
Page 1 of 3
Higher Level Strategies, Inc.

http://HigherLevelStrategies.com


Page 2 of 3
Higher Level Strategies, Inc.

Created & Published By
Omar and Melinda Martin

http://kickasssalespages.com/

Copyright © 2014 – Omar and Melinda Martin. All rights reserved.

DISCLAIMER AND TERMS OF USE AGREEMENT

 Every effort has been made to make this publication as complete and accurate as
possible. However, there may be mistakes in typography or content. Also, this
publication contains information that is the view and opinion of the author. Therefore,
this publication should be used as a guide and not as the ultimate source on the
subject matter. Many factors will be important in determining your actual results and no
guarantees are made that you will achieve results similar to ours or anybody else's, in
fact, no guarantees are made that you will achieve any results from our ideas and
techniques in our material. The author and publisher do not warrant the performance,
effectiveness or applicability of any sites listed or linked to in this report. All links are for
information purposes only and are not warranted for content, accuracy or any other
implied or explicit purpose.

If you have any questions about what you can or can not do with this product please contact:
http://hlshelpdesk.com

http://kickasssalespages.com/
mailto:http://hlshelpdesk.com
http://HigherLevelStrategies.com


               Table Of Contents

                                               Click on the page number to go to the corresponding chapter.

About The Author ..................................................................................page 1

Introduction ...........................................................................................page 3

Why Do Webinars “Convert” So Much Higher? .................................page 5

Webinar Selling Formula ......................................................................page 8

Webinar Automation ...........................................................................page 10

Tricks of the Trade ..............................................................................page 11

Conclusion ...........................................................................................page 17



Page 1 of 17
Higher Level Strategies, Inc.

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

No series of sales page videos would be complete if we did not talk about the advantage of
Webinars. The cool thing about Webinars is that you are marketing to people “outside of the
inbox”. With traditional sales pages, often the way to generate traffic is through having the
prospect click a link in an email. Either you, or an affiliate, sent that email. Thus, you are
marketing “within the inbox”.

Know that the majority of the time, especially during a product launch, the prospect is presented
with an email encouraging them to click a link to visit your sales page where they will learn about
your product and offer. What’s wrong with this? Nothing really. However, industry statistics show
standard sales pages convert at one or two percent. So, there are about ninety-eight percent of
potential customers bouncing away from your sales page without purchasing.

The main reason this is occurring is because you are marketing to people “within the inbox”. They
are in the process of doing something when you are giving them that link to visit your sales page.
Perhaps they were in the midst of reviewing an email from grandma that has pictures of the
grandkids. Maybe, they were looking at a message from their boss regarding their work schedule.
Thus, realize the prospect is engaging in real life task management when you interrupt their
thought process and intent. Thus, when confronted with your product and offer the prospect has
unfinished business lurking in the back of their minds resulting a divided attention.

There is a technique where a person’s attention is garnished abruptly called a “pattern interrupt”.
This reminds me of when I sold door-to-door. After 5pm we would knock on someone's door and
being dinnertime, the resident had to come to the door. Let me tell you, those moments were the
toughest time to sell somebody. This is because they were right in the middle of dinner. To be
able to get that person to take the time to listen to my sales pitch, instead of going back and
sitting down at the table with his family, was really tough. That is what you are doing every time
you are trying to “sell within the inbox” where a prospect has to click a link and visit your sales
page from within an email. That's the main reason conversion rates are so low with bounce rates
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so high. So, let’s talk about this phenomena a bit more.

A Webinar, or a tele-seminar, as they used to be called, is like one giant conference call where
you can share your screen and interact with attendees. As technology progressed the evolution
of electronic group lecturing began to offer many different services with similar functionality. This
includes Google Hangouts and several other live streaming types of services like Ustream,
Evergreen Business System, and WebinarJam.

