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fTOMRUSSELL

THE EVOLUTION
+  OF AN

‘OFFE

By Russell Brunson, the Overnight Success Maker

I'm not sure about you, but my favorite part of this business
is creating new offers. That's probably why we've created
hundreds of offers in over a dozen niches (and my team
wants to kill me because I don't "FOCUS" enough). It's one
of the things | enjoy the most and keeps me excited to wake
up each day.

But, what happens when an offer you create doesn't work...?
I'm hoping that I'm not the only one who spends months
creating an offer and a sequence, and then not much
happens after launching it for some reason.

We always hear about the winners... but what about the
losers? Well, that's what | want to talk about today. Because
when you understand the power of direct response
marketing, you can simply look, and the numbers will show
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you what's broken. So, about a year ago, we started a new
weight loss offer called "Body Evolution."

We spent a lot of money on the domain name and the
trademark, and then started creating the offer.

We looked at what others were doing in the market so we
could model the successful offers, but we wanted to find our
own angle. After seeing hundreds of offers, we decided to
make a weight loss offer that didn't talk much about what
you can or can't eat, but to focus on what | feel is the only real
thing that matters in losing weight... your mind.

We put together a really good product teaching Neuro-
Linguistic Programming (NLP) principles that anyone can
use to help reach their goals. We then hired someone who
I think is the best living copywriter on earth, and had him
write the sales letter for the front end product, as well as
three upsells.

The letter turned out awesome, so we turned it into a sales
video and hired graphic designers and programmers to create
the funnel. After months of work and tens of thousands of
dollars spent, our masterpiece was ready to launch.

Now, before we contacted any affiliates, we wanted to

see if the offer would convert, so we purchased a solo ad
and started driving traffic. Within about 48 hours we knew
something was wrong. We had spend $3,000 on the ad, and
only made back about $700. Now, I'm no mathematician,
but those numbers aren't very good.

In fact, the one saving thing from our $3,000 investment
that made it worthwhile was our split test of these two

email subject lines:

WARNING: they are trying to keep you fat :(
my weight loss “dirty” little secret...

We found that the subject line "“my weight loss “dirty”
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little secret...” destroyed the other subject line. The first
big problem | saw was that our sales video was based
around the concept of the headline that lost. | was
hoping that it would be an easy fix, so we just changed
the headlines on the squeeze and sales pages to match
the winning subject line. | then went out, paid for a
$5,000 ad and crossed my fingers.

After two or three days we started to look closely at the
stats. While our engagement was a lot better on the
squeeze pages and sales page, the funnel still wasn't even
getting close to break even. In fact our $5,000 ad brought in
under $2,000. Once again, not good.

Now, at this point | was about ready to throw in the towel. |
was frustrated, and | felt like we were throwing money out
the door. What were we doing wrong?

And that's when we decided to step back, and stop
looking at the conversions of just one or two pages, but
look at the conversions of the whole funnel... And what we
saw gave us some very interesting insights.

Let me show you what we found:
1st - Squeeze Page

As you can see in the screenshot above, we modeled the
same squeeze page that we have been testing on our other
offers, and just like a champ, it worked again! (YEAH! That's
the power of modeling success folks - stop trying to re-
invent the wheel). We averaged a 38% conversion on this
page which | am very proud of.

2 - The Sales Video Page

We learned some interesting things on this page. First, we
had tested a man version of the video and a woman version.
Each had the same offer, but because we have a couple as
the guru's for this site, we decided to have both options.
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..We decided to step back, and stop looking at the
conversions of just one or two pages, but look at the
conversions of the whole funnel... And what we saw

gave us some very interesting insights.”

Squeeze Page Sales Page

FREE Video! Free Video: “MyWeight Loss ‘Dirty’ Litthe Secret
"My Weight Loss 'Dirty’ Little Secret..."

Step #1 Step #2 Step #3
How did you hear about Get sgccoms inlorenation Gl your accers!

How did vou hear about us?

Dr. O

Biggest Loser

Other

HOW THE NUMBERS STACKED UP

CONVERSION RATE ON
OUR SQUEEZE PAGE. THIS
VERSION DID AWESOME!

==

I CONVERSION RATE ON
I| I I| I OUR SALES PAGE
.|
i




Upsell 1
We found that the male version of the video converted a lot
better than the female version.

@WAIT! She! 3

Check Out This One Time Offer:

I thought this was interesting, so | contacted some of my
friends in the weight loss niche, and they all said that for
some reason videos coming from a female voice just don't FACT'

convert as well as videos with a male voice. A particular ingredient

that for now we’ll call
H ”
Ingredient ﬁ(
has been PROVEN in multiple
doubled blind studies...

So, while | was trying to outsmart them by having two

versions it turns out they had already tested it and knew the
masculine voice converted better.

Next we tested four versions of the video:

. Cartoon Animation
Hand Sketched
Powerpoint

Powerpoint With Music We found that the male

o | version converted a lot better
Now, this test is a little hard, because | hired someone who was ] o
very cheap to do the hand sketched video. While it turned than the female version.

Results With Male’s Voice

Section Impact Variation Conversion Rate Range h:;’f‘;:‘;‘:“ Chance to Beat Original Conv./Visitors
Control 1.26% = 1% T | S— - o 37238
Drawn 0.00% = 0% e ~ - - 0/219
Section 1 54%
PPT 1.49% = 1% . I — +17.97% 59% 47269
PPT Music 2.14% 1 1% — .. +69.52% 7% 5/234
Caontral (animated) 0.84% « 1% — ] = . = - AJATE
Headline 75%
Static Headline 1.66% = 1% S + 8 34, 7% 8/482
Results With Female’s Voice
s . Percentage Chance to Beat
ection Impact Variation Conversion Rate Range Impravement Original Conv./Visitars
Control 1.37% : 1% - | - - - 57364
PPT 1.68% : 1% == [ .- +22.35% 63% 67357
Section 1 2%
PPT Music 1.13%: 1% 2 | _ 17.74% 39% 4/354
Drawn 1.19% 2 1% —f | _—— -13.07% 42% 4 /335
Control (animated) 1.25% = 1% _ | — - - 97718
Headline 24%
Static Headline 1.45% : 1% | +15.29% 62% 107652
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Upsell 2

OWAIT! sz

Check Out This One Time Offer: Check Out This One Time Offer:

Welcome to the next step in
your journey tﬂ-le NEW YOU...

You have no idea how close you are...

out good, it definitely wasn't great like other animations we
have done. So don't use this test to say that hand animated HOW THE NUMBERS STACKED UP
videos don't work - in most of the tests I've seen, they have ' ' '
out-converted powerpoints... What | am saying is start with a

powerpoint video, get it converting awesome, and then hire an o
artist to try to beat the control. WE WERE HAPPY WITH THE RESULTS [ ) . %

QOF QUR UPSELLS - IN FACT IT MADE US

TAKE ANOTHER LOOK AT AN OFFER WE ” m
WERE ABOUT TO ABANDON. u

So, on the female version of the video, the powerpoint without U —

any music track converted the highest... And the male version HONCEACHUESELL D,

with the music track beat out the other controls.

CONVERSION RATE

(NOTE: I've wanted to know for a while if music on FORUPSELL#2

powerpoints would do better or worse but this test didn't
help much... ha ha... Il do more testing on this in the future,
because I'm hoping music helps. | can't stand PPT videos

without music).

39-The Upsells CONVERSION RATE

FOR UPSELL#1-OUR
TOP PERFORMING UPSELL

Now, I've got to be honest, this was where | had stopped
looking at the stats for the first two months we were running CENESON RATE
this offer. And truth be told, | was about ready to walk away BORUEELLES

and give up on it until | asked Todd to pull the conversion

DotComSecrets Labs | 6



¥ MARKETING
IN YOUR CAR

Daily marketing tips you can
implement on your commute to the
office. Listen FREE by subscribing at:

www.MarketinginYourCar.com

stats on the upsells. Check out what he found:

Upsell T converted at a WHOPPING 25%. All | can say
about that is... wow.

Upsell 2 converted at 19% - also pretty awesomel!l
Upsell 3 was a $1 trial, and | thought it would have
done a little better, but it didn't do too bad at 16%

conversion!

Hmmm... so isn't that interesting?
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The Problem

| always tell people that the power of direct response
marketing is we can look at each step of the process, and
see what is broken, then just focus on the problem.

50, let me show you the overall stats of this funnel, and
then let me know if you can see what's broken, and what |
need to fix?

Squeeze page => 38% conversion
Sales Page => 0.76% conversion
OTO #1 => 25% conversion

OTO #2 => 19% conversion

OTO #3 => 16% conversion

Yup... the problem is that pesky offer. It turns out that
no one really wants to use NLP to lose weight. | really
thought that concept would be hot, and get people
excited, but apparently not. Yet everything else in the
funnel is performing awesome.

Do you see the power of stepping back and looking at
how your entire funnel is performing?

Moving forward, we have a few options we are going to
test. First, we know that the headline "Dirty Little Secret”
converts, so we need to make the new offer related to that.
Second, we know OTO 1 converts great - so maybe we will
turn that into the front end offer...

Sometimes this business feels like we're searching for
buried treasure, but the reality is, that's exactly what
we're doing. | know that as soon as we can get the front
end offer to three percent conversions, we have an offer
that will make us over $1 million a year. So isn't it worth
fighting for?

So let me ask you - what changes do you need to make to
your offer now? DCS
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CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

HELLO! WANT TO GIVE US SOME MONEY?

¥ Control

Cantinue To Slep #2

Test by Russell Brunson and Todd Dickerson

I'm sure that most of you have websites that get traffic,
but you never really monetize it that well. That is how my
main blog has been for years. We get thousands of visitors
everyday and get a percentage to optin, but the rest just
come, learn some stuff and then leave.

Then one day Todd decided to throw up a "HELLO" bar at
the top pointing people back to our DCS Local webinar.

With Hello Bar

Continue To Step #2

We ended up getting a click through rate of 3.45% on the
HELLO bar, 2.76% of the people who clicked registered for
the webinar, and from those leads we are averaging about

$10 DPR (Dollars Per Registrant). Yes, that means that we are
making an extra $276 for every 1,000 visitors who come to
our blog just by adding in this HELLO bar!

And the best part is that it also caused a 6.13% lift in regular
optins (13.23% vs. 14.04%)! So it didn't decrease our regular
engagement at all!

HOW THE NUMBERS STACKED UP

OF BLOG VISITORS CLICKED
ON THE HELLO BAR

OF THOSE VISITORS REGISTERED
FOR OUR DCS LOCAL WEBINAR

9 | 108 Proven Split Test Winners

MORE MONEY WE EARNED
FOR EVERY 1,000 VISITORS TO
OUR BLOG AFTER ADDING THE
“HELLO" BAR

e



BUY NOW V5. FREE TRIAL

¥ Buy Now ButTtON

‘BuyNow + FREETRIALBUTTON

By Russell Brunson

| recently read a cool article from Neil Patel from
QuickSprout.com, where he was showing the conversion
that GetResponse.com got on one of their recent tests. Here

is what Neil posted:

You already know free trials convert better than a single option
forcing people to buy now. But do you know by how much?

GetResponse used to have just a Buy Now button on their

ren

homepage. But when they added a Free Trial button to their
homepage, their signup rate went up by 158.60%.

Granted, their revenue didn't go up by 158.60% because
some users cancel during the free trial period, but the
overall revenue increase should still be well into the double
digit percentages.

If you haven't tried leveraging a free trial strategy, you
should consider testing it as I've never seen it lose...
assuming you are offering a good product or service.

HOW THE NUMBERS STACKED UP

MORE SIGNUPS

DotComsSecrets Labs | 10



CONVERSION

STESTS
WHOA! NOT THAT FAST...

Order Button With Hidden Form

Real onpage conversion tests you can swipe
and deploy to increase customers.

® Order Form Shown Immediately

Hare's What You'll Receive:

Test by Russell Brunson and Todd Dickerson

EARNINGS PER CLICK

Over the past few months we have been testing showing

| -
the order button immediately on our video sales letters
(VSLs) instead of hiding them until we reveal the price. in
almost all of our tests (in the niches we are in) hiding the 1ncrease
order button has hurt conversions. 4G’

We also found that having the order form on the same
page as the VSL (instead of opening into a new page) also
increased conversions. So, the next logical test was what

==

would happen if you just removed the order button all

together and immediately opened the order form. Seems

like a logical test, right? $45 $75

Order Form Shown Order Button With
Immediately Hidden Form

Well, this one was a shocking disappointment. We had a

43.42% increase by hiding the order form, and a 66.04%
increase in EPC's. earlier (so show them the button now), but they still like

to have the choice to click the "Add To Cart" button before

What we learned is that people want the ability to order they commit to buy.

11 | 108 Proven Split Test Winners



ADD TO CART WHERE!?!?

W "Add to Cart” Button Above Video

Whal's the Quickest and Most Natural Way Having
Lustrous Hair . a Slim Body That Turns Heads. and Bo

Written by Russell Brunson

Okay, so | have the type of personality where | get excited
really often... but seeing the results of this test literally kept
me up all night. (Yes, I really am that big of a marketing
nerd). We've been testing all sorts of awesome stuff to
increase conversions on our videc sales pages, and this

idea had never even crossed my mind.

1 | Oz , wax E InStyle  EyelnofockBimes |

CONVERSION RATE

INCREASE WHEN THE "ADD TO
CART" BUTTON WAS MOVED
ABOVE THE SALES VIDEQ

IR

Check out what Kimberly Snyder did on her VSL page above.

Yes, her "Add To Cart" button is above the video! Not only

is that a cool test, but it increased her conversions by a
whopping 38%! Her thought was that many people get so
engaged in your video that they never even scroll down and
see the "Add To Cart” button. This is one I'm going to test
out tonight and I'll let you know our results!

FREE VIDEO TRAINING

Test by James Francis

The most widely accepted listbuilding tactic is to show your
main offer immediately after somebody submits their email
address on your squeeze page. This allows as many people
as possible to see your offer without fail, leading to a higher
amount of sales. But as everyone is doing this nowadays,

the question is... is it still as effective as it used to be? [ tested
this out to find the answer for myself.

Version one of the squeeze page sent people straight to
the sales video as normal while version two sent people
to a “pre-launch style” video tutorial series with an orange
“Yes! Let Me In!” button below each free video tutorial.

DotComSecrets Labs | 12



CONVERSION

TESTS | ~wuomm
FREE VIDEO TRAINING, CONT.

¥ CoNTROL FREE VIDEO SERIES

Watch & Discover My Exact Secret Sauce Recipe That "How | Made Over $58,219.33 In The Last 3 Months
Works Universally To Create Near-Instant Cash.., From The Comfort Of My Own Home..."

This is a hamburger. 5'¥FI,GURE

i;! — v 2058 el 3

TP 0 il R
Ready To Start Making Your First Six Figures Online?

Everything else was the same.

CONVERSION RATE

So which made the most sales? Although this goes against
pretty much every sales funnel tutorial out there, giving
free valuable content to your audience before showing

them the offer apparently makes more sales, :
1ncrease

The logic in this is pretty obvious when you think about 9 ~»
it, as the free videos create trust and authority status, -

“warming” the lead to pay more attention to your offer.

Plus it shows you actually care about your audience’s

results, because you're delivering value before asking for

anything in return. So it's a win/win all around!

2% 31%

Control Free Video Series

Obviously every sales funnel is different, so I'd recommend
trying this out for yourself — but this result has been the
same across all my clients' sales funnels too.

then drip feed them to your new leads via a follow-up
To implement this into your own sales funnel, just create sequence. Then change your thank you page URL to the first
three to five video tutorials around your main offer’s topic, free video tutorial, and you're good to go.



HOW MUCH SHOULD I CHARGE?

A Lower $47 Price Point

Free Presentation Reveals How To Permanently

Break The Chains
Of Pornography Addiction
For Yourself Or For Your Loved One!
A _

Test by Russell Brunson and Todd Dickerson

This is a question that | get asked a lot, and I'm never
really sure what to say. There are two schools of thought.

First, charge low prices so you can get a ot of
customers,

Second, charge high prices so you have less
customers and the same profits.

I'm not sure which is the right approach. Actually, |
normally do a combination of the two... Charge low on the
front end, and then super high on the backend.

We had been selling our pornography addiction product
for $47 even though we thought that it could and should

be sold at $97.

We ran a pricing test for a little while, but killed it fast

CONVERSION RATE

increase

33%

$97 Price Point

5.97%

$47 Price Point

HOW THE NUMBERS STACKED UP

EVEN THOUGH THE $47 OFFER CUT THE PRICE OF OVERCOME PORNOGRAPHY
IN HALF, WE ALMOST DOUBLED THE AMOUNT OF MONEY MADE.

II 1 SALE x $97 = $97

® ®© o o

wwww 4 SALES x $47 = $188 AND
4x AS MANY CUSTOMERS

when we found out that we had four times more sales at
547 than we did at $97. So, for this product, we actually
got more customers and more profits by charging less.

50, never assume you are right in pricing. Try testing out a
few options and see which ones win!

DotComSecrets Labs | 14



CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

41,000 OPTINS AND HOLDING STRONG

step 1

IS 00 FIEE PRESTNTATION

el 8 (b Lack ek
VWt Oyt ot st PO prismsics A g amd gt Dot
The B P come i ey 7 6 e el bt e it fhal MOBCOY drowned

How did you hear about us?

ﬂ i tuael W Miller
Diave | cart thank you enought WHOA L hed S Emposer sgregs, 2
Pure Lavaragn and et now my lourth DOSX, that & 1 resichual o
mordhd You st mude my morigage paprent] Tharks bud

) Upme lhe .

Test by Russell Brunson and Todd Dickerson

We recently launched a new system called
20MinutePayday.com. This is a free system that helps
people promote three different business opportunities. |
could write a book on the strategy behind the site, butin
the first thirty days we received hundreds of thousands of
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Step 2

N TODAY'S FREE PRESENTATION

Wikt s oot wenr 30 s ten 8 diry, miad gt pasll
Thee e s o 10 it o 1 ot B BECPE DRt T Fernet Tt NOBCETY drassrwa
Y p—

Craste your FREE sccour

Aoty nawr vl 800 # you v Detmm st 15 e vy Cocied
s B 1 e P i Of Bt 3 454 £ yon Made 0 T page 7 5ne

m Michael W Miler
e | Cant thani you encughl WHOA_| had § Empowe Lgnups.
2 Pure Leverage ang jut now my fourth DCSX il is DG redadbudl

et month! You just made mry morgage aayment! Thasis bud!

visitors and over 41,000 members.

We knew that a big surge of traffic was coming, so we were

excited to test several elements.

| want to note that we did have a version of this page
without the sales video on top, and it converted a lot higher,



Exit Pop

Get 3 Checks

EACH WEEK!
Work Only 20 Minutes A Day!

Are you alone?
You'd beiter be.

Because you've been pamsonally selecied to watch a video that
siays batween us.

And | mean that.

A vidao that coutd cost me my reputation
Even my canpte.

il rewveel too much OR oo life.

We're both playing with fire

Bl a vides that I'm making bocauss ({4 A letier who's Imé has

The TimeHas Come ToLet You In
On the Secret Behind the Intemnet That

NOBODY Dreamed
You’d Find Out About...

I¥'s @ secrot you alreacy KNOW .. somewhero deep down in your gut.

You've known it for 88 lang as you've besn online.

* Control (Stripped Down Version)

X Jpavbay

NMNEFR

HOW THE NUMBERS STACKED UP

OVERALL LIFTIN

CONVERSIONS AFTER ALL

' ELEMENTS WERE ADDED
TO THE CONTROL

but our backend numbers getting people to upgrade
dropped dramatically, so we kept the video version because
it presold our members and more of them purchased after
they joined.

On this page we wanted to test several things that we've
found to be true in past testing:

First, we added Facebook style testimonials at the
bottom of the page.

Second, we added a video spoiler box under the
video.

Third, we used the mini survey style squeeze page.

Fourth, we asked for phone numbers in the account
creation process (something | thought was going to
hurt conversions).

Fifth, we added a sales letter version of the offer as an
exit pop.

When all was said and done, and over 41,000 people had
joined, we found that the winning variation utilized all
of the testing tricks that we have been showing you (as
well as asking for the phone number). When using all of
these elements together we saw a 17% increase in total

conversion.
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CONVERSION

TESTS

DON’T BLINDLY FOLLOW.
TEST EVERYTHING

Control ¥ Mobile Responsive Version

Real onpage conversion tests you can swipe
and deploy to increase customers.

FREE Video! Send Emails, Make Money! FREE Video! Send Emails, Make Money!

"How To Add up to 1,198 people a day to ""_'OWTO Add up to 1,198 PGOPh a day to your
your email list and make money every email list and make money every time you send an

. . -"n
time you send an email!” e

Step #1 Step #2 Step #3

How did you hear Get access information Gel your aceass!

shout 7 Step Step Step
How did you hear about us? #1 #92 #3

L How did (et access Get your

Dan Kennedy you hear information access!
about us?

Email Newsletter

Other

How did you hear

about us?

Test by Russell Brunson and Todd Dickerson Test everything. Don't throw up a responsive version unless
you've tested and proven it out converts your regular one
We attempted to optimize our landing page for mobile with mobile viewers. We're not giving up on using mobile
to improve conversion. Every expert is shouting from the responsive landing pages, we're just going back to the
rooftops that you should make your landing pages 'mobile drawing board and trying again. Just keep in mind if your
responsive.' Maybe so... but not all the time. page already is usable on a mobile device, you may not

have much to gain from a fully mobile version.
If you're going to build a mobile responsive version think
it out as well as you think out your desktop version,
there are plenty of html/css frameworks that turn regular HOWTHE NUMBERS STACKED UP
designs into mobile sized ones with the resize of a
browser but often everything changes regarding your
CHANGE IN PURCHASES

WITH MOBILE
RESPONSIVE SITE

presentation, the fold changes, the headline display INCREASE IN OPTINS
. WITH MOBILE
changes, the opt-in boxes change. RESPONSIVE SITE




STACKING THE PROOF

¢ Testimonials Stacked Below Video

EE @F (B =% PayPar

Need More Proof?

Here are just some of the results our members have had with the Six Figure Shoncut system

Test by James Francis

Something I've always wanted to test is just how much
“stacking the proof” affects conversions, but only lately
have we had enough real success stories caught on video
to test this out.

Firstly, l emailed customers of our Six Figure Shortcut offer to
get their opinions about the course, asking for a short video
testimonial just out of good will. A few weeks later, we got a
huge amount of video testimonials back, which | then added
below the sales video.

You can see what the section below the sales video looked
like in the screenshot above... Then we just embedded all the
video testimonials we had all the way down the page, ending
with another “Add To Shopping Cart” button.

So which made the most sales? As you can see, the clear
winner which doubled our conversion rate was the

version with the video testimonials below the tutorial.

CONVERSION RATE

increase
<
<>

1.42%

No Testimonials
Below Video

2.86%

Testimonials
Below Video

In my experience, there are two reasons why this
happened...

First, people are usually pretty cynical in the “make

money online” industry, so they're always looking for an
unquestionable amount of proof. Having the headline of
“Need More Proof?” enters the conversation they're already
having in their mind, then the videos instantly overcome the
“is this a scam?” objection.

Secondly, the people in the videos themselves are a vast
mix from all over the world. Customers will find at least
one person in the videos they can relate to, which makes
their buying decision a lot easier. Oh, and not to mention
the videos are an element of social proof too (i.e. “Hey, all
these people bought the product - | should too!”).

So whatever type of offer you have, I'd strongly recommend
collecting real video testimonials and adding them below
your sales video. It'll make your offer look much more
credible, plus based on our results, it'll increase your sales too.

DotComSecrets Labs [ 18



CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

WANT TO PLAY MAD LIBS?

¥ Standard Form (Control)

Contact This Dealer

» Infiniti of Coconut Creek
800-577-7300

» See All Dealer Inventory

First Name:

Last Name:

Street Address:

ZIP Code:

Email:

Phone:

Comments:

t?,‘ Yes, I'm interested in receiving news and special

offers from Kelley Blue Book.

» Privacy Policy

Written by Russell Brunson

Years ago | saw someone test out this idea, but | never
heard any feedback on if it worked or not. Recently | saw
this blog post on lukew.com that showed some stats and
got me wanting to test out this concept on optin pages and

maybe even order forms.

They tested this concept on about a dozen of their sites and
saw increases across the board from 25% to 40% or morel

19 | 108 Proven Spht Test Winnets

"Mad Libs” Style Form

(% I'm Interested

To: Lehmer's Buick Pontiac GMC
1-866-607-2809
... More Info

From: my emall address

Your message:

Hello, my name is first name last name and
I'm writing you today to learn more about the 2009

CHEVROLET SILVERADO 1500 LT listed for

$20,995. I live at my strect address (optional)  in

the ZIF area and 1 would like to hear back
from you soon and learn more about this vehicle.

Please call me back on my phone number at your
earliest convenience.

personalize this message

Thank you.

& Yes, I'm interested in receiving news and special
~ offers from Kelley Blue Book.

HOW THE NUMBERS STACKED UP

INCREASE IN CONVERSIONS ACROSS
MORE THAN A DOZEN SITES TESTED.




ARE YOU SECURE ENOUGH?

¢« HTTPS Secure Squeeze Page

@ htps o« dotcomsecrets.com i

& https -dotcomsecre’cs.com new

II]-]'.'-";-;--Z'II'L- pllp

atls, Make Money!

"How To Add up to 1,198 people a day to
your email list and make money every
time you send an email!"

Step #1 Step #2

How did you hear about  Get access information

us?

Step #3

Get your access!

How did you hear about us?

Test by Russell Brunson and Todd Dickerson

[ think that we've all known for a long time that having a
secure order form is necessary because it makes people feel
more comfortable putting in their credit cards. But Todd
recently asked a really interesting question: "Do you think
that having your squeeze page on a secure page (so people
can see the https) would increase response?”

This test was a little hard to pull off because it wasn't
something we could easily setup in website optimizer, but
after a few days he found a way, and we're so happy he did.
By making our squeeze page secure, we saw an increase in
optins of 29.26%! Because of this test we have changed our
standard operating procedures (SOPS) to make all pages in
every funnel secure (and you probably should too)!

vV
Dan Kennedy

Email Newsletter

CONVERSION RATE

14.03%

Control

Increase

18.14%

HTTPS

DotComSecrets La
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CONVERSION ‘

Real onpage conversion tests you can swipe
and deploy to increase customers.

AN OBAMANATION

Obama & The FDA
Want This Shocking
Video Banned!

Entar Vaiid Email Hare

Obama & The FDA
Want This Shocking
Video Banned!

Obama & The FDA
Want This Shocking

Cver 50

Video Banned!

Enter Valid Email Here

Obama & The FDA
Want This Shocking
Video Banned!

Enter Valid Emad Hers

rem 4P e et L e
s W 117 S B L At Al Yoo P T A A

s o8 B | Py Sty | ot L

Camprgd ©7911 . Pogt s it M g St

¥ Obama Photo

® Obama Cartoon

HOW THE NUMBERS STACKED UP

CONVERSION RATE FOR UNITED
STATES FLAG VERSION

CONVERSION RATE FOR GIRL IN
A BIKINI VERSION - MAKING IT
THE WINNING LANDING PAGE

CONVERSION RATE FOR BOTH
OBAMA VERSIONS
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Contributed by Justin Goff

This split test was submitted by Justin Goff, which was

very interesting for me because, like a large majority of our
traffic, it came from conservative news sites. My guess was
that cartoon Obama was going to win, but sure enough, the
girt in the bikini beat out the president. Here’s what Justin
said about this test:

This was used for cold traffic from an email newsletter that
we bought a solo ad in. It's for a product of ours targeted to
older, conservative men. The conversion rates held steady

for almost all email sends that went to these landers. There
were two big things | learned from using these:

First, like anything, good looking women usually do very
well in ads and landing pages. That's my “go-to” type of
landing page to start testing before anything else.

Second, newsletters have the best optin rate | have found.
People on newsletters are far more likely to subscribe to
another newsletter or to optin versus cold traffic coming
from somewhere like Facebook. We usually see about three
times the optins from newsletter traffic.

ANIMATED VS. STATIC HEADLINES

v Static Headline

Free Presentation Reveals How To Permanently

Break The Chains
Of Pomography Addiction
For Yourself Or For Your Loved One!

Test by Russell Brunson and Todd Dickerson

This test has been a little confusing for me. We've had the
animated version (where the headline text comes in fine by

line) win a few times and the static headline win a few times.

