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Nottoolongago,notedproductlaunchexpert,JeffW alkerconductedafreetelesem inar
onaconceptknownas“SocialProof”.Socialproofissom ethingwearesubjectedto
everysingledayandit’swhatdrivespeopletom akeallkindsofdecisions.Onthecall,
Jeffreferredtoitas“M onkeySee,M onkeyDo” andthat’saperfectdescription.

Peopledon’tliketom akedecisionsandit’softeneasiertofollow thecrowd.Ifwesee
som eoneelsedoingsom ething,wearem orelikelytodoittoo.Ifourfriendrecom m ends
am ovie,wearem orelikelytoseeit.

Jeffgaveagreatexam pleduringthecall.Hesaidherem em beredbeingaonaroadtrip
withhisfam ilywhenhewasyoung.They’dbeentravelingalongtim eandeveryonewas
hungry.W hentheygottoatown,theysaw arestaurantandeveryonesaid,“Let’seat
there.” ButJeff’sDadrefused.Despitethefactthateveryonewasfam ished,hesaidthey
couldn’teattherebecausetherewerenocarsintheparkinglot.Jeff’sDadhad,ineffect,
decided,“Ifnobodyelseisdoingit,thanI’m notgoingtodoiteither!”

Idon’twanttogointoalongexplanationofwhatsocialproofis.Ifyou’velistenedto
Jeff’scallyoualreadyhaveagoodgrasponit.Ifyouhaven’tlistenedyet,now isthe
tim e:
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Ijustwantedtotakethetim etocreatethisreporttohelppeopleseehow socialproof
appliestotheirownbusinessesandhow theycanuseittoincreasetheirsales.A num ber
ofpeoplesaidtom e,“Theinform ationinJeff’scallwasgreat,buthow doIapplyitto
m ybusiness?” ---W ell,socialproofappliestoallaspectsoflife,includingyourvery
ownbusiness.Ihopethatthisreportwillgiveyousom econcreteideasonwhattodo
next.

BeforeIprovideyouwiththeideas,let’srem em berafew keypointsthatwerem entioned
throughoutJeff’scall:

- Peopledon’tliketom akedecisions.Theyoftenfollow thecrowdandtheyusually
don’tliketobetheonlyonetodosom ething.

- Youhavetobelievable.Onceyou’reunbelievable,peoplewillnolongertrustyou
andyou’redone.

- Givea“reasonwhy” orsom ejustificationonwhyyou’redoingsom ething.
Rem em ber,Jason’sexplanationofwhyhewasonlysellinganinitial490unitsof
hisproduct?

Andnow withoutfurtherado…
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H ow to Im plem entSocialProofinto Y ourM arketing Plan

Alloftheseideaswerem entionedatsom epointinthecall,soifyoulistenagain… you’ll
definitelycatchthem .I’djustliketofleshthem outabitforyouandgiveyousom e
practicalapplicationsforthem .Here’stheideasI’m goingtocover:

1. Testim onials& CaseStudies
2. CelebrityEndorsements
3. Referrals& AffiliateProgram s
4. ProductReviews
5. Blogs& Interaction
6. Critiques& LiveCoaching
7. Screenshots– Online“Proof”

1.Testim onials& C aseStudies:

Doesyourwebsitehaveanysuccessstoriesfrom peoplehaveuseyourproduct?
Um m m … whythehecknot?L Detailedtestim onialsandcasestudiesareaperfectwayto
addsocialprooftoyourwebsite.Itshowsotherpeopleareusingyourproductorservice
andthey’regettingtheresultstheywanted.

Ifyou don’thavetestim onialsorcasestudieson yoursite,Ican guessa few reasons
w hy:

- Y ou neverthoughtofitbefore.Inthatcase,getonit!

- Y ou don’ttrusttestim onialson otherw ebsitesand feelthey’reusually m ade
up.That’salegitim ateconcernbecausem osttestim onialsdon’tinspirethe
confidencetheyshould.Ifyouseeatestim onialthatsays:

“It’sthebestwidgetever!..Darlene”

thenyes,Idoubtyou’llbeimpressed.Testim onialsneedasm uchdetailand
believabilityaspossible.Consideraddingthesetoyourtestim onials:

- Photosofyourcustom ers(andifyourproductchangesappearance–
forexam ple,aweightlossproduct– aBEFORE andAFTER picture
aream ust)

- Therealandfullnam esofyourcustom ers
- Thecityandstateorprovincethatyourcustom erlivesin.

