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This PDF and supplementary material was created to provide specific information regarding the subject matter covered. 
Every attempt has been made to verify the information provided in this material however neither the author nor the 
publisher are responsible for any errors, omissions, or incorrect interpretations of the subject matter.  
 
Information contained within this material is subject to local, state, federal and international laws. The reader is advised to 
consult with a licensed professional for legal, financial and other professional services.  
 
The reader of this material assumes all responsibility for the use of this information. Adherence to all applicable laws and 
regulations governing professional licensing, Music and Audio practices, advertising and all other aspects of doing Music 
and Audio in the United States or any other jurisdiction is the sole responsibility of the reader.  
 
The author and publisher assume no responsibility or liability whatsoever for the use or misuse of the information 
contained within these materials.  
 
Any earnings or income statements, or earnings or income examples, are only estimates of what we think you could earn. 
There is no assurance you’ll do as well. If you rely upon our figures, you must accept the risk of not doing as well.  
Where specific income figures are used, and attributed to an individual or business, those persons or businesses have 
earned that amount. There is no assurance you’ll do as well. If you rely upon our figures, you must accept the risk of not 
doing as well. Any and all claims or representations, as to income earnings on this web site, are not to be considered as 
average earnings. There can be no assurance that any prior successes, or past results, as to income earnings, can be used as 
an indication of your future success or results.  
 
Monetary and income results are based on many factors. We have no way of knowing how well you will do, as we do not 
know you, your background, your work ethic, or your business skills or practices. Therefore we do not guarantee or imply 
that you will get rich or that you will do as well.  
 
If you rely upon our figures, you must accept the risk of not doing as well. Internet businesses and earnings derived 
therefrom, have unknown risks involved, and are not suitable for everyone. Making decisions based on any information 
presented in our products, services, or web site, should be done only with the knowledge that you could experience 
significant losses, or make no money at all. All products and services by our company are for educational and informational 
purposes only.  
 
Use caution and seek the advice of qualified professionals. Check with your accountant, lawyer, or professional advisor, 
before acting on this or any information. Users of our products, services, and web sites are advised to do their own due 
diligence when it comes to making business decisions and all information, products, and services that have been provided 
should be independently verified by you own qualified professionals.  
 
Our information, products, and services on this web site should be carefully considered and evaluated, before reaching a 
business decision, on whether to rely on them. You agree that our company is not responsible for the success or failure of 
your business decisions relating to any information presented by our company, or our company products or services.  
 

This document is copyrighted by Work1099. Reproduction without written permission is strictly prohibited by law. 
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Introduction 

 
What happens if you toss your high-ticket offer sales page in front of a targeted 
audience? 

 
You make some sales if your offer and sales copy are both good. But it’s also likely 

that up to 98% or even 99% of your prospects will leave the sales page without 
hitting the “buy now” button. 

 
That’s pretty dismal, isn’t it? But the good news is, you can improve your conversion 

rate. One powerful way to do that is by creating a free presell report. 
 

As the name implies, this is a report that you give away to your prospects as means of 
warming them up to the idea of buying your product. It tends to work well for two reasons. 

 
1. Your prospects drop their defenses. Because you’re giving your prospects 

a valuable report and not a sales letter, they tend to drop their “advertising” 
defenses. That means they’ll read your report with an open mind. And by the 

time they get to the end, they’ll be open to your suggestions. 
 
2. Your report demonstrates value. This is a benefit no matter what kind of 

product you’re selling. But it’s especially important when you’re selling 
information products. That’s because anyone who is impressed with the 

information you’re giving away for FREE is going to assume that your paid 
information is even better. 

 
As you can see, presell reports are powerful tools. 

 
So now it’s time you learned how to harness this power for yourself. And that’s 

exactly what you’ll learn how to do inside this exciting report. You’re about to learn: 
 

 What kind of presell report works best. Hint: it depends on what you’re selling. 
 

 How to write your report. You’ll learn five different angles you can use to 
impress your prospects and warm them up to the idea of buying your product 
or service. 

 
 How to create a call to action that gets your prospects clicking through to your 

sales page. 
 

Let’s get started… 
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Pick Your High-Ticket Approach 

First things first: you need to decide what you’re going to promote in your report. This 

could be your own offer, likely your own high-ticket product or service. But it could 
also be an affiliate offer. It doesn’t matter one way or another, because a presell 

report works for just about any type of product or service. 
 

