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If you are in the business of making sales (as most
online marketers are, in one form or another) then you
know that it is a basic tenet that you must appeal to
one of people's basic NEEDS if they are going to
purchase your product or service.

So what are those basic needs, anyway?

Well, the most obvious needs are for shelter, food and
warmth. But there's a different kind of 'warmth' that
many people need, too, and that's where you come in.

People need to feel needed, or they need to have comforts,
or they need to have their problems solved, or they need

to BELONG - these are all needs for a different kind of
'‘warmth' that we can appeal to in our sales campaigns,

in our advertising materials, and on our websites.

The bottom line is that potential customers are only
interested in what your product or service can do for
them — what NEED your offering will fill. Period. So you
can try to convince them that your widget is prettier
than someone else's widget, or faster, or whatever...
but only if that can be shown to benefit them.

I'm not talking about features, here. There's a big
difference between ‘features' and 'benefits’. A better
mousetrap might have the 'feature’ of a more reliable
spring—loaded mechanism — but that makes it a better


http://www.natural-aging.com
http://www.natural-aging.com

REVISITING THE 'BENEFITS' FACTOR

mousetrap because it has the 'benefit' of being able
to get rid of more mice! See the difference?

We've all heard the phrase 'to keep up with the Joneses.’
Ad agencies have long used our need to belong, to fit in,
to be a 'part of' rather than apart from, to sell us on
various products or services. You can take advantage of
this human drive to sell your offering, too.

The important thing, then, is to make a point of addressing
the benefits right up front. On the front page of your
website, or in big letters on your ad copy, make sure you

tell the reader 'what's in it for them' if they purchase
your product or service. Which basic human need will it
meet? Figure that out first, and the whole rest of your
marketing campaign will come so much easier to you.

If you can discover what ‘problem' your product or service
is the answer to, then you're on your way to success. Will
your product make your customers sexier, allow them more
leisure time, make them lots of money..? Will it give them
one of the many kinds of '‘warmth' that we all crave?

Make sure you say so, loud and clear, and prospective
customers will be sure to hear you!
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1. Use reward programs to keep people revisiting

your web site and buying your products. You could
reward gifts or discounts for revisiting or buying.

2. Publish e-zines for other web sites to increase

your traffic. You could do it at no charge and in

return just ask for a sponsor ad in each issue.

3. Trade endorsement ads with other e-zines. They

pull more hits and sales than just trading classified
ads because it gives your ad instant credibility.
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4. Test your ad copy before you start taking orders.
Tell your visitors to e-mail you if they want to be
notified when you launch a new product.

5. Get your visitors excited about your product by
letting them know how excited you are about it. Tell
them why you're excited and use exclamation points.

6. Use incentives to gain referrals if you don't have
an affiliate program. Tell people when they refer
customers you will award them with free products.

7. Tell your visitors the reason why you're having a
sale so they don't think your products are cheap. It
could be a holiday/seasonal sale or clearance sale.

8. Stay away from overloading your web site with
high tech gadgets. They can create a slow loading
web page and distract people away from your offer.

9. Cut out words, phrases, and paragraphs in your
ad copy that aren't selling or supporting your product.
This will stop people from getting bored with your ad.

10. Keep people at your web site as long as possible.
Allow them to download free ebooks, sign—up for
contests, use free online services, etc.
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