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Micro Coaching Course™ 
“Lesson #3: Convert” 

Introduction 
Hello, this is Brian T. Edmondson, welcome to lesson #3 of our Micro Coaching 
Course™ program. 

Last week you learned how to create your Micro Coaching Course™ lessons either by 
doing it yourself, with the help of joint venture partners, or by outsourcing the task. 

This week we’re going to talk about how to “Convert” prospects into paying customers for 
your Micro Coaching Course™ as you learn all about setting up your sales process. 

Let’s get to it… 

The Micro Coaching Course™ Sales Triad 
There are three main components for getting your site ready to take orders for your next 
Micro Coaching Course™… 

1. PERCEPTION 

2. PERSUASION 

3. PERFECTION 

We’re going to explore each of these in great detail… 

1. PERCEPTION.  
The first component is that of “perception”. In other words, the perceived value of your 
Micro Coaching Course™. We’re going to talk about pricing your Micro Coaching 
Course™ at a point where prospects see the value in what you’re selling at the cost 
associated with it. 

Here’s the golden question: How much should you charge for your Micro Coaching 
Course™? 

Your pricing strategy depends in part on your overall business plan. 

If you’re using this Micro Coaching Course™ as a low-end product to bring people into 
your sales funnel, then you’d undercut the competition. If, on the other hand, you intend to 
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price this Micro Coaching Course™ for maximum profit, then you’ll obviously attach a 
price tag that reflects the quality of the information as well as the time you put into personal 
coaching. 

My recommendation is that you take this route. This is a PREMIUM offer for the 
overwhelming majority of people who create them. 

Because a Micro Coaching Course™ has a much higher perceived value than an ebook or 
other information product, I strongly suggest that you make use of this and price it to make a 
profit (versus pricing it low just to bring people into your funnel). 

Tip: You can create a “lite” version of your Micro Coaching Course™ that you 
either give away for free or offer for a very low price. Then you can use this free or 
low-priced Micro Coaching Course™ to bring people into your sales funnel, 
where you offer the full-price Micro Coaching Course™ as an upsell. But that’s an 
entirely different lesson. 

Let’s look at these pricing factors more closely. 

5 Key Factors to Pricing Your Micro Coaching Course™ 
1. Consider the value of your time.  

Since you’ll be grading assignments and offering coaching, you need to take into 
consideration the value of your time. 

Generally, only a small percentage of students will actually ask questions. And an even 
smaller percentage will regularly ask questions. So if you set up a class with 50 people, you 
can estimate that about 10% to 20% (five or ten students) will participate fully, asking 
questions and taking full advantage of your coaching. 

However, those are just average figures. If your sales letter stresses the personalized 
coaching as the main benefit, and if your prospects are highly targeted, or if they are 
complete beginners, then you may find that many more of your students take advantage of 
the coaching. 

On the flip side: If your students are typical non-interactive ebook buyers, then you may see 
a smaller percentage take advantage of the coaching. 

So here’s what I suggest: Be extremely conservative in your estimates. It’s better to 
assume most people will ask questions. If you’re wrong, that just means you got paid very 
well and yet you enjoyed a lot of free time. If you assume a small number and you’re wrong, 
you’ll price your class too low and you might even run out of time to coach everyone. 
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For your first Micro Coaching Course™, take on no more than 50 students, and assume 
most of them will take advantage of the coaching. Figure out how much your time is worth – 
and then price your class accordingly. 

Note: By the time you conduct your second Micro Coaching Course™, you’ll have 
a better idea of how many students will actually take advantage of the coaching. This 
experience will help you work out class size and pricing issues for future Micro 
Coaching Courses™. 

2. Consider the value of the information.  

Next, you need to take into consideration the actual value of the lessons and bonuses. What 
is this information worth to your students? Is it an advanced course or a beginner’s course? 
If the content was sold WITHOUT personalized coaching how would much would you 
charge? 

3. Research the market for price comparisons. 

Once you’ve estimated the cost for the information and coaching, then it’s time to research 
the market to find out what your competitors are charging for similar products and services. 

You may find very few if any other Micro Coaching Courses™ offered in your niche. 
However, you can still use other products as measuring sticks. Look for prices between high-
end ebooks and personalized coaching services. 

Tip: Often you’ll find a good price tag is around the same as the high-end “big box” 
packages in your niche. (These are the home study courses.) While your Micro 
Coaching Course™ isn’t a physical product (which boosts perceived value), you do 
offer personalized coaching which boosts the price considerably, often even more 
than a physical product. As such, your Micro Coaching Course™ is worth at least 
as much as those home study courses. 