You’ll also need to consider whether you’re selling a physical product, a service or an 
information product, as this will affect how you write your report. 
 

Let me explain… 
 

Selling an information product? Here you can offer a report that is “useful 
yet incomplete.” This means that your presell report teaches something 

valuable to your prospects. And yet it doesn’t completely solve their problems, 
so your prospects need to buy your information product to get the rest of their 

solution. 
 

Selling a physical product? A presell report for a physical product is useful, 
because the information can just about fully solve your prospect’s problem. But 

the thing is, in order for your prospect to completely solve his problem, he 
needs to buy the product you’re promoting. 

 
Example: Let’s suppose you’re selling dog kennels. You can 

provide complete and full instructions to your prospects to 

teach them how to housetrain their puppies. The only thing 

that your prospect won’t have is the kennel, which you’ll 

promote from within your report. 

 
Selling a service? Many people sell services by putting out reports that teach 

others how to do the service. 
 

Example: A copywriter might put out a report about how to 

write a sales letter. The hope of the author is that the 

reader will realize it’s a difficult task and just hire the 

copywriter instead. 

 
Sometimes this works. However, the problem with this sort of report is that it’s 

aimed at a different target market. 
 

Let’s go back to the copywriting example. Here we have two target markets: 
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 People who want to do it themselves. These are the people who’re 
reading a “how to” report. Unfortunately, they’re not interested in 

hiring a freelance copywriter. 
 

 People who want to hire a copywriter. These are the people who’re the 
prime target market for the copywriter… and yet these people are NOT 

reading “how to” reports, simply because they fully intend to hire a 
freelancer. 

 
See the problem? The report doesn’t attract a targeted audience. 

 
As such, if you’re selling a service then you need to make sure that you’re 

writing something of interest to your most targeted audience. 
 

Example: In the case of the freelance copywriter, he might 

write a report called, “How to Find and Hire a High-Response 

Copywriter.” That way, his readers will be part of his target 

market. 

 
OK, do you see the difference between these three approaches? Let me quickly recap: 

 
 If you’re selling an information product, then your goal is to leave your 

prospects happy with what you’ve provided them, but eager to learn more.  
 

 If you’re selling physical products, the goal of your presell report is to 
offer extremely valuable information, so that your prospects have everything 

they need to solve their problem… except whatever product it is that you’re 
promoting. 

 
 If you’re selling a service, then you just need to be sure that your report 

is of interest to your target market. This can be as simple as teaching your 

prospects how to recognize good service providers (like you!). 
 

You’ll learn exactly how to use these approaches in the next section of this report. But 
first, there’s one more thing you need to know before you start writing your report… 

 
You need to keep your eye on the goal. 

 
That means that you need to focus on promoting just ONE primary offer in your 

report. 
 

If you promote more than one offer, you’re going to confuse your readers. If they 
have too many choices, they may not bother clicking on your links at all. 
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Secondly, if you promote just one product in your report, then you’ll write your report 
with this one product in mind. You’ll create the report with primary purpose of 

preselling this product. And thus your report will be much more effective due to this 
single-minded purpose. 

 
Point is, pick one product and write your entire report with the goal of preselling this 

product. 
 

Which brings us to our next topic… 
 

Write Your Report 

As you just discovered, what you’re selling is going to influence how you write your 
report. What you learned above is the “big picture,” the overall approach to your 
report. Now it’s time to get down to the details. 

 
Read on to discover five specific approaches to write your report, impress your 

prospects and presell them on your products and services. Read on… 
 

Approach 1: Provide an Overview of a Process 

 
This is one of the “useful yet incomplete” approaches, which makes it a good choice if 

you’re selling information products. 
 

Basically, the idea is that you give your prospects a good overview of a process. 
 
The key, however, is that while you tell what to do, you don’t tell them how to 

complete each step. You then point them towards an information product that will fill 
in the details and solve their problems. 

 
Example: Let’s suppose that you’re selling a book about how to set 

up a blog. You can then create a presell report that gives your 

prospects an overview of the process. Thus you’ll lay out all the 

steps: 

 

Step 1: Get a domain name. 