CONVERSION RATE

decrease

'76% 54%

Static Animated

With our overcome pornography product we are finding
that the animated version is losing by 28.52%.

So the moral of this story is to make sure to test each version
of your headline before you guess on the winner.
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CONVERSION

TESTS
DOES FREE SHIPPING BOOST SALES?

¥ Shipping Added In Cart (Control)

Real onpage conversion tests you can swipe
and deploy to increase customers.

Free Shipping Offer

ORDER TODAY AND GET:

Best Value
PLATINUM

Quaciam ) rpieg Physical Quanm jumping Dl » Myscal
Collsicn Cotecion

SILVER GOLD

Quarmum jurmprg Oygal
Collegon

Written by Vishen Lakhiani, MindValleylnsights.com

| was reviewing the performance of aur different product
packages and realized that we may be turning customers
away by the way we presented shipping options. We offer
three types of packages: the Silver Collection (a digital
product downloaded through our online library), the Gold
Collection (physical product shipped to our customers), and
the Platinum Collection (a combination of both).

For both the Gold and Platinum Collections, the pricing was
based on an upfront pricing model - in essence, prices were
low to attract customers but they did not include shipping
cost. The problem was that shipping got added on AFTER

a customer made the purchase. The extra $7.95 on their
checkout though, might have been turning a few folks away.

As such, when customers clicked on either of the premium
packages they would be taken to the following check out
page and be confronted with taxes and shipping fees:

23 | 108 Proven Sphit Test Winners

ORDER TODAY AND GET:

Best Value
PLATINUM

Quaantuwm jurmparyg Degtal « Paysical

SILVER GOLD

Quasntiam jurmpang Degiad Cuaanturm jurmpeng Pryscal
Collection Collecsion

Tl B Fik
_——:M. - __ mmg

oyt n o e i o) b the oriing cour.

$197 sz47 107
Add to Cart Add to Cart

1 = Qumetum Jumping Pltinum Collection $1857.00

1-(888)-507-8384
Tax $0.00 ‘ . J

Sewm-Tpen FET

Country *
UNITED STATES

Please Seleact Your Payment Prefersnce Below

=E—=3 =
Credit Card PayPal ! o

Clearly this may have turned off a few puzzled customers. In
short, a bad user experience.

On the one hand | did not want to bear the costs of
shipping and increase overheads but on the other hand
| did not want to discourage our customers to quit their
purchase at the last minute and feel that they were not
getting the deal that they had been promised.



And so | decided to test a Free Shipping promo to
customers in the United States and Canada.

The results were amazing. Not only did we experience a
55% boost in conversion but we also calculated that the
promo beat the original upfront model with 99.9% statistical
significance. We even noticed that the free shipping promo
was so effective that it boosted even the sales of our digital
products, that required no actual shipping.

With the following stats from freeshipping.org, it is even
more apparent that customers will happily buy your
product if there are no shipping costs:

43% of shoppers abandon their shopping carts because
of unexpectedly high shipping charges

72% of consumers said if a site didn't offer free shipping,
they would use another ecommerce site that did

61 % of consumers will likely cancel their entire
purchase if free shipping isn't offered

78% of online customers said shipping costs
discouraged them from online purchases

90% of respondents said free shipping offers would
entice them to spend more online

Of course it is clear that online marketers should implement
free shipping but it has to be in a way that does not increase

CONVERSION RATE

increase
<>

1.42% 2.20%

Control Free Shipping Offer

overheads. A simple way to do this would be to reassess
the pricing of your products to ensure that shipping costs
are included in the package price or offer free shipping for
selected items i.e. the Platinum package.

Whichever method you use, ensure that you emphasize that
there will be no hidden shipping costs on the pricing page
so that your customers know what to expect when they add
your product to their shopping cart. A simple free shipping
badge should do the trick:

FACEBOOK &PAYMENT PLANS

Written by Roland Mirabueno, MindValleyInsights.com

Payment plans are usually done in two installments: first
during the main transaction and the second after 30 days.
All of our products can be purchased with payment plans,
but it has always been pitched as a secondary option to
the main sales offer at full one-time-payment price (see our

sales offer for Chakra Healing in which we already offer a
50% saving).

But this got us thinking - should the Order Menu on the
landing page reflect the interest and the traffic source of
the buyer? After all, a customer from a search engine who
has been actively searching for your product is a totally
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CONVERSION

; ) Real onpage conversion tests you can swipe
I and deploy to increase customers.

FACEBOOK & PAYMENT PLANS, CONT.

¥ 50% Off With Payment Plan Option 3-Payment Plan

Chakra?7 System Chakra7 System

Order today and got Instant access to: Order today and gst instant access to:

Tha Chelara? Systam, leaturing 23 hours of a
¥ideo training with Caral Tuttle The Chalru? System, lesturing 22 hours of

video training with Cerci Tuttle
Specist Festurm: Thal Yoge exsrcises with 8 F
Carsan for wxhanced Chales Hesling - Special Festure: Thal Yoga exercises with Syt
Baruan 1: Video trsining lov Praxy and Lang Carvon for enhanced Chalrs Healing
Distance Knecgy Hesling . Bonus 1: Vidss training for Proxy end Long
Bonus 2 Full POF transcriols of the entire ! Distancs Enengy Hesling
ChalusT Bystem Bonus 2 Full POF tranacripls of the entire

$190 $99 . Chakra? Systam
Add to Cart ¥, $199 3x$33

G For your sy, s ordens s pecmmued on B SeCured Menve

& For your secunty, ol Orders e CeOcouned O & BRCUAEd pEnver

Mtdl  paymant plsa? Click hare 1o gay i 3 easy instalime

different type of buyer compared to a Facebook surfer Our results from Website Optimizer were very interesting!
who stumbled upon your ad or was targeted by your The new Chakra Healing Order Menu boosted sales by 75.6%
campaign. and had a 98.6% chance of beating the original version.

As such, we decided to run a test on our landing page There you have it - to help ensure that your Facebook

for Chakra Healing by replacing the standard order Advertising strategy doesn't fall through at the last minute
menu and dividing the main sales offer price into three when someone clicks on your Facebook Ad only to turn
payment plans. Instead of offering the $199 product for away when they see the full price on your order menu,

one payment of $99 we split the 50% offer into three always make your sales offer as appealing (and affordable)
payments of $33 each. as possible, no matter the product price.

HOW THE NUMBERS STACKED UP

5096 OFF THE FULL PRICE OF 5199
=1 PAYMENT OF 599

MORE SALES WITH THE NEW
——— 1T e L]
50% OFF THE FULL PRICE OF $199 Seeeessssssssmm——  MENU OFFERING 3 PAYMENTS
=3 PAYMENTS OF 599 = | OF $33 EACH.
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FREE SHIPPING ON FACEBOOK

Shipping Added In Cart (Control)

ORDER TODAY AND GET:

Free Shipping Offer

Choose Your Payment-Plan Option Below
& Save 50%. AR
OB G camagy,
Bert Julue

Silver Gold Platinum

Stk Life System Digital Silva L System Physical Sihva Life System [igital + Physical
Collection Collection Collection

Best Value
e SILVER GOLD PLATINUM

= 3 Quanmum jurnyping Dighal Quanaum jurmying Physical Quarmum Jumping Dighl + Physial
o - I [= 3

Heten oty Cotectart
- Fﬁ ‘ Fio.
Comriicac the ersire gital progeen. Gt the sstivn program shipged to The ersine progtam shipped PLUS
et ivitant acces- Now 258 OFF ¥ou anypwhere in th workd itz sccess o the onliee cours : : 8 =
$97-2X$39.50 41972X$74.50 H$2972X$74.50

g ekt . e it el Moo o e i ccmre

4127 §97 4247 $197 5247 71

Written by Roland Mirabueno, MindValleyInsights.com our Silva Life System and Quantum Jumping Facebook
Landing Pages. And...
After running a Free Shipping promo on our products

it became clear to us that online marketers should Our resuits from the Website Optimizer showed a
implement free shipping but always emphasize that collective 50% boost in sales! For Silva Life System, a 33.4%
there will be no hidden shipping costs on the pricing boost on sales was recorded together with a 93.4% chance
pages. This then got us thinking - would we benefit from of beating the original version. For Quantum Jumping
offering free shipping (on top of a payment plan) to our we experienced a 26.7% sales boost with 88.5% chance
Facebook friends? of beating the original order menu. Bottom line? Free

Shipping wins hands down - so don't give your Facebook
We did the next logical thing - test, test, test — so this customers a reason to abandon their carts by surprising
time we tested Free Shipping for the US and Canada on them with a shipping charge.

HOW THE NUMBERS STACKED UP

COMBINED BOOST
IN SALES BETWEEN
TWO OFFERS
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CONVERSION

Real onpage conversion tests you can swipe
and deploy to increase customers.

TWO MAGIC WORDS INCREASE
CONVERSIONS BY 28%

*® Control v Two Magic Words

Watch the tour or Its free!

Written by Russell Brunson

This test was posted on the Visual Website Optimizer blog —~ =
page and was so simple we're adding it back in to dozens of
pages to see if it will beat our control.

incre‘aé’e
o>

This test ran on Soocial.com. They didn't change anything

on their page, they just added two magic words. Can you
see them in the screenshots above?

Yes, adding the two words "it's free" increased response by

an amazing 28%! Do you have any buttons that you can add 14 5% 186%

the "it's free" text next to? Control Two Magic Words

HOW FAST IS YOUR HEADLINE?

Written by Russell Brunson

HOW THE NUMBERS STACKED UP
37Signals.com just posted a really cool headline test that |
thought was interesting. You can see the five headlines they —

tested on the next page.

INCREASE IN CONVERSIONS
IN TOP PERFORMING HEADLINE

You'll notice that the winning version focused on the 30 Day OVER THE CONTROL

Trial and the speed of signing up. As we are getting close to
launching our new SAAS product we are looking very close
at tests like this.
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¥ The Original (Control)

Start a Highrise Account |

Pay as you go. 30-day free trial on all accounts. No hidden fees

—_——

. e i Plus : - P [ " .
The Winner (30% Better Conversion Than The Control)

30-day Free Trial on All Accounts

Sign-up takes less than 60 seconds. Pick a plan to get started!

| Plus | ~ . s
® Second Place (27% Better Than The Control)

30-day Free Trial on All Accounts

Pay as you go. No long term contracts. No hidden fees. No surprises.

s -~ . | Plus | . . ~
¥ Third Place (15% Better Than The Contro/)

Start a Highrise Account Today

Pay as you go. No long term contracts. No hidden fees. No surprises.

- - . 1 Pus | _ . _—
& Fourth Place (7% Better Than The Control)

30-day Free Trial on All Accounts

“Supremely useful” “Exceeded our expectations” “Simply brilliant”
“Beautiful & elegant” "Amazingly intuitive” -Qur customers



CONVERSION

TESTS

DON'T GIVE ME SO MANY CHOICES!

¥ 25 Options (Control)

¥Gyminee.

= e s i S

Real onpage conversion tests you can swipe
and deploy to increase customers.

Simplified Design

Workout and Food Tracking

Warkout and Food Tracking

i Track your workouts. Track your workouts.
i w I
(=3 - - - > .
B Monitor your diat . ﬁ' Monitor your diet.
‘1 Maest new friends. - A Meet new friends.
. Reach your goals. ' R Reach I

v each your goals,

e e © = ]
Signup For Free | Take The Tour °

i ] =) |
62.085.2‘?2 I(Falones Burned! & From The Blog

Written by Russel! Brunson an average of 20.45%.
Tim Ferris recently posted a few cool tests on his blog at The moral of this story is to try to cut out as many options as
www.fourhourworkweek.com, and | thought that this one possible. Remember, a confused mind always says no.

was very important and useful. They were doing a test with
the Gyminee/Daily Burn landing page. CO SION RA'I"E
Now, a few things to notice. First, the control had 25 above oo pas
the fold options that visitors could click on. The page

was a lot longer, and had more information that people ]

could see. Second, the test page only had five options. nmcrease
Everything below the fold was cut out. They only focused <

on the top block.

«  Test 1 Conversion Rates: Original (24.4%), Simplified
(29.6%), Observed Improvement (21.1%)

. Test 2 Conversion Rates: Original (18.9%), Simplified 0 0
(22.7%), Observed Improvement (19.8%) 244 /0 296 /0
Control Sim7pliﬁed Design
Test 1 Result est 1 Result

«  Conclusion: Simplified design improved conversion by



RED OR GREEN BUTTON?

¥ Green Button W Red Button

Get Started Now Get Started Now

It's free! No trials, no fees, it's free! No trnials, no fees

Written by Russell Brunson getting started now, probably because it was an easier
sounding commitment than signing up for free.
Dan McGrady from http://dmix.ca/ posted a simple test

where they changed the color of their signup button from HOW TH:E NU'N_[BER_.S STA(::I{ED UP

Green to Red.

The test was simple, and the shift from green to red

increased conversion rates by 34%) I II I II
y 34% I||I| Ll

- — INCREASE IN CONVERSIONS BY

CHANGING THE SIGN UP BUTTON

He also tested changing the button text from "Signup For | COLOR FROM GREEN TO RED.

Free" to "Get Started Now." The increase in conversions

here was only 7% but did show that people favored

THE SPECIFIC HEADLINE

Written by Russell Brunson 10,000+ Subscribers in Just 12 Months”

Recently | was reading a post on ViperChill.com from Glen - Headline 2: "My Free PDF Reveals How to Get 10,000+
Allsopp and found two tests he posted that | thought Blog Subscribers in Just 12 Months”

were very interesting. The first was a headline test (which

| love because you can always model the framework of + Headline 3: “Discover How This Very Blog Grew to

a headline for your own business) and the second was a 10,000+ Subscribers in Just 12 Months”

tweak to add above your order buttons. Let’s start with the
headline test: You never really know why a headline wins, but | think this

one has to do with the fact that headlines one and two may
*  Headline 1: “Discover How You Can Grow Your Blog to seem in the mind of the reader to just be something that
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£ CONVERSION

“HTESTS

HEADLINE CONVERSION RATES

Real onpage conversion tests you can swipe
and deploy to increase customers.

ﬁ“’rmbrease

24.2% 34.3% 54 2%

Headline 1 Headline 2 Headline 3
X Limited Time Offer W Get Cloud Blogging
£ [
. H |
{ Limited Time Offer, Just$37 | | | GetCloud Blogging: Just $37! |
1 - ! i
L] |
H |
' Cick Here To Add To Can : Click Here To Add To Cart :
! visA @ B € ~~ I ! visA @ B @ ~~ :
|
t * Gt nshant sccets - even at 2am - Guarmteed! ! : * Grot Ingtant access - oven at 2am - Guaranteed! :
was made up, where headline three is specific to something £3g
113

that actually happened.

"/ increase
<>
<S>

My guess is that if he made 10,000 a specific number like

10,423 he would see an even greater lift.

The second example was something | hadn't thought about
testing, which is why | wanted to share it. By changing

the copy immediately above the order button, he saw an

erease - % This w - 0 0
increase in conversions of 39%. This will be the next section 10 /0 13 . 9 0

that we're testing on all of our websites. Limited Time Offer Get Cloud Blogging
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Written by Russell Brunson

I'read an email fro Jim Yaghi (from jimyaghi.com) where he

discussed the concept of time continuum landing pages. It's
a simple way to change the frame of your headline that can
have a huge impact on conversions. Read this section of the
email to understand the concept:

“We called it Time Continuum Landing Pages...

“Because of the way it works.,

“Essentially, the theory | based it on is to do with linguistic
tense. My MSc and PhD topics were both on computational
linguistics- knowledge from which | borrow heavily.

“The theory:

“Things that occurred in the past are EXPIRED and no
longer valid (ie false). And things that are to happen in the

IT'S HAPPENING

NOW:!

future, eg, conditional statements, "you're about to"-type
statements, are unproven and hard to believe (also false).

“But things that are in the present, are currently happening
and cannot be disputed (ie true!).

“There's a lot more to it - and even Ben had difficulty doing
it alone...but that is the gist of it.

“So the landing page copy we came up with was:

"Simple Email Tips Putting Money In Bank Accounts RIGHT
NOW...

"Top email specialist is divulging 24 proven ways to get
people reading and buying EVERY TIME you send them
email... Use the form below to open it now...”"

This concept is something you can (and should) start testing
on your emails, subject lines, headlines, etc...
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HTESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

A BIG RISK WITH A PAYOFF

Video Version

® L ong Copy Version (Control)

Want to unblock those weak or closed Chakras to start living a balanced life?

Scrofl down to check out a special 30% OFF deal on Carol Tuttle's Chakra? System.

®

As you rosd Uhe words on this psge, an incredibis scosystem of snemgy is flowing
through you. it conirols your emolions and dictates your desres. It influsnces your
srengne and weaknesias. It has Deon Tere Since you wers bom, and will sty with you

wnel you che.

Likn any other ecosysiam, i paris work in Snoem, and
etenTing the sirength of the whole. Your energotc
SCONYSIBM I8 koW &3 Te 7 Chtkras-and just ke how
™ fora BN fsuna in @ reindonest rely on eech omher 1o

create an optimal iving emdrcnment, your 7 Chakras work "
iogemer to craate an optimal Be for you-whon they're

property stranginensd,
Tha big question Is...

Thisse are your Chakrs Tes! results:

Is a weakness in YOUI‘
Fi Chakras sabotaging

your reality?

A DEFICIENCY IN YOUR ENERGETIC ECOSYSTEM COULD HE
WREAKING HAVOC IN ONE OF SEVEN AREAS OF YOUR LIFE.

REINVIGORATE IT WITH THE CHAKRAT SYSTEM.

Find w3 an Faceboak

Chakra Healing

L=l

50172 gy B Chahrs Meealing.

da Iw
a4
[ -

CHAKRA TEST RESULTS FOR TEST

= YOUR Rool Chakm
YOUA Sacrad Chakma
YOUR Peraorml Power Chakrs
YOUR Haart Chakr

= YOUR Throat Chekra

« YOUA Intuittve Crakra

= YQUA Crown Chaius

= WEAK
s WEAK
s WEAX

B WEAK

s WEAK

HEpgry with your results? Scroll down 1o lsam mors about how your Chskras influence
cifferent ksDects of your e, Bnd whal you Can oo I sirengihan Mhem.

“Great Minds on Chakra”

st and scensfic e wto reguanty
diacurs M Crucial mle Chakems pe i our
-

- T Datal Larss

Is your energetic ecosystem working the way it
should?

And importantly, do you know how to influsnce X7 (masgne having e abisy, 81 sy
given moment. o metantly upit eny aspect of your ife by tapping into one of your 7
Chairas, and ampowerng &

Nead 1o perform bamsr at work and gat Bt raise or promation? Srengshen your 1at
Chaira, Want 1o slmnate Msundersiandings &nd CONNEcT betnr wilh your SpoURe, kKds,
frianas and co-workersT Work on your 48 Chales. Wani 10 sgice up your sex e and enjoy
ming-blowing orgasma? Unbiock your 2nd Chakrs. Mead 1o iose that excess Mab and look
@eod in your clothas? Again, work on your 1l Chalkr

This is the foundstion of the ancien sclance known as Chakrs Healing-an efiective,
opirtusl and compistsly natursl wiry o break froe from e shackies of perscnal BmSasons,
N FIrY BANG ON YO O 180T

Written by Roland Mirabueno, MindValleylnsights.com

One-Time-Offer or OTO pages happen to generate

great revenue for Mindvalley. An OTQO page is the sales

Your Chakra Test results are ready!

Wanch the video below for an in-depth explanation of your results
Check your email - we've also sent a copy of your results to your inbox

Your Chakra Test results:

page that visitors see right after they've signed up and

entered their email address, where we offer products at
an appealing discount for a limited period. This has been
a successful strategy so far, which is why we go to great
measures to innovate on these pages by applying careful
and extensive research.

Previously, Justyna Jastrzebska — Senior Partner at
Mindvalley, highlighted the importance of adding an intro
video in your funnel sequence for better engagement with

customers.

But we decided to take this concept a step further by testing
two OTO pages for our product Chakra Healing, using two
different frameworks:

- A Normal OTO that contains long copy similar to most
of our OTO pages and only reveals the intro video in the

funnel, and;

- ANew OTO that features the pre-lesson intro video and




a timed order menu. This means that the menu is set
to appear during a specific time after the video starts
playing. So instead of including the video in the funnel,
we featured it on the OTO page, and the order menu
appears a few minutes after the visitor presses play.

Both require the customer to take a Chakra Quiz on the
landing page and submit their name and email address to
access the quiz results.

Here is the framework for the Normal OTO, with the pre-
lesson intro video featured in the Funnel:

Take up the Chakra quiz on the landing page,
Submit name and email to receive quiz results,
Redirect to the OTO with long copy to purchase
product, and

Welcome email on the funnel linking to lesson 0

And here is the New OTO framework, with the pre-lesson
included on the OTO page:

Take up the Chakra quiz on the landing page,
Submit name and email to receive quiz results,
Redirect to the OTO page with lesson 0, and
Welcome email on the funnel

This New OTO was a massive innovation and we had to
approach this test with a lot of caution, as we could’ve
ended up doing more harm than good if the test failed.

Here are some precautionary tips that we followed to
increase the probability of a successful test:

1. To engage people who signed up, we discussed the
Chakra Quiz Test on the video.

2. As mentioned, we timed the order menu. This way,
the customer wouldn't be distracted by it before they
even begin watching the video.

3. We removed the long copy to keep the customer’s
attention on the video.

50 how do you think the New OTO framework fared with
our sales? Did it hurt us or help us?

The answer is...

The new framework boosted our sales on the OTO by 33%.
So the risk of innovating on a cash cow paid off.

The bottom line is, a risk is worth taking if you invest
enough research and time on innovating it. You will have to
deal with the polar opposites of the results, of course. If you
succeed, the increase in sales will be significant. And if you
fail, the decrease in sales will also be significant.

Inour case, the 33% boost in sales benefited us immensely
because it became one our top-performing pages.

But it gave us a new perspective on how to plan future sales
campaigns and product launches. And ultimately, we were
able to understand our customers and prospects better.

HOW THE

EVEN THOUGH THEY WERE USED TO USING LONG COPY FOR THIS TYPE OF
OFFER, MINDVALLEY’S VIDEO OTO TEST PAYED OFF BIG TIME...

INCREASE IN SALES WITH
VIDEO VERSION OVER
LONG COPY PAGE

DotComSecrets Lal
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Real onpage conversion tests you can swipe
and deploy to increase customers.

230% BOOST IN CONVERSIONS
WITH A HEADLINE REDESIGN

% Control

Why do some peopl'e'_
stumble and fall,
while others have it all.

Now used by over & millon people in 110 countries, The Siva
Method® may be the key to your breakthrough ie.

Why Do Some People Stumble And Fall
While Others Have It All?

Now used by over 6 million peopie in 110 countries,
The Silva Method® may be the koy 1o your breskthrough life.

 mseenon TheNeworkEimes wﬁ

Light Blue Image

il

Written by Natasha Zolotareva, MindValleyInsights.com

Most product pages pair up their headlines with an image,
but experience tells us that design can support as well as
hurt conversions. So we decided to test if changing our
headline deco could impact conversions. Check out these
two tests and their results, and feel free to emulate them

for your business:
1. Removing the Image

At the top right you can see the original headline design
on one of our landing pages for the Silva Life System. This
particular style added a touch of elegance to the site. But
we were concerned that the human faces might affect our

CONVersions.

As a rule of thumb, never put a human face next to a
headline. Human faces capture the visitor's gaze instantly
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*® No Image

Why Do Some People Stumble
And Fall, While Others Have It All?

Now used by over 6 million people in 110 countries,
The Silva Method® may be the key to your breakthrough life.

m s oo The Xew Jork Eimes  The Washinglon Post

While Others Have It AII'?

mmqm:smmmmm
i b R A

Ehe New {ock Times  The Washinaton Past

® Dark Blue Image

and take attention away from the headline. So we
removed the image completely, including the background
color, to make the headline stand out. The result? A 7%
boost in opt-ins and up to 20% when we tested this on our

other pages as well.

This test proved that images of human faces, particularly
those that look directly into the camera, drag a customer’s
attention away from the message in the headline and
subhead. But there’s a problem here. The raw headline on
its own looks ugly and doesn't help the elegance of the
brand. So we launched a second test.

2. Improving the Headline Design

This particular test was inspired by sites such as Square

Up and The Lean Startup, which uses a transparent or
defocused image as a background to their copy. For this, we
split-tested two different designs. This time we scored big:



Light Blue Image: 230.41% Boost
Dark Blue Image: 112.05% Boost

Pretty awesome, right? Give it a try. To recap, here are some
tips before you start:

If the image doesn’t communicate value - do without it.

If using an image of a model, choose one that faces the
headline and not the camera. The human gaze pulls
eyeballs away from your headline.

Use easy-to-read fonts on a light background, or
experiment with transparent images.

The philosophy here is copy is king, and design is the sidekick.

AVOID THIS WHEN DESIGNING
ORDER MENUS

Written by Roland Mirabueno, MindValleylnsights.com

As akid, | had a technigue | used whenever | needed to ask
my mom for money. This is how it usually went:

Me: "Mom, | need fifty bucks for a school project.”

Mom: “Why so expensive? What type of project is it for?”

Me: “I'm only kidding! | only need thirty bucks. It's for a
science project.”

And | would get the money without further inquisition from
the budget ministry! | figured that every time | needed to ask
for money, I would only have to justify the amount. Of course,
as a 10-year old, | didn't have the necessary skills to prepare

a presentation or a spreadsheet in order to explain my costs.
But every time | needed money, | started at a higher price (at
times an exaggerated one) to eventually get my way.

Recently, | was doing some research on Order Menus when
I stumbled upon a concept called “Primacy Effect,” which |
read about on Visual Website Optimizer.

It's a concept that affects the behavior of consumers by how
“multiple items are arranged in a list or catalog.” Basically,

how you arrange the packages of your product do have an
effect on what they buy or whether they buy at all.
Mindvalley products are usually offered in three packages:
Silver, Gold and Platinum. The Silver package is a digital
or downloadable product, the Gold a physical product
shipped to consumers and the Platinum collection is a
combination of the two.

Primacy Effect states that because people in general read
from left to right, and if the products are arranged in an
ascending order, customers will usually spot the cheapest
package first. But my childhood technigue inversely applies
here too - if they see the cheapest package first, other
packages will automatically seem “expensive.”

For instance, you can see what our Order Menu on Silva Life
System looks like above. Customers would read the prices in
the order of $97, $197 and $297 (on an offer reduced to $197).
To apply the Primacy Effect concept, we decided to swap the
Silver and Platinum packages and test it against the original.

Can you guess if this test was helpful or hurtful to our sales?
By a difference of a whopping 71.92%... the new Order
Menu hurt our sales.

This seemed crazy, considering all the research that pointed
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Order Now and Start Listening in 5 Minutes

Best Jalue
- -
Silver Gold Platinum
Sitva Life System Digital Silva Life System Physical Silva Life System Download =
Download Only Collection Physical Collection
g~ = = v
= b ! T
o -

Download the entire digital program Get the entire program shipped
and get Instant access now. you anywherne in the world. instant access to the online course.

$97 $197 4297 $197
(Addtocart ) (CAddtoCart ) (( AddtoCart )

The entire program shipped PLUS

Addn Cart AddwCan Add1o Cars
7 - A o - 5 ) B EE o I

Neeﬂnpnymnmph.n?c:mmanomnmw-mmn?mvmtﬂlrmml

Sitver | Gold | Platinum

to Primacy Effect as a driving force to boost sales. But it
didn't work for us, and upon analyzing the case, here's what
surfaced:

1. We only gave three options. Primacy Effect worked on
the basis that it draws the eyes from left to right, but
visually, it would only take a glance for a customer to
perceive our entire Order Menu. This cancels out the
desired effect due to the lack of ascend.

2. Technically, there were only two different prices. The
offer on the Platinum collection is perpetual. This was
designed to get people to buy the Platinum collection
because they are getting more for the price of the Gold
package. Because of the limited number of choices, it
was not as impactful.

3. Lastly, we put our premier choice at the left-most of the
Order Menu. We shouldn’t have done that. The choice
at the left-most usually offers the shock value - the
choice that makes customers go "Whoa this is pricey,”

and the premier option should've been somewhere
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Real onpage conversion tests you can swipe
and deploy to increase customers.

