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How to Create a Squeeze Page That Converts Your
Future Ideal Clients to Subscribers
You know how many up-and-coming online marketers struggle to
create a squeeze page that appeals to the right people and
converts them to subscribers?
I solved this.
If you understand the pain your ideal clients are suffering from,
and what they will gain by solving their problem, you will be in a
position to help them and you will be able to build rapport and
trust instantly by showing them how well you understand them
and how you can help them.
“The number one factor that determines how much you will be
paid is your position in the marketplace.” – Frank Kern, the
highest paid Internet Marketing Consultant
You need to offer real value. I’ll be showing examples of how
others are doing this. Let’s look at one right now…

Tim Kelley positions himself as “a thought leader in the world of
purposeful living” in part with this website for his True Purpose
Institute http://www.truepurposeinstitute.com/

Begin now to position yourself as the Expert, with Authority. Start
building your snowball! You want to be the best. Everyone wants
to work with the best. How can you be the best?
Here’s something that will serve you long-run and this is just an
attitude or philosophy, but it will come through in your
communications and therefore have a result… rather than having
a “disposable mentality” like everyone else, treat your customers
as lifetime partners. Make a sale to get a customer, and plan to
serve them for their life time. This is one distinction that will make
you stand out head and shoulders above your competition.
And so I ask you…
How are you currently positioned? And how will you intentionally
position yourself?
Generalist? Specialist? Authority? Celebrity? Celebrity Authority?
Why are you different? Differentiate yourself from others, and tell
people why you’re different. These are your selling points that will
attract the right people who need your help that only you can
provide, to you.

To make this very simple for you, I’ll just ask you two questions.

1.
2.

Who are the people that you want to attract?
How can you add value to those people’s lives?

Answer these questions, and then, you can create a great squeeze
page. I’m going to show you some examples as we dig deeper into
how to create a squeeze page that appeals to the right people and
converts them to subscribers.

Who am I and how can help you?
Hi, I’m Bevan Bird.
I help visionaries build
their tribes from
scratch or grow them
to the next level.
Since 2009, I’ve been
building my tribe from
scratch, making
connections with
influential people and
going through the
process of refining my purpose and mission.
I recently created High Vibrational Connecting, a way to connect
deeply which will increase your business success and allow you to
attract more collaboration and JV partners, so that you can grow
your business exponentially.
And you can see the squeeze page where I give away the core
training of HVC and attract idealist people, here:
http://highvibrationalconnecting.com/
I’ll show you the current squeeze page on the next page… (It’s
created in HTML by the way.)

Go to http://highvibrationalconnecting.com/ now to get your
free life-changing training and get access to expert interviews.

Just as Sean teaches, and this is truly life-changing if you apply it,
you have to know what your purpose is, and then decide to walk
in it. Sean’s Faith Based Calls have been a great inspiration and I
recommend them to you.
Last October, I tapped into a vision of heaven on Earth, and then
what I noticed right away, literally that day, was less fear of
creating content by recording myself speaking, I was able to share
my knowledge and speak with passion to help people change
their life for the better.
I think it starts with a feeling inside. If you tap into your highest
vision too, you’ll notice a much higher level of motivation and
incredible clarity of the direction you want to go.
If you want to succeed online, I recommend that you:
1. Discover your soul’s purpose,
2. Make it your mission to fulfill it,
3. Pursue your purpose with a passion!
As Sean says, “If you don’t know your purpose, you’re probably
not going to sell very much. And Andy Fuehl, author of Wealth
Without A Job, says “Once you know your purpose and you’re
implementing it, it’s as if you cannot fail.”
I found out about Andy Fuehl’s Wealth Without A Job program via
an interview he did on someone else’s platform. I didn’t know

that he wrote that book. They were an affiliate of his. That’s how
they monetize their attention asset, their database or as it’s called
in IM, their list. Their squeeze page basically offers 27 interviews
on a certain topic (Creating Abundance in Your Life.) At the end of
each interview, the guest makes a special offer to their audience.
That same model is being used successfully by Darius Barazandeh,
with You Wealth Revolution Network. This is his squeeze page.

