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A. Introduction	  
»  See how to use a landing page on a website to increase sales 

»  Discover how to write powerful copy for your landing page 

»  See examples of landing pages that work 
 

B. Landing	  page	  explained	  
A website or certain pages on a website be 
fantastic for building a database of potential 
clients. Then – by taking that one step further 
and building a relationship with the people in 
your database, as time goes by, you will turn a 
good portion of those prospects into customers. 

The key is in having a mechanism that 
encourages people to leave their details. The 
best way to do that online is by creating a landing 
page. 

A Landing page is also referred to as a squeeze 
page, name squeeze, shy yes and lead 
generation page. No matter what you prefer 
to call it, the main purpose of a landing page 
is to capture a lead. A landing page is stand- 
alone website page that promotes a free offer 
– typically a free e-book, free white paper, 
free ecourse, or a free membership. Then – at 
the bottom of each page is a form designed to 
capture their email details. 

A landing page may be hosted on the same 
domain where your corporate website resides 
but you’ll find that it doesn’t have them look and 
feel that your website does. Nor does it have any 
navigation buttons. It’s simply one page with one 
purpose – to capture a lead. 

And to capture as many leads as possible, it’s 
vital that the copy on your landing page relates to 
the website visitors’ needs. It’s also vital to excite 
them enough to respond to a free e-book or a free 
e-course. 

The purpose of this free offer is three-fold: 

1. To give visitors a carrot in exchange for their 
contact details. 

2. To build the website owner’s credibility as an 
expert in that particular field. 

3. To provide the visitor with more information to 
help them make a buying decision. 

Your Opinion 
Is Important 
To Us! 
Just  fil l out  this 2 minute survey and  
rece ive  this

 
 

Thanks for visiting this site. I’m Nic Clark, and I am an advisor to business
advisors. One of the things I’m passionate about is helping businesses
maximize their profits. I do that by giving people access to the “right”
business advice - and the “right” advisors who will give them the level of
help they need. 
That’s where the survey comes in. In order for me to offer business
owners the highest level of service, I’d love to find out more about what’s
important to you via this quick survey. 
It will only take a minute or two to complete and as a thank you for
taking the time to share your thoughts with us, I’ve put together a special
package of Business Growth Tools for you to access and download free.
This special package is worth $597. 
Rest assured, your answers are treated with the strictest of confidence
and are used for statistical purposes only. In fact, you can remain 
completely anonymous if you like. 
Just click here to get started. 

The Business Growth Tools Pack includes: 

Thank  You Gift #1 -  7 Ways to Increase the 
Profitability of Your Business  
When it boils down to it, there are only 7 ways to improve the
profitability of any business. When you make small changes to any
of these areas, you’ll experience a guaranteed increase in profits (a
dramatic increase, in fact). 
This Strategy Guide reveals these 7 ways to you. It also introduces
you to what’s possible for your business. Not only that, you’ll also
discover the strategies and tactics you can employ to turn these
possibilities into a reality for your business. 

Thank  You Gift #2 - How  to Write Persuasive 
Headlines For All  Your Advertising Material 
The most important element of any ad or sales letter is the headline. The
right headline can increase your responses by 1000% or more. Inside this
Strategy Guide we show you how to craft a headline that sells. Discover the
different types of headlines that work in different situations. See examples of
headlines that have sold millions AND learn how to craft your own powerful
headline for your business. 

Thank  You Gift #3 -  How  to Use the 
Telephone to  
Most business owners don’t pay a lot of attention to the way people
communicate on the telephone assuming it isn’t something that will have a big
impact on sales. In reality, it’s one of THE biggest influences on whether or not a
prospective customer decides to purchase from your business. 
This Strategy Guide shows you unique tips for answering the telephone 
and communicating on the phone, in a way, that turns skeptical prospects into
raving fans. 
Discover valuable telephone handling techniques and scripts that you can put to
work and profit from immediately. 

Thank  You Gift #4 -  Scientific  Advertising by Claude Hopkins 
Written by advertising legend, Claude Hopkins, this text is widely known as the
bible of successful advertising, and is also available to you completely free when
you fill out the survey. Talk to any of the world’s leading direct marketing experts
and they’ll tell you that “Scientific Advertising” is a “must read” for anyone who is
serious about improving their marketing results. 

 
Another gem by Claude Hopkins, the father of modern advertising, this book is
filled with brilliant insights into the mind of an advertising legend. Insights that
you can then take and profit from in your business. 
Again, we’re offering you these e-books completely free, as our way of
saying “thank you” for sharing your thoughts with us. All you need to do 
is complete a quick 2 minute survey. When you’re done, you’ll be emailed the
download links for these ebooks. 
Click here  to get started! 

