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Introduction 
 

What if there was a simple, easy-to-follow 
system that allowed you to: 

• Spot ‘conversion cracks’ in your 
websites, emails, videos, speeches, 
and any other type of persuasion in 
15 minutes or less. 

• Create a quick, persuasive two-
minute pitch for any of your 
products and services in less than 
an hour.  

• Reverse engineer your toughest 
competitors, figure out why their 
landing pages are working, and 
come up with brand new ideas to 
multiply your sales in just a couple 
of hours.  

This system does all that and more.  Glenn 
Livingston even credited me as giving him ‘super powers’.  Yes, that is seriously what 
he said.  He now has what he calls x-ray vision to spot anything that’s missing in his 
business.  You can listen to this in his own words around the middle of my coaching 
page: https://www.mymarketingcoach.com/one-on-one-coaching/.   

Now, I can’t promise this system will give you super powers, but you may soon ‘feel’ 
like you have those powers.  This is one of those tools that is quick to learn but takes 
a lifetime to master.   And this one skill will pay huge dividends in your business this 
week…this month…this year…and for the rest of your life.  I know those are big claims, 
but I’ve seen the results from clients who practice it daily. 

Long-term members likely already know I’m referring to the “Golden Glove™”.  A lot 
of new members have been asking questions about it recently.  They see me 
constantly refer to it, but they didn’t have a clear step-by-step guide to use it daily 
and profit from it.  I looked back at my previous issues and saw I first introduced it to 
the club close to 7 years ago.  I thought I had covered it in detail multiple times since 
then, because I’m using it with my clients every single week.  But all I’ve done is drop 
little paragraphs or list the five fingers without going into detail on exactly how to use 
it. 

http://www.mymarketingcoach.com/
https://www.mymarketingcoach.com/one-on-one-coaching/
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One of my clients who has a coaching practice of his own recently told me that he 
uses the Golden Glove with his own clients every single day.  And you’re going to see 
why it’s so powerful as we go into detail about the multiple ways you can apply it to 
earn more money in your business. I’ve developed multiple applications for it over the 
years…simplified the questions…and seen it work time and time again.   

This can transform your business if you really dig into this issue.  It can eliminate 
uncertainty related to whether you have the right message to share with your 
audience.  Whether this is your first time being exposed to the Golden Glove or you’ve 
used it for years, read every word of this issue.  Apply the methods.  Reap the results.  
Maybe you’ll soon send me a testimonial about your new super powers. 
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How this Golden Nugget Was Discovered 
 

As you know, I’ve been online since 1996.  After a few years of running a profitable 
online business, I started getting speaking invitations.  We did ‘hot seats’ at many of 
these events.  An attendee would show us their website or sales letter and ask the 
panel of speakers to review and improve on it.  In an environment like that, you don’t 
have long to make an impact.  This forced me to look for the sales components which 
give you the most leverage and showed up most often in the reviews. 

Even with only a portion of the Golden Glove, I was still able to start using a promise 
of “How to Boost Your Website Conversion in 15 Minutes or Less.”  I shared those early 
methods with Dr. Glenn Livingston and then together we further refined the system 
when we released our big course “Total Conversion Code.”   We first called this 
method the “Hand Principle.”  That’s a pretty silly name, but it shows how there is a 
progress in marketing.  The system worked, but it needed a better, more memorable 
title.  We realized how it was a system which would fit your hand like a glove.  And it 
gives you the gold.  The title “Golden Glove” was born. 

I only bring up the history to show you another business principle.  Most great ideas 
are not fully formed when they come.  You have a seed of an idea.  You put it into 
practice.  You refine it over time.  You bounce it off other experts.  It gets improved as 
you teach it to your team or to mastermind partners.  Too many ideas die unborn 
because people give up on them when they’re not fully formed. 

Originally this system was only used to review and spot the conversion cracks on an 
already completed website.  That’s how we taught it.  It’s amazing what it can do for 
your site when you apply it.  As you go through this issue, take one of your most 
important landing pages and judge it with the Golden Glove.  Or take one of your 
pages that isn’t converting as well as you like, and score it with this system.   

Don’t underestimate the power of this.  Look deep into your site.  Review the text and 
images above the fold, but also click through your other pages.  You’ll reach a new 
‘level’ with the Golden Glove each time you use it.  You’ll see more, improve more, 
and multiply the results.  Maybe I’ll eventually come up with ‘belt levels’ to score what 
level of Golden Glove Mastery you’ve currently reached.   

“I fear not the man who has practiced 10,000 kicks 
once, but I fear the man who has practiced one kick 

10,000 times.”  Bruce Lee 

http://www.mymarketingcoach.com/
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But that’s only the first application.  Not only can you review current landing pages, 
you can also use the Golden Glove to create your initial Persuasion Outline as well.  
Use the five fingers to come up with the core elements of your presentation, and then 
expand on them to create your landing page or an outline for longer copy.  For 
example, I now ask clients to write up their Golden Glove before they create an 
information product.  That way they’re focused on what a customer wants in the 
beginning. 

They don’t create a product and try to figure out how to sell it.  They already know 
how to sell it before they create it.  And everything in the product is designed to match 
what their audience already wants to buy.  They flesh out the rest of their sales page 
or sales video when the product or service is ready to go. 

The third application is reverse engineering your competition.  Find 3 or more 
successful landing pages in your market.  These could be pages which have 
performed well in Google Adwords or Bing paid search for at least several months.  
They could be Clickbank pages with good gravity scores and popularity.  They could 
be sales pieces you’ve found running in magazines or business journals for 4 months 
or longer.  Avoid using websites found in organic search, because you don’t know 
those pages are proven to convert visitors into leads or sales.  All you know is they 
rank well on Google. 

Once you’ve found these winning websites, reverse engineer each of them with the 
Golden Glove.  Put together a spreadsheet where you list the five fingers.  You write 
“Desperate Problem”, and you review each of the pages to see what desperate 
problem they’re speaking to.  They may be focused on the same problem, but often 
you’ll find they’re speaking to a slightly different problem or audience.  Go through 
each of the five fingers this way and you get a good idea what’s working best in the 
market.  You’ll see how we use the ideas you gain to put together a stronger offer 
later in this issue.  

Those are the 3 ways I primarily use the Golden Glove although my clients and I are 
continually expanding on these methods.  You may see further updates in the future.  
First we’re going to cover the basics of the Golden Glove and then we’ll go through 
an example of each of these methods in action.  Follow along and practice each 
method in your own market.  Review one of your landing pages.  Create a new product 
or service offer.  And review the competition (you may actually want to review the 
competition first to give you new ideas for the other two methods).   If you practice along 
with me, by the end of this issue you should be ready to ‘test’ for your next ‘belt rank’ 
in the Golden Glove. 
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The Golden Glove System 
 

The five fingers of the Golden Glove are: 

• Desperate Problem: Who is this for and which problem are you addressing 
for them? 

