
13 Creative, QuICK Customer  
Conversion Tips To Tip  

The Balance of Your Sales 
 
Here are some quick conversion tips you can try out to improve your offer, your 
sales letter and your sales funnel tweaking. Assuming you've already done your 
split testing with alternate headlines and sales copy, here are some tips you can 
use in general to improve the conversion of your front end offer. 
 
 
Conversion Tip 1 - Give a Follow up Call 

As soon as the email for your sale comes in, you look at their city and state - if 
they order during the day for you, then you can pick up the phone right then and, 
if whatever you used to take your orders includes a phone number, then you call 
the phone number and you thank them for making the sale and ask if the 
download or confirmation link worked.   

I’ve done this now and again but it’s not something I do on a regular basis, but 
every time I do it I get all kinds of thanks. People are really surprised because so 
few people actually think to pick up the phone and call people to thank them after 
they’ve bought from you. 

What you could do after you thank them is you can try to understand their 
situation more, so obviously they had some kind of a problem and they bought 
your solution, your product, to try and fix that problem. 

So a lot of times you can upsell them to something else or maybe they just need a 
chance to look over the products. You can say alright, I'll call you back in 3 days 
to see if you need anything else. Then in 3 days you call them back and if they've 
found that they want to pursue some other sub-topic that's within your product 
maybe you can upsell them with something else. Or, at the very least, sign up 
somewhere as an affiliate, give them your affiliate link, you get a little bit more 
money out of it. 

You've just got to think of it as a worst case scenario, what's the worst thing that 
could happen? They tell you that they need time to look over your product so you 
didn't lose any money, you only lost a couple of minutes of time and you 
connected with them on a personal level that so few internet marketers actually 
do. 

It's really cool to do it right after the sale comes in. It's kind of a cool effect 
because people are already in that buying happiness feeling, they already feel like 
they made the right choice and again just differentiating yourself, so many people 



will wait a couple of hours before they call or they'll wait a couple of days before 
calling. Just make this simple phone call and you'll make a big difference. 

A couple of things to keep in mind is like I said, make sure you check the city and 
state first, so you can be sure that you're calling during daytime hours. Because it 
might be daytime for you but if someone orders from Europe it could be 6 o'clock 
in the evening for you but for them it may be 4 o'clock in the morning and then 
you've just called them and woken their family up. 

Or maybe they do order in the same country as you but you don't look at the clock 
because you've been working all day and all night and you don't realize it's 
midnight at night and you called them.  So if they order after hours just make a 
note for yourself to call the very next day and if you get an answering machine, 
don't pitch them on an answering machine because they won't call back. 

Just call them and give them your name and say thanks for ordering, I wanted to 
call you to make sure that the download link worked. Pretty simple, you don't 
have to leave a long message, it doesn't have to be scripted, just be personable 
and, you know what, maybe you'll screw up but if you make a few of these calls 
it'll be no sweat. I wish I could do more of these calls but I just don't have the 
time, I'm focusing more on automation and more on things like online list 
building, and not so much on offline coaching. 

But if I was trying to build more of an offline coaching customer base then I 
would be doing more phone calls because, at the very least, you can upsell them 
not only to different products or different affiliate links but you can upsell them 
to personal phone coaching.  If they are the kind of person that likes to talk on the 
phone then that's perfect for somebody that wants to pay $200 or $300 and you 
talk to them for a couple of hours and get them pointed in the right direction. 

 

Conversion Tip 2 - Thank You Card 

This goes along the same idea as the phone call but it's easier and this is 
something that I actually do on a regular basis instead of calling on the phone. If 
you can capture their physical address in the order process, then you just write 
them a personal thank you note.  It doesn't have to be really long, just say 
`Thanks for your order, let me know if you need anything' and you mail it to 
them. 

You don't need to go crazy with this, just buy one box of envelopes, buy one box 
of stamps and then write stuff on little index cards or on pieces of paper. It 
doesn't matter, it doesn't have to be fancy, you don't need to print it out on 
customer letterhead or something. Just write them a personal thank you note and 
mail it.  If you only wrote 4 thank you notes a day that would be almost 1500 
thank you notes a year. That's a lot. 



