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1

Secrets To Selling Information Products

Welcome to thisvideo. We're going to be talking about selling information. This video seriesis
obviously about how to create kick ass sales pages. The important thing tokeep in mind is that
the sales copy and the way that the sales page is laid outis going to depend greatly on what the
heck it is you're selling. | see a lotof people screwing it up when it comes to selling information.

The importantthing to remember when you're selling information is that it's not theinformation you
need to focus on. I'm going to expand about that in just asecond.

Even though theproduct is comprised of information or knowledge, that's not what you need tosell
them on. When | say them, | mean your prospect, your visitor. Peoplebelieve nowadays that
information is easy to come by, and you can’t blame them.We live in a society of Google and
Youtube. It really becomes more about thesource of the knowledge and the experience of its
consumption that pushespeople over the edge.

You can't justtype up a book report on a subject and sell it and expect to have this hugebusiness
and make millions and gazillions of dollars because that informationthat you curated or that you
basically researched and put together into thattext document, it's out there. It's readily available,
it's freely available toanyone. It used to be that we would have to go to the library and do
thisresearch. Now, that step is completely gone. Whatever happened to the deweydecimal
system? We don’'t know, we don’t need it anymore, it's all on Googleright now.

If you want tofind out about how to bake a cake, you literally just go and you Google it. Itbecomes
tougher to sell a recipe book about how to bake a cake when you can goto Google, Google it.
You don't only get the recipe, you'll get a gazillionrecipes and you'll have videos that show you
somebody doing it. It becomestougher. If you're just selling the recipe and you're saying man, this
recipeis awesome, this recipe has 10 ingredients, and you're talking just about thepats of the
information that you're selling, you're missing the boat.

The otherproblem with selling information is that unlike selling a gizmo, a widget, aphysical item,
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there’s no features/benefit kind of thing that | can list inbullets because it's information. Let’s talk

a little bit about how we positionthis so that people get excited, so that they start salivating to buy
yourinformation even though it's readily available on Google for free. We're goingto talk a little bit
about that.

Selling the source of the information is what'sparamount. We live in the information age of
Google. Your customers, they thinkthat they can learn everything they need for free on either
Google or Youtubeor who knows what else. Heck, nhowadays you can probably just go to a
socialnetwork and type in a question live and literally in real time start gettinganswers to your
guestion from your friends. It becomes tougher and tougher toconvince them that they should pay
you for information. It really becomes moreabout expertise, like why should YOU be the person
that they’re getting thisinformation from and not their friends on social media or somebody that
theydon’t know on Youtube.

They're firstgoing to question the validity of what it is that you're trying to teach. Theyrequire proof
of your expertise and/or that the information will lead totangible results. This is the part that | just
mentioned most people screw upwhen they’re selling information. They start focusing on just the
infoproducts, so you create an ebook on training dogs.

Here’s what Imean by creating an ebook in training dogs. You're selling information,knowledge
that you had in your head based on past year's experience in dogtraining. You decide that you're
going to focus on all the cool tricks thatsomeone’s dog is going to learn when they read your
ebook. You focus on hey,he’s going to learn how to fetch. He’s going to learn how to roll over,
he’sgoing to learn how to play dead, he’s going to play how to do my trigopnometryhomework,
he’s going to learn how to do all that stuff. That's awesome. Thatdoesn't really convince me to
buy the product because | can probably learn allthat stuff somewhere else. | can pay a
professional trainer to go to my houseand teach him that.

You need toreally convince them on its validity. How do | know that your training isreally going to
work? How do | know that? I've never heard of you. | don't knowyou from atom. There’s a lot of
regurgitated and curated, that's thevernacular, that's the buzz word that we’'ve seen pop up in the
internetmarketing space over the last few years, curated. I've got to be honest withyou, there’s a
lot of regurgitated and curated garbage out there that's beingspun as new and cutting edge
information.

Look,authenticity is a gem to portray in your prospect’s eyes. Are you authentic? Isthis really
good, awesome stuff or is your prospect going to be running therisk of purchasing something that
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was really written 10, 20 years ago? And,sometimes some information isn’t necessarily invented,
it's just beingrepackaged, repurposed, represented in a better way.

