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About The Author
Higher Level Strategies (HLS) exists to EMPOWER Internet
entrepreneurs. We provide quality services to serious Internet
marketing success seekers by way of web design, product
creation and “Done For You” web business development. We aim
to deliver cutting edge solutions to ordinary people that don't
necessarily have an extensive technical, internet or online sales
experience. Unlike coaching and mentoring companies that
promise to teach you Ecommerce, Real Estate Investing,
Financial Planning, Stock Market Investing and everything under
the sun, we specialize in one thing and one thing only, Internet

Marketing.

HLS is owned and operated by Omar Martin, and his wife Melinda since early 2009. Omar’s
vision for HLS to become a multifaceted Internet Entrepreneur Empowerment Company is now a
reality.

At present, the HLS team is made up of a powerful staff of 4 extremely skilled and talented
individuals. The company is operated by Omar and his lovely bride Melinda Martin right out of
their humble home in Palm Bay Florida. The personal interaction with their clients is unparalleled.
They take on only a few serious clients per month so that they can personally interact with each
of them. With HLS web services you get a personal touch that you just won’t find anywhere else.

HLS was established to serve success minded individuals just like you that are tired of buying old
rehashed ebooks and software products to no avail. We want to help you leverage the power of
the internet to launch a successful business through step by step mentorship. With HLS
mentoring, marketing and “Done For You” web business development, we will help you devise a
training syllabus and development schedule that is custom tailored to your specific needs and
time constraints if that is what you desire. Our professional staff is comprised of industry experts
that will help you achieve online success through courteous, one on one attention and service.

If you prefer to have the web work DONE FOR YOU, we've got you covered there as well. Our
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team can create your website, continuity program, email marketing campaigns, social web
presence, list building squeeze page, custom blog themes, professional sales videos, product
launch campaigns, membership websites and much more. We custom tailor our web
development services to your EXACT needs so you can be as involved as YOU like or as hands
off if you wish. Whichever you prefer, we've got your back.

Internet Marketing can be a very time consuming, frustrating and even costly endeavor when you
try to do it all alone. Omar Martin has helped thousands of people build websites and online
businesses throughout the years. Many of them now work for themselves and even earn a six
figure income. We welcome the opportunity to help you build your business and achieve online
success today.
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Chapter 1

Introduction

This volume is going to address top-performing online sales methods. We are not just going to limit it to
one type of sales page but rather all the different types of methods that really get people to buy. There are
lots of different types of pages and there are many elements to each of those pages. Plus, we are going to be
talking about some additional things that cause people to buy on the Internet that aren't particularly on a
traditional sales page. So, let's dive right in!
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Chapter 2

Guiding the Purchase Decision

First and foremost, understand that regardless of the method that you are using to convey the sales pitch,
it's the act of guiding your prospect through the purchase decision which is of the utmost importance. Just
because you built it, doesn't mean they'll come. Right? That's that old saying. Well, just because you have a
beautiful looking sales page doesn't mean that they'll buy. Just because you have an amazing product
doesn’t mean a prospect will recognize it. People do not jump out of bed in the morning saying “Man, I
sure hope that I buy something on the Internet today.” It doesn't work that way. We as Internet marketers
all wish that it would, yet it doesn't.

Know that there are various ways to influence a visitor landing on your website. However, now that they
are there, you will need to get them to buy. The key is to remember that most people making a decision to
buy a product from you today, do so on impulse. Thus, it’s your job as the Internet marketer, as the creator
of that sales page, to raise that impulse from zero to the point of purchase.

However, keeping a prospect on your site is a very slippery slope. This is because at any given point, you
can lose someone because they may have inhibitions and apprehensions. They might not know who you are!
To keep them engaged you will have to touch upon a prospect’s psychological triggers. But the cool thing
about it, is that we know what those triggers are to keep the prospect not only engaged, but to take action.
We know what's expected of us as information marketers to make a sale. We know the components of an
effective sales pitch. And, we know how to convey that on the Internet. Plus, the technology now enables
us to add things like video, thus appealing to a greater number of people. This is because moving images
are able to stimulate the viewer’s visual cortex.

