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Chapter 1

Anatomy Of A Sales Letter

In this video,we’re going to talk about the anatomy of a long form sales letter. We’reactually
gonna talk about a hybrid long form sales letter which is proven toconvert a lot better than just a
regular long form sales letter. It’s a timetested and proven structure that’s going to guide your
prospects through thepurchase decision.

Let me tell yousomething. Creating the sales copy for your sales page is an important part ofthe
process. As a matter of fact, the process doesn’t even begin if the salescopy isn’t effective. It’s
not just the sales copy, it’s a whole lot of littlepieces to the puzzle that have to come together
properly on that first page.

Unfortunately,people don’t give this part of the product creation process enough attention.They
spend so much time creating the product itself, doing the research,creating the member’s area,
the download page, the payment buttons, all thatjazz that the buyer’s going to see after the
purchase is made. And then, whatthey do is they get to the last step and they leave the sales
page for last andthen throw something together. They realize oh well, I got to make a salespage.

They make thissales page and they literally defeat the purpose because if the sales pagedoesn’t
work, nobody is even going to see all that beautiful product creationthat you just worked so hard
on for all that time. It’s a very, very importantpage. As a matter of fact, I know a lot of people that
before they even createa product, they create a sales page or at least the outline for the sales
pageand they literally use the sales page as a wishlist of what they want theirproduct to be. They
kind of reverse engineer the process. That’s a verypowerful way to really make a sales page
that’s going to grow as your productgrows.

What I'm goingto focus on here is the key elements, the specific things that you need to
haveinside of your sales letter. You're going to change them around, you're goingto test things.
There is no set and all be all strategy formula that will workin any scenario for any audience and
any product. It’s just impossible topredict exactly how any particular source of traffic is going to
respond to anyparticular sort of sales copy for a particular type of product. It’simpossible. There’s
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just way too many variable.

I’ve tested andproven that what I'm going to show you now, this structure, these elements
haveworked very, very well for me.

A hybrid salespage is likely to increase the amount of sales that you're going to make.Hybrid
combines long form sales letter elements with a video in the deck. It’skind of like a hybrid, a
combination of a video sales letter and a long formsales letter.

The deck, ifyou're wondering what the hell is a deck, that’s the most important part ofyour page at
least visually to get people to stay on the page. It’s what theysee first when they first land on your
page, the deck is the top six inches ofthe page. The part that’s visible on their screen without
them having toscroll. It’s visible on their screen whether they’re on a laptop, or on an HDscreen,
it’s the top part of the page. What they see there will determinewhether or not they continue
reading the page or whether they surf away.

Thereforevisually, that is a very, very important part of your page. It’s whereeverything begins. If
you can’t hook them and get them to stay based on whatthey see there in the deck, then you’ve
lost them. Nothing that you do thatfollows is any good to you because you’ve lost them already.

The second thingthat’s going to be the most important part of why people will either buy or notbuy
is going to be the offer itself. How did you structure it, how did youprice it, what are you giving
away for what amount? What are the bonuses thatyou're giving if any? How are you setting the
offer? Are you giving the bulk ofit up in the front and then doing a downsell in the back or an
upsell or areyou just starting with some sort of a lead magnet in the low ticket offer andthen
leading them to the bigger priced stuff? The offer, the way you structurethe offer is the next big
thing that’s going to determine whether or not peoplebuy on your sales page.

This video isgoing to cover the four main and sections of hybrid sales letter. That is thedeck, the
body, the close, and the call to action. Each section has severalcomponents. I'm going to speak
to you about the components of each section inthis video and then in the sales page templates,
you’ll be able to follow alongand see exactly what I'm talking about.

Now, the deck.That’s where it all begins. It’s the top part of your sales page.

This is wherethey see a header image, it’s the first thing they look at. You should have anice,
small logo. It should be clean and visually appealing. One of the bigmistakes that a lot of people
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make is they create these flashy, really busycomplicated looking headers with fire and flying
money and dollar bills rainingfrom the sky and Corvettes and Ferraris and just so much going on
at the topthat you look at it and you're like whoa, what’s going on here? It’s like wow.That can be
a little bit too abrasive.