http://youwealthrevolution.com/

And you can see this form lower down the page:

Notice how value is the attractor?
When you create a disruptive innovation following Sean’s Million
Person Business Model, what you want is one GREAT attraction
piece or lead magnet, that you just KEEP ON IMPROVING. (I also
learned this from Marcus Frind, CEO and founder of Plenty of Fish,
which was bought by Match.com for $575,000,000 in July.)
Markus Frind bootstrapped and launched the company from his
Vancouver apartment in 2003. In the same apartment building
(and in fact the same 463 sq. ft. studio floor plan!) where I live
and where I’m writing this to you from right now. It’s a very
inspiring story indeed!
While I’m writing this, I just found out Andy Fuehl wrote a book
called Wealth Without A Job. I had already bought his program
after finding out about it via the interview.
By the way, the book isn’t what makes you money. It helps you
generate leads, and convert leads to clients. It gives you
Authority.

This is because as children, our parents read to us from… Books.
When we go to school, the teacher teach to us from… Books.
When a guest expert comes to speak, they have a… Book. We
learn from repetition that Authors of Books are the people with
Authority.
As Seth Godin said, and I quote him loosely, “I love speaking. I
write books and get invited to speak.”
Speaking is lucrative. Optimize your LinkedIn profile for “your
expertise + Speaker” if you want to be invited for speaking
engagements.
Let’s get back to purpose.
Ray Edwards
And Anthony Robbins says “Live with Passion!”

http://rayedwards.com/quickstart

http://rayedwards.com/
December 18, 2014

May 20, 2015

Once you have your squeeze page which supports your business
by attracting future ideal clients, you’re ready to play a bigger
game.

One of the places Sean told us he was getting mucho traffic from
easily back in July was this:

http://healthandfitnesstreasures.com/
That’s a squeeze page for a JV list building giveaway site. I think
this one is invite-only. (Invite only, you have to promise and
basically be able to prove that you can drive a certain number of
visits.)
If you participate in a giveaway, you get exposure and position
yourself as an expert, in association with the other contributors.
The more appealing and targeted your gift is to the audience of

the giveaway, and the more members you personally refer to the
event, the more new leads or subscribers you will get. Two other
factors: Your Authority and whether you upgraded by paying for
advertising in the event.
Here is another one that might be appealing to my ideal clients
(who are in the Transformational space)…

http://yourdivinebizgifts.com/

JV invite page
….

PopUp Domination is a Wordpress plugin that turns every blog
post into a squeeze page, so you get more subscribers from your
blog.

http://www.viperchill.com/future-of-blogging/
He introduced OptinSkin here:
http://www.viperchill.com/optin/

http://optinskin.com/
Notice that this salespage has no way to opt-in. No way for
prospects to sign up for more information. They have to decide to
buy it or not. What happens if they get distracted while they’re
looking at it?
Enter an example by Marlon Sanders, creator of The Amazing
Formula.

http://www.thetrafficdashboard.com/
You cannot buy this without giving Marlon your email. This is
smart. You’ll make way more money by getting email addresses
before processing payments. How? Why?
You’ll build a list of subscribers. People are unlikely to buy from
you before they know you. Once they give you PERMISSION (Seth
Godin wrote about Permission marketing) to mail them, you’ll be

able to communicate with them regularly and build trust and
relationship. Here’s the form near the end of the letter:

I’m serious, you can’t buy it from that page! If you click the Add To
Cart button here, it takes you to that form I just showed you.

Here’s the blurb for Permission Marketing…

By writing this book on this topic, Seth Godin positioned himself
as The Authority on Permission Marketing. Just as Robert Cialdini
positioned himself as the expert on Influence.
Writing a book is the best way to position yourself as the
Authority. This is why one reason why I co-authored The
Rockstars of JVZoo.com, which by definition makes me a Rockstar
of JVZoo.com, even though, in reality at the time of writing it, I
wasn’t yet.

For another example of how… (coming soon)
Scientific Advertising Book Scientific
Advertising is a book written by Claude C
Hopkins in 1923 and is cited by many
advertising and marketing personalities as a
"must-read" book.