So, we're going to talk a little bit about all of these different Internet sales methods. But it's important that
you understand that you literally have to guide your prospect through the purchase decision. With that, let's
talk about, first and foremost, the selling of information.
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Chapter 3

Selling Information

There are different types of sales pages. There are pages that sell information, tools, widgets, and digital
downloadable software. However, it is information products that are typically comprised of multiple types
of media. So, in essence, the customer is simply buying text, audio and/or video files. That is what they are
getting. They are getting a little download link to consume media, on their various electronic devices, in
the format they prefer, in exchange for their money. These media elements could be for e-books, video
courses, training, entertainment, and educational purposes. Regardless, it's simply media like text, audio,
and video that they are purchasing. However, when you're selling this sort of media, the thing that you're
selling really isn’t the media itself. Let me explain.

First of all, the biggest mistake you can make on this kind of sales page, when you're selling information, is
to try to convince them how good the text, audio or video files are. If you try telling them that this is the
most awesome and coolest training on the planet, because they are going to learn, this and that, it is
missing the mark. This is because we live in the information age.

Everybody knows about Google. They know they can simply type in what they are looking for. Their
search is met with a “gazillion” results. And, if the person is willing to go to page 3, page 4, page 5, and so
on, sifting through all the results, and clicking on the links, they are most likely to find the information they
are looking for. It really is a matter of how willing the person is to research. It comes down to how much
time they are willing to spend on searching for the information. Essentially, when someone is buying
information from you, what he or she is paying you for, is the fact that you took the time to gather it all up.
You took all the labor out of the procurement of the information for him or her and your put a nice bow on
it. Right? Or, is this statement incorrect?

Get this! The most important thing to someone selling information is actually the author's “authority” and
“expertise”. This is because at the end of the day, the prospect can find the information on Google. Why
should the prospect listen to you? That's the important thing to keep in mind when you're selling a digital
information product. Actually, a lot of information markers lose sight of that.
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Often a misguided information marketer highlights a picture of their e-book, which doesn’t actually exist,
as it is a digital file, along with a prominent picture of their DVD, which also only exists as a digital file.
What they should have, is a picture of them, talking about why they're qualified. They need to connect,
build trust, sell themselves as the creator of the information, or at least the gatherer and presenter of that
information. Again, information is free now days with Google. Thus, packaging it up with a pretty little
bow isn’t enough. You’ve got to sell YOU!

Portraying the author's credibility is most effectively done through social proof and testimonials. So, you
could talk about yourself, but at the end of the day, people understand that it's you promoting yourself. If
you really want to connect with a stranger you have their fear and apprehension to address. This is because
chances are, they have been scammed. Perhaps they bought into something online that they shouldn't have
and were likely taken advantage of.

Realize, they found your website and are reading about you with all these fears, being apprehensive, and
skeptical. Now they are reading about you through these filters of past experiences. So, how are you going
to convince them that you're the real deal?

Well, it's most effectively done through social proof. It's what other people say about you that sells you.
It’s those testimonials, that social proof that establishes credibility. When you are able to establish that,
then you are able to earn their trust. When you can earn trust, as long as the customer needs the information
you’ve got, they are going to buy it. So, when selling information, “info product” sales pages, are one type
of sales page we will be covering in depth.
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Chapter 4

Selling Digital “Widgets”

The other types of digital content to sell are digital “widgets” which are push button solutions like a piece
of software that does something. These types of solutions are always in demand. Yet the thing to remember
is that often the market doesn’t even know that they need your particular solution. Thus, it’s your job to
make sure that you explain “why” they need it. Help them realize what your solution provides them.

Most people that find your product or website didn’t wake up looking to buy your solution that day. They
simply came across your sales page that captured their attention. Your job is to raise their impulse in
converting them from a prospect into a buyer. You do this by proving to them that they have a need, and
that your solution fulfills that need the best!

