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Testing and Tracking
W ith Arm and M orin & John Reese

A rm and:TonightwhatIwantto talk to you and whatJohn is on the callwith m e
to help m e talk aboutis testing and tracking.

John:You’ve gotto tellthem abouthow this was totallylastm inute form e.This
is actuallyhow m uch I’m passionate aboutthis subject.Isaw yourem ailcom e
through and Ididn’tknow you were doing this calltonight.You were going to
teach byyourselfand Isaw this and em ailed you and said “Heydo you m ind ifI
help you with the callbecause I’m verypassionate aboutthis subjectand I’d love
to help teach this.

A rm and:W hatjusthappened was Icom e on literallytwo m inutes before the call,
Ichecked m yem ailand saw the one from John who said heyyou m ind ifIjum p
on the call? Ilove talking aboutthis inform ation.So Iwas like yeah so literallyfive
m inutes before the call,Iasked John to be on here.So itwas lastm inute.None
ofthis is rehearsed atall.None ofourcalls are actuallybecause no one has any
idea whatI’m going to talk aboutand neitherdo Ihalfthe tim e.

Butwhatwe are going to talk aboutis testing and tracking and whatitcan do for
yourbusiness.This is the key.O nce you’ve done allthe productcreation,you’ve
putyourproductup,you’ve putyourwebsite up.I’m going to callita prelim inary
website because you are nevergoing to have a finalized website butyou can get
itas good as itcan possiblyget.You’re going to putitup online and that’s
probablythe scariestpartofInternetm arketing and thatis finallytaking your
productand going live on the Internet.Butthe work atthis pointin certainlynot
done,because even though you m ighthave traffic com ing to this product,com ing
to this website,it’s stillnotover.It’s neveroverwhen you are launching a
business orproduct.I’ve had products up there forfive orsixyears and you know
what,theyare stillnotfinished.And Ishouldn’tsaythe productisn’tfinished,the
website isn’tfinished because I’m constantlytesting,tweaking and tracking.

W hatI’ve learned and John willagree with m e is thatthe littlestthings thatyou
can teston a website to find outhow effective itis,can literallym ean som etim es
thousands ofdollars a m onth in incom e justbytesting and tracking.

John:Can Isaysom ething here?

A rm and:Sure go ahead.

John:I’m actually,because I’m a procrastinator,I’m stillworking on m y
presentation forthe sem inar.I’m a perfectionistso Ilike to keep redoing things to
m ake itreallygood.Butatthe end ofm ypresentation,I’m going to give a bonus
tip thatdoesn’thave to do with traffic specificallysince that’s m ytalk butithas to
do with conversion ortesting and tracking.Som ething Itested on one ofm ysites
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thatincreased m ysales alm ost40% ,the sam e idea Iwentand told som eone
else,and theywentand tried on theirsite and itim proved theirconversion by30
som ething percent.Anotherperson took the sam e thing and theyalm ostdoubled
theirconversion.This is notthe graphic headerthing thatIexposed overa year
ago,which people wentcrazyoverthattheyneverrealized to testthat.This is
som ething thatIrecentlytested forsales lettertype sites so anybodywho goes is
going to getto learn this little bonus thatI’m going to share with everybodythere.
Forsom e people withouta doubt,itm ayboosttheirsales by30-40% .

A rm and:It’s going to be am azing.Lets talk aboutsom e ofthe things thatsom e
ofthe people on the callshould be testing and tracking.To m e the m ost
im portantpiece on a website thatyou should testis yourheadline.The bottom
line,the headline has proven to increase yourconversion probablym ore than
anyotherpiece on the website.And when you are looking atyourheadline,I’m
justgoing to throw outsom e differentthings thatyou should test.

1)W ho are you targeting? Does yourheadline,pre-headline and sub-headline,
targetthe person who should be reading this website? Iwas actuallyshocked
one daywhen Iwentto one ofm ysales letters thatIhadn’tbeen reallywatching
close atthatpoint.Iread thatheadline,reread itand reread it,again and again,
and discovered thatthis headline was appealing to the totallywrong person.I’m
noteven calling outto the person thatitshould be appealing to.Therefore I
wasn’tconverting.

So whatIdid was restructure thatheadline to payclose attention to the person
who would be interested in it.Forexam ple:you m ayuse the actualaudience in
the nam e.An exam ple would be “Ifyou’re a W ebm asterthatwants to double,
triple orquadruple yoursales in 72 hrs orless,you need to read the restofthis
sales letternow”.So who does thatappealto? Ifyou’re an authordoes that
appealto you? No.Ifyou’re a plum ber,does thatappealto you? No.Butifyou
are a W ebm aster,then thatwould be who it’s going to appealto.Now Isaid
“webm aster” so Im ayhave excluded people who m aynotconsiderthem selves a
W ebm aster.So Icould m ake itm ore generic,“Ifyou’re an online business,who
wants to double,triple orquadruple theirbusiness in 72 hrs orless,then you
need to read the sales letternow”.Thatm ayhave been a little m ore generic and
would have approached anybodywho owns an online business because I’m
speaking directlyto them .

That’s one ofthe things you can teston a headline.Anycom m ents on this John?

John:IfIcould justtake a couple steps backfrom where you juststarted with the
headline.Justforsom e people on the callthatm aynothave a “sells letter” type
website orare com pletelynew to this.W hatIwantto sayis thatthere are three
prim arythings thatyou would wantto testand track in allthis and those would be
the three m ain actions ofwhatyou are trying to getpeople to do.O ne ofthem if
you have yourown products is obviouslythe sale.So whatArm and is talking
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aboutis the sm allm inorchanges on yoursite thatyou can run a little splittest
between two versions to see which one increases the response,in this case,it’s
som ething forsale,you change the headline to be m ore targeted towards the
group ofpeople thatyou should be targeting which is whatArm and justsaid.
Then you are trying to getitm ore targeted so you getm ore sales,getm ore
people to buy.There are two otherthings you can be testing and tracking.A lot
ofthese you can do with a lotless traffic.