& Primacy Effect

Order Now and Start Listening in 5 Minutes

6!. g dalee
- L]

Platinum Gold Silver
Sitva Life System Download + Silva Life System Physical Silva Life System Digital

Physical Collection Collection Download Only

a3 =
= iy =

' - -

.

L —— C——— e

The entire program shipped PLUS

instant access to the online course. you anywhere in the world

4297 $197 5197 .
@aaoan) @dweat) Qadncat)
Mﬁman

Add to Cart
EE— B EE— E =

Nead a payment plan? Click on an oplion below and pay in 2 easy instaiments

and get Instant Ccess now

Silver | Gold | Platinum

HOW THE NUMBERS STACKED UP

||I1II|||.I|II||

LESS SALES AFTER THE
“PRIMACY EFFECT" WAS
APPLIED TO THE ORDER
MENU

else. In our case, we hurt ourselves because our premier

option showcases the highest price among all.

Although our first experiment with Primary Effect didn't
work in our favor, like all tests, it shed some good light on
certain features (in this case — our order menu) and enabled
us to read our visitors better.

Get the entire program shipped (o Download the entire digital program



SELL ME SOMETHING ALREADY

¥ Control

Section Report

No Order Form Del ay
i||

Join The DotComSecrets X
30 Day Challenge Today

Sign In Below To Get Started

Section Impact Variation Revenue per Visitor lr:;:'?v:ml Chag:i;;:.?ut R ::::L =
Control $0.36250.36 | —_— - - $772
Order form 51% "
No °gg;y°"" $0.69 = 50.50 O +91.65% 75% $1,530
Test by Russell Brunson and Todd Dickerson
The results of this test went against everything we had ever
. R MORE MONEY EARNED WHEN
heard and assumed was right. For years we had assumed as THE ORDER FORM WAS SHOWN
. IMMEDIATELY OVER HAVING THE
truth that on a sales video you should not show the order ORDER FORM DELAYED.

form until the price was disclosed. Seems logical, right?

Well, on this test, it was completely wrong. Was it our
audience? Was it our traffic? Was it our offer? I'm not sure,
but on these tests showing the order form immediately
when they showed up under the sales video increased our
revenues by 91.65%)!

S0, I'm not saying that this will win in all situations, but
I would say you need to test this on any of your funnels
ASAP... you may just give yourself a 91% pay increase
overnight like we did.
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Real onpage conversion tests you can swipe
and deploy to increase customers.

THE LIGHT BOX POP-UP

Control

(® siLva MiND BODY HEALING

EFFECTIVE MIND-BODY HEALING

é}c New JJork Eimes  The Wastington Post

Une s Piaibesh sttt regittes tor PR snins s¢swy [EESIETTIRINY o g op i e oo babe.

PLUASE TTRL 5 BHR TO YIND YOURS G PAG(FAI
P L P e e P T

Test by Roland Mirabueno of MindValleylnsights.com

A Light Box Pop-up is a small window that appears over
the webpage and grays out the background to prompt
site visitors to sign-up. The idea is to give emphasis to the
call to action or CTA. We tested using a Light Box Pop-up
on our Silva Mind Body Healing Website and sign-up rates
dramatically increased by 67%!

Now, pop-ups can be very annoying. Remember those pop-

ups prompting you to have 3D aquatic screensavers?

So annoying, in fact, that web browsers created pop-up
blocks. This is why it is important to be strategic when
using the Light Box Pop-up. It should draw visitors in, not
turn them off.

Here are some things to keep in mind:

It should have a sexy and appealing design

W With Light Box Pop-Up

It should include the product image
It should include the number of downloads

. The Light Box should appear after 10 seconds on the
website or once the reader has scrolled down to a
particular point on the page - after all the point of a
Light Box is to boost sign-ups of engaged readers and

not just to boost conversions period
. The Light Box and website should have related design

. It should never appear for people who have already
signed-up

. A Light Box should never be used on Google landing
pages (or run the risk of going against Google policy)

You can use Popup Domination but remember not to use
their default pop-up.



CAN COUPONS BOOST
FACEBOOK SALES?

Test by Roland Mirabueno of MindValleylnsights.com

Everybody loves a good bargain and our Facebook friends
are no different. We wanted to find a new way to offer a
discount to customers on Facebook - one that would be
too good to resist.

A lot of sales pages offer some sort of promo code or
discount which fail to grab people’s attention due to its
static or generic nature, We wanted to try something more
personal and fun that had the ability to arouse immediate
interest. The answer? Coupons.

Magazines and newspapers are rife with special limited
edition coupons for their readers which provide discounts
for meal deals, clothes, subscriptions (the fist is endless) and
that got us thinking: readers of digital media should also be
given special reader discounts.

The coupon theory was born. We first tried the coupon

W Special Coupon Offer for Facebook Fans

EIRSED 49
A0 TRGISD-EE

Special Gift For Our Facebook Fans PF

theory on the Silva Life System's landing page headline. This
coupon alone boosted sales by 19.4% and showed an 80.5%
chance of beating the page without the coupon.

Adding a unique coupon or discount voucher to your
Facebook page could do wonders for your sales. To
make this tip work, you need to make sure to include the
following specs in your coupon design:

+ Make the design mesh with the overlook of Facebook -
try using similar colors and the Facebook symbol

Include photos of your Facebook fans on the coupon as
social proof

-+ Make sure the copy on the coupon shows the offer is for
a “Limited Time” and for your special Facebook Fans only

- Design the coupon to look like a regular voucher with a

barcode (this familiarity increases credibility)

SAVE UP TO $148 ON ANY
COLLECTION OF YOUR CHOICE

This Exclusive Facebook Discount Is Valid Fer

EI-E.II!’H‘: 5 O %

| facebook = OFF

Hello Facebook friend! As our way of saying thanks for the

A Limited Time Only.
.- nn.ng. ‘ suppt]ort. :e want to give you a HUGE discount on our single most ‘I IIIII
. - trainin m. Want t ken your inner
FIF BN ONE Y (coic oo e you bresiongh ie? Scol doun o lear
.ﬁ.mu.mum more and get your discounted copy. FIN-~ AW
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A NEW TAKE ON THE P.S.

Inspiration Version by Sony W Feature Box for PhilosophersNotes.com

Stellar Customver Support Elegant Summaries
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Test by Vishen Lakhiani, CEO of MindValleyInsights.com

What typically comes at the bottom of a sales page: the call
MILD INCREASE IN CONVERSIONS

to action and order button — maybe a cheesy P.S. line (if P = USING THE CLASSICP.S. - THE
AW A Il ' FEATURE BOX BLEW THE OLD
you're an old school direct response marketer). But here’s B SN STANDARD OUT OF THE WATER

another alternative that works even better.

It started with me questioning the use of cheesy P.S. lines on CONVERSION RATE

product pages. Yes, tests proved that they work. They give
a mild 3 to 5% boost in some cases, but still, they worked.
However, they made a sales page appear like a used car lot.

So | asked myself “Why do P.S. lines work?” v
ey 7/ 1ncrease

The answer is these lines reinforce the main benefit of a
sales page. It can highlight a price cut, a powerful guarantee
or any other important thing that a customer may have
skipped while skimming through copy.

But what if there was a cooler way to present these 3 08% 5 O]_ %

attractive features? The inspiration came when | was QOriginal Feature Box
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shopping for a camera on Sony’s website.

SONY inspired the solution. They used a Feature Box to
highlight the benefits of using SONY products. in the box
Sony emphasized three big things about their product that
mattered to the buyer: high definition recording, larger than
normal hard drive, and a backlit sensor.

At this time, | was working on the copy of the site
PhilosophersNotes.com. So | asked myself, what are six
“features” about this product that made it unusual? |
placed this in an attractive feature box.

This page showed a 97% chance of beating the original
and a 63% boost in conversion. Impressive indeed.

We later adapted this for other sites. Here's the one for
Quantum Jumping:

Heraic Customer Support

Nead heip with your arder? Trying to get
the audios onto your Pod? Looking for
maore tips on maxdksting e a Himalayan
monk? Our heroxc cuslomer support
tamm iy ching to heip you out.

AVibrant Global Community

The Quantum Jurnping anine acebook
community comists of over 65,000
mambers from countries afl over the
globe. Intaract with the communty, Gt
hetp with quastions, receive weekly
updated, i bonuses end more
Chrough my blog.

Gorgeous On Your Portable
Audio Player

Looks eimply gongecus on your iPod or
any other audio player. Our quick and
eexy one-click downioad makes
transferring media Sies to your muske
playor a breaze.

Profound Change,
Automatically

Ouartum Jumping is designed to tasch
you on bath & consclous and
subcarscious wvel, Apha Level
maditations sutometioally program your
mind 0 absort the wisdom within - and
you don'l need any pricr knowlkedge or
exparience (o do N,

Developed by Mindvalley

Minchvaliey i the anine publishing
company behind some of the biggest
personal growih programs on the
internel. We pubsish only the hottest,
most transformaticnal content in the
industry - and we've bosn voted
‘World's Most Democratic Workpisce 2
ywars running.

“mindvalley

Effortless Consumption

It doesa’t take much time to keem. Listen
during your comemute, or while you jog.
do yoga or work oul. Experisnce Ihe
benefis without having to add too many
naw tasks 1o your already busy
acheduie.

How to conjure up your feature box content? Your key
here is to draw upon content unknown to your reader.
By including some ‘unexpected’ highlights of your

product you can make full use of the feature box. Here

are some ideas:

» Customer Support: Bring attention to your support
team who know the product upside down, inside out
and are ready, willing and able to provide a level of
support which is second to none.

- Handheld Devices: Why not let your customer know
your product will look sleek and sexy on any hot
device (borrow the glamor of the latest Apple product
to emphasis your product’s own glamor).

+ Quality they can Trust: Let your customers be assured
by your strong market presence and undeniable quality.

+ A Vibrant Global Community: Get your customers
interacting with the neat community you have
following you and your product.

« Profound Change, Automatically: When will your
customer receive the benefit from purchasing your
product? As soon as it has downloaded of course!
Highlight the flexibility of your product.

« Effortless Consumption: Focus on the ease of use of
your product.

« Bonus Gifts: If you have a freebie to throw in it's a
perfect time to do it now. Pair the details with an
inviting image of the bonus gift.

« Digital Download Site: Membership sites are out and
digital download sites are in. Highlight the digital
download site for easy retrieval of the product in just X
amount of clicks.

Whichever topics you choose to cover don't forget to
add a call to action (“CTA") at the bottom of the boxes
to link your customer to your order form. Check out the
CTA under the PhilosophersNotes.com or a more recent
example on TheCreationMethod.com/products - check
out the very bottom of that page for the CTA.
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WHO ELSE BOUGHT THIS?

W With VeriPurchase Widget Get the Widget at VeriPurchase.com

Increase Your ClickBank Sales in
Less than 5 Minutes by Placing Only
2 Lines of Code on Your Website...

Our Recent Customers: ;
Pameta L US > ] Jesus C. US Robyn M

Cindy W., US Kewn C., [E Zugeil R . US ‘¥ WATCH THE VIDED TRY T NOW FOR ONLY 51

Therese R , AU § Denise W, CA Elienai R, US
Jana C., US Heidi A, US Dulce B, MX LindaH US
Miss F.. GB Sandra M . CA MNorma V.. US Maurita V , US See who else & using VeriPurchase 1o increase their sakes...
China T US Nikole P, US Knstin F, US ElissaH . US : 3
Madalyn M, US Elena W _US Kaiin K . BG Janet M. US
Luna (2 LR Lawea 0 1R Aol B (1S Ramina ¥ 1]

Data provided by rchase on Z4-Jur

Test by Brad Callen, Written by Russell Brunson

This test was submitted by Brad Callen, and when | saw it,

limmediately knew why it worked so well. You can see a
screenshot of it above. Brad used this little plugin found at

www . VeriPurchase.com and ran the test to over 840,000 visitors. [ Il “ II |I Il II II
INCREASE IN SALES AFTER

P — THE VERIPURCHASE WIDGET
: . . | 4 WAS ADDED
The results? He saw an increase of over 5% by adding this

widget. It's a cool new way to build social proof by showing

customers that they aren’t the only person buying. _
b/

DON'T GIVE ME TOO MUCH INFO!
Test by Russell Brunson and Todd Dickerson call to action at the top of the page.
When we first designed our "CPA" style landing page for | thought that was a really cool idea, because it gave people
our supplement, | went out and found other successful who weren't sold from the initial video a few more ways to
landing pages to model. What | found was that most of get information to make their decision. So we created a block
them had three to four different sections under the initial that talked about the symptoms and then we also created a
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1.6% 2.88%

Control Blocks Removed

block that showed all of the ingredients in the supplement
(both modeling closely other offers that were working
successfully in the CPA networks).

After we started to drive traffic, Todd decided to test if those
blocks were helping or hurting. | was very surprised to see
that taking the extra boxes away increased conversions by a
shocking 80.18%. So, the moral of this story, is to check and
see if you're selling too much. Your audience (like mine) may
just want the basic info so they can start buying.
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W Big Smiling Customer
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Real onpage conversion tests you can swipe I

Control

Know Your Contacts & Leads by Heart
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Test by 37Signals.com, Written by Russell Brunson They then tested out a "radically different design” by adding

a smiling picture of one of their customers and using that
Todd showed me a really cool test that 37 Signals did on customer’s testimonial as the headline as shown in the
their landing page and it gave me some cool ideas. You winning screenshot above.

can see the article by scanning the qr code or going to the

website shown to the right. Using this style gave them a huge 102.5% increase in
conversions! They also tried a long form version vs a short

They started by testing a short form page (shown in the form, but in this case the short form actually did better.

screenshot on the left) versus a long form page. They saw a

37.5% increase in sales by doing a long form version over the The last set of tests (which | thought was cool) was testing

short form version. different customers. As you can see, each picture had slight

HOW THE NUMBERS STACKED UP

INCREASE IN SALES WITH LONG INCREASE IN CONVERSIONS
e —— = FORM PAGE OVER SHORT WITH SMILING CUSTOMER
(CONTROL) . (ABOVE RIGHT) OVER CONTROL
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BRIAN +2.2%

Control

ﬁ6 YOlj Suffer_From Diabetic
Neuropathy Related Pains?

Learn How You Can Stop the Tingling, Numbness,
and Sharp Burning Pain in Your Hands and Feet Today!

increases and decreases, but not a big enough margin to
matter much. That test got me really excited and | wanted to
try it immediately for our supplement.

We have a higher price point that we are working on
testing and | didn't feel that a two step, CPA style page
would work very well for a full priced offer. So we started
making a typical sales video style page that you can see
below.

And now (thanks to 37 signals) you can also see the page we
are going to test against it below (NOTE: the designer just got
this to me today, so it's not perfect yet).

I'm excited to see which version wins for us, and we'll keep
you notified with our results!

Scan the QR code or go to
the website below to view
the full article on 37 Signal’s

series of tests:

http//37signals.com/svn/posts/2991-
behind-the-scenes-ab-testing-part-
3-final

"Lorem i{psum dolor sit amet,
consectetur adipiscing elit.
Praesent non facilisis urna.
Integer ligula elit,”

« Jarw Ooa Newrwoel Cusliner
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Control Animated Headline 1

Real onpage conversion tests you can swipe
and deploy to increase customers.

bt Give, me, 30 Toaugs. And [l M Gou Itk
WMS&W&&S‘I‘WE}P

Click Here To Join

Animated Headline 2

FREE Vided Send Emals, Make Moresf
"How To Add Up To 1198 People a Day

Variations * ¢ Conversion Rate Range * o 1;:2-‘:2:2:“ ¢ Chance to Beat Original 7 ¢
Control (none) [ 0.68% 10% _ —

Animated 3 1.60% 1% el +134,19% 93%

Animated 1 0.70% 20% — } +2.81% 52%
Animated 2 (1198) 0.55% s0% | — 15.06% 9%
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HEADLINE CONVERSION RATES

7%

Control Headline 1

COC BT B I O B B B N R R B BRI I I NN A A

Test by Russell Brunson and Todd Dickerson

I saw someone use an animated headline in the dating niche
and rumors have it that it made a big increase in conversions.
I thought it was a cool concept and that we should copy it.
That's when | realized we didn't have any headline, so before
testing animated vs non animated, we just wanted to find our
winner, so we tested these 3 animated headlines.

| know we had a headline at one time, but in some test
or something our current headline must have lost, so this
gave me a chance to try out a few new ones. As you can
see in the screenshots, the three animated headlines we
tested were:

+ FREE Video! Send Emails Make Money! “How To Add

134%

mncrease
~»

56%

Headline 2

1.6%

Headline 3

@9 8 PSS SR DS PSP SRS RS SESE DS EE D R EEE R

Up To 1,198 People A Day To Your Email List And Make
Money Every Time You Send An Email!

+ Just Give Me 30 Days And I'll Mold You [nto Our Next
Success Story

« Work From Home! Realistic Extra Income For The
Average Joe...

You can see the animated versions of them here:
- http://succetc.com/images/scrollhdri.gif
- http://succetc.com/images/scrollhdr2.gif

- http://succetc.com/images/scrollhdr3.gif

And the winner was... headline three by 134.19%)!
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CONVERSION

Real onpage conversion tests you can swipe
I E s I s and deploy to increase customers.

Control W No Order Form Dela

What ftt Was Possi;l;. to | What f It Was Possible to
the Predjct the
Fm [ L 1] ? | Fut [ L 1) ?

Test by Russell Brunson and Todd Dickerson

Yes, we keep testing delaying the order form, mostly
because everyone keeps telling us we're wrong. But so
far, having NO DELAY on the order button has won in
every test. It won again here by 30.36%.

Variations ? L]
Control 4.87% 1%
No Order Farm Delay © 6.35% 21%
Average Case 5.63% 1%

If any of you have stats on the order button winning when 4 8"7% 6 . 35%

opening later, or at a different time, please let me know, Control No Order Form Delay
because I'd love for this test to be wrong.
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THE ANIMATED HEADLINE

W Control Animated Headline + TV Logos

FREE Vided Sed Emals, Make Moresd

FREE Video! Send Emails, Make Money! "Hows To Add Up To 198 People a Dy

"How To Add up to 1,198 people a day to To Yoar Email List And Make Mones
Every Time You Send An Emaill

your email list and make money every
time you send an email!”

Step #1 Step #2 Step #3

How did you hear about us?  Get aecess information Gt your sece
Step #1 Step #2 Step #3 -
How did ,m.?m aboatant. Gk .,fm.gmmma..,. 1m§.,‘.P=“ﬂ.<. How did you hear about us?
How did you hear about us? Tony Robbins
Dan Kennedy

Email Newsletter

™
Dan Kennedy
Email Newsletter

Other
Next
“ i e

X ® B e Bee

Other

Test by Russell Brunson and Todd Dickerson + Micro-Survey Option: Changing an option from TV to
Tony Robbins also dropped conversions by 6.44%.
Over a period of just a few months we've had over a

600% increase in conversions on different tests we've run I'm not sure exactly why these tests didn't work, but it goes

on this page, so we had high hopes on some new tests, with Daegan Smith's "deer in the headlights" philosophy.

but unfortunately nothing big came from them yet. The He thinks that anything distracting on a landing page scares
few things we did test were: customers away, and two of these tests definitely added things

that were probably too bold and made our visitors nervous.

« Animated Headline: This decreased optins by 2.29%.

| was excited by this one because I've heard that HOW THE NUMBERS STACKED '[J-P

animated headlines can increase conversions on sales

videos, but so far it hurt more than it helped.

. S " COMBINED DECREASE [N CONVERSION RATE

« TV Llogos: Adding "As Seen On TV" logos dropped ST EN AL e CHRNEE DIMERIL
conversions by 7.63%. TROL IS STILL THE WINNER.

DotComSecrets Labs [ 50



CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

THE WEBINAR RECAP

Test by Charles Kirkland, Written by Russell Brunson

This was a cool test Charles Kirkland submitted that |
thought was interesting. He told me that he's tested this
three or four times always hoping that the other version
would win (because it was a lot simpler to create).

It's for the order form he sends people to after watching
a webinar. One version of the page is just the order form,
while the other has a recap of the offer and a guarantee
box. This is a newer test, but so far adding in the webinar
recap is already winning by 119.51%:

Control

“A Simple 7 Step Plan That WIll Allow You To Harness The Power Of Media Buying
To Generate Leads And Sales For Almost Any MLM In Under 24 Minutes From
Start To Finish!”

It loaks ITke you've weiched
part of this vides bafore!

Yes, | Want Instankt Access
Gl Btarind HOVE tof Jus!
3497 or 2 Pyymunts of S257 - 30 Days Apan

—~

oo,

W Webinar Recap

“A Simple 7 Step Plan That Will Allow You To Harness The Power Of Media
Buying To Generate Leads And Sales For Almost Any MLM In Under 24 Minutes
From Start To Finish!”

It looks llke you've walched
part of this video before!

When you join today you get:

Media Buyer Made Simpie § Weeis Coaching §rLeTe00

a

o 0 Wesks Of Live Bedia Buying Coaching $1.997.00
d  Facebook Master Mind =700
3 Bonus F1; Funnel Softeare s197.00
4 Sorum F: Funnal Templates Wwroo
O Borus IX Pressiling Tempistes Wr.ee
3 Bonum B SAN Checkdist 700
3 Bonus 85 TrafMic Rolodex S197.00
2 Bonus PG Banner Ads Made Simple 19700
3 Bonus B8 Banner Adue Swipe File S197.00
O  Bonus §T; Landing Page Tempistes §370.00
3 Boous 9 Emall Templaies sTR.00
3 Bonus M0: Directors Cul 9700
3 Bonus MY Adwords Credit $200.00
a  Bonus M1: Adbeat Trisl wT.00
9 Bomus 1) Strategy Call a0
Total Value $6,730.00

- $497 or 2 Payments of $257 — 30 Days Apart
http://mediabuyerassociation.com/go/

. Y b Tl VT A T T T b Tl
r Go through my entire training...all t
~ the coaching calls, step-by-step -
| videos, use all my software tools... |
< and if you don't LOVE IT, get a <
| complete no-questions-asked refund |-
| within 60 days of class starting...plus =
| you can keep all the bonuses as my b=

gift to you. ;‘

HOW THE NUMBERS STACKED UP

REVENUE PER VISITOR WITH THE

WEBINAR RECAP ADDED - UP FROM

54.57 WITHOUT.
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BIG ANNOYING BUTTON RAISES
CONVERSIONS BY 25%!

No Free Trial Button At Top

P

| Y
‘,:’{ Neuropathy
Support System

Neuropathy treatment

~1 suffered from Peripheral neuropathy for years...
and now my paln Is finally gone!” - Chad Atkinson

“Discover The Safest, Most

Natural Way To Help
Reverse The Pain Caused By
Your Neuropathy RIGHT
NOW!”

Discover the amazing herbal formula that can reduce:

= Numbness and tingling In your hands and feet and
legs...

s Get rid of paln and burning sensations...

= Support and strengthen your nerves...

Test by Russell Brunson and Todd Dickerson

Todd had an idea that the long form sales letter was way
too long for a free trial. So against all logic he copied the
"Start Your Free Trial” button that we only showed after we
revealed the price, and put it at the top of the page.

The results? A lot more money in my pocket.

It seems recently that on a few of our products with trials

it's been easier to give people the ability to buy a lot earlier.

Maybe we've been overselling our customers (and maybe
you are t00...).

W Big Yellow Button

<My

L
‘.-:’{ Neuropathy
Support System

Neuropathy treatment

F"'-L‘“,((IT"""J

—>( FREE TRIAL! )<

“I suffered from Peripheral neuropathy for years...
and now my paln Is finally gone!~ - Chad Atkinson

“Discover The Safest, Most
Natural Way To Help
Reverse The Pain Caused By
Your Neuropathy RIGHT
NOw!”

Discover the amazing herbal formula that can reduce:

CONVERSION RATE

Increase

-

1.5% 2%

No Button At Top Big Yellow Button
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CONVERSION

TESTS |

Real onpage conversion tests you can swipe
and deploy to increase customers.

I'M SEEING RED

Control

(816) BEB-0615

Stops Ugly Cold Sores and
Herpes In 30 Seconds!

Safely stop any of thess conditions naturally ot home!
& Onal Horpes & Cenital Herpes
i Cotd Soves & Molluscum
i Wans & Skin Moles
Bl Shingles B Clenital Wans
Bave 5120 Today PLUS FREE SHIPPING!
Click balow to get started!

Test by Russell Brunson and Todd Dickerson

This test should not surprise me, but it always does. The
designer in me always wants my headlines to match my

site design, but the marketer knows that red almost always
wins. Well, this split test showed exactly the same result. Biue
looked better, but red made me three times more money.

Now, there was one other interesting test that we almost

W Red Headline

i (616) 866-0615

Stops Ugly Cold Sores and
Herpes In 30 Seconds!

Safely stop any of thess conditiona nalurally at home!
& Ol Hapan & Genval Horpes
o Ceid Sorms & Motuacim
& Wans B Skin Moles
i Shingles B Ganital Wars
Save §120 Todey PLUS FAEE SHIPPING!
Click below to get sterted|

didn’t run, but noticed another site with a similar product
had navigation buttons on it.

Normally adding more places for people to click off of our
site always hurts, but in this test removing the navigation
buttons below the add to cart button decreased sales.

| guess our customers needed a little more information
before they were willing to purchase.

HOW THE NUMBERS STACKED UP

DECREASE IN CONVERSIONS
WHEN WE REMOVED THE
NAVIGATION BUTTONS BELOW
THE VIDEO

INCREASE IN SALES WITH THE RED
HEADLINE (12.5% CONVERSION)
OVER THE CONTROL (3%
CONVERSION

e
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DON’T SCARE COLD TRAFFIC

Control

1. Chooes Duiy 3. Get Free Bonuses

Part Time "Local Business Finders”
Needed in Dallas, Texas

Test by Russell Brunson and Todd Dickerson

As you know, conversions and tests don't always stay
consistent across all traffic sources. One interesting thing
we found is that with “warm” traffic (from my own lists

of people | know) having the three steps above the form
always wins on conversions (as shown on Page A) but with
cold traffic (banner ads, ppc, etc...} it seems to scare them
away as demonstrated on this test.

It seems that the three-step header intimidates cold

traffic as they want one easy step to get their result and
showing three steps just discourages them from starting
the process. The moral of this story? Test each traffic source
independently from the others.

Here are some other interesting things we learned from this
set of tests... First, the red headline wins again! Yes, the red
headline still dominates in every test we've done recently -
even when it makes the page ugly.

W Remove 3-Step Header

Part Time "Local Business Finders"
Needed in Dallas, Texas

Register Free Now

Beut Day for You_

o e phy B e days

Second, social media buttons were not a big enough loser
to recommend removing for most people. They did make a
difference but the expected gain from traffic made up for it
on ours. But the big thing we noticed is the 'credibility gain'
from social media icon numbers is pretty much BS since
optins decreased... It's possible with higher numbers on the
social icons this might change...

CONVERSION RATE

Increase

9% 10%

Contro! Remove 3-Step Header

DotComSecrets Labs | 54



CONVERSION

yTESTS |

Real onpage conversion tests you can swipe
and deploy to increase customers.

THE UGLY BLUE VERSION

Expensive Design

i Get Free Bonuses

DotComSecets Local - Learn How To Become
A Highly Paid Local Business Consultant!
No experience necessary. Work from home.

i ‘ Register Free Now
— |
i i‘

Choote The Best Day far You.

VD e sy e ety s

iy, Jorws B

L]

Test by Russell Brunson and Todd Dickerson

This test makes me laugh because we ran it for a week and
we knew which one was the definite winner. At about that
time, one of our big JV partners asked if they could promote
our webinar, but stated that they didn't want to promote to
the “ugly blue version.”

Yes, this version is ugly, but for whatever reason, it wins

W Ugly Blue Version

DotComSecets Local - Learn How To Become
A Highly Paid Local Business Consuitant! No
experience necessary. Work from home.

—ay Amp
Ard ST (O ATSTE TR MY P T
s R ————" — .

e R Corsmlonts i Haterel Pyt Faet Sne *ieh” in D Vtie~

in almost every single test we've ever run. It even beats
out pages where I've spent thousands of dollars getting
awesome videos created.

And then on the blue version when we tested long

copy against short copy, we found that the shorter copy
increased optins by 26%. Our guess on this long/short issue
is that we didn’t need the hard sell for the free webinar. Less
distractions equals more optins.

HOW THE NUMBERS STACKED UP

INCREASE IN OPTINS WITH THE
UGLY BLUE PAGE (21%) OVER
THE EXPENSIVE DESIGN (19%).

