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Step 1: Choose A Powerful Benefit 

Driven Headline

 It should speak to the primary reason your 

product exists and demonstrate the core “pain 

point” your product aims to eliminate. 

Invest time in brainstorming headline ideas 

and split test a couple to see which performs 

best. 



Step 2: Introduce The Problem 

Through Storytelling

 Tell the reader a story which introduces the 

problem.

 Introduce a character – maybe it is you, a 

client or someone well known who has had 

this problem. You can also use imaginary 

characters here. 



Step 3: Emphasize The Negative 

Impacts Of The Problem

 Hit the “pain points”, the emotional, physical 

or situational effects this problem has on a 

person and their life.



Step 4: Introduce ‘The Breakthrough’

 Introduce the breakthrough that occurred which 
enabled you to solve the problem and conclude the 
story.

 First they had problem,then they suffered from the 
problem, and now they’ve had a breakthrough, solved 
the problem and learned a powerful lesson.

 Here you might discuss some of the solutions you 
tried which DIDN’T work before you came up with a 
winning combination. 



Step 6: Introduce the Product

 List the components of the product and the 

many benefits it provides.

 Present the “Buy Now” button.



Step 7: Provide Testimonials

 Include testimonies of people who have used 

the product and experienced positive change 

in their lives. 

 If you don’t have testimonies for this 

particular product, use testimonies for you as 

a business owner or professional in your field.



Step 8: Present The Product Benefits 

In A Master List

 Include a Master Bullet Benefit List – a list of 

all the specific and tangible benefits the 

customer will experience as a result of using 

the product. 

 Then present the Buy Now Button.



Step 9: Introduce The Bonuses

 The bonuses add even more value. Tell your 

customer what they are for and why it is such 

great value. 

Consider including at least two bonuses with 

each product.

 Then the “Buy Now” button



Step 10: Explain Who The Product Is 

For

 Reiterate who this product is for, and who it is 
not for. 

 By pointing out who the product is not for, it 
further emphasizes to the customer that this 
product really is aimed at them and the 
solution is specifically for them.

 Then the “Buy Now” button



Step 11: Provide More Proof Of 

Credibility

 Include more testimonies, any endorsements 

from celebrities or well-known figures,press

coverage and appearances in the media, any 

awards you have won etc.

 As seen on…



Step 12: Make A Call To Purchase

 Make a call to purchase (AKA a call to action) 

and then narrate the before and after.

 This means walking the customer through 

the process of buying and using the product.

 Explain what happens once they click the 

button. 



Step 13: Offer A Guarantee – The Risk 

Reversal

 You may wish to offer 60 or 90 days. I 

recommend going beyond the standard – offer 

30 days money back in the initial phase, but if 

they are not satisfied in the longer term, offer 

some kind of follow up like a private coaching 

call to get to the bottom of why it didn’t work.



Step 14: Recap The Product

 Provide a visual representation of the product 
here so it looks more tangible. 

 Use images of audio CDs or an iPod to 
represent the MP3 they are downloading. 

Use this space to list everything in the 
package, including transcripts, audio, video, 
printable materials etc.



Step 15: Discuss The Consequences Of 

NOT Buying

 Touch on the consequences they might face 

if they don’t buy the product. 

 Really emphasize that if they don’t do 

anything, if they don’t take action, nothing is 

going to change. 

 Then the “Buy Now” button



Step 16: Make A Final Call To 

Purchase

 Make another call to purchase. 

Include a signature sign off. 

Sign off saying you’re looking forward to 

working with them, or hearing their success 

story.



Optional Step 17: Add A Post Script

 This is to capture the customers who don’t read 
the entire page and just scroll to the bottom to 
check the product and the price. 

 Highlight the biggest benefit of the product and 
how it will change their life alongside a price 
justification, which compares the cost to 
something they spend in day-to-day life like a 
coffee or loaf of bread.



HomeWork

 Make a Sales Page for the Work From Home 

Be Awesome Mentorship Program and post in 

our group! :D


