
secret getting you more sales 
 
Business owners, past and present. They were always trying to get an answer to this question: 
“How do i get more sales?” 
This age-old question has been a source of concern for many of them 
 
In this article you will get the answer. And you will get this secret too. I'll tell you what most 
successful companies do. To increase their sales easily. 
Do you want to get more sales? 
That's easy. 
Work more on improving the writing of your offers to your clients. 

Great offers make selling more easy 
What makes companies fail to create a strong offering and makes others overwhelmingly 
successful even though they are not old in the market? 
 
Companies that fail make much the same mistake. 
Which is that they invest the majority of their resources in marketing. While They don't care 
much about the offers they make. 
  
This does not mean that marketing is not important, but offering is no less important too. 
They actually run marketing campaigns that are often good, but the target audience does not 
find the value they are looking for in them. Because the offer presented is weak in the minds of 
their audience. 
Always remember “Great offers make easy selling” 

How does your current offer make your sales low? 
If you do these things, the current offer you present to your customers will not achieve the sales 
you desire. 

●​ You focus on talking about the product rather than its benefits 
●​ You talk about yourself and your company 
●​ You're neglecting to talk about the benefit the customer will get 

 
An attractive offer is more than just a product or service. The customer should get a story about 
that product or service. The story adds excitement to your product and increases the customer's 
enthusiasm to know the happy ending. Take advantage of this well and you will sell anything if 
you tell the right story. 
 



If you are suffering from wasting money and resources on marketing campaigns that have not 
succeeded in increasing sales, all you have to do is simply add excitement to your current offer, 
and I will tell you how to do that right now. 

Steps to add excitement to your offers 

Your offer must contain two main needs: an attractive solution and 
a desirable offer.  
You must plant in the minds of the audience that the solution you are offering is the obvious 
solution to their problem. Otherwise, you are throwing your money on campaigns that have not 
and will not bring you significant sales. 
 
Make your offer easy to obtain or subscribe to if it is a type of service, and make it not require a 
lot of effort and time to get results. 

Examples of an attractive solution and desirable presentation:. 
●​ Free trial to test the product/service 
●​ Money back guarantee 
●​ Social proof that the product/service works in real time 
●​ A help center is available around the clock to serve subscribers 
●​ Exclusive offers or limited offer of rewards 

Of course, offers may vary depending on the product and markets. You just have to research 
customers and competitors to find out. 

Secondly, you must show the benefits that the customer will 
receive after accepting your offer.  
 
These benefits should be the final solution to their problem and they do not need to look for 
anything else. 
 
Ask yourself, "What are the pain points that buyers of my product have? Why do they need my 
product, and how will it save them?" 

●​ Are there any limiting beliefs? 
●​ Are they price sensitive? 
●​ What kind of results are they looking for? 
●​ How much time do they have to commit to seeing results? 

 
Next, create a list of the solutions you will offer. 
 provide and base your list on 3 things:  



1.​ Functional solutions in which you explain the benefits that your product offers to 
customers. 

2.​ Emotional solutions that give them an idea of ​​the feeling they will get if they choose your 
product  

3.​ dimensions, which is to show them how your product will look in the real world so that 
they can imagine what your product will look like as they use it in real life. 

Provide guarantees that you can fulfill 
Guarantees motivate customers to make a decision quickly because guarantees remove the 
fear of loss. 
 
Imagine someone telling you to buy this car, and if you find a defect in it, take it for free. 
Wouldn't this even encourage you to satisfy your curiosity? 
 
Warranties come in different forms, depending on your product or service. 
 
Here are some examples of that 

●​ Money back guarantee 
●​ SATISFACTION GUARANTEED 
●​ Guaranteed customer support (such as Apple Care) 
●​ Product replacement guarantee 
●​ Time sensitive warranty (eg 5 year warranty 

Promote fast service and ease of use 
Ease of use and speed of results are weaknesses of the audience that can make a difference 
for you in increasing your sales. 
 
In today's world, everything is fast, people do not like to wait long. If you succeed in highlighting 
your product as being easy to use and having quick results, you have achieved the desired 
goal.. 
 
But it is not possible in all cases to do that. 
 
So, Even if it takes some time to get real results Try to offer them something within the first 24 
hours.  
For example: 

●​ Send them a free guide explaining the service or product. This can enhance their 
understanding of delayed results when they know the steps you follow for their service. 

●​ Promise them a free call that will help them start using the product or service 



Keep pace with the development of the market by 
updating your offer 
People want a solution to their current problem, not a problem in 1980, so you have to develop 
your offer with every development that occurs in the market. 
 
 Always look for new ways to promote your products and services. Speed ​​in your harmony with 
the market saves you. You are like someone moving his feet in water so as not to drown. This is 
the closest example of that. 
 
 
Talk soon. 
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