4. Let the customers vote with their wallets.  

While you can spend a lot of time trying to nail down the right price, the BEST way to do it is 
to take your Micro Coaching Course™ to your customers and let them vote with their 
wallets. In other words, test your prices and see which one maximizes your profits. 

Tip: Some people assume that lowering the price increases conversions, but that’s not 
always true. Many marketers have enjoyed higher conversions when they increased 
their price. And that’s because a higher price tag is often associated with a high 
quality product in the customer’s mind. 

5. Boosting the Perceived Value. 
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As mentioned previously, the fact that you’re offering a Micro Coaching Course™ (with 
personalized coaching) as opposed to just an ebook means you’ve already boosted the 
perceived value of your product. 

Here are other ways to do it: 

• Offer bonus material, including ebooks, teleseminars, software, videos and similar. 

• Deliver your lessons and/or bonus material in other formats in addition to 
just text. That’s because audios have a higher perceived value than ebooks. And 
videos have a higher perceived value than both ebooks and audios. 

• Add value by bringing experts to the class. Here you may offer one or more 
teleseminars/webinars with known niche experts as your guests. 

• Send bonus material by postal mail. Physical products – such as bound paper 
books, CDs and DVDs – have a higher perceived value than downloadable products. So 
while you want to make your weekly lessons downloadable (so that you can time their 
delivery), you may consider offering physical bonus products. 

Tip: Offering a physical bonus means you also get the customers’ postal 
addresses. You can use this information later on to do a postcard mailing or 
physical sales letter. 

Incorporating one or more of the above four factors will help you justify a higher price for 
your Micro Coaching Course™, which in turn may help boost conversions. 

Deciding on a Price for Your Micro Coaching Course™ 
So, the first thing you need to do is decide upon a price. 

The MINIMUM I would ever consider is $197.00 simply because of the time you’ll be 
investing. And you’d need to have a compelling reason to go that low in order to convince 
me. 

My “default” recommendation is $497.00  
for a 4-week Micro Coaching Course™. 

Now that you know how to price your class, let’s turn our attention towards writing your 
salesletter… 

2. PERSUASION. 
For most people this is the component that will require the most time and thought. 
“Persuasion” is all about writing the salesletter for your Micro Coaching Course™. 
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Now, before I begin walking you through the process of writing your Micro Coaching 
Course™ salesletter, let me make a few important statements up front… 

1.  You can get as in-depth as you want with copywriting. I’m going to keep this as 
simple as possible to prevent this process from requiring too much of your time. 
Copywriting is an art form. That’s why world class copywriters can easily charge 
$10,000+ per salesletter. It’s a craft. Anyone can write a salesletter just like anyone can 
play golf. But not everyone is going to play golf like Tiger Woods. Nor is everyone going to 
write salesletters like Clayton Makepeace. If you want to “study” copywriting and really 
get in- depth, go ahead. But the primer below will suffice for now. 

2. I’ve included a fill-in-the-blank salesletter template. In your “extras” package 
this week I’ve got a salesletter template designed for you that is similar to the salespage 
for this Micro Coaching Course™. I’ve also included some areas on the page, which 
are “fill-in-the-blank” to help you. You’ll need to edit the salesletter page with your 
preferred program. 

3. I’ve included a short copywriting template set. In your “extras” package this week 
I’ve also included a short “fill-in-the-blanks” set of copywriting templates you can use for 
pre-heads, headlines, sub-heads, bullet points, etc. 

As with all of the Micro Coaching Course™ materials these are for YOUR USE ONLY and 
should never be shared with anyone else. 

Having said all of that, let’s look at how to write your salesletter. Some of the examples below 
we’ll pull right from the sales letter for this course. (Note: I’m always split testing different 
variations of my sales letters so the examples here may not be exactly what you’ve seen… but 
the principles are the same). 

My Copywriting Formula 

11 Parts Of An Order-Producing Salesletter 
1. Prehead.  

The first part of your salesletter is what’s known as the “prehead”. This is a short, 
introductory statement located at the very top of your salespage that is used to… 

• Engage the reader’s attention. 

• Quickly introduce a key idea or qualification. 

• Set the stage for the thrust of the sales message. 
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There isn’t a set in stone rule for the length of a pre-headline. I’ve seen a prehead consisting 
of only one word – and I’ve seen a complete paragraph. Generally speaking, use as few words 
as possible to effectively communicate your message. 

Here are some examples: 

• (Mention A Specific Group) 
“Attention First-Time Parents…” 

• (Mention A Specific Problem With Latest Development) 
“New Breakthrough Discovery For Arthritis Sufferers Shows…” 

• (Mention A Credible Source) 
“As Seen On The Oprah Winfrey Show…” 

• (Mention A Shocking Announcement)  
“You’ve Been Lied To About Teaching Qualifications!” 