For example, youcould go to two different colleges or universities and take the same class butit's
being taught by two different professors. You could really love one andget a whole lot out of it
and just think that it was awesome, and you can hatethe other one because the professor wasn't
entertaining, he wasn’'t engaging, hewas monotonous, he just basically gave you a big textbook,
go home, read it,test tomorrow. You didn’t really learn with that guy, but it was the same
exactcourse, same exact test, same exact questions. A lot of it has to do with theway that the
information is presented.

Authenticity,the fact that you're authentic, that you know what you're talking about, thatis a really
important thing to sell, the source of the information.

Authority andaccreditation is a great way to show that you basically know what the heckyou're
talking about. If you've got accomplishments in your specific trade, ifyou're an expert dog trainer
and your dogs have won all these prizes indifferent shows, you should have pictures of that. You
should explain all theplaces that you've competed in, you should have videos of the tricks,
youshould have all of these basic medals of accomplishments listed on your websitebecause that
is what's going to convince me that you're an authority figure,somebody to listen to in the dog
grooming niche or in the dog trick niche orwhat have you. You understand how it’s really the
source of the informationthat you have to sell, not the information itself.

You got to beable to trust and social proof is what’s ultimately going to create trust inthe eyes of
your prospect. You got to have customers and beta testers describethe information consumption
experience in great detail to your prospects.

The example thatl made a minute ago about taking the same class in two different colleges
forexample. If you add a student that actually went through the course vividlydescribe how cool
taking the class was and how awesome it was to learn aboutdoing these dog tricks and how easy
it was to implement and how you gave theinformation in audio as well as video so they could
listen in their car, andthen they were actually able to see videos and learn what they were
doingwrong. It wasn't just a book.

Imagine havingan actual student or a beta tester, somebody that's been through the exactcourse
in their own words on your sales page tell the prospect what a greatexperience they had
consuming the information. Not talking about the tricks,who cares whether he fetched or he
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jumped or he did trigonometry, it doesn’tmatter. How good, how useful was buying this product. |
can teach you how to dotrigonometry by Googling it, | can do that.

Know that we’retalking about how much fun was the consuming of information. How consumable
areyou making it?

Are you givingthem the option to select their favorite form of consumption whether it's avideo
MP4, a text PDF, or an audio MP3? Remember, information can be conveyedin a lot of different
mediums. Those mediums are in the form of digital media.That could be a video, it could be a
text document, typically a PDF becauseit’s the most universally able to be viewed. It basically
displays easilyacross a great number of platforms. The other one would be audio MP3.
Providingall of these different mediums for your buyer in the member’s area is so easyto do. It
dramatically increases the perceived value of your product.

How many papershave you written in your lifetime? Think about it. If you've gone to college orany
kind of grad school like | did, you've done a lot of writing. If you'vegone to college or any kind of
grad school like | did, you've done a lot ofwriting. You literally paid the college to write for them, to
be graded. Howabout using those tools that you learned on writing, on how to create a
bookreport for example, on how to literally curate and gather your own information,do your own
research, create your own dissertation, and actually provideactionable content instructions
information on a great variety of subjects.

There’s peoplelistening right now saying well, you know what Omar, | don't know aboutanything.
GO learn it. Go find what the trending topics are, learn about thattrending topic, create a product
on it, write a report about it. It doesn’thave to be big, it can be 20 pages, 25 pages, 30 pages.
Here’s where the magiccomes in. You're going to take that report that you wrote and then just
turn onyour microphone and read it, just read the darn thing into your microphone.Now, you've
got two mediums. Now you've got an audio version of that report,you've also got a text PDF.

Now, do you havepowerpoint? Do you have keynote? How hard would it be to take bullet
pointsfrom your text that you wrote and create some slides with it? Then press theplay button on
your powerpoint or on your keynote and guess what, now you'vegot an MP4, now you've got a
complete audio course, you've got a complete mediacourse that you can sell and now, you've got
a variety of consumable media inyour information product. You just skyrocketed the perceived
value of yourproduct.

Here’s why thisis important, because you're saying right now Omar, are we talking aboutproduct
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creation or are we talking about how to sell it? Here’s the deal. Ifyou are selling information, it's a
lot easier to get the consumer to envisionthemselves watching a video or listening to an audio
than it is to read a PDF.Why? Because you're stimulating multiple parts of their brain, the
auditory andthe visual cortex at the same time.

