
Joshua Lisec - Hypnotic Copy: Use
Next-Level Persuasion to Sell More
with Ease
Jan Koch: [00:00:00] Hey friends. I am here with Joshua Lisec and we are
going to talk about hypnosis and hypnotic copy because we all want to sell more
with ease. And that is exactly what Joshua claims hypnotic copy lets you do.
He's a million dollar copywriter. So he knows what he's talking about. Joshua,
thank you so much for coming on.

Joshua Lisec: Jan, it's my pleasure to be here. Thanks for having me.

Jan Koch: Absolutely. Can you tell us a little bit about yourself and your
background in copywriting and hypnosis?

Joshua Lisec: Sure thing. Sure thing. So I have an unusual talent stack to to use
the term from Scott Adam, who popularized the talent stacking idea where you,
you take seemingly unrelated or at least rarely related talent skills, knowledge
basis, and, and kind of smash them together and to create something new that
you may not have seen someone happen before. So my background is primarily
as a, as a non-fiction book, ghost writer. I've ghost written more than 70 full
length non-fiction books, mostly for entrepreneurs, CEOs, a few celebrity books
here or there and there, and some memoirs. But more than just, [00:01:00] oh,
Hey, I write books.

What I teach my clients and what I do for them is work in advanced persuasion
techniques, into the. book and then with whatever we do to market the book. For
example, email marketing or sales pages or Twitter threads to market the book.
And one of those advanced principles, what advanced tools of persuasion is
hypnosis. Hypnosis is unlike what you may have seen on stage hypnosis, like
it's illusions or tricks or magic or anything like that mind control.

It's not really that at all. It is simply working with a subconscious mind to
change beliefs and behaviors. And if you're an author and you're writing a 300
page or 200 page book about your ideas, well, you want people to buy them.
You want people to believe them. Yeah. And then you want them to act
differently.
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And that's true with an email, maybe you're sending a marketing email. You
would like people to believe that they ought to read the entire email and then
behave in such a way [00:02:00] as to go and buy the thing that you're
marketing. So hypnosis usually used for like weight loss and stop smoking and
sleep better and be anxiety free and overcome childhood trauma.

Those sorts of almost like clinical opportunities. It is fantastic. Applied hypnosis
is it's fantastic for let's say next level persuasion in a marketing context, in a
copywriting context.

Jan Koch: This is super exciting and I'll be honest, but I first read about
hypnosis and hypnotic copy, I was like, see myself swinging a pendulum in
front of the camera. I was like are people really interested in that? And I think
there's so much confusion around the topic. So if I summarize what you just
said, it's essentially just a technique to get people to do something that you
would like them to do because it's in their best interest. So I assume it's super,
super important that when we use these tools, we always come from a
perspective that we want to help people rather than just selling our services
[00:03:00] for the sake of selling them. We wanna make sure that we can
actually help our audience and deliver on our promises.

Joshua Lisec: 100%, 100% It's belief that this is going to work, that this is the
person for me, and it's going to be worth the investment to, to make it happen.
Which your typical push marketing hardcore scarcity nine left, 30 minutes left,
sort of nonsense just does not convince people. You might get a few people who
are going to buy it anyway, or, or, or people who are as we affectionately called
them on Twitter, broke boys to, to try to eat into your thing. But it's not going to
be a best persuading. It's like we are best persuading a tactic.

Jan Koch: Yeah. So how do we actually use this? Let's say, I, I am an average
show bloke. I'm running an info product business. Maybe I sell some courses
and I sell some mentoring services. And I have my email list, which I am
growing through a blog and through YouTube and Twitter. And then somebody
signs up to my email list [00:04:00] and I want to familiarize themselves with,
or familiarize them with myself and eventually sell them or get them on a sales
call.

What's the first step in using hypnotic copy.

Joshua Lisec: Yeah. Yes. So there is a, seven part template, seven part structure
for how to write hypnotic copy. And this works for Twitter threads. This works
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for blog posts. This works for, for emails as well. And any written content. This
works exceedingly well.

So the first of the seven points and the one that you're talking about is your very
simply hook. It's the reason to pay attention. For emails, this is a subject line, of
course. And people open up the subject line and they click the subject line. Oh,
that sounds interesting. That's gonna be useful. That's gonna be exciting.