Usually whatI’ve found in my business that really tends to convert a lot better is having aclean
logo yet it’s good to have a visual logo, an actual logo, not just textbut having an image in the
actual logo of the product up on the header image.Not making it so complicated as to the
point—back in the day when it was justmini sites and you’d pay $50, $60 to a graphic design
place or website andthey’d make you this beautiful mini site that would have flames and just
allkinds of background scrolling images and stuff like that. I’ve even seenwebsites where people
have animated cartoons and little gifts up in the headerbanner. It’s like what? Why would you put
something distract up at the top ofyour sales page?

A nice headerimage, cool colors. In the last video, we talked about the psychology ofcolors, what
colors are best to use. We’ll refer to that video to know what youshould be doing.

Logos should besmall, clean, and visually appealing. A pre-headline is something that I liketo
have right beneath the logo, right beneath the header. Usually, that’s achallenge. I like to
challenge people or basically put something in smallerprint than what they’re about to see in the
headline. A pre-headline kind ofleads them into what’s about to happen.

I might ask aquestion or a challenge, something like hey, have you ever seen someone
make$100 in under 5 minutes using nothing but his laptop? Something like that, thatmight be a
little pre-headline in small print. The next line might be the bigdiscover how this one man is now
able to spend more time with his familybecause he makes $100 an hour. One thing leads into the
next.

Again, the salesvideo is probably the most prominent part of the deck. That’s what I would
putnext to the pre-headline. You might say well, Omar, it’s a pre-headline,shouldn’t the headline
go after the pre-headline? It will go after thepre-headline, but since we’re making this a hybrid
page, what I'm going torecommend is that you insert a sales video between the pre-headline and
theactual headline itself.

I’ve seen peopleexperiment with this to quite a bit of success where they take the
pre-headlineand the headline and they put it to the left of the video so they actually makea
smaller sized video and they might put it to the left or to the right of thevideo within the deck of
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the letter. That works very well also. You should testit. Split testing is really what’s going to
determine what will be best foryou. The sales video should be the most prominent part of the
deck in theletter.

People shouldn’thave to scroll down to try to find where the sound is coming from. Does thatever
happen to you? You land on a sales page, you hear some talking going on,and you're like wait a
second, hold on, but you can’t find the video. You’rescrolling down the page and it’s like because
they have their sales videosomewhere in the middle of this sales page that you have to scroll and
find.I'm out of there, I can’t even find your video? You want me to see somethingand you hide it?

Again, these arestupid mistakes that people make that prevent them from actually making
sales.Keep it simple. A pre-headline, a video, and then the headline.

I put a headlinebeneath the video as well as a sub-headline. A headline should say
somethingabout the biggest benefit of your product. People struggle. I see it onFacebook all the
time. Hey guys, I can’t come up with a good headline for myproduct. Just name your biggest
benefit, what is the biggest benefit thatpeople will get out of your product? Include that somehow
in your headline. Thepre-headline leads them us, it’s the challenging statement that leads them
upto the big benefit. The sub headline backs up what you just said. That’s whatgoes beneath the
video.

Beneath that,you should show them some proof. A big proof image, maybe a screenshot, maybe
apicture of you doing what you claim that you do. If you made some sort of anincome claim in
your headline or in your pre-headline, then maybe a snapshot ofyour bank account or whatever.
Whatever you use here for proof will anchoreverything that you just said. It literally glues
everything together andjustifies why I should continue reading.

You can consideradding some scarcity text here at the deck here beneath the proof image.
Maybeeven a countdown clock if it’s some sort of a sale. Urgency and scarcity tendto work really
well up here. Something like over 200 sold, 50 remaining, offerends Friday, November whatever.
Again, that’s just an example. That kind ofstuff if you're using that kind of impulse, it should go up
in the deck. Youshouldn’t put that all the way down. I’ve seen people do it down by the
orderbutton, but what good does that do if the person didn’t even make it that fardown the page?
I like to put urgency and countdown clocks up in the deck.

