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Welcome to another value-packed issue of “Three Top Tips”.  

 

In today’s issue you’re going to learn about boosting your list, traffic and offers 

in the following ways: 

 

• List:  How to Create CTAs that Get Results 

 

• Traffic: How to Drive Traffic Using Repurposed Content  

 

• Offers: The Secret of Adding Value to Any Product to Create Uber-

Satisfied Customers  

 

Let’s jump in… 

 

List:  How to Create CTAs that Get Results 

 

When it comes to growing your list and your profits, one thing you need to 

master is the art and science of crafting CTAs (calls to action). This includes 

creating a call to action for a lead page, as well as calls to action in pretty 

much every email you send.  

 

Sure, you can put a link in front of someone and cross your fingers that they’ll 

take action. But researchers have found again and again that using a specific 

call to action – which is where you tell people exactly what to do next – tends 

to create a higher conversion rate. So, if you want more clicks, sales and other 

action, then you too need to start creating powerful calls to action. 

 

Here’s how to do it… 
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Step 1: Define Your Primary Goal 

 

Before you can even think about creating a call to action for a piece of content, 

you need to determine the primary goal.  Don’t stuff your content with multiple 

calls to action, as your readers are likely to get overwhelmed and not take any 

action at all. 

 

TIP: Longer pieces of content, such as a course, may have multiple CTAs. 

However, they should have just one primary CTA per section (e.g., per 

lesson). 

 

Here are examples of the most common CTAs: 

 

• Take action on what the reader just learned. 

• Read/watch a related piece of content. 

• Request a lead magnet (join a list). 

• Register for a webinar. 

• Purchase a product. 

• Request a free quote. 

• Enter a contest. 

• Share a piece of content. 

 

And similar. 

 

Next… 

 

Step 2: Plant a Seed Early 

 

A call to action is most effective when it doesn’t seemingly come out of 

nowhere. That’s why you want to construct content that naturally leads to your 

call to action. This means “planting a seed” early on in the content. 
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For example, let’s suppose you have a newsletter article about the keys to 

crafting a good sales letter, and you intend to sell sales letter templates at the 

end. Somewhere in the middle of the article you might include something like 

this: “Just a bit later you’ll discover the quickest, easiest way to create a sales 

letter. But first…” 

 

Not only does this teaser plant a seed, it also arouses curiosity.  And that 

means your subscribers will keep reading in order to satisfy that curiosity. 

 

Step 3: Create Your CTA 

 

At this point, you’ve planted a seed in the content. Now what you want to do is 

construct your call to action. 

 

Remember, your content needs to naturally lead to your call to action.  That’s 

why as you approach your CTA, you want to start building the benefits of 

taking the desired action. How much benefit-building you do depends on the 

action. 

 

For example, if you want people to implement what they just learned, you 

don’t need to write a page of content. You can simply say something like this: 

 

“You just discovered five scientifically proven tips for boosting your 

metabolism. If you want to kick your own fat-burning furnace into high gear, 

then be sure to put this info to work for you immediately. In fact, you can start 

right now by [insert specific advice]! Remember, the sooner you do it, the 

sooner you’ll start seeing a leaner, healthier you!” 

 

On the other hand, if you’re preselling a product, then your copy may be 

longer (especially if it’s an expensive product). In that case, you may use a 

paragraph of introduction followed by a bulleted list of the top benefits, and 

finally followed by the call to action. 
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TIP: You don’t need to write this copy from scratch. Instead, you can copy 

information directly from the sales letter, such as the top three to five 

benefits. If it’s not your sales letter, then be sure to acquire permission 

first, or look in the affiliate center for “copy and paste” ads and emails you 

can use. 

 

Generally, your call to action will have two parts: 

 

Part 1: Tell people exactly what to do. Be specific here (e.g., “Take out 

your credit card and click the link now to get started…”). 

 

Part 2: Give people a reason to do it. If that reason has some urgency built 

in (such as a limited time offer), that’s even better. 

 

For example: 

 

• Your next step is easy – take out your credit card and click here 

to join the net’s best dieting membership site. And do it now, 

because you deserve to be the best version of yourself! 