The creation of these types of services were in direct response to the demand as businesses
found electronic meetings as a powerful way to engage their audience while getting their
message out in front of the customer. Besides, this format “flips” the conversion numbers around
from the traditional sales page to now allowing marketers to “sell outside the inbox”. Let me
explain a bit as how this occurs.

http://HigherLevelStrategies.com
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Chapter 2

Why Do Webinars “Convert” So Much Higher?

Webinars offer a greater opportunity to make more sales per visitor than the traditional method of
using sales pages. The reason is because the medium allows you to have more of the audience’s
attention for a longer period of time. This is not the case when “selling within the inbox”. Nor is it
the case if they had simply stumbled upon your sales page. Look, an attendee to your Webinar
had to register, schedule the time in their calendar, and attended. They committed to learning
and giving their undivided attention. To further illustrate, if I had stopped a student in a school
hallway and said, “I’d like to teach you something,” the chances are they are not going to absorb
much right then. This is because they were on their way to the cafeteria or somewhere. In
contrast, if I handed them a flyer and request a meeting at 4pm in the Gymnasium where they
would later attended, I would have their attention. As a result of having a captured audience for a
longer duration the material’s retention will be much higher. Thus, having a committed and
interested attendee focused on your material at a specific scheduled time will naturally give you a
much higher conversion rate than a traditional sales page approach. Besides, you do realize
those in attendance of the Webinar have already been “segmented” based on topic interest and
their commitment to learn?

The term “conversion” is addressing the difference between the amounts of viewers that hit your
sales page versus the number that took action. The goal is to convert a visitor into an action taker.
The action taken could “opting-in” to receive something, actually make a purchase, or register for
a Webinar. The point is that the visitor had to take some sort of action.

We attain a conversion rate by measuring how many people hit the sales page versus how many
took action. Internet marketers have traditionally seen a 1-2% conversion on average for sales
pages. Juxtaposed against this are those “claiming” 30% average conversion rates for Webinars.
Beware of these inflated numbers as webinar conversion rates “appear” higher simply because
the actual original sales page hits are not factored into the webinar conversion formulae. Thus,
the “appearingly” higher webinar conversion rates measure only the total attendees of the actual
webinar against those that took action within the webinar. Just remember that the webinar
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attendees are simply a newly segmented subset of all those filtered through the original
registration sales page. Thus, that average 30% conversion rate simply is the amount of people
that showed up to the webinar and took action. That is why webinars appear to convert much
higher.

Most traditional online sales methods rely on some sort of “pattern interrupt” to get eyeballs onto
your page. This gives you only 4-6 seconds to really grab the prospect’s attention which leads to
a 98% bounce rate. We have spoken before about the importance of visual impact. The top six
inches, called the “deck” of your sales page, needs to be engaging. This is because it is what the
prospect initially sees. If you are unable to garner the attention in this short amount of time the
prospect is gone. If you do not do illicit attention tactics on your page, either visually and or
audibly, the prospect will never hear your message. Thus, when we are looking at page hits
versus action takers what you are doing on your sales page is important.

The point of this discussion is that comparing “earnings per click” to “earnings per attendee” or
even “earnings per registrant” is not an apple to apples comparison. A more accurate metric
would be to compare “registration page hits” to “dollars earned live”. To accomplish this, I create
a page that says, “Hey! I'm holding an online training: ‘How to Build a Website’. And, that training
is to take place this Thursday at 9 PM. Enter your name and email here to reserve your seat. I
will send you a reminder where you can login and attend the training.” So, that is my registration
page.

I then send a link to that page in an email. The prospect can click that link and quickly review the
date and time of the training and determine if they have the time to attend. Now I am able to
ascertain accurate statistics. I am also able to measure the total number of people that hit the
webinar registration page and contrast that to those that actually registered. This gives me an
accurate conversion number. To further illustrate this, if we were to judge how successful a
college class or college teacher was based on a ratio of how many people attended their class,
versus how many people passed, attendees over graduates, we would have an accurate number.
However, if we were to measure graduates of the class, versus enrollees in the college, we would
have inaccurate metrics, as we are not measuring the same thing. The point is you must base
metrics on correct data points. So, again beware of those claiming high rates of conversions of
webinars over sales pages.