MORE OPTINS WHEN WE
REDUCED COPY ON THE UGLY
BLUE PAGE - PEOPLE WANTED A
QUICK PATH TO 5IGN UP.

e
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MICRO-COMMITMENT
SQUEEZE PAGES

Control

FREE! Send Emails, Make Money! "How To Add up to 1,000
people a day to your emall lIst and make money every time you
send an emali!”

Test by Russell Brunson and Todd Dickerson

One of my close friends Daegan Smith has been telling

me for over a year that his new squeeze page with "micro-
commitments” will out convert anything else | can come up
with. So I thought I'd put it to the test.

The concept behind how this style of squeeze page works,
is instead of asking for a big commitment up front (their
email), start by asking them a simple question (in this case,
"how did you hear about us”) and then after they've made
that first micro-commitment to answer your question, then
you ask them for their email address.

The first screenshot shows our control and the second

shows the same squeeze page using Daegan’s layout. As you
can see, Daegan's style crushed our control. It had double
conversion on the optins but more importantly it had almost

W Micro-Commitment Style

FREE Video! Send Emails, Make
Money!

"How To Add up to 1,000 people a
day to your email list and make
money every time you send an

email!"

Step #1 Step #2 Step #3
Voo il v et sl it e gwas Wbt (et e s sebiate!

How did you hear about us?
Ty
 Dan Esrmady
r Emall Newslettier

r Barmr Ad

all of the sales. We are going to start testing these micro-
commitments in various other spots in our sales funnels.

CONVERSION RATE

Increase
-~

18% 35%

Control Micro-Commitment




CONVERSION

Real onpage conversion tests you can swipe
I E s I s and deploy to increase customers.

Guard Logos

—

v Control With Trust

Register for. : Your Local Time: 7: 53 AM Register for e Your Local Tme: 7: 53 AM

Our Webinar %) Our Webinar %
Choose The Best Day for You... Choose The Best Day for You...

Use the form on the right to Use the form on the right to s
reserve your Webinar seat. & Watch the replay from yesterday's event, now! reserve your Weblnar seat. & Watch the replay from yestarday's event, now!

C Wednesday, December 19 ¢ Wadnesday, December 19
¢ Thursday, December 20  Thursday, Deceamber 20
¢ Friday, December 21 . ¢ Friday, Decembser 21

Reserve My Spot! \ Reserve My Spot! |

Your email address and personal information will be used by the

inar orgs I e e
communicate with you yut this event and their other services. To ani SECURITY scANwip PRIVACY VEREED  BUSIN|
[ rauis = buamo ..J_ Bl D,

AL

Your emall addre n will be use 2 nar arganizer to
ommunicate with you about th helr other o revi the Webinar organi
privacy policy ar opt out of their other communications, contact the Webinar arganizer direct

Test by Russell Brunson and Todd Dickerson

Typically we put trust guard seals on almost all of our
pages, and typically they increase our conversions across
the board. But on our automated webinar sales pages, for

some reason it hurt conversions by 13%.
DECREASE IN OPTINS WHEN TRUST

GUARD LOGOS WERE ADDED TO
OUR WEBINAR REGISTRATION PAGE.

Maybe it caused too much distraction to get the optin.
This is just another good example showing why you

should always be testing.

TO FACEBOOK OR NOT TO FACEBOOK?

Test by Russell Brunson and Todd Dickerson . The first was just our normal page (had testimonials
copied and pasted from Facebook).
We were relaunching our DCS-X sales funnel and had a few

core tests we wanted to try with the new surge of traffic we The second page was the same, but instead of making
were sending through this funnel. We setup four versions of the testimonials look nice, we took actual screenshots

the landing page: of their comments under the video.




Control

Join The DotComSecrets X
30 Day Challenge Today

W Facebook Testimonials

Right Side Add to Cart

Join The DotComSecrets X
30 Day Challenge Today

Sign in Below To Get Started

L o R
o Tom M e [ et e P
e et

L AN i e - 1 s 81 s | = ST gt W 30 e - P
1 W

105 Responses

Aaron Saban
L Thiss is FREAKING CRATY! | couldn’t Beleve My eves! 19 New Subscribers = > 6 Sales =>
.| ! Up-sel = 572 4hours. [ am defirvtsly gorna celebrste! Aumsel, Josmah You Two Rock
Man. The coolest resit M've got fom any program.

[ shways thought that those mages in the sales copy were fale or photoshop edited,
o look here today | am uploading my own!

Weekly Sales Snapshot

| LS (e st RSy
| IVEAET] LR
mrsrn LT
ESrE sace

L mu s o zs]

Daily Sales Snapshot

Mon Ax 02 STL49 N

un Apge 01 $0.00

St M 31 000

Fn Ma 30 3000 |

Thu Me 29 3000

£J 19 peple e this

L vew 30 commenits

Steven Jenkns

CELEBRATION b agan - 400 personal §1 sales (=DCSN challenges) n less than X)
days - thal's incredible! Thanks again Fussel, this is by far the best-converting offer ['ve
ever promoted 1) Ksep up the grest work!

« And the third test was to have the “Add To Cart” button
on the right hand side of the video instead of under it.

What we found was very interesting... First, the CTA on the
side of the video completely hombed... (which makes me
sad because we did two launches where we had the CTA
on the right side of the video... makes me wonder how
much money | lost because of that...) Second, we found
out that people put a lot of weight on testimonials from
Facebook. My guess is that people believe if it was posted
on Facebook, that it’s a true opinion. Since this test, we are
replacing all testimonials with Facebook style testimonials
{even those not collected on Facebook and we are
formatting so they look like they came from Facebook), and
so far we are seeing a huge lift across the board.

Winning testimonial style that
resulted in 296% improvement
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CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

AFFILIATE TAB ON SALES LETTER

v With Affiliate Tab

The fact is, today | know...

...it’s all about getting the clients.

PERIOD!

Test by Roland Frasier

Over the last year we've been placing a small affiliate tab in
the upper right corner of our video sales letters in hopes of
bolstering our affiliate program. The thought here was that
although it might suppress conversions slightly, the pros
of gaining new affiliates would dramatically outweigh the
cons long term.

This is one of those tests that goes against common sense.
A large obtrusive affiliate tab on the sales letter didn't
suppress conversions at all. The sample size of over 35,000
unique visitors and 750 total conversions and these versions
resulted in an absolute tie.

Here's the kicker... during this test, version A created 37
more new affiliates then version B (on both versions there
is a small affiliates link in the footer). Most businesses

are looking for any marketing channel they can use to
increase their profits. Affiliate programs are a popular, yet

59 | 108 Proven Split Test Winners

Without Affiliate Tab

The fact is, today | know...

.it's all abog the clients.
PERIOD!

CONVERSION RATE FOR BOTH
VERSIONS. THE AFFILIATE TAB
DIDN'T EFFECT PERFORMANCE OF
' THIS PAGE AND RESULTED IN 37
MORE NEW AFFILIATE SIGNUPS!

underutilized channel particularly because it's hard to build
an affiliate base.

If you go to most websites you will likely see an affiliate link
hidden away in small text somewhere in the footer. This test
shows that you don't have to sacrifice immediate sales to
bolster your affiliate base. Furthermore, you will be putting
more people into your affiliate program that in turn, will
drive more sales in the future.

If implemented, this could be a real game changer for your
company. As always, | recommend that you test this for
yourself before implementing.



FACEBOOK TESTIMONIALS ON TOP

Control

Here's What You'll Recelve:

B dayn of FREE raffk cosching

" Done for you st
sasp o trial

xas 1 Gl ':mi-nn'-i: . -~ 4
‘wwreh 2. ymary) Cat st Dona fe Sethwilding
W7 oo vl K77 & mearth unil yeu rantal orysd

' Digital vecsion of the DCS monthly joumal
S —
it s+ ) o FREE Adverining

Lot tama

-

Test by Russell Brunson and Todd Dickerson

This test was one of those that | thought that | knew which
was going to be the winner, and | was completely wrong. |
thought that it would be important to show everyone what
they were receiving, and then strengthen it with testimonials.

Todd decided to throw in a test where we switched the
order and had the testimonials first, and then show what
they received last. After a very short battle, Todd’s version
destroyed mine in conversions as you can see here:

Control 17.82% + 5% -

Testimonials at top 34.94% + 7% +96.05%

But more importantly in revenues as you can see in the chart.

It's actually very interesting because oftentimes in my head
I think that it would be better to tell a story and get people

W Testimonials On Top

DatCumIecrataX Caahing Progrs

010 o 10 gt e e 197 i
e p—

= DHRCOURT. Skip the trial and JAVE 1298
Gt startad Fur ot
177 mew mnd §7T & mocth wmti yeu

Here's What You'll Receive:
10 deye of FREE traffic coaching!
" Done for you SLO

W Done for you Intbuliding

engaged before showing any testimonials (which reveal
that there is a product), but in this case, it has been better to
lead with testimonials.

The next test I'm excited to try on our order forms is switching
the "form” from the left hand side to the right hand side.

CONVERSION RATE

~>

<>

$6.69 $12.05

Control Testimonials On Top

DotComSectets




CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers,

BUILDING YOUR HOT LIST

W Hot List Step

Yes Mike — I am excited and ready to join the
“MicroModel Business System” for FREE for 14
days. I am ready to build my online businesses
today!

[ kewgw thad by making s decison loday, | am one-siep doser lo having a befter

onling business. | also know | gol FREE ACCESS TODAY 1o your MO Manthly
newslafer ($29.95) st lor entering my email below

Enter Your Inft Now To Comp Step 2

Emuali:

S NextStep <&~

Test by Mike Filsaime, Written by Russell Brunson

I've always gone back and forth on if we should add a new
step after prospects are ready to buy, but before you take
them to the order from. The powerful thing about this
strategy is you can increase conversions by following up
with people who go to the order form, but never actually
purchase. But my concern has always been that if we do
this, would the percentage of people we lose who would
have gone to the order form decrease because they have to
optin to get to the order form?

This test run by Mike Filsaime makes me feel a lot more

comfortable about adding in the extra “hot list” step before
the order page. The sales (pre-followup) seemed to stay

Variations fwisiars) Sale

Hot List First (12466) 29.34%
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W Countdown Clock

MICROMODEL ® @& o @&

Hurry! Doors Closing In...

about the same at around 30%, but the optin percentage is
an amazing 80.39% giving us more than 80% of the people
we can foilow up with to increase our sales percentage.

Now, the other cool part of this test is where they sent
people in the follow up series. They tried an order form that
had the calculator, one without the calculator and one with
a countdown clock that you can see above. As you can see
adding the sense of urgency with the countdown clock
proved to be the winner.

Variations twssors)
Control 5am 18.49%
Video Close Countdown [EE] 2.2T%
Video Close & Calculator {100y 15.76%
- Optin to Hot List
80.39% !



THE CALCULATOR CLOSE

Static Headline

CONVERSION RATE

Numbers Don't Lie: Cakcatate YOUR €xmimpn

25 Daty ¢ 264.00 weeky 3 1,850.00

J: Honthily § 7.400,0% 4 96.200.00 in CI e aS e
-

Proceed To Checkout (

& visA == R

Add To Cart $0.00

 cut FREE for 14 days then da
v O you §29.95

12% 11%

With Calculator No Calculator
Tested by Mike Filsaime, Written by Russell Brunson Under the sales video they added a calculator where
someone could calculate how much money they would
This was a cool test that would work well in any type of make with the system when they used it. As you can see,
business where people could calculate their results. So adding the calculator did help increase the number of people
anything make money related, diet, finance, etc... that went to the order form and increased conversions.

VIDEO SPOILER BOX

Test by Russell Brunson and Todd Dickerson you show are engaging and cause the person to want to
watch the rest of the video. This is a simple addition to any

This test was an idea that Mike Filsaime gave to us. Under video that will shoot up conversions fast!

his video sales letter he added a spoiler box that had a quick

description on what would be taught in the video they were

—
watching. This block sits under the sales video and shows | I
them what to expect in the video they are currently watching. |II|II Ill I||I I INCREASE IN CONVERSIONS
e ————— ] - 1 WITH THE SPOILER BOX ADDED
T — y  BELOW VIDEO (16% CONVERSION)
. OVER HAVING IT HIDDEN (49
Since then we have added these boxes to all of our sales v CONVERSION) o

e}
videos and so far they have won on every test. | think the key .

to a good video spoiler box is making sure that the things o |

DotComSecrets Le




CONVERSION

Real onpage conversion tests you can swipe
and deploy to increase customers.

IN TODAY'S FREE PRESENTATION

Want to work from home?

Major Pitfalls Revealed

If you've ever tried to start an online
business but falled  it's not your fault
Discover the truth about why you haven't
had success yet

Why Are We Doing This?
DotComSecretsX Goals:

1 - help 100,000 people make $100
2 - help 10,000 fire their boss

3 - help 1,000 make 6 figures

4 - help 100 become millionaires

When I had 100,000 The BIG Secret.., Next Steps To Take...
You need your OWN LIST!!! Start the 30 Day Coaching Program
Discover the simple way o add upto 1.000 Get FREE coaching from an internet
people a day fo your list! Leamn the top millionaire, done for you squeeze pages.
| FREE or MOSTLY FREE ways! . list building. SLO's and more

SIZE OF SALES VIDEO

Static Headline

CONVERSION RATE

Wadch This Short Video And Discover The 3 Caritical
Prinicples To AHvacting And Keeping A Oreat Man
White Avoiding Tme—%sﬁﬂg Verks/)..

Alake s e your soomd 13 furmal on Please wint up 1o 10 seconds for e video to load

1ncrease

3.6% 2.5%

720 x 400 640 x 360
Tested and Written by Mark Ling We tested 720 x 400 vs 640 x 360. We later tested
720 wide vs 800 wide on three occasions and noticed
We didn't think it would make a difference to change the size negligible improvement (800 won by about five sales
of our video, but it proved to make quite a noticeable one. across about 200 sales).
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OPEN OPTIONS

Test by Ben Shaffer

The product | tested was called Instant Profit Booster and sold
for $197. Each of the sales letters tested made at least 100
sales, which means | consider the results ‘significant” enough
to be able to be reasonably confident about the results.

Here are the different versions that | tested and how much

each version increased, or decreased sales compared to the
average conversion:

v6  -47%
v3  -45%
v7 -33%
vl -31%
vd  -31%
v2. -28%
v 2%
v 82%
v9  134%

Versions 8 and 9 of the sales letter significantly

Text Only Sales Letter

Non-Delayed Order Button, Full
Video Controls

Text + Video

Non-Delayed Order Button,
Pause Button

Revisitors, Full Controls

Delayed Order Button,
Pause Button

Revisitors, Pause Button

Split Pay, Full Video Controls,
Non-Delayed Order Button

Split Pay, Pause Button,
Non-Delayed Order Button

outperformed the rest of my tests because of the split pay
option. Having full controls versus just a pause button did
influence the conversion rate though.

| believe this is due, at least in part, to the fact that many
people see the $197 price and have to start justifying it in their

Split Pay With Full Video Controls

Instant Profit Boosler

Press the PLAY button and watch this
exclusive presentation:

“How to bring
hordes of paying
customers to
w. Puuur website
without
spending a cent
on advertising”

Scan the QR code or go to

the website below to get Ben’s
full report and more screenshots
from this series of split tests:

é-\

hetp//tinyurl.com/ShafferTests

head. As marketers we know the higher the price the more
people have to justify it to themselves and to their partner. By
offering them an option to split the payments they see this as
a good deal and it is much easier for them to justify.

While there are a small percentage of buyers who do not
make the second payment and the refund rate is higher, the
significant increase in sales still makes this very profitable.



CONVERSION

Real onpage conversfon tests you can swipe
I E s I s and deploy to increase customers.

Control W No Order Button Delay

QWAIT. - Y We wanted to thank you for

tant Inf ion About Ord
! rn Your investing n«leuracel.

We wanted to thank you for

investing u'deuracel.

Test by Russell Brunson and Todd Dickerson price when we mention the price.

This is a test we ran on the upsell for one of our supplements, I've noticed a lot of people doing that recently, and logically
and we learned two very interesting things that we're now it makes sense. But we've also been testing the concept
testing on all of our other offers. of showing order buttons immediately on sales videos

and recently that keeps winning, so we thought we would

The first test was to see if we should hide the order test showing the order button immediately on the upsell.
information on the upsell and only show the video when As you can see from this test, showing the order button
visitors first come to the order page, and then show the immediately increased conversions by 188.41%.

HOW THE NUMBERS STACKED UP

INCREASE IN CONVERSIONS
WITH NO ORDER BUTTON
DELAY ON THE UPSELL

MORE MONEY EARNED FOR
EVERY VISITOR WHEN THE
UPSELL ORDER BUTTON WAS
SHOWN IMMEDIATELY

e
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DISAPPEARING DECOY

Ay
‘{Neuracel

OWAL.......

We wanted to thank you for
investing n\leuracel.

Tmo au ]
Most Popular & Best Value Choice! 2 2 & & i
BUY 4 BOTTLES GET2 FREE (6 MONTHS SUPPLY)

KRR A

© Buy 2 Bomes and Get | FREB
© 6§ tmonth Supply for Only 5360:86 $120.95
(Thar's a$139.90 Savingsl

BUY1BOTTLE (1 MONTH SUPPLY) K
2 FREE Standand Shipping!
© 30-ciay Money Back Guarantee
1 1month Supplyfor Ony $9095 $69.55

(Thiar's 2 $20.00 Savings}

No Thanks, | wo'] aeed his Oom Tioe Offer for Meuosmend Rals! Craam

Test by Russell Brunson and Todd Dickerson

The next interesting test we did was a decoy test. I'd read a
lot about decoy tests where you have a high and a low price
point in hopes that it will push more people to the middle
price point. So we created a one bottle option for $69.95
{which | felt was WAY over priced and thought that no one
would ever take it). We then created a three bottle option for
$129.95 {which | thought everyone would take) and then a
decoy 6 bottles for $229.95.

When we started driving traffic, | was shocked that most
people purchased the one bottle for $69.95 (which taught

me a lot about the price barriers in this market). But what was
even more interesting was when we removed the three bottle
option our profits went up by 83.01%, but when we removed
the six bottle option it lowered our profits by 15.06%.

Our thought is that having too many options can hurt sales,
but having one high price offer obviously helps push people
to what you really want them to buy. Oh ya, and the last
thing we learned is to price products a lot higher then you
think you should and people just might buy them.

OVER CONTROL WHEN OVER CONTROL WHEN

THE 3 BOTTLE OPTION THE 6 BOTTLE OPTION
WAS REMOVED WAS REMOVED

REVENUE PER VISITOR

——— —

7/ increase
<~

$2.87

Control No 3 Bottle Option

$5.26
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CONVERSION ’

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

HOW SHOULD WE CONNECT?

Facebook Connect

Test by Russell Brunson and Todd Dickerson

Earlier this year | was in a mastermind group and heard
someone say that they tested using a Facebook connect
button instead of an optin box and saw no drop in
conversion rates and they were able to get the person's real
Facebook email address (which, by the way, is a good idea
because an email address that is hooked to a social media

account is worth a lot more than one that is not).

In fact, | heard from one friend that the email addresses on
his list that were connected to a Facebook account were
worth about $80 a year, where those that were not were
worth less than $1 per year!

So, hoping that his test was correct, we launched our local

black box offer with only that one option. Within a few

hours we noticed that conversions were horrible.

So, we quickly scrambled and added an additional email

67 | 108 Proven Split Test Winners

W Facebook Connect + Email

f Register For Webinar Series Now

28| Register For Webinar Series Now

optin button which increased our registration conversions by
65.27% and increased sales of our upsell by 49.92%. So, the
moral of this story is don't ever just use Facebook connect.

CONVERSION RATE

ncrease
<>
o>

40%

Optins With FB
Connect and Email

24%

Optins With
Facebook Connect



GIVE IT TO ME NOW!

Option To Watch Webinar Now

Register Free Now

Choose The Best Day for You...

o Watch the replay from yesterday's
event, now!

@ Tuesday, July 9
Wednesday, July 10

Thursday, July 11

only 300 seats available!

Test by Russell Brunson and Todd Dickerson

S0, this is another one of those tests that drove me crazy.
We ran it about two years ago, so | don't have the exact A/B
results, but | can share with you what happened.

We had launched our first automated webinar and it was
doing really well. About that time | saw that Rich Schefren
had added an option to his registration form that said
"Watch the replay of yesterday's event now."

When | saw it, | instantly hated it. It went against
everything | thought and believed with automated
webinars. | thought the real power was taking them
through a sequence, warming them up and then allowing
them to watch the webinar.

But, thanks to Todd (and against my wishes), he decided to
try it. He let it run for two or three weeks, and that's about
the time | caught it. | told him to take it down, but, luckily
for us, before he did he looked at the numbers and what
he found was exciting.

Over the prior few weeks, 25 percent of our registrations
picked the "Watch the replay of yesterday's event now"
but what was really exciting is that 50 percent of our sales
came from those people! Yes, the majority of the buyers
wanted to watch (and buy) now.

After that, | was humbled again and we moved that
option from the bottom of the signup options to the top
default option.

HOW THE NUMBERS STACKED UP

OF REGISTRANTS CHOSE TO
WATCH THE WEBINAR REPLAY

IMMEDIATELY

OF OUR TOTAL SALES CAME
e FROM THOSE 25% OF WEBINAR
I REGISTRANTS!
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CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

TESTIMONIAL GRAFFITI

No Testimonials

1-800-748-8559

| Neuracel - Reduce Your
_. Neuropathy Pain NOW!

Tl Mhost Pogndar & Best Vidue Chaical L2 2 2

The P
Support System, Trial Bottie

Nouracel, one menth supply (no
automatic shipments)
2 30 e
L} 0 gt ar o vy b,
ulrial T
Posiage & Puciimg:  BLEE

Pemi Q10

Neauracel, 4 month supply (no
sutomstic shipments)
0 ¢ ro mgay @ r——

2T 0 o g o o eyt

e 3T

W Testimonials Added

1-800-T48-8559

2 Comm s i of vy - — —
VI g e e St

e o Fitegs & ey BLE

Neuracel, one month supply (no
sutomatic shipments)
T
O e p—— e — =
feaegme DRSS
SRR Pouuge & Pacring. A8
ok T ATIR

Neuracel, 4 month suppiy (no
automatic shipments)
) 4 v, o M
O T g—— g "
i
Postage & Pumking: M.

Pasege & Pasking. A5

Tese EOLTY

Test by Russell Brunson and Todd Dickerson

On our order form for Neuracel we had this spot that was —~= —
just empty. We didn't think too much of it at first, but | think
it really bugged Todd, so he decided to throw in a few of
our testimonials in text format to fill in the open area.

And the results...? Well, as you can see, the version of the
order form that had the testimonials smashed the version
that didn't have them.

So, the moral of this story is, when you have extra, empty

space, don't leave it empty... add some testimonial graffiti 14% 21 %

and watch your conversions skyrocket! No Testimonials With Testimonials
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FAQS DOUBLE CONVERSIONS

Original

Click The Big Button Below To Get
Started Instantly.

Test by James Francis

For those who don't know me, | have a $497 “done for you”
offer in the “make money online” industry called Done For You
Commissions, which is sold straight from a sales video. We do
alot of split tests for it, but this one really blew everything out
of the water. We were getting a lot of similar questions in our
support desk about the offer, so | wanted to see if answering
these at the very end of the sales video itself in a relaxed way
would increase sales. So which made the most sales?

Yeehaw! The FAQ section at the end of our sales video
actually doubled our conversion rate. In fact, Google
Content Experiments was actually so sure of the outcome
that it massively weighted the traffic onto the winning
version about halfway through the test.

The theory behind this is simple - having their questions
answered in the sales video itself actually stops people
moving away from our main sales message to contact our

W New FAQ Section

Ok, Look... Off The Record Here...
I Do Often Get Asked A Few
Questions From People Who Are
interested In This, But Are Not
Ready To Invest Just Yet. So Let’s
Answer A Few Of Those Now...

support desk, waiting for a reply, and creating objections in

their mind in the meantime. So they retain their buying state
of mind (which the sales video created) and “strike while the
iron is hot.” Plus, the act of answering questions itself shows:

1. There’s a demand for the product or service, as other
people have obviously had to ask the questions — which
is great for adding social proof into your pitch, and

2. Youactually care about your customers because you're
taking the time to help them with their queries and to
come to a decision {even though that was your main
objective from the beginning).

To implement this into your own sales videos, just sort
through your emails or support tickets from your prospects
to find the most common questions people ask. Then
answer them in a positive, benefit-orientated way at the end
of the sales video — after the final call to action - in a relaxed,
soft-selling style.



CONVERSION

TESTS
PAYMENT OPTIONS WIN AGAIN

W Full Pay + Option For 2-Pay W 2-Pay Option Chosen

Real onpage conversion tests you can swipe
and deploy to increase customers.

Flasse choose: Piasse chooss:

@ One Paymant Of 2437 - Project Oetivered Winm T-14 Dlrl Favtant Cnowe') One PI@M it OF 3487 - Pmll:lbwmd\h‘ﬂllﬂ1 14 Days
Tt Moaitey Paymants Of $248 50 - Proget! Desversa On Fnal 1 :;r,;‘;—qrr & Tiwn koA Paymants Of $248 1 Diverea On F

| Enter Your Email Address Here To l-&; Ermer Your Ema Addigss Hers IJ..F‘}

Only $497. 00! Only $248. 50

00

BUFNOW

Test by James Francis the full or split payment. Plus, all split payment plan funds
were collected too, meaning we didn't “lose out” on any

Another great test we've done for our Done For You profit. People just love a good financing deal - especially

Commissions offer is related to the pricing and affordability. when the price point is higher than what they're used to.

As the price point is higher than what most beginners in

the “make money online” industry are used to, | wondered

if adding a choice between the full payment of $497 or two CONVERSION RATIE

monthly payments of $248.50 directly below the sales video ~-

would increase conversions.

The sales video remained exactly the same without ncrease
mentioning the split payment option (to encourage the full E <>
payment choice), and below it was a simple radio button

selection created using some simple JavaScript code, which
revealed the different payment button when clicked. The

split payment was simply set up as one monthly recurring

payment within our payment processor.

33% 1.05%

As you can see, the clear winner which more than tripled our Full Pay Only 2-Pay Option Added

conversion rates was the version with the choice between
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Now, there are multiple conversion elements at work here...

Our favored payment choice is obviously the full $497
amount in one payment (as it removes the possibility of
the final payment not being collected successfully), so
one subtle but powerful element is the favored choice (i.e.
the full payment option) being pre-selected and shown

in bold, as it draws more attention to it and is seen by

the prospect as the main call-to-action. Plus, with the full
payment choice being pre-selected, it's the path of least
resistance for the prospect, so most of them choose this
full payment option.

Another important element is the word “fastest” instead of

“best”, as people in this industry want results in the fastest
time possible, and it's much more specific than simply using
"best”, as it shows how it's the best choice.

Similarly, it's human nature to hate waiting for things
(especially when you've paid money for it), so the wording
“Project Delivered On Final Monthly Payment” not only

tells the prospect the terms of the payment plan (removing
confusion after their payment), but also makes the fastest
payment option more attractive to them due to the reduced
waiting time. So whatever your product or service's price
point, I'd highly recommend setting up a split test with
some kind of payment plan, as you'll be pleasantly surprised
at how many extra sales you make.

ORDER FORM DELAYS

No Order Button Delay

Free Video Reveals:

_{LOCALMARKETING MYTH

Just imagine, if you could walk into
a business, make them a promise,
and then withu24 hours flood
them with more business.

. ClickHereTo AddTo Cart Now

Test by Russell Brunson and Todd Dickerson

This is one we have been testing over and over again, and |
keep waiting for it to stop winning. The common thought
among mast marketers is always that you should wait to show

CONVERSION RATE

Increase

ﬁ

4.2% 2.8%

No Order 11 Minute Order
Button Delay Button Delay

your order form in your sales video until you mention the price.
But once again... showing the order button immediately won.

If you're delaying your buying option, you're probably
losing a lot of money... test this out ASAP!

DotComSecrets Labs | 72



CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers,

CHANGE THREE WORDS

Control

Step #1 Step #2

How did you hear about us?  Gel acorss information

Step #3

How did you hear about us?

TV
Dan Kennedy
Email Newsletter
) Banner Ad

v This Is a free servies and credit card Is NOT required.

