How To Upsell Now

How To Make More Money From Your
Existing Product Sales

By Patric Chan

www.YouChanDolt.com

Copyright By Patric Chan


http://www.youchandoit.com/

Unauthorized duplication or distribution of this material in any form is strictly prohibited. Violators will be
prosecuted to the fullest extent of the law.

YOU ARE NOT ALLOWED TO SHARE THIS DOCUMENT WITH
ANYONE WITHOUT MY PERMISSION.

No part of this publication may be reproduced, stored in a retrieval system or transmitted in any form or by
any means, electronic, mechanical, photocopying, recording or otherwise, without prior written permission
from the author/publisher.

EVERY EFFORT HAS BEEN MADE TO ACCURATELY REPRESENT THIS PRODUCT AND IT'S
POTENTIAL. EVEN THOUGH THIS INDUSTRY IS ONE OF THE FEW WHERE ONE CAN WRITE
THEIR OWN CHECK IN TERMS OF EARNINGS, THERE IS NO GUARANTEE THAT YOU WILL EARN
ANY MONEY USING THE TECHNIQUES AND IDEAS IN THESE MATERIALS. EXAMPLES IN THESE
MATERIALS ARE NOT TO BE INTERPRETED AS A PROMISE OR GUARANTEE OF EARNINGS.
EARNING POTENTIAL IS ENTIRELY DEPENDENT ON THE PERSON USING OUR PRODUCT, IDEAS
AND TECHNIQUES. WE DO NOT PURPORT THIS AS A “GET RICH SCHEME.”

ANY CLAIMS MADE OF ACTUAL EARNINGS OR EXAMPLES OF ACTUAL RESULTS CAN BE
VERIFIED UPON REQUEST. YOUR LEVEL OF SUCCESS IN ATTAINING THE RESULTS CLAIMED
IN OUR MATERIALS DEPENDS ON THE TIME YOU DEVOTE TO THE PROGRAM, IDEAS AND
TECHNIQUES MENTIONED, YOUR FINANCES, KNOWLEDGE AND VARIOUS SKILLS. SINCE
THESE FACTORS DIFFER ACCORDING TO INDIVIDUALS, WE CANNOT GUARANTEE YOUR
SUCCESS OR INCOME LEVEL. NOR ARE WE RESPONSIBLE FOR ANY OF YOUR ACTIONS.

MATERIALS IN OUR PRODUCT AND OUR WEBSITE MAY CONTAIN INFORMATION THAT
INCLUDES OR IS BASED UPON FORWARD-LOOKING STATEMENTS WITHIN THE MEANING OF
THE SECURITIES LITIGATION REFORM ACT OF 1995. FORWARD-LOOKING STATEMENTS GIVE
OUR EXPECTATIONS OR FORECASTS OF FUTURE EVENTS. YOU CAN IDENTIFY THESE
STATEMENTS BY THE FACT THAT THEY DO NOT RELATE STRICTLY TO HISTORICAL OR
CURRENT FACTS. THEY USE WORDS SUCH AS “ANTICIPATE,” “ESTIMATE,” “EXPECT,”
‘PROJECT,” “INTEND,” “PLAN,” “BELIEVE,” AND OTHER WORDS AND TERMS OF SIMILAR
MEANING IN CONNECTION WITH A DESCRIPTION OF POTENTIAL EARNINGS OR FINANCIAL
PERFORMANCE.

ANY AND ALL FORWARD LOOKING STATEMENTS HERE OR ON ANY OF OUR SALES MATERIAL
ARE INTENDED TO EXPRESS OUR OPINION OF EARNINGS POTENTIAL. MANY FACTORS WILL
BE IMPORTANT IN DETERMINING YOUR ACTUAL RESULTS AND NO GUARANTEES ARE MADE
THAT YOU WILL ACHIEVE RESULTS SIMILAR TO OURS OR ANYBODY ELSES, IN FACT NO
GUARANTEES ARE MADE THAT YOU WILL ACHIEVE ANY RESULTS FROM OUR IDEAS AND
TECHNIQUES IN OUR MATERIAL.