So many people will only write thank you notes for people they've met at 
seminars or for business partners but why not for your customers or, if you see 
someone who keeps ordering from you over and over again, and you keep seeing 
that name and that address, just write that address down. Don't even think about 
it, don't even waste time adding it to a to-do list, just write down that address on 
an envelope and mail it next time you go to the mail box. 

I've seen people get creative with their thank you offers - one guy gave 
copywriting for $200, I think he does it even cheaper now. He would write you a 
5 page sales letter for $197 and he would do it within a couple of days. It wasn't 
the best sales letter but he was pretty fast and he got the job done. That's what I 
always like, I always like people who do things fast and get the job done, not 
necessarily the best because who cares about a perfectionist? And even if you do 
make something perfect you're probably going to want to change stuff later 
anyway. 

So this guy produced subpar copy but it was fast copy and as soon as an order 
would come in he would get you a $5 Starbucks gift card and mail it to you with a 
personal thank you note. I was so happy with this when I first got it a couple of 
years ago because no one else had done this I took a picture of myself holding the 
thank you card and got him some extra publicity. 

If you think about it, I'd paid him $200 and he gave me this service, but he also 
gave me $5 in return. Even though it was only $5 it felt like so much more just 
because he cared and what was really cool is that he mailed the gift card the day 
of the order. It took it 2 or 3 days to actually write the copy, so by the time he was 
done I got the gift card or sometimes a day after he was done. I thought that was 
pretty cool that he got the copy finished so quickly that sometimes he beat the US 
Postal Service. 

Even though he personally wrote out the thank you note a lot of these gift cards, 
not necessarily Starbucks - I think Starbucks does it, but a lot of these gift card 
places will allow you to designate a gift recipient address. You can just type this 
stuff out into a web form and pay for it and it mails out to the person without you 
having to do anything, so this is something that you can really easily outsource.   

 

Conversion Tip 3 - A Weekly Webinar 

If you have a product and you need a bonus, just make a webinar containing 
about the same information but presented live through a webinar screen cast as a 
bonus.  I don't know when you're watching this and so things might have changed 
but at the time I'm recording this I consider GoToWebinar to be the best webinar 
software out there.  You can fire up your Camtasia recorder and start your 
webinar and people can come in and watch you present live and ask you 



questions, but at the same time you record your stream using Camtasia and you 
can present the recordings to the entire group. 

I had a guy the other day who put out a frontend offer but he had no backend. He 
emailed me and said "What should I have done for the backend?" and I said "Just 
make a webinar".  If you sell a $17 product, upsell them to a $97 webinar where 
you present the exact same information but you will answer questions so the 
things you present can be custom tailored to their business. 

Let's say you are offering a report about how to recycle private label rights 
content and make your own products and one guy specializes in helping offline 
businesses get online so he might have questions about specifically `How can a 
guy who helps offline businesses get online use private label rights content to 
speed up the process?' 

So just upsell people to a weekly webinar and you don't even have to set it up, just 
put the payment button out there and if people take you up on your offer then 
you can do it. If only one person pays you a hundred bucks to do a webinar it's 
still worth it. If it takes you one hour it's still worth it because you're being paid a 
hundred bucks an hour. Even if you had to do 2 webinars at an hour each and you 
charge a hundred bucks for that, you're still getting paid $50 an hour but if say 5 
or 10 people pay you for that same amount of time, that's much better and it'll be 
a lot easier for you to present the class because people's questions will keep the 
flow going. 

So that's another way to add a quick upsell or add more conversions to your offer 
is to add a weekly webinar because it makes it more high ticket and it convinces 
people that they're not left out in the cold, there is handholding, so even if they 
read the book and they don't get it and they have all kinds of questions, you'll be 
there to answer their questions.   

 

Conversion Tip 4 - Multiple Store Fronts 

You create a competitor that sells a very similar product as you in the same niche 
and this is you, this is you that creates the product but maybe you joint venture 
with someone else and they market it a little bit differently, or they write the sales 
letter, but the point is that you create most of this other product and it's pretty 
much the same thing as what you have originally but you put it under your 
business partner's name. 

