Hello,

Below you will find your customizable email course.

-------------

Instructions

-------------

Edit the entire course in 3 easy steps. 

Simply copy and paste the code phrases below into the "find/replace" feature in your text editor.

1. Highlight and copy the copy the phrases listed below (including the quotation marks) one at a time and paste them in to the "find what" box.

2. Type your own information in to the "replace with" box.

3. Click the replace all button.

You're all done. Now just check to see if all the information is correct and then paste the individual messages in to your auto-responder, so that every time someone signs up to take the course the lessons will be out sent automatically. 
------------------------

Copy and paste phrases

------------------------

"personalization merge tag" (found in your autoresponder service) 

*This will automatically add your subscribers name to the messages.
"add your name here" (This adds your name to all the messages at once)
"your email address" (This adds your email address to all the messages)
"your URL here" (This adds a link to your website to all the messages)
Best of luck with your new course,

Lisa M Cope,

If you need help or have questions, please ask. 

Help desk: http://www.lisamcope.com/help 
----------------------------------------------------------------

Confirmation message (used only with double optin email lists)
Hello “personalization merge tag”,
Thank you for your interest in the Simple Sales Tips - For Reluctant Sellers Crash Course.
It is very important that you confirm your subscription so that we can start sending your lessons right away.

Please take a minute and click the link below to confirm.

"confirmation link" (provided by your autoresponder service)
We will send your first lesson as soon as we receive your confirmation. Remember we value your privacy. We will never rent, share or sell your email address.

"add your name here"

----------------------------------------------------------------

Lesson 1:
Subject line: First Lesson - Simple Sales Tips - For Reluctant Sellers
Hello “personalization merge tag”,

Welcome to the first lesson of the Simple Sales Tips - For Reluctant Sellers Crash Course. Over the next few days you will receive several lessons that include simple tips for making more sales for your business even if you hate the idea of selling. In this first lesson we are going to talk a little bit about how mindset can affect your ability to make sales. 
Let’s start with a question? 
How will your business and your income grow if you aren’t selling every day? 
The answer is it won’t! As a business owner it is your job to sell. Every day you have to sell yourself your business, product or service, because if you don’t it simply won’t grow.
Would it surprise you if I said we’re all sales people? Even if you think you hate it or you’re no good at it, the truth is you can, you just have to find a way that works best for you. 
So, it’s time to get all those negative thoughts and feelings out of your mind and focus on what’s important, which is increasing your business income. 

The good news is you don’t have to be pushy or obnoxious because there are many ways to sell that feel comfortable and natural. Effective selling is all about connecting with your target audience in a way they will respond to.

Chances are you’re already selling every day. Like when you have a customer on the phone, every time you send an email or write a blog post with an offer. When you add order buttons on your webpages or tell someone at the store about your business that’s all selling too. 

So why do we continue to think we’re so bad at sales? 

Is it because sales make you feel icky, pushy or uncomfortable? You’re not alone, many business owners feel uncomfortable whenever the talk turns to money. There are many underlying causes for these types of feelings. Perhaps you don’t want to force anyone to decide or maybe you think your offer isn’t as good as your competitors. The reasons are different for everyone. 
- Mindset
Selling is more about attitude than ability, which means you can increase sales by changing your mindset. What if you weren’t selling anything, but instead you were talking with a friend about the great new product that could make their life easier? Then you’re simply helping a friend solve a problem by sharing what you know. 

That’s exactly how you should think about selling your business. You’re not trying to get your prospective client to spend money. Instead, you’re offering a solution to their problems. You’re genuinely helping them to overcome some obstacle in their life or business. 
To be an effective seller it’s very important to focus on developing the right mindset. If you can come from the perspective of wanting to help versus wanting to sell, then you’ll see much better results. Ask yourself how your product can genuinely help your customers. Think about the benefits and value you can offer.  
Have you ever been to a car dealership or a furniture store and felt like you were dinner for a pride of hungry lions all waiting to pounce? What did you do? Most likely you felt uncomfortable and left. That’s because customers can feel when they are being sold and once they figure out that a seller is only in it for the money trust goes out the window. 
Always remember that the only difference between manipulating and persuading is intention. A good seller is clear in their intent to help make life better, easier and happier for their customer.
When you can turn your thinking around from “selling” to “helping” you’ll find the process is much easier and it won’t make you feel icky, pushy or uncomfortable. 