 

• Now all you have to do is take out your credit card and click 

here to get started. And do it now, while you can still snag the 

$50 discount! Hurry, this offer ends soon… 

 

Now a few parting thoughts… 

 

Conclusion 

 

As a newsletter publisher, you need to have calls to action in every email you 

send as well as on your lead page. For best results, plant a seed early, 

construct the content around your goal, and then tell people what to do and 

why they should do it. It’s also worth testing and tracking your calls to action 

to see which ones deliver the best results for you. 
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Now let’s take a look at today’s Traffic topic… 

 

 

Traffic: How to Drive Traffic Using Repurposed 
Content  

 

You may have noticed that a significant chunk of your traffic strategy involves 

content. Examples include your newsletter content, blog content, social media 

content, lead magnets, webinars, content you optimize for the search engines, 

content for guest blogging opportunities and more. And that doesn’t even 

include the content you’re creating for paid products. 

 

Point is, you can easily spend all your working hours creating content (or 

spend your entire budget having someone else create it). And that’s why you 

need to save time and money whenever you can. 

 

So, here’s an idea: start repurposing some of your existing content. In other 

words, you don’t need to always start from scratch every time you want to 

create a new piece of content. Instead, use some of your existing content to 

give yourself a head start. This takes less time than writing from scratch, and 

it doesn’t cost you a dime (unless you hire someone else to tweak it). 

 

How do you repurpose content? Check out these ideas… 

 

Freshen Content and Republish 

 

Sometimes your content is a bit outdated, but it’s certainly useable with a few 

tweaks. You can remove the outdated parts of the content, freshen it with new 
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content, and then republish it. This works particularly well when you’re using 

content that was quite popular when you originally published it. 

 

TIP: You can republish the content on its original platform or a new one. 

For example, maybe you originally posted it on your blog. You can publish 

the freshened piece on your blog, or you can use it for something different 

(such as a guest blogging opportunity). 

 

For example, maybe you have a weight-loss article with five tips. Perhaps you 

remove one of the tips because it mentions an outdated product or strategy 

that’s no longer in favor and replace that tip with something that’s fresh and 

known to work. 

 

Turn Regular Content Into Optimized Content 

 

Another way to repurpose content is to take a piece of content, such as an 

article from your blog or a post from social media and tweak it to optimize it 

for the search engines. This includes: 

 

• Inserting keywords into the article.  Don’t stuff your keywords, as the 

search engines will penalize you. Instead, insert the keywords only if 

you can do so naturally. 

 

• Lengthening the article (optional). Google likes long content, so if you 

can lengthen the article naturally - meaning you’re adding value and 

not fluff - then do so. 

 

• Polishing the article. Google really likes high-quality content, so you 

may further polish the content so that it’s something your readers 

really enjoy reading and using. 

 

Here’s another idea… 
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Expand on a Piece of Content 

 

There are two ways to use this particular approach… 

 

The first method is to take a short piece of content, such as a tip you posted 

on social media, and expand it to a full-length article or report. 

 

For example, maybe you posted a short tip on Twitter that simply says, “Make 

your favorite foods healthier using ingredient substitutions, such as by 

replacing white rice with brown rice.” You can take this one tip and create an 

entire article listing popular ingredient substitutions and other ways to make 

regular recipes healthier. 

 

The second method is to take a piece of content and turn it into multiple new 

articles by excerpting and expanding on various points. 

 

For example, let’s suppose you have an article with ten tips. And let’s further 

suppose that you could expand on five of those tips. Take these five tips and 

expand on them to create new articles. Now you have five new pieces of 

content to use. 

 

Pull an Excerpt 

 

The idea here is to take a larger piece of content and pull excerpts to create 

smaller pieces of content. For example: 

 

• Pull an excerpt out of an eBook to create a report. 

• Chop up an eBook or report to create an autoresponder series. 

• Take excerpts out of a blog article to create short snippets to post on 

social media. 

• Use a module from a video training course to create a lead magnet. 
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And so on. 

 

One advantage of doing this is if you’re excerpting (or splintering) a piece of 

content from a paid offer, then it works naturally to help you promote the paid 

product. 

 

Compile Multiple Pieces 

 

Here’s where you can create something unique by combining multiple pieces of 

content. For example: 

 

• Compile a set of blog articles to create a lead magnet. 

• Compile a set of social media tips to create a guest blog article. 

• Pull a chapter from an eBook, a couple of blog articles, and a couple 

tools (such as checklists) to create a rebrandable report for your 

affiliates to use. 

