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Provide Value Before Asking For The Sale 
 

There’s an old saying that it is always better to give than to 
receive.  Nothing could be more true when it comes to marketing 
yourself online. In a “me first” world, the Go-Givers stand out. 

 
What is a Go-Giver? 

According to Marshall Goldsmith: 

[A go-giver adds] value to others in a way that helps them 
significantly while at the same time increasing their own 
sense of joy which improves their bottom line, both in their 
business and their personal life.   
 

(If you haven’t read The Go-Giver: A Little Story About a Powerful 
Business Idea by Bob Burg and John David Mann, this is a must-read 
by the way!) 
  

So what does this have to do with building You, Inc? 
 
As you’ll recall from previous modules, people buy from people 

whom they know, like and trust.  One way that you can build trust 
and rapport with your potential clients/customers is to provide them 
something of value, for free.   

 
Unfortunately, many network marketers mistakenly believe that 

their business opportunity is that “something of value.”   
 
When I say “something of value,” I mean that it’s something that 

regardless of whether or not your potential client/customer ever 
interacts with you again, they would say to themselves: 

 
 “Wow, that was some really helpful information.  I’m really glad 

I read/watched that.” 
 
In other words, you have touched that person’s life or business 
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in a positive way regardless of whether or not you hear from them in 
the future?   

 
There are two kinds of “value” that you can offer to your 

prospective client/customer.  The first is valuable content in the form 
of articles, videos, podcasts, white papers, etc. that you put on your 
blog or website.  

 
The second is a valuable free gift in exchange for your 

prospective client/customer’s contact information.  As you’ll recall 
from the previous module, the place in your marketing funnel to 
introduce your “free offer” is on your opt-in form through Aweber.  

 
By providing something of value, you are giving your potential 

customer/client a reason to part with their private email address (and 
possibly phone number or other personal information).  You must 
structure the text of your valuable free gift in a way that it is 
compelling.   

 
You want to give them an irresistible offer.  Put yourself in your 

visitor’s shoes.  Would YOU part with your email address for your 
offer (as it is worded on your Opt-In form?)   

 
If not, then head back to the drawing board until the answer to 

that question is a resounding “YES!” 
 
One thing that you must keep in mind is this: 

 
“Value in the Eye of the Beholder” 

 
Here’s what I mean… 
 
A $20 bill does not have the same perceived “value” to a 

millionaire as it does to an individual who has been out of work for a 
year and struggling to feed his family.   
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So, it’s essential that you consider the needs of your target 
market when crafting your valuable content and your free offer.  Think 
about the problems that they are having and the solutions that you 
can provide.   

 
Only after you have provided your potential client/customer 

with value, should you ask for something in return (i.e, ask them to 
buy something from you).   

 
Another thing to keep in mind is that in the midst of providing 

tons of value, don’t forget to “ask for the sale.”   
 
Unfortunately, many entrepreneurs are so focused on the 

“giving value” aspect of building You, Inc., that they completely forget 
that they need to be making money (or worse, they are afraid to ask 
for the sale.) Don’t fall into this trap!   

 
After providing your potential client/customer with value, 

oftentimes they cannot wait to show their appreciation by purchasing 
something from you.  So, give them an opportunity to express that 
appreciation! 
 

More On Your Free Offer 
 
 As you now know, “The Money’s In Your List.”  So this is 
the part where we start working on building your list.   
 
 You’ll obviously need to drive traffic to your funnel (that’s 
Level 1) but traffic is worthless if you don’t have a funnel developed, 
so that’s why we’re starting with Level 2. 
 
 Once someone comes to your site, you’re going to need them 
to give you their contact information in order to get them on your list.  
The way to do that is to offer a “Free Gift” for signing up to be on your 
list.  
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 Many people make the mistake of just offering something, 
anything as a “Free Gift”.   
 
 That’s a HUGE MISTAKE! 
 
 It is crucial that you keep your Avatar, their problems, and 
the solutions you can provide in mind when creating your “Free 
Gift.”   
 
This ensures that your funnel is “congruent.”  
 
Here’s one of our Level 2 funnels: 

 
An Example … 

 
Target Market:  Internet Network Marketing Beginners 
 
Problem:  Information Overload- no clue where to begin 
 
Solution: Road Map to how to begin building a business using 
Attraction Marketing 
 
Free Gift:  7 Day Attraction Marketing Crash Course 
 
What’s in it?   
 

- Introduction to 7 basic principles of using Attraction Marketing  

- Suggested tools to use.   

- 12-action step checklist for beginners. 
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Products:   
 

- E-Book with Step-by-Step Instructions for how to use basic 
tools necessary for implementing an attraction marketing 
campaign ($17) (low-end) 

 
- Gold Package:  12-part video course, e-Book and audio 

programs ($97)(Special Price at $67 for limited time) (middle-
range) 
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Do’s and Don’ts of Constructing  
Your Free Offer Page 

 
Do consider using Optimize Press.  Optimize Press is a super easy 
WordPress Theme that  you can purchase that allows you to create 
sales pages, opt-in pages, etc.  www.OptimizePress.com 
 
Do think about “marketing” when it comes to your offer. In order to 
ensure that the most leads that see your page “opt-in” you need to 
make sure that your offer “converts”.   
 
Do Not Use the “Share” feature (i.e, “Share this on Twitter or 
Facebook).  You don’t want your leads going ANYWHERE other than 
to opt-in for your free offer.   
 
Otherwise, you run the risk of them seeing that huge Facebook or 
Twitter logo and remembering “oh yea, I wanted to go on Facebook 
to see such and such.”   It’s distracting.   
 
Do Not Let Your Insecurities Show. Constructing your first offer is a 
very exciting thing.  It can bring some insecurities to the surface, 
though.   
 
If you’re like me when I created my first free offer, you’re 
thinking….”geez, I’m not so sure that I am qualified to do this, but I 
know I need to.” or “I know that so-and-so has a great report on this 
topic, so no one will want to read mine.”   
 
You also know the importance of being authentic, and you certainly 
don’t want to have any hype on your page, right? 
 
Unfortunately, these feelings manifest themselves in the form of “I’m 
not really an expert on this” or “I’ve only been doing this for a couple 
of months”. 
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Here’s the BIG problem with that...  Saying stuff like this is really bad 
from a marketing perspective!  : ( 
 
To “sell” your free offer, you must exude confidence-even if you don’t 
have any. 
 
Here’s an example of how someone with 3 months of experience who 
has an offer of a blogging report.      
 

WRONG WAY:  “I’m pretty new to blogging and I’m not 
really an expert, but I have learned some cool stuff that 
you can use.” 
 
RIGHT WAY:  After 3 months of intense research, I’ve 
cracked the code to blogging.  I want to show you how to 
______, so that you don’t have to endure the painful 
learning curve that I did. 

 
See the difference?  You’re being authentic. No hype.  
 
But  inthe second example you’re positioning yourself with authority.  
 
Do keep in mind that your offer isn’t just about the stuff that you put 
into the report, you have to MAKE people WANT the information.  
Logic is boring- Emotion sells.     
 
Do hit your prospect’s hot buttons to encourage them to opt-into 
your site.  They are overwhelmed with info, why should THEY give 
YOU their sacred contact information?  Give them a reason in your 
copy! 
 