Som epeopleareworriedaboutaskingthisfrom custom ers,butgetasm uchdetail
asyoucan.Ifsom eonedoesn’twanttheirphotoposted,butisokaywiththeirfull
nam e… that’sjustfine.However,you’llfindsatisfiedcustom ersareusuallyhappy
tohelpyouspreadthewordaboutyourproduct.
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So,now thatyou’veaddedproofthatyourcustom eractuallyexists,youneedto
addrealitytoyourtestim onial.Havingyourcustom ersaytheylikeditisnot
likelytobeaseffectiveasifyougetintospecifics.

Letm egiveyou a few exam ples:

- Ifyourcustom erpurchasedcarinsurancefrom you,atestim onialthat
says,“Isaved$334bypurchasingm yinsurancefrom you,” that’sm ore
powerfulthan,“Isavedalotofm oneybypurchasingm yinsurancefrom
you.”

- Ifyouhaveacopywritingbusiness,youcanhaveyourcustom ersshare
theirconversionratedata.Insteadofsaying,“W em adem oresales
becauseofyourcopywriting,” theycansay,“Ourconversionratewent
from 0.7% toawhopping3.8% .”

- Ifyouhappentosellkidsdesignerpaintings,likeoneofm ysubscribers
does,insteadofsaying,“W elovedit!”,youcanhaveyourcustom ertalk
abouthow theirchild’sconfidenceandinterestincreativeexpression
increased.

- Y ou area new businessand you don’thavetestim onials.Don’tworry,we’ve
allbeenthere.Ifthesalesdon’tcom epouringinimm ediately,giveawayyour
productandserviceinreturnforareview.Ofcourse,youcan’tsay,“I’llgiveyou
m yproductinreturnforaglowingtestim onial,” becausethatwouldbeunethical.
Youarejustgoingtogiveawaysom efreebiesinreturnforfeedback.Som e
feedbackwillbegreatandyoum ayhavesom eno-to-positivefeedbackthatyou
canlearnfrom aswell.

2.C elebrity Endorsem ents

Thesecanbeverypowerful,butbesuretocom binethesewith#1.Althoughcelebrities
canhavealotofclout– peoplestillliketohearabouttheresultsfrom everydaypeople
likethem selves.

Okay,ifyou’refreakingoutandwonderinghow you’llevergetOprahtoendorseyour
product,forgetaboutit.Thesedon’thavetobeworld-fam ouspeople… justwell-known
peoplewithgoodreputations.

Ifyousellbabyproducts,youcanfindbookauthorswhom ightliketoevaluateyour
products.Bookauthorsarealwayslookingforpublicityandit’softenawin-winsituation
forbothofyou.

Ifyousellawebconferencingservice,contactsom edirectsalescom paniesandletthem
tryitout.Evenateam leaderwithagooddownlinecanbeconsidereda“celebrity” with
clout.
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Ifyousellsports-relatedproducts,contactthesportseditorfrom youlocalpapertoseeif
theywouldliketoevaluatetheproduct.

Thepossibilitiesareendless.IfyoucanhookupwithDestiny’sChildtohavethem
endorseyourappleandwalnutsalad… goodforyou!Butyoudon’thavetoaim sohigh.
Justfindpeoplewithagoodreputationandpeoplelookupto.

3.R eferrals& A ffiliateProgram s

W eallnow harditistogetanew custom er.Ifyou’vedoneanycold-callingforyour
business,youknow whatanightm areitcanbe.Butyoudon’thavetom akeitsohardon
yourself.Ifyouhaveexistingcustom ers,theycanrefercustom erstoyou,sodon’tbeshy
– ASK FOR REFERRALS!

Youcansim plyaskforthem orofferyourcustomersanincentiveforreferringafriend.
Youcangivethem alittlediscount,aspecialgiftorcreditonafuturepurchase.Justbe
suretoputasystem inplacetoaskyourcustom erstoreferotherstoyou.Youcandothis
infollow-upem ails.Sendacardbym ailaskingthem tosendtheirfriends.W hateveritis,
justm akesureyouask.

