Rough Outlines + Headlines

Source:
Benefits Of Being Famous.
Subject:
People treat you differently when you’re a somebody, that’'s why it’s crucial for a business to
signal competence. IF YOU CAN SHOW OFF, THEN SHOW OFF.
Headlines:
- How To Show Off To Get More Clients.
- Simplest Way To Win Your Competitors' Customers
- Successful Businesses Do One Thing Really Well:

Outline:
e Problem:
o When companies try to signal competence, they use a lot of words and go into
detail about their achievements instead of showing something far more powerful.
o Agitate:
o That something is not reviews from clients because it's easy to fake testimonials.
It's also not social proof from magazines or newspapers because nowadays
every company gets mentioned somewhere and it's not that impressive anymore.
I's not even awards and prizes you won because your customers have no idea
what makes them valuable, and they probably don’t care about the organization
that gave them to you.
e Solve:
o Show off your WORK. You'’re a photographer? Show off your pictures. You Clean
Houses? Show a before & after picture. Can’t visually show off your work? Tell a
STORY of one of your clients, not just a generic review.
Draft 1

One Thing Successful Companies Do Really Well
I’'m about to tell you something that might sound a bit odd.

One of the things that separate a successful business from an average one is not always their
product/service.

Your product is obviously important but it's not the only thing that matters.



There’s something else that affects the way people perceive your business, how much money
they’re willing to give you, and whether or not they will choose you over your competitors.

I've seen companies grow leaps and bounds once they figured this out and other companies fail
because they didn’t grasp this principle.

Here’s what this is all about:

People Buy From Winners, Not Losers.
Successful companies are usually very good at displaying competence.
It's like you know they’re good just by looking at their website, social media, ads, etc...
And the problem is that the majority of business owners are horrible at this.

Most of them, when trying to show why their company is worth buying from or trusting, will use a
lot of words and go into detail about their achievements and customer reviews and blalala...

All that stuff is cool, but there’s something far more powerful you can show to make people want
to buy.

Before we get into that, let’s look at some of the things your customers don’t care about as
much as you think they do.
All Of This Is Secondary

- Reviews.
Like | said earlier, people don’t care THAT MUCH about reviews.
Sure, they’re important to justify the customer’s decision to buy, but it's pretty easy to fake them.
Any business owner can enter his website from a different Google account and write hundreds
of reviews.

- Social Proof From Magazines Or Newspapers.
Nowadays every company gets mentioned somewhere and so not that impressive anymore.

So unless it's a LARGE magazine like Forbes or Inc, people are not gonna be super impressed.



- Awards & Prizes Your Company Won

We understand that you appreciate them because you worked hard to earn them, customers
have no idea what makes them valuable.

They also probably don’t know or care about the organization that gave them to you.

Everything | mentioned so far is obviously not unimportant. You need to have reviews, and if you
get mentioned in some magazine or win a prize then sure show it off.

But it's not your ultimate weapon for attracting customers.

There’s only one thing that people care about the most... and that thing is:

The Absolute Most Important Thing You Have To Show Off
Results! Of course results!
You’re a photographer? Show off a beautiful picture of your clients.
You clean houses? show a before & after picture.
You’re a landscaper? Show a garden you designed.
Etc...

Now what about cases where you can'’t visually show off your work? What if you're a
chiropractor that treats back pain?

In these cases you want to tell your client’s story.
Don’t showcase some generic review like this:

“Amazing chiro, takes care of all our extended family, a wide variety of alternative treatments,
professional treatments, courteous service and really affordable prices.”

Instead you want to show you client’s transformation:
“Before | found doctor John | had xyz problem, it affected me in this and that area of my life, |

tried xyz solution and nothing helped me, thanks to doctor John | can now do xyz, he improve
this and that area of my life”



You get the idea.

So remember, the first thing that people care about is results.

Your achievements, reviews, awards, etc should always come second.
Hope you enjoyed this article.

Talk soon,

Tomer.

P.S. If you want us to look at your marketing plan and see what we could do for you, get in touch
here:

Draft 2

One Thing Successful Companies Do Really Well
I’m about to tell you something that might sound odd.

One of the major things that separate a successful business from an average one is not always
their product or service.

Your product is obviously important but it's not the only thing that matters.

There’s something else that affects the way people perceive your business, how much money
they’re willing to give you, and whether or not they will choose you over your competition.

I've seen companies grow leaps and bounds once they figured this out and others fail because
they didn’t grasp this idea.

Here’s what this is all about:

Want More Clients? Prove You’re A Winner!
The vast majority of companies are horrible at this.