 

This method does require a little tweaking to make it all flow smoothly, but it’s 

much faster than crafting something from scratch. 

 

Convert to Another Format 

 

Finally, take a look at your existing content to see if you can create something 

fresh in another format. For example: 

 

• Turn a lead magnet into the basis for a webinar. 

• Use a set of articles to create a multipart course. 

• Use the transcripts from a video to create a blog article. 

• Turn a digital eBook into a physical book (using CreateSpace.com). 

• Pull the audio from a video to create a podcast. 

  

And similar ideas – it’s only limited to your imagination! 

https://www.rebrand.io/
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Now a few parting thoughts… 

 

Conclusion 

 

Yes, sometimes you need to create a fresh piece of content from scratch. But 

for those times when you don’t, you can save yourself a lot of time and money 

by repurposing existing content using the tips above. 

 

Now let’s change gears and take a look at how to improve your offers… 

 

 

Offers: The Secret of Adding Value to (Almost) 
Any Product to Create Uber-Satisfied 

Customers  

 

Here’s a big key to creating satisfied customers: you need them to actually use 

your product. 

 

Makes sense, right? If they don’t use it, they don’t get any benefits, and in 

turn they won’t have a particularly high opinion of you, your products or your 

business. 

 

On the flip side, those who use the products and get the desired benefits are 

going to be happy campers. They’re sure to purchase additional products from 

you. And they may even happily tell their friends about your business too. 

 

That’s why it’s so crucial for you to encourage people to use your products. 

There are a few different ways you can do this, including: 
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• Providing calls to action where you specifically tell people to use the 

information (and give them a good reason to act now). 

 

• Creating an onboarding sequence of emails to keep people excited 

about the product and encourage them to use the product. 

 

• Making it easy for people to use the product, such as by giving them 

tools to help them take action (e.g., checklists, worksheets, 

templates, etc.). 

 

For this lesson, we’re going to focus on that final strategy, which is to create 

tools.  

 

Here’s a step-by-step breakdown of how to put this strategy to work for you… 

 

Step 1: Decide What You Want People to Do 

 

For this step, you need to take a look at the content you’re sharing and 

determine what you’d like customers to do. 

 

This is going to vary depending on the type off content you share. For 

example, if you’re sharing a “how to” report, you may have five different steps 

the customer needs to take in order to complete a process, and you need to 

determine if you should provide tools for each of those steps.  

 

Another example: let’s suppose you have a 10-module training video. You may 

have covered one primary step in each training video that requires tools to 

encourage action. Or each video may require multiple smaller steps, and you 

may decide to create tools for all (or most) of the steps. 
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How do you decide which steps require tools? Consider this: which steps can 

you speed up and make easier by offering tools? Which steps can you simplify 

by offering a tool? 

 

For example, if you’re teaching people how to create sales-letter headlines, 

you can make the process faster and easier by providing a set of headline 

templates. 

 

Another example: if you’re teaching a complex, multistep process – such as 

how to set up an online business – then you can simplify this process by 

providing a tool such as a step-by-step checklist. 

 

Which brings us to the next point… 

 

Step 2: Brainstorm Tools 

 

Now that you know around what parts of a process you might create a tool, 

your next step is to brainstorm tools that would help your audience the most. 

The possibilities include: 

 

• Checklists. 

• Worksheets. 

• Cheat sheets. 

• Planners/calendars. 

• Swipes. 

• Templates. 

• Process maps. 

• Mind maps. 

• Calculators. 

• Apps/software/plugins. 

• Lists (such as gear/resource lists). 

• Spreadsheets. 
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Let’s go back to the copywriting example. Let me share with you specific 

examples of some of the above tools: 

 

• A checklist that goes through all the steps needed to create a sales 

letter. 

• An audience profiling worksheet. 

• A cheat sheet full of tips and tricks for boosting sales page 

conversions. 

• A set of headline swipes. 

• A set of sales letter templates. 

• An app that lets you plug in benefits and it outputs headlines and 

bulleted benefit statements. 

 

Let me share with you another set of possible tools. This time let’s imagine 

you’re selling a dieting guide. Here are some of the tools you may provide to 

make it easier for the customer to take action: 

 

• A set of meal plans. 

• A set of recipes to go with the meal plans. 

• Shopping lists to go with the recipes/meal plans. 

• A checklist of how to get started. 

