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WHY NOT FORWARD THIS PDF 

TO A FRIEND? 
 

If you’ve found this report useful to your business, then please share it!  

 
You could easily help your friends by sharing this PDF with them via email or social 
media.  So please forward it to a friend with our full permission.  
 
Or, if you run a website of your own then please feel free to offer it as a free 

downloadable PDF or free giveaway.  

 

POLITE NOTICE: You DO NOT Have the 

Right To Edit, Extract, Repurpose Or Claim 

Ownership Of This PDF Or The Contents 
© 2019 Nick James, eShowcase Inc. 

Distributed Worldwide by:  

Dan Walter  

ALL RIGHTS RESERVED. No part of this report may be reproduced or transmitted in any 

form whatsoever, electronic, or mechanical, including photocopying, recording, or by any 

informational storage or retrieval system without express written, dated and signed 

permission from the author.  

DISCLAIMER AND/OR LEGAL NOTICES:  

The information presented herein represents the view of the author as of the date of 

publication. Because of the rate with which conditions change, the author reserves the right to 

alter and update his opinion based on the new conditions. The report is for informational 

purposes only. While every attempt has been made to verify the information provided in this 

report, neither the author nor his affiliates/partners assume any responsibility for errors, 

inaccuracies or omissions. Any slights of people or organizations are unintentional. If advice 

concerning legal or related matters is needed, the services of a fully qualified professional 

should be sought. This report is not intended for use as a source of legal or accounting advice. 

You should be aware of any laws which govern business transactions or other business 

practices in your country and state. Any reference to any person or business whether living or 

dead is purely coincidental.  
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About the Author Nick James 
After starting his first Internet business in 2001 Nick James is widely considered one 

of the Internet’s leading independent information publishers and direct response 

marketers.  

He recently was awarded Internet Marketer of The Year by The Profit Coalition, is 

the author of best-selling book: Six Figures A Year In Info Publishing and, together 

with his wife Kate, is also a contributor to Rise of the JVZoo Super Hero’s. 

More Free Training… 
 

 

 

 

 

If you enjoy this report, and you would like to receive additional free training from 

Nick James, then you will be pleased to know that we have a total of 11 PDFs in this 

series:  

 7 Ways To Get Maximum Email Subscribers In Minimum Time 

 10 Types Of Blog Posts You Can Create In 10 Minutes Or Less 

 10 Ways To Create Your Next Information Product Faster 

 17 Ways To Use Email Marketing To Generate More Traffic And Sales 

 20 Ways To Repurpose Your Blog Content 

 40 Simple Hacks For Creating Content People Love To Read 

 101 Fill In the Blanks Subject Line Templates That Get Opens And Clicks  

 The 10-Step Action Plan For Writing Blog Posts That Sell Like Crazy 

 The 25 Point Flash Sale Checklist For Creating Cash On Demand 

 7 Easy Set It And Forget It Ways To Make More Money Via Your Existing 

Website 

 7 Proven Methods To Ethically Persuade Customers To Buy Your Backend Or 

Upsell Offer 

Simply visit the following page to get access and download the complete collection: 

https://www.nick-james.com/extra 

https://www.jvzoo.com/c/1110937/288649?tid=rebrandio1
https://www.jvzoo.com/c/1110937/322307?tid=rebrandio1
https://www.rebrand.io/extra?aff_first_name=Dan&aff_last_name=Walter&aff_id=1110937
https://www.nick-james.com/extra?aff_first_name=Dan&aff_last_name=Walter&aff_id=1110937
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Introduction 

 
If you want to make more money with your business, one good place to start is on 

your order forms.  

 

Think about it… 

 

You have a prospect with a credit card already in their hand. They’re in a buying 

mood. So there’s a good chance that if you put a related offer in front of them (the 

proverbial, “you want fries with that?”), they’ll take it. And that means you’ll make 

more money with every customer who walks through your door. 

 

So how do you create a backend or upsell offer that gets your prospects clicking the 

“Yes” button? Like this… 

 

1. Make Sure the Upsell Enhances The Main 

Offer 
 

The very first thing you need to do is make sure any upsell offer is tightly related to 

the main offer. In fact, not only should it be tightly related, ideally your upsell should 

enhance the use or enjoyment of your main offer. 

 

Take the classic example at a fast food restaurant. I guarantee that if you walked into 

McDonalds and ordered a hamburger, any well-trained clerk would ask if you wanted 

fries and/or a drink with that. And a lot of people say yes to this offer, because fries 

and/or a drink enhances the enjoyment of the burger. 

 



 

 

5  

Now you can do the same thing, no matter what you’re selling.  For example: 

 

 You’re selling a meal-planning app. Offer a low-fat cookbook as an order 

form upsell. 

 

 The main offer is a copywriting course. You can offer personal copy 

critiques on the backend. 

 

 Your main product is all about setting up and running a successful blog. 

