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N ottoo bng ago,noted product bunch expert, JeffW akerconducted a free €s=m nar
on aconceptknow n as“SocelProof .Socelproofissom ething w e are subjected ©
every sngk day and i€sw hatdrives peop ke © m ake allkinds ofdecisbns.O n e call,
Jeffrefenred © itas“M onkey See,M onkey D 0” and that's a perfectdescription.

Peop ke don’tlke b m ake decsbnsand itsofien easiero ©lbw tecrowd. fwe e
som eone elkke doing som ething,w e are m ore likely © do itoo . Fourfriend recom m ends
amovie,wearemorr lkelyb e it

Jeffgave agreatexan p ke during te call.H e sad he rem em bered being aon a road tp

w ith hisfm ily when hew asyoung.-They’d been traveling a bng tin e and everyonew as
hungry W hen they gotb atown,they saw a restaurantand everyone sad ,“L etseat
tere” ButleffsD ad refused .D expike the fecthateveryone w as fan Ehed,he sad they
coudn’teatthere because tere w ere no cars n the parking bt Jeff'sD ad had, n eflect,
decded,” ifnobody elb= Bdoing it han Fm notgoing © do iteither?

I don’tw ant® go N a bng expbnation ofw hatsocelproof s. Hyou’ve Iisened ©
Jeff's callyou akeady have agood grasp on it iiyou haven’tlskened yet,now ste
time:
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I justw anted © ke the tin e  creatke his reporto help peop ke see how socelproof
apples© terown busnessesand how they can use It Ncrease tersakes.A num ber
ofpeopk sad © m e,“The nfom ation N JEffs callw asgreat, buthow do lapply it
my bushness?” —W ell,socil proofapp lies © allagpects of lile, ncluding yourvery

ow n business. 1 hope thatths reportw illgive you som e concrete deason w hatto do
next

Bebre 1provide you w ith the dess, Etsrem em beratew key pontsthatw erem entioned
throughoutXkefFscall:

- PeopEdon’thke b m ake decisbns.They ofen olbw e crow d and ey usually
don’tlke © be tie only one © do som ething.

- You have © believabE.O nce you’ re unbelievab e, peopEw ilino bngertustyou
and you’ re done.

- Givea“reason why” orsom e pstification on w hy you’ re doing som ething.
R em em ber, Jason’sexp bnation ofw hy hew asonly selling an nital490 unisof
hisproduce

And now w ihouturtherado...
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How t Im plem entSoceIProof nto Your M arketing P bn

A llofthese deasw ere m entioned atsom e pontin te call,<o 1fyou Iisen agan... you’ ll
defmikely cath tem . Fd ustlke © fliesh tiem outabitoryou and give you som e
practcal app Ications fortem _Here’sthe deas Fm going © cover:

. TestimonbBk& CaseStudies
- Cekbrity Endorsments

- Rekenak& Afhleke Progran s
. ProductReviews

- Bbgs& hteraction

- Cntguesé& L iveCoaching

- Screendhots—- O nine “Proof

~NoOoabhwNER

1.TestinonbBb& CaseStudies:

D oesyourw ebsie have any success sbries filom peop E have use yourproduct?
Ummm.. whytheheck noL D etaikd tstin onalkand case stud esare aperfectw ay ©
add socel proofo yourw ebsiie. ltshow s otherpeop E are using yourproductorservice
and they’ re getting te resulis ey w anted.

ITyou don’thave testin onkmkor case stud ieson your site, | can guessa few reasons
why:

- Y ou never thoughtofitbefore. h thatcase,geton i

- Youdon’ttrusttestin on\mkon other w ebsites and feelthey’re usually m ade
up -Thatsa Egitin ate concem because m ostestin onbk don’tingp e te
confdence they shou b . ifyou see a estim on el hatsays:

“ s e bestw dgeteverl D arkne”

then yes, Idoubtyou’ llbe m pressed. T estin onk need asm uch detailland
believability as possb k. C onsderadding these © yourtestin onaks:

- Photosofyourcusiom ers @nd ifyourproductchanges appearance —
forexam pk,aweghtbssproduct- aBEFORE and AFTER picture
aream usb

- The realand fullnam esofyourcustom ers

- Thecity and skt orprovince thatyourcusiom er Ives n.