• A cheat sheet with ingredient substitutions. 

• A calorie calculator so people know how much food to consume. 

• A spreadsheet to help people track their goals. 

• A meal-planning app. 

• An exercise planner. 

 

You get the idea. ☺ 

 

Go ahead and brainstorm specific tools you can create to help customers take 

action on the various steps your product teaches. Then move onto the last 

step… 

 

Step 3: Create the Tools 
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Now that you know what sort of tools would be helpful to your users, it’s time 

to create them. Keep these tips in mind: 

 

Create Professional Tools 

 

A good-looking layout/design helps boost the perceived value, which in turn 

makes it more likely that someone will use the tool. If you don’t have the skills 

to create something that looks polished and professional, then outsource this 

task using freelancing sites such as Fiverr.com or Upwork.com. 

 

Create Useful Tools 

 

The key to creating satisfied customers is to make sure your tools really work 

to help people complete a process or achieve a goal. In other words, don’t just 

create tools that create “busywork” for customers. Be sure each tool is 

designed to help someone take a specific step faster and easier, and/or to help 

them get better results. 

 

Get Feedback 

 

Finally, it’s a good idea to put your tools to work in the real world. This means 

getting beta users to use them and offer you feedback. You’ll want to be sure 

your tools do indeed help the customer achieve a goal or take a step 

faster/easier.  Be sure to encourage your beta users to offer as much feedback 

as possible about how to improve the tool, along with any ideas they’d like to 

provide about what other sorts of tools might be useful. 

 

Conclusion 

 

As you just discovered, offering tools to your customers will encourage them to 

take action. In turn, people who take action and start enjoying the benefits 

become satisfied, repeat buyers. That’s why you’ll want to take a look at your 
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products and figure out what sort of tools you can create to make it faster, 

easier and better to complete a process or achieve a goal. 

 

And that wraps up this issue of “Three Top Tips.”  

 

But be sure to keep your eye on your inbox because another jam-packed issue 

is coming your way soon! 
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Recommended Resources 

Serious About Six Figures.com Simple actionable steps to complete every 

fortnight in order to generate a 'six figure a year online 

income' SeriousAboutSixFigures.com  

Simple Product Profit Formula. If you can write simple 7-15 page reports, 

you can make a living from the comfort of your own home, working to your 

own schedule. SimpleProductProfitFormula.com  

Premium Product Profit Formula. Discover how to create your own $97 

products in 48 hours or less! Ramp up your sales quickly by creating your own 

"premium" products in just two days. PremiumProductProfitFormula.com  

Sales Copy Game Plan. Learning how to write good sales copy is one of the 

most valuable and profitable skills you can pick up in your business career. 

Because once you know how to craft irresistible, sizzling sales letters, then 

you'll have the power to sell anything to anyone! SalesCopyGamePlan.com 

Email Marketing Game Plan. If you want your customers to buy from you 

again and again then you need to keep in regular contact with them by email. 

The Email Marketing Game Plan will show you how to educate and entertain 

your readers every time. Maintaining high open rates and click through rates 

every time you email them. EmailMarketingGamePlan.com 

Free To Fee.  Learn how to give away free content to generate traffic to your 

website AND persuade people to buy your products.  This is THE go-to training 

course on the subject. FreeToFee.com  

Outsourcing Game Plan. Get a lot more done, work less hours and allow 

your business to become H.A.N.D.S. F.R.E.E. This details home study course 

shows you how. OutsourcingGamePlan.com 

Affiliate Traffic Game Plan. If you have a traffic problem, you have a 

business problem. Here's the amazing no-cost strategy for getting other people 

in your niche to send you their very best customers 

AffiliateTrafficGamePlan.com 

Unfair Advantage Cheat Sheets. Over 880 pages of fill-in-the-blanks 

templates, swipe files, case studies, training tutorials and more to make 

writing anything faster, easier, and better. An essential resource for every 

content author and business owner. UnfairAdvantageCheatSheets.com   
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https://jvz4.com/c/177501/264293
https://jvz6.com/c/177501/288699
https://jvz7.com/c/177501/269407
https://jvz8.com/c/177501/288813
https://jvz4.com/c/177501/288703
https://jvz6.com/c/177501/270707
https://jvz6.com/c/177501/270707
https://jvz7.com/c/177501/268931
https://jvz4.com/c/177501/264295

