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I. What is Selling Really?

Selling actually has different meanings for different people. A salesperson who loves his or her job may love the term selling. It might feel exciting and wonderful. Another person may feel that it is the worst activity in the world. Why is there such a wide range of feelings? Let’s look at that.
You are probably a small business person if you are reading this book. While the examples used here are for hypnotherapists, you can use it for any holistic practitioner work. Much of it will even work for most small businesses. 
A. Why Does Selling Have a Bad Connotation?

Years ago, selling was all about the sales person making a lot of sales. It was all about the money and the numbers. The sales person and company’s motive was just to make money. There was no caring about the buyer. The buyer was just a number. 
But the buyers hated this. Many, many times, the salesperson lied or did anything to make a sale. Buyers often were “sold a bill of goods”. No one wants to be scammed or to waste money on something that doesn’t work for them. So this type of selling created anger and distrust towards the concept of selling.
But it’s not the only type of selling. 
As holistic practitioners are in the business of caring about other people, many have rejected the concept of selling. Don’t throw out the baby with the bath water! Selling can be done with utmost integrity, and it should be considered an important aspect of serving people. 
Let’s look at a different way to sell: one with integrity.

B. Selling with Integrity
Selling with integrity is a different way of selling, which is a win-win for both parties. Basically, the buyer receives something of value to him or her that solves a problem they have. They are happy. The seller is happy, because the seller gained both income and satisfaction from helping another person solve their issue. The seller’s motive is to ensure both parties are successful. 
The process of selling with integrity includes caring about the prospective client. 
It includes:
1. Discuss the person’s problem(s) and how it affects their life
2. Create rapport through demonstrating understanding (active listening)
3. Discuss possible solution(s)
4. Corroborate to decide if the solution will work for each person
5. Ask prospect to choose
Research shows 80% of prospects will buy a similar solution within 2 years of us speaking with them. Let’s make sure we don’t push them away, but rather we make it easy for them to get the help they desire now. We can help lead the process to a successful solution. 
C. Why You Should Sell and It’s Not What You Think
If you are a holistic practitioner, you have product(s) or service(s) that can help people. If you didn’t do this, the person might not get the help needed. Who are you to not offer what you have to help others? You have been given a gift to help others and it is important for you to share that.
Integrity selling is the action of making sure the person gets the help they need, if the person wants it. It is NOT the older predatory selling of trying to force the person to buy no matter what. 
You owe it to people to learn how to talk with them the best way, such that as many people are helped as possible. This is why it is important for you to do sales and marketing.
The best results can occur when we are being of service to the person and are not attached to the outcome. At the same time, the person called for help. Therefore there is a high probability that your services or products might give them the most help. You then may be serving the person best by helping them to set up an appointment or buy a product. You will also make sure that it really is the best for them and you. You are looking at what’s best for the person and also for yourself.
D. Relationship Selling

The golden rule of sales states:

“All things being equal, people will do business with, and refer business to, those people they know, like and trust” 
People buy because they trust you. If they don’t trust you, they won’t buy, no matter how good the product or price is. When you create a relationship of trust, then they buy. So one of the most important components of marketing is creating a sense of trust within a relationship.

Ken Chenault, CEO of American Express said, “The competitive advantage of trust has never been more important or more valuable.”

Even if you are buying paper towels, you are trusting that the paper towels will work as needed. You are trusting the store is offering good quality products and that the company is making a product that works. So trust even works with commodity products, but it is essential when we are dealing with services that are more expensive and possibly more unique.
Did you know that research shows it costs more than five times as much to get a new customer as it does to keep an existing customer? If you create ongoing relationships, you won’t be spending as much in marketing. That in itself should help you understand the value of building a relationship with your clients and turning them into both repeat buyers and spokespeople for your company. Word of mouth referrals are still one of the best ways to make new sales.

Relationship selling is all about building a relationship with your prospects and listening to their needs. Once you have built that relationship, shown you care, and earned their trust, you are on the way to making them a client.

People buy with their emotions and justify decisions with logic and facts. Selling is the transference of emotion and belief supported by logic and evidence. Factual information supports rather than drives the decision to buy.

Listening is the most powerful form of influence. You learn nothing while talking. Listen and ask insightful questions. Talk no more than one-third of the time. People are best convinced by reasons they themselves discover. Use active listening by listening, then feeding it back to them.
You cannot sell to someone who is unable to buy. Unless someone has a problem and the necessary money and the authority to commit; they are not a prospective customer. Your time is a precious finite resource; do not waste it.
E. Why Do People Buy?
· They Know, Like and Trust You
· People buy based on trust, not flashy sales letter

· You have Expert knowledge and Authority
· You exude Authenticity

· They have a need the product or service provides

· They can afford the product or service

· Their objections and fears are removed enough
As long as you are adequately able to express that the product is able to do what it’s going to do, remove their “objections”, and that it solves their need and they can afford it, they will buy. Objections is a term used in sales to mean barriers the buyer has to buying.
What are buyers objections and fears? With hypnotherapy, people may have a fear of hypnosis. Most hypnotists have a list of myths about hypnosis on their website. This list assists in reducing these fears, in other words, reducing the “objection”. One fear might be fear friends or a family member may find out. Another objection might be fear their spouse may not approve of the money spent on hypnosis. If these fears and objections are not addressed and handled, the person will not come in for the appointment. 
People respond better to a letter or discussion from the heart that doesn’t have the right words, than the flashiest words. If you sell to a cold market who don’t know you, the right language helps. Unfortunately, high refunds come too.

You do not have to be perfect. Even the best of the best makes money with imperfection. It’s far better to take action today, than to wait for perfection a year later. It is actually better to be 90% rather than 100% perfect. People connect with similar people. If you are perfect, they can’t connect as well with you. 
It is important to build a relationship, rather than selling too soon. The people who buy from a relationship are the right people. This is so different from ~90% of what is said out there, especially in the older way of selling. Relationship selling is the new way.
A huge percentage of marketing is to cold contacts. It’s much easier to sell to warm prospects. You warm people up through your marketing and then the way you talk with them in a “sales” situation.
F. What Are You Selling?
· You

· Service(s)
· Products

· The experience and benefits

You are selling all of these. If you think you aren’t selling, then you are doing your client and the world a dis-service. It’s always good to provide great service, and that includes you, your products and services, and a great experience for the client so that the client receives excellent benefits.
II. Sales Funnel Basics

A. What is a Sales Funnel?

Sales funnels have evolved to have somewhat different meanings. Traditionally, the sales funnel was the process in which a person or company moves from being a lead into buying a product or service. This process could last from minutes to months or even years. 
Currently in the Internet Marketing business, the sales funnel term has been used in many ways. Internet Marketers may use the term to mean the process, the technology, or even the products.
In this ebook, we will use the more traditional meaning of the term sales funnel.
Here are some examples of sales funnels in graphic depictions. You can use them to give you ideas for how your marketing and sales process might flow best.
B. Marketing to Sales Funnel
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C. Traditional Sales Funnel by the Numbers
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D. Integrity Sales Funnel
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E. Web Based Sales Funnel
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You want a website to answer questions and provide useful information with the hope of converting a page visitor into a customer or client.  A website page should guide a visitor through the process of answering a question, providing additional information, then urge the visitor to take action through either a phone call, contact us message, subscription,  or so a social media like, share, or follow.  All business websites have a purpose and that purpose is to get clients or customers.

http://www.onlinebusinesscreators.org/site-architecture-best-practices/ 
F. Full Cycle Sales Funnel
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This funnel shows an integrated flow that includes marketing, sales and ongoing customer support.

http://marketingmolly.wordpress.com/ 

G. What is the Buyer’s Process?

Here is the general process for a person who decides to call a hypnotherapist or other practitioner. This is from the point of view of the prospective buyer.

· “I don’t feel good. I have xxxxxx issue.”

· “I’ve heard hypnosis may help”

· Web search: hypnosis and the issue

· Do I want to see a hypnotist?

· Web search: hypnosis and city

· Choose hypnotist from seeing the Title Tag and Description Tag and location on Google map

· Looks at hypnotist’s website

· Does person like what they see? Photo, information, general look of site, testimonials, professional affiliations

· Phone call to hypnotist (or email)

· Did a person answer?

· Can I trust this hypnotist? Can I trust that the hypnotist can and will help me? Can I afford it? Does the timing work for me? Do I really want to do this?