Step 2: Set up web hosting. 

Step 3: Install a WordPress blog. 

Step 4: Customize the WordPress blog. 

Step 5: Start blogging. 
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Step 6: Monetize the blog. 

Step 7: Drive targeted traffic to the blog. 

 

Within each step you’ll provide some information. 
 

Example: At Step 7 you might list a half a dozen ways to get 

traffic, such as “using forum marketing” or “taking advantage of 

joint venture opportunities.” But just like the rest of the report, 

these sub-steps give an overview of what to do, but don’t tell 

readers exactly how to complete the step. 

 

Point is, your reader is going to have questions at every step.  

 

Here are examples of the questions your reader might have: 

 

Step 1: Get a domain name. Should I get a dot com name or does it 

matter? Where should I buy this domain name? 

 

Step 2: Set up web hosting. What features should I look for in a 

webhost? How do I transfer my domain name servers? 

 

Step 3: Install a WordPress blog. Can I do this even if I’m not 

very technical? Can I hire someone to do this for me? 

 

Step 4: Customize the WordPress blog. How do a tweak a blog theme? 

Where can I get a custom theme? 

 

Step 5: Start blogging. What should I write about? Where can I get 

blog ideas? How long should my blog posts be? How often should I 

blog? 

 

Step 6: Monetize the blog. How do I pick a product to promote? Or 

how do I decide on a monetization model? What are my options? 

 

Step 7: Drive targeted traffic to the blog. What’s the best way to 

get traffic? How can I optimize my posts for the search engines? 

What are the best free methods? 

 
Now, when it comes to smaller topics – like picking a domain name – your report can 

certainly answer all your readers’ questions. 
 

Example: You can tell them to get a short, memorable dot com domain 

name through NameCheap.com.  
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However, when it comes to the “big” (important) topics, like how to write good blog 
posts, how to monetize the blog and how to get traffic to the blog, you’re going to be 

offering more of an overview than anything. 
 

You can offer useful tips – maybe enough to get a beginner blogger up and running – 
but any serious blogger will need to buy your product in order to build a successful, 

profitable blog. 
 

And that’s exactly why this style of presell report works so well. You get an 
opportunity to demonstrate your knowledge by sharing an overview of the process 

along with useful tips. Your prospect gets enough information to get started. And yet 
the serious prospect will hit the “buy” button to get the full details. 

 
Let me offer you two other examples from different niches: 

 
Example #1: You’re selling a book about organic pest control. You 

give your readers an overview of the options, such as companion 

planting, pest traps and using homemade organic sprays. Your 

readers will need to order your book in order to get the full 

solutions, steps and spray recipes. 

 
Example #2: You’re selling a dieting book. You might offer an 

overview of how to cut calories from the diet, eat closer to 

nature and start exercising. The book you’re promoting will 

provide all the necessary details, such as exactly how many 

calories the dieter should eat, what to eat (recipes included) 

and how often to exercise. 

 
That’s one approach. Here’s another… 

 

Approach 2: Give Complete Details on Part of a Process 

 
Here’s another way to offer something “useful yet incomplete” for your prospects. The 

idea here is to offer full and complete details, leaving nothing out… but only for PART 
of the overall process. 

 
Example: Let’s go back to the blogging example, which includes 

these seven steps: 

 

Step 1: Get a domain name. 

Step 2: Set up web hosting. 

Step 3: Install a WordPress blog. 

Step 4: Customize the WordPress blog. 
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Step 5: Start blogging. 

Step 6: Monetize the blog. 

Step 7: Drive targeted traffic to the blog. 

 

You can offer complete, step-by-step instructions and details for Steps 1-4. Your 

report can even include screenshots for those who aren’t very technically minded. If 
your readers follow your instructions, they’ll take action and have their blog up and 

running before the day is through. 
 

Once their blog is up, then they need to start posting content, monetize their blog and 
drive traffic. In order to skip the learning curve and start making money sooner, 

they’ll need to buy your blogging product in order to discover the details for steps 5-7. 
 
See how that works? 

 
Let me give you two other examples across different niches: 

 
Example #1: You’re selling a dog obedience book. Your presell 

report gives complete instructions on how to teach a dog to sit, 

stay and lie down. The reader will need to buy your paid product in 

order to discover how to housetrain a puppy, teach a dog to heel, 

or to break the dog of bad habits like jumping on the counter. 