Som e peop ke are w orried aboutasking thisfrom custom ers,butgetasm uch detail
asyou can. ifsom eone does’ tw anttherrpho posied ,butis okay w ith thexrfull
nam e.. tats pstine.H ow ever,you’ Ifind satssfied cusom ersare usually happy
1 heb you spread the w ord aboutyourproduct
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So,now thatyou’ve added proofthatyourcustom eractually exists, you need ©
add realiity © yourtestin oniel.H aving yourcusiom ersay tey liked itsnot
likely © be aseflective as 1Ifyou get N specifics.

Letm egiveyou a few exam p es:

- yourcusbm erpurchased car nsurance flom you,atestin on el that
sys," 1saved $334 by purchasing my nsurance fiom you,” thatsmore
pow erfulthan,” Isaved a btofm oney by purchasing m y nsurance from
you”’

- Fyou have a copyw riting business, you can have yourcustom ersshare
terconverson rake dat. Ihstead ofsaying,“W em ade m ore sakes
because ofyourcopyw riting,” tey can say,““0 urconversion raew ent
fromn 07% b awhopping38% ”

- Fyou happen © s=llkids desgnerpantings, like one ofm y subscribers
does, nskead ofsaying,“W e bved i’ ,you can have yourcusiom ertak
abouthow therrchibd’s confdence and nerestin creative expresson
ncreased.

- Youareanew busnessand you don’thave testin oniek.Don’twony,we’'ve
allbeen tere. Ifthe salkesdon’tcom e pouring N mm edeely,give av ay your
productand service n retum orareview .0 foourse,you can’tsay,“F llgive you
my productin retum oragbw ng testin onial,” because thatw oul be unethical.
Y ou are justgoing © give av ay som e freebies n retum forfeedback.Som e
feedback w il be greatand you m ay have som e no--positive feedback thatyou
can kkam from aswell.

2_CeEbrity Endorsem ents

These can be very pow erful, butbe sure © com bine these w ih #1 A lhough celebrities
can have a btofcbut- peopk stilll like © hearaboutthe resulis from every day peopke
like them sebves.

O kay, ifyou’ re freaking outand w ondering how you’ levergetO prah 1© endorse your
product, orgetabout it These don’thave © be w ortd4em ouspeopke.. justwellknown
peop e w ith good reputations.

you s=llbaby products, you can find book authorsw ho m ght like © evaluake your
products.B ook authorsare alv ays boking forpublicity and i€sofien aw n-w in situation
forboth ofyou.

you s=sllaw eb conferencing service, contactsom e dwectsalkes com paniesand Etthem
1y itout. Even atean aderw ith agood dow nline can be consdered a“cekbrity” w ih
cbut
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Iyou s=ll sports+elted products, contectihe sportsediorfrom you bcalpaper see if
teywoul lke © evaliake the product

The possbilites are end kess. you can hook up w ih D estiny’sC hill © have them
endorse yourgppk and wahutsald... good foryou!B utyou don’thave o am so high.
Justind peop Ew 1th agood reputation and peop e bok up ©.

3.Referraké& Afhliate Program s

W eallnow had itis getanew cusiom er. ifyou’ve done any co b-calling foryour
bushess,you know w hata nightn are itcan be.B utyou don’thave 1 m ake its0 hard on
yourlf. iyou have exsting custom ers, they can refercusbom ers © you, 0 don’the shy
— ASK FOR REFERRALS!

Y ou can sim ply ask orthem orofieryourcusbom ersan ncentive Prefenring afriend.

Y ou can give em a littke discount, a specil giftorcrediton a future purchase. Justbe
sure © putasysem N plce © ak yourcusbm ers © referotiers you.Y ou can do his
n lbw -up em aik.Send acard by m aillasking them © send therfriends.W hatever itis,
Justm ake sure you ask.