People like to do their research and sometimes they won't buy the very first thing 
that they see. If you were that guy selling the private label rights content report 
how to then people might not like your attitude because you make PLR sound like 
too much work. So you make a different report that's totally different but it has 
basically the same information in, maybe you provided a different step-by-step or 



you give a stripped down version of what you have to offer. And you partner up 
with this other guy who gives his own take on PLR and he just presents it as a 
really simple turnkey solution - maybe this other guy will do the product for you, 
maybe he'll write you some PLR, he'll find you some PLR or he'll take your PLR 
and make a site out of it. 

The point is this other guy is just taking what you had and making it a little bit 
better and presenting it on a different store front. Either way you still get paid, so 
even if people don't buy from you then they buy from this other guy, you still get 
50/50 split of the profits.  Preferably you'd want to set this up on a different 
webhost so that people don't see that your site and his site are hosted on the same 
server. If you want to have a different payment processor so they don't pay to the 
exact same PayPal account or something then you should go for that. 

I am definitely not advocating marketing under a pen name because I really don't 
like to do that. I would rather partner with an expert in another niche and just 
sell under their name than have a pen name because then you have issues about 
fraud - people might buy both products from you, so they'll buy the one under 
your name and the one under the other guy's name. So it's better if instead of 
doing a pen name or a fake name or an alias or doing some kind of address 
whoisguard protection, instead of all that fancy stuff, just partner with someone 
else in the same niche as you who can present your stuff in a different way and do 
a 50/50 split. 

 

Conversion Tip 5 - Add Your Headshot to Your Website to 
Differentiate Yourself from Most Other People Out There 

I spent one day updating 50 different sales letters to add my photograph - a 
headshot of me to every single page. There's no reason not to have your photo on 
your sales letter because you're trying to get people to trust you and to show that 
you are a real person. 

Here it goes back to the issue with the pen names and the multiple store fronts, 
this is yet another reason to partner with someone instead of doing a pen name 
because then you can show the picture of that partner instead of some fake 
picture or another picture of you and just hope that no-one connects that it's the 
same face but 2 different names. 

It used to be a stigma to have your picture online, people would say if a hundred 
people have told you that you are attractive put your picture online but if not 
leave it out.  These days if you go to MySpace, Facebook or YouTube, everyone 
has a photo, so there's no reason not to have a photo and if you think that you're 
ugly just size the photo down to a postage stamp size, so at least they can see 
there's a face but they can't see that you have acne or that you have a bad haircut 
or something. 



It doesn't have to be professionally taken, you don't have to go and pay a 
photographer a thousand dollars for headshots, just add a normal photo of 
yourself. If it's at a party with a family just crop it out so that all people can see is 
your head. Try not to make it too professional, too `businessy', don't dress 
yourself up in a suit unless it's your character. 

So if you want to be the guy like the doctor who found the cure for something 
then yeah, wear a white lab coat, but otherwise if you're just trying to present 
yourself as a regular everyday person, just use a picture of yourself in normal 
everyday clothes.  If you crop the photo so that all you see is your face, people 
aren't even going to see what you're wearing, you could be naked for all they 
know. 

 

Conversion Tip 6 - Split Testing 

This is how you're going to increase your conversions, there is no doubt about it. 
You just take your sales letter and tweak one thing, so tweak the headline, tweak 
the color of the headline, tweak the size of the headline - but just choose one 
thing each week. You don't want to split test 2 drastically different pages, you just 
choose one thing. 

You show half of your traffic version A and half of your traffic version B. You can 
find all kinds of free split test scripts out there, they won't do every single thing in 
the world but they will basically split half your traffic to version A and half your 
traffic to version B. 

If you want the really low tech way to split test just have 2 different payment 
buttons and have a way to tell if somebody bought from one or the other. So if 
you can add a custom field that says `This is button 1' or `This is button 2' or 
change the name of the product on one of the buttons or whatever you can 
measure and you can think - oh, version A got 72 sales and version B got 30 sales 
so that means I should stay with version A and throw out version B. 