 
Example #2: You’re selling a gardening book. Your presell report 

gives complete instructions for designing a garden and planting the 

seeds. Readers need to buy your paid product in order to learn 

about pest control, disease prevention and maintenance issues. 

 
Now here’s something I want you to keep in mind… 

 
Your presell report can offer steps that are already listed in your paid report. 

 
Example: Maybe your blogging book tells people how to set up their 

website. In that case, it’s okay if your presell report shares this 

same information.  

 
Indeed, you can even advertise your presell report as a free excerpt of your paid 

report. That means you don’t even have to do much work to create your presell 
report. Just copy and paste the excerpt, and then create a call to action at the end of 

the report (which you’ll learn how to do just a bit later). Simple, yet very effective. 
 

That’s one approach to this particular style of presell report. The second approach is 
to offer information that is NOT found in your paid product. Typically, this is 
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background information that beginners need to know before they can fully utilize your 
paid product. 

 
Example: Once again let’s return to the blogging example. Except 

this time, let’s assume that your paid product is 100% focused on 

the final three blog topics: how to write blog posts, how to 

monetize the blog and how to drive traffic. 

 

In this case, your readers need to know how to set up their own 

blog in order to make full use of your product. Thus you can use 

your presell report to deliver this pre-requisite information. It 

gives you a chance to showcase your expertise while providing some 

very valuable information to your reader. 

 
Naturally, this style of report also works well to sell a physical product. That’s because 

you can offer full information on part (or even all) of the process, with a 
recommendation to buy a product embedded within the information. Let me give you 

a couple examples: 
 

Example #1: You create a presell report that teaches people how to 

cook great steaks. Part of what creates such great steaks is the 

“secret seasoning” – which of course you sell on your website. 

 
Example #2: Your create a presell report that teaches bodybuilders 

how to eat to get big. You sell whey protein, which of course your 

report emphasizes as one of the keys to growing muscles. 

 
Now let’s take a look at the next approach… 

 

Approach 3: Offer Valuable Tips 

 
This approach works well whether you’re selling information products, physical 

products or services. And just as the name implies, your presell report offers valuable 
tips to your readers about how to solve their problems. 

 
There are two different approaches you can take: 

 
1. Offer multiple short tips. Here you might write a report that’s stocked full 

of dozens of tips. However, each tip is just a sentence or two long.  
 

Example: If you were writing a report sharing dieting 

tips, you might have tips such as, “Skip the salad 
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dressing and use olive oil instead,” or “Cut out the soda 

and replace those sugary drinks with water.” 

 

2. Offer fewer tips, but with more explanation. In this case, your tips report 
might only include five to ten tips. However, you offer more explanation as 

well as examples. 
 

Example: Let’s say you have a tip like, “Replace 

unhealthy fats with healthier fats.” You can then go on 

to explain the difference between saturated and 

unsaturated fats, and how the “bad” fats can wreak havoc 

with cholesterol levels and heart health. Finally, you’d 

share with your readers examples of both good fats 

(salmon oil) as well as bad fats (chicken skin). 

 

Now let me share with you three examples of presell tips reports you might create to 
sell services, sell an information product or sell a physical product: 

 
Example #1: You’re selling freelance writing services. You can 

create a report called, “Seven Ways to Save Money on Freelance 

Writing Services.” 

 
Example #2: You’re selling a book about productivity. You could 

create a presell report called “17 Secrets for Getting More Done in 

Less Time.” 

 
Example #3: You’re selling dog grooming clippers. You could create 

a presell report called, “10 Tips for Making Your Poodle Look 

Magnificent.” 

 

Now, because this is a tips report, it’s inherently a “useful yet incomplete” report. The 
tips are useful, yes. They help your prospects solve at least part of their problem, yes. 

But if you’re selling an information product, your readers will need to buy your paid 
product in order to fully solve their problems. 

 
Now let’s look at an entirely different approach… 

 

Approach 4: Use the Controversial Approach 

 
So far, we’ve been talking about reports that focus on offering high-quality, valuable 

tips and “how to” information to your readers. As mentioned before, the idea is to 
impress your readers. Because if they’re impressed by the quality of your free 
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information, they’re more likely to take their credit card out and buy your paid 
products. 