That's it for today's lesson. We have a lot to go over in the next few days, so make sure you look for your next lesson soon. We will be talking about the importance of getting to know your ideal customer, so you can effectively sell to them. 
Until then,

"add your name here"
"your email address"

P.S I want to thank you again for joining me for this short course. If you have questions or need assistance, please feel free to contact me. I will be happy to help!
You can reach me here: "your URL here"

----------------------------------------------------------------

Lesson 2:
Subject line: Second Lesson – Simple Sales Tips - For Reluctant Sellers
Hello “personalization merge tag”,

It’s time for your second lesson in the Simple Sales Tips - For Reluctant Sellers Crash Course. I hope you found lesson one helpful. In today’s lesson, we’re going to talk about the importance of getting to know your ideal customer, so you can effectively sell to them.
How well do you know your ideal customer? 
One of the most important things you can do for your business is to clearly identify the very best customers for it. Once you do that you can focus all your marketing and sales efforts on them. 
Chances are you’ve already developed at least a simple customer profile. This is simply a description of a person (or group of persons) that would be most interested in buying what you’re selling.  
When creating a customer profile generally you’ll include things like age group, employment, income and education. You can dig down further and find out about their interests, spending habits, dreams, goals, lifestyles and the list can go on. Creating your ideal customer profile will depend largely on what you’re offering to your target market. 

Knowing demographics is important but understanding what drives them is even better! If you can understand your customer’s thought process and what motivates their decisions during the buying cycle, you’ll have a much easier time selling to them.  
Find out what they struggle with?
What do they ask or complain about most often? 
What do they wish they could have more of? (less pain, less stress, more money, time, travel etc.) 

Pay close attention to the words and phrases they use to describe their wants, needs troubles and pain. Then think about how your business can help them. 
Think about it from your customers perspective. They are thinking things like: 
- What should I buy?
- Who’s the best company to buy from?
- What are the reviews like?
- Can I trust this business?
- Why should I buy from this business?
- Who has the best deal? 
- Will this work for me? 
People buy based-on belief. Meaning they buy what they believe your product or service can do for them. They buy to make their problems go away, so your objective is to show them how much better their lives will be with your product or service. 
Here are a few examples of the things that most consumers hope to gain when they make a purchase: Income, productivity, performance, convenience, quality, cures, solutions and safety.

And here are some of the things they want to avoid: Pain, fear, stress, loss, lack, aggravation, frustration, mistakes, and disruption.
Once you know what motivates their decisions you can create a marketing message that will attract them to you, which is one of the best ways to make more sales even when you’re reluctant to sell. 
A great way to find out what motivates them to make a purchase is by listening to them and social media makes that much easier than ever before. 

Find out where your audience hangs out. Do they use Facebook, Twitter, Instagram or maybe they’re on Pinterest or SnapChat? Where ever they are, is where you should be asking and answering questions.
That's it for today's lesson. In your next lesson, we will be going over some simple copywriting tips that will help you make more sales in places you may not realize you can and should be selling.
Until then,

"add your name here"

"your email address"

"your URL here"

P.S. Again, I appreciate your joining me for this short ecourse. Remember, if you have

any questions please feel free to ask. I’m here to help!
"your URL here"

----------------------------------------------------------------

Lesson 3:
Subject line: Third Lesson - Simple Sales Tips - For Reluctant Sellers
Hello “personalization merge tag”,

It’s time for your third lesson in the Simple Sales Tips - For Reluctant Sellers Crash Course. Today I have some simple copywriting tips that will help you make more sales in places you may not realize you can and should be selling. 
When most people hear the word “copywriting” they automatically think of long sales pages designed to make people buy and while those are necessary, copywriting can be used in many more places than just sales pages. 
In fact, most of the content you create for your business can be considered copywriting, especially if you’re creating it with the goal of selling something. This can include places like your webpages, blog posts, email and social profiles. 
- About page

Did you know that it’s often the most visited page on a website? This makes it an important part of your overall brand message. The purpose of your about page is to entice people to want to learn more about your business.  

Yet, it’s often one of the most underutilized pages on a website. When used effectively it gives you the opportunity to really connect with your visitors by letting them know what you’re all about and what your business can do for them, so make sure you use it!
- Blog posts

All blog posts should be written with intention. If they aren’t written with the intention to sell, then they are just dead-end content. Good copywriting entices your reader to take the next action, so always write as if you are leading them to the next best thing for them! 
This can be as simple as leading them to a sales page, a subscription form, enticing them to leave a comment or sending them to another blog post that helps them get to know, like and trust you even more. 
- Email