• (Mention A Statement Of Fact)  
“A Panel Of Top Experts Agree, This Is The Easiest Way To...” 

That short statement launches into your primary headline. But, before it does, it does a lot of 
valuable things for you as it conveys your message to the reader. 

2. Primaryhead.  
This is your main headline – located at the top center of your sales page immediately below 
your prehead. It should be in larger, bolder print and may contain certain words highlighted 
in different colored text for emphasis. 

This is your biggest weapon of the sales page and should be used to showcase your biggest 
benefit to the reader. 

• What is the ultimate “best reason” someone should enroll in your Micro Coaching 
Course™? 

• What is the most desirable result of enrolling in your Micro Coaching Course™ to 
the reader? 

• What, above everything else, would be most beneficial about buying it? 

This is your chance to quickly encapsulate your entire salesletter in one, eye- catching 
sentence that is GUARANTEED to be read by the visitor to your site. 

Fire your biggest gun! 
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Now there are a lot of different models, templates and “kinds” of headlines that have been 
repeatedly used over the years which have proven to be very effective in producing orders. 

I can’t possibly cover them all, but what I want to share with you is one of my favorites that 
has really generated great results for me – and my clients – every time we’ve used it. 

I call it the “Stop Doing This… Start Doing This…” model. 

The idea is to emphasize a common problem that prospects know they have and want to 
avoid (that’s the “stop doing this” part) and then point to a desirable solution they can 
implement (that’s the “start doing this”) part that is of great interest to them. 

As with any type of advertisement or sales copy, there are some simple things you’ll want to 
make sure you do in creating your headline… 

• Use Particulars. The more specific you can be, the better. Not only does your 
statement seem more believable with specifics, but in many instances it can see more 
reachable. It’s not just “sell your own original Micro Coaching Course™”, it’s “sell 
your own original Micro Coaching Course™ for $497, $997 and Even $1,997”. 

• Use Periods. One of the things most people want is a “time frame”. How long will this 
take? When can I expect results? It’s not just “make a living online working from 
home”, it’s “make a living working JUST A FEW HOURS each week…” 

• Use Pictures. Unless they’re a glutton for taking the road less traveled, most people 
want the easiest route to their destination of choice. Use word pictures to describe the 
ultimate result most desirable to the reader. It’s not just “working from home”, it’s 
“working from the comfort of your home”. 

So, there’s a lot to convey in your headline. It sets the tone for your entire sales message, so 
spend some time developing it based on the things we’ve talked about here. By simply 
making some appropriate substitutions into the “Stop Doing This … Start Doing This…” 
headline model, you should be able to craft an attention-grabbing start to your salesletter. 

As mentioned earlier, I’m providing you with several other proven headline templates you 
can draw from as well in this week’s bonuses. 

Moving on, the next “part” I want to mention is the… 

3. Posthead.  
This is similar to the “prehead” in that it’s a brief connecting statement. This time, it bridges 
the gap from the headline to the opening paragraph of your copy. 
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Now, again, there are a lot of different usage ideas here as to what you should do with your 
posthead. I’m not a Dan Kennedy, Clayton Makepeace or some other world-class copywriter. 
But I am pretty good at convincing people to buy my courses, so let me tell you how I use a 
posthead on my own sales pages. 

There are a couple of things that have proven to be effective that I want to mention: 

Make A Statement Of Emphasis.  

In other words, briefly expand upon what you said in the headline – but emphasize 
something that will make it even EASIER or FASTER or MORE REWARDING than what 
you’ve already stated. 

————————— 

“Play Golf, Spend Time With Your Family Or Just Relax  
With All Of Your Extra Time While Orders Come In Automatically!” 

————————— 

This example emphasizes the “end result” the reader can be experiencing by 
following the instructions. 

I could just as have easily stressed a way things will be made easier such as… 

————————— 

“Heck, I’ll Even Show You How To Get  
Other People To Write The Reports For You!” 

————————— 

Or, I could have chosen to focus on “speeding up” the process by promising… 

————————— 

“Update: My New Bonus Chapter Shows You  
How To Get Your First Sale By Tomorrow Afternoon!” 

————————— 

The point is the same in all regards: the posthead is used to place emphasis on an 
easier, faster or more rewarding aspect of what I’m about to share in my letter to the 
reader. 

Mention A Deadline Or Limit.  
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Another good use of your posthead is to begin creating urgency by stressing some kind of 
deadline or limit that you are imposing. A few examples include… 

• “Only 50 Lucky Charter Members Will Be Accepted!” 