When trying to prove why their business is worth buying from, they tend to use a lot of words
and go into detail about their achievements and customer reviews and blalala...



All that stuff is cool, but there’s something far more powerful you can show to almost force
people to buy.

Before we get into that, let’s look at the things your customers aren’t that impressed with, but
you probably think is super important.
All Of This Is Secondary

- Reviews.
Like | said earlier, people don’t care THAT MUCH about reviews.
Sure, they’re important to justify the customer’s decision to buy, but it's pretty easy to fake them.
Any business owner can enter his website from a different Google account and write hundreds
of reviews.

- Social Proof From Magazines Or Newspapers.
Nowadays every company gets mentioned somewhere so not that impressive anymore.

Unless it's a LARGE magazine like Forbes or Inc, people won’t be super impressed.

- Awards & Prizes Your Company Won

We understand you appreciate your awards because you worked hard to earn them, but let’s be
real, your customers probably don’t know or care about the organization that gave them to you.

Everything | mentioned so far is not UNIMPORTANT.

You need to have reviews, and if you get mentioned in some magazine or win a prize then sure
mention it.

But it’s not your ultimate weapon for attracting customers.

Here’s the most effective way to make people want to buy:

If It's Worth Showing Off, Then Show It Off



Here’s an example of two successful ads of a landscaping business:
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Pay attention to the pictures. Do you see the main focus of the ads?

It's not their customer reviews...

Not their years of experience...

It's the END RESULT.

That'’s the thing that people care about the most.

So if you have a stunning product or service, then make sure to show it off.

Now what about cases where you can’t visually show off the end result? What if you're a
chiropractor that treats back pain and you can’t put a picture of your client’s spine.

In these cases you want to tell your client’s story.
Don’t showcase some generic review like:

“Amazing chiro, takes care of all our extended family, professional treatments, courteous service
and really affordable prices.”



Instead, ask your client to talk about his transformation:

“Before | found doctor John | had xyz problem, it affected me in this and that area, | tried xyz
solution and nothing helped me, thanks to doctor John | can now do xyz, my life is much better
in this and that area”

You get the idea.

So remember, if your work is worth showing off, then show it off.

Anything else like achievements, reviews, awards, etc are still worth mentioning, but the main
focus should always be the end result/transformation.

Hope you enjoyed this article.
Talk soon,
Tomer.

P.S. If you want us to look at your marketing plan and see what we could do for you, get in touch
here:

Draft 3

One Thing Successful Companies Do Really Well
I’'m about to tell you something that might sound a bit threatening, but it's for your own good.

Even if you have the best product/service in the world, if you won’t grasp what I’'m about to
share with you, your company is destined to struggle.

There’s an element related to your marketing that in opinion is as important as the quality of
your service.

And if you get it wrong it will affect the way people perceive your business, how much money
they’re willing to give you, and whether or not they will choose you over your competition.

Here’s what this is all about:



Want More Clients? Prove You’re A Winner!
The vast majority of companies are terrible at this.

Whenever they try to prove why their business is worth buying from, they tend to use a lot of
words and go into detail about their achievements and customer reviews and blalala...

All that stuff is cool, but there’s something far more powerful you can show to almost force
people to buy.

Before we get into that, let’s look at the things your customers aren’t that impressed with, but
you probably think is super important.
All Of This Is Secondary

- Reviews.
Like | said earlier, people don’t care THAT MUCH about reviews.
Sure, they’re important to justify the customer’s decision to buy, but it's pretty easy to fake them.
Any business owner can enter his website from a different Google account and write hundreds
of reviews.

- Social Proof From Magazines Or Newspapers.
Nowadays every company gets mentioned somewhere so not that impressive anymore.

Unless it's a LARGE magazine like Forbes or Inc, people won’t be super impressed.

- Awards & Prizes Your Company Won

We understand you appreciate your awards because you worked hard to earn them, but let’s be
real, your customers probably don’t know or care about the organization that gave them to you.

Everything | mentioned so far is not UNIMPORTANT.

You need to have reviews, and if you get mentioned in some magazine or win a prize then sure
mention it.



But it's not your ultimate weapon for attracting customers.

Here’s the most effective way to make people want to buy:

If It's Worth Showing Off, Then Show It Off

Here’s an example of two successful ads of a landscaping business:
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Pay attention to the pictures. Do you see the main focus of the ads?

It's not their customer reviews...

Not their years of experience...

It's the END RESULT.

That'’s the thing that people care about the most.