Test by Russell Brunson and Todd Dickerson

Before | get started on some of the crazy tests we had with
this landing page, | want to thank Daegan Smith. He has
been split testing this squeeze page for over six years and
has created an amazing template that keeps making me

a ton of money. We used his control and keep tweaking it
and finding new things that help.

So, we did three tiny tests that had huge impact to EPC’s
and total sales. All of them are very exciting. The first test
was to add a "catch-all” for the mini survey.

The psychology behind Daegan’s landing page is that
having a mini survey gets people engaged, and after they
have made the first micro commitment, they are more
likely to finish filling out the process. In the control, we
gave four distinct options but in the test we changed

one of the options to a “catch-all” because we assumed
that many of the people didn't hear about us from one
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W “Catch-All" Option

Step #1 Step #2

How did you hear about us?  Get access information

Step #3

Get your access!

How did you hear about us?

v

Dan Kennedy
| Email Newsletter

Other

(. This isa free service and credit card is NOT required.

of those options, and maybe because they didn‘t, they
stopped progressing. So we added “other"” as the fourth
option, which gave everyone a way that they could answer
the question correctly. The next two tests we did on this
landing page are shown on pages 74 and 75.

EARNINGS PER CLICK

ncrease

$0.97

$0.32

Control “Other” Option Added



SPECIFIC NUMBER IN HEADLINE

Control (1,000 In Headline)

FREE Video! Send Emails, Make Money!
"How To Add up to 1,000 people a day to
your email list and make money every
time you send an email!"

Step #1 Step #2 Step #3
How did you hear about  Get access information
us?

Get your access!

How did you hear about us?

Tony Robbins
Dan Kennedy
Email Newsletter

Other

L Thie s a free service and credit card is NOT required.

Test by Russell Brunson and Todd Dickerson

This test was cool because it helped to prove something
that | had assumed was true. Qur first headline said it
would help you to add 1,000 new leads a day to your email
fist, where the test gave a number that was very specific:
1,198 people a day.

I think that when you see a number that is rounded up or
down, people assume that you're guessing. But when you
give a specific number they believe it’s the actual number.

The result? We saw a 33.56% increase in conversion by
using 1,198!

W 1,198 In Headline

FREE Video! Send Emails, Make Money!
"How To Add up to 1,198 people a day to
your email list and make money every
time you send an email!"

Step #1 Step #2 Step #3
How did you hear about  Get access information
us?

Gel vour access!

How did you hear about us?

Tony Robbins
Dan Kennedy
Email Newsletter

Other

o Thisisa free service and credit card is NOT required.

CONVERSION RATE

Increase

1.23% 1.64%

Control 1,198 In Headline




CONVERSION

TESTS
TWEAKING THE FRAME

and deploy to increase customers.

Real onpage conversion tests you can swipe '

W Control (Get Your Access) Finish
FREE Video! Send Emails, Make Money! FREE Video! Send Emails, Make Money!
"How To Add up to 1,198 peopie a day to "How To Add up to 1,198 people a day to
your email list and make money every your email list and make money every
time you send an email!” time you send an email!”

Step #1 Step #2 Step #3 Step #1 Step #2 Step #3
Flow did yos bear sbowt us? et sccess informatis ot yewszr mrcems! Hhorm did yous hrar abosst ua?  Gort sovana imformaf) Finish!
How did you hear about us? How did you hear about us?
™v ™
Email Newzle* Email Newsle
Other Other
Step #3 Step #3
'on Get your access! 'uu Finish!
= @about us? _.,-...-k.about us?
X |
Test by Russell Brunson and Todd Dickerson in their mind they close the sales loop, where as when they
see “Get your access!” the loop is not only still open, but it
The only difference between these two picture is we gets them excited for the next step in the process.
changed the text on step three from “Finish” to “Get your
access!” After we ran this one we were really excited to see We are testing this concept now with our upsell processes as
that the word "Finish” increased our optins by 18%. In fact, well where we are taking someone from page to page. The
we almost called a winner and just turned off the test. But frame someone enters each page of your website through
luckily Todd looked a little closer to see how it had impacted has a huge impact on the actions they take on that page.

sales, and what he found was a little strange at first. The _ _
page that had the “Finish” option may have increased

optins by 18%, but it decreased sales by 31%. HOW TI-IE NUMBERS STACK‘ED UP
After debating why this would happen, our thoughts are that |

is has to do with the pre-frame they are entering the sales MORE OPTINS OVER

LESS SALES WHEN “FINISH”
' } L _ _ CONTROL WHEN WAS USED, MAKING
video through. With “Finish” they think they are finished and “FINISH” WAS USED CONTROL THE WINNER
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ORDER FORM SMACKDOWN

Control (2 Step Form)

Qur Nesck Succrss Storfl”

Join The DotComSecrets X
30Day Challenge Today

Test by Russell Brunson and Todd Dickerson

This set of tests was something | was excited to expiriment
with. For years we have been doing order forms in a two
step process, where someone would watch the sales video,
then after watching it they would click on an order button
and be taken to a new page to order.

For along time I have wanted to test this, but until recently
we were using Clickbank on all of our sales funnels, so we
weren't able to do inline order forms.

But as we've been recently moving away from Clickbank, it has
opened up a whole new world of testing ideas that we can try.

W On Page Form Left

+ Would you ffles 10 pre-pay for your eatire first year of service and
3 receive & discount of cver S0%7 '

On Page Form Right

e

+ Would you ifke 10 pra-piy for your entire first ywsr of servics and |
o recohve a discount of cver ST%T 4

So the first test was having a button that took you to a new
order form on a new page versus having the order form
open in the same page. This was a test that | felt like | knew
which was going to win, and I'm very happy to announce
that I was right! Having the order form in page increased
our conversions dramatically. (It's almost embarrassing how
badly it was beaten).

Now, the second test in this series was to have the form
where people fill out their credit card details on the left
versus the right. My thoughts were that if someone is
filling out a form and it's closer to the scroll bar, that it
would increase conversions. We've seen similar things
with optin forms, so | figured it would carry over to order




£ CONVERSION

TLTESTS
ORDER FORM SMACKDOWN, CONT.

Real onpage conversion tests you can swipe
and deploy to increase customers.

forms. But, unfortunately for me, | was wrong on this one.
For some reason the order form on the left side has been
beating the form on the right side consistently for a few

weeks now.

| keep hoping it'll lose, but so far no luck.

We have a few new tests running on this order form that
are exciting, but we don't have enough results yet to show
off. But so far in just 60 days we have been able to increase
conversions of the front end of the DotComSecretsX funnel
by over 500% and order form conversions by over 300%.

Pretty crazy considering we haven't touched the sales video
yet! How much have you increased yours so far?

Brad Callen took one of our landing page tests, and check
out his results:

"Hey man, on Friday, | tested out the Facebook comment
style testimonials vs the testimonial style we used before,
which was just our own design. The Facebook testimonial
style outperformed the other, big time. 217 front ends vs
287 front ends. That's pretty major, considering it wasn't a
change to our sales video at all.”

ORDER FORM CONVERSION RATES

—— r
% 2.5% 2%
1 4 0 J /0 0
Control On Page Form Left On Page Form Right
Yariauons * L Conversion Rate Range * n::c:vml ch::", '::' '_,“' o Conv/Visitors
i On Page Order form Left 2.48% 0% —— — +75.22% 9% 41 /1650
On Page Order form Right 2.06% 0% - . w45 10% 3% 3BT

Average Case 1.95% 10%

- - 105/ 5396



7VS. 30 DAY TRIALS

/7 Day Trial (Control) W 30 Day Trial (Treatment)

3,500+ businesses use our inbound marketing ,500+ businesses use our inbound marketing
software to grow traffic, leads and sales software to grow traffic, leads and sales

By Magdalena Georgieva from Hubspot.com

CONVERSION RATE

The screenshot above is of a call-to-action A/B test that
sought to compare two marketing offer types. The image
actually illustrates what HubSpot's homepage used to look

like in 2010! Originally, HubSpot's homepage offered our 1ncrease
community a seven-day free trial. '

However, we were curious to see if offering a longer trial
period would entice more visitors to sign up. Would it have
a significant effect? In this case, our control was a variation --

that offered the seven-day free trial, and the treatment 33% 71 %
offered a 30-day free trial. Results from the test showed 2 Day Trial 30 Day Trial

that the 30-day free trial enticed more visitors and had a
significant effect on conversion rates.

Scan the QR code or go to the

The 30-day free trial won with a 99.9% confidence rate and website below to view more tests:

created a 110% increase in HubSpot free trials. The control http//bloghubspot.com/blog/tabid/6307/
bid/31634/A-B-Testing-in-Action-3-Real-Life-

had a 0.326% visitor-to-free-trial conversion rate, while the Matheting.Experrnents s

treatment had a 0.709% visitor-to-trial conversion rate.
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CONVERSION

TESTS

Real onpage conversion tests you can swipe
and deploy to increase customers.

NO CREDIT CARD REQUIRED

W Trial With No Credit Card Required

10,000 visitors

QN 04
O Y%

r

Monthi churn
2.58

By Neil Patel from QuickSprout.com

All free trials are not equal. Some people require a credit
card upfront to start the free trial while others do not.
Totango just released an interesting study that showed the
difference between asking for a credit card upfront versus
asking for it later.

The results were huge! By dropping the credit card
requirement, they were able to increase front-end signups
by 500% and overall paid customers by 50%.

Although 50% isn't as big as 500%, it's still a big increase.
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150 converted to paying users

120 paying users retained after 90 days

Trial With Credit Card Required

10,000 visitors

Q .

~ 100 converted to paying users

00 free trial signups

0.0

60 paying users retained after 90 days

Monthly churn

2.5%
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LLOVE THIS ISSUE OF
DOTCOMSECRETS LABS?

Post your review & well send you a free DCS Labs shirt!

STEP1 4 STEP2 3}

Record a video Post it to YouTube
review of this issue and share the link at

(be sure to show off  facebook.com/groups/
deslabs  “N N

your copy)! |

Plus, if you tell us how you implemented an idea from this
~issue, you could win a free iPad Mini and get featured in

next month’s issue! So send us your review today.

STEP 3

Look awesome in
your new DCS Labs
t-shirt.
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@ TESTS

Real tests of webinars, closings, sales processes
and more to increase how often customers buy.

THE SLIDE THAT IMMEDIATELY
GAVE US A 25% RASIE!

Test by Russell Brunson and Todd Dickerson

Last summer | was sitting on a house boat with Kirt
Christiansen who has an autornated webinar right now in
the trading niche that is killing it. Whife we were sitting on
the boat, he pulled his phone out of his pocket and showed

me his email inbox.

What | saw shocked me. It was two pages of emails from
people who had called him and left their credit cards in a
voice mail! | asked what he did, and he told me that in his
webinar, when it reaches his CTA, he gives his customers the
ability to order online, or they can call and place the order...
but he did it with a twist.

If they wanted to buy, but they had a question before they
ordered, he had them call a Google voice number, and

leave their full name, address, phone, email and credit card
number (with expiration). He would then call back the next

W Questions Slide
Get Started NOW For Just

$725 Today

Click Button Below Or Signup Here:
http://DCSLocal.com

Still Have Questions...?

Call our secure volcemai line at 1 (816) 866-6615 and leave a
DETAILED message with your full name & address, phone, email
and credit card number (with expiration) and we'll return your
call tomorow to confirm and process your order, and answer
any questions|
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THE NUMBERS

INCREASE IN PROFITS WHEN
WE INCLUDED A SLIDE THAT
SHOWED PROSPECTS HOW TO
CONTACT US FOR QUESTIONS.

day, answer their question and then bill their credit card. But
the key to this was to stress that they needed to leave their
credit card to lock in their position.

| got excited by that, so when | got back home | found his
webinar, watched it and saw what he did. | then went back
into my own automated webinar that had been running for
months, and tweaked one slide (shown here).

Immediately we started getting phone calls each day.
After the dust settled, we looked at the stats and saw an
immediate increase in profits by over 25 percent.

My thoughts are there is a percentage of your customers
who want to buy, but they have just one question keeping
them from calling. If you give them the ability to get that
one question answered, they will buy.
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PAYPAL'’S “BILL ME LATER”
FINANCING PUTS 35% MORE MONEY
INTO OUR POCKET!

W PayPal Bill Me Later Option

@0 VISA sscove G payear
Click Here To Get Instant Access Now!

Special Financing Offer:
NO Payments and NO Interest for 6 months*

Get 6 months to pay on purchases of $99+ Gt 35 ]
PayFaJ Check oul with PayPal and choose Bill Me Later® ,

"See Paypal Bill Me Later terms

Test by Russell Brunson and Todd Dickerson

I want to preface this test with the fact that if | trusted PayPal,
I'd use this on everything that | sold. But I've had too many
PayPal accounts shut down, so we were a little timid with this
test, but still were able to get a huge 30 to 35 percent increase
in sales on one of our high ticket offers. Let me explain.

PayPal's “Bill Me Later” program lets your customers buy
your product, you get the money immediately, but they
don't pay interest (or anything) for six months... But here's
the kicker — after 60 days, they can't refund, and PayPal does
all of the collections for you! Pretty cool, don't you think?

So, if | was pitching this hard on a webinar, my script would
be, “and to prove that what | have works, I'm gonna let you
buy it, and use it for six full months before you ever have
to pay a dime... that way you can make your money back

W StoreCoach.com Using BML

TORE' COACH [IREE -
ey i Py =

EBillMeLater
Buy now and have 6 months to pay!
Nointerest ifpaid in full within 6 months
Instant approval (just answer 2 questions)
® Ties directly into your PayPal acoount
s Click the PayPal button below, signin to a
personal PayPal account and select the
BiiMeLater option

g

o R

Y [ Y

before you pay anything...” I'm sure that if I used that pitch
I could have easily gotten over a 50% increase, but alas, I'm
scared of PayPal stealing my money.

So, what we did instead, after people left the order flow, we
live chat exit popped them about a financing option... which
was just us pushing to a version of our order form with a video
at the top showing them how to use “Bill Me Later.” We also
added one email to the follow up sequence for webinar
attendees who viewed but did not purchase. Between these
two things we saw an immediate increase in sales by 30% to
35% on a $725 offer.

After mentioning this to a few friends, | saw our buddies at
StoreCoach.com implement it as one of their core buying
options (even given higher priority than their normal order
button). | don't know their conversion rate, but I'm sure this
gave them a nice lift.
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Real tests of webinars, closings, sales processes
and more to increase how often customers buy.

THE “DAN KENNEDY" OFFER

W Dan Kennedy Style Offer

Give Smarter Webinar a Shot Today and Save For a Lifetime!
PLUS, Keep All Twenty Presentations Just For Trying!!!

Special Price

2REMEMBER: As a thank you for glving Smarter Webinar a try, you get to keep the 20 presentations,

saipts, and promotional sequences that are currently loaded into the system — even if you decide not

to stay with the service!

Test by Mike Cooch

One of my friends, Mike Cooch from Locallncomelabs.
com, sent us a really cool test that | wanted to show

you because the only real “tweak” was the actual offer.
Sometimes we facus so much on the little tests, that we
forget the biggest thing we can change (that will often
have the biggest impact) is our offer. Check out the huge
increase Mike saw by tweaking his offer:

We just re-launched Smarter Webinar, a $47/month
automated webinar service to our list. We took two
approaches and did a little split test:

«  Promo #1: Sell a valuable, low end offer ($19 for 20
done for you webinar presentations, email scripts,
etc.), then sell Smarter Webinar as the upsell with
the offer to discount the first month. So the total
they paid today was only $47, the normal cost of one
month of Smarter Webinar.
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«  Promo #2: Sell Smarter Webinar directly, but offer the
same 20 webinar presentations as an "amazing free
gift" just for trying the service" (Dan Kennedy style).

Here are the results:

Promo #1: $6.25 EPC

«  Recurring Smarter Webinar accounts sold: 34
Total Revenue: 53,441

. Total Recurring Revenue: $1,598

Promo #2: $8.64 EPC

«  Recurring Smarter Webinar accounts sold: 153
- Total Revenue: 57,191

- Total Recurring Revenue: $7,191

| guess we know the right way to promote continuity to our
list! Even if we see much more churn from the Promo #2
buyers, we are going to come out way ahead.

TOTAL REVENUE

Increase

$3 441

Low End Offer
With Upsell

$7.191

“Dan Kennedy”
Style Offer
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THE TWO-STEP CALL CENTER

Test by Russell Brunson and Todd Dickerson

When we first launched our supplement offer, we decided
to do a two-step order form where we would ask for a
shipping address and phone number on page one, and
then on page two we would let them pick which package
they wanted and get their credit card information.

While setting this up | was looking at a lot of other similar
style offers, and | would always order them to see their sales
process. One night after filling out an order form for some
miracle supplement - | was too lazy to find my credit card to
order and instead decided to go to bed. The next morning

I got a phone call from a call center asking me if | had

any questions about the order and if they could help me

complete it. Pretty cool if you ask me.

So, that day we had someone in our office start calling all
of the partial leads that came through our funnel. Within
minutes she started closing sales. We discovered very
quickly that she was able to convert over 10 percent of
our partial leads into sales just by answering one or two
questions. (I think she could have closed a lot higher if she
had been able to get a hold of more people).

Because this test worked out so well, we've decided to test
out a few different call centers to see how much of a closing
percentage they are able to get if they call the prospects
within an hour of them ordering and can more easily follow
up with them if they aren't able to get a hold of them.

We have been playing with this two-step order process in
a few markets now, and I'm very excited about them for
three reasons:

First, we get a lot higher conversion doing two step
order forms (more leads)

Second, we can email those leads and get them to
convert to buyers

Third, we are now able to call them on the phone and
convert an even higher percentage

HOW THE NUMBERS STACKED UP

PERCENTAGE OF PARTIAL LEADS WHO
BOUGHT AFTER WE CALLED AND ANSWERED
ONE OR TWO QUESTIONS.
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PHONE ORDER EXIT-POP
CREATES 65% LIFT!

W Exit Pop With Phone Number

S —— o St
| [ A A »n s Befere i Gl < <2<
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Sy on his Page Leave thin Page

Test by Russell Brunson and Todd Dickerson

I'm not sure if this strategy will give the same liftin all
marketplaces, but with our supplement, we have an
older demographic and many of them are nervous about
ordering online. At first we added a phone number to the
header of our sites, and instantly we saw a percentage of
sales start coming into that phone number.

We later had an exit-pop that offered our visitors a discount
on shipping if they ordered now. While we thought it was a
good idea, the number of sales we got from it were almost
zero. So that's when we decided to tweak the exit pop to
say, “Are you nervous to order online? If so, please call this
phone number.”

LIFT IN SALES AFTER WE ADDED
AN EXIT POP THAT GAVE
PEOPLE THE OPTION TO CALL
AND ORDER BY PHONE.

We also added multiple emails into our follow up system
telling them that if they are nervous about ordering online
to call us and we'll have someone take their order. By
adding phone numbers in these three locations we have
seen a 65 percent lift in sales from the phones.

Again, I'm not sure if this will translate the same for all
markets, but my guess is you'll see an increase of online and

offline sales by adding phone order options immediately.

OUR EIGHT-FIGURE CALL
CENTER SCRIPT

Test by Russell Brunson and Todd Dickerson

As many of you know, for about five years we ran an in

85 | 108 Proven Split T

house call center in Boise, Idaho. As we went from one
sales person to over 60 we had to create systems and
scripts that helped us to systematize our process and build



an eight figure a year business. Each time we hired a new
sales person we would give them our sales script and a
DVD teaching the four parts of the script.

Introduction

The Blast

The Probe

The Commitments

oW =

They would have to memorize the script that night and
come back for a second interview. If they could learn the
script, they would make me (and themselves) a lot of
money. It was simple - stick to the script, make money.

Download the full printable version of our script at tinyurl.
com/7FigureSetScript or by scanning the QR code on the

right. You can modify this script and use it to make money
in any niche. It follows a two person setter/closer process.

On the next page, I'll explain more on how the setter/closer

dcst

Scan the QR code or go to
the website below to get
the printable version of our

sales script:

http://tinyurl.com/7FigureSetScript

process works. And I'll show you how we tweaked this
process into a very powerful three step process (liner/setter/
closer) and also I'm going to give you the four training
videos that we gave every new hire.

Watching these four videos will help you to learn the script
even better and you can give it to your sales people and
have my guys train your guys. So, look for those videos on
the next page!

INCREASE SALES AND KILL
TWO-THIRDS OF YOUR REFUNDS!

Introduction

Scan the QR code orgo to
the website below to watch
this video:

http://tinyurl.com/cutrefunds

Written by Russell Brunson

Here is an awesome three minute video from the late Gary
Halbert that shows a very powerful strategy to increase your
sales by 50% and decrease your refunds by two-thirds.

In this video Gary talks about how most people decide

if they are going to get a refund while they are ordering,
and to combat that he created a "double your money
back" guarantee. The secret is in how you structure the
compliance to receive the actual refund. This video is short
but will give you a very powerful way to structure the
guarantee in your offer!
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THE TWO-STEP CALL CENTER

Written by Russell Brunson

On the last page | gave you the sales script that we used to

puild our s

When we would hire a ne

this script ar daDVD tow

training haw to use it.

s o
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floor from one guy, to 60 full time sals

w sales person, we would give them

atch with our top four sales guys

Scan the QR code or go to
the website below to watch
this video:

http//tinyurl.com/tsccO1

Scan the QR code or go to
the website below to watch
this video:

http//tinyurl.com/tscc03

ople.

Each of these sales guys produced over $1 million in sales

each...each year!

For years people begged me to have a copy of the videos
so they could use them to train their sales people, but I've
always said no... until today. Here are videos from our top
four sales guys showing how to use our script.

Scan the QR code or go to
the website below to watch
this video:

http://tinyurl.com/tsccO?2

Scan the QR code or go to
the website below to watch
this video:

hrtp://tinyurl.com/tscc04
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THE “TOILET LETTER”

Written by Russell Brunson

When we first launched our call center a few years back,
we started by calling all of our customers who had
purchased a product, and offered them our high end
coaching program. Initially we had great success, but
because we didn't know what we were doing at the time,
we tried and tested a lot of things.

One of the first things we found was that if we timed when
we would call our leads, we could effect how much money
we made from each customer. If we called too early, then
they hadn't gotten the product and they weren't ready for a
coaching upsell. If we called too late, then they had forgotten
who we were, and had moved on to the next thing.

We found that our sweet spot was to call them between
days 14 and 28. That is where we saw the highest DPL
(dollars per lead). On average we'd make about $150 for
each lead we called during that time period.

Then one day we had an idea. It was actually a stroke of
genius, but was created out of laziness. Some of our sales
guys were complaining and said, "l wish people would just
call us instead.” | thought it was funny, but then the wheels
in my head started spinning... So, | wrote up a quick letter
(that became known as the "toilet letter") that we would
mail out immediately to all buyers. They would call a phone
number requesting a free CD and some checklists. When
they called, it would go to one of our live sales people. They
would get their address, and ship out the packet... but then,
while they had the person on the phone, they would go
into their sales call.

We ran this campaign for over a month, and | had (stupidly)
assumed that it didn't work, so when we ran out of the toilet
letter, | told our team to stop shipping it out.

DOLLARS PER LEAD

$150

Outbound Leads

$450

Leads Who Called Us

About two weeks later, one of the sales guys asked me if

it was possible to get more of those "call in" leads. | asked
him if he liked them, and when he responded that most of
his sales came from them before, | went back and actually
looked at the numbers.

What | found out shocked me. The people who initiated the
sales call from the toilet letter were worth $450 per lead! |
think that this was caused for two reasons:

First, it got our hyper active buyers to raise their hands and
sign up now. Second, it changed the state of the call. When
a sales person calls you, it's not normally something most
people look forward to, and it takes a lot to build raport and
get the sale. But when the client is calling you to claim their
free gift, it starts the call off on a different note.

We found that we had similar numbers for anyone who
called in before we made the outbound sales call, so we
added this same call to action on our "thank you pages," in
our email follow up sequences and anywhere else we could
add it in. We've included the full toilet letter on the next few
pages of this book.
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%%gﬁw, OEFer Yor NBW STUTENTY

Exclusive “Thank You” Gift:

“Discover How You Can Grab My
‘Take-You-By-The-Hand’ Action
Checklist You'll Refer To Again And
Again Throughout Your Wealth

Building Journey...For FREE!!”

Best Part? It’s like having me looking over your shoulder, checking your work, making
suggestions, and recommending improvements as you take action on all of the wealth-
building knowledge you’ll gain as one of my valued customers!

Dear Internet Marketer,

As you know, I live, eat, and breathe marketing. I have a marketing library that’s worth over
$200,000. And I teach marketing for a living via workshops, teleseminars, and coaching groups.

Yet, even I can’t remember everything. I mean, it's downright impossible to remember every
marketing tactic, outsourcing trick, copywriting secret, and product creation strategy off the top of

my head. —
SAVE TIME AND MALE Avee 338
That’s why I created special “action checklists” for myself. It's always sitting on my desk to
my right--next to my photos of my wife and Kids. I refer to it constantly to remind myself of the
critical steps I need to take to extract as much profits from my business as possible!

Let me tell you, it has come in handy so many times! Like the time my search engine optimization
efforts weren’t skyrocketing my site to the top of Google. Instead of trying to filter through YEARS
of search engine knowledge in my head to figure out what was wrong, I simply referred to my
action checklist and discovered the crucial step I left out.

Or when I wrote a sales letter that wasn't converting worth squat. Instead of trying to recall every
copywriting secret from all the marketing books I've read, [ just referred to my trusty checklist to
figure out that I had ignored a critical copywriting rule. Let’s just say that...

This Checklist Has Saved My Butt
Over And Over Again.E.. n; ;reven;ediﬂe
From Flushing Money Down The Toilet!
You see, about a year ago while doing a two-hour call for one of my $10,000 coaching students, I

had a revelation. Since it's my duty to over-deliver each and every time I teach “newbies,” I
flooded my students with as much actionable, wealth building information possible.

Ovee —V
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But there was a problem: I was going through the material way too DARN fast! The students were
going through serious “information overload” and desperately asked for a simple step-by-step
checklist of what to do next!!!

So I decided to reveal my checklist to everyone on the call. And I revealed it to even MORE
of my students who paid big bucks to learn from me. I mean, that checklist has saved me so many
times, I cannot count. If it helped me, it can definitely help you with your business!

- __---I___--_'_"'—'——_L
At first I wanted to give my checklist to ALL of my customers. But then I decided to be
selective regarding who'll get it. I mean, I spent countless hours devising this checklist stemming
from YEARS of listening to teleseminars, webinars, watching DVDs...you name it!

So I revealed the checklist ONLY to my top clients who pay me over $10,000 to coach them and to
a few who bought my high-ticket courses where I charge up to $1,497. Heck, the checklist was
recently included in my home study course I sold last year for $997... but now it is off the market!

To be frank, this stuff is TOO valuable to give to just ANYONE. So I kept my action checklist under
close wraps...

UNTIL WOW [/

I am going to give you the EXACT SAME checklist I use every day as a “thank you” for being my
student.

You see, this checklist is a “Cliff Notes” version of my million-dollar blueprint that chunks down
every critical step necessary to build a profitable online business. The steps are broken down into 6
phases that include idea generation, preparation, product development, website structure,
copywriting, and traffic generation.

You'll be able to leaf through this 6-page document while working and easily check off everything
you need to do without racking your brain trying to “figure out” if you remembered everything.
This checklist will Indeed become a “trusted friend” throughout your wealth building career!

Here Are Just SOME Of The “Insider” Tips You'll
Discover (And Constantly Be Reminded Of) When You
Refer To My Action Checklist Daily!

e The 7 things you MUST think about before you even start a project (Believe me, 1
discovered this the HARD way as I had to live off Ramen noodles for a while in college to

survive!wm"f 0 w& w0 T“B LAST OF 1 T\'\m!

e The 6 secret sources I use to find top-quality workers that’ll do all the work for me (forget
about doing everything yourself when you can delegate and focus on the REAL
moneymaking functions of your business!)

e The 12 business functions you can easily outsource (I am consistently SHOCKED at
workshops and teleseminars how many people don’t know about this!)

e 21 ways you can package your content (if you think you’re limited to just ebooks and mp3s,
you're sorely mistaken!)

Secrets Labs | 90



Real tests of webinars, closings, sales processes
and more to increase how often customers buy.

« My simple 3 step plan for performing flawless product research (this is the bread-and-butter
of how I was able to create products my target market constantly salivates for!)