I alwaysseparate the deck from the rest of the page with an order link or an orderbutton. If you
have a sales video and some proof and all this, everything thatI just mentioned in the deck should
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be powerful enough to close the deal. Ifyou can’t close the sale with it, no problem, that’s what
the rest of the salespage is for.

If the person isready to buy right after seeing your video, right after reading your headline,then let
them. Put a button there for them to buy. The order button in the decktends to be the bottom
most part of the deck. If you're doing a side by sidevideo headline kind of set up in the deck, then
okay, I can understand if youput it to the left. Again, these are the main components of the deck
in yoursales letter.

Let’s talk aboutthe body. The body of the letter is going to have a few different things. Itstarts with
a greeting and the greeting obviously should be like a letter wouldread. It should have the date, it
should have a from section, it should have aregarding section. Just like if you were getting an
internal memo at yourcompany, you should have that alongside an actual image.

I like to throwin an image and a picture of my script signature. THere’s a lot of websitesonline. I
think the one that I use is my live signature. If you do a search forthat, you’ll find a website where
you could literally type in your name andselect from all these different script fonts and angles and
stuff to create areally nice signature image that looks like a handwritten signature.

I like to startmy sales letters with the date and obviously it’s got to be a dynamic datescript, so I'm
not going to put the date that I actually wrote it but ratherthere will be a little script or command
next to the word date that tells theweb page to actually display the current date at the time that
the prospect isreading it. It always looks to them like wow, this was written today.

The date, thefrom would be your name, the regarding what’s this letter about. That’s almostlike a
headline or something eluding to what you're going to be presentingthem. I put those things
alongside a picture of myself.

Listen, with thepictures of yourself, it should be a picture of yourself, of your face, in anice happy
smile. From the shoulders up. You're trying to establish trust andmake a connection, you're not
impressing anybody with a picture of you handgliding that you can’t even see who the person is.
That’s not a freakingpicture of you. You’ve got to try to make a connection.

The whole ideaof this signature, the picture, your name, all that is to establish aconnection so
that they feel that they’re actually talking to you, so that theycan relate. They say okay, this is a
letter from this guy named Omar, ohthere’s Omar right here, there’s a picture of him and he’s
smiling at me. Hi,Omar. That’s the kind of emotion that you want to strike in the prospect
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whenthey’re getting there. A cartoon or something stupid like that is not going tohelp you
establish the level of trust that you want.

It’s notFacebook. It’s a sales page. It’s not Twitter. Use a picture of you. Use a nicepicture of
yourself where you're smiling. That’s another mistake. Sometimes Isee pictures of people that
look like a mugshot, all they need is the heightscale behind them. They’re just looking at this
serious with their brow down,this is me and I'm a tough guy, buy my shit. Come on, you're trying
toestablish nice, friendly positioning in the greeting of the sales page.

Once you’ve donethe greeting, the actual from and the date and the picture and all that,
you'reactually going to open up your sales letter. You're going to bring up theproblems. You're
going to start talking about the problems that prompted theneed at hand.

For example, Imight start talking about this might be a letter from Omar today’s dateregarding the
state of blogging today. I might start talking about hey, I'm ablogger, I love blogging. Lately, I’ve
realized that my blog posts just aren’tgetting the comments that they used to get back when I first
started blogging.I think that there’s a lot of things that affected this but it was becoming aproblem.
I just brought up the problem that literally gave rise to thisproduct. That leads into the imagine.

Once you’vespent the few paragraphs talking about the problem and the need at hand,
nowyou're bringing them into the imagines which is where you take the reader to aplace where
they dream that they don’t have the current pain that they’reexperiencing. You say things like
imagine if you could write blog posts andinstantly get hundreds and hundreds of comments. I
remember that I used to geta lot of comments on my blogs posts but never as much as I really,
really wantit.