So if you have a stunning product or service, then make sure to show it off.

Now what about cases where you can'’t visually show off the end result? What if you're a
chiropractor that treats back pain and you can’t put a picture of your client’s spine.



In these cases you want to tell your client’s story.
Don’t showcase some generic review like:

“Amazing chiro, takes care of all our extended family, professional treatments, courteous service
and really affordable prices.”

Instead, ask your client to talk about his transformation:

“Before | found doctor John | had xyz problem, it affected me in this and that area, | tried xyz
solution and nothing helped me, thanks to doctor John | can now do xyz, my life is much better
in this and that area”

You get the idea.

So remember, if your work is worth showing off, then show it off.

Anything else like achievements, reviews, awards, etc are still worth mentioning, but the main
focus should always be the end result/transformation.

Hope you enjoyed this article.
Talk soon,
Tomer.

P.S. If you want us to look at your marketing plan and see what we could do for you, get in touch
here:

Draft 4

One Thing Successful Companies Do Really Well
I’m about to tell you something that might sound a bit threatening, but it’s for your own good.

Even if you have the best product/service in the world, if you won’t grasp what I’'m about to
share with you, your company is destined to struggle.

There’s an element related to your marketing, which in my opinion is as important as the quality
of your service.



And if you get it wrong it will affect the way people perceive your business, how much money
they’re willing to give you, and whether they’ll choose you or your competition.

Here’s what this is all about:

Want More Clients? Prove You’re A Winner!
The vast majority of business owners are doing it wrong.

Whenever they try to prove why their business is worth buying from, they tend to use a lot of
words and go into detail about their achievements and customer reviews and blalala...

All that information is nice, but there’s something far more powerful you can show to almost
force people to buy.

Before we go over it, let's take a look at the things your customers aren't so impressed with, but
you probably think are super important.
All Of This Is Secondary

- Written Reviews.
Like | said earlier, people don’t care THAT MUCH about written reviews.
Sure, they’re important to justify the customer’s decision to buy, but it's pretty easy to fake them.
Any business owner can enter his website from a different Google account and write hundreds
of reviews.

- Social Proof From Magazines Or Newspapers.
Nowadays every company gets mentioned somewhere so not that impressive anymore.

Unless it's a LARGE magazine like Forbes or Inc, people won’t be super impressed.

- Awards & Prizes Your Company Won

We understand you appreciate your awards because you worked hard to earn them, but let’s be
real, your customers probably don’t know or care about the organization that gave them to you.



Everything | mentioned so far is not UNIMPORTANT.

You need to have reviews, and if you get mentioned in some magazine or win a prize then sure
mention it.

But it's not your ultimate weapon for attracting customers.

Here’s the most effective way to make people want to buy:

If It's Worth Showing Off, Then Show It Off

Here’s an example of two successful ads of a landscaping business:

i, “ “_“& ‘
e % Sponsored

Sponsored

. 49.102.140.106 Sign up
Sign up (— — o

Pay attention to the pictures. Do you see the main focus of the ads?
I's not their customer reviews...
Not their years of experience...

It's the END RESULT.



That'’s the thing that people care about the most.

And that’s also why if the end result is stunning, if your product/service is worth showing off,
make absolutely sure to show it off.

Now what about cases where you can'’t visually show off the end result? What if you're a
chiropractor that treats back pain and you can’t put a picture of your client’s spine.

In these cases you want to tell your client’s story.
Don’'t showcase some generic review like:

“Amazing chiro, takes care of all our extended family, professional treatments, courteous service
and really affordable prices.”

Instead, ask your client to talk about his transformation:

“Before | found doctor John | struggled with (problem), it affected me in this and that area, | tried
Xxyz solution and nothing helped me, thanks to doctor John | can now do xyz, my life is much
better in this and that area”

You get the idea.

So remember, always make sure to show the end result/transformation.

Anything else like achievements, reviews, awards, etc are still worth mentioning, but the main
focus should always be the end result.

Hope you enjoyed this article.
Talk soon,
Tomer.

P.S. If you want us to look at your marketing plan and see what we could do for you, get in touch
here:

Draft 5

One Thing Successful Companies Do Really Well



I’'m about to tell you something that might sound a bit threatening, but it's for your own good.

Even if you have the best product/service in the world, if you won'’t grasp what I'm about to
share with you, your company is destined to struggle.

There’s an element related to your marketing, which in my opinion is as important as the quality
of your service.

And if you get it wrong it will affect the way people perceive your business, how much money
they’re willing to give you, and whether they’ll choose you or your competition.