O ne ofthe two is ifyou are trying to getan opt-in list,justtrying to getpeople to
join an em aillist,ifyou’re going to have a newsletteron how to bathe yourcator
whatever,you are trying to getpeople to optin to thatnewsletterbecause you
know the m ore people you geton yournewsletter,the m ore m oneyyou can
m ake byprom oting affiliate com m issions and otherthings.So because you know
the m ore people who join,the m ore m oneyyou m ake,you wantto take som e
tim e and change the words around and talk aboutthatlistthatyou are giving a
free subscription to.Puta little headline above itand change thatheadline and
again,this is justforsom ething you are giving awayforfree.G aryHalberd said it
bestonce when he said,“ You have to sellthe free stuffjustas m uch as you
would the stuffthatpeople payfor”.So there’s a good exam ple,an optin listis
som ething you are giving away,to getpeople to join a list,butyou stillhave to
m arketit,you stillhave to use allthese good principles to getpeople to join that
list.

So farwe’ve gotsales,we’ve gotpeople joining a list,and then the otherthing is
thatifyou are justtrying to sellaffiliate products,ifyou don’thave yourown
products orservices,ifyou are trying to m ake m oneyoffprom oting other
people’s products orservices,ifyou have a webpage with anykind ofadd ortext,
graphic ordescription,orendorsem entforaffiliate product.

Let’s sayifyou have an affiliate on a kiton how to grow yourown hom e garden
and itsells for$50 and som eone clicks overand buys,you get$20,so whatever
the textis orad is thatyou are using to getpeople to go from thatspecific
webpage overto thatpage,you know generallythe m ore people you can getto
click the ad and go overto thatsite,you m ostlikelywillm ake m ore m oney.There
are som e exceptions to thatconversion butthat’s the basics ofit.So ifyou don’t
have yourown products orservices,you don’thave yourlong sales letters that
Arm and originallystarted to talk about,you can stillm ake m inorchanges to that.
So anytim e you are trying to getsom eone to do som ething,whetherthey
im m ediatelypayforitornot,it’s som ething thatyou can test,track,change and
im prove.

A rm and:W hen you are testing forexam ple on a website,Ibroke itdown to
reallytesting onlya few differentthings and these are generic,generic item s.

The firstis how m anypeople cam e to yourwebpage? To m e,these are the only
num bers you need to know.Hom e m anypeople cam e to thatparticularpage
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where the productis thatyou are selling.No m atterwhattype ofproducts or
services you are selling,how m anypeople cam e to thatpage? I’m nottalking
abouthow m anyhits.I’m talking abouthow m anyunique visitors cam e to the
page?

Now ifyou know how m anyunique people cam e to the page,the nextquestion to
ask yourselfis how m anypeople wentfrom thatpage,lets callityourlanding
page orsales letters,how m anypeople wentfrom yoursales letterto yourorder
form ?

O kayso the firstnum beryou need to know is how m anypeople cam e to your
sales letter.The nextnum beryou need is how m anypeople wentfrom yoursales
letterto yourorderform .And then the third num beryou need to know is how
m anywentfrom yourorderform to purchase yourproduct.

Ifyou know those num bers,you can prettym uch figure outwhatyou need to do
and whatyou need to work on,on yoursales letter.You can getreallydetailed
with these as faras num bers within these num bers.Like how m anypeople
clicked on specific links to go to a particularpartofyourform and allthatgood
stuffbutifyou know these generalnum bers again,how m anypeople wentto
yoursales letter(unique visitors),how m anyofthose people wenton to your
orderform ,and how m anypeople actuallywentahead and purchased your
product.And ifyou know those num bers,you’llbe prettym uch set.

Letm e give you an exam ple ofhow this happens.Iwas testing one ofm y
websites thatwas actuallyone ofm yproducts called e-covergenerator.I
discovered thatIonlyhad 11% ofthe people wentfrom m ysales letterto m y
orderform ,which Iwas getting sales from itso Iwasn’treallypaying m uch
attention to it.W hen Ireallylooked atthe num bers,11% were actuallygoing from
the sales letterto the orderform and from the orderform ,Ibelieve itwas 13% of
the people actuallywentahead and purchased the product.

John:Believe itornot,those are actuallydecentnum bers.

A rm and:Notbad butIwasn’tsatisfied.

John:That’s a good pointbecause with Internetm arketing,you should neverbe
satisfied.O n anygiven day,yourwebsite is the worstit’s evergoing to be.
Because you can do these tests and tweaks,which is the im portance ofthis call,
you can do these things thattake literallyseconds orcouple ofm inutes thatwill
often show you thatincreases the conversion and m athem aticallyspeaking ifall
things rem ain the sam e,you willgetm ore people to do whatitis thatyou want
them to do.

A rm and:And rem em berthatIsaid 11% wentfrom the sales page to the order
form and only13% ofthose actuallywenton to buythe product.Now ifyou work
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outthe num bers and work outthe conversion actuallyis,that’s about1.4%
conversion.W hich is good,it’s betterthan the norm considering the average site
on the netis aboutone halfofa percentconversion,with allthings considered.
Buthere’s the deal,Iknew thatwasn’tgood enough because I’ve had othersites
thatconvertover3% on average.So that’s whyIthought,that’s notgood in m y
opinion.So Ineed to alm ostdouble thatconversion.
So here’s whatIdid.