Again, when selling digital widgets, like downloadable software plug-ins, and server-based services, it all
depends on first establishing that need. And, if you are successful in establishing that need, then all you
have to do is demonstrate that your tool actually fulfills that need. Simple right? So, that is the process of
selling digital widgets, software tools, and one-click solutions online. Again, these sales pages do not
require the creator to establish a lot of authority or credibility.

Why? Because when we're selling information it is really the source of the information that is in question.
Prospects ask themselves “Why should I listen to this guy? You want to teach me how to make millions?
Have you made a million bucks?”

Yet, there are those in the market place living under the false pretense that they can do business simply
claiming that they are an expert, even though they just read a book on a particular topic. Often, this same
person, has had zero success or failure in the actual topic of the book. Yet they feel, that because they read
a book on the topic, they are qualified to teach it.

I am not from that school of thought. I do not particularly believe that someone actually is an expert in
something just because they read about it. Especially when we're talking about training products that deal
with information marketing, making money online, building a successful online business, or teaching a
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technical trade. Because, when you're teaching somebody a technical trade, you must have proven technical
experience. Without that experience it kind of makes it a hard sell. Why should the prospect listen to you?
Why should the prospect trust that you could teach them how to be successful? Especially when the
prospect knows for a fact that the product creator, or proclaimed authority, hasn’t any experience in that
particular field.

After all, experience in the technical trade is the most valuable part of the training. It is because the insights
from actual experience in knowing what could happen if you do something incorrectly, versus theoretical
study, is the meat and potatoes of the training. Being able to share the knowledge through experience is
really what the prospect is paying for.

That is why it is so important to sell the trainer. Basically you're selling the trainer as the source of the
information in an information product. But here, selling a digital widget solution, you must go through the
process of establishing the need first. Then you show how your product fulfills that need through a
successful demonstration.

The Internet marketer doesn’t have to prove that the guy who invented a particular digital widget actually
went to college at Harvard or Yale. They do not have to establish that the creator is necessarily a “bad ass”
that has tiger blood coursing through their veins allowing them to be totally awesome in every aspect of
life. It doesn't matter to the prospect. They don’t care as long as the solution works and does what they
needed it to do.

Some could argue that a needs/benefit approach holds true when selling an information product. But know
that as consumers, we are not as quick to jump on board, committing to a length training process, unless we
believe in the person that is teaching us. So, selling digital widgets is a little bit different type of selling,
than selling information products.

Now video demonstrations, info-graphics, comparison charts, and impulse factors go along way with
selling digital widgets. We are going to be talking quite a bit about impulse factors throughout the modules
of this course. When speaking to impulse factors I am speaking about the FIGS. This is an acronym
representing: Fear of Loss, Indifference, Greed, and Sense of Urgency. I am not going to go into a great
deal about them here. This is because there is going to be an entire module covering just how to leverage
the impulse factors when selling information products.

However, the important thing to remember is that these are the things that are going to make people want
to buy. Getting a prospect, to the point of purchase, from an impulse of zero, is challenging. When we are
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talking about impulse, we are simply speaking to the individual’s willingness to buy, once they land on
your sales page.

For instance, when a prospect is attending ,perhaps your webinar, his or her impulse to purchase what you
are offering begins at zero. This is the degree at which they are willing to buy your product. As an
information marketer it is your job to raise this impulse from zero to purchase. And on this sort of a page,
the things that goes along way, are information graphics. Perhaps you can show statistics about the tool or
widget. Maybe,having a visual comparing your product, to similar or less worthy competitor offerings, will
raise impulse. So, there are some other types of pages, besides selling informational products and digital
widgets, that may be needed.
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Chapter 5

Kick Ass Video Sales Letters (VSL)

So, let's talk about “video” sales pages, or as they are known in the industry, Video Sales Letters (VSL).
Throughout the years, we've seen a lot of hybrids where it's not just a video sales letter. I have seen a long
form sales letter with video on top and text below. Then vice versa. There’s a lot of different combinations.
You will have to test various designs within your niche to see what is optimal. But we cannot ignore the
power of the VSL. Video Sales Letters are powerful. It’s a good way to engage a potential buyer because it
stimulates the visual cortex in a way that a long form sales letter can’t.