Don’t get me wrong. I do believe that webinars have a better conversion rate for selling higher
ticket items. This is because the higher the price of an item, the longer it takes to close the deal.
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This is the same for all modalities of selling. Thus, a webinar allows you more time to interact with
the prospect that is “generally” free from distraction and more focused on your message. Sure,
they may have Facebook, or text messages vying for attention during the webinar, but the
prospect is primarily in attendance. They attend because of both interest and commitment to
learning what you have to offer. Ultimately an interactive webinar is much more viable in selling
than having a prospect simply read sales copy from a page.

I mentioned earlier that more time is needed to close the sale of a higher ticketed item. In
contrast, the prospect’s perceived risk, of purchasing a lower ticketed item, is much lower
requiring less time to close the deal. Selling a customer a ten-cent piece of candy doesn’t require
much thought. However, if that same candy costs ten dollars, they will want to know “why” and
take time to review the label and ingredients to determine the value. Perhaps the chocolate is a
rare species grown organically in mountain mist and flown-in from a single source high in the
Chilean mountains. Thus, the consideration will take longer before the prospect is converted into
a purchaser. In turn a $500,000 home purchase would require even more time for consideration
due to its higher purchase price and increased perceived risk. Somewhere on the spectrum
between ten-cents and $100,000 lies your product and thus will require an appropriate time
period for a prospect’s consideration. So, feel free to take the full 90 minutes to sell your $997
product during a webinar. I don’t recommend going longer than that as both attention spans wane
and bodily needs begin to take precedent interrupting your cadence and flow.
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Chapter 3

Webinar Selling Formula

During one of the other volumes we address the different components of a well-crafted sales
letter. Well, there is also a formula to effective selling leveraging the power of a webinar. There
are many ways to sell on webinars. Technically any type of presentation that may be delivered
using a sales video may also be presented via a well-formulated webinar.

I am often asked, “How long should my webinar be?” My response is, “As long as it has to be” .
Thus, the duration is dependent on the time needed to communicate all the features along with
benefits, alleviate apprehensions, build trust, establish credibility, present yourself as an authority
figure, and ultimately get them to purchase your product or service. Just know that 90 minutes
tends to be the ideal duration, with 60 minutes of teaching, and 30 minutes closing. So, teach
them something of value, and then present the solution that fulfills what you just taught them,
perhaps faster and better in some fashion.

During the webinar I recommend having an organizer logged in and answering questions in “real
time” while allowing you, the presenter, to stay focused. Besides, the prospects know the webinar
is “live” when their questions are being answered.

I can not emphasize enough the importance of being prepared. I use more than one screen when
presenting. My main screen displays the actual presentation of what the audience sees while a
second has the live chat questions scrolling. One crucial thing is to keep focus in order to
maintain the cadence and momentum to ultimately lead to a sale. Avoid a live “question and
answer” period if you are selling on a Webinar. When you have completed your presentation
close the deal by telling them to go buy. Impulse will drop the longer you are on the Webinar. I’ve
seen marketers spend 90 minutes building impulse and an hour killing it! This is because the
audience has time to think of more apprehensions and reasons to forego the purchase. Again,
having someone familiar with your product and purchase process should be logged in to address
questions in real-time during the webinar.
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During the first 60 minutes I teach them the manual way to accomplish a particular task. This task
will make their life easier, bring them greater pleasure, and/or generate greater profits within their
business. To illustrate this let’s envision that I am teaching how to create a website using
Dreamweaver. After 60 minutes I ask them, “What if you had a faster and easier method to
generate the same outcome in half the time. Would you be interested in seeing that?” Then I
would demonstrate WordPress and installing a theme like OptimizePress 2.0 to create any type
of sales page quickly without HTML and all the Javascript coding. As a result, prospects will be
clamoring to buy as you just taught them a skill and now offered a solution to do the same thing
in less time! Remember, the trainees are already happy being delivered the promise of teaching
them a skill in 60 minutes. But, to have a solution to do the same thing quicker is the cherry on
top. By reverse engineering this formula you can now sell via winning webinars in many different
niches. Simply “begin with the end in mind” as Stephen Covey would say.