Verysim plyIanalyzed whatIneeded to do.Ilooked atthe sales letterand said
how m any,and this is the question you need to ask yourself,how m anytim es did
Iask a person to purchase m yproduct? Idiscovered thatIasked the person 5
tim es to purchase thatproduct.M eaning Iutilized phrases like “click here now if
you wantto create e-covers instantly”,phrases like that.Iwentahead and found
outthatthere was 5 tim es thatIactuallyasked the person to purchase the
product.

So com m on sense says ifIasked them 5 tim es and got11% ofthe people to
click through,ifIasked them 10 tim es Ishould getm ore people to click through.
Now Iwasn’tbeing technicalsavvyoranything brillianton this thing,Ijust
thoughtwellifIasked them 10 tim es Ishould double the click through.That
would seem like com m on sense to m e and so whatIdid was changed itaround.I
didn’tchange itto ten because Ithink Iforgotbutin realityIchanged itto 9 and
here’s whathappened.Ichanged it9 tim es thatIasked them to purchase m y
productand Irephrased this because you don’twantto use the sam e phrases
when you are trying to geta person to click on som ething.You don’twantto say,
“Click here to do this,click here to do that” because aftera while you are training
yourpeople to notrecognize that“click here” action anym ore.So you need to
restate how thatperson should click on thatlink.Forexam ple,instead ofsaying,
“click here to create e-covers instantly” you m ightsay “ifyou wantto create e-
covers instantly,you need to click this link rightnow.And thatcould be the sam e
phrase butstated in a differentwayin orderto getthem .

So Iputthese 9 differentphrases in the sales letterand here are the results.Just
bydoing thatalone Iwentup from 11% to 18% butnow m ytheoryand atthis
pointthat’s allitwas,was a theory.Ifm ytheoryheld true,then Ishould m aintain
that13% conversion rate from m yorderform to the person actuallybuying.M y
13% didn’tchange butjustbydoubling the num beroftim es Iasked forthe sale,I
wentfrom 1.4% conversion rate to 2.34% .Iincreased m yconversion rate by
alm ost1% ,which are literallythousands ofdollars on thatparticularproducton a
m onthlybasis.That’s justone sm alltestIdid.You were going to saysom ething
John aboutitgoing down?

John:Iwas going to saythatwhen you getin to testing and tracking things,
there’s no guesswork because the results tellyou everything.Ittells you how
m anyclick throughs,how m anyorderform s. There are som e cases where ifyou
add m ore links and getm ore people to click on the orderform ,som etim es less of
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a percentage ofpeople willbuy.Forexam ple,ifyou asked forthe ordertoo early
in the sales m essage,you can reallykillyourorderform percentage.W hyis
that? A lotoftim es,before you even getto the price,you have a link to click here
now to getm yselfsom ething--alm osteveryone is a price shopperand naturally
wants to know how m uch stuffis,so as soon as you give an orderlink atall,if
you haven’tstated a price in the offer,m anypeople willclick overjustto see how
m uch itwillcost.Som etim es ifyou don’tgetthe chance to build up the offerand
offerbonuses and do otherdirectresponse type things,you’lllose the sale.And
so you have to m ake sure you track that.

A rm and:And that’s the key.Let’s talk aboutthatbecause Iknow som e people
willsayhow did you know those num bers? How do you know ifsom ething is
working ornot? W hatdo you actuallyuse to track it? Now,I’m going to m ention
the one Iuse,Im ean Iuse a m ultitude oftracking m ethods butforgeneric stats
on a particularwebsite.Ihave found thatworks wellis W eb Trends Live,the
website is www.webtrendslive.com .Now it’s a little bitm ore expensive than the
average tracking m echanism that’s outthere.M ostwillgo from $19.00 on up or
you can buytracking m echanism s thatwillsiton yourown website and theyuse
these scripts thateitheryou need to installorhave som eone else install.W eb
Trends Live is basicallycopying and pasting a code,it’s reallyaccurate.Q uite
honestly,before Iwas using W eb Trends Live,Iwas debating aboutgetting it
because itwas like $38.00.W hyspend $38.00 when Icould getone for$19.00?
Iwas taking to Alex M endossian and he said,“Ifyou knew an extra $19 a m onth
could m ake you an extra $6,000 a m onth,would you do it?” So Iwas like yeah
ok I’llbuyit.He was justputting itinto perspective because thatextra m oneywill
increase m ysales because Ido track what’s happening on m ywebsite.Now ifI
didn’ttrack so close,it’d justbe a waste ofm oneyeverym onth.And with this
system itm akes iteasy.Ican see who cam e from whatpage,where did they
com e from ,how long theystayed on the page,and allthis inform ation.Ican look
atitata glance and find outwhatthe resultis.Ican see forexam ple,ifIsee 100
people wentto this page,then Ishow 15 wentto this page,Iknow that15% of
the people wentfrom this page to this page.Now itdoesn’ttrack and figure all
thatform e butit’s reallygood forgiving m e accurate stats.That’s whatI’m
looking for. I’m looking foraccurate stats and som e ofthe defaulttracking
m echanism s as faras web stats thatare m aybe on yourserver,yourweb-
hosting accountm ostofthe tim e,and this is a prettygeneric statem ent,butm ost
ofthe tim e,theyreallydon’tgive you enough inform ation.So Ipersonallyuse
W eb Trends Live,that’s one Ican reliablyrecom m end to som ebody.So grab an
account,again,it’s www.webtrendslive.com it’s a prettybig com panyand they
are prettygood atwhattheydo.There are severalothers outthere as wellbut
theyare whatI’ve found to be the best.

John:Do theydo splittesting?

