.
- They feel spongy. Not themselves.

Hear

- They hear a cure is getting close.
- They hear how bad it can get.

Pain

- Neuropathy can cause sever pain.
- Diabetes can cause kidney failure.
- They could lose a limb.
- They could go blind.



Copywriters Brief (The more detailed the better.)
Good speaking with you yesterday John.
Here’s a brief of what I am looking for and some things you might find helpful. As you know I want 
to make a ClickBank product for the diabetes niche. I want to develop a hook around the idea of a 
home remedy they can easy source and mix at home.
The name of the product will be:
Diabetes Free In 8 Days
www.diabetesfreein8days.com
Here are some bullet points.
*Most diabetics are in some kind of pain or discomfort.
*There are two types of diabetes. Type 1 and Type 2. This is specifically for type 2.
*Most type 2 diabetics know they can cure themselves with diet, but they don’t have the discipline. 
This has to sound easy.
*The top three competitors in the market are www.aaaa.com, www.bbb.com and www.ccc.com. Of 
the three I like www.aaaa.com’s VSL the best.  I like the shock value of the opening and how it all 
flows.
*Three forums that are popular with diabetics are www.ddd.com, www.eee.com and www.ffff.com
you can pick up some of the common language used in there.
I have included an empathy map and some points you might find useful. 
The time line as I mentioned is three weeks but I would appreciate it if you would check in weekly 
with me.

http://www.diabetesfreein8days.com/
http://www.aaaa.com/
http://www.bbb.com/
http://www.ccc.com/
http://www.aaaa.com/
http://www.ddd.com/
http://www.eee.com/
http://www.ffff.com/


One of the most underestimated things in a launch 
or funnel is the name of the product or service.



The name can have a dramatic effect on 
conversion.



Band Aid

Bubble Wrap

Jet Ski

Breathalyzer

Chapstick 

Rollerblades

South Beach Diet

Raw food Diet

Cabbage Soup Diet

Ketogenic Diet

Mediterranean Diet

Kleenex



It’s actually very hard now to find a good name 
that has not been taken, but remember to do your 

checks.

Checks
www.google.com Check results, and images
https://www.namecheck.com General check
https://namechk.com social media
https://archive.org History check
http://www.bannedcheck.com Banned check
https://ctrlq.org/sandbox Adsense sandbox
https://www.youtube.com YouTube check
https://www.amazon.com Amazon check

Trademark checks
https://www.trademarkia.com World wide
https://trademarks.ipo.gov.uk/ipo-tmtext UK
https://www.dpma.de/english/ Germany
https://euipo.europa.eu/ohimportal/en Europe
http://www.wipo.int/portal/en/ Worldwide
https://www.uspto.gov/ USA

http://www.google.com/
https://www.namecheck.com/
https://namechk.com/
https://archive.org/
http://www.bannedcheck.com/
https://ctrlq.org/sandbox
https://www.youtube.com/
https://www.amazon.com/
https://www.trademarkia.com/
https://trademarks.ipo.gov.uk/ipo-tmtext
https://www.dpma.de/english/
https://euipo.europa.eu/ohimportal/en
http://www.wipo.int/portal/en/
https://www.uspto.gov/


Let’s Look The Mechanics Of A Launch



A launch, like a military campaign,
must be planned.



The better the planning, the more likely you are to 
have success.







The things that take the longest should be 
addressed first. For example we have physical 

products that need three – four weeks’ lead time, 
so we usually finish the product before we start 

planning the launch.



The pre-launch is a conversation.



Most of our traffic is bought through media buys. 

With media buys, we only have one chance to 
convert them, so we want to do everything we can 

to make sure we can capture the leads.





Because this split test is done using our own traffic, 
we expect a high conversion. At least in the high 

60% region.



The winner of the six-way squeeze page split test 
becomes the squeeze page we send the media we 

buy to.

The winning email is also the email we send to the 
media sellers.



The pre-launch is by far the most important part of the launch. 
I estimate 80% of potential clients will make up their mind whether 
they will buy your product during the pre-launch. That’s why you 
see sales almost immediately on launch day, even though there 

might be a 50-page sales page. 



As I said, the launch should be a conversation and 
this is when you can introduce your hook.



Let’s say you have three videos you want to release over 7 days.

- Video #1 might be the hook/story and why they should listen 
to you. There should be some kind of educational/teaching 
aspect to this. 

- Video #2 might be how the hook came to be. For example 
your rags to riches story. This should also be educational.

- Video #3 might be how you transformed from being poor to 
where you are now and how you can share those secrets with 
the audience. If you can make them have an ah ha moment 
then you have them.



It is seldom a straight line to as sale.



The last stage of the launch is launch day and that 
might be a VSL. I like to recap what was spoken 

about in the previous videos to remind them how 
much value you have given them already. 



Interestingly sometimes a long form sale page will 
out perform a VSL, so it’s worthwhile to test both.



10 years ago when you did a launch you kind of 
had a rule of the thumb of:

• First hour – 25% of total sales.

• First 24 hours – The same as the first hour, 
about 25% of sales.

• First 7-14 days – The remaining sales, about 
50% of sales.



That’s no longer the case. People know and 
understand how a launch works and to get the 
same results you need to keep the conversation 

going longer.



$1 Million Sales Funnel



Coming back to the earlier image.

• We need 12,000 emails within a one week 
period.

• Around 4000 will come from our list.

• The remaining 8000 we will buy through media 
buys.