 
This is a proven way to create a pre-sell report. But another way to do it is by stirring 

up some controversy. That is, your report can still offer valuable information. But the 
emphasis on your report is on the controversy. 

 
Why? Because stirring up controversy and heated debate in your niche will get more 

people downloading and reading your report. In other words, you can use controversy 
to make your report go viral. 

 
Let me give you an example. Which of the following reports do you suppose is more 

likely to catch fire in the weight loss niche and go viral? 
 

Example #1: 10 Tips for Losing 10 Pounds 

 
Example #2: Warning: The Weight Loss Industry Wants You to be FAT 

Forever! 

 
That’s right, the second report is much more likely to go viral. Not only is the title 

itself controversial, curiosity-evoking and eyebrow-raising, but you can also follow this 
controversial style through within the actual report. 

 
Example: The person who writes this controversial report might set 

up an “us versus them” argument. The author might suggest that the 

dieting industry – from those selling weight loss books to those 

who’re personal trainers – want people to stay fat. Because as long 

as you stay fat, these greedy marketers get to keep selling you 

diets, recipe books and supplements that don’t work. 

 

It’s controversial, right? 

 

And yet many people who try to lose weight tend to do “yo-yo 

dieting.” That means that they gain the weight back. That means 

that they find it even harder to take the weight off again. So 

these people may see how it’s plausible that the dieting industry 

wants to keep them fat. And this little theory seems even more 

plausible once readers consider the rubbish that certain marketers 

are peddling, like certain diet pills and outlandish, even 

dangerous diets. 

 

In this example, the marketer might spend about half of the report 

building a “case” against the dieting industry. In doing so, the 

marketer is stirring up emotion and getting people motivated to 
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find a better solution. The marketer can then use the second half 

of the report to lay out an overview of a solution – that is, a 

diet that REALLY works. 

 
Let me give you another example of how to use controversy to create a presell report. 

Indeed, you may have even seen this strategy used countless times. The idea is to 
proclaim that a strategy, product or other generally accepted idea is “dead” (i.e., it no 

longer works). 
 

Tip: This strategy is a bit over-used in certain online marketing 

niches. However, it works well outside of these circles, such as in 

a gardening niche, dog training niche or even the golf niche. 

 

Let me give you an example from the golf market. 
 

Example: One of the most widely used ways to grip a golf club is 

referred to as the Vardon Grip (named after the golfer who invented 

the grip, a fellow by the name of Harry Vardon). You’ll see this 

grip used everywhere, from games at your local golf country club to 

pros using it on the PGA Tour. Indeed, most every golfer has at 

least tried the Vardon Grip, and many people continue to use it. 

 

So imagine if created a report called “The Vardon Grip is Dead” or 

“Why You Need to Stop Using the Vardon Grip TODAY” (or anything 

else controversial and along those lines). 

 

Would it make people in your target market take notice? You bet. Would they read the 
report? Of course. And if your report is a bit on the controversial side, you can bet 

these prospects are also going to talk about your report on niche forums, blogs, social 
media sites and even on the golf green. 

 
In this example, you might spend ¼ up to ½ of the report talking about why the 
Vardon Grip doesn’t work. Then you can spend the remainder of the report telling 

your readers about an alternative. You can then point your prospects towards a paid 
book that gives them even more secrets for shaving strokes off their game. 

 
This is a great approach if you execute it properly. 

 
So what’s the key to proper execution? You just need to make sure that you’re 

offering compelling evidence for whatever controversial stand, opinion or theory 
you’re putting forth. And you need to make sure your alternative really works. Indeed, 

you should provide actionable tips that your readers can use immediately to see some 
results. 
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Go back to the “Vardon Grip” example. If you can’t offer any reason why the Vardon 
Grip is an inferior grip, then your report really isn’t very controversial. It will end up 

looking like a sad, desperate attempt to trash a good grip as a means of making 
money by selling your product. 

 
That’s why you need to provide compelling evidence. You need to back up your case, 

perhaps with case studies and other proof. You need to lay out your case as carefully 
as a flamboyant lawyer who’s gunning for partner in a big law firm. 

 
Get the idea? 