A rm and:Theydon’tdo splittesting.W hatdo you recom m end?

http://www.AliceSeba.com
http://www.webtrendsl
http://www.webtrendsl


Transcriptsare Copyright2004-2005 AliceSeba
VisitAliceonline athttp://www.AliceSeba.com

John:There’s a piece ofsoftware called DynaTrackerthatis prettygood by
installing iton yourserver.A lotofpeople I’ve worked with like that.M ostofwhat
Ihave is custom because Ihave a program m eron staffthatcreates m y
ecom m erce applications and things.So m ystuffis a bitoverboard and nerdy
than whatm ostpeople willneed.ButthatDynaTrackeris greatand W eb Trends
Live is also great.You’llbe able to see hits theyare getting to each page,where
theyare com ing from ,and whatcountrytheyare from ,whatpercent,whattim e of
the daythatyou getm ostofthe hits and it’s waym ore data than you’llprobably
everuse.

-> D ynaTrackercan be found at:
http://hop.clickbank.net/?bookm om m y/ctothaj

A rm and:DynaTrackeris a good piece ofsoftware and so is ProAnalyzeris a
decentpiece.in case anyone is wondering.Ijustlogged into the DynaTracker
site and it’s reallygood.Ittells you the type ofcam paign,you can have a norm al
cam paign oryou can have a splittest.Then you have the num berofuniques,the
raw hits,the costperclick,the actions taken,the redirects thatit’s using,the total
costs,sales countand the gross sales.

è  ProA nalyzercan be found at:
http://aliceseba.com /proanalyzer

So what’s interesting to m e is thatis has the # ofactions taken.Now that’s whatI
wantto know.Iwantto know whatactions are being taken on thatparticular
website.How m anypeople are clicking through forthatparticulartestbecause if
I’m doing a splittestbetween lets one option box and another,Iwantto know
how m anypeople forexam ple signed up forthatcam paign.UsuallyI‘m testing
an option’s box form ynewsletterand trying to getpeople sim plyto subscribe to
m ynewsletter.So Iwantto know how m anypeople saw thatpage and actually
clicked on m ynewsletter& signed up forit.So I’m looking foractions and I’m
usuallysplittesting one cam paign againstanotherand whatI’m trying to find out
is which one has the m ostactions first.M eaning Iwaituntilone version gets 40
firstthen thatwillusuallygive m e the properstats.

John:The actuallym athem atics on itdone bystatisticians on itoverhundreds of
years theysaythatifitgets 30 actions,it’s relativelystable.Idon’tknow the m ath
on itbutthe longeryou can go,the betteroffyou willbe.O bviouslywith sales,it
m aytake you a long tim e to getto 40 sales so 30 sales m ightwork betterto help
you m ake a determ ination.Butifyou are testing an opt-in page,justtesting the
pre opt-in,since you can getthose a loteasier,you m aywantto run those tests
up to as m anyas 100-200 running two differentpages,thathave an opt-in form
trying to build the sam e newsletter.You’re sending visitors to everyotherpage
trying to testthem in what’s called an A/B test,you’re testing them to see which
page willgetm ore people to join thatlistforyou.
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You’d probablywantto waituntilone version gets 100 people to optin.It’s like a
race to 100;the firstone thatgets to 100 is the betterperform ing page.So
actions like that,ifyou are testing two differentphrases ofa link.Ifyou have a
webpage thathas:click here to go check outthis greatcourse on starting your
own garden orClick here forgreatgarden secrets,wheneveryou can load two
differentlinks,and because it’s justa link thatpeople are clicking,so it’s nothard
to geta click,it’s harderto geta sale from som ebody,then you can letthose run.
Firstone to 75 -100,because the higheryou can letitrun,the m ore
m athem aticallyvalid itis.

A rm and:The thing is thatthatifyou are testing m ultiple things atone tim e,it’s
m uch,m uch harderto pinpointexactlywhich is working.Ifyou wantto see which
is m ore effective,you onlywantto change one thing ata tim e.Because ifyou
don’t,you can’tidentifywhatwas the change thatcaused the vastim provem ent.
Itcould be som ething reallym inorthatyou didn’tknow.

Idid som e splittesting,and I’m justgoing to use som e opt-in thatIused one
tim e.Iwentfor12 weeks & Itested allkinds ofcrazyways to getpeople to optin
to m ynewsletter.So picture a subscription pop up box atthe top ofthe page.I
tested som e things,firstofall,justputting a price tag on m ynewsletter.W hat
kind ofvalue is it? So Iputa dollaram ount“this is valued at$247.00” and by
putting a dollaram ount,thatincreased the subscriptions to m ynewsletter.Then I
tested a colorofm y,Ihad a graphic ofm ym agazine ofa newsletter,which was
a newsletterin the form atofa m agazine.Ifound thatIwas using green and I
changed itto blue,sam e m agazine,Iincreased m ysubscriptions.Again,we are
talking aboutprettysignificantchanges because ifitwas 1-2-3 percent,that’s
prettym arginaland I’d probablyletitrun fora long tim e.

John:Prettysignificantchanges as faras pre-significantresults.To m ake those
changes,how long did ittake you?

A rm and:Less than 5 m inutes.

John:Less than 5 m inutes and yetyou’ve gota m uch greaterversion of--one of
them proved to geta lotm ore people to optin.

A rm and:I’m talking m ostofthese changes,the bare m inim um thatItracked was
Ibelieve was about20% difference and thatwas justm e tracking.Ihad som e
sm allones thatwere less than that.W hen Isaysm all,Im ean less than that,I
m ean between 1-5% ,which reallywasn’tenough form e.Ikeptthe changes butit
reallywasn’tenough form e to think too m uch ofit.