So, first, identify a group of people that need a particular training or solution. Then find a product
that addresses their concern. Perhaps you peruse forums and identify a group that needs an exit
pop-up that could not be blocked by any script. Upon seeing there are over 500 people wanting
to know this, you research on ClickBank.com or JVZoo.com to find a product that can satisfy this
need. Then you discover a product called “Pop-Up Domination” that works in all browsers.

With this knowledge you then post to the 500 in that forum that you actually know the code to
make an exit pop-up, and can teach them in sixty minutes to write and implement the solution. I
will be holding a webinar on this day please join at no cost. Once the webinar begins, show them
the physical labor of creating the solution manually. After sixty minutes they will be happy with
their new found skill-set. Then ask, “If there was an easier and quicker way to do what you did
manually in sixty minutes, automatically, in ten minutes, would you want to see that?” They will
say, “YES!” This is when you demonstrate either your own product or affiliate product that you
tout as a revolutionary secret weapon to accomplish more with less. With all of this knowledge,
you now know the “secret formula” I use to construct winning webinars that convert extremely
well.
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Chapter 4

Webinar Automation

Once you have a webinar that sells, you will want to repeat that success formulae by recording
the webinar presentation and use that to “simulate” a live environment. This approach can be
very lucrative in many niches. Personally, I am not a fan of “faking it” or pretending to be live, but
there is a lot of merit in letting a prospect schedule the date and time that they have available to
attend your webinar.

So, what if you had a way to automate the webinar? You’d have a webinar registration page that
you could link invitations to posts within a forum as in the earlier example. You’d find new
sources of traffic to direct to your “simulated” live webinar that had been pre recorded. The
prospect could register, choosing from several times that would fit their schedule. Simulating a
live environment may seem cool, but I prefer “live”. In fact, I personally do not maintain the
illusion that the Webinar is live to my attendees. I am pretty clear about that, and that is my
personal choice.

The great thing is that webinar automation allows you to perfect your presentation. Once
perfected you can replay it many times, eliminating a potential “off” day. This is ideal when you
have a “hit” product on your hands. You will want to offer a webinar three to four times within a
week. To avoid potential human fatigue, and technical problems, you will be able to maintain
consistency through automation. Ideally you will have performed your presentation multiple times,
and chose to replay the Webinar that had the greatest response in moving prospects to purchase.

There are many tools on the market that allow for “evergreen” webinar replays. I recommend that
you use one with a proven track record. I tend to stay away from free solutions especially when
building a successful business. A reputable and solid platform will deliver “return on your
investment” over a free solution with advertisements interrupting you and your customers. Also,
transparency in regards to alerting your prospects to a pre-recorded webinar builds trust.
Remember, to not date your recordings, keeping them generic in regards to when it was recorded.
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Chapter 5

Tricks of the Trade

We have been very successful at Higher Level Strategies, Inc. in leveraging the power of
webinars. Over the past several years I have perfected my delivery. As a result I have created an
entire course dedicated to hosting compelling webinars. If you are currently a member of
MyUnfairAdvantage.net you will see this complete training at no extra charge under the “Training”
tab inside the exclusive member’s area . Let’s further review a couple of important points in
hosting a successful webinar and how best to deliver your sales message.