Imagine youcould create a post and people from Facebook, Twitter, from all over wouldliterally
just flock to your blog and just leave positive comments, engagingcomments. What if there was
stimulating conversation going on? Again, I'mgetting them to picture all of this happening so they
related initially withthe problem, now they’re relating with the possible solution.

The next thingthat I do in the body is I establish authority on the subject. I’ve alreadytalked about
the problem and what it could be like if the problem didn’t exist,but why should I be the person to
solve this problem. What makes me special?

Well, if you'regoing to get people to buy from you, you need to establish that you're anexpert. You
need to describe why the reader should buy from you and you shouldestablish expert status. You
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got to prove that you're an authority on thissubject. Your credentials go here, the reason why you
should be trusted on thissubject needs to go here.

The next part ofthe body is the actual presentation of the product. I love doing this with anice, big
image. A big beautiful image whether it’s a digital product or aphysical product. There needs to
be an image here. I know when people are newthey struggle with like Omar, I feel like it’s being
deceptive if I have apicture of a box with the name of my product when they’re not really getting
abox. Get over it.

Your client,your prospect needs to visualize the product. A digital item is very difficultto visualize.
People don’t think in links. When they think of your product,they’re not thinking of a URL, they
need to have a picture because the mindthinks in images. If they can’t associate your product to
a picture, if theycan’t really picture it in their mind, then it doesn’t exist to them.Subconsciously,
you don’t have a real substantial piece of work.

I like to use anice big product image with a thorough list of features and benefits. We’vetalked
about this repetitively throughout these videos and that is whenever youlist a feature, you have to
follow it up with the benefits. Features areuseless if they don’t benefit me. If you're just spouting
off a whole bunch ofneat, cool things that you think are cool, that your product does, it’s of nouse
to me unless you can tell me how it’s going to benefit me and I canvisualize myself really gaining
benefits from it. Figure it out, if it’s afeature there’s a benefit out there that goes along with the
feature, list thefeatures and the benefits right beneath your product.

The next part ofthe body is social proof. Testimonials, the more the better. You should have
anabundance of social proof, you can never have enough social proof. I rememberseeing that
original butterfly marketing sales page. It’s not online anymore,but man that page was literally just
hundreds of testimonials, at least what Iremember is being hundreds, maybe it wasn’t hundreds.
It would scroll on and onand on with testimonials from real people that were using the
butterflymarketing tactics. It was amazing to see that the majority of the sales pagewas just social
proof.

Remember, yourcustomers can outsell you ten to one. You should let them. Testimonials
shouldbe purposeful and concise. I always see that people make this mistake whenthey’re new to
internet marketing and new to creation of the sales pages. Theycreate a cool product and then
they give out some free copies in order togenerate some testimonials. That’s great, there’s
nothing wrong with that.
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The thing is isthat you need to control what goes on your sales page. Some of thesetestimonials
that people will volunteer, they’re just long winded and uselessand they’re just regurgitating your
sales copy. A well written testimonialneeds to cover some specific things. Your testimonials
should be variant,meaning if one person talked a lot about one particular part of your product,
thenthe next testimonial should talk about something else, and the next testimonialshould talk
about something else which means that you might need to literallymodify the text in the
testimonial.

You should askthe person that’s submitting that testimonial. You should say hey, is it okayfor me
to maybe edit this down if it’s too long or maybe move some of the textaround if I need to break it
up to put it on two parts of my page or whatever.You should get that permission obviously that’s
supplying the testimonial.

Moreover, youshould give the person instructions on how to properly create a testimonial.Tell
them not to ramble, tell them to pick two or three things that were reallyuseful in the product. Tell
them to talk about their preferred part of theproduct and why they thought it was beneficial. Tell
them to mention why theythink somebody else would find it beneficial. You should give them
somespecific things that you’d like for them to cover in their testimonial.

That doesn’tmean to tell them what to say, that just means hey look, go through my product,find
two or three things that you like, and then talk about those two, threethings, tell me why you like
them, and mention why you think other people wouldlike them. Those simple instructions will lead
to powerful testimonials thatwill really help you make sales.