«\E e The 6 merchants I use to print my newsletter, fulfill my orders, duplicate CDs, and create
//b flawless workers (I don’t even reveal this “closely guarded” info at my $5,000 seminars!)

Ls( ~ « How to harness the product creation feedback you've received to generate an outline for a
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cash-siphoning sales letter. (Most marketers are clueless about this step and end up falling

g flat on their faces when it comes to making sales!)

¢ » My secret profit-pulling outline for creating irresistible sales letters and squeeze pages that

flood my merchant account with fistfuls of cash! m,

e My 15 step plan for making sure your website is going to pull as many orders as possible
(miss just ONE of these steps and prepare to flush your advertising dollars down the toilet!)
<

e The RIGHT way to capture hoards of joint venture partners and affiliates who'll promote
your products {Bar none: this is where you’ll make the big money FAST!)

e The EXACT 12 steps you MUST use to shovel tons of free traffic to your website (these are
the same SEO strategies I instill in my overseas workers who work tirelessly to generate
free traffic to my site!)

¥ D A WHOLE Lot MpeE ! ]

I'm Going To Shamelessly Bribe You
With The Following Bonus Previously Available
ONLY TO My $997 Home Study Course Buyers!!

Now I know you're going to use my DotCom Secrets Action Checklist so much, you'll have to
laminate it so it won’t get worn out after repeated use. But to ensure you completely understand
the importance of each and every step on this checklist I'm going to sweeten the pot--big time!

If you order while supplies last (more on that later) I'm also going to throw in a set of 6 mp3
audios where I go into explicit detail over every checkpoint.

These exclusive mp3’‘s were created ONLY for students who purchased my $997 home study course
1 sold last year. 1 expound over every single checkpoint to make sure ANYONE can take action on
these timeless million-dollar action steps. Each audio is over an hour long, so that’s six hours of
“no-fluff, no-filler” content I'm throwing in as a “thank you” for being one of my valued customers.

“So Russell, How Much Is Your
‘DotCom Secrets’ Action Checklist Worth?”

Listen, you've probably wasted your money on a lot of $47, 256-page ebooks that had only 15
pages of actionable content. And you’ve probably wasted time on bogus advice given by that
“instant forum expert” with a high post count that annihilated your advertising budget.

)| —b
QP!
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Let me tell you, I feel your pain. Why? Because I was there myself while in college—blowing the
little money I had on “get rich quick” schemes, chain letter scams, and the latest “*How I Made
$231,432 in 24 Hours While Sipping A Margarita In Cancun” $27 ebook.

You see, this checklist is essentially my PROVEN and TESTED million dollar blueprint stripped down
to its bare bones. It's only on 6 pages so you don’t waste valuable time reading it---time that’s

better spent building your busmess'Rb ?w o MNB\J MMG] E!%\\C

Best part? I'm willing to give this checklist (worth $397) to you for FREE! The only catch is
that you have to call l—w%ﬁ(&%%) right now to get the scoop. This is a *
sweet deal considering I will be selling these checklists for a limited-time price of $97—HUNDREDS

off the regular price!

Listen, when you compare the benefit of having this million dollar checklist to the few seconds it’ll
take you to make that phone call, it should be a no-brainer decision. When you use my action
checklist and it points out the 1,2 or 3 things you forgot (for most people, it's even more!) and you
make those corrections before you continue with your project, it could save you hundreds,
thousands...even TENS of thousands of dollars!

Can YOU Instantly Recall (And Apply)
EVERY Copywriting Rule, Traffic Generation
Tactic, And Product Creation Tip?

Chances are, you cannot honestly answer the question above with a “Yes.” Probably not even an
“almost.” And if you're like me, your answer will most likely (and honestly) be “some.”

Heck NOBODY can remember all of it! I know I can't. And I eat, sleep, and drink marketing for
a living!

You'll be utterly amazed the first time you use my action checklist. When you see how many little
(and NOT so little things) you left out of your sales letter, website, or marketing strategy, you’ll
wonder how you survive

So call -272-6871 (Access Code: 234
resource for absolutely no
you'll wonder how you could ever do wnthout it!

and discover how you can get this invaluable
er you launch one profitable project after another,

Your Partner for Profits,
Russell Brunson

P.S. One more thing, it's important: I've instructed my call center to release my marketing
checklist to the first 100 callers. This checklist is exclusive to my coaching programs and high-
ticket courses and I don’t want this invaluable resource to get in too many hands and dilute the
value. So call 1-800-272-6871 (Access Code: 2345) and get a hold of this resource while it’s still
hot on your mind!

T Ww't 0¥ ™\s PamN. Mou MUST Chu W
A YRS 0F ZECENWG TH\S Mt.
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7
Russell Brunson’s DotCom Secrets ACTION
CHECKLIST Priority Request Form
YES, RUSSELL! 1 want to get gay=haads on your TIME-TESTED and PROVEN million-
dollar DotCom Secrets Action Chec @ nd start slicing through years of scratching
my head wondering what step to take TEx 7online business! I understand I will have your
Action Checklist rush-shipped to me so I can refer to it every day in order to take my online

business into the stratosphere!

Here’'s what I'll get rush-shipped to me:

b
Mg

MY Acnion CHECKLITS
TeoM MY $9977 SN3TEM

« The DotComSecrets Action Checklist tha. chunks down every critical step necessary to
build a profitable online business. The steps are broken down into 6 phases that include idea
generation, preparation, product development, website structure, copywriting, and traffic
generation. I'll be able to leaf through this 6-page document while working and easily check
off everything I need to do without racking my brain trying to “figure out” if I remembered
everything!

PECIAL BONVSY/ . |

e« One CD Containing 6 hours of MP3s explaining EVERY checkpoint to make sure 1
understand and take action on these timeless million-dollar action steps. I realize these
were previously available ONLY for your students who purchased your $997 home study
course. Each audio is over an hour long, so that's six hours of “no-fluff, no-filler” content
you’re throwing in as a “thank you” for being your student!

To Discover How YOU Can Obtain This Timeless Resource You'll Refer To Over And
* Over Again Throughout Your Wealth-Building Career For FREE:
CALL Our 24-Hour Hotline At i‘

1-800-272-6871 EXT. 2345
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TRAFFIC
wTESTS

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

VIRAL AFFILIATE LINKS ON FACEBOOK

Basic Coupon Post

Jessica “The Coupon” Hacker
lage! Giober 10 @

Hurry and claim a #Puffs Wet & Dry Tissues Sample Fack!! >

http://waww.livingonacoupon.com/2013/10/free-puffs-wet-dry-

tissues-sample-pack.html

Like - Comment - Share
Y 2 people like this.

. Write a comment...

Mechall Harmon Goss Says all out

Like - Reply - &3 1 * October 10 at B: 10am via mobile

Written by Russell Brunson

We run a website and a fan page that share daily coupons

with our readers. Each day we post 10+ coupons and we

get paid when people click and print coupons. Recently

we did a test on how we post our coupons. Instead of

just posting the actual coupon, we now post them with a

funny image attached.

You'll notice that the first coupon had 2 likes, and no shares.
Coupon #2 had 350 likes, and 146 shares! Since adding this
to our posting style, we've seen a 20% increase in profits

across the board in this company!

W Funny Image Added

Jessica "The Coupon” Hacker
legp! oo 10 @

Haha, so true!!
ick up trash bags at #Target for only $.06 a bag!! That's cheaper
Costco!! No clipping coupons needed!! -->

:/fwowewilivingonacoupon.com/?p=8654

Like * Comment - Share [P 146

£y 350 people like this. Top Comments -

Write a comment... =)

Heather Chavez Wait. Your husband takes the trash out? Ludky!
L] Like - Reply - ¢85 - October 10 at 8: 16am via mobile

Maddie Gentile Boyfriends too lol
Like * Reply * «5 2 * October 10 at 9:26am

L) View 9 more comments

HOW THE NUMBERS STACKED UP

—
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FACEBOOK LIKES WITH
THE FUNNY IMAGE ADDED
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FACEBOOK SHARES WITH
THE FUNNY IMAGE ADDED

sk, et

INCREASE IN PROFITS ACROSS
THE BOARD SINCE USING
FUNNY IMAGES IN OUR POSTS
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3 STEP BANNER AD TEST

Written by Justin Goff

Here's my three step formula for testing new banners on
paid traffic. Allen J. Baler taught me this two years ago and

el

I 'still use it today... Start by creating five totally different
banners of the same size (I start with 300x250). Some of the
main styles | use are all text, news style, shocking photos,
hot girl photos, double ads stacked on each other etc...

EXAMPLE BANNER ADS

We've always thought
Jenny Craig was the
top diet plan.
Turns out we're not alone.

See who else thinks we're a winner >

%..

Text Only

Mortgage Rates Have Flipped
3.25% APR

Find Your State

“ ..
ok avbmard Culculate New Payment

Shocking Photo

Click here )

| b 'Piualiwonu’tofboc
Hot Girl Photo

Obama Urges

'Homeowners to Refinance

If you're a homeowner who owes
less than $417,000 on your

morigage, you could save
approximately $3,000/year with
this extremety simple method. You
may be amazed al how much you

oould knock off your morngage bill.
Click Your Age
Under 18 19-25 26-35 36-45
47-58 56-65 66-75 Over 75
Qaimlale_ﬂm_mm
4K C ;Hl wd\ msmn

News Style
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TRAF F I C Real tests of ads, sources and more you can
T E ST s swipe and deploy to increase traffic.

3 STEP BANNER AD TEST, CONT.

Once you find a winner from that group take that style above the rest in CTR and conversions. Once you find a
banner and test out 10+ variations. Change the copy, call to banner that works, expand that banner out to all of the
action and pictures. Try to find tweaks that increase CTR. Do main size banners you can buy traffic for (160x600, 728x90
this until you find two to three that are head and shoulders etc...). Rinse and repeat.

'AD FREQUENCY CAPS

Written by Russell Brunson CO ION RATE
NVERS

Qver the past 30 days, we have been doing a lot more
media buying, and I've been struggling to figure out how
often we should show someone our ads. | had heard a lot S
of people talking about frequency caps and read a lot of -
opinions, but finally saw a post on Facebook from Brandon
Kelly that showed some cool results based on their testing.
Here are Brandon's results:

. Brandon Kelly
|MEDIA BUYING - FREQUENCY CAP TESTING]

Thought | would share something from one of the tests | am
running. I've been playing with frequency cap settings on a couple
RTB display campaigns | am running. Testing tight frequency caps

(2/24) vs. no frequency cap. Each test ran for 24 hours. 1 27% 2 1 3 %

Tight Frequency Cap (2/24 hours): y
Impressions: 104k No Frequency Cap 2/24 Hours

CTR: 0.05% E— A e =
Conversions: 1 (2.13%)

No Frequency Cap: =
jmpressions: 3.1MM I | =
CTR: 0.01% ; -
Conversions: 6 (1.27%) i 4
CTRREACHED WITH 2/24
FREQUENCY CAP OVER .01%

Summary:
WITH NO CAP

The results produced expected results. Tight frequency caps
resulted in higher quality traffic and higher preforming ads. Overall
the CPA was lower with the tight frequency caps. However, no
frequency caps resulted in much higher overall volume. Even
through the CTR plummaeted, the total number of clicks increased
by over 10X.

} Based on his results we have started to just show our
Frequency capping is a powerful setting. Something to consider on

your next display campaign. ads to a person twice a day, and it has cut costs and kept
*Disclaimer* quality up. We are now testing some other frequency

The CPM's were VERY cheap for this traffic source. Proceed with . .

caution if you are considering running with no frequency on a caps, but as of now, 2/24 (ShOWIng our ads a maximum of

premium priced source!

two times in a 24 hour period) is our control.
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FOLLOW ME NOW!

Written by Russell Brunson

This test was posted by Dustin Curtis from http//dcurt.is/.He
ran an experiment on his site over a few months with a simple
phrase pointing to his Twitter account. His goal was to test
how commands worked vs. statements. From his tests he was
able to increase clickthrough rates by a combined 173%.

Here are the statements he used along with the click
through rates for each:

+  Starting with a statement:
"I'm on Twitter." - 4.70% CTR

+  Switching to a command: (55% increase)
"Follow me on twitter." - 7.31%

+ Trying a stronger personal command: (38% increase)
"You should follow me on twitter." - 10.09%

« Adding the literal callout "here": (27% increase)
"You should follow me on twitter here." - 12.81%

Here was the conclusion that Dustin posted on his site:

As the forcefulness and personal identifiability of the phrase
increased, the number of clicks likewise increased. "You"
identifies the reader directly, "should" implies an obligation,
and "follow me on twitter" is a direct command. Moving
the link to a literal callout "here" provides a clear location
for clicking. I tried other permutations that dulled the
command, used the word "please" in place of "should" and
made the whole sentence a link. None of them performed
as well as the final sentence.

At the very least, the data show that users seem to have less
control over their actions than they might think, and that
web designers and developers have huge leeway for using
language to nudge users through an experience.

CLICKTHROUGH RATES

4°70%

“I'm On Twitter”

7.31%

“Follow Me On
Twitter”

Increase
<5

10.09%

“You Should Follow
Me On Twitter”

12.81%

“You Should Follow
Me On Twitter Here”
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NEWSFEED VS. SIDEBAR ADS

W Newsfeed Ad On Facebook Sidebar Ad On Facebook

Do You Train Hard?

Do you train hard? Find out how Navy Seals, UFC fighters, & CrossFig
champions ao the extra mile. Click here --->

Find out how Navy Seals,
UFC fighters, & CrossFit
champions go the extra
mile

Got 3 minutes to spare?

FACEBOOK LIKES FOR
THE NEWSFEED AD

£ 147 people ke this Top Comments ~

[ 50 shares

FACEBOOK SHARES FOR

From Justin Brooke of IMScalable.com THE NEWSFEED AD

E— E
m—
—
' o o
In an earlier test we shared our results of driving traffic to &

fanpage tabs instead of to an external URL. If you took our
advice and tested this, 'm sure you experienced great results
the same way we have each time we've used the strategy.

We also mentioned that it's a good idea to set up

Newsfeed ad campaigns separately from righthand

DECREASE IN AVERAGE COSY
PER ACQUISITION (CPA)
WHEN USING THE NEWSFEED
AD - A 66% SAVINGS!

sidebar ad campaigns on Facebook. But we've sort of
changed our entire strategy due to the results we got

when testing Newsfeed ads and that's what | want to

share with you now.

Advertising through Newsfeed ads gives you the ability to IN ADDITION TO THE LOWER
CPA, NEWSFEED ADS
really grab people’s attention. This is where people spend INCREASE SOCIAL PROOF
AND GIVE FACEBOOK USERS
most of their time on Facebook. You're not limited to small THE OPPORTUNITY TO
SHARE OUR ADS,

images, 25 character headlines or squeezing your message
into 90 characters of an ad description. Let’s observe:
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The screenshots to the left show ads we used for one of our
clients. We basically used the same message in both ads.

What's the biggest difference you notice from these two
ads? The image is similar, just larger in the newsfeed ad. The
message is about the same, just an additional plug in the
newsfeed ad.

Did you notice the social aspect? With newsfeed ads, people
can like, comment, and even share your ad! That's powerful
social proof!

What kind of results can you expect from this? With the
campaign above we saw a decrease in Cost Per Acquisition
by over 66% by switching from using the Righthand Sidebar
ad to the Newsfeed ad! That means an average CPA of $300
dropped below $100.

Here's another example of a newsfeed ad we used:

W Newsfeed Ad On Facebook

&) Like

Do you know about the 770 account? Chances are you don't, Only 1 American n 1,500 has. But both
JFK and FOR had accounts. Why, then, is government placing heavy restrictions on the advertising of
this imvestment? Click here to find out why —>

If It Was Good Enough For The
Kennedy's.

This ad had 832 shares. Each time someone shared it they
posted it to their own timeline for all their friends and
followers to see. That is huge social proof each and every
time that happened.

It makes it more like word of mouth than paid advertising.
However, you still pay for every click, so it’s not free advertising.

dcsLABS

How can you do this?

We like to run these ads from a fanpage that is related to
the offer. Typically we will use a client’s fanpage.

I want to mention that these are not promoted posts. This
particular type of ad is called an Unpublished Link Post, or
as we like to call it, a Dark Post. This means it doesn't show
up on your wall and annoy your followers, but it does come
from your fan page.

Or you can get all ninja, create another fan page, and have it
look like an endorsement!

There is some maintenance involved with this however.
You need to monitor your page’s notifications to ensure
negative comments are deleted. Since it's paid ads some
people get their panties in a wad and post really negative

comments.

We have learned that a slightly less salesy style of copy
helps stop this and actually works better. Since it's in the
newsfeed if you fly low under the radar with less salesy
copy you don't trigger people’s internal sales defense
mechanisms.

Sometimes a healthy debate will formulate within the
comments of your ad and in some cases can influence
someone to make a buying decision based on other people
coming to your product’s defense.

However, when someone is really just being mean and
nasty we BAN them and then delete their comment so they
can’t come back and also so they no longer see our ads.

Do you need traffic? If you would like to have your
campaigns managed by a team of experts, check out our
case studies at IMScalable.com or contact us at info@

imscalable.com
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POSTCARD VS. TEARSHEET

W Tearsheet (Front and Back)

”"""’5” The M“‘EFL’“ Jobs M““”O" The Mrlg,c-Cle Jobs Monitor -'-r—

Aocordlng to Slmplyleed.com the AVERAGE | M

Formt

Internet Marketing Consultant is Making | " izs
Between $71,000 and $84,000 a Year... T

And Independent Gontractors Working From Home Gan Make Even More!

Local Businesses Are Hurting...

They Need Your Help And They’ll Pay You For It!
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Test by Russell Brunson and Todd Dickerson then, so | just threw it away. Fast forward about five years,

and | was at a Dan Kennedy event, and | heard a guy speaking

My first experience with a tear sheet was awesome. | about a secret that he had started using called "tear sheets."
had just gotten married, and a few months later | got an When he explained what they were, | was excited to realize
envelope in the mail that looked like a wedding invitation that what | had gotten that day was a tear sheet. He even said
by the dimensions of the envelope. So | opened it and that they had tested the copy on the little yellow sticky note
saw an article that looked like it had been torn out of a and found that "J" converted better than any other letter.

newspaper, and on top of it was a yellow sticky note that

said, "Hey Russell, | thought you'd like this! - J* | got so excited after that, | immediately went and made
my first tear sheet. | mailed it to our lists and also to all of

How cool, Jason (or so | thought) has mailed this to me. my internet marketing buddies. About three days later |

| opened up the article and it had something to do with got a text from Mike Filsaime saying, "Dude, Jason sent

mortgages and real estate. | didn't understand all of that back me that write up of you in the newspaper... very cool.” Joel
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So after we got back from the mastermind meeting, we

Comm also called me saying one of his students sent it to

decided to make a postcard and a tear sheet and see which

him and | got about a dozen other emails. This tear sheet

was the winner. You can see them both here. Can you guess

had even tricked the entrepreneurs who do nothing but

which test won?

I For some reason (that makes no

marketing all day long

we never sent out another tear sheet. Then

'

logical sense)

Well, I'm happy to report that the tear sheet destroyed the

last summer, D.C. Fawcett showed me a few direct mail tests

postcard in all tests. I'm excited to start ramping up our tear

he had done, and in every test he had done, the tear sheet

sheet campaigns for this offer, and also in our other niches.

would beat out a post card.

Postcard (Front and Back)
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Scan the QR code or go
to the website below for
a printable version of the

winning tear sheet.

http://tinyurl.com/dcsltearsheet

FREE WEB Seminar: “Local Business Consultants: The

Highest Paying Part Time ‘Job’ In The World.”
Local businesses are hurting... They need your help and they'll pay you forit!

Just look at these shocking facis:

Lock at a few af our successful cansultants:
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TRAFFIC

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

BLATANT PITCH V5. CURIOSITY

EMAIL OPEN RATE

. decrease
13.4% 12.5%

Curiosity Based Blatant Pitch

Test by Ken Hammond, Written by Russell Brunson

Ken Hammond submitted a very cool subject line test in the
Facebook group and won $500. (Remember to post your
results here: https://www.facebook.com/groups/dcslabs/
and you may win $5001).

Ken sent out an email to his Yoga list testing these two
subject lines:

Keep Calm and Practice Yoga? (Curiosity Based)
Bolster Special: Buy One, Get One Free! (Blatant Pitch)

As you may assume, the curiosity based subject line had a
higher open rate, but did it make him more money? As you
can see, the blatant pitch had less opens, but made two

times the money!

103 | 108 Proven Split Test Winners

TOTAL SALES

ncrease

$4.125

Curiosity Based

$9,029

Blatant Pitch

E-" E _ Scan the QR code or go to

the website below to view Ken
Hammond’s video about this test
plus more results:

www. tinyurl.com/pitchwins

This test reminded me of a conversation | had with a friend
a few years ago. He said that he tested dozens of subject
lines every time he sent out emails and consistently the
ones that did the best for him, were just the name of the
product in the subject line.

His thoughts were that we spend a lot of time naming
our products and that just having the product name gives
you the blatant pitch angle, but often also causes enough
curiosity that you get the increased open rates as well.
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THE POSTCARD SMACKDOWN

Test by Russell Brunson and Todd Dickerson

This was a fun campaign because we were testing three
lists and three postcards. It was a pain to setup the phone
numbers and ordering process, but after it was done, we all
made bets on which postcard we thought was going to win.
What we found was interesting. Of the three lists we tested,
only one made sales. The other two bombed. But, the good
news is that the winning list has a universe of over 600,000
people and a good hotline that should keep sales coming in
for years to come.

Now, onto the postcards. One of them was bad.. very
bad... Can you guess which one? If you guessed the pink
postcard with the testimonials in the middle... you were
right. Not a single sale came from this postcard. Which is
too bad, because | wanted to test a postcard that just had
a testimonial and a phone number next, but the numbers
didn't look good.

The next two postcards were a little closer, but we did have a
definite winner (with an asterisk next to it's victory). The blue
postcard lost, but a percentage of the postcards hit people's
mail boxes after the deadline we had printed on the card.

So this may have caused the decrease in sales. But with that,
the pink postcard with the headline "Do YOU Suffer From
Neuropathy Related Pain?" won.

I'm curious to do two more tests... | want to try the blue
postcard with the headline from the pink postcard. The
reason why is when | asked my wife which she thought
would win, she instantly picked the winner and said the
headline on that one was the only one that explained what
it was. Very interesting... | also want to test a tear sheet. Tear
sheets have been beating out postcards for us, so | want to

see if that will also relate into this niche.
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TRAFFIC
TESTS

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

WE HAVE A NEW CHAMPION!

Neuracel Tearsheet (Front and Back)

The MergeCity Health Monitor  mergedare

Do YOU Suffer From Diabetic
Neuropathy Related Pains?

Learn how you can stop the tingling, numbness,
and sharp burning pain in your hands and feet today

If you currently find wurx:lfsu:h::m;, from the
debilitating pain, numbness, and tingling associ-
ated with peripheral neuropathy you are not alone.
Nearly onc out of every two people with diaberes
suffers from neuraparhy:

Have you tried accopunciure, chiropractic aeat-
ments, or cven drugs and saill not found relief? 1 so,
then you will probably find some hope in this true
story from Portland resident Jack Von I 'oppenhetm:

"My nuame is Jack Ven Poppeneim, and 10 yeurs

sving severe patms that started in rn_r_,ﬂn—.r
and then moved up
hurt 5o bai that it we
(&t like | had & pumper ¢

hooked to my twer

L eoasnt able to get any rest, and it grew to be o b
that ] could't cven xit amd wareh TV without pop-
ping up out of sy chair in pain. 1 atss started bav-
ing paing in my hands and my fingers. There were
timer cwben [ would be driving my car, and Tl bave
1o pull off rbe road becatse the pain was so tevere.,

Lessked my detor, and be puxt bind of rugged bis
shouldere. Hy wid ie' peripberal neurgparby...
cherel not mryebing be cowlid do abour e I visited reven
ather docten, and nome of them could giee me arny bape

At first [ was devastated ] wonld lay ausake
Lifmg to get through fust eme night, I disdnet
to suffer fram this pain for the oy fife. And
the thought that there was no bape for my situation
st mie warred.

1 conldn’t keep living fife like eiis. There were days

Gall 1-800-XXX-XXXX Now to Glaim
Your Complimesttary Sampie of Neurace

1 contemplated ending my life because the pain
s 4o bad,

Se, ed [or other solutions, but mest (.;r’:‘-}mf g
that ilatmed it could belp, wwerr so full of

chemicalr I was afid ta even try them.

And thark

rud, clervmmed 12

Jound Newuracel, [t was all matu-
i bel s the pain cimed by
my mewrepathy, u'.'.l.rlw bad a free rrial...

Now, I'm not one of these lprcp[e whe busy into bype,
drut the pain way 1o bad, [ mees
triil hotile, and

fain dramarically decreased.

i to bry something. [
ithin a weok the

oraered the frec

About two
ta me, and within the mont,
e deers using Neveracel for ever

ok later my second bottle was ihipped
y paing twerr gone.

All Natural Alternatives

Newraeel tre my bout Fr\ s the greateyt thing thats
st/ .::pllr\r'r.’lr

Neurapathy is caused by damage to the nerves and
is one of the most commean complications from diabe
s, If you're suffering from pain, numbness o tingling
in your hands, legs or feet, then you may be suffering
trom Peripheral Neuropathy, Many peeple are in pain
and dan't even know they have Neuropathy.

With today’s technical advances in herbal chem-
istry and natural alternatives, there is no reason for

anyone to suffer from these unwanted problems

Neurncel, the ulrimare neuropathy support sys-
rerm is an all nanieal, proprietary formula thae can
change your life forever. Stopy the pain in your
hands, feet, legs and thighs caused by peripheral
neuropathy narurally i mes impossible and no longer
requires expensive drugs or visits to the doctor.

We've reserved a 14-day complimentary supply
of Neuracel just for you, No strings attached - no
prescription needed. Call 1-800-300K-XXXX today

and tell us where to send your sample

Listen To What Others With Neuropathy Are Saying About Neuracel

W €an now stretch my
hands and { feet withaut
any pain arall”

W uffer from chronic leg,
Zgg{m}?ﬁn& pain. a’.ﬁ—

Ben

Cardas De Castro

g worked until Newracel”
i Wadion

 Qarted taking Newracel

" and within 3 days the ;mm
were gone. .. theyre gane!”

sk Ven Poppenbern

(Nguracel was the answer 1o

wm I/"wu e ka
ing, this i the one.

Dieanma Elboan

i

Neuropathy Treatment?

ATTENTION: Do you or someone you care about suffer from the
debilitating pain and discomfort of Peripheral Neuropathy? If so,
this new, all-natural supplement is the key to fast relief... ‘

Neurace] is a brand -new,
ance=daily, all-narral -.um\lc-
ment thar studies have shown
work within just 2 few duys o
actually relieve neuropathy pain!

It's so remarkable thar we've
reserved a complimentary 14-day
supply of Neurace] just for you,
No strings arached - no preserip-
tian needed. Call today and rell us
where to send your sample.

Once=Diaily Neurncel will cost

months

£49.95 for 4 30 day supply when
it goes to the markerplace in six
but if you'd e 1o test
for yourself what anc Neuropathy
suffered called “the grearest thing
that's ever happened o me..”
then you don't have to wait six
months. And you will not have
to pay §49.95. We'll ship you a
bortle for free. It's time to take
control of your Newrapathy pain
und Neuracel is the key.

Gall 1-800-XXX-XXXX Now to Gaim Your
Gompl:mentarySanmafNamcel

-
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HOW THE NUMBERS STACKED UP
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TRIAL SIGNUPS FROM

OUR WINNING NEURACEL
POSTCARD. THIS POSTCARD
PREVIOUSLY BEAT TWO OTHER
POSTCARD VARIATIONS.

TRIAL SIGNUPS FROM QUR
NEW NEURACEL TEARSHEET -
MAKING IT THE OVERALL
WINNER WE'LL USE FOR OUR
BlG ROLLOUT
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8 Neuracal Postcard (Previous Winner)

Test by Russell Brunson and Todd Dickerson

On page 104 we tested three different postcards and

dCSLABS

had crowned a winner. We then put the reigning champ
up against our new tearsheet. Now, in the past, we have
never had a postcard beat a tearsheet, but we thought
maybe this time it could happen.