 
You need to be bold and confident, yes. But you can’t just make claims without 

backing them up. If you’re going to sway prospects to your way of thinking, you need 
to be dang sure that your alternative theory or product really is superior to the one 

that you’re proclaiming to be “dying.” 
 

Here are a couple other examples from different niches… 
 

Example #1: Why Email Marketing is Dead – and What Your Business 

Needs to Do Instead to Survive! 

 
Example #2: WARNING: Traditional Dog Training Strategies Could be 

Destroying Your Dog’s Relationship With You! 

 
Example #3: Dirty Little Secrets Your Car Dealer Doesn’t Want You 

to Know 

 
Now, just a moment ago I told you that you should prove your case, perhaps by 

offering a case study. You can indeed embed a case study inside a controversial 
report. But even if you don’t want to create a controversial presell report, you can still 

offer a case study. 
 

Which brings us to our final presell report strategy… 
 

Approach 5: Share a Case Study 

 

You’ll recall at the beginning of this report that I mentioned how people who’re 
reading sales letters tend to get their “advertising defenses” up. This causes them to 

read all sales letters in a very guarded way. At times they’ll be skeptical about your 
letter. At other times, they’ll be outright cynical about your claims. 
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This is why most sales letters offer proof, such as testimonials, screen shots and 
videos. This allows the product creator to make a bold claim, and then back up this 

claim with hardcore evidence. This is a good idea, because most prospects are a little 
skeptical. 

 
However, you don’t need to wait until your prospects get to your sales page before 

you start offering proof. Instead, you can use your presell report to share a case 
study. 

 
Tip: If you’re an affiliate for a product that doesn’t belong to 

you, then you can be the subject of the case study. Otherwise, if 

you’re promoting your own product in your presell report, then you 

need to find someone else to serve as the subject of your case 

study. 

 
You can use a case study to sell information products, physical products or services.  

 
Example #1: If you’re selling a weight loss program, you can share 

one or more case studies to prove that the program works. 

 
Example #2: If you sell copywriting services, you can share one or 

more case studies which demonstrate how your services have helped a 

business owner grow his business. 

 
Example #3: If you’re selling an interior car upholstery kit for a 

classic car, you can share a case study that demonstrates how easy 

it was for a beginner to install it (and how great it looks once 

the interior is finished). 

 

As you might suspect, there are two benefits to sharing a case study: 
 

1. Allows you to provide proof to your prospects. Remember, people are 
skeptical. A case study is a powerful form of proof, because you’re not just 

saying, “this product works.” Instead, you’re actually showing how well it 
works over time by sharing a detailed account of how it works, along with 

pictures, videos and other evidence. In other words, it’s a very compelling 
way to overcome a skeptical prospect’s objections. 

 
2. Gives you a chance to share useful yet incomplete information. As 

you reveal the case study, you can share with your readers tips and steps 
that will help your prospects get these same results. For example, if you’re 

selling a dieting program, then you can offer nutrition and exercise tips 
alongside your case-study evidence. 
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Now, you’ll see that I keep referring to a case study as “proof” and “evidence.” This is 
important. You see, you can’t just share the end results, otherwise your case study 

will read more like a testimonial. Instead, you need to share the results in a step-by-
step manner, as they unfolded over time.  

 
Example: Let’s go back to the weight loss example. Here you can 

offer a six to twelve week case study. Let’s say you cover six 

weeks. Your presell report would then summarize the subject’s 

results each week, like this: 

 

Starting point: You’d share your subject’s “before” photos, along 

with measurements and weight. Give an overview of what the subject 

did for six weeks. 

 

Week 1: Describe subject’s diet and exercise routine this week. 

Show pictures and measurements from the end of the week. 

 

Week 2: Talk about what changes the subject implemented this week, 

such as cutting out sugar. Show pics and measurements taken at the 

end of the week. 

 

Week 3: Talk about what exercise changes the subject implemented, 

such as adding five or ten minutes to his cardio routine. Show pics 

and measurements taken at the end of the week 

 

Week 4: Share what a typical day’s menu looks like for the subject. 

Show pics and measurements at the end of the week. 

 

Week 5: What a typical day at the gym (lifting weights) is like for 

the subject. Show pics and measurements. 