Then you don't stop there, you split version A again. You say, alright here's 
version A1 so here's something else I changed and version A2 which is version A 
exactly the same. You just keep changing little things and you try sending half 
your traffic to it and if that little change works better then you keep it. 

 

 



Conversion Tip 7 – Change the Order Button Text 

So many people have order buttons that say `Order Now' and who wants that, 
people are used to that, people are always seeing stuff like that, so instead you 
can try changing the text on the order buttons. Instead of saying `Order Now' you 
say `Get it Now', this is what my cell phone company uses and whenever I see 
`Get it Now' I'm like, what do I get now? 

That gets people to click. 

`Add to Cart' is probably the best converting text, you could put it on an order 
button but it's something that you should test, because people are used to going 
to places like Amazon and adding stuff to a shopping cart. Or they are used to 
being at a physical store to buy their CDs or their groceries or whatever and they 
add to cart. 

So instead of saying `Order Now' they associate that with losing money, with 
making a purchase, using their credit card when instead you say `Add to Cart'.  
`Instant Download' - Again you're focusing on the benefit, on what they get after 
they pay, not focusing on them paying. 

You could say `Activate Membership' or `Give Me Access' or you could customize 
the text which is probably best based on the product itself. So if you were selling a 
report on how to market private label rights stuff you would say something like 
`Yes Please, Show me right now how to set up a website in less than 19 minutes 
using private label rights products'. You could put that whole thing as your order 
button. If you can get a graphic designer to add that text to a cool looking button, 
even better. 

 

Conversion Tip 8 - Remove Leaks on your Sales Letter 

I've seen a lot of sales letters that I critiqued where they link to other parts off the 
page. 

You don't want to do that, if you have information, sell information. 

I prefer that if I'm giving information, if I'm trying to build a list I'll have it on a 
blog, but when it's time to go into selling mode they click over to a sales letter 
where they can't even click back. They can click the back button, but there's no 
link to send them back to the blog because once they're on that sales letter the 
only thing I want them to be able to click on is the order button and if they want 
to go somewhere else, they want to type in a URL or go to their bookmarks or 
something, that's more work than just clicking. Clicking is the easiest thing they 
can do. 



Don't link to other parts of your site from your sales letter. If you have 
testimonials on the sales letter don't link to outside sites. You can show the URL 
but don't make it a live link because you'll lose so much traffic that way. 

Don't even have a search box or links to articles in the sales letter. That's for 
content sites, that's for blogs, that's not for your sales letter. 

Have your content sites link to your sales page but don't have your sales page link 
back.  I've had people ask "Why don't you link to your blog from every single sales 
page? I'm like "Oh yeah sure, I want people to be ready to buy from me but then 
they see at the bottom that they can click on my blog and get information for free, 
I don't want to lose sales that way". 

So the content site, your blog, your article directory, your authority site, 
whatever, link to the sales page but the sales page doesn't link back. 

 

Conversion Tip 9 - Multiple Article Landing Pages 

You have a handful of articles and a lot of people have hundreds of articles, and 
all they do is they submit them to EzineArticles and that's it, that's all they do 
with them. 

Well you also add articles to your blog and you can make entire sites out of a 
couple of your articles. If you have a long article take your article and add a video 
to it so that it appears at the top of the screen, and then place opt-in forms 
throughout the body. And guess what, you've just transformed an article into a 
landing page.  

You can add links to your sales letter or have your opt-in form and after they 
supply their name and email address in the opt-in form it'll redirect to your sales 
letter. You can make all these kinds of pages that look like we're actually giving 
good information but you're just trying to funnel them all into a sales letter. 

For your opt-in form on this landing page you don't just say `Opt-in for my free 
tips', you give them a bribe. You offer free information, for example more articles 
or access to a blog or access to a free report, in exchange for their email address. 
And when they've filled out that form they get taken to the sales letter. 

This is perfect for pay per click traffic for a couple of reasons. 

First of all because Google likes you to provide real information, so if you have a 
lot of text on a page and you are teaching something that's good, they like that. If 
you have a video on a page and it's a lengthy video that tells them a lot of good 
stuff, they like that. 