• Unique Promise: Why should they choose your solution as compared to 
every other option in the market? 

• Overwhelming Proof: Why should they believe the solution is for real, that 
you’re a credible person to do business with, and that it will work for them in 
particular? 

• Irresistible Offer: How will you make it more painful for them to walk away 
than to purchase? 

• Reason to Act Now: Why must they take action TODAY? 

These five steps almost look too easy, and that is intentional.  I’ve taught the method 
for one hour during a workshop, and then had the audience review landing pages for 
each other.  They were able to put it into practice immediately with no previous 
experience.    It works extremely well 
in a ‘mastermind’ environment like 
that because people will suggest 
different improvements.  It’s 
consistently surprised me just how 
effective this method is.  I can teach 
myself right out of a job because all I 
have to do is facilitate the group and 
give them the freedom to share.  Here 
is the Golden Glove graphic to give 
you a visual image: 

Many of my clients keep a copy of 
the Golden Glove where they can see 
it at all times when working.   On a 
recent webinar for his audience, 
David Perdew mentioned he has the 
Golden Glove beside his desk so it can inspire him at all times.  Here is a link for a 
color image you can print and keep for reference: 
https://monthlymentorclub.com/mentorclub/GoldenGloveImage.pdf  

 

http://www.mymarketingcoach.com/
https://monthlymentorclub.com/mentorclub/GoldenGloveImage.pdf
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Desperate Problem 
 

Who is your audience and what desperate problem are they willing to pay to solve?  
Why is it so important to them?  And why have they now made a decision to do 
something about it?  Don’t just gloss over the problem.  Talk about it in detail.  For 
example, when selling to online marketers, you wouldn’t just say “They need to make 
more money.”  There’s no depth or hook.  There’s no ‘story’.  

Instead, you could describe the problem this way, “Creating an online business is one 
of the most confusing overwhelming mazes of my life.  They talk about how easy it is, 
but all these experts only sell ‘make money’ products and have no experience with real 
products or services like mine. Plus everyone is pointing in a different direction. Should I 
do Facebook, Youtube, blogging, podcasting, or whatever else?  Why can’t someone just 
create a simple roadmap to show me what to do?  Why can’t they just provide clear step-
by-step guidance a normal person can follow?” 

I could continue with the story and all the problems online marketers face with 
technology, traffic, and converting visitors into sales.  Then there are the frustrations 
of finally getting something working when a big company like Google or Facebook 
pulls the rug out from you.  There needs to be emotional depth to the overall problem.  
You feel like you’re telling someone’s story.   

The secret to discovering the Desperate Problem is doing your research.  Talk to 
people in the market.  Spy on Facebook groups and forums.  Look for ‘customer 
language’ inside of reviews of top selling products on Amazon.   The other four fingers 
are built on the problem.  If you don’t understand the problem your buyers want to 
solve, everything else will be out of order.  My short example above also calls out to 
a specific audience.  It’s not someone looking up online business for the first time.  It’s 
someone who has already been through some of the popular products.  They’re 
overwhelmed, confused, and stuck. Who is your audience and what Desperate 
Problem do you solve? 
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Unique Promise 
 

How is your product or service superior to the competition?  What is your true point 
of difference?   The promise is directly related to the problem you solve.  What are 
people complaining about with the current solutions?  How do you solve that 
problem?  Or could you specialize in a specific segment of the market?  You have a 
unique habit-forming system that helps men over 50 lose weight, run marathons, or 
simply get in the best shape of their life.  A plumber may offer an on-time or we pay 
you guarantee (that would be a unique promise based off the biggest complaint in the 
industry).  Here are a few questions to help you dig out your unique promise: 

• What are the common frustrations people have about everyone in the market? 

• What proof do you have to back-up your promise? I’ve often found clients’ 
unique promises by looking for hooks in their current testimonials. 

• Can you come up with a stronger guarantee than everyone else?  Use 
conditional double your money back guarantees or even a simple guarantee in 
industries that don’t have one. 

• Do you have a story that illustrates a unique promise or can back up a unique 
promise? Fedex used stories such as getting a wedding dress to a bride on time 
to build part of their story. 

• Does your origin story fit into your unique promise? I almost always integrate in 
my pizza delivery driver story because it demonstrates, “If I can do this, anyone 
can.” 

What is your story?  A Unique Promise can also be referred to as a Unique Selling 
Proposition or it could be part of your hook.  Do you have a simple, unexpected 
emotional story with clear imagery that you can back up with proof?  That’s a key.  The 
promise doesn’t just need to be unique.  It also needs to be something you can back 
up with proof.  Which brings us to our third finger on the Golden Glove. 
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Overwhelming Proof 
 

 

The 3 P’s are intimately connected to each other.  You’ve hit the prospect’s Desperate 
Problem.  You’ve made a Unique Promise that appeals to them. They want to believe 
you, but they’ve been let down so many times before.  Now you have to ‘prove’ it.  
Testimonials are the most common form of proof (and you should get as many of them 
as possible), but they’re not the only form of proof.  Create a video demonstration of 
your product in action.  Scientific studies or quotes from well-known experts are 
forms of proof.  You can even simulate proof such as publishing a picture of you in a 
lab coat for something related to the natural health, fitness, or supplement industry.   

Include your origin story.  This is why you’re in the market.  You faced the same 
desperate problem and overcame it.  Include specifics throughout your story (such as 
time, location, numbers, or emotions you experienced).  Make the story ‘real’ to your 
audience.  Include photos of yourself or customers.  Several of my clients use a family 
photo.  I’ve used a photo with my dogs.  It makes you a ‘real’ person.  If you lack other 
forms of proof, you could use an outrageous guarantee instead. 

Improve your offer.  Make it a trial so they can experience the product/service before 
making up their mind.  Do a free consultation or low cost front-end to build your 
credibility before going for the higher ticket sale when you lack proof.  Go for the opt-
in first and publish Infotainment to keep them hooked.   
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Irresistible Offer 
 

 

You’re speaking to the prospect’s Desperate Problem.  They feel the pain and want 
what you promise in your Unique Promise.  Your prospects believe you can deliver 
on your promise because of your Overwhelming Proof.  Now you need to motivate 
them to take action.  What exactly do they get?  This includes your main product or 
service, but it also includes and bonuses you include.  The right bonus or bonuses can 
sell your product.  My offer at www.autoresponderalchemy.com is an example of this.  
The bonus email templates you can model is why the majority of buyers 
purchase…not the training.  The copy puts more emphasis on the bonus than the 
product modules themselves.  Tools, templates, and cheat sheets are some of the 
best bonuses for information products.   