• “80% Off Introductory Price Ends On October 12th at Midnight!” 

• “There Are Just 24 16 Copies Left Before We’ll Be Sold Out!” 

Obviously, you’d give extensive details on this deadline or limit later towards the 
conclusion of your salesletter, but this is a great place to introduce some (legitimate!) 
deadline or limit that the reader needs to be aware of. 

Once you have a posthead in place, you’re ready to dive into the main body of your 
salesletter, beginning with your opening paragraph which includes... 

4. Problem.  
Virtually every good salesletter begins –in one form or another – with an introduction of a 
problem. 

• You’re not getting enough traffic to your site. 

• Your list isn’t big enough. 

• You still haven’t dropped that last 10 pounds. 

• Your spouse is wanting a divorce. 

• You can’t seem to manage your time. 

• You’re not as good at tennis as you’d like.  

• You’d like the flexibility of working from home. 

• You’re really interested in homeschooling. 

• You could be happier if just one thing changed. 

Serious or trivial, stated positively or negatively, real or imagined, problems are the universal 
driving force behind many - if not - most decisions we make. We want to avoid them, correct 
them, minimize them or make up for them, but make no mistake about it, they have great 
influence in our lives. 

We’d be happier without problems, or so we think. We’d at least try to give it a try. And, if we 
can’t completely eliminate our problems, it sure would be nice to have something really 
wonderful happening in our lives that would dish or overshadow them. We all have things 
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that we’d like to improve upon. Things we’d like to see changed to some degree. Things we’d 
like to make better. 

So, one of the best ways you can begin your salesletter is to establish the fact that there is a 
problem that needs to be addressed. Generally, by telling some kind of story that allows you 
to identify with the reader and the problem they face. 

You can continue building upon this story for several more paragraphs, using additional 
attention-grabbing headlines to… 

• Hint at a solution. 

• Share a discovery. 

• Explain a concept. 

Once you’ve spent plenty of time discussing the problem in detail, hinting at a solution, and 
sharing a discovery; it’s an easy transition from here to the next “part” of the salesletter… 

5. Product.  
Now that you’ve established a problem, it’s time to share the solution - namely, what YOU 
have to offer in your Micro Coaching Course™! 

Here’s where you let loose with your “unique sales proposition”. 

“You know how others __________,  
well here’s what I do that’s different…” 

Without being arrogant or prideful, it’s time to talk about yourself: your experiences, your 
knowledge, your secret weapon, your special way of doing things. 

• Explain what you have to offer in your Micro Coaching Course™ that will help the 
reader to solve the problem they are facing. 

• Tell a story to explain HOW you found out what you’ll be sharing in our Micro 
Coaching Course™. 

• Empathize with the reader – you’ve been where they were and look at how things have 
changed since you made your discovery of “what works”. 

• Point out what makes you different than the rest of those out there who might be 
offering similar products. 

• Refer to tips, strategies, practices, etc. that you reveal in your Micro Coaching 
Course™ (without telling them exactly WHAT those items are, of course!) 
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• Mention specific results you’ve achieved by using the information included in your 
Micro Coaching Course™. 

And don’t just make claims, PROVE them, which brings us up to “part” 6, which is your 
“proof”… 

6. Proof.   
Anyone can make claims about what they’ve done and what they know, but how many can 
prove it? And, when they prove it, how much more effective is their claim? 

People, in general, are naturally skeptical. Especially those who’ve been around the 
block and have fallen for hype before. If you want to bridge the gap between their 
wallet and your order button, you’ve got to establish trust. 

And the surest way to establish trust is to prove what you’re saying is true. 

There are three simple things you can do to validate your claims by providing a form of 
evidence that I want to quickly point out… 

1. PROVIDE a testimonial. It’s one thing when YOU say the information included in 
your Micro Coaching Course™ works…it’s another thing entirely for someone else to 
proclaim that they’ve duplicated or exceeded your results by trying the information 
themselves. A testimonial from someone who’s read, used and seen results from your 
Micro Coaching Course™ represents a voice of credibility speaking on your behalf. A 
handful of testimonials should be sufficient for your Micro Coaching Course™ 
salesletter. (These are NOT, however, “mandatory” – notice I don’t have a single 
testimonial on my salesletter.) 

2. POINT to visual evidence. What diet program appears more legit than the one with a 
“before and after” photo of someone who’s lost weight? When you can provide 
screenshots, photographs or other “visual” evidence to substantiate your claims, it can go 
a long way to tear down the wall of reluctance that rests between you and your potential 
customer. 