Oh wow. That's unexpected. Usually the best thing is unexpected. I wasn't
expecting that. That does not look like boring marketing email, boring
marketing, boring marketing email, and then they see something that is, oh,
wow, I didn't expect that. Right. Because if you imagine the, the, the fishing
metaphor [00:05:00] with the, with the hook, right.

The hook is that sort of thing that a, a fish would expect to see , as they're
making you break through the water, right? It's a little metal object. That thing is
not like the others. And so what are marketing emails in your industry like? Be
the opposite of that and this, this sort of contrast works ridiculously well, in
every part of your brand. Everyone else is talking a certain way. You talk
differently. Wow. I, I, I noticed it. So your hook has to be something that gets
hit. It gets, you noticed, be, be the opposite of what everyone is saying. If you're
going to write a usual email, like Hmm. 90 minutes left or Hmm new blog posts
published. Well, what's the blog post about? Okay, well, what's the opposite of
that. What's the opposite? Think in terms of this is not going to be looking like
anything in the inbox, in terms of an email marketing perspective, that's your
subject line and that's your hook. That's the reason to click that's the unexpected
bit.

Right? Any [00:06:00] questions about that Jan? Can we go to the, the second
one?

Jan Koch: Yeah. Well, often I, a little bit deeper into this because the subject
line is a super, super important topic. And I personally struggle myself a little
bit with it because I'm not a native English speaker and thus I think it's just
mindset by copywriting.

I think doesn't come easy to me and I always overcomplicate that stuff. So let's
say for this virtual summit, for example, is running August 8th to 12th on 12th
when the card closes, I wanna send an email, obviously with just as you said,
two hours left or 30 minutes left to grab the replays, blah, blah, blah.
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How would you put that into an opposite? So the offer would be a membership
area. People buying the replays and getting about $6,000 worth of bonuses with
email templates and automation and blah, blah. How do you phrase that? As in,
as the opposite to 30 minutes left before this offer runs out?

Joshua Lisec: So I saw an email for someone else who's doing an, an in person
summit here at where I live in Ohio.

And he did a masterful [00:07:00] masterful job of this. So he had in brackets
on his subject line. And guess what? It was one of those early bird bonuses are
expiring in two hours type of an email, right? Yeah. Similar to what you're
describing. And he did have in bracket something like two hours left. . And so
that was like the very first thing, like, okay, this is, this is time sensitive.

So you probably wanna open this, that sort of information is helpful, but it is, it
said something like two hours left. Now here's what is important to know?
What's important to know is that the person I'm describing has a, has a shaved
head, some similar, similar type to right. And that's kind of people who know,
okay.

Is shaped that right. Two hours left rest of the subject line said I have blue hair.

two hours left. I have blue hair.

Jan Koch: It's brilliant.

Joshua Lisec: Everyone else in his industry would say two hours left buying
out.

Jan Koch: Yeah. Don't miss out or something like that.

Joshua Lisec: yes. And everyone else in his industry tries to be salesy and tries
to be, oh, we're also Hoit to, and so [00:08:00] he wanted to be the opposite of
that, which is just funny.

And guess what? You open it and when you see picture its a picture of him with
blue hair. And he said, Hey, , I, I wore a red, I wore like a red, white and blue
outfit for, for independence day here in the, here in the us. And we were like,
kids, I put on a blue wig. Here's, here's, here's a, here's a picture of it. And
they're like and he, he didn't say, oh, and by the way, ha, ha ha.
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What a segue, the thing expires tonight. He, he, he didn't do that. He, he, he, he
made it like, make sense of it. And he was talking about like, Hey, , while I, I
was working this weekend, I, I guess that'd be funny if I kept, if I kept the blue
hair on like the uncle Sam, US patriotic costume on while working today.

So here I am wearing my blue hair while working on this email and sending
now that about blah, blah, blah, blah. Right. So it was, it was a, it was a, at least
a transition. So it wasn't like completely made up. It wasn't made up at all right.
Maybe he made it up, but he, he has at least picture of himself wearing the hair.

it's a hook. Yeah. It's very different from just the facts. This thing is expiring.
You should [00:09:00] buy it $6,000 of value. Yeah. That's what everybody else
would say. Right?

Jan Koch: That's that's very interesting.

Joshua Lisec: Be as opposite of everyone else as possible. Be the little shiny
silver in a sea of seaweed because if all people see if all the fish see is seaweed,
then you're gonna look like seaweed and they're not gonna pay attention to you.