Thank you in advance for participating. 
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As we mentioned above, a landing page is designed to 
offer something free in return for the email address and 
contact details of the website visitor. 

Once a person fills out their email details and presses 
submit they are re-directed to a sales letter page. 

They also receive an email auto-responder message 
which contains the download links for the free e-books 
or course. Not only that, they also subsequently receive 
a series of email auto-responder messages that are 
designed to excite them more and more about the 
product, with the aim of encouraging people to purchase 
a product. 

A landing page increases your sales and is much more 
effective than simply pointing people directly to a sales 
letter page. You see, only a small percentage of website 
visitors will buy the first time they visit your website. 
When they see a sales letter and if they decide not to 
purchase from you immediately, you’ve lost any future 
sales opportunities. 

On the other hand, if you direct them to a landing page 
first, you’re capturing their email details up-front which, 
gives you the opportunity to communicate with these 
people and regularly encourage them to purchase. 

Including a landing page will increase your database by as 
much as 300%. Even if you sell products online and have  
a sales letter page on your main website, featuring a huge 
subscription box at the top, or a pop-up page, you’ll find 

that a landing page will still deliver a higher number of sign-ups. Here’s the reason for that… 

With a sales letter page that also features a subscription device as part of the page, the website visitor’s attention is 
split between the sales letter page and the subscription box. When they see the sales letter a percentage of people 
will make an assumption about the information on that page, and as a result of that assumption decide NOT to leave 
their email details. 

On the other hand, a landing page arouses curiosity. People want the free report but they also want to know more 
about the product too so that’s why they sign-up. 

And the people who see the landing page and just leave because they don’t want to give you their details are probably 
just tire-kickers anyway. 

 
Where	  else	  do	  leads	  come	  from?	  

A landing page is a fantastic vehicle for capturing leads from many different sources NOT just as a result of online 
advertising or visitors Googling you. 

For example, perhaps you’re running a print ad in a newspaper and that print ad promotes a free report on “How 
to end your mortgage quickly”. Instead of making the prospect telephone your company, leave their details then 
physically post out the report, you could simply direct them to your landing page where they can download the report 
instantly. Doing this will obviously make life easier for your company because you don’t have to manually enter details 
into a database or manually post out reports, but the biggest benefit it is that it will also increase the number of 
responses you get. 
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C. How	  to	  write	  your	  landing	  page	  copy	  
1. Decide on the free offer. 

2. Give the offer a name and decide on its perceived value. 
Mention that perceived value in the copy e.g. Receive 
a free copy of “How to Double your Profits in 60 Days” 
(worth $47.95) 

3. Write down a list of benefits of that free report. For 
instance: 

»     Learn the 10 secrets to xxxxx 

»     The 5 mistakes people make when xxxxx. 

»     The shocking truth about xxxx … and so on. 

4. Write the report (naturally) and get some people to 
review it for you and provide you with testimonials. The 
more testimonials you have, the more people will want 
to download the report. Remember, it’s important to 
promote the free report NOT the benefits of the products 
or services that you’re selling. 

5. Write the copy for the page featuring a benefit-oriented 
headline that sells the e-book, some copy that talks 
about what is inside and what the benefits are in more 
detail, plus tell them the reason why you’re giving the 
information away for free. Also, build the credibility of the 
author. Then – last but not least, tell them what to do e.g. 
Just fill in your details etc. 

6. Make sure you include a photograph of yourself and an 
image of the e-book cover (ensure it looks professional). 

7. Get the page coded in HTML (either do this yourself or get 
your web designer to do it). Ensure that the subscriber 
details go directly into an email database that allows 
you to send sequential auto-responders (a series of 
personalized, follow-up email messages). 

Submit 

Yours FREE – Dozens of
Mortgage Marketing Strategies to Help
You Generate More Leads and Write 

More Deals than Ever! 
 

 

 

 
Kris Mills - Author 

 

CEO - W ords that Sell     " One of our most recent and successful campaigns orchestrated by Kris is our commercial 

 
Expert 

a business such as ours. " 
 
 

 
K, Daly, Former Managing Director, 

 

The Rock Building Society, Rockhampton 
 
 

 

 

 

 

 

 
What Mortgage Brokers can do to stand out from the crowd 
How to Write Mortgage Broker Sales Letters that Sell 

 
 
 

Just fill out your details below and press submit. You can unsubscribe at any time. 
 