Justlikereferrals,youcansetupanaffiliateprogram .Backtotheexam pleofthekid’s
designerpaintings,ifparentsaresurfingaroundthenetonkid-relatedsitesandtheykeep
seeingtheseprom otionsforyouthepaintings– theyaregoingtostarttakingnotice.If10
websitesareprom otingyourproduct… hm m m m … itm ightbeworthlookinginto.

4.ProductR eview s

Allow custom erstosubm itproductreviewsthatyourwebsitevisitorscanread.Thinkof
Am azon– Theyhaveaneditorialreview andthencustom erscanpostreviewsandrate
products.Therearegood,badandm ediocrereviews,butthepointis– peoplearetalking.
Youwantpeopletalkingandgeneratingexcitem entforyourproduct.

Ifyou’reaffiliateforaproduct,productreviewsareagreatwaytogeneratesales.Butlet
rem em berthis– ifyoupublishacom pletelyglowingreview,peoplem aylookuponit
withsuspicion.A balancedreview thatshowsthenegative(butperhapsnottoonegative!)
andpositive,itism orebelievableandpeoplearem orelikelytotrustyour
recom m endation.

5.Blogs& Interaction

Blogsareanam azingtooltogetpeopletalking.Ifyouallow com m ents,youcangenerate
abuzzforyourproduct.Yaniktalkedaboutthe“spyphoto” duringthecall… ithad
peopletalkingabouttheproductandsayinghow excitedtheywereforittobereleased.

Butyoucanbem oresubtlethanthatinyourday-to-dayblogentries.Youcanuseblog
inform ativeblogentriestoshow peoplehow toconsum eyourproduct.Fortheweb
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conferencingserviceIm entionedearlier,theownerofthatbusinesscouldblogabout
how tom akem oneywithwebconferences,how tofacilitatecom panytraining,etcetc.
Sheisgivingpeopleideasonhow tousetheproductandallowingpeopletoask
questionsonhow toim plem entitintotheirownbusinesses.

Butwhatifyou’reanaffiliate?Ifyou,forexam ple,sellclothdiapersasanaffiliateand
youusethem yourself– tellpeopleaboutit.Tellthem yourbesttipsforkeepingbabyas
dryaspossible,cleaningthediapers,etc.Providethem withstatisticsonclothdiaperuse,
theenvironm entalproblem disposablesarecausing,etc.Don’tbeafraidtohavean
opinion.JustlikeJim saidonthecall– Itdoesn’tm atterifpeoplelikeyouorhateyou,as
longasthey’retalking.

6.C ritiques& LiveC oaching

Show peopleexam plesofyourabilities.Ifyou’reacopywriter,createvideocritiquesof
salescopylikem yfriend,M ichelFortindoes.Peoplewillgetusefultipsfrom these
videosanditwillshow thatyouareanauthorityincopywriting.

Ifyou’realifecoach,allow peopletolisteninonasessionsotheyunderstandexactly
how yourserviceworks.Ofcourse,you’llneedtofindaclientwhoiswillingtobe
recordedforuseonyourwebsite– butyoucancertainlyfindawillingparticipant.

8.Screenshots& Scanned C opies– O nline “Proof”

Thisideawasintroducednum eroustim esduringJeff’scall.Everythingfrom Jason’s
exam pleofshowingthescreenshotfrom hisfulfillm entcenterinventorytoYanik’s
publishingacheckfrom DanKennedy– thesearetypesofsocialproof.

Ifyou’resellingabusinessopportunityorm oney-m akingproduct,earningsstatem ents
aregoodproof.Screenshotsofem ailsandthankyounotesthatpeoplesendyou.
Basically,ifyoucanbackupanyclaim youm akeinyoursalescopywithagraphic
im age– doit.

So,G etTo It!

W ell,thereyouhaveit… 8ideastoim plem entsocialproofintoyourm arketing.Again,if
youhaven’tlistenedintoJeff’scallyet,makesureyoudoso:
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Ifyou’rereadyforJeffCom pleteCourseonProductLaunches,checkitoutat:
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