Then whatIdid was tested the colorblue.Iknew blue outpulled green as faras
m ym agazine goes.Buthere was the m ostim portantchange,and whatIwant
everyone to do ittryitand testit.Everyone thatI’ve told this to so farhas always
had an increase in the num berofoptin subscribers thatthey’ve had.I’m going to
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tellyou where Igotitin a m om ent.Iadded this line to the top ofm yopt-in box,
“congratulations you’ve won”.The reason Ichose thatphrase and tested that
phrase,and thatphrase increased the num berofsubscriptions byabout300% .
Now where Igotthe phrase is Iwas going through differentwebsites one day
and Iwas watching these differentbanners thatwere showing up alloverthe
Internet.W hen a person is doing banneradvertising,theyhave to be very
selective in theirwords in orderto geta decentreturn.

John:And theyare often testing literallyhundreds ofdifferenttypes ofbanners.

A rm and:Yeah and som e ofthem are m illions ofbannerim pressions.And Iwent
to like 5-6 differentwebsites and keptseeing the sam e thing.Som e ofthem
m ighthave had a m onkeygoing across them som e m ayhave had som ething
else buttheyallsaid the sam e thing.Congratulations,you’ve won.

So Ithought,wellifthat’s apparentlyworking with people who are advertising
with banners,then than should work justas effectivelywith m e trying to do opt-in
box subscription.So Idecided thatIshould testitand again the results were
am azing.O ver300% increase as faras m ynum berofopt-ins.Iputitthere and
putitin red as welltoo.]

And one ofthe things Ilearned from John,when John was doing his testing,was
thatred headlines orsub-headlines work betterthan justblack.So Iputitup
there in red and,boom ,itincreased.W e tested a lotoflittle things,we’ve tried
sublim inalads,and we tried allthese crazythings and each testwe justtracked.
W e kepttesting overand overagain and we are stilltesting.Think ofallthe little
things you can change.W hatare som e ofthe otherthings you think are
im portantto teston a website John?

John: O n whatkind ofwebsite?

A rm and:Letjustsaya sales letterwebsite.

John:W ellcolors can actuallycreate differentchanges in response depending
on the m arketas weird as thatis.Ifyou have colored backgrounds orcolored
sides,trytesting differentcolors,putone againstthe other.Headlines,in alm ost
allm ytests outpulled blue.

Ifyou talk abouta sales letter,you have to break itdown into segm ents;you can
testdifferentthings on the headline orthe sub-head. O ne thatIfound thatworks
reallywellwith sales letters,and Ido itwith allm ysales letternow forthe Internet
thatwe tryand testfigure outto work thatwe take from offline stuff,like from old
schoollike directm ailand m agazine type stufffrom 50 years ago thatstillworks
today.Like in norm aldirectm ailpiece,years ago,they’d norm allysend a sales
letterand with thatsales letterwould arrive an orderform thatyou could tearoff
and an envelope to m ailback,and then there’d usuallybe a brochure in there
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thatwould have photos ofthe productand a quick sum m aryofthe product
because there are differenttypes ofpeople.

Som e people like to read everyword where others are called scanners;theylike
to justscan to see whatis there.Theyjustwantto read a quick sum m ary;they
don’twantto read allthe details. So Ithoughta sales letteron a webpage is like
a sales letterbutthere is notrealbrochure partofit.There’s nothing thatkind of
sum s things up,sum s up allthe benefits.So Icam e up with this thing a yearor
so ago thatIcalla box ofbenefits and alm ostallm ysites have itnow.W hatitis
is thatIdo a headline to getattention,and then the sub-head.Then Ihave a box.
Som e people callita Johnson box;it’s a box with a colored background thatsits
in the sales letterand in thatbox it’s like a m inibrochure forthe whole offer.It
talks aboutwhatthe productis,whatitcan do foryou,whyyou should getit.It
kind ofsum s things up rightthere in thatlittle box and it’s a good segwayto get
people thatjustscan down and justcatch attention to thatbecause itsets apart
from the white sales letterbackground.Then itcan draw them back into the letter
and getthem to reading m ore and hopefullyto getm ore people buying.So
som ething else you can getpeople to testis som ething like that.M ichelFortin is
a reallygood copywriterand he uses a lotofthose eye -grabbing things
throughoutthe letter.He’llputlittle boxes and he’lleven puta little box thatsays
Tim e O utand a little stop sign so thatpeople justscanning,theireyes willcatch
this and itgets people to stop and read thatlittle box which then hopefullythat
stuffgets them back to reading allthe otherdetails.

A rm and:In factthatIuse thaton the (inaudible)site Ihave one.Ihave one
towards the end ofthe page.Itdoesn’tsaytim e outbutithas a stop sign.

John:O h yeah,itsays Stop and som e sayW arning.You have to think ofwhat
willm ake people stop in theirtracks to read som ething.Ican guarantee ifyou are
driving down the road and you see a warning sign with som e sm allertext
underneath,you are going to wantto know whatthatsm allertextsays.Itcould
say,sink hole up ahead orsom ething.

Som e otherthings you can testare subheads throughouta sales lettersince we
are talking aboutsales letters.Since people scan,you need to have subheads
like large texteveryso m anyparagraphs.And those subheads need to be
som ewhatintriguing and interesting so thatifsom eone is scrolling down the page
justscanning often tim es looking fora price theym aysee som e ofthis larger
text,itm ayinterestthem and itm aydraw them back in to the sales letter.So you
m aywantto testdifferentsubheads.

A rm and:O n the subjectofsubheads,one ofthe things thatI’ve been using a lot
recentlyin m yrecentsales letters is thatI’ve taken the subheads,and m any
people use a one ortwo line subhead,I’ve taken and tested this and found thatit
works effectivelyand that’s to take a com plete headline as thatsubhead in
describing thatnextsection thattheyare going to read next.Because in m y
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opinion,a sales letteris com posed ofabout6-7 differentm inisales letters and I
referto those as chunks.So you have these little 6-7 little chunks atyourwebsite
and each topic ofhow you are breaking itdown it’s a differentsubjectorhot
button.You are trying to get5-6 m aybe 7 differentm ajorhotbuttons throughout
the sales letter.So the subheads kind ofintroduce thatnextlittle section foryou.
It’s been working veryeffective and again I’m putting itin red.