· Do I like what I heard?

· Makes an appointment if all questions answered positively or if not, doesn’t make an appointment.

H. What is the Seller’s Process?

· What is the person’s issue?

· Can I help this person?

· Do I want to help this person?

· Do I have the time and location to help this person?

· Answer all the questions, discuss issues. 

· Make the appointment or have person buy ebook or recording (close the deal)

· Call day before session to confirm date/time and location.

· Possible followup after the session.
III. Pricing Your Products and Services

A. Products and Services in a Sample Product Funnel

This is one way to set up your products and pricing. The “level of touch”, is how much the clients get time with you and the quality of the time. Notice that the “level of touch” has a large impact on the pricing.

	Product/Service
	Level of Touch
	Pricing

	One-on-One
	Highest
	>$150/session

	Group with Q&A
	High
	>$100/month

	Package: written + audio or video
	Medium High
	$97 +

	Package Written/PDF
	Medium
	$37 - 97

	Audio recording
	Medium
	$17 - 27

	Multiple Email Training
	Low
	$17 - 47

	Written/PDF
	Low
	$7 - 27

	Giveaway written
	Low
	Free


B. Selling Value vs Price

Selling the value of what you provide is very, very important. If the prospect has no idea of the value, then a low price becomes the most important.
1. How to Handle Someone Asking the Price?

It is best to discuss price at the end of a conversation, if possible. After all, until you really understand what the person needs and then discuss the possible solution, how can you give a price?
When someone calls my office asking something like, “I am interested in hypnosis. How much does it cost?”, then I don’t immediately answer with a price.  I answer something like, “tell me about the issue you are calling about, so I can better answer you.” Then I use the techniques below in the free consultation call.
2. What is the Value You Bring Someone?

The value you bring the prospective client is related to the benefits they will receive. One example is if you help a smoker quit smoking, they will save a lot of money. They will also receive value in better health and relationships. You can calculate how much they will save in the next year after quitting. Then you can price your stop smoking service as an amount less than that. This may be more than what you would charge hourly, but it is priced by the value that you are giving the person.
3. Stories Sell

There is a saying, “Information Tells, Stories Sell”. The more straight information you tell the person, the more you may push them away. Use active listening and tell them stories, meaning tell them testimonies. Of course, you tell them about how you helped a former client without any way to know who the person is. You can even use this as a time to say that all sessions are confidential, so you can’t say anything about who the former client is.
4. Presentation Determines Price

The closer to one-on-one, the more the price should be. The hierarchy of this is, from the highest price to the least expensive: 
1) one-on-one coaching

2) group coaching with ample Q&A

3) group training

4) video/audio

5) written

C. How To Price Products And Services To Overcome Cost Objections
As a holistic practitioner, you may have encountered clients who feel you are charging too much. What can you do to overcome these objections and help them see that they will receive true value for their money? We will discuss some techniques that will help you set fair and acceptable prices while maintaining a good profit. Read on to learn more. 

1. Shift your marketing to engage your customer’s emotions first

If you can touch your customer’s heart before telling him or her all about your credentials and all the logical reasons why hypnotherapy is a good choice, you have a better chance of overcoming objections to cost. The fact that a potential client is investigating the idea of hypnotherapy is an indication of the fact that they already have a reason. Your job is to connect with them on an emotional level so that they will perceive a need to take advantage of your services, as opposed to those of another hypnotherapist. The long and the short of it is that you need to establish a professional friendship with your client from the start. Offering a free initial consultation is an excellent way to do this and will pay off in the long run.

2. Help your potential client see the true value of your products and services

During your initial, free consultation conduct a thorough (yet discreet) intake interview to find out what the client wants and needs to achieve. Think on your feet to determine and point out to the client the ways in which the presenting problem is already costing him or her money or happiness. Help your potential client see that an investment in high quality hypnotherapy products and services will help eliminate expenses associated with the problem at hand. For example, the expense of hypnotherapy to stop smoking is surely less than the physical and monetary costs of smoking.

3. Be sure to offer attractive choices so your prospect will feel in control

In addition to offering a set hourly or session rate, prepare a small collection of package deals that will provide perceived value to your client. Make it easy for your client to take the plunge and get started right away with hypnotherapy by offering attractive, affordable packages and time sensitive discounts. While you may feel that this tactic will lose you money, the fact is it will gain you long-term clients. Once you have gone through a set series of sessions with a particular goal in mind and succeeded, your client will feel comfortable and motivated to return to you again and again. Additionally, providing your client with a value filled, positive experience will generate excellent word of mouth referrals for you. 

4. Appreciate your existing clients!

When your valued clients do provide you with word of mouth referrals be sure to show your appreciation. You can set up a system whereby your client can earn points to apply toward products and services. Additionally, establish an elite mailing list for valued, loyal clients whereby these clients can get special offers and discounts periodically. This sort of genuine appreciation motivates your clients to continue with sessions and tell their friends. 

5. Evaluate your pricing regularly

It is difficult to give you a set amount to charge for your products and services. Only you know your exact costs and the amount you have invested in your education and your business. Do review these costs seasonally and adjust your prices accordingly. Provide a discount for standing clients, but take on new clients at the new rate. By doing this and following the other tips presented here, you will always offer fair and attractive pricing for your hypnotherapy products and services.
D. Tips To Help Hypnotherapists Price Services Appropriately

It can be hard for clients to truly understand the value of hypnotherapy treatment. For this reason, a hypnotherapist must make the value and benefits clear while establishing a firm relationship with the client. In this, we will share some solid tips to help you do just that. Read on to learn more. 

Because hypnotherapy may be an unfamiliar field to many potential clients, it is a good idea to establish a connection with potential clients and build trust. To this end, public service appearances and presentations may be a good idea. A free initial consultation in which you do a very thorough and interested intake interview will also help the client feel connected with you from the outset. 

When you give talks and make presentations, be sure to emphasize the practical aspects of hypnotherapy in helping people overcome problems, fears, weight challenges, bad habits and more. During your intake interview, remember not to be too clinical. Instead, show a genuine interest in and concern for your potential client. In other words, make friends. 

When you present your plan for treatment, be sure to point out the ways in which hypnotherapy will save your client money and add to the value of life in the long run. For example, a client who wishes to quit smoking and/or drinking will certainly spend less on successful hypnotherapy than he or she would on a lifetime of addiction to tobacco and/or alcohol. A client who wishes to lose weight will surely spend less on hypnotherapy than on high medical expenses caused by obesity. 

Attract new clients and provide value to existing clients by offering a variety of services and the opportunity to earn discounts. Take a tip from Internet and phone providers and bundle your services to offer greater value. You may want to provide a variety of packages so that your clients feel they have ample choices. Additionally, you can hold raffles, run contests and offer affiliate opportunities to enable your clients to enjoy free or discounted services. 

Remember to pay yourself first. The old adage of always setting your savings aside before paying bills can be tweaked a bit to apply to your methods for setting your rates. Always remember that you must keep up with the cost of living if you are to succeed. If your business fails because you go broke, you won’t be able to help anyone. 
Set a regular schedule of review and re-establish your rates on a regular basis. Make sure your clients are aware of this so that no one will be in for an unpleasant surprise. Provide discounts to established clients and the opportunity for clients to lock in a rate by purchasing long term packages in advance, but don’t be afraid to raise your rates as you need to in order to succeed.

IV. Using Giveaways to Help Sell Your Services and Products

A. Why Give Something Away?

Giving your time or information away creates positive good will. There is also a “law of reciprocity” in which people tend to want to reciprocate to you when you give them something. 
Marketers have been finding for years that this is a very, very good way to bring in new prospective customers. There is a better way to make more money, to build rapport and to create repeat customers. What we will talk about here is how free information can build you a strong revenue string. Who doesn’t like something free? 
In the marketing book, Contagious, the author speaks about why things become popular and one conclusion that he comes to is that everything that a marketer presents to the world must create value, it must touch people on an emotional level and these are the things that will make your products and your brand buzz. 

The idea behind giving away value AKA free information is to prove to the world that you are an authority, that you have great information and that you are someone that they can trust. You also want these people to market for you via word of mouth. You want them to become so enthralled in your universe that they want to share it with their friends and family. When it comes to your niche, you want to be the person that everyone thinks of. In others words, you need to get a name in the game and create a brand. 