Whether you’re sending an email about a new product or service or simply letting readers know you have a new blog post, the content in your email qualifies as copywriting. Even the personal emails you send to potential customers should contain words and phrases that are meant to sell. 
- Social profiles
Who doesn’t like to hang out on Facebook and catch up with friends, watch funny videos, and share silly meme’s. But for those of us who have something to sell, Facebook is much more than that. It’s a place to connect with potential customers, so keep in mind that sales copy isn’t just used for running ads. 
Good copywriting techniques should be used when you’re filling in your profile and sharing any information on your status. Remember, you’re selling yourself and your business, so as you write always keep your ideal customer in mind. 
LinkedIn is a great place to share what makes your business a wise choice for potential customers. Think of your LinkedIn profile like a resume. It’s where you can list your most impressive credentials and let them know exactly what you can do for them. 
Twitter only allows a limited number of characters which makes it challenging to include great sales copy, so you have to choose your trigger words carefully if you want to use it as part of your marketing strategy. Think of tweets like email subject lines and write them to convey as much information as possible while still enticing readers to take action. 
Every piece of content you create should include a strong call to action. This will turn even the simplest piece of content into an effective sales tool. These action statements help entice visitors to act. Here are a few examples of different types of calls to action you can use. 
Click here 
Call now
Follow me
Contact us
Sign up now
Learn more here
Take our survey
Fill out this short form
Join our mailing list
Schedule a consultation now
Apply now
Reply for help
Comment for more information

So, the next time you create any type of content for your business remember that whenever you ask a reader to take some action, you’re writing copy, and the more comfortable with the idea of it, the better you’ll become. 
That's it for today's lesson. In your next lesson, we will be talking about how to overcome that uncomfortable feeling you get when you think about selling.
Until then,

"add your name here"
"your email address"

P.S. Don’t forget, I’m here to help, so if you have questions just ask!

The fastest way to reach me is here: "your URL here"

----------------------------------------------------------------

Lesson 4:
Subject line: Fourth Lesson - Simple Sales Tips - For Reluctant Sellers
Hello “personalization merge tag”,

How are you?  Well we're winding down to the end of this short course. But we still need to go over a few things, so today we are going to jump right in and talk about how to overcome that uncomfortable feeling you get when you think about selling. 

When the idea of "selling" is uncomfortable it makes it very difficult to make sales. Yet many people who sell for a living struggle with this feeling every day. Yes, there are those rare sales people who can sell anything to anyone, but for most of us this isn’t the case. Luckily there are some things you can do to overcome that icky feeling you get in the pit of your stomach every time you try to sell. 
First and foremost, you have to love what you sell. If you don’t potential buyers will see you coming from a mile away, no matter how hard you try to hide it. They will be able to tell your heart isn’t in it, so you’ll just be wasting your time and theirs.
It’s easy to tell when someone loves what they’re doing. They are excited, because they know that their product or service will make a positive difference in the life of the buyer. This makes them more trustworthy and naturally good at selling.
As we went over in lesson two, this all goes back to getting to know your ideal customer. Once you know who they are, you can find out what motivates them to buy. Think about how your product or service can help potential customers move closer to happiness or further away from fear. Then you can create content and marketing messages to meet their needs.
As we know one of the best ways to overcome that icky feeling often associated with selling is to remind yourself you’re not selling, you’re helping people solve their problems. 
- People want to be helped 
They want solutions to their problems and there are more than willing to spend money on things that will improve their lives. They want a quick fix for their leaky faucet, help managing their finances, creams to clear their complexion, better hair, better health and millions of other things. Are you getting the idea? 
-Benefits are better

Instead of pushing the features of your product or service, look at the benefits you can offer. Stop thinking of yourself as a sales person and start thinking of yourself as a problem solver instead!
- Shift focus

Take the focus off making the sale. Instead think about what gets you excited about your business. What do you like best about the products or services you offer? The more focus is on these things, the better your sales will be.
- Ditch the script
A basic sales script to follow can be a very helpful tool, but you’ll find that the dreaded process of selling will become much easier when you become a person who offers advice instead of one who just spits out a prewritten script. This will also help you build a trusted relationship with prospective customers and even if they don’t make a purchase right away they will remember you when they are ready to buy!

- Have fun

As we went over in your first lesson, mindset is very important when it comes to selling.  So, why not try approaching it from a fun perspective. Look for exciting ways to share what you have to offer, like throwing a party, running a free giveaway or having a VIP sale for your special customers. You’ll find this much easier than approaching it from the "I have to" or "doesn't feel good" standpoint. 
As you can see, there are many ways that you can overcome that uncomfortable feeling you get when you think about selling. You just have to find the one that works best for you. 
I hope today's lesson was helpful. Don't forget to keep an eye out for my next email. There will be some great stuff in your last lesson.