This is because a prospect is getting everything at once. They are getting the visual stimulation through
nice imagery as well as animation. They are getting the script, some content, the impulse factors, and
they're getting the audio stimulation of a full rich, clear, voice of a narrator.

What makes an effective VSL? Well, there are three elements that make your video sales letter successful.
It is the script, the images, and the audio. All three components must be present. And, when all three
elements work together the video will retain viewers.

Your well crafted quality video will have a high attention rate and will convert your viewers into buyers.
The VSL’s script should employ very similar psychological triggers to a long form sales letter. Now that
doesn't necessarily mean that you should take your entire sales letter and turn it into a video script. You see
a VSL is not just a script or sales page that was copied and pasted into slides and then narrated. That is not
the way it works. You’ve got to really tie it in with a story. VSL’s should tell a story. People can relate to
stories, especially in video, as we live in a video driven society.

Thus, an Internet marketer may use a video sales letter to firmly make a connection with people. They
should use his or her own voice when telling the prospect their story, or the story of the creation of the
product. That connection is made when telling folks how you arrived at the need. The story often includes
background or history of the product. As you can imagine, this story telling in a video is especially
important when selling training as we discussed earlier. It is important to sell the individual, and not merely
the content. After all, when you're selling information, we know that the object that you really have to sell,
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is you! Thus you, as the trainer, telling your story, in your own voice, with imagery, is powerful. There's no
better way to make that psychological connection with your potential buyer, than through a VSL.

Look, the psychological triggers are going to be reinforced with vivid imagery or animation that’s
accompanied with full rich audio narration. These three elements, have to look and sound good. And, they
have to go well together.

You see, you can have a really beautiful looking sales video on your website, and yet have it be ineffective.
Look, imagine spending tons of money on the creation and production of a video. It incorporates beautiful
artwork, animation, and the very best in costly stock images. However, if you add crappy, terrible sounding
audio, you just totally killed the effect. Thus, you have to have all three-quality elements, complimenting
each other, and created in the highest quality that’s appropriate.

Your engaging VSL must have a powerful script that employs the impulse factors. It must touch upon all
the negatives even addressing those negatives head first. But you are literally walking through all of the
points of a good VSL. You're establishing your authority, presented that social proof, and are going
through all of the sales tactics that are needed in a traditional sales pitch to raise that impulse from zero to
purchase.

Remember, the script has to be powerful! It has to be able to change a prospect’s emotional state. The
script needs to ultimately convert them from merely a visitor to a buyer. No single element can do this
alone. Again, you must incorporate a powerful script, quality imagery, superb sound, which will yield a
truly compelling sales tool that will help establish a strong connection with your viewer. It is this
connection will influence them to purchase.

http://HigherLevelStrategies.com


Page 12 of 17
Higher Level Strategies, Inc.

Chapter 6

The Webinar Phenomenon

Now let's talk about the webinar phenomenon. In my opinion, webinars are probably the most powerful
tool of all time to sell online. Webinars can actually create some buying emotions in people that you can't
create with a regular sale page or even a VSL. And that is because of the very nature of a webinar. It is
because the prospect is sold out-of-the-box. Webinars are a uniquely powerful tool because they combine
the elements of a VSL in a live “out-of-the-box” environment. Here is what I mean by “out-of-the-box”.

Now I don’t mean “out-of-the-box” in the sense of clever thinking or being unique. I mean
out-of-the-INBOX. Right? The email inbox is responsible for a majority of selling that takes place online. I
mean the actual sales page process begins in a prospect’s email inbox. Let me emphasize this. The majority
of selling that takes place eventually on your actual sales page began in your customer's inbox.

The average person doesn't stumble across your website. Some may have arrived via paid traffic or banner
ad. But, for the most part, the prospect clicked a link within an email, either from you or an affiliate, to get
to your sales page. The point is, that the process began in the inbox.