Make sure that what you give away is excellent quality. This is your “calling card”. You want people to see your great work. Discover what people need that you can provide and give them a free sample. It should be a form of sampling of what the person may get from you. You probably won’t teach them exactly all the steps to do it all by oneself, as this would be part of your services or products. But you can teach them a high level of what is needed to be done. Then the step by step details are something they buy.
Imagine your product is a book. You could give away one or two chapters, or you could give away an overview of the material. Either way is good. It is your preference.
Where should you give free information away? On your website, on your landing page, on Facebook, on Twitter, on YouTube or any other place where large amounts of people congregate.
B. What Can You Give Away?

· Free consultation call

· Free teleseminar

· Free articles and blog posts on your and other’s websites
· Email content with an autoresponder service
· Free ebooks, audios or videos
V. Phone Calls with Prospects
A. How To Convert Prospects On Phone Into Clients

Are you having a hard time with convincing the potential clients you talk to over the phone? Finding new clients is a skill that most professionals have to work on. The following will give you some useful tips on how to convince potential clients over the phone.

A phone conversation is a great way to get to know a prospect better. Instead of focusing on sharing details about what you do or about the benefits of hypnotherapy, give the prospect a chance to talk about themselves. The conversation you have on the phone should be more of a friendly chat rather than a formal discussion about your business.

Ask the some questions to figure out why they are interested in hypnotherapy. Determining what kind of issue they want to resolve thanks to hypnotherapy is not enough. You need to find out more about the methods they have tried before and why they did not work.

You need to find out what your prospects expect from hypnotherapy. If they have unrealistic expectations or do not have a good idea of how long it will take to get results thanks to hypnotherapy, take this opportunity to share some useful information about hypnotherapy. If you feel that the prospect will simply not be satisfied with the service you can offer because their expectations are not compatible, be honest with them.

Give your prospects the opportunity to get to know you better. People will be more likely to trust you and decide to use your services if they learn a few things about you. You could for instance tell a few anecdotes, talk about your own experiences and even tell your prospects what drew you to hypnotherapy. People will be more likely to choose your services if they get the impression you are an expert in your field and can help them.

Give prospects an incentive to stay in touch with you if you feel that you will not be able to convince them right away. You could for instance encourage them to visit your message board so they can ask questions to people who have been using hypnotherapy. If you offer discounts on your services, tell prospects about these special offers and let them know they will receive more details once they subscribe to your newsletter.

B. Summary Steps for Talking to Prospect by Phone

These are a summary of helpful steps when talking to a prospect by phone. 
· Listen to the person. Ask questions and listen, more than talk.

· What is the issue that they are calling about? Listen and ask questions.
· Ask questions to understand their challenges:

· What isn’t working for you?

· What problems or challenges are you having?

· Find out what is of interest or goals for them in their life. For example, are they interested in: 

· releasing weight

· being healthier

· stop smoking

· stress relief

· Find their “pain”.  Find out how it is impacting them. Ask questions like:

· How is that problem hurting you?

· How is this problem impacting you?

· Does that problem bother you?

· How does that feel not having that?

· How does it affect you not having that?

· Tell me exactly what’s going on.

· What does that mean?

· How does that feel?

· What have you tried? How did that work?

· Ask questions for them to imagine a future having what they want.

· What would it be like for you to have that?

· How would it feel when you get that?

· How is it going to feel when you get that?

· How will it help you to get that?

· If I could offer you something that would give you what you desire, would you be interested?

C. How to Do a Free Consultation Call

This can be used when a prospective client calls you. It can be used when they call or if you schedule a free consultation call for later. These are ideas to help you.

1. Section 1 – Create Rapport/Trust/Credentials

Spend less than 3 minutes for the introduction.
Hello, how’s the weather, create rapport.

“Let’s go ahead and get started. I’m going to ask some questions to find out what your problems are. Then I’ll suggest some solutions. I’ll see if I can come up with a solution that works for you. Then if I can come up with a solution, we’ll talk about how you can get that solution. We’ll talk about how we can work together to solve some of these problems.”

· If this is a scheduled Free Consultation call, explain the purpose of the call (to find out issues in their life and to see if we have solutions).
· Create agreement as to what’s going to happen in the call.

· Create trust. Treat them as though you trust them and they trust you. It’s best if your marketing has already made a positive impression on them.
You only have a possible solution after you have learned what their problems are. So use language such as “if I can come up with a solution”. So it takes away all the pressure and stress on the phone call. 

2. Section 2 - Find out their Problem and their Pain

Find out their interest with the type of session or product.


I want to customize this call to your issues and interests. What interests you the most with hypnosis? Is it: weight loss, smoking, stress, health, or xxxxxxx?

Find out what’s not working. What kind of problems, challenges.

Just conversation, but designed to dig deep.

· What isn’t working for you?”

· What problems or challenges are you having?

· Tell me exactly what’s going on.

· What does that mean?

Get a complete feel for what THEY consider their problems to be. Ask open ended questions at first. Don’t ask leading questions yet. 

Find out the impact, their pain:

· How does that feel?

· How is that problem hurting you?

· How is this problem impacting you?

· Does that problem bother you?

· What have you tried? How did that work?

· How would it feel if you could have what you want?

· What would it mean for you to have what you want?

· What would it mean for your loved ones for you to have what you want?

Take good notes, such as even pages of notes.

3. Section 3 – Finding a Solution Agreement

Describe to them a solution related to their issue(s).

· Is this something you would like in your life?

Does a possible solution work well for that individual? Ask questions about possibilities.
· How would it feel if you knew exactly what to do to get the results?

· Are you ready to do something about this? (If not, why not?) If not, I thought you wanted to fix the problem by being on this call. Or can deal with a time problem. 

· How is it going to feel when you get that?

4. Section 4 – Another Problem and then Find Solution Agreement

Continue alternating with problem and solution, until you have every problem.

Continue asking, “What else?”

· What other problems do you have?

· “Tell me more about xyz”

You can ask more directed questions after the open ended questions.

There may be multiple problems or problem categories.

· What would it be like for you to have that?

· How would it feel when you get that?

· How is it going to feel when you get that?

· How will it help you to get that?

5. Section 5 – Gain Prospect’s Agreement to Move Forward with Solution

Confirm that they want to move forward with the solution.

Sample questions:

· Are you excited to be working with me?

· Are you ready to start working with me?

· Are you ready to start working on this?

· Are you sure you want to do all of this?

· Are you sure you want to do xxx

Either they will say yes to start, or they have more questions.

· What are you not ready about?

· You must have more questions for me. Do you have questions about xxx.

· Sounds like you have some questions that I haven’t yet answered.

6. Section 6 – Get Signup/Appointment
You often hear in their voice that they are ready.

Propose the solution.

Explain how they will get the solution.

· I’m going to tell you how you’ll get the solution, then we’ll talk about the price.

· “I’m going to tell you the solution, then we’ll talk about how much it is.”

Gain agreement with person that they will move forward with the solution.

Talk about how packaged, what’s being offered, etc.

· You know this problem took awhile to happen, right? So this will take [several months]. The only way to do this is to do it right, correct? I’m going to work with you personally. 

· Are you excited about working on this?

· I can’t solve your problem in one session. As it took awhile for it to happen, it takes awhile to fix it.
· I can’t solve your problem in one session. As you have had it for a number of years, it takes awhile to fix it.

· If this is affordable, do you want to do this today? [then be quiet and wait for their answer]
[If objections, such as I need to think about it]

· What do you need to think about?

· Suggest options if needed.

· Why don’t we just do this? (creative solution)

7. Misc

If they ask about price earlier, just say, I don’t know what solution will work with you until I ask questions. (you can’t give a price until you diagnose and agree on a solution).

You can’t tell them the solution until you ask the questions. Examine their problem first.