Until then,

"add your name here"
"your email address"

P.S. Do you have questions? Please feel free to ask:
"your URL here"

----------------------------------------------------------------

Lesson 5:
Subject line: Fifth Lesson - Simple Sales Tips - For Reluctant Sellers
Hello “personalization merge tag”,

Well, we have come to the final lesson in the Simple Sales Tips for Reluctant Sellers Crash Course. I hope you’ve enjoyed your lessons and learned a lot about how to make more sales for your business. In this final lesson we are going to talk about the ultimate sales weapon for reluctant sellers, the soft sell.  
The dictionary defines “soft selling” as a method of salesmanship or advertising that uses subtle persuasion. In my humble opinion there is no better way for someone who hates the idea of selling to make more sales. It’s the opposite of the hard sale, which is the aggressive form of salesmanship that most people think of when it comes to selling. 

This wonderful method embraces all the tips and techniques we’ve discussed in these lessons. It’s all about building a relationship with your potential customer, which we already know is a very important part of selling. 
This may not only help you make the initial sale it will also increase the confidence of your buyer. When that happens, they will be more likely to purchase from your business multiple times and even become a life-long customer. 

- Patience is key

While this method may take a little more time and patience on your part it’s well worth the extra effort. This is because it allows the consumer to make their own decision without feeling as if they’re being pushed into making a purchase. 
As we went over in your last lesson, people want to be helped. They don’t like to be sold to, they don’t want to feel that someone is pressuring them into making a purchase. They want to feel respected, comfortable and in control of the situation. That’s what makes the soft sell so effective.

- Better than the hard sell

As a matter of fact, the soft sell will almost always outsell the hard sell, because people respond much better to persuasion than they do pressure. You’ll find that it’s a much easier and more enjoyable way to sell because you can actually talk to the customer, share information and build up a relationship with them. 
- Pre-selling
Pre-selling is simply another form of the soft sell. It’s all about warming up perspective customers before asking for the sale. Many of us do this every day through stories, testimonials and the content we share without even realizing it. Think about the popularity of sites like Amazon and Groupon. They use reviews and ratings to warm up customers, put them at ease and provide social proof before they purchase. 

When you take the time to warm people up you’ll be far more successful when it comes to selling your product or service. They like to know as much as possible before they buy, and pre-selling is the perfect way to show them exactly what you have to offer. 
Before we conclude this last lesson, let’s go over a few more “soft sales” techniques you can try: 

Belief – You must believe in what you’re selling. Just like we discussed in lesson three, people buy based on belief and if you don’t believe in what you’re selling they will be able to tell!
Relationships – Building relationships should be the basis of all your marketing. Be mindful of what your audience wants, needs and expects from your business and you’ll see much better results long-term. 
Patience – Be patient and treat your audience like royalty. Not only will you make more sales you’ll gain life-long customers and raving brand advocates.  
Tell stories – Storytelling is an excellent sales tool especially for the reluctant seller. Use stories to appeal to the emotions of your prospective customer. This will help them form a connection with you and your business. 
Be generous – Share information of real value with your consumers with subtle calls to action woven in. This way they will feel in control when they finally make the decision to buy. 
Know them – You should always get to know as much as possible about your target audience. This will help you create a marketing strategy that appeals to them. 
If you’re a reluctant seller and find yourself constantly struggling with the marketing side of your business soft-selling can be a great way for you to finally overcome that obstacle. Once you do, you’ll find the whole process much easier that you ever thought it could be. 
As we close this final lesson I’d like to thank you one more time for joining me for this short course. I sincerely hope that you’ve learned a lot about how to make more sales even if you are reluctant to sell. 
Even though the lessons have come to an end I want you to know that you can still feel free to contact me if you have any questions. I’m more than happy to help. 
Until then,

"add your name here"
"your email address"

"your URL here"

==========================================

Legal Notice

The Publisher has strived to be as accurate and complete as

possible in the creation of this course, notwithstanding the

fact that he does not warrant or represent at any time that

the contents within are accurate due to the rapidly changing

nature of the Internet.

The Publisher will not be responsible for any losses or

damages of any kind incurred by the reader whether directly or

indirectly arising from the use of the information found in

this course.

This course 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.

No guarantees of income are made. Reader assumes

responsibility for use of information contained herein. The author

reserves the right to make changes without notice. The Publisher

assumes no responsibility or liability whatsoever on the behalf of the

reader of this course.

