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Video Sales Letters

What is a VSL?
A VSL is a video that positions what you are selling and why your customer needs it

How’s a VSL different than a webinar?
· Easier to produce & edit
· Shorter
· Lower ticket sales
· Lower commitment
· Lower conversions

2 Types of VSLs
· Face-to-Camera / ‘Talking Head’ (more personal, better for warm traffic)
· Slides / Text & Voice sync (better for cold traffic)
 
VSL Framework
Example: https://vimeo.com/275653655/b7fddee4da
 
7 Simple Steps

1. Step 1: Open - Painful Question + ONE THING promise
· Ask an uncomfortable question (pain point) that you know they’ll say yes to
Examples: 
“Is your health not where you want it to be?” 
“Did you have big dreams and…?”
· Allude to the ONE THING that changed it all for you/your clients. - Open Loop
2. Step 2: Intro 
· Why should they listen to you?
Example: “I’m [NAME] and here’s how I’ve gotten myself/clients to where you want to be…” 
3. Step 3, Option A: Story
· It wasn't always like this
· I had a dream
· I struggled
· My discovery of the ONE THING
· What it’s like now
Possible Emotional triggers hit in story:
· Accomplishment
· Obligation, reciprocity, pride, family values
· Symbols of wealth
· Significance
· Family - being a good parent/person
· Identity shift
4. Step 3, Option B: Education
· What most people don’t know about your industry/topic/arena, Why that’s important, and the consequences of inaction. 
· ‘Give them an ‘aha, I didn’t know that’ moment.
· Use 3rd party data/sources to back up claims or increase credibility 
· How the ONE THING solves this problem, makes it easier, faster, more effective, etc.
· What it’s like now
5. Step 4: Bridge
· Simple transition from Story/Education to Pitch.
· Examples: 
“We know solutions are great. We know wisdom is great. But without ACTION, nothing happens. And I have something for you to take action on today.”
· “Now you have two choices, you can go it alone and try and get this on your own, or you can skip the hardship and challenge altogether with…”
6. Step 5: Pitch
· Here’s what I’ve got (ONE THING)
· Here’s what it'll do for you (benefits, time period, end result, contents)
· Here’s what I want you to do today/next (CTA)
7. Step 6: Bonuses
· Present the bonuses 
· “And if that isn’t enough, I’ll also give you this other bonus…”
· “Here’s the next thing you’ll get and what it’ll do for you.” 
(Present same value as actual pitch)
· Summarize multiple bonuses again at the end.
8. Step 7: Risk reversal
· Reassure (Address all objections and let them know you understand.)
· Reconnect (“I know exactly where you are because I’ve been there…”)
· Re-pitch (“This really is the ONE THING that will take your playing to a new level, plus I’ll give you the bonuses, and it’s guaranteed.”)
· Guarantee
· Scarcity
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