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LEGAL NOTICE
This book is © All Rights Reserved.

You may not sell this book, give it away, display it publically,
nor may you distribute it in any form whatsoever.

While reasonable attempts have been made to ensure the
accuracy of the information provided in this publication, the
author does not assume any responsibility for errors, omissions
or contrary interpretation of this information and any damages
or costs incurred by that.

The author does not warrant or represent at any time that
the contents within are completely accurate due to the rapidly
changing nature of the Internet.

This book is not intended for use as a source of legal,
business, accounting or financial advice. All readers are advised
to seek services of competent professionals in legal, business,
accounting, and finance field.

While examples of past results may be used occasionally
in this work, they are intended to be for purposes of example
only. No representation is made or implied that the reader will
do as well from using the techniques.



The author does not assume any responsibility or liability
whatsoever for what you choose to do with this information. Use
your own judgment.

Any perceived slight of specific people or organizations, and
any resemblance to characters living, dead or otherwise, real or
fictitious, is purely unintentional.

In practical advice books, like anything else in life, there are
no guarantees of income made. Readers are cautioned to reply on
their own judgment about their individual circumstances to act
accordingly.

You are encouraged to print this book for easy reading.

Use this information at your own risk..
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Chapter 1: The Art of Selling

Imagine a row of cramped stalls on the dusty road somewhere
in the Middle East, several hundred years ago. The stalls sit
side-by-side on both sides of a dusty street. Some people in the
crowd are simply going from one place to another, and some have
come to purchase a particular item. The vendors use all sorts
of schemes and strategies to get the attention of the passersby
and draw them to their own stall rather than to their neighbor’s.
Each vendor must convince one person at a time that he has the
best product compared to all those around him and that it would
be a grave mistake to buy from anyone else besides him. The
buyer has to be convinced that what he is giving up is nothing
in exchange for the value that he is getting in return.

This is the art of selling.

Every business person, whether on a dusty street in the Middle
East or in an air-conditioned high-rise in New York City, has
to convince the buyer that his product is the best and that the
buyer would be missing out on a great deal by walking away from
the transaction. The object of the person or company selling the
goods and services is to convince the buyer that he will get more
than he is being asked to give.

People have been mastering the art of selling products and



services to those who need them since the beginning of time.
The methods

The buyer has to be convinced that what he is giving up is
nothing in exchange for the value that he is getting in return.
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that entrepreneurs use to sell their goods have changed down
through the millennia, but the principles are still the same.

No business exists without a buyer.

No sale happens until a buyer is convinced that he will benefit
by making the purchase. The buyer has to believe that what he
is giving up in exchange is worth less than what he is getting.
A person who walks into a fast food restaurant values the meal
more than the few dollars that the meal will cost. If the buyer
doesn’t perceive that he is getting more than he’s giving, there is
no transaction.

Selling online is no different.

Granted, the method of selling online is relatively new in the
history of commerce, and there are certain unique strengths
and weaknesses related to online commerce that did not come
into play just a few years ago. Selling online is still selling, and
the principles have remained unchanged down through centuries
of business transactions.

One of the biggest complaints about online sellers is that the
vast majority of them seem to think only about closing the sale.

Because of the universal reach of the Internet, it’s easy for



some online sellers to feel they can hide because they’re not
looking the buyer eye-to-eye over a counter in a retail shop.
Buyers likewise also feel less secure because they can’t see the
seller face-to-face, and they usually cannot visit
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the store in person and reassure themselves of the legitimacy
of the business.

These unscrupulous online sellers really have no regard for the
customer; they value only what the customer can do for them,
which is adding dollars to their bank account. It is quite possible
for an online seller to build an entire business model on one-time
sales rather than building a list of satisfied clientele who come
back for repeated purchases.

That’s the danger awaiting online sellers — the bad
reputation of a few.

Other online sellers — the kind you want to be — couldn’t
be more different. They really do want to do the right thing,
and they’re aware of the need to provide honest value to their
customers. Their desire is to provide significant value to the
buyer at a fair price, but they sometimes struggle to communicate
that value. Their heart is in the right place, but they have
difficulty reaching out and convincing the buyer that they’re
different than the other group.

No business can succeed without a seller convincing
a buyer to pay.

Even if your heart is in the right place, you’ll have to develop



the art of convincing people that you have what they need if
you want to succeed in your online business. People browsing
the Internet today have the attention span of the Middle Eastern
customers walking down a dusty street, scarcely glancing at the
vendors who shout for their attention. Online sellers must hold
the attention of potential buyers and convince them that the
products they are selling really can help them
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solve their problems and can do it better and cheaper than
anyone else’s product can. What you are selling simply must be
better, and you must also believe that it is better and be able
to communicate that.

Whatever your product or service, you must be able
to convince the buyer that what he gives up in return is less than
the value he’s getting by making a purchase from your online
store.

It’s your job to create the need, or at least to magnify it, so
that you're standing ready with your product or service just as
soon as the buyer is convinced of his need.
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Chapter 2: Show Customers the Value

A well-known quotation goes like this: «I don’t mind buying;
I just don’t like being sold.» That expression rings true for a lot
of Internet buyers. They don’t mind buying more, even high-
ticket items, if they feel they are getting more value than they’re
giving up. Whether it’s $5, $500, or $5000, there’s a buyer at
each one of those price points if you, the seller, can convince him
that he will get at least double his money back from the purchase.

It’'s not the dollar amount per se; it’s the amount
of expected return.

It’'s not about selling cheap, low-ticket items but about
remembering that buyers always want more than they’re willing
to give.

You have to show them very clearly the value of what you're
offering. It’s the classic distinction between features and benefits.
Features are things that a product can do, but benefits are what
those features can do for the buyer. You need to focus on the
benefit to the buyer by showing exactly what the buyer will be
able to get by purchasing your product.

Today’s Internet shoppers are savvy and skeptical. They’ve
seen all kinds of gimmicks and scams and may have lost money



in the past. With such a high level of skepticism, Internet buyers
today must understand clearly what the product can do for them
before they are willing to pull out their credit card.

Focus on the benefit to the buyer by showing exactly what the
buyer will be able to get by purchasing your product.
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There must be a reasonable match between the values the
product is offering and the price that customers are being asked
to pay. If there’s too much of a discrepancy between the two,
buyers will be suspicious. They’ll think either that you're trying
to scam them if the price is too high, or that there must be a trick
if the price is too low. You can’t really blame them, because
there are many Internet marketers who are employing all kinds
of unethical strategies just to get the buyer to click on the Buy
Now button.
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