John:It’s a transition to keep them reading.So you testdifferentones to see
which one gets m ore people to read and then go to the orderform .

A rm and:Here’s anotherthing thatI’ve tested recentlyand it’s probablythe
biggestbreakthrough thatI’ve had this yearas fara sales letterand tracking
goes.It’s these little places we called actions thatsayclick here to do this or
howeveryou m aystructure yoursentence and whatitis it’s a hyperlink either
directlyto yourorderpage orit’s a hyperlink to the bottom ofyourpage where a
person m ayfillouta form and things like that. So itjustoccurred to m e one day
thatIwould testthis to see ifitworks.And whatIdid was Ireplaced thatlink with
a button.Ifyou click thatbutton iteitherA.takes you to the orderform orB.it
takes you to the bottom justlike italways has before exceptIput ita button
because people are trained to click a button iftheysee it.

Here are the results and Im ixed up the sales letterwith both buttons and links to
find outwhich ones are going to be m ore effective and Ihad severalofthem
spaced outthrough the whole place and whathappened was the buttons thatI
used as hyperlinks,the buttons had three tim es m ore click thorough than the
actuallinks.That’s a prettybig difference.Im ean this is som ething thattakes
literallym inutes.Again,everything we are talking abouthere takes 5 m inutes or
so.

John:Yeah,Im ean how m uch tim e does ittake to edita htm lcode to turn a link
into a button,60-120 seconds orsom ething like that? Itdoesn’ttake verylong at
all.That’s the poweroftesting stuff,tracking stuffand trying stuffout.Ittakes
literallyseconds butyetthe return can be m onum ental.Itcould be huge m oney
we are talking aboutifyou change som ething and itgets m ore people to click or
do whatyou wantthem to do.It’s big m oney.

And ifitdoesn’twork,you can always fallback on the lastversion you had.
Because som e people getconfused and are like,wellwhatifyou screw up the
one thatwas working? Itdoesn’twork thatway.In directm arketing we call
whateverthe currentbestversion is atanygiven tim e is callyourcontroland you
are constantlytesting new versions againstitto beatit.Ilike to think ofitlike
whateverwebpage you have currently,even ifyou’ve nevertested itbefore,or
you have tested itbefore and itgets the bestresults outofthe testorwhatever
the case m aybe,Ilike to callitthe heavyweightcham p.You are constantly
setting up these fights with the heavyweightcham p,who is the nextchallenger?
So I’m going to create the sam e webpage so I’m onlygoing to change thatlink at
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the bottom to a button thatgoes whereverthatlink wentand I’m going to send
everyothervisitorto those pages and we are going to see ifthe challengercan
take outthe cham p and produce betterresults.It’s kind ofa fun wayto think ofit.

A rm and:That’s the thing;you can’tbe scared ofscrewing itup because
honestly,you reallycan’tscrew itup.You reallycan’tm ess itup,that’s the key.
Because ifittotallybom bs out,you justdo like John said and go back to the old
version so it’s nota big deal.You have to go outon thatlim b and testnow and
then.Ithink on alm osteveryone ofm ysites,I’m testing som ething now.Itm ay
be som ething m ajor,itm aybe som ething sm allbutI’m testing som ething usually.
Itreallydoesn’ttake a lotoftim e and itdoesn’ttake a lotofeffort.The pointis,if
you know,and you’ve probablyheard people talk aboutthis probablyas long as
you have been m arketing on the Internet,whynotm ake the decision to go ahead
and trysom ething differentand see the results are.

John:Ilove this stuff,and this is whyIem ailed you and said,heyletm e geton
this callwith you.Ilove this topic.Ididn’talways used to love it,testing and
tracking things because itcan be a bitnerdyand you are like a m ad scientist
testing and allthis stuff.Here’s the analogythatfinallysm acked m e up side the
head Arm and and m ade m e realize whywe should do this atall.W hen Ifinally
realized thattesting stuffon the Internetand trying new things and creating a
response,itcreates one thing forus when those tests work,itgives us a pay
raise.In yourbusiness itgives you a payraise.I’m going to give m yselfa
prom otion;a payraise when Istarttesting and itworks.And when you see thatit
works,you are nevergoing to wantto stop testing because you are going to want
to constantlytestto give yourselfthatpayraise.Like Isaywhen Iteach people,
“give yourselfa payraise each week”. W ho wouldn’twantto give them selves a
payraise everyweek? You can do thatifyou testand track yourbusiness.It’s
easy,it’s fun and that’s the reason to do it.

A rm and:The thing is,and John Iknow this has happened to you,when you start
testing,you startgetting curious about,wellItested thatand thatgave m e X%
increase as faras m yincom e,wellletm e testthis too.And you starttesting
things thatalm ostseem ridiculous.Forexam ple;John Iknow you’ve tested
background colors,fontcolors allkinds ofthings. I’ve tested stupid things justfor
m ycuriositylike sublim inalm essages.Iwanted to see ifIputthese things in little
lightletters you willwantto click here and buy.And here is the resultifanyone is
curious;itwas like 1-2% increase butnothing worth the tim e.Itwas kind ofneat
and Ifeltgood abouttesting it.Butsom etim es the sm allestthings like changing a
link to a button oradding words orchanging the colors orsom ething allthe
sudden you realize that’s a prettym ajorincrease.And noteverything willbe a
m ajorincrease buteveryonce in a while,you’llgetthis idea and testitand it’s a
m ajorincrease.W hen Isaym ajor,I’m talking things thatare over50-100-200-
300% which the incom e thatcan be produced from thatcan be som etim es
thousands ofdollars.Ifyou’re site is big enough,som e people can have m aybe a
$10,000 increase on a m onthlybasis justbym aking one m inorchange.W hich
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seem s like a lotofm oney,which itis butallbecause theytook a few m inutes to
change som ething on theirwebsite.Testeverything and don’ttake anything for
granted.W hatworks in one industrym aynotnecessarilywork in another
industry.And how do you know? You have to sim plygo ahead and testit,track it
and see whatthe results are.