Another favorite bonus is personal support of some type such as email coaching, a 
bonus phone consultation, or some type of review.  For example, in fitness, you could 
include a diet plan review or workout review as one of your bonuses.  Less than 10% 
of the buyers take advantage of something like this, but it adds a lot of value to your 
offer.   

http://www.mymarketingcoach.com/
http://www.autoresponderalchemy.com/
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Your offer also includes the terms, guarantee, and reason why.  For example, instead 
of charging someone full price upfront, you could have them pay $1 today, $99 in 7 
days, and another $99 30 days later.  Or the price could be $999 or 12 payments of 
$99.  What is the goal of the offer?  Is this a front-end offer where you need to get 
maximum people through the door or is it a backend offer where you want to earn 
maximum income from a smaller group of customers?  If this is a front-end offer, 
consider making the product low cost as a loss leader where you’re simply trying to 
pay for advertising.  On a back-end offer, consider how you can add more value to 
get a premium price.   

How do you reduce all the risk with your guarantee?  A full money-back guarantee 
for 30, 60, or 90 days is pretty normal.  But how can you make this stand out in a 
competitive market?  A supplement company may offer their “Empty Bottle Guarantee: 
If you haven’t lost at least 10 pounds or more in the first 30 days, simply return the empty 
bottle for a full refund.”  Notice how I included the core promise in that guarantee?  
That’s something you want to model.  Repeat your promise in your guarantee. 

Why are you making such an Irresistible Offer?  Your prices could be lower than the 
competition because you have low overhead and purchased in volume.  Normally an 
hour consultation with you costs $1,000 but they can get their first session for just $99 
to demonstrate just how valuable it is.  Maybe your product is 50% off the regular price 
because it’s a launch special or it’s Black Friday.  I’ve done specials for my birthday, 
for my anniversary, and even because I was moving soon.  Multiple clients have done 
‘scratch-and-dent’ specials where they resell physical product packages which were 
returned over the year for a 40% discount.  Tell me why you’re making such an 
Irresistible Offer! 
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Reason to Act Now 
 

It’s human nature to procrastinate.  How many times have you considered an offer, 
but you wanted to think about it till later?  And then you simply forgot about it or got 
distracted by something else?  Why does your audience need to take action now?  
What will they lose out on if they don’t take action?  You may experience the ‘heart 
attack curve’ when running specials to your list. My clients and I often receive 50% or 
more of our sales on the last day of a 7-day special offer.  Sales can be low all week 
long and they pick up the closer you get to the deadline with a flood of sales coming 
in over the last 6 to 12 hours. 

Your strongest sales will come during a special with a hard deadline or a limited 
number available.  I can only accept a few new one-on-one coaching clients each 
year.  This means my coaching often sells out in an hour or less when it’s available.  
That is a true limitation.  I don’t want too many clients or it would destroy the Internet 
Lifestyle for me.  Every service based business should push how scarce they are…and 
how few clients they can work on.  One of my clients gave exclusive areas to his 
clients…and even created a map of the US with little red dots taken all over the 
country.  Reserve your area now or get locked out of it forever.  You can also do a 
special that ends at midnight (or any other time) on a specific date.  If they don’t take 
action by then, they miss out. 

Of course, there are times where you don’t have a set deadline or limited availability.  
You’re not going to sell out of ebooks.  In those situations, you need to push what 
they’re going to miss out on if they don’t take action now.  Will they continue to suffer 
with the problem?  What are the end results of doing nothing?  One thing I don’t 
recommend is making up fake scarcity.  Don’t say the special ends in 24 hours if you 
don’t plan to end it in 24 hours.  You can say this is a marketing test and you don’t 
know how long it will last, but there is no excuse to lie.  Tell the truth.  When you set 
deadlines, follow them.  If you don’t have a deadline, focus on what they’ll lose out on 
by not taking action today. 
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Golden Glove #1: Use It to Spot Conversion Cracks on 
Your Landing Pages 

 

Now that you understand the basics of the five fingers of the Golden Glove, I’m going 
to show you how to use it to review your landing pages.  Remember, it’s not just 
limited to landing pages.  It can be used for opt-in pages, sales pages, videos, emails, 
and virtually anything else you plan to use for persuasion.  If you need to persuade 
anyone to your way of thinking, you can review your presentation with this system.  
I’ve used it thousands of times to review websites in every market imaginable.  Look 
at how well the website hits each of the five fingers.  What’s missing? What could you 
add?   There is no faster system for improving your conversion than this! 

For this example, I’m going to do something a little different.  Instead of choosing a 
volunteer (or ‘victim’ if you prefer), I’ve decided to review one of my own sites.  The 
sales copy for this Club has been up for years with only minor changes.  And I’ve 
picked up quite a bit of skill with Golden Glove since that page was written.  Since I’m 
likely to find some conversion cracks I want to fix, I made a copy of the current main 
landing page over to www.monthlymentorclub.com/2017example. That way I can fix 
the main sales page based on what I discover in my review while leaving the original 
up for you to review.   

I’m going to treat myself just like I was one of my clients.  And I suggest you do the 
same when you review your own website.  Disconnect yourself from the emotions 
and ‘pride’ of your baby as much as you can.  Think about these steps objectively 
instead of emotionally.  It hurts when your work isn’t perfect.  But it hurts even more 
when your website isn’t performing the way you want!   That’s true even when it’s 
already successful.  Think about all the money you may have left on the table over 
the years by a website that was good, but could have been even better! 

The first two questions you want to ask your client are: 

• Who is Your Ideal Client Avatar…your best target buyer of this product or 
service? 

• Where does this product/service fit in your overall funnel?   How are visitors 
getting here? 

The Ideal client for the Monthly Mentor Club is someone who is serious about making 
money online with a long-term business.  There are a mix of members from people 
who are brand new to online marketing and those who have multi-million-dollar 
Internet businesses already.   

http://www.mymarketingcoach.com/
http://www.monthlymentorclub.com/2017example
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I purposely repel those who are just looking for a push-button business opportunity.  
They’re not a good fit because this is NOT make money fast.  This is get rich slowly.   

Many of my members have been hurt and abused by other marketers who gave them 
‘shortcuts’ to success.  But many of those shortcuts only worked in very specific 
environment such as selling ‘make money products’ to business opportunity seekers.  
For long-term success, you have to choose a hungry market, find your own 
competitive advantages, and build the momentum to grow your business.  Online 
marketing is simple, but it’s not easy.  Both men and women purchase, and the 
demographics trend on average a little older with many buyers over 45.   

