
Write Sales Pages That Convert Visitors into Buyers

We’ve all seen great ads on websites and on TV that really seem to draw us in if we have

the problem they’re describing. You mostly see how, in infomercials, they try to talk you

into buying a product that solves a problem you didn’t even know you have (or maybe you

knew). These ads use a certain formula and the formula works.

Think about it, with infomercials, they buy a lot of time. This time isn’t cheap. They know

that the ads they produce have to work. Even before the ads air, they do testing in focus

groups. They make a few, small changes to the ads and then test the ads again to see if

they work better. They’re most definitely not just making an ad and just hope it works – no

way. As a small business owner or online marketer, you can learn from what they do to

help market your business.

The Basic Sales Pitch Formula

Here’s a basic formula that you see being used:

There’s a problem with what you’re doing today
Here is the ideal solution to that problem
Here is what makes the solution difficult or less desirable
Here is how our product makes it easier for you
Here is how you can get our product

It’s simple – you’re solving a problem and your way is better. There are reasons why your

solution is better. Explain those benefits and give a call to action.

Problem – Agitate – Solution

I like PAS because it’s shorter and still effective:

Problem: This is the problem you have.
Agitate: This is what makes that problem even worse, or other solutions out there
stink.
Solution: This solves the problem for you.

Use it With Online Marketing

Your online marketing could be your website or other ways you are promoting your

business online (pay per click ads or other ways). To make your marketing convert (work)

better, simply apply the infomercial formula to it.

Here’s how that looks:



A Compelling Headline (where people WANT to read on)
Present the Problem
State the Solution
State Why the Solution is Terrible
Give Your Solution
Give a Call to Action
Provide Further Information
Show Testimonials
Give Another Call to Action
Provide a Risk-Free Guarantee
Offer a Bonus
Give a Final Call to Action
Offer a Parting Gift

Let’s go into each one.

-A Compelling Headline

You need to first grab people’s attention. Without a compelling headline, they might not

even continue. It’s do or die. The headline needs to grab attention and then make a

promise. It should also qualify them. That means it should make sure you’re talking to the

right prospective customer.

The job of the headline, though, is to get people interested in reading the rest of the page

– that’s it. Do NOT give the solution in the headline. If you do that, you’re not giving people

any reason to read the page any more. The headline should make someone ask a

question to themselves, like… “Why do purple alligators always want potato chips? Weird.

I should find out.”

I like how Copyblogger explains good headlines since there are a variety of headline types

out there:

9 Proven Headline Formulas That Sell Like Crazy (copyblogger.com)

You can also look at those websites you see that have those viral stories and videos. They

get a lot of people to click. Check out Buzzfeed or Digg and see how they do it.

There’s usually some emotion involved and it’s usually fear. You have to make it sound

like it’s something someone doesn’t want to miss or have pass by them.

-Present the Problem

In combination with your headline, you need to state what the problem is. It’ll be something

people can agree with. They’ll essentially say to themselves, “Yes, that is a problem that I

http://www.copyblogger.com/proven-headline-formulas/
http://www.buzzfeed.com/
http://digg.com/


have.” Say why it’s a problem so that you can get them to “buy in” even further.

-State the Solution

Explain what the standard solution is. This is usually something pretty obvious.

-State Why the Solution is Terrible

There are downsides to the standard solution is. Maybe it’s hard work or something people

don’t like to do or don’t know how to do.

-Give Your Solution

Next, say that you have a solution that will help. You have come to the rescue and you’ve

solved this annoying problem for them. Your solution takes care of the negative thing

you’ve stated above. Explain the benefits to your solution – how it benefits the customer.

Your solution should be easy. It’s should be a no-brainer. People don’t want to do, they

want to get. Explain what they get and why it’s the easiest solution out there.

Keep people in the buying process so that they stay with you and don’t self-serve. Don’t

keep saying why you’re the best but explain what they get – how it applies to their

particular situation. Put yourself in the buyer’s shoes and think about what they are

thinking. Your product or service solves problems that the buyer has.

-Give a Call to Action

Ask them to buy it. You might have them right here. If so, there’s no reason to keep selling.

Ask them to buy it or give up their email address or whatever your call to action is.

-Provide Further Information

If they haven’t purchased yet, then tell them some more. This is a good place to tell a story

since people like stories. Explain the personal problem you had and why you developed

your solution. Doing this will get people better connected with you because they see you

are on their side.

If there’s a way to show proof of how good your solution works, this is where you can do

that.

-Show Testimonials



Get testimonials from people who have used your solution and post them here. If possible,

show their picture with the text. Video also works very well.