But people coming off of Google and off of the internet from all different kinds of 
places when they're strangers to you, they are not necessarily ready to buy from 
you. So you want to get them on a list first so you can keep marketing to them 
over and over, especially considering they came to your site probably seeking 
information, not necessarily to buy something. In case they were thinking of 
buying something then after they put in their name and email address, send them 
to the sales letter. But if they don't you can keep hitting them over and over, 
trying to get them back on that sales letter and hopefully to buy.   

 

Conversion Tip 10 - Simplify the Order Process 

Are you asking for too much information on your order form? 

I've had people using a script (JVManager) that captures the physical address of 
the customer twice, which is ridiculous and stupid! I've paid for a few things like 
that and I go to click order and it gives you a page where I have to fill in my name, 
my address, my phone number, all that good stuff, then I click pay and it gets into 
the PayPal payment page where I have to fill in, guess what, my name, my 
address, my phone number, all that stuff again. 

You don't want that. You want to make the order process as simple as possible so 
if it's possible to do something like use IPN to capture the PayPal, to capture their 
physical address after they buy from you then do that. But don't use some script 
where the programmers were lazy and asked people to fill in all their information 
first before they even pay. 

So you want to make the order process as simple as possible, you want to put as 
few barriers in between when they click order and when they actually hand over 
their credit card information. 

If you use any tracking scripts check your shopping cart abandonment. Find out 
how many people click on the order form and how many people actually buy and 
if it's 50% or more then you've got a real problem and you've got to maybe use a 
different payment processor that doesn't require you to fill out so much stuff. Or 
a different payment script that doesn't require people to fill in stuff twice but they 
definitely should not be filling out any more than 3 or 4 fields before they even 
pay. 

I always try to make it so my payment buttons take them directly to the checkout 
process.  The only exception is when I have membership sites where I want them 
to pick a user name and password and then pay for it. 

 



Conversion Tip 11 - Improve the Guarantee 

If your guarantee is normal and boring, it's just a money back thing, make it 
unusual and ballsy. 

One way you can do that is to add an unconditional money back guarantee which 
usually you have to do anyway, but you just put it in their face that you can spend 
$50 on this report and if you don't like it within 2 months then you can get your 
money back. 

Or you can add a conditional double your money back guarantee so you say, if 
you can fulfill this kind of condition then talk to me and I'll refund double the 
money back. So if you can't get your first private label rights product out the door 
within 30 days then email me and explain your situation and then I'll give you 
double your money back, stuff like that. 

Usually it makes people more likely to buy and very few people go for it because 
the people who were going to refund from you usually are the lazy people who 
didn't have time to even use your information. They'll just get the unconditional 
money back guarantee because they think they are getting that report from you 
for free. 

Or you can just make a toned down conditional money back guarantee. So you 
say something like `If you pay more than $100 I will give you free shipping'. That 
works really well especially if you have an upsell you can say `Alright you can pay 
for the low ticket item for $20 plus you pay for shipping or you get the deluxe 
version for $50 and the shipping is free'. 

People are feeling in their mind that "OK the $20 is cheap but it's really going to 
be more like $25 or $30 once I factor in shipping and the $50 is just $50 flat 
rate". So for me if I was going to pay for the shipping it feels more like $40 or $45 
so you are making the low price seem like almost $30 and the higher price like 
$40 or so, so it's not that big of a jump. It's not that big of a jump price-wise but 
value-wise they get a lot more. 

 

Conversion Tip 12 - Add Your Story 

If your sales letter is nothing but headline and bullet points and benefits and stuff 
like that, that's fine, nothing wrong with that, but a good tweak is to add in your 
story.  It could be your story in how you created the product or how you came up 
with this system or what people said once they started using it or even what that 
person will go through once they get your report. 



A hypothetical scenario would be `Here's what's going to happen after you buy 
blah blah blah'. 

It could be your story, someone else's or your future customers. You could talk 
about why you did what you did, why you did these steps in the report or why you 
even made the report, maybe you made it so that you would have a handy guide 
to look back to. Or that people kept asking you the same questions and you were 
tired of talking to them so you gave them this report. 

Just any kind of story that can keep people reading from start to finish. You can 
talk about the struggles you came up against over and over and then you just had 
to make this report so that you'd have a clear guide about how to solve these 
problems. 