Buyers of the Monthly Mentor Club come from my email list or from a limited number 
of affiliate partners such as Glenn Livingston or Doberman Dan.  I never promote the 
Club cold.  It’s not designed for a brand-new visitor.  It’s not even the first product 
promoted in my email sequences.  Instead one-off purchases such as the Authority 
X-Factor and Autoresponder Alchemy are promoted first.  This Club is primarily 
purchased by those who have been on my list for a month or more and resonate with 
my writing and my style of email communication.  

The audience is the most important factor in selling anything. It’s more important than 
the offer or the copy.  The copy needs to match the mindset of the visitors when they 
arrive on the page.  Where did they just come from?  What attracted them to this site?   
Let’s say you’re running paid Facebook ads through an opt-in page first and then 
sending them to your sales page.  Review your opt-in page with the Golden Glove 
first.  As you move deeper in the funnel, consider why someone subscribed, what 
their mindset is after subscribing, and how you can transition them into your offer.  
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Reviewing My Own Website 
 

Go through each of the five fingers.  How well does the page hit each of them?  And 
are the 3 P’s covered above the fold (early on the page before you scroll on desktop)?   

Desperate Problem: The pre-head focuses on the problem, “Do you feel alone and 
overwhelmed like you're swimming in an ocean of conflicting internet marketing advice 
without a qualified and proven mentor?”  That does seem to capture the core problem 
in just a few words: alone, overwhelmed, and conflicting advice.  If the page was 
advertising to an audience cold, the “qualified and proven mentor” would likely be too 
big of a leap.  But it makes sense for primarily going to my list.   

As I read further into the letter, there isn’t much about the desperate problems many 
face.  It doesn’t talk about the pain of choosing the wrong market, or competing at a 
disadvantage.  It doesn’t talk about the uncertainty visitors feel about choosing the 
right traffic source, putting together their website, and earning money online.  It does 
talk some about the loneliness of being an online entrepreneur, but this could be 
strengthened.   The website definitely needs to go into more detail about the 
problems online entrepreneurs face, especially around being ‘certain’ you’re taking 
the right path and actions each day. 

Unique Promise: The headline focuses on my uniqueness of over 21 years’ 
experience, but that is more of a proof point than a promise, “Why Does This 21 Year 
Internet Marketing Veteran Want to Mentor and Coach You to Success Online?"  That 
also points to ‘mentoring’ people to success online, but the curiosity is definitely 
stronger than the benefit.   The “Why” is part of the curiosity, but it needs an improved 
benefit.  The post-headline includes a stronger benefit, “Expose the Conversion Cracks 
On Your Website and Claim 7 Uncommon Ways to Dramatically Boost Your Website 
Profits In the Next 2 Hours.”  Claiming 7 uncommon ways to boost your profits in 72 
hours is a pretty strong and specific benefit.  “Exposing the Conversion Cracks” seems 
a little unclear and may not be understood by all the visitors. 

As we get into the letter, the first set of question bullets are all part of the promise, 
“Are you looking for more passive income and long-term financial freedom?”  I like doing 
questions like these near the beginning because you can highlight different benefits, 
which is a good fit for a membership site with a lot of content available immediately 
when you join.  Then it transitions into my own personal story.   
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Overall, it’s the headline that needs the most work here.  My experience is being used 
as part of the uniqueness, but that is not a unique promise.  It’s more of an element of 
proof.  It’s decent, but not great.  I’m going to test new headlines that focus on different 
core benefits combined in with my experience.  Here’s a first try, “Why Does This 21 
Year Internet Marketing Multi-Millionaire Want to Give You His Step-By-Step Systems, 
Answer Your Most Difficult Questions, and Coach You to Success Online?"  It’s better 
because it adds a little more proof and gets slightly more specific, but still not a 
unique enough promise yet.  It’s focused too much on me.   

One test I could do is to flip the post-headline into the main headline, “7 Uncommon 
Ways to Dramatically Boost Your Website Profits in the Next 2 Hours.”  That’s attention 
grabbing and could work.  It’s worth a test, but a weakness there is it is a little too 
much in the make money fast category which isn’t my long-term focus.  Another test 
I could do is copying the promises from the first two bullet questions like this, “Why 
Does This 21 Year Internet Marketing Veteran Want to Hand You a Proven Path to Passive 
Monthly Income, Long-Term Financial Freedom, and More Free Time?”   

The headline is something that needs to be tested.  You learned all about testing and 
optimization in last month’s issue.  You can’t test everything, but the headline is the 
element that is likely to give the biggest bang for the buck on this landing page.   I’ll 
report on a winner in a future issue. 

Overwhelming Proof: A few of the early proof points include the 21 years of 
experience, my personal story, and Steve Duce’s testimonial about the $96,250 email.  
The photo of me and Indy gives a personal tidbit proof point.  But there aren’t any 
other testimonials until the very bottom of the page.  My page has Proof Hiding 
Disease!  Moving proof earlier in the presentation is one of the easiest ways to 
consistently improve conversion.   

Recent testimonials should be added, and a few of the strongest testimonials should 
be moved to the top of the page, perhaps right under the post-headline.  Another 
form of proof that could be added would be a video demonstration inside the 
members’ area.    Give visitors a tour inside the Club and let them see everything 
they’re missing.  This video would be added in addition to the written content on the 
page, and the entire page plus video would be visible from the beginning.  As we 
covered last month, test delaying the order button and text till the video mentions the 
offer with cold traffic.  Make the video and all text visible from the beginning for warm 
visitors (like from my email list). 
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Irresistible Offer: Part of the offer is mentioned in the post-head, “Plus 9 Additional 
Gifts Including "Starting From Scratch" and "Adventures in Joint Ventures."  Normally this 
would be too early to mention the offer, but I often mention the bonuses in my emails.  
Remember this rule for selling newsletters, memberships, and pretty much any kind 
of continuity.  The majority of your audience buys for the immediate gratification…what 
they get immediately.  They stay a member because of what gets delivered over time.   

That’s why there is a strong emphasis on the free bonuses with the Club.  You get 
$853.80 in free gifts just for trying out to the Club.  All the additional bonus reports 
and the video library which were recently added are missing from the website.   An 
inventory should be done for the most popular reports and videos, and those sections 
should be added as additional benefits to the Club.   

This is a straight $29.95/month offer with a money back guarantee on the initial 30 
days membership.   This is underpriced compared to the competition. There isn’t any 
other print newsletter in the Internet marketing space that is priced this low.  The 
closest direct competitors are priced at $97, $99, and $397 a month for similar 
deliverables.  The price should be increased.  The most logical approach would be to 
bump the price to $39, and then after it sits there for several months, raise it again to 
$49.  That would keep it under the $50 price barrier and it would allow two special 
deadlines before the price increases.   