“The time has come when advertising has in some hands reached
the status of a science. It is based on ﬁxed principles and is
reasonably exact. The causes and eﬀects have been analyzed until
they are well understood." Scientific Advertising, written by
Claude Hopkins, 1923
All successful direct marketers and have learned from a book first
published in 1924. Scientific Advertising by Claude Hopkins is the
shortest and, still, probably the best book on the subject ever
written. Drayton Bird
Here’s a gift for you. I enjoyed it! Free NEW Illustrated Version of
Scientific Advertising, download it here:
http://scientificadvertising.com/

In our age of abundant information, Attention is a scare resource.
You have to earn attention. And we are all in the business of
building attention assets. (After changing lives, of course, we’re all
in the business of changing lives.)

AIDA, A Proven Copywriting Formula for Generating Leads and
Sales. AIDA stands for:
Attention
Interest
Desire
Action

http://www.amazingformula.com

This is done on LeadPages. The background video is captivating.

Here is what appears as the page loads:

After about 2-3 seconds, this pops up:

Another example of what Carl Galletti did on his squeeze page
giving away an illustrated copy of Scientific Advertising, is here.

This is on:

http://www.about-secrets.com/mindmotivators/

http://bookmarketingstrategy.com/

A Free Gift Just For Paying Attention
Dan Kennedy

Let’s jump right into this, shall we?
Here’s how you can create the right squeeze page for your
business.
1. Understand who your ideal clients are and what their biggest
pain is
2. Solve their biggest pain by organizing information, creating a
lead magnet
3. Write the copy for the squeeze page
4. Create the squeeze page
If you’re just starting out and don’t know who your ideal clients
will be, you can make an educated guess at who they will be. You
have to use your imagination to create value for the group of
people you decide that you’re going to help.

…. Buyers list…

Get an autoresponder (such as Aweber, Get Response, Constant
Contact, or InfusionSoft if you already have a big business.)
Log into you autoresponder account and create a new list. Create
an opt-in form and integrate it with your Squeeze page on
Leadpages or copy and paste the HTML code to your HTML- or
Wordpress-based squeeze page.

Permission-based marketing

Authority
Expert
Celebrity Authority is the highest level

You can become a celebrity by telling your story, by being honest
and sharing your secrets, things most people wouldn’t reveal.
Sharing your opinion. The highest paid entertainers are critics.
They are okay with sharing their opinions, running the risk of
being wrong or rejected. That willingness is rare and that’s why
it’s highly paid.

As a life coach, for example, you tell your story, share your results
and sell your system. Often your best client is yourself. So look at
the challenges you’ve overcome, these are things you can help
people with. And when you’re looking for unmet needs or
unsolved problems to solve, you can look at yourself and what
you want that isn’t there. What do you wish existed to help you?
Maybe you should create that! Many great inventions were
imagined this way (for example, the time-saving snap-button!)

Be the best. Be a market leader.
What can you be the best in the world at?

What’s missing? Where are the holes in the market?
In your area of expertise, okay let’s look at an example. Say you’ve
moved to a new town and there are 5 dentists there already and
you’re a dentist. You might look around and see that none of

them specialize and none of them are really good at doing root
canals. You might decide to become a root canal specialist. Now,
that might take another 2 years of training, but for most things
that you can teach online you can become a specialist with 30-90
days specialized training.
Another little story. One of the first people I learned web
copywriting from (which is salesmanship in print, online, and
here’s a secret: if you want to get better at copywriting, study
sales books, such as The Little Red Book of Selling, and apply it in
writing because copywriting is just salesmanship in print) was Alex
Mandossian. He was an offline marketer already before he came
online. When he first came online, he looked around (and you’ve
got to think about the world of your area of expertise as a small
town, not as being limitless like some gurus teach – the bulk of
the business is being done by the top few people in each market
or area of expertise) and he noticed that no one was talking about
postcards. He’d gotten great results for clients with postcards, so
he decided to create a postcard marketing course: Marketing
With Postcards.

