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In this Sales Page Swipe File I’m going to be breaking down some of my most 
successful sales pages over the last couple years so that you can see the formula 
I shared in your training guide, in action. 

I’ll be walking you through the same 5 step formula I shared in the training 
guide, so be sure to review that guide as well for additional support and 
clarification 

Step 1: Describe the problem that your ideal client is going 
through in THEIR WORDS. 

Below is a screen shot from a 6-week tele course I hosted on how to master 
sales conversations: 
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Let’s break this down a little further, we want to describe the problem that your 
ideal client is experiencing in their own words. 

The main problem that my ideal client who I was targeting this specific program 
at was the stress of sales conversations, so I touch directly on that pain point 
right from the beginning by using words and phrases like:  
 
“Nothing can create more fear and dread than the though of sounding pushy 
and salesy.” 

This is one of my ideal clients main fears, that if they go the extra step to 
support a potential client in signing up for their offer that the client will judge 
them as being pushy and will tell everyone how salesy they are. I attract heart 
centered and often spiritual entrepreneurs who are terrified of being seen in this 
way. And this fear stops them from closing the sale with clients who want to be 
sold to. 

Everywhere you see a red arrow below is highlighting a sentence where I’m 
connecting with the pain point of my ideal client.  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Step 2: Share what life would be like with this problem 
solved — that you not only know how to help them solve it 

but you’ve been there. 

After you’ve connected with your audience’s pain point, you’ll have their 
attention and they’ll know you’re speaking to them. This is where you can build 
a deeper connection by sharing your own story or transformation and show 
them that: 
1. It’s possible to overcome this problem 
2. How great it feels once you’ve moved past it 

After I’d learned how to have a powerful authentic sales conversations (which is 
what I was going to be teaching in the program that this sales page was for) 
“everything changed for me”. I want my audience to know what it’s like once 
they take the next step forward. 

Once I’d solved this problem (not being able to close sales) I felt like and 
celebrated all the areas where the red arrow is pointing.  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Step 3. Share your program, why it works and build up 
credibility. 

At this point you’ve connect with your audience through their pain point, shared 
that it’s not only possible to overcome this problem but how great things could 
be once they do so, and now it’s time to share how they too can have the 
transformation that either you or your audience, clients, etc. have gone through. 

This is where we introduce your offering!  
(Side not: If I were to offer this program again I would make the program name 
‘Finally Free’ more specific to what I was teaching, it was a little too vague — but 
the page still worked because of the copy.) 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To start to build credibility with the audience you can do a couple things: 
- Share results that you have seen for yourself once you’ve made the changes 

or adjustments you’re going to be offering during your course 
- Share client’s results in the form of testimonials to show what happens after 

someone works with you and implements what you’re recommending 
- Share colleague/mentors testimonials to show that you can be trusted to do 

what you’re offering to teach or guide your clients on 

In the below copy you’ll see that I share my own results as well as photos of my 
travels to show what like has been like after I mastered sales conversations and a 
phot of me with one of my mentors, 7-figure business owner and coach Gina 
Devee, to give me additional credibility.  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At this point in the sales page I start to share the Benefits of signing up for 
this course. These are the specific outcomes that a client can expect to 
receive or achieve during this training. 

Share the Benefits first, then go into the Features of your offer such as: 
how many sessions they’ll receive, resources, bonuses, etc.  

Your audience is more interested in the Benefits than the Features. 
Potential Benefits and Outcomes of a program is what inspires us to make 
a purchase.  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Once you’ve shared the Benefits you can shift into explaining the Features of the 
program and any Bonuses as shown below.  

Then it’s time for your Call to Action!  
To offer the potential client the opportunity to sign up for your program or offer! 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Step 4: Your Call To Action 

Your Call To Action doesn't need to be complicated. Honestly, it shouldn’t be as 
it might confuse the potential client. 

The Call To Action is a great place to support the audience in taking the next 
step, give them a brief recap of what they’re signing up for, what they can 
expect to happen once they sign up or any additional support in taking the next 
step. 

Here’s some examples of the basic Sign Up buttons and Call to Action that I’ve 
used for programs priced from $47 (this program) to $15,000. Keep the Call to 
Action simple and clear.  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Step 5: Recap And Call To Action…Again 

This is a very important section, you don’t want to just leave the potential client 
hanging. Making an investment in ourselves, no matter how big or small, can 
feel like a big deal. It’s saying that our dreams and desires are worth it, so be 
sure you stay with the potential client to help them make the decision that ‘Yes’ 
this is for them or ‘No’ it’s not. 

That’s why it’s so important to come back with a recap of what they’re interested 
in, remind them why they’ve made it to this part of the page, they’re obviously 
interested if they’ve read and scrolled this far. And then remember that the 
majority of purchases we make are emotional, they make us feel a certain way. 
So be sure to tap back on the emotionally charged areas that stood out for your 
ideal client like their pain point and how good it will feel to have the solution. 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Remember, that nothing we’re doing here is done out of manipulation. We’re 
never trying to talk someone into taking an action. The goal is to clearly share 
what you have to offer and the value of your program so that the person who 
needs your support can find your offer, know it’s for them and easily sign up. 

This recap section is also a great area to share FAQ’s and additional testimonials. 

And I typically like to end with some sort of a ‘Final Note’ or P.S. section to offer 
the potential client support in taking the next step and knowing that I am here 
for them and what they desire to create for themselves. 

For additional examples of my sales pages and the ‘Copy That Sells’ formula in 
action, please head over to my website at www.JessicaCaver.com. 
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About Jessica: 

Jessica Caver Lindholm is a Freedom and Success Coach for women 
entrepreneurs who are ready to make money, doing work they love, from 
anywhere.  

She transformed her business and life by 
creating a unique freedom-based 
business model allowing her to go from 
earning $7,000 a year in 2013 to having 
her first $10K month in just 30 days in 
2014.  

Combining her business savvy, intuitive 
coaching, and deep passion for freedom, 
Jessica then went on to earn her first 6 
figures in just 6 months and celebrated 
has celebrated multiple $100,000 months 
this year all while helping her clients 
create their own 6 and even 7-figure 
businesses.  

She believes that true freedom comes 
from unlimited time, money and a clear 
joyous mind and with the quick success of 
her business her husband was able to quit his 9-5 and they now work and play 
together full time.  

Jessica’s the ultimate Freedom Girl regularly enjoying long weekends soaking up 
sunshine in her home-state of Colorado with her husband and pups. Learn more 
at www.JessicaCaver.com
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