The purpose ofputting a testimonial on your page is to get people over the fence.
Everytestimonial should relate to someone that’s out there in your audience. I liketo diversify my
testimonials. I know that I have a wide range of viewers and awide range of prospects. I have
soccer moms, I have older people, I haveyounger people, I have male, I have female, I have
professors, I have doctors,I have ditch diggers, I have full time workers, retirees, baby boomers.
Ishould put a person that they would relate to. I’ll have a young male, I’llhave a young female, I’ll
have an older male, I’ll have an older female, thesoccer mom, a professional guy, a construction
worker. I want to have as manyparts of the demographics that I'm trying to market to represented
in thetestimonial section.

Again, abundantsocial proof. Like I said, this is a very powerful way to sell products. Again,you’re
not going to be able to go and literally say I need a constructionworker. What I'm saying is you
want to try to vary the types of people that youhave.
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For example ifyou’ve got all women in the age of 30 to 40 on your sales page, that’s going tobe
tough now for a man like me to relate. I'm not saying that it’s going to beuseless to have that
testimonial on there, but I'm just saying if you had somemen on there as well would relate, it
would relate with me a lot better.

That being said,the next thing in the body that I like to include, this is optional. I wouldn’tjust throw
it in there for the sake of throwing it in there, but a bonusproduct. It’s basically called value
stacking. When you're already at thispoint of the social proof, people are pretty sold by this point.
You’ve alreadycovered the problem, you’ve covered the imagines, you’ve talked about
thesolution, you presented the product, the feature, the benefits.

Now, they’veseen a whole bunch of people that have given testimonials that are alreadyliking the
product. They’re sold already. They’re already thinking yeah, thismight be something I'm going to
buy. Throwing a bonus product in here thatthey’re going to get for free if they take action today is
going to push themover the fence. You might consider putting an additional product here
that’sgoing to complement the main offer. Don’t just put a bonus in there that’s justfor the sake of
having one.

If you put abonus in here, make sure that you list features and benefits of the bonus.Don’t create
an entirely new sales page about this bonus now. Just little blurbabout the bonus, a picture of the
item, not as big as the main item because youdon’t want to take your umph and your whole thud
factor away from the mainitem, but you just want to have some bullets and you want to mention
hey, ifyou act today, you're also going to get this bonus product. Again, an optionalthing I
sometimes include in the body which works really well.

The close. Inthe closing letter, we’re going to reiterate the benefits, we’re going torehash what we
talked about, we’re basically going to summarize things. We’regoing to recap the offer. Let them
know what they’re getting and how cool it isthat they’re going to get it today.

You're going touse closing words, action words. You're going to speak in the affirmative,you're
going to speak as if they’re already a buying, paying customer. You wantto basically tell them that
it’s time to buy.

Abolish theirapprehensions. You literally have to bring up the anticipated objections in thesales
copy and you have to solve them head on. Don’t tiptoe around the tulipswith people. If you know
that the three most common objections are the pricepoint and maybe it’s a seasonal product that
they might think they don’t needit, or maybe they think it has a whole bunch of features.
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Whatever the commonobjections are for your product, then that’s what you're going to bring
uphere. Literally bring it up, talk about it, and overcome it. Hit the objectionshead on.

Pricejustification, that’s the next thing in the close. A lot of people screw thisup as well. They say
something like for the price of two cups of lattemacchiato with sprinkles from Starbucks, you can
have this awesome product.That is not price justification. One thing has absolutely nothing to do
withthe other.

Pricejustification is when you actually add up the value of the individualcomponents in the offer
and then you explain what they would cost to purchaseseparately in the real world. Let’s say you
have a blogging product and itcomes with a theme and it also comes with a plugin and it comes
with a prewritten post for your blog.