Now here's the problem with that whole sales process. The process depends on time. Think about it. When
someone is in their inbox they are in the process of checking their emails. This means that all of a sudden
you pull their attention away from a process that is now incomplete in their mind. As a result, they are not
present when you want their undivided attention to read your sales page.

So, the prospect is still in the incomplete mental mode of checking their email. This means that they are
distracted and prone to go back to the task of reviewing their inbox. In the prospects mind, finishing that
initial primary task, is more powerful than your secondary distraction of an “unanticipated” sales pitch,
even if the prospect is interested. Do you see that it will be an uphill battle to change their focus as you are
trying to sell them in their inbox?

In the back of the prospect’s mind they may be thinking they are missing an important email from work, or
perhaps photos from grandma, or even an email from a friend. The bottom line is, you as an Internet
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marketer, are now competing with “life events” because the prospect found you in their inbox, sandwiched
in between an email from grandma, and email from their boss.

However, with a webinar, you're not competing with all the “life events” within their inbox. The prospect
merely receives an invitation link to register for a webinar at a later time. This allows the prospect to
schedule the event on their calendar. Thus, they allot time to attend your sales presentation. So, now
chances of a sale increase as your audience is on a scheduled webinar.

Having set time aside for your presentation allows your prospect to be much more focused on what you
have to say. They have got their door closed and are not in the process of doing something else. You have
their undivided attention for the most part. At least you have it more than when you were trying to sell
them in the inbox. And again, this doesn’t apply to all the prospects that find your sales page after clicking
a link in an email. However, a majority are swept up in life’s frantic task of “catching” that important
priority email. And, that's the state of mind you are challenged with when attempting to sell to them within
their inbox.

It’s important to realize that a webinar sells by teaching. This sales method works extremely well because
the presenter is not overbearing, pushy, or annoying. And, as a result the prospect is not necessarily there to
buy, but to learn. A typical webinar provides an hour or so of valuable content, followed by thirty minutes
discussing the need. You would then establish those points that you would be establishing on a sales page.
Discuss the need and how your particular solution fulfills that need the ideal formulae.

I'll give you a perfect example of this. You can actually teach somebody a way to accomplish something
that they didn't already know. So you can announce, “Hey, if you show up for my webinar tomorrow, I will
teach you how to build a webpage that incorporates XYZ. And it looks awesome like this,” showing them
an example of a killer webpage. Well, the people that show up for the webinar are the target audience
interested in creating this type of webpage. So, they show up, and in the first hour, you show them how to
create that website that you promised.

You show them the “long painstaking method” of doing it. Now it doesn't matter to them that it is a long
and painstaking process. This is because, until now, they never even knew how to do it the hard way. So,
you taught them.. At the end, if you just shut everything off, ending the webinar, and thanking everyone for
showing up, the webinar attendees would be grateful. Thus, these attendees will be pleased, because you
taught them something that they wanted to know.

But now, what you are going to say is, “Wait! What if I could show you a way to do, what I just showed
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you, over the course of an hour, to accomplish the same results, in half the time? Let me show you this
revolutionary tool that I have. Using this fantastic tool, I am going to create the same exact webpage, in
three minutes! Would you like to see that? Would having a tool, that could do this be useful in your
business, be something of interest? Want to see it? Awesome!”

At that point, all you’ve got to do, is back up your claim with proof. Show them that it actually works. And,
SHAZAM! You made a sale. You can make sales at $100 to $1000 as long as you follow this simple
principle. The price no longer matters. This is because now it becomes about saving time. Now, it becomes
about being faster, and more efficient and effective, at something they “already” realized they needed.

So, in demonstrating a way to solve a problem in minutes instead of hours as they just experienced compels
them to buy. Obviously you got the best, most targeted, audience in front of you. And, this is what I mean
by the webinar phenomenon.

