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START HERE

Rob Cornish

Congratulations!
You just made a very wise decision by downloading this special report.
Its purpose is to help you make money quickly and easily.
How?
By arming you with a number of extremely powerful techniques that attract
attention, engagement, clicks and conversions like a magnet.
The techniques in question are called “Pattern Interrupts” (hereafter “PIs”).
Here’s why PIs are so great:
 They’re easy and simple to understand
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 You can use them to sell your own products, affiliate products, get
more qualified leads, build your email list, more clicks on your ads,
virtually anything that is conversion focused
 They’re very quick to deploy (think minutes, even seconds
sometimes)
 They don’t require you to change everything in your existing set up,
instead you can just conveniently “insert” them
 Not many marketers use these techniques or are even aware of
them, which gives you a big advantage over them
Personally, I’ve seen some fantastic results in my own business using the
techniques in this report.
So I’m very excited to be sharing this with you.
However, before we get stuck in I feel compelled to give you a warning.
Actually, make that 2 warnings…

WARNING #1
Hopefully you saw on the sales page that I warned against using the
techniques in this report for any “shady” activities.
That includes, but is not limited to, “get rich quick” offers and pressure
sales tactics (online or offline).
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To be blunt, I don’t want to be associated with anything like that.
The PI techniques in this report are powerful and work on a psychological
level, so by downloading and reading this report you are implicitly agreeing
to only using them for “good.”
“Good” is defined as using the techniques to get more quality products into
the hands of customers who need them.
That’s a win-win: you make cash and customers receive the help they
need.
Anything else is a big no-no.

WARNING #2
If you look up “Pattern Interrupts” in Google you’ll see a strong connection
with NLP (Neuro-Linguistic Programming).
PI techniques are also used in hypnosis, therapy (e.g. treating selfdestructive behavior), magic and dating.
We’re not concerned with any of those things here.
So, sorry, but I won’t be showing you how to “NLP” the parking attendant to
let you off that ticket, or seduce a member of the opposite sex ;-)
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Also, you should know I haven’t even studied NLP myself and actually, PIs
pre-date NLP anyway so although there is a strong connection, PIs are
actually an independent subject.
To be clear, this report is purely focused on how to use PIs quickly and
easily in our marketing to sell more quality products and services.
All good?
Great!
Let’s dive in…

What Exactly
is a PI?
A PI is a technique that:
 Gets people’s attention by disrupting (i.e. interrupting) the normal flow
of events that are expected
 Disarms people, or throws them off balance, so they are more open
to accepting new ideas and are less likely to resort to their in-built
defense mechanisms
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Example 1: Imagine someone arriving at an online sales page.
They know it’s a sales page so their default mindset is guarded, skeptical
and defensive.
A well placed PI will break or interrupt that mindset so the prospect’s guard
comes down and they are more likely to buy.
(When we put it like that you can see why it’s so important to use PIs
ethically).
Example 2: Imagine someone clicking play on a video.
They’ve watched thousands of videos before and so they have an
expectation of what is going to happen.
A PI at the very start of the video throws them off balance, “resets” their
expectations and creates huge curiosity.
So instead of clicking away after 10 seconds (which is what happens with
most videos), they carry on watching and become engrossed in the
content.

BUT, Always Remember…
1. A PI should never be forceful or aggressive
It’s not about being shocking or crazy, such as sounding a loud horn in a
video or by shouting.
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That might grab attention for a second or two, but it certainly won’t create
engagement.
Instead PIs should be subtle and delivered with finesse.
You’ll learn exactly how to do that in this report.
2. Use PIs carefully and sparingly
Remember they are all about the unexpected.
If you do the unexpected all of the time, then you’ll start to lose
effectiveness.
You also need to use them in the right places for maximum effect.
Again you’ll learn exactly how to do that in this report.

A Quick Note On Links:
I love learning by example so I’ve included many in this report. Where possible
I’ve also linked out to the sources to properly credit the authors and for your
convenience.
However, as you know, the web is constantly changing so if you find dead
links then please understand that’s simply beyond my control. Use Google to
search instead, you might find a new URL to the same piece or perhaps
something brand new and useful instead :-)
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PIs 101:
A Classic Example
I’m sure you’ve already seen this on the sales page for this product.
But it’s worth just taking a moment to review it again because it actually
contains a number of key factors that you can use as a benchmark for a
good pattern interrupt.

