
Guaranteed To Increase Your 
Online Sales



The Golden Services Philosophy

Before you can fully understand the true value of the 5-Step 
Formula, it is important to understand the basis behind this 
strategy.  We call Customer Value Optimization (CVO).  Simply 
put, what is the long-term value of a customer and what is 
the value of acquiring a customer?  

The best example of this is Amazon, a company who lost 
hundreds of millions of dollars its first year in business 
because they had a strategy to acquire customers, not make 
profits.  Today they are the single largest online sales 
community in the world.  

“Your margin is my opportunity…”
-Jeff Bezos, CEO Amazon.com

To fully maximize the value of each customer you need to 
have a proven strategy that attracts customers, turns them 
into buyers, and allows you to maximize profits from your 
relationship with that customer. 



The FIVE STEP FORMULA

1.OPT-IN OFFER

2.INITIAL PURCHASE OFFER

3.CORE SALES OFFER

4.UPSELL/CROSS SELL OFFER

5.RETURN OFFER



The purpose of the “opt-in” offer is to 
provide an irresistible bribe that targets the 
most compelling thing your market is looking 
for, and delivers it in exchange for their 
contact information.  

The opt-in offer needs to be specific, 
actionable, and provide value beyond what 
your target customer would typically expect 
to receive.   

You want to deliver a solution to a specific 
problem for a specific market that is offered 
in exchange for an opt-in



Your visitors want IMMEDIATE 
GRATIFICATION and something 
that will give them proof that 
your solution really works.  They 
want you to give them HOPE that 
you have the answer to their pain 
or problem. 



8 KEYS TO A SUCCESSFUL OPT-IN OFFER

 Offers a very-specific solution to an very-
specific market

 Promises “One Big Thing” (as opposed to a 
lot of little things) 

 Speaks to a clearly defined, desired end 
result

 Offers immediate gratification (this is not a 
multi-day email course, newsletter, 
podcast, etc…) 

 Gets the prospect to believe this can solve 
a pain or challenge they are having

 Has a high perceived value
 Has a high ACTUAL value
 Can be consumed in 5 minutes or less



Your E-mail Address Here

Subscribe below to receive our FREE Daily Newsletter.  



What is the ONE BIG THING your 
prospect wants more than 
anything else in relationship to 
your market? 

What is the KEY THING that keeps 
your prospect from achieving 
their desired end result? 



Here are some examples of OPT-IN Offers

• Lose 20 pounds in 20 days (weight loss)
• Make $10,000 Per Month (start ups) 
• Drive the ball 10 yards further (golfers) 
• Generate 20 inbound calls a week using this one 

simple trick (sales)
• Discount + Free Shipping (ecommerce) 
• Easiest way to pass your licensing exam (education)
• 5 Step Failproof Blueprint for importing from China 

(importing business)
• FREE Download or FREE Trial (software) 
• Discover the 3 Secrets most men will never learn 

about women (dating service)
• How did this investor pocket $1,000,000 in ONE 

DAY?  Download your free report to get this 
ridiculously simple secret you can use too. (investor)

• Is your website generating at least $23,321 in online 
sales? (online marketer) 



The purpose of the “initial 
purchase” offer is to create an 
irresistible, super-low-ticket offer 
that converts a prospect or tire 
kicker into a BUYER!  



6 KEYS TO A SUCCESSFUL INITIAL PURCHASE 
OFFER

 Requires a LOW barrier to entry.  This is a 
grocery check out isle impulse buy item.  

 It needs to be easy to understand and 
easy to explain.

 The INITIAL PURCHASE should lead 
seamlessly to the CORE SALE OFFER. 

 This item is best if it is useful, but 
incomplete.

 Has a high perceived value
 Has a high ACTUAL value so the customer 

feels you truly deliver on your promises 
and will TRUST you on future purchases



Here are some examples of INITIAL 
PURCHASE Offers

• Physical Premium Product.  Something small but 
valuable you can ship you client. (credit card knife 
or Everstryke match, in the survival market)

• Small Part of the Whole.  Guitar picks is a great 
example for companies who sell guitars.  Who uses 
guitar picks?  

• Special Report. Create a special in depth report or 
guide that helps your target market with valuable 
information.  Establish yourself as the expert.  

• Paid Webinar. Prepare a live or replay of a webinar 
which provides valuable information people want to 
know about your product or service.

• Software or Tool. Provides some tool which helps 
your prospect complete a task in your market.

• ALA Carte Service.  Provide some small part of the 
overall service you provide (blueprint, design, etc…)



The “core sale” offer is the 
company flagship product or 
service.

This is the offer you are most 
known for, and most proud of. 

The core sale typically will be 
something you sell for $50 -
$1,000 (but could be more 
depending on your business) 



WHY PEOPLE BUY

 GAIN – What do you offer which will give 
them something they want?

 FEAR – Does your product prevent your 
customer from losing something 
important to them?

 PRIDE – Can you tap into their desire for 
status or stroke their ego?

 VALUE – Do you have the best price or 
provide value over your competition?

 IMITATION – Is your product similar but 
less expensive or offer some added 
benefit to a popular product on the 
market already?



