Ten Sure-Fire Ways To Improve Your Online Sales Copy

Utilize some of these ten winning methods in your online sales copy for additional conversions.

1. The "Trust Who?" Strategy

The "there are all kinds of people becoming (your type of business/profession) every day..." strategy tells customers that the market is being saturated
with tons of wannabees and it's getting hard for them to know who to trust. You can instantly eliminate all your new competition by giving them a
reason to trust your business. You can mention how long you've been in business, how many customers you have served, how many similar

businesses have gone under but you are still standing, etc.

2. The "What's Wrong?" Strategy

The "you would have to be a (negative label) not to order..." strategy tells customers that if they don't order, you are almost positive something
negative has to be wrong with them. You can tell them that you don't want to insult them but that is the only way you can think of to describe people
who don't purchase your product. You could use descriptions like dumb, crazy, insane, slow, a bonehead, stupid, etc.

3. The "Il Pay You If* Strategy
The "I'll pay you ($) cash if you can find..." strategy tells customers that you are daring them to find a better product than you are offering them or you'll
pay them so much money in cash. Another idea would be to give them your product for no cost. It could be that you challenge them to find a stronger

material, a lighter model, faster results, etc.

4. The "Non-Sale" Strategy

The "(your product's name) is not for sale at any price..." strategy tells customers that they won't be able to purchase your product. This is a great way
to offer a freebie product because people will read your ad, get excited if they like it and assume they will have to buy it. However you tell them toward
the end of your ad it's not for sale but it's free. They will almost instantly register to get your freebie. You could make money by offering an upsell or

back-end product on your thank you pages.

5. The "My Last Nickel" Strategy
The "I'd bet you my last (dime, nickel, etc.) that they will (your product's benefit)..." strategy tells customers that you are very confident that your
product will help them achieve their goals. People will assume your product is good when they see you are willing to bet against something you don't

have to. You could always say that you'll bet your last candy bar, the shirt on your back, etc.

6. The "Depressing Life" Strategy

The "if you're not going to get off your butt and improve your life, go back to (stuff people do when they feel sorry for themselves)..." strategy tells
customers that if they don't order your product to gain their desired benefit, they should just go back to their old, depressing lifestyle. Things that
people usually do when they are feeling sorry for themselves is sleep a lot, mope around, lie around, watch a lot of TV, don't shower, eat a lot of junk

food, etc.

7. The "Guarantee Count-Up" Strategy
The "it's not guaranteed for 30 days, or 60 days, or 90 days but it's guaranteed for 1 full year..." strategy tells customers that they get a very long time
to try out your product. The count-up of the length of your guarantee can sometimes get people excited because many people are used to the 30-day

and 60-day money-back guarantees.

8. The "Don't Care?" Strategy
The "don't purchase my product if..." strategy tells customers not to buy your product if they already have their desired benefit or don't care that they
don't have it. For example, don't buy if you already are at your perfect weight... if you're not jealous that other people are skinner than you... if it doesn't

bother you that people might be making fun of you behind your back... etc.

9. The "Negotiate A Sale" Strategy
The "contact me if you're still not sure about ordering (your product's name)..." strategy tells customers that they can e-mail, IM or call you personally
and discuss their situation and how your product can help them. It will be one of your last chances to make a sale before they forget about your

product and move on.

10. The "Don't Assume" Strategy

The "it's not going to cost as much as you think..." strategy tells customers that they should not assume that your product is going to cost a lot or be
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out of their price range. When people start reading your ad and your sales letter and the product sounds great, they will naturally start to assume it's

going to cost them a lot of money. If your product is expensive then you should offer an easy way for them to pay, like offering a payment plan.
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