Since all members will keep their current $29.95/month rate when the price goes up, 
emails would be sent out leading up to the deadline when the price is increased to 
$39/month.  Everyone who gets in before the deadline gets to keep their current 
price for as long as they’re a member.  Then repeat the deadline a few months later 
for the $49/month price point.  Of all the suggestions I’m making to my ‘client’, this 
will likely be the most profitable one (remember to think of yourself as a client so you 
can disconnect yourself from the emotions that want to rebel to any changes).   

A $1 trial offer would also be recommended if traffic was coming in cold.  There’s no 
question a trial would boost conversion with cold traffic, but would be a hassle with a 
print newsletter being mailed out each month.  In addition, since this Club primarily 
sells to my list and isn’t the first product offered, the trial wouldn’t be guaranteed to 
pick up the quality, long-term members I’m seeking.  

Reason to Act Now: This page fails the Reason to Act Now test.  There is a section 
called “Do You Qualify” near the end which talks about how this isn’t a ‘push button’ 
way to success.  It’s qualifying members a little to keep out those who shouldn’t be 
here, but it isn’t really a reason to act now.   A short section should be added near the 
end about how readers can choose to do nothing and continue to struggle.  Or how 
they can continue chasing one BSO (Bright Shiny Object) after another.  Years down 
the road they may be no closer to success.   
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In other words, really drive in the knife about trying to go it on your own.  That’s a 
simple strategy you can use whenever there’s not a specific deadline. 

I do email about the upcoming issue near the end of the month to add a little scarcity 
(and this brings in additional members because there is a ‘soft’ deadline), but it’s still not 
strong enough.   That’s another reason why the price increases will be effective.  It will 
give a strong reason to act now right before the price increases for new members.  
That will pull in a bunch of email subscribers who have been on the fence.  They were 
interested, but there just wasn’t a big enough Reason to Act Now.   
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Create a Plan of Action Based on Your Review 
 

The quickest and easiest way to boost conversion will be to come up with a couple 
of new headlines.  Since it’s difficult to accurately predict the winning headline, these 
will be split tested against the current ‘control.’  Another pretty easy way to increase 
sales will be moving a few testimonials earlier on the page either right under the post-
headline or running along the right sidebar next to the text. Previous experience with 
clients tells me there is little risk to moving proof earlier on the page.  Those two 
changes can be made immediately.  

In addition to the above, I should add a stronger Reason to Act Now.    Point back to 
the promises in the bullet questions near the beginning…and how they’re giving up 
each of these by not giving the membership a try.  How much time and money will 
they waste by going it alone?   The mistakes they’ll make in the next month alone will 
cost them more than the nominal membership cost.  Also create a sales video that 
also takes them on a tour through the membership area as another proof element.  

The biggest influence will be the price increase.  The headline will be tested first along 
with adding the testimonial, Reason to Act Now, and possibly the video.   Then a price 
increase to $39/month will be scheduled for new members.  Timing will depend on 
how long it takes to thoroughly test headlines.  Run the first price increase and let 
things stabilize.  Do the 2nd price increase around 6 months later. 

Do exactly what I just did with one of your websites.  Answer the questions of who 
your audience is and what purpose this page serves in your overall funnel.  Carefully 
go through it with each finger of the Golden Glove.  Be honest with yourself.  Write 
down what it does well and what it could do better.  When you’ve finished going 
through all five fingers, come up with an easy-to-follow plan.  Focus on the things you 
can fix instantly.  Come up with a plan and schedule for improving the other 
components.    

This process can be even more effective if you recruit a couple of other members in 
the Club to help you.  Go over to the members-only discussion area and request if 
anyone wants to team up with you to review each other’s website with the Golden 
Glove.  One of the beautiful things about this process is how much you can gain from 
additional viewpoints.  Or submit your website for review on one of the upcoming 
Club webinars: https://monthlymentorclub.com/members-home/webinars/  
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Golden Glove #2: Create Your Persuasion Outline 
First 

 

In our 2nd application of the Golden Glove, we’re going to come up with a persuasion 
outline for a new offer.  The biggest mistake I’ve personally made with creating 
information products is creating something I think people need.  People don’t buy 
what they need.  They buy what they want.  They don’t buy something because you 
think it’s a Desperate Problem for them.  They only buy once they personally feel the 
pain of the Desperate Problem.  That’s why it’s so hard to sell prevention, but people 
will pay almost any price to cure pain they already feel it in their body. 

Think about the audience first.  What are they already buying?  What problems do 
they have with the current solutions available on the market?  What are they 
discussing in Amazon reviews, Facebook groups, Linkedin groups, or other discussion 
boards?  Talk to them in person or over the phone.  After doing your research, answer 
the two questions we covered earlier: 

• Who is Your Ideal Client Avatar…your best target buyer of this product or 
service? 

• Where does this product/service fit in your overall funnel?  

You can use this system for products, services, information products, or anything else 
you want to sell.  I’m going to use an information product example here, because it’s 
so easy to spend weeks or even months putting together a product without thinking 
about how you’re going to sell it.  You finally start putting together your sales copy 
and you realize you created the WRONG product!   This leaves you with only 3 choices 
that all suck.  You can throw out your work and start over.  You can write copy about 
what you have knowing it won’t sell very well because it doesn’t match the audience.  
Or you can write good copy that your product can’t fully deliver on.  Throwing out 
your work and starting over is the best plan of action, but I’m sure you don’t want to 
do that! 

Write the Golden Glove of your copy first.  You don’t need the full sales copy.  You’ll 
come up with some great ideas as you put the product together.  Flesh out the copy 
at the end.  All you need is to come up with the foundational elements that force you 
to focus on the audience and what they want to buy.   

Let’s use my Authority X-Factor for this example: 
https://www.mymarketingcoach.com/xfactor/  
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This product was specifically created as a front-end offer for coaches and service 
providers, although the information in the course applies to pretty much any type of 
online business.  It’s a low cost one-offer introduction into some of my systems and 
techniques.  The audience is pretty evenly split between male and female depending 
on where the audience comes from.  And they trend a little older in the 45 plus range 
as many are choosing coaching as a second career.  I couldn’t find my original write-
up of the Golden Glove before this product was created, so I’m reproducing it as 
closely as possible here.   

Desperate Problem (write this from the Ideal Avatar’s viewpoint): “Why can’t I attract 
clients who are willing to pay for my services?   I have the knowledge and skills to help 
clients, but I can’t seem to attract any.  I’ve done free sessions, but those free sessions 
rarely convert into paying clients.  It seems like nobody has money to pay me.  They pay 
late or not at all.  They don’t show up for sessions on time.  How in the world do I attract 
clients who have the money to pay me?  I’ve tried Facebook and created a few videos, 
but that has only attracted a few free consultations who didn’t have money to pay me.  I 
don’t have much money to pay for advertising, and I definitely don’t want to do any sleazy 
marketing. I thought this would be easy.  I am almost at the end of my rope and have no 
idea what to do!” 