John:That’s the onlywayto reallyknow.

A rm and:Anyclosing com m ents John?

John:No,justifpeople are listening to this and are reallyserious aboutm aking
the m ostm oneytheypossiblycan--justa quick m ention here,I’ve had losing
projects,sites thatwere losing m oneynotm aking m oneythatbyim proving a few
things on them ,turned them into winners,turned them into profitable m oney
m akers.Thatm anypeople would have justabandoned them butbecause Itest
things and track things because Ilike to give things a fairchance,Ispenta few
m ore m inutes and byliterallychanging a few things,Ichanged the response
rates and turned itinto a situation where itstarts to m ake m oney.

M yfavorite word in Internetm arketing is m om entum . Because no m atterwhat
levelyou are attoday,3 m onths from now,6 m onths from now,ifyou do things
properly,yourbusiness willbe m uch bigger,you’llbe getting m ore traffic,m ore
sales,m aybe you willhave m ore products,oryou willbe m aking m ore affiliate
com m issions orbe building biggerem aillists butyou build thatm om entum .
W hat’s greataboutitis success in this business becom es exponentialbecause
as you grow yourbusiness,you getm ore traffic,when you test,you gettest
results fasterthan otherpeople,so you can testthings & know things in a day
thatittakes m ostpeople a week ora m onth.So you can testm ore things faster
so againstyourcom petitors,you are constantlyim proving ata pace thatthey
can’tkeep up with and theywonderwhyyou are able to pay50 cents perclick on
som e keywords and theycan onlypay7 cents to break even.So it’s very
im portant,this testing and tracking,ifyou are reallyserious aboutm aking a lotof
m oneydoing this orreallym aking m oneyatall,that’s basicallywhatitcom es
down to.You’re an idiotifyou don’ttestand track because that’s where allthe
m oneyis m ade.Allthe m oneyis m ade with testing and tracking yourresults,
period.That’s it.You think ofitjustlike a video gam e,that’s how the gam e is
played.In orderforyou to geta biggerscore and m ake m ore m oney,you have to
testand track.

W hat’s greataboutitis with allthis technologyand the scripts like DynaTracker,
like we m entioned before and those otherprogram s,itdoes itallforyou. You
don’thave to do anym ath,you don’thave to break outthe calculator,and excel
spreadsheetand situp until4:00 am crunching num bers orhiring a CPA to do it.
These software products,what’s dynatracker,a couple hundred bucks?
W hateveritcosts,you buyit,installin on yourserverand itwillrun unlim ited
num beroftests.M illions ifyou setitup thatwayforyou and itwillcalculate all
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num bers and justsayhere look goofyhere’s which page m ade you m ore m oney,
whatdo you think ofthat.

A rm and:That’s the key,you do itjustonce,and you don’thave to do itoverand
overagain.It’s justone tim e,you setitup and it’s there.Then to create a new
cam paign,itreallytakes justa few shortm inutes.John said itreallyelegantly,if
you don’ttestit,you reallyare an idiot.

John:I’m saying thattongue in cheek,I’m nottrying to insultanyone either.

A rm and:O fcourse butthe thing is,Itotallyagree with itbecause whywaste
yourtim e? You’ve decided rightnow thatyou are going to have a business on
the Internet.W ellyou can run around and you can playatitand afterso long it’s
no longera business,it’s a hobby;it’s justsom ething you do to pass tim e.Then
allthe sudden when you startm aking m oneyon it,it’s a business.To continue
thatbusiness,to build thatbusiness and to transform from a hobbyto a business,
you need to find outscientificallywhatworks and whatdoesn’t.It’s notenough to
say “wellitdidn’twork orIthink itworks better”. Iwas talking to som eone
recentlyand theywere telling m e whata greatcopywritertheywere and m y
question is always “how do you know you are a greatcopywriterunless you’ve
done yourtesting and tracking?” M ichelFortin to m e whatm akes him a great
copywriteris because notonlycan he tellm e thathe did this butwhyhe did it
and whyitworked.And notonlyhim selfbutalso his clients testwelltoo.To m e
thatm akes M ichela greatcopywriter.Because he knows whathe is doing not
from a guesswork pointofview butfrom a scientific pointofview.This business
is notguesswork,ifyou think it’s guesswork then you are doing som ething totally
wrong.

John:You are m aking itm uch harderthan itneeds to be.

A rm and:Yeah.W hytryto guess? W hynotjusttestand track and letthe
num bers tellyou? The num bers willtellyou everything there is to know about
yourbusiness.Itwillalso tellyou how to im prove yourbusiness ifyou justlook at
the num bers and watch what’s happening on yourwebsite.W atch yourvisitors,
watch where yourvisitors com e from .Forexam ple,you can getinto a testwhere
you have som e specialscripts written where you can trackvisitors justcom ing
from Yahoo.