Important: You are offering a solution to a problem, not a product or service.***
VI. Selling with a Free Teleseminar

You can use a free teleseminar to educate and sell. It can be selling any product or service. You can also use it to just educate, without selling anything. Generally, you would use it to sell a more expensive product or service, not an inexpensive one such as an ebook. This is flexible though.
You can be yourself. Be transparent and honest, but not perfect. If you are too perfect or too formal, you will reduce rapport and trust with your audience. Be relaxed and casual.
A. Bullet Points in Your Marketing

Use the same words in the bullets on your website as in the marketing emails. Make sure there is a consistency in these bullets. Also, make sure the outline you are using for your teleseminar is similar or the same as your bullets. These bullets should use phrases and words from the lists at the end of this book.
B. Sample Instructions During the Teleseminar
“I am going to teach for 45 minutes and then open it up to questions.”
“In between each section, I’m opening up the call for any questions about this topic. If you have any other questions, please save to the end of the call.”
“Would it be ok with you if I save all the questions not about this topic to the end of the call?”
If it’s a free teleseminar and you are not selling anything, you can say:

“I’ve taught for last 45 min and I’ve taught only 5% of the material. Would it be valuable to you if I put together a package to teach the other 95% of the material?”
“I’ve answered all the questions. I hope this has been valuable. See you on email.”
“Be looking for something over the next couple of weeks.”
C. How to Sell with Integrity
If you are selling something in this teleseminar, don’t do all of the Q&A at the end or you will lose most everyone. Space the Q&A throughout the teleseminar.
You can just go through your sales page if you have one. This can make an excellent outline.
Tell them what you are going to do. “Here’s what I put together: [List bullet points of what will be teaching.]”
How to segue into the sales part:

“Is anybody interested in getting the other 95%?”
“My guess is for some of you, you’ve gotten what you wanted and you are free to go.”
“Will it be cool if you learn all that?” [assuming your product is educational]
“I’ve got xx hours of targeted information, just as powerful as what I’ve taught here.”
“Just for today, I’m going to give you xxx as a bonus.”
“Let’s talk about the price. This package has taken $xxxx for me to learn this information.

If it took you xxx hours to learn it one on one with me, it would be xxx.
But I want to make this a no-brainer. I’m going to slash the price.

It’s not going to be $7,000, not $5,000, only $497 and you can spread it out over several payments.”
Tell them the webpage address for the sales page with the PayPal button. The URL has to be easy for people to hear and type in. 

Stay on the call for awhile while people are purchasing it. You can do more Q&A or you can teach another 5 minutes. You can say, “Oh, I shouldn’t have taught you that as it’s in the program.”
You can do the sales pitch in the middle, but make sure you have delivered enough information before you do that.
VII. Website Articles and Blog Posts for Visitors

A. How To Convert Website Visitors Into Clients

Do you get a good amount of visitors on your website but have a hard time with finding new clients? You might not be using the right methods to convince your visitors to subscribe to your services. The best way to find more clients is to create a website that encourages visitors to interact with you.

Start by creating quality content for your site. Visitors should be able to find articles that talk about hypnotherapy from a professional's point of view. There are many sites on this topic so you should do your best to provide your visitors with helpful information they cannot find anywhere else.

Try using different formats. If articles do not seem to draw the interest of your visitors, create a Podcast or a video blog. Some videos that contain information and perhaps even demonstrations of hypnotherapy could be a great way to generate some interest from your visitors. Create more content regularly so people have a reason to visit your site more than once.

Find a way to stay in touch with your visitors. You could for instance create a message board where people can ask questions about hypnotherapy or share their experiences. Play an active role on your forum but give prospects a chance to interact with clients who have been working with hypnotherapy for a while. Creating a supportive online community for your clients is a great way to get them to visit your site regularly and will help convince prospects.

Create a newsletter or develop a presence on social media. Email and social media will allow you to stay in touch with prospects and with existing clients. Encourage visitors to subscribe to one of these campaigns, for instance by giving examples of the kind of useful content you will be sharing.

Give visitors the possibility to call you. A lot of Internet users hesitate about purchasing a product or subscribing to a service simply because they cannot interact with the brand or professional. You can easily help these visitors get to know you better by providing them with a phone number they can use to call you and ask questions about hypnotherapy. You should also encourage visitors to email you if they have questions.

These different methods should help you engage your visitors, give them a chance to get to know you and perhaps convince them to become clients.

B. Ways To Convert Your Website Visitors Into Clients

You probably know that the success of any business depends on the clients that it has. Usually, more clients mean more business. The website of your hypnotherapy practice plays a big role in generating business for you. It is already a challenge to attract visitors to your website. However, it cannot stop there. The next step is to convert as many of those visitors as possible into customers and clients who will pay for your products and services. Here are some tips on how you can make that happen.

When people go to your website for information, they want to find content that will be helpful to their effort in achieving their goal. Therefore, your content must be authoritative. You want to convey to your web visitors that you have the experience and expertise that they seek. One effective way to convey that is by including successful case studies in your content. If you are targeting several niches of clients, then you should have two or three relevant case studies for each of those niches. This will give your web visitors a good idea on how you will approach their problem and how the positive outcome will be reached. Of course, you should get the consent of the client who was the subject of your case study, and you never reveal any real names in your content.

Another way to make your content valuable is by including personal testimonies from your current and former clients. These are in the clients' own words, and they carry a lot of weight. Because testimonies are given from personal experience, they pack a powerful punch in motivating your prospects to use your services. When your prospects read the positive testimonials, they will envision success for themselves under your treatment as well.

Make it as easy and convenient as possible for your web visitors to contact you. Make your contact button or link easy to find on every page. Your contact form should ask for the prospect's contact information and a description of what they are looking for. Include incentives, like a free consultation, a limited time discount for the month or some complimentary literature that will draw them in for more. Once you receive an inquiry, be sure to respond right away. You would not want your lead to cool off.

When you can convince your prospects that you have the best method in helping them achieve results, you will make an effective conversion of a site visit to a full-fledged client. It starts with having the best content that you can create for your website.

C. Effective Ways In Converting Sales Prospects Into Clients

You have a beautifully designed website that is attracting many visitors. However, you notice that not many are actually contacting you for hypnotherapy services. A beautiful website with helpful content is great. However, you have to go a step further and motivate those visitors to purchase your products or services. You may have some kind of sales page set up. So, how can you motivate visitors to buy?

Many people do believe in the effectiveness of hypnotherapy, but they often do not know if it will work for them. What better way to draw them in than to offer them a free consultation of fifteen to thirty minutes of your time? Prospects like the idea of a "no-risk" commitment. If you were offering audio or video materials, you can offer just a small part of it as a free download. This is a good way to get them to click on that button to make a "no-risk" purchase.

You can also offer a discount for a limited time only. The discount should be significant enough to motivate prospects to take advantage of the deal. Some people just cannot pass up a good deal, so that can be a good call to action.

The incentive that you offer on your sales page should be very clear about the benefits that your customer will get. Use call-to-action phrases. Summarize the benefits in clear but concise bullet points.

You may even want to consider offering your sessions in packages, with a bigger incentive offered to larger packages. For example, if you have a package of five sessions, you can offer the client a 5% discount. A package of ten sessions would get a 10% discount. What you choose to offer is totally up to you.

Once your sales prospects get the opportunity to try out your service, those who gained a lot of help from it may sign up for more sessions. This is consistent with how people's minds work: they like to try before they buy.

Therefore, spend some time evaluating what you can offer to your sales prospects as a sample. This is your one chance to let them see how effective hypnotherapy can be. Help your sales prospects see that you can help them reach their goals if they will give this a chance. Just by giving them a small sample, you can get back a lot in return.

D. Effective Ways to Convert Your Website Visitors Into Customers

The internet has leveled the playing field between big and small businesses. When a consumer is looking for information on the web, they are looking for authoritative websites that can give them exactly what they are looking for. They compare what they can get from one website versus what they can get from another. Therefore, if your small business has a niche, take steps to hang onto those visitors and convert them into paying customers.

In any type of business, there is competition. Therefore, find out what you can offer to your customers that your competition does not. Start with making sure that your website content offers your potential customers the best information on the topic. You should write in an authoritative, expert tone to convey to your visitors the extent of your knowledge and expertise. You must win their trust and confidence in you.

Once you have earned their trust, offer them an incentive to buy your products or services. Consumers are always looking for a good deal. You can consider offering free shipping for orders above a certain dollar amount, or perhaps a free gift with every order. You can advertise a limited-time special on your website. Any of these methods can motivate a visitor to make a purchase.

What about visitors who like what you are offering, but who are still on the fence about purchasing? You can offer them a chance to get more valuable information, special deals and exclusive discounts or a free ebook by subscribing to your email list. This is a good way for you to develop a list of leads so that you can follow up with them with future emails and offer incentives to buy. Your emails can contain snippets of helpful articles and discount codes to bring them back to your website.