So, we sent both to the mailing house, mailed each piece
to 1,500 people (for a total of 3,000 pieces sent) and waited
to see what would happen. After the results came back, we
had a definite winner!

Postcard: 20 trials
Tearsheet: 30 trials

So, you know what that means, right...? It's time for the roll
out! We're going to start buying a bigger hotline with this
tearsheet, and then start testing it with other similar lists.
Don't you love marketing!

MOBILE AND DESKTOP AD TARGETING

From Justin Brooke of IMScalable.com

[ wanted to test this to see if ads including mobile converted
better than ads only shown on desktop, including newsfeed
and right hand column. We're all on our phones all day
every day. But, how often do we click on one of the ads

in our newsfeed as we're scrolling through Facebook and
actually opt-in to a page? Me, not so often.

Let's take a look at the benefits of targeting All (including
Mobile) opposed to targeting only desktop. For starters, your
audience is going to be larger. This targeting includes mobile,
that makes sense.

As it turns out, our Click-Thru-Rate was actually higher by
almost 0.07%. But, as we all know (at least we should) CTR
isn't always the best measurement of how good an ad is.

COST PER LEAD

_mz“‘—% -
Savmgs

\f p AT

$6.11 $3.62

Targeting All Targeting Desktop

We saw a 5% higher conversion rate with the deskiop only ad
vs. the ad targeting All and a lead cost of only $3.62 vs $6.11.
That's a 60% cost difference!
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TRAFFIC

swipe and deploy to increase traffic.

Real tests of ads, sources and more you can '

KEEPING TRAFFIC ON
FACEBOOK, SORTA

From Justin Brooke of IMScalable.com

The way Facebook makes money is by people clicking on
ads. Someone obviously has to be browsing Facebook in
order to click an ad, so the longer Facebook can keep a
person within their site, the better,

Understanding this, let’s look at how to drive traffic to your
landing page by appearing to send traffic to a Facebook
page, but actually sending them to your URL. You can
achieve this by using an iframe redirect. We use Woobox
and itis very simple to setup. Create a fangate tab and
select redirect, enter your tracking url, save setting, and
choose this tab for your ad to go to.

We've tested this over and over and our results have always

been much better than driving traffic to an external url.
For example, we switched from driving traffic to an external

Traffic to Fanpage Tab CPA = 52.87

| Total Spent? | Page Likes? | Cost per Page Like ”

url to using a fanpage tab and lead costs decreased by over
3009%! In addition, your Fanpage will generate engagement.

What we learned: Don't include mobile when setting
up your ads, unless the ad you're running is a mobile
specific campaign. Also, you'll want to setup newsfeed
ad campaigns separately from sidebar ad campaigns.
We'll have some test results explaining more about this
later.

Stop driving traffic away from Facebook! They don't like it.
Use a Fanpage tab redirect to drive traffic to your landing
pages and watch your CTR go up and your CPC go down.

Do you need traffic? If you would like to have your
campaigns managed by a team of experts, check out our
case studies at IMScalable.com or contact us at info@
imscalable.com

¥ Traffic to External Link CPA =5$10.63

Total Spent ’ ijnrwersfmns-“jOostperConversion-‘

§512,27 105 §4.70

Performance

Actions «

Wl Actions’

( 178 Laads’ [Conversion)

109 Page Likes’ S512.27 spent
" / 178 leads
46 Link Clicks = 5287 CPA

11 Other Actions’

107 | 108 Proven Spht Test Winners

$255.11 24 $10.63

Performance
| Actions w |
24 Total Actions?

24 Lsads’ [Conversion)

See full actions report
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AD DESIGN CHEAT SHEET

Written by Russell Brunson, Infographic by AdChop.com

[ found this awesome infographic from AdChop.com, and

A d Dgsfgn Cheat Sheet

— .
(For Online Advarﬁsfng} /

-

PROFESSIONALI

Photo
Thoy o s @
ﬂw‘m .

One Color &

Click e 29 gt & free
| . e Vs
&

A8 UNPROFESS/ONAL

Another Color

Bvs

teed 8 rgbeove 7 Rt
By & Fertan ard wel
ey
i

iy & Feman and el
o vou & free
mswover.

static 4> @ Bl A

it's now printed out next to my desk and | use it every
time | create new ads. | thought it would be an awesome
resource for all DCSLabs members!

ypermrn | | |
{ vs
i ANOTHER

LAYOUT
One Call To Action

Gt Tour Free Tral

Familiar UI Elements

Want 1 ik 1o a flat belly?

viart & grifend? You
can meet snge women
e
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A TRAF F l C Real tests of ads, sources and more you can
@ 1' E s Ts swipe and deploy to increase traffic.

AD DESIGN CHEAT SHEET, CONT.

€ Freedom From Fear, Pain, & Danger “Has The Love Left Your Relationship?™ i
: Be Controversial
© Sexual Companionship vwmnw
© Comfortable Living Conditions ‘v Use Short Words

mmgmmmm

(] m.'n‘:""" . Winning. Keeping Up mm t-w\ pemaw |

. : ‘w EvokeThe 5 Senses |

o rtremaemiom | EmENMD.

From "influence” by Hobe Slaicting = o ’
RECIPROCATION CONSISTENCY '[
| Lo ;ﬂ = .

“We're giv  a free trial ™ | Encourage visitors to take small steps
w;mwm towards your goal before asking for a
e e Products & Services
' @ e e N AdsPo Flewid a SE080ok
com ; com
mspﬁ:l-r "Lucy is & new mother justBke you. AffPlaybook com IPyxelcom Stafl.com
She uses our produdt 1o keap her baby BevoMedia (om MediaBuysCoachcom  SuperFastBusiness com
AUTHORITY happy-~ Bryanbisenberg.com  Miank com TemScores.com
Endorsement from anauthorey SOCIAL PROOF T -
| N im “ millon satsfd cstomers ince 010"
f ekt i sy e DA Testimonials - T lost 56 Ibs on this program!™ w .
Kexl Coben.com MiGreen.am RighteousMarketing com
DanPalanchub_com PPCong TyherCruz.com
KeywordsBlogger.com  PPCFortiiee.com ViperChill.com
Lometade com PPCWithoutPity.com  WebTraficROLom

oy
uﬁﬂw Get a Free Life Insurance
Quote Today™

& Benefits (not Features) i |
3 tirrwes watrnt than other brands.” rather - This infographic wan peepansd by:

than "Made with Arciic Goose down.” ) Visit AdChop.com to see some 'ﬂ
& Ask A Question of these techniques in action. AdCh p

Survival, OfLife,
(1) 3o &ﬂm

‘ € Enjoyment Of Food & Beverages

THE PERSONALIZED CHECK

Written by Russell Brunson and DC Fawcett to the same number of people to determine a winner.
Postcard two with an image of a personalized check won

Last summer | had a chance to hang out with DC Fawcett, giving him a 126% return on investment.

and became super impressed with him as a marketer.

During our mastermind meeting he showed some of his . Postcard 1 lost $195, had a CPL of $9 and an ROl of -81%
direct mail campaigns and | was so excited and impressed .« Postcard 2 made a profit of $304, had a CPL of $7 and

[ asked if he'd be willing to share some of his tests with the an ROl of 126%

DCS Labs members. Let me walk you through his postcard »  Postcard 3 made a profit of $418 but the CPL was higher
tests and the funnels he drove his traffic to. than Postcard 2 at $8. The ROI for this postcard was 86%.
In this first test, he sent out three different postcards, each Here’s what DC said about these results:
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"Postcard 2 was the winner of our test with the highest Always split test different copy before spending a lot of
return on investment. We are using this postcard for this money on a campaign because you want to determine the
product offer now that we have determined a winner. copy that will give you the best bang for your buck.”

¥ Postcard 1 (Front and Back)

DC Fawcett -
Mastar Marketer, Entrepreneur,
Craator of the Massive Traffic Ultimatum

- D.C. Fawcett
Get Everything You Neer 1o Start | ;s tine oo fesoss
: Valrico, FL 33594
" 813-990-0047
Making Money ..Today!
Hi there, I'm DC Fawcett:
“At a time when job loss, tight money and financial insecurity are
epidemic, there has never been a belter opportunity to start affiliate
marketing as a new career you can do in the comfort of your own
home. Remember...all you need is an intemet connection. I
With my new system as your secret weapon, you'll get an effortless, @Fire@ @Las@
affordable eniry into the lucrative world of affiliate commissions - with @Address@
super-low start-up costs and rock-bottom operating expenses!” @AIe@
@City@. @9@ @Zip@

Check it out at the website | set up for you:

www.dc.fawcett. pmlnow.com
Enter Your Special Password: <Code>

As Seen On:

System s Finally Accepting
New Anplicatiens.. Start
Making A REAL Income Right New !”
step of way. | Guarantee it/
www.dc.fawcett. pminow.com
Enter Your Special Password: <Code>

level can do this from your home computer. With
Check it out at the website | set up for you:

easy guldance, I'll lead you to online success every
$100,000s of my own money perfecting ny system to deliver

“Woeuld You Love to Make $379 a Day
From Heme? This Proven, Guaranteed
Make good money from the kitchen table in your pajamas it
you want!
five and six figure profits straight to your bank account. I'll
even give you a free websie!

Go here and start making the money you deserve!

time, any time!
financial securityl

« This is the perfect way to be your own boss - full time, part
» Make the needed cash for a house, cars, and your family’'s
« Here's the hast part; I've automated it all for you. I've spent

Anyone over 18 from any background and education
« There is nothing to install so it works on every device. —
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S aZip@

3433 Lithia Pinecrest Rd #355

Valrico, FL 33594
813-990-0047
@Full Name@
@Address@

D.C. Fawcett
@Address2@

@City@.

Fieldl5
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X Postcard 3 (Front and Back)
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TRAFFIC

Real tests of ads, sources and more you can
swipe and deploy to increase trarfic.

7% $37 13 §481
76 §47 9 $423
76 §77 10 §$770
7% §37 6 $582
108 2 x$37 §74 12 $1,036
104 2 x §47 §92 13 $1,222
108 2 x §97 154 [ 1,164
165
165 3 x §47 $141 17 $2,397

Written by Russell Brunson and DC Fawcett

[ thought that this test was a really cool one. Its goal was to
figure out which price point would be the winner. Rarely
do | ever split test price points, so it got me excited to

start looking closer at what I'm charging so | can test some
other variations.

They ran this test using the winning postcard from The

Funnel 1

113 | 108 Praven Spli Test Winners
I

§481 50 $6.35 17%
§423 50 §5.58 12%
§770 $0 §10.17 13%
§582 $0 $7.68 8%
§518 $518 $9.53 13%
$611 $611 511.71 12%

382 582 11.16 &%
§799 §1,598 §14.53 10%

Personalized Check test (page 30) with the following prices:
$37,5$47, 577,597, 2 payments of $37, 2 payments of $47, 2
payments of $97, 3 payments of $37, 3 payments of $47.

The three funnels shown were created in order to
implement this test.

As you can see from the results above, 3 x $37 won the test
with $16.15 EPC and $2,664 in total revenue.
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THE RIGHT PRICE, CONT.

Funnel 2

Funnel 3
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Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

MY DIRTY CONVERSION SECRET

Test by Russell Brunson and Todd Dickerson

This email subject line test was awesome because after it
was over, | asked five famous marketers which they thought
would win, and every one of them guessed it wrong!!! Here
are the two subject lines:

WARNING: they are trying to keep you fat :{
+ my weight loss "dirty" little secret...

So... can you guess which subject line won? The default for
the test was "Warning: they are trying to keep you fat :(" and
this also happened to be the headline on the squeeze page
and sales page.

Then, when the first email solo ad went out, | was trying
to think of some other headline to test, and that's when |
remembered a funny headline | had used in a marketing
email a few years ago. That email's headline was: "Mike
Filsaime's 'Dirty Little Secret’ - and while | don't have the
stats, | do know that email made us a lot of money.

So I decided to make a variation of that for this split test.
Check out the results:

458 clicks from email with subject line “WARNING: they
are trying to keep you fat :("
2265 clicks from "my weight loss "dirty" little secret...”

Yes, my "dirty" little secret thrashed the other one, and
became the headline on our squeeze page, banner ads
and also the sales video. The moral of this story? Turn your
"secrets" into "dirty little secrets.”

Update: After finding the winning variation, we tested a few
other versions to see if we could beat it. Initially we sent it

out to a list of 1.08 million people in archamax, and they

115 | 108 Proven Split Test Winners

UNIQUE CTR

Increase

4%

Runner Up Reigni\r;vg Champion
y We

16%

“'Dirty’ Little Secret Is " ight Loss
Keeping You Fat” ‘Dirty’ Little Secret”

were supposed to test four versions of the subject line, but
they made a mistake. That email went out, but they only
used one subject line. You can see the results of it here:

weight loss “dirty” lirtie secrets.. 1085690 41522 4329 0.40

Yes, we had a .4% unique clickthrough rate,

Because they forgot to test the other three subject lines, they
did a make good and sent the email out again to 100,000
people just to see what our unique clickthrough rates would
be on the other variations. You can see them here:

Impressions Opans Unigue Clicks Unigua CTR

my waight loss “dirty” fitthe secret... 102580 1686 12 0.1
this "dirty” little secret s keeping you FAT! Q1175 2183 1684 0.16
WARNING: thay are trying ta keep you fat 100745 2149 M [

As of now, none of these other variations did .4%, so it
looks like the reigning champion is still “weight loss ‘dirty’
little secrets...”
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TINY CLASSIFIED ADS

Test by Russell Brunson and Todd Dickerson

As some of you may know, | got my start in this business
back when | was about 12 years old, and | saw an
infomercial from Don Lapre talking about “tiny classified
ads."  was sold on the concept, and begged my dad for $40
to buy his kit. As any good dad would do, he told me to go
mow the lawn to earn the money.

Over the next month, | mowed the lawn each week and
saved up to buy his product. | still remember anxiously
waiting for the course to show up. | owe Don a lot for
helping me get into this business and opening my eyes to
direct response marketing.

So, with that said, we thought it would be fun to start
testing out some classified ads with our new supplement.
You can see the three ads we ran in the image above. Can
you guess which one won (one was the winner by a long
shot)? Here's what each ad said and the results:

+  Ad 1: NEUROPATHY TREATMENT?!? Stop diabetic and
neuropathy pains now! Free Trial Bottle. No Prescription

Needed. Call 1-800-490-2291 now, 24hr recorded
message (11 trials and 1 upsell).

» Ad 2: SHARP PAIN?!? Stop diabetic and neuropathy

THROUGH ADS 2 AND 3

' HOW THE NUMBERS STACKED UP

NUMBER OF TRIALS JOINED

COMBINED! THESE ADS ALSO
RESULTED IN NO UPSELLS.

pains now! Free Trial Bottle. No Prescription Needed.
Call 1-800-349-4772 now, 24hr recorded message (1
trial and no upsells).

*+ Ad 3: Diabetic Pains?1? Stop diabetic and neuropathy
pains now! Free Trial Bottle. No Prescription Needed.
Call 1-800-317-9384 now, 24hr recorded message (no
trials and no upsells).

In this test, it looks like the winner goes to the subject line
that said the condition, not the symptom.

——eaEm . T e e

I N N N N R R E E R R E

E NEW TRIALS JOINED THROUGH
THE FIRST CLASSIFIED AD, PLUS

= == = — ]

j===—s - o= - ===}

== = =— =t =

AN UPSELL - MAKING IT THE
CLEAR WINNER!
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TRAFFIC
1ATESTS

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

IMAGES VS. TEXT IN EMAILS

From Jeremy Shoemaker of www.ShoeMoney.com, data

from PARProgram.com

A Note From Russell: Here are some interesting stats sent
to us from Jeremy Shoemaker that were so cool we wanted
to share them with you now. We are going to elaborate

on them and how you can use this data in future tests, but
we thought it would be fun to share with you now, so the
wheels in your head could start spinning.

The numbers in traffic tests three and four are based on

17 companies who allowed us to anonymously use their
data from the PAR Program platform (parprogram.com).
Collectively these 17 companies have done over $50 million
in e-commerce from email marketing to over a billion

worldwide consumers.

First, here are some interesting things we learned about text

THE NUMBERS

OF USERS DON'T LOAD
IMAGES IN EMAILS

MORE PEOPLE UNSUBSCRIBE
FROM IMAGE BASED EMAILS

117 | 108 F

to image ratio in emails:

. 75% of users on email desktop and web clients (mail.
app, outlook gmail, hotmail, etc) do not load images
(even though the actual email could be open).

. Emails that are mostly image based have a 20% higher

unsubscribe rate.

. Emails that are mostly image based have a 5% higher
reported spam rate.

. 15% overall lower dollar value on mostly image.

We can track this by having the individual email images all
tagged and correlated to each segment mailed in the split test.
This is only tracking desktop and web clients and not mobile or
tablet email clients that give very misleading open rates.

Images Don’t Load

Sammumy Calawy Neee 5279, Sefko Witches from 152, Blustnoth Steres Spesher 537 < jeoemmfishommuney. com - Shosblomey Capta

w | pavtfa bund | phsnsrt b= inba sl 100 36 TenTdhurnd Bhcvd = 1

) et | mail google.com fmsi [ 1)/ et = 2w = biop

n L] | ] L M+
Samsunig Galaxy Note $278, Selko Watches from $52. Bluetooth Stereo Speaker $37 s«

Homcslwtters [ Slickaiaia. nat <roesgy (s des 50 Pl (1 minsta age] -
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THE VALUE OF AN EMAIL

From Jeremy Shoemaker of www.ShoeMoney.com, data
from PARProgram.com

Here are some interesting sidenote statistics:

“Dollars off” 22% better conversion than percentage off. For
example: $10 vs 10% or $25 vs 25%.

An email address added to your list that is tied to any major
social network is worth 80 times more than one that is not.
We believe this is because that email is either one that is not
frequently checked or a throw away email.

If a user follows your company on Twitter that person has a
28% higher lifetime value (on PAR you have the option to

automatically follow every person who comes into your list
on Twitter and about 15% will follow back on average).

We have stats on friend requests for Facebook but there is
very little data. We can't pull individuals unless we invite
them with a cookie that would fire on the protected content
of the page so we are looking at that but it's not something
currently implemented.

Lots of people would think it depends on demographic but
we see the same stats on about any e-commerce product.
Also interestingly enough it averages out with people on
multiple networks. For example, if they are only on LinkedIn
and Twitter the value is around $55. Twitter users bring
people down.

SOCIAL NETWORK ROI

Breakdown on a S100 baseline

Google + Twitter

Facebook

LinkedIn
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TRAFFIC

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

CLICKS VS. IMPRESSIONS

From Justin Brooke of IMScalable.com

For this campaign, we're focusing on lead generation. |
tested CPC (cost per click) bidding against CPM (cost per
1,000 impressions) bidding to see which method would
generate leads at a lower cost.

Most of the time we focus on maintaining a healthy CTR and
click price. For this campaign healthy would be 0.03% or

 Ad!? I Cost per Lcadv ] Impressions

Mn_zal_'n_JuTge_- CFE o §12.81 | -—-;3_,316
Bad Lawyer - CPC §11.29 65,377
Bad Lawyer - CPC §7.71 111,068
Mean Judge - CPC §7.52 37,048
Mean Judge - CPM g2.12 60,170
Bad Lawyer - CPM £1.88 54,255

greater CTR and $0.50 CPC or less.

The CPC for both strategies was on the high end. If we
judged the performance based on CTR, the two CPM ads
would have been deleted. However, taking a closer look at
our main goal, the lead cost with the CPM bidding method
was significantly lower than with the CPC bidding method.
Overall, the CPM bidding method yielded a cost per lead of
nearly 500% less than the CPC!

; Click- Thrwgh Rate (CTR] Cost Per click (cpc)

0.044% §0.75
0.041% $0.84
0.046% §0.76
0.049% £0.84
0.013% §0.53
0.009% §0.75

RIGHT COLUMN VS. NEWSFEED ADS

From Justin Brooke of IMScalable.com

This campaign tested the results of placing an ad directly
in the newsfeed only. The CTR for the newsfeed ad was
impressive at 1.451%! Click prices were just a bit higher but
Cost Per Lead remained about even.

What we learned: Be sure to test CPM bidding if you haven't!
Your CTR might suffer, but if you're looking for leads at a

lower cost, we were able to achieve that with this testing.

Be specific with your ad copy. Build curiosity and offer

119 1 1081

a solution. Don't be too salesy and make sure your ad is
congruent with the landing page. If you're running ads
through a Facebook page, try placing the ad directly in the
news-feed! We saw some incredible CTR results in our testing.

-—._

INCREASE IN CLICKTHROUGH RATE
(CTR) WHEN ADS WERE SHOWN IN
Pl FACEBOOK'S NEWSFEED (1.451%)
F’- | OVER THE RIGHT COLUMN AD
BLOCK (.110%).
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GENERIC V5. SPECIFIC ADS

From Justin Brooke of IMScalable.com Generic AC/

Sharp Pains In Your Feet?

Learn how you can stop
the tingling, numbness,
and burning pain today

These results reveal that the generic ad had a slightly higher
CTR. It creates curiosity and offers a solution to the problem
presented.

The more specific ad grabs the attention of someone who

can relate to the offer directly and also creates curiosity by
stating a particular person was able to solve the problem
and you can too. As you can see from the reporting, the W SpGCIfIC Ad
more specific ad produced cheaper clicks but it also resulted

in alower CPA by 71%! Neuropathy Pain Gone?

Learn how Jack stopped
the tingling, numbness,
and a burning pain in his
legs

Do you need traffic? If you would like to have your
campaigns managed by a team of experts, check out our
case studies at IMScalable.com or contact us at info@

imscalable.com

CLICKTHROUGH RATE COST PER CLICK

——— _— | -

| ~ savings
T1e =k

24% 24% $.29 $.26

Generic Ad Specific Ad Generic Ad Specific Ad
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ArcaMax

PUBLISHING, INC

Ezine Ad Stats

Online Reporting Too

Mappings  Impressions  Opens Open

Yo
Congrats, your Free Website |s Ready! i 283002 8609 3.04
get 5 checks each month (free website) 1 281956 8913 3.18
Just checking... Did you get your free 1 283305 8363 2.95
website?
Your “FREE* Website Valued At §2,079! 1 ze4red 7962 2.80

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

Unique Unigue Clicks CTR Clicks/Opens Unique Unique Unique
Opens Open % Clicks CTR cTo
7 2.75 754 027 8.78 651 0.23 8.38
8049 285 1045 G.37 tra 906 0.32 11.28
7585 268 897 0325 8.33 583 .21 7.89
7237 254 843 0.23 8.08 5§52 0.19 753

Mappings [mpressions Opans Open % Unique Opens Unigue Open % Clicks CTR Clicks/Opens Unique Clicks Unique CTR Unique CTO

Grand Totals 4 1133047 33847 2.99 30662

Test by Russell Brunson and Todd Dickerson

We were going to promote our “Free Website” squeeze
page to one of the lists at Arcamax, and decided to test four
different headlines:

- Congrats your Free Website is Ready!

«  Get 5 checks each month (free website)

. Just checking... Did you get your free website?
- Your *FREE* Website Valued At $2,079!

As you can see from the test results above, one headline
was by far the winner... But what was really cool were a
few additional things we did with that headline after we
discovered it was the winner. We took that headline and
made it the title of the clickable links which increased
clickthrough rates on the actual email by over 30%.

Our thoughts are because the subject line was good
enough that it caused them to open the email... this
same subject would cause them to click more on the links

inside of the email. So, if you want to make 30% more

money from every email you send out, match the link text

21 3138 028 9.27 /92 024 8.78

and the winning subject line text.

Our next test is to change the headline on the landing page
to match the one used in the subject line. My guess is that
because it keeps the congruency from the sales process that
it will also increase conversions. I'll report our findings as
soon as we have stats from that test.

Hey - my name is Stone Evans, and a ke while ago I created a simple ttle website that carrently
makes me 5 HUGE checks everv month while I'm skeepmg af night!

Want o see @7

How [ get § checks each month (free website)

As oy gift to you...

I'm gonna GIVE vou this SAME, tamkey v cbsite..

So you can start getting the SAME 5 checks that [ get each month!

and the best part_? P'm gomg to GIVE you this website... for FREE!

That's right .. vou can put your wallet awny, and go claim your new website here:
How | get § checks each month (free website)

Thamkcs
Stone Evans

P.S. - I get these 5 checks every manth, even when I'm doing no actoal work! ['m gonna give you tes
same website, for FREE, here:

How [ get £ checks each month (free website)

PP.S. f that hnk doesn't work for any reason, please try this one:
hitp.‘wrwww succete com‘recommends/pips-website
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BLACK VS. WHITE

White Background

The Best Type
Of Investment?

0 oul whal your peers voled as the

iment in America today

Read More...

From Justin Brooke of IMScalable.com

We tested the black vs. white banner because we noticed
while looking at classified ads in the back of a magazine that
the darker ads caught our eyes.

Sure enough when we tested it the black banner
pulled ahead of our winner. We believe it was because
it stood out on the page and also did not look like an

W Black Background

The Best Type
Of Investment?

advertisement. The plain banner had a CTR of .34% and
the black one did .48%.

INCREASE IN CLICKTHROUGH
RATE WHEN USING THE BLACK
BACKGROUND ({.48% CTR) OVER

' WHITE (.34%).

CURIOSITY AND STORYTELLING

From Justin Brooke of IMScalable.com
We tested two ads with the following text:

Ad A: Easier Than MLM? Forget about downlines, hotel
meetings, and cold calling.

Ad B: MLM’ers Hate Him?: His simple trick with
postcards beats MLM methods. See proof...

Ad B was the winner and got twice the CTR and cut costs in
half. Ahad a .038% CTR and B had .079%. The cost per click

on A was $0.81 and for B it was $0.40.

The reason why is because B tells a story and creates more
curiosity. It also promises a fast and easy solution with a call
to action to “see proof” that the claim is legit.

INCREASE IN CLICKTHROUGH
RATE IN AD B (.079%) OVER AD A
(.038%). AD B ALSO CUT AD COSTS
FROM $.81 PER CLICK TO 5.40.
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TRAFFIC

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

CTR OR ROI?

Ad A W Ad B
Weight Loss Breakthrough? Weight Loss Bean?
This weird trick beats
diets & exercise alone

From Justin Brooke of IMScalable.com

Ad A was getting .031% CTR and ROl was at NEGATIVE 60%
because it was trying to rely on curiosity alone. B got .068%
CTR and brought in a 200% ROI because it was specific,
offered curiosity, and stated a benefit.

Discover the weird weight
loss bean that lowers

biood pressure and -
increase enargy... ———

Ad C

Weight Loss Bean?

o Discover the weird weight
(== loss bean that lowers
jar=  blood pressure and
T increase energy...

C blew our minds with a .945% CTR but caused a massive

drop in conversions.

We think the reason for this is that people just wanted to
see the picture explained or larger. It also did not preframe
the audience for the “green coffee bean” like B did.

ON OR OFF FACEBOOK?

From Justin Brooke of IMScalable.com

We used the winning ad from the test shown above and
had one version take the visitor off of Facebook and the
other take them to a fan page tab.

The fan page tab had the same exact page as the other ad,
just wrapped into an iframe. The ad that took them off of

Facebook had a .072% CTR and was costing $0.44 per click.
Meanwhile the same ad taking them to a fan page tab only
costed $0.17 per click and had a blistering CTR of 0.792%.

Overall, sending traffic to a Facebook fanpage resulted in a
1,028% increase in CTR and cut ad costs by more than half.
This test shows that where you send traffic can make a huge

difference in your ad’s performance!

HOW THE NUMBERS STACKED UP

COST PER CLICK FOR THE
AD SENDING PEOPLETO A

FACEBOOK FANPAGE, DOWN

FROM §.44.

;t Winners

123 1 108 F

INCREASE IN CLICKTHROUGH
RATE WHEN VISITORS WERE SENT
TO A FANPAGE VS. AN EXTERNAL
WEBSITE.

e
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FANCY VS. BASIC AD DESIGN

Fancy Design

vitaminclub
Get FREE Vitamins
Answer Our Short Survey Today
e A R

T ol I
. ' -

EEEs

GET STARTED!

Test by Justin and Chaunna Brooke

Fancy banners have lost in our split tests almost every single
time. The only time they won was for luxury items and
design related offers (obvious).

If you want really good banner ads, make them not look
like banner ads. The winner here looks like a featured
article when it's on other people’s sites. Which turns off the
viewer’s natural resistance to advertising.