Jan Koch: Yeah, and I. Sorry to interrupt. I just wanted to say one thing that
also immediately becomes clear as we are talking is it's okay and it's good to
have fun with those emails. I think too many people just come from the ROI
perspective and think about, okay, which copywriting technique can I use to
make the most money out of this email?

And I'm guilty of that too. I wanna make money from my email list and I'm
being a German. I'm not probably the most funniest or the most spontaneous
guy you'll ever meet, but it is important to let that personality of ours shine
through. So may, maybe that's something we [00:10:00] can definitely leverage
here in this situation.

Joshua Lisec: Yes. Personality being, being interesting and even doing it,
clumsily is better than what you would've done before by what you would've
done before. And so when, whenever I write an email. I don't like writing
marketing emails. I like surprising people with, wow. I did not expect to see an
email like that come across my inbox where it's creative.

It's it's a hook. Cause that's the first, most important thing is you have to get
them to want to pay attention to it. Otherwise, like if they're not, if they're not
tuned in, if they're not keyed in well, what's the point, ? that's, that's no fun. It's
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no fun at all. ? So I, I, I just pulled up some of my emails and I looked at some
things that I've that I've got that are kind of interesting, like what happens next?

Right. So I did a, I did a video in which I interviewed someone who mentioned
in the interview. And this is, I'm talking about the interview that I did. And I
want people [00:11:00] to, to click the email and listen to the interview, watched
the interview. And in the conversation I could have just said, watch my
interview with such and such person.

That would be just the facts, right. They don't care. Who is that person? I don't
know that person watch my interview. Why? I don't know, like there's no reason
to click. Yeah. It's just seaweed. All marketing emails are just seaweed. You
have to look different from the seaweed that the fish are going to see. Now there
was a fun line inside of the interview in which the person that I was
interviewing told a quick story about Tony Robbins. And Tony Robbins, the, the
kind of the personal development guru, the personal development guru and in a
conversation that he had had with Tony.

And I thought, oh, that's interesting. And so the subject line is for that email,
Tony Robbins told me I needed two.dot. Neither what, what? Right. You're
clicking that because everything. Yes. I wanna learn more about that. Another
one, a [00:12:00] fantastic case study. Somebody earned almost 1 million US
dollars from one of my courses, applying it to a project of his, like a single
project.

And so the subject line is 900 K from a $99 course. Yeah, you're doing the math
in your head, like, oh wow. I would a return. That is right. It's interesting. The
typical seaweed sort of an email, would've been new testimonial. Look at this
testimonial new course testimonial by this course. Boring.

Yeah, nobody cares. Right. Another funny one that I did is a video - typos lower
book sales question, mark. We're like. what? It has it sort of curiosity. You have
to learn more about it, right? You, it, it sort of, they have to learn more effect.
They have to have to click it, have to pay attention to it. And that's really what
we're, we're getting.

And sometimes that could be on a boring topic. So for example, I talked in a
video [00:13:00] that I wanted to share with my. I was talking about what's
wrong with the usual advice about like picking a niche. Right. I could have said
don't pick a niche, do this instead. That sounds like a marketing email.

Yeah. That sounds really boring. Doesn't it? Doesn't it Jan?
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Jan Koch: Yep.

Joshua Lisec: So what I did instead is I said, why pick a niche is vile advice.

Jan Koch: nice.

Joshua Lisec: Whoa, that's a little extreme there. Josh, better click that email.
See what he has to say. Now of course, I, I backed it up and explained why.
That's the case. But in any case, that's the point and another one, another email,
one of my favorite subject lines of all time is you'll block me for this.

for what? Go for what?

Jan Koch: That that's a high risk though, because I'm German. I would've
blocked you just for reading that email. Just for reading the subject line. I
wouldn't have opened the email.

Joshua Lisec: Yeah. I've had people block me but it was worth it, cuz I don't
because people who are gonna be offended by that, eh, , maybe, maybe not be
the right fit for, for my friend.[00:14:00]

Jan Koch: That is so cool. Thank you for sharing those examples. Now that's
step one, writing an interesting subject line zigging when everybody is zagging
or, or what, what they're saying is being different sending out. What's step two?

Joshua Lisec: Yes. So once you've put the hook out there for your, your, your
email, the thread, the, the, whatever is you have to tell people why this is
relevant for them.