Keep the connection with your prospects fresh, and many will eventually make the decision to purchase. It is important to space out these emails, including emails with good content and no selling, so that your prospects will not see them as spam. Make your special offers worthwhile to catch their attention. They already know that your website has what they want. If you make the offer sweet enough and better than what they can find on the websites of your competitors, you will gain a customer. Give your customers what they want, and you will have a customer for life.

VIII. Email Marketing
A. How To Convert Email Readers Into Clients

If you have a newsletter or an email distribution list but cannot seem to get your readers to subscribe to your hypnotherapy services, you need to implement a better email marketing strategy. Keep reading to learn more about the methods you can use to turn your email readers into clients.

You need to properly target your subscribers. You cannot measure the success of your newsletter in function of the number of subscribers you have. You should instead focus on the number of readers who actually open your emails and follow links to your site or blog.

Invest in quality email marketing software that lets you send emails to a contact list and personalize your subject line as well as your emails with the name of your recipient. Your software should also give you data on the number of recipients who open your emails and follow the links you share.

If you notice that most of your recipients do not open the emails you send, you should rethink the way you promote your newsletter. Place a subscription form on your site along with some examples of the kind of content you share via email. You could for instance write a weekly article about hypnotherapy or your niche for your newsletter or record a Podcast on this topic.

Your emails should generate interest from your readers. You can turn readers into clients by giving them a reason to try your services. You could for instance write about how hypnotherapy can be used to treat a specific problem your audience is dealing with. You could also share stories about clients who got great results thanks to hypnotherapy.

Emails should be a way to stay in touch with prospects. Use your email list or your newsletter to share information about hypnotherapy so your audience can learn more about this practice. Readers will probably realize how valuable hypnotherapy could be for them once they learn more on the topic. Encourage your readers to get in touch with you if they have questions about hypnotherapy. You could also create a message board so the recipients of your newsletter have a place where they can talk about what they read and perhaps learn from clients who are using hypnotherapy.

These tips will help you generate some interest from email readers. Keep track of your results so you can get a better idea of which methods work best with your audience.

B. Email Sales Campaign

You can use an autoresponder email service to educate and sell to your subscribers. Here is a short description for how you can use email marketing to accomplish both.
First to 5th or 6th emails

In the first 3 to 5 emails: do relationship building and deliver lots of content. Teach people what they need to know. Give what they’re not hearing other places. Create competitive advantage by being better or different. Your emails can be 500 to 1,000 word articles. It also could be 5 videos or audios. Or mix them up. You can also link to articles or interviews of you on other sites. These could be an article directory, trade journal, testimonial, someone has interviewed you, or a book you’ve written. If you have them, this is excellent to create credibility. 
The 5th to 7th emails

Around the 5th to 7th, begin the product launch. 

The first of these emails is an “I need your help” email. 
Here is an example of an “I Need Your Help” email. This email is used to get better information for creating your products or services and also to enhance your relationship with your subscribers.

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

Subject: {firstname }, I need your help

-------

Dear {firstname },

I need your help!  I want to make absolutely sure that I am offering
you the absolutely best material and recommendations possible.
What is your biggest question about xxxxxxxxxxxx?

What is your biggest problem in xxxxxxxxxxxx?

Please just hit 'reply' and send me your answers.

Thanks,

xxxxxxxxx

www.xxxxxxxxx.com
--------------------------------------------------------------

After you send the “I need your help” email, then respond to every reply. Examples of questions you may ask the respondents are: I’m hearing that you want xxx, I’m putting together a program for xxx. Is there anything you would like in it? How would it feel if you had xxx? Would that make a difference to you?
Sales Emails 
Email subject example: Announcing my xyz course. 
Inside the email, you can just have a link to the sales page.
Other email subject examples for more emails:
Did you see this?
Did you have any questions about this?

Announcing a payment plan for you (different URL for payment plan – to non buyers.)

This may be the last time you receive/see this.

If someone doesn’t buy, you could enroll them into the non-buyer list and give them 14 to 21 day campaigns, possibly for a less expensive product.

You may want to stay away from the word ‘free’. If they won’t open if it says here is some great information, and only if it says free, then generally they are not buyers.

IX. Give Away Ebooks, Audios and Videos
You can give away virtually anything. Now that the internet is so predominate, you can set up your website to automatically give ebooks, mp3 audios or even videos. These are especially helpful to use to encourage people to sign up for your email newsletter. They give you their name and email address in exchange for something of value, such as an ebook. Typically, these will be shorter than ones you sell. For example, a giveaway ebook may be 8 to 12 pages, while an ebook you sell may be 40 to 80 pages.
An easy way to get ebooks or audios to give away is to get Private Label Rights (PLR) materials. These are ebooks, audios and even mini-sites already created for you to either give away or sell. For the Holistic Practitioner PLR service, go to: www.HolisticPLR.com. Students in the “Get More Clients – Now!” class www.getmoreclients-now.com get this service as part of the course.
X. How to Sell Online with Sales Pages
A. About Squeeze, Sales, Registration and Download Pages

Squeeze page is only the page for people to give their name and email address to get a giveaway.

Sales page is a page that sells a product. A sales email is an email that has a link to a sales page. Another word for these can be sales letter.

Registration page is a page they go to enter their name and address after they paid for a product. Then they are directed to a download (aka thank you) page.
B. Sales Page aka Sales Letter

Sales page and sales letter mean the same thing. This is a web page that sells a product or service to the reader. In Article Marketing, the reader comes to this page from a link in an autoresponder email message. Its purpose is to address the reader’s need and how you will provide it, with content that is proven to make sales.

a) Preparation

Figure out the emotional reasons someone would want the product. So for instance, you might have reasons such as: loss of income, loss of health, fear of failure, etc. These things are purely emotional in nature and have the effect of dynamite in terms of their sales power.

Make lists of the:

· Emotional Reasons to buy (WIIFM: What’s in it for the reader?)

· Problems

· What makes you an expert in this

· Product Features

· Product Benefits

b) General writing tips

· Establish yourself as an expert. Establish credibility and be believable.

· People buy based on: trust, value, and quality, so your sales page needs to portray this.

· Grab the attention of the reader. Use power words and words that evoke emotion. You may want to give them an additional reason to print or bookmark and keep the sales page if it contains good information.

· Think like the reader. Get into the emotional and mental state of the perfect customer. 

· Focus on the reader. Use “you” and “your” a great deal in the writing. 

· Use short sentences, short paragraphs, bulleted points, indented paragraphs, subheads, etc. Some people will just skim your letter, so engaging subheads and bulleted points help reach them instantly.
c) How to write a sales letter for the web

(1) Banner, Graphics and Color

You don’t have to have a banner or graphics. It’s important to decide the look you want based on your own niche. So a business niche doesn’t necessarily need a fancy banner, yet you may want to have one for a soft, gentle niche such as childcare or hypnotherapy. Use colors and graphics that fit your niche. Generally, what’s best is black text on a white background. You can have a background viewable on the sides, generally with a grey or muted color.

(2) Headline

The headline introduces what you will be selling and communicating the main emotion. Write an exciting headline. Address the reader’s most important emotional reasons to buy the product.

The headline, as the first thing potential customers see, needs to do several things:

· Attract the search engines
· Attract the reader
· It should also suggest to the reader that they’ll benefit greatly from the product
It’s a good idea to make the headline big and bold. Grab search engines by making sure you use a keyword or phrase that people will be searching for on the internet. You need to be relevant to people and to search engines to get found online.

Since more than 85% of the power of any sales letter is in the headline, make sure it is a moving, emotional statement. You might look at these powerful examples:

"Stop Letting Other People Cheat You Out of the Income You Deserve"
"Your Health May Depend on the Information in This Letter"   
"Discover the Secret to xyz"

"Discover a special method of doing xyz"

"Add Years to Your Life with Newly Discovered xyz"

"How to do xyz"

"Are you frustrated with doing xyz and it just doesn’t work?"

Key Elements of a Good Headline

1) Grabs Attention

2) Creates Intrigue

3) Makes a Huge Promise

4) Irresistible Offer

5) Specific

It should be in Ariel (or other Sans Serif font) Bold, centered, Black, Size 36 to 48.