The reader is encouraged to seek competent legal and accounting advice before engaging in any
business activity.
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For this month’s training, we’ll be talking about upsells, basically how you can make
more money from your existing product sales. If you're wondering why we should be
looking into upsells, let me put it this way — if you're not doing upsells, you're losing
money because you’ve already incurred the cost and effort to acquire your prospects or
customers.

Let’s take the classic example of McDonalds. When you order a burger at the counter,
they will ask you if you’d also want drinks or take up the McValue package. If you take
up the McValue package, they will ask if you also want to have some dessert as well.

Why do you think they do that? They want to bump up the product sales, whether it's
another dessert or, burger or Coke, that’'s how they increase the revenue on autopilot.
It's on autopilot because you are already on the checkout point anyway. It means
instead of spending $5, they are trying to get you to spend $6.

Let's now go back to your business. Let's say you're selling a product for $47. If you
don’t have any up sell mechanism, that is the maximum amount of potential income you
can make from that product sale, which is $47. You can increase your revenue by
selling more of the $47 product.

If you want to sell more, it means that you have to put in more effort. Theoretically, you
have to put in twice the effort or twice the amount of money to acquire that traffic or
twice the amount of impressions for the prospect towards your website, if you’re selling
online. It could be you have an upsell at your customer’s end. That means you have to
spend twice the amount of effort to acquire customers for your sales funnel.

| hope that this is not too confusing for you. The point is that upsell plays a critical role
for your entire business growth.

Now that you are aware of the importance of having an upsell, let me dive into teaching
you how to create upsells.

What is actually an upsell? An upsell is basically allowing the customer to buy more
product than what they have decided to buy from you during the first encounter with
your website. To be more precise, there are actually 3 places on your website that you
can place your upsell. ’'m going to run through with you all of them.

When you’re doing this, you don'’t really need to have these 3 elements in your sales
funnel, but you definitely can have all of them. At the same time, you should have at
least one of them put in place. If you have 3, theoretically it means that you have 3
potential income streams. If you just have 1 then you have 1 potential income stream.
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The Main Page Of Your Website

e The Add On Offer
You do this on the main page of your website.

Let’'s say you're using a salesletter to promote your main product. Your prospect or
visitor will come and read your salesletter until the end and are ready to click on the
“Order Now” button.

Before they get to the Order Now button, you create an additional Johnson Box. A
Johnson Box is another fancy name for a box in your webpage . It's one of those boxes
you see surrounded by dotted lines.

If you still find it hard to understand, go to www.LocalNicheSecrets.com. You will be
able to see a box right before the order button. That box contains an offer to add to your
existing offer.

When they go to your webpage, which is your salesletter, you will have an offer. In this
case, your offer could be selling a $47 product. We’'ll call this the main offer. This is
what they will see when they go to your salesletter.

Before they checkout, you will add another offer to the main offer. We’ll call this the
second offer. So what is this second offer to the main offer?

There are 2 things that you can use.

You can add a membership program as the second offer. Before they click on the
checkout button, they now get the opportunity to add your membership to their checkout

page.

Why do you want to do a membership? Let me put this into a clearer perspective. If you
can give a 30 days free trial for your membership to your client, most likely they will go
ahead and accept it because they are getting it for free for 30 days. They don’t have to
pay anything.

If your second offer is enticing enough, now you have just increased your revenue, not
just once but for the following months. If they stay on your membership, you are going
to get paid every single month. This can generate autopilot income for you.

| will talk more about memberships later on but | just want you to get the excitement
about a single second offer that can generate passive income for you automatically.

How would they add the second offer to the main offer?
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Before they see the order button, there should be a box for them to tick on. If they put a
tick on that box, it will automatically add them to the membership as well.

How would you set it up? Technically, you can get a programmer to do it for you. Of
course, if you are good at programming, you can do it yourself. To make it easier, you
can always use www.1ClickUpgrade.com. This is a program that can help you put that
tick box into your website. It integrates the tick box into your website, regardless of
whether you are using Clickbank, PayPal, 2Checkout or any other payment gateway. It
works with almost any type of payment gateway.

If you use www.1ClickUpgrade.com, you don’t have to be bogged down with all these
technical mumbo jumbo.

So once they’ve clicked on the tick box, they get the free trial to your membership. The
membership product that you offer has to be related to your offer.

