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“Ex-Researcher Uncovers
12-Step “Combination”
That Unlocks The Sales Vault
When You

If you’ve ever heard of the AIDA formula for writing sales
copy, I'll show you why it isn’t the formula.

And I'll talk about the magic that happens when you learn

to dial in the right combination. And my personal struggles

and battles in chasing rabbits down the wrong paths trying
to find the right formula.

By Marlon Sanders
KING of Step-By-Step Internet Marketing
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12-Step “Combination”

Imagine...

You’re in commission sales.

You walk up to the door and bang on it. A young lady comes to the door, bouncy and bright,
hair in a pony tail, holding a 2-year old.

You blurt out: “Hi, my name is

“I’'m here to explain the tax benefits of the Erisa law.”

What happens?

And THAT scenario shows the absolute poverty of a concept still taught to this day.

See, there’s an old method taught in this business.

It’s called AIDA.

That stands for attention, interest, desire, action.

| remember back when | snatched up every sliver of info | could to learn how to write sales
messages that turned interested people into checks in the mail (before the Internet came
along).

Boy, that puzzle frustrated me to no one.

1. The only formula about anyone taught was the AIDA formula.

| hear people spout off this stupid formula today. It’s a terrible formula.

Just horrible.

Now, HOW do you get attention? You got 5 seconds to get someone to READ the first few
paragraphs of your sales letter.

In selling, you have 5 seconds to get the person to decide
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to give you the time of day.

How do you do this?

What are the best ways?

What do you say?

What works? What doesn’t? Why? No one could ever answer those questions.

| remember trying to sell stuff at sales jobs. Like | had a 100% commission sales job where I'd
knock on people’s doors who supposedly had agreed to an appointment.

My attention statement blurted out of my mouth:
“Hello, my name is Marlon. I’'m here to explain the tax benefits of the erisa law.”

| didn’t understand HOW to get attention. What if you put that on the headline of a sales let-
ter? It’d blow chunks.

a. It’s not specific enough
b. What’s the benefits of learning about this law?
c. Is it complicated to understand?

If I knew then what | know now, | would’ve dropped in a 10X more powerful statement, of-
fered a big benefit and a touch of social proof.

Maybe you tried selling cookies as a girl scout or magazines for the band. Or whatever.
“Wanna buy some cookies” isn’t going to cut it.

“Would you like to try one of our new mint chocolate chip cookies” as you hold out the box.
That might work.

Once you understand HOW to get attention and the tested, proven formulas for doing so that
have been working for the last 50
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years and still work, this game gets a bit simpler.

I’'ve written about these formulas in other ezine issues and given examples. Feel free to dig
through all the gold in the archives here.

2. HOW do you get interest?

Really. Seriously. How is it you get interest?

| know. But the formula doesn’t TELL you how for goodness sakes.

So here | was. Knocking on doors of people who didn’t want to talk to me. That “lead” | had
apparently consisted of the date and time the person told the phoner to under NO circum-

stances send anyone out to talk to them!

Somehow, through sheer persistence I'd FINALLY get in to talk to someone. The talk revolved
around RETIREMENT savings.

How do you get a young, struggling family with retirement benefits at work to get interested
in THAT?

Well, | didn’t have an answer to that.
And that’s the problem with the formula. It doesn’t tell you how.

You wonder why people BOUNCE off your page faster than a jack rabbit? Maybe it’s because
your interest step sucks. But THAT formula won’t tell you how to fix it.

3. Desire — HOW do you arouse desire?

Seriously. How do you do that?

The stupid formula doesn’t tell you. Arouse desire. It’s a good idea.
But how do you do it?

When do you do it?
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After how long?

These are really critical answers.

BIG MISTAKE: Some people STAY in the “interest” stage too long and never make it to the de-
sire stage. Or they make it there way too slow.

It’s all about timing and sequencing.

A proper formula walks you through how to do this specifically.

4. Action

Yes, we all know you should get action. But again, HOW do you do this?
The formula comes up blank again.

So here | was.

Banging on doors trying to sell a retirement program. And I'd just learned about direct re-
sponse marketing. So | was trying to put two and two together.

| read books about copy and sales letters. Let’s say you have something YOU wanna sell online.
You’re a Seeker. You're hungry.