Seeing testimonials will reduce anxiety with the customer.

-Give Another Call to Action

Ask them again if they want to buy.

-Provide a Risk-Free Guarantee

If they’re still not sold, then bring out the big guns. Give a 30, 60 or 90-day guarantee

where they get their money back if they don’t find value in your solution.

-Offer a Bonus

Come up with a bonus you can offer. Maybe it’s an accessory or a free report. It should be

something that adds some more value to your solution.

A good example is when I bought this small appliance for cooking breakfast and other

things. They added a recipe book so that you can have some good things to make using

the product. Doing this helps squash the question of, “Will I really use it if I get it?” and this

kind of bonus can really help you sell your solution.

-Give a Final Call to Action

Ask them one more time to buy or give up their email address.

-Offer a Parting Gift

At this point, you didn’t make the sale. Before they leave, you want to offer them

something. It’s one more call to action that’s less strong. It can either be a free PDF report

or maybe even a discount on only a part of what you’re offering. The call to action here is

softer – maybe it’s just an email address if you were asking for a sale. Maybe it’s a visit to

your Facebook page if you were asking for an email address.

The best way to offer this parting gift is with a popup plugin that activates when there’s exit

intent. This means when your website sees people are going to exit the landing page, the

popup appears and makes this last offer. It’s a great way to try to at least get something

from the traffic you’re getting and these people might sign up for something lesser than

what you’re offering.



Here’s a Shorter Version and Example

Here’s another version of it that’s shorter, yet still a very effective formula:

Headline
Make it compelling with power words
Example: “Discover the Secrets to…” + your biggest benefit

Sub-headline
Get them excited and state what they will get (your biggest benefit stated
another way)
Example: “You’re about to discover how to…”

Introduction paragraph
Write it like like you’re talking to a friend
Say what problem exists and why it’s not good

State the biggest benefit in a line by itself
“I was shocked…” paragraph – your discovery or the big change / what that solution
is
Present your solution
Give more detail or present who you are / your credentials
List 5 bullet points/benefits of your solution
List testimonials / social proof
Your Guarantee
ORDER NOW button
List bonuses
ORDER NOW button
Disclaimers

It can be a simple page. It doesn’t have to be too fancy. Make sure you don’t have a side

bar or links to other pages everywhere so that people stay on that page. Stick to one

column so it works well on mobile devices (make sure it’s using mobile responsive design).

Read even more here:

12-Step Sales Letter Template For Internet Marketers (warriorforum.com)

Provide Value, Have Fewer CTAs

Another landing page tactic I love is having fewer CTAs (calls to action). What I mean is,

pack what you have with so much value that people are actively looking for where to sign

up. Fewer CTAs looks more confident. More CTAs can look desperate. So try only 1-2

CTAs

Rinse, Lather, Repeat

https://www.tonyherman.com/free-books-bundle/
https://www.warriorforum.com/copywriting/275429-12-step-sales-letter-template-internet-marketers.html


After you’ve set up a good sales letter page, you’re not done. Let it run a while and then

test another version of it. Change a few things and see how it does. You can also run what

is called an “A/B Split Test” where you create a few versions of your page and they all

show at once. Well, not all of them at once but what I mean is one of your pages is shown

when someone visits your website and if they buy or complete a goal, then those statistics

are kept and, over time, you get to see which version performs the best.

At the point, you can either go with that version or do some more testing to try to get an

even better page that converts into sales.

This Can Also Be Used for Radio or Television Ads /
Videos

This same formula can be used in other media. I heard some radio ads this morning that

were just plain bad. I was wondering what they were thinking when the ads were

produced. They were thinking, “ok, let’s just put a lot of info in our ads and people will call

us.” Um, no. That’s conceited. Your ads should be about how you can help solve a

problem. Use this formula instead and your radio ads will produce better leads for you.

The same with video – you only have a few seconds to grab someone’s attention, so make

sure you follow this formula if you want it to be successful.