(3) Subheading

Just under the headline, use what is known as a sub-headline. This is a short phrase that further acts as a hook to bring the reader into the letter. The headline catches their attention and the sub-headline "sets the hook," so to speak.

So where does the sub-headline come from? It's usually another emotional reason, or it can also be a supporting benefit to the main headline. Let's take the Super Vitamin headline we just looked at. A great sub-headline might be:

"Just one capsule a day can extend your life by a whopping 25%!"
Notice how we are appealing to a person's emotions rather then their logic. We did not talk about anything about what is in these miracle vitamins; we simply spoke about the benefits these vitamins give to your life.

It should be in Ariel (or other Sans Serif font) Bold, centered, Blue or Red, Size 28 to 36.

(4) Salutation

First, say who this is from. From: Beverly Taylor or From: the laptop of Beverly Taylor

If you wish, you can put an automatically generated date. Date: 9/9/09 [See the end of this section for html code to generate the date]

Address the person, such as saying “Dear friend,”. It’s good to put your photo here so that they connect with you as a person.

(5) Body of Letter: Questions about the Pain & Stories describing Problem

Write some exciting copy, such as a story illustrating a problem. Draw out the pain and emotion resulting from the problem.

Ask questions about the pain, such as: 

“Are you frustrated that…”

“Do you have a problem with…”

“Are you scared because…”

“Do you feel like…”

“Have you been battling with…”

“Are you intimidated by…”

(6) Why You’re the Expert/ I Know How You Feel

In one or two paragraphs, write how you’ve been there too. What’s your story related to this issue?

(7) Solution

Next paragraph, write that you overcame it and how you did it. Been there and done that.

 “I struggled and struggled, then I found it.”

Introduce what you have created, what you are offering.

If at this point, they aren’t feeling they’d love to have the solution, then the rest of the letter is worthless. You want them to be asking “how can I get what you have?”.

(8) Features

Describe how your product solves the problem. 

Put a bulleted list of features of the product.

(9) Benefits

Create a long bullet list of benefits – benefits, not features. This is how it will benefit the person, in other words, what will they get out of it. More money is not a benefit, but “having more time to spend with family” is a benefit that money may bring.

A benefit is what the product or service does, and what the buyer gains from the feature. A benefit is the specific outcome of the feature. A feature is something the product or service already has. Benefits are what motivate people to buy.

(10) Tie Benefits to the Person

You want people to emotionally identify with the benefits and to envision having the benefits. Use phrases such as “What would it be like to have abc”, “Imagine how it will feel to have abc”. “How would it feel to have complete freedom from xyz? 

It’s good to use statements that has them imagine the results.
(11) Order Button

Have an order button. You may or may not show the price at this point.

(12) Testimonials

This is other people saying how good your product is. Very powerful. Creates trust.

(13) Bonuses

Include bonuses if you have them.

(14) Price and Order Button

You may want to summarize what they’ll get (brief summary, not complete list). Call to action. Show the price and have an order button. “Value $xxxx. All this for only $xx!”

(15) Product Guarantee/Refund Policy

Have a powerful guarantee. Guarantee products, but not coaching as that’s your time. You can use this to do more selling.

Examples: 

· Your complete satisfaction guaranteed:  If for any reason during the first 30 days after you purchase this product, you are not completely satisfied for any reason at all, simply return the product and we will cheerfully refund your purchase price, no questions asked.
· “Buy completely at our own risk . . . ” 

· “I understand that you may be skeptical…”

· “You pay nothing unless you are totally satisfied.” 

· “There is no risk with our complete satisfaction, money-back guarantee!” 

· “No questions asked. Simply return the product within 30 days and we'll refund your money in full.” 

· “100% Satisfaction Guaranteed”

· “Your money back if you aren’t 100% satisfied”

· “No-risk guarantee”
·  “Go ahead and do this”
· “Stop struggling”
· “Let me help you”
You may want to add a clincher.
Example: “Remember, you keep the free bonus(es). Even if you decide to take advantage of our No Risk, Total Satisfaction, Money-back Guarantee, the bonus(es) are yours to keep—our gift(s) to you for simply trying our ...”
(16) Price and Order Button

Call to action – tell the reader what you want them to do. Show the price and have an order button.

(17) Signature

Something like:

To your success,

Beverly Taylor

This could be an actual scanned signature, or a font that looks like a signature, or just your typed name.

(18) PS and PPS

Have a PS and a PPS. Use these as another place to sell again with another call to action. Reiterate the benefits. You can make it fun if you wish. “Go ahead! What do you have to lose?”

XI. Catch Their Interest With Awesome Words
A. Creating Great Titles for Articles, Blog Posts, Emails
1.
Capture the Interest of Online Users with your Titles. To easily convince people to open and read your articles, use attention-grabbing and interesting titles that tell them the reasons why they should read your content. By doing this, you will increase your open rate. 

2.
Learn How to Create Attention-Grabbing Titles. One of the first steps to succeed in marketing is to convince people online to open and read your article. You can easily do this by using titles that interest them. Use powerful words that evoke action or touch human emotions. Also, make sure your titles tell online users benefits that they will get from your articles.


Use titles that pique the curiosity of online users or that tell them what’s in it for them to compel them to open and read it. Make sure that your titles are striking, direct to the point, fairly keyword-rich, and interesting. 

3. 
Create Keyword-rich Titles. A keyword rich title has two components. One, it has a good number of keywords in it and two, the most important keyword (or keyword phrase) is at the beginning of the title. You especially want the first four words of the title to have the most important keywords, where at all possible, without making it unintelligible to the human reader. The first four words are the most important to the search engines.

4. 
Use an Online Title Formula. An online title is one that is optimized for the search engines to help people find your article. So it's written in a way that first is good for the search engines, then secondly is decent for people reading it. This formula is very, very important.

A very good online formula for titles is:

Most Important Keyword – Attention Grabbing Benefit followed by Related Keyword. 

This serves the needs of the search engines and the prospective human readers.

An example would be:

Organic Gardening – 7 Essential Techniques for Success in Your Home Garden

In this example, organic gardening is the most important keyword and home garden is a related keyword. Make sure to use these keywords within your article. 
B. Dynamic Words for Titles

The following are words that are especially good to use in the titles, abstracts and resource box. You can also use them within the article body.