You wanna break free of the time for dollars trap and trade products for dollars.

As a result, you pick up a few books or courses.

a. Tested Advertising Methods by John Caples

This book reigns as perhaps the best book of all time about sales messages that get people to
fork over that stuff in their wallet and hand it to you.

But it doesn’t give an overall, big picture formula.

b. Dan Kennedy’s Ultimate Sales Letter

www.marlonsnews.com

yright 2010 Higher Response Marketing Inc.
All Rights Reserved



12-Step “Combination”

Dan covers the WRITING process that you go through to write the
letter.

But he doesn’t give you the specifics of the overall formula in enough detail you can do any-
thing with.

Very good book. Many people love it. But no big formula there.
Problem-Agitate-Solve is a good and true formula. But HOW do you do those things?

It’s just not enough to craft an elegant, super strong and potent sales message that will YANK
someone’s wallet out of their pocket or purse, and suck every last bill out of it.

Not gonna happen with problem-agitate-solve. It’s a great book. Actually, it’s a world-class ex-
ample of how to write an entire book that IS a Trojan horses sales pitch and have absolutely
no one know enough about selling to realize they just got pitched.

| recommend the book to everyone, just not to learn a formula for writing a sales letter.

c. Gary Halbert

One of the all time great teachers of sales copy and sales messages. No one taught bullet
sculpting better than Gary.

But again, he never taught a detailed, step-by-step breakdown of how you write and craft a
sales message.

d. $500 or $1,000+ courses
Some of these are good. | don’t know how many actually teach a step-by-step formula.
So many people get caught in the minute details that they never paint the big picture.
e. Ezine articles

67

There are good tidbits here. But not a coherent formula. twests

You see people who do NOT have a good formula everyday.
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1. They give price without a bargain appeal.

2. They have bullet points in their sales letters but don’t understand WHY you put them there,
so they don’t come close to accomplishing the purpose.

3. They skip or omit the reason why part of the offer or guarantee.

4. They have an opening paragraph that doesn’t follow the “greased chute” principle.
5. They don’t use polarity bullets

| could go on and on about this.

| remember how much it sucked in the beginning. | had this crummy dot matrix printer and
would write up sales letters and mail ‘em out.

The type had that dim, dot matrix look to it.

Yuk.

| educated in the letters instead of selling.

I’d spend a small fortune printing those suckers up and mailing them out.
Nothing came back.

Ouch. That hurt. More money | didn’t have flushed down the drain.

So when | finally stumbled across an actual FORMULA that SOLD stuff, | can’t possibly, con-
ceivably tell you how thrilled | was.

All of a sudden money poured in like I'd hit the triple high jackpot in Las Vegas.
True story.

See, in college | researched brief sheets for a current events TV show. So just stopping without
finding the RIGHT answer wasn’t and isn’t in my blood.
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When it doesn’t work, it sucks.

When you hit the RIGHT COMBINATION, it’s a thing of beauty. And that’s what people don’t
understand about AIDA.

It’s not a combination.

It’s like a good thought or an idea. NOT an ACTUAL combination that when you dial it in,
money comes out.

What kind of a formula is THAT for people to teach?

| don’t get it now.

Never got it.

Cost me more money, time, energy and pain than | can possibly explain.

So when | say my Formula is amazing, | don’t know if it's amazing to others or not. But it’s
AMAZING to me. After you’ve knocked on doors trying to sell people.

After you’ve spent a bloody fortune printing and mailing crap that doesn’t sell jack.
After you’ve scraped up every bit of info you can afford to get and your darned sales process
STLL doesn’t work, THEN you stumble across a formula or the right combination that unlocks

the stupid vault, how is that anything BUT amazing?

Don’t underestimate the power of having the right combination, formula or sequence of num-
bers.

The sequence is important. | see sales letters out of sequence all the time.
That’s why | invented the very first sales letter software program. See, once | discovered my
FORMULA, | was invited to teach it around the world at over 120 seminars people paid $3,000

to attend.

When you unlock a formula, it commands attention.
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That combination is worth a lot of money or has been for me.

But in teaching my formula, | found out people still got the combination WRONG.
They didn’t dial it up in the order | told ‘em to.

That’s why | created Push Button Letters software — to literally force people to enter the right
combination into their sales letter.