Here’s what this is all about:

Most Companies Market Themselves The Wrong Way.

Whenever they try to prove that people should buy from them, they tend to go into detail about
their achievements and customer reviews and blalala...

All that information is nice, but there’s something far more powerful you can show to almost
force people to buy.

Before we go over it, let's take a look at the things your customers aren't so impressed with, but
you might think is super important.
All Of This Is Secondary
- Written Reviews.
Like | said earlier, people don’t care THAT MUCH about written reviews.

Sure, it's important that you have good reviews, but people know that it's pretty easy to fake
them.

Any business owner can enter his website from a different Google account and write hundreds
of reviews.
- Social Proof From Magazines Or Newspapers.

Nowadays every company gets mentioned somewhere so not that impressive anymore.



Unless it's a LARGE magazine like Forbes or Inc, people won't be super impressed.

- Awards & Prizes Your Company Won

We understand you appreciate your awards because you worked hard to earn them, but let’s be
real, your customers probably don’t know the organization that gave them to you.

Everything | mentioned so far is not UNIMPORTANT.

You need to have reviews, and if you get mentioned in some magazine or win a prize then sure
mention it.

But it's not your ultimate weapon for attracting customers.

The Most Effective Way To Make People Want To Buy Is...
...S0 not customer reviews.
...not your achievement or years of experience.
The secret is an impressive end result.

That's why if the end result of your service looks good to the eye, then be sure to show it off in
your advertising.

For example:

You're a photographer? Run ads showing beautiful pictures of your clients.
Landscaper? Show a garden you designed.

Now what about cases where you can’t visually show off the end result?

Than the absolute best thing you can do is record a video of your clients saying this:
“ Before | found doctor John | struggled with (problem).

It affected me in this and that area.



| tried xyz solution and nothing helped me.

Thanks to doctor John | can now do xyz, my life is much better in this and that area”
Basically showcase their transformation and how it changed their life.

So remember, if you have a service/transformation that's worth showing off, then show it off.
Hope you enjoyed this article.

Talk soon,

Tomer.

P.S. If you want us to look at your marketing plan and see what we could do for you, get in touch
here:

Draft 6

One Thing Successful Companies Do Really Well
I’'m about to tell you something that might sound a bit threatening, but it's for your own good.

Even if you have the best product/service in the world, if you won’t grasp what I’'m about to
share with you, your company is destined to struggle.

There’s an element related to your marketing, which in my opinion is as important as the quality
of your service.

And if you get it wrong it will affect the way people perceive your business, and how much
they’re willing to pay you.

Here’s what this is all about:

Most Companies Market Themselves The Wrong Way.

Whenever they try to prove that people should buy from them, they tend to go into detail about
their achievements and customers reviews and blah blah blah...

All that information is nice, but there’s something far more powerful you can show to almost
force people to buy.



Before we go over it, let's take a look at the things your customers aren't so impressed with, but
you might think is super important.
All Of This Is Secondary
- Written Reviews.
Like | said earlier, people don’t care THAT MUCH about written reviews.

Sure, it's important that you have good reviews, but people know that it's pretty easy to fake
them.

Any business owner can enter his website from a different Google account and write hundreds
of reviews.

- Social Proof From Magazines Or Newspapers.
Nowadays every company gets mentioned somewhere so not that impressive anymore.

Unless it's a LARGE magazine like Forbes or Inc, people won’t be super impressed.

- Awards & Prizes Your Company Won

We understand you appreciate your awards because you worked hard to earn them, but,your
customers probably don’t know the organization that gave them to you.

Everything | mentioned so far is not UNIMPORTANT.

You need to have reviews, and if you get mentioned in some magazine or win a prize then sure
mention it.

But it's not your ultimate weapon for attracting customers.

The Most Effective Way To Make People Want To Buy Is...

...not customer reviews.



...not your achievement or years of experience.

The secret is to show off the end result of your work.

You're a photographer? Run ads showing beautiful pictures of your clients.
Landscaper? Show a garden you designed.

Now what about cases where you can’t visually show off the end result?

Than the absolute best thing you can do is record a video of your clients saying this:
“ Before | reached (your company) | struggled with (problem).

| tried to solve it with (failed solution) and nothing helped me.

Thanks to (your company) | no longer struggle with (problem) and my life is much better.
A video that showcases their transformation.

So in conclusion, make sure to show the end result of your work.

Hope you enjoyed this article.

Talk soon,

Tomer.

P.S. If you want us to look at your marketing plan and see what we could do for you, get in touch
here.
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