9

© Rob Cornish & GainHigherGround.Com

10

© Rob Cornish & GainHigherGround.Com

Once you read the text at the bottom it’s pretty easy to see how this works:
1. Capture attention
The ad completely breaks the expected pattern of ads. Even better, it does
this with a simple picture and one single word.
Powerful and also very simple and quick for the prospect to take in – all the
best PIs have these attributes.
2. Create engagement
The reader feels an uncontrolled urge to find out why on earth VW seem to
be disrespecting their own product.
Again – the best PIs create a real compulsion in the prospect to find out
more.
Don’t forget to take a moment to read the text below the ad.

The Impromptu
Start
Think about the typical start to a marketing video.
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“Hello, John Smith here and welcome to this video. Over the
next few minutes I’ll be sharing how to achieve X, in Y days
or less, without having to struggle with Z.”

Not bad really - it has a benefit driven headline built in and preemptively
handles some objections that the prospect might have.
You can certainly do worse.
But for a prospect who has viewed hundreds, perhaps thousands of
marketing videos, this is nothing out of the ordinary. It basically follows the
general pattern that they would expect it to.
Let’s contrast this with an Impromptu Start.

Voiceover: “Right, we’re staring at a blank desktop right now so let me just
pull up the presentation for you…”
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Voiceover: “Okay, welcome along and over the next few minutes I’ll be
sharing how to achieve X, in Y days or less, without having to struggle with
Z.”
See the difference? It’s literally just a few seconds at the start where we
bring up the presentation then straight into the same big promise.
This creates an “on-the-fly” or unrehearsed feel to the video which makes
the video feel more real (as opposed to a heavily edited and professional
format that can sometimes feel contrived).
There are lots of ways you can do this, showing the desktop is clearly just
one approach, but really the main tip is just to be natural, don’t plan too
much and be happy if the start of your video is a little “rough around the
edges,” because this can give you the perfect PI!
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Sorry, You’re
Screwed.
One of the main expected patterns in any sales message is that “you can
get XYZ result.”
You can make money, lose weight, become more productive, cheapen your
utility bills, live off the grid ... whatever.
So by breaking this expectation, we can create a very powerful PI.
A great example is from public speaking and personal development expert
Andy Harrington.
The topic of this particular presentation was, “How to put on your own live
events.”
Let’s look at the opening he uses:
Andy: “Raise your hand if you are here because you want to put on your
own events please.”
[Andy raises his hand; audience members follow]
“And raise your hand again if you want to make a lot of money for putting
on those events please.”
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[Andy raises his hand; audience members follow once again]
“You’re screwed.”
[Audience Laughs]
“And let me tell you why. Because everyone makes that mistake. And the
mistake is to think that you can put people in a room and make money out
of it.”
Andy then goes on to explain how you need to put other things into place in
your business and only invite qualified prospects to your live events and not
people who have never bought anything previously.
Now clearly this technique can be used in videos, webinars, or indeed on
stage as Andy did.
Let’s summarize the steps:
1. Ask if people want to learn how to do something
E.g. put on live events, lose weight, become more productive
2. Ask if people want to get a certain benefit from this
E.g. make money, feel great and look good, spend less time working
and more time with your family
3. “Sorry you’re screwed”
Or more appropriate language that conveys the same message!
4. Explain WHY they are screwed
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And why most people make this mistake too
5. Create engagement with a promise
Specially, by saying that you’ll not only show how to avoid the big
mistake but also get the desired result without suffering other
problems that most people fall foul of.
Again, as always with any great PI, we first grab attention and then create
engagement.

Inverted Slides
This is a purely visual PI and is a great way to punctuate the main points
you want to deliver.
Here’s an extract from one of my presentations, delivered on stage to a live
audience (although this will obviously work in online videos, webinars etc.):
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As you’ll see I’ve inverted the 3rd slide (bottom left).
In this particular presentation there are a total of 12 separate section title
slides like that.
They pop up every 3-5 slides and recharge the audience’s engagement by
using this simple visual PI.
Now, talk to any copywriter or web designer and they’ll tell you that
“inverted text” like this can be a bad thing.
That’s true – you certainly shouldn’t use it for everything.
Like me you might be old enough to remember the early days of the web
where this kind of thing was the norm:
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And that’s a fairly easy to read example. Many were so much worse!
But of course that’s not what we’re doing here at all – one slide every so
often is absolutely fine especially as it’s a section title with very large text
that is easy to read.
It’s a great technique for grabbing and retaining attention right throughout
your presentation.
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Staccato T.E.X.T
You can see the effect of this above.
It’s a great eye-catcher to draw people’s attention to important parts of your
sales page, squeeze page or blog post.
Personally, I like to use this technique for section headlines on the sales
page (the big bold text that you see as you scroll down the page).
For example:

And Here’s the S.E.C.R.E.T
…or…

The R.E.A.L Reason I’m Doing This
Which, by the way, is a highly effective sub-section title for explaining why
you are putting this valuable information into a product and/or selling it at a
low price – very eye-catching!
You can also use the staccato PI technique on words as well. Here’s good
old Volkswagen using this in another of their ads:
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( Source )
To introduce a bonus for your offer:

But. That’s. Not. All.
Or on a sales page, squeeze page or blog this is a great sub headline:

Fast. Simple. Effective.
The words above also work very well as an email subject line.
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But if you’ve already got a nice subject line, try it in the first line of the
body copy.
Here’s an example I sent to my list which had a great open rate and
engagement rate (measured by the responses):

Autoresponder
Welcome Email
The “welcome” email is the email that gets sent, automatically, to your
subscriber when they join your list by signing up at your squeeze page,
blog or after they’ve bought one of your products.
I’m sure you’ve received hundreds of welcome emails from internet
marketers, ecommerce sites and even big companies like gas and
electricity suppliers.
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This is a PERFECT place to introduce a pattern interrupt, especially
because the welcome email is such a great opportunity to begin cementing
the relationship you have with your new subscriber.
I’m sure you can picture a typical welcome email. What you normally
expect to see is something like this:

SUBJECT: Your PDF download
BODY: Thank you for requesting your free copy of the [XYZ] report.
Please click here to download it
I hope you enjoy it. Please watch out for some emails from me in the next
few days where I’ll share some further great tips with you!
Kind regards,
Rob.

That’s fine. Nothing wrong with it and many businesses, including mine,
have made a lot of money by having something like this in place.
But, it’s so standard. Really, nothing out of the ordinary.
So let’s change it slightly.
For the original inspiration behind the following welcome email layout I want
to credit Frank Klesitz of Vyral Marketing.
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SUBJECT: Your PDF Download (and fast track option)
BODY: Hi [FIRST NAME],
Thanks so much for requesting your copy of [LEAD MAGNET NAME] …
Please Click Here to Download It To Your Computer
As you know, my name is Rob Cornish and with your permission, I’ll send
you a few important tips on [PROSPECT’S CORE DESIRE] over the next
few weeks via email.

Fast Track Option
If you don’t want to wait and are keen for [CORE DESIRE] as soon as
possible then please click here for the fast track option.
You won’t find these strategies and tactics anywhere else online.
Inside, you’ll also discover:
+ BENEFIT 1
+ BENEFIT 2
+….
Here’s the link again for the fast track option.
All the best,
Rob
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Big difference, right?
Two important points on the above:
1) The PI is given visually with the personal picture half way down the
email. Eye catching, unexpected and perfect for building trust in the very
first follow up email you do with your new subscriber.
2) When people sign up for your list, it’s a great time for offering a “fast
track” solution – your upsell or “one time offer.” This is a lovely way of doing
it in a nice, friendly, non-pushy yet assertive way.

Caveat Headlines
This is one PI that I love to use.
It’s extremely powerful as the main headline, say at the top of your squeeze
page – a big opt-in booster.
But it also works very well as a sub-headline further down the page –
especially when you want to make prospects who are “scrolling and
scanning” pause for a moment to focus on a particular benefit.
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Here’s an example of exactly that from the sales page of interrupt-2PROFIT:

As you can see, the red asterisk (*) is the big pattern breaker here.
It’s extremely eye catching and creates immediate curiosity - the prospect
just has to read the text below to find out what the (*) means.
But it’s not just the visual effect of the asterisk.
It also works by tapping into the preconditioned response we all have when
we see those financial services ads which have small print like “your house
is at risk if you don’t keep up repayments.”
People are always looking for the “catch” or, as I call it here, the “caveat.”
It also allows you to create punchier headlines.
The example above used the phrase “Instant Solution.”
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But as great as pattern interrupts are, they aren’t “instant” - really, nothing
is.
So I used the Caveat Headline PI to caveat this phrase and be more
specific about how quickly they can actually be implemented (most of the
PIs in this report can be implemented in “1-5 minutes,” or even “just
seconds” as per the headline).