 

Week 6: Show final pics and measurements. For more of an impact, 

show the “before” pics and measurements alongside these new “after” 

pics and measurements. Then describe how much better the subject 

feels and how his weight loss and new lifestyle is positively 

impacting his life.  

 
The goal here at the end of the report is to inspire and motivate 

the reader. You want him to get excited about the case study. You 

want him to start imagining what it will be like for him to get 

these same results. Yes, you’re tapping some emotional buttons 

here, by showing him how he can get rid of his pains and start 

leading a better life. But by pushing these buttons, you’re also 

putting your prospect into a buying mood. 
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See how that works? 
 

You show your subject’s progress over time, using compelling proof like photos. But 
you also provide tips and examples (like sample menus and exercise routines) so that 

your reader can start getting some of the same benefits. Then you create a call to 
action at the end of the report, where you tell your reader to buy this proven product. 

 

Quick Recap 

 

At this point you’ve learned about five different ways to create your presell report. But 
maybe you’re wondering how to actually sell something within this report. 
 

That is, how do you create a soft sell? How do you create a strong call to action?  
 

That’s what you’ll discover next, so read on… 
 

Create a Call to Action 

As mentioned at the beginning of this guide, your presell report has a singular 
purpose. And that singular purpose is to “warm up” your prospects so they’ll click on 

your sales page link and buy the product. This means that you need to walk a fine line 
between providing great content (which builds trust) and promoting your offer. 

 
You see, if you just jump right in and promote your offer, those “advertising defense 

shields” are going to go up. Your prospects are going to shut down. They might even 
click away from your report, especially if they don’t yet have any reason to trust you. 
 

So you offer good content. Build rapport. Build trust. Demonstrate value. Show that 
you know what you’re talking about. And then you provide a strong call to action. 

 
Here’s how it works: 

 
 You can mention the product you’re promoting in the beginning and 

middle of the report. At these times, however, you’re doing more of a soft 
sell. You’re planting a seed, but you’re not being aggressive. 

 
 You provide a call to action at the end of the report. This is where you 

specifically and explicitly tell people what you want them to do next. Namely, 
you want them to click on a link and buy a product. 
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Let’s look at these two types of promotions separately… 
 

Soft-Selling in the Beginning and Middle of Report 

 
As mentioned above, you can use the beginning and middle of your report to plant a 

seed. By this, I mean that you want to start hinting about what the product or service 
you’re promoting can do for your prospect. You can arouse curiosity. You can let your 

readers know that later on you’ll tell them how to solve their problems.  
 

Yes, you’ll outright mention the product. You’ll link to it. You can even tell your 
readers it’s a good solution and that they should buy it. But as you’ll see, all of this 
falls under the category of soft-selling. That’s because you’re not being aggressive – 

not yet. Because you don’t want those defense shields to come up. 
 

Now maybe you’re wondering how you can start mentioning the product and planting 
seeds. 

 
So let me give you 10 examples of soft-selling and/or seed-planting. See if you can’t 

take these examples and apply them to your own presell report. 
 

For all of these examples, let’s assume that you’re promoting the Product Pipeline 
System, which shows people how to get all the free traffic they need. Here are 

examples of how you’d soft-sell the site in the beginning and middle of the report: 
 

 The following report is an excerpt from a Work1099.com lesson. 

 

 Just a bit later in this report I’ll tell you about a resource 

that will show you exactly how to get all the FREE traffic you 

need to launch your blog. 

 

 I’ve talked to lots of people who struggled to get traffic. They 

wasted hundreds or even thousands of dollars on traffic sources 

that didn’t convert. They’re often surprised when I tell them 

that they can get all the targeted traffic they need for free. 

They usually don’t believe me until they go to www.work1099.com.  

 

 That’s just an overview of how to use viral marketing to get 

traffic. To learn more, or to discover even more free ways to 

bring targeted visitors to your site, take a look at 

Work1099.com. 

 

http://learn1099.com/product-pipeline
http://learn1099.com/product-pipeline
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 Let me tell you about my favorite method for getting free 

traffic. This is actually the exact method I used to launch the 

Work1099.com membership site, so you know it works. 

 

 Take a look at these traffic logs from Work1099.com.  

 

 Later on in this report you’ll discover the best traffic weapon 

that you’ll want to have in your marketing arsenal. 