1. Action Words

Accelerate

Advance

Advise

Alternate

Amplify

Announcing

Appeal

Apply

Approach

Arouse

Ask

Attack

Attract

Beat

Begin

Blast

Block

Boost

Breakthrough

Build

Bust

Challenge

Change

Charge

Choose

Claim

Collect

Combine

Compare

Compel

Conceive

Confirm

Construct

Control

Convert

Cover

Create

Customize

Debunk

Demonstrate

Demystify

Determine

Discover

Distribute

Draw

Drive

Dynamic

Easily

Embark

Encourage

Energize

Engage

Escape

Excite

Explode

Fast

Find

Find out

Generate

Give

Grab

Grow

Guide

Help

Illustrate

Impact

Improve

Increase

Inspire

Instill

Invest

Involve

Judge

Jump

Jumpstart

Justify

Lead

Learn

Make

Manage

Maximize

Motivate

Multiply

Operate

Optimize

Organize

Persuade

Pick

Play

Play at a higher level

Proceed

Produce

Profit

Promote

Propel

Propose

Provide

Question

Quote

Realize

Recognize

Recommend

Risk

Run

Saturate

Skyrocket

Solve

Start

Strive

Subscribe

Suggest

Supercharge

Tap into

Target

Targeted

Test

Trust

Uncover

Use

Value

2. Smart Words

Advantage

Age-old

Alternative

Amazing

Analysis

Answer

Benefit

Best

Bestseller

Comparison

Compelling

Comprehensive

Conclusion

Considerations

Convenient

Creation

Creative

Critical

Crucial

Curiosity

Curious

Custom

Detailed

Differences

Different

Direction

Easy

Edge

Effective

Efficient

Elements

Enhance

Essential

Excel

Excellent

Fact

First

Fool-proof

Format

Formula

Great

Guidelines

Hidden

How to

Idea

Important

In-depth

Ingredients

Innovative

Insight

Insightful

Intelligent

Intriguing

Judgment

Key

Latest

Learn

Main

Method

Mind bending

Mind blowing

Must-Have

Musts

New

Nifty

No-brainer

Obvious

Only

Outstanding

Perfect

Popular

Positive

Possible

Practical

Priceless

Pro

Productive

Proposal

Proven

Question

Quotation

Realistic

Reasons

Regular

Reliable

Remarkable

Results

Revealed

Rewarding

Rights

Rules

Secrets

Shortcut

Significant

Simple

Single

Smart

Special

Specific

Step-by-step

Steps

Strategic

Strategy

Successful

Technique

Tested

Tips

Top

True

Ultimate

Understand

Valuable

Value

Volume

Ways

3. Power Words

Achieve

Achievement

Action

Acute

Almighty

Appeal

Astronomical

Attention

Attention-grabbing

Avalanche

Awesome

Blatant

Blockbuster

Blow your mind

Bottom line

Business builders

Busted

Candid

Challenge

Challenging

Charge

Claims

Compelling

Crazy

Credibility

Demonstrated

Discovery

Dog eat dog

Drive

Dynamite

Easily

Everything

Excellent

Excitement

Exciting

Explode

Explosion

Fantastic

Fantastic

Final

Finish line

Freedom

Frenzy

Fuel

Go all out

Gold

Great

Guaranteed

Herculean

High

High end

Home run

Hot

Hot button

Huge

Immense

Impact

Impressive

Incredible

Jam-packed

Killer

Lead

Leader

Life changing

Love

Lucrative

Major

Maniac

Manifesto

Massive

Maximum

Mind blowing

Murder

Must

New

No-nonsense

Nothing

Opportunity

Outrageous

Outstanding

Oversized

Passion

Persuasive

Phenomenal 

Pizzazz 

Platinum

Power

Powerful

Pressure

Prestige

Profit

Profitable

Quest

Race

Real-world

Remarkable

Respect

Results

Reward

Risk

Rocket

Rocket fuel

Safe

Sell

Shark pool

Sharks

Skill

Sneak peak

Spectacular

Straight shooter

Strength

Strong

Struggle

Stupendous

Success

Super

Super sized

Supercharged

Surprising

Tactics

Take action

Tangible

Target

Totally

Truckload

Underground

War

Warfare

Wonderful

C. Great Headlines and Titles

1. Key Elements

The key elements of great titles and headlines for articles or sales pages are that they:

· Grab attention

· Create intrigue

· Make a large promise

· Have an irresistible offer

· Are specific

2. Headline and Title Examples

Use these examples to assist you in creating article titles or sales page headlines.

How To Win Friends And Influence People
100% of ______ you need.

How I Improved My xxxxxx In One Evening  

The Secret Of Making People Like You

The healing power of ________

To People Who Want To xxxxxxx -- But Can't Get Started

Instant _______

How A "xxx" Made Me A Successful xxx

How to _________ in ____ easy steps

Does Your xxx Ever Embarrass You?

A marriage of _______ and ___________.

Do You Make These Mistakes In xxx?

The 10 Biggest Mistakes You Could Make As xxx
Never Accept A xxx That Contains These 5 Words

The Child Who Won The Hearts Of All

The #1 Most Common Goof In xxx

What The xxx Don’t Want You To Know

________ on Demand

______ from anywhere.

______ from your home.

_______ for any occasion

Can You Spot These 7 Common xxx Sins?

The 10 Habits That Keep People Poor And The 12 That Can Make You Rich 

How To Avoid A xxx Without xxx

One xxx Free For Every Three You Buy!

Free Book:

Five Familiar xxx Troubles:

Which Do You Want To Overcome?

What Everybody Ought To Know About This xxx Business 

A Challenge To Those Who Would Never Dream Of xxx 

The Biggest Problems You’ll Have With Most xxx… And How __________ Overcomes Them All.  

Nobody Should Be Allowed To Have Anything To Do With xxx Until They’ve Read This Book At Least 7 Times
Major Diet Plans: Which Ones Actually Work...And Which Ones Are Guaranteed To Torture You, Cost A Fortune, And Leave You Fatter

I Was Shocked And Embarrassed When I Found Out That ______________________
Should An Experienced xxx Like You xxx With A New xxx Like Us?  

Three Fairy Tales You'll Hear From xxx... Even Honest Ones
How Often Do You Hear Yourself Saying: 'No, I Haven’t Read It: I've Been Meaning To!'

Four Quick Questions Will Reveal A xxx’s Operating Philosophy. Ask Them, And Save

Do You Really Want The Lowest xxx To Provide xxx For Your Million Dollar Project?

Whose Fault Is It When xxx?

Six Closely Guarded Secrets Of The xxx Industry... Revealed At Last
How To Do Your xxx In 5 Minutes

Free To xxx--$6 To Others    

Who Ever Heard Of A Woman Losing Weight -- And Enjoying Delicious Meals At The Same Time?       

What Nobody Ever Tells You About [Fill in Desired Goal]

Profits That Lie Hidden In Your xxx
Do You Have These Symptoms Of xxx?

People Who 'Know It All' Are Not Invited To Read This Page
Is The Life Of A Child Worth $1 To You?

For The Woman Who Is Older Than She Looks

To People Who Want To Quit Work Someday
The Best xxx For Faster Sale

How To Protect Yourself--Takes Just 3 Seconds    

7 Fast Ways To xxx...Without xxx

Why Some People Almost Always Make Money In xxx
Take These 10 Defensive Measures, And You'll Save Way More Than $600   

5 Overlooked xxx For Salaried Executives
The Most Common xxx Mistake (You're Probably Making It Now)       

Mess Up Your xxx? Here's 4 Ways That Work ... And 3 That Don't

The 4 Grim Facts Of Life About xxx: Don't Go Into Business Until You Memorize Them
Do You Do Any Of These Ten Embarrassing Things?
What To Do For xxx: 4 Options That Beat The Socks Off aaa ... Or bbb

xxx In 7 Days Or Your Money Back - Thousands Now xxx Who Never Thought They Could

The Crimes We Commit Against Our Stomachs
Here's A Quick Way To Break Up xxx

If You Were Given $200,000 To Spend, Isn't This The Kind Of ___________ You Would xxxxx? 

Two Questions That Other Providers Hope You'll Never Ask Them
When Doctors 'Feel Rotten' This Is What They Do

Own A xxx? A xxx? Not After You Read This, You Won't!

"I Lost My Bulges...And Saved Money, Too"
Save Money By Knowing How xxx Trick You Into Buying Higher Priced Items 

Imagine Me...Holding An Audience Spellbound For 30 Minutes

The Big Hairy Secret That Big-Name xxx Don’t Want You To Know About Their xxx Selection Process (Hint: They Don’t Have A Process)        

76 Reasons Why It Would Have Paid You To Answer Our Ad A Few Months Ago
Money-Saving Bargains From xxx Discount House

Are You Ever Been Tongue-Tied At A Party?
How A New Discovery Made A Plain Girl Beautiful

A xxx Flaw That Can Cost You $10,000 In xxx Value If You Buy From The Wrong xxxxxxxxxxx.    

You Can Laugh At Money Worries --- If You Follow This Simple Plan
You’ve Got The Ugliest Kids I’ve Ever Seen In My Life (That’s What They’ll Say If You Get Caught Using The Wrong Photographer)

Here's A Quick Way To xxx

Innovative xxxxxxx Makes xxx “Fly Off The Shelf”

How Often Do You Hear Yourself Saying: "No, I Haven't Read It: I've Been Meaning To!"

Protect Yourself From Being Burned By xxx Who Over-Represent Their Skill Level

How Much Should You Pay For xxx?

How To Cram xxx Hours Of xxx Into One Easy xx-Minute Session...At Your Home Or Office

How Much Is Smoking Costing You?

Who Ever Heard Of A Woman Losing Weight --- And Enjoying 3 Delicious Meals At The Same Time?
Thousands Have This Priceless Gift --- But Never Discover It!

A Wonderful xxxxxxx --- But Only Those With Imagination Can Take It

Right And Wrong xxx Methods ---And Little Pointers That Will Increase Your Success
How to Stop Your Divorce
Greatest Gold-Mine Of Easy "Things-To-xxx" Ever Crammed Into One Big Book

Something You Probably Didn’t Know About xxx

It Seems Incredible That You Can Offer These xxx -- For Only $xxx Each
How A New Kind Of xxx Improved My xxx In 30 Minutes

How to Make Yourself Recession-Proof

9 Red Flags That Can xxxx

Who Else Wants to [Fill In Desired Goal]
3. Email Subject Line Examples

The Inspirational Moment

How Would You Like Natural Weight Loss?