HERE ARE 7 THINGS YOU SHOULD TEST 
WHILE SELLING YOUR PRODUCT

1. Price Point 

2. Single-Pay vs. Multi-Pay 

3. Trial vs. No Trial 

4. Headline used to promote your offer

5. One-step vs. Multi-step order form

6. Guarantee/Trial length

7. Text vs. Video vs. Hybrid 



The “upsell/cross sell” offer is perhaps 
the MOST IMPORTANT part of the 5-
Step Process.  This is really where you 
earn your biggest profits.  Everything 
you sell in this step is PURE ADDED 
PROFIT.  

Step 4 of the process is designed to 
increase immediate average customer 
value and overall engagement with 
the buyer. 



Would You Like Fries with That? 

Did you know McDonalds covers all 
their costs with the sale of their 
burgers?  Advertising, employees, 
property, and food costs are all 
covered with the sale of the burgers.  
Everything else you buy is pure profit. 

Your business can work on the same 
successful and proven model.  



8 TYPES OF ADD ON OFFERS

1. Immediate Upsells
2. Cross-Sells
3. Slack Adjusters
4. Bundles and Kits
5. Value Buckets
6. Line Extensions
7. Affiliate/CPA Offers
8. Premium Subscriptions



Immediate Upsells

The Immediate Upsell is by far the most 
powerful.  They must be relevant to the 
CORE offer. 

CASE STUDY:
• Core offer - $250
• 40% profit margin - $100
• Cost to acquire customer - $70
• NET PROFIT - $30
• Immediate Upsell - $100
• Product Cost - $40
• ADDED PROFIT - $60 (double the initial 

profit from your core sale) 



Cross Sells

• Not necessarily relevant to the 
CORE offer

• Must be appealing to the 
market

• Best if offered on a “Thank 
You” page after the sales 
transaction has taken place



Slack Adjusters

• Typically 10X – 100X More 
Than the CORE Offer Price (Big 
Ticket Upsells) 

• Will only appeal to your top 
2% of buyers

• Usually sold as Access or 
“Done For You” projects



Bundles and Kits

• These will generally combine 
HIGH-MARGIN and LOW 
MARGIN Items in a package

• Combine Information products 
with Hard Goods as a package 
or bundle or kit.  



Value Buckets

• Value Buckets work best with 
High-Margin consumable 
items.

• Formula:  “Buy X Get 2X FREE”
• Test “On Page” vs. “Post-Sale”



Line Extensions

What else do you have to sell in 
your line of products?  

• Buy a Jacket and add a 
sweater

• Buy a toothbrush, add tooth 
paste

• Buy a water filter, add an 
extra filter cartridge



Affiliate or CPA Offers

• The big take away here is, the 
product does not have to be 
yours.  

• Network with other companies 
who target the same audience 
as you and sell their products 
for a commission.



Premium Subscriptions

• Premium subscriptions can be 
worth a HUGE fortune.  

• If you currently sell your 
product to 10,000 customers 
per year, and you upsell a 
subscription to just 25% 
(2,500) at just $20 per month, 
it will generate an extra 
$50,000 PER MONTH!



TWO KEYS TO UPSELLING

Speed and Automation are 
two of the best ways to 
add value to your CORE 
sale. 

They create the ULTIMATE 
FORMULA for crafting a 
winning Upsell Offer! 



SPEED AND AUTOMATION 
IDEAS

1.Software/Application
2.Done For You Service
3.Audit/Strategy Session
4.Private Labeling 
5.Templates/Themes
6.Supplements
7.Equipment/Tools



The “Return” offer happens after the 
initial transaction with a customer is 
complete.  What is the process of 
bringing them back again and selling 
them something else?  

For NON-BUYERS, you can try 
additional attempts to get them into 
your initial opt-in again and increase 
your overall custom value.   



5 WAYS TO BRING CUSTOMERS BACK 
AFTER THE TRANSACTION IS 
COMPLETED

1. Constant Strategic Communication
2. Automated Follow-up
3. Exit Offers
4. Banner Retargeting
5. Custom Audience Marketing



Constant Strategic Communication

Golden Services highly recommends 
that you send a broadcast to your 
email list at least ONCE PER WEEK. 

If you don’t have an email subscriber 
list for your business, our BIGGEST 
recommendation is that you start 
developing one…URGENTLY!  



Automated Follow Up

For this step you will need an email auto-
responder system.  There are many good 
ones on the market, but we use Aweber
Communications.  

Create a “Bucket” where your leads go after 
the initial online follow ups for steps 1-4.  
Regularly promote different offers of other 
products or affiliate/CPA offers.  About 3% or 
more will respond to your offers.  



Exit Offers

Here are 5 Exit Offer Ideas:
1. Offer a new Opt-In
2. Highlight an Unadvertised Bonus
3. Quiz/Survey
4. Sale/Discount
5. Make a New Appeal

We use a great exit pop up software, which 
can be installed on your website.  Contact 
Golden Services to learn more. 



Banner RE-TARGETING

Have you ever visited a website, and 
then you see banners for that website 
EVERYWHERE?  Of course you have…

That is called banner re-targeting.  You 
can set up re-targeting campaigns 
through Google Adwords or we 
recommend AdRoll.com.  You can also 
have your re-targeting campaign 
managed by Golden Services.  



Facebook Paid Ad Marketing

Facebook may be one of the best and lowest 
cost ad platforms available today.  

Facebook just released a new ad platform in 
January 2016 which has revolutionized the 
advertising market called “Facebook Lead 
Pages”

Golden Services is an expert Lead Pages 
manager and can help you get amazing 
results…fast! 

Call (801) 770-3330 or visit us online at 
www.goldenservicesonline.com to learn 
more. 


