fhe

Sales System

IHOW, 16, have: an' average cUstomer:
Value off $324.69 firom! a 6 year old
“dead” $27 ebooek.




Doecumented Results

Real lifierexample from a $1+ million: /
Vear PUSINESS; ol past: 3iyears.

Companiesranadiindividuals pay: usias much
as $500,000 a year plus equity’ to
Implement ouir Righly. effective marketing
systems Intos thelr PUSINESS.

IHave: consistently, uUsed new: marketing
tactics befiere they became well known.




What Is the
Sy Stem?

Combination! of a specializedl marketing
campalgn Wit an opltimized, 4-part sales funnel
that takes place: ever a short peried off ime.

Eront Endl Product

Immediate Upsells

Moenthly: Continuiby,
Personalized Ceaching




Ihe Specialized
Viarketing Campaign

Compelling Stery — Gral attention
and get them Invelved 1R campaign;, tied

e the preduct tor e effiered.

Sub_List — T'er get firee Righr value: offer
and coentinue the compelling steny. (50%
10, 60% ofi the: sulb ISt have converted inte sales)

Eree High Value Gifts — Give lots of
Value first and reason for getting on list.




Eecus On The Product — Like a mini
preduct launch, fiecuss en date: of release
and the preduct offer, the story. and firee
giifit IS te; get them|invoelved.

EXtreme Price Distortien — Get them
thiking will' e expensive: then make! it
Ve Inexpensive $27. (Goal s te maximize

Upfirent sales, not upfrent revenuel)
Beokend Prometicon — Compress sales.
Video — Use live video in sales; pPrecess.

Eew. JVs — Small group 1o alse market
and lock them' in at beginning using the 3-
part technigue.




Eront End & Upsell

(Version; 1.0)

Eront End ConVversion:
32517 CUSIOMErS, 7.9% VISItoxs, 64%: list

Upsell Conversion

1: 4%, ($297) 138

25 22% (897) 30

3: 43% ($297) 13
Customer Value: $46.63




\Version 2.0

Upselll Conversion

12 26% ($97)

2: 3990 ($297) 18%) (4.5 tImeES INcrease)
3: 32% ($397)

47 33%0 ($297)

Customer Value: $152.69 (3.2 Increase)
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What We Iimproved:

Used Videoe — Live 4-5 minute video: at
top of page selling the' upsell.

Lower: 1°t Upsell Price — Now! $9i7

Instead ofi $297, by getting them: into
process 450% more people took $297 ofifer.

One-Click Ordering — Click button to
“add to order”, never have to) reenter Info.

Never Closed Buyving -oep — Yes/No to
continue, Add 1o Order, perfect compliment




Vienithly, Contimauiity

2 Free VMoenths — 100% enroliment; bui
play: faiwith iUl disclesures. (rest 30/ days)

S29/mith — 4-page newsletter, Ch; online

content (eventua

4.2 IMONthS —
SUISCHIREN Stiays.

N/ all pants)
Histericalllengthr average

Plan te; double thisi AUMmBEr:.

$121.80 — The added customer value

from Part Tres.




5 Times Rule:

RPlay. fair and fully disclese the
subscription. At least S unigue: pIeces;

Sales letter, recap X, erder ferm,

welcome emanl, cover letter 1= ISsue.

Pasiition as benus — Eree month(s)
Value, Importance: off continting learming.




Our Ideal Program:

Print Newsletter
CD and/or DVD
Recap Sheet

Memiber Community — current Issue,
SUKPrSe PENUSES; dISCussIon forum

Weekly Email (autemated)
Monithly, Results Call
“Lock-In™ Software




High Endl Ceaching

BlUyer Leads & Applications
llele-sales

$50.20 — he added customer value
from Rart Quattre. (Willthe MUCH Righer
ence dialediin.)




Final Numbers:

Unoe: $27

Does: $125.69 (4.6 tIMes INCrease)
Tres: $121.80 (4.4 times Increase)
Quattre: $50.20 (1.8 times Increase)
**Cinco: Other offers to the list.

TOTAL: $324.69 (12 times Increase)




Customer Value Increase

c.v.

Tres Quattro TOTAL




Hand IR iorm o BUSINESS, card te have
EVERYAITHING emalled toryeu.

You will' recenve the slides, emails used;,

Upselll pages Used), Videos Usedl and our
Intermal decumentation; onl the: system.

[T youl received value: firon this
presentatien inciude a testimoenial with
name, city, state, URL. (picture ifi have one)