Presentation software like Microsoft’s PowerPoint and Apple’s Keynote are both perfect in
creating impactful visuals for your sales webinars. In fact, I am using Keynote to deliver the video
presentations in these volume sets. Remember, when “selling” within webinars it is ideal to use
oodles of imagery, stock photos, and illustrations to elicit positive emotional states during key
points within your sales presentation. This is because colors are impactful creating certain moods.
Stock images that pertain to a particular emotional state you wish to trigger will emphasize that
point’s importance. Like when you are asking, “Are you frustrated with where you are in your life,
and feel you are not making the money you could?” I would then show an image of a person
behind a computer with a checkbook, and a stack of bills surrounding them. This will allow me to
envelop the viewer in the emotion I am trying to convey. Webinars have an advantage in
accomplishing this as the presenter is able to visually share their screen. Now you may have
noticed that this particular companion video to this document only has a white background, text
and bullets. This is because it is a “training” presentation where I want to get to the point and
possibly repackage or brand at a later time. However, when you are “selling” you have to convey
emotion, and as such, the viewer must feel certain ways at key points within the sales process.

Also, a technological advantage when using presentation software is the ability to record audio
“voice over” (VO) with your slides which may be exported with the entire presentation as a MP4
video file. But, as webinars are live, you will be manually advancing the slides as you progress
through your sales presentation while capturing the entire webinar with something like
ScreenFlow for Apple Mac or Camtasia for MS Windows.
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What I do, from time to time, during a live webinar, is close the presentation to display my
computer desktop. This allows me to demonstrate in real-time a software tool or website via my
browser. There is nothing like a live demonstration of something you just discussed to draw your
viewer’s attention into your sales message. Thus, for the initial 60 minutes of the training portion,
I use a presentation software program to lecture. For the final 30 minutes, I usually close the slide
show and do some sort of live demonstration.

With the ever-increasing bandwidth, and proliferation of systems with cameras, webinars where a
webcam is shared, has becoming commonplace. However, the presenter’s physical appearance
and mannerisms will affect the conversion rate. Personally, some of these webinars and Google
Hangouts I have attended shared their computer’s webcam, and frankly I wish they hadn’t. This is
because my perception of the presenter, their environment, mannerisms, appearance, the cat
walking behind them in the background, just did NOT serve the product justice, but detracted
from the message and ultimately sales.

Also, be cognizant that the odds of network congestion increase when sending more data over
the network via live video. Sending live video over a congested network connection may lead to
degradation of the audio and video signal to where only intermittent portions of words are heard.
This can also detract from the presentation taking the viewers focus off the sales message and
placing it on the failing technology. You don’t want to have your presentation delivered via a
“Jack-in-the-Box” intercom, as it will affect your conversions. Because of these issues I
personally do not share my webcam. However, I understand that for certain things you may want
to. But generally, as a rule of thumb, less is more. What a prospect experiences will affect how
they feel, and whether they ultimately buy.

Be mindful of the fact that everything thing the prospect sees in their frame will affect the way that
they feel about you, whether or not they trust and like you, and whether or not they are going to
buy from you. Thus, it is important to present yourself, and the product, in the best light possible
to get your message heard. An unprofessional image, and disorderly environment, shown on a
webcam will only hurt your business.

At the beginning of a webinar a great way to address folks is by asking what part of the country
they are from. Then you can say, “Welcome Jim from Canada. Thanks for attending Susan from
New Zealand. I see we have Hank from the U.K.” By encouraging participation as a group, it not
only builds group cohesion, but also illustrates that there are others “just like them” who want to
learn the same thing on this very webinar. It is important to do this as a sole attendee cannot see
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the others, or even how many people are in attendance. Besides, being hunter/gatherers by
nature, we have a desire to be part of a group. We don’t want to feel left out. This “greeting”
technique addresses the psychological need often referred to as the “Jones effect”.

Remember, in a “selling environment” you do not want to get into conversations or answering
questions “on air” because it relinquishes control of the webinar. In any kind of selling
environment the person asking the questions controls the conversation. If you are delivering a
training presentation than perhaps dialog may be appropriate. However, you must consider that
one individual’s question may not be relevant to the others. To avoid this potential time waster all
together, anticipate “frequently asked questions” and simply anticipate them by working them into
your presentation.