And you focus on the problem. What is the problem? What is the challenge?
What is the situation that they're, that they're, that they're dealing with? , so I did
an email a while back in which I talked about the problem of trying to write the
book, write a book yourself. Cause I'm gonna ghost write it, try the problem of
writing a book yourself as cheaply as possible.

And a lot of the mistakes that are that, that you make along the way. And I think
the very first line of the email was something like if you wanted to write a book
for years and still haven't finished yet, this email was for you. Oh!

Jan Koch: I see.
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Joshua Lisec: Lot of people to identify, oh, I need to pay attention to this. He's
talking about me. [00:15:00] So in your opening line, in your opening paragraph
of your email, this would be like the, maybe the first or second tweet in your
Twitter thread in the first chapter of your book, right? What is the problem that
you're going to solve? What's what's the reason for it? And this could apply to
the, every industry, right?

Jan Koch: Yeah.

Joshua Lisec: Health, wellness, sports, like, why should someone read? Right.
Think of the acronym with them, which is what's in it for me. What's in it for
them, really? What is the problem that this email is going to help solve? And
speaking of that right out of the gate, so people can consciously say, oh wow,
this is for me.

I'm I'm listening now because what we want to do is we want to lower
resistance to change, lower resistance of change. That's part of the hypnotic
process is lowering resistance to change. And having there be not just
willingness, but enthusiasm to embrace a new reality. So what you must do is to
get, get people [00:16:00] to consciously desire and therefore allow, allow new
beliefs and new behaviors to be implanted in their mind.

They have to want this. And this is why people will say hypnosis works if you
want to. Persuasion works if you want it to. The new behaviors, the new beliefs
you can adopt if you want it to happen. Otherwise, oh, by the way, you should
really come check out this List Building School virtual summit.

Well, what's the problem. Okay. So Jan, you're gonna send an email. It's gonna
say two hours left. See my blue hair and then the . Okay. Maybe, maybe, maybe,
maybe not, but in that email or whatever email is, what's the problem you're
speaking to? Contextualize by this is important. Oh, okay. I better read more.

Jan Koch: Yeah.

Joshua Lisec: That's all you have to do with the problem is, oh, I, I should read.

Jan Koch: Yeah, this is so interesting. And I can already see me giving my
daughter blue hair and putting a picture up from her, into the email. [00:17:00]
that will be really mean. No, but I see the point is you have to make sure that the
people reading your email, understand that you understand their situation and
there's this level of empathy and connectiveness going on between you and the
reader. And for that email, I could say something like if you are struggling to
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monetize your email list or to build, build a profitable email list, here's why you
should pay attention. And then I could give them some examples of lessons
shared from the sessions like being clumsy is great.

One, one of the lines that you just dropped, which I just note down for, for my
email, that's going out today in the newsletter. And I, I would just emphasize on
why the topics covered by the, speakers are important to any online business
who's using email marketing to drive sales.

Joshua Lisec: That's close. I want to come back to how you talked about the
problem. So how you [00:18:00] talked about the problem is essential. Another
principle of hypnosis is using language that a five year old could understand,
right? Because give or take a few months or years, each of our subconscious
minds. As we age from infancy and become toddlers and whatnot, and young
children, like obviously the conscious and subconscious mind, but they both age
together, but something happens right around age five where the unconscious or
the subconscious mind, whatever you wanna call, it stops aging and the rest of
our mind grows.

And so the, the urges, the desires, the communication that we have at five years
old, the root of our beliefs, the root of our behaviors are all there. If you were to
find out why someone believes something or acts a certain way and you get the
truth, they're going to answer with it like a five year old would.

So they're gonna say, so why do you, why do you drink so much and they're,
and they're gonna lie. Oh, , this happened and on this trauma and that trauma
and [00:19:00] anxiety and blah, blah, blah, but really why you drink so much
alcohol? They're going to say like a five year old would. Because I like how it
feels when I have too much.

Jan Koch: Yeah.

Joshua Lisec: That's how a five year old would answer that question. So all
truth could be understood by a child be spoken like a child. Right. So speak
when you're, when you're talking about anything, be it the hook or the problem,
or the next, the next principles, write in such a way as a five year old can
understand it.

Five year olds do not use words like monetize.

Jan Koch: Right.
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Joshua Lisec: They don't use words like profitable. how would a five year old
describe the problem? They would say it like this. I send emails, but don't get
sales. I have a big list. They should be buying. Why aren't they buying? Is it the
email itself? Is it the call to action?