Justlike refernralks, you can setup an affilliee progran .Back © te exam pk ofthekd’s
despnerpantings, ifparents are surfing around the neton kid—+eklted siesand ey keep
seeing hese prom otions Bryou e pantings- they are going © startieking notice. iF10
w ebsies are prom oting yourproduct. hmmmm ... #m ghtbew orth boking Nno.

4 _ProductReviews

Albw custom ers© subm itproductreview s thatyourw ebsie visiors can read . Think of
Am azon - They have an edibrial review and then custom ers can postreview sand rae
products. T here are good ,bad and m ed pcre review s, butthe pontis- peop kare tking -
Y ou w antpeop ke tking and generating exciem entforyourproduct

Ifyou’ re affiliee fora product, productreview sare a greatw ay 1 generake saks.Butket
rem em bertis- ifyou publieh acom pEely gbw ing review ,peoplkem ay bok upon it

w ith suspcon . A balnced review tatshow she negative (butperhgpsnotioo negative)
and positive, itsm ore believab ke and peop k are m ore likely © trustyour

recom m endation.

5.B bgsé& Interaction

B bgsare an an azing ool getpeop e aking. ifyou allbbw com m ents,you can generate
abuzz ryourproduct Y ank taked aboutthe “gy pho” during tie call.. ithad
peop k taking aboutthe productand saying how exciled they w ere or it be released.

B utyou can be m ore subtie than thatin yourday--day blbg entries.Y ou can use blbg
niom ative bbg entries © show peope how © consum e yourproduct Fortew eb
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conferencing srvice Im entioned earlier, the ow nerofthatbusiness coul bibg about
how 1 m ake m oney w ith w eb conferences, how 1 Ecilitate com pany ttaning,etc etc.
She Bgiving peop e deason how 1 use the productand allow ing peopke © ask
questionson how © m plem entitin® therow n busnesses.

B utw hatifyou’ re an affiliee? Iifyou, orexam pk,=llcbt depersasan afhilete and
you use them yourself- llpeopk aboutit Tell tiem yourbesttips forkeegping baby as
dry aspossb ke, ckaning e digpers,ett.Provide tiem w ith statsticson cbt dieperuse,
te enveonm entalprobem digposab ks are causing, etc.D on’ the afrad © have an
opnbn.Justlke Jm sad on the call- ltdoean’tm atier ifpeop ke like you orhate you,as
bng asthey’re aking.

6.-Critjues& L ive Coaching

Show peopke exam plesofyourabilities. ifyou’ re a copyw rier, create video critiquesof
sakscopy lkemy friend M helFortin does.Peop Ew illgetussful tips fiom these
voeosand itw il show thatyou are an authority in copyw riting.-

Ifyou’ re a life coach,albw peop ke © Iisen i on a sesson 0 hey understend exactly
how yourservice w orks.0 fcourse,you’ lineed © find aclentwho sw illing © be
recorded foruse on yourw ebsie — butyou can certainly find aw illing particpant

8.Screenshots& Scanned Copies- 0 nline “Proof’

Thi deaw as ntroduced num erous tin esduring Jffscall.Everything fiom Jason’s
exan p e ofshow ng the screenshotfiom hisTulilin entcenter nvenbry © Y ank’s
publEhing acheck fron D an K ennedy — these are typesofsocil proof.

Ifyou’ re selling a business opportun ity orm oney-m aking product, eamings seem ents
are good proof. Screenshots ofem ailk and thank you notes thatpeop e send you.
Basrzally, ifyou can back up any clim you m ake in yoursakes copy w ith agrephic
mage-do it

So,GetTo I

W ell,there you have it. 8 deas© m plem entsocel proof N yourm arketing -Agan, if
you haven’tiisened n © Jeffscall yet,m ake sure you do <o:
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Ifyou’ re ready for JeffC om p Ete C ourse on ProductlL aunches,check itoutat
htip ZAvww productibunchfom ulb.com Hrelaunch
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