Look at what’s out there already, and think about what’s missing?
What could be taught better? It might be something that
someone is teaching but not marketing, so people don’t even

know they teach it. You might choose to position yourself as the
best teacher of that topic.
Look for unmet needs, undermet needs, or

Value is what will attract people.
Your positioning

What is the emotionally painful problem you help people solve?
What do you help them gain?
Who are the people who need your help?
What information could you give them that would be most useful
to help them see that there is a solution, understand how you can
help them solve it, or actually start to solve their problem their
self by using the information?

It is very important to attract the right people. Otherwise you’ll
waste inordinate amounts of time.
If you are coaching, your best clients will be people who are really
looking to solve a problem right now. They have gain they want to
get rid of. They want results and they want them as quickly as
possible. When you help them get rid of their pain, they will have
changes in their life and will gain benefits. It’s important that you
understand their pain and articulate ideally even better than they
can themselves what they are thinking and feeling and where they
want to be. Showing that you can take away their pain is the most
powerful way to get and keep clients. You also have to show that
they will gain something they really want, as well.
You need to find and build relationships with real people who
have real problems and real questions you can answer.
If you get clear on who your ideal clients are, you’ll save yourself a
lot of work and make a lot more money in the long term.
No matter how beginner or advanced you and your business are,
your primary squeeze page should be designed to attract ideal
clients. People who will go through your whole funnel and join
you at the highest level of interaction that you provide, which also
carries the highest price tag.
Who is your ideal client?

Visualize them as a mix or blend of your best customers. The best
of the best.
Look for what your current best customers have in common.
What language do they use? These people respond to you in a
similar way.
Now, let’s get inside their heads (and hearts.)
Here’s something I learned from Ryan Levesque (Conversion
Expert and Author of Ask) you should know:
If you can articulate the thoughts and feelings that are going on in
a person’s mind better than they can even articulate it
themselves, it does not matter what you are selling. They will
immediately jump to the conclusion that whatever solution you
have is a solution that solves their problem. The key is being able
to articulate those thoughts going on inside their head in
whatever medium that you are reaching people.
Here’s the reaction you will get from people when you get this
right:
It’s like you know what I’m thinking.
It’s like you know the questions I’m going to ask before I’ve
even asked them myself.

When you’ve reached that point, the product that you’re selling,
your service, is almost irrelevant. Because, by demonstrating that
deep level of understanding, they jump to that conclusion that
you can solve their problem, you can help them with their pain.

Day to day...
Think and feel is the most important!

What do they see?

What do they hear?

What do they say and do?

Help them get rid of their emotional pain that the situation right
now is causing them!
This is the most powerful way to get and keep clients.

Gain. What do they want to gain?

What changes will happen in their life after you help them solve
their problem?

Be the solution to their problems.

29m answer the questions they have inside, know them better
than they know their self.

An example format for a squeeze page
This is an advanced copywriting technique. Here’s how this works.
What you’re doing is offering a solution to your audience. This
builds rapport, and you understand their perspective. This is
someone who isn’t talking about themselves all the time. This is
someone who gets me. When you connect with them through
that question, then when you say “I solved this” they will say
“really? You can solve this?” This is called entering the “reader’s
head”, you are having the sales dialogue with them in their head
them being the reader without you needing to be there. When
you say “

1. You know how most speakers and coaches struggle to write a
book and get it to become a number one bestseller?
2. I solved this. (Here’s how.)
3. Call to action
An example format for a squeeze page
1. You know how ___Your Audience___struggle to ___Biggest
problem___?
2. I solved this.___()______
3. Tell them how you solve it.
Tell Them How

Now that you have your squeeze page, you can meet targeted
people who need your help and invite them to join you.

List building is important but if you only build your list, meet the
needs of your subscribers and clients and sell them training,
coaching or other products and services, your results will be less
than if you build a real tribe.

Build your list
Provide value to them on a consistent basis
Discover and meet their needs with training / coaching /
memberships / masterminds etc.
Interconnect your people to make it a tribe
Promote the outliers in your tribe (the hyper responders, the ones
that spread the word about you, the ones who are amazing and
exactly the kind of people you want to attract) and you will attract
more people like them!

Invitation to tribe building
(coming soon)

Bevan Bird