It is your role to guide the interaction within the webinar. One technique to encourage
participation without questions is to “poll” the attendees. This can serve as a tool to support the
claims you are making within the presentation. You accomplish this by asking questions where
the answers are going to be, “Yes”. These questions again, like the polling, must be in support of
the points you are making.

There is a technique called “stacking” that I use. For instance, let’s say you are promoting a web
traffic generation product. You could ask, “I want to know how many people believe that they
would fail because of lack of knowledge? How many people still feel they would fail because of
the lack of the right tools? How many people feel that they would fail because of the lack of web
traffic?” As you can see, I just asked that multi-part question in favor of web traffic. The majority
of the people will answer “web traffic” because the other questions are really irrelevant to our
discussion. Thus, the questions in the poll are “stacked” to where there is only an obvious single
correct answer that is in support of my claim.

By having a live instant poll of attendees, you could say, “72% of the attendees right now just told
us that they feel “web traffic” would be their hindrance to success.” So, in a sense you are setting
up the play for a “slam-dunk” in supporting your claim, and ultimate selling them the solution to
their problem during “the close” section of your presentation.

Never host an open microphone event during a sales webinar as the background noise, and its
source, are impossible to distinguish. Imagine having to scroll through a list of people in
attempting to determine where the crying baby is coming from. As a result, in that amount of time,
you will lose the attention of the attendees, and overall cadence and flow of your presentation. I
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suggest having attendees use an alert system where they request permission to interject at which
point, you or your assistant, has control to open that particular attendee’s microphone. I also
suggest beginning all Webinars with ALL attendee’s microphones muted. As time is money, and
you want to respect your attendee’s time, it is important to get in, do your thing, and get out.

A trick of the trade that many presenters forgo is telling a story. Somehow they feel that they
merely need to talk about the features of their product yet fail to build rapport. It is important that
time be taken to connect as people buy from those they know, like, and trust. So, offer
individualized personalization in establishing yourself as a genuine person with a real life through
inviting them into your world. Once you have established a personalized connection, it is
important to educate and entertain to engage. Create an environment where they can both learn
and laugh.

Now that you have created and recorded that perfectly delivered and high converting Webinar
you may wonder when to offer a replay. We have learned through experience and
experimentation that there is power in offering a “replay” within 72 hours. What we at HLS
discovered is that 60% of our overall sales from a webinar promotion came from a replay.
Granted we properly implemented the four impulse factors of “Fear of loss”, “Indifference”,
“Greed” and “Scarcity”. By leveraging these four impulse factors, known as the F.I.G.S., we were
able to generate those stellar statistics.

When you execute a properly designed replay campaign, your conversion numbers will remain
high as you will be factoring in those who didn’t attend the initial webinar due to a myriad of
reasons. Offer those who could not attend, a chance to view the replay within a 72 hour period.
To influence them to take action, create a campaign that incorporates impulse factors. For
instance, put a countdown timer on top of the replay video page and coordinate your follow-up
emails with the clock. I use something I call the “72 Hour Crush Campaign” where on day one, I
send a single email. This is followed the second day with two emails. And, on the third day I send
three emails.

Each of these emails will leverage the “fear of loss” impulse factor to where I remind them that
the replay will be “unavailable” in so many hours. I remind them that they will miss out on the
secrets that those in attendance already possess. This elicits the “greed” factor, as they want
what others have, which in this case is “knowledge”. I tap into the factor of “scarcity” as the replay
will soon cease to be available for view. The final email is sent at 10 PM, merely two hours before
midnight’s close, as the replay will take 90 minutes to watch. This final email reminds them to
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take action now, further touching on the impulse factors of “urgency” and “scarcity”. We even
have tested various “subject lines” that work better than others. And, I tell you; we have this down
to a science where it produces extraordinary results and income.

Another trick is to incorporate a “buy” button at the beginning of “the close” section of your sales
presentation. This “buy” button magically appears just below the replay video at that particular
moment in the presentation. This means for a 90-minute replay, have the “buy” button appear at
about 72 minutes into the video. This “pop-up” appears right at the point where you mention the
price. At that moment have the “Click Here to Buy Now!” button appear to grab their attention in
motivating them to take action in clicking it.