• If the average cost per lead is $5, then we will 
need to buy approximately $40,000 of media.



How Do You Know When To 
Stop Selling?



When People Stop Buying!



Marketers will often tell me that they don’t like to 
carry on the launch for too long because they feel 

they are hammering the list too much.



That’s true if your emails are boring. 

But if you make every email exciting for the reader 
to read, they will continue to read indefinitely.



We found that the average number of newsletters 
someone subscribes to is more than 10.



That means that there are another 10 newsletters 
trying to have a conversation with your leads and 

prospects, as well as sell them each day.





Let’s talk about emails. 

I know a lot will depend on the size of your list.



For our main niche we have a list of about 250,000 
people. We take 50,000 of those each day and we 
send them a split test the day before we send to 

the main list of the remaining 200,000.



The 50,000 split test group are generally not our 
best group because we want to save our best 
emails for the best groups. We have our lists 

divided in four categories:

• Buyers

• Funnel buyers

• Group A (taken some kind of action recently)

• Group B (just joined)

• Group C ( older leads)



I have my own copywriting team, which I 
consider to be the best working copywriters 

in the market today.



To test our emails we have three different 
copywriters write three different versions of an 

email to send to the test list.



I want to see at least a 10% margin to be 
statistically significant.

Subject line

Writer A = 3% open rate

Writer B = 8% pen rate

Writer C = 6% Open rate

Winning margin = 33.33%

Copy

Writer A = 21% CTR

Writer B = 15% CTR

Writer C = 24% CTR

Winning margin = 14.28%



I want to see at least a 10% margin to be 
statistically significant.



We would then match the best subject line to the best performing copy if 
appropriate and send to the main list of 200,000.

Worst performing sub line @ 3% of 200k = 6,000

Worst performing copy @15% of 6,000 = 900

Best preforming sub line @ 8% of 200k = 16,000

Best preforming copy @ 24% of 16,000 = 3,840

Testing drove an additional 2,940 people to the VSL.

How much is that worth?

We don’t send to buyers until they have enough time 
to consume the previous products they bought.



For years we used to mail at 8am – 8:30am, but now we 
find 10am is the best time and if we email twice, the 

second goes out at 8pm. 

10am Monday
10am and 8pm on Tuesday

10am and 2pm on Wednesday
10am and 8pm on Thursday  

10am Friday
10am Saturday
10am Sunday



We also constantly monitor the performance of the 
copywriters to see how they are preforming over 
time and how much they make for the company. 



Testing different backgrounds can improve 
download rates by over 100%.



We Track The Different Grades Of our Lists



We Track Our Historical Sales page Conversion 
Rate For First 7 Days



How Many Emails Per Day Leading Up To 
Launch Is Very Important



How Many Views Is our YouTube Channel 
Getting?



Opt-ins: 
We monitor the daily opt-ins during a launch to see that 
they are meeting our minimum expectations for what we 

know to be a base number for a successful launch.



Comments: The number of comments 
for the pre-launch.



We keep an eye on the number of affiliates who 
join our launch and compare to previous launches 

on a daily basis.



We also keep track daily of our Alexa ranking. We 
call this the social pull. The lower the Alexa ranking 
the better - and compare that to previous launches 

during the same day of the launch.



Facebook: We monitor our likes and subscribers 
daily to look for increase in both as we head into 

the launch.



Similar with YouTube: We monitor the daily views 
and subscribers and compare engagement with 

similar past launches.



Here are some tips to increase 
your revenue.



Identifying people who abandon the sales 
process and emailing them can increase 

sales by as much 30%.



Abandon Video Exit Pop

If they leave the video, offer them a text version.



Interestingly, if they leave the VSL and select to 
read the text, the conversion rate is 

roughly double.



Abandon Cart

You might have your own page before they get to 
the order page, and that could be used as an 

abandoned cart page. Or you could use the actual 
order page.



You can have a short three-email sequence once 
you know they reached the order page but did 

not buy. 



The first two emails might be to encourage them 
to complete the order and the last might be a 

discount with a 24-hour time limit on it or some 
kind of discount coupon. 



To extend the launch we have tried adding 
bonuses at the rate of one a week.



To break it up we have also continued the 
pre-launch conversation by taking them back to 

the pre-launch content and adding another gift or 
more content.



Next I am going to show you an example of one 
of my automated sales funnels.



The best way to show you this is to walk you 
through the various steps of the funnel.



First I will explain the numbers, then the process.



















So let me ask you…

If you had a sales funnel that made

$110,726.67 per year…



X 2

X 3

X 4

X 5

X 6

X 7

X 8

X 9

X 10 = $1.1 Million



OK let’s move on.









Don’t get scared with this next slide.







One thing I have learned as time has gone on is to 
trust my own stats. Use what you learn from others 

as a starting point, but track your own stats and 
trust them to help you make decisions.





But it all starts with the 
basics.



Three Things To Remember

1. Make your hook interesting and memorable.

2. Plan as much as you can beforehand.

3. Monitor your stats and conversions and be 
flexible and ready to adapt. 



Conclusion
Unless you have some kind of process to make 

sales, you can never scale your business or build 
consistent, predictable profits.

A well thought out and designed sales funnel, with 
metrics that are constantly monitored and 

improved upon, has proven to a be a fundamental 
tool in building a business.



I hope you found this presentation interesting. I’m 
going to answer any questions in a minute.



www.strategicempire.com/launch.php

mark@strategicempire.com