Do I just suck as a copywriter? Do I have a rat offer? You don't know but it's
gotta be something. See, that's how [00:20:00] you describe the problem in a
five year old. I have a four year old son. He could understand. What I just
described about. Cause he knows about emails and sending them and making
sales and things like that. Right?

Now, one of the reasons why we want to speak to the subconscious mind, the
level of subconscious mind is because when we scroll through our devices,
when we're scroll through our screens, we are putting ourselves into a trans.
Every time you scroll through your inbox or you scroll on social media, you are
in a trance.

And so meet them there in that trance, make it easy for them to understand.
Anytime the person has to lower, lower their phone and raise their eyes and say,
have to think, wait a second. I'm trying to critically understand what this person
just said. What does that mean? You lost them. So writing like a five year old or
at least that a five year old could understand.

There's some complicated words that a five year old could understand, like
defense mechanism, for example, that's one of my son's favorite keyword. One
of his favorite words is defense mechanism. Including animals and whatnot.
[00:21:00] So it's not like you have to use one or two syllabic words, words with
one or two syllables.

It's very simple words. It's not about that. It's about the child can understand it.
Another thing is another hero useful heuristic for hypnotic writing is can
someone visualize this? So you were just used the words literally is your email
list not as profitable as it could be? What do you see in your mind's eye?

Nothing. literally looked like if it were a tree, what would it look like? I don't, I
don't know. Like I, I look out and I see, I see my land. I see a cherry tree. I see a
Creek. I see a bucket my son was playing with down by the Creek. It has a hole
in it. It's leaking out rainwater.

So you, in your mind's eye, you just imagined a cherry tree, a Creek, a bucket
with a hole in it leaking rainwater. Yeah. That is, that is an image I've just put
inside of your mind. And you're actually imagining people who are, who are
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watching this, listening to this. You're actually imagining that cherry tree, creek
bucket hole and rainwater.

[00:22:00] Profitable list. Monetizing your email list. You can't imagine this.
What do they look like? So what does a profitable email list look like before the
last email is done sending you received a payment notification.

Jan Koch: Yeah.

Joshua Lisec: That's what a profitable email list looks like. And so what are,
what are other ways that people know they have a profitable email list and
frankly you could do simply ask people.

What does it mean to you to monetize your email list? Maybe you could do a
survey, right? And maybe the hook could be questioned. You're something
could be questioned. What is the question? Is it, is it for me? Is it, is it
important? Is it, is, is it me personally? Right. So just question and then the
problem is people are emailing me, telling me that when they send emails, they
don't make any sales. They have a few hundred or a few thousand subscribers.

They feel like somebody has to buy. The price is too low for people not to buy,
but nobody's buying, they keep checking their inbox and they're not seeing
anything. See, so now you're describing the language [00:23:00] of a five year
old.

Jan Koch: Yeah. And everybody can, everybody can emphasize with that and
can put themselves in that position.

Joshua Lisec: Yes. Yeah. And what we're doing now is we're transitioning from
the second of seven principles of applied hypnosis to copywriting. So we had
hook, we had problem. Now we have agitation. The agitation is where you
really bring the pain of the problem to the surface and allow them to feel it.
Allow them to feel it.

So what's wrong with sending out emails and you don't get any sales and you
felt like it was perfect and you feel like, well, shoot, I thought that email was
perfect. I thought somebody had to buy, I just knew someone was gonna buy,
but they didn't. I got one person who emailed me back and they asked a question
about it.

And then somebody said, are the discounts and you didn't respond. This is
agitation. This is like, oh yeah, it is what happens to me. That's the kind of thing
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that happens to me. Right. So the agitation is how do people feel about the,
problem? Right. So the example of this was with [00:24:00] that. Here's what I
see.

I see a cherry tree. I see a Creek and I see the you're probably wondering why is
there a hole in that bucket? . There's rain, water coming out of that bucket. And
it kind of imagining that like how much rain water. So now we're going, we're
going deeper into that little simulation. So run simulations in your readers and
your subscribers in your customer's head. Run, little simulations that they can
see themselves in.

So use that sort of descriptive language as if you're writing a novel. So if you
think about yourself as a storyteller, as a fiction writer, and that every email is a
short story.

We could end the conversation right now, Jan. And that would be the most
helpful thing I've ever said on the topic. most helpful takeaways. Every email is
a short story.

Jan Koch: I'm glad that that happened at List Building School.