These are the types of things you can do in a live webinar that simply cannot be duplicated in any other
way online. All the standard sales techniques within VSLs, long-form sales, sales pages will be combined
to create a high converting platform called the webinar. It is important to know that the impulse factors of
both, “Sense of Urgency” and “Fear of Loss”, play large roles in webinar conversions, which is another
reason why they are so effective. Just because you're marketing outside of the inbox doesn't mean that you
ignore the fundamentals. Do not ignore the importance of still incorporating the impulse factors in
triggering the webinar prospects to buy. They still need to have their emotional triggers pressed in order to
motivate them to buy. This is true whether selling in print, video or in a live or pre-recorded webinar. As
you can imagine, the “Sense of Urgency” and “Fear of Loss” work phenomenally well in webinars. This
fact is especially self evident when utilizing a webinar replay page. In fact, we have proven this time and
time again. You are going to sell more people on the replay of the webinar, than you will on the actual live
webinar. What?, you exclaim! Well, this is because, on the replay, you are appealing to, not just the people
that registered to attend, but to everyone that couldn't attend due to a conflict of time, unplanned
emergency, or whatever. The fact is, now they can make time to watch the replay, when they have time,
and can focus on the content with undivided attention.

The thing to do here though, is to make sure that they can't perpetually put off watching the webinar replay.
You must tell them the replay will only be available for the next 72 hours, and you literally take it off!
What's going to happen is you're going to skyrocket the amount of sales you are going to make.

This is because people realize they can watch it at anytime as long as it is within the next three days. This
allows them to carve out the time needed to watch the replay. This is an ideal situation as again you will be
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selling to the prospect outside of their inbox. By offering a 72 hour replay it increases sales by presenting
your sales message to a greater number of prospects who already said they were interested in the webinar
topic.

To facilitate the 72 hour replay, a countdown timer is incorporated on the webinar replay page triggering
that “Fear of Loss” impulse. We will look at this more in another module. However, the prospect will not
want to “lose out” on the opportunity to watch and ultimately buy. This is a very, very, important part of
the webinar phenomenon.

Remember, people buy things for one of two reasons. Now we can argue about what personality types
purchase using which technique, and the proper psychology of selling points to implement and when. But
at the end of the day, the simple fact remains, “People buy either to decrease pain, or increase pleasure”,
period.

So, they are either buying something because they have a terrible problem. Or, they need something fixed
to decrease pain in one-way or another. Perhaps, they need to make something easier, or to make
something faster. In any event, they have some sort of problem that they need to solve to decrease their
pain.

The other type of buyer may be motivated through an increase in pleasure. So, they buy because they want
to have a good time. Perhaps they want to be entertained, and simply to have more fun.
Just know, usually Internet marketers can put the purchase decision under one of those two categories.
Thus, it is important to respect those two simple primal needs without over complicating things with a
review of Maslow's “Hierarchy of Needs”.

You simply must ask yourself, “Is the unique selling position for my product to decrease pain, or increase
pleasure? Understanding this very basic motivating principle is going to put you on the right track in
determining what type of sales method to use, and how you are going to construct the offer.

Ultimately a majority of your customers are going to buy your information product, or digital widget,
based on emotion. Remember, people make purchase decisions based on emotion. Thus, you have to tell a
story on your sales page, whether it's a Video Sales Letter (VSL), a long-form sales letter, hybrid sales
page, or a webinar.

The prospect is going to buy because of the connection you establish. They need to resonate with your
story, and relate, as you prove to them that they need your solution. They will purchase because of the
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benefits, and not necessarily because of the features. They are going to buy because of emotions that you
trigger within them. They buy because they want to share in the benefit that you pointed out and they
internalize.
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Chapter 7

Conclusion

Remember, that the following day, after the purchase, the prospect now customer, will use logic to justify
their purchase. Hence, it is important to create quality content with high production value, offered in a
variety of formats, allowing for consumption of a myriad of electronic devices. Placing this content within
a protected member’s area will increase the perceived value. All of these facets are important
considerations when constructing your products and their compelling offers. And, the type of product, will
determine the overall method in which to sell it. If you follow these guidelines mentioned, they will
alleviate “buyers remorse” the following day. Thus, you preempt and deter those thoughts of requesting a
refund. This is because you studied and implemented the secrets of top-performing sales methods.
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