3. POSE a challenge. If possible, get the reader of your salesletter to do something 
themselves to test your validity. When I was selling a course on “viral ebooks”, I would 
have folks go to Google.com and do a search for my name to PROVE I knew how to get 
free ebooks distributed to tens of thousands of websites. It’s not always possible, but if it 
is, posing a challenge for the reader to do something to test you is a nice option. 

When you’ve laid out your “proof”, it’s time to get specific about what’s included in your 
Micro Coaching Course™... 
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7. Points.  
Using a “bulleted list” of benefit points is one of the most effective ways to really drive home 
the “reason why” the reader would want to purchase your Micro Coaching Course™. 

It also allows you the opportunity to address several different “angles” of the information you 
include – one of which might be that special “hot button” with the reader that seals the deal. 

You’ve seen them on just about every salesletter.  

Here’s a quick screenshot of one of my own bullet lists… 

Three quick things I want to mention about these “points”… 

• Stress benefits, not features. The classic statement about benefits vs. features is 
this: “no one cares about your lawn mower, they only care about their lawn”. Your 
Micro Coaching Course™ might very well have 10 ready-made lesson plans 
included… but what does it mean to the reader? It means they don’t have to spend time 
developing the lesson plans themselves; it means they don’t have to be in a rush; it 
means they can use their saved time doing something more enjoyable. A benefit is 
simply WHY the reader should care about your feature. 

• Stress particulars, not generalities. It’s not “Helpful ways to…”, it’s “11 helpful 
ways to…”. It’s not “lose weight”, it’s “lose 7 pounds in 2 weeks”. The more specific you 
can be, the better. 

• Stress majors, not minors.  You should use at least 10-15 bullet points for a 
salesletter – and make them count. You want to stress the most desirable benefits to 
the reader … the “major” helps included in your Micro Coaching Course™. It’s 
important that you fire your biggest guns. And try to focus on different aspects of the 
information you’re sharing in the Micro Coaching Course™. For example: one 
bullet point might focus on the “quickness” of forthcoming results, while another bullet 
point might focus on the “ease” of forthcoming results, while another bullet point 
might focus on the “responses of others” in relation to the forthcoming results, etc. 

Now, after you’ve got 10-15 bullet points in place here, it’s time for the next “part” of your 
salesletter, which is your… 

8. Pull. 
That is, your “call to action”. You know the drill from every commercial advertisement you’ve 
seen on television… 

“Operators are standing by … place your order NOW!” 
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Don’t delay. Quantities are limited. The next 10 callers get xyz. Yada, yada, yada. Blah, blah, 
blah. Reminds me of the teacher on the Charlie Brown cartoons: “waaa, waaa, waaa, waaa, 
waaaa.” 
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While I’m certainly not a believer in using psychological mind games to prey on the 
emotions of readers to push them over the edge, it is important that you point them 
towards a decision. It is important that you instruct them to take advantage of your 
offer and place their order. 

Now, every good copywriter will tell you: it’s all about creating urgency. In other words, you 
don’t want them to delay in making the decision to buy… they might not ever be back again. 

You’ve got their attention RIGHT NOW, so you want them to make their 
decision RIGHT NOW. 

Perhaps the best way to get them to do this is to impose some kind of deadline or limit which 
makes it necessary to order soon in order to take advantage of a special price, extra incentive 
or availability. 

• Special Price. By offering a discount to all who purchase within a specific period of 
time (or to a selected number of people who order … I.E. The first 10), you can create a 
sense of urgency. “The price for the Micro Coaching Course™ is $497.00, but the 
first 10 who order will get a $100 discount.” 

• Extra Incentive. You may want to consider offering an additional bonus (we’ll talk 
more about this in an upcoming section) to those who order within a specified time or 
specific number. This CAN be an effective option for you to use. For example: If your 
Micro Coaching Course™ is about “setting up a salesletter” you might state, 
“Everyone who orders during TODAY for the next Micro Coaching Course™ will 
receive a free $500 software program…” 

• Availability. Obviously having only 50 spots (or even less) will create a sense of 
urgency. You can also state, “This is the only time I’m going to offer this all year” or “I 
won’t be offering this again for at least six months” to also create urgency based on 
availability. 

I will give you three age-old, still-effective ways to “encourage” people to order in your call to 
action that have “built-in” urgency: 

1. The Rule of RESULTS. Stated simply, “the longer you wait to get started, the longer 
it will be before you see results”. The flipside is also true: “the quicker you get 
started, the quicker you’ll see results”. 

2. The Rule of RESPONSE. There is much information that isn’t as effective as more 
people begin using it. This is especially true of “marketing” or “business” 
information. For example: As more and more people begin competing for high-
traffic keywords, it’s more difficult to get quality words at inexpensive prices. A 
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delay in taking action could dish the reader’s effectiveness as others beat them to 
the punch. 