Amp It Up Even More – The Perry Belcher Method

There’s a great Internet Marketer online named Perry Belcher and he has come up with

the best formulas for selling online. He takes the sales formula I list here to a whole new

level – just check it out:

21 Sales Copy Secrets from Perry Belcher (earlytorise.com)

1. Call out to your audience… Be specific! It seems unnecessary to put “Attention:
_(insert your audience here)_” at the top of a sales letter, but you see it – and even

http://www.earlytorise.com/perry-belcher-sales-copy/


hear it on the radio – all the time…particularly from top direct marketers
2. Grab their attention with your Big Promise Headline telling them, specifically,

what you are going to teach them
3. Backup the big promise with a quick explanation (sub-headline)
4. Identify the problem by telling a story (see my final thoughts about Perry below)

and make sure they know that it is NOT their fault that they struggle right now
5. Provide your solution – and prove it is the best option
6. Show pain (with empathy & affinity)
7. Explain ease-of-use
8. Show speed of results
9. Future cast – Explain to them how their life will be better because of your solution

10. Prove that you are the expert (credibility)
11. Detail the benefits in bullet points – And here’s an additional bonus tip from

Bedros to make this better…
…”Whenever you are creating bullet points, use the phrase “so that” to make the
bullet even better.”
For example: The simple benefit “You’ll lose fat with this workout” can be improved
by turning it to, “You’ll lose fat with this workout so that you turn heads at the beach &
get all the attention you want from the opposite sex“.
(That’s not a great bullet, by the way, but it’s just a sample of how to use that formula
to improve your bullet copy.)

12. Show proof/testimonials … you can also use an outside authority…such as
statistics from research, or quoting an authority (i.e. “According to the Wall Street
Journal“)

13. Make your offer in detail
14. Build up your value – Fragment your offer and then add it all up to increase value
15. Add bonuses – increase the value even more
16. Reveal your price (this is where the pop up buy button shows up in a VSL) …

NOTE: If you are going to split test, start with Price, then test headline, and then test
your offer

17. Inject scarcity – Find a way to deliver this…via increased price, limited time, etc.
18. Give guarantee to remove/reverse all risk
19. Call to action – Be specific and tell them what to do to take action now
20. Give warning that if they don’t buy, here’s what will happen (i.e. will remain in

pain)
21. Close with a reminder – a PS recap of everything … Perry said one of his best PS’s

went like this:
“PS – As my grandmother said, ‘The definition of insanity is doing the same thing
over and over again when it doesn’t work. So if you keep doing what you’re doing
now, you’ll be in the same place next year.” And then it went into a summary of the
problem, his solution, the offer, and his guarantee.

So when you’re ready to go farther with selling online, try that method. It takes more work

but it’s proven to work.

Use the Belcher Button



A proven call to action that works is the Belcher Button. You’ve probably seen it before.

Here is one that I’m using:

It’s a “buy area” instead of just a “buy button” and it really works – here’s a video

explaining the science/psychology behind it:

And you can even generate your own Belcher Button for free. So use it and amp up your

conversions!

More Sales Page Formulas

Here’s one from The HOTH – just one CTA… love it:

1. Headline
2. Overview
3. Benefits/Features
4. How it Works
5. Testimonials
6. Pricing
7. Guarantee
8. CTA (Call to Action)

Here’s what Anik Singal teaches:

1. Headline – Get their attention to read more using an open loop
2. Introduction – Convince people to engage with you / tell them what’s in it for them
3. Story – Relate to them. Don’t be better than them; be worse. Be Robin, not Batman

http://www.bitrepository.com/apps/graphic-creator/success3.php
https://www.thehoth.com/blog/sales-page/
https://copyin21.com/


4. Content – Provide value and “ah-ha” moments
5. Transition – Ask them if it’s OK to present an offer
6. Pitch – Confirm the sale. The sale is actually made in the content.

There’s no one “right” formula to use but not using a formula at all would be wrong. Don’t

re-invent the wheel – use something that has been proven to work.

Offering Free Products / Opt-In Pages Formula

If your goal is to sell/give away free products, then you shouldn’t need to work as hard to

give something away for free as when your goal is to actually sell something.

For example, if you’re giving away a free report or book in order to get people to sign up on

your email list, then you need:

A Headline
Selling Points (5 bullet points)
A Sign Up Box
An Image

Here’s one of mine from here:

Here are some more examples (click on each to view a larger image)…

https://siteboostr.com/secret-info/


Book Giveaway

https://www.tonyherman.com/wp-content/uploads/2016/01/landing-page-1.png


With this one, it has a headline, an image of the book, selling points and then the sign up

(opt-in) form. It’s a good layout to use.

Free Consultation



Here’s another good one that has the sign up form at the top right, which is a great (and

well converting) place to have it.

Classic Landing Page

This one’s classic but works. The headline, dashed lines, arrow – all of this has been

proven to work and convert very well.