You canliterally picture this on your sales page, you can have a picture of a videoscreen with
your video playing on it. You can have a picture of the cover ofyour PDF, you can have a little
audio music note with a picture of headphonesto depict the idea of your audio MP3. You can do
all of these things now thatyou couldn’t do when you were just selling a report. Is it easy to
absorb? Easyinformation that you're creating, easy to absorb, or they need a graduatedegree to
understand what the hell is going on?

Reciprocally,are they going to feel that it's way beneath them? That happens too. Sometimesyou
buy a product and | thought | was buying a technical how to manual and it'slike see Jane run.
See John catch Jane. It's like okay, wait a second. Ithought | was getting—again, is it easy to
absorb, is it too easy, that reallyhas a little bit more to do with do you know your market and are
you sellingthe right product for the right person at the right time for the right price?That gets a
little bit more detailed.

Ideally, it'sgot to be easy to absorb. Part of your selling process is painting them thatpicture that
not only is the information in there that they need, but it'sgoing to be awesome to absorb, it's
going to be fun, they're going to lovedoing it, they don’t need a graduate degree to get through it.

Does it take along time to find what they’re looking for? This is another thing. This is coolbecause
it's so easy to position against like Omar, how am | going to competewith Google? How am |
going to compete with Youtube? Well, here’s how. Whatyou're doing is micro-targeted. When | do
a search on Google, | get 300 millionresults and it's like oh God, how do | know it's on the first
page? Usually,the first page or the second page is full of ads or they're full of fake blogsthat are
meant to look like they’re answering my question but they really justwant me to click on
something so that | can buy something.

You can positionagainst it. You can say hey look, you can go through the painstaking task
oftrying to find what you need on Google and searching through pages and pages ofresults till
you find that one line, that hidden gem that you actually need.Or, you can go right into our site
and really easily search what you're lookingfor, find it, read it in three different ways. We have
video for you, text foryou, audio for you. You can really, really see how easy it is to search
ourmembers area. Let me give you a tour. You see how easily | just positionedagainst Google
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and Youtube? It's all about the way that you make it consumable.

Show them howmuch fun and how entertaining it's going to be to go through your members’
areadiscovering and devouring all the abundant material. Again, the wording thatl'm even using
on this slide is something that you could use on your salespage. You can actually show them,
give them a tour of the member’s area.

Show them howyou separated everything into modules for them. It's not just one video, it's
aseries of videos. You made three or four videos for each chapter, you've got apage with all the
audio chapters, they're downloadable so they could put themon their mobile device, they could
put them on their iPad. They could put themon their iPod. They could listen to the material while
they’re jogging, whilethey’re working out, or while they’re cooking dinner they could set the
iPaddown.

See what I'mtalking about now? What I'm talking about now is benefits. It has absolutelynothing
to do with the information that’s going to be consumed, it's how easyand flexible the material is
being made available to them. That's what's goingto sell your product for you. Showing them how
much fun and how entertainingit's going to be to go through discovering all the material that they
want tolearn about.

Make it easilysearchable with top level pages. | make sure that every product that | create,every
information product goes inside of a member’s area. People say to me well Omar, why are you
going through allthat? It's just an ebook. No, that’'s where you're wrong. It's not just anebook, it's
my reputation. It's my brand.

You know what?When you go to Starbucks, it's not just a cup of coffee, it's an experience.
Itmakes the difference, it's why you're willing to pay $5 for a cup of coffee andstand on line just
because it's going to have a little bit of whipped cream andsprinkles on it. It's an experience. You
need to make consuming of your ebookan experience. How do we do that? We do that by putting
it inside of a member’sarea and giving each one of the customers their own username and
password, bygiving them a personalized video message when they log in saying hey,
welcome,and thank you for purchasing this product. We're here to help you, there’s asupport
desk.

Actually, takingthe time to create a member’s area where you can invite them to become apartner
and say hey, wouldn't you like to get a free gift from me by sharingthis with your friends? Why
don’t you partner with me? As a matter of fact, wehave a 50% partnership program where you
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can actually share in the revenue ofthis product on this page. You can become my partner, learn
how to get youraffiliate link. You're literally walking them through this entire experience.