3. The Rule of RESTRICTION. There are many times when a delay in buying and 
applying information restricts the reader in what they can accomplish. For example: 
If someone wants to lose 10 pounds before spring break, they are restricted by the 
amount of time remaining between now and spring break. 

By using these three “built-in” triggers to create urgency, you can reasonably point your site 
visitors to a buying decision without resorting to high-pressure sales tactics. 

Speaking of pressure – your next “part” of the salesletter certainly helps remove it… 

9. Promise.  
In other words, your “guarantee”. Risk reversal is the ultimate way to remove any remaining 
barriers between you and your potential customer. Make it clear that THEY have “nothing to 
risk”. If they are dissatisfied for any reason, you’ll refund their money with no hassles. 

Note: It’s important that you include any “terms” relevant to your guarantee. For 
example: how long does the customer have in order to obtain a refund should they 
choose to do so. In many cases, it’s the law to provide at least 30 days. And, 
depending upon whom you choose to process your orders, there will be requirements 
from those companies that you’ll need to comply with. 

The important thing is that you communicate to your site visitors that you are committed to 
their absolute satisfaction. Ultimately, they only pay for what they are pleased with having 
bought. 

Let me give you a quick look at my own guarantee… 

If you're not 100% satisfied for whatever reason, let me know before the 
3rd week of the Micro Coaching Course™ and I'll issue you an 
immediate, no hassle refund. That's right, if after you've completed half 
the lessons, you're not completely happy with the Micro Coaching 
Course™ program, then email me, and I'll give your money back. 

And with that… 

10. Process.  
Finally, you’re ready to take orders and start making money! You’ll want to include three 
simple things here in this order process that are worth mentioning… 

• Last-Minute Instructions. Let them know how the order will be fulfilled (I.E. 
“You’ll gain instant access to Lesson #1”). Mention any bonuses they’ll receive. If there 
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are any special instructions (I.E. “Be sure to whitelist my email address account”) then 
mention those as well. 

• Links. That is, your order link(s).  I usually have the link read something like “Click 
Here to Order Now” or “Enroll Today” or some similar statement. Obviously, the actual 
link itself will need to lead to an order processor to accept payment on your behalf. 
This link will be provided by whatever processor you use to handle your orders, which 
we’ll talk about in our next section. 

• Legalities. Always, always, always include appropriate legal statements to protect 
yourself. I personally hired an internet law attorney to create my own disclaimer, terms 
of service, legal disclaimer and privacy notice. I had to pay a rather large sum to have 
these created for my own use, but now there are several options where you can by 
template disclaimers for your website. You can visit FTCGuardian.com to see an 
example of a company like that. Of course, you can also obtain legal forms from other 
sources, just make sure you have some kind of disclaimers in place to protect yourself. 

And that brings us to the final “part” of your salesletter… 

11. Postscript.  
Immediately below your name at the bottom of your sales page should be a “postscript”. You 
know the drill, “P.S. Blah, Blah, Blah”. 

Why include a P.S.? 

Because people WILL read them. Sometimes they’ll even jump to the bottom of the page and 
read that first. (They’re usually looking for the price.) Regardless of the order in which 
they get there, they will get there. And they’ll read your P.S. 

So, since you’re going to have their attention at this point, it’s important that you make the 
most of it. 

Three powerful ways to finish strong in the sales process is to use your postscript to “recap”, 
“remind” or “reinforce”… 

1. RECAP the offer. That is, in a few sentences, give a brief account of what the reader 
will be receiving when they place their order. 

2. REMIND them of a key benefit. Take a sentence to point out once again a desirable 
result the reader can be experiencing by making the purchase. (I.E. “P.S. Don’t 
forget, in less than 4 weeks you can actually see your first order ... isn’t that 
exciting!?”) 
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3. REINFORCE the call to action. Did you impose a deadline or limit? Did you 
mention an extra incentive? Did you pose a challenge? Use your “postscript” to 
reinforce some element of your call to action. (I.E. “P.S. Unfortunately, I can only 
accept the first 50 students who enroll. Sorry, no exceptions. Order now.”) 

All right, you’ve just been given a crash course in copywriting! If you make your way through 
these 11 “parts” of your salesletter, you should have a nice piece in place soon to convince 
visitors to your site to buy your Micro Coaching Course™. 

Don’t forget to use the salesletter template and the copywriting template set to help you in 
developing your salesletter. 

And feel free to use my Micro Coaching Course™ salesletter as an example to model 
your own after. 