You can offer tools on the backend, such as a package of useful 

WordPress plugins and professional themes. 

 

 Your main product is a “how to get out of debt” course. You can offer an 

upsell that includes items such as a debt-management workbook and 

personalized debt-management counseling. 

 

 You main product is a set of kettlebell training videos. You can offer the 

kettlebells themselves as an upsell. 

 

In other words, don’t just toss any old offer in front of your prospects. Be sure your 

upsell and main offer go together like… well, like hamburgers and fries.  

 

Next up… 

 

2. Offer an Irresistible Deal 
 

Dropping a related offer in front of your prospect is great. But turning that offer into 

an irresistible deal is even better.  

 

Take the fast food example again. If you order a burger with a small fries and drink, 

the clerk will ask you if you want to “biggy size” the order for just a small extra 
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charge. The deal is irresistible. You get a LOT more food for just a tiny bit more 

money. 

 

No matter what you’re selling, you can do the same thing. For example: 

 

“I usually charge $997 per month for this sort of coaching. But as a valued 

member of my new copywriting club, you’ll get a special price of just $497 per 

month for this same high-quality coaching…” 

 

 

Next… 

 

3.  Use Short-Form Copy  
 

You’ve got an eager prospect sitting in front of your order form with their credit card 

in hand. Now is not the time to put another long sales letter in front of them. They’re 

eager to buy. Putting another wall of text in front of them might just have them 

hitting the back button and abandoning the order form! 

 

You see, you’ve already done the hard work of getting them into the necessary 

emotional state needed to make a purchase. You’ve already built your credibility. 

You’ve already established trust. You don’t need to do these things again. 

 

So what you need to do now is simply focus on the benefits of the upsell offer. In fact, 

your upsell may be nothing more than a benefit-driven headline, a list of benefits, and 

a call to action. 
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TIP: As always, test to find out for sure what your audience responds to the 

best. Test different headlines. Test your bulleted list of benefits. You might even 

test short-form copy against a short sales video. 

 

Next… 

 

4. Frame The Price 
 

The next thing for you to remember is that you’ve already sold your prospect on 

purchasing the main offer. They’ve already agreed to whatever price you’re charging. 

So when you extend the upsell offer, you’ll want to frame the price so that it focuses 

on the upsell only. 

 

Let me give you an example… 

 

Let’s suppose you’re selling a home study course for $99, with an upsell offer 

for $25 for an app: 

 

When it comes time to ask for the order, do NOT do this: “Would you like to add 

this offer to your order for a total of $125 for the course and app?” 

 

Suddenly that sounds like a lot. The prospect is going to start second-guessing 

their purchase. And you could lose the entire sale. 

 

Instead, focus on the upsell price only: “Would you like to add this app to your 

order for just $24 more?”  
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Ahhhh… that’s better. That sounds doable. And since the prospect is already 

planning on spending $99, that extra $24 doesn’t sound like any big deal. 

 

It’s all in how you frame it.  

 

Next… 

 

5. Create a Sense Of Urgency  
 

Nothing gets people clicking the order button like a real sense of urgency. And one 

great way to create this sense of urgency is by making your upsell offer scarce.  

 

For example, you might create a one-time offer. This is an offer that’s only available 

right now. If the prospect doesn’t grab it, they won’t be able to get it later. Or if the 

product is available elsewhere, the prospect will need to pay full price. 

 

A good example of this is when you go shopping on a site like Omaha Steaks. If 

you spend a certain amount, such as $50, you’ll get a list of “add on specials.” 

These are tremendous deals that you can ONLY take advantage of while you’re 

on the order form. You can still buy the steaks themselves later, but you’ll pay 

through the nose to do it.  

 

 

That creates scarcity and a sense of urgency that gets people agreeing to order your 

upsell. 

 

For example: 
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“Special one-time offer: add this meal-planning app to your order right now, 

and you’ll get it for 50% off the regular price! If you leave this page, this offer 

disappears for good… so click here now to grab your discount before it’s gone!” 

 

Next… 

 

6. Use a Strong Call To Action 
 

The good copywriting rules apply to your upsell just as they do to your main offer. 

And that means you can’t just drop the order link in front of your prospects and 

expect them to click it. Instead, you need to provide a strong call to action. This 

means you tell prospects what to do next, and give them a good reason to do it. 

 

For example: 

 

Click here to add this app to your order – and remember, this special offer 

disappears when you leave this page, so order now! 

 

Generally, your upsell page is going to have two options. One option is “Yes, add this 

to my order.” The other option is, “No thank you, I don’t want this.” 

 

Those should be the only two options on the page. Prospects will either add to their 

order and continue making the purchase, or they’ll skip your offer and just stick with 

their original order. 

 

Now here’s a little trick you might consider testing and using… 
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Phrase your “yes” and “no” options in a way that helps persuade people to click the 

“yes” options. 

 

For example, let’s suppose you’re selling some sort of weight-loss information. Your 

option buttons might look like this: 

 

“Yes, I want to get ready for the beach!” 