The fancy banner had a CTR of .11% and the plain banner
had a CTR of .34%.

W Basic Design

High Quality
Vitamins For
Just $0.00?

SmartVitaminClub is giving away
their best vitamins to anyonc who
completes their short survey...

Do The Survey

CTR
Increase
| i P
] “
11% 34%

Fancy Design Basic Design

EVENT DATE ON BANNER ADS

Test by Mike Cooch

We wanted to find out if having the date for an event in
our ads would result in a higher CTR. We tested this in
two rounds that were each given a $50/day budget with a
maximum bid of $4. This budget has proven in the past to
provide enough data to analyze for a test like this.

Round 1: In this round we used ads that had the event’s
date. The ad sizes used were 1 300x250, 1 728x90, and
1 160x600.

Round 2: In this round we used ads that did not have
the event's date. The ad sizes used were 1 300x250, 1
728%90, and 1 160x600.
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TRAFFIC

Real tests of ads, sources and more you ¢an
swipe and deploy to increase traffic.

EVENT DATE ON BANNER ADS, CONT.

W Round 1 (With Event Date)

| \;ou're Cordially Ihﬁed To._..

Round 1 had 26,222 impressions and 84 clicks resulting in
a .32% CTR. The average CPC was $2.62, making our total
spend $220.14. Round 2 had a total of 44,370 impressions
and 107 clicks resulting in a .24% CTR. The average CPC
was $1.71 giving a total spend of $107 for round 2. The
average visit duration for round 1 was three times longer
than that of round 2.

These test results indicate that the use of the date in the ad
resulted in a better click through rate. Round 1 had about
half the amount of impressions but still produced a
marginally higher CTR than round 2. This is significant
enough to note that it is important to use the date in an ad
when promoting an event.

Round 2 (No Event Date)

You're Cordially Invited To...

If you are hosting or promoting an event, advertising using

Google Adwords for remarketing is a good tool to use.

You will be able to reach a selected audience that is not
completely cold traffic. You will want to be sure to include
the date of your event in the ad. This will provide you with a
visitor who understands the absolute basics of your event.

From our data, you will ind that the visitors will spend
more time on your page by using the date in the ad. This
could be attributed to having more qualified visitors going
to the page. They are not guessing when the event is and
immediately leaving the page when they see the date.
These visitors are aware of the when and focusing more on
the details of the event rather than their calendar.

HOW THE NUMBERS STACKED UP

CLICK THROUGH RATE WHEN
THE EVENT'S DATE WAS ADDED
TO THE AD COMPARED TO .24%
WITHOUT THE DATE.

125 | 108 Pu

wen Split Test Winners

THE AVERAGE INCREASE IN
AMOUNT OF TIME SPENT BY

I \iS{TORS COMING TO THE SITE
[E——a——as =] THROUGH AN AD WITH THE
I EVENT'S DATE.
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THE RIGHT FACING DUCK

W Right Facing Duck With Border Left Facing Duck With No Border
' WO e owe wotn o e s

Test by Russell Brunson and John Parkes quickly scan down their newsfeed for something to interest
or entertain them.
The interesting thing with Facebook advertising is that the

success of the ad is dependent on two factors - the image Some ideas on how to better capture attention:

and the targeting (who you tell Facebook to show your ad

to). Facebook is an image based platform that is visually + Use pictures of people whose eyes are directed
crowded. So your ad image has to somehow capture the towards the viewer. It's hard to ignore someone
attention of the right viewer in a fraction of a second as they “looking right at you"

HOW THE NUMBERS STACKED UP

COST PER CLICK WITH
FACEBOOK AD SHOWING AN
IMAGE OF A SMILING LADY -
MAKING IT QUR CHEAPEST
SOURCE OF WEBSITE VISITS.

INCREASE IN CLICK THROUGH
RATE WHEN THE DUCK IMAGE
FACES RIGHT AND HAS A
BORDER ADDED.

e
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Use pictures of people expressing strong emotion (laughter,
pain, joy, surprise)

Use images with bright (typically warm) colors that pop
out at the viewer

Use images that "speak” directly to your target audience

Be creative because thinking outside of the box may yield

some great ad results.

Here are some examples we are running recently with our
neuropathy supplement. Our target audience is people
above the age of 50 who are diabetic and either have, or are
at risk of having, neuropathy pains.

Duck Ads: This ad image was an “outside of the

box” moment. Thinking about our target audience |
determined that some things elderly people like to do is
walk in the park, sit on park benches and watch ducks...

| know it's sounds like a stretch but the ad is performing
great! Here's the kicker though. Thinking it was really quite

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

clever, | showed the ad to Russell and he gave me the
idea of flipping the duck around to face the text instead
of facing away. This simple switch of direction along with
adding a colored border to the image increased the click-
through-rate of this right-column ad by 57%

W Smiling Lady Ad

Neuropathy Care Not Work?

£

FINALLY -- we've
discovered relief. Click
to get a FREE bottle
and prove it to yourself

Smiling Lady Ad: You will see that this ad features a
lady who is elderly but not too old (she still has spunk
in her). She appears quite happy as if she just won a
Bingo game or something. The image expresses strong
emotion, matches the target audience, is simple,
human, and friendly. This ad is producing our cheapest
website clicks at only $.06 per click.

WINNERS + LOSERS FOR 7 RECENTLY
SPLIT TEST EMAIL SUBJECT LINES

Written by Joanna from CopyHackers.com

With ‘open rate’ being my go-to success metric for email
subject lines — which is not to say that subject lines don't
impact metrics like clicks or that subject lines are the only
things that influence open rates — here’s how seven recent
email subject line tests for Copy Hackers panned out.

Note that these emails were sent in January and February of
2013 and, as mentioned, are for my weekly newsletter (i.e,,

127 | 108 Proven Spht Test Winners

not direct sales pitches). I've ordered them from ‘biggest

winner’ to 'smallest winner’.

In another world, | would have formatted the table so you
could see the math. As in, winner's open rate minus loser’s
open rate. But... grimace and change topic.

Takeaways for Future Email Subject Lines:

Judging by the above breakdown of winner vs loser, | would



WINNER

heart your home page [Copy Hackers]

possibly the most overlooked home page op-
portunity in the universe...?

when it comes to email, does size matter?
[CopyHackers.com]

increasing paid conversions by 61% on a typi-
cal startup site

how the right tone tumed around this small biz
[CopyHackers.com]

can you write 1 page that speaks to 2 audi-
ences? [Copy Hackers]

weighin on 5 headlines... [Copy Hackers]

LA-HOO-ZE-HER (aka Loser)

how to show your home page some love [Copy
Hackers]

which home page kills it? a comparative analy-
sis [Copy Hackers]

no, size doesn't matter [CopyHackers.com]

increasing paid conversions by 61% on a prod-
uct catalog

does the tone of your copy really matter?
[CopyHackers.com]

how to write 1 page for 2 audiences [Copy
Hackers]

dare to disagree? [Copy Hackers]

dCSLABS

WINNER BEAT
LOSER BY...

7%

46%

44%

4.2%

2%

1.5%

08%
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\ " Scan the QR code or go to the website
below to view CopyHackers’ full blog
post on these tests:

copyhackers.com/2013/03/email-subject-lines/

be wise — in the future — to do the following. And you would
be wise, dear copy hacker, to assess your own subject line
tests accordingly, too.

Avoid Subject Lines That:

«  Begin "how to”

Real tests of ads, sources and more you can
swipe and deploy to increase traffic.

- Suggest un-fun work, such as “comparative analysis”
. Talk explicitly about product catalogs

«  Arevague

. Are cheeky with no substance

Write/Test Subject Lines That:

. Use as many words as necessary when a subject is
intriguing

. Make explicit reference to my reader’s world: startups

. Focus on specific keywords, like “home page”,
“headlines” or “email”

- Suggest a case study within

HELP PEOPLE, DON'T SELL THEM

By Neil Patel from QuickSprout.com

Are you used to getting sold? Well, of course, you are... who
isn't? Because you are used to people trying to sell to you,
your guard is up, and you're ready to say “no” even before
someone sells to you.

ActiveNetwork decided to change how they use emails
to promote their product. They created a new email copy,
using a supportive tone instead of a salesy one.

Just take a look at the difference. Here is a preview of the

sales version:

| You're just one step away from getting FREE access to RegOnling. our avard vinning Event |
| Registration and Management Soltware. Quickly make an event websile, ry our event 1
lmu.qring tools, build a registration form template or even generate custom name badges. |

____________________________ -

Winners
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And here is a preview of the supportive version:

| Pressure sales tactics or mandatory contracts?

1 We believe our product sells itself, so we’re just here to provide you with whatever

assistance you need in gatting your evemt up and running - in whatever way works best for

|
1
|
| you. We promise NEVER to sell or misuse your information. |

The supportive tone of the email increased leads by 349%.

You don’t have to sell to people to make money. Sometimes
the best way to get a customer is to simply help them by
creating a friendly conversation with them. If they like what
you have to say, they will end up converting.
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WHO DO YOUR EMAILS COME FROM?

EMAIL OPEN RATE

increase

7.1%

From “Maggie
Georgieva, Hubspot”

6.57%

From “Hubspot”

By Magdalena Georgieva from Hubspot.com

Subject lines are a critical element of email marketing. They
have the power to grab the attention of recipients and
impact click-through rates (CTRs) greatly. That's why we
always want to make sure we're using the best possible email
subject lines when emailing our subscribers. We regularly
conduct A/B tests to evaluate winning subject lines.

But besides a subject line, recipients also see a sender name
in their inbox. Who is the email coming from? This sender
name can make a big difference on open and click-through
rates. 50in 2011, we conducted a test to compare a generic
"HubSpot” sender name to a personal name of someone
from the marketing team.

Our control generated a 0.73% CTR, and the treatment

CLICK THROUGH RATE

— —

96%

From “Maggie
Georgieva, Hubspot”

73%

From “Hubspot”

Scan the QR code or go to the
' website below to view more tests:

http://blog.hubspot.com/blog/tabid/6307/
bid/31634/A-B-Testing-in-Action-3-Real-Life-
Marketing-Experiments.aspx

generated a 0.96% CTR. With a confidence of 99.9%, we had
a clear winner. Our conclusion after conducting this A/B test
was that emails sent by a real person are more likely to be
clicked on than emails sent from a company name. But how
did CTR impact the number of leads we generated?

The treatment generated 292 more clicks than the control.
Since HubSpot's average visitor-to-lead conversion rate
on landing pages is 45%, that means the treatment got us
131 more leads.
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" THE CONTROL:
A BLUEPRINT

FOR OUR
WINNING




The Landing Page

fromRrussk

EYE CATCHING HEADLINE

STEP1

STEP 2

STEP3

QUESTION HERE

BUTTON

TRUST ELEMENTS

By Russell Brunson, the Overnight Success Maker

When we launched DotComSecrets Labs, our goal was
two fold. Our first goal was to get us to start testing a lot
more and be able to start developing better controls.
The second was to share the evolution of what's working
with our subscribers so they can model and speed up
their success.

When we started | felt like we had a huge rough stone,
and we were chiseling away trying to find our perfect

control. We tested dozens of different types of landing
pages, layouts, text tweaks and more. Each month | felt
like we were getting closer and closer. I've also watched
as our subscribers (you guys) have been implementing
them as well. It's been a ton of fun!

And now after more than 100 tests, | feel like we have a very
powerful, consistent control. It's been winning in multiple
markets, and as of today, is where we start all new projects.
I'm sure (at least I'm hoping) that someday soon we'll be
able to beat it, but until we do, this is our control.

DotComSecrets Labs
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The Sales Video Page W The Order Form
LOGO
Product Oplions
TESTIMONIALS
VIDEO Contact Information
WHAT YOU'LL LEARN
. Credit Card Information:

Call to Action
WHAT YOU WILL LEARN

Order Summary.

GUARANTEE

Call to Action

The order form is something it seems like very few people
test (often because they don't have a cart that will allow it),
yet it’s one of the most profitable spots to focus on.”

| want to walk you through each of the three pages in our been able to have a normal optin beat a mini-survey since
control, almost like a review of all the tests in this book. | we started testing.

hope you enjoy!
The core things we found on the survey style landing

The Landing Page page that are essential include:
| want to first thank Daegan Smith for evolving the . A Curiosity Based Headline: The more curiosity
landing page to this mini survey style. So far we have not the better. If you tell people what your offer is,
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this page will not convert. If you go over the top
with curiosity, well, we've seen over 50 percent
conversion rates consistently!

«  Three Steps: The three steps at the top are key,
but we found that the most important one is step
three. We tested having the words "finish" which
actually increased conversions but completely
killed sales on the next page. The text we've found
to convert the best under step three so far is "Get
Your Access."

The Mini-Survey: The question we normally ask is
"How Did You Hear About Us?" and then we add
four options. We didn't see too much change with
what options we put in the survey until we made
the fourth option "Other." Adding the “Other” option
gave us one of the biggest increases in response of
any test we've done.

There are other little things that we've learned about this
page, but those are the core things that had the biggest
impact on conversions.

The Sales Video Page

Our tests on this page broke a lot of the conventional
wisdom and things we had been told by other
marketers.

- The Headline: Having a headline above the video
did actually win in almost all tests we ran. We tested
animated vs. static headlines and split winners on
which one was better.

- The Video: Having the video auto play (with the
ability to pause) but no ability to fast forward or
rewind was important. If they couldn't pause, it
actually killed conversions.

« The Call to Action: We found it is important to have

fromRUSSELL

the call to action button open immediately (we've yet
to have a test win where we hide the button until the
price was announced). And when possible have the
order form open on the sales video page instead of
taking them to a new webpage when people click the
CTA button.

- The Video Spoiler Box: This was one of the biggest
things we found that has consistently increased
conversions of every sales video we've tested it on.
The basic premise behind the video spoiler box is that
it gives the core elements from the VSL to help draw
them into watching the full video.

The Order Form

The order form is something it seems like very few people
test (often because they don't have a cart that will allow
it), yet it's one of the most profitable spots to focus on as
the person has made it through multiple levels and just
needs to feel safe to make their final order.

+  Credit Card Form: We actually found that having
the credit card info on the left out converted the
right hand column (which was against that | was
guessing would win).

- Facebook Style Testimonials At The Top Right Side
Of Your Order Form: We had dramatic increases
when the testimonials looked like they had actually
come from Facebook (I'm guessing that people
believe if it was posted on Facebook it must be true)
and actually having that on top of the offer recap
block is important as well.

And that is our control. We're using it now in almost every
market that we're in. Our goal is to try to beat it and figure
out other things we can do that will out convert it, but
this is where we always start now.

Can you beat this control? If so, please let me know! DCS
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Did You Know That You're Just A
Few Tiny Tweaks Away From A

150% to 650%

INCREASE IN PROFITS...?

BUI...

Do You Know Which Tweaks
You Need To Make?

Before we get started, let me share with you a story
that will help illustrate my point:

A few years ago, there was a young couple who were
having trouble with their plumbing.

So they hired a plumber. He got under their sink...
looked around, and then hit an elbow joint as hard as
he could with a hammer, and the problem was solved.

The couple was overjoyed and asked how much they
owed him. The plumber said $75.25.

The couple said...

"That's ridiculous... All you did was hit the pipe with a
hammer!"

We want an itemized bill!"

So the plumber took out a piece of paper and
wrote out: $75.25.

$0.25 cents for wear and tear on the hammer...
and $75.00 for knowing where to hit the pipe.

Testing and optimizing your funnel can be similar. You
can spend weeks, months or years trying to figure out
which change to make... and more often than not, your
tests can actually HURT your conversions.

Don't Leave Your
Testing To Chance...

After Over A Decade Of Building And Testing Funnels,
We KNOW what is broken in your funnel, and what
tweaks you can make to approve it. In a single day we
can save you over a decade of testing, trial and error.

Want us to look at YOUR funnel and show you
where the 150% to 650% tweaks are that you're
missing? If so, apply FREE at:

www.DecadelnADay.com
What Would An Extra 650% Increase Of Profits Mean To You?

DECADE

inadau




fromRUSSELL

2 TINY
ORDS

INCREASED DPL
BY 74.61%

By Russell Brunson, the Overnight Success Maker

After we launched it, | was very happy (and surprised) by the
results. When we looked at the numbers after the first 30 days,
we found that we were averaging about $9.45 net profits after
paying out affiliate commissions and merchant fees from every
person who registered for the webinar (not too shabby).

A few weeks after that, | had a chance to attend a seminar in
Florida where Ted Thomas was speaking. Ted is a legend in the
Real Estate industry. | saw video of him speaking at a Robert




Kiyosaki event, and at the end he had a line of over 300
people following him to the back of the room to buy his
course. Because he did this at every event he spoke at, he
was nick-named the “pied-piper.”

As a sales person, | was intrigued to hear Ted speak and
to see his magic... but unfortunately for me, he wasn't
selling at that event (just speaking as a favor to the event
promoters). And in an even worse turn of events, he
actually had heard about me and wanted to watch me
close. Talk about pressure!

So, I gave my presentation, did my close and made a little
money. We closed just shy of $100,000 from the stage, not
bad for 90 minutes of actual “work.” | was feeling kind of
proud in the back of the room, and that's when Ted walked
up to me. He said, “Hey, you did a great job speaking, but
you want to know why you only made $100,0007"

Ha ha... only $100,000? My pride quickly turned into
embarrassment..."Sure,” | responded, and he agreed to
explain why at lunch about 30 minutes later.

At lunch he was vague (and honestly a little strange). He
started asking me little yes or no questions, and making
statements. | agreed with everything he said, and then he
stopped, smiled, and asked if | knew what he was doing?
Confused I answered “no.” He then asked me to notice my
head. “It's been nodding up and down for the past five
minutes. And that, is the secret.”

He could tell | was a little confused, so he went on.
"There's a little thing you need to learn that will at least
double your closing rates when you speak, and you don't
have to tweak your presentation at all. You need to learn
how to master what | call ‘trial closes.”

He then went on, "When | speak, | start from minute one
asking the audience little yes and no questions where |
know the answer is yes. At first they verbally say yes, and
within a few minutes, they just start nodding their heads.
Russell, when | watched you speak today, not a single head
in the audience was moving. People were captivated by
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you, but no one was nodding yes. When | speak, the entire
audience’s heads are nodding the entire time. It looks

like waves in the sea, and so when | ask them to give me
money, it's not hard for them because they've been saying
yes to me for a full 90 minutes.”

He then went back into the conversation we had when

we sat down at lunch and showed me the trial closes he
was using on me: Have you enjoyed the event? It was fun
watching you speak. Do you enjoy speaking? So and so did
a great job today, don't you think? And so on. He had been
using his trial closes on me, and | didn‘t even know it!

He said when he first started to sell from the stage, he
would take out a stack of cards, write different trial closes
on them and lay them out all over the stage. And as he'd
walk around, every time he'd see one of the note cards,
he'd use a trial close. He recommended that | make similar
note cards for myself to post on my desk when | do
webinars and bring with me when | speak.

He also said that after you share any testimonial, most
people just move on to the next part of their presentation,
But this is the mostimportant place to insert trial closes.
You should usually add four to five trial closes after any
testimonial. For example: "Isn’t that awesome!?! Can you
see yourself doing this? Are you guys getting this? Do you
see the power of what I'm showing you?” Since then, I've
also found this same concept works after showing any
feature or benefit of my products.

He then gave me a little book that had a bunch of his trial
closes in it, wished me luck, and lunch was over. | thought
that was pretty cool, so on the flight home | wrote down
as many trial closes as | could think of. Then, when | got
home, | sat down and re-watched my entire recorded
webinar, found every spot | thought | could (or should)
include a trial close and wrote down an example. | then
recorded just those little “chunks” and had my brother
(aka video editor) insert all of those trial closes into my
presentation. Here is the list | made after watching my
replay that | gave to my brother. | hope that it will give you
some ideas for your own trial closes:



1:05

That's why I'm so excited for this webinar:
50, are you guys excited for this too?
Are you ready for this same
change that is about to happen
to you too?

1:21
More success stories than anything
we've ever done...
In fact... [insert Dee’s case study]
Insert a few trial closes after
showing Dee's story
Insert... “get free software when
you stay to the end..”
Who here want's a free copy of
this software?
Software made Brian $XXX
Can you see how this software
will shortcut your success?
Do you want a free copy of it?
Just stay on until the end, and
I'll email you a copy. Does that
sound good?

2:07
Here are success stories that have
piled in during just the last few days!
[Mention name, how much they
made, show video in background]:
[ will show you these video later...
but THIS is the opportunity I'm
talking about. Are you ready for

Do you want to be the next
success story?

How are you going to feel when
you do your first deal like these?

3:05

At the end of the list insert trial close;
Okay... 50 are you guys ready
now? Good...

fTOMRUSSELL

WHERE TO INSERT
TRIAL CLOSES

After Testimonials

After every testimonial you want to insert
one or more trial closes to get them to

agree that they could see themselves
doing it too.

After Features and
Benefits

After each major feature or benefit |

3:22
Everyone's talking about providing
internet marketing services to local
businesses...
You've heard them talk about
this, right?
It's because it's warking.. it's a
really good thing to do, isn't it?

359
Would you like to learn this loop
hole?
Can you imagine what a shortcut
this will be to your success?

inserted trial closes to get them to agree
that they wanted those benefits.

At New Thoughts or
Concepts

Whenever you are transitioning from
one thought or concept to another, use
a trial close to get them to agree to the
concept before you move to the next
content section.

4:47

Are you ready to get started
today? I know some of you were
ready yesterday!

If you want these results NOW...
then nod your head YES!.. | know
[ can't see you, but want to
make sure you are participating —
it's important, don't you think? So
nod your head YES!

6:12

[sn't that cool?
Short Tony clip pre-framing me
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What do you think about that?
Wasn't that cool?

8:54

Does that sound good?

9:27
Check out this quick video clip
(Insert "I made $15k in one day...
when | got the check...]
Can you imagine making $15k
in just ONE day?
This type of stuff is happening
almost every day here...isn’t that
exciting?

10:36
Would your family be impressed
with those kinds of profits? Ya, |
know that mine would...

10:44
Are you ready to live that same
dream? I'm sure you are!

11:33

Have you ever asked yourself that?

12:06
Am lright?

12:32
Do you realize how much
opportunity is waiting for you
right now?

13:09
Would that income be like getting
an immediate raise for you?”

13:34
Do you already have that desire
for change?

en Split Test Winners

16:15
So, let me ask you, are you one
of those people who are ready
for a change?

16:54
Are you the internet marketer
who's looking for more passive
and residual income?

1716

If you already have a business,

——

can you see yourself adding this
into your business and instantly
doubling your profits?

20:23

Don't you agree?

21:52

Is this making sense to you?

22:57

Do you know a business owner




who is struggling right now?
Can you think of any business
that could use more customers
right now...? Your dentist? A
family friend?

23:21

You've seen this right?

23:53

Doesn't that seem crazy to you?

25:07
I'm sure you've been watching
this too... right?

28:20
Was that as awkward for you as
it was for me?

29:23

Can you see the dilemma?

30:33
Wouldn't that be SO much
easier?

30:43
How much better would that
be? Would it increase your
chances of success?

31:18
Would that make your role in
this a LOT easier?

36:33 - 36:38

* Re-record: Now EVERYONE
wants to get in on the next
Starbucks, or the next Google or
Facebook or Groupon.. right?
Can you imagine the impact on
your income if you had?

37:36

- Letme ask you to nod your
head again if you think this
would be profitable for you and
your family..?

46:17
Re-record whole slide, “And they
paidit.."

You've got to get in on this...

54:42
Would you like to take time off
THIS YEAR?
Would a deal like this give you
more variety and excitement in
your life?

55:01
And we ALREADY know it's possible
to make your investment back in
the first 30 days... Dee (a GREAT
grandma ALREADY proved it..) it
took her just 3 days!
Don't you think that you could
do that too?

96:08
Can you see how these cheat
sheets will make your life SO
much easier?

56:54
Is that pretty cool? Do you
like getting a $1,000 internet
marketing course for free?

58:04
-+ Canyou see how having these
Case studies will make it so easy
to sign up new clients?
Can you start to visualize
yourself doing this now?

fromRUSSELL

58:30
Do you see how much
more money you can make
leveraging our brand?

59:24
Do you like the idea of my
paying all the legal costs for
this? Ya, | thought you would.

60:52
Can you imagine how much
time and frustration this will
save you..?

61:45
You can do this for the rest
of your life... just think of the
impact on your incomel!

63:44

Do you follow me so far?

66:11
50, what do you think about that?

67:30
Are you guys getting this? Can
you visualize yourself doing this?

68:38
Would you agree a LOT more
than 7-Eleven, Subway or even
McDonalds?

69:03

Does that make sense?

69:45
But it's worth it... right?

70:22

Does that make sense?
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71:48
Does that sound fair? Are you
guys getting this...? Are you ready
for your life to change?

7643

Don't you agree with that?

78:03
. Would a deal like that create more
security in your life?
Would your family be impressed
with those kinds of profits? You've
GOT to get in on this!

7819

Don't you agree?

82:57
Does that sound good?

84:10
If you mastered this skill, where
would you be in 5 years from now?

90:11

But the power comes because after
you've signed your new client up, that
money comes in each month...even i
you stop working. That's why people
are taking a week or a month off or
more their first year... because it's not
like a normal job where you just get
paid when you work. You get paid

residually, for work you've done once...

Does that make sense?

93:43

. Are you guys getting this? Are you
ready to get started? I'm seeing
orders coming in quick now. I'm
5o excited to be working with you
guys! Welcome to the teaml
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NET DOLLARS PER LEAD (DPL)

75%

mcrease

$9.45 $16.50

conrol with trial closes

..Start using trial closes in everything
that you do, and you'll see an increase of
response across the board. It's not even
worth testing anymore... just do it!"

It took a long time to record and insert each of these trial closes into the
webinar, but after testing this new version against our old one, our average
net profit we made for each webinar registration went from $9.45 to $16.50!
That was a HUGE 74.61% increase by adding in these trial closes!

Since then, I've started using trial closes in everything | do including my sales
videos, my webinars, my speaking and more. They have pretty much become
part of my language patterns now and by adding these into everything we do
now as part of the initial control we've seen an overall lift in our total income.
Pretty cool, don't you think? (ha ha.. had to insert one here).

So, the moral of this story is to start using trial closes in everything that you
do, and you'll see an increase of response across the board. It's not even worth

testing anymore...just do it! DCS



etison

The Essential Marketing
Automation Tool You Need
To Start, Promote, And
Grow Your Business Online.

D3 l@‘i Q

click funnels backpack CRM actionetics
Easily Create Sales Easily Take Orders Easily Create Custom
Funnels That Convert.. And Promote Your Marketing Sequences
Products... For Every Visitor...

ToTry Out The
Etison Marketing Suite Go To:




WHICH

"Buy Now" VS "Free Trial": One of
them will give you a 158.6% increase
- do you know which one? (page 10)

When do you show your order form?
Screw this one up and you could
lose 44% of your sales (Page 11)

How putting your "Add To Cart”
button in the wrong spot can
increase sales by 38% (Page 12)

Boobs VS Obama: Which one wins?
Knowing this could help give you
a 45% conversion on your next
landing page! (Page 21)

Animated VS Static headlines... one
of them will DROP your conversions
by 29% - MAKE SURE YOU DON'T
USE THE WRONG ONE. (Page 22)

Red order button or Green order
button? Choose carefully because
you're risking a 34% increase in
conversions! (Page 30)

Long copy VS Video... we FINALLY
have a definite winner, and | think
you'll be a little shocked at the victor!
But the 33% lift will make it all worth
it. (Page 33-34)

'EST WON?

Find Our Shoc.ﬁ g Results Inside:

GUESS

« Do coupons boost sales on
Facebook? Or will they actually
hurt you? Shocking proof that
will change how you market on
Facebook. (Page 40)

. Should you have a pause button on
your VSL? Should you do just text, or
text plus video? Should | offer split
pay? Delayed order button? These
9 tests will show you the PERFECT
winning combination! (Page 64)

« Should you delay your order button
on upsells? Screw this one up and
you will LOSE 188% of the profit
you could (and should have made).
Despite my best guess, | got this
one DEAD wrong. Do you trust your
guess? (Page 65)

« Should you do a 7 day trial or a 30
day trial? One of them will give you
a 110% increase - can you guess
which one? (Page 78)

All free trials are NOT equal... Should
you require a credit card or not? One
option resulted in 50% MORE paid
customers. (Page 79)

. Plus Many More Tests Inside...
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