Questions
Done in the right way, questions can act as truly powerful PIs.
This is mainly because they cause the prospect to stop and think –
something that most marketing fails miserably at.
In my personal “copywriting vault” I have a sales letter template I wrote
some time ago that goes as follows:
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[HEADLINE GOES HERE]
Dear Friend,
Let me begin by asking you a question:
In the past 4 weeks have you personally experienced any of the following?


[BULLET POINT LIST OF PROBLEM SYMPTOMS…]



E.g., Headaches



Lack of sleep



Distraction, never seem to get anything done



Frustration



Tried many methods still failed



Etc.

So instead of talking at your prospect, as most sales messages do, you are
immediately focusing on them and getting them to feel and acknowledge
the symptoms of the problem they have.
It’s a bit like a visit to the doctor: he or she first asks about the symptoms,
then offers the solution.
Questions can be presented in a more graphic way too, and TIME
magazine has been truly excellent at this over the years:
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As you can see it’s important to make the question controversial.
PI questions are also fantastic in email subject lines too. I’ve tested a lot of
these myself, and here are some of the ones with the highest open rate (for
me in the IM niche that means 20% or higher):
 Do you have 10 seconds?
 Can I be your first customer and JV partner on this?
 Is affiliate marketing dead?
 Friday Quickie?
 The best website I’ve EVER seen?
 Do you remember this? I’m impressed…
 See this?
 Can we meet in London in mid-October?
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Feel free to just copy and paste these yourself.
But also, as with any of the PIs in this report, if you can take onboard the
core ideas behind them then you can start coming up with unique variations
of your own as well.

Mock the Norm
At any point in time there are various marketing trends that are happening
which can be great to build PIs around.
Here are a few since I began online in 2010:
 WSOs (Warrior Special Offers)
 Rise of JVZoo
 Pinterest
 Automated Webinars
Another one I could have mentioned is Facebook Ads. For quite a period
Facebook seemed to be filled with ads featuring various fluffy animals.
Red Square mocked this with their ad:
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According to this article the ad really outperformed!
When you sense a fad, bubble or certain euphoria around a given trend,
think about creating a PI that questions, challenges or mimics it in a fun or
amusing way.
This doesn’t only have to apply to passing trends and fads though. There
are many practices and conventions that have been going on for years that
you can build PIs around.
One example I love is from Simon Coulson (an incredibly successful UK
marketer) who mocks the “value stacking” that is done in so many sales
presentations.
Value stacking is where marketers add up the notional values of their offer
and then discount them.
I’m sure you’ve seen it many times:
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“VALUE STACKING” …
Module 1: Quick Start ($47 Value)
Module 2: The 3 Secrets to Success ($37 Value)
etc.…
PLUS… By acting today, you also get:
BONUS #1: Checklist/Cheatsheet ($17 Value)
BONUS #2: Easy Reference Mindmap ($12 Value)
BONUS #3: Done-For-You Plans/Templates ($97 Value)
That’s a Total Combined Value Of ...

Well Over $467!
But you’re not going to pay anywhere near that.
Your Price Today:
Just $47

Even though this technique is used so much, it still works.
The psychological effect of “anchoring” the price expectations at a high
level, then discounting them is incredibly powerful, even when people
consciously know that it’s happening.
This said, its frequent use makes it a prime candidate for making fun of ;-)
And that’s exactly what Simon does.
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It goes something like this:

Here’s What You Are Getting:
Main Training: $1,997
Bonus 1: $500
Super Bonus 2: $2,000
Even Better Awesome Bonus 3: $5,648
And this all adds up to

$1,374,582.37!
The ridiculously high price gets a laugh every time and a brilliant way to
recapture attention in a fun way.
It also says, “I’m different.” Which in itself is a superb trust builder.