Or you talk about a common problem you always found in forums and I've used 
this to make the story better. I see someone in a forum who keeps posting about 
this problem they keep having so then I play it up into a hypothetical scenario 
and then I say, "What if this happened to you?" This happened and this happened 
and you couldn't get past this roadblock, so then here's a real solution. Then I 
would show the text from the forum post, maybe even a screenshot, showing 
somebody asking for help. 

 

Conversion Tip 13 - The 3 Second Rule 

I see many copywriters break this rule, but I really like this. 

You pretend that all you have is what's above the fold. So if someone saw your 
site but they could not scroll down, could they still buy? Will it still get their 
attention? 

I see people with big clunky header graphics and headlines above the fold but 
nothing else. 

I like to have a couple of headlines above the fold, maybe a little bit of 
introductory text, maybe a picture and sometimes an order button right above 
the fold. 

You want to go with the 3 second rule because:  

1. You will keep your page from taking a long time to load, you'll cut down on 
stuff so you'll decrease load time, which will increase your ranking and increase 
your quality score. 

 



2. You will consider it in terms of heat maps, so you can go to the different 
sites and you can type in your URL and it will show you your page and it will 
show where people look at first and where people look at next and where people 
tend to look at on the screen, you optimize this so that people who come to your 
site who only have a 3 second attention span will get sucked in. 

 

Summing Up 

So those are the quick conversion tips you can try out to improve your offer, 
improve your sales funnel and improve your sales letter. Here is a quick review 
for easy reference: 

• You can try a follow-up call, where after somebody orders, if it's during 
daytime hours, you call them up. 

 
• Or if you don't like to be on the phone, you send them a thank you card 

and that could even be a $5 gift card to somewhere they would like. 
 

• You could host a weekly webinar, so just put a payment button to get 
people on a list to have a webinar and if somebody pays you then you 
schedule the webinar for a couple of days from now. Use a service like 
GoToMeeting or GoToWebinar and record the call so that people can ask 
their own questions but you can also give the answers to anyone else later. 

 
• Add multiple store fronts - Partner up with someone and combine 

products and sell under their name so that even if somebody doesn't want 
to buy from you they buy from this other person and you still get money. 

 
• Add your headshot - Add your picture to your pages, your blog and your 

sales letter because everybody has a picture on Facebook these days. So 
many people, even when they give a testimonial to me, leave off a picture 
and I'll have to go and add them on Facebook just to find their picture. It 
was on the internet the whole time but they just, for whatever reason, 
didn't feel like giving it out. 

 
• Split test, which you should always do at least on a minimal basis. So you 

have 2 different versions of your sales letter, only slightly different, and 
whichever sells the best you keep. You can do this really easily just by 
having 2 different payment buttons. You set up the same product twice 
and with the exact same download info but maybe 2 different names and 
you compare and see which sold the best. You use a simple split testing 
script to send half the traffic to one version and half the traffic to the other. 

 



• You could change the order button text, so instead of just saying 'Buy 
Now', 'Order Now', you focus on what they're going to get, so you say 'Add 
to Cart' or 'Instant Access' or 'Activate your Membership'. 

 
• You can remove links on your sales letter so you make sure that you 

don't link off to your content sites or to different articles, stuff like that. 
 

• You simplify your order process, so you don't ask for a bunch of extra 
information. You don't ask for people's addresses twice, stuff like that. 

 
• You can improve your guarantee, or offer an unconditional money 

back guarantee because, depending on your payment processor, you 
probably are already offering this. Or add a conditional money back 
guarantee, where if they could prove that your system really didn't work 
they can get even more money back. Or add some kind of conditional thing 
where, if they buy a certain amount from you, you will reduce some other 
cost like shipping. 

 
• You can add your story to the sales letter, so add in why you made the 

product or how it was when you first used the product or how it was when 
your customers used the product or how it's going to be when that person 
reading uses the product. 

 
• You can implement the 3 second rule, which is put as much stuff as 

you can above the fold. You cut down on graphics and on long headlines 
and you try to make it so that you can capture people's attention within 3 
seconds. 
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