Let’s take www.LocalNicheSecrets.com as an example because we’re doing the exact
same thing there. Local Niche Secrets is a course teaching people to create an online
business locally. What this means is that instead of trying to compete with the global
internet market, you can create an internet business in the local online market and
make so much more money there. You'll have very little competition and no one else is
doing it.

For example, instead of having a dating site like www.Match.com, you can have a
dating site just for your city or state. It will give you much better results because you can
do all sorts of cool things like twice a year parties or monthly speed dating lunches.
These are things like www.Match.com will probably have constraints doing in your city.

| won'’t talk about this because you can get more information from the website. The point
is, when you go there, you will see that we have a second offer which is basically
additional training, further elaboration, more tactics, methods to get traffic, more
business models, etc related to local online businesses.

That's what | mean by having something that’s related to your main offer. Sometimes it
can be something that’s slightly off track. For instance, we have a main offer for a
course about traffic or social marketing, but the second offer is a 30 days free trial to the
Chan Do Chartered Membership.

The Chan Do Chartered Membership is not just about getting traffic or social marketing.
It's basically a combination of tactics, strategies and ideas about how to make money
on the internet and to build a sustainable internet business. It's not really related but
somehow it’s still related under the umbrella of internet marketing.

Put on your logic thinking cap and use some common sense when you’re doing this.

Don’t have 2 different things. If you have 2 absolutely different topics, you’re not going
to get people taking up your second offer.
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If you're selling an eBook on self confidence and your second offer is how to make
money online, that's 2 different worlds. You're not going to get a higher conversion of
people ticking and saying yes, they want to learn about making money online since they
are learning about self confidence. It doesn’t work that way.

So the first method is to integrate a membership product to your main offer. This is done
on the main page of your website.

e Trial Offer

Trial offer or trial product allows you to get paid just once, but it can easily double your
business or at least grow it by 30%, 40%, even 50% by doing almost nothing.

If they cancel the purchase within the next 30 days, you'd make a loss. However, you
don’t really lose financially because if you're selling an eBook or digital products, there’s
really no real cost involved. Most of the time, people will pay you if they get value out of
your program.

There will be people who just want to scam your product. They do exist. You'll just have
to learn to live with it. You’ll probably get scammed 50% of the time but there are still
another 50% of real honest people that you can work with. They will pay you because
they get real value and they want to continue their good relationship with you.

For the people who cancel, leave it with them. Your life still goes on so don’t be
bothered with that at all.

Don’t start thinking what if 70% of people cancel the trial before the trial is up. Focus on
the other 30% because not only will they generate income for you today, but also in the
future because they are going to be your loyal customers. That's what you want to have.

Back to the earlier example where you sell a $47 product on building self confidence.
You have a webpage selling a $47 home course on building self confidence. Before
they click the “Order Now” button, you'll have a second offer.

This time, the second offer is a trial offer for another related product. It's not going to be
a membership product. If they want to have this trial offer, they can just tick the tick box.
You can use www.1ClickUpgrade.com to do this easily as well.

When they tick on the tick box, they will be able to access whatever your second offer
is. It could be an eBook on how to end procrastination. They will get access the product
right away.

They won'’t get billed for the eBook right now. They will only be billed for your main offer
which is the $47 home course on self confidence. Most people will just go ahead with it
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because they’re not paying for 2 products, they're just paying for 1 product. They can
always cancel the trial if they don't like the product.

But here’s the thing. Right now, they are only billed for 1 product, but after 30 days, they
will be billed for the second product which is the how to end procrastination eBook.

That’'s what | meant by add on offer to your main offer.

The Page Before The Checkout Page

e Upgrade Offer

When someone clicks on the “Order Now” button, they will go to another page before
the checkout page.

To see this example in action, you can go to www.YouChanDolt.com. Subscribe at the
squeeze page and you will get to see the salesletter. Click on the order button. You will
not be taken to the checkout page right away.

A checkout page is basically a page where you will fill in your details, ie your name,
email, credit card information, etc.