Put yourself in your customer’s mindset.  Write what they’re frustrated about.  Allow 
yourself to get emotional about it.  They have desires and dreams, yet they’re not 
accomplishing them.  If you’re creating a weight loss product, talk about what else 
they’ve tried to lose weight.  They’re frustrated, and likely overwhelmed by all the 
different diets.  They’ve tried other options which either didn’t work or they gained all 
the weight back.   

They feel beat down, and they’re hard on themselves because they feel they simply 
don’t have enough willpower.  That’s true in most markets.  They’re frustrated and feel 
there is something wrong with them.  It might even feel hopeless.  That’s why most 
ad copy brings up the angle of “It’s Not Your Fault.”  If you don’t remove the guilt they 
feel, they won’t have hope to move forward.  Dig deep into the problem and the 
psychology of your audience.  How do they feel about the problem?  How do they 
feel about other solutions?  And how do they feel about themselves…especially after 
their failures so far? 

Understanding the Desperate Problem is vital when you’re putting together a Golden 
Glove for your product or service.  That’s because the Unique Promise you come up 
with will be intimately connected to the problem.  If you define the wrong problem, 
your promise will be wrong.   It won’t matter how much proof you have for a promise 
the audience doesn’t want.   You may have a good Offer, but it can’t be Irresistible if 
it’s not a good match.  And who cares what the Reason to Act Now is if they’re not 
interested in the offer?   Everything relies on the audience. 
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Unique Promise: Who Else Wants to Know My Proven X-Factor That Automatically 
Attracts Premium Clients Who Pay More Than You THINK You Can Charge?  Have you 
been looking for a way to charge premium prices even in ultra-competitive markets? Do 
you ever wish you could sit back and relax while cash-in-hand, hungry buyers beat a 
path to your door?  Would you enjoy the FREEDOM and CONFIDENCE that comes from 
having a growing email list, people eagerly awaiting your next offer, and more potential 
clients than you can personally handle? 

Since the Desperate Problem is about not having enough paying clients, the promise 
is all about attracting clients.  And we’re not talking about just any clients.  We’re 
talking about premium clients who can pay more than you THINK you can charge.  So 
not only will you attract new clients, but they’re willing to pay more.  It’s not going to 
be a struggle to find these clients.   They’ll be attracted to you automatically.  
Experience freedom and confidence instead of all the uncertainty up till now! 

The main Unique Promise is in the headline followed up by the other questions as 
bullets directly under the headline.  I felt comfortable saying your clients will pay 
more than you think you can charge because most people are undercharging for their 
services.  They’re putting a ceiling on their income that doesn’t necessarily exist in the 
minds of their customers.  And here’s the reality of your fees.  You earn as much or 
more for “Who You Are” as you do for “What You Do.”  Build your celebrity brand in a 
market, and your prices will naturally go up as your demand increases. 

Overwhelming Proof: In my original notes I just wrote to tell my personal story and 
include testimonials from clients.  Some of these testimonials run down the right 
sidebar on the page.  My story is integrated into the main copy.  You’ll also see specific 
stats from Facebook, Twitter, and Youtube to prove how competitive the Internet is 
today.  The Microsoft story is quoted about people having 8 second attention spans.  
If you’re going to have reach on Facebook, you have to pay for it.  Not only am I 
proving the promise, I’m also proving the problem.  I’m disqualifying the other options. 

When writing your initial Golden Glove, think about how you prove both the Problem 
and your Promise.  In the Authority X-Factor copy, you’re not the problem.  There’s 
not something wrong with you. It’s the Internet.  There is too much competition.  And 
you’ve been turned into a commodity along with everything else.  Proof is provided 
to show just how much bad the problem is.  Then we turn to the solution and back up 
the solution with proof.  Use specific numbers and quotes whenever possible! 

Irresistible Offer: You get all 3 modules plus the Authority X-Factor Step-By-Step 
Cheat Sheets, Checklists & Templates.  What tools can you include with your 
information product?  My email course includes email templates you can model.  A 
weight loss course may include a recipe guide and meal planner.  A golf course may 
include a free video review of the customer’s swing.  A job interview guide may 
include a Q&A bonus with common questions and the best answers to use.   
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In my original notes for this offer, I had $49.95 discounted to $19.95 as the Irresistible 
Offer.  You get a full 30-day money back guarantee.  When it came time to launch it, 
I saw another marketer using the ‘Name Your Own Price’ model and decided to test 
it for this offer.  It worked like crazy.  Instead of telling you how much you have to pay, 
the special is you get to Name Your Own Price.  During the launch, the average price 
paid was $17.  That has declined since I’ve been running paid traffic to the page (this 
is the first offer many immediately see after joining my email list). 

Reason to Act Now: The Name Your Own Price special is a marketing test which is 
only available for a limited time.  I had no clue how well it would work in the beginning, 
and I am likely to test other offers at some point.  This is our fallback Reason to Act 
Now when there is not another stronger one.  In addition, becoming an Authority is a 
multiplier of everything else you do.  You can decide to continue doing what you’re 
already doing…and struggling to attract premium clients.  Or you can use this system 
to multiply the results of everything else you do.  For just a few bucks you can make 
every hour and every penny invest that much more effective from this day forward.  
At this price point, that’s a pretty strong Reason to Act Now. 
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Create Products and Services With the Golden Glove 
 

Your Golden Glove outline will help you create better products which are easier to 
sell.  It definitely beats creating a product first and then trying to figure out how to sell 
it!   Some people will tell you to write your full sales copy before you create an 
information product, but that has never worked for me.  I don’t know all the details I’ll 
include in the product yet.  But creating an outline like this makes it easy to create the 
product and finish the copy when it’s finished.   

All you need to do is flesh out your outline with additional details.  Expand out on the 
problem you identified.  Flip the language around and speak directly to your 
audience.  Create additional bullet benefits that build on your promise.  Tell the full 
story of your journey from the problem to the promise.  Add testimonials, statistics, 
and other proof elements to back up both the Desperate Problem you identified and 
your Unique Promise.  Share more about your bonuses, your guarantee, and why 
you’re making such an Irresistible Offer.  And then give them the Reason to Act Now.   