Weird
This is one to be quite selective and careful with.
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I also think it works best when you have a captive audience. So it’s
definitely best used at a live event rather than in an online video.
I can’t for the life of me remember who this was (let me know if you’re
reading this) but I remember being at a seminar when the speaker started
up with something like this:

[Speaking VERY slowly and in a dull voice]
“Er …. hello, I’m David and over …”
[Bends down to pick up water]
“… the next 90 mins”
[looks around] ….
“Ah just forgotten my notes… SORRY, sorry, sorry…”
“We’ll be having you do some …. well, exercises…”
[Walks to the side of the stage … returns to podium]
“….. JUST KIDDING!”

In the 20 or so seconds he was doing this the emotions of the audience
(including mine) moved from:
1. I wonder if I’ll enjoy this speaker?
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2.
3.
4.
5.
6.
7.

Mmmm… problem with finding his notes?
What is this guy on?!
Oh no, a whole 90 minutes (!!!) this is a going to be a nightmare
I need to get out, how can I leave the room without standing out?
…
Ah, it’s a joke! Massive relief and an instant liking for the presenter.

Now, as pointed out above this is not for the faint of heart because it clearly
needs to be executed very well.
However, I wanted to include it because it’s a huge PI and when I saw it
done it worked fantastically well.
Again, at least keep it in mind as you might get an opportunity to adapt it or
use it in a modified way in your marketing.

Crazy Ads
First, if you are easily offended then I recommend you skip this section.
(It’s really not that bad but I know from receiving, “I’m offended and I have a
right not to be” type emails, it’s better to be safe than sorry).
Here are some examples to give you an idea:
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( Source )
Now obviously you can go “all out” risqué with it if you want to. Or, if you’re
like me, then tone things down a little.
Either way, the best way of getting inspiration for images and text copy is
simply by looking at existing examples and adapting them.
Luckily, Google is packed with these :-)
Try searching for:
“wtf Facebook ads”
“funny Facebook ads”
“crazy Facebook ads”
After searching, click on “Images” to view the examples.
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The Warning
A great place to use a warning PI is right at the start of a sales video.
These have been used many times by marketers, but a great example is
the opening slide of the sales video for Thrive Content Builder:

( Source )
The voiceover audio used over this slide is:
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“Warning! After seeing what I’m about to demonstrate here you might
never be able to see WordPress in the same way again. Seriously, I
might ruin a certain aspect of WordPress for you here. You’ve been
warned.”

Another video example, this time from Frank Kern, starts with this:

“STOP! This video is different from what you are expecting. It’s NOT a
sales video. It’s actually the opposite. It’s designed to help you for free.
And I’ll tell you why in a minute… But first let me tell you what you’re
getting for free...”

In both cases there is a big grab for attention and a lot of curiosity to keep
watching.
You don’t have to use video to deliver a warning PI though.
Text is just as powerful.
Here’s an example from supremo-marketer Matt Bacak:
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( Source )
Take a moment to read it through.
It’s really 2 PIs – the warning graphic and then the headline below it.
You can model this approach for yourself by choosing a hook or “concept
phrase” for your promotion.
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Matt used the concept of there just being 6 seconds available to grab your
subscriber’s attention and make a sale.
For you, the “6 Seconds” could become:
 “5 Days.” – The average number of days people try to quit smoking
before they fail. (Stop Smoking Niche)
 “68.7%.” – The percentage of the population who suffer from stress.
(Personal Development Niche)
 “6 Ounces.” – The minimal weight loss that dieters lose. (Weight Loss
Niche)
 “Tomorrow.” – A word which delivers the concept of procrastination
(Productivity Niche)
 “$0.00” – The average amount earned by most people in internet
marketing when they get sucked into “get rich quick” schemes.
In each case you are setting out the big point of pain that the prospect
faces.
Then you transition into why your product or free lead magnet download is
different and will help them solve this problem.
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Common Enemies
& Secret Fears
A very effective way of acquiring and retaining attention is to play on a
secret fear that most of your prospects have.
In money making niches this secret fear is often that the “gurus” are not
telling the truth.
For example, you’ve probably seen a headline similar to the one below at
some point:

Why You’ve Been Lied to By The Gurus.
And How to Turn the Tables, Starting Today
This type of message can be incredibly powerful as it strikes at the
prospect’s core emotions (not their logical brain).
In some niches there are very prevalent fears that are openly talked about.
For example, in the survival (or “preparedness”) niche, one of the biggest
fears is of the introduction of restrictive gun laws.
Take a look at the follow example. It plays heavily on this fear and also
combines that with another warning PI at the start of the video:
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( Source )
In other niches the fears can be a little less obvious and rarely talked about.
But they are no less powerful by any means – often these “secret fears” are
even more potent.
Here’s a great example, created by top copywriter and product creator
Chris Haddad.
The prospects are women looking to improve their dating and relationships:
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( Source )
In the forex (currency trading niche) it could be that the professional traders
have a huge advantage, so it’s actually impossible to earn money as an
amateur trader working at home.