This is epic stuff though, because the, the problem agitated solution framework
is, has been out there for ages. And I've used it on tools like Jasper AI and
things like that, but [00:25:00] it never was put so visually into my mind to, to
say it that way. It never, never click like that. Like, what is it that you actually
do with these frameworks and how do you implement that?

And one, one thing that I realized when, when you were speaking is that.
Sending emails is just like any other art. You have to craft it and you have to,
you have to learn, learn the principles and refine and get better over time and
accept that the, the first 20 emails might suck. But then the 21st email might,
might be a little bit better.

The 22nd might be a little bit better. And you just have to set aside the time for
maybe spend an hour a day to write an email for 30 days and see how you
become better at this and how you can tell those stories and make people
visualize what you want them to visualize.

Joshua Lisec: Absolutely. Absolutely. And, and it's not just what to say, which
is important.
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Like you wanna say a hook and you wanna say what the problem is. You wanna
say the [00:26:00] agitation, but it's about how you communicate all of those.
It's how you describe those. And it must be se multisensory language. I mean,
what does it look like? How does it feel? Did you taste the joy? Did it smell
fishy? So we're speaking in terms of sensory language, right? Multisensory
language is essential for hypnosis because the subconscious mind can
understand and can, it can visualize that. Yeah. And, and really it's like that, that
Leonard de Carpio movie inception where you, he was entering into someone
else's dreams, the people's dreams and creating new revelations and beliefs that
they would have by entering someone's dreams.

Hypnosis is like that. H ypnosis is inception. Meaning you are creating an
experiences at someone's head that results in them, seeing something and based
on what they're seeing or what they're hearing or what they're feeling in that
little simulation, they now have a new belief, which causes them to behave
differently.

Jan Koch: Yeah.

Joshua Lisec: And this is why the clinical application of hypnosis is [00:27:00]
so effective for weight loss, even treatment of infectious diseases. From
illnesses from even paralysis using it because the subconscious mind believes
it's no longer paralyzed. You see?

Jan Koch: This is really powerful stuff.

Joshua Lisec: Hypnosis works in a clinical setting has not yet been even begun
to be tapped yet and documented.

but we're, we have some pretty wild anecdotes out there.

Jan Koch: I wish we had more time in, in this recording session. Joshua, I want
to be respectful of your time. We are already at the 30 minute mark. Now we are
at step three out of seven. Maybe you can talk for the last few minutes. You can
talk a little bit about how we weave CTAs into this, and then I bug you on
Twitter until we have a follow up call so that we can talk about this in more
detail.

Joshua Lisec: Yes. Yes. So the most important thing that we, that we get across
is that there is a certain, certain things you wanna say in the right order. And
you're right about the problem agitation solution. Those are three of the
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[00:28:00] seven elements. Those aren't one, two and three they're they're, two,
three, and four, and the seven part hypnotic persuasion sequence.

We wanted to spend a lot of time on the multisensory language and using the
language of that a five year old can comprehend that they can understand
because that's essential for everything in all communication that you put out
there. Be it Twitter threads, or be it emails or be it webinars, or be it live on a
sales call of people.

So to review. And we'll go through the remaining quickly, cuz they're going to
be similar to what you may have heard before may even be familiar, but they're
gonna be a little different from what you may have heard before. So again,
we've got the hook, which is how to make your subject line, not look like a
marketing email.

Be an anti-marketing email. If you go to your promotions tab in your Gmail
inbox, and you look at the type of marketing emails you get, someone must read
through your inbox, see yours and say, well, that's not like the others. That's a
useful little heuristic for what the hook is. And then the problem is identifying
from the very [00:29:00] beginning, what exactly you will help people resolve?

What challenge was the issue was the problem and using that multi-sensory
language. And as you do, you'll cultivate a sense of agitation. Like, wow, really
is bad. I wasn't thinking about it, but now that they've gotten deeper and they've
done that agitation, I feel really bad about it. and then there's the, solution, as
you're correct to point out.

We don't just wanna say list building school. We wanna say here's how list
building school is different from everything you've tried before. Here's how it's,
it's superior alternative to everything you've tried before. A useful way to
introduce your solution to describe it is not it's a video course.

It's a webinar. Okay. Cause everyone's done webinars. Everyone's done video
courses. What you wanted, the way you wanted to talk about your solution is
with this fill in the blank. Here is why this works when nothing else has. Boom,
mic drop.