 
 

First
 

Email

 

 
 
 

 

 
 

 

 

 
 

 

 
 

We respect your privacy so you can rest easy knowing that we will never share or rent your email
address to any unauthorized third party. By submitting your email address you are also requesting
and agreeing to be subscribed to our "Mortgage Broker Marketing Speed Tipsl" which contains
mortgage marketing tips. You can unsubscribe at any time. 

 
Words that Sell Pty Ltd 

www.wordsthatsell.com.au 

 
PO Box 5645 Stafford Heights Qld 4053

Telephone: 61 7 3353 1107 Facsimile: 61 7 3353 6283 
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Let’s now dissect the copy in detail … 

“You're just moments away from getting FREE	  Instant	  Access	  to dozens of marketing strategies to give your mortgage 
broking business a terrific boost.” 

 

 
 

“Kris Mills is a financial services marketing expert who has contributed millions of dollars to the turnovers of her 
industry clients including major broking groups, single mortgage brokers, mortgage originators and more.” 

 

 
 

 
 

 
 

This is your opportunity to get free, no-obligation access to many of Kris' money-making, mortgage broker marketing 
secrets including: 

FREE	  enrolment	  in Kris' "Keys to Mortgage Marketing Success" Mini-Course (worth $48) plus a FREE	  1	  year	  
subscription	  to Kris' "Mortgage Broker Marketing Speed Tips" - high impact marketing tips delivered to your inbox 
weekly (worth $48) 

 

 
 

Here are examples of some of the mortgage marketing information we featured in past editions: 

»  10 more ways to build your mortgage broking business 

»  What Mortgage Brokers can do to stand out from the crowd 

»  How to Write Mortgage Broker Sales Letters that Sell 
 

 

The “you’re just moments away” is a hypnotic phrase designed to draw your reader in to what you 
are saying. Notice how the headline has been expanded on or written in a different way to 

further reinforce the benefit in the mind of the reader. 

Credibility-building copy to help the reader picture just how valuable the information is. 

Testimonial adds more proof and credibility. 

Features and benefits expanded in more detail. Notice the “no obligation” part too. This addresses an objection
up-front. See how “(worth $48)” has been mentioned. This adds to the perceived value of the freebie. 

Again, this gives people a taste of the value of information that they can expect to receive. 
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Here’s another example … 

 

 
 

Notice how this landing page plays on fear! People who are buying their first Porsche know they’re about to spend a 
fair amount of money so they want to be sure they get the best value possible. They often don’t know what to look out 
for. All they know is that they want one. Chances are too that they know they can easily be seduced by their looks and 
overlook some other areas that could cost them money. 

This landing page plays on that fear. 

The copy then goes on to promise them a solution “what you’re about to learn could potentially save you thousands of 
dollars”. 

It also plays to the reader’s ego … “for the serious Porsche enthusiast”. 

For more details on testing, refer to the “Testing” Study Guide. 
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D. Key	  points	  summarized	  
»  Using a landing page on a website to increase sales 

»  Write a powerful copy for your landing page 



	  

Income Acceleration Group Coaching Program. Copyright © 2013 Expert Elevation. All Rights Reserved. ExpertElevation.com 	  

8	  
 

E. Action	  plan	  
	  

What	   Why	   Who	   When	  

Identify the free offer Maximise conversion from 
“click thru” to “sign up” 

You 	  

Write the report, course or 
develop the free offer 

Maximise conversion from 
“click thru” to “sign up” 

You and your marketing 
people 

	  

Write the copy for the 
landing page 

Maximise conversion from 
“click thru” to “sign up” 

You and your marketing 
people 

	  

Design the landing page Maximise conversion from 
“click thru” to “sign up” 

You, your marketing people 
and your web person 

	  

Put tracking mechanisms 
in place 

Track responses and 
measure ROI 

You, your marketing people 
and your web person 

	  

Set up email 
autoresponders to 
follow-up prospects 
and encourage them to 
purchase 

Increase conversion rates You and your marketing 
people and your web 
person 

	  

Write/amend sales letter 
page copy 

Ensure it dovetails well 
with landing page and vice 
versa 

You and your marketing 
people 

	  

Upload free offer to server 	   Web designer 	  
Promote landing page 
using Google Adwords and 
other means (see Pay Per 
Click Advertising Study 
Guide) 

Get traffic to landing page You and your marketing 
people 

	  

Monitor and measure 
results 

Maximise no. of leads, no. 
of sales and minimize cost 
per lead and sale 

Your marketing people 	  

	  

	  
	  