Abstract Images
42
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There’s a good chance that you’ve seen this type of PI before, especially at
the beginning of Video Sales Letters (VSLs).
The basic formula is to use an image which appears to have absolutely
nothing to do with the topic of the presentation.

( Source )
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The screenshot above is of the sales video for a product in the personal
development niche.
Audio used over this slide:

“THIS is a picture of a camel. And in a matter of minutes, you’ll discover
why this Camel holds the SECRET to you living the rest of your life in
luxury.”

Viewers are thrown off balance and want to keep watching in order to find
out where the abstract image fits into achieving their goals.
In the example above, the camel lives in the Egyptian desert which is the
place where the “Secrets of The Kings” (the name of the product) come
from!
You might think it’s a bit far-fetched but remember, by the time this is
revealed much later on, the viewer is already absorbed in the video and
engrossed in the content.
There are successful examples of hamburgers, chickens and all sorts of
other images being used at the start of videos in an identical way. Again,
these images are later connected to the prospect’s problem or the solution
provided by the product.
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Rhythmic Emails
I think this works best for emails but you can definitely port this PI to most
other kinds of textual copy, too.
Without realizing it, I’d been using this technique (sort of!) in my own email
marketing for quite a while.
However, it wasn’t until I’d read Norma Rickman’s eBook “Emotional Hot
Buttons” that I really understood what I’d been doing.
Like with most PIs the formula is straightforward:
1) Establish a rhythmic pattern in your email copy
2) Suddenly break that pattern
Don’t be tempted to underestimate how effective this can be - I’ve had
some fantastic sales conversions from using this.
So has Norma, and she’s kindly agreed to let me reproduce one of her own
emails that achieved a 29% conversion rate:
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Subject Line: What is a Dream Niche?
Body Copy: What's a Dream Niche?
It's an untapped highly profitable niche.
It's a niche that not everyone and their dog have already entered.
One that starts making you money in short order.
So . . .
How do you get the edge in a niche market?
How do you find the keywords everyone else overlooks?
How do you get lightning fast rankings?
In other words--How do you find a dream niche?
You stop doing what everyone else is doing.
You stop relying just on keyword tools to find great keywords.
You stop looking at sheer number of back links as a ranking factor.
You start using your brain instead

Now, let me hand over to Norma for an explanation of what’s going on:
‘You’ll notice that I start many of my sentences with the same word. Using
repetitive words creates a rhythmic pattern that is pleasing to the ear.
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When you suddenly switch it up midstream, it makes the reader mentally
shake their head and say, “Whoa! What’s going on here?”
I use “How do you” in four consecutive sentences and end the sentences
with a question mark. To make the pattern interrupt even stronger, I put
the next line, “You stop doing what everyone else is doing” in italics and
end it with a period.
Next, I use the words “You stop” twice more. As soon as the reader starts
to expect the words “You stop,” since they have now seen them three times
in a row, I change it up and write “You start using your brain instead” and
emphasize it in italics.
This last line works on a couple of different levels. It interrupts the “You
stop” pattern, but it also uses another tactic called presupposition. If you
are an internet marketer, the expectation is that you need all kinds of
keyword tools to find great keywords. But instead of being told that you
need the latest whiz-bang keyword tool, you are told that what you really
need is to “...start using your brain instead.”
Speaking of “start using your brain instead...” that brings up something
else I did in that email. By using that particular phrase, I implied that if my
reader was a “cool kid,” they’d purchase this product to get a leg up on
those using expensive keyword tools.’
A great one there Norma, thank you :-)
You can visit Norma’s website here: http://normarickman.com
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Lumpy Mail
You might think that direct mail (i.e. sending your marketing message by
snail mail) is outdated and a waste of time.
Well, it’s true that most marketers don’t do it.
But it’s also true that some of the wealthiest marketers in the world use
direct mail as a key part of their marketing.
There are various reasons for this (well beyond our scope here) but one of
them is the open rate.
Whereas in most niches email opens rates are typically 10-30%, the
numbers for direct mail are massively higher.
And a great way of boosting the open rate even further is to include a
physical object in the mail piece so the prospect is more likely to open it.
Hence the name given to this PI – the mail piece literally becomes “lumpy”.
But what kind of object can you use to make the lump?
The object can be of practical use, like a free pen, or alternatively it could
be an item that fits in with the marketing message you deliver in the
accompanying letter.
Examples:
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 A bottle with a message inside that explains they won’t be left
“stranded” with your help (but might be by another company)
 A seed packet to indicate that your product or service can help them
grow their business
 A bag of shredded money with the message that they are currently
throwing away money without your product/service
If this all sounds a little bizarre to begin with remember this goes on all the
time and millions are made with these strategies.
Like any PI it’s all about attention (getting people to open the mail) and
engagement (curiosity about the item to read the marketing message).
This all said, there is a great deal on Google here. Try a search for “lumpy
mail” or “3d mail” or “lumpy mail ideas.”
Even if you don’t plan on using direct mail in your business any time soon,
it’s useful knowledge to have so I’d highly recommend you take a quick
look.
You’ll even find companies who specialize in lumpy mail too:
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( Source )