So before you see the checkout page, you will be taken to an intermediary page. This
page is where you will be shown an upgrade offer. An upgrade offer is basically an
upgrade to whatever main offer you have. The upgrade offer normally increases your
revenue by 30% and above. At a bare minimum, it should at least be 30%. You will be a
happy camper if you can just add an additional 30% revenue towards your business
each year.

If your product sells for $47, by adding 30%, the amount will come to $61.10. Of course
you don’t want to use that kind of weird number. You can change it to something more
attractive like $59.

So the upgrade offer will be $59. If they don’t want to go for the upgrade offer but want
to stick with the main offer then it will be $47.

When they are presented with the upgrade offer, it will basically be more components
towards your main offer.

Let's look at a real life example — the Chan Do Internet Success System at
www. YouChanDolt.com.

This is a home course teaching someone how to start an infoproducts business in the
fastest time possible. If you don’t know where to start from here, you don’t even know
what niche market to go into or create an infoproducts, that course contains over 7
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hours of audio recording that | have done. | put in all my sweat and blood to create that
course. It teaches you everything. You’re basically good to go with just the course.

At the upgrade offer page, which is before the checkout page, you’ll have the
opportunity to upgrade your package to include a video marketing course towards the
Chan Do Internet Success System. This is an additional course that teaches you how to
get traffic to your internet business through videos because the Chan Do Internet
Success System does not cover getting traffic with video marketing.

This is value added to the customers. They can get this additional course at such a
cheap price and it’s highly related to the existing course. At the same time the upgrade
offer which is the video marketing course will teach them how to create videos. This is
also something the Chan Do Internet Success System doesn’t teach.

They are getting an additional goody and not at an exceptionally higher price. With a
small bump, they can easily afford to get both these courses.

You can create an upgrade offer that relates to your existing product in a way that adds
more value.

Let’s take the self confidence eBook again that you're selling at $47. The upgrade offer
could be they just add an additional $20 or whatever amount you want to charge for it,
and you will give them the audio version of the eBook. It's valuable because when they
have the audio version course, they can put it in their iPods and listen to it while they
are at the gym or on their way to work. They don’t have to take the time to read the
eBook if they don’t have it.

Besides, not only does it take time to read an eBook, sometimes, they could be auditory
people who learn better through audio rather than reading.

You're giving more value by giving them more options to improve their lives or absorb
the training that you provide them.

That is an upgrade offer. It's the same product, but placed as an add on to the main
offer. For the Chan Do Internet Success System, the add on is in the form of additional
traffic strategies and also product creation.

In the self confidence case, the add on is another format of the existing product.

In a nutshell, this offer is about adding more components to your existing package.
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The Checkout Page

e The One Time Offer
Try to visualize this with me...

First, your customer goes to your main website where they will see the add on offer.
When they click on the order button, they will see the upgrade offer. Whether or not they
take up the offer, they will still go ahead and fill in their details to checkout.

Once they have successfully checked out, meaning their PayPal account or credit has
been billed, you will have the one time offer on the checkout page. It's called a onetime
offer because it's supposed to appear once only. If they don’t get this offer of yours right
now, they can never get it anymore unless they go through the entire process again. Of
course it doesn't make sense for them to buy your product again when they have
already purchased. This is their one and only chance to act on it.

How much should you price your onetime offer? My suggestion is that your onetime
offer should be at least 100% or more of your existing price. If your product sells for
$47, your onetime offer product or package should be at least $47 or even more. It can
even be $97. The point is that it's supposed to make you the most money which is more
than the price of your existing main offer.

When you do a onetime offer, it has to be very irresistible to the extent that it would be
crazy if they don'’t take it up.

What does a onetime offer consist of? It can be an entirely different package on its own.
It doesn’t have to be on self confidence but it can be related to it. It can be a totally
different package.

In our situation, | can have a course on internet marketing and the onetime offer could
be a coaching program for internet marketing. It’s a totally different program but they are
related.

Let me just give you some ideas on how to create an irresistible package which is
actually a totally different product.

Compilation of products - This is powerful because if you put in more products,
chances are but not necessarily all the time, it should be more irresistible. It has more
perceived value. Let’s say they buy the self confidence eBook. The onetime offer could
be a compilation of 10 eBooks in the personal development niche. They could include:

- How To End Procrastination

- How To Have Super Motivation

- How To Achieve Your Goals

- How To Improve Your Leadership
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The list goes on until you have 10 eBooks.