How to Lift Up Your Soul

How to Lift Up Your Mind

Spiritual Healing – Free for You!

Special ebook with many bonuses…

Get your “6 Minute Antidote to Stress” (free download)

Incredible proof…

It’s Your Time…

I care about your success…
I want to see you succeed…
The Ultimate xxxxxxxxx

Stop Sabotaging Love – An Important Video

The dirty secret "they" don't want you to know...
[Last Few Hours Left] Grab xxxxxxx before the price rises to $499 per Month!

27 spots left. Hurry up…
[Closing now] Bonus downloads of xxxxxxxx

Final chance – xxxxxxxx

Easy ways to reduce xxxxx
Underground income secret revealed!

How (type of person, such as a retired nurse) got xxxxxxx in (amount of time)
4 Types of Beauty…Which one Are You?
Manifest with xxxxxxxxx
This is the wrong approach
Closing down and relaunching…
Strange “instant pain relief” secret caught on video
The most POWERFUL xxxxxx system EVER
New (type of product or service) increases xxxxxxxxx
The Choice to Believe
Powerful Hypnotic CDs

Your Powerful Transformation Starts Here…
Let’s talk about your plans for 2014
Stop Struggling, Start xxxxxx
Look 5 years younger in minutes without ever leaving home
10 Tips for xxxxxxx
Businesses pay a lot for this…
Odd self hypnosis experiment:
Do You Have The Tools for Abundance?
Tired of the xxxxxxxxxx nightmares?
This is a goldmine………. Xxxxxxxxxx
It’s never too late to jump in with both feet
Powerful and yet SO FREAKY!
Gratitude equals love (free xxxxxxxx inside)!
Before You Continue…(Important)!
More than 8,000 people…
Can Brain Training Delay Alzheimer's?

30-minute Hypnosis Session mp3s
Uncovered! What can REALLY help you xxxxxxxxxxxxxx that you are looking for !

New exciting xxxxxxxxxxxxxxxxx
Urgent information!
Tips for xxxxxx people
Are you living YOUR life?
I know you are gonna love this!

This works like crazy
I Paid it For You!
Your secret weapon

The biggest myth?
D. Using Words For A Person’s Type
NLP: Pay attention to the type of words they use. Use the type that they use. This helps create rapport and trust. The person feels heard and feels that you are similar to them.

	Visual
	Auditory
	Kinesthetic
	Unspecified aka Auditory Digital

	See
	Hear
	Feel
	Sense

	Look
	Listen
	Touch
	Experience

	View
	Sounds
	Grasp
	Understand

	Appear
	Make music
	Get hold of
	Think

	Show
	Harmonize
	Slip through
	Learn

	Dawn
	Tune in/out
	Catch on
	Process

	Reveal
	Be all ears
	Tap into
	Decide

	Envision
	Rings a bell
	Make contact
	Motivate

	Illuminate
	Silence
	Throw out
	Consider

	Imagine
	Be heard
	Turn around
	Change

	Clear
	Resonate
	Hard
	Perceive

	Picture
	Deaf
	Unfeeling
	Insensitive

	Focused
	Dissonance
	Get a handle
	Conceive

	Hazy
	Question
	Solid
	Know

	An eyeful
	Clear as a bell
	All washed up
	Question

	Bird’s eye view
	Clearly expressed
	Come to grips with
	Insensitive

	Catch a glimpse of
	Call on
	Control yourself
	Distinct

	Dim view
	Describe in detail
	Cool/calm/collected
	Describe in detail

	Get a perspective on
	Earful
	Firm foundations
	Figure it out

	Hazy idea
	Give me your ear
	Get a handle on
	Make sense of

	In light of
	Grant an audience
	Get in touch with
	Pay attention to

	In view of
	Hidden message
	Hand in hand
	Word for Word

	Looks like
	Hold your tongue
	Hang in there
	Without a doubt

	Make a scene
	Idle talk
	Hold on
	Analyze

	Mental image
	Loud and clear
	Hothead
	Attend

	Mind’s eye
	Manner of speaking
	Keep your shirt on
	Conscious

	Naked eye
	Power of speech
	Know-how
	Believe

	Paint a picture
	State your purpose
	Lay cards on the table
	Calibrate

	See to it
	To tell the truth
	Pull some strings
	Challenge

	Short sighted
	Tongue-tied
	Slipped my mind
	Choice

	Showing off
	Tuned in/out
	Smooth operator
	Comprehend

	Staring off into space
	Unheard of
	Start from scratch
	Decide

	Take a peek
	Voice an opinion
	Stiff upper lip
	Deliberate

	Tunnel vision
	Well informed
	Stuffed shirt
	Discern

	Under your nose
	Within hearing
	Too much of a hassle
	Emphasize

	Up front
	Word for word
	Topsy-turvy
	Generate


XII. Get Out of the Way for Mutual Success
If you have negative feelings towards selling, it will show. It is important to “get out of your way”. It is important for you to release any of your own fears and issues. You can use hypnotherapy to release your own issues in the way of success. If you do so, you will be providing a wonderful service to the world!
· Do you have negative beliefs about receiving money for this work?

· Are you afraid of rejection?
· Do you have any limiting beliefs about money?

Examples of Limiting Beliefs about Money to Release
· It’s hard to make money.

· I’ll never have enough money.

· Money doesn’t grow on trees.

· I can’t be spiritual and have money.

· Money is not spiritual.

· Money is the root of all evil. (Actual quote is: "the love of money is the root of all evil.")

· Money is dirty.

· Money spoils you.

· I could become overly dependent on it.

· Time is money.

· I can't have money and free time.

· Worrying about money is tacky.

· I will never have enough.

· You get what you deserve.

· It will tarnish my sense of who I am as a person.

· I'll become a greedy and uncaring person.

· I'll attract the unwanted envy of others.

· I never want people to know I have so much money because people are really mean to rich people.

· It'll make me stand out and I'll lose my privacy.

· It takes too much effort to earn it.

· I don't deserve to have a lot of money.

· There’s not enough money for fun things.

· I'll never get promoted.

· I'm not educated enough.

· I'll never be rich.

· I’ll always be poor.

· I can't afford it.

· Why should I take a risk? I always lose.

· I'm dumb.

· I’m not good with money.

· I can’t handle money.

· Money is hard to manage.

· Money is hard to get.

· Money pours through my fingers.

· Why should I try?

· Why should I try? It’s never worked before.

· I'll never be financially free.

· I'm not smart enough.

· I'm a loser.

· Investments are for rich people.

· It’s impossible to get a decent residual income.

· Multiple streams of income don’t work for me.

· I have no business experience so I'm sure to fail.

· I cannot afford to invest in anything. I'll probably lose it all.

· I have no business experience so I'll lose everything.

· I'm too old to go back to school.

· I'm too young. Nobody will take me seriously.

· Who am I to think I can be successful. Nobody in my family is.

· I'm afraid to change jobs. What if it doesn't work out?

· If I am successful, people will hate me.

· If I make a million dollars, I might lose it, and then I would feel stupid and hate myself forever.

· There isn't enough money to go around.

· If I have a little more than enough to get by, someone else will go without.

· If I have a lot more than I need to get by, lots of people will have to go without.

· It is better to take less, than be responsible for someone else's hardship.

· If I make a lot of money, I would be betraying my father, who never made much money.

· The rich get richer.

· The poor get poorer.

· You have to work hard to get money.

· To save money, you have to do without things.

· You have to do lots of things you don’t like in order to have money.

· I do not have enough to share or give away.

· Accepting money obligates me.

· To be a valuable person, I have to work more for less money than other people do.

· I’m afraid of charging people a lot of money as they might reject me.

· Having money stops you from being happy.

· Having money complicates your life.

· Being super-conscious about every single penny is the good-- the right thing--to do.

· Never buy anything you don't need.

· If you were smart, you would be supporting yourself easily right now.

· I always rent; owning a house would be too scary.

· I have to own my own home to feel secure.

· I want to have a lot of money when I grow old, so that people will be nice to me.

· Everybody wants more; when it comes to money, less is better.

· The economy is down, so I can’t make money.

XIII. What are the Next Steps?

Do You Want to Know More?

Get a FREE ebook here!

http://www.holistic-hub.com 
By Beverly Taylor 
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