Then, you'regoing to say to them hey, how would you like to consume the information? Wouldyou
like to read it right on your screen here? Here's a PDF you can download,you can print it, and
that’s just on one page. On the other page is like hey,would you like to watch the videos? I've
broken it down into modules for you.l've put one on each one of these pages. Now, you've
created this whole bigmember’s area from one ebook, one 30 page ebook. You've turned that
ebook intoan experience.

Let’s be honest,I'm willing to pay $19 for an ebook on Amazon. People will download that totheir
Kindle. They don’t have an experience on their Kindle. They don’t have anexperience on their
iPad, but they have that in your member’s area with allthese different formats. Plus, it's an ideal
opportunity for you to sell themother stuff and for you to brand other products of yours and to
actually crosssell them. You got to think about how consumable you're making the product
forthem.

Let's talk aboutthe presentation of the components. A lot of people get this little bit mixedup with
when I'm talking about presentation on the actual sales page. What wewant to do is on our sales
page, we want to make a big deal about the way thatwe’re delivering the product.

| talked justnow about fleshing out a nice member’s area and everything. To talk a littlebit more
about that, the reality is that a plain list of download links is arecipe for a refund. It has no thud
factor, it makes no noise, there’s no thud.Paying for a link is a tough thing to justify the next
morning. Your prospectsare going to buy based on emotion. That is a fact. You can try to sell
based onlogic and how many amazing features and things, but you know what at the end ofthe
day, your prospects are going to buy based on emotion. Did you get themexcited?

Nobody gets upin the morning and says oh hi honey, | hope that Omar Martin releases a
newproduct today because | have this extra $50 in my pocket. Nobody wakes upthinking that.
They find my products and they purchase them because | take themthrough the purchase
decision, | raise their impulse from 0 to purchase now bygetting them excited, by tapping into
their emotions. That's what makes thembuy.

But, that's notenough to keep them from refunding. Paying for a link is a tough thing tojustify the
next morning. Remember, your customers may buy on emotion but theyjustify the purchase the
next day based on logic. You might have been up allnight watching the QVC Home Shopping
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Network and you might have bought a set ofginsu knives, new alarm for your car, and who the
hell else knows, cubiczirconia ring. It might have all seemed like a great idea in the middle of
thenight but the next day, logic is going to dictate whether or not you cancelthose purchases.

You need topresent your material in the member’s area in such a robust, in such a
dynamiccompelling way that refunding never crosses their mind. You got to give themmore
products for their purchase.

The way youpresent the information is going to make a world of difference in increasingthe
perceived value. Marketing is all about perceived value. The value of theproduct is the value of
the product. At the end of the day, if you're sellingdog training and you gave them an ebook
about dog training, you can say to themhey, you got what you paid for. Yeah, they can also say
yeah | did, now | wantto refund.

You know what?You're not delighting the customer. That’s the key to having repeat business.lIt's
not just about having a satisfied customer, anybody can have a satisfiedcustomer. Making a loyal
customer, that's what makes a difference. If you'renot sure if you'd rather have a satisfied
customer or a loyal customer, let meask you this. Would you rather your spouse be loyal or
satisfied?

Marketing isabout the perceived value. It's not just enough to make them satisfied, youwant to
wow them, you want to get them so excited once they’re like oh my god,| only paid $207? | feel

bad only paying $20. | get videos, | get this, look atall this extra stuff | have. It's awesome. You
don’t want to overwhelm them,and that right there is where you're going to have your learning

curve. What'stoo much, what's not enough? Well, testing is the answer.

It really comesdown to the perceived value. Are you giving them just what they paid for?
Okay,well then you're just going to have to deal with refunds and you're just goingto have to deal
with customers. It's just going to be tougher. But if youdelight every single one of your customers,
you're going to have an awesomepowerhouse of a business in no time at all.