In addition to having a pop-up “buy” button, I recommend enabling a video “control bar” allowing
the viewer to control the play what they are watching. Some marketers omit this feature forcing
the viewer to watch the entirety of the video without the ability to pause, rewind, fast-forward, or
stop the video. This is because the whole idea of the first 60 minutes is to cover the features,
benefits, and to build impulse. Thus, these marketers don’t want the prospect controlling the
presentation as skipping to the price will give them the opportunity to talk themselves out of the
purchase. I feel the reality is, any one can afford anything if they want it bad enough. You may
say, “Hey Omar! I didn’t get the chance to build up the impulse, and get the prospect to want the
product as they skipped to the end, saw the price, and left!” Well, I agree that the presenter
should control the presentation, whether it be door-to-door, face-to-face, or selling online. In my
experience, in this particular situation, I have found that giving the prospect control via a video
control bar hardly affects conversions. Besides, it isn’t worth the bad press to potentially alienate
your prospects when they can’t control the replay. These irritated viewers will post their
frustration on Facebook and Twitter. I can tell you, all my replay videos have a video control bar
allowing interrupted viewing to accommodate life’s distractions a prospect may experience during
viewing.

Did you know an often-overlooked opportunity is following up with a “question” report? These are
the questions that prospects asked during a webinar. As you know, I don’t recommend having a
“Question and Answer” (Q&A) time at the end of a “sales” webinar. This is because you as the
presenter relinquish control of your webinar to someone else. Besides, the Q&A adds time to the
already 90-minute webinar. Realize that when prospects remain on the webinar, asking questions
and listening to answers, they are not on your sales page buying. So, the best thing you as a
presenter can do, is present, close and send the prospect to your sales page to buy. Assure them
that all their questions will be answered, but now is the time to buy. To keep to your word, you
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can print out a report of questions with the prospects name and email and send this report to the
attendees list. Now remember, regardless of whether their question was answered, reach out to
the attendees of your webinar by sending some sort of email as a “follow-up”. Send them an
email perhaps saying, “Hey, how are you doing? Remember me? Thanks for coming to the
webinar. By the way, you asked the fantastic question of, ‘their question’. This is the answer to
that question. If you have any additional questions let me know. By the way, here’s the link
incase you haven’t jumped on board already. Make sure that you buy now because we are taking
the offer down soon. You only have a limited amount of time left. You probably have already
been getting my emails where I’m telling you, you only have a limited amount of time.” Thus, how
hard would it be for you to take the time to email those thirty or so people that had asked
questions? You could do this yourself or even outsource it to someone. By doing this one little
thing, you will make additional sales.
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Chapter 6

Conclusion

Again, these are just a few little “tricks” that I have learned over the years when hosting webinars.
Remember, to tell a story as the webinar environment affords you the opportunity to establish a
closer “connection” with the attendees. Take full advantage of the fact that you have their
undivided attention. What I like to do, right at the beginning of the presentation, is to have an
image of a notebook along with a cup of coffee saying, “Hey listen, we are going to be going over
some really important stuff. I need you to close out Twitter. and Facebook along with silencing
your cell phone. I need you to grab a notebook because you will want to take notes and may
have some questions. Simply write those questions down as you think of them. This way you can
ask me later or email me those questions. And, of course, I will need your undivided attention as
this information will change your life.” So, take advantage of the fact that they took time out of
their schedule to attend your webinar. Use that time to build a relationship by telling them a story.
And remember, overall, the formulae that wins on webinars is to teach them the hard way, and
sell them the easy way. Again, that’s sixty minutes teaching them the hard way, and thirty
minutes selling them the easy way. We hope this volume has been insightful, educational, and
that you have learned our secrets to marketing “outside the inbox” through leveraging the power
of selling through webinars.
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