This is a whole lot easier than struggling to identify which Problem you solve after 
you finish the product.  And it’s even worse to try to come up with a Unique Promise 
for an already finished product.  What if you’ve went at this backwards and already 
created your product without the Golden Glove?   Focus on your bonus now!  Do your 
Golden Glove for the bonus before you do the rest of the copy.   Create a bonus that 
answers the Desperate Problem and fulfills on a Unique Promise.  Emphasize that 
bonus heavily in the copy.  Next time, do your Golden Glove before the main product! 
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Golden Glove #3: Reverse Engineer the Competition 
 

The 3rd way you can use the Golden Glove is to X-Ray a market and know exactly 
what customers are buying and why they’re buying it.  Talk to customers.  Survey 
them.  But direct feedback from customers does have one major weakness.  They 
won’t always tell you the truth.  And often they’re not even sure why they buy or what 
they’re interested in.  Combine what they tell you with what you gain from reverse 
engineering top selling products and services using the Golden Glove. 

The first step is to choose sales copy and/or landing pages you know are 
consistently bestsellers.  You can find these by looking for products with high 
popularity and gravity scores in Clickbank (high gravity scores mean affiliates are 
making sales), sites which run Google or Bing paid listings for 6 months or more, 
magazine ads which have run for 6 months or more, or any other consistent online 
advertising.  We’ll use the Clickbank marketplace and the free version of 
www.ispionage.com to find a few competitors from Google and Bing pay-per-click 
ads to review here.    If you’re doing serious advertising on display networks, direct 
buys, native ads, or mobile, you could purchase a membership at one of the more 
expensive spy tools such as www.boxofads.com, www.adbeat.com, or 
www.whatrunswhere.com.  

For this example, let’s choose the golf market.   And we’ll say your goal is to create a 
front-end golf course where you share golf video lessons, provide a free golf swing 
video review, and more.  We’ll start at 
https://accounts.clickbank.com/marketplace.htm.  Click on “Sports” under 
categories and choose “Golf.”  There aren’t any golf products with really high gravity 
scores.  As I’m writing this, Stress-Free Golf Swing has a gravity of 19.49, Body For 
Golf has 10.31, and Monster Golf Swing has 7.39.  Compare that to fitness and weight 
loss which has many products with gravity scores of 100+.  We’ll select these two: 
http://stressfreegolfswing.com and http://monstergolfswing.com/video/ (I’m not 
doing the Body by Golf one because it is a product for golf fitness which is a little 
different focus).   
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Next up is Ispionage.  I tried several keyword phrases including ‘golf tips,’ ‘online golf 
lessons’ and ‘golf swing’ for Google and Bing (you only get a few free searches each 
day before needing a paid account). Here are a few of the sites who have been 
running ads for six months or more: 

http://cdn.squaretosquaremethod.com/lp/yllwhmmr.html 
https://coaches.revolutiongolf.com/sean-foley/your-number-one-consistency-
killer  
http://perfectimpactsystem.com/ballstriking-secrets/ 
http://docsgolftips.com/index_hor_msn.php  

Now that I have the pages for review, let’s put together a Google spreadsheet 
(normally I use Excel but I want you to be able to review it): https://goo.gl/373cJG 

I created 6 columns: Landing Page (the page being reviewed), Desperate Problem, 
Unique Promise, Overwhelming Proof, Irresistible Offer, and Reason to Act Now.  Then 
I went through all 6 of the landing pages above and added comments about how well 
they fulfilled on each of the 5 fingers of the Golden Glove.   I’ll include some things 
that jumped out at me about each site below, but I have a lot more details on the 
Google spreadsheet itself.  You can’t edit my spreadsheet but you can view it or you 
can make a copy of it to a new spreadsheet if you wanted by clicking “File” and then 
“Make a copy.” 

http://stressfreegolfswing.com was up first.  They didn’t cover the Desperate 
Problem till almost the very end of the website when they finally talk about how 
everyone makes the golf swing complicated.  The majority of the page is about the 
unique promise of Ben Hogan’s 1 secret.  This letter is almost entirely based on 
curiosity.  There was a pretty unique use of proof where they showed the photos of 
professional golfers’ head movement compared to Ben Hogan’s head movement.  
That was a proof point that something different was going on without revealing the 
‘big secret.’  You can see all of my feedback on the Google spreadsheet linked above.  

http://monstergolfswing.com/video/ has a sales video that’s over 40 minutes long.  
The intro of the sales video brings in images and testimonials, but it transitions to an 
Ugly Sales Video at 1 minute 40 seconds in.  Close the page and you get the option 
of staying to see the written version which appears to be exactly the same as the 
video after that short introduction.  This website also focuses on a weird golf swing 
tip that can instantly add 40 to 70 laser-accurate yards to your drive.   The proof 
comes from the video testimonials and the results for clients at the sports 
performance clinic in Florida.   
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Both of the Clickbank websites focused on the curiosity hook, but they had ‘weak’ 
Offers and Reasons to Act Now.  That’s likely why we’re not seeing very high gravity 
scores in this market.  They have a couple of the Golden Glove pieces, but they should 
test stronger offers and identify more with the Desperate Problems their audience 
experiences.   

Now let’s review http://cdn.squaretosquaremethod.com/lp/yllwhmmr.html.  Strong 
proof is immediately seen on the opt-in page.  There’s an “As Seen On ESPN, CBS, 
etc.” graphic at the top.  The headline is “12 Time PGA Tour Winner Reveals The 
Almost Invisible Blunders Adding Dozens Of Strokes To Every Round You Play...” I 
added the bolding and underline to emphasize the proof element.  Plus there is a 
talking head video of Doug Tewell as the spokesperson.  They’re promising specific 
results (5 to 10 strokes) from 5 specific tweaks with results in less than 2 hours.  Once 
you opt-in, they do the best job so far of a Reason to Act Now with a 30 minute 
countdown timer to save 30% on a digital or physical option of the course.  They offer 
digital only at $39, physical only at $49, and or both for $49.  This will push people 
toward the option of both for the extra $10.  It looks like the best deal. 

https://coaches.revolutiongolf.com/sean-foley/your-number-one-consistency-
killer is a survey funnel with a video intro.   The hook is that you can add an extra 15 to 
30 yards by fixing your #1 consistency killer.  And it’s only going to take you 30 
seconds to fill in these simple questions.  After the opt-in, they’re following a similar 
process with the content video emailed to you and a countdown in on the screen with 
a sales video for a $17 product.  The order button doesn’t appear until the offer is 
mentioned so it seems like a content video for the first few minutes.  

http://perfectimpactsystem.com/ballstriking-secrets/ is another survey funnel.  It 
seems to be copying the Revolution Golf funnel very closely.  The language on the 
opt-in page is similar with Achilles heel used instead of #1 consistency killer, but the 
hook is the same.  Moving to the sales page, it’s using the same theme here as well 
with the ‘perfect impact position’ based off the doppler device.  After seeing these 
funnels side-by-side, the Revolution Golf one looks stronger on the front-end. 