Visualization.It's got to look pretty. It's like the garnish on a gourmet dish with a tinypiece of food
on it. | remember once going to Tavern On The Green, a long timeago. It was a big deal, this
restaurant was this real fancy restaurant. | musthave saved up for weeks to be able to go there,
and | go there and they haveravioli on the menu and it's probably the only thing | can pronounce.
| orderthe ravioli and I'm thinking I'm going to get ravioli. | got these two littletiny pieces of ravioli
on a dish that was decorated with sauces and lines ofcheese. All of a sudden, I'm like I'm going
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to starve. This is two little tinypieces of ravioli, because it’s all about the visualization, it's about
thepackaging, it's gotta look pretty like the garnish on a gourmet dish with atiny piece of food on it.

You can live inyour fantasy world of things are beautiful and unicorns fly and there’srainbows,
everybody is equal and there’s no bullying. | won't be judged by theappearance of my website.
You can live in that world, or you can live in areality with the rest of us where people do judge you
and where if your websitelooks like shit, they are not going to come back. They’re not going to
buy,they’re going to ask for a refund. The reality is that you need to getcomfortable with the fact
that you need to make your stuff look awesome andthat you need to take the time and invest the
money to really create thatexperience where they’re going to be wowed.

Thud factor.Thud factor is a term that comes from direct mail. When you send a package
tosomebody and they put it on their kitchen table, it should go thud. It shouldmake a noise when
you drop it. It makes them feel that they got their money’sworth.

There’s a littlestory about when we went from 12" vinyl records to CDs. We used to buy
vinylrecords and cassette tapes when | was a kid, and then we made the transitioninto CDs. A
CD was such a smaller piece of media. It was so small that we kindof felt like wait, hold on a
second, how am | possibly going to pay $20 for aCD when a big record album actually costs only
$107? It was a tough sellinitially. Later on, we learn to disassociate size with memory and media
asthings got smaller and smaller. In the beginning, it was a tough sell.

Those of youthat remember that transition in the early 80s where we went from cassettetapes
and we went from vinyl records into CDs, what ended up happening is theywould release these
CDs in this big long cardboard box. It was three times thesize of an actual CD. Why? Because it
had more thud, it made you feel like youwere getting more than you were actually getting. All you
were getting extrawas air and cardboard, but it made you feel better about dishing out twice
theprice for a CD than you were for a record album. You got to kind of give themthat thud factor
in a digital way, you got to give them their money’s worth.

Even a simpleebook should be delivered in a member’s area in a wide assortment ofmodalities,
giving them text, maybe giving them various versions of the text.Beneath the actual video, I'll give
them a transcription of the video. I'llgive them the slides of the video so that they can convert
them themselves,they can open them, whatever. | just give them an abundance of media, give
thema tour of your member’s area and wow them with the way you're going to presentthe
material for them inside once they make the purchase.
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If they’re justthinking that you're like everybody else, then guess what? You are likeeverybody
else. It's your job to show them how you're not like everybody else.Your ebooks are not going to
be like every other ebook that they’'ve everpurchased, they’re not going to have buyer’s remorse.
You need to convey thatthere is no need to fear when making this purchase.

Let's avoid TMISyndrome. | hinted on the fact that you're going to have to find that happymedium,
what's too little to give, what's too much to give. What's reallyimportant is that you avoid the TMI
syndrome especially when you're sellinginformation.

Paint thepicture of a timely healthy and enjoyable information consumption experience.Here's
what | mean by timely and healthy and enjoyable. We all want to feelgood about the purchase,
we all want to feel good about learning thisinformation and having chosen to learn it from you
rather than the competitor.More information does not equal more perceived value. Sometimes,
light isbetter. It's often the opposite.

For example,when | go to a restaurant, just because they pile on more and more and morefood
on the plate, sometimes | get a plate of food and I'm like oh God, it'stoo much. | don’t even want
to eat it. We recently went to one of these places where they cook in front of youand they serve
you and the food just kept on coming and coming and coming. Itwas like mountains of food on
the plate, and it was literally turning me off.

| don't know ifyou’ve ever had a similar experience when it comes to food, but you've got tomake
it light, healthy, and enjoyable. You got to make them feel like wow, thisis awesome that | got all
this stuff. You can’'t make them feel like oh god,it's too much, no, because it will have the
opposite effect on you.