 

 What you’re about to discover works in any niche. And these are 

the same strategies you’ll find inside the Work1099.com 

membership site. 

 

 I spent 10 years learning these strategies the hard way – through 

trial and error! The good news is that you can skip the learning 

curve. In just moments you’ll find out how to get a flood of 

traffic using my two favorite strategies. And later on I’ll 

introduce you to Work1099.com, which is where you’ll learn 

everything I know about getting free traffic. 

 

 Here’s a little tip that I often tell my Work1099.com members… 

 

See how that works? You just drop your promotions into the content in an almost 
subtle way. No pressure on your reader. And yet you’re getting your readers curious 

about your product or service. 
 

That’s good. Because by the time they reach the end of your report, they’re impressed 
with you. They know you can solve their problems. And so they’ll be open to your 
suggestions about how to get their problems solved. 

 
Which brings us to the call to action… 

 

Providing a Strong Call to Action at the End of the Report 

 

You’ve constructed your presell report in such a way that your prospects are “warmed 
up” to the idea of your product or service. In many cases, that’s because you’ve 

provided them with useful yet incomplete content, so by now they realize they need 
your product in order to completely solve their problems. 
 

Now, you’d think you could just drop a link in your final paragraph and your readers 
will know what to do. But you’ll get a better conversion rate if you tell your readers 

EXACTLY what you want them to do. And better yet, you need to give them a good 
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reason to do what you’re asking them to do (which is to click on your sales link and 
check out a product or service). 

 
So let me give you an example of a call to action: 

 
------------------------------ 

 

You just discovered three proven ways to pull in targeted traffic. 

And while these three traffic strategies are a good start, that’s 

all they are – a start. Because savvy business owners know that the 

key to success is to get as much targeted traffic to your site as 

possible. 

 

Many business owners go bankrupt trying to bring in this traffic. 

But you don’t have to. And you don’t have to spend months or years 

learning how to get traffic through trial error. 

 

Because when you click here now to join the Work1099.com membership 

site, you’ll quickly discover how to get all the high-response, 

FREE traffic you need. 

 

Yes, you can have a successful business. You can join the ranks of 

those who do the high-volume product launches everyone talks about. 

You can start being a rainmaker in your niche. It’s all possible. 

 

But none of that will happen if you don’t know how to get traffic. 

So join Work1099.com right now – and get set to watch your traffic, 

sales and cash flow increase! 

 

------------------------------ 

 

See how that works? There are actually two calls to action in this example, as I told 
the prospects twice to click on a link to join the Work1099.com site. You’ll also notice 

that I gave them good reasons to join. Specifically: 
 

1. They’ll discover how to get free, targeted traffic. 
2. This could be the start of them having a very successful business. 

3. This free traffic will increase their sales and cash flow. 
 

Now think about the main benefits of your product. Then use the above example to 
create your own powerful call to action. 

Conclusion 
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Congratulations are in order for you. That’s because you now know how to harness 
one of the most powerful presell tools available to you: the presell report. 

 
Let’s quickly recap what you learned about creating these conversion-boosting tools… 

 
 You learned about how your approach needs to differ, depending on whether 

you’re selling services, physical products or information products. 
 

 You learned about five different approaches you can use to impress your 
prospects and warm them up to the idea of buying your product or service.  

 
 You found out how to create a call to action that gets your prospects clicking 

through to your sales page. 
 

You’ve got the blueprint. You know how to do it.  
 

o now there’s just one thing left for you to do: take action! 
 
If you already have a product you’re selling – either your own or an affiliate offer – 

then it’s time for you to start outlining your presell report. 
 

Begin right now by choosing the approach that works best for what you’re selling. 
Then start writing! 

Use the companion manual to attract customers using the system that we lay out, 
and you’ll lay the foundation for your own high-end coaching program. 

 
Once you’re ready, upgrade to our Product Pipeline System… 

 

 

 

http://learn1099.com/product-pipeline
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The Smartest, Fastest and Most Effective Way To Attract New Clients To 
Your Coaching Program Is To Build Out A Foundation Of Products… 

 
…and then Add A Heavy Dose Of Traffic F.U.E.L.! 

Click Here To See What The Product Pipeline System Can Do For You… 

 
 

 
 

 
 

 

http://learn1099.com/product-pipeline