You can breakthat and say look, if you were to go in and get these ten posts written at $10each,
they would literally cost you $100 just to make the post. If you were togo and buy a plugin for
your WordPress site that would actually make thesecomments appear this way, then you would
actually pay another $20, $30. If youwere to get out and then get the theme built—building it
yourself would costhundreds of dollars, but let’s say you were to buy somebody else’s theme,
it’sgoing to cost you $12, $15 at least. If we add this all up, it’s going to costyou $200 to go out
and purchase these things separately.

For $47 today,you're going to get all that and you're going to save. That is called pricejustification.
You're justifying why they’re going to pay only $47 as opposedto going out and having to pay
$197 to accomplish the task. That’s how youjustify the price for your product.

Next in theclose is the guarantee. The guarantee has to make them feel like you'reremoving the
financial risk. Your guarantee has got to make them feel likethey’re not really parting with their
money. Obviously, it ceases to be theirmoney the moment that they hand it over to you, it
becomes your money.

However, peoplelike to feel like they have a way of getting their money back. It’s just on along
leash basically. They like to feel like okay, I'm just letting you hold mymoney while I check out
your product. If you can accomplish that, they feelthat way like you're just shouldering the risk for
them and they’re justinvesting in you and that they can get that investment back if they’re
unhappy,then you're going to have a successful guarantee.

The last part ofthe sales letter is the call to action.
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It’s very, veryimportant that you're very assertive in the call to action. You got to tellthem that it’s
time to buy, that’s it. You’ve gotten the proof, you’ve seen howhappy people are, you’ve admitted
to yourself that you need this product, youknow that it’s a problem that you have, I’ve showed you
that solution, you knowI'm an expert already. Well, it’s time to buy. Don’t beat around the
busharound this, just tell them to go and buy.

The acceptanceform is your order area. I like to make this part of the page look differentthan the
entire page. It should be in a different color, it needs to stand outvisually from the rest of the page.
There’s somebody who’s scrolling down thepage, they’d stop here, they’d be like whoa wait, this
looks different. They’dbe compelled to stop there.

It really needsto stand out from the page, it’s not just a payment button, it’s an order area.I like to
have a big pre-ticked yes with affirmative wording, something likeyes Omar, I want to buy this
right now and a big check mark. They’ve literallyalready chosen to buy. I'm assuming the sale,
this is called business posture.You're literally assuming that they want the product. I follow it with
a bulletlist of everything that’s included. Just like an order form, like if they werefilling out and
signing an invoice or purchasing a purchase order for example.I like to have that big pre-ticked
yes with affirmative wording right at thetop of the risk free order section.

I like to use abelcher button or a derivative of the belcher button whenever possible. Ifyou’ve
never heard of the term belcher button, then I urge you to Google belterbutton and watch Perry
Belcher’s video about the important parts of a paymentbutton and why these components need to
be in there. Payments should be orangeor yellow with dark, navy blue text. That just has been
tested over and overagain. It’s what works, it’s what Amazon uses and all the big websites use.
Itjust works. People are used to—they feel more comfortable, they feel moresecure clicking that
button.

Watch thebelcher button video, the buttons should include credit card icons rightbeneath it so you
can leverage the familiarity of the Visa logo, the MasterCard logo, the Paypal logo. That stuff
should all be right beneath your orderbutton, with as well a dashed border. A dashed border
around the payment areahave been proven to increase sales. Make sure you watch that belcher
buttonvideo, you’ll be very impressed.

Trust seals.Look, this is indisputable. Trust seals go a long way when you add them belowyour
order button. People, they love that added layer of protection. We’vetalked about this as well in a
prior video. Add trust seals beneath your orderbutton and watch the conversions soar through the
roof.
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I am trustworthyis going to make your prospects feel more secure about buying because itliterally
is an additional layer of protection. It’s a way that people canlearn about you, they kind of feel like
oh well, if this guy does me wrong, Icould always go and leave a comment on I am trustworthy
about him. Again,adding these seals are going to increase your sales.

Use an actualsignature image down at the bottom like you did up on top by the greeting.
Irecommend that you do a signature and a picture of yourself down at the bottomand I like using
P.S’s. A regular letter would have a signature at the bottomand probably a P. S. I use P.S, P.P.S.
The reason for that is you want to recapthe most important part of your sales letter.