Adding a libraryof ebooks to your offer, it might make the whole thing just look too big forthem. It
might just become an insurmountable task. They might say oh mygoodness, all | wanted was to
teach my dog to behave and maybe teach them atrick or two. But now, wow, | got this dog
grooming tips book, now I've alsogot to learn about the heart worm book, now I've got to read this
other one,diseases, cancer. He gave me ten additional books about dog health, oh my god,it's
just too much. I'm just going to go to that other site where the guy isjust selling a book only about
training the puppy.

You see whatjust happened there? You thought you were adding value, but you literallytalked
yourself out of a sale on your sales page because you added too many bonuses.They weren't
specifically congruent with what they want. Yeah, they were aboutdogs but this person wants to
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learn how to train their dog, they don’t want tolearn about dogs avoiding cancer, that's not what
they’re looking for rightnow. Again, you've got to be cautious about the way that you present
theadditional information. You can’t make it look too big and too tough to digest.

Are you trulyover delivering? This is important. Are you truly, truly over delivering inyour
member’s area? Over delivering is a term that gets thrown around quite abit in our space. The
reality is that over delivering isn’t that you're makingyour product more awesome than you
claimed it was, it's that you're actuallygiving them more product than they purchased. Think about
that.

A lot of peoplesay oh man, | over deliver in all my products. What do you mean by overdeliver?
What do you mean? You gave 110% when you were creating it? Thatdoesn’t mean over
delivering. If you've giving me exactly what you said you weregoing to give me, you're just
delivering. You're delivering what you said. Overdelivering means you give me more than you
told me. I've got unexpectedsurprises inside of my member’s area. There’s nothing like a
pleasant surprise.

People lovesurprises, my wife she says she hates them but deep down she loves gettingthem. At
the end of the day, so do your customers. Make your customerpleasantly surprised. It's not about
how awesome you made your product. Overdelivering doesn’t mean that you make your products
more awesome than the otherdude, no. Stop thinking that. Over delivering means that you gave
them moreproduct than they actually purchased.

Will they findall this information useful? Another good point that kind of coincides withwhat we
were talking about before, whether you're selling stuff about dogdiseases or dog tricks. Are you
including the two together? Is it going to beuseful information?

First of all,you should know the demographic you're selling to. You should know the market,you
should know the audience. If you know the audience, reverse engineeringyour offer shouldn’t be
that tough. It all comes down to is my ideal customergoing to find this additional bonus useful or
am | just adding stuff in herefor the sake of filling it up? Am | just throwing stuff on the plate here
justfor the sake of wow, | just want to make the plate look full. That's important.It's often more
important than the amount of information that you give, andthat is is the information that you're
giving going to be useful to them?

Keep theinformation delivery process neat and manageable then demonstrate how clean itis.
Show them that you have a nice, simple system for them getting theinformation that they want.
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Don’'t make it complicated. Have you ever had tojump through hoops to get a product that you
bought? It's like you pay aproduct, go to this site, it sends you to this other site. Now, they're
sellingyou something else without you even feeling that you've completed the priorpurchase
process. Now you're like wait a second, did | get that other thing,did | not get it? Hold on, is there
something in my email? No, it hasn’t gonethrough yet.

Make it nice andclean. Make the delivery process enjoyable. At the end of the day, they
shouldhave no questions about their purchase process. If they've just paid you andthey don’t
know where their product is, they’re waiting for something andthey’re not sure what’s going on,
those are bad feelings to have. For those fewminutes that they're waiting for that email to come
through or they’re waitingfor instructions, man, Facebook is open and they’re tempted to go there.
Man, ljust bought this product. | don’t know, did | just get taken for a ride? Idon't know.

Even if they goback there and take those words back, remember the internet is written in pen,not
in pencil. People will see that, people will see that someone had a hardtime buying your product

even if they later go and try to clean it up. It can’tbe unsaid. Keep it nice and easy. When they’re

done paying you, they should betaken to the product, they should be explained what’s going on.

Don't just sendthem something else and hope they got their receipt in the email, don’t makethem
log into the payment processor to go click the button.

What if this isthe first time that they bought an internet marketing product? You don’t know.The
idea here is to make sure that you make it nice, neat, manageable and thatyou tell them that
you're doing this, tell them, use that as part of your salesprocess. Explain to them how easy it's
going to be.