Now, instead of charging them $47 for each of the 10 eBooks which equals to $470, you
only charge them $97. Now, instead of getting 1 eBook that they purchased initially,
they are getting this big collection of 10 eBooks on self improvement.

Here’s another example of compilation of products. Let's say you sell a self confidence
book. The compilation product could be the audio course, video course, self confidence
software, another type of self confidence infoproducts — if they buy the how to be self
confident in the workplace product, now they will get the how to be self confidence when
they are talking to their friends product, and the list goes on.

A new related course - This is something that you create from scratch but it has a
higher perceived value because when they buy an eBook, it is just an eBook. Now they
are getting a home course which is bigger that sells for only $47. They buy an eBook for
$47 and now they see a big home course package that is also $47. It sounds
irresistible, right?

Your existing big package product - What type of product do you already have right
now, that you are not able to sell at a high price originally?

Let's say you have a $500 package right now that you are selling from your other
website. However you’re not getting sales. It’s just collecting dust. In this case, they are
just taking up your hosting space.

Now, instead of leaving it there to take up your hosting space, take that whole course
and put it into your onetime offer for $47 or $97. There’s a huge distinction when you tell
your customers that this is a $500 course but because they have bought the how to
achieve self confidence eBook, as your valuable customers, you want to present them
this onetime offer where instead of $500, they can get it for only $47 today.

That’'s how you get people to buy your product. Now there’s a comparison for them to
see that this is actually a $500 product. Other people pay $500 for it. It's not a made up
number so they are actually getting a steal when they buy it for $47 today. They are
saving 90% of the purchase price.

So that’'s how you do your upsell for your business to increase your revenue on
autopilot.
You might say to me that you are doing affiliate marketing so how would you do an

upsell when you don’t have your own product? There’s actually a way for you to do up
sell with affiliate marketing as well.
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I’'m going to teach you a trick to do this right now. If you're not a 100% affiliate marketer,
meaning you also sell your own product, this can also apply to you because I'll bet you
do sell other people’s products as well as an affiliate marketer.

Basically, whether you are a merchant or affiliate marketer, you also do some affiliate
marketing.

Here’s how you can insert your own upsell offers when you’re doing affiliate marketing.
It's a very powerful strategy that most people are not aware of.

When you promote an affiliate product, you’ll also want to offer an additional bonus if
the customer buys from your affiliate link. Let’'s say I'm the affiliate marketer selling the
self confidence eBook for $47. If you buy through my affiliate link, | will give you an
additional self confidence eBook for free which is an additional bonus for you if you buy
through my affiliate link. I'll get paid affiliate commission if you buy through my affiliate
link. Of course | don’t have to tell you that but that’s a different story. The point is that if
you buy through my affiliate link, you will get an additional bonus from me.

You will think, why wouldn’t you buy through me if you’re going to buy that eBook
anyway? If you buy directly from the merchant or other affiliate marketers, you won't get
an additional bonus, so you might as well buy from me since there is nothing to lose but
more to gain.

Once you have purchased the eBook, | will tell you that you have to email me to claim
the bonus. Otherwise | wouldn’t know that you have bought the eBook, right? So once
you have bought the eBook from the merchant, send me an email to show me the proof
that you have purchased. Once you have done that, | will send you my personal bonus.

They will email to you because they want the bonus. Who wouldn’t do that? It's just an
email away and they’ll get the bonus. When they email you, you will send them to a
page to register for their bonus. Why do you do this? It's because you want to put all
these customers of the merchant into your own mailing list.

| want to dive into a slightly more advanced tactic here. You want to build a list of
customers who buy the merchant’s product so that you can do your own promotion in
the future. This is how you create a hyper-responsive list without selling your own
product or selling someone else’s product which you know will convert better than
yours.