Jan Koch: Yeah.

Joshua Lisec: That's how you talk about your solution. That's how you talk
about your solution, your product, your offer, your service, your course, your
software, your whatever.
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Here's why this will [00:30:00] work when nothing else has. Here's why this
works when nothing else has. And that's the, that's the fourth one. And then the
fifth is proof as in here's how, it works when nothing else has. Let me introduce
you to satisfied customer satisfied, customer satisfied, customer satisfied,
customer satisfied, customer satisfied, customer, satisfied client, satisfied client
over and over and over.

Right. And what I recommend is overwhelming social proof. Meaning people
scroll down the see of testimony. Oh, that's a, breath's a pretty good one. Wow.
That actually worked. They scroll down again. They see a screenshot. Oh wow.
That's 80% open rate? Wow. Oh, look at this an email to, to Jan from a
customer. Dude, I made $10,000 or I made 10,000 Euro or whatever from my
email. I have no idea I could ever make so much money from one email. I've
never made this much money on a single day before. This is so amazing. And
then they're like, oh wow, this works. And then they scroll down and what do
they see? Another testimonial, another one, another one, another one.

And they're just scrolling, scrolling, [00:31:00] scrolling. Okay. I get it. I get it.
It really, really, really, really, really, really works. That's the effect of the proof is
that it's there so people can skip it. Because, okay. I get it. I get it. I get, it really,
really works. That's how much social proof you need to have to prove the
solution to make people just skip it, because there's so much like, okay, I get it.

It works for everybody. I, I got, I got it. And it should be a little bit of an
annoyance, like, cause there's so much okay. I get it. I get it. I get it. And then
that's one proof that the solution that works when nothing else has actually does
work for everybody. So it just feels like, okay, I get it works for everybody.

That's the point of the proof. And then the sixth one is de-risk. De-risk meaning.
Well, yeah, but even if it, if it does work for me, does it, does it work enough
mean how soon is it gonna work? ? Is there, is there a money back guarantee? Is
there any type of a guarantee at all? Is there a payment plan to make this a lot
easier to de-risk it right?

So what, what makes it easier for people to say yes? It could be a money back
guarantee. It could. You'll be complete [00:32:00] satisfied with this or your
money back. A great one that I, I, before the first was done talking, I said, I'm,
I'm sold. You can stop talking. You can stop talking. Now I'm sold. Cause he is
continuing a sales pitch.
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He said, Joshua hire me to build these funnels for you. And I guarantee you will
earn between 500, $800 a day and take home pay guaranteed within 90 days or
whatever. Right? Like.

Jan Koch: It's decent money. Yeah.

Joshua Lisec: Nope. Talk about de-risk right? Yeah. So it's not about
necessarily a guarantee.

It's what, what makes it easier? What makes it feel like? Oh, okay. That's not so
hard, right? That's gonna be easy. That's the sixth one. And then the seventh
one, as you pointed out earlier gone is the call to action. And don't just say, buy
now, sign up here. It's click right here. You will see a page, which has these
fields on it.

This is what the form looks like. Remember we talk about the multisensory
language, show [00:33:00] people with screenshots, what happens next, so that
you remove all that last doubt of they know exactly what that behavior is that
you're asking. They can see themselves following through it before they even go
anywhere.

This is essential. And a lot of people missed this step. They just say, go buy
now, buy today, pick your payment plan, right? You actually want to use visuals
with screenshots to show exactly what happens every step of the way, think of it
like a tutorial for a software, right? And they have the screenshots of what the
steps is to fill out the form that would be in the FAQ section of the website for
the software of how to actually use it, think in terms of that, because you want
people to do it.

So if we're gonna zoom out, we've got the hook, the problem, the agitation, the
solution, the proof, the de-risk and the action. Use multisensory language. What
does it, how does it look? How does it feel? Does it leave, a bad taste in your
mouth? Does it smell a little suspicious, but little fishy [00:34:00] and can a five
year old understand what you're talking about?

If you're to explain it to them? That is hypnotic persuasion, in print. This is

Jan Koch: brilliant. Joshua. I'll definitely invite you back for another more
comprehensive session on top, on the points. Four to seven. Everybody
watching. I've linked all the details to Joshua's profiles and websites and stuff on
the session page.
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Make sure you give them a follow check em out. Thank you so much for being
here.

Joshua Lisec: My pleasure, Jan. Thank you so much.
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