You can get these exact landing pages when you sign up at GetResponse, which handles

your email lists and auto-responder emails as well. It’s a great deal and you get a lot more

https://www.tonyherman.com/wp-content/uploads/2016/01/landing-page-2.png
https://www.tonyherman.com/wp-content/uploads/2016/01/landing-page-3.png
https://www.tonyherman.com/GetResponse


than MailChimp. Or even use this great way to create landing or sales pages yourself.

Sales Page Writing Tips

Here are some great tips to remember when writing a sales page – these tips have helped

me immensely:

Do not use a lot of exclamation points.
I got into this rut somehow and the page looked super scammy instead of confident –
just take them out. Set a limit of 2 per 2000 words.
Read it over ten times or more.
Read it, make changes, read it again, do more changes, take a break, read it again,
and so on.
Test it.
Split testing rules and I need to do more of it. Make a change, see if it converts
better, then make another change. Keep doing that until you want to vomit.
Get other people to read it.
Before sending it out, ask others you know to read it and give their opinion.
Do a proof of concept on a small group.
Instead of blasting it out, test it on a small group first to see how they convert. Once
you get it optimized, send it to a larger group.

Conclusion

Go with what works! The easiest way to save money with marketing is to follow a proven

formula that works. Copy what everyone else is doing. It’ll save you a lot of work and you’ll

get great results.

I teach skiing on the weekends and I ask people how the class is going as we ride up the

lift near the end of the lesson. I hear some great feedback and most people say that it’s

easier then they thought. I mention that we know of lot of tricks and ways to make things

easy that would have taken them years to figure out on their own. The same thing works

for building pages on your website that will convert traffic into sales. Copy what the

professionals are doing.

Get a Course With High Converting Sales Page
Examples

https://www.tonyherman.com/clickfunnels-alternatives/


Get some awesome online course sales page templates and instruction in a course called

Psycho Profits where you learn the psychology behind making sales pages with high

conversion. For a super low price, you get an education enough where you could either do

this for a living for other people, do it for yourself to make pages that convert high or both.

When you have sales pages with high conversion, it takes less traffic to make the same

amount of sales. And what’s really cool is when it does convert well, the more traffic you

send, the more you make.

The price is super low and you get 2 great bonuses from the author along with more

bonuses, which I’ve thrown in. Don’t miss this amazing deal if you want to cash in!

Go learn more about it now.

More Resources

The Ultimate Guide to No-Pain Copywriting (or, Every Copywriting Formula Ever)
(copyhackers.com)

These Books of Mine Help You With Headlines

448 Ways to Instantly Improve Articles & Headlines

Do you need a way to improve the content on your website and get more clicks/traffic?

Do you dread writing content for your website?

Would you like some sales formulas that you can incorporate into your writing to sell more

products?

This book is for anyone who either needs help writing content for their website or someone

who would like more traffic with the content they already have. The book goes over ways

to write content (articles/blog posts), how to write compelling titles that show up in Google

that gets you more clicks to your website and how that helps improve your search

engine rankings. Yes! All from how you’re writing articles and headlines.

Take the torture out of writing… today!

https://pdfreports.com/richer-than-your-friends/
https://copyhackers.com/2015/10/copywriting-formula/


Read More | $9.99 Buy $3.99 Amazon Kindle | $4.99 PDF | FREE

395 Power Words and Phrases

Want to make your headlines and copy pop? Stand out? Make more of an impact?

Sometimes it just takes changing a few words.

Beautify your copy and make your headlines breathtaking! Hurry to get this free guide

on how to join the big leagues with mind blowing website copy!

Those last 2 sentences had 6 power words / phrases in them – see them? They are in

bold. See how that works? Change a few words and the text on your website becomes

more exciting to read and it gets the reader pumped up.

This is a FREE book that contains 395 of these great power words and power phrases that

you can refer to any time you’re writing headlines and copy for your website.

Read More | FREE!

Original article: https://www.tonyherman.com/sales-pitch-page-formula/

https://www.tonyherman.com/article-writing-headlines-book/
https://www.amazon.com/dp/B072HLN33L
https://www.tonyherman.com/product/448-ways-improve-article-headlines/
https://www.tonyherman.com/444-ways-to-instantly-improve-your-headlines-and-articles/
https://www.tonyherman.com/free-books-bundle/
https://www.tonyherman.com/sales-pitch-page-formula/


Special Offer for Readers

1,300+ Channels • Unlimited On-Demand Movies • 5 Devices

$69.99/mo

Start Your Trial

Tip: Get 3 friends of family to sign up and you get streaming TV and movies for free.

https://www.tonyherman.com/cue-signup?utm_source=pdf&utm_medium=download&utm_campaign=auto-pdf-articles