Once they are added into a new mailing list, they will be redirected to a thank you page.
Once they are at the thank you page, what's stopping you from presenting to them a
onetime offer for a different bigger package that you have. Just like what | taught you
earlier, the onetime offer package could be an entirely different package, a compilation
of products, a new related course or even your existing big package product that you’re
trying to sell.
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Whatever the package is, it has to relate to whatever they have bought earlier from the
merchant. You should know what they bought since you promoted that product. You just
want to have a onetime offer that fits into helping your customer achieve his or her goal
faster by acquiring the merchant’s product earlier.

That is how you put an upsell into your affiliate marketing system.

You might be thinking that if they fill in a registration form, it might not really be a
onetime offer because they can actually fill in their name and email again. Technically,
the answer is yes but on another level, it's actually a onetime offer. The mind doesn’t
work logically all the time. You tell them it's a onetime offer and although they can
always register again, sometimes they will go ahead with it because they want to buy
your package if it's a very good package. They don’t want to think about whether or not
this is a onetime offer.

Besides, if they use the same email to register again, it will be rejected. So technically
it's a onetime offer. If they use a different email, they will see the onetime offer again but
then you won’t be lying by saying that they won’t see that offer anymore. It is a onetime
offer. They can’t register the same email again, that's why it’s called a onetime offer. It’s
supposed to be seen only once but you can’t stop them if they want to try to register 10
different emails.

The final part that | want to cover in this training is if you don’t have all these add on
offers, upgrade offers, onetime offers, how are you going to do upsells? You don’t have
all these cool products to be sold or offered. This is where you are thinking in a linear
way on what you have right now in your inventory. In reality, with internet marketing, the
whole market is so robust that everything can be done so easily.

The fastest way for you to come up with new products, whether you want to use it for
the trial offer, upgrade offer or onetime offer. It's none other than to get a bunch a resell
rights products. If you want, you can also go for private label rights products. I'll talk
more on private label rights shortly.

For now, to make it simple, get resell rights products. You can own resell rights and turn
them into your own product to be offered in any of your upsell system. Let me just give
you a simple example.

Let’s say you’re doing a onetime offer with compilation of products and you don’t have
10 products to compile. What's stopping from acquiring 10 products that have resell
rights? You can bundle them all together and now call it your onetime offer product.
Now you have a onetime offer package.

The same goes with the trial offer. They come to your main page and buy your $47 self

confidence program. Then you think that you don’t have anything else to offer. Get a
resell rights product related to your topic and turn that into a trial offer. Tell them that if
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they tick on your tick box which you can use 1ClickUpgrade to do, they will also get an
eBook for free. You don’t have to tell them that it's not you who wrote the eBook. You're
not lying or trying to be manipulative. You're just describing what the second offer is,
which is another eBook on how to end procrastination. You don’t have to tell them that
you didn’t write it. Besides, do you think that they really care whether or not you wrote if
the resell rights product is good and lives up to the content that it promises?

The other thing is private label rights products. It's the same thing as resell rights but the
difference is you have the rights to edit the product itself and use your name as the
author or owner of the product. Of course private label rights would be better but most
of the time, not all of the time, private label rights products are ghostwritten products.
This means they suck. They are not prepared, written or developed based on real
success stories or proven methods. They come from a perspective of theories, that
theoretically this will work. You have to be careful with that.

If you buy a resell rights product from a famous marketer or known marketer, most of
the time you get the real strategies that they also use. You have to balance up how
you’re going to do this.

There are advantages and disadvantages to private label rights. Think wisely which end
you want to go with. The point is that you're really not limited or constraint with “no
products” to add as upsell. You can always buy resell rights or private label rights. If you
want, you can also hire someone to create it for you, that is, if you have the additional
funds to do so.

In summary, look at your existing business right now and see where you want to put the
upsells. You can put it on the main page of your website, the page before they order or
the checkout page. You can put an upsell on each of the 3 pages but if you don’t really
know what you’re doing, if you're kind of new to this game, try not to do that because
you could be overselling to your prospects or customers and they might get slightly
irritated.

However, at the bare minimum you should put an upsell in at least one of the pages. My
suggestion is to go with 2. This means it could be a selection of the main page and the
page before the order page or it could be the page before the order page and the
checkout page, whichever works well for you. Go with 2.

At least now you have a second chance. If you don’t get them at the main page, you

might get them to take up another offer at the page before the order page with your
upgrade offer.
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