After getting your salesletter in place, it’s time for the final component… 

3. PERFECTION. 
Perfection means maturity, completion. In terms of our training, it means getting your sales 
letter completely setup to take orders. 

Now, I’m not going to explain this process in great detail. As I mentioned on the salesletter 
for this Micro Coaching Course™… 

“If you don't know how to upload files and do basic website setup stuff, 
you should be prepared to spend $50-$100 to get someone to do it for 
you.” 

This isn’t a “beginner’s” program, so there’s no point in going over all of the basic steps at 
this point. 

What I’m going to do is just walk you quickly through what you need to have in place in 
order to complete your site setup and be ready to take orders. 

SIDEBAR: If you do NOT know how to do these things, please contact me and ask for 
a recommended vendor/resources. 

Here is a “checklist”… 

Create a “sales page”.   
This is, quite obviously, the main salesletter page like the one you saw for Micro Coaching 
Course™. 

It primarily consists of a salesletter and order link. 
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You can, at your option, create graphics (header, footer, background, etc.). I personally use 
OptimizePress to create my sales letter pages and product download pages. You can also use 
LeadPages, Click Funnels, or any of the other popular web page building tools out there. 
Truthfully, the particular software, tool, or technology isn’t as important as the actual sales 
copy and curriculum you’re delivering. 

I strongly encourage you NOT to overcomplicate things with fancy technology, 
overdone graphics and such; it really can be as simple as having a plain sales letter template 
like I use and simple, clean download pages.  

Obviously, you’ll need to process orders.  If you have your own merchant account, that will 
certainly work. If you want to use a third party (as I do), then here are a couple of options 

Resource #1: PayPal. My recommendations begin with PayPal. The reason I recommend 
them is because they have ZERO startup costs.  

If you are on a tight budget, they are a nice option because they don’t require a setup fee to 
begin using their order processing service. Their fee-per-transaction is among the lowest 
available, as well. Payment for the orders you generate is automatically deposited into your 
PayPal account. From there, you can choose to spend the money on a Mastercard debit card, 
get the money direct-deposited to your checking account or have a check mailed to you 
anytime you choose. There are some drawbacks with poor customer service and an itchy 
trigger finger when it comes to freezing accounts for violations of their TOS, but still they are 
a very popular service that bears mentioning. 

http://www.Paypal.com 

Resource #2: ThriveCart.com. If you’re looking for a more robust shopping cart 
solution, the one I personally use and recommend is ThriveCart.com. You saw and/or 
experienced many of the benefits of using a shopping cart when you purchased this program 
including; one-click order bumps and upsells, automatic integration with your email service 
provider, the ability to take multiple forms of payments, the ability to have an affiliate 
program, etc. 

http://www.thrivecart.com 

Sidebar: If you don’t currently have a shopping cart and get ThriveCart using my 
affiliate link, let me know and I’ll share some ThriveCart shopping cart secrets to help 
you get more out of it. 

This is a service very similar to PayPal and comparable in all aspects as far as setup, fees, etc. 
A great option for those who don’t like PayPal or have had problems with PayPal. 

© 2017 Brian T. Edmondson Page !21 http://www.InternetIncomeCoach.com

http://www.InternetIncomeCoach.com
http://www.internetincomecoach.com/optimizepress
http://www.paypal.com/
http://www.internetincomecoach.com/thrivecart


Micro Coaching Course™: How to Make More Money in Less Time with Your Own High-Ticket Virtual Coaching Course

You’ll need to setup your Micro Coaching Course™ sales details inside the control panel 
from one of these order processors (or another of your choosing) and then embed their 
custom-generated order link into your sales page at the appropriate spot. 

Create a “customer capture page”.  
After someone reads your salesletter and pays for enrollment in the Micro Coaching 
Course™ you need to have them redirected to a “customer capture page”, sometimes known 
as a “registration” page. 

On this page you’ll thank them for their order and ask them to submit their name and 
primary email address (and any other information you may want) into a form which you’ll 
get from your list provider (such as AWeber.com) so you can add them to your customer list 
and email them a notice each week when the next Micro Coaching Course™ lesson is 
available for them to access. 

If you’re using an advanced shopping cart like ThriveCart, then this process can be 
completely automated. If you’re using a less sophisticated method like PayPal then I’ve 
included a screen capture of what a customer capture page could look like - which you are 
free to model yours after. 

NOTE: If you don’t already have an account with an email service provider, I 
personally use and recommend  AWeber.com or another list provider. 

Don’t forget to load a “welcome” message to your list account that is sent to your students 
immediately upon the submission of their name and primary email address into the form. 
Here is an example “welcome” message that should look familiar to you… 

[e-coaching] {!firstname} - thanks for enrolling in the Micro Coaching Course™ 
program! 