 

“No, I don’t want to get rid of my love handles. ” 

 

See how that works? 

 

The “yes” option is positive and provides a benefit. The “no” option forces the 

prospect to agree with something that they probably don’t really agree with. That’s 

going to make them stop and reconsider your offer. 

 

Here’s another example: 

 

“Yes, I want to save money on heating and cooling bills!” 

 

“No, I don’t want to save money.” 

 

Another: 
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“Yes, I want to boost my conversion rates and make more money!” 

 

“No, I don’t want to make more money.” 

 

One more… 

 

“Yes, I want to run a new marathon PR!”  

 

“No, I don’t mind running as slow as a turtle. ” 

 

And finally… 

 

7.  Make It Easy  
 

 

If you followed all the tips above, then you have a prospect who’s as ready as she’ll 

ever be to place her order. At this point, your goal is to make it as easy as possible for 

her to place that order and grab the upsell. 

 

Don’t make your prospects jump through hoops. Don’t slip unnecessary steps between 

them and their order. Don’t put obstacles in the way. Because if you do any of this, 

the prospect is likely to lose their enthusiasm and abandon their shopping cart. 

 

Here are the dos and don’ts to follow: 
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 Do make it one-click easy. If you’re presenting an upsell right after the 

customer has already filled in the order form, then make it as easy to buy 

the upsell as clicking a button. In other words, do NOT make your 

prospect fill out the order form or their credit card all over again. 

 

 Don’t make them go through a gauntlet of upsells. Sometimes 

marketers throw three, four, five or more upsells in front of the prospect. 

They can’t get to the order form without accepting or declining these 

offers. Or, worse yet, they can’t get to their purchase without seeing all 

these offers. 

 

Don’t do that to your customer!  Seriously.  Instead, put one or at most 

two well-placed offers in front of them. But if they decline, send them 

straight to the order form. Don’t make them go through a gauntlet of 

offers, which will make them feel like carnival workers are barking at 

them. 

 

 Don’t make them “register” before ordering.  If you need your 

customers to create an account, then have this account co-created during 

the purchasing process. Even if the amount of “work” for the customer is 

the same, framing is the key here. If a customer is suddenly forced  

 

 

to “create an account” before they can place an order, they may just 

dump their cart. 

 

Now let’s wrap things up… 

 

Conclusion 
 

You’ve heard the saying, “strike while the iron is hot.” When it comes to sales, the 

iron is about as hot as can be when you have a prospect filling out an order form. 

That’s why it’s a great time to “strike” by offering an upsell offer they can’t refuse. So 

boost your sales by inserting upsells on your order forms today – and boost your 

conversions using the seven surefire tips you just discovered! 
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Recommended Resources For  
 

Six Figures A Year. This course is based on my personal experience making $100,000+ a 

year selling books, reports, webinars, courses and other information products online. Let 

me take you by the hand and show you how to copy my success. 

http://www.SixFiguresAYear.com 

Simple Product Profit Formula  If you can write 7-15 page reports, you can make a living 

from the comfort of your own home, working your own schedule. 

http://www.SimpleProductProfitFormula.com 

Premium Product Profit Formula.  Discover how to create your own $97 products in 48 hours 

or less!  Ramp up your sales quickly by creating your own “premium” products in just two 

days. http://www.PremiumProductProfitFormula.com  

Affiliate Traffic Game Plan.  The “no-cost, no-budget” system for getting other people to 

send you traffic.  Jam-packed with strategies, mini-blueprints, examples, fill-in-the-blank 

templates spread out over 3 hours and 150+ pages, this is THE system for getting free traffic 

to your website. http://www.AffiliateTrafficGamePlan.com    

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

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

the subject. http://www.FreeToFee.com 

Email Marketing Game Plan.  Fill-in-the-blank email templates.  Promotional ideas for every 

week of the year.  Copy and paste starters.  Everything you need to hit “fast forward” on 

creating emails that get results.  http://www.EmailMarketingGamePlan.com 

Sales Copy Game Plan The “best bang for your buck” for learning how to write salesletters 

that convince people to buy what you’re selling.  Take the “10-day challenge” and learn 

to write copy like a pro. http://www.SalesCopyGamePlan.com 

Unfair Advantage Cheat Sheets.  Over 880 pages of fill-in-the-blanks templates, swipe files, 

case studies, training tutorials and more to make writing anything faster, easier, and 

better.  True must-have for every content writer. http://www.UnfairAdvantageCheatSheets.com    

 

https://jvz3.com/c/1110937/288649
https://jvz3.com/c/1110937/264293
https://jvz3.com/c/1110937/288699
https://jvz3.com/c/1110937/268931
https://jvz3.com/c/1110937/288703
https://jvz3.com/c/1110937/288813
https://jvz3.com/c/1110937/269407
https://jvz3.com/c/1110937/264295
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