http://docsgolftips.com/index_hor_msn.php is selling a practice club instead of an 
information product.  The opt-in page could definitely use more proof added to it, and 
more about the Desperate Problem.  After the opt-in, the sales page tells you how 
this tool “FORCES your hands into the EXACT power-position used by professional 
golfers...for longer, straighter, more effortless shots.”  The hook here is pretty strong, but 
it doesn’t have enough proof backing it up.  And the Reason to Act Now didn’t seem 
believable enough.  This likely could be a strong offer based off that hook if they fixed 
those elements of their Golden Glove. 
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Remember, you can review all my comments for each landing page at: 
https://goo.gl/373cJG.  Model what I did here for your own market.  Pick out 3 to 6 
landing pages which you know are making sales or have been running consistently in 
paid advertising.  Go through each of their websites looking for how they cover each 
of the 5 fingers of the Golden Glove.  Dig deep.  Look first at what they do above the 
fold (before you have to scroll on the page).  But continue down through the landing 
page looking for additional elements.  Many times you’ll also need to click further into 
the site to see if they’ve hidden proof 3 pages deep on the site (Proof Hiding Disease 
in action).   
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A Few Golden Glove Ideas Based on the Golf 
Competition 

 

Some of your competitors will have excellent landing pages.  Others may score 
poorly.  At times they may even give you ideas of what NOT to do!  When you’re 
finished, collect ideas you can put together and possibly use in your own system.  
Below are a few of mine based on this research. 

Desperate Problem: Several pages talked about ‘at any age’ and the SquaretoSquare 
method made a big deal about injuries and older players who couldn’t swing like they 
were in the 30’s anymore.   Make sure you talk about how your techniques work at 
any age, covering some of the challenges as you get older.   Embarrassment in front 
of your buddies is a major ‘pain’ point.  Bring it up in your personal story if possible so 
you don’t have to mention it directly.  All the golf swing videos, courses, and coaches 
make things more complicated than they need to be.  It’s confusing and 
overwhelming.   

Unique Promise: Every single product promised a quick way to hit longer, harder 
drives fast.  They mentioned the next time you step onto the course, one lesson, 2 
hours, or one bucket of balls.  Most had a specific promise of 20 to 40 additional yards.  
Adding yards to your drive in a specific amount of time is a ‘price of entry’ benefit.  
Your product has to do this.  How you do it becomes your unique promise.   It could 
be the one forgotten secret from a dead pro, 5 tiny adjustments, fixing your Achlles 
heel, modeling what the doppler device told them about the swing, etc.   Your 
uniqueness would depend on what you could prove from your story, but it will need 
to logically explain how they can add those additional yards fast. 

Overwhelming Proof: ‘Normal’ proof was used including a personal story, 
testimonials, magazine appearances, As Seen on TV, number of subscribers, teaching 
awards, and thousands of students.  But what’s interesting is two separate pitches 
talked about golf pro’s own mechanics and even used photos of those as part of the 
pitch.   Both were showing how pros differed: one head movement and the other 
overall swing mechanics.  Pros were mentioned on most of the landing pages.  
Bringing them into the discussion sets up the ‘dream’ while backing up your promise 
with proof.  I loved the personal title of the “Golf Nut” and would come up with 
something similar to describe myself in the market. 
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Irresistible Offer: My model would be to give away a free video for opt-in, and then 
go for the sale immediately on the thank you page (deliver your gift by email).  
SquaretoSquare method had the most enticing offer with the 3 options and I’d 
consider modeling that with a similar strategy of $39 digital, $49 physical, or both for 
$49 with a full money back guarantee for 90 days.  The email sequence could test a 
$1 trial on the digital option for 7 days as a follow-up on those who don’t buy.   

Reason to Act Now: The countdown timers on the thank you pages gave the 
strongest reasons to act now.  You could also push the ‘pain’ element of choosing to 
do nothing.  The cost of the course is less than the greens fees for a single round of 
golf.  Will they continue to suffer…and possibly even injure themselves from poor 
swing mechanics when the solution is so easy? 

If you’re planning on entering the golf market, you’ll have to decide what your 
mechanism is for delivering those extra 20 to 40 yards quickly.  The golf market has 
seen pretty much everything, but they’re still searching for that elusive powerful drive.  
If I was working directly with a client, I’d interview them about their story.  reminds me 
of that John Carlton ad with the one-legged golfer, “Amazing Secret Discovered By 
One-Legged Golfer Adds 50 Yards To Your Drives, Eliminates Hooks and Slices And Can 
Slash Up To 10 Strokes From Your Game Almost Overnight!” 

That is a simple, unexpected emotional story with clear imagery that you can back up 
with proof. That’s why a couple of the websites used the doppler golf radar device.  It 
hits all the required elements.  It is simple.  It’s unexpected.  Having one ‘perfect’ way 
to make contact is an emotional story.  The device itself and the readings it gives give 
you imagery and proof.  That’s why another website talked about the pros’ head 
movement.  It meets the qualifications.   

Often the best way to find your hook is to have someone interview you about your 
story until you hit an exciting component to the story.  How did you come up with this 
idea?  What mistakes did you make on the way to your discovery?  What’s different 
now?  Who shared this secret with you initially?  Or who added to it?  There is a hook 
somewhere in your story.  You just have to keep digging until you find it.  
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Implement the Golden Glove Today 
 

 

You now have 3 methods for using the Golden Glove to improve the conversion on 
your current website, outline your initial copy ideas for a new product or service, and 
reverse engineer your competition to research a market and come up with new ideas 
for your own funnel.   

Use the Golden Glove NOW.  If you already have a website, review your most 
important landing page with the Golden Glove.  Create a plan of action to improve 
your score and your sales.  If you’re planning on an upcoming product or you’re 
already working on one, create your persuasion outline.  Or you can reverse engineer 
the competition in your market.  Do this before you enter a market for the first time to 
get a good idea of what people are buying…and do another review every year you’re 
in the market. 
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About the author 
 

 

Terry Dean went from delivering pizzas for $8 an hour to creating a full-time income 
online in 1996. He has been called one of the grandfathers of Internet marketing and 
was one of the first online marketers to demonstrate the power of email, generating 
$96,250 from one email to his list in front of a live audience. 

In the past 20+ years, he has personally helped thousands of clients set-up profitable 
Internet Lifestyles in hundreds of different markets through both his private and group 
coaching programs. He helps small business entrepreneurs attract high quality 
clients, spot conversion cracks on their websites, and multiply their profits even from 
small email lists. 
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