What Were We
Talking About?
PIs are very effective in conversations.
Sales conversations with potential customers yes, but also personal ones
with friends and family, too.
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The time to use a PI in a conversation is when you sense that the
conversation is heading in the wrong direction.
For example:
 The discussion feels like it’s getting a bit “heated”
 The other person is getting hung up on a particular point of detail or
objection
 General confusion and original topic of the conversation has been
lost

In these situations, you can create a pattern interrupt in a number of ways:
 Temporarily changing the topic: “Oh, by the way, did I let you know
that…”
 Excusing yourself to the bathroom
 Propose a break, saying, “Let’s have a quick coffee, do you take
sugar?”
Depending upon the environment there are countless ways to create a
break in the current discussion.
A break of even a few seconds allows you to reset the conversation.
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You can then propose to pick up where you left off, “Okay, now what were
we saying again?”
Or you can choose to take the conversation in a completely new direction.
It’s a great way of gently switching an unproductive conversation into a
productive one.
As Alan Gordon from BigBookOfSales.Com points out, this PI has been
used for centuries:
 Abraham Lincoln would say "That reminds me of the farmer who had
a reluctant ox..."
 Lawyers drop some books on the table to break a tense moment.
 Back in medieval times the court jester would inject some humor to
ease a tense situation.
By the way, Alan’s work is excellent and with regard to PIs you might like to
check out one of his YouTube videos here:
https://www.youtube.com/watch?v=u-YQWI_WA9Y
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How to Create Your
Own Pattern
Interrupts
As with all marketing, the first rule is to find other successful PIs, think
about what they are doing and how they work, then emulate them in your
own marketing.
There are many example reports but watch out for useful PIs on your
travels around the web.
 Emails in your inbox
 Videos you watch
 Sales pages you visit
 Lead magnets that you download
If you are struggling to think of a PI to use, then remember it doesn’t have
to be amazingly clever.
Even something which is slightly unusual and out of the ordinary can go a
long way to capturing attention and disarming the prospect.
For example, do something unusual at the start of your video:
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 “Grab a pen. I want to share something with you really quick.” (Frank
Kern has used something similar to this)
 “Hold on a minute. Enough is enough. This is MADNESS!”
 “Let me start this video by giving you a big, long backstory about
myself. Just kidding! But seriously, isn’t that how most videos start?
This one is different…”
Or in your email subject lines:
 I WRECKED the front wing and driver’s door
 Death of the Warrior Forum
 He talked me out of it
 [What the ...] Shocker
You can even create PIs in your prices. For example, I charge $12.95 for
one of my front end products (www.wpspybar.com) instead of a more
common price point such as $7 or $17.
And of course you can actively search for new inspiration using Google.
I’ve made suggestions for various Google searches in various places within
this report.
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And Finally….
If you’re not easily offended (can’t be too careful) and in the mood for some
potential amusement:
Go to Google.com > Search for “wtf book titles” > Click on “Images”
All the best,

My blog: www.gainhigherground.com
Members Area: www.gainhighergroundmembership.com
Support: www.gainhigherground.com/contact
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