Hi {!firstname}, 

This email is to confirm your enrollment in the upcoming Micro Coaching 
Course™ 4-week program. 

You will receive your first lesson on [date] at this email address. 

The e-Micro Coaching Course™ officially begins then. You will also receive 
additional lessons on [dates]to complete the four weeks of coaching. 

The subject line of these weekly emails sent to you will always include: [e-coaching] 

If you have spam filters in place, make certain you whitelist 
brian@internetincomecoach.com so the messages will arrive promptly to your inbox. 
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NOTE: If you received this email message, you should be fine. 

If you have any questions about your order, please feel free to email me at: 
vipsupport@internetincomecoach.com. 

Thanks again for enrolling in the Micro Coaching Course™ program! I'm looking 
forward to a very rewarding time together. 

Best of success,  

Brian T. Edmondson 

Feel free to modify the above “welcome” message for your own Micro Coaching Course™  
and tweak it if you’re offering instant access to lesson #1 versus a set start date. 

Create a “confirmation page”.  
 Immediately upon entering their name and email address into the form, the student will be 
directed to a page of your designation. (You’ll establish this page when setting up the list 
parameters.) This is a “confirmation page” and should include final instructions for the 
Micro Coaching Course™.  

Again I’ve included a screen shot of my confirmation page which you can model yours after, 
or create your own. It’s the one that I use myself. You’ll obviously need to tweak it with your 
own information. 

Create a “download page”.   
Every week’s lesson will need to have an accompanying “download page” (AKA “fulfillment 
page”) where students will be able to access materials and download them to their computers 
for printing and reading. Feel free to model your download pages after the ones you’re seeing 
for these lessons. 

Each week you’ll send a “broadcast” mailing to your students to let them know the next 
lesson is available for them to access. Here is an example “notice” mailing that I use… 

_______________ 

[ecoaching] {!firstname}, here is lesson #1 of the Micro Coaching Course™ 
program... 

Hi {!firstname},  
 
It's launch day! 

The e-coaching officially begins with today's lesson. 
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You may download this week's materials at:  
[LINK TO DOWNLOAD PAGE] 

Remember, you have DAILY ACCESS to ME as your personal, one-on- one coach via 
the dedicated email address.  

If you have any questions during the e-coaching, want feedback, need suggestions, 
etc. please send an email and I will always respond within 48 hours. 

NOTE: I usually answer questions between 6-8PM EST Monday – Friday. 

I'm looking forward to seeing your business and life changed ... and it begins right 
now! 

[LINK TO DOWNLOAD PAGE] 

Talk with you soon! 

Sincerely, 

Brian T. Edmondson 

_______________ 

Again, you can modify the above message as you need in order to use it for your own Micro 
Coaching Course™. Also if you are automating your program, you can program these 
emails to go out every 7 days. 

After getting all of your pages setup, it’s time to do a quick rundown to test the process and 
make sure everything is working properly for you. 

Your Pre-Launch Check List 
Type your domain name into the address bar in your internet browser and click the 
ENTER button to visit the site / sales letter page. 

Upon arriving at your web site, verify that the page loads properly, with all images 
and text formatted in the desired layout. 

Click on your “order link” as if you were placing an order and verify that it transfers 
you to an order page with your third- party vendor. 

Verify that the information contained on the order page is correct, specifically the 
name of the product being ordered and the price for that product. 
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Either place a real order or mock order to verify proper processing and delivery. If 
you choose, go ahead and complete the information needed to actually order the 
product. 

Verify that the customer capture page loads properly with images and text formatted 
in the desired layout. 

Enter your name and email address into the form and submit these details. 
Verify that you arrive on the “confirmation” page and check your email to verify the 
“welcome” email arrives properly. 

Make sure your email address is added to your email autoresponder customer list and 
you receive the first welcome email. 

If everything checks out properly, then “congratulations”, you’re ready to take orders! 

This Week’s Assignments 
Here are the things you need to have accomplished to complete the third week’s action steps 
for setting up your own Micro Coaching Course™. You DO NOT need to “turn in” these 
assignments to me. However, I’ll be happy to answer any questions you have and personally 
guide you one-on-one in making these decisions. 

• What is the price of your Micro Coaching Course™? 

• Have you setup your site for taking orders? If not, do you have a time that you are 
setting as a deadline to have it done? 

Additionally… 

• Write your salesletter and setup your site. (This is the main assignment) 

And with that I bid you farewell until next week’s lesson. 

Sincerely, 

 
 

Brian T. Edmondson 
Author, Micro Coaching Course™
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