Talking to thesales process, like with any sales page, it's important that you anticipate
andpreempt their objections. What does that mean? Hit them head on with theobjection, give
them the objection before they even think of it. If you knowyour product inside and out, then you
know what your consumer’s apprehensionsabout purchasing that product are as well.

A recipe forchocolate cake is just a list of ingredients and instructions. You're notselling the list
though, right? You're selling the taste. You're selling thechef's experience. That being said, what
apprehensions might they have? Well,I'll tell you. They’ve probably tasted some terrible cake in
the past.

They’re going tohave inhibitions about the overall taste of their experience and you should hitthis
fear head on. | use the example of a cake, but this holds true with anytype of information that
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you're selling. More than likely, your customer hasbeen burned in the past. They've had a bad
experience. The reality is that mostpeople that don't buy, they choose not to buy out of fear.
Remember thatthey’ve tasted bad cake in the past and it's your job to explain to them andshow
them and demonstrate to them that your cake actually tastes awesome.

Throw stones atyour enemy as long as you do it tactfully. This is another one that | seepeople
doing all wrong. | see comparison charts, | see people literallymentioning the name of competitive
products and bashing them and literallysaying that product sucks, mine doesn't.

You know what?You're walking a really, really fine line when you're doing that kind of thing.ls that
going to appeal to some people? Yeah, but it's going to turn off a lotof people. At the end of the
day when you're talking bad about somebody, you'renot just making them look bad. You're also
looking bad yourself. It's okay tothrow stones at your enemies when you do it tactfully and not to
maliciouslyhurt your competitor’s brand. Try to avoid using their name.

For example, ifyou know for a fact that the leading cake recipe book doesn’t come in audio
ordoesn’t have video demonstrations, you can say something like hey, unlike someof the other
cake recipe products that are out there, with our product you'regoing to also get videos that show
you how to make the cake as well as an audionarration that goes along with the recipe book. You
don’t have to worry abouthaving to read it or you don’t have to worry about reading while
you'redriving. You can listen to it.

You see how Ikind of threw a stone at that enemy because | knew that that's not somethingthat
they offer but | didn't have to mention it and say hey, XYZ cake recipebook that they made, it
sucks because that company, they don’t care about youbecause they don't give you an audio
version like we do. You're not coming offlike a hero when you do it that way. It takes a very tactful
sales person to dothat in a good way. Chances are you're going to screw it up if you do it.
Betactful, don't maliciously aim to hurt your competitor’'s brand. Instead,mention things that yours
does that theirs doesn’t, and mention things thatyours might not which theirs does, that's another
thing that could be just aspowerful.

If there’ssomething that you do and they don’t which will improve the user consumption ofthe
information, then talk about it. If you've got an addition to cakes, you'realso going to talk about
how to make cakes in a regular conventional oven aswell as a brick oven. Maybe that's
something that hey look, I'm going to talkto you about the differences of baking the same recipe
in these different typesof ovens. Maybe that competitor doesn’t have that.
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You can talkabout something that you do and they don’t. But sometimes, people think
thatthrowing stones at your enemy as positioning against a competitor is just aboutthings that you
do and they don't. It isn’t.

It also holdstrue if there’s something that they do and you don’t. For example, findinginformation
on Youtube. That's annoying when you've got to watch all thosevideo ads. Have you ever
watched or hoped to watch something on Youtube but youwere forced to watch one of those
bumper commercial videos in the beginning?It’s like oh, it's so annoying.

Maybe they’'vegot information or maybe they’re using Youtube which puts these ads and you
canuse that as a selling point for you. You could say hey, we don’t advertise inour videos. All
you're getting is the truth, the whole truth, and nothing butthe good tasting cake recipe. You can
use something that they do have and youdon't to your advantage, it's not just about what you
have and they don't.

The key here isto preempt their objections. In your sales copy when you're sellinginformation,
think about the inhibitions that your customer is having asthey’re reading your sales page and
address those inhibitions individually inyour sales copy.

Remember, whenselling information, you're mostly selling the source and the
consumptionexperience. Consider a college or university brochure, this is the best waythat | can
give you this example. They're selling you the campus, thefacilities, the staff, the clubs, the
activities, the faculty, they're sellingyou the experience not the classes. Classes aren't listed in
the brochure.

| want to thankyou for watching this video and | look forward to seeing you in the next video.Take
care.
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