John:So Arm and,letm e ask you justhypothetical.Let’s sayIrun an Internet
business,itdoesn’tm atterwhatthe m arketis because these techniques,colors
and things work across differentm arkets.Som etim es theyworkthe sam e,
som etim es theydon’t.W hatthe pointis is the value here are the results,these
tests you run,the results you get,this gotm ore,this gotless.Thatwhole
“Congratulations you won” thing.People go trythaton anym arketeven ifit’s that
gardening site exam ple thatI’ve been using and itwould probablyincrease your
response.
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IfIhave a business overhere atm yplace atm yhouse in Florida and you have
yourbusiness in North Carolina and you’re testing som e things and you’re testing
som e things.Do you think each ofus individuallycould m ake m ore m oneyin our
businesses ifwe shared ourresults with each other?

A rm and:Absolutely

John:And whyis that? Because you m ayrun a testthatIm aynothave tim e to
run ordidn’tthink ofrunning?

A rm and:Yeah,you didn’tthink ofitorvise versa and allthe sudden I’m
leveraging m ytim e.And thatbrings up an im portantthing too.Thathypothetical
scenario is actuallya true scenario because Ido (inaudible).

John:That’s true and that’s the difference thatwhole leverage thing,and
leveraging those results.That’s the difference in people who m ake a heck ofa lot
ofm oneyon the Internetand people who struggle.Ipersonallydon’tknow any
Internetm illionaires and Iknow a bunch,Idon’tknow anythatdon’thave that
down pat.Thattheydon’tknow quite a few people thattheyare friends with that
theycan share testresults with.Itdoesn’tm atterwhatm arkettheycan sellstuff
to because itcan applyto anym arket.

M ostofthese tests applyto anym arketso that’s whatpeople need to
understand,thathere is yetanotherreason whypeople need to go to the big
sem inaris to network with otherpeople.It’s like this,ifyou are trying to be a
doctorto be the bestdoctorthatyou can be you need to surround yourselfwith
otherdoctors.Because theycan say,heyItried this new scalpeltechnique in
surgeryorItried this orItried thatand itworks betterand you can leverage the
tim e,experience and patients ofallthose otherdoctors thatyou can do things in
a m atterofdays thatnorm allywould take you m onths oryears to do on your
own.There is no exception when itcom es to Internetm arketing it’s the sam e
way.So ifyou are sitting athom e listening to this callIdon’tcare ifyou m ake
$100,000 a m onth or$10 a m onth on a sm allsite thatyou are justplaying with or
you have a site thatdoesn’tm ake anym oney,ifyou are notactivelytrying to
m ake friends with otherpeople thatare also trying to m ake m oneyon the Internet
doing the sam e types ofstuffeven ifitdoesn’tcom pete with you,you are outof
yourm ind ifyou are notoutthere activelytrying to m eetthese people,
m asterm ind these people,stayin touch with these people,be able to callpeople
on the phone orem ailpeople and say “heythis is som ething Ijusttested recently
and this is whathappened” have you tested anything recently.

Im agine ifyou had 10 people thatyou could allon the phone and say,heyI’ve
tested this whathave you tested this week orthis m onth and whatare your
results? Those 10 people could give you ideas,one foryou notto testatall,they
could sayyou know Itested this and itcom pletelybom bed.The nexttim e you get
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a bunch ofhits to yoursite,foryou to tryto testthose sales,you don’twantto
waste thattraffic yetuntilyou geta lotoftraffic.So whatifyou had 20 people or
30 people,it‘s the sam e verypowerfulconcept.

I’llbe the firstto adm itthatthe reason I’ve been able to generate m illions of
dollars on the Internetand continue to do so everysingle yearis sim ple;I
leverage the experim ents and results because Internetm arketing constantly
changes,ofotherpeople who are activelym aking m oneyon the Internet.And
again,there’s no betterwayto getthatthan to go to a sem inarwhere it’s justfull
offorthree days hundreds ofpeople who are trying to m ake m oneythe sam e
wayeven iftheyare notcom peting with you.It’s verypowerfuland the leverage
thing is huge fortesting and tracking.

A rm and:You know folks,we’ve justspentan hourjusttalking,justtouching on
this topic because this topic can be broken down into so m anysegm ents.W e
didn’teven talk abouttesting and tracking on G oogle Adwords,we didn’ttalk
aboutallthese otherm inorthings thatyou can testand track and som e ofthe
techniques you can.Butyou know as John said,he gave a hypotheticalscenario
and itreallywasn’thypothetical,it’s a true scenario where you share other
people’s inform ation,you leverage yourtim e,yourenergybysim plynetworking
with otherpeople.And he m entioned finding people thatdon’tnecessarilyhave
to be in yourindustry,that’s totallytrue because Iknow people outside m y
industrythatIaskthem questions.Iask people m arketing differentproducts.I
m ean we m arketoutside ofthe Internetm arketing industryto severaldifferent
areas and we are testing thatas welltoo.You can do everything in the world with
yourbusiness butthe one things you can’tgetm ore ofittim e.Tim e is the key
and byleveraging yourtim e,you gain m ore.

John:W hatyou justsaid there aboutdifferentindustries,here’s an exam ple,I
know a friend who sells products to boxers,am ateurboxers orforsport.They
told m e the results ofa testthattheyran on one oftheirsites and Iapplied the
sam e type oftechnique doing the sam e thing to a site thatIhad in the baby
m arketand itincreased the response rate on the site thatwas selling the,in this
case itwas an ebook on babysafety.This on the boxing site,had nothing to do
with safety.Itwas com pletelydifferent.His m arkethad nothing to do with m ine
and the copyhad nothing to do with m ine butitwas a technique thathe tired that
people saw on m ysite and people responded in a positive waym ore than they
did withoutitbeing there.So that’s a good exam ple.W ho would have thought
that? So again the onlywayto getresults like thatis to m ake friends with other
people who are doing business on the Internet.

R ecom m ended R esources forTesting & Tracking
è  ProA nalyzer:http://aliceseba.com /proanalyzer
è  D ynaTracker:http://hop.clickbank.net/?bookm om m y/ctothaj
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