The reason forthis is a great majority of people when they land on the sales page, after theyget
through the deck, they don't read your sales page in order. They scroll allthe way down till they
hit bottom, and they skim your page in reverse.Literally, the P.Ss might be the second thing that
they’re reading out ofeverything that you’ve put on your sales page. This has been demonstrated
inheat map type of split tests where we can actually see what people do when theyland on the
page. There’s software that does that and I’ve seen multiplestudies on this where people actually
include these P.Ss and their recaps downat the bottom of the page because a great majority of
people. I'm not going totake a stab or guess at what the exact number is, because this will vary
fromproduct to product and page to page.

A great majorityof people read your page in reverse order. It’s good to end with a recap so
thatwhen people start reading your page from the bottom up, they’re literallyreading in the right
order. They’re learning something about your product.They’re getting the recap right at the
bottom.

Remember, wedon’t live in a utopia. A lot of people think that none of these things matteras long
as they have a good product, people will buy, I don’t need sales copy,I don't have to have a nice
looking page, it doesn’t have to be awesome, Idon't’ have to spend $50 on a nice logo and a nice
page design. Yes, you do. Wedon’t live in a utopia, you're in a fantasy world. Appearance does
matter inour world. It does matter.

If you want tokeep thinking that you can show up to a job interview dressed like you slept inyour
clothes with your zipper down, with a bone through your nose, and yourhair smelling, you're not
going to get the job. Why? Because appearance mattersin our world. It’s important. Everything
that they hear and see on their screenwill affect their decision to buy. Colors, fonts, layout,
everything plays arole in the mark that you're going to make on the prospect. You never get
asecond chance to make a first impression, these things are important.
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Don’t just leavethem to the end. Consider how you're going to sell your product, consider how
thesales page is going to read, what headline you're going to use, what proofimage you're going
to use. Consider these things as you're creating yourproduct. Maybe keep a little swipe file or a
little text document so as you'regetting ideas during the creation of your product, you say oh wow,
that wouldbe a good thing to add to my sales page. Let me throw that in my littledocument that
I’ve been keeping some notes about so that I have something tostart building up on when I want
to create my sales page.

Now, you can doall that, you can do everything right, you can follow this video, you can readthis
over and over and maybe your page still doesn’t convert right. Look, atthe end of the day, split
testing is really what’s going to help you perfect yourpage. If you’re not sure about a headline,
create two, create three and maybesplit test it. You can install split testing software on your
website thatactually rotates the headlines so that every other visitor sees a differentheadline. And
then maybe after a couple hundred visitors, pull a report, seewhich one performed the best, see
which headline got you the best. You’ll see,it’s amazing to look at split test result because
sometimes you’ll just changeone or two words and you’ll see that that one particular change
resulted indoubled sales. Twice as many people that saw that page actually bought theproduct
than people that saw the other headline. It’s amazing to see this.

Remember thatwhen you're split testing stuff, if you resorted to try to split test in orderto raise
your conversions, the main things that will affect conversions are thedeck which is the top six
inches because that’s what they see first, it’s whatdecides whether or not they stay on the page.
The next thing is the offer, theprice point, the way you’ve structured it, the particular things that
you'regiving and selling them in the front whether you're selling high ticket on thefront or low
ticket on the front and high ticket on the back. That combination,the offer itself is the second
biggest thing that I would have to do. I’d sayit’s a close second if not a tie with the deck as far as
what’s the mostimportant thing to make people buy on your sales page.

Watch this videoover and over. As a matter of fact, I suggest that anytime that you're creatinga
sales page whether it’s for a software tool, an information product, whathave you, I suggest you
re-watch this video and that you follow the templatesthat we’ve included so that you can actually
start off with a format for success.

I hope you’veenjoyed this video and all the other ones that we’ve been talking about on
thissubject, and I look forward to seeing you inside the member’s area. I hope thatyou have a lot
of success with kick ass sales pages in the future. Take care.
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