Now, garbage in, garbage out. You STILL have to enter the right data, ideas and information.
But it forces you to follow the right sequence or combination.

It’s a tool. That’s all. A tool to help you dial in the right combination. A brain is still required.
And there’s a bit of an art to it.

A learnable art. But still a bit of an art.

One of the reasons for that is people learn a Formula, whether it’'s mine or someone else who
thinks they found the right combination.

And they follow the combination without really UNDERSTANDING it. You can’t just do it like a
robot.

If you could, you’d just hire people for a buck an hour to do it.

There’s a certain amount of understanding you need. And that’s why | created different re-
sources was to try to TEACH not just the numbers you dial in or the sequence.

But the understanding of what you dial in, when you dial it in, why you dial it in, how to avoid
mistakes when you dial it in — and so forth.

| don’t think a lot of people get that this is a very valuable combination. And there’s a degree
of skill required to unlock the vault.

Just any old combination or sequence of numbers won’t unlock the vault of sales.

And imagine THIS....
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Different people sell a combination of NUMBERS that are supposed to unlock the sales vault.

Now, they may have never written a true breakthrough sales letter in their life.
They may never have been paid over $10,000 by a client to write something.

But they’re selling you their combination. Fair enough. They even stick it in software and call it
something kinda like my software.

But WHAT'S their combination?

Anyone can grab some numbers out of the air and say, “Hey, dial THESE numbers in.”

But does it unlock the vault?

Your guess is as good as mine!

All numbers, combinations and formulas are NOT created equal. This is NOT a commodity!
One formula isn’t as good as another.

You know, one formula for a cake wins the prize. Others taste like junk.

— Lesson of the day —

One of the things | teach is called “the benefit chain.” This is where you ask “what’s the
benefit of that.” Then when you answer that, you ask “and what’s the benefit of that.” And
so on 5 levels deep. This way you get to the deeper emotional benefits.

Just because it’s a formula in a BOOK or written on a piece of paper or on a website — that
doesn’t mean a lot.

So that’s why I’'m writing this. | don’t think a lot of people understand this.

They think one combination, software, book, ebook or sales letter formula is as good as any
other.
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They THINK AIDA is a good formula!

Yeah, freaking right!
Go out and sell door-to-door.
Bang on the door and tell people you wanna come in and take up 30 minutes of their time.

Then you’ll see why all formulas are not created equal. All things you say in your “headline” to
get in the door do NOT work.

If you don’t nail that “interest” part, you get THROWN out of the house. Been there. Done
that.

This is what | have to say about the AIDA formula. | hope this has been of value to you and eye
opening.

For more info on my 12-step formula, refer to other back issues of my ezine or, obviously, my
products. How’s that for a shameless plug?

Marlon Sanders
The King of Step-By-Step Internet Marketing and
“The Ambassador of Old School Marketing”
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Resources

FREE podcasts, videos, PDFS
http://www.marlonsnews.com/podcastnvideo/

"Point and Click" Your Way To Create Amazing Web Pages That Sell Your Products Like Crazy!
http://www.designdashboard.com

The Only Point-And-Click System That Turns Internet Marketing And Promotion Into A Virtual No-Brainer
http://www.promodashboard.com

Discover the Amazing Formula That Sells Products Like Crazy!
http://www.amazingformula.com

On December 3, 1998, | Discovered A "Money Getting" Secret That I've Repeated 122 Times -- And You
Can Use This Same Secret Starting 2 Hours and 58 Minutes From Right Now!

http://www.thewriterssecret.com

Just Fill In The Blanks, Click a Button And Out Pops a Potent, Targeted Sales Letter Ready To Sell Your
Products or Services!

http://www.pushbuttonletters.com

Step-By-Step. Point-And-Click To Your Own Product.... or quadruple your money back !
http://www.productdashboard.com

How | Got 1 in every 102 english speaking net users to my web sties!http://www.1in102.com
How to create products fast and roll them out successfully using simple 2-page web sites
http://www.gimmesecrets.com

Exactly how to vanquish overwhelm, delete your "to do" list, get unstuck, and gain crystal clarity -- all
within 4 weeks

http://www.marlonsnews.com/overwhelm

"The above links may pay out affiliate commissions